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Wells Fargo Center and 1660 Lincoln are two office buildings successfully courting tech tenants that have made the move from Lower Downtown to upper downtown Denver.

Tech migration drives upper downtown resurgence

endGrid is well known as a
unicorn in the world of tech - h\ =
IPOs: the email delivery com- :
pany is profitable, steadily
growing its customer base
and headquartered in Colorado.
Back in 2016, SendGrid also was
seen as a unicorn to landlords in
upper downtown Denver.
The tech company left its his-

toric, brick-and-timber digs in Lar- Whitney Hake

imer Square for the lower floors of Senior vice

1801 California, owned solely by president,
Transwestern

Brookfield Properties at the time.

SendGrid employ-
ees traded in free
lunches at The
Market for steak
frites at Guard and
Grace. Ibotta, the
cash-back coupon
company, also
backfilled some
of CenturyLink’s
vacancy at 1801
California in 2015
and again in 2017,
but the phenom-
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Jamie Gomez

Transwestern

ena of tech tenants
flocking to upper
downtown Denver
did not extend any
farther than 1801
California — until
today.

What specifi-
cally changed in
Lower Downtown
Denver to influ-
ence OpenTable to
lease office space
at Wells Fargo Cen-

ter in the fourth quarter of 2017?
Perhaps OpenTable was attracted to
the five, 86-foot floor-to-ceiling LED
columns installed by Beacon Capital
Partners in the lobby and Lyft dis-
counts offered to tenants. Maybe a
workplace strategist quantified for
OpenTable the efficiencies gained
by working across a large floor
plate, instead of being fragmented
among several small floor plates. Or
the Gold Wired Score at Wells Fargo

Please see Page 24
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River North roundup
Catalyst, pictured above, is one of the many
anticipated new office projects in RiNo.

Design for recruiting
The design of a workplace can help in
attracting and retaining the best and brightest.

Project spotligh
To cultivate a creative office tenant mix, unique
retail and restaurant amenities matter.
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All-time employment high

n mid-May, the Downtown

Denver Partnership shared its

annual State of Downtown

Denver report. While this report

focuses on the core downtown
market, with some references to
the entire metro market, the trends,
numbers and insights can be help-
ful to understand-
ing our office mar-
ket as a whole.

» Workforce.
Downtown Den-
ver’'s employment
is at an all-time
high - 133,478
employees — which
is a 2.5 percent
year-over-year
increase. Metrowide, Denver saw
an employment year-over-year
increase of 1.9 percent to just under
1.82 million employees, while
the nation only saw a 1.2 percent
increase. Denver metro’s unemploy-
ment rate clocked in at 2.7 percent
at the time the report was pub-
lished.

» Company activity. While it’s yet
to be seen how a few recent clo-
sures will affect our employment
numbers, an article from Cushman
& Wakefield on Page 8 points out
that during 2017, eight company
headquarters relocated to the metro
area. Further, another seven com-
panies announced relocations or
expansions to downtown Denver,
according to the DDP report. The
largest employment sectors in the
downtown office market are profes-
sional/business services, 31 percent
of total employment; government,
19 percent; leisure and hospitality,

16 percent; financial activities, 12
percent; and natural resources and
construction with 7 percent.

One more highlight from the
report is about the technology sec-
tor. Employment is up 74 percent
since 2010, with more than 10,000
employees working for tech compa-
nies. The core is now home to 626
tech business, 265 of them startups
that formed in the past three years.

* Real estate needs. Downtown
Denver has a total of 38 million
square feet of office space, with
3.8 million sf of that from projects
completed, under construction or
planned in 2017-2018. The new
square footage has the capacity
to support 13,400 new downtown
employees, the report estimates.
Hines’ 1144 Fifteenth Street, a
40-story, 670,000-sf office tower was
the largest office project completed
this past year. Overall, vacancy has
increased slightly to 11.4 percent,
yet average lease rates remain
steady at $33 per square foot, the
report states.

Within this issue, you'll find more
information on all of these market
indicators. You'll also notice sev-
eral articles aimed at tenant rep.
brokers. As physical spaces become
an increasingly important part of
the recruitment strategy, helping
clients determine the right location,
price point and build-out to cater to
employee needs becomes a key dif-
ferentiator for successful brokers.

Michelle Z. Askeland

maskeland@crej.com
303-623-1148, Ext.104
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We invite you to visit any one of our four amenity-rich Denver properties.
PLAZA TOWER ONE + PRENTICE PLAZA + HIGH POINTE TOWER * 143 UNION

To find out more about our

Inspiring people to flourish through the places we create.
Denver properties, contact:

ATLANTA * DALLAS - DENVER * HOUSTON * LOS ANGELES STEPHANIE LAWRENCE
303.592.2626

www.GraniteProp.com slawrence@graniteprop.com
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Office demand in Denver metro remains strong

enver’s reputation as a
global city has dramatically
improved over the past sev-
eral years. Strengthening
demographic trends and
a favorable business climate have
enticed many companies to migrate
to the Mile High City and capitalize
on the area’s advantages.

« Rapidly expanding economy
strengthens Denver office market. In
the past 15 years, the metro has
welcomed roughly 640,000 new resi-
dents, a 28 percent increase of the
overall population. The millennial
population advanced at a similar clip
during the same period. Robust in-
migration stemming from all areas of
the country has led to an especially
talented labor pool, as 40 percent of
those 25 and older obtain a bach-
elor’s degree or higher, well above the
national average of 29 percent. As a
result, the job market has turned very
competitive. Denver’s sub-3 percent
unemployment rate has placed pres-
sure on employers to offer better
compensation packages to attract top
talent. This, along with an influx of
high-wage jobs, propelled the median
income 40 percent since 2003 to a
figure now exceeding $75,000 per
household.

Tech continues to be a growing
source of employment in Denver, as
companies migrate from a variety of
coastal cities, seeking to elude the
elevated costs of doing business in
their local markets. This contributes
to bolstered office-using job creation,
which, in turn, has strengthened the
overall office market. Metro vacancy
has fallen 390 basis points to 15.2
percent since the recessional peak
in early 2010. Even the city center,

an area receiving
heightened devel-
oper interest in
recent years, posted
a 470-basis-point
decrease to 16.5
percent over the
same time frame.
Although vacancy
in most submarkets
is falling, rates are
rising in neighbor-
hoods around the
urban core. These
vacancy increases
can be largely
attributed to ongo-
ing rejuvenation
efforts, pricing tenants out of the
area. However, vacancy should soon
begin to stabilize as the transitioning
stage phases out.

As overall demand for office space
remains strong, rent growth has
acted in accordance by advancing at
an average rate of 4.1 percent over
the past five years, pushing Denver’s
average asking rent to $25.97 per
square foot. This number outpaces
the national average of 3.5 percent
during the same period. Submarkets
adjacent to downtown Denver have
experienced the most substantial
rent gains in recent months, due
to landlords’ efforts to make their
properties more competitive with the
nearby Class A space. Although newly
constructed office properties with
typically higher asking rents played a
part in boosting average rates, space
upgrades remain the key driver of
rent growth in these areas. Strong
gains in nearby Boulder are broadly
driven by Google’s entrance to the
office market. Expect rent growth to

CCIM, SIOR

Vice president
investments, Real
Estate Investment

Services, Marcus &
Millichap

efirstbank.com/business
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percolate down Highway 36 and into
Denver’s northwest corridor in the
near future.

The encouraging office market
trends witnessed in Denver have
lured developers in recent years, par-
ticularly during the past 12 months
when over 3 million sf of space was
delivered. This total contributes to the
10.3 million sf added to the metro’s
inventory since early 2011. Downtown
Denver and the Denver Tech Center
remain focal points for builders, as
companies’ desire to set up shop in
the metro’s primary business districts
serves as a basis for development.
Here, new office construction helped
create live-work-play communities,

Speak with a

an appealing aspect for many resi-
dents and one that should continue
to stimulate office development.

As for medical office construction,
Denver logged its cyclical high in 2017
when 610,000 sf were delivered, con-
tributing to the 2.2 million sf received
since the recession. Last year’s
heightened completion sum support-
ed the strong space demand of this
property type, as vacancy is around 9
percent, following the 120-basis-point
decline in 2017. With relatively tight
market conditions, rent gains have
been steady, providing stable revenue
streams for landlords, a trait similarly

Please see Smith, Page 25

specialist today, and put our 55 years

of experience to work for you. Whether you are investing in
your current space, expanding to another, or starting from
scratch, we have loan options and business solutions you
need. Call us, find us online, or visit your local branch to

learn more.

banking for good TTBANK

Member FDIC
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ROBINSON NEFF+RAGONETTI
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and CoLORADO REAL ESTATE JOURNAL

THE COMMUNICATION CHANNEL OF THE COMMERCIAL REAL ESTATE COMMUNITY

SUMMIT & EXPO

COLORADO REAL ESTATE JOURNAL

Wednesday, Sept. 5, 2018 (morning)

The Hyatt Regency Aurora-Denver Conference Center ¢ 13200 E. 14th Place, Aurora, CO 80011

7:00 - 7:25 a.m.

Check In, Registration and
Networking

7:25-7:30 .a.m.

Welcome and Opening Remarks

Jim Johnson - Managing Director, Otten Johnson
Robinson Neff + Ragonetti PC

7:30 - 8:00 a.m.

Market Update / Broker Panel
Panelist TBD
Moderator TBD

8:00 - 8:30 a.m.

Future of Office Space

Kay Sargent - Senior Principal | Director of
WorkPlace, HOK

8:30 - 2:00 a.m.

Corporate End-User Panel
Panelist TBD

Moderator: Kindell Williams, LEED AP BD + C -
Managing Principal, IA - Interior Architects

9:00 - 9:45 a.m.
Networking Break
(Food and Beverages in Expo Hall)

9:45 - 10:00 a.m.

The Health of the Economy and Where
Are Interest Rates and Inflation
Headed

Dr. Robert Eisenbeis Ph.D. - Vice Chairman &
Chief Monetary Economist, Cumberland Advisors

10:00 - 10:30 a.m.

Office Capital Markets Overview

Jimmy Hinton - Managing Director, Research,
HFF, Inc.

10:30-11:00 a.m.

Capital Markets Panel
Panelist TBD

Moderator: David J. Link - Managing Director,
NorthMarq Capial

11:00 - 11:45 a.m.

Development and Investment Panel
Panelist TBD
Moderator TBD

Space is limited to 500!
REGISTER NOW!

www.crej.com/events

$85 per person

Checks, Visa, MasterCard and American Express accepted.

4 hours of real estate continuing education credit have been applied for.

For more information, including exhibitor and sponorships opportunities, please call Jon Stern at 303-623-1148 ext. 101 or e-mail jstern@crej.com
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Cost of debt: Defining difference from past cycles

xactly 10 years ago, the global
capital markets were teetering
on the edge of disaster when
all of a sudden, the subprime
bubble finally burst. In Sep-
tember 2008, the bottom fell out,
claiming Lehman Brothers as its first
of many victims. In the period of
expansion leading up to this event,
the local economy grew and diversi-
fied, leaving behind the days when
Denver was known exclusively as
an energy-dependent city. As coastal
capital chased yield to the Front
Range, prices increased across all
product types to levels never seen.
Office cap rates for Class A product
dipped down into the low 6 percent
range — a record at the time for Den-
ver, but a perceived discount to the
coastal markets. Record-high prices
and low cap rates also are being
seen in Denver today. The biggest
fundamental difference between the
prior cycle and today’s market is the
cost of debt.

The 10-year Treasury, a common
benchmark for interest rate coupons
in the commercial real estate world,
reached a peak of 5.23 percent in
June 2006. With interest rate coupons
on long-term debt from life insur-
ance companies and conduit (com-
mercial mortgage-backed securities)
lenders in the 5 to 7 percent range,
the gap between buyers and sellers
started to grow as levered returns
began to diminish with a higher cost
of debt capital.

Only recently in the current cycle
has the idea of a steadily rising
interest rate environment become a
reality. The Federal Reserve lowered
the federal funds rate to near zero at
the end of 2008 and kept it there for

'ﬁxﬂ"
- |

PROJECT

seven years to help
restart the econ-
omy. The London
Inter-Bank Offer-
ing Rate, or Libor
as it is commonly
known, was less
than 0.3 percent
from 2010 until the
first post-recession
Fed rate hike in
December 2015. By
comparison, Libor
peaked at 5.8 per-
cent in September
2007 and currently
is just under 2 percent. Coupled with
aggressive bank spreads on floating-
rate bridge loans, investors were reg-
ularly dealing with interest rate cou-
pons in the 2.2 to 2.5 percent range,
often on an interest-only basis. With
such a wide gap between interest
rates and cap rates coupled with a
steady rise in rental rates, the Den-
ver office market witnessed signifi-
cant appreciation over this period.

There currently is a barbell effect
with investor demand for office
buildings in Denver. There is heavy
demand for either new and shiny
core office product with stable, cred-
itworthy cashflow streams or for
value-add, opportunistic deals that
promise ample short-term returns
through a change in management
and/or physical rehabilitation. Every-
thing in between — what we consider
“core-plus” - has seen thinner bid
lists and investors who are requiring
higher yield since these “commod-
ity” properties lack significant upside
and are fundamentally lacking when
compared to core offerings.

The competition for core office

Jeff Halsey
Vice president,
Capital Markets’
Debt & Structured
Finance, CBRE

deals has attracted
deep buyer pools
including sev-

eral foreign capital
sources looking

to place money

in Denver. While
cap rates for these
deals, which have
dipped below 5
percent in certain
cases, seem incred-
ibly tight, they still
are relatively high
when compared
to domestic yields
in many countries
in Asia and Europe. The increase in
interest rates likely will impact this
buyer profile the least since they are
less dependent on debt and typically
seek conservative leverage if at all.

In fact, some foreign capital
sources, specifically from countries
like South Korea and Japan, are
deploying debt in the United States
commercial real estate market with
higher returns than traditional
equity investments. Life insurance
companies and pension funds from
the Pacific Rim are finding more
abundant opportunities by offering
attractive senior bridge, preferred
equity and mezzanine loan options
to the U.S. commercial real estate
market.

Armed with cheaper capital than
was previously available, debt funds
have emerged as a formidable com-
petitor to domestic banks with the
ability to compress pricing and offer
flexibility where the banks cannot
due to regulations.

Opportunistic investors in today’s
office market must get creative

Brady
O’Donnell

Vice chairman,
Capital Markets’
Debt & Structured
Finance, CBRE

by

to find returns. With tightening
vacancy rates metrowide and soar-
ing pricing expectations, it is hard
to buy purely on basis or price per
square foot. Real estate operators
have created value in complete repo-
sitioning/rebranding efforts includ-
ing extensive lobby and amenity
upgrades and, in some cases, even
re-skinning the exterior of the build-
ing. Debt funds, as mentioned before,
have become a strong alternative to
banks and allow value-add buyers
to load their capital expenditures
into their loan structure where, in
some cases, 100 percent of the capi-
tal costs are funded out of debt as
opposed to equity. In this constantly
evolving space, debt funds are com-
peting against each other by offering
flexibility in prepayment penalty
periods (sometimes as little as six
months) and in step-down pricing
whereby the spread may start higher
for a risky deal and will adjust upon
meeting specific coverage or debt
yield requirements. While there is
significant demand for new product,
returns on ground-up construction
have diminished due to a combina-
tion of rising construction costs and
the upward movement in Libor.
Each year that goes by, we get
deeper into this current cycle of eco-
nomic expansion, and the crystal
ball becomes less and less clear. Yet,
the case for an optimistic outlook
can be made since current interest
rate benchmarks still are significant-
ly below the levels seen in the last
cycle and regulations in the banking
and CMBS arenas have kept lending
standards in check as a precaution-
ary measure. A

N

Ak
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ON THE MARKET

TOWNE CENTER AT
BROOKHILL

Property Sale
BA Retail

¢ 302,641 SF
Westminster, CO

DEBT PLACEMENT | INVESTMENT ADVISORY | EQUITY PLACEMENT | FUNDS MARKETING | M+A & CORPORATE ADVISORY | LOAN SALES | LOAN SERVICING

ON THE MARKET

WESTMOOR PLACE
BUILDINGS 8,9,10

Property Sale

| Office

428,029 SF

B Westminster, CO

ON THE MARKET

GREENWOOD
CORPORATE PLAZA

Property Sale

= Office

| 412,839 SF

" Greenwood Village, CO

% ON THE MARKET

CITY CENTER
STATION

4 Property Sale

d Multi-Housing
176 Units

8 Aurora, CO

ON THE MARKET
. COYOTE RANCH

Property Sale
Multi-Housing
507 Units
Aurora, CO

Holliday Fenoglio Fowler, L.P. (‘HFF”) a licensed Colorado real estate broker.

CLOSED: MAY 2018
STANFORD PLACE Il

® Financing

Office
366,184 SF

® Denver, CO

HFF DENVER | 1125 17th Street, Suite 2540 | Denver, CO 80202 | (303) 515-8000 | hfflp.com
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We’re giving Denver
a standing INOVAtion

UP congratulates the Denver development team for its creative
vision at INOVA Dry Creek. By providing a high value product at
attractive pricing, along with “go big or go home” innovation, you
inspired 100 percent pre-leasing with anchor tenants Comcast
and Travelers Insurance. Contact United Properties Denver team
for an innovative, big-thinking approach to your commercial
space needs at 720.898.8866.

S8 UNITED
.»N'z(. PROPERTIES

UPROPERTIES.COM | MINNEAPOLIS | DENVER

CBRE Debt & Structured Finance has closed $8.4 billion in office financing assignments over the last 12 months throughout

the United States. Nationally, CBRE Capital Markets is the non-bank industry leader in commercial real estate loan originations.

How can we help you transform your real estate into real advantage?

For more information contact:

Brady O’Donnell, Vice Chairman

303 628 1777

Jeff Halsey, Vice President
303 628 1769

Jill Haug, Vice President
303 628 1782

CBRE ‘Ganiage
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Investors shift focus to renovated infill assets

ine years into the second-

longest economic expan-

sion in U.S. history, metro

Denver has experienced

momentous growth and
still is seeing further development.
Over 30 cranes currently protrude
the Denver skyline; our city is tied
for the second-most cranes among
major U.S. cities, according to Rider
Levett Bucknall. The city’s construc-
tion boom has continued to bring
Denver to the forefront, fueled by
the migration of a young, educated
workforce and companies relocat-
ing and/or expanding their footprint
to capture them. During 2017, there
were eight headquarter relocations
to the Denver metro area. Despite
net migration being down from
previous years, Colorado still ranks
in the top 10 for net migration and
population growth. Multifamily
construction has been the majority
of the new development that has
occurred through 2017: 60 projects
completed, totaling approximately
11,000 units.

However, construction of new,
speculative office buildings contin-
ues to grab headlines as 13 projects,
totaling roughly 1.8 million square
feet, were delivered throughout
2017. During the first half of 2018,
approximately 2.3 million sf of
speculative office product was
delivered, and Block 162, a 600,000-
sf speculative office building, broke
ground. With this construction
boom, and record high costs of con-
struction, has come a ripple effect
in Denver’s commercial real estate
industry.

Not only in Denver, but around
the nation, the construction indus-

try has seen
prices steadily
increase during
this development
cycle, up 5.1 per-
cent year over
year, according to
Turner Construc-
tion’s first-quarter
2018 report. This

Aaron D. increase is largely
Johnson due to the short-
Managing director, age of skilled labor
Cushman & and rising material

Wakefield costs that con-

tinue to riddle the

real estate market.
Denver’s booming economy, which
touts a sub-3 percent unemploy-
ment rate, has greatly hindered
developers and isn’t slated to
change in the foreseeable future
due to large projects breaking
ground, such as Block 162, Denver
International Airport’s $1.8 billion
Great Hall renovation and the $1.2
billion Interstate 70 expansion. With
replacement costs at an all-time
high and no slowdown in sight,
this has directly affected the office
investment sales market.

Investors continue to search for
ways to deploy capital throughout
the Denver metro area, but with
such a limited supply, they struggle
to find product that meets their
investment criteria. With much of
the value-add product trading dur-
ing the first half of this cycle, inves-
tors have seen a flight to quality
shift throughout the market. New
Class A construction has continu-
ously stolen the headlines, shat-
tering previously set records with
almost every trade, apparent by

1401 Lawrence
trading for roughly
$725 per sf in the
central business
district and One
Belleview Station
trading for approxi-
mately $478 per sf
in the southeast
suburban sub-
market. Investor
demand remains
strong for recently
constructed, stabi-
lized assets largely
due to the strong
rent rolls and down-side risk that
they provide. However, investors are
shifting their thinking on existing
product and historical price per sf
metrics for well-located buildings
with access to transit and amenities
in a concentrated basis play com-
pared to record sales for new con-
struction and the steep discount to
replacement cost.

With new office construction con-
tinuing to command the highest
prices in the market, prices on exist-

Jon D.

Hendrickson
Managing director,
Cushman &
Wakefield

ing renovated product have followed.

Gone are the days when assets
would trade with marginal change
on price per sf, but instead they
have started to escalate, as existing
renovated assets provide compara-
ble amenity-rich environments and
quality workspaces. These renovated
assets continue to trade at their
highest historical price per sf. With
current replacement cost estimates,
investors are willing to pay a higher
price per sf than they may have
previously considered in Denver for
existing product, largely due to the
attractive fundamentals they can

provide, similar to
new construction
but at a significant-
ly reduced basis.
Fundamentals
have always played
a large role in
the valuation of
office properties
and have gained
momentum as
occupiers continue
to adapt how they
evaluate real estate
decisions. With the
millennial popula-
tion representing the largest per-
centage of the workforce, companies
have felt an impactful shift in the
importance of quality office space
during the ongoing war for talent.
Coupled with investors being more
risk-averse, properties with strong
fundamentals at a reasonable basis
are becoming the most sought-out
buildings around Denver. The prop-
erties that offer prime locations,
strong demographics, walkable
amenities, visibility and accessibil-
ity continue to be drive valuations.
As occupiers have continued to
search for real estate that offers
the live-work-play model, investors
have followed the trend by invest-
ing in office assets that offer these
fundamentals. Building amenities
are not the only consideration that
come into play, but the accessibility
to walkable amenities has contin-
ued to have a large impact, mak-
ing infill sites with direct access
to entertainment, food and drink
prime targets for future invest-

Michael
Coppola

Senior research
analyst, Cushman
& Wakefield

Please see Johnson, Page 25
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Just outside Boulder and a short commute from Denver,
a vibrant, new Downtown Superior is taking shape. This
urban hub offers land for office and mixed-use residential/

Visit

BIG OPPORTUNITIES ARE AVAILABLE
IN DOWNTOWN SUPERIOR.

retail, plus new office and retail space built to suit. The
area offers competitive economics, easy access to Denver
International Airport, an educated employment pool and

a sought-after location. It will be an energetic, eclectic

mix of retail, shopping, dining, entertainment and living—
walkable, sustainable and surrounded by acres of gorgeous
Colorado open space.

Fully entitled for up to 817,600 square feet of office,
retail and restaurant space; 1,400 residential units;
and 500 hotel rooms.

DOWNTOWN

Superion ——
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ACQUILANO LESLIE,INC.

architecture interior design

AWARD e |
WG SUSTAIRAB
M GreatDesich

v, Ber ,8- 5. S
SMALL FIRM SERVICE +

mnﬂm

We believe when you trust Acquilano Leslie with
the design of your project, its an opportunity to
establish a long term partnership. It is our
responsibility to provide leadership and vision
and to achieve your business objectives.
Through great design, it is your opportunity to

. . - improve your business and enrich the daily lives
AMO® ACCI’edITed LeOder |n - of your people. Great design reflects your

culture and brand, embraces the future,
O F F I C E MA N AG EM E NT respects the budget and adds value.
o . . . . We have specialized in interior architecture
For over 30 years, Griffis/Blessing has provided award-winning property for businesses and governmental entities since 1986
services along Colorado’s Front Range. To learn more about our services,
please visit our website at www.GriffisBlessing.com. - :
O gAlA @ T
. GLOB AL . INDUSTRY
® Accounting ¢ IT Management cEsion ==
* Asset Management ¢ Lease Administration
e Budgeting ¢ Leasing Strategies —
¢ Construction Services * Maintenance/Technical Support e -
¢ Consulting * Property Management -
¢ Emergency/Crisis Response ® Receivership Services
® Human Resources ¢ Support Services
e Insurance/Legal Risk Management e Tenant Relations

GRIFFIS mm BLLESSING 102 North Cascade Avenue, Suite 550,

Colorado Springs, CO 80903

Visit Us Online at 5600 S. Quebec Street, B141,
GriffisBlessing.com Greenwood Vilage, CO 80111

Phone: 719-520-1234 < 303-804-0123

we listen,
then create.

ANVARSYO \'

YOUNG

A Different Approach to Denver
Commercial Real Estate Solutions
and Services

Our professionals deliver exceptional service in today’s complex real estate environment. Through deep insights into
the office, industrial, retail and multifamily, our professionals offer a full range of real estate solutions including:

Capital markets and investment management Alec Wynne, Principal, Managing Director

Advisory services alecwynne@avisonyoung.com
Debt capital solutions 720.508.8112

Marketing and research services

: For further information please contact:
‘“ Tenant and landlord representation “ : onp

Partnership. Performance.

Learn how our approach might help you at:
avisonyoung.com

Platinum
member

SBEST
SMANAGED
SCOMPANIES
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More linkage fees are not the solution for Boulder

nce again Boulder’s City
Council has found itself in
the spotlight with the dubi-
ous decision to increase the
affordable housing linkage
fee. While the conceptual idea of
trying to stimulate affordable hous-
ing is understandable, it still is
unclear if raising the linkage fee is
the solution to a problem that has
been facing Boulder for decades.
In addition, while most likely not
fulfilling the need for affordable
housing, the negative ramifications
of the fee are real and, potentially,
could create additional problems
for the city, especially when talk-
ing about affordable office space or
office development in general.
First, to understand linkage fees,
we need to back up with some his-
tory to set the table and demon-
strate why linkage fees will impact
office space in Boulder. Linkage
fees have been imposed in Boul-
der for over 20 years. The original
purpose was for residential devel-
opment to either build affordable
units as a part of the project, build
affordable units on another site, or
simply opt out and pay a fee to the
city’s affordable housing fund. Over
time, the City Council decided the
jobs/housing imbalance was too
significant and imposed a linkage
fee on commercial development.
What was once a fee below $10 per
square foot that commercial devel-
opers had to absorb (and obviously
pass on to tenants) is now head-
ing toward $30 per sf on a sliding
scale over the next three years.
A $30-per-sf fee — highest in the
country behind Palo Alto, California

- most certainly
will put a halt on
new construction.

On the surface,
it is easy to agree
with City Council
and commend
them for trying
to address the
needs of many
people who work
in Boulder but
can’t afford to live
here. However, the
cascade effect of
what really could transpire with
the $30-per-sf fee looks something
like this:

A. Developer of new office project
passes on to tenants the $30-per-
sf linkage fee and very few ten-
ants will be able for afford the
high lease rates required from the
developer.

B. Higher lease rates push the
market, so all lease rates eventu-
ally will increase, making it very
difficult for the fabric of our com-
munity, startups and nonprofits, to
keep an office in Boulder.

C. The linkage fee makes building
new projects nearly cost prohibi-
tive. In turn, there is no develop-
ment, which means no linkage
fees, which equals no funds to
assist in building affordable hous-
ing.

There seems to be better ways to
accomplish our housing dilemma
then simply putting it on the busi-
nesses, which already contribute
to the community in myriad ways.
Linkage fees are not the solution.

Despite this latest move by the

Becky Callan

Gamble
President, Dean
Callan & Co. Inc.

What was once a fee below $10 per square
foot that commercial developers had to
absorb (and obviously pass on to tenants) is
now heading toward $30 per sf on a sliding
scale over the next three years.

City Council, Boulder’s office mar-
ket is very solid now with numer-
ous Fortune 500 companies mixed
with homegrown startups expand-
ing or entering the marketing
place. New companies to Boulder
include Major League Baseball,
Industrious and Amazon. Expand-
ing local companies include Car-
bon Black, Gloo, Pop Sockets and
Nvidia.

That said, the entrepreneurial
market still remains the heart and
soul of Boulder, averaging just over
900 startups per year. This large
number of startups is good news
for the co-working spaces, which
are becoming increasingly popular
in the Boulder market, with more
on the way.

First-quarter overall vacancy is
hovering around 11 percent with
the largest vacancy of 20 percent
in the East Boulder submarket.
This is attributable to a few larger
blocks, but activity is healthy and
expected vacancy for the eastern

submarket should rebound closer
to 10 percent by year end. Down-
town still yields the highest lease
rates, with Class A product averag-
ing close to $33 per sf triple net.
However, central Boulder’s lease
rates are climbing with new proj-
ects, such as Boulder Commons
and Spark. Both projects, when
fully completed, could add as much
as 350,000 sf to the central market
with average asking lease rates at
$30 triple net per sf.

The impact of the new linkage
fees won't be felt this year, other
than sending the wrong message
to the business community. How-
ever, it will be important to care-
fully watch our local economy over
the next 12 to 18 months to get a
sense of the public’s response to
the increase. Meanwhile, today the
office market is still very strong
with no indication of slowing down
as many existing companies are
looking to expand and new compa-
nies searching for options. A

Colliers International would like to congratulate
Miller Real Estate Investments on their recent purchase of
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> Building Renovations
> and much more!
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RENOVATIONS COMING SOON!

Colliers

INTERNATIONAL

ROBERT WHITTELSEY
303 283 4581
robert.whittelsey@colliers.com

KATY SHEEHY
303 283 4563
katy.sheehy@colliers.com

ABBY VOLLMER
303 283 4579
abby.vollmer@colliers.com

COLLIERS INTERNATIONAL
4643 S. Ulster St. | Suite 1000
Denver, CO 80237

No warranty or representation is made as to the
accuracy of the foregoing information. Terms
of sale or lease and availability are subject to
change or withdrawal without notice.
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TYPE OF CAPITAL  SOURCE OF CA| EXPLANATION RATES/SPREADS LTV/COVERAGE TERM AMORTIZATION FOCUS ENDS
» Many of the life insurance companies are becoming more
» Downtown, urban locations or | selective on office properties, given the rise in rents and the
popular suburban office parks new high watermarks in Denver
110 (< 50% LTV) -200 . . . .
+ Multi-tenant, traditional floor * Most competitive at lower to moderate leverage with strong
. * Non-Recourse (65% LTV) bps over the
LIFE INSURANCE * Insurance premiums . * Up to 65% LTV 5-30 plates sponsors
) « Longer-term fixed comparable US o 25-30 Years . ’ ; . . -
COMPANY + Annuity and GIC sales rate loan Treasuries * 1.35x Minimum DCR Years « Top tier tenants (local, regional | + Flexible prepayment penalties available for small pricing
& national) premium (5-10 bps)
+ Major metro areas & « At right leverage (~55%) lenders can do Full-Term Interest
secondary markets Only
« Staying away from single-tenant exposure
+ Spreads have compressed by ~70 bps since Q1 2017
M iti higher | i
. Downtown office t?st competitive at higher leverage in secondary and
« Sales of mortgage- * Non-Recourse 140-220 bps over the | + Up to 75% LTV . tertiary markets
» ] o 5,7,&10 « Class B suburban office . s
CONDUIT (CMBS) backed securities « Longer-term fixed greater of US + 1.25x Minimum DCR Years 30 Years Single-tenant with structure + Have recently become more competitive with life
through public markets rate loan Treasuries or SWAPS |+ 8.25% Minimum Debt Yield e ) companies in primary markets
+ Secondary/Tertiary Markets ] )
+ 10 years interest-only under 63% LTV, 10% debt yield
« Standards are tightening for Sponsors with no deposit
relationship or out of state borrowers
» Most competitive for Sponsors with established banking
Ub to 10 relationships and strong borrower history that are willing to
+ Recourse (some non- P ) accept recourse
recourse available at vears " All office assets Establishing a deposit relationship is becoming a
« Corporate Debt 300-400 bps over bank Fixed, Interest Only to « Value-add with repayment R & P P J
BANK X 60% LTC) *Up to 75% LTV X requirement
+ Deposits ) cost of funds Typical 25 Years guaranty o ) .
« Shorter-term fixed ) « Primarily recourse loans, with non-recourse available to
) Max Term + Secondary/Tertiary Markets
and floating rate loans is 5 Years strong sponsors at low leverage
* More flexible (open) prepayment terms
« Increased regulation has made banks less competitive on
construction loans
« Losing construction loan market share to debt funds
« Non-Recourse Ub to 90% LTC « Pricing depends on leverage level, property quality, and
DEBT FUND / BRIDGE | - Private Capital « Shorter term bridge | LIBOR + 350-600 bps GZin in 1.0x DCR 1-5 Interest Onl + Value-Add Transactions Sponsor strength
LOAN + Institutional Capital loans for acquisition (some w/ floors) s : (3+1+1) Y + Recapitalizations + Up to 95% LTC construction take-out loans
and/or repositioning + Ground-up construction loans available
« Junior financin, « Preferred equity offers higher funding than mezzanine, but
) X ! s . +Up to 85% LTC « All office assets X quity d €
MEZZANINE/ « Private Capital secured by a pledge of, Mezzanine Interest Only . at a higher cost
o . T *1.10x DCR 2-10 . « Value-Add Transactions . ) . X
PREFERRED EQUITY | - Institutional Capital or participation in 8%-12% (in most cases) Recapitalizations * Minimum investment is typically $5MM but can start as low
ownership interest P as $1MM when paired with senior position

Essex Financial Group - Recent Office Transactions

Sherman Plaza

ReMax Plaza

Greenwood Village, CO Denver, CO Denver, CO
$12,060,000 Permanent Loan $65,550,000 Permanent Loan $7,500,000 Permanent Loan
Life Insurance Company CMBS Life Insurance Company

Ep Boxer
PRINCIPAL
(303) 843-9256
EBOXER@ESSEXFG.COM

Coorer WiLLIAMS
PRINCIPAL
(303) 843-4581
CWILLIAMS@ESSEXFG.COM

PETER KEEPPER
MANAGING PRINCIPAL
(303) 843-6002
PETERK(@ESSEXFG.COM

JerF Riggs
PRESIDENT / PRINCIPAL
(303) 843-0440
JRIGGS@ESSEXFG.COM

ALex RigGs
VP oF Loan ProbucTioN
(303) 843-4027
ARIGGS@ESSEXFG.COM

MICHAEL SALZMAN
VP oF LoaN ProbucTiON
(303) 843-6015
MSALZMAN@ESSEXFG.COM

MIKE JEFFRIES
PRINCIPAL
(303) 843-9220
MJEFFRIES@ESSEXFG.COM
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Market Highlight
River North roundup: 2M sf of new office space

s one of the most popu-
RiNo Developments

office, the project
already has attract-
ed large tenants,

lar (and fastest-growing)
neighborhoods in Denver,
the River North Art District

including HomeAd- Under Construction
is gaining substantial local, visor, which will e

regional and national attention. lease 70,000 sf for & ¢ s Denver Rock
With its internationally renowned its new headquar- & & Drill
art culture and dynamic craft food ters. ¢ ) World Trade Center
and beverage scene, RiNo is a des- « Denver Rock Q REvlon=i0. 8, o Q Denver
tination for companies looking to i @ Drill. This adaptive 3 .
attract and retain top talent in an Matt Weist  reuse development B 36t/ blake Station [F] o
increasingly competitive business Broker associate,  located two blocks
landscape. Column from the 38th and ° L

Enhanced connections through C%r;rrpferf;al Blake commuter
public infrastructure projects like the rail station pays
Brighton Boulevard improvements homage to the ol
and multimodal transit accessibility industrial heritage of the site, while & 4
including the 38th and Blake com- creating a new destination for work &
muter rail station, RiNo is an entry and play. In addition to a hotel, retail & 2 @ i
point into downtown Denver that and residential uses, Denver Rock E § @ Commercial
gives both business and leisure trav- Drill also includes 318,000 sf of office o z Partners

elers their first taste of Denver cul-
ture.

In addition to a rapidly growing
number of retail spaces, restaurants
and bars, RiNo also is stepping up its
office game, offering a combination
of adaptive reuse and new construc-
tion projects that can meet the needs
of many companies. The area offers a
creative and entrepreneurial environ-
ment with competitive lease rates
that are generally less than Lower
Downtown.

With approximately 2 million
square feet of office space under
construction (and nearly 750,000 sf
proposed), there are numerous new
office developments. Following are
some of the most anticipated.

e The Hub. With direct access to the
38th and Blake commuter rail sta-
tion, The Hub is a Class A 275,000-sf
mixed-use, transit-oriented devel-
opment. With 250,000 sf of creative

space with flexible, open and collab-
orative floor plates. Phase 1 is under
construction.

 World Trade Center Denver Cam-
pus. Located across the street from
the 38th and Blake Street commuter
rail station, the World Trade Center
Denver Campus is under construc-
tion with expected delivery in 2020.
Centered around global activity, this
campus is attracting both local and
multinational companies looking for
uniquely global collaborative work-
space.

¢ Revolution 360. Celebrating the
spirit and culture of Denver’s RiNo
neighborhood, the five-story Revolu-
tion 360 offers 150,000 sf of Class A
office and 20,000 sf of ground-level
retail. Located at 36th and Brighton
Boulevard, the development is sched-
uled to break ground this summer.

e Catalyst. With Phase 1 scheduled
for completion in the second quarter,

Kimley»Horn

Expect More. Experience Better.

SERVICES

Land Development
Office/Campus
Retail

Single Family
Multifamily

ENR RANKINGS

® #2 for Retail

W #7 for Airports

FORTURNETOOBES Tz

¥ #20 of the Top 500 US Design Firms
¥ #7 of the Top 100 Pure Design Firms

® #2 for Multi-unit Residential

Stormwater
Data Centers
Traffic
Roadway

¥ #9 for Highways

¥ #8 for Solar Power

¥ #8 for Transportation
¥ #10 for General Building

® #16 for Mass Transit and Rail

Catalyst is a first-of-its-kind facility
located at 35th Street and Brighton
Boulevard. The development brings
together private enterprise, govern-
ment, academic and nonprofit orga-
nizations with health care providers
and payers to accelerate innovation
and drive real, lasting change. Phase
2 construction is scheduled to start
in 2019.

» 3060 Brighton Blvd. This adaptive
reuse development is located at 30th
Street and Brighton Boulevard, fea-
turing up to 70,000 sf of continuous
space for lease. Proposed delivery is
spring 2019.

With many dynamic options for
office space in RiNo, how can a firm
know if it’s the right location for its
company? While there is a concen-
trated influx of emerging tech (those
that have grown beyond the startup
phase), health tech and even finan-

Infrastructure
Industrial
Build-to-Suit
Landscape Design
Planning

¥ #16 for Water Treatment
and Desalination

% #18 for Sanitary and
Storm Sewers

¥ #29 for Water Supply
® #43 for Sewer and Waste

Explore Kimley-Horn.com for more information.

cial services companies looking to
develop vibrant workforces in the
area, RiNo is suitable for a variety of
businesses.

Here are six questions to begin to
assess if RiNo is the right fit:

1. Is the company looking for non-
traditional office space?

2. What type of employees is the
company looking for, and how does
the office space and location factor
into attracting and retaining them?

3. How important is parking to the
employee base? Are they comfortable
using public transit?

4. How does the building’s location
impact the image of the company?
Can that translate into business
growth?

5. Does moving to a distinctly
creative neighborhood support the

Please see Weist, Page 25

il 1T

Denver: 4582 S. Ulster St., Ste. 1500 e Denver, CO 80237 e 303.228.2300
Colorado Springs: 2 N. Nevada Ave., Ste. 300 e Colorado Springs, CO 80903 e 719.453.0180
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Barry B. Bounds, CCIM,

M.S. and MBA

KW Commercial Real Estate, LL.C
200 W. Plaza Drive, Suite 200
Highlands Ranch, CO 80129
720-221-1820

bounds@kw.com

Brokerage, sales & leasing, office,
retoil & industrinl.

Investment specinlty — Car Washes

Mark Bradley,
CCIM, SIOR

Realtec Commercial Real
Estate Services — Greeley Oftice
1711 61st Avenue, Suite 104
Greeley, CO 80634
970-346-9900
mbradley@realtec.com
Brokerage, leasing, investment
analysis

Brad Cohen

Managing Director
Transwestern

4643 S. Ulster Street, Suite 300
Denver, CO 80237
303-407-1470
brad.cohen@transwestern.net
Brokerage, investment analysis,
consulting, valuation

R. Scott deLuise, CCIM,

t | SPPA, CPPA

Adjusters International Matrix
Business Consulting, Inc.

340 E. First Avenue, Suite 300
Broomfield, CO 80020
303-710-5005
scott@ai-mbc.com

Consulting

D. English, CCIM,
CIPS, MIPH

Real Estate Partners
4610 S. Ulster Street, Suite 150

| Denver, CO 80237

303-680-3344
denglish@MyRealEstatePartner.com
Brokerage, Leasing, Investment
Analysis, Health Care
Consultation

Mike Foster, CCIM
Coldwell Banker Commercial
Prime Properties

131 N. Sixth Street, Suite 300
Grand Junction, CO 81501
970-433-8374
mfoster@cbcworldwide.com
Investment sales, commercinl
land sales, retail, industrial and

office leasing.

Jan Friedlander, CCIM
Friedlander Commercial Real
Estate, LLC

30 Albion Place

Castle Rock, CO 80108
303-885-9200
JanFriedlander@comcast.net
Site selection, brokerage, invest-
ment, health care

Jared Goodman, CCIM
Cushman & Wakefield

772 Whalers Way, Suite 200

Fort Collins, CO 80525
970-267-7723
Jared.goodman@cushwake.com
Serving Northern Colovado in
commercial brokerage, capital mar-
kets, industrial, office, vaduation
and investment analysis

Jeff Hale, CCIM, CPM

Hale Commercial Properties

¥ 604 Remington Street, Studio 7

Fort Collins, CO 80524
970-310-9435
haleprops@msn.com

Serving Northern Colorado sales
& leasing, investment analysis,
multifnmily, mixed-use and
adaptive reuse.

Randall S. Hall, CCIM
BrokerOne Real Estate

550 N. Poplar

Casper, WY 82601
307-234-2385; 877-284-5480
rshall@ccim.net

Brokerage, leasing, investment
analysis, consulting, development,
site selection

Jake Hallauer

Chrisland Real Estate
Companies

970-305-8113

Specializing in brokerage,
development, investment analysis,
consulting, leasing and site selection.

Gail Hamilton, CCIM
Commercial Advisors, LLC
8024 W. Kentucky Ave.
Lakewood, CO 80226
303-777-2007

| ghamilton@ccim.net

Brokerage, sales & leasing, office,
retwil, industrial and investments

Tony Hemminger,
CCIM, EMS

Western Investor Network, LLC
6801 S. Emporia Street, Ste 201
Greenwood Village, CO

80112

720-344-1174
tony@westinvestnet.com
Brokerage, leasing, consulting,
investment analysis, 1031
exchanges, office, retail, industrial

Bill James, MAI, CCIM
James Real Estate Services

90 Madison St., Suite # 403
Denver, CO 80206
303-388-1100

Valuation & investment
analysis

Edwin Kanemoto, CCIM
RE/MAX Traditions
Commercial Division

2204 18th Avenue

Longmont, CO 80501
720-583-3930

Brokerage, leasing, investment

Ken Kanemoto, CCIM
RE/MAX Traditions
Commercial Division

2204 18th Avenue

| Longmont, CO 80501

720-583-3930
Brokerage, leasing, investment
analysis, valuation

William Lawrence, CCIM
5251 DTC Parkway, Suite 1100

Greenwood Village, CO 80111

Mark Lee Levine, CCIM

University of Denver

2101 S. University Blvd. Suite 387

Denver, CO 80208
303-871-2142
Director of The Burns School

David K. Martin, CCIM
Martin Company

9306 E. Berry Avenue, Suite 100
Greenwood Village, CO 80111
303-850-0505
martin_realestate@msn.com
Brokerage, leasing, investment
analysis

Rebecca B. Martin,

CCIiM, MBA

RBM Real Estate Solutions

1120 Lincoln Street, Suite 710
Denver, CO 80203
303-455-0600 ext. 1
rmartin@pcreco.com

Retail brokerage, investment
analysis, professional property
management.
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Certified Commercial Investment Members, or CCIMs, are accomplished
professionals who provide advanced training and market expertise to give
you a skilled analysis of your opportunities, whether you own, lease or invest
in commercial real estate. CCIMs are backed by an exceptional education in

investment, real estate and a thorough understanding of their marketplace.

Discover why only 5 percent of all commercial real estate
professionals hold the elite CCIM designation.

J. Virginia Messick,
MAI, CCIM, SR/WA
MessickBowes

1020 15th Street #38E
Denver, CO 80202
303-623-4908
jvmenb@msn.com
Valuation

Daniel A. Molello,

CCIv, CPM
Jones-Healy, Inc.

119 W. 6th St.

Pueblo, CO 81003
719-545-8181
dmolello@jones-healy.com
Brokerage, sales & leasing,
office, retail & industrial

Steve W. Moyer, CCIM
Landmark Western I1

7537 S. Ivanhoe Circle
Centennial, CO 80112
303-221-8494

Investment sales, retail leasing,
site selection

R.C. Myles, CCIM, SIOR
Cushman & Wakefield of
Colorado

1515 Arapahoe Street, Suite 1200
Denver, CO 80202
303-312-4226
RC.Myles@cushwake.com
Speciadizing in investment sles.
R.C. is one of the top investment
brokers in the Rocky Mountain
region.

John V. Propp, CCIM
John Propp Commercial
Group

6565 S. Dayton Street, Suite
3000

Greenwood Village, CO 80111
303-692-1816

Investments, 1031 exchanges,
professional property management,
veceivership services

Bob Rizzuto, MIBA,

CCim, CBI

KW Commercial Real Estate,
LLC

200 West Plaza Drive, Suite 200
Highlands Ranch, CO 80129
303-809-1757
bob.rizzuto@kwcommercial.com
Investment analysis, brokerage,
leasing, consulting & business
brokerage

Don Rulle, CCIM
CCIM, CRB, CNE, GRI
ePRO eCertified

| Re/Max Traditions Commercial

2204 18th Avenue

d Longmont, CO 80501

303-772-3800 ext. 110
donrulle@outlook.com
Site selection, development, brokerage,

leasing, valuation, investment analysis

Eric B. Rutherford,

MBA, CCIM, GREEN
Wright Kingdom

4875 Pearl East Circle
Boulder, CO 80301
303-541-1908
erutherford@wkre.com
Commercial/Investment Broker

Karen Setterfield,

CCIM, MBA, CNE
Setterfield & Bright

475 E. Hopkins Avenue
Aspen, CO 81611
970-920-1833
Karen@aspenreal.com
Investment sales and vetoil leasing

Daniel V. Sheehan
President

Metropolitan Capital, LLC
400 Eudora St.

Denver, CO 80220
720-205-9364

Email: dvs@metrocap.us
Investments & Consulting.

William Sheridan, MS,
CPM, CCIM

SFInvest

813 Nord Avenue

Chico, CA 95926-4303
830-899-7504
bill@sfinvest.com

Property management — multi-
Sfamily; investor — multifamily

Brian C. Smith, CCIM
Marcus & Millichap

1225 17th Street, Suite 1800
Denver, CO 80202
303-328-2021
brian.smith@marcusmillichap.com
Specializing in investment sales.
Brian has expertise ranging
across all investment product

types.

Barry Tiggemann, CCIM,

| | CHO, CIPS, CRS

- | Seven Star Real Estate LLC

| 1257 S Kingston Court
Aurora, CO 80012
720-400-0808
btiggemann@gmail.com
Brokerage, valuation, investment
analysis, development

Ryan Toole, CRE®,
cCcim

Alterra Real Estate Advisors,
LLC

Littleton, CO
303-250-9002
RRToole@comcast.net-
Consulting, Portfolio Stratesy,
Asset Management, Owner’s
Representation, Family

Jim Vetting, CCIM, GRI
Wheeler Management

Group, Inc.

1130 38th Avenue, Suite B
Greeley, CO 80634
970-352-5860
jvetting@wheelermgmt.com
Brokerage, leasing, consulting,
investment analysis, valuation,
site selection

Todd Walsh, CCIM
Market | Boulder

1150 Maxwell Ave

Boulder, CO 80304
303-444-5040
todd@wearemarket.com
Commercial Leasing & Sales,
Investment Properties, Boulder
County Specinlist

Patricia M. Wassik,
CCiM, CPM

Health Connect Properties
3400 E. Bayaud Avenue, Suite 240
Denver, CO 80209
303-830-1444

Health care leasing, sales, manage-
ment, consulting, investment analysis
and construction management

Russ Wehner, CCIM,

MAI, CPM

Russ Wehner Realty Co.
280 S. Madison St.

Denver, CO 80209
303-393-7653

Brokerage, property manage-
ment, consulting, investment
analysis

Tracy Wilkes, CCIM,
CPM

Castle Keep Developments
7927 S. Kittredge Street
Englewood, CO 80112-4642
303-991-1143

Site selection, development,
brokerage, investment analysis,
non-resident owner rep

If you are a CCIM member and
would like to appear in this

directory, please contact Lori
Golightly at 303.623.1148.
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Controlling operating costs in an |nflat|onary market

he typical office lease expires

every five to 10 years. If that

benchmark happens to land in

an inflationary market, like the

one we are seeing today, office
tenants can expect to be hit with a rent
increase of anywhere from 20 to 100
percent.

While Denver’s economy is outpacing
the national average, most businesses
we talk to have not seen bottom-line
growth proportionate to the increase
in leasing rates. Those who have seen
exemplary growth, have also added
more office dwelling staff, which comes
with the need for additional square
footage. As tenants recast their lease
midterm to capture additional space in
their building (many times, not avail-
able in desirable locations) they typi-
cally do this in exchange for a much
higher rental rate and longer lease
term. This compounding effect con-
tinues to eat up a larger percentage of
their profits.

What is the solution? How can office
tenants control occupancy expense in
an inflated market? Options vary based
on a company’s culture and recruiting
strategies, growth rate and financial
structure. The most common ways
to control costs are to re-envision the
workspace, downgrade in building class
or move to a different market.

¢ Densify. The buzzword in office
space for the last several years has
been densification, and for good rea-
son. The Building Owners and Manag-
ers Association’s 2017 Office Standard
recently changed how building rentable
square footages can be calculated. This
modification now allows office building
owners to allocate “building amenities”
such as common area, workout rooms,
showers and lockers, meeting rooms

U8l 2018 / KIEDING

and lounges, and
outdoor deck space
across the entire
rentable square
footage. Often com-
panies are forced to
decrease their physi-
cal footprint just to
maintain the same
rentable square foot-

Chad Kollar  ages.We have had
Managing clients threatened
principal, Cresa  ith up to an 11
percent increase in

rentable square footage, while trying
to renew in the exact same premises
they occupied for the past seven years.
Tenants with traditional private offices
may consider an open space layout.
Those currently in an open space office
might consider a benching concept.
This also could mean companies con-
sider changing their workstyles by
adopting a hoteling concept, allowing
employees more flexible work hours or
even encouraging the option to work
from home.

 Downgrade. If changing work-
style and culture isn’t a viable option,
another consideration is to downgrade
in building class. Tenants in a Class
A building may be able to get more
square footage near the desired loca-
tion in a Class B or C building. The
impact that this can have on company
culture and ability to attract and retain
employees in this tight labor market
can deplete a company’s most pre-
cious resource. However, aligning with
a creative real estate advisory team, to
include not just brokerage, but archi-
tect/designers, furniture consultants
and project management can reinvent
a workspace in a lesser building within
a constrained budget. This could lower

Cresa

Greenhouse Partners/Scholars, in Boulder, found that by moving 1 mile east from its
downtown location to 1820 Folsom St., the company could keep its rent virtually the
same, in a new space that allowed room for growth, while continuing to provide the

walkable amenities.

occupancy costs but keep the company
within its desired geographical loca-
tion to not interrupt delicate employee
commute times.

» Move. Location is everything, but
companies that are willing to make
a change can save exponentially. The
change in location doesn’t have to be
significant, just enough to change sub-
markets, however slightly.

Greenhouse Partners/Scholars is an
example of a growing company that
didn’t want to pay more. With the addi-
tion of a third high-growth company
utilizing shared resources, its space in
downtown Boulder couldn’t accom-
modate adjacent growth and saw an
increase in rental rate of 35 percent in a
three-year period. The lack of any qual-
ity relocation alternatives in downtown
Boulder and exorbitant spikes in rate,
allowed a forward-thinking company

Vanilla.

Good for ice cream. Lousy for lobbies.

Color is In.

to relocate to a converted/refurbished
former motorcycle garage turmed office
building. This slight compromise, mov-
ing just 1 mile east to 1820 Folsom St.,
allowed the company to keep its rent
virtually the same, in a new space that
allowed room for growth, while con-
tinuing to provide the walkable ame-
nities. To top it off, the company also
receive free parking for its employees.
Something unheard of just a few blocks
away.

An inflated market doesn’t mean
that office tenants coming to the end
of lease terms must accept the price
hike. There are plenty of creative solu-
tions out there, it’s just a matter of
finding the solution that fits the indi-
vidual business model and utilizing
the expertise of a professional tenant
representation adviser to orchestrate
the process.A

Color sells, and color never
costs more. Embrace it, splash it around
and make your space a vanilla-free zone.
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All-women deal shows representation growth

ecently, I sold a prop-

erty where all parties were

women, including the buyer,

the seller, the buyer’s bro-

ker and myself, the listing
broker. Lowry Speech and Occupa-
tional Therapy (now Abound Chil-
dren’s Therapy) owner Debra Fenton
recently approached CBRE to sell
her office condo in Glendale for
her children’s speech and occupa-
tional therapy business, which she
established in 2006. While market-
ing the property, Gail Hamilton, a
commercial real estate firm owner,
requested to show the property.
Gail’s client, Samera Habib of S.H.
Law Solutions, ultimately purchased
the property for her law practice.

Looking back on my commercial
real estate career, I realized that
this all-women transaction was an
anomaly. On its heels, I wanted to
highlight several women in com-
mercial real estate, including the
women of this transaction who are
making great strides in Denver.
Fenton, the founder of Lowry

Speech Therapy, leads a team of
therapists who all specialize in
working with children for speech
and occupational therapy services.
Hamilton is a licensed broker in the
Denver area for over 20 years. Habib,
a skilled divorce attorney, is recog-
nized and respected in the Denver
court system for her attention to
detail and her command as a litiga-
tor. Hillary Ellis is a commercial real
estate attorney with Kutak Rock LLP
in Denver where she focuses on all
aspects of complex commercial real
estate matters, including develop-
ment, acquisition and disposition

™ & © Universal Studios

MAY 31 THU7:30
Brett Mitchell, conductor
Natasha Paremski, piano

Golorado Symphony: Rachmaninoff Piano Concerto No. 2

of commercial
properties, related
corporate structur-
ing and financing
as well as leasing
of retail, office

and industrial
properties. Tori-
Ann Ammaturo is
the director with

Monica Wiley Graham Street
Senior associate, ~ Realty, where she

Investment is responsible for
Properties, CBRE

deal origination
and asset manage-
ment in both the San Francisco Bay
Area and Denver markets.

» Wiley: How did you first get inter-
ested in commercial real estate?

» Fenton: It seemed like a great
investment opportunity given the
market a few years back. Why
would I want to pay a landlord
when I could pay myself? I also
liked the idea of cost control and
not having to worry about being
locked into a lease.

* Hamilton: I grew up in a fam-
ily of residential and commercial
developers/builders and was always
drawn to commercial property
transactions and the economics and
efficiencies needed when analyzing
the best property match for clients.

* Habib: To earn income in my
practice is time; to earn money in
real estate is a risk but typically a
good one. [ would rather build equi-
ty for myself than pay a landlord
and, by doing so, build the owner’s
equity in real estate.

e Ellis: My time as an account
executive for Herman Miller Work-
place Resource prior to law school

Photo: Kharen Hill
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introduced me to the Denver real
estate community. Through my par-
ticipation in the various real estate
trade organizations I met so many
people who were really passionate
about Denver and its future as a
growing city. It was exciting to be a
part of the conversation as to where
our city was going, and it led me
back to school to pursue a career in
real estate law.

e Ammaturo: [ have always been
interested in real estate - the allure
for me is an investment you can
physically touch. I was never aware
of all the different career possibili-
ties and didn’t come from a family
with a background in real estate,
which is all too common. I was
fortunate to go to a university that
offered a real estate program, which
confirmed my interest. I still was
originally interested in residential
real estate and was lucky to be
given an opportunity to work on
office buildings with my accounting
background and never looked back.

» Wiley: What obstacles have you
experienced in commercial real estate
or owning your own business?

« Habib: I've obtained two Small
Business Administration govern-
ment loans and, although the terms
are great, they are very tedious to
get through and the closings with
the lenders were both challenging.

o Ellis: The real estate industry
can be tough, but there are great
organizations like Commercial Real
Estate for Women that really helped
me build confidence as a young
account executive and project man-
ager and, later, when I started prac-
ticing law, allowed me to foster the

Boettcher Concert Hall

525 COLORADOSYMPHONY.ORG

Harry Potter and the Goblet of Fire™ in Concert
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relationships I had developed with
other women in those organiza-
tions.

* Fenton: I have bought and sold
two office condos and both were
great investments. However, with
owning property, there is a little
more of a time commitment for
maintenance, homeowners’ asso-
ciation meetings, etc. Overall, it has
been a very positive experience.

 Wiley: Did you always intend to
work for yourself and/or run your own
firm? If not, what prompted the decision
to “run the show?”

* Fenton: I'm independent by
nature, and I have a hard time sit-
ting still for very long. I started
as a sole proprietor in 2006, and
the business really took off quite
quickly, leading me to lease my first
space and hire more therapists.
Over the years, I kept altering my
business model to meet the grow-
ing need for therapy services. I
had never planned on hiring any
employees or growing the practice
to the size it is now, but the busi-
ness had a mind of its own, and
I just kept adjusting my business
model.

 Hamilton: After being manag-
ing broker and partner with a local
commercial real estate firm from
1986-1991, I decided to align myself
with two other (women) Certified
Commercial Investment Member
designees in 1992 and formed Com-
mercial Advisors LLC. We all agreed
that we wanted to be “generalists”
in sales and leasing, and not forced
to choose one property type, or

Please see Wiley, Page 26
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Tips to help clients build out successful offices

sk anyone involved in man-
aging an office renovation
and they’ll likely tell you
the project was frustrat-
ing, at best. They may have
encountered surprises or made
costly mistakes. Maybe the schedule
was blown, employees were irritat-
ed and management was unhappy.
It likely took a long time for things
to get back to normal.
Knowing there is a lot at stake
for these types of projects, here are
some mistakes you can help your
client avoid when building out an
office space.
 Mistake 1: Bidding out the project.
Design-bid-build is when the clients
work with their architect to develop
drawings, which are sent out to sev-
eral contractors for bids. The idea
behind this project is to get the best
pricing available.
However, you should rethink
this approach because time is not
on your side. Seeking competi-
tive bids can add four to six weeks
to a project. This timeline makes
sense when you consider what’s
required: preparing a request for
proposal, ensuring that your draw-
ings are clear and complete, walk-
ing contractors through your site,
contractors getting the pricing from
subcontractors and then comparing
the bids.
On top of all of that, this pro-
cess often results in lots of change
orders. Contractors will price only
what’s on the drawings, which
means that including additional
work once the project begins will
make the bid higher than the com-
petitors. If anything is vague on the

. drawings, your cli-
ent faces the risk
of future change
orders.

The easiest solu-
tion is to form an
early partnership.
Onboarding a con-
tractor before the
design is complete

Adam Felson usually will lead
Founder, to smarter, more
officemorph cost-effective

designs with fewer
surprises for the budget and sched-
ule.

e Mistake 2: Letting the landlord man-
age the project. Most landlords want
to get tenant improvements done
as fast as possible, so they can start
collecting rent. Landlords will com-
plete the bare minimum of their
lease obligations. Contractors will
value their long-term relationships
with the landlord over a one-time
project.

The solution is to advise your cli-
ents to choose tenant improvement
allowances over turn-key. When
possible, opt for a TIA. By agreeing
to a TIA, the client takes control of
the design and budget.

* Mistake 3: Signing the lease too
soon. Before rushing into a lease,
your client should partner with
design and construction profession-
als to understand the workspace
needs. The design must be devel-
oped enough to give an estimate
of costs for the build-out. Beyond
construction costs, develop a bud-
get for consulting fees, audiovisual,
cabling, furniture, security and
other expenses.

T

L4

In the lease, it is important to
identify who pays for what. The
tenant broker and a construction
professional can help make sure the
lease covers everything that may
come up during a build-out.

It’s also important to commit to
a realistic schedule. Consult a con-
tractor to make sure a preliminary
schedule has been developed. Set
dates in the lease for when either
the property manager or tenant will
reach each milestone.

 Mistake 4: Not getting input from
employees. Employees happy with
their workspace are more engaged,
have higher job satisfaction, make
better co-workers and show more
support for corporate goals. Good
office design also makes it easier to
recruit new hires.

These three steps make for an
effective approach:

e Survey employees: Send a
simple survey to employees who
will work in the new space. Ask
questions to get an understanding
of what they hope to see, and any
issues with the current office that
should be avoided with the new
space.

e Interview department heads:
Ask about their current and project-
ed headcount and any special space
requirements.

* Hold a design charrette: This
meeting should be held with key
stakeholders and the design team,
to set goals and develop initial con-
cepts for the new workspace.

 Mistake 5: One open workspace.
Over half a century ago, companies
began converting private offices
into open spaces. It seemed like a

good way to use space efficiently
and save money. Later, laptops and
smartphones enabled employees to
connect from anywhere. This led to
the inevitable question, “Why even
come to the office?”

Open offices lead to more distrac-
tions, higher stress and more sick
days. While employees working in
open offices may feel like part of
a laid-back, innovative enterprise,
they suffer more interruptions, get
less done and have worse motiva-
tion.

The solution is to offer mobile
employees choices that match
their tasks. There are many inno-
vative ways to craft an office that
everyone will be excited about.

For example, building out a “liv-
ing room,” which uses comfortable
furniture like a home or café, gives
employees a space where they can
bring their laptops for an hour or
two. This area lets employees have
a conversation without tying up a
formal conference room. Another
popular feature are phone booths,
which are private rooms that are
big enough for one or two people to
make a phone call. “The library” is
an enclosed, quiet room with mul-
tiple desks where people can read,
write or think. Enforce one impor-
tant rule here: No talking. And
finally, offering a “home base” is
becoming popular. Every employee
needs a workstation to call her own
and store her belongings. Progres-
sive firms have made work surfaces
as small as 2 by 4 feet to allow

for more collaborative spaces like
phone booths and living rooms. A
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Workplace st

he nature of office space is
changing. Typically, I would
say I know this because I
read it seemingly every-
where. The factors are many
and variable: Generation X tak-
ing over the C-suite, millennials
demanding more amenities, the dis-
appearance of the private office, the
pushback over the lack of privacy in
the open-office layout, co-working
and the creative office. The list goes
on and the contradictions seem to
build. As a builder, I pay attention
to these trends and the feedback so
that we can better respond to our
clients with options. At the same
time, as a former developer, I won-
der how these changes are affect-
ing exit strategies. I know most of
you reading this are in one of these
same situations.

Recently, I have found myself with
a new perspective. It came about so
grassroots that it surprised me. We
started our company almost four
years ago and immediately placed
a focus on developing a culture dif-
ferent than that of the other com-
panies I've worked for in the past.
Among other things, we decided to
rent space at a co-working facility
and move our workspace “into the
cloud.” It has worked very well for a
young company trying to prioritize
expenses. It encouraged our efforts
to take all of our paperwork and
correspondence virtual as well, a
trend we've been seeing for years.
We can now be productive from just
about anywhere. It’s a blessing and,
sometimes, a curse.

So, what’s the new perspective?
We now are considering leasing

office space. Per-
haps it was inevi-
table, but we're
working to keep
the focus on a
unique culture and
not fall back into
the usual office
routine. I enjoy

the flexibility the
virtual workspace
has afforded us
and we sell it,
successfully, to
prospective employees as a perk.
But I do miss the opportunities that
happen when two or more employ-
ees are together around a table in
person. We have proven that we
don’t all have to be at our desks
every day in order to do great work;
we have grown nicely over the years
and continue to build relationships,
internally and externally. However,
we are seeing that direct connec-
tion is necessary at times and are
thinking about how best to facilitate
that while continuing to build on
our unique culture.

I think what this means is a com-
bination of the flexibility of a co-
working space with the pride that
comes from working in, and wel-
coming others to, our own space.

I envision a space that’s heavy on
open office and collaboration areas,
light on private work spaces, pro-
fessional yet inviting. One thing
that’s clear to me, in contradiction
to everything I've experienced, is
that we are deliberately sizing our
office not to accommodate every-
one at a private desk space. We will
have the ability to host everyone for

Steve Rogers
President, 8020
Builders

Workplace Trends

ructural shifts experienced firsthand
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However, we are seeing that direct connection
IS necessary attimes and are thinking about how
best to facilitate that while continuing to build on

our unique culture.

company meetings and the space
will be sized to encourage our folks
to be out of the office some por-
tion of the time. Additionally, we
are looking for the usual access to
amenities both for retail and out-
door experience. The nuance is that
we’re looking for those types of
amenities that serve our employ-
ees while also contributing to the
pride we want to feel in our space.
This means a brand of some sort,
on the building, the neighborhood,
the nearby tenants, something that
brings a unique factor that folks
will remember.

We’re a construction company,
which means we have multiple
projects underway around the
metro area at any given time. By
definition, we always will have
“branch offices,” so to speak, which
means undersizing our office may
work better for us than for other
companies. That said, I don’t expect
that folks will either work at the
office or at a project site. In fact, we
have proven that we can work from
home, a coffee shop, even a beach
(at times). I believe this realization
we’re having can’t be unique.

If that is the case, it means that
there’s another trend happen-
ing. Incidentally, this same trend
may be related to the “structural
shift” in the office space market
that NAIOP’s Office Space Demand
Forecast Q2 surmises. In a nutshell,
this forecast highlighted a contra-
diction between positive economic
performance of corporate America
and a well-below expected amount
of absorption of office space in the
first quarter of 1.3 million square
feet. Economic models had pre-
dicted an average in excess of 10
million.

What'’s important in all this is
that it’s making the office-space
equation more understandable and
that is helping us relate to tenants
and developers alike. As we contin-
ue to focus a portion of our capacity
in building interior spaces, I find
myself energized by the experience
we’re having at the same time. To
the extent we are wondering what
is happening in the market, we
might be served to look at what is
happening within our own organi-
zations as we grow and change.A
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Co-working spaces translate to new

Without the abil-
ity to accurately
predict headcount
growth or reduc-
tion, a co-working
facility can offer
an attractive
model for com-
panies looking to
minimize risk.

While some
agree that co-
working is here to
stay, others predict
that a traditional
lease and build-out model also will
maintain its stature. Landlords now
are offering flexible lease terms
to entice traditional tenants away
from the co-working mentality. In
addition, landlords are outfitting
their buildings with amenities to
compete with those of trendy new
co-working facilities. For many
companies, a traditional lease-
and-occupy work environment
will never cease - thereby enabling
both traditional office spaces and
co-working facilities to share suc-
cess in the corporate real estate
economy.

All of that said, what does co-
working mean for a traditional
project profile overall? A success-
ful corporate real estate project is
about the team ... and a team is
still needed.

During the negotiations of a co-
working facility agreement, the
value of having a corporate real
estate broker on the tenant’s side is
still incredibly valuable. A licensed
commercial real estate broker
skilled in negotiating traditional

’

/

ust when corporate real
estate norms had steadied
into a comfortable set of
metrics, the balanced notion
of co-working has come on
line and are continuing full steam
ahead. Co-working facilities are
opening with increased regularity
in all sectors of the market - from
central business district locales
to suburban markets and beyond.
These new centers of workspace
innovation are shifting office norms
and bringing a culture realignment
with them.

Previously a haven for startups
and entrepreneurs looking for a
sense of place, co-working facilities
now offer larger companies, even
Fortune 500 companies, increased
camaraderie and idea sharing,
innovative collaboration spaces,
and a less “corporate” look and feel
for traditional office users. The co-
working environment can offer a
fresh perspective and the ability for
companies to synergize and inte-
grate like never before. With cross-
generational interest, co-working
is being embraced as a continuing
phenomenon locally, nationally and
globally.

Rather than having a heavy-load-
ed real estate portfolio, companies
are looking at co-working facilities
for the ability to lighten their load,
minimize risk associated with lon-
ger-term leases and focus on their
core competencies. The nimbleness
and flexibility to ebb and flow a
business plan by adding or sub-
tracting seats with ease is becom-
ing more attractive to businesses
in expansion or contraction mode.

Megan Walsh,

LEED APBD +C

Principal, Catalyst
Planning Group
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office leases will identify and sup-
port needs for tenants outside of a
traditional co-working boilerplate
agreement. The broker also can
identify pros and cons for clients
in the evaluation of going to a co-
working facility versus traditional
office space and vice versa. In addi-
tion, the financial analysis of the
deal terms for both options is para-
mount in supporting a tenant in its
decision.

The ability to integrate national
standards for a tenant going into
a co-working environment cre-
ates the opportunity for a tenant’s
own architect/design team to bring
workplace standards forward and
integrate the tenant’s design ide-
ology into the overall co-working
design. Perfecting a real estate
portfolio such that both traditional
office space and co-working space
feel agnostic from geography to
geography can be accomplished
with an over-arching design per-
spective from a tenant’s architect/
design team, creating a seamless
effect across the portfolio.

While the typical role of a project
manager is modified in a co-work-
ing scenario, the measurable impact
is apparent in a project manager’s
ability to assess the viability of
the proposed co-working facility’s
schedule for occupancy and align
that with their client’s needed occu-
pancy requirements. Attending the
co-working facility’s team of skilled
professionals’ meetings and walk-
ing the job site, but with a tenant
advocacy in mind, can bring issues
to the forefront before they become
impactful to the overall project’s

Professional Paintin

Interior/Exterior
Caulking & Sealants
Deck Coatings
Parking Garages
Waterproofing

Denver Commercial Coatings, Inc.

Denver Commercial Coatings is a leading provider of Interior & Exterior
Painting, Caulking and Specialty coating services in the Rocky Mountain
region with over 30 years experience. We work with property owners,
architects and managers to maximize the value of their investments.

303-861-2030 denvercommercialcoatings.com

parameters

success. In addition to the construc-
tion workstream, there are numer-
ous nonconstruction workstreams
that require oversight and manage-
ment to ensure successful integra-
tion into the overall project - such
as tenant’s low-voltage cabling,
audiovisual, branding/signage, serv-
er room equipment and the physi-
cal implementation of the move
into the co-working facility — as well
as potential restoration at the ten-
ant’s site being vacated.

From a workplace solutions
standpoint, one size does not fit all,
and many co-working facilities are
understanding that a traditional kit-
of-parts furniture solution doesn’t
always support all businesses
migrating into a shared environ-
ment. This allows the opportunity
for a tenant’s furniture partner to
customize the baseline furniture
package being provided, in whole-
sale or part, to better support the
tenant in its workplace needs in a
co-working facility. Ergonomic tools,
specialty seating and/or custom
logo integration into a standard fur-
niture package to better represent
a brand may all come into play for
the tenant’s own furniture partner.

In addition, technology integration
is key for a tenant in a co-working
environment, and the ability to
capitalize on a co-working facil-
ity’s technology platform, and cus-
tomize to a business operation’s
need, is key. A tenant’s technology
partner can provide valuable input
to enhance the co-working envi-
ronment specific to the tenant’s

Please see Walsh, Page 26
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Companies use workplaces as business strategy

t's no secret that Colorado

has become one of the top

destinations for people to

relocate. Colorado Springs was

recently named the No. 1 city
for highest growth in millennial
population, and Denver was lists
as No. 3, according to the Brookins
Report, “The Millennial Generation:
A demographic bridge to America’s
diverse future.” Paralleled with low
unemployment, this surge in demo-
graphics has created a unique cli-
mate in Colorado’s job market.

Top-performing companies are
gaining a greater awareness of the
impact their workplace design has
on recruiting. The design of a work-
place has the power to trigger new
behaviors and cultural shifts while
attracting and retaining the best
and brightest.

How are companies crafting their
workspaces to attract talent?

1. Foster innovation. Great work-
place design drives creativity and
innovation. Our proprietary Work-
place Performance Index identifies
three key actions to optimize an
organization’s workplace for inno-
vation:

* Invest in the individual. Employees
at top-performing companies have
better designed and more function-
al workspaces, no matter how open.
With the consideration of the work-
space’s layout, noise management
and access to people and resources,
an open office can be as effective as
a private one.

* Diversify group work spaces. The
most innovative companies pro-
vide access to a greater variety of
workspaces in and out of the office,
particularly spaces for collaborat-

1ng and socializ-
ing. Organizations
investing in ameni-
ties not only ben-
efit from creating a
recruiting tool, but
also amplify the
company'’s culture
and values.

» Empower the
whole community.
At a broader level,
organizations
should provide
choice, equality
and reflect the common purpose.
When attracting potential employ-
ees, organizations need to show
how employees connect to the
company beyond their day-to-day
agendas.

Akamai Technologies, a cloud-
delivery platform company, recently
competed a new Denver office, spe-
cifically designed to create work-
space diversity. The design allows
employees a choice of flexible, col-
laborative workspaces as well as
quiet environments for focus. Pro-
viding a variety of multimodal spac-
es was critical to support employees
using the space as they see fit.

2. Embed adaptability. The only
constant in business is change. In
today’s climate, technology is one of
the leading factors that drives how
organizations communicate and
enables employees to work when
and where they want in the work-
place. Top-performing organizations
implement strategies to foresee and
evolve with technology, forcing the
workplace to deliberately improvise.

Continuous change defines the
need for creating flexible, adaptable

Lauren Pogue
Workplace
strategist and
designer, Gensler

i2 Construction collaborates with brand forward
companies to build work environments that
embody their identity and culture.

D)
T

www.i2construction.com

Constructionw

Excellence from Concept to Completion

(303) 574-1118

Gensler/Ryan Gobuty

Akamai Technologies’ Denver office provides amenity spaces that are flexible and
active. The space reflects the local sense of place and culture, pulling inspiration from
historic mining maps, imagery and typography.

planning. Organizations reflect the
way top talent is working by using
their workplaces as a tool to foster
creativity and innovation. Work-
spaces must easily adapt to their
function, purpose or even existence.

3. Craft experience. With the nature
of work constantly evolving through
technology and workstyles, people’s
expectations of their workplace expe-
rience are adjusting too. Creating an
authentic, branded experience is key
for organizations to embody their com-
pany values. Too many times we see a
generic application of a logo and colors
signaling the “brand,” when employ-
ees and prospective talent are craving
something more.

A well-designed workplace envi-
ronment is a tool to inspire employ-
ees and communicate a common
mission. Employers must reimagine
themselves not as enforcers for pro-
ductivity, but enablers of meaning.
Today’s workplace should reflect
choice, purpose and making a dif-
ference. By embodying the brand in
a new way, space is being used as a
catalyst to attract, retain and moti-
vate employees.

Prologis, a global leader in indus-
trial real estate development and
logistics, recently moved from a
very traditional corporate office

Please see Pogue, Page 26

Spaces in all the

Right Places.

KEW owns and manages 1.2 million square feet
of quality retail, office, and industrial properties

in the Denver metro area.

We strive to create value for tenants by offering
superior space in superior locations at

affordable rents.

E
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http://www.kewrealty.com/
http://www.signatureflip.com/sf01/article.aspx/?i=10759
http://www.crej.com/
http://www.i2construction.com/

WWW.crej.com

Design

June 2018 — Office Properties Quarterly — Page 21

Focus, pnvacy must be considered for open offices

pen and collaborative work-

spaces have been the hot

topic of client meetings for

over a decade. With millen-

nials entering the workforce,
many companies felt the need to cre-
ate a less formal, engaging environ-
ment by knocking down walls and
flattening out hierarchy. When com-
peting for talent, a vibrant, exciting
workspace is key, after all. And, with
the rise in Denver’s cost per square
footage and the freedom of mobile
technology, you can see why this lay-
out has flourished.

The open floor plan, however, is
not ideal for every business model,
team or employee. We now are see-
ing the pendulum swing back toward
center, where it feels just right for a
lot of companies. As a commercial
real estate professional, how do you
find and help create spaces that bal-
ance the needs of workers who crave
privacy while still appealing to those
who want collaborative and informal
places to connect with coworkers?
You listen.

» Active listening. Seeking input from
all levels of staff - from the C-suite
to the administrative assistants - is
essential to building a solid founda-
tion for your project. While choosing
and creating a client workspace may
put you in the role of “therapist,” the
most successful projects are the ones
in which each team member feels they
have had the chance to discuss their
needs. Once you have collected feed-
back, ensure that your plan is mean-
ingful and holistically supports the
goals of the client. Recommending the
trendiest building or style, for example,
is not helpful to anyone if it doesn't fit
the company’s overall culture.

Generational
differences often
affect that culture,
and a familiarity
with these distinc-
tions is critical for
guiding a company
toward one space or
another. The baby
boomer generation,
in their experience,
growth and devel-
opment, see getting
the bigger office as
a badge of honor.
Putting them in an
open, flat-structured environment
could feel like regression or punish-

Christopher K.
M. Leach

President and
owner, Contract
Furnishings

ment to them. In contrast, millennials,

members of Generation Z and even
Generation X, don’t see shared, open
space as failure to rise.

Coming to an agreement on how
to balance open and private spaces
can be challenging to navigate. Help
your clients acknowledge the role
each position plays and the optimal
environment needed for each team
to thrive. An open floorplan is not
an all-or-nothing proposition. If the
finance, legal or human resources
team requires privacy or the business’
structure calls for a separation of the
C-suite, then separate, private offices
or work areas may make sense. Han-
dling all of these touch points deli-
cately is a challenging, but necessary
balancing act for most companies.

e Thoughtful space planning. Encour-
age clients to be thoughtful about
space selection and planning up front.
Putting a team of professionals in
place before a space is selected could
make a difference in which property a
company ultimately chooses. Working

Not only can neighborhoods balance the
generational or work-style divide, but also they
can provide a framework for each department to
create Its own culture within the company.

simultaneously with architects, fur-
nishing companies and designers will
help clients strategically select the
space that is right for them.

For example, a furniture company
could help reduce its footprint by
efficiently programming the space
while incorporating sound-absorbing
furniture to create privacy rather than
walls. Or, an architect could conceive
of creative structures like “huddles
rooms” or “phone booths” that maxi-
mize space and privacy, while reduc-
ing the number of true offices needed.
A designer could recommend design
elements that could cut down on dis-
tractions and allow easily disrupted
employees to focus on heads-down
work.

With the rising prevalence of mobile
technology, the type of space employ-
ees need is always evolving. Now,
instead of wanting designated offices
or desks, many employees prefer to
have shared touchdown spaces: a
place to charge their computer and
phone. A recent trend has employees
storing what they need to perform
their duties in a locker or a mobile
pedestal that they move to their new
workspace each day.

« Creating neighborhoods. One trend

that has taken off is creating separate
“neighborhoods” within an office. Not
only can neighborhoods balance the
generational or work-style divide, but
also they can provide a framework
for each department to create its

own culture within the company. An
accounting team may choose a more
individualized work environment for
heads-down work with a large central
meeting table at which their employ-
ees can easily share ideas, while the
marketing department may want a
more open team environment with
tools such as mobile glass boards and
interactive multimedia tools for brain-
storming. Either way, most neighbor-
hoods include collaborative spaces so
they can “cross-pollinate” with other
disciplines.

It is safe to say that the open and
collaborative workspace is here to
stay, but it has evolved over time to be
more inclusive of everyone’s needs. As
commercial real estate professionals,
clients look to you to find the perfect
space. Armed with the right informa-
tion about the people you are trying
to accommodate, their workstyles
and their preferences, you can all but
guarantee you will do just that.A

Prepare Your Team for an Active Threat

Active Shooter Seminar

Please join us on Thursday, July 12, 2018
8:00 - 10:00 a.m.

pending application for (2) Continuing Education Credits

and tenants for violent events.

To register, please contact
Denver Metro BOMA
info@bomadenver.org
303-383-4870

Homeland

1999 Broadway, Denver CO. 80202 — 14th Floor RiNo Training Room

Jamie Richards, Department of Homeland Security, and Sylvia Sich, Denver Police Department will discuss warnings signs,
scenarios, ways to prepare and recovery from active shooter events.

Workplace violence occurrences in commercial buildings are becoming more prevalent in today’s environment. Most
sources agree that warning signs were missed or ignored in the vast majority of severe workplace violence events.
Commercial real estate owners and building managers have a responsibility to prepare, plan and educate building staff

BOMA

I Denver Metro

Building Owners and Managers Association

Security
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Design-construction process should include IT

mart buildings and campus-
es and the Internet of Things
are the logical next phase of
network convergence, which
we have focused on for the
last 20 years. As intelligence is
added to everything from lighting to
trash bins, the network is becoming
the central nervous system for the
physical environment. Concurrently,
user and employee expectations
are for network connectivity every-
where, self-service everywhere, and
connectivity to every device and
service. The two trends fuel each
other and the rate of change contin-
ues to increase.
Not only are these technologies
revolutionizing facility efficien-
cies and situational awareness, but
also tenant services, guest services,
customer services and employee
services. One physical network may
Now support:
e Operations,
¢ Traditional LAN functions,
e Security, cameras and access
control,
¢ Building automation and con-
trol,
e Power management,
e Smart lighting,
¢ Environmental monitoring,
e J0T,
e Big data analysis collection and
applications,
e Digital signage and wayfinding,
e Service delivery,
¢ Telecom/unified communica-
tions,
o Life safety,
¢ Paging,
¢ Audio and video,
e Internet access,

e Ubiquitous
Wi-Fi,

e Distributed
access systems
and cellular micro
cells,

e TV, and

e Mobile apps.

Smart buildings
and IoT are bring-

| Howard

ing another level

Feingold of complexity to

President, the construction
Technology Plus ~ gnd developer

industry. Smart
campuses require smart infrastruc-
ture. A tall building can be seen as
a vertical campus, and developers
of high-rises face many of the same
challenges for efficiency, security
and services.

Traditionally, work was performed
in silos only concerned with a spe-
cific discipline. Increasingly, these
disciplines will need to integrate
their systems with a single, con-
verged network. While the disci-
plines will be converged to a single
network, the network needs to be
designed so that each system is iso-
lated. This will require coordination
and planning between the various
disciplines and the IT implementa-
tion.

For this to be successful, an infor-
mation technology role needs to
be integrated into the design and
construction process. This new role
must address the design and imple-
mentation of the network with a
focus on cyber security to allow the
systems to run efficiently securely.
A converged network in a building
or campus presents many security

Smart technologies can help create a converged network that can operate as the cen-
tral nervous system for the physical environment.

issues that need to be addressed,
which are unique to the design con-
struction process. This should be
addressed in the design phase and
managed throughout the construc-
tion process.

While this shift is happening,
changes in employee and user
behaviors and business require-
ments are resulting in vanishing
perimeters. Sophisticated, managed
cybersecurity has never been more
important. A well-planned, well-
understood network is critical for
security.

Some of the requirements of a
converged network are:

e Secure, managed access to a

wide (and evolving) array of devices;

e Appropriate segmentation;
¢ Well-defined processes for pro-

visioning access, bandwidth, etc., to
systems from various disciplines;

¢ An understanding of the unique
requirements and service-level
expectations of technologies as
diverse as heating, ventilation and
air-conditioning/mechanical, securi-
ty cameras, video conferencing and
IoT sensors;

e Well-defined and realistic pro-
cesses for network maintenance;

¢ Robust, flexible and forward-
looking network monitoring and
management; and

¢ An increased focus on redun-
dancy and reliability.

Fortunately, one of the most
obvious benefits of the converged
network is the elimination of the

Please see Feingold, Page 26
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Unique amenities aid Dairy Block office leasing

leasing office space in its

newest Denver commer-

cial development - the

Dairy Block micro-district
in Lower Downtown - it worked
diligently to cultivate an eclectic
mix of corporate tenants that would
embrace the project’s vision of cel-
ebrating the “maker.”

Developed by McWhinney, Sage
Hospitality and Grand American Inc.,
Dairy Block - scheduled to be fully
opened by this summer - is a vibrant
downtown community of inspired
retailers, chefs, creators and cocktail
crafters - along with hundreds of
office tenants to help support these
outlets.

The heart of the project is the
Alley, Denver’s first pedestrian alley-
way, which runs from 18th and 19th
between Blake and Wazee streets and
integrates the two new buildings with
the historic Windsor Dairy buildings.

The six-story tower offers 220,000
square feet of office space, which is
more than 97 percent leased, along
with nearly 400 underground park-
ing spaces. Opened spring 2017, the
building was awarded LEED Gold cer-
tification from the U.S. Green Build-
ing Council. More than 20 percent of
the new construction materials were
manufactured within 500 miles of
downtown Denver and more than 15
percent of materials contain recycled
content.

» Office tower. Both local and inter-
national firms have embraced the
uniqueness of the project’s over-
all vision. Current office tenants
include the Denver headquarters for
McWhinney, industrial real estate
firm ProLogis, the national head-

fast-casual chain
Romano’s Macaroni
Grill, the downtown
Denver office of
Equus Software,

Uptown Mortgage,
multidisciplinary
design firm Otak
Inc., architecture
Mark firm Hord Coplan
Witkiewicz Macht and Cuvee,
Senior vice an ultra-luxurious
president of travel and lifestyle
dce?;:lr:;r;lc;?llt brand based here in
McWhinn ey’ Denver.

Coming to Denver
from Los Ange-
les, this past spring CTRL Collective
opened a shared workspace and cre-
ative campus. CTRL Collective Denver
offers 43,000 sf of communal work
spaces and private offices, a perfect
fit with the booming co-working
space trend. Open to entrepreneurs,
makers, creatives and artists, ame-
nities within the dog-friendly CTRL
Collective space include a Creation
Lab for photo and video shoots, seven
conference rooms, a printing center
and a game room.

“Dairy Block is a home for the local
community,” said CTRL Collective
COO Taleia Mueller. “We embraced
this city for the raw culture of nurtur-
ing one another, which culminated in
our first CTRL Collective location in
Denver. Our members at CTRL Collec-
tive are enveloped with how the Dairy
Block has gone back to the heart of
LoDo Denver, from the local vendors,
to the historic buildings being hon-
ored and made to stay as originating
foundations of the city.”

Amenities for office tenants include

The Maven Hotel at Dairy Block,
which offers 172 industrial-chic guest
rooms, the 2,300-sf Windsor event
space and a 4,500-sf fitness center.
Additionally, Dairy Block, home to
more than $1 million of Colorado art
curated by Denver’s NINE dot ARTS,
offers extensive special programming
for tenants, from yoga classes in the
Alley to pop-up art events. Employees
appreciate the property’s central loca-
tion, one block from the public trans-
portation options at Denver Union
Station and downtown bike paths.
The building provides bike storage
and showers for office tenants as
well.

* Retail and restaurants. Dairy Block
office tenants are encouraged to take
advantage of the district’s 73,000 sf
of retail and restaurant space, which
is more than 81 percent leased. Cur-
rent tenants include Sage Restaurant

Dairy Block
Dairy Block’s activated alley is a key amenity in attracting office tenants to the new project.

Group’s Kachina Cantina and Poka
Lola Social Club by restaurateur Peter
Karpinski, as well as a Huckleberry
Roasters coffee shop and The Perfect
Petal flower & retail store. Denver’s
newest fresh marketplace — Milk Mar-
ket at Dairy Block - is a 17,000-sf food
hall by Denver chef Frank Bonanno
featuring 15 restaurants and bar con-
cepts, including a salad bar, a poke
bowl concept, a fresh seafood eat-
ery and a wine bar. Bonanno is also
launching Engine Room Pizza, which
will serve pizza by the slice facing
The Alley.

“Dairy Block was the ideal location
for Frank Bonanno’s Milk Market not
only because it is in the heart of LoDo,
but also because we have hundreds
of office tenants in the same building
who can start their day with a cof-

Please see Witkiewicz, Page 25
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Center outpaced any connectivity
imaginable along Wynkoop Street in
Lower Downtown Denver.

All free perks aside, several notable
tech companies, focused on talent
attraction and retention, are trading
in LoDo for “UpDo” office locations.
These moves precede a formidable
upswing in occupancy for office
buildings southeast of Arapahoe
Street, supported by data on limited
office supply in LoDo, strong sublease
absorption rates in the central busi-
ness district, high commercial prop-
erty taxes in LoDo and affordable
apartments in upper downtown.

Over 1 million square feet of
speculative office development was
delivered in LoDo last year, and
these office buildings were signifi-
cantly preleased. When Gates Corp.
announced its relocation to 1144 Fif-
teenth, several full-building tenants
lined up to backfill Gates’ space at
1551 Wewatta St.

Growing tech companies, like
Marketo at 51,000 square feet and
Vertafore at 75,000 sf, cannot com-
pete for office space with established
285,000-sf tenants for two reasons:
size and credit. In both cases, Mar-
keto and Vertafore chose office loca-
tions southeast of Arapahoe Street
in upper downtown at Shorenstein’s
City Center and LBA Realty’s Den-
ver Place, respectively. Shorenstein

and LBA Realty proactively made
improvements to the building com-
mon areas, including a hangout stair-
case and revamping outdoor spaces,
and they enhanced vacancies with
exposed ceilings and polished con-
crete floors to attract tech tenants —
and the strategy worked.

Although there is less competition
for office space in UpDo, so-called
screaming deals are not easy to find
because sublease availability is at its
lowest rate since the fourth quarter
of 2014. The amount of available sub-
let space in CBD is about 500,000 sf
today, or 1.5 percent of the CBD sub-
market. As a point of comparison, the
amount of co-working space in the
CBD is about 2 million sf today, or 6
percent of the CBD submarket.

LoDo’s historically high rents come
with the added burden of high com-
mercial property taxes due to mill
levies from certain metropolitan dis-
tricts. To quantify, commercial prop-
erty taxes in LoDo, at $8 to $16 per
sf annually, are roughly double the
commercial property taxes in UpDo,
at $4 to $8 per sf annually. Lower
commercial property taxes in UpDo
are a distinct advantage for office
landlords because they have more
wiggle room to get creative in making
deals with tech tenants.

According to Zillow, a one-bedroom
apartment at Platform at Union Sta-
tion costs at least $2,000 per month,
whereas the same floor plan at Sky-
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Some of the recently announced moves to upper downtown from Lower Downtown.

House Denver in UpDo costs $1,500
per month. With 300 days of sun-
shine a year, riding a cruiser bike 1
mile to and from Union Station retail
seems like an easy compromise to
save $500 per month in rent.

In fact, desirable boutique retail-
ers also are taking root in upper
downtown, like small-format Target,
La Loma, Bubu Bowl and French 75.
As the neighborhood continues to
improve, office landlords want to
know if tech demand will continue
to grow. The short answer is yes. In
2017, tech companies leased 17 per-
cent of CBD office space. Denver’s
startup unicorns have evolved into
gazelles that need urban office spac-
es that can accommodate their grow-
ing number of employees and their
need for robust tech infrastructure.

Finally, the recent sale of 1660
Lincoln, formerly known as Lincoln
Center, embodied the resurgence of

upper downtown. Unico Properties
bought 1660 Lincoln for a low basis
of $133 per sf in 2013 and deployed
a $17 million renovation in 2017.
Most notably, the renovation process
included reskinning the exterior of
the old urban building to improve its
appearance. Unico also added a new
lobby and entryway, installed a new
central plant and heating, ventila-
tion and air-conditioning systems,
and added a gym and bike storage.
Lincoln Center was renamed as 1660
Lincoln to help shift its perception
among tech tenants and brokers in
the market. Westport Capital Partners
acquired 1660 Lincoln in March for
$236 per sf.

There are now myriad economic
and social drivers attracting unicorns
and gazelles to UpDo. It is important
for landlords to engage in placemak-
ing to capitalize on the resurgence
in demand for UpDo real estate. A
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Smith

Continued from Page 4

found in flex properties. The average
asking rent for Denver’s flex space has
averaged 1 percent growth each of the
past five years, on an annual basis.
Steady rent gains are a product of a
considerably low vacancy rate around
6 percent. Robust demand prompted
developers to focus on Denver over
the past several years. Aside from
this past year ending in March, when
about 75,000 sf was completed, an
average of 400,000 sf was delivered
every four quarters since March 2013.
« Competitive bidding prompted by
limited listings. Due to the strength of
Denver’s overall real estate market
and the economic tailwinds aiding
its robust performance, many prop-
erty owners were hesitant to sell over
the past 12 months, leading to eased
deal flow among office assets. Local
investors remain the staple behind
the metro’s transaction velocity, with
many of them focusing on buildings

Johnson

in downtown Denver and the DTC.
Properties in these areas draw a large
number of suitors, creating an intense
bidding environment. Here, cap rates
typically sit in the low-6 percent band,
up to 100 basis points below the metro
average.

Medical office buildings followed the
same story in terms of owners’ will-
ingness to sell and overall deal flow.
For this property type, Cherry Creek
and Glendale were areas of emphasis
for investors. Average yields varied
greatly depending on location, ranging
from 5.5 to 7.5 percent. Flex space gar-
nered considerably more interest than
medical office buildings, largely due
to favorable cap rates that extend into
the low 8 percent realm.

Looking ahead, the Denver office
market should strengthen in the com-
ing years. With its demographic and
economic trends outpacing many
major metros, investors will continue
to scour the market searching for
investment opportunities. A
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Continued from Page 8

ments. Combined with accessibility,
which has been greatly expanded
due to the expansion of light rail and

mass transit, investors continue to
show willingness to pay a premium for
assets that meet this criteria.

The Denver office market remains
healthy, with continued new develop-

ment underway and property owners
and investors willing to deploy signifi-
cant capital to update and renovate
existing sites with the aforementioned
strong fundamentals. These develop-

ers, owners and investors remain con-
fident that their capital contributions
will yield attractive (their required)
returns, regardless of where we are in
the current cycle.A

Weist

Continued from Page 12
overall objectives of the company?

6. What financial constraints could
have an impact on the decision (and

Witkiewicz

how much does price matter to the
firm)?

These questions can open up an
important dialogue about the com-
pany’s growth goals. As one of the

top three expenses for any company,
securing the right real estate is a sig-
nificant part of supporting the overall
business strategy, especially when it
comes to recruitment and retention.

And as Denver’s commercial real
estate market continues to evolve
and the demand for talent increases,
that will become more important
than ever. A

Continued from Page 23

fee and pastry at Morning Jones, grab
a healthy salad for lunch from Green

B

.mupg_p_lh_ﬂ:-.-'-'.

Cherry Creek — 101 Cook St.
303.376.3800

Huntsman and celebrate the close of
a big deal at our Stranded Pilgrim tap
room,” said Paige Dungan of Bonanno
Concepts.

* -

By late summer, Dairy Block also will
be home to a Seven Grand whiskey
bar, Run for Roses, an intimate cock-
tail lair, a retail space by the founder

of the Denver Flea marketplace, a
new multibrand retail gallery concept
called Free Market and several other
new concepts to Colorado.A
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what makes the MidFirst experience truly special.
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Wiley

Continued from Page 16

spend our time managing agents
and employees rather than working
on the “art of the deals.”

* Wiley: How has Denver’s growth
affected your business in the past five
years?

e Ammaturo: Historically, the com-
pany I work for only invested in
Bay Area office buildings. About
two years ago, we started looking
in Denver and now over half our
portfolio is there. The market is very
interesting to our firm and going to
college in Colorado gave me a leg up
internally as we expanded in a new
market.

» Wiley: What changes do you antici-
pate for Denver and its growing popu-
lation?

e Hamilton: In every market sec-
tor, we keep getting surprised by
the continued increases in rents
and prices, and demand over sup-
ply, even in the face of lower cap
rates. It’s promising to see so much
business optimism with lower tax
rates and interest rates that are still
reasonable. Hopefully, the new com-
mercial construction in the metro
area will allow businesses to expand
while opening up more second-gen-
eration spaces and buildings.

» Ellis: I see Denver becoming
younger and more diverse, and I am

excited for Denver’s evolution as a
city. With the influx of millennials
moving here and tech companies
relocating or opening up second
headquarters, I think (and hope)
there will continue to be an influx
of new and interesting mixed-use
development projects and more
opportunities for art and music. It’s
an exciting time to live here!

e Ammaturo: Given the millennial
focus on quality of life and the cities/
state focus on growth and commit-
ment on enhancing its infrastructure
with developments like the light rail,
I think population will continue to
grow. Even though Denver is getting
to be more expensive, it’s still afford-

able compared to core markets.

e Wiley: I began my career in com-
mercial real estate when I joined
CBRE in 2005. I realized that the field
was under represented by women.

I had one female friend who was

a successful industrial broker, and
she encouraged me to get into the
commercial business. Looking back
over the past 13 years, this industry
has changed so much. It’s incredibly
refreshing to meet and do business
with other women brokers, business
owners, attorneys, asset manag-

ers, landlords, etc., and I anticipate
female representation in commercial
real estate will only get stronger in
the years ahead. A

Walsh

Continued from Page 19

business and operational needs. This
may translate to custom audiovisual

packages supporting video conferenc-
ing, video walls to better reflect brand

standards of the tenant or even cus-
tom room scheduling deviating from
the co-working facility’s norm.
While the co-working model sits
side-by-side with traditional office
space procurement, there is room

and mentality for both. In fact, many
corporate office developers, owners
and landlords are creating co-working
spaces within their buildings for
maximum flexibility in how their
asset stacks and blocks. That said,

it’s important for the tenant’s proj-
ect team to understand the nuances
and needs of a tenant’s migration
into both co-working and traditional
office space ... and outsmart the
differences. A

Pogue

Continued from Page 20

building to a new building in the Lower
Downtown neighborhood of Denver.
This provided the opportunity to cre-
ate a casual, flexible, high-energy
workspace that still presented with the

sophistication of a global company. We
provided Prologis an authentic work-
place design that reflects who they are
and what they do: connecting spaces
and cultures. Pulling in the essence of
a warehouse, bold utilitarian materi-
als create an immersive experience to

the brand and reinvents the company’s
purpose.

» Make it personal. To build a binding
team and attract and retain the best
talent the workplace must engage on a
human level. Organizations with work-
spaces that are innovative, adaptable

and experiential are the most attractive
to employees. These three macro trends
are shaping the way top-performing
companies are using their workplace

as a business strategy and suggest that
the future of work is truly focused on
the people, their greatest asset. A

Feingold

Continued from Page 22

duplication of infrastructure for each
discipline. This allows for increased
investment in the robustness, reach,
redundancy and resiliency of the
common network infrastructure.
Increases to the capabilities of that
common infrastructure are leveraged
across all disciplines that rely on it.

L LT

Short- and long-term savings result
from increased energy efficiency
(HVAC, lighting, etc.), smart and
proactive maintenance, centralized
and remote building and campus
management, and positioning to take
advantage of future developments.
Green initiatives such as reduc-
ing light pollution, improved waste
management, and overall energy

and heat efficiency are increasingly
important to potential customers
and the public. Services such as
digital, responsive wayfinding and
emergency or event management
can leverage the smart infrastructure.
And next-generation employees will
have ever-increasing expectations for
intelligence and connectivity in the
workplace.

-/
CHASE COMMERCIAL MORTGAGE LENDING
Retail | Mixed Use | Office | Industrial

loans done right.

There are operational efficiencies
to be gained in the management and
maintenance of the infrastructure
and the training of personnel. Con-
nectivity and intelligence promise
to revolutionize management of the
campus or building. The end result
is higher property value and a more
attractive environment to tenants,
employees and customers. A
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COMPANY OVERVIEW

Asphalt Coatings Company, Inc. has been servicing the front range since 1986. Since our
humble beginnings with a pickup truck and a striping machine we have built a strong base of
repeat customers through service, quality and dependability. Our experience in asphalt paving and
maintenance is just one of many ways we stand apart from the crowd. From Colorado Springs to
Denver & Longmont, we specialize in asphalt paving & repair. This includes seal coat & maintenance
programs. Since we own three pavers, our paving capabilities are unsurpassed by some of Denver &
Colorado Springs largest outfits.

Our commercial cliental include; apartment complexes, office parks, shopping centers, subdivisions

and townhome parking lots. We offer property owners & managers the best service, quality &
dependability in their paving & pavement maintenance needs. Ask our customers!

We Recycle
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Avison Young Available Properties
Office, Retail, Industrial & Land

CONTACT US TODAY!
720.508.8100
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Office Space for Lease Office Space for Lease Office/Retail for Sale or Lease

8008 E. Arapahoe Court, Centennial, CO 85 Rio Grande Drive, Castle Rock, CO 15290 E. 6th Avenue, Aurora, CO
5,302 - 5,374 sf | Combined: 10,676 sf 3,000 - 12,000 sf List Price: $1,799,000 | 19,340 sf
Lease Rate: $18.00 - $20.00/sf MG Lease Rate: $22.00 - $26.00/sf NNN Lease Rate: 1st Floor Retail | $16.00/sf NNN

2nd Floor Office | $14.00/sf FSG

A Wynne | T. Oshel A Wynne | T. Oshel o ;
Suite Sizes Varies

R. Egitto | J. Rodarte | T. Crosby

Office Space for Sublease Retail for Sale or Lease Retail for Sale

7000 E. Belleview Avenue, Greenwood Village, CO 1140-1160 S. Abilene Street, Aurora, CO 15380 E. Hampden Avenue, Aurora, CO
3,716 -7,949 sf | Combined: 11,665 sf List Price: $2,500,000 | 11,710 sf 35,748 sf
Sublease Rate: $19.00 - $20.00/sf FSG Lease Rate: $17.00 - $18.00/sf NNN List Price: Call for details

Unit 1150 | 2,069 sf

J. Sigdestad | H. Schmidt J. Rodarte | S. Crowe

J.Rodarte | S. Crowe | R. Egitto

Industrial Space for Sublease Seeking Retail, Restaurant Pad & Retail Development
12650 Briarwood Avenue, Centennial, CO & Bank Users Opportumty

100% office finish SEC of 120th & Chambers, Commerce City, CO SWC of I-25 and Hwy 50, Pueblo, CO
Suite 204 + 5,000 sf Pads ranging from 1.3 - 2.8 acres Approx. 9.12 acres

Sublease Rate: $15.00/sf NNN List Price: Pricing Varies — Call for details List Price: $3,950,000

D. McCombs | T. Bannigan R. Egitto | J. Rodarte R. Egitto

Avison Young is the world’s fastest-growing commercial real estate services firm. Headquartered in Toronto, Canada, Avison Young is a
collaborative, global firm owned and operated by its principals. Founded in 1978, the company comprises 2,600 real estate professionals in 84
offices, providing value-added, client-centric investment sales, leasing, advisory, management, financing and mortgage placement services

to owners and occupiers of office, retail, industrial, multi-family and hospitality properties.

i
Partnership. Performance.

Learn how you can experience the difference at avisonyoung.com ‘E BEST

SMANAGED | Fomim
1801 California Street, Suite 3750 | Denver, CO 80202 SCOMPANIES | ™™



http://www.avisonyoung.com/
http://www.crej.com/

