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by Jennifer Hayes
A Denver-based multifam-

ily investment and manage-
ment firm is keeping true to 
its plans to be “always buy-

ing, always 
s e l l i n g ” 
with its 
recent dis-
positions 
of a pair of 
Colorado 
S p r i n g s 
apartment 
properties.

G r i f f i s 
R e s i d e n -

tial sold the Sagebrook and 
The Oasis in separate trans-

Springs apartments sell for $88.8 million

The Sagebrook apartments, one of two communities recently sold by Griffis Residential, sold to a 
Boulder buyer for $48.8 million.

David Birnbaum

by John Rebchook
Last year was one for the 

record books when it came to 
apartment sales in the Denver 
area.

Cary Bruteig, principal of 
Apartment Appraisers & 
Consultants, reported there 
was a record $3.25 billion in 
multifamily building sales in 
the Denver area in 2014.

Bruteig, in his Apartment 
Insights quarterly report, 
which tracks sales of apart-
ment communities with at 
least 50 units, showed that the 
sales volume was about 78 
percent higher than the $1.8 
billion in sales in 2013.

However, the volume of 
20,273 units sold last year as 
only 41.5 percent higher than 
the 14,326 units sold in 2013.

When just communities 
with 100 or more units are 
included, which has been 
the metric that Bruteig has 
been using for more than two 
decades, the total came to just 
under $3.1 billion in sales.

“The next highest was $2.5 
billion in 2012,” for the sale of 
communities with at least 100 
units, Bruteig said.

Not only did more units 
sell, but also they fetched sub-
stantially higher prices, Bru-
teig reported.

The average unitʼs price 
was $157,051, 25.2 percent 
more than the average unit 
sales price of $125,403 in 2013.

On a per-square-foot basis, 
sales averaged $181.29 in 
2014, 21 percent higher than 
$140.14 per sf in 2013.

Monthly rents, meanwhile, 
booked a “stunning” 12 per-
cent year-over-year gain, 
according to Bruteig’s report.

The rent increases came at 
a time when the inflation rate 
hovered around 2 percent.

Almost certainly, that pro-
vided the biggest the larg-
est increase ever in terms of 
“real” dollars and not just 
nominal dollars.

Apartment experts said 
that Bruteig’s report is right 
on target.

Jeff Hawks, a principal of 
the Denver office of ARA, 
said it is important to put last 
year’s apartment market into 

historical perspective.
“I would say it is highly 

likely that we hit sales last 
year of 50 percent higher 
than our previous biggest 
year,” Hawks said.

“I think the $3.2 billion in 
sales is bigger than what the 
entire market sold during the 
decade of the 1990s,” Hawks 
said.

Investorsʼappetite for Den-
ver-area apartments drove 
up prices to never-before-
seen levels, he said.

“For the first time, we saw 
multiple transactions above 
$200,000 per unit and some 
cases of more than $300,000 
per unit,” Hawks said.

“Even the 1970s value-
add properties were going 
for more than $100,000 per 
unit,” he added.

Few analysts predicted 
such a gangbuster year.

“I didn’t see it coming,” 
Hawks said.

Buyers pay a record $3.25B for apartments

by Jill Jamieson-Nichols
A global company will 

make a big statement in Den-
ver with a move to a high-
profile building near Denver 
International Airport.

Kärcher North America 
leased an 87,000-square-
foot Class A office building 
at Interstate 70 and Peña 
Boulevard for its North 
American headquarters. 

The building at 4555 Air-
port Way is next to Prologis’ 
operational headquarters, 
and, like Prologis, Kärcher 

Kärcher will lease the building at 4555 Airport Way from Prologis.

Kärcher leases building near 
DIA for NA headquarters

Please see Kärcher, Page 6

Please see Apartments, Page 13
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northmarq.com

303.225.2100

We’ve got the capital connections 
to deliver the right results.

6300 S. SYRACUSE WAY, SUITE 250 
CENTENNIAL, CO 80111

DENVER REGIONAL OFFICE

R E C E N T  T R A N S A C T I O N S

A R R A N G E D  B Y  T H E  D E N V E R  R E G I O N A L  O F F I C E

35 Offices
Coast-to-Coast

Trinity Place Apartments
SIZE: 216 UNITS
CITY: MIDLAND, TX
LENDER: AGENCY

Millington at Merrill
Creek Apartments
SIZE: 201 UNITS
CITY: EVERETT, WA
LENDER: AGENCY

1400 W. 3rd Avenue
SIZE: 114,928 SF OFFICE/WAREHOUSE
CITY: DENVER, CO
LENDER: LIFE COMPANY

Paradise Vista Apartments
SIZE: 352 UNITS
CITY: PHOENIX, AZ
LENDER: COMMUNITY BANK
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FULLER REAL ESTATE

Join the Winning Team!

We’re Hiring 
Commercial Brokers ....
■ Most recognized name  
    in commercial real estate
■ Proven track record
■ All tools provided
■ Mentorship
■ 60 Year History
■ Casual Environment
Confidentially Contact:
John Fuller, Jr.
jfullerjr@FullerRE.com
(720) 287-5403

(303) 534-4822

John E. Fuller

John Fuller, Jr.

Mike Haley

Ken Egan

Rick Chase

Denver’s Name in Commercial Real Estate Since 1955

Congratulations 
2014 Fuller Broker-of-the-Year

John Becker
Sr. Vice President

For closing over $16,400,000 in 
sales and leases in 2014

Bob Leino

Bob Pipkin

Jeff LaForte

Brian Baker

Fern Baker

Andrew Dodgen

Tristan Sedbrook

Jack Kavanaugh

Burt Fuller

Debbie Sanchez
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Greater Denver

by Jill Jamieson-Nichols
CapRidge Partners, which 

recently acquired its first asset 
in Denver, has added two 
more southeast suburban office 
buildings to its portfolio.

Austin-based CapRidge paid 
$24.05 million to CBRE Glob-
al Investors for The Terrace 
Building at 5575 DTC Park-
way in Greenwood Village and 
4949 S. Syracuse St. in Denver, 
according to public records.

“We think they are very 
nice properties in great loca-
tions, and they also have a 
lot of upside potential with 
some additional attention and 
upgrades,” said Tom Stacy, 
CapRidge founding partner. 

The Terrace Building is a 
181,763-square-foot building 

that was approximately 70 per-
cent occupied, while 4949 S. 
Syracuse is a 64,713-sf asset 

with occupancy of 64 percent. 

CapRidge makes another buy
with pair of DTC office assets

The building at 4949 S. Syracuse St. is just off Interstate 25 and East Belleview Ave.

The Terrace Building is located at the base of the Orchard light-rail sta-
tion’s pedestrian bridge.

Please see CapRidge, Page 9
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It is with great pleasure First American Title Insurance Company – National Commercial Services 
announces the following employees’ expanded roles and responsibilities within our company:  

 

Lauri Craft, Support Services Manager 

 

Jessie Lampin, Production Manager 

 

R. Kristofer Claps, Associate Underwriter 
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Lauri Craft
Support Services Manager

R. Kristofer Claps
Associate Underwriter

Jessie Lampin
Production Manager

Ernest Shively
Commercial Title Assistant

is excited to announce the expanded roles and responsibilities 
of talented service team members in Colorado. 

We recognize their skill and dedication.

Greater Denver

by John Rebchook
Dr. W.L. Asher runs a weight 

loss clinic in Littleton.
But through his Asher Invest-

ments, he also has been an avid 
investor in apartments in the Den-
ver metro area since the 1970s.

Late last year, Asher Invest-
ments purchased the 297-unit 
Alta Harvest Station from its 
developer, Wood Partners, for 
just under $64.5 million. The sales 
price for the community at 11775 
Wadsworth Blvd. in Broomfield 
equates to $217,000 per unit.

“I’m not sure if this was his big-
gest transaction ever, but it was 
pretty big for him,” said David 
Potarf, who listed and marketed 
the property with fellow CBRE 
team members Dan Woodward 
and Matt Barnett.

Asher, who could not be 
reached for comment by press 
time, beat out a number of other 

buyers for the 13-building Alta 
Vista community, which opened 
in early 2014.

“We had a dozen or so offers for 
Alta Vista,” Potarf said.

“A number of institutional 
investors were extremely inter-
ested in buying it,” he said.

Prospective buyers really liked 
its location and the quality of con-
struction, he added.

“Dr. Asher was competing 
against a lot of institutional inves-
tors,” Potarf said.

“He really knows and under-
stands that market, so I think it 
being in his backyard, so to speak, 
he really knows its potential,” 
Potarf said.

“Alta Harvest Station represents 
a great collaboration with the 
city of Broomfield, who worked 
closely with us to rezone the site 
to allow multifamily housing,” 
said David Jaudes, development 
associate at Wood Partners. “The 

project is also adjacent to the U.S. 
36 Bus Rapid Transit, an impor-
tant component of FasTracks often 
overlooked.”

Potarf noted that it is close to 
many high-tech firms in the Inter-
locken business park in Broom-
field and is midway between 
Boulder and downtown Denver.

The community has 283,175 
square feet of space.

Wood Partners understood the 
importance of the site when it ear-
marked it for development.

“Our primary goal for this new 
multifamily community is to serve 
the nearby Interlocken/Broom-
field business hub, where recent 
job growth has been strong,” 
director Tim McEntee, who han-
dles all Wood Partners’ develop-
ments in the Rocky Mountain 
area, said when Wood Partners 
announced the community.

Alta Harvest Station has 175 
one-bedroom units, 107 two-bed-

room units and 15 three-bedroom 
units. The average size of a unit 
is 940 sf.

It was designed by the Dallas-
based architectural firm of Wom-
ack + Hampton.s

Asher pays $64.5 million for Alta Harvest Station

Asher Investments bought Alta Harvest Station.

will have building signage that 
announces its presence to peo-
ple heading into the city from 
the airport.

Prologis, a global distribu-
tion facilities provider, leased 
the building to Kärcher. 

“We are pleased to lease this 
prime office building to Kärch-
er. We share a similar interna-
tional focus, so it’s easy to see 
why a company like Kärcher 
would be drawn to this state-

of-the-art space and want 
to use it as their new North 
American headquarters,” said 
Wayne Barrett, Prologis vice 
president and market officer.

Prologis said it wasn’t fully 
utilizing the space, so it made 
more sense to put it on the mar-
ket. Kärcher signed a 10-year 
lease and will move its 148 
local employees into the build-
ing in April. The company cur-
rently is housed in a signifi-
cantly smaller space at 750 W. 
Hampden Ave. in Englewood.

Kärcher has been growing in 
Denver and needed to expand 
out of its existing space, accord-
ing to Valarie Johnson, Kärcher 
communications manager. “We 
needed to grow in order to 
accommodate our company’s 
growth. We also were looking 
for something that was more 
reflective of the type of com-
pany we are in terms of inno-
vation and sophistication and 
to have that kind of an image 
when we deal with clients and 
people who are coming here 

from all over the world when 
we have our board meetings,” 
she said.

Kärcher is one of the world’s 
largest manufacturers and pro-
viders of floor care cleaning 
equipment and services for 
the industrial, commercial and 
residential markets. Its expan-
sion is symbolic of growth of 
manufacturing companies in 
Colorado, said Johnson. 

“I think it speaks volumes in 
terms of what is happening in 
the growth of manufacturing 

and how that contributes to the 
Colorado economy,” she said.

JLL brokers Joe Heath, Andy 
Ross and Don Misner repre-
sented Prologis in the lease 
transaction. Andy Cullen and 
Tim Bourdelais, also of JLL, 
represented Kärcher.

The four-story building has a 
fitness facility, conference and 
employee dining facilities, a 
grand lobby with granite floors 
and an outdoor plaza with seat-
ing and a water feature. s

Kärcher
Continued from Page 1
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Cushman & Wakefield of Colorado, Inc.
1050 17th Street, Suite 1400, Denver, CO 80265
303 813 6400
www.cushmanwakefield.com

JON HENDRICKSON
Senior Director
Investment Sales | Capital Markets
303 813 6430
jon.hendrickson@cushwake.com

AARON D. JOHNSON
Senior Director
Investment Sales | Capital Markets
303 813 6434
aaron.johnson@cushwake.com

Cushman & Wakefield of Colorado, Inc. is pleased 
to announce the addition of Jon Hendrickson  
and Aaron D. Johnson as Senior Directors to  
our Denver office Capital Markets team.  

Their localized expertise combined with our 
world-class platform will add significant value to 
Cushman & Wakefield’s clients in the Denver 
metro area.

OUR PRESENCE
IN DENVER
ENHANCING

Greater Denver

by Jill Jamieson-Nichols
A Denver commercial real 

estate firm that decided five 
years to “go big” now is part of 
the third-largest company of its 
kind in the world.

Cassidy Turley, with Colorado 
offices in Denver and Fort Col-
lins, now operates as DTZ, a 
global company with $2.9 billion 
in annual revenues and more 
than 28,000 employees. 

The consolidation – which fol-
lows recent acquisitions of the 
two companies by a consortium 
backed by TPG Capital, PAG 
Asia Capital and Ontario Teach-
ers’ Pension Plan – pools DTZ’s 
huge presence in Europe and 
Asia with Cassidy Turley’s capa-
bilities throughout the United 
States. It also puts DTZ among 
the ranks of commercial real 
estate powerhouses CBRE and 
JLL. 

“We can do 
virtually any 
type of real 
estate any-
where in the 
world,” said 
Greg Morris, 
DTZ’s man-
aging princi-
pal in Denver, 
who oversees 
a combined 

workforce of 180 employees in 
the metro area and Northern 
Colorado. 

Part of an ongoing consolida-
tion within the commercial real 
estate arena, the transition rep-
resents immense change for a 
company whose reach, for most 
of its history, was confined to 
Colorado. The Denver office was 

founded as Fuller and Co. in 
1955.

“In late 2009, when we were 
coming out of the recession, we 
met internally to discuss, ‘What 
do we want to be when we grow 
up,’ because we saw the changes 
to the industry and the business. 
We decided it was a question of, 
‘Do we want to go big or stay 
local,’” said Morris. “We made 
the decision to go big.”

The company met with CBRE 
and JLL to talk about being 
acquired, “but it wasn’t the right 
fit for us,” said Morris. The Den-
ver firm was drawn to the entre-
preneurial and independent 
spirit of then-newly formed Cas-
sidy Turley, which resulted in its 
affiliation and ultimate sale.

“Up until 2010, we were pri-
marily a local, regional full-
service commercial real estate 
brokerage company and didn’t 
really venture outside the Den-
ver metro area or Colorado. We 
have changed and grown more 
in the last four years than in the 
previous 55 years,” Morris said.

“Our brokers and clients wel-
come this change. It really allows 
us to keep pace with the chang-
ing industry and demands and 
expectations of our clients,” he 
said. Noting that clients expect 
a higher level of service today, 
Morris said in order to retain top-
performing brokers, “We have to 
be able to deliver resources and 
services to our brokers so they in 
turn can provide that to clients.”

The Denver DTZ office remains 
“a very, very tight group,” he 
said. “I think it’s one of the main 
reasons we have virtually no 
turnover. I think our people like 
to be here.”

Consolidation within the com-
mercial real estate industry has 
created “an incredible last few 
years,” said Morris, who believes 
that, going forward, there will be 
“three or maybe four very large, 
full-service global companies.”

“There is probably room for 
one more, but I personally think 
that after that last spot is filled, 
that there will be a barrier to 
entry and the door to a global 
platform is going to close. This 
is going to be a very interesting 
time coming up over the next 
year or so to see who steps up 
to fill that final spot on a global 
level.

“I think what you’re going to 
see moving forward are three 
levels of companies”: the large, 
global firms; niche companies 
that specialize in a specific prod-
uct type, such as retail or multi-
family; and then small, local real 
estate companies. 

Denver firm now part of ‘Big 3’
global commercial RE firms

Greg Morris

Please see ‘Big 3,’ Page 9

This is going to be 
a very interesting 
time coming up 

over the next year 
or so to see who 
steps up to fill 

that final spot on a 
global level.  
– Greg Morris, DTZ
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CapRidge Partners plans to 
update the lobbies, corridors 
and restrooms, add LED light-
ing and other improvements. 

The Terrace Building sits 
at the base of the pedestrian 
bridge for the Orchard light-

rail station, 
and “4949 S. 
Syracuse is 
very near the 
intersection 
of Belleview 
and I-25, 
which is sort 
of a Main and 
Main loca-
tion down 
there,” noted 
listing broker 

Geoff Baukol, senior vice presi-
dent at CBRE. 

While there is plenty of inves-
tor interest in quality invest-
ment properties in the Denver 
area, the two-building port-
folio drew particularly strong 
activity – and more than 15 
offers, according to Baukol.

“You have two assets, both 
within the Denver Tech Center 
proper, both phenomenal loca-
tions, and both have upside,” 
said Baukol. “They appeal to 
what today is our largest buyer 
pool, which is the value-add 
buyer pool, so interest was tre-
mendous given those dynam-
ics.

“Well-located Class B assets 
like these are positioned to 
have a good run because As 
are performing so well,” Bau-
kol added. Class B buildings 
are in demand, vacancies are 
down and rents are on the rise, 
particularly “for well-located B 
product like these.”

“There is upside with mov-
ing rents to market in a very 
positively trending market,” 
Baukol commented.

Both buildings were built in 
1982 and renovated six years 
ago.

The Terrace Building is a 

three-story building whose 
major tenants are Belcaro 
Group, which does business 
as ShopAtHome.com, occupy-
ing more than 30,000 sf, and 
Comex, a PPG Industries com-
pany that leases more than 
20,000 sf.

Lambdin & Cheney LLP, a 
law firm, is the largest tenant 
at 4949 S. Syracuse, with about 
9,000 sf. On Q Financial leases 
just over 7,500 sf in the six-
story building, along with the 
U.S. Potato Board, which has 
6,800 sf.

CapRidge Partners, which 
focuses on acquiring assets 
below replacement cost, recent-
ly entered the Denver com-
mercial real estate market with 
its $23.4 million acquisition of 
Solarium, a 171,189-sf office 
property in Greenwood Vil-
lage. 

“We think Denver is a great 

market for us. It has the attri-
butes we look for,” said Stacy, 
mentioning quality of life, Den-
ver’s highly educated work-
force and strong employment. 

“We’re glad to be in Denver. 
We’ve had a great reception 
from the brokers and everyone 
we do business with. We value 
the relationships we have with 
all facets of the industry,” he 
said, adding the company 
prides itself on delivering on 
its commitments and will con-
tinue to maintain that repu-
tation as it grows its Denver 
portfolio.

“We will continue to look in 
Denver; in fact, we’re looking 
at other assets now,” he said.

CapRidge Partners’ portfolio 
comprises more than $400 mil-
lion worth of office product in 
Denver; Texas; Charlotte and 
Raleigh-Durham, North Caro-
lina; Nashville; and Atlanta.s

Greater Denver

Small company. Big EXPERIENCE.
Taylor Kohrs.

taylorkohrs.com/CREJ

9351 Grant Street, Suite 500 •  Denver, CO 80229

EXPERIENCE

Clients choose Taylor Kohrs time and again for their construction 
needs. Why? Because we offer the breadth of experience and 
know-how of a much larger company, but with the small-company 
integrity, collaboration, personal service and hard work that drive 
project success.

303. 928.1800
TK_Ad3_Color_ART.indd   1 12/19/14   10:29 AM

CapRidge
Continued from Page 4

“There’s certainly room for 
local companies, and there is a 
niche for them in the commu-
nity,” he said. “But as time goes 
on, it will be bifurcated between 
those three classes of companies. 
You have to find the space you 
want to operate in, and if you’re 
not in one of those three spaces 
– really well-defined, and you 
really add value and you can 
compete in those spaces – I don’t 
know what you do.

“It will be interesting to see 
what happens with some of 
the companies that are in limbo 
right now and that have not 
taken that step to go global. I 
think it’s going to be a struggle 
breaking through after the ter-
ritories have been established,” 
Morris said.

DTZ manages 3.3 billion 
square feet of real estate glob-
ally on behalf of institutional, 
government, corporate and pri-
vate clients. It is ranked No. 1 
in China for investment sales 
transactions, with more than 
50 percent market share, and 
No. 3 in London and the United 
Kingdom.s 

‘Big 3’
Continued from Page 8

Geoff Baukol
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Boulder County & U.S. 36 Corridor

by Jill Jamieson-Nichols
A high-visibility office build-

ing along a key corridor in Boul-
der sold to a local investor who 
plans to take it to the next level.

Doctus Partners LLC, an 
investment group led by Scott 
Pudalov of Boulder, acquired 
the Premier Members Federal 
Credit Union building at Arap-
ahoe Avenue and 55th Street. 
The credit union sold the build-
ing and will remain in approxi-
mately a third of the space for 
the foreseeable future, said 
Pudalov, who plans an exten-
sive capital investment in the 
property.

“We’re going to make it a first-
class office building,” he said. 
The 60,000-square-foot struc-
ture at 5495 Arapahoe Ave. was 
purchased for “roughly $100 a 
square foot” and will be rede-

veloped in an environmentally 
conscious manner, Pudalov 
said. Improvements will include 
a second lobby, and technology 
and other upgrades.

The building sits along the 
East Arapahoe Avenue corridor, 
a mile-long stretch of Arapahoe 
that is the subject of a com-
munity planning effort. Various 
scenarios are being discussed, 
ranging from maintaining the 
corridor’s mostly industrial 
nature to creating office, arts 
and entertainment districts to 
promoting affordable housing 
and retail development. 

Located a half-mile from the 
new Foothills Hospital campus, 
the Premier Members Federal 
Credit Union building is zoned 
for a variety of uses, including 
office and medical office, said 
Pudalov. 

There currently is about 40,000 

sf of “wide-open, high-ceiling 
space” on the first and second 
floors.

“The interest in the space has 
been astonishing,” said Pudalov, 
adding the investment group is 
hoping for one or two tenants to 
fill the building.

The asset is the 11th building 
that Pudalov has acquired in the 
Denver area. His holdings include 
North Point Business Park in 
Northglenn, which he said has 
been appraised at twice the price 
the paid for it in late 2013.

FirstBank provided financing 
for the acquisition of 5495 Arapa-
hoe. Pudalov has worked with 
the bank before and brought it in 
during the preliminary stages of 
the deal. “They were willing to 
take the time and effort to look at 
the property even when we were 
looking at it in a very preliminary 
way,” he said. “Between First-

Bank and my partners, I had a 
team assembled that was a huge 
assistance to me.”

Pudalov said he and his inves-
tors are interested in acquiring 
additional assets.

“I really enjoy Colorado and 
Boulder. I as well as my invest-
ment group are actively look-
ing for additional transactions 
in the value-add category,” he 
said.s

New owner to take East Arapahoe building to next level

CoStar Group 
The new owners of the Premier Members Federal Credit Union building 
plan extensive improvements. 

by Jill Jamieson-Nichols
A Boulder County housing 

provider recently purchased 
the Kimbark Apartments in 
Longmont for $3.4 million.

The Kimbark Apartments 
is a 48-unit property that is 
income-restricted for the next 
24 years. Thistle Communities 
purchased the property at 1200 
Kimbark St. from Kimbark 
1200 LLC. 

Sean Hamilton of Hamilton 
Realty Advisors LLC, who 

represented 
the seller 
with Hamil-
ton Realty’s 
Tim Bennett, 
said rents are 
around $900 
to $950 for 
t h r e e - b e d -
room units, 
c o m p a r e d 
with market 

rents of $1,200 to $1,300. 
Thistle Communities plans to 

do a light rehabilitation of the 
property, which consists most-
ly of three-bedroom, 1½-bath 

apartments along with a few 
two-bedroom units.

“We were really only mar-
keting it for about six to eight 
weeks, and we probably had 
75 or 80 interested buyers,” 
said Hamilton, who added that 
Thistle stepped up with a full-
price offer.

“The market is very strong 
right now. There just isn’t a lot 
of product out there,” he said, 
noting buyers who previously 
wouldn’t consider properties 
under 100 units are willing to 
do so, especially out-of-state 
buyers familiar with the Boul-
der County market.

The apartments were con-
structed in 1995 using Low-
Income Housing Tax Credits. 

The price Thistle Communi-
ties paid equates to $70,833 per 
unit, or $69.19 per square foot. 
The property sold at a 5.9 per-
cent cap rate.

Thistle Communities is a 
private, nonprofit real estate 
company that develops and 
preserves affordable and mar-
ket-rate housing in Boulder 
County.s

Affordable apartments trade to nonprofit for $3.4 million

Thistle Communities bought the Kimbark Apartments in Longmont.

Sean Hamilton
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Larimer & Weld Counties

by Jill Jamieson-Nichols
Industrial buildings in Fort Col-

lins are in high demand, as evi-
denced by activity on a pair of 
properties that sold in separate 
deals.

A building on 4.35 acres in 
northern Fort Collins traded for 
$2.48 million, or $82.50 per square 
foot.

Invex Ltd. sold the property at 
1415 Blue Spruce Drive in Fort 
Collins to 1415 Blue Spruce LLC. 
CPP occupies approximately 75 
percent of the 30,000-sf building, 
which was acquired by a local 
investment group.

“We probably could have sold 
or leased it three times over,” said 
Matt Patyk of CBRE, who rep-

resented the 
seller with 
CBRE’s Peter 
Kast. The 
property was 
being offered 
to either a ten-
ant or buyer, 
but the seller’s 
p r e f e r e n c e 
was to sell, he 
said.

The building was constructed in 
1977 and renovated in 2012. 

Mike Eyer and Kyle Lundy of 
CBRE represented the buyer in the 
transaction.

There also was significant inter-
est in a 14,344-sf industrial/flex 
building at 241 Racquette Drive, 
Patyk said. “It had been on the 
market for quite some time, but 
we did have quite a bit of activ-
ity on it. It just speaks to the 
lack of available product in the 
market now,” he said, adding 
Fort Collins’ industrial vacancy 

rate is around 4 percent.
Neuworks LLC, which is affili-

ated with Neuworks Mechanical, 
purchased the property from 241 
Racquette Drive LLC for $1.15 mil-
lion, or $80.17 per sf. It is located 
within Fort Collins Industrial Park.

Patyk said the buyer needed 
additional space and will occu-
py vacant space in the building, 
which also houses a couple of 
other tenants.

Other News
n Bently Welding Inc. signed 

a lease for 13,688 square feet of 

industrial space at 611 Eighth St. 
in Greeley.

Patrick O’Donnell and Bruce 
Campbell of Realtec Commercial 
Real Estate Services represented 
the tenant. Dan Leuschen of Sper-
ry Van Ness/The Group Com-
mercial represented the landlord, 
Anderson Land Co.

n The Health District of North-
ern Larimer County paid $842,050 
for 4,166 sf of office space at 2001 S. 
Shields St., Building G, in Fort 
Collins. The property recently was 

Fort Collins industrial buildings
sell in investment, user deals

The property at 1415 Blue Spruce Drive in Fort Collins traded for $2.48 
million.

Neuworks LLC bought 241 Racquette Drive in Fort Collins for $1.15 million.

Matt Patyk

Please see Larimer, Page 24
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Colorado Springs/So. Front Range

by Jennifer Hayes
Security Properties teamed 

with Enterprise Community 
Investment Inc. and the Colo-
rado Springs Housing Author-
ity to acquire the 160-unit Win-
field Apartments in Colorado 
Springs.

The property at 6134 Rom-
ley Point sold for $13.2 mil-
lion and comprises affordable 
apartments for individuals and 
families earning less than 60 
percent of area median income.

The Winfield Apartments is 
the fifth affordable acquisition 
by Security Properties in Colo-
rado over the past two years 
and the company’s first acqui-
sition in Colorado Springs. It 
also represents the second joint 

venture between Security and 
Enterprise, which purchased 
the 220-unit Reserve at North-
glenn Apartments in February. 

Built in 2001, the community 
was sold by Academy Heights 
Housing Partners, a former 
affiliate of the Steadfast Com-
panies.

The garden-style apartment 
community comprises a mix of 
two- and three-bedroom apart-
ments and includes washer 
and dryer hookups in each 
unit, a fitness center, clubhouse 
and playground. 

“This was a strategic acqui-
sition that allows ownership 
to leverage the strengths of 
its operational expertise, as 
well as enter the growing and 
dynamic market of Colorado 

Springs,” said Bryon Gonga-
ware, managing director of 
Affordable Housing for Secu-
rity Properties.

Security Properties will 
invest capital for improve-
ments to both the interior and 
exterior of the property.

The sellers were represented 
by Jeff Kunitz and Brandon 
Grisham of the Tax Credit 
Group of Marcus & Millichap. 
The acquisition partnership 
assumed existing Fannie Me 
financing and sourced a sup-
plemental, co-terminus Fannie 
Mae loan through Citi. 

With the acquisition of Win-
field, Security Properties owns 
approximately 1,660 units in 
Colorado.s

Partners acquire Winfield Apartments for $13.2 million

Security Properties teamed with Enterprise Community Investment Inc. 
and the Colorado Springs Housing Authority to acquire the 160-unit 
Winfield Apartments.

actions to an unidentified Boul-
der-based buyer and Steadfast 
Apartment REIT, respectively, 
for $88.8 million. 

Sagebrook, located at 2555 
Raywood View, sold for $48.8 
million. The 314-unit, Class A 
community, constructed in 2001, 
features a mix of one-, two- and 
three-bedroom units in 15 three-
story buildings. 

Apartments feature 9-foot ceil-
ings, walk-in closets, full-size 
washers and dryers and covered 
patios or terraces. Community 
amenities at Sagebrook include 
a state-of-the-art fitness center, 
swimming pool, all-season spa, 
outdoor picnic area with gas bar-
becues, coffee bar, single-stream 
recycling program and a north-
east Colorado Springs location. 

Additional details about the 
buyer and its plans were not 
disclosed.

The Oasis, located at 1495 
Farnham Point, sold for $40 
million. The acquisition of the 

252-unit community represents 
Steadfast Apartment REIT’s 
entry into Colorado.

“We are excited to add The 
Oasis to our growing roster of 
apartment communities,” said 
Ella Shaw Neyland, president 
of Steadfast Apartment REIT. 
“We believe this property is well 
positioned in a market experi-
encing midwage job growth that 
is much stronger than the U.S. 
average and has limited new 
apartment construction.”

Built in 1997 on approximately 
15 acres, The Oasis boasts 16 
two- and three-story garden-
style buildings with one- and 
two-bedroom units with aver-
age in-place rents of $1,102. 
Apartments include central air 
conditioning, balconies or pati-
os, washers and dryers, walk-in 
closets, fireplaces and attached 
garages in select units. As of 
Dec. 1, occupancy was 96 per-
cent.

The Oasis also features a club-
house and leasing office, fitness 
center, swimming pool, hot tub 

and business center.
Steadfast plans to initiate a 

modest revitalization program 
at the northwest Colorado 
Springs community as part of 
its value enhancement strategy 
that will include granite counter 
tops, upgraded appliances and 
cabinets, vinyl wood floor and 
faux wood blinds in select apart-
ments. Steadfast will complete 
the interior upgrades as units 
turn over. 

CBRE’s David Potarf, Dan 
Woodward, Matt Barnett and 
Jake Young handled the transac-
tion. 

“It is one of the nicest 1990s 
communities in Colorado 
Springs,” said Woodward. “It 
has a really good location that 
is hard to replicate. It also has 
everything you want, attached, 
direct-access garages, nice floor 
plans and great views.”

Both properties’ sales prices 
reflect more than $10 million 
increases in value since Griffis 
Residential acquired the prop-
erties with its first fund. The 

sales price of Sagebrook reflects 
an appreciation of $12.6 million 
from the purchase price of $36.2 
million in July 2008. The Oasis’ 
sales price reflects an increase in 
value of $13 million over a nine-
year holding period.

“Despite acquiring Sagebrook 
at the onset of the Great Reces-
sion in 2008, the property per-
formed among the best in the 
Griffis Residential portfolio,” 
said Griffis Residential Chair-
man Ian Griffis. “We attribute 
the success of our Sagebrook 
and Oasis investments to our 
asset class specialization and 
intense focus on management 
service, which we believe helps 
drive superior financial results 
through the best and worst of 
market cycles.”

“We are always buying and 
always selling,” added Griffis 
Residential CEO David Birn-
baum, noting the properties 
still fit the firm’s desire for 
recent-vintage Class A suburban 
properties but were purchased 
through the company’s first 

fund. Griffis currently is on its 
third fund.

“These are two of the nicest 
assets in Colorado Springs. They 
are two great properties but it 
was just the right time to sell,” 
he added. 

The sale of the apartment 
communities is part of Griffis 
Residential’s continual program 
of buying and selling multifam-
ily properties, noted Birnbaum. 
In November, the firm acquired 
710 units in Lafayette and Aus-
tin, Texas, the latter as part of 
a planned market expansion 
beyond the firm’s portfolio in 
Colorado and Las Vegas. 

Additionally, Griffis Residen-
tial is looking to further expand 
in target markets such as Seattle, 
Portland, Oregon, Dallas and 
California as well as closing on 
an additional two communities 
in metro Denver and Austin this 
month. 

Griffis Residential owns and 
manages more than 5,400 Class 
A apartments in Colorado, 
Nevada and Texas. s

Apartments
Continued from Page 1
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Colorado

I t has been another posi-
tive year for markets 
throughout Colorado’s 

Western Slope. Commercial 
and residential sales and leases 
were up in most markets and 
vacancies were extremely low, 
which has helped fuel apart-
ment and condominium activ-
ity. We interviewed each of our 
partners and have the following 
to report:

Aspen/Snowmass. Activ-
ity has not only rebounded 
from the recession but also has 
already surpassed many valu-
ations and sales volumes when 
the market last peaked in 2007. 
Apartment vacancy rates are 
less than 2 percent, while retail 
and office vacancy rates from 
Aspen/Snowmass to Carbon-
dale average 7 percent and 10 
percent, respectively, and are 
expected to lessen. Cap rates 
are running from 3 percent to 
6 percent. Unemployment is 
virtually nonexistent and a tre-
mendous construction surge 
is anticipated in the spring of 
2015. – Craig Rathbun, CCIM

Buena Vista/Salida. 2014 
brought a slight increase in 
commercial sales, however, due 
to store closings by national 
franchises, there are vacancies 
of prime commercial property 
on the U.S. Highway 50 cor-
ridor. There are very few avail-
able commercial spaces in the 
downtown Salida area and a 
few spaces in downtown Buena 
Vista. The construction industry 
has enjoyed a busy 2014. Tour-
ism is up by 18 percent over 
2013. A steady increase in all 
commercial markets is expected 
for 2015. – Jeff Post, GRI

Breckenridge/Frisco/Silver-
thorne. Whole Foods and the 
Rio Grande opened in Frisco, 
indicating the Summit County 
economy is back. A new Frisco 
retail development has started 
construction, including a signa-
ture Starbucks store. Lodging, 
retail and restaurant sales are 
surpassing prerecession levels. 

The vacancy 
rate in Breck-
enridge is 
below 2 per-
cent. Lack 
of commer-
cial inven-
tory for sale 
has become 
problematic 
and contrib-
utes to high 
commercial 
real estate 
prices. – Dar-
ren Nakos, 
CCIM, and 

Jack Wolfe
Durango/Cortez. The com-

mercial market is just now start-
ing to react to the improved 
business and economic climate. 
Two new hotels announced 
plans to build. Discount Tire 
is building in the Durango 
Walmart Center and Tractor 
Supply recently opened. Addi-
tional good news is that there 
are currently 19 commercial 
properties under contract total-
ing over $11 million. Volume 
was down slightly from $24.9 
million to $18.7 million.

Commercial land sales 
declined in number and volume 
of sales. – Don Ricedorff, CCIM

Glenwood Springs. All of 
the remaining recession com-
mercial properties were sold 
in 2014. Fourteen commercial 
properties sold at an average 
of $122 per square foot. Lease 
rates dramatically rose in 2014, 
finishing at around $16 per sf. 
Currently, there is less than 5 
percent vacancy. The residential 
market is on fire, and with the 
lack of inventory, speculative 
builders are very active. New 
retailers are entering the mar-
ket, which will continue the rise 
in lease rates, and at least two 
apartment projects will break 
ground in 2015. – Scott Dillard

Grand Junction. The annu-
al gross sales volume in Mesa 
County for 2014 was $719.47 
million vs. $687.11 million in 

2013. Com-
mercial sales 
had a slight 
rise with 71 
transactions 
in 2014 with 
an average of 
$83.57 per sf 
vs. 67 transac-
tions in 2013 
with an aver-
age of $93.43 
per sf. The 
median price 
of homes 
in 2014 was 

$190,000 vs. $180,000 in 2013. 
A total of 2,429 homes sold in 
2014 with an average of 121 
days on the market, compared 
with 2,407 homes in 2013 with 
119 average days on the market. 
– Ben Hill

Gunnison/Crested Butte. 
Commercial activity rebounded 
in 2014. Transactions were up 
79 percent and volume more 
than doubled. The number of 
sales was the highest since 2007. 
Prices increased, sales tax rev-
enue was up significantly and 
building permits increased. 

For 2015, we expect new con-
struction to come back stronger 
and demand for commercial 
properties to increase. Com-
mercial land sales also should 
increase. The local economy 
should continue its strong 
recovery with our new wave of 
tourism. – Jim MacAllister, GRI

Monte Vista/Alamosa. Com-
mercial sales transactions were 
up 50 percent in 2014. Prices 
have stabilized, but lease prices 
are still low. The availability of 
vacant land, especially on the 
west end of Alamosa along the 
Highway 285 corridor, is nearly 
nonexistent. The fourth quar-
ter saw an increased amount 
of investor/developer activity. 
Many of these are franchisees 
looking to expand into Ala-
mosa or the surrounding San 
Luis Valley, a good indicator 
that 2015 will see continued 
commercial sales activity and 

improved lease prices. – Preston 
Porter and Mike Porter

Montrose/Delta. Montrose 
County was up in 2014 with 
55 sales, compared with 48 in 
2013. Commercial property 
saw activity on the lower price 
points. Currently, there is less 
inventory on all improved 
properties. Vacant land is flat. 
Delta County is mixed and saw 
signs of improvement but is 
now seeing impacts from area 
mine and dairy closings. Buyers 
were either end users who have 
a definite need for a particular 
property or investors looking 
for a steal. The 2015 forecast 
for Montrose County is up and 
the forecast for Delta County is 
down. – John Renfrow

New Castle/Silt/Rifle/Para-
chute. Commercial sales vol-
ume jumped in 2014, though 
the number of transactions 
decreased from the prior year. 
There were16 transactions total-
ing $19.7 million. Commercial 
leasing activity also picked up 
during 2014 with an accelerated 
absorption of warehouse, retail 
and office space in western 
Garfield County, most notably 
in Rifle. The outlook for 2015 
remains mixed with increased 
absorption and declining sup-
ply as a result of the improving 
economy overall. – Joe Carpen-
ter

Pagosa Springs. Real estate 
sales volume was up 12 per-
cent from 2013 with an increase 
in commercial transactions and 
new developments entering the 
pipeline. Single-family sales 
were up 5 percent. 2015 should 
bring continuing improve-
ments to the commercial sector 
as homebuilding activities con-
tinue to grow and additional 
improvements at Wolf Creek 
Ski Area are completed. Pagosa 
Springs is improving infrastruc-
ture, supporting new geother-
mal projects and recruiting new 
businesses to the community. 
– Mike Heraty, GRI

Steamboat Springs/Craig. 

2014 was a great year compared 
with the last five. Availability 
of commercial was low and it’s 
only going to get tougher. Office 
vacancies were low and retail 
was active. Industrial ware-
house units are hard to find, 
especially those priced under 
$400,000. Rentals are nonex-
istent. Residential speculative 
homes are coming out of the 
ground again. The 2015 forecast 
for the Steamboat Springs mar-
ket is that all activity is definite-
ly going to continue, making 
2015 another outstanding year. 
– Ron Wendler, GRI

Telluride. The commercial 
market in Telluride has con-
tinued at the rapid pace set in 
2013. As a result, inventory is 
shrinking. A favorable review 
by the planning commission of 
the Hotel Ajax on east Main 
Street will bring balance to six 
blocks by having the historic 
Sheridan Hotel on one end and 
Hotel Ajax on the other end. 
We wish the owner/developers 
the best of luck, as this will be 
a huge asset to Telluride. Over-
all, the market is very positive, 
which is a welcome relief from 
the 2009-2012 down period. – 
Dirk de Pagter

Vail/Avon/Beaver Creek. 
2014 had an increase in infra-
structure and public improve-
ments that helped spark retail 
and restaurant traffic. Vail had 
a 98 percent occupancy rate 
with strong tax income from 
increased bookings and lease 
rates on a steady rise. Residen-
tial sales also strengthened and 
global business was up consid-
erably. Down-valley remained 
ripe for expansion with attrac-
tive light-industrial rental rates 
due to its desirable location 
near the Eagle County Regional 
Airport. This activity should 
continue in 2015. – Onie Bulduc, 
CCIMs

Another positive year for Western Slope real estate

Scott Dillard
Vice president, 

Rocky Mountain 
Commercial Brokers, 

Basalt

John Renfrow
President, Rocky 

Mountain 
Commercial Brokers, 

Basalt
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Finance

by John Rebchook
Catherine Murphy of Chase, in 

a flurry of recent deals, arranged 
about $28.5 million in loans for 
the acquisition and refinance of 
apartment deals.

Most of the 17 transactions 
were in Denver.

All but one of the loans carried 
interest rates below 4 percent. All 
of the loans were amortized over 
30 years.

The single largest loan was for 
about $4.65 million for the pur-
chase of the Alta Vera Apart-
ments at 1284 Downing St. in 
Denver.

As earlier reported by the 
Colorado Real Estate Journal, 
Alta Vera, initially developed 
as for-sale condominiums, was 
purchased by the Chicago-based 
Laramar Group.

The sale of the 20-unit building 
equated to $357,500 per unit, a 
record price by that metric.

The local seller was represent-
ed by Marc Lippitt and Scott 
Shwayder, principals of the 
Unique Apartment Group.

The seven-year, nonrecourse 
loan arranged for Laramar by 
Murphy has an interest rate of 
3.92 percent.

Josh Mullins, director of acqui-
sitions for Laramar, was extreme-
ly pleased with the loan and the 
service provided by Murphy.

“Chase, for a stabilized prop-
erty in central Denver, is hard to 
beat,” said Mullins, who is based 
in the Denver Tech Center.

He said this represents the 
eighth loan Chase has provided 
for Laramar.

Not only is the loan below 4 
percent, but also he said “with-
out going into too much detail,” 
Chase provided more interest 
only on the loan than competi-
tors.

“Chase has a system set up 
for strong borrowers with great 
properties with low leverage in 
this area of Denver,” Mullins 
said.

It was crucial that Chase pro-
vided nonrecourse financing.

“We will not do a recourse loan 
in today’s market,” he said.

Alta Vera was 100 percent 
leased when Laramar bought it.

“I think we have one tenant 
who has since moved out,” Mul-
lins said.

While many apartment build-
ing owners like to say that their 
buildings are constructed to con-
do-quality, it is literally true with 
Alta Vera.

“The for-sale market simply 
was not there when it was com-
pleted in 2010, but the apartment 
market is extremely strong,” 
Mullins said.

“It is just a beautiful building.”
Other loans closed by Murphy 

include:
• A $3.94 million nonrecourse 

loan with Humboldt Residen-
tial LLC for the refinance of a 
42-unit apartment complex at 
1430 Humboldt St. in Denver. 
The five-year, fixed-rate loan has 
an interest rate of 3.39 percent;

• A $3 million recourse loan 
with William Penn Apartments 
LLC for the refinance of a 35-unit 
apartment complex at 1644 
Pennsylvania St. in Denver. The 
seven-year, fixed-rate loan has an 

interest rate of 3.67 percent;
• A $2.65 million recourse 

loan with Tremont Investment 
Group LLC for the refinance of 
a 37-unit apartment complex at 
1201 Clarkson Street in Denver. 
The five-year, fixed-rate loan has 
an interest rate of 3.41 percent;

• A $1.8 million recourse loan 
with 15 Washington LLC for the 
refinance of a 17-unit apartment 
complex at 15 Washington St. in 
Denver. The five-year loan has a 
fixed-rate of 3.78 percent;

• A $1.69 recourse loan with 
Ivy Flats LLC for the purchase 
of a 17-unit apartment complex 
at 1470 Ivy St. in Denver. The 
seven-year, fixed-rate loan has an 
interest rate of 4.08 percent;

• A $1.7 million recourse loan 
with p9s LLC for the refinance 
of a 16-unit apartment complex 
at 999 Pearl St. in Denver. The 
five-year, fixed-rate loan has an 
interest rate of 3.41 percent;

• A $1.2 million loan with 
Washington Arms LLC for the 
refinance of a 31-unit apartment 
complex at 1721 Washington St. 

Murphy arranges $28.5 million in apartment loans

Shown is the Alta Vera apartment building.

Main Street Apartments was recently refinanced by NorthMarq.

Please see Alta Vera, Page 16

http://www.signatureflip.com/sf01/article.aspx/?i=1017
http://www.midfirst.com/


Page 16 — COLORADO REAL ESTATE JOURNAL — January 21-February 3, 2015

For Company Profiles, Contact 
Information & Links, Please Visit 
www.crej.com

Commercial Real Estate

Lenders  
 Directory

C
O

M
M

E
R

C
IA

L
 R

E
A

L
 E

S
T

A
T

E
 L

E
N

D
E

R
S

 D
IR

E
C

T
O

R
Y

If you would like to include your firm in this directory, 
please contact Jon Stern at 303-623-1148 or jstern@crej.com.

@

Academy Bank 

Acre Capital LLC 

Bank of Colorado

Bank of the West

Berkadia Commercial  
Mortgage, LLC

Capital Source 

CBRE|Capital Markets

Chase Commercial Term Lending 

Colorado Business Bank 

Colorado Lending Source

Commerce Bank

Commercial Federal Bank

Essex Financial Group 

Fairview Commercial Lending

FirstBank Holding Company

Front Range Bank 

Grandbridge Real Estate Capital LLC 

Heartland Bank 

JCR Capital

Johnson Capital

JVSC-CBRE Capital Markets 

KeyBank N.A., Key Commercial 
Mortgage Inc.

Merchants Mortgage and Trust Corp. 

Montegra Capital Resources, 
Private Lender

Mutual of Omaha Bank

NorthMarq Capital, Inc.

RNB Lending Group 

TCF Bank

Terrix Financial Corporation

Trans Lending Corporation

U.S. Bank – Commercial Real Estate

U.S. Bank SBA Division

Vectra Bank Colorado, N.A.

Wells Fargo SBA Lending

Wells Fargo N.A. – Commercial  
Real Estate Group

West Charter Capital Corp.

Finance

n Point. Investors, lenders and 
buyers have expressed concerns 
that the number of multifamily 
units being developed in metro 
Denver is in excess of demand 
and this will cause rents to stop 
growing or recede with massive 
injections of free rent.

There are 19,000-plus units 
under construction and coming 
on line for delivery over the next 
30 months. Approximately 6,500 
of newly completed units were 
leased through the third quarter 
of 2014. Projections are that total 
new absorption in 2014 will be 
7,500 units. Additionally, there are 
20,000 units in various stages of 
the planning process. Please note 
that even with all of this con-
struction activity, rents continue 
increasing and little or no free 
rent has infected the marketplace. 
When comparing all of these units 
in the pipeline, one can under-
standably be concerned. Since 
1981, the metro Denver market 
has absorbed a 35-year average 
of approximately 5,500 apart-
ment units. Last year all of the 
new construction was absorbed, 
rents are up and citywide vacancy 
rates are hovering near 4 percent. 
However, there are those who will 
tell you that we have a bubble 
of new starts that just cannot be 
absorbed without a cessation 
of rent increases. Some suggest 
that rent concessions and higher 
vacancies will plague our market 
for years to come. 

n Counterpoint. Using historic 
apartment absorption numbers is 
not a valid method of forecast-
ing the balance between sup-
ply and demand for this sector 
of the industry. Instead, a better 
method is looking at total hous-
ing units being constructed vis-a-
vis the housing demand drivers. 
Colorado has some unique factors 
since the passage of the construc-
tion defects legislation. Virtually 

no new condo 
construction 
is underway 
and, certainly, 
there is little or 
no affordable 
condo devel-
opment on the 
horizon. Thus, 
r e s i d e n t s 
must choose 
between pur-
chasing a 
home, a town-
home or rent-
ing. 

The demand drivers are jobs, 
population increases and income 
growth. In metro Denver (exclud-
ing Boulder), approximately 
34,100 new jobs were created in 
2014. Add to that 47,000 net in-
migration. That factor alone rep-
resents housing demand that is 
in excess of 20,000 units. Income 
is the third driver and this mar-
ket continues to support higher-
than-average personal income. 
Employment opportunities con-
tinue to abound and barring 
unforeseen event risk, we expect 
this to continue well into the 
decade. The CBRE research group 
has prepared a study on the rela-
tionship between housing supply 
and job/population growth rates. 
What this suggests is that these 
demand drivers are now more 
robust than in past years, thus 
supporting a higher level of new 
housing development. It is our 
opinion that the overall housing 
market in Denver will absorb at 
least 20,000 new housing units per 
year as long as we continue at the 
same growth rates. Those factors 
are at least 1.8 percent popula-
tion growth and approximately 
2.6 percent job growth each year. 

Now, let’s also take a look at 
a couple of subjective paradigm 
changes that also impact housing 
and, in particular, apartments. As 

long as the existing construction 
defect legislation remains in effect, 
we will see little or no new hous-
ing stock built in that sector. If and 
when legislation is put into law 
that peels back some of the more 
draconian aspects of construction 
defect law, we will begin seeing 
apartments converted into con-
dos. Since the properties being 
converted will then have a lower 
basis than what it will cost to 
build new in the future, we expect 
that it will be some time before we 
begin to see large amounts of new 
condo development. 

Secondly, there is an entire 
generation of younger people 
who have grown up in families 
with anxiety when their house 
was either under water or, worse 
yet, foreclosed. It is clear that the 
American dream of the 20th cen-
tury, home ownership, is no lon-
ger as influential. Instead, millen-
nials like the freedom of renting 
an apartment, where it is easy to 
relocate, following a job, or just the 
fact that you have no maintenance 
and no debt. Finally, as in many 
markets, there is a noticeable shift 
toward infill housing. Interesting-
ly enough, the submarket that has 
the most new housing activity is 
the central business district, which 
matches this national trend. 

In summary, total housing units 
delivered in the past two years 
equaled about 15,600 per year, 
which is the 35-year average. With 
demand is excess of supply, apart-
ment rents and home prices have 
witnessed strong growth. CBRE 
is forecasting that overall housing 
permits will peak out over the next 
five years, averaging about 20,900 
units per year. With demand at 
approximately the same amount, 
we foresee a balanced market-
place where supply and demand 
are close to equilibrium. s

Point-counterpoint: Is MF overbuilt?

Michael Cantwell
Executive vice 

president, CBRE 
Debt and Structured 

Finance, Denver

in Denver. The five-year, fixed-
rate loan has an interest rate of 
3.59 percent;

• A $1.17 million nonrecourse 
loan with O’Neil Apartments 
LLC for the purchase of a 15-unit 
apartment complex at 1372 Mar-
ion St. in Denver. The three-year, 
fixed-rate loan has an interest 
rate of 3.15 percent;

• A $1.05 million nonrecourse 
loan with Walijo LLC for the 
refinance of a 12-unit apartment 
complex at 1355 Monroe St. in 
Denver. The five-year, fixed-rate 
loan has an interest rate of 3.69 
percent;

• A $1.05 million nonrecourse 
loan with Lincoln Heights Apart-
ments LLC for the refinance of 
a 33-unit apartment complex at 
1000 Lincoln St. in Denver. The 
five-year, fixed-rate loan has an 
interest rate of 3.59 percent;

• A $1 million nonrecourse loan 
with Moby LLC for the refinance 
of a 12-unit apartment complex 
at 2011 Goss St. in Boulder. The 
five-year, fixed-rate loan has an 
interest rate of 3.41 percent;

• A $1 million nonrecourse 
loan with Moby LLC for the 
refinance of a 12-unit apartment 
complex at 1926 Canyon Blvd. in 
Boulder. The five-year, fixed-rate 
loan has an interest rate of 3.41 
percent;

• A $925,000 recourse loan 
with Cottonwood Place LLC 
for the refinance of an 18-unit 
apartment complex at 8210-8230 
W. 16th Place in Lakewood. The 
seven-year, fixed-rate loan has an 
interest rate of 3.98 percent;

• A $900,000 recourse loan 
with Monarch Crest LLC for 
the refinance of a 17-unit apart-
ment complex at 4953 and 4961 
King St. in Denver. The five-year, 
fixed-rate loan has an interest 
rate of 3.69 percent; 

• A $900,000 nonrecourse loan 
with Capitol Hill Properties IV 
LLC for the refinance of a 10-unit 
apartment complex at 1460 High 
St. in Denver. The five-year, 
fixed-rate loan is 3.8 percent; and

• A $770,000 recourse loan with 
Capital Hill Investments LLC for 
the purchase of a six-unit apart-
ment complex at 1522 Fairfax St. 
in Denver. The five-year, fixed-
rate loan is at 3.93 percent.

Other News
n The Denver office of North-

Marq Capital arranged a $2.48 
million loan to refinance the 
Main Street Apartments in Lit-
tleton.

Main Street Apartments is 
part of a mixed-use develop-
ment at 2310-2396 W. Main St.

Two buildings with rental 
units on the second and third 

floors represented the collat-
eral for the loan.

The apartments are leased to 
qualified tenants, who earn 40 
percent to 50 percent of area 
median incomes.

Steve Bye, an executive vice 
president and managing direc-
tor at NorthMarq, and Mark 
Lindgren, an investment ana-
lyst at NorthMarq, arranged 
the refinancing.

The loan was made through 
NorthMarq’s correspondent 
relationship with a major life 
insurance company.

“The property was built 
under the tax credit program 
in 2000 although the afford-
able rent restrictions remain 
in place for approximately 15 
more years,” Bye said.

“The collateral consists of a 
condominium regime, which is 
often a challenge for life com-
pany lenders,” Bye continued.

“We were able to achieve a 
loan-to-value threshold of 78 
percent, as the property has 
demonstrated an occupancy 
history of nearly 100 percent 
over the past 15 years,” he added.

“In addition, the project is 
located in downtown Littleton 
with unique shops and restau-
rants and is one block from the 
FasTracks light-rail station.”s

Alta Vera
Continued from Page 15
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Law & Accounting

W ith few days remain-
ing before the end of 
the 2014, Congress 

passed and the president signed 
the Tax Increase Prevention Act 
of 2014. The legislation provides 
taxpayers relief for 2014 by ret-
roactively extending nearly all 
tax provisions that expired at the 
end of 2013. Here are some of the 
key individual and business pro-
visions renewed through Dec. 
31, 2014:

Individual Provisions
• Above-the-line deduction up 

to $250 for certain unreimbursed 
expenses of elementary and sec-
ondary schoolteachers

• Itemized deduction for state 
and local sales taxes in lieu of 
state and local income taxes

• Above-the-line deduction 
for qualified tuition and related 
expenses

‧ Up to $4,000 for taxpayers 
with adjusted gross income 
of $65,000 or less ($130,000 
for joint filers) or up to $2,000 
for taxpayers with AGI of 
$80,000 or less ($160,000 for 
joint filers)

• Premiums for mortgage 
insurance deductible as qualified 
interest

‧ Deduction phases out by 
10 percent for each $1,000 of 
income exceeding $100,000 of 
AGI; the phase-out begins at 
$50,000 for married persons 
filing separate returns

• Exclusion of discharge of 
principal residence indebtedness 
from gross income for individu-
als

‧ May exclude up to $2 mil-
lion of cancelled or forgiven 
qualified principal residence 
indebtedness from taxable 
income if discharged before 
Jan. 1, 2015

• Tax-free distributions from 
individual retirement accounts 
for charitable purposes

‧ Tax-free treatment of dis-
tributions to a qualifying 
charity from an IRA held by 
someone age 70½ or older of 
up to $100,000 per taxpayer 
for each year; for the 2014 
tax year, a charitable donation 
from an IRA must have been 
made before Jan. 1, 2015

Business Provisions
• Tax credit for research and 

experimentation expenses
‧ The research credit gener-
ally equals 20 percent of any 
excess of qualified research 
expenses for the tax year 

over a specific 
base amount, 
unless the tax-
payer elected 
an alterna-
tive simpli-
fied research 
credit

• Inter-
nal Revenue 
Code Section 
179 expensing 
up to $500,000 
with $2 mil-
lion phase-out
‧ Under Sec-
tion 179, a 

taxpayer (other than estates, 
trusts and certain noncor-
porate lessors) can elect to 
deduct as an expense, rather 
than depreciate, up to a speci-
fied amount of the cost of 
new or used tangible person-
al property placed in service 
during the tax year in the 
taxpayer’s trade or business

• Fifty percent bonus depre-
ciation and election to accelerate 
alternative minimum tax credits 
in lieu of additional first-year 
depreciation

‧ To qualify for bonus depre-
ciation, the original use of 
the asset must commence 
with the taxpayer; original 
use is the first use to which 
the property is put, whether 
or not that use corresponds 
to the taxpayer’s use of the 
property

• Fifteen-year straight-line cost 
recovery for qualified leasehold, 
restaurant and retail improve-
ments

• Reduction in S corporation 
recognition period for built-in 
gains tax to five years

‧ An S corp. generally is not 
subject to tax but instead 
passes through its income to 
its shareholders, who pay tax 
on their pro rata shares of the 
S corp.’s income; where a C 
corporation elects to become 
an S corp., the S corp. is taxed 
at the highest corporate rate 
(currently 35 percent) on all 
gains built in at the time of 
the election if the gain is rec-
ognized during a recognition 
period; absent any further 
extension of the reduced rec-
ognition period, beginning 
Jan. 1, 2015, the recognition 
period is the 10-year period 
beginning with the first day 
of the first tax year for which 
the corporation was an S corp.

• Work Opportunity Tax Credit 
‧ WOTC offers employ-

ers that hire 
members of 
certain target-
ed groups a 
credit against 
income tax of 
a percentage 
of first-year 
wages up to 
$6,000 per 
e m p l o y e e ; 
however, the 
m a x i m u m 
WOTC for 
hiring a quali-
fying veteran 

can be as high as $9,600.
• Alternative Fuel and Alterna-

tive Fuel Mixture Credit
‧ Fifty cents per gallon alterna-
tive fuel tax credit and alter-
native fuel mixture tax credit; 
this credit is commonly appli-
cable for taxpayers who use 
propane or liquefied petro-
leum gas to fuel vehicles not 
required to be registered for 
highway use, e.g., forklifts; 
the credit applies to fuel sold 
or used before Jan. 1, 2015

• Indian Employment Tax 
Credit

• Accelerated depreciation for 
business property on Indian res-
ervations

• Special rules for qualified 
small-business stock

• Basis adjustment to stock of 
S corps making charitable contri-
butions of property

• New Markets Tax Credit 
Several expired provisions 

were not extended, including 
a health care tax credit for dis-
placed workers; plug-in electric 
vehicle credit; partial expensing 
of refinery equipment; energy-
efficient appliance credit; and 
New York Liberty Zone tax-
exempt bond financing. 

ABLE Accounts. The legisla-
tion also includes a new provi-
sion known as the Achieving a 
Better Life Experience Act, which 
allows states to establish tax-
free savings accounts for certain 
expenses of severely disabled 
individuals, similar to state Inter-
nal Revenue Code Section 529 
college savings plans. Specifical-
ly, the program allows families 
of disabled individuals to con-
tribute up to $100,000 to an ABLE 
account. Withdrawals from the 
account will be tax-free if used to 
pay for qualified living expenses 
of the disabled, such as hous-
ing and education. In addition, 

Understanding federal tax relief

Tad A. 
Goodenbour, 

CPA
Partner, BKD LLP, 
Colorado Springs

Robert Conner, 
CPA

Tax manager, BKD 
LLP, Springfield, 

Missouri

Please see BKD, Page 21
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Law & Accounting

T he State Board of Health 
adopted amendments 
to its rules for the clean-

up of illegal drug labs. These 
amendments, effective Dec. 15, 
2014, make substantial changes 
to the process used to evaluate 
and accomplish cleanup. The 
regulations can be found online 
at: https://www.colorado.gov/
pacific/cdphe/methlabcleanup. 

The major changes are as fol-
lows:

• Consultants conducting sam-
pling and certifying cleanup must 
now be certified by the Colorado 
Department of Public Health and 
Environment. There is a process 
for interim certification – do not 
use a consultant whose name or 
company is not on this list. Those 
companies and individuals that 
have completed interim certifi-
cation also can be found on the 
state's web page shown above.

• A training and formal certi-
fication process is being estab-
lished for consultants and clean-
up contractors. Basic curriculum 
is contained in the regulation and 
CDPHE is in the process of certi-
fying training courses.

• CDPHE now has administra-
tive enforcement powers regard-
ing these regulations.

• The process for sampling 
to determine if contamination 
is present has been modified. 
The use of composite samples is 
allowed but they are now defined 
and limited. New procedures 
are in place for sampling of sur-
faces painted after contamination 
occurred. 

• Post-cleaning verification 
sampling is defined in greater 
detail and the regulations now 
contain a great deal of specificity 
on personal property.

• Reports of cleanup must now 
be sent to CDPHE in addition to 
the local authorities.

• New procedures have been 
adopted for screening assess-
ments of property not known to be 
impacted by methamphetamine. 
These studies typically are done 
prepurchase as allowed under 
statute. Certified consultants 
must be used and specific proce-
dures and reports are required. 
As the statute and standard resi-
dential real estate contract allow 
cancellation based upon adverse 
results, we anticipate that liti-
gation on compliance with the 
screening assessment proce-
dures will occur in some cases of 

contract can-
cellation.

T h e s e 
s c r e e n i n g 
assessments 
also apply to 
m u l t i - u n i t 
re s i d e n t i a l 
transactions 
and they sug-
gest rigorous 
sampling as 
part of the 
due diligence 
process. Buy-
ers and sellers 
of multi-unit 

properties will want to careful-
ly consider these requirements 
when crafting contracts if for no 
other reason than the cost of due 
diligence could be quite high. 
The regulations do not mandate 
screening assessments, but they 
may define the scope of work 
if conducted and not otherwise 
carefully defined by contract. 

While these are rigorous 
requirements, there is a benefit 
to compliance with the regula-
tory cleanup process. Once a 
property owner has an industrial 
hygienist certify that the cleanup 
procedures have been met, the 
property owner is immune from 
suit by subsequent occupants or 
neighbors for health problems. 
According to statute, that prop-
erty owner also need not disclose 
the fact that a cleanup occurred 
when he sells the property – a 
very bad idea in my view, that 
almost always generates litigation 
when the new owner learns about 
the problem.

As best we can tell, meth labs 
are more common now than they 
were a couple of years ago. We 
have seen a resurgence in the dis-
covery of meth labs and litiga-
tion. Foreclosure flips remain the 
most common scenario, although 
we are still seeing them in apart-
ments, townhomes, self-storage 
units and commercial spaces. 

It is critical to understand that 
“meth lab” doesn't necessarily 
mean a manufacturing operation. 
Drug use alone has been proven 
to cause contamination in excess 
of the state cleanup standard, and 
that is today the most common 
scenario. Proof of contamination 
is not required. I can't say this 
enough as it comes up over and 
over again. Proof of contamina-
tion is not required to trigger the 
obligation to comply with the 

regulations or the obligation to 
disclose.

Law enforcement is rarely 
involved in this discovery pro-
cess. The most common discov-
ery scenario is the neighbor who 
comes bearing the welcoming 
fruit basket and expresses plea-
sure that the new owners are 
much nicer than the drug users 
that were previously residents. 
Such a disclosure causes immedi-
ate angst and phone calls to law-
yers and consultants.

The buyer needs to beware. 
Even with a certification pro-
gram for consultants and con-
tractors, get and check references 
before you hire anybody to do 
anything regarding metham-
phetamine contamination. There 
are no shortcuts. Only one sam-
pling and analysis approach is 
approved under the regulations – 
use something else and you aren't 
in compliance. You can't paint 
over a meth problem. You must 
perform a cleanup that involves 
either scrubbing walls or remov-
ing them to eliminate the con-
tamination. 

Extreme caution must be used 
when contemplating cleaning. 
This is not a job for normal main-
tenance and cleaning crews. Pro-
tective equipment must be used. 
Occupantional Safety and Health 
Administration 40-hour hazard-
ous materials training is typically 
the minimum. Keep in mind that 
if other contaminants are present, 
such as asbestos, different training 
and certification will be necessary. 

It should be obvious that dis-
closures regarding meth labs are 
required in real estate transac-
tions. Under Colorado statute 
the seller of residential real estate 
is required to disclose if he has 
knowledge that a meth lab was 
present. This is in addition to 
the routine real estate disclosure 
form. Many attorneys feel that 
failure to disclose drug use that 
has the potential to contaminate 
the property also is required as a 
routine disclosure. This is appli-
cable to commercial property as 
well.

Under the statute the buyer of 
residential property has an abso-
lute right to have the property 
tested to determine if a metham-
phetamine drug lab may have 
been present. No cause to suspect 
a lab need be present and the 
right to test cannot be limited by 
contract.s

Meth lab cleanup requirements:
newly adopted regulatory changes

Timothy R. 
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Property Management News
1800 Larimer receives triple  
LEED platinum certification

Westfield Co., along with 
Invesco Real Estate, announced 
that 1800 Larimer achieved the 
U.S. Green Building Council’s 
LEED for Existing Buildings: 
Operations and Maintenance 
Platinum certification. 

LEED platinum is the highest 
designation of certification. Out 
of more than 24,000 LEED-certi-
fied commercial projects, fewer 
than 10 percent have earned the 
designation.

“We are extremely pleased 
with 1800 Larimer’s newest 
accolade,” said Kevin Johnson, 
director asset management, 
Invesco Real Estate. “Its cov-
eted LEED triple-platinum des-
ignation solidifies the asset as a 
premier building among those 
managed by Invesco Real Estate, 
and we appreciate the hard work 
and tenacity shown by West-
field Property Services and Lord 
Green Real Estate Strategies.”

Currently owned by Inves-
co Real Estate, the 22-story, 
495,500-square-foot building 
originally was awarded LEED 
for Core and Shell Platinum 
certification in 2010. Build-
ing tenant Xcel Energy’s office 
space received the LEED for 
Commercial Interiors Platinum 
certification in 2012, and ten-
ant McGraw-Hill added to these 
accomplishments in September 
with its LEED for Commercial 
Interiors Gold certification.

“The LEED EBOM rating sys-
tem focuses on performance, 
assessing tangible outcomes and 
benchmarks for optimal opera-
tions and measured improve-
ments, so that buildings con-
tinue to save energy, water and 
money year after year,” said Earl 
Behnke, property manager for 
1800 Larimer, at Westfield Prop-
erty Services. “Mychele Lord 
and the Lord Green Real Estate 

Strategies team’s efforts and 27 
years of pioneering and ground-
breaking green experience were 
instrumental in the platinum tri-
fecta achievement.”

The building’s achievements 
include attaining a 43 percent 
reduction in indoor plumbing 
water use, maximizing the out-
door air ventilation rate, achiev-
ing views to the outdoors for 
84 percent of occupied spaces, 
having more than 75 percent of 
the building’s commercial interi-
ors LEED certified, and earning 
the Environmental Protection 
Agency’s Energy Star certifica-

tion – ranking in the top tier in 
energy efficiency among similar 
buildings in the nation.

1800 Larimer was developed 
by Westfield Co., and construc-
tion commenced in spring/sum-
mer 2008. Significant preleasing 
commitments and leading-edge 
sustainability attributes facili-
tated the closure of one of the 
last, large commercial loans of 
its kind in the country in May 
2008, at the front of the economic 
downturn. 

“We strongly believed in the 

The office tower was awarded the highest certification for operations 

Please see PM News, Page 24

Universal Protection Service provides the best security 
solutions, personalized customer service and unmatched
value available. We now also offer our clients Safety Act 
protection from the Department of Homeland Security.
Universal offers an expansive range of security solutions, 
consultations and investigations for properties of 
every type, including:

� Airports
� Corporate Campuses
� Distribution/Manufacturing 

Facilities
� Government Facilities
� Healthcare Facilities
� Office Buildings
� Petrochemical Facilities
� Residential Communities
� Retail Centers
� Educational Facilities 

For more information call 
Lorie Libby at 303-901-9037 

www.universalpro.com

 

http://www.universalpro.com/
http://www.douglasscolony.com/
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Property Management

I nvesting in real estate 
remains one of the finest 
methods of building wealth 

and sustaining financial stability. 
The most unfortunate by-prod-
uct of this has been the rise of 
seminars and websites with “get-
rich-quick” and “do-it-yourself” 
schemes that leave many of those 
eager to take advantage with 
a sour taste. Careful planning, 
researching and hiring of people 
who will help accomplish your 
investment goals will turn that 
sour taste to a pleasant sensation 
of satisfaction. 

Identifying and purchasing the 
right type of property to accom-
plish your overall goals is just 
the opening chapter of your real 
estate investment journey. Work-
ing with a real estate profession-
al from the beginning is your 
most advantageous asset. If you 
already own property, your best 
investment protection will be 
working with real estate profes-
sionals who possess the expertise 
to assist you with ongoing man-
agement to achieve the highest 
financial returns.

The two greatest contribut-
ing factors that result in either a 
mediocre return on investment 
or a great return on investment 
are:

1. Controlling the maintenance 
and repair costs; and 

2. Continually increasing the 
income potential. 

To build significant wealth 
through investment assets 
requires a mind-set of deliber-
ate design and specific actions, 
mixed with the ability to imple-
ment those actions that result in 
desired outcomes.

Hiring a property manage-
ment professional is the best first 
step to achieving these outcomes. 
This would be akin to hiring 
a portfolio manager to handle 
stock assets for increasing gains 
while minimizing losses. In the 
same way, an excellent property 
management firm will over-
see real estate assets, keeping a 
sharp eye on opportunities for 
gain while avoiding unnecessary 
losses.

A seasoned investor will tell 
you that one of the greatest 
advantages of hiring a manage-
ment company is freeing up your 
time to pursue other interests 
you are involved with, including 
focusing on family and personal 
pursuits. Property management 
is a time-consuming business 
that requires 24/7 diligence to 
effectively protect the full real 
estate investment potential. 

M a n a g i n g 
a property 
well requires 
control over 
tenant, staff, 
maintenance 
and repair 
management. 
A manage-
ment firm 
should estab-
lish relation-
ships with the 
professional 
v e n d o r s 
required on 
a day-to-day 
basis, as well 

as offer a layer of protection in 
direct tenant relations. 

One major area of concern in 
property management, accord-
ing to Ed Boyle, real estate expert 
and owner of Katchen Co., is 
repair expenses increasing sub-
stantially when a property is not 
properly maintained. 

“This occurs from being reac-
tive rather than proactive in the 
primary maintenance plan,” said 
Boyle. “This includes any com-
placency about which providers 
are on the approved vendor list, 
as standards of care can easily 
fall below par, causing increases 
in the repair dollars spent. Every 

dollar saved in the expense col-
umn becomes a dollar added to 
the bottom line of the profit col-
umn.” 

The best way to save dollars on 
expenses is to have maintenance 
plans in place in advance of any 
needed repairs because this will 
cost less in the long run, he said.

The level of objectivity an 
outside management company 
brings to the table is another eas-
ily overlooked asset to the suc-
cessful return on a real estate 
investment. While vetting ten-
ants prior to signing lease agree-
ments is a main aspect of the 
management process, it is only 
the first item on a list of impor-
tant duties to be carried out if 
property value is to be increased 
along with the overall return on 
investment. 

A professional property man-
agement company recognizes 
the duty to act as asset manager 
while considering the future of 
the asset performance as well. 
Just like a stock portfolio man-
ager, the professional expertise, 
knowledge and ability of the 
property manager affects many 
things, including the budgeting, 
day-to-day oversight, all aspects 
of tenant relations and manage-
ment of onsite staffing, as well as 

with outside vendors hired for 
specific assignments. 

There are distinctly different 
approaches to managing different 
types of property, such as indus-
trial over retail and multifamily 
complexes over office complexes, 
Boyle said. “Although there are 
elements of property manage-
ment that remain the same, the 
methods used to manage each 
property type will depend on a 
number of factors,” he said. “In 
retail, for instance, you would 
consider if it is a strip, street, 
neighborhood, community, spe-
cialty or lifestyle center. A pro-
fessional property management 
company must have the knowl-
edge and resources to customize 
their basket of services to meet 
the specific needs of the indi-
vidual property while consider-
ing the desired outcome of the 
client.” 

There are certainly myriad 
details to examine when con-
templating the purchase and 
maintenance of real estate as an 
income-producing investment. A 
little research and the assistance 
of an agent experienced in this 
specialty can set you on a suc-
cessful and financially lucrative 
journey in the real estate invest-
ment field.s

Property management protects real estate investments

Marie 
Youngblood-

Krebs 
Writer, 

GhostbloggerMarie.
com, Denver

account balances of $100,000 or 
less will not cause the disabled 
individual to lose eligibility for 
other benefits such as Supple-

mental Security Income.
While the extender legisla-

tion provides relief for 2014, 
these tax provisions expired at 
the end of 2014. Moving for-
ward, Congress may choose to 

address tax provisions as part of 
tax reform, deciding at that time 
which temporary provisions 
should become permanent. 
Congress also could choose to 
develop yet another tax extend-

er package, extending some or 
all of the provisions expired at 
the end of 2014.

Business and individual tax-
payers should contact their tax 
adviser to discuss the effect of 

these provisions on their tax 
plan.

This article is for general 
information purposes only and 
is not to be considered as legal 
advice. s

BKD
Continued from Page 18

http://www.signatureflip.com/sf01/article.aspx/?i=1019
http://www.signatureflip.com/sf01/article.aspx/?i=1022
http://www.ghostbloggermarie.com/
mailto:info@bomadenver.org
http://www.bomadenver.org/
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ACCESS CONTROL 
SYSTEMS
American Automation 
Building Solutions Inc.
720-529-0764
Englewood Lock and Safe, Inc.
303-789-2568
Mathias Lock & Key
303-292-9746

ACOUSTICAL CEILINGS
Heartland Acoustics & Interiors
303-694-6611

ASPHALT & PAVING
A-1 Chipseal and Rocky 
Mountain Pavement 
303-650-9653 
Apex Pavement Solutions
303-273-1417
Asphalt Coatings Company, Inc.
303-762-8545
Avery Asphalt, Inc.
303-744-0366
Brown Brothers Contracting Inc.
303-598-1301
Economy Asphalt & Concrete 
Services
303-809-5950
Foothills Paving &
Maintenance, Inc. 
303-462-5600 
PLM Asphalt & Concrete, Inc.
303-287-0777

BACKFLOW TESTING  
& REPAIR 
Backflow Consulting, Testing
& Repair Inc.
303-537-0126

CAFM/IWMS SOFTWARE 
CollectiveView
303-268-3840

CCTV/DIGITAL VIDEO 
SURVEILLANCE 
SYSTEMS
American Automation 
Building Solutions Inc.
720-529-0764
Englewood Lock and Safe, Inc.
303-789-2568
Mathias Lock & Key
303-292-9746

CONCRETE 
Avery Asphalt, Inc.
303-744-0366
Black Gold Construction, Inc.
303-791-8300 
Brown Brothers Contracting, Inc.
303-598-1301
Economy Asphalt & 
Concrete Services
303-809-5950
Foothills Paving &
Maintenance, Inc.
303-462-5600
PLM Asphalt & Concrete, Inc.
303-287-0777

CONCRETE REPAIRS
EnCon Field Services, LLC
303-298-1900

COOLING TOWERS
Cooling Tower Services Inc.
303-763-2233

DISASTER 
RESTORATION
Belfor
303-425-9700
BluSKY Restoration Contractors
303-789-4258
Interstate Restoration & 
Construction
303-426-4200
Palace Construction
303-777-7999

ELECTRICAL
Greiner Electric LLC
303-470-9702
IES Commercial Inc.
303-937-9300 
Intermountain Electric
303-282-4368

EMPLOYMENT 
STAFFING
Real Estate Personnel
303-832-2380

EVENT & 
HOLIDAY DECOR
Christmas Décor by Swingle
Denver – 303-337-6200
Fort Collins – 970-221-1287

EXTERIOR 
LANDSCAPING
Brickman Group
303-928-7881
CoCal Landscape Services
303-399-7877
GroundMasters
303-750-8867
Landtech Landscape/
Maintenance
303-344-4465
Martinson Snow Removal
303-424-3708
Mountain High Tree, Lawn &
Landscape Company
303-232-0666
SiteSource Common Area 
Maintenance
303-948-5117
Terracare Associates
720-384-5218

FACILITY MAINTENANCE
American Automation Building 
Solutions Inc.
720-529-0764
CAM – Common Area
Maintenance Services
303-295-2424
eBuilding Service
303-592-1055
Horizon Property Services, Inc.
720-298-4323
MC Building Services
303-758-3336
Precision Construction 
Solutions LLC
303-565-1456
SiteSource Common Area 
Maintenance
303-948-5117

FENCING
CAM Services
303-295-2424
Split Rail Fence & Supply 
Company
303-791-1997

FIRE PROTECTION
Fire Alarm Services Inc.
303-303-466-8800

Western States Fire Protection Co.
303-792-0022

FURNITURE 
INSTALLATION
Buehler Companies
303-336-9429

GLASS
Horizon Glass
303-293-9377

INTERIOR 
LANDSCAPING
City Plantscaping
720-276-6064

JANITORIAL
All Solutions Cleaning & 
Maintenance
303-550-6739
Empire Building 
Maintenance Co.
Denver: 303-365-1251
Colorado Springs: 
719-219-3535
ISS Facility Services
303-698-4800
Jani-King of Colorado
303-294-0200

LIGHTING/INSTALLATION 
& MAINTENANCE 
Fluorescent Maintenance Co.
303-893-5532

LOCKSMITHS
eBuilding Service
303-592-1055
Englewood Lock and Safe, Inc.
303-789-2568
Mathias Lock & Key
303-292-9746

MECHANICAL/HVAC
CMI Mechanical
303-364-3443
eBuilding Service
303-592-1055
Murphy Company
720-257-1615
Tolin Mechanical Systems 
Company
303-455-2825

METAL ROOFING/ 
WALL PANELS
Douglass Colony
303-288-2635

METAL SERVICES
Reidy Metal Services Inc.
303-361-9000

MOVING & STORAGE
Buehler Companies
303-336-9429
Cowboy Moving & Storage
303-789-2200

NETWORKING  
GEAR & PHONES
Black Box Networking Services
303-623-2631

PAINTING
Ponderosa Painting &
Remodeling, Inc. 
303-887-4973
Preferred Painting
303-695-0147
Stellar Custom Painting
720-981-7827

PARKING GARAGE 
REPAIRS
EnCon Field Services, LLC
303-298-1900

PARKING LOT STRIPING
Martinson Snow Removal
303-424-3708 

PARKING SYSTEMS AND 
REVENUE
Mountain Parking Equipment
720-259-4889

PLUMBING
MAI Plumbing
303-289-9866

PRESSURE WASHING
CAM – Common Area
Maintenance Services
303-295-2424
SiteSource Common Area 
Maintenance
303-948-5117 
Top Gun Pressure Washing Inc.
720-540-4880

PROPERTY 
IMPROVEMENT/ 
TENANT FINISH
CAM – Common Area 
Maintenace Services
303-295-2424
eBuilding Service
303-592-1055
Facilities Contracting, Inc.
303-798-7111
Palace Construction
303-777-7999

ROOFING
B&M Roofing of Colorado, Inc.
303-443-5843
Bauen Corporation
303-297-3311
CRW Inc. – Commercial 
Roofing & Weatherproofing
720-348-0438
D & D Roofing Inc.
303-287-3043
Douglass Colony
303-288-2635
Tecta America Colorado LLC 
303-573-5953
Turner Morris Roof Systems
303-431-1300
WeatherSure Systems
303-781-5454
Western Roofing
303-279-4141

SECURITY SERVICES
American Automation 
Building Solutions Inc.
720-529-0764
Advantage Security, Inc.
303-755-4407
Universal Protection Service
303-369-7388

SIGNAGE
Best Sign Works
303-292-3890
Denver Sign Group
720-344-2330

Schlosser Signs, Inc.
1-888-309-5571
970-593-1334

YESCO - Young Electric
Sign Company
303-375-9933

SNOW REMOVAL 
Brickman Group
303-356-9578
CAM – Common Area
Maintenance Services
303-295-2424
CoCal Landscape Services
303-399-7877
Facilities Contracting, Inc.
303-798-7111
GroundMasters
303-750-8867
Landtech Landscape/
Maintenance
303-344-4465
Martinson Snow Removal
303-424-3708
PLM Asphalt & Concrete, Inc..
303-287-0777
SiteSource Common Area 
Maintenance
303-948-5117
Terracare Associates
720-384-5218

SOLAR
Douglass Colony
303-288-2635

SWEEPING
CAM - Common Area
Maintenance Services
303-295-2424
Martinson Snow Removal
303-424-3708
PLM Company, Inc.
303-287-0777
Top Gun Pressure Washing
720-540-4880

TREE AND 
LAWN CARE
Davey Tree Expert Company
303-750-9273
Mountain High Tree, Lawn
& Landscape Company 
Denver: 303-232-0666
Colorado Springs: 
719-444-8800
Swingle Lawn, Tree &
Landscape Care
Denver: 303-337-6200
Fort Collins: 970-221-1287
North Metro Denver: 
303-422-1715

WEATHERPROOFING
Brown Brothers Contracting, Inc.
303-598-1301
Douglass Colony
303-288-2635
WeatherSure Systems 
Incorporated
303-781-5454

WINDOW CLEANING
Bob Popp Building Services Inc.
303-751-3113

WINDOW TINTING
All American Window 
Tinting, Inc.
303-934-8468
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For Contact Info, Firm Profiles & Links, Please Visit www.crej.com

Services & Suppliers Directory
Building Operating

@

Join the Directory
Participating in this directory provides your firm year-round visibility in the newspaper and on our website. If you would like to include your firm in this directory, 
please contact Lori Golightly at lgolightly@crej.com or 303.623.1148. 

http://www.crej.com/
mailto:lgolightly@crej.com
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“At the beginning of 2014, I 
predicted we would experience 
sales of just north of $2 billion, 
after we had dropped slight-
ly under $2 billion in 2013,” 
Hawks said.

So what happened?
One important factor was that 

interest rates stayed unexpect-
edly low last year.

Almost every economist and 
observer had predicted rates 
would rise last year as the econ-
omy improved.

“If not for such low interest 
rates, investors would have 
offered less money for apart-
ment communities and the own-
ers would not have sold,” since 
they were enjoying such great 
returns and cash flow from their 
properties, Hawks said.

Jordan Robbins, a director 
of Denver’s HFF office, said 
another reason that the local 
multifamily market was on fire 
last year is because investors 
increasingly wanted to plant 
their flag in the metro area.

“I think it is a testament to 
Denver being on everybody’s 
radar screen,” said Robbins, 
whose team made the largest 
sale in the fourth quarter, the 
$99.88 million sale to Eaton 
Vance of the Sonoma Resort at 
Saddle Rock.

“Institutional investors, high-
net-worth individuals and fam-
ily offices, and value-add inves-
tors, were among the new buy-
ers in Denver,” Robbins said.

One factor driving investor 
interest was the “staggering” 
increase in rental rates.

Indeed, during an apartment 
tour of developments last fall, 
put together by the Colorado 
Real Estate Journal and Bruteig, 

every apartment community 
boasted higher rates and higher 
occupancies than projected.

That was true whether it was 
a garden-style apartment com-
munity in Broomfield, along the 
southeast corridor, or a high-rise 
tower in downtown Denver.

“Denver has really become a 
major market,” Robbins said.

There is no sign that the mar-
ket will be slowing, he said.

“I think there is a lot of meat 
on the bones,” Robbins aid.

“I think the overall trend will 
be for rents to increase over the 
next five years or so,” he added.

Bruteig, in his report, did offer 
a short-term “cautionary flag.”

The overall apartment vacan-
cy rate increased to 4.13 percent 
at the end of the fourth quarter.

That was a 21 basis point 
increase from the third quarter.

“However, it is the lowest 
fourth-quarter vacancy in the 
11 years of our survey,” Bruteig 
noted.

Still, with 9,136 units being 
completed in 2014 and 13,500 
scheduled to be completed this 
year, the vacancy rate will rise.

Indeed, with more than 14,000 
units in the lease-up stage, the 
vacancy rate could double to 
more than 8 percent this quarter, 
Bruteig warned.

Still, no one can argue that 
2014 was the best multifamily 
market ever in the metro area, 
said David Potarf, a senior vice 
president in CBRE’s Denver 
office.

“It is crazy,” Potarf said.
“The big question now is, 

ʻCan we do it again?ʼ”
The short answer, Potarf said, 

is he does not know.
Pressed to look into his crystal 

ball, he said there are a couple of 
factors in play.

“Theoretically, we can’t eclipse 
last year’s sales record, because 
so much has been sold in the last 
three years that there just isn’t 
that much to sell,” Potarf said.

On the other hand, a number 
of recently completed develop-
ments in downtown Denver 
and transit-oriented develop-
ments in the suburbs will sell 
this year for record prices, he 
said.

“I kind of think that last year 
will be the high watermark 
for quite some time, but who 
knows? If you had asked me in 
2013 if we would have seen the 
kind of market we saw in 2014, I 
wouldn’t have predicted it.”

One bullish mid- and long-
term factor for the Denver-area 
apartment market is that the 
metro area has become a mag-
net for millennials, those born 
between the early 1980s and 
early 2000s.

“I think Denver’s apartment 

market is going to have a pretty 
long run with the millennials,” 
Potarf said.

“Young professionals, and 
other demographics, want to 
live here because of our qual-
ity of life and our strong job 
growth,” Potarf said.

“I don’t see that changing. If 
anything, Denver will become 
more attractive for millennials,” 
he said.

He agreed that more investors 
are discovering Denver.

“Last year, we saw a lot of 
new investors coming to Den-
ver,” Potarf said.

“A lot of them were from Cali-
fornia, but we also saw a lot of 
new investors coming from the 
Midwest and the East Coast,” 
he said.

Indeed, the biggest challenge 
this year is a shortage of willing 
sellers, Hawks said.

“The year has just started and 
we already are getting calls from 

investors who want to buy in 
Denver,” Hawks said.

“We have to tell them that we 
just don’t have that much to sell 
them right now,” Hawks said.

“I think that is true for our 
competitors, too. There is a real 
shortage of properties to sell,” 
Hawks said.

While this year’s potential 
sales volume is probably a bet-
ter question for brokers, Bruteig 
said it certainly is possible that 
2015 could set a record for sales.

“I see no reason why it 
couldn’t,” he noted.

“Denver underwrites very 
well and with strong rental 
growth and low vacancy rates, 
there will be a substantial inter-
est from investors this year,” 
Bruteig said.

“Really motivated buyers 
willing to pay top dollar could 
convince apartment owners to 
part with their properties.”s

Buyers
Continued from Page 1

remodeled and will accommodate 
the district’s behavioral health ini-
tiative.

Steve Kawulok of Sperry Van 
Ness/The Group Commercial 
represented the buyer. Russ Baca 

of Re/Max Eagle Rock represent-
ed the seller, DAB Fort Collins LLC.

n Walker Landscaping pur-
chased 34,892 sf of land at 
5837 Lockheed Ave. in Love-
land from SpruceTop LLC for 
$150,000.

Steve Stansfield of Realtec 
Commercial Real Estate Ser-
vices was the listing broker. 
Erik Broman, also of Realtec, 
represented the buyer.

n Broman and Jeffrey 
Doran of Realtec Commercial 

Real Estate represented Clark 
Properties LLC in leasing 5,070 
sf of office space at 4745 Board-
walk Drive, Building D, Suite 
200, in Fort Collins, to J-U-B 
Engineering Inc. 

Annah Moore of Realtec 
represented the tenant.

n Three Four Brewing Co. 
leased 3,345 sf of retail space at 
829 Shields St. in Fort Collins.

Cobey Wess of Sperry Van 
Ness/The Group Commer-
cial handled both sides of the 
transaction.s

Larimer
Continued from Page 12

visionary concept of creating 
Denver’s first 21st century office 
tower, complete with leading-
edge sustainability features to 
maximize efficiency, produc-
tivity and comfort,” said Rich 
McClintock, managing partner 
of Westfield Co. “1800 Larimer’s 
success confirms tenants are 
hungry for modern, innovative 
spaces.” 

The building currently is 98 
percent leased to local tenants 
Monticello Associates Inc., KRG 
Capital Partners LLC, West-
field Co. and Citywide Banks of 
Colorado Inc.; investment-grade 
tenants include Xcel Energy, 
McGraw-Hill and Newmark 
Grubb Knight Frank.

Completed in 2010, the build-
ing’s systems and design ele-
ments include open floor plans 
with under-floor air distribution, 
advanced lighting features and 
floor-to-ceiling windows. These 
elements enhance tenant pro-
ductivity and comfort, reduc-
ing operating costs, some by as 
much as 40 percent. 

In 2011, the building was pur-
chased by Invesco Core Real 
Estate–U.S.A. Property manage-
ment services are provided by 
Westfield Property Services, and 
Newmark Grubb Knight Frank 
provides exclusive leasing and 
marketing services. 

Griffis/Blessing adds PetCo  
building to portfolio

Griffis/Blessing was selected 
by Mexico & Bellair LLC to 
manage the freestanding PetCo 
building in southeast Denver. 
Built in 1993, the 23,057-square-
foot retail building is located at 
4100 E. Mexico Ave.

Dora Fessler, property man-
ager, and Katie Kier, portfolio 
assistant, will oversee the day-to-
day operations with assistance 
from Josh McFarland, property 
accountant, and Ari Skyton, ser-
vice technician.

“The opportunity to manage 
another retail building for this 
group of owners out of Cali-
fornia is very exciting for us,” 
said Senior Vice President Rick 
Davidson, CPM. “Our qual-
ity service and management of 

their retail shopping center in 
Colorado Springs as well as our 

expansion into the Denver mar-
ket were key factors in being 

selected to manage the Denver 
property.” s

PM News
Continued from Page 20

Griffis/Blessing will manage a freestanding Denver PetCo building.

HFF sold Sonoma Resort at Saddle Rock sold for almost $100 million last year.
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CDE Who’s News
Vince Shoemaker, who has 

served as chief financial officer 
for general contractor Bryan 
Construction for the past 15 
years, was promoted to presi-
dent. 

Shoemaker, who has helped 
preside over the company’s 

growth, is a 
certified pub-
lic accountant 
and holds 
a Master 
of Business 
Administra-
tion with an 
emphasis in 
information 
systems from 
the University 

of Colorado Colorado Springs 
and an undergraduate degree 
from the University of Northern 
Colorado.s 

After 34 years of service to 
the architecture, engineering 
and construction industry, Rob 

Davidson 
retired from 
H+L Architec-
ture. 

The former 
principal of 
the archi-
tecture firm 
worked on 
numerous 
health care 
projects, 

including leading the design 
teams for St. Joseph Hospital, 
Craig Hospital, Longmont Unit-
ed Hospital and others.s 

GE Johnson Construction 
Co. promoted and added new 
employees as part of the con-

struction 
firm’s expan-
sion plans. 

Justin Coo-
per has been 
promoted to 
the role of 
vice president 
and general 
manager of 
the Rocky 
Mountain 

region. Since joining GE Johnson 
in 1999, Cooper has served in 

field, preconstruction and project 
development roles, including a 
portfolio of more than $1.4 bil-
lion in health care projects. In 
this new role, he continues to 
serve as client champion and 
health care market sector leader 
while also leading the firm’s 
project development, opera-
tions and design phase services 
throughout the region. 

Peter Speiser has been pro-
moted to vice president of sup-
port services. His role as chief 

financial 
officer and 
support ser-
vices leader 
is focused on 
serving the 
integrated 
needs of all 
GE Johnson 
holdings. 
This includes 
information 

technology, finance, human 
resources, accounting and GE 
Johnson’s equipment division. 
He also will oversee risk man-
agement of the firm’s wholly 
owned subsidiaries. He joined 
the company in 2006.

After 11 years with GE John-
son, Dan Seib has been pro-

moted to 
the role of 
construction 
executive and 
operations 
manager. He 
continues 
to serve as 
client cham-
pion and 
also oversees 
the admin-

istrative, training and staffing 
functions of GE Johnson’s field 
operations. 

J.W. Sta-
mison was 
hired as the 
director of 
project devel-
opment. Sta-
mison brings 
more than 
a decade of 
commercial 
office, hospi-
tality, gaming 

and health care project experi-
ence across the Rocky Mountain 
region. He will be tasked with 
growing existing client relation-
ships while seeking new oppor-
tunities in GE Johnson’s estab-
lished niches. He is responsible 
for developing strategic niche 
and market initiatives while 
working closely with project 
development, marketing, pre-

construction 
and opera-
tions teams. 

He will be 
assisted by 
Cory Wight, 
who was 
elevated to 
the position 
of project 
development 
manager. 

Additionally, Shannon Rog-
ers has been promoted to vice 
president and general manager 

of the Cen-
tral region, 
including the 
firm’s cur-
rent work 
program in 
Kansas, Okla-
homa and 
Texas.s

RTA Archi-
tects recently 

promoted four staff members.
Kevin Gould, AIA, was ele-

vated to principal. Gould has 
more than 28 years’ experience 

in designing 
and manag-
ing projects. 
Since joining 
the architec-
ture firm in 
2008, he has 
led a variety 
of complex 
health care 
projects. 

Paul Reu, 
RA, Ken Gregg, AIA, and 
Mike Riggs, AIA, LEED AP 
BD+C, have been named asso-
ciates. 

Reu has 30 years of experi-
ence in architectural design 
and joined RTA in 2008. He 
has managed numerous health 

care projects, 
including 
the recent 
award-
winning 
emergency 
department 
renovation 
at Penrose 
Hospital in 
Colorado 
Springs. 

Gregg’s 
20 years of 
architectural 
experience 
include nine 
years with 
RTA. He 
focuses on 
educational 
facilities in 
Colorado. 

Riggs 
joined RTA 
upon gradu-
ation in 2002, 
focusing on 
educational 
and retail 
clients.s 

Sara Hen-
dricks joined 
Jordy Carter 

Furnishings as account manager.
In this role, Hendricks will 

provide oversight on all client 
projects and work closely with 
coordinators, designers and proj-
ect management teams to deliver 
commercial interiors for busi-

nesses across 
Colorado. She 
also will be 
responsible 
for program-
ming and 
budgeting, 
and attending 
all client and 
construction 
meetings to 
ensure proj-

ects stay on time and within 
budget.

Prior to joining the commercial 
furniture supplier, Hendricks 
had more than seven years 
within the health care industry 
as well as broad project manage-
ment experience.s 

Axel Bishop, FASLA, co-
founder of community and 

landscape 
architecture 
firm Design 
Concepts, 
joined the 
Council of 
Fellows of 
the American 
Society of 
Landscape 
Architects. 

Bishop was 
one of 32 members elevated to 
the ASLA Council of Fellows 
for 2014. The council recogniz-
es the contributions of distinc-
tive individuals to their profes-
sion and society based on their 
body of work, leadership and 
management, knowledge and 
service. 

He has been a part of Colo-
rado’s planning and design 
community for more than three 
decades, and accomplishments 
include the redesign of regional 
stormwater and drainage sys-
tems as naturalized recreational 
amenities.s 

Adrian Sopher, AIA, and 
Stephen Sparn, AIA, have 
merged their two architecture 
firms, Sparn Architects PC and 
Sopher Architects LLC, into 
Sopher Sparn Architects LLC.

The Boulder firm, with 15 
employees, will offer services 
in master planning, architectur-
al design and interior design.s

Genevieve Hicks, architec-
tural admin-
istration and 
marketing 
consultant, 
has started 
a firm spe-
cializing in 
on-call and 
project-spe-
cific admin-
istrative and 
marketing 

support within the design com-
munity, specifically for organi-
zations not wanting to retain 
additional full-time staff.s 

Vince Shoemaker

Rob Davidson

Justin Cooper

Peter Speiser

Dan Seib

J.W. Stamison

Cory Wight

Shannon Rogers

Kevin Gould

Paul Reu

Ken Gregg

Mike Riggs

Sara Hendricks

Genevieve Hicks

Axel Bishop
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DIRECTORY

CONTRACTORS 
Adolfson & Peterson 
Construction

Alliance Construction 
Solutions 

The Beck Group

Boots Construction Company 

Brinkmann Constructors

Bryan Construction Inc.

BVB General Contractors

Calcon Constructors, Inc.

Catamount Constructors

dcb Construction 
Company Inc.

Drahota Commercial Inc.

Dunn Project Solutions

Facilities Contracting Inc.

FCI Constructors Inc.

Foothills Commercial Builders

Fransen Pittman General 
Contractors

GE Johnson Construction 
Company

GH Phipps Construction 
Companies

Golden Triangle 
Construction Inc.

Haselden Construction LLC

HITT Contracting, Inc.

Howell Construction

Hyder Construction 

J.E. Dunn Construction 

JHL Constructors Inc.

Jordy Construction

Kiewit

Krische Construction

Martines/Palmeiro 
Construction

Maxwell Builders, Inc. 

Mortenson

Mosaic Construction Group 

MW Golden Constructors

Palace Construction Co. Inc.

Panattoni Construction, Inc.

PCL Construction Services

Pinkard Construction Company

Premier Specialty Contractors 

Provident Construction

RJM Construction 

Roche Constructors Inc.

Saunders Construction Inc.

Shaw Construction

Swinerton Builders

Taylor Kohrs

The Neenan Company

The Weitz Company 

Tower One Construction

Turner Construction

The Vertex Companies, Inc. 

W.E. O’Neil Construction 
Company

White Construction Group

PROJECT  
MANAGEMENT
Catalyst Planning Group

CBRE

CenterPoint Integrated 
Solutions, LLC

Facilities Contracting, Inc.

Fitzmartin Consulting

Sundance Project Management

TENANT FINISH
Bryan Construction Inc. 

Coda Construction Group 

EJCM Construction 
Management

Facilities Contracting, Inc.

Foothills Commercial 
Builders Inc.

HITT Contracting, Inc. 

Howell Construction 

Jordy Construction

Kennerly Construction 

Martines/Palmeiro 
Construction

Max Construction, Inc.

Mosaic Construction Group 

Provident Construction

Swinerton Builders

The Vertex Companies, Inc.

ARCHITECTS
Acquilano Leslie Inc.

Anderson Mason Dale 
Architects

Barber Architecture

The Beck Group

BURKETTDESIGN INC.

Clutch Design Studio 

Coover-Clark & Associates Inc.

Davis Partnership Architects 

DLR Group

EJ Architecture, PLLC 

Fentress Architects

Gensler

gkkworks.

Godden|Sudik Architects

Grey Wolf Architecture

H+L Architecture

HOK Group 

Humphries Poli Architects P.C.

jigsaw design, llc

IA – Interior Architects

Intergroup Architects

JG Johnson Architects, P.C.

KEPHART 

KTGY Group 

LAI Design Group

Lantz-Boggio Architects P.C.

MOA ARCHITECTURE

O’Bryan Partnership, Inc., 
Architects – A.I.A. 

OZ Architecture

PageSoutherlandPage

RNL

Roth Sheppard Architects

Rowland + Broughton 
Architecture & Urban Design

SLATERPAULL Hord Coplan 
Macht

Tryba Architects

Venture Architecture

ENGINEERS
68West, Inc.

Baseline Engineering Corp.

Beaudin Ganze Consulting
Engineers Inc.

CenterPoint Integrated
Solutions, LLC

D.L. Adams & Associates 

Kimley-Horn and  
Associates, Inc. 

Manhard Consulting 

Martin/Martin Consulting 
Engineers

Matrix Design Group

McGlamery Engineering Group

MDP Engineering Group, P.C. 

M-E Engineers Inc.

M.E. Group Inc.

MEP Engineering, Inc. 

Merrick & Company

MKK Consulting Engineers Inc.

Monroe & Newell 
Engineers Inc.

Redland 

Shaffer-Baucom 
Engineering & Consulting

Silvertip Integrated 
Engineering Consultants 

Vision Land Consultants Inc.

LANDSCAPE 
ARCHITECTURE
AECOM

Consilium Design, Inc. 

Davis Partnership Architects 

H+L Architecture

HOK Group 

LAI Design Group 

Land Elements, Inc.

Norris Design

Plan West Inc.

Stanley Consultants

INTERIOR 
DESIGN
Acquilano Leslie Inc.

Barber Architecture

Bechta Group, Ltd. (BGL) 
Facilities Consultants

BOX Studios

BURKETTDESIGN, INC.

Davis Partnership Architects 

Davis Wince Ltd. Architecture

DLR Group

Elsy Studios 

Gensler

Grey Wolf Architecture

H+L Architecture

Jean Sebben Associates, LLC.

Keeney Design

Kieding Office Architects

Kimberly Timmons Interiors

OZ Architecture

Planning Solutions

RNL

Tenant Planning Services

Venture Architecture

OFFICE 
FURNITURE
Canter & Associates

Citron WorkSpaces

Contract Furnishings, Inc. 

Corporate Environments

ELEMENTS

Everything for Offices 

Haworth

Jordy|Carter Furnishings

Knoll Office Furniture

Office Scapes

Source Four Interior Elements

TEAMMATES

Workplace Resource

For contact information, firm profiles & links, please 
visit www.crej.com and click on “Industry Directory”

http://www.crej.com/
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SHOWCASE

For contact information, firm profiles & links, please 
visit www.crej.com and click on “Industry Directory”

 
PROJECT OF THE WEEK • OFFICE FURNITURE

Teammates incorporates Teknion’s
architectural walls into St. Anthony North 

T eammates partnered with local general contractor GE Johnson and Nash-
ville-based architecture firm ESA to incorporate Teknion’s Optos Architec-
tural Wall into the space. Functionality and aesthetic merge seamlessly in 

this 350,000-square-foot building. The glass walls and large, sliding barn doors 
provide full-height division, yet their seamless transparency allows natural light to 
penetrate to the interior spaces. 
 Optos walls are used at the check-in bays throughout the hospital. This allows 
the check-in bays to remain acoustically private, but maintains the open and light 
feel the client desired. Local 3M installer Solar Vision provided light frosting to the 
glass storefronts to aid in maintaining HIPAA privacy standards.
 The Teknion walls are also used as the enclosures for the gift shop, main waiting 
area and main conference room. They create a physical barrier so the areas can be 
locked off after hours, but allow visual transparency between the spaces and the 
lobby. 
 St. Anthony North Health Campus is slated to open its doors in March. 

 
PROJECT OF THE WEEK • INTERIOR DESIGN

BurkettDesign mimics seismic patterns
in design of Cimarex corporate HQ 

C imarex, a leader in oil and gas exploration and production, has operations in 
Texas, Oklahoma and New Mexico, and is headquartered in Denver. The new 
90,000-square-foot corporate headquarters is located at 1700 Lincoln St. in 

downtown Denver. 
 The firm’s unique exploration process influenced the design process. During the 
exploration process, Cimarex collects seismic data that is transmitted via seismic 
sound waves. BurkettDesign mimicked the seismic patterns created by this pro-
cess throughout the space. Seismic rings, striation of rock, and the energy below 
the Earth’s surface are reflected in the stacked stone walls, etched glass, and the 
echo rings created in the drywall ceiling, which is mirrored in an expansive marble 
floor pattern. 

 
PROJECT OF THE WEEK • CONSTRUCTION

Vertex demolishes, renovates Boulder 
office space adjacent to Pearl Street

V ertex was contracted to perform general contracting services for an  executive office 
client with whom the firm has worked  in the past and continues to work with today. 
The project consisted of full interior demolition of a three-story office building in 

Boulder, adjacent to the Pearl Street Mall.
 The high-profile address required a lot of planning for materials deliveries and job site 
access. While other floors were still being demolished, framing began on the upper level and 
worked its way down. The team of subcontractors had to show a successful track record in 
high-end finishes and state-of-the-art materials.  
 The floor plan includes conference rooms, recharge bar, kitchens, reception/lobby, huddle 
rooms, communications center, etc. The final product includes  cutting-edge design features 
while still serving as an efficient executive office suite concept. With most of the design team 
out of state, Vertex relied heavily on photographs and video communication to ensure adher-
ence to the strict specs. The project was finished on time and on budget.

 
PROJECT OF THE WEEK • INTERIOR DESIGN

Kieding designs local space 
for international firm Trelleborg

T relleborg is the recognized global leader in polymer seal technologies with 
offices and manufacturing facilities worldwide. The company's sole Colorado 
operation is located in 51,000 square feet of flex space in Louisville.  

 With an eye on its Swedish roots, local managers sought a progressive design 
with clean lines on a neutral palette punctuated by splashes of bright color. Open 
office areas feature state-of-the-art workstations with adjustable desk heights, 
fully articulating flat-screen displays and task lighting. Softer, modern seating 
clusters serve to separate departments and act as ad hoc collaboration areas. An 
abundance of concrete, glass and exposed ceilings all promote an industrial motif 
across the blend of office and light manufacturing space.

http://www.crej.com/
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Construction, Design & Engineering News

MW Golden Constructors 
recently wrapped up construc-
tion on several Colorado projects, 
including foundation repairs to 
the city of Glenwood Springs’ 
municipal operations center. 

The facility was built in 2002 
on unstable soils and, as a result, 
it had settled to the point that 
sunlight could be seen through 
cracks in exterior walls. The 
cracks, some as much as an inch 
in thickness, threatened the build-
ing’s stability and the safety of the 
city employees who worked in 
the building.

Instead of replacing the facility, 
Glenwood Springs selected the 
firm to stabilize the structure and 
repair its sinking and deteriorat-
ing foundation. 

MW Golden stabilized the 
building with 200 50-foot-deep 
compaction grout columns, 
which ultimately raised the facil-
ity four inches. 

While dirt was removed around 
the foundation of the building, a 
groundwater drain was installed 
to help prevent future moisture 
saturation in the soil, which had 
contributed to the settling. Inte-
rior walls that had cracked or set-
tled were shored and some cinder 
blocks were replaced. The south 
vestibule and the south parking 
lot also were replaced during the 
project. 

The firm also recently com-
pleted work on renovations to 
KeyBank’s Broadway branch at 

200 Broadway, near downtown 
Denver.

The complete gut-and-remod-
eling project included a new roof, 
landscaping, fencing, exterior 
lighting and parking lot restrip-
ing. Inside the building, new duc-
twork was installed, new teller 
lines were created and restrooms 
were made Americans with Dis-
abilities Act compliant. As well, 
the old vault was removed and 
replaced, and a security vestibule 
was installed at the entrance to 
the branch, which scans each 
entrant for excessive metal. 

The after-hours drop box also 
moved to a space more conve-
nient for customers. Much of the 
work was accomplished at night 
and on weekends to minimize 
impact on the branch’s operations 
and KeyBank customers. “Our 
subs and our crews performed a 
tremendous amount of work in 
a short amount of time without 
much sleep,” commented project 
superintendent Jeff Erck.

MWGC has also completed 
work for KeyBank at its Thorn-
ton and Cherry Creek branches, 
and soon will be starting projects 
at the Chatfield and Highlands 
Ranch locations. 

Additionally, MW Golden 
served as construction manager/
general contractor for the reno-
vation of Aurora Public Schools’ 
education services center.

The education services center 
is a multibuilding campus and 

serves as the headquarters and 
nerve center for the district, which 
has more than 42,000 students. 

The 15,000-square-foot remodel 
of school district office and meet-
ing space was accomplished in 
three phases, beginning in July 

with substantial completion in late 
December. Existing interior fin-
ishes were completely removed 
and replaced with new walls, 
carpet, ceilings, lighting, electri-
cal and mechanical systems. In 
addition, HVAC roof units were 

replaced and new ductwork 
installed. The facility was fully 
functional and occupied during 
renovation work, with MWGC 
and APS coordinating movement 
of APS employees to temporary 
office space during each phase.s

MW Golden completes multiple Colorado projects

The Glenwood Springs municipal operations center was stabilized with 200 50-foot-deep compaction grout 
columns, which ultimately raised the facility four inches.

Lerch Bates, a Littleton-head-
quartered consulting firm for 
vertical transportation, façade 
access and materials manage-
ment, was selected by HKS 
Sports & Entertainment Group 
to design the façade access sys-
tems for the Minnesota Vikings 
new home.

The $1.02 billion stadium for 
the NFL franchise currently is 
being built on 33 acres adjacent 
to downtown Minneapolis and 
replaces the 32-year-old Hubert 
H. Humphrey Metrodome.

The yet-to-be-named facil-
ity will include approximately 
1.75 million square feet, 65,000 
seats (expanding to 72,000 seats 
for the 2018 Super Bowl), seven 
levels and the largest transpar-
ent ethylene tetrafluoroethylene 
roof in the nation. 

Featuring a soaring prow, the 
stadium’s dramatic sloped roof-
top will be constructed of ETFE, 
a durable, adaptable plasticlike 
material, on the building’s south-
ern half. It will encompass more 
than 60 percent of the structure’s 

roof and span 240,000 sf. 
“Lerch Bates is honored to 

join the distinguished team of 
leaders designing the new Min-
nesota Vikings stadium,” said 
Lerch Bates Area Vice President-
West Jeff Marsh. “This ambitious 
project combines sustainability, 
efficient functionality and beau-
tiful geometric architecture. It 
will instantly become a must-see 
destination in the Twin Cities 
and will set a new standard for 
future indoor stadiums around 
the world.”

The facility’s design also fea-
tures five 95-foot-high glass 
doors, the world’s largest, that 
will open up into a three-acre 
plaza, 8,000 club seats, 116 suites 
and a configuration that will put 
fans closer to the field than any 
other NFL stadium. Building 
the stadium is predicted to cre-
ate 7,500 full-time and part-time 
jobs and will require nearly 4.3 
million work-hours during its 
three-year construction. In addi-
tion to NFL games, the year-
round facility will be capable of 

hosting other sporting events. 
The new stadium will be pub-
licly owned by Minnesota 
Sports Facilities Authority and is 
expected to open in time for the 
Vikings’ 2016 season. 

Lerch Bates also was recently 
selected by AECOM to design 
the façade system access of the 
temporarily named Sacramen-
to Entertainment and Sports 
Complex in Sacramento, Calif., 
future home to the Sacramento 
Kings of the National Basketball 
Association.s

Lerch Bates to design façade access systems for $1.02 billion Minnesota Vikings stadium
The Minnesota Vikings’ new $1.02 billion stadium is set to open in 2016.
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Construction, Design & Engineering News

GH Phipps Construction 
of Wyoming was awarded a 
$13.88 million contract to con-
struct a new Tongue River Ele-
mentary School in Ranchester, 
Wyoming. 

The firm will break ground 
in April on the school for the 
Sheridan County School Dis-
trict with an expected comple-
tion in summer 2016. 

Plan One Architects out of 
Cody, Wyoming, designed the 
building, located on land the 
district acquired a decade ago. 
The new elementary school 
will be across the road from the 
Tongue River Middle School. 
The existing elementary school, 
constructed in the late 1970s, is 
overcrowded, prompting the 
new construction. s

GH Phipps Construction wins $13.88 million contract for new elementary school in Wyoming

Plan One Architects 
The new elementary school will be finished in summer 2016. 

Rider Levett Bucknall, international 
property and construction consul-
tant and an industry leader in cost 
research, reported that the estimated 
growth rate for U.S. construction is 
expected to rise approximately 10 
percent – nearly double the estimated 
growth rate for 2014.

Strong commercial building and 
residential markets are contributing 
to this projected increase, according 
to the firm’s Fourth Quarter 2014 
USA Construction Cost Report. 

The firm’s research indicated that 
improved construction financing and 
investment, along with stronger com-
mercial building and residential mar-
kets, are driving continued growth 
within the industry.

According to the U.S. Department 
of Commerce, construction put in 
place during October was estimated 
at a seasonally adjusted annual rate 
of $950.9 billion, which is 0.4 percent 
below the revised August estimate of 
$955.2 billion. The September figure 
is 2.9 percent above the September 
2013 estimate of $924.2 billion. The 
value of construction during the first 
nine months of this year was $710.1 
billion, 6.1 percent above the same 
period in 2013.

The firm anticipates that commer-
cial and institutional buildings, single- 
and multifamily housing, industrial 
and manufacturing will most likely 
show the largest growth over the next 
12 months while public infrastructure 
work could show more modest gains.

Rider Levett Bucknall tracks con-
struction costs in 12 major U.S. cit-
ies, including Denver. From July 1 
and Oct. 1, 2014, the national aver-
age quarterly increase in construction 
cost was 1.66 percent. Honolulu, Los 
Angeles, Portland, Oregon, and San 
Francisco all experienced significant 
increases in excess of 2.1 percent for 
the period. All other locations also 
experienced gains, including Denver, 
which saw an increase of 1.03 percent. 
The quarterly increase in construction 
cost was the largest since early 2008.

For much of 2014, the lack of skilled 
labor created a strain on the construc-
tion industry in some regions, par-
ticularly in the oil boom states and in 
cities such as New York and Hono-
lulu. Rider Levett Bucknall’s report 
also notes that the continued lack of 
available skilled construction work-
ers to support increased demand 
within the industry, combined with 
rising demand for materials, equip-
ment and industry professionals, will 
continue to fuel rising construction 
costs nationwide.

“While the estimated growth rate 
of the U.S. construction industry for 
2015 is encouraging news for the 
nation’s economy, developers should 
continue to plan for cost increases 
even though the cost of fuel and com-
modities is currently under down-
ward pressure,” stated Julian Ander-
son, president of Rider Levett Buck-
nall North America.s

RLB estimates growth rate to riseUSGBC previews green building trends for 2015
The Centennial state will continue to 

grow as a center of green construction 
expertise and ownership, according to 
a recently released preview of green 
building trends this year by the U.S. 
Green Building Council’s Colorado 
chapter. 

“There is enormous support behind 
green building in Colorado,” said Sha-
ron Alton, executive director, USGBC 
Colorado. “People in both urban cen-
ters and rural communities want to 
grow the state sustainably. This starts 
with the spaces we build and reimag-
ine.

“As a panel of developers and owners 
told us at our Commercial Real Estate 
Forum, green buildings are becoming a 
must-have for owners,” she continued. 

The chapter noted that commercial 
real estate brings together the public 
and private sectors, as evidenced by 
the opening of Denver’s Union Sta-
tion and the commitment to creating 
partnerships between the private and 
public sectors for the project.

Additionally, USGBC Colorado cred-
its Colorado’s commercial real estate 
industry with successfully bridging the 
gap between sectors to execute Union 
Station and other green building proj-
ects, large and small.

“With many LEED-certified projects 
in the Union Station neighborhood 
coming to completion in 2015, it will be 
apparent that green building and the 
hottest neighborhood in the region are 
not a coincidental combination,” said 
Alton.

The chapter also predicts that “green 
school” leaders will gain resources. 

USGBC Colorado noted that the state’s 
schools are under pressure as enroll-
ments grow and buildings age. A hand-
ful of private and public programs in 
the state support schools that wish to 
renovate or build their facilities sus-
tainably. Many of these programs also 
will increase in sophistication in 2015, 
such as the Colorado Energy Office 
bundling all of its programs in a new 
energy savings for schools offering this 
year while the Colorado Department 
of Education will open a new Building 
Excellent Schools Today Program grant 
round with an expected $35 million to 
$45 million of available funding.

Further, the chapter predicts that Col-
orado will continue to innovate. 

“There’s no shortage of innovative, 
exciting green building projects com-
pleted or in progress in Colorado right 
now,” commented Alton. “That trend 
won’t reverse anytime soon.”s

ʻPeople in both urban 
centers and rural 

communities want 
to grow the state 

sustainably. This starts 
with the spaces we 

build and reimagine.ʼ  
– Sharon Alton, USGBC Colorado

CREJ’S TOOLS & RESOURCES
Log on to CREJ’s website for the most comprehensive set of 
commercial real estate resources in Colorado.

 f Search the Industry Directory for lenders, brokers, property managers, architects, contractors and more. Over 1,000 entries with firm profiles, contact names, phone numbers and email 
addresses!

 f Research Projects Under Construction & Planned and stay current on which projects are underway, and the companies building them.

 f Use our Sales & Mortgage tool to see who’s buying, selling and lending for properties over $500,000 in 13 Colorado counties. Loan transactions include the names of the borrower and 
lender, plus the property address, loan type and closing date for each mortgage. Sale transactions include the names of the seller, buyer, address and purchase price and closing dates.

 f Search Property Listings for billions of dollars worth of available properties for sale or lease. Sort property results by city, county, zip code, property name, rates, lot size, and space 
available.

 f Research Market Statistics by geographic region including rental & vacancy rates, absorption, etc. Find links to the most recent, comprehensive commercial real estate market statistics and 
forecasts.

 f Find Financing according to property type, location, loan size & loan type. Our financing tool lets you find lenders that match your search criteria. 

 f Use our Loan & Investment Calculators to determine monthly and annual mortgage payments based on loan amount, interest rate, amortization period and term, or determine how much 
you can afford to invest in a property.

CREJ.com/tools
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by Jill Jamieson-Nichols
Colorado’s – and the 

nation’s – largest owner 
of distribution facilities 
expects Denver’s indus-
trial market will be equal-
ly robust this year, and 
it plans to continue to 
build to satisfy customer 
demand.

“The economy has been 
really strong, and all of 
our customers seem to 
be doing very well,” said 

P r o l o -
gis Vice 
P r e s i -
dent and 
M a r k e t 
O f f i c e r 
W a y n e 
Barrett . 
“ W i t h 
the econ-
o m y 
being as 

good as it is, more people 
are buying more things, 
and they need more ware-
house space to store those 
products. 

“We’re pretty bullish 
on what 2015 looks like. 
You’re going to see con-
tinued development and 
positive growth in Denver. 
I don’t see anything on 
the horizon that’s going to 
stop this growth,” Barrett 
said.

According to Prologis, 
its its 5.5 million-square-
foot industrial portfolio 
has been fully leased for 
six months. The parent 
company of Udi’s Healthy 
Foods expanded to 360,000 
sf last year, while Czar-
nowski Display Service 
and HD Supply preleased 
big chunks of two new, 
approximately 400,000-
sf buildings Prologis is 
building at Stapleton Busi-
ness Center North, located 
at East 56th Avenue and 
Havana Street in Denver. 
At about 260,000 sf each, 
Czarnowski and HD Sup-
ply are indicative of a 
trend toward larger ten-
ants and larger buildings 
in Denver, Barrett said.

“Our average-size ten-
ant seems to be getting 
larger in our portfolio,” 
said Barrett, who noted 
that may be due in part of 
the fact that building sizes 
are increasing. However, 
“I think that’s the matur-
ing of the Denver market. 
It’s a larger metropolitan 
market than it was five or 
10 years ago.” 

While it remains a sec-
ondary market, with dis-
tribution companies able 

by John Rebchook
Lowe Enterprises Investors of 

Los Angeles recently paid $51 
million for the 360-unit St. Moritz 
apartment community in Lake-
wood.

The St. Mortiz, at 1724 Robb 
St., was sold by DiNapoli Capital 
Partners of San Jose, California.

“This was part of a four-prop-
erty portfolio sold by DiNapoli, 
which is a high-net-worth, family 
partnership,” said Terrance Hunt 
of the Denver office of ARA.

Hunt represented DiNapoli 
in the transaction with fellow 
ARA brokers Jeff Hawks, Doug 
Andrews and Shane Ozment.

Together, the portfolio sold for 
$173 million, Hunt said.

There was a lot of interest from 
prospective buyers in the St. 
Moritz, which was built in 1986, 
Hunt said.

“It is near a future light-rail stop 
and it is kind of the Applewood 
area near Wheat Ridge; it’s a real 
solid Western suburban location,” 
he said.

 “For Lowe, this was just a great 
value-add play,” Hunt said.

 Lowe will be able to spruce 
up the interior of the units with 
things such as updated cabinets 
and make an excellent return on 
its investment, he said.

He said DiNapoli remains bull-
ish on the Denver market.

“They still own the Hotel Teatro 

in downtown Denver,” Hunt 
said.

“They were simply closing out 
the fund that owned these four 
properties,” Hunt said. “They 
really like Denver.

The timing was excellent, given 
how strong the Denver-area 

apartment market is, he said.
“They hit their mark on these 

properties,” Hunt said.
DiNapoli would be interested 

in buying apartments in the Den-
ver area, if it could find the right 
value-add opportunity.

That, however, is no easy task.
“They are continuing to look at 

opportunities,” Hunt said.
However, DiNapoli has passed 

on potential recent transactions 
because it felt the prices were too 
high.

“Let’s face it,” Hunt said. “It 
is tough to be a buyer today in 
Denver. It is such a competitive 
market, especially when it comes 
to value-add opportunities.”

Other News
n Griffis/Blessing Inc. paid 

$45.5 million for the 260-unit Bear 
Valley Park Apartments in Lake-
wood.

The Class B+/A community 
was constructed in 2003. 

The average square footage of 

ARA sells St. Mortiz as part of portfolio Prologis 
sees robust 
market in ’15

by Jennifer Hayes
It’s the best of both worlds 

at Greenway Group for Lisa 
Henry.

As CEO of the business 
consultancy that provides 
services to improve business 
performance within archi-
tecture and design firms, 
her role combines her two 
passions – business strategy 
and design.

“There is no question 
about it, at Greenway I bal-
ance the best of both worlds 
and this is the most produc-
tive I’ve ever been,” said 
Henry, who was named 
CEO of the firm in Septem-
ber.

“It’s an aspirational 
position for me. Jim Cra-
mer (founder of Greenway) 
tapped me for this role 
because of my combined 
experience in business and 
design,” continued Henry, 
who started out in com-
modities before a second 
career in the design world. 
“I work with our clients not 
to design their space but to 
help design their business.” 

But before she thought 
about business or design as 
a career, Henry had a more 
philanthropic goal, joining 
the Peace Corps. Connect-
icut-born Henry attended 
Arizona State University, 
where she majored in agri-
culture business manage-
ment. 

Following graduation 
Henry realized, however, 

she wanted to be a part of 
the business world. 

Henry began her business 
career as a trading adviser 
with Merrill Lynch in Colo-
rado. She spent nine years 
with the firm before looking 
to feed her artistic side, spe-
cifically design.

“I knew I couldn’t make a 
living as a painter or sculp-
tor but I love art. Fine art is 
a tough way to go to earn a 
living. But architecture and 
design is a viable avenue for 
expressing oneself artisti-
cally and connecting to the 
economy.” 

As well, her commitment 
to lifelong learning made 
going back to school for a 
bachelor’s degree in interior 
design an easy decision.

She spent nine years as 
director of Officescapes’ Cal-

listo Workplace Studio, then 
nearly 13 years at Knoll as 
regional director of archi-
tecture and design prior to 
joining Greenway in June 
2013. 

And it is her role at Green-
way that she relishes in let-
ting her two passions unite.

“I get the opportunity to 
serve as a trusted adviser to 
architects, designers, engi-
neers, to help them facilitate 
strategic plans, develop 
company programs and 
transition strategies,” said 
Henry. 

“It’s really about helping 
firms grow and improve 
performance. I believe col-
laboration is extremely 
important, a group creates 
better ideas than one indi-
vidual,” she added. “If you 
want to change anything 
major, you have to do it 
with other people. Listen. 
Learn. Teach. Lead. It begins 
with an idea, a point of view 
and can transform a com-
pany.”

It is this collaborative spir-
it that is essential to Henry’s 
work, which makes it no 
surprise that she believes 
it also is the reason for her 
success. 

“We have to step into new 
situations ready to learn, 
share ideas and reframe and 
accept new ways of looking 
at the business world,” she 
added, noting that incor-
porating strategic planning 
into her life has helped her 

throughout her career.
Henry embraces the chal-

lenges of her work, the 
uniqueness of each client’s 
needs and wants, and find-
ing an individual solution. 

“I love thinking about 
what is new and next, find-
ing new solutions,” com-
mented Henry. “It’s reward-
ing to meet smart people, 
new people and understand 
them. The best part, how-
ever, is when we leave 
them armed with the tools 
to make their firm a better 
place.”

A lifelong learner, she is 
in the executive scholar’s 
program at Northwestern 
University’s Kellogg School 
of Management and the 
Center for Creative Leader-
ship. In addition to Arizona 
State University, she studied 
at Hampshire College and 
Interior Design Institute. 
Henry also is a guest lec-
turer for students of design 
at many colleges and uni-
versities.

She also is a former 
national president of 
American Society of Inte-
rior Designers, a fellow of 
ASID and is active with the 
Design Futures Council, 
American Institute of Archi-
tects and the Denver Art 
Museum. 

 Henry enjoys fly-fishing 
and skiing as well as racing 
her Porsche 911. She and her 
husband have been married 
for 25 years.s

Henry finds niche at Greenway Group

Lisa Henry

SECTION AA

JANUARY 21-FEBRUARY 3, 2015

Lowe recently bought the St. Moritz.

Please see ProLogis, Page 4AA

Please see Multifamily, Page 5AA
Wayne Barrett

http://crej.com/
http://www.signatureflip.com/sf01/article.aspx/?i=1029
http://www.signatureflip.com/sf01/article.aspx/?i=1030
http://www.signatureflip.com/sf01/article.aspx/?i=1031


Page 2AA — COLORADO REAL ESTATE JOURNAL — January 21-February 3, 2015

by Jill Jamieson-Nichols
A 24,065-square-foot office 

building suited to an owner-user 
will provide a local nonprofit 
with a new location from which 
to serve clients.

The multitenant building at 
20971 E. Smoky Hill Road in 
Centennial was about 56 percent 
occupied at the time of its sale, 

and buyer 
Aurora Com-
munity Men-
tal Health 
Center Inc. 
will use most 
of the vacant 
space to serve 
clients in the 
vicinity.

“They need-
ed a clinic in 
that area,” 
said Monica 

Dirom Wiley of CBRE, who rep-

resented the buyer with CBRE’s 
Paul Kluck. “It just felt like this 
building was the one they needed 
to have.”

The two-story building, known 
as Bridges Professional Plaza, 
is located within The Bridges 
at Smoky Hill office and retail 
development. It sold for $2.4 mil-

lion, or $99.73 per sf.
“We had really good activity on 

it. We were really searching for 
an owner-user 
because we 
felt like that 
would be the 
best purchaser 
for the prop-
erty,” said co-
listing broker 
Troy Meyer 
of Sperry Van 
Ness. That’s 
b e c a u s e , 

“The price per square foot was 
far below what replacement cost 
would be,” but the property 
wasn’t producing a ton of income 
because of the vacancy. Neverthe-
less, there was investor interest, 
and a 1031 buyer was negotiating 
for the deal when Dirom Wiley 
saw an opening for Aurora Com-
munity Mental Health to submit 
a full-price offer.

“I kept after it because it was a 
good fit and there was nothing 
else in that area,” she said.

The seller was an affiliate of 
Colony Capital, which acquired 
the property as part of a portfolio 
of loans it bought from the Fed-
eral Deposit Insurance Corp.

“It was a smooth transaction, 
and Aurora Community Mental 
Health was great to work with,” 
said Meyer, who represented the 
seller with SVN broker Kevin 
Matthews.

Dirom Wiley said Aurora Com-
munity Mental Health Center 
will provide group and family 
therapy in the building and offer 
about 5,500 sf of the available 
space for lease. Tenants include 
Carino Coffee, a perodontist, 
orthodontist, insurance company 
and others.

The building was constructed 
in 2001.

Other News
n CHR Parkridge LLC paid 

$995,000 for a 4,090-square-foot 
office condo at 10465 Park Mead-
ows Drive, Suite 205, in Lone 
Tree. K3C LLC sold the condo, 
which is located at the corner of 
Interstate 25 and Lincoln Avenue. 

The space will house Carr 
Healthcare Realty’s real estate 
offices.

Carole Schumacher of BRC 
Real Estate represented the seller 
in the transaction.

n Wales Land Co. purchased 
an 8,056-sf office building at 
10650 E. Bethany Drive in Aurora 
for $760,000. 

Bethany Realty LLC, represent-
ed by Eric Gold of Sheldon-Gold 
Realty Inc., represented the seller. 
Tyler Reed of JLL represented the 
buyer.

Office
Nonprofit finds fit in Centennial 

Aurora Community Mental Health Center will occupy much of the 
vacant space at the Bridges Professional Plaza.

Monica Dirom 
Wiley

Troy Meyer

by Jill Jamieson-Nichols
Dallas-based Velocis entered 

the downtown Denver office 
market with the acquisition of 
Trinity Place, a 195,753-square-
foot building.

“We real-
ly love the 
energy and 
rising tide 
of Den-
ver’s CBD. 
T r i n i t y 
Place is an 
incredibly 
well-locat-
ed build-
ing with 

unmatched access and out-
standing walkability to world-

class amenities,” said Mike 
Lewis, Velocis principal. 

An affiliate of Broe Real 
Estate Group sold the building, 
which is located at 1801 Broad-
way. The price was $37 million, 
according to public records.

Velocis is a private equity real 
estate fund manager that owns 
Landmark Centre in Green-
wood Village. Trinity Place is 
its second Denver asset.

“Trinity Place caters to small- 
to medium-sized tenants, offer-
ing a boutique atmosphere in 
a traditional and distinctive 
building,” Lewis said. The 
building is close to the Brown 
Palace Hotel and 16th Street 

Velocis scores second 
asset with Trinity Pl.

Please see Velocis, Page 9AA

Please see Centennial, Page 9AA

Mike Lewis
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by Jennifer Hayes
Healthcare Trust of America 

Inc. recently purchased the 
Lone Tree Medical Plaza for 
$24.25 million, or more than 
$344 per square foot, according 
to public records. 

The three-story medical 
office building, located at 9695 
S. Yosemite Drive in Lone Tree, 
comprises 70,470 sf. 

Constructed in 2007, the 
building features covered park-
ing, covered patient drop off, 
gurney-sized elevators, anti-
vibration floors, column-free 
spaces and redundant HVAC. 
It also is near Sky Ridge Medi-
cal Center, Interstate 25 and 
C-470, the Lincoln light-rail 
station and Park Meadows. 

The Class A building is 
leased to a variety of physician 
groups and was reportedly 
around 95 percent occupied at 
the time of sale. 

Lone Tree Medical Plaza LLC 
sold the building.

“The interest was very high 

from multiple groups,” noted 
Michael Bennett of HFF’s Chi-
cago office, who listed the 
property with HFF’s Mary 
Sullivan and Josh Simon and 
Jan Friedlander of Friedlander 
Commercial Real Estate LLC. 
Friedlander also was an inves-
tor in building and the leasing 
agent for the building. 

The publicly traded real 
estate investment trust 
declined to comment on 
the acquisition, noting only 
in a press release regarding 
investments in core medical 
office buildings in 2014 that it 
acquired two assets in Douglas 
County, one mile from its Lin-
coln Medical Center. 

Other News
n URDA LLC, a private 

investment entity, purchased 
a single-tenant medical office 
building in Fort Collins for 
$2.75 million, or $234.04 per 
square foot.

The 11,750-sf building at 3702 
S. Timberline Road was sold 
by CFG Real Estate LLC and 
represented by Stuart Thomas 
of Cassidy Turley Commercial 
Real Estate.

The property, which wasn’t 
on the market at the time of 
the sale, is fully occupied by 

Centers for Gastroenterology.
Brian Mannlein, also of Cas-

sidy Turley, represented the 
buyer in the acquisition of the 
building. 

n Seavest Healthcare Prop-
erties LLC recently announced 
it finalized a lease with Lit-
tleton Adventist Hospital to 
build a full-service outpatient 
cancer center on the campus 
of the Littleton Adventist Hos-
pital.

The 10,500-sf space will be 
located in the Arapahoe Medi-
cal Park Plaza II medical office 
building at 7750 S. Broadway. 
The space is expected to be 
complete in the third quarter 
of 2015. 

Fleisher Smyth Brokaw is 
a joint venture partner with 
Seavest in the building and 
serves as leasing agent and 
construction manager. Fleisher 
Smyth worked with Littleton 
Adventist on the design and 
development of the cancer cen-
ter plans and will oversee the 
construction of the project. 

The center will feature a 
patient and family waiting 
area, exam rooms, changing 
rooms, offices, an elaborate 
control room and a high-tech 
conference room.

It will occupy the entire first 

floor of the building. Two new 
concrete radiation treatment 
vaults also are being built and 
attached to the building. 

Littleton Adventist studied a 
number of options for deliver-
ing cancer care services and 
converting the first floor of 
Arapahoe Medical Park Plaza 
II to a cancer center allowed 
the hospital to move quickly 
and on a cost effective basis. 

“We worked closely with 
the hospital to make this solu-
tion viable and cost effective. 
It is keeping within our stated 
mission of collaborating with 
our hospital partners to reach 
solutions that allow them to 
be most effective in their mar-
ketplaces. This is a positive 
addition to the hospital, the 
community and the building,” 
said Jonathan L. Winer, chief 
investment officer of Seavest. 

n Westfield Co. paid $2.14 
million for 3.02 acres of vacant 
land located at the northwest 
section of Lincoln Avenue and 
Park Meadows Drive in Lone 
Tree. 

Denver United Land 
LLC sold the parcel, one of 
the last remaining parcels in 
ParkRidge Corporate Center, 
the 75-acre mixed-use business 
park at the northwest corner 

of Lincoln and Interstate 25. It 
was represented in the sale by 
Rick Egitto and Peter Coakley 
of Inverness Properties.

It is anticipated that West-
field will develop an approxi-
mately 42,000-sf medical office 
building at the site, immedi-
ately north of Kaiser Perman-
ente’s Lone Tree Multi-Special-
ty medical center. 

“We have been fortunate to 
be involved with the Lone Tree 
market since 2003, watching 
it grow into the current busi-
ness powerhouse on the south-
ern end of the Denver metro 
area. With five hospitals, the 
Charles Schwab campus, the 
Lone Tree Arts Center, Park 
Meadows mall and the Lincoln 
light-rail station, all within five 
minutes of the site, we knew 
demand would be strong,” 
said Rob Hess, of the selling 
group. “Not being developers, 
bringing a quality group such 
as Westfield to the table, with 
their Douglas county expertise 
evidenced by all that they have 
accomplished around the Lin-
coln light-rail station, would 
provide medical users the 
needed development expertise 
to add a new MOB to the mix.”

n Pensa Colorado LLC 
acquired a Colorado Springs 
medical office condo for 
$470,000, according to public 
records.

The buyer purchased the 
2,184-sf condo at 8540 Scarbor-
ough, No. 370, one mile from 
Interstate 25 and off Research 
Parkway.

The unit was constructed in 
2007 and features “multiple” 
upgrades.

David A. Richman Living 
Trust sold the unit and was 
represented by John Witt 
of NavPoint Real Estate 
Group.s

Lone Tree Medical Plaza trades for $24.25 million

Healthcare Trust of America Inc. acquired the Lone Tree Medical Plaza for more than $344 per square foot. 

If you have been sitting 
on the sidelines waiting 
to look for new medical 

office space, brace yourself to 
hear some bad news: There’s 
not much left to choose from. 
A once abundant supply of 
prime medical office space in 
Colorado Springs has withered 
away due to popular demand. 
Several large, vacant medical 
office buildings were readily 
available to lease just a couple 
of years ago, but demand was 
high and now only a few desir-
able spaces remain. 

Landlords of multiple Class 
A medical office buildings in 
northern Colorado Springs 
aggressively filled these unoc-
cupied spaces, which leaves 
current potential lessees anx-
ious to choose among fewer 
options. Recent leasing statis-
tics show that in the last 36 
months hundreds of thousands 
of square feet of medical office 
space have been leased. Vacan-
cy in the Class A medical office 
market was once a whopping 
25 percent and is now only 6 
percent.

This enormous surge in 
demand for space has been 
prevalent throughout the 
northern Colorado Springs 

area. The Bri-
argate Medi-
cal Pavilion 
b u i l d i n g s , 
located at 
4105 and 
4125 Briar-
gate Park-
way, have 
leased space 
to numerous 
large medi-
cal tenants, 
i n c l u d i n g 
C h i l d r e n ’ s 
H o s p i t a l , 

Kaiser Permanente and Front 
Range Orthopedics. Each of 
the two buildings has 85,000 sf 
and now only a total of 18,000 
sf is available for lease. The 
117,000-sf medical office build-
ing on the campus of Memorial 
North Medical Center is now 
92 percent occupied because 
of its recent 30,000-sf lease to 
Colorado Springs Orthope-
dic. Other medical buildings, 
such as Chapel Hills Medi-
cal Center, have seen similar 
leasing activity. This 62,000-sf 
building located at 595 Chapel 
Hills Drive is now 88 percent 
occupied. Over 19,000 sf of the 
building has been leased since 
the start of 2014.

This market segment has 
seen equally high demand 
by those who are seeking not 
only to lease but also to pur-
chase buildings and land. The 
properties at 9320, 9348 and 
9362 Grand Cordera have all 
been recently purchased or 
are currently under contract, 
illustrating increased sales 
activity. Dr. James Lee recently 
purchased 9320 Grand Cordera 
with Alliance Urgent Care. In 
July, Dr. Vin Chung purchased 
a 16,000-sf unit in the 9348 
Grand Cordera building. The 
9362 Grand Cordera building 
is now under contract for pur-
chase and was the last large 
block of medical office space 
left in this part of Colorado 
Springs. I am confident it will 
either be leased or sold again 
to a third party in the next six 
to 12 months. 

All of this activity has led 
to rising lease rates for medi-
cal office space. Less than 
two years ago, an established 
medical practice could have 
obtained a build-out allow-
ance equal to $60 per sf with 
a lease rate of $13 to $14 per sf 
triple net over 10 years. Seeing 
this increasing demand caused 
landlords to pull back. Now, 

they are offering only a $40 per 
sf allowance and a rental rate 
of $15 to $20 per sf triple net. 
In many other instances, land-
lords are holding onto their 
vacant spaces and waiting for 
the right, large-footprint ten-
ants. 

Are you ready for the good 
news? There may still be time 
to secure your future with a 
prime office space location. 
Starting now and continuing 
into the near future, aging 
baby boomers will predict-

ably require more health care. 
To serve the increasing medi-
cal needs of this fast growing 
demographic, the north and 
east sides of Colorado Springs 
will be prime locations for 
medical offices. With demand 
only increasing and far out-
pacing supply, savvy invest-
ment groups and developers 
will purchase available land 
in these locations to construct 
medical office buildings. These 
sites, however, will not stay 
on the market for very long. 
In fact, they are already being 
scooped up. Veritas Manage-
ment Group recently acquired 
ground off of Powers Boule-
vard, just north of Woodmen 
Road, to build an 80-bed reha-
bilitation facility. Boldt Devel-
opment, a Milwaukee, Wiscon-
sin, developer, is planning to 
construct a 70,000-sf medical 
building adjacent to St. Francis 
Medical Center. 

We at Cascade Commercial 
Group predict 2015 will be 
a time of medical users and 
developers snatching up the 
remaining ground parcels. 
Other developers will be con-
templating building specula-
tive medical space in 2016.s

Demand for medical office leaves little supply in Springs

Ted T. Link
Broker/owner, 

Cascade Commercial 
Group, Colorado 

Springs

Health Care

This market 
segment has 
seen equally 
high demand 
by those who 

are seeking not 
only to lease 
but also to 
purchase 
buildings 
and land. 

“We worked closely 
with the hospital to 
make this solution 

viable and cost 
effective. It is 

keeping within our 
stated mission of 

collaborating with 
our hospital partners 

to reach solutions 
that allow them to be 
most effective in their 

marketplaces. 
 

– Jonathan L. Winer, Seavest
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Industrial

by Jill Jamieson-Nichols
More than a million square feet 

of industrial real estate in Denver 
changed hands as part of Colony 
Financial Inc.’s acquisition of 
Cobalt Capital Partners.

The $1.6 billion transaction 
included 256 primarily light-
industrial assets comprising 
more than 30 million sf across 
16 major U.S. markets. There 
were eight Denver assets total-
ing 1.13 million sf, according to 
CBRE Executive Vice President 
Jim Bolt, who handled the local 
properties.

Bolt said there was consider-
able national and international 
interest in Cobalt’s portfolio.

“Cobalt is a highly coveted 
portfolio of strategically located 
assets in high-growth markets, 
well positioned to benefit from 
a strengthening economy in the 
next phase of the business cycle. 
Moreover, it features strong rent-
al rates and a well-diversified 
tenants base, underscored by low 
capital requirements,” Thomas 
J. Barrack jr., executive chair-
man of Colony Financial, said in 
announcement prior to closing.

Lewis D. Friedland, who led 
Cobalt’s management team, will 
run day-to-day operations of the 
business, including acquisitions, 
and asset and property manage-
ment.

“We are pleased to have exe-
cuted this sale on behalf of our 
investor partners, including our 

longtime partner USAA Real 
Estate Co. Our entire team has 
done an excellent job over the 
last 10 years building this busi-
ness into a leader in the indus-
trial sector. We’re excited to be 
joining Colony, one of the real 
estate industry’s premier com-
panies, and look forward to con-
tinuing to grow our portfolio,” 
Friedland said.

All the Denver assets were fully 
leased. Among them, according 
to a partial list compiled from 

public records by John Winslow 
of WinComps LLC, were:

• 445 W. 53rd Place, Denver, 
201,500 sf on 11.41 acres, $10.09 
million

• 14303 E. Moncrieff Place, 
Aurora, 163,072 sf on 7.3 acres, 
$8.44 million

• 1550 W. Evans Ave., Denver, 
76,728 sf on 4.03 acres, $4.72 mil-
lion

• 11175 E. 55th Ave., Denver, 
235,024 sf on 11.3 acres, $14.29 
million

• 11600-11610 E. 51st Ave., 
Denver, 86,820 sf on 3.96 acres, 
$4.68 million

• 11605 E. 55th Ave., Denver, 
99,846 on 6.1 acres, $7 million

• 4865 Moline St., Denver, 
98,304 sf on 6.1 acres, $5.35 mil-
lion

The buildings were construct-
ed from 1972 to 2008.

The entire portfolio, with major 
concentrations in Atlanta, Dallas 
and Chicago, is leased to more 
than 600 tenants.

GE Capital Real Estate arranged 
financing equal to approximately 
70 percent of the purchase price, 
with the balance of initial capital 
funded through equity. The port-
folio is expected to achieve a sta-
bilized unlevered net operating 
income yield of approximately 
l7 percent and produce an initial 
annualized return on equity of 
approximately 10 percent.

“We believe this portfolio will 
generate very attractive risk-
adjusted returns which we will 
seek to aggressively enhance 
through additional acquisitions,” 
said Barrack.

Cobalt was represented in the 
transaction by an Eastdil Secured 
team led by Steve Silk and Jay 
Borzi, the CBRE National Part-
ners team led by Jack Fraker and 
Chris Riley, and Gannon Gerrity 
Advisors, led by Kristin Gannon 
and Kevin Gerrity. Locke Lord 
served as Cobalt's legal adviser.

Other News
n Uhrig Holdings LLC paid $1 

million, or $84.75 per square foot, 
for an 11,800-sf, centrally located 
industrial building on 1.16 acres 
of land.

Rick L. Stayner sold the prop-
erty, which is located at 2801 W. 
Mansfield Ave. in Englewood.

CBRE brokers Bill Thompson 
and Nick Steitz were the listing 
brokers.s 

Cobalt industrial portfolio sale Includes more than $1M

11605 E. 55th Ave. in Denver was among the 1.13 million square feet of local industrial properties acquired 
by Colony Financial Inc.

I s Colorado getting 
“high(er)” on marijuana?

I published an article in 
November 2013 in the Colorado 
Real Estate Journal with the title 
“Is Colorado high on marijua-
na?” Since then, there has been 
quite a bit of smoking (or eat-
ing) that is continuing to drive 
the market. So how has this 
impacted real estate in the last 
year? 

As a Colorado hard-money 
lender myself (traditional banks 
are still not engaging in this 
market), I have witnessed first-
hand the impacts of the mari-
juana industry on commercial 
real estate. The phrase Alan 
Greenspan coined to describe 
the dot-com bust, “irrational 
exuberance,” best describes the 
current impact marijuana has 
had on industrial real estate. 
This irrational exuberance is 
being seen both in lease rates 
and recent sales. 

As most know, marijuana 
production (both medical and 
recreational) has been relegat-
ed to industrial areas. Indus-
trial properties are ideal since 
many have heavy power, open 
spaces and typically fit the 
zoning requirements (setback 

from schools, 
rehab centers, 
etc.). 

With the 
new marijua-
na gold rush 
in Colorado, 
how is this 
i m p a c t i n g 
both supply 
and demand 
of industrial 
propert ies? 
First, the cur-
rent lease 
rates are 

unsustainable. Marijuana ten-
ants are paying three to four 
times market rates. A tradition-
al tenant cannot afford the rents 
that are being paid and, as the 
supply and demand of marijua-
na converge, many marijuana 
tenants will not be able to afford 
the present rents as well. There 
already is a push for consolida-
tion within the industry due to 
the high overhead.

Along with overpriced leases, 
many marijuana tenants are 
buying up Class C/D proper-
ties. Many of these properties 
are functionally obsolete due 
to ceiling heights (12 feet or 
less) and in less-desirable areas. 

Many have been languishing 
and sitting vacant prior to the 
marijuana influx. These prop-
erties are ideal for marijuana 
and many are converting old, 
functionally obsolete buildings 
into grow warehouses. Once 
the gold rush is over, the vast 
majority of buildings will be 
functionally obsolete once again 
(albeit climate controlled).

The large desire for marijua-
na space has increased prices 
beyond reality. For example, I 
recently was asked to finance 
property on the Interstate 70 
corridor that sold for $800,000 
12 months ago and was just sold 
again for $1.5 million. Nothing 
had been done to the building 
since it was bought. The price 
was double what comparable 
properties were selling for. The 
prices are out of line with what a 
normal user should pay both on 
the sales approach and income 
approach when compared to 
nonmarijuana properties.

This craziness also is spread-
ing outside of Denver. I recently 
was evaluating a building in 
Pueblo and spoke with a com-
mercial Realtor in the area; of 
the last five industrial sales 
(many were sitting vacant for 

years), four were marijuana 
related. 

The marijuana industry is rap-
idly evolving and is not immune 
to basic economics of supply 
and demand. Currently, there is 
pent-up demand, but this huge 
demand spike is not sustain-
able. There is finite demand 
(not like everyone will start eat-
ing 12 cookies a day) that will 
level off over time. Along with 
demand leveling off, supply 
also is increasing. According to 
many in the industry, there is 
more than 500,000 square feet 
of new space coming on line 
over the next 12 months on the 
Front Range. Other states also 
are coming on line (four states 
allow recreational sales and 23 
states have some sort of medi-
cal option), which will further 
increase the supply. All of these 
factors will help the supply and 
demand come into balance.

Furthermore, in the long term 
marijuana is an agricultural 
product. It will inevitably be 
produced more efficiently (out-
doors, in greenhouses, etc.). I 
am currently seeing this trend 
now with outdoor grows in 
Southwest Colorado and mari-
juana tenants taking over green-

houses north of Denver.
Unfortunately there will be a 

bad trip when the party stops. 
The vast majority of improve-
ments to industrial warehous-
es are useless. For example, is 
Denver going to become the 
dry-cleaning capital of the U.S.? 
(I can’t think of another indus-
try that could utilize both the 
heavy power and water). Will 
the Front Range be known as 
the indoor tomato grow pow-
erhouse? (What else needs all 
the climate-controlled space 
to grow plants inside?) What 
about all the fancy cameras and 
other security? (I can’t even 
think of another industry that 
would require security moni-
toring and cash storage [safes, 
etc.] like the marijuana indus-
try.) The Denver Front Range 
will have the largest percentage 
of overbuilt industrial space in 
the entire country.

In summary, we have a bona 
fide game of musical chairs, but 
at the end of this game, when 
the music stops, you don’t want 
to be the last one with a chair – 
in this case, the last one holding 
a marijuana building that was 
overbuilt and overpaid for.s

Marijuana’s effect on industrial real estate in Colorado

Glen Weinberg
Chief operating 
officer, Fairview 

Commercial Lending, 
Denver

to service only 5 percent of 
the nation’s population within 
a day’s drive (or 500 miles) of 
the metro area, Barrett said Den-
ver’s growth has attracted more 
companies that want to serve the 
Rocky Mountain region. “If you 
want to service Denver efficiently, 

you really have to be in Denver 
from a distribution standpoint,” 
he said.

Without being specific about 
development plans, Barrett said 
Prologis will continue to develop 
new buildings in Denver to meet 
demand from expanding and 
new clients.

“We are lucky – in Denver, we 

have land,” he said. “The market 
has certainly gotten to the point 
where rents have increased to the 
extent that you can justify new 
construction. We feel very posi-
tive about the rent growth that 
we’ve seen locally and the expan-
sion of Denver. That’s why we’re 
building buildings,” Barrett said, 
referring to the warehouse/dis-

tribution buildings currently 
under construction.

“We’re certainly looking at 
building more product given the 
success we’ve already had,” he 
added.

Prologis has approximately 
40 acres of developable ground 
remaining at Stapleton Business 
Center North and 175 acres at 

Prologis Park 70, which is locat-
ed at E-470 and Interstate 70 in 
Aurora.

“We feel like the land we have 
is strategically located where we 
can keep growing our portfolio 
and satisfy our global custom-
ers in Denver, and across the 
United States and around the 
world,” Barrett said.s

ProLogis
Continued from Page 1AA
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Multifamily

an apartment is 996 square feet.
Griffis/Blessing will enhance 

unit interiors, continue with 
exterior and grounds improve-
ments, particularly in the pool 
area, and improve on-site man-
agement services to better meet 
new renters’ expectations. 

These capital and operational 
improvements are part of the 
Colorado Springs firm’s typical 
value-add plan for acquisitions.

“With this acquisition, we are 
particularly looking forward to 
the opportunity to showcase 
our proven capital improve-
ment strategies and property 
management expertise with a 
stronger presence in the Denver 
metro apartment marketplace," 
said Gary Winegar, chief invest-
ment officer for Griffis/Bless-
ing. 

"It’s a win-win deal for both 
the residents of the apartment 
community who will benefit 
from these planned improve-

ments, as well as our investors 
who will see immediate cash 
flow,” Winegar said.

William J. Hybl Jr., president 
and chief operating officer of 
Griffis/Blessing Property Ser-
vices Group, said the company 
liked the location of the com-
munity.

“Located in the highly desir-
able Lakewood submarket, min-
utes from major thoroughfares 
and River Point shopping dis-
trict as well as being adjacent 
to the Bear Creek Trail System, 
make this asset a valuable addi-
tion to our multifamily portfo-
lio,” Hybl said.

The property will be managed 
by Regional Property Manager, 
Scott Kirkwood. Day-to-day 
operations will be handled by 
Marissa Duncan.

The property was listed by 
David Martin and Pam Koster 
of Moran and Co.

Brady O’Donnell of CB Insur-
ance arranged the mortgage on 
behalf of Griffis/Blessing.

n An unidentified buyer paid 
$810,000, or $67,500 per unit, 
for a 12-story apartment build-
ing constructed in 1954 at 1190 S. 
Sheridan Blvd. in Denver.

The sale of the property at Sher-
idan and Morrison Road includes 
a billboard lease that generates 
about $12,000 in income annu-
ally.

Joe Hornstein of Pinnacle Real 
Estate Advisors LLC represented 
the seller in the transaction.

“The deal was a legitimate 
10.46 percent capitalization rate 
based on 2014 year to date finan-
cials at time of sale,” Hornstein 
said.

“There are still deals out there 
at above-market investment 
returns, if an investor is willing 
to consider venturing into less 
desirable submarkets,” Horn-
stein said.

“The buyer was completing 
a 1031 exchange into the prop-
erty and did not obtain financ-
ing to complete this transaction,” 
according to Hornstein.s

Continued from Page 1AA
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Retail

by John Rebchook
 A California-based company 

recently made its first real estate 
purchase in Colorado.

JS Western Retail Investments, 
based in Placerville, outside of 
Sacramento, paid $8.2 million 
for the Greenbriar Plaza Shop-
ping Center. 

The 114,120-square-foot center 
is on nine acres at 7041 and 7181 
Pecos St.

Twenty-one tenants lease 100 
percent of the space.

Tenants include Family Dollar, 
Ace Hardware, Pizza Hut and 
Grease Monkey.

JS Western Retail Investments 
was represented by Chris Wie-
denmeyer of Legacy Retail 
Group.

The seller was Denver-based 
Real Capital Solutions, headed 
by Marcel Arsenault. Real Capi-
tal was represented by Barry 
Higgins of Marcus & Millichap.

“We had about a dozen offers 
for it,” Higgins said.

Arsenault had owned it for a 
long time, he said.

“Marcel picked it up in the 
early 1990s,” Higgins said.

“He bought it as a part of 
a portfolio from the RTC,” he 
said.

The RTC, or Resolution Trust 
Corp., was created to dispose of 
assets owned by failed savings 
and loans.

“I don’t know what price Mar-
cel attributed to this, but his cost 
basis was really low,” Higgins 
said.

Arsenault didn’t sell it because 
he wanted to take advantage of 
the hot real estate market, Hig-
gins said.

“Actually, it was part of an 
internal partnership,” Higgins 
said.

“It was one of the last proper-
ties that a couple of his long-
time partners were in and 
because they are pretty much 
retired now, they wanted to sell 
it,” Higgins said.

“He sold it to accommodate 
them,” Higgins added.

“It was doing so well and 
providing such great cash flow, 
that Marcel didn’t want to sell 
it,” he said. 

 “We liked this property as 
it suited our investment appe-
tite to acquire well-located retail 
assets in growing markets in 
the Western states,” said Scott 
Tiano, president of JS Western.

 “The Denver market contin-
ues to improve as a whole and 
Greenbriar Plaza is well-posi-
tioned to continue to fulfill the 
demand for discount retailers 
in this working-class neighbor-
hood,” Tiano said.

“With the Denver area becom-

ing increasingly less affordable, 
young couples and families are 
moving outward,” he contin-
ued.

“This property is in the direct 
path of growth and we see this 
asset increasing in value over 
the next five years,” he said.

Greenbriar Plaza is located 
within two blocks of residential 
development, including Brook-
field’s Midtown project, which 
has approximately 1,500 resi-
dences slated for development 
with more than 200 already 
completed and sold.

 Additionally, it is near U.S. 
36 and Interstate 25, providing 
easy access to the Boulder cor-
ridor as well as Denver.

It also is near I-70, providing 
east-west access.

 Bryan Gortikov, director at 
the Los Angeles-based George 
Elkins Mortgage Banking Co., 
arranged financing for the 
acquisition of Greenbriar Plaza. 

Arsenault sells retail center

An Aurora retail strip center sold for $1.8 million.

Please see Retail, Page 7AA
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MonkeySports opens 
first Colorado store

Sports retailer MonkeySports 
opened its first Colorado store 
in Greenwood Village. The 
new sports superstore is a 
15,125-square-foot freestand-
ing building located at 6578 S. 
Yosemite Circle.

MonkeySports sells hockey, 
lacrosse, baseball and softball 
equipment. 

“Colorado’s sport enthusiasts 
have historically been under-
served,” said Tom Arnold, 
chief financial officer, principal 
and partner at MonkeySports. 
“Strong online sales and high 
demand highlighted the need for 
a brick-and-mortar location in 
the market.”

Newmark Grubb Knight Frank 
announced the opening, and 
Frank Griffin, managing director, 
represented MonkeySports in the 
transaction. 

“This location is ideal for Mon-
keySports,” said Griffin. “The 
storefront at Arapahoe Road and 
Yosemite Circle has exception-
al access to Interstate 25, and is 
anchored by strong demograph-
ics and high-traffic counts – all 
requirements for the destination 
retailer.”

The California-based company 
is the nation’s largest retailer of 
hockey and lacrosse equipment.

Tenants open, restaurant 
planned at Northfield

Two new tenants opened 

stores at the Shops at Northfield 
Stapleton.

Hand & Stone Massage and 
Facial Spa offers massage ser-
vices from expert therapists 
for a number of different mas-
sage types. Also, the spa offers 
facial treatments performed by 
licensed estheticians.

Grandrabbits Toy Shoppe also 
opened a store at Northfield. The 
independently owned specialty 
toy store has multiple locations 
along Colorado’s Front Range. 
Grandrabbits carries a wide 
range of hand-chosen education-
al and fun toys. Grandrabbits has 
been voted the best children’s 
toy store in Boulder for over 30 
years.

In addition, Texas Roadhouse 
will be coming soon to North-
field. The family steak restaurant 
boasts hand-cut steaks, fall-off-
the-bone ribs, made-from-scratch 
sides and fresh-baked bread.

The Shops at Northfield Sta-
pleton are located at 8340 North-
field Blvd in Denver.

Aspen Grove welcomes 
two new tenants

Aspen Grove welcomed two 
new tenants to the shopping 
center, Fab’rik and Brilliant Sky 
Toys & Books.

This is Fab’rik’s first Colora-
do store. The 2,255-square-foot 
store offers women’s clothing, 
and claims, “If you’ve seen it 
on the runway or the cover of 
a magazine, chances are you’ll 
find it a Fab’rik, minus the hefty 
price tags.” Fab’rik also pro-
vides personal styling and daily 
arrivals.

Brilliant Sky Toys & Books 
opened a 3,041-sf store. The 
specialty toy store offers edu-
cational toys, children’s books, 
games and puzzles. Brilliant 
Sky strives to provide “a retail 
experience unlike any other, 
with a focus on enrichment, 
enlightenment and enjoyment.”

Aspen Grove is located at 7301 
S. Santa Fe Drive in Littleton.s

Sporting equipment retailer MonkeySports opens its first Colorado store.

Shopping Center Update

“With the property located 
in an area of transition, it was 
important for us to select a lend-
er who truly understood the 
real estate,” Tiano said.

“GEMB really understood our 
needs and was able to produce 
the perfect lender for the situa-
tion,” he said.

“Further, the nonrecourse loan 
allowed us to optimize returns 
while insulating ourselves from 
unnecessary risk,” Tiano said.

Although this marks the first 
acquisition by JS Western in 
Colorado, it likely won't be its 
last.

The company plans to acquire 
several more retail properties in 
Colorado during the next 12 to 
18 months.

The price range of its target 
properties would be from $5 
million to $15 million and it 
is interested in properties 
throughout the Denver metro-
politan statistical area.

JS Western is interested in 
buying value-add properties as 
well as stabilized retail centers 
in areas experiencing positive 
demographic change.

Other News
n M&M Corp. LLC paid $1.8 

million for the five-building, 
34,589-square-foot strip shop-
ping center at 3113-3191 Peoria 
St. in Aurora.

The center was leased to 16 
retailers, many of which are 
long-term tenants. The center 
also is near a FasTracks light-rail 
station that is under construc-
tion. The station will lease to a 
“surge” in foot traffic, according 
to Marc Lippitt, Scott Shway-
der and Justin Herman of 
Unique Properties LLC -TCN 
Worldwide. The Unique team 
represented the seller, THS 
Properties LLC, in the transac-
tion.

Lan Than of Landmark Real 
Estate Services represented the 
buyer.s

Retail
Continued from Page 6AA
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For complete contact information, links and 
Key Facts, visit our Web site, www.crej.com.

Adams County Economic Development

Arvada Economic Development Association

Aurora Economic Development Council

Boulder Economic Council

Brighton Economic Development Corporation

City and County of Broomfield

Castle Rock Economic Development Council

City of Centennial

Colorado Springs Regional Business Alliance 

City of Commerce City

Denver Office of Economic Development 

Denver South Economic Development Partnership

Downtown Denver Partnership Inc.

City of Englewood Community Development Dept.

Town of Erie

Federal Heights Redevelopment Agency

Grand Junction Economic Partnership

City of Greenwood Village

Jefferson County Economic Development Corp.

City of Lafayette

Lakewood Economic Development

City of Lone Tree

Longmont Area Economic Council

City of Louisville 

Metro Denver Economic Development Corporation

Northern Colorado Economic Development Corp.

City of Northglenn

Northwest Douglas County EDC 

Town of Parker 

Pueblo Urban Renewal Authority 

Rifle Regional Economic Development Corp. 

City of Thornton Office of Economic Development

Town of Superior

Westminster Economic Development

City of Wheat Ridge

Wheat Ridge 2020

Town of Windsor

For information regarding appearing  in the EDC Profile 
Section, please contact Jon Stern at 303.623.1148

Economic 
Development

Councils Directory

Economic 
Development

Councils Directory

Economic Development News

Deborah L. Chandler, MBA, 
CMPE, Colorado Springs mar-
ket president, Colorado Springs 
Health Partners, a DaVita 
HealthCare Partners company, 
was appointed to serve as chair 
of the board of directors for 
the Colorado Springs Regional 
Business Alliance. 

“I am honored and excited 
to lead the Business Alliance 
forward in 2015,” said Chan-
dler. “We have worked hard 

to position the organization as 
a leader on issues impacting 
our economic growth. Our first 
priority will be to achieve the 
tangible results I know we are 
poised to realize. We are work-
ing with some exceptional 
prospects and interest in the 
region is the best we have seen 
in over five years.”

Chandler has 20-plus years in 
multispecialty medical group 
management and administra-

tion, the last six years being 
spent with CSHP, which was 
recently acquired by DaVita 
Healthcare Partners.

This year, two new individu-
als also will serve on the board 
of directors: Pam Keller, execu-
tive vice president of sales and 
marketing, Keller Homes Inc. 
and Margaret Sabin, president 
and CEO, Penrose-St. Francis 
Health Services.s

Colorado Springs Regional Business Alliance

 Alliance names Deborah Chandler board chairman

A 2,000-foot setback from 
structures on oil and gas well 
locations would result in as 
many as 49,000 fewer jobs in 
Colorado between 2015 and 
2040, according to a new study. 
The increased setback would 
also cause Colorado’s gross 
domestic product to decline by 
as much as $6.4 billion annual-
ly and personal income would 
decline by as much as $4.4 bil-
lion annually in that same time 
period, the study finds. This 
analysis was completed in Sep-
tember and was based on price 
and production estimates at 
that time.

“A 2,000-foot setback would 
significantly impact Colorado’s 
families,” said Earl Wright, 
chairman of the board at Com-
mon Sense Policy Roundtable. 

“The study suggests that an 
average family of four could 
lose $3,344 of income annu-
ally.”

 The study focuses on an 
often-discussed option for 
implementing a setback in 
Colorado, and an option like-
ly to be discussed formally as 
the Governor's Oil and Gas 
Task Force wraps up its delib-
erations early this year. In 2014, 
Tom Clark, CEO of the Metro 
Denver Economic Develop-
ment Corp., offered to analyze 
the economic impacts of any 
proposals generated by the 
task force.

“This information should 
help the Governor’s Task 
Force understand the financial 
impact such decisions would 
have on the average Colora-

do family,” said Clark. “Some 
have proposed well setbacks 
nearly seven football fields 
long. This study illustrates the 
economic impacts of making 
that choice.”

The study was conducted by 
the Business Research Division 
of the Leeds School of Busi-
ness at the University of Colo-
rado Boulder on behalf of a 
partnership between the Com-
mon Sense Policy Roundtable, 
the Denver South Economic 
Development Partnership and 
the Metro Denver Economic 
Development Corp. 

The full study can be 
reviewed and downloaded 
at http://commonsensepoli-
cyroundtable.com/study-oil-
and-gas-setbacks/.s

Metro Denver Economic Development Corp.

 Study says oil, gas setbacks cost jobs, billions in GDP

The Denver Office of Eco-
nomic Development issued 
award letters to 33 organi-
zations slated to collectively 
receive $4.9 million in federal 
grant funding this year.

OED reviewed proposals 
in 2014 from organizations 
that responded to a Notice of 

Funding Availability for eco-
nomic development and hous-
ing projects. Additionally, 14 
previously awarded neigh-
borhood development public 
service projects were selected 
to receive additional funds in 
2015. 

The awarded projects will 

be funded through a variety 
of federal community devel-
opment programs, including 
the Community Development 
Block Grant, HOME Invest-
ment Partnerships and Hous-
ing Opportunities for Persons 
with AIDS programs.s

Denver Office of Economic Development

 Grants award $4.9M for business, housing development

In the largest tax incentive 
proposal ever approved in Jef-
ferson County, the Board of 
County Commissioners unani-
mously voted in favor of a 
nearly $17 million personal 
property tax rebate over the 
next 15 years. 

The rebate is for Lockheed 
Martin Space Systems’ expan-
sion at its Waterton Canyon 
facility, located in Jefferson 
County. The expansion poten-
tially brings 500 high-paying 
jobs to the county for Lockheed 
Martin’s current and future 
projects, in addition to 350 jobs 
already transferred from oper-
ations in another state. 

Jefferson County Economic 
Development Corp. present-
ed the tax incentive and per-
formed an economic impact 
analysis of the expansion, 
which is estimated to have a 
nearly $4.5 billion economic 
and fiscal benefit to the county 
over the next 20 years.

“Lockheed Martin is one of 
the largest employers in Jeffer-
son County, providing excel-
lent jobs for Jeffco residents,” 
commented Faye Griffin, chair-
man of the Jefferson County 
Board of Commissioners. “This 

outstanding company has been 
a great asset to our commu-
nity for nearly 60 years. We 
are very proud of all Lockheed 
Martin has accomplished and 
delighted to help facilitate its 
expansion.”

Jeffco EDC worked collabor-
atively with Lockheed Martin 
on its rebate request to exhibit 

the company’s on-going com-
mitment to Jefferson Coun-
ty. “For nearly 60 years, the 
men and women of Lockheed 
Martin have been developing 
innovative space technologies 
right here in Jefferson County, 
including Orion, NASA’s next-
generation spacecraft designed 
to take humans to deep space,” 
said Marshall Case, vice presi-
dent, infrastructure services at 
Lockheed Martin Space Sys-
tems. “The incentives benefit 
the county by encouraging 
job growth, and have a direct 
impact on helping us grow 
our business. The savings we 
achieve through incentives 
flows back to our customers 
and taxpayers and allows us to 
offer more competitive prices, 
which brings jobs to the coun-
ty.”

“Expansions like this help 
keep Jefferson County a cen-
ter for excellence in space. As 
Lockheed Martin continues to 
remain an economic driver in 
the county, it is critical that we 
support their operations and 
position the county for future 
growth with the company,” 
said Kevin McCasky, Jeffco 
EDC’s president and CEO.s

Jefferson County Economic Development Corp.

 Board approves largest-ever tax incentive proposal in Jeffco

ʻThe incentives 
benefit the county by 

encouraging job growth, 
and have a direct impact 
on helping us grow our 
business. The savings 
we achieve through 

incentives flows back 
to our customers and 
taxpayers and allows 

us to offer more 
competitive prices, 
which brings jobs 

to the county.ʼ  
– Marshall Case, Lockheed 

Martin Space Systems
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http://www.signatureflip.com/sf01/article.aspx/?i=1040
http://www.signatureflip.com/sf01/article.aspx/?i=1041
http://www.signatureflip.com/sf01/article.aspx/?i=1042
http://www.signatureflip.com/sf01/article.aspx/?i=1043
http://commonsensepoli/
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Calendar
n CREJ – Colorado Real 

Estate Journal will present its 
2015 Development & Construc-
tion Summit from 7:15 a.m. to 
noon Jan. 29 at the Inverness 
Hotel & Conference Center, 200 
Inverness Drive West, Engle-
wood. 

Discussions will include an 
economic update/construction 
costs panel; office, retail and 
industrial panels; and a state of 
the construction industry panel. 

For more information, visit 
www.crej.com. 

CREJ also will present the 
2015 Industrial (& Data Center) 
Summit and Expo Feb. 3 at the 
Inverness Hotel.

The conference will be held 
from 7:15 a.m. to noon and 
includes a broker panel, devel-
opment panel, investment panel 

and data center panel.
For more information, visit 

www.crej.com. 

n PLSC – Professional Land 
Surveyors of Colorado will host 
its fifth annual Rocky Mountain 
Surveyors Summit Feb. 26-28 at 
the Arvada Center in Arvada.

Four of the chapters, the Cen-
tral Colorado Professional Sur-
veyors, Colorado Spatial Refer-
ence Network, Northern Chap-
ter-PLSC and Southern Chapter 
Professional Land Surveyors 
joined together to present all of 
the Front Range conferences as 
one event. 

For more information, visit 
www.plsc.net. 

n SMPS – Society for Mar-

keting Professional Services 
Colorado will host a Colorado 
Springs Downtown and Urban 
Development Luncheon Jan. 27.

The event, which will benefit 
Urban Peak, will run from 11:30 
a.m. to 1 p.m. and be held at 
The Warehouse Restaurant at 
25 W. Cimarron St. in Colorado 
Springs. 

Speakers from the Downtown 
Partnership in Colorado Springs 
will discuss urban develop-
ment. Speakers include: Susan 
Edmundson, CEO of the Down-
town Partnership, Sarah Harris, 
business development manager 
with the Downtown Partner-
ship, and Ryan Teffertiller, city 
planner for downtown Colorado 
Springs. 

For more information, visit 
www.smpscolorado.org.s

Mall, with quick access to light 
rail and downtown circulator 
buses. Amenities include a Bank 
of Colorado branch and the Trin-
ity Grille restaurant.

“Because of the growing inter-
est in office space that offers a live, 
work and play atmosphere, these 
are key factors Velocis looks for 
when acquiring office buildings,” 
Lewis said.

“The stabilization of Trinity 
Place prior to the sale resulted 
from an aggressive capital 
improvement plan, rapidly 
improving downtown market 
fundamentals and a niche focus 
on energy and professional ser-
vices firms,” said Scott Gibler, 
managing director of Broe Real 
Estate Group. “Velocis is acquir-
ing a quality asset with a stable 
roster of tenants and continued 
growth opportunities as leases 
roll to higher market rates.”

Trinity Place is 89 percent leased 
to 40 tenants, including Great 
Western Oil & Gas and Forrester 
Oil & Gas. The building was con-
structed in 1981and renovated in 
2012. The renovation included 
a major lobby update with full-
height windows and museum-
quality artwork.

Broe’s affiliate bought the build-
ing from Equity Office Properties 
in 2006.

Mary Sullivan and John Jugl of 

HFF handled the sale to Velocis. 
Stream Realty will provide leas-
ing services.

Velocis has been active in real 

estate investment since 2011, pur-
chasing 16 assets in Texas, Colo-
rado, Georgia, Florida and North 
Carolina. s

Velocis
Continued from Page 2AA

Trinity Place underwent a major renovation in 2012. 

For contact information, association profiles, and links, 
please visit www.crej.com and click on Industry Directory.

American Council of Engineering  
Companies/Colorado

American Institute of Architects Colorado

American Society of Interior Designers

American Society of Landscape Architects,  
Colorado Chapter

American Subcontractors Association

Apartment Association of Metro Denver

Appraisal Institute

Associated Builders & Contractors

Associated General Contractors

Building Operators Association of Colorado

Building Owners & Managers Association, Denver

Building Owners & Managers Association, Pikes Peak

CCIM – Certified Commercial Investment Members, 
Colorado/Wyoming Chapter

Colorado Bar Association

Colorado Hotel & Lodging Association

Commercial Brokers of Boulder

Commercial Real Estate Women - CREW

Community Associations Institute

CoreNet Colorado

Counselors of Real Estate

Denver Metro Commercial Association  
of Realtors - DMCAR

Institute of Real Estate Management, Denver Chapter

Institute of Real Estate Management, Southern 
Colorado Chapter

International Council of Shopping Centers, Rocky 
Mountain Chapter

International Facilities Management Association, 
Denver Chapter

International Facilities Management Association, 
Pikes Peak Chapter

Investment Community of the Rockies

LeadingAge Colorado 

Mile High Exchangors

NAIOP Colorado – National Association of Industrial 
& Office Properties

Professional Land Surveyors of Colorado

Realtor Commercial Industrial Society

Rocky Mountain Masonry Institute

Rocky Mountain Shopping Center Association

Society for Marketing Professional Services

Society of Industrial & Office Realtors

Urban Land Institute

U.S. Green Building Council, Colorado Chapter

WiD – Women in Design

If your association would like to be included in this directory, 
please contact Lori Golightly at 303-623-1148 or lgolightly@crej.com.

Associations 
Directory

Associations 
Directory

n Albert Bartlett USA Inc., a 
potato grower, paid $499,000 for a 
2,498-sf office suite at 6050 Green-
wood Plaza Blvd., Suite 130, in 
Greenwood Village. David Cross, 
vice president of sales and mar-

keting, moved to the U.S. from 
the United Kingdom six months 
ago and plans to expand the com-
pany’s market share in Colorado.

Carole Schumacher and 
Heather Burns of BRC Real 
Estate handled the transaction. 
Hughes & Stuart was the seller.

n Lowry Speech Therapy 
purchased a 2,450-sf office suite 
at 469 S. Cherry St., Nos. 201-
203, in Denver from 469 Suite 
100 LLC. 

Matt Call and Healther Tay-
lor of NavPoint Real Estate 
Group represented the buyer.s

Centennial
Continued from Page 2AA

http://www.signatureflip.com/sf01/article.aspx/?i=1032
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Join the NAIOP Colorado Developing Leaders and Industry Icons 
for Skiing with the Icons on March 17th!  

 
Enjoy a full day of skiing at Arapahoe Basin, networking,  

breakfast plus après ski event with our special guest “Icons” -  
veteran Denver real estate professionals from various disciplines.   

 
Registration includes transportation and optional lift ticket!  

 

Visit NAIOP-Colorado.org for Registration & Schedule. 
 

Special Thank You to our 2015 DL Program Sponsor: 

http://www.law.du.edu/rmlui
http://www.csubz.us/summit
http://www.naiop-colorado.org/
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Gary Molinaro joined broker-
age firm API Sheldon-Gold 
Realty Inc.

Molinaro specializes in full-
service commercial real estate 
brokerage and consulting servic-
es to landlords, sellers, tenants 
and buyers. 

He has been in the commercial 
real estate business for 20 years. 
Prior to joining API Sheldon-
Gold, Molinaro worked with 
his father’s business, which was 
involved in apartment conver-
sions in the 1990s in central Den-
ver, converting 150 units a year 
to condos. As well, Molinaro 
managed his father’s portfolio of 
strip centers, industrial buildings 
and office space, working with 
tenants in negotiations of leases, 
and also was the developer and 
project manager on multiple 
projects.s 

Harrison Archer joined Cush-
man & Wakefield as an associ-
ate broker.

Archer is an office property 
specialist for the commercial real 

estate services 
firm focusing 
on tenant rep-
resentation in 
the southeast 
suburban, 
central busi-
ness district, 
Cherry Creek, 
Aurora and 
Lakewood 
submarkets. 

He graduated from the Uni-
versity of Denver.

Katy Wilson also joined the 
firm as a marketing specialist.

Wilson 
will focus 
on market-
ing strategy 
and graphic 
design sup-
port for office 
properties in 
the Denver 
metro area 
with the 
Stout/Brad-

ley leasing team. She earned her 
bachelor’s degree from Doane 
College-Lincoln Grand Island 
and Master.s 

Stelio Elenis and Kristina 
Kesselring were promoted to 
senior manager at certified pub-
lic accounting and advisory firm 
BKD LLP.

Elenis has more than eight 
years of experience providing 

tax prepara-
tion, consult-
ing and plan-
ning services 
to a variety of 
clients. He is a 
2005 graduate 
of John Car-
roll Univer-
sity, Univer-
sity Heights, 
Ohio, with 

a Bachelor of Science degree in 

accounting and finance; a 2006 
graduate of the University of 
Denver with a master’s degree 
in taxation; and a 2010 graduate 
of DU with a master’s in finance.

Kesselring has more than 16 
years of public accounting expe-

rience. She 
provides tax 
preparation 
and tax com-
pliance servic-
es to a variety 
of clients. 
Kesselring is a 
1997 graduate 
of Colorado 
State Univer-
sity Pueblo 

with a Bachelor of Science in 
business administration with an 
accounting emphasis.s 

Cory M. Rutz joined Otten 
Johnson Robinson Neff + 
Ragonetti PC as an associate.

Rutz earned her Juris Doctor 
from the University of Colorado 

Law School. 
She also 
earned a mas-
ter’s degree 
of urban and 
regional plan-
ning from the 
University 
of Colorado 
Denver in 
addition to 
her Bachelor 

of Science degree in chemical 
engineering from Tulane Uni-
versity.

She will be a member of both 
the real estate and land use prac-
tice groups at the commercial 
law firm. 

Before starting law school, she 
worked as a resin engineer for 
a global supplier of paints, coat-
ings and other chemicals.s 

Joseph Larkin, CCIM, SIOR, is 
one of 16 industry professionals 
to graduate from the CCIM Insti-
tute’s 2014 Jay W. Levine Leader-
ship Development Academy. 

Larkin of First Realty Inc. has 
more than 30 years of transac-
tion and industry experience 
and has been practicing in the 
investment and commercial real 
estate industries since 1977. He 
also is a senior instructor for the 
CCIM Institute.s 

Jon D. Hendrickson and 
Aaron D. Johnson joined the 
Denver office of Cushman & 
Wakefield as senior directors. 

Collectively, 
Hendrickson, 
former vice 
president of 
investments 
with Marcus 
& Millichap 
Institutional 
Property 
Advisors, 
and John-
son, former 

vice president of investments 

for Etkin Johnson Real Estate 
Partners, have brokered and/or 
purchased more than $1 billion 
in investment sales transactions 
and will add more than 20 years 
of local market industry experi-
ence to the firm’s Denver office. 
The team will specialize in office, 
retail and industrial properties. 

Hendrickson has more than 10 
years of experience in the region 
and specializes in the sale of 
quality, multitenant investments. 
He graduated from the Universi-
ty of Iowa with bachelor degrees 
in finance and marketing.

Johnson also has more than 
10 years of 
industry 
experience. 
He has expe-
rience in 
acquisitions, 
dispositions, 
recapital-
izations, 
financing 
and develop-
ment along 

the Front Range. He earned a 
bachelor’s of administration in 
finance as well as a real estate 
certificate from the Leeds School 
of Business at the University of 
Colorado Boulder.s 

 
The Denver chapter of Com-

mercial Real Estate Women 
elected Courtney Ryan as its 
2015 president. Ryan is the direc-
tor of business development for 
PCL Construction.

Stina Kyser, general counsel 
for Urban Villages Inc./Bio-
Logical Capital LLC, was elected 
president-elect for 2015, to be 
president 2016.

Jennifer Luce, executive vice 
president, FirstBank, was elected 
chief financial officer.

Julie Gifford, shareholder, 
Otten Johnson Robinson Neff + 
Ragonetti PC, was elected direc-
tor of membership.

Kim Duty, senior vice presi-
dent, National Multifamily 
Housing Council, was elected 
director of community relations. 

Amy (Beauchamp) Quinn, 
project engineer, Rand Construc-
tion Corp., was elected as direc-
tor of foundation and profes-
sional education and Beth John-
son, attorney, Moye White LLP, 
was elected as CREW network 
scholarship selection committee 
representative.s 

Fidelity National Title Co. 
added Angela Mallory to its 

Fort Collins 
escrow team. 

Mallory 
began her 
title and clos-
ing career in 
2000 and has 
handled a 
wide variety 
of real estate 
transactions, 
including 

refinances, farm and ranch, new 

construction, residential resales 
and commercial.s 

Drew Hyde was named 
market manager and senior 
vice president for U.S. Bank’s 
commercial real estate division 
in Colorado. 

Over the past five years, U.S. 
Bank’s Colorado commercial 
real estate office has grown 
its loan portfolio to more than 

$1.5 billion 
through 
establishing 
new clients 
and growing 
its existing 
relationships. 
Recently 
completed 
projects 
financed by 
U.S. Bank 

include 16M and the Renais-
sance Downtown Denver. 

The group’s focus is on 
construction, acquisition, reha-
bilitation, bridge and term 
loans to developers, real estate 
funds and private institutional 
owners as well as revolving 
credit facilities, construction 
loans and project financing to 
real estate investment trusts.

Hyde has 15 years of experi-
ence in commercial real estate 
and finance and joined U.S. 

Bank in 2002. He earned a 
bachelor’s degree from Whit-
man College in Walla Walla, 
Washington, and a Master of 
Business Administration from 
the University of Denver Dan-
iels College of Business.s 

Ralph Lowen and Scott 
Becker joined Walker & Dun-
lop Inc.’s Federal Housing 
Administration finance group.

Lowen was named senior 
vice president and Becker was 
named vice president. The 
pair will focus on originating 
market-rate and affordable 
multifamily loans in addition 
to health care loans out of the 
commercial real estate finance 
company’s Denver office. 

Prior to joining the firm, 
Lowen served as principal 
of FHA Loan Originations at 
Prudential Mortgage Capital 
Co. During his tenure there, 
he originated and structured 
a total of $600 million in FHA 
loan volume for more than 
10,000 multifamily units.

Becker previously served as 
an account manager at Pru-
dential Huntoon Paige Associ-
ates LLC, where he managed 
$724 million in FHA-insured 
loan volume.s 

Who’s News

High Fives!

For the seventh year in a 
row, PCL Construction has 
donated more than $1.1 mil-
lion to benefit the Mile High 
United Way. In the two short 
weeks of its annual Mile High 
United Way campaign, 154 
employees raised $554,850, 
and PCL matched employee 
contributions dollar for dol-
lar. 

“Mile High United Way is 
incredibly grateful and proud 
of the partnership we have 
with PCL Construction,” said 
Christine Benero, president 
and CEO of Mile High United 
Way, “They are setting the bar 
for corporate social respon-
sibility in our city, and we 
simply could not change lives 
and transform communities 
without their leadership.”

To encourage participa-

tion and awareness, PCL 
hosted various fundraisers, 
including a root-beer float 
sale, wine-cork pull, cook-
ing competition, go-cart rac-
ing and bowling. Donations 
made help Mile High United 
Way support local programs 
focused on school readiness, 
youth success and adult self-
sufficiency. 

“PCL recognizes the 
extraordinary impact Mile 
High United Way has on 
the community in which it 
works,” said Shaun Yancey, 
PCL president and chief oper-
ating officer of U.S. Opera-
tions. “We are honored to 
give back to an organization 
that gives so much, and we 
look forward to continuing 
our strong relationship with 
Mile High United Way.”s

PCL Construction in Denver donates 
more than $1 million to United Way 

High Fives! recognizes good deeds and accomplishments 
by companies and individuals in the Colorado commercial 

real estate industry. Please share your good news 
and photos with us by emailing jjamieson@crej.com. 

Submissions should be 200 words or less.

Harrison Archer

Cory M. Rutz

Jon D. Hendrickson

Aaron D. Johnson

Katy Wilson

Stelio Elenis

Kristina Kesselring

Angela Mallory

Drew Hyde

http://www.signatureflip.com/sf01/article.aspx/?i=1045
http://www.signatureflip.com/sf01/article.aspx/?i=1046
mailto:jjamieson@crej.com
http://www.crej.com/
mailto:jjamieson@crej.com


Page 14AA — COLORADO REAL ESTATE JOURNAL — January 21-February 3, 2015

Wincomps
Adams County

Property Location: 17010 E. 88th Ave., 
Commerce City 
Property Description: 800-sf house, YOC 
1949 w/improvements (land value) 
Land Size: 295 acres
Sales Price: $3.66M, or $12,416 per acre
Closing Date: 11/20
Grantor: C Larson Family Farms Inc. and 
Buffalo Highlands LLC (Larry F. Luptrell), 
303-355-7706, c/o Hastings Pork
Grantee: Stratus Buffalo Highlands LLC 
(The Richard & Reagan Dean Family Part-
nership)
Comments: Property is located at the NEC 
of Picadilly Street and East 88th Avenue 
and contains 3 parcels. 

Property Location: 9151 Fontaine St. & 
2550 W. 91st Pl., Federal Heights 
Property Description: 15-unit, 2-story 
apt., 8,704 sf,; 12-unit, 2-story apt. bldg., 
5,272 sf; brick/frame const., YOC 1969
Land Size: 28,750 sf 
Sales Price: $1.73M, or $63,889 per unit, or 
$123.43 per sf
Closing Date: 12/19
Grantor: JS & J Properties LLC (Jeffery W. 
Corder, mgr.) 
Grantee: Johnson Warehouse-Texas, LTD 
(James R. Johnson, mgr.)
Comments: Sale includes vacant site at 
SWC of West 91st Place and Fontaine 
Street; two separate apartment buildings 
totaling 27 units, walkup style. 

Property Location: 9280 Federal Blvd., 
Federal Heights
Property Description: O’Reilly Auto Parts 
Store, 7,000 sf, masonry const., YOC 1995
Land Size: 28,314 sf 
Sales Price: $1.5M, or $214.29 per sf
Closing Date: 11/18
Grantor: Best Family Limited Partnership 
(Kimberley Lorden, ptnr.) 
Grantee: Betty J. Harger, POB 6116, Chi-
cago IL 60606-0116
Comments: Going-in cap rate was 6.5% 
with 10 years remaining on lease.
Property Location: 1565 Moline St., Auro-
ra 
Property Description: 30-unit, 3-story 
apt., 21,120 sf, brick const., YOC 1958
Land Size: 18,731 sf 
Sales Price: $1.3M, or $61.55 per sf
Closing Date: 11/5
Grantor: Johnson Estates LLC 
Grantee: 1565 Moline Apartments LLC 
(Tsehaye Berhe, mgr.) 303-238-7539
Comments: Seller purchased the property 
on 12/31/2007 for $824,000.

Property Location: 3010 Nome St., Aurora 
Property Description: 5,120-sf warehouse, 
metal const., YOC 1979; 2,625-sf office 
building, metal const., YOC 1980 
Land Size: 1.27 acres
Sales Price: $930,000, or $119.46 per sf
Closing Date: 12/29
Grantor: Tricon Industries Inc. (Steven S. 
Pierce)
Grantee: 3010 Nome Street LLC (Mersad 
Rahmanovic, mgr.) 303-366-3344
Financing: $790,500 payable to Seacoast 
Commerce Bank (85% LTV)
Comments: Buyer owns Denver Imports 
LLC. Deed shows only Lot 8, Block 1, Mor-
bro Industrial Park, was conveyed, which 
contained only a 2,625-sf office building. 
There is another 3010 Nome owned by 
Tricon Industries showing Lot 7 contain-
ing another 27,878 sf of land with a 5,120-
sf equipment building. The total of these 
two buildings is 7,745 sf. The $930,000 
price appears to be out of line and there 
may be a correction warranty deed filed, 
which would include Lot 7, Block 1, Mor-
bro Industrial Park. Property was listed 
with Newmark Grubb Knight Frank. Lot 
appears to be used for automotive storage. 

Property Location: 4400 E. 60th Ave., 
Commerce City 
Property Description: 3,397-sf, 2-story 
warehouse, metal const., YOC 1999
Land Size: 1.05 acres
Sales Price: $636,000, or $187.22 per sf

Closing Date: 12/29
Grantor: Denver North Properties LLC 
(Belinda Betancourt, pres.)
Grantee: Elliot Colorado Investments 
LLC, Grimes, Iowa 
Comments: Property was listed by Aaron 
Valdez, Alec Rhodes and Tyler Smith of 
Cassidy Turley, now DTZ. Property has 
fenced storage yard and is used for truck 
maintenance facility. Drive-in doors are 12’ 
x 14’; 3 bays. 

Property Location: 161 North Main St., 
Brighton 
Property Description: 8,396-sf, 2-story 
office/retail bldg., masonry/stucco const.,  
YOC 1946 
Land Size: 1.2 acres
Sales Price: $615,000, or $73.25 per sf
Closing Date: 12/23
Grantor: Department of Colorado Veter-
ans of Foreign Wars
Grantee: Guadalupe Guzman and Domit-
ila Guzman
Comments: Property was listed by Win 
King of King Real Estate, 303-376-6333, 
for $695,000. The second building contains 
open floor plan with unfinished apart-
ment area. Includes dining hall, commer-
cial kitchen and walk-in cooler.
Property Location: SWC Havana St. & 
Kingston Dr., Denver
Property Description: 9 vacant residential 
lots 
Land Size: 10.35 acres
Sales Price: $553,500, or $61,500 per lot, or 
$1.23 per sf
Closing Date: 12/9
Grantor: Liberty Capital Inc. (Joseph C. 
Hoskins, SVP) 
Grantee: Richfield Homes LLC (Serge 
M. Goldberg and William P. Edgington, 
mgrs.)
Comments: Homebuilders with homes 
priced in the mid-$300,000, 303-817-8055.
 
Property Location: 7082 Pecos St., West-
minster
Property Description: 2,160-sf auto sales 
office, car lot, YOC 1972
Land Size: 31,799 sf
Sales Price: $500,000, or $15.72 per sf (land 
value)
Closing Date: 12/10
Grantor: Vincent Salzano 
Grantee: Five Star Auto Sales LLC (Daniel 
Vazquez-Hernandez, mgr.) 
Financing: $350,000 payable to Guaranty 
Bank & Trust 
Comments: Tenant purchased property 
from owner of property (seller).

Property Location: 1072 Prairie Center 
Pkwy., Brighton 
Property Description: Vacant commercial 
land 
Land Size: 40,946 sf
Sales Price: $480,000, or $11.72 per sf
Closing Date: 10/24
Grantor: THF Prairie Center Develop-
ment LLC 
Grantee: BP Venture Five LLC (Dean 
Pisciotta, mgr.)
Comments: Proposed Brakes Plus auto-
motive store. E/S Prairie Center Parkway, 
200 feet south of East 152nd Avenue.

Arapahoe County
Property Location: 10731-71 E. Easter Ave. 
& 10730-70 E. Briarwood Ave., Centennial 
Property Description: Four single-story 
office buildings totaling 209,264 sf, mason-
ry and glass panel const., YOC 2001 
Land Size: 15.657 acres
Sales Price: $33.5M, or $160.09 per sf
Closing Date: 12/17
Reception No. D4118698
Land-to-Building Ratio: 3.26:1
Grantor: LBA Realty Fund II – Company 
XII, LLC, c/o LBA Realty LLC (Steve Lay-
ton, mgr.), 3347 Michelson Drive, Ste. 200, 
Irvine CA 92612, 949-833-0400
Grantee: Briarwood Acquisition LLC, c/o 
Lakestar Properties LLC (Menashe Fran-
kel, mbr., and Yeheskel Frankel, mbr.), 40 
Airport Road, Lakewood, NJ 08701
Financing: $25M, payable to Morgan Stan-
ley Bank, NA 
Comments: Grantor’s website shows 
WaterPark @ Briarwood containing 4 

buildings totaling 207,332 sf. Buyer can be 
contacted at 732-364-9704.

Property Location: 16800 Centretech 
Pkwy., Aurora 
Property Description: 206,645-sf, 3-story 
office, YOC 1987
Land Size: 28.07 acres
Sales Price: $18.8M, or $90.98 per sf
Closing Date: 12/30
Reception No. D5000047
Land-to-Building Ratio: 5.92:1
Grantor: IRE-Aurora, Inc., c/o BNY Capi-
tal Funding LLC (William J. Houston)
Grantee: Brixton Centretech Parkway 
LLC (Corey Eagle, mgr.) 4435 Eastgate 
Mall, Ste. 310, San Diego, CA 92121, 858-
683-7100
Financing: $12M, payable to Marc R. Brut-
ten and Robert Barth, due 6/30/15
Comments: Lender is principal of grantee. 
Tenant is Raytheon. 

Property Location: SWC E. Fremont Ave. 
& S. Pennsylvania St.; NWC S. Pennsyl-
vania St. & E. Dry Creek Pl.; SEC E. Dry 
Creek Pl. & S. Logan St., Littleton 
Property Description: vacant residential 
lots 
Land Size: 12.214 acres
Sales Price: $9.36M, or $17.60 per sf, or 
$85,118 per unit
Closing Date: 12/19
Reception No. D4119637
Grantor: WIP Littleton Village LLC 
(Michael Downes, VP) 310-314-2444
Grantee: Century at Littleton Vg, c/o 
Century Communities (Todd Amberry, 
VP)
Comments: Lots 1, 2 Block 3, Lot 2, Block 
4, Lot 1, Block 7, Littleton Village. Site 
containing 77.12 acres sold in September 
2013 for $21.5M, or $6.40 per sf. The buyer 
proposes 68 attached townhomes on Lot 1, 
Block 7, or 18.6 du/ac. On Lot 2, Block 4, 
there will be 22 units, or 7.6 du/ac. Buyer 
also plans to build 42 patio homes on the 
northerly lots. The homes will be priced 
from $350,000-$400,000. 
 
Property Location: NEC S. Pennsylvania 
St. & E. Dry Creek Rd.; NEC S. Logan St. 
& E. Dry Creek
Property Description: vacant land, 101 
residential units to be constructed 
Land Size: 10.35 acres
Sales Price: $8.64M, or $85,515 per lot, or 
$19.15 per sf
Closing Date: 12/19
Reception No. D4119449
Grantor: WIP Littleton Village LLC 
(Michael Downes, VP) c/o Watt Invest-
ment Partners, 2716 Ocean Park Blvd., Ste. 
2025, Santa Monica, CA 90405
Grantee: Richmond American Homes of 
Colorado Inc.
Comments: Lots 1, Block 4, Lot 2, Block 7, 
Lot 1, Block 8, Littleton Village, recorded 
plat via reception number D4082531. Site 
containing 77.12 acres sold in September 
2013 for $21.5M, or $6.40 per sf. 
 
Property Location: 6446 S. Kenton St., 
Centennial 
Property Description: 78,125-sf, single-
story office, YOC 1999
Land Size: 6.33 acres
Sales Price: $11.85M, or $90.98 per sf
Closing Date: 12/30
Reception No. D4122694
Land-to-Building Ratio: 3.53:1
Grantor: CSMC 2007-C-4 Arapahoe SC 
II LLC
Grantee: NETREIT Arapahoe (Kenneth 
W. Elsberry, CFO) 866-781-7721
Financing: $8.5M, payable to Redwood 
Commercial Mtg. Corp. (71.7% LTV) 
Comments: CBRE had 17,600 sf avail-
able for lease, with Todd Witty and Doug 
Viseur as listing brokers. The expenses for 
this building were $4.09 per sf in 2013.

Denver County
Property Location: 7306 E. 36th Ave.; 7305 
E. 35th Ave.; 7505 E. 35th Ave.; 7306 E. 36th 
Ave.; 7757 E. 36th Ave.; 7606-7607 E. 36th 
Ave., Denver, “Quebec Square” 
Property Description: 149,697-sf shop-
ping center, YOC 2002; 41,332-sf shopping 
center, YOC 2002 

Land Size: 19.47 acres, C-MU-20
Sales Price: $43.4M, or $227.20 per sf
Closing Date: 12/18
Reception No. 2014155703
Grantor: Quebec Square CMH LLC (Chris 
C. Schirm, pres.) Solana Beach, Calif.
Grantee: IA Denver Quebec Square LLC, 
c/o Inland American Real Estate Trust, 
Inc., 2809 Butterfield Road, Oak Brook, IL 
60523
Comments: Tenants include PetSmart Inc. 
(2003); Big 5 Corp. (2007) @ 14,109 sf; 
Colorado Technical University Inc. (2010); 
Office Depot (2002) @ 22,001 sf; Subway 
(2003); Ross Stores Inc. (2003) @ 19,951 sf. 
The entire Quebec Square Shopping Cen-
ter, which includes Home Depot and Wal-
Mart, contains 62.61 acres with 3,252 park-
ing spaces and 673,189 sf of retail space 
developed by Forest City. The two sales 
combined total $52.25M with 214,168 sf, 
or $243.97 per sf. The seller purchased this 
191,029-sf center for $34.25M, or $179.29 
per sf.

Property Location: 13700 Quebec St.; 7507 
E. 36th Ave.; 7357 E. 37th Ave., Denver 
“Quebec Square” (Shadow anchor to Wal-
Mart)
Property Description: 9,594-sf strip center, 
YOC 2003; 8,966-sf strip center, YOC 2003; 
4,579-sf strip center, YOC 2003 
Land Size: 2.6 acres, C-MU-20
Sales Price: $8.85M, or $382.43 per sf
Closing Date: 12/18
Reception No. 2014155721
Grantor: Quebec Square 36 CMH LLC 
(Chris C. Schirm, pres.) Solana Beach, 
Calif.
Grantee: IA Denver Quebec Square LLC, 
c/o Inland American Real Estate Trust, 
Inc., 2809 Butterfield Road, Oak Brook, IL 
60523
Comments: Tenants include UPS Store, 
Westerra Credit Union and Panera Bread 
at 3701 Quebec St.; Jimmy John’s, AT&T, 
Panda Express and American Family 
Insurance at 7507 E. 36th Ave. The two 
sales combined total $52.25M with 214,168 
sf, or $243.97 per sf. 

Property Location: 1733 & 1777 Williams, 
Denver, “H20 & Aperture Apts.”
Property Description: 25-unit, 3-story 
apt., 9,638 sf, YOC 1956; 36-unit, 3-story 
apt., 13,657 sf, YOC 1961
Land Size: 6,250 sf
Sales Price: $7.75M, or $127,049 per unit, 
or $332.69 per sf
Closing Date: 12/31
Reception No. 2014159174
Grantor: Cardinal Group Aperture LLC 
Grantee: Masayuki Tsukada
Financing: Assume $3.6M (approximate-
ly) from Centerline Mortgage Capital
Comments: Property sold to the grantor 
for $4.6M in July 2013. Totals 61 units 
w/23,295 sf.

Property Location: 3201 Brighton Blvd., 
Denver 
Property Description: 46,452-sf ware-
house, YOC 1942 (land value)
Land Size: 3.13 acres, zoned R-MU 30
Sales Price: $7.75M, or $56.80 per sf
Closing Date: 12/22
Reception No. 2014156641
Grantor: River North Properties LLC 
(Ronald Helton, mgr.) Lone Tree
Grantee: Broadstone Rino Property 
Owner LLC (Jay Hiemenz, CFO), 2415 E. 
Camelback, Ste. 600, Phoenix, AZ 85016, 
c/o Alliance Residential Co., 602-778-2800
Comments: Property lies on the north 
corner of 31st Street and Brighton Boule-
vard, with frontage on the northeast side 
of Arkin Ct. www.allresco.com 

Property Location: 1030-1080 S. Colorado 
Blvd., Denver & Glendale 
Property Description: land value (see 
Comments)
Land Size: 7.06 acres
Sales Price: $6.25M, or $20.33 per sf
Closing Date: 12/19
Reception No. 2014155280
Grantor: REM Investments LLC, (Mike 
Shaw, mgr.) 303-757-6161, Denver 
Grantee: JEC 1080 Holdings LLC (Fred L. 

The Winslow Report

Please see Next Page

http://www.signatureflip.com/sf01/article.aspx/?i=1047
http://www.allresco.com/


January 21-February 3, 2015 — COLORADO REAL ESTATE JOURNAL — Page 15AA

Otis, mgr.), Greeley
Comments: NEC of East Mississippi Ave-
nue and South Colorado Boulevard. The 
location is occupied by John Elway Chev-
rolet and Mike Shaw Saab Dealership. 
Buyer is listed as an attorney based out of 
Greeley, 970-330-6700. Property is locat-
ed on adjacent NEC of South Colorado 
Boulevard and East Mississippi Avenue, 
and also contains a parcel (1030 S. Colo-
rado Blvd.) in Arapahoe County. There 
is a 33,078-sf dealership building built 
in 1966 and updated; a 27,381-sf dealer-
ship building constructed in 1977; and a 
1,302-sf building and a 5,109-sf building 
constructed in 1977 that lie in Arapahoe 
County, on 11,552 sf. Interim use is auto 
dealership with highest and best use most 
likely a major retail redevelopment in the 
next year(s). 

Property Location: 5580-5588 Havana St., 
Denver 
Property Description: 64,866-sf ware-
house, metal const., YOC 1983
Land Size: 3.36 acres
Sales Price: $3.8M, or $58.58 per sf
Closing Date: 12/22
Reception No. 2014156885
Grantor: First California Investments, GP 
(Robert D. Wolfe, gen. ptnr.) and Ganz 
Investment Co. (Steven Ganz, ptnr.)
Grantee: 80 South Santa Fe Dev. (David S. 
Mosteller) 303-342-9000, Ext. 1101
Financing: $4.41M, payable to Vectra 
Bank, NA, 
Comments: Seller email is skyportdevco@
cs.com, or 303-806-9222. Space was being 
marketed by Newmark Grubb Knight 
Frank @ $4.95 per sf, NNN. Listing broker 
shows building size at 5580 Havana St. to 
be 37,458 sf, with 5588 Havana St @ 28,655 
sf, or a total of 66,113 sf. Chris Nordling, 
Russell T. Gruber and Steve Fletcher are 
the listing brokers. 

Property Location: 735 W. Bayaud Ave., 
Denver 
Property Description: 42,621-sf ware-
house, masonry const., YOC 1960 
Land Size: 84,465 sf
Sales Price: $3.3M, or $77.43 per sf
Closing Date: 12/23
Reception No. 2014156960
Grantor: 80 South Santa Fe Dev. (David S. 
Mosteller) 303-342-9000, Ext. 1101
Grantee: G & J Bach Properties LLC 
(Gregory S. Bach, mgr.) 303-778-0925
Financing: $3.3M, due 6/23/15, payable 
to Vectra Bank, NA, construction loan 
in amount of $4.41M, payable to Vectra 
Bank Colorado, NA, encumbers 5580-5588 
Havana St., Denver 
Comments: Located on NEC of South 
Santa Fe Drive and West Bayaud Avenue, 
this property is zoned I-B. Seller email 
is skyportdevco@cs.com, or 303-806-9222. 
Buyer is president of Oios Metals, which 
has been a tenant in the building. See 1031 
exchange from this property (seller) to 
5580 Havana St.

Property Location: 1228 E. Colfax Ave & 
1232-1244 E. Colfax Ave., Denver
Property Description: 9 1-bed condo units 
ranging from 580 sf to 755 sf and 1 2-bed/2-
bath unit @ 1,261 sf, totaling 6,387 sf; 
2,097-sf commercial condo (unit 10) with 5 
parking spaces; 1,901 sf retail condo, YOC 
1940; 917-sf retail condo, YOC 1940; 962-sf 
retail condo, YOC 1940; 768-sf retail condo, 
YOC 1940; 6,093-sf strip center, YOC 1929 
(located at 1244 E. Colfax Ave.) 
Land Size: 15,625 sf
Sales Price: $3.32M, or $172.55 per sf
Closing Date: 12/19
Reception No. 2014155955
Grantor: Rosenstock Place LLC (Blair E. 
Richardson, mbr.)
Grantee: 771 Bellaire LLC (Ryan Floyd) 
21.19%; HT II LLC (Kevin Higgins) 
41.13%; 3620 Ingalls St LLC (Jason Koch) 
c/o Unique Properties LLC, 303-321-5888 
Financing: $2.38M, due 1/1/2021 payable 
to Guaranty Bank (71.6% LTV)
Comments: Buyers were represented by 
their own company, Unique Properties 
LLC. Property is a mixture of 9 residential 

condos and 4 retail condos, 1 strip center 
and 5 parking places.

Property Location: 1470 Ivy St., Denver, 
“Ivy Flats”
Property Description: 17-unit, 3-story 
brick apt., 11,523 sf, YOC 1949
Land Size: 10,938 sf
Sales Price: $2.25M, or $132,353 per unit, 
or $195.26 per sf
Closing Date: 12/19
Reception No. 2014155301
Grantor: Rudy Lou LLC (Donald E. Wer-
ner, mgr.) 720-529-9855
Grantee: Ivy Flats LLC, 2735 Fifth St., 
Boulder, CO 80304, attn: Dee Neitzel, mgr.
Financing: $1.69M, due 1/1/2045, payable 
to JPMorgan Chase Bank, LTV 75%
Comments: Five 1-bed units @ 600 sf, rent 
$940/mo.; 11 2-bed/1-bath @ 700 sf, rent 
for $1,136/mo.; one 2-bed/2-bath, rent 
for $1,250 sf, with average rent per sf @ 
$1.60. Expenses are estimated by broker at 
$3,176 per door, or $4 per sf with going-in 
stabilized cap rate of 6.9%. Building was 
completely renovated in 2014. Apartments 
were listed and sold by John Laratta of 
Berkadia Real Estate Advisors, 303-607-
0025, or john.laratta@berkadia.com

Property Location: 4152-4156-4158 Ten-
nyson St., Denver
Property Description: 810-sf house, YOC 
1926; 1,044-sf house, YOC 1904; Land Size: 
9,508 sf land 
Sales Price: $1.05M, or $110.01 per sf
Closing Date: 12/19
Reception No. 2014156860
Grantor: Mark Meiser, 7963 E. Maple Ave., 
Denver, CO 80230
Grantee: Stephen J. Titus, Greg Smith and 
Holly Jane Hill
Financing: $784,500, due 12/22/2015, 
payable to FirstBank (LTV 75%)
Comments: Listed by Cherry Creek Prop-
erties and zoned U-MX-3. Properties gen-
erate $2,800 per month rental. Land value, 
as residential properties may be interim 
use.

Property Location: W/S Niagara St., 50 
feet South of E. First Ave., Denver
Property Description: 10 vacant lots
Land Size: 41,836 sf
Sales Price: $1.04M, or $103,500 per lot, or 
$24.74 per sf
Closing Date: 12/12
Reception No. 2014155255
Grantor: Lowry Economic Redevelop-
ment Authority, 7290 E. First Ave., Denver, 
CO 80230, attn: Montgomery C. Force
Grantee: B-One Lowry LLC, 10630 E. 
Bethany Drive, Ste. B, Aurora, CO 80014
Comments: Lots 5-14, Block 2, Boulevard 
One Filing No. 1, see 2014105351. Property 
will be used for 10 for-sale single-family 
detached units having a minimum base 
price of $450,000. 

Property Location: NEC of Wabash St. & 
E. 54th Pl. (Lots 5-12, Block 8); NEC Prairie 
Meadow Dr. & Verbena Way (Lot 15, Block 
21)
Property Description: 9 vacant lots 
Land Size: 68,714 sf
Sales Price: $1.09M, or $120,844 per lot, or 
$15.83 per sf
Closing Date: 12/4
Grantor: FC Stapleton II LLC (John S. 
Lehigh, press)
Grantee: Parkwood Homes – Stapleton III 
(Stephen C. Wilcox, pres.)
Financing: $870,048, payable to seller, due 
12/3/15
Comments: Lots 5-12, Block 8, Lot 15, 
Block 21, Stapleton Filing No. 45, filed on 
May 9, 2014, by reception no. 2014052885. 
The average lot size is 7,639 sf. 

Property Location: 610 S. Lipan St., Den-
ver
Property Description: 9,132-sf office, brick 
const., YOC 1959
Land Size: 16,500 sf
Sales Price: $635,000, or $124.93 per sf
Closing Date: 12/12
Reception No. 2014146693
Grantor: Atlas Investment Company LLC 
(John Butler, mgr.)
Grantee: ECO Real Estate LLC (Dylan 

Lucas and Ryan Nichols, mgrs.)
Financing: $476,250 payable to Steele 
Street Bank & Trust (75% LTV)
Comments: Buyer is owner occupant and 
the company name is ECO Roof and Solar, 
Inc., 303-484-9854. There are 16 parking 
spaces and the building was renovated in 
2004. There is one drive-in door; includes 
8,500-sf office area and 632-sf storage 
warehouse area.

Property Location: W/S Oneida St., 50 
feet South of E. First Avenue, Denver 
Property Description: 5 vacant residential 
lots
Land Size: 29,449 sf
Sales Price: $552,000, or $110,400 per lot, 
or $18.74 per sf
Closing Date: 12/23
Grantor: Lowry Economic Redevelop-
ment Authority (Montgomery C. Force)
Grantee: Wonderland at Lowry LLC, 8246 
Northfield Blvd., Ste. 2600, Denver, CO
Comments: Lots 7-12, Block 5, Boule-
vard One Filing No. 1 at reception no 
2014105351. Lots are finished and shovel-
ready. Water and sewer taps to be paid by 
grantee. 

Douglas County
Property Location: 10016 Commons & 
10005 Commons, Lone Tree, “Lincoln 
Commons Shopping Center”
Property Description: 1) 48,620-sf (5-build-
ing) shopping center, masonry const., with 
0.698-acre pad site, YOC 2010; 1.1-acre pad 
site; 1.726-sf pad site; 2) 17,587-sf shopping 
center, YOC 2005, and 8,184-sf parking 
structure, YOC 2005
Land Size: 1) 9.05 acre site plus 3.53 acres 
in 3 pad sites; 2) 0.66 acres
Sales Price: $32M, or $493.62 per sf
Closing Date: 12/18
Reception No. 2014156860
Grantor: 1) Lincoln Commons North, Inc. 
2) Lincoln Commons West, Inc. (Robert 
Asselbergs, pres.) c/o Coventry Develop-
ment Corp., 10270 Commonwealth St., 
Lone Tree, CO, 720-279-2581 
Grantee: TKG Lincoln Commons, c/o 
Kroenke Group, 211 North Stadium Blvd., 
Columbia, MO 65203, attn: (Otto Maly), 

573-443-3200 or rottomaly@malyrealty.
com
Financing: $25M, due 12/31/2016, pay-
able to Bank of Oklahoma (78.1% LTV) 
Comments: 24,179-sf retail store (Sprouts); 
4,824-sf retail store (Chateau Liquors); 
7,161-sf retail store (Runners Roost and 
Qdoba); 5,501-sf retail store (Garbanzo and 
Super Clips); 6,955-sf retail building (Fire-
house and Five Guys). 10016 Commons 
St. sold for $24 million, or $493.62 per 
sf; and 10005 Commons sold for $9 mil-
lion, including a 17,587-sf shopping center 
and 8,184-sf parking structure, reflecting 
$349.23 per sf, including the parking struc-
ture. The two transactions totaled $32 mil-
lion and contained 74,391 sf, or $430.16 per 
sf. Blake Skinner of Legend Retail Group 
has the three pad sites available, 720-529-
2989. 
 
Property Location: 864 Barranca Dr., Cas-
tle Rock, “Metzler Memory Care”
Property Description: 30,391-sf assisted-
living facility, brick/frame const., YOC 
2010
Land Size: 1.36 acres
Sales Price: $9.8M, or $322.46 per sf
Land-to-Building Ratio: 1.95:1

Closing Date: 12/4
Reception No. 2014070876
Grantor: Castleview Memory Center LLC 
by: MSG Memory Care LLC (Dennis G. 
Southwick, mgr.) 9255 E. Vassar Ave., Den-
ver
Grantee: JVCO Real Estate Investments 
Inc., 2829 Townsgate Road, Ste. 350, West-
lake Village, CA 91361, attn: Wendy Simp-
son, CEO, 805-981-8655
Comments: There are four separate facili-
ties depending on the level of care needed 
for the client. There are a total of 48 units. 
This was operated by Senior Lifestyle 
Corp. since 1985. The buyer is a division 
of LTC REIT. It recently purchased 615 
units in 16 transactions for a total of $26.5 
million, not including this property. The 
subject property is leased to affiliates of 
Anthem Memory Care under an existing 
10-year master lease. Anthem is based out 
of Lake Oswego, Oregon, 503-924-8777 
(Mark Rockwell). 

Property Location: 391-393 Inverness 
Parkway, Englewood 
Property Description: 1) 46,659-sf, 3-story 
office, YOC 1999; 2) 29,651-sf 2-story office, 
YOC 1982
Land Size: 5.64 acres
Sales Price: $8.5M, or $111.39 per sf
Land-to-Building Ratio: 3.22:1
Closing Date: 12/15
Reception No. 2014073617
Grantor: Lepaw LTDF (S. Lee Woodward, 
mgr.) 303-789-2111 or lee@lepaw.com
Grantee: Latisys-Denver LLC, 393 
Inverness Pkwy., Englewood, CO, 303-
268-1470
Comments: The buyer is a Denver Data 
Center Colocation, which has been a 
tenant in the building. The building has 
approximately 70% raised-floor space and 
the office space was leased to Latisys 
before it acquired the building. The two 
buildings are connected.

Property Location: NE/S Hilltop Rd., 
approximately ½-mile SE of N. Crest View 
Dr.
Property Description: 117 residential lots 
(average 1.6 acres each)

Land Size: 186.62 acres
Sales Price: $6.5M, or $55,556 per lot, or 
$34,830 per acre 
Closing Date: 12/15
Reception No. 2014076403
Grantor: LSC Tallman Colorado LLC (Jon 
H. Walker, VP of NBH Bank, NA)
Grantee: Craft – AREP III Tallman Associ-
ates, 1645 Grant St., Ste. 200, Denver 
Comments: Lots 1-22; Lots 24-27; Lots 
29-30; Lots 32-36; Lots 38-121, Tallman 
Gulch, Filing No. 1.

The Winslow Report
Continued from Previous Page

John V. Winslow, CRE, is president of Win-
Comps LLC and has more than 40 years’ expe-

rience in commercial real 
estate. He can be reached 
at 720-612-7878 or win-
comps2014@gmail.com. 
The information was 
gathered from county 
records and deemed to 
be reliable. Other sources 
of research include bro-
chures and information 
verified by owners or list-
ing/selling brokers.John V. Winslow, 

CRE 

mailto:wincomps2014@gmail.com
http://www.signatureflip.com/sf01/article.aspx/?i=1047
mailto:skyportdevco@cs.com
mailto:john.laratta@berkadia.com
mailto:rottomaly@malyrealty
mailto:lee@lepaw.com


Page 16AA — COLORADO REAL ESTATE JOURNAL — January 21-February 3, 2015

mailto:jstern@crej.com


January 21-February 3, 2015 — COLORADO REAL ESTATE JOURNAL — Page 17AA

mailto:jstern@crej.com


Page 18AA — COLORADO REAL ESTATE JOURNAL — January 21-February 3, 2015

mailto:jstern@crej.com


January 21-February 3, 2015 — COLORADO REAL ESTATE JOURNAL — Page 19AA

PROPERTY AVAILABLE
For Sale For Lease Wanted

office • industrial • retail • multifamily • land • medical office • hospitality • restaurants • senior housing & care

http://www.denverofficespace.com/
mailto:jstern@crej.com
mailto:jsteidlet@crej.com


Page 20AA — COLORADO REAL ESTATE JOURNAL — January 21-February 3, 2015

PROPERTY AVAILABLE
For Sale For Lease Wanted

office • industrial • retail • multifamily • land • medical office • hospitality • restaurants • senior housing & care

mailto:rmartin@pcreco.com
http://www.jandbbuilding.com/


INSIDE

by Ryan Gager 
Transit-oriented development is a 

topic that’s been covered, and maybe 
in some cases over covered, but as 
long as Denver continues to expand 
public transit, the TOD buzz remains 
relevant to real estate professionals. 

According to Brad Weinig, TOD 
program director at Enterprise Com-
munity Partners, in most urban 
areas, including Denver, transporta-
tion is the second highest household 
expense after housing. This realiza-
tion helped lead to the creation of 
Denver’s TOD Fund in 2010, with the 
purpose of creating and preserving 
affordable housing along current 
and future transit corridors in Den-

ver. Four years later, the fund is still 
attempting to resolve Denver’s lack 
of affordable housing in urban areas. 
“Housing and transportation are the 
two biggest expenses for individuals 
as well as families,” said Weinig. “So 
you really can’t address one without 
the other.”

To create the fund, Enterprise Com-
munity Partners collaborated with the 
Urban Land Conservancy, Denver’s 
Office of Strategic Partnerships and 
Office of Economic Development, 
as well as many local and national 
foundations, banks and community 
development financial institutions. 
ULC also was an equity investor and 
designated sole borrower of the fund. 

ULC has proved the fund model with 
eight successful acquisitions along 
five rail corridors in Denver.

Not only will these investments 
result in the development of more 
than 600 units of affordable housing, 
but also the developments include 
well over 100,000 square feet of com-
mercial space and affordable non-
profit facilities as well as a new public 
library.

With each development, ULC works 
not only to build new neighborhood 
assets, but also to create a sense 
of community with new economic 
development and job opportunities. 
“We work closely with the commu-
nities we invest in to determine the 

needs of the neighborhood and its 
residents,” said Debra Bustos, vice 
president of real estate with ULC. 
“Once we understand what these 
needs are, we focus on identifying 
development partners that prioritize 
these needs to construct something 
that the community is really excited 
about.”

The Evans Station Lofts, Avondale 
Apartments at Mile High Vista and 
Park Hill Station are a few of the suc-
cessful projects that exist because of 
the TOD Fund.

The Evans Station Lofts is a five-sto-
ry building located at Evans Avenue 
and Santa Fe Drive. The development 

Multifamily has been big business in  
Denver and throughout the state.

Submarket reports
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Why the design aesthetics of downtown 
Denver need reexamined.
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Value-add properties provide steady growth 
for investors and developers.

Apartment investing
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Evans Station Lofts is one of many developments to take advantage of the Denver TOD Fund. 
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W
ith charts and graphs con-
taining all kinds of facts 
and figures spread out 
on our office conference 
table, I quickly realized 

what a large and complex business 
multifamily housing is, especially in 
Denver.

Colorado Real Estate Journal is 
excited about the launch of our 

four new quar-
terly publications 
– Office Properties, 
Multifamily Prop-
erties, Property 
Management and 
Shopping Centers. 
CREJ has long been 
known for provid-
ing the informa-
tion our readers 

need to make the right decisions for 
their commercial real estate clients 
and growing their businesses.

Multifamily Properties Quarterly 
provides an in-depth look at the 
apartment and condominium com-
munity with trends, market fea-
tures and profiles from the best in 
the industry.

New construction is creating a lot 
of excitement and a general buzz 
around the multifamily market 
in Denver. Throughout this issue, 
you’ll hear from many experts as 

they discuss the reasons for this, 
what they think will happen in 2015 
and how they view the overall mul-
tifamily market. 

The Colorado multifamily market 
is seeing its highest level of growth 
in a decade, so the timing of our 
first issue of Multifamily Properties 
couldn’t be better. Not only is the 
supply side increasing, with thou-
sands of new units scheduled for 
completion in 2015, but apartment 
rent growth levels also are increas-
ing. With so many new products 
and so much new construction in 
great locations, it’s an exciting time 
in the multifamily market.

Thank you to everyone who 
contributed articles, sat down for 
interviews (with me) and helped me 
understand the multifamily realm 
of real estate. Without the help of 
these industry experts, this special 
section would not be possible.

As you read this publication, 
please don’t hesitate to contact 
me with thoughts or ideas for 
articles that you would like to see 
in upcoming issues of Multifamily 
Properties Quarterly.

Thanks for reading,

Ryan Gager
rgager@crej.com
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S
trong job and popula-
tion growth helped Denver 
achieve a record year in the 
multifamily sector in 2014. 
Records were broken in aver-

age rent, occupancy, absorption and 
rent growth. Which, 
of course, led to 
record construction 
(over 19,000 units 
currently). Can 
2015 be as strong 
as last year? Only 
time will tell, but 
our guess is it will 
be one of solid per-
formance, strong 
investor activity 
and continued pos-
itive fundamentals. 
Supply is high, but 
so is demand. Most 
of the construc-
tion is centered on 
three areas: down-
town Denver, the 
southeast business 
corridor and the 
northwest corridor. 
All three areas are 
major employ-
ment centers and 
have connectivity 
through current 
or future light rail. 
Denver is growing 
up from the inside 
out.

Denver, the 14th-
largest multifamily 

market in the U.S. by existing units, 
absorbed more than 8,100 units 
over the past three quarters, plac-
ing it among the top 10 markets for 
net absorption, according to CBRE 
Econometric Advisors. As strong 
demand outpaced new supply, the 
metro vacancy rate registered a low 
3.4 percent in third-quarter 2014, 
down 30 basis points from a year 
earlier, and well below the most 
recent peak of 7.9 percent vacancy 
in 2009.

This year, Denver will post its 
strongest annual rent growth in 
20 years of nearly 8 percent, beat-
ing the previous record year of 
2000, when rent inflation reached 
6.8 percent. Local rent growth also 
outpaced most U.S. markets. Den-
ver ranks third in the U.S. for rent 
growth over the past 12 months, 
behind only Oakland and San Jose, 
California.

The average apartment rent in 
Denver as of third-quarter 2014 
was $1,169 per month, according 
to CBRE Econometric Advisors, and 
rents in central Denver are 1.3 times 
the market average. Rent growth 
is expected to moderate in 2015 as 

demand works to keep pace with 
new deliveries, but will remain 
above the historical average of 2.7 
percent (1994-2014). 

Apartment completions in 2014 
will be second only to 2002, when 
more than 10,000 units were deliv-
ered. Since 2010, central business 
district apartment unit deliveries 
have accounted for 20 percent of 
all Denver completions, compared 
with 12 percent in the 2000s and 
5 percent in the 1990s. Apartment 
Insights reports 19,900 units under 
construction in Denver as of third-
quarter 2014 and another 20,100 
planned or proposed. Further, 26 
percent of the planned units are 
located in Denver’s CBD.

The “millennial factor” has boost-
ed demand in Denver and contrib-
uted to upward rental rate pressure. 
Denver ranks second in the U.S. for 
growth in millennial population 
between 2009 and 2012, according to 
the Brookings Institute. Millennials 
moved to Denver because of the job 
availability and for the high quality 
of life, and they bolstered occupancy 
primarily in urban locations. The 
shift of demand to the urban core 
will help alleviate short-term soft-
ness in 2015.

A high volume of sales in the third 
and fourth quarters most likely will 
lead to a record year in 2014 once all 
the sales are confirmed, surpassing 

each of the past two years, which 
have been very strong. Since 2011, 
more than $9.1 billion in multifam-
ily assets have transacted in Denver, 
according to Real Capital Analyt-
ics. 2015 is expected to be another 
strong year of sales in Denver’s 
multifamily sector, but likely more 
reflective of 2011 or 2013 activity 
levels. Investor interest spread to 
secondary markets in 2014 and will 
continue to seek yield in markets 
like Boulder, Fort Collins and Colo-
rado Springs.

Pricing metrics have steadily 
increased in Denver throughout the 
current real estate cycle, but sig-
nificant increases were achieved in 
2014. The average sales prices per 
unit increased 31.8 percent year 
over year in third-quarter 2014 to 
$149,000. Third-quarter 2014 also 
marked the fourth consecutive 
quarter Denver’s average sales price 
per unit exceeded the U.S., which 
is the longest running overage on 
record. Cap rates compressed a bit 
in 2014, ranging from the low-6 per-
cents to the high-4 percents (for tro-
phy assets in prime locations). As of 
third-quarter 2014, the cap rate for 
all multifamily product registered 
6.1 percent, according to Real Capi-
tal Analytics.

Looking ahead, potential head-
winds that will impact the market 
in the near term include a revision 

to Colorado’s construction defect 
laws in 2015. This may pave the way 
for more condominium construc-
tion, thereby providing multifam-
ily dwellers more options to own 
instead of rent. However, it will be a 
while before this takes effect. Resur-
gence in single-family construction 
is also expected in 2015-2016, pro-
viding additional options for Den-
ver’s growing number of households.

Lastly, are interest rates finally 
going up this year? If they do, it will, 
at the very least, cause a temporary 
pause in activity, but most likely will 
not greatly impact fundamentals as 
long as the increases are slow.

The big question is where are we 
in this cycle? Only one thing is cer-
tain: Cycles rarely repeat exactly as 
those before. Are we in the seventh 
inning? Most likely, but it may be an 
extra-inning game. Whatever your 
analogy, we are in a good place right 
now and as long as job growth and 
population growth continue, Denver 
should continue to perform well 
and see prolonged interest from the 
investor world. Investors are par-
ticularly attracted to Denver’s strong 
employment and demographic 
growth, as well as the mass transit 
infrastructure improvements and 
diverse industry base. Denver is truly 
one of the top non-coastal markets 
in terms of both attractiveness to job 
seekers and investors.s

2015 multifamily outlook: how it affects Denver
Multifamily Overview

David Potarf
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A
s people flock to Colorado 
for job opportunities and an 
improved quality of life, the 
apartment market has tight-
ened up to the point where 

rents are rising steadily and inves-
tors continue to 
aggressively pursue 
any available multi-
family properties.

It’s no wonder 
people are converg-
ing on Denver. Last 
year, Forbes.com 
ranked the city No. 
4 on its list of the 
10 best cities for job 
seekers. The state’s 
unemployment rate 
stood at 4.3 percent 
in October, with 
Denver slightly bet-

ter at 4.2 percent.
Denver also landed on top of Busi-

ness Insider’s ranking of how each 
state’s economy is faring, largely 
because of the 1.2 percent growth 
in the city’s working-age popula-
tion and the addition of 66,300 jobs 
between June 2013 and June 2014. 
Business Insider ranked Denver as 
the fifth-best city for entrepreneurs 
based on access to funds, networking 
and mentorship opportunities, the 
local economy and affordability.

Investors in the multifamily sec-
tor are taking note. In 2013, inves-
tors set a metro Denver record with 
apartment sales of nearly $2.9 bil-
lion. They may come close to that 
volume for 2014, depending on how 
the fourth-quarter numbers shake 
out, which come out at the end of 
this month. But the market could 
soften in 2015 or 2016 as many of the 
projects that are under construction 
are delivered, though many in the 
industry believe Denver’s market is 
not overbuilt yet.

More than 19,000 apartment units 
started construction in 2012 and 
2013, with most of them delivered 
by the end of 2014. That’s the most 
apartments added to the market in 
such a short time period in more 
than 40 years.

The boom in construction projects 
in Denver follows a period that saw 
little development of apartments and 
now is filling a need that will help 
the housing market catch up with 
the demand created by population 
growth. Downtown Denver is par-
ticularly hot, with about 4,000 units 
under construction, the majority of 
which surround the Denver Union 
Station transit and hotel develop-
ment. Many of the other multifam-
ily projects under construction or 
recently completed also are along 
the transit system throughout the 
metro region.

Even with all the inventory added 
to the market, the vacancy rate con-
tinues to drop. It decreased to 3.9 
percent in the third quarter of 2014 
from 4.7 percent in the second quar-
ter. A vacancy rate of 5 percent is 
considered normal and healthy.

The dropping vacancy rate trans-
lates into rising rents. Average rents 
increased to $1,145 in the second 
quarter, compared with $1,049 dur-
ing the same period last year and 
$986 a year ago. Denver tied San 
Diego for the highest rent growth in 
2013 at 7 percent, according to an 
analysis of the top 10 markets for 
apartment investment by National 
Real Estate Investor.

Developers and investors were 
quick to enter the multifamily arena, 
because it’s the sector that has the 
most access to financing for con-

struction and acquisition. It’s also 
an alternative to developing condo-
miniums – a risky prospect because 
of the state’s onerous construction 
defect law that make it easy for 
homeowners to sue over property 
defects.

Dropping vacancies, rising rents 
and increased investor demand are 
pushing the value of multifamily 
properties up, meaning the assess-
ments due out in May are likely to 
rise again. Assessments, conducted 
every two years, were up as much 
as 40 percent in some areas in May 
2013.

New valuations will be based on 
properties sold between July 1, 2012, 
and June 30, 2014. By some esti-
mates, prices paid for properties 
sold during that time frame have 
increased as much as 89 percent.

Though owners will be able to raise 
rents to cover the increase in prop-
erty taxes caused by higher assess-
ments, some may choose to sell 
instead.

A steep ramp-up in construction 
usually weakens a market’s overall 
fundamentals, but the Denver metro 
area’s strong economy seems able to 
absorb the new supply, and it should 
fuel enough demand for apartments 
to prevent severe declines in funda-
mentals in the near term.s

Denver investors, developers remain aggressive
Denver Metro Update

Jeff Johnson
Principal, Pinnacle 

Real Estate 
Advisors, Denver

Vacancy rate compared to average rent prices through third-quarter 2014

Changes from second-quarter to third-quarter 2014 figures for vacancy, rent and 
absorption

Dropping 
vacancies, rising 

rents and increased 
investor demand 
are pushing the 

value of multifamily 
properties up.
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R
esidential multifamily proper-
ties have become a favorite 
among investors, making the 
real estate category one of the 
most popular in the region. 

In 2014, Boulder County continued to 
see unprecedented 
activity through new 
construction as well 
as existing sales 
in the multifamily 
market. So what will 
the market look like 
this year? I expect 
to see construction 
slow down, vacancy 
rates increase and 
rents level off. Let’s 
discuss what factors 
are driving the mar-
ket locally.

Demographics. 
A variety of fac-

tors contributed to the multifamily 
Boulder boom. One of them hinges 
on investors banking on widespread 
news about shifting views around 
home ownership. The MacArthur 
Foundation, for example, found that 
57 percent of all Americans believe 
that renting a home is more appealing 
than owning. While the generational 
attitudes toward home ownership 
may very well be feeding the demand 
for apartments in Boulder, there are 
a few more local economic factors to 
consider.

Boulder County has continually 
been named one of the top 10 desir-
able regions in the country to build a 
business, according to Businessweek. 
Couple that with the strong local 
economy and a high barrier to entry 
for purchasing a home in the county, 
and the output has been a strong 
demand for apartments, making 
them a safe investment. Increasingly, 
housing inventories are tightening 
and we are seeing a dramatic increase 
of families migrating to Colorado. For 
example, between 2000 and 2013, Col-
orado's population increased by more 
than 22 percent, a pace that beat the 
nation's rate of growth by 12 percent.

Economics. Real Estate Investment 
Services reported that the Denver 
metro multifamily market reached 
a low vacancy rate of 3.6 percent in 
2014, and the Apartment Association 
of Metro Denver reports that Broom-
field and Boulder are at 3.3 percent 
vacancy. Look at both measurements 
compared with other investment 
classes, such as office or industrial 
property vacancies, which are cur-
rently two to three times higher, 
ranging from 6 percent to 9 percent. 
Even as the vacancy rate remains low, 
rents have continued to rise. Accord-
ing to the Apartment Association of 
Metro Denver, the average rent rose 
7.4 percent during 2014. The rental 
price for third-quarter 2014 in Boulder 
and Broomfield was approximately 
$1.50 per square foot, with many new 
projects marketing rents exceeding 
$2 per sf. Nationally, we see a similar 
trend. Axiometrics reports that the 
national annual effective rent growth 

in November 2014 reached 4.7 per-
cent, the strongest result of the year, 
as well as since the crippling reces-
sion of 2008.

So what does this mean for your 
Boulder County multiunit property 
in 2015? There continues to be strong 
interest from investors seeking mul-
tiunit income properties. This is due 
in part to an environment provid-
ing a low risk (with unprecedented 
low vacancy and increasing rents) 
and also due to speculation that the 
demographic change in attitudes 
away from home ownership will con-

tinue to increase demand for rentals.
Currently, there is a gap between 

supply and demand with demand for 
housing outpacing supply. With the 
number of new units coming on line 
in the next few years, as well as the 
rents for some of these new projects 
passing $2 per sf, one has to wonder 
if demand for rentals will taper as 
the cost to own a home becomes as 
affordable or, in some instances, more 
affordable than renting. Consider 
this: A one bedroom 600-sf apart-
ment in Boulder can cost as much 
as $1,200 per month, whereas that 
same monthly payment is enough for 

someone to be able to afford to pur-
chase a $250,000 to $275,000 home or 
condo.

This year, I believe we will see an 
increase in multifamily sale transac-
tions as the conditions are prime to 
consider selling and the demand from 
investors continues. Vacancies likely 
will increase as new projects provid-
ing amenities like clubhouses, work-
out facilities and pools compete with 
older properties absent of such ame-
nities. Rents will level off, as renters 
will have more options to consider. 
All in all, 2015 will be another exciting 
year for the multifamily market.s

Multifamily trends and outlook for Boulder County
Boulder Update

Todd Walsh, 
CCIM

Commercial broker 
associate, The 

Colorado Group, 
Boulder A look at multifamily properties sold compared to the gross rent multiplier

http://www.signatureflip.com/sf01/article.aspx/?i=1052
http://www.crej.com/


January 2015 — Multifamily Properties Quarterly — Page 7

R
ecord breaking. That’s how 
2014 will be remembered in 
the Northern Colorado mul-
tifamily industry. All three 
cities, Fort Collins, Greeley 

and Loveland, posted record rents, 
vacancies and sales numbers. As 
a tertiary market, the numbers for 
Northern Colorado don’t have the 
overall impact or attention that 
Denver or other major metropoli-
tan markets attract. However, on a 
scaled-down view, comparisons of 
data show Northern Colorado as 
one of the strongest markets, oper-
ationally, in the state, if not nation.

Steady and strong. That was the 
message delivered at the Northern 
Colorado Business Report’s 2014 
Economic Forecast at the beginning 
of last year. Through the first three 
quarters of 2014, you might say this 
was an understatement. Leading 
the way, Weld County’s foothold 
in the energy realm exploded and 
attracted job seekers to major oil 
and gas companies, while oppor-
tunistic entrepreneurs started 
up companies looking to support 
the major energy activities in the 
region. Not far behind energy, Weld 
County’s agriculture industry had 
facets that enjoyed a prosperous 
2014.

With a foundation in a more 
diversified economic base, Larimer 
County enjoyed growth in 2014 
through innovation fostered by 
incubators like Innosphere (former-
ly Rocky Mountain Innosphere). The 
county also saw growth in health 
care, professional services and 
manufacturing.

All areas in 
Northern Colo-
rado experienced 
a spike in the con-
struction industry, 
with multifamily 
being a large con-
tributor. Apart-
ment construction 
in the region over 
the past few years 
is unlike anything 
seen since the 
1990s and early 
2000s. Construc-

tion did not miss any of the local 
municipalities: Fort Collins, Greeley 
and Loveland. Developers made 
the leap to develop in areas con-
sidered more speculative, trying to 
capitalize on lower land values and 
aggressive growth in the region.

The unemployment rate in 
Weld County was at 3.9 percent in 
November while Larimer County 
came in at 3.2 percent. Compare 
this with the state’s unemployment 
rate, which decreased two-tenths of 
a percent to 4.1 percent.

With oil prices plummeting in 
fourth-quarter 2014, many are cau-
tiously watching and waiting to see 
if prices stay low and what effect 
that may have on the overall econ-
omy, not only in Weld County, but 
also across the state of Colorado.

Apartment rents appreciated 
more than most anticipated in 2014, 
with upward pressure as a result 
of increasing home prices and lack 
of affordable choices, driven, seem-
ingly, from the scarcity of condo-
miniums and townhomes due to 

concerns around the construction 
defect law, combined with increased 
land and construction costs. 

In 2014, Larimer County saw aver-
age rents increase nearly 10 percent 
compared with 2013, while Weld 
County saw increases around 12 
percent. Average rents in Fort Col-
lins hovered around $1,150 per 
month in the fourth quarter and 
Weld County rents hovered around 
$830 per month.

Vacancy rates in Larimer and 
Weld counties have remained below 
5 percent since 2011. Some areas of 
the region spent most of this time 
below 3 percent. Fort Collins aver-
aged an annual vacancy rate of 3.5 
percent for stabilized properties 
in 2014, with most of the vacancy 
due to a few larger remodel efforts. 
Loveland is experiencing the low-
est vacancies in the region at 2.5 
percent, while Greeley has hovered 
around an average of 3 percent for 
the past year. 

Vacancies and rents like these 
are sure to attract developers who 
wait for all of the market indica-
tors to align. In the last couple of 
years, the indicators were all posi-
tive – climbing rents, extremely low 

vacancies and difficult barriers to 
competitive entry. This attracted not 
only regional developers, but also 
national players in the market-rate 
and student-housing development 
worlds. Major projects from devel-
opers like Spanos Corp., McWhin-
ney, Crowne Partners, Scott Ehrlich 
and Milestone have added units, 
or are planning to add units, to all 
markets in Northern Colorado.

The sales volume for 2014 will 
be the high-water mark for North-
ern Colorado going forward. At the 
time this article was written, sales 
volume for 2014 was set to crest 
over $260 million. The previous 
high, set in 2008 when AIMCO sold 
five Northern Colorado properties 
as part of a portfolio sale, was less 
than half of 2014’s total. The per-
unit average also increased a stag-
gering 167 percent from $54,670 in 
2008 to $145,882 in 2014. All of this 
happened on a smaller number of 
units transferring ownership – 1,777 
units in 2014 compared with 2,003 
units in 2008. Midway through 2014, 
the sales volume was sitting at 
$47.7 million, mainly due to a lack 

A historic year for Northern Colorado apts.
Northern Colorado Update

Brian Mannlein
Vice president, 

DTZ, Fort Collins

Please see ‘Northern,’ Page 12
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I
n the past four years, Colorado 
has gained national attention 
as one of the most attractive 
apartment markets in the 
country. Denver established 

itself as a premier market with 
favorable apartment fundamentals, 
consistent employment with a sta-
ble economy and a vibrant down-
town with social attractions. We’ve 
projected that Colorado Springs 
would soon follow suit and estab-
lish itself as suitable alternative for 
both investors and renters. These 
projections are now a reality, as 
we’ve seen Colorado Springs begin 
to realize its potential. Looking back 
at 2014, Colorado Springs benefited 
from record-setting apartment 
fundamentals, vastly improved 
employment and economic condi-
tion, and received national recog-
nition with city attractions. These 
recent developments led to a truly 
remarkable year, with 2014 pro-
ducing the most apartment sales, 
by total sales volume, in Colorado 
Springs’ 128-year history. 

Stable Apartment Fundamentals
At the end of third-quarter 2014, 

market vacancy reached a level not 
seen in Colorado Springs in 13 years 
at 4.79 percent. Market rents also 
grew at the fastest rate in the past 
eight years at 5.9 percent year over 
year. Much like Denver, Colorado 
Springs’ vacancy tightened and 
renters have few options as units 
turn over. Owners quickly capital-
ized on the competitive vacancy 
and pushed rents aggressively. 
New investors are seeing this rent 
growth and have bought in at a 

price point that is 
well below what is 
available in Denver. 
Equally important, 
Colorado Springs 
still remains an 
affordable option 
for renters in 
comparison with 
Denver. Histori-
cally, we’ve seen 
about a 10 cent 
to 15 cent gap in 
average market 
rents per square 
foot between 
metro Denver and 
Colorado Springs. 
In third-quarter 
2014, the spread 
has more than 
doubled to 35 cents 
per sf. As cost of 
living continues to 
increase in Den-
ver, many renters 
will consider mov-
ing to Colorado’s 
second-largest 
metropolitan city. 
All of these factors 
contributed to the 
ideal market con-
ditions that we’ve 

known Colorado Springs is capable 
of producing. 

Improved Employment 
and Stable Economy

Colorado has remained one of 
the nation’s leaders in decreas-
ing unemployment rates. Colorado 
Springs followed the state’s lead 
with current unemployment rates 

hitting a five-year low in Febru-
ary 2014 at 7.5 percent. Despite 
these favorable developments, some 
still fear that Colorado Springs will 
remain unstable with future military 
cuts, and base realignment and clo-
sure. Fort Carson remains a national 
focus because the single base has 
doubled in size over the past 10 
years. In previous base realignments, 
Fort Carson benefited with a net gain 
and received additional troops from 
other bases around the country.

The strongest example of the 
country’s continued confidence 
in Fort Carson is the $242 million 
approval for military construction for 
new facilities that was announced 
in January 2014. These facilities 
will be instrumental in supporting 

the now fully operational Fourth 
Infantry Division, Combat Aviation 
Brigade. This budget represents 
more construction funding than any 
other base in the nation. In addi-
tion, according to the military’s most 
recent BRAC report, Fort Carson was 
ranked sixth out of 88 bases in the 
country in terms of strategic impor-
tance. Clearly, the Army views Fort 
Carson as a staple instillation. As a 
result, Colorado Springs’ economy 
should remain stable even as the 
military reduces its international 
footprint. 

Significant City Attractions
In 2014, Colorado Springs received 

2014: Colorado Springs’ record-setting year
Colorado Springs Update

Kevin McKenna
Vice president, 

ARA Real Estate 
Investments 

Services, Colorado 
Springs

Saul Levy
Associate, ARA 

Real Estate 
Investment 

Services, Colorado 
Springs

The Villages at Woodman is listed with ARA.
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T
he Colorado Real Estate Jour-
nal sat down with real estate 
capital veteran Steve Bye 
of NorthMarq Capital and 
asked him to comment on 

the trends in the multifamily lend-
ing arena and his 
thoughts about 
2015.

CREJ: How would 
you assess the cur-
rent environment 
for apartment 
financing?

Bye: To quickly 
summarize, bor-
rowers are in the 
best of all worlds. 
There are no prac-
tical limits on the 
availability of capi-

tal from multiple lending sources. 
U.S. Treasury or London Interbank 
Offered Rate index rates are near 
all-time low points and, on top of 
that, risk spreads have continued to 
compress.

CREJ: Discuss the type of lenders 
who are most active.

Bye: Most of the apartment loans 
that we are arranging are through 
the apartment agencies Freddie 
Mac and the Fannie Mae Delegated 
Underwriting and Servicing platform 
through our affiliate, Amerisphere. 
However, we have also closed a num-
ber of permanent loans with life 
insurance companies. Our Denver 
office originated a few commercial 
mortgage-backed security apartment 
loans in 2014, although these were 
the exceptions. We were less active 
in 2014 with Federal Housing Admin-
istration originations compared to 
2013 and 2012.

CREJ: Why are the agency lenders so 
attractive to borrowers?

Bye: Many of the agency loans are 
focused on financing property acqui-
sitions. Although the agencies have 
strict underwriting guidelines, they 
are receptive to the lower cap rates 
and are comfortable lending up to 
80 percent of the purchase price. 
In addition, they are more likely to 
offer interest-only payments. They 
can also provide 30-year amortiza-
tion schedules for older properties. 
Another significant attraction is the 
ability of the agencies to provide 
supplemental loans, executed in a 
very streamlined manner. Agency 
loans are typically subject to defea-
sance prepayment requirements, 
which makes it a cumbersome pro-
cess, although it could result in a 
discounted payoff in the event of a 
high interest rate environment in the 
future.

CREJ: You mentioned insurance 
company lenders. How does that sec-
tor approach apartment lending?

Bye: First of all, there are at least 
three dozen insurance company 
lenders, so there is a wide array of 
underwriting and risked-based vari-
ables that will distinguish one lender 
from the next. From my perspective, 
life companies are nimble and can 
provide a menu of special features 
that a borrower may covet, as well as 
the ability to close a loan in as little 
as 30 days.

However, regardless of the pur-
chase price or an appraisal, many life 
companies use internal underwrit-

ing standards based on minimum 
cap rates or debt yield thresholds, 
resulting in lower leverage levels. 
For example, these disciplines may 
result in a loan amount that is 65 
percent of an actual purchase price, 
even though it may be 75 percent of 
their internal value. Life companies 
are less likely to offer interest-only 
payments or 30-year amortization, 
unless the property is newer con-
struction.

CREJ: Then why would a borrower 
pursue a life company lender?

Bye: They may be able to offer 
spreads of 25 to 35 basis points lower 
than the agencies, especially when 
the loan term is shorter than 10 
years. Alternatively, they can provide 
fixed-rate terms of up to 25 to 30 
years, while the agencies are limited 
to a maximum of a 10-year duration. 
Life companies can offer flexible 
prepayment options, such as fixed 
penalties or even par prepayment 
over the last few years of the term. 

Life companies normally hold their 
loans to maturity, and therefore, are 
more accessible in order to deal with 
issues over the life of the loan. How-
ever, companies offering internal 
supplemental loan increases are very 
rare, although secondary financing is 
often permitted. Funded reserves for 
replacements are seldom required, as 
opposed to the agencies and CMBS 
standards.

CREJ: You also mentioned commercial 
mortgage-backed securities and FHA. 
What are those options?

Bye: CMBS loans would best align 
with older properties or those located 
in a tertiary location, where higher 
leverage and a nonrecourse repay-
ment are important to a borrower. 
For example, we recently arranged a 
loan on a new apartment project in 
Casper, Wyoming, where the agencies 
and life companies were too restric-
tive on their underwriting parameters. 
We closed CMBS loans on properties 
located in cities in Ohio and Michigan, 

where the local economies are less 
vibrant, as well as in smaller commu-
nities like the oil field areas, where the 
economy is less diversified. There are 
exceptions to this general rule, as evi-
denced with several agency loans that 
our office closed in Midland-Odessa, 
Texas, and in Breckenridge, Colorado.

FHA was a more active refinance 
option in 2009-2012, when capital 
was less abundant. The lengthy time-
frame required to process a Housing 
and Urban Development loan creates 
challenges for most owners, and cer-
tainly for those operating under an 
acquisition deadline. Nonetheless, 
the 223(f) program offers a compel-
ling loan-to-value ratio of up to 83 
percent and amortization period and 
fixed-rate term of 35 years. The pre-
payment structure is somewhat flex-
ible, because the step-down penalty 
phases out after nine years. Although 
I have not addressed construction 
lending, FHA’s 221(d)(4) construction/
permanent 40-year program remains 
an attractive vehicle, notwithstand-
ing the long process.

Apartment financing question and answer 
Financial Market

Steve Bye
Executive vice 

president, senior 
managing director, 

NorthMarq 
Capital, Centennial
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CREJ: Can you talk about interest 
rates for these various loan options?

Bye: Let’s start with the agencies and 
use an example of maximum lever-
age of 75 to 80 percent with a mini-
mum 1.25 debt coverage for a 10-year 
term. The spread will be about 175 
basis points on top of a current U.S. 
Treasury yield of 2 percent, result-
ing in an all-end rate of 3.75 percent. 
Applying a 30-year amortization 
schedule reflects an annual debt con-
stant of 0.0556. A 65 percent loan to 
value would price out at a 3.6 percent 
rate.

A life company lender is likely to 
be more competitive under a 65 to 70 
percent leverage situation. The spread 
would be 125 basis points with a rate 
of 3.25 percent. For a five-year term at 
65 percent LTV, the life company rate 
would be about 3 percent compared to 
agency pricing of approximately 3.25 
percent. As I mentioned earlier, these 
examples illustrate a 25 to 30 basis 
point differential between agency and 
life companies.

CMBS lenders price over the swap 
rate, currently around 2.1 percent for a 
10-year term, the most efficient dura-
tion. Spreads for the highest leverage 
loans are in a range of 190 to 200 basis 
points, establishing the all-end rate 
spectrum of 4 percent with an annual 
debt service constant of 0.0575 with a 
30-year amortization schedule.

The FHA 233(f) program would 
reflect a rate of about 3.75 percent, 
including the mortgage insurance 
premium. With the longer 35-year 
amortization, the annual constant is 
5.14 percent.

CREJ: Other than fixed rates, what 
else is available?

Bye: A few life companies offer Lon-

don Inter-Bank Offered Rates-based 
lending programs and most banks 
also use the 30-day or 90-day LIBOR 
index. Freddie Mac offers a unique 
convertible float-to-fix program. 
Again, spreads are based on a risk-
adjusted formula, so all-end pricing 
could be anywhere between 2 to 3.5 
percent, as LIBOR rates hover near a 
quarter of a percent. There are myriad 
unregulated, nonrecourse bridge lend-
ers, such as real estate investment 
trusts and private funds, offering 
LIBOR-based floating rates between 
4.5 and 5.5 percent for value-add 
opportunities.

CREJ: If you were a borrower, how 
would you approach the financing 
puzzle?

Bye: It obviously depends on whether 
you are a long-term holder or an 
opportunistic shorter-term owner, 
which I’ll define as a trader. A long-
term owner might consider a term 
longer than 10 years, given the unique 
point in time we are in relative to 
the capital markets. A trader will cer-
tainly want an attractive rate, but will 
require flexible prepayment options 
in a stable or falling interest-rate envi-
ronment. Given a threat of a much 
higher interest-rate environment, a 
trader might consider a long-term 
fixed-rate loan that a buyer could 
assume. In any case, an astute owner 
should explore all lending options, 
especially the agencies, as well as a 
long list of insurance companies, or 
CMBS if applicable. There are many 
variables to consider and the market 
should be cleared to evaluate the 
optimum loan to best match the bor-
rower’s priorities. This list may also 
include banks.

CREJ: You only briefly mentioned 

banks earlier. What trade-offs can 
they offer?

Bye: A few banks can offer a fixed-rate 
term as long as 10 years, and some 
can offer ultimate prepayment flex-
ibility without a swap contract. Banks 
can also offer a lower cost of execu-
tion and require less property docu-
mentation, compared to the other 
lenders.

CREJ: That seems like an excellent 
option. Why would someone look 
elsewhere?

Bye: First, banks typically require 
personal loan guarantees, unless 
the loan is 65 percent loan to value 
or less. Some borrowers don’t mind 
guarantees, although the agencies, 
life companies, CMBS and FHA do not 
require repayment guarantees. Sec-
ond, banks normally underwrite the 
sponsor’s financial picture more than 
the real estate. They have ongoing 
debt service, loan to value and spon-
sor financial covenants, a violation of 
which may trigger a repayment or a 
re-margining of the loan. Borrowers 
from the other conventional apart-
ment lenders do not have this risk 
after the loan has closed. Third, inter-
est-rate levels for banks are normally 
higher than the other lending groups, 
especially for terms longer than five 
years. Lastly, the banking industry is 
more regulated than any other type of 
lender sector and new governmental 
legislation could result in the imple-
mentation of new standards at any 
time.

CREJ: My last question pertains to 
interest rates. What do you see hap-
pening in 2015?

Bye: As Yogi Berra once said, predic-

tions are hard to make, especially 
when you’re talking about the future. 
Nonetheless, I’ll take a shot, but 
please understand that this is my 
opinion only and does represent an 
official position from NorthMarq.

It’s hard to imagine the Federal 
Reserve raising short-term rates 
when the economy is still recovering, 
because they don’t want to make the 
same mistake that occurred in 1935, 
when rate hikes sent the economy 
into a deeper depression after a short-
term recovery. The elimination of 
quantitative easing has not resulted 
in a jump in rates, despite what was 
predicted in early 2014. The longer-
dated bonds are being absorbed by a 
flight to safety in the U.S., where posi-
tive interest rates are still available. 
With a tilt toward a deflation in some 
economic sectors, or at least a disin-
flationary trend, this suggests that the 
U.S. Treasury rates should remain in 
the same range that has existed over 
the past six months and possibly fall 
even further in late 2015. Volatility will 
be continuing, however, as just recent-
ly, we saw an increase of 25 basis 
points in the 10-year Treasury yield. 

The counter balance to lower Trea-
sury yields is the behavior of credit 
risk spreads, which are currently 
reflecting a stable environment. I 
certainly do not want to convey any 
“doomsday” scenario, although “black 
swan” events are always in play. For 
example, the probability of sovereign 
debt defaults and currency devalua-
tions seem higher now and a domino 
effect on capital markets, magni-
fied by the derivative industry, could 
cause spreads to gap out quickly, 
as was the case in 1998. There are 
many other concerns, but let’s keep 
our fingers crossed that they do not 
materialize.s

Financial Market
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A
prominent question fac-
ing the apartment industry 
is, “Can we absorb all of 
the new apartments being 
built?” Followed by, “If not, 

then what will happen?” Looking 
back, we can see 
that absorption 
varies tremen-
dously from year 
to year, so any 
forecast is likely 
to be slightly to 
highly inaccurate. 
The accompany-
ing chart shows 
just how variable 
apartment absorp-
tion has been in 
the Denver metro 
area over the past 
30 years, from neg-
ative 2,700 units 
in 2001 to positive 

8,500 units only two years later, an 
11,200-unit swing.

There is often a correlation 
between increasing absorption and 
increasing new supply. This makes 
sense from a couple of perspectives. 
First, apartments typically are con-
structed when the local economy 
is doing well, jobs are being created 
and population growth is accelerat-
ing from in-migration. So, absorp-
tion should be higher when apart-
ments are being built, if they are 
built at the right time. Absorption 
is also higher when a large sup-
ply of new apartments is added, 
because new apartment buildings, 
unlike office buildings, for instance, 
do not sit empty in the absence of 
adequate new demand. Rents get 
reduced, initially in the form of 
increasing concessions, until the 
desired absorption rate and final 
occupancy level are achieved. If 
there is inadequate demand, resi-
dents look for new properties and 
are pulled away from older proper-
ties, resulting in overall vacancy 
increases across the market.

Older properties then react by 
offering concessions or reduc-
ing rents to achieve their desired 
occupancy. The resulting lower rent 
levels make apartments afford-
able to more people, expanding 
demand. This expansion occurs 
because roommates can now afford 
their own apartment, and more 
adult children living at home can 
afford to rent an apartment. In this 
respect, supply can create its own 
demand. But if new supply is exces-
sive, vacancy also will increase and 
rent growth will decline, eventually 
turning negative if vacancy gets 
high enough.

Note in the chart that there was 
very strong absorption during 2003 
and 2004, a period of high vacancy, 
but very low levels of new con-
struction. Similarly, 2010 achieved 
strong absorption with no obvious 
reason (the economy was weak at 
the time), other than possibly the 

fear from the financial meltdown in 
2008 had subsided, the only other 
year with negative absorption. Rent-
ers seemed to emerge from their 
parents’ basements and ventured 
out to rent a place of their own, 
often with their parents’ financial 
support.

Looking back, absorption has 
averaged slightly more than 4,000 
units per year over the last 30-plus 
years, and just over 5,000 units per 
year going back 50 years. But it has 
almost always been either higher 
or lower in any given year – rarely 
at the average level. Current con-
ditions support higher rates of 
absorption, supported by above-
average job growth, strong popula-
tion growth – particularly in the 
typical renter age group – a limited 
supply of new affordable housing 
(think condos and townhouses) for 
sale and limited financial means for 
large segments of the population 
(flat incomes, high student debt, 
lack of a down payment, a need to 
be mobile for the job market). Given 
these positive factors, my original 
absorption forecast for 2014 was 
6,000 units, 50 percent above the 
30-year average. This turned out to 

be low, as slightly more than 7,000 
units were absorbed in conventional 
rental communities with 50-plus 
units (from an inventory of 177,000 
rentals), and just over 8,000 units 
were absorbed, including both con-
ventional and affordable properties 

(taken from the Apartment Insights 
survey of over 200,000 units each 
quarter).

While 2014 was an extraordinarily 
strong year for absorption, it seems 
likely that a similar number could 
be achieved again in 2015, as little 
on the demand side has changed. It 
appears that even more apartments 
are likely to be built this year than 
last. Rents now are at even higher 
levels, and the volume of new for-
sale housing is steadily increasing, 
which could arguably slow absorp-
tion in the coming year. Either way, 
2015 absorption is likely to be below 
the 9,200 new apartments added to 
the rental pool during 2014, and the 
11,000 units expected to be com-
pleted during 2015. This assumes 
there is enough available labor to 
complete them. This gap between 
supply and demand should push 
vacancy rates higher, particularly 
in submarkets with heavy con-
centrations of new construction. 
The expected result is slowing rent 
growth. Since metrowide rents grew 
by an astounding 12 percent last 
year, there is plenty of room for 
rent growth to decline and yet still 
be positive.s

The outlook for absorption rates and what it means 
Apartment Insider

Cary Bruteig, 
MAI

Principal, 
Apartment 

Appraisers & 
Consultants, 

Denver

Source Apartment Appraisers & Consultants, Inc.Apartment absorption rate over the last two decades

of opportunities in the marketplace. 
The majority of the $200 million 
trading hands in the second half of 
the year came through two portfolio 
sales. One comprised McWhinney’s 
sale of three properties (two in 
Loveland and one in Westminster) 

and the other was made up of three 
student-housing properties sold in 
Fort Collins by Walnut & Main.

Overall, 2014 was a fantastic 
year for the multifamily market in 
Northern Colorado. Owners and 
managers were able to fill their 
properties with eager tenants. 
Rents continued their climb while 

vacancies continued to be minimal. 
Sellers were able to maximize the 
values in their properties through 
extremely low cap rates and never 
before seen demand.

With rental rate increases far 
exceeding inflation, 2015’s activity 
will be watched cautiously with the 
anticipation of pricing and vacancy 

leveling off. With inflation meekly 
increasing somewhere between 1.6 
percent and 2 percent, combined 
with very high housing prices, I 
expect to see continued excellent 
performance on the operational 
side of the multifamily market 
along with stabilized rents and 
moderate vacancy.s

Northern
Continued from Page 7

If new supply 
is excessive, 

vacancy also will 
increase and rent 

growth will decline, 
eventually turning 

negative if vacancy 
gets high enough.
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P
oliticians have been continu-
ally citing the need for com-
prehensive tax reform. While 
there has been little progress 
for comprehensive tax reform, 

there were significant rules issued 
relating to property that taxpayers 
should be aware of for 2014.

In late December, Congress passed 
the Tax Increase Prevention Act, 
which retroactively extended many 
tax incentives that are very beneficial 
for business owners.  

Section 179 and Bonus Depreciation
Among the many extenders are 

provisions for bonus depreciation 
and Internal Revenue Code Section 
179 expensing, both of which allow 
taxpayers to accelerate deductions 
for qualified property made before 
Jan. 1, 2015. Bonus depreciation 
allows taxpayers to deduct 50 percent 
of the cost of qualified property in 
2014, provided the property is placed 
in service during the 2014 tax year. 
The remaining 50 percent that is not 
deducted using bonus depreciation is 
depreciated in accordance with nor-
mal depreciable lives and recovery 
rates.

The term “qualified property” 
includes:

• Tangible property that has a 
recovery period not exceeding 20 
years;

• Certain computer software;
• Water utility property; and
• Qualified leasehold improvement 

property.  
In addition, the property must be 

original use. Congress defined the 
term “original use” as the first use to 
which the property is put, whether 

or not such use cor-
responds to the use 
of such property by 
the taxpayer.

IRC Section 179 
allows taxpayers to 
expense $500,000 
worth of qualified 
fixed-asset pur-
chases made during 
2014. In contrast to 
the bonus depre-
ciation rules, the 
availability of this 
enhanced deduc-

tion is not limited to new property; 
however, a taxpayer’s ability to use 
the full $500,000 election begins to 
phase out as total qualified invest-
ments meet and exceed $2 million.  

Taxpayers may use the IRC Sec-
tion 179 deduction only to the extent 
they have positive taxable income. 
No such limitation exists for bonus 
depreciation, which can be used to 
create a tax loss.  In addition to the 
taxable income limitation, IRC Sec-
tion 179 can be used only to the 
extent there is income from the 
active conduct of a trade or busi-
ness. Consequently, rental real estate, 
which the code defines as a passive 
activity, is unlikely to be eligible for 
IRC Section 179. Fortunately, this 
limitation does not apply to bonus 
depreciation.

Unless there is additional Congres-
sional action in 2015, both bonus 
depreciation and the $500,000 IRC 
Section 179 expense threshold dis-
cussed above expired Jan. 1, 2015. 
Taxpayers contemplating a cost-
segregation study should consider 
this when making a decision, as the 
availability of bonus depreciation 

may dramatically 
impact the present 
value calculation 
that is inherent in 
any cost-segrega-
tion analysis.  

Repairs and 
Maintenance Rules

In addition to the 
accelerated depre-
ciation opportuni-
ties, taxpayers need 
to be cognizant of 

the new rules related to repairs and 
maintenance. As a result of recently 
implemented Treasury regulations, 
taxpayers likely will need to file one 
or more changes in accounting meth-
od forms when filing their 2014 tax 
returns. Failure to do so could result 
in missed opportunities or unwanted 
consequences.  

The new regulations are extremely 
voluminous. The following are 
some examples of when a change 
in accounting form may need to be 
filed: 

• Change to deducting repair costs 
or capitalizing improvement costs, 
including a change to adopt the new 
unit of property and building system 
definitions;

• Change to deducting non-inciden-
tal materials and supplies when used 
or consumed;

• Change to deducting incidental 
materials and supplies when paid or 
incurred;

• Dispositions of a building or 
structural component;

• Dispositions of tangible assets 
(non buildings); and

• Removal costs.

The following examples illustrate 
a couple of opportunities that tax-
payers may miss if the appropriate 
change in accounting method forms 
are not filed:

Example 1: If a taxpayer disposes 
of a depreciable asset, including a 
partial disposition, and has taken 
into account the adjusted basis of the 
asset or component of the asset in 
realizing gain or loss, then the costs 
of removing the asset or component 
will not be required to be capitalized.  

Example 2: B owns and leases out 
space in a building consisting of 20 
retail spaces. The space was designed 
to be reconfigured; that is, adjoining 
spaces could be combined into one 
space. One of the tenants expands 
its occupancy by leasing two adjoin-
ing retail spaces. To facilitate the 
new lease, B pays an amount to 
remove the walls between the three 
retail spaces. Assume that the walls 
between the spaces are part of the 
building and its structural compo-
nents. The amount paid to convert 
three retail spaces into one larger 
space for an existing tenant does not 
adapt B's building structure to a new 
or different use because the combi-
nation of retail spaces is consistent 
with B's intended, ordinary use of 
the building structure. Therefore, 
the amount paid by B to remove the 
walls does not improve the building 
and is not required to be capitalized.

These examples are just the tip of 
the iceberg in terms of the new repair 
regulations. The potential impact to 
taxpayers is far-reaching. 2015 is a 
critical year for taxpayers to discuss 
the opportunities and/or undesired 
impact related to changing tax code 
and regulations.s

Key tax regulations and impacts for 2015
Regulatory

Justin Dodge
Partner, EKS&H, 

Boulder

Jeremy Wilson
Senior manager, 
EKS&H, Boulder

We’re honored to have assisted with this addition to
your Denver portfolio!

MADISON COMMERCIAL

A Division of Madison & Company Properties

Congratulations

23-33 Pearl Street
$5,450,000
Closed 1/7/2015

Over  $52,000,000 Total Sales Volume in 2014!
Let us put our expertise to work for you this year.

Kyle Malnati & Greg Johnson 
successfully marketed and 
sold this 34-unit building in West 
Washington Park.

We Are The Central Denver Apartment Experts.

KYLE MALNATI
c: 303.358.4250

GREG JOHNSON
c: 303.810.1328

MADISON COMMERCIAL

A Division of Madison & Company Properties
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C
olorado Real Estate Com-
mission compliance is a hot 
topic again, partly because of 
the flood of new owners and 
property management com-

panies coming to Colorado and partly 
driven by the commission’s increased 
enforcement efforts. Due to budget 
cuts and political considerations, the 
commission had stopped random 
audits for a number of years. Since 
property management is one of the 
leading sources of complaints received, 
it recently reinstated random audits 
as part of its proactive and stepped up 
enforcement efforts. Commission com-
pliance is a complex area; the purpose 
of this article is to address only the 
higher-level general issues. The article 
should not be relied on in determining 
if your company needs a license or is 
in compliance with current law.

How do you know if you need a Colora-
do real estate broker’s license? If you’re 
a third-party fee manager, you need 
a license. The question is not compli-
cated for fee managers. Fee managers 
must be licensed.

If you own the property you man-
age, you do not need a broker’s license, 
under an owners’ exemption. The key 
to the owners’ exemption is whether 
the management and ownership have 
common control. Whether an owner-
ship and management relationship 
meets the owners’ exemption can be 
extremely complicated. Apartment 
communities are owned by legal enti-
ties. In some cases, the ownership 
entity of an apartment community is 
owned and controlled by a complex 
web of other legal entities. Given the 
complexity of ownership entities, 
management company structures and 
the relationships between the two, 

determining wheth-
er a specific owner 
and management 
relationship meets 
the owners’ exemp-
tion is problematic. 
Unlicensed individu-
als are not subject 
to commission 
enforcement actions 
(audits). Accordingly, 
the commission has 
not ruled on the 
issue of whether 
owners and man-
agement companies 
in these complex 

relationships are in fact exempt. How-
ever, either through public complaint 
or litigation, the issue eventually will be 
brought before the commission.  

Does the management company’s 
broker need to be an employing broker? 
Yes. Assuming a property manage-
ment company needs to be licensed, 
the company must employ a Colorado 
licensed real estate broker. Colorado 
has two types of real estate broker’s 
licenses: an employing broker’s license 
and an employed broker’s license. 
Only an employing broker can be the 
licensed broker for a property manage-
ment company. The key differences 
between an employing broker and an 
employed broker are education and 
experience. An employing broker must 
take additional education classes, pass 
additional testing and be licensed for at 
least two years under the supervision 
of another employing broker.

A management company’s failure to 
understand company licensing require-
ments, and the distinction between 
employing and employed brokers can 
cause significant problems. Specifi-

cally, many management companies 
only have one broker who is both an 
employing broker and the broker for 
the company. If the company’s employ-
ing broker leaves, it likely will be dif-
ficult to find a replacement in a timely 
manner.

Having someone quickly get licensed 
and become the new company-desig-
nated broker isn’t plausible, because of 
the two-year supervision requirement. 
Additionally, while there are many 
employing brokers, there are few who 
are willing to forgo income from sales 
activities to become an employing bro-
ker for a property management com-
pany. They can only be employed by 
one company. To avoid this problem, a 
management company should always 
have at least two brokers.

Our company is not in compliance with 
the commission’s rules: Where do we 
start? If you are a third-party fee man-
ager, the first thing you need to do is 
hire an employing broker as the com-
pany’s broker. Here are some issues 
that will result in problems with the 
commission if you’re not in compli-
ance:

• Failure to make proper broker-
age relationship disclosures to both 
owners and tenants. Brokerage rela-
tionship disclosures to owners are 
made through use of the Real Estate 
Commission BDA-55 Form. Brokerage 
relationship disclosures to tenants are 
made through use of the Real Estate 
Commission Form BDT-20.

• Failure to have brokerage office poli-
cies for your company.

• Failure to comply with Real Estate 
Commission banking requirements.

• Failure to follow commission rules 
regarding security deposits.

Does our company need more than 

one licensed broker? Management 
companies, no matter how big or how 
small, need more than one broker. As 
previously discussed, if a management 
company only has a single employing 
broker and that broker leaves the com-
pany, it will be difficult replacing that 
broker.

A property management company 
also should have multiple brokers to 
meet the key legal requirement of 
supervision. Both Colorado statutes 
and Real Estate Commission require-
ments impose significant supervisory 
burdens on employing and employed 
brokers. If managing several thousand 
units, your company is going to have a 
difficult time convincing the commis-
sion that a single person is properly 
supervising dozens or hundreds of 
employees. Finally, every deal with an 
owner requires a management com-
pany to designate the brokers involved 
with the deal (BDA-55). If the BDA-55 
designates a single individual and he or 
she leaves the company, you now have 
no designated broker.

Do we have to use commission-
approved forms? Yes, if the commission 
has a form for a specific purpose, you 
must use it.

Currently, the commission is propos-
ing Rule F-8 (Standard Forms). If this 
rule is adopted, it will have a significant 
impact on the multifamily industry. 
The proposed rule would require virtu-
ally every single form that a manage-
ment company uses (leases, addenda, 
contracts and other forms, including 
three-day demands for rent or posses-
sion) to be drafted by attorneys.

Compliance can be determined only 
by specific legal advice based on par-
ticular factual circumstances.s

Revisiting Real Estate Commission compliance
Regulatory

Mark N. 
Tschetter

Senior managing 
partner, Tschetter 
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Denver
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ONE CITY BLOCK

302-unit Multi-housing
Debt Placement

Denver, CO
Closed – November 2014

WATERPARK AT BRIARWOOD

207,332 SF Office Campus 
Investment Sale
Centennial, CO 

Closed – December 2014

PLAZA AT INVERNESS

COMING SOON
Two 60,000 SF Office 

Buildings
Englewood, CO

HIGHLAND PLACE I

138,771 SF Office Building 
Investment Sale
Centennial, CO 

Closed – December 2014

TRINITY PLACE

195,753 SF Office Building
Investment Sale

Denver, CO 
Closed – December 2014

TRAILS AT TIMBERLINE

314-unit Multi-housing
Debt Placement
Fort Collins, CO

Closed- December 2014
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O
f late, one of the main ques-
tions that seems to always 
come up in conversations 
regarding the state of Den-
ver’s apartment market is, 

“How long can the market continue 
to thrive before hitting the inevi-
table wall?” It’s an interesting ques-
tion that deserves to be addressed. 
When looked at through the prism 
of the current context, the rel-
evance of the observation becomes 
a discussion of what the city of 
Denver is evolving into, in contrast 
to what Denver has always seemed 
to be. Denver historically has been 
considered a relatively traditional 
town, and a place where things, 
for the most part, stayed the same. 
That old school, “cow town” mind-
set is now truly a thing of the past. 
Denver is evolving from the baby 
boomer capital of the U.S. into one 
of the youngest cities in the coun-
try, bringing with it a rejuvenated 
and reinvented outlook on what 
today’s residents consider impor-
tant when it comes to how and 
where they live as well as why.

Yes, there is a historic amount 
of new product being delivered, at 
rents that would have been con-
sidered unrealistic to those living 
in Denver 10 years ago. But look at 
how and where Denver has grown 
in those 10 years. For those of us 
who have called Denver home for 
the past decade, I ask: Would you 
have picked the Highland neighbor-
hood as an area you would have 

lived in 10 years 
ago? What about 
the Baker neigh-
borhood? Five 
Points? River North 
Industrial District? 
I argue the answer 
is probably no. 
Now, fast forward 
to today. The High-
lands, especially 
if you were newly 
graduated from 
college and single? 
RiNo, which now 
houses some of 

the top socials venues in the city? 
Umm, yes please. And you would 
pay an accepted premium to live in 
those areas today because the price 
is well worth the location.

Denver is now one of the younger 
cities in the country, and it con-
tinues to get younger, and these 
younger residents rent. According to 
the U.S. Census Bureau, the median 
resident age in Denver has fallen to 
33.7, a stark contrast to the median 
age of the U.S. at 37.6.

Let’s also not forget that Denver 
has become the beer capital of the 
U.S., and enjoys all four seasons, 
while still being able to boast 300 
days of sunshine per year. Den-
ver and the surrounding markets 
always have been some of the best 
places to live; it just so happens 
that now, the rest of the county 
knows this and people are flocking 
to the Mile High City. 

In an October 2014 article in the 
New York Times titled, “Where 
Young College Graduates are Choos-
ing to Live,” Denver was listed as 
third in the country, nearly doubling 
that of the national average. This 
continually increasing influx of col-
lege grads has had a twofold effect 
on Denver: One, it has made Denver 
a much younger city, and two, Den-
ver now can boast that it is one of 
the most highly educated cities in 
the country. During the depths of 
the Great Recession, Denver contin-
ued to see its population increase 
even as employers were downsiz-
ing. The most common response to 
why someone would move to Den-
ver without a job was, “If I’m going 
to be unemployed, I might as well 
be unemployed in a place where I 
want to live.” 

This widespread mentality did 
not fall on deaf ears. With a young, 
highly educated workforce comes 
employers and job growth. Employ-
ers took note of the trends in popu-
lation and identified the metro as 
a core area to establish a presence 
and consider expansion of exist-
ing operations, as well as looking to 
establish their presence. Denver’s 
current growth cycle is experienc-
ing both. This is attracting younger, 
educated residents, who then look 
to rent. Denver is a city that offers 
both a high quality of life and one 
of the top metropolitan areas in 
the country to find a job and start a 
career. This combination will keep 

perpetuating the success that Den-
ver’s apartment market has experi-
enced over the past three years.

The mentality of today’s resident 
is vastly different than 10 years 
ago. Aside from the high barriers 
to entry for homeownership in the 
metro area, which is simply not an 
option for many, how people view 
lifestyle is vastly different as well. 
The average person is now get-
ting married later in life, therefore 
staying single longer. The average 
couple is choosing to start a family 
later in life. Both of these factors 
denote a trend away from owner-
ship and toward renting. Accord-
ing to the Metro Denver Economic 
Development Corp., residents rang-
ing from 18 to 35 years old in 2014 
made up nearly 22 percent of the 
total population for the metro 
area, equating to roughly 800,000 
residents. In comparison, the total 
base of apartment units today is 
approaching 300,000. I argue that 
Denver will not be looking at a soft-
ening apartment market after new 
product hits lease-up. Instead, I see 
a market that continues to prosper 
for a number of years. Will we see 
year-over-year rent growth main-
tain 10 percent to12 percent, as it 
has for the last 36 months? Prob-
ably not, but I argue that vacancies 
will remain compressed even with 
the high volume of construction 
and new deliveries.s

Why apartments will continue to flourish in Denver
Market Driver

Andy Hellman
Associate, ARA 

Real Estate 
Investment 

Services, Denver
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“O
ne doesn’t discover new 
lands without consent-
ing to lose sight of the 
shore,” said Andre’ Gide, 
Nobel Prize winner in 

1947. As we roll into 2015 in the 
Denver multifamily market, both 
long-term investment veterans and 
rookies alike are amazed by our 
astounding apartment landscape. 
Many investors are using the new 
year as a trigger to take a deep 
breath to contemplate their internal 
risk/return models. Clearly it’s not a 
one-dimensional challenge to deter-
mine an appropriate investment 
strategy when recent growth and 
success have been so dramatic in 
the multifamily arena. Consider the 
following summary from 2014 per-
taining to our multifamily market:

• On pace to close over $2 billion 
in transactions;

• An average price per unit of 
$179,546 for third-quarter 2014;

• A trailing 12-month rent growth 
of over 10 percent;

• Almost 20,000 units currently 
under construction, with an addi-
tional 20,000 units planned;

• Double the number of apart-
ment permits from previous year to 
date;

• Extremely high absorption of 
more than 2,500 units for the last 
two quarters;

• Return of high loan-to-value and 
interest-only purchase money debt;

• Consistent ranking from experts 
of Denver metro being in the top 
five best markets to invest; and

• Solid job creation, quality of life 
and quality of weather patterns 
(especially compared with the East 
and West coastlines).

So this begs the question, are 
there a few trends that are notable 
as we turn the corner of a new 
year? Let’s explore two interesting 
topics.

Have there been any shifts in where 
buyers, developers and equity sources 
desire to buy? In the first few years 
after the Global Financial Crisis 
of 2008, investors, developers and 
equity alike flocked toward the core 
markets of Denver, namely down-
town and Cherry Creek. In unstable 

markets, the smart 
money tends to 
seek the best loca-
tions and most sta-
ble rent environ-
ments. Frequently 
repeated buzz 
words included 
“urban core,” “mass 
transit hubs,” 
“upscale shopping” 
and “pedestrian-
friendly urban 
experience.” The 
upscale renter pool 
was displaced and 
discouraged with 

the traditional own-your-own-home 
model and flocked to the best rent-
als in the coolest locations.

This resulting pool of new renters 
propelled savvy apartment own-
ers to enjoy a breakthrough into 
the holy grail of rents: the magical 
and elusive $2-plus-per-foot rent 
barrier. The resulting jump in rents 
also allowed lenders to justify back-
ing seasoned developers to start 
a plethora of new construction. 
Another factor that helped spur 
Denver’s apartment development 
was the city’s severe lack of condo/
townhome development. Fear of 
lawsuits due to Colorado’s construc-
tion defect law severely curtailed 
developers from building any hous-
ing that would include a homeown-
er’s association. This lack of entry-
level housing to purchase, primarily 
condo development, did constrain 
the choices available for the typical 
renter.

Apartment developers and inves-
tors started to shift toward the 
less exotic and exciting suburban 
markets in late 2013 into 2014. Par-
tially caused by construction starts 
swamping the core markets, some 
developers feared a bubble of over-
building. Additionally, rents started 
to escalate in the fringe markets 
and the dated properties started 
to look interesting for “value-add” 
investments. This trickle-down 
effect of rent growth in the subur-
ban markets is very real: The new 
“A” property gets so expensive for 
the average renter that they move 

to the less popular markets. Yet, 
if an owner can make improve-
ments to a dated property, he or 
she frequently can drive rents up. 
New construction lags in these less 
frothy submarkets, so rents go up 
faster than expected.

An example of this is the recent 
survey of over 100 cities across the 
U.S., conducted by Apartment List, 
which concluded that Aurora was 
No. 1 nationwide in rent growth as 
a percentage, from October 2013 to 
October 2014.

What’s changing in the value-add 
arena? Prices continue to increase 
for value-add transactions. Investor 
equity abounds and rents continue 
to go up, especially in corridors that 
are lagging in new construction. 
The industry definition of value-
add offerings is also expanding to 
include units constructed prior to 
2000 (compared with a few years 
ago, when it was typically pre-1985 
year of completion). Properties built 
prior to 2000 that have produced 
a history of sustained cash flow 
with few capital improvements (i.e., 
limited renovations to clubhouse, 
kitchens, outside façade, etc.) are 

hot candidates to be called value-
add. Many of these existing own-
ers have held the investment for 
several years and they don’t desire 
either to do the work or furnish the 
capital to implement a new vision 
for the property. A new buyer can 
invest the funds to modify the look 
to the exterior and interior of the 
units, improve the resident base, 
raise rents, improve management 
and recast expenses, and the result-
ing higher cash flow supplies the 
new owner with a solid return.

One fact is clear as we sail into 
the new landscape of 2015, new 
and old investors are excited to be 
in Denver. With terrific job growth 
and in-migration of renters to the 
metro area, absorption of vacant 
units continues to astound even 
the tried-and-true pessimists in our 
industry. Steady growth in values of 
all ages and locations of apartment 
properties in the entire Denver 
metro apartment market will con-
tinue as long as rent growth is sus-
tained. An analogy that speaks to 
this is “as the water rises all ships 
go up.”s

A look at locations, value-add opportunities
Market Driver

Tom Wanberg
Senior vice 
president, 

Multi Housing 
Investment Group, 

Transwestern

Gallup House Apartments, sold by Transwestern, is a value-add property in Littleton.

national attention for its city attrac-
tions. In February, Golf Magazine 
named The Broadmoor resort and 
hotel the top golf resort in North 
America. The website Trip Advisor 
recently ranked Garden of the Gods 
the top park in the country, ahead 
of Central Park, New York, and Mil-
lennial Park, Chicago. Trip Advisor 
also ranked Cheyenne Mountain 
Zoo as the fifth-best zoo in the 
country. Tourism remains a critical 
driver of the Colorado Springs econ-
omy and the state of Colorado has 
recognized the Springs’ potential 
and provided support for continued 
development.

The state recently backed Colo-
rado Springs’ City for Champions 
by awarding $120.5 million in state 
funds for a downtown sports sta-
dium, U.S. Olympic Museum, a new 
sports medicine and performance 
center, and U.S. Air Force Academy 
visitor’s center. The Olympic Muse-
um has international implications 
– increasing tourism from around 
the world. These four projects have 

the potential to reinforce an already 
strong Colorado Springs tourism 
industry, similar to the impact 
that Coors Field had in revitalizing 
downtown Denver. 

All of these factors have led to 
an ideal environment for a record-
setting year in terms of apartment 
sales. At the end of 2014, total sales 
volume for Colorado Springs explod-
ed to $484.4 million. To put this 
number in perspective, 2013 saw a 
total sales volume of $171.337 mil-
lion – making 2014 nearly $315 mil-
lion above the previous eight-year 
average. This is all the more impres-
sive when considering 2013 saw 
the largest apartment transaction 
in Colorado Springs history in both 
total price and price per unit in the 
sale of the Alexan at Briargate.

Since December 2013, ARA has 
seen three record-setting transac-
tions in addition to the Alexan at 
Briargate. At the time of sale, Spring 
Canyon sold for the highest price 
per unit for any 1990s construc-
tion in the Springs’ history. Copper 
Chase achieved the second-highest 
price per unit for any 1960s con-

struction. With these new standards 
recently set, the Colorado Springs 
apartment market looks to have 

truly arrived and projects very well 
for an equally promising year in 
2015.s

Springs
Continued from Page 8
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includes 50 affordable units with 
10-foot ceilings, glass-tile accents, a 
community room with laptop com-
puters, free Wi-Fi, an exercise room, 
a rooftop barbecue area and a shared 
car for hourly rental. The building also 
has 10,000 sf of commercial space.

The Avondale Apartments at Mile 
High Vista is a seven-story building 
containing 80 units, including one-, 
two- and three-bedroom apartments. 
Avondale is located near West Colfax 
Avenue and Federal Boulevard. The 
complex is a quarter-mile from two 
light-rail stations, Knox and Decatur-
Federal.

Park Hill Station Apartments is cur-
rently under construction. There are 
156 affordable apartments being con-
structed at the future Colorado Boule-
vard station on the East Rail commut-
er line. The East Rail line will connect 
Union Station to Denver International 
Airport and is scheduled to open in 
early 2016.

TOD Fund goes regional
The Denver region continues to 

undertake one of the nation’s largest 
public transit expansions, adding new 
light rail, commuter rail and bus rapid 
transit lines to complement the exist-
ing pubic transit system. This expan-
sion brings opportunities for equitable 
TOD throughout the region, well 
beyond Denver city limits. At a recent 
press conference, Weinig, along with 
Denver Mayor Michael Hancock and 
many other partners, announced the 
expansion of the TOD fund beyond 
city limits. The Denver Regional 
TOD Fund is a $24 million resource 
that will be used throughout the 
seven-county metro area, and is now 
available to be used by any qualified 
borrower with plans for affordable 
housing preservation or development 
near transit.

The fund ties directly into one of 
the seven-county metro area's grow-
ing concerns – lack of affordable 
rental apartment housing. According 
to ULC, Colorado needs to produce 
100,000 units to reach the demand 
for affordable housing. The regional 
fund should help to alleviate some of 
that, but according to Bustos, there 
is a need at the state level for a per-
manent affordable housing resource 
that can truly support this gap. The 
current goal of the regional fund is to 
create and preserve 2,000 affordable 
homes throughout a 10-year window 
in the seven-county region.

Christi Craine, operations and com-
munications director at ULC, under-
stands the impact that this can have 
on the state and the urgency with 
which it must work to accomplish 
its goals. “The build out of RTD’s Fas-
Tracks is creating a huge opportunity 
right now,” said Craine. “It’s important 
for ULC to pave the way in order for 
these projects to be possible.”s

Continued from Page 1

Photo courtesy: Del Norte Neighborhood Development 
Avondale Apartments is in a centralized location near light rail and schools.

Photo courtesy: Del Norte Neighborhood Development 
Park Hill Station will be the site of a future stop along Denver’s East Rail Line. 
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by Ryan Gager 
A quick glance at any market 

report will tell you all you need to 
know about the Denver multifam-
ily industry this past year. Key 
phrases such as construction boom, 
strong sales activity, busiest year on 
record, low vacancy, high absorp-
tion and rent growth littered the 
pages of quarterly market reports. 
The Downtown Denver Partnership 
offered a simple statement that 
could help explain this trend: “The 
Economic Update paints a clear 
picture: People want to be in Down-
town Denver.” The strong multifam-
ily market doesn’t start and end 
with downtown either; the entire 
metro area is experiencing high lev-
els of activity. Projections indicate 
that the industry will continue to 
stay hot through 2015.

“The multifamily industry is in 
good shape right now,” said Jeff 
Wikstrom, vice president of multi-
family development at Evergreen 
Development. “There’s a demand 
in the Denver metro area for apart-
ment units and when those units 
are coming onto the market, they’re 
being absorbed.”

The positive business climate 
benefits everyone in the produc-
tion chain, from title, legal and 
design consultants to contractors, 
bankers, property managers and 
brokers. Apartment communities 
provide safe, comfortable housing 
options to our growing work force, 
create jobs in the construction and 
management segments, and add 
increased property and sales tax 
revenue to our municipalities.

There are many factors contrib-
uting to the high absorption rates, 
leading to the belief this current 
cycle can be sustained for a longer 
period of time.

"Many factors are helping the 
apartment market right now, exem-
plified by the shrinking homeown-
ership rate, like high student debt, 
flat incomes, a mobile workforce 
and minimal condo development," 
said Cary Bruteig, principal of 
Apartment Appraisers & Consul-
tants. “The state recently released 
updated population projections, 
which are higher than last year,” 
he said. The Denver metro area has 
been one of the fastest-growing 
areas in the nation according to the 
U.S. Census Bureau.

People having transient jobs, wait-
ing longer to start families, pay-
ing back student loans or simply 
enjoying the appealing amenities 
offered at apartments are other 
reasons individuals are opting for 
apartment life rather than buying 
homes. How long this current cycle 
of apartment growth can last is still 
anyone’s guess. 

At the moment, there’s nothing to 
suggest that the multifamily mar-
ket won’t continue on its upward 
trend into 2015 and beyond. Cur-
rently, almost 50 percent of build-
ing permits are allocated toward 
apartment buildings. “This is double 
the historical ratio of apartment 
permits,” said Bruteig. While the 
ratio of permits being allocated to 
apartment buildings could decrease, 
a reverse back to building more 
single-family or detached homes is 

unlikely, he said.
As many know, multifamily devel-

opment is cyclical. Having been 
through ups and downs, Wikstrom 
remains cautiously optimistic.

“Everyone is busy, stretched and 
doesn’t have a lot of extra time 
because business is so strong,” he 
said. “Looking forward, we always 
need to remember the past and pre-
pare for the times when the cycle 
slows. The key to surviving the slow 
times is what you do while things 
are good.”

A look back to the down cycle 
five or six years ago tells the story 
– development slowed and com-
panies either went out of business 
or downsized offices. “I think it is 
really important to remember those 
times, especially when we’re expe-

riencing what’s currently happen-
ing,” said Wikstrom.

Inexperience, greed and compla-
cency are all factors that can lead 
to reckless behavior and are what 
separate good business people from 
savvy veterans who understand 
what it takes to survive the real 
estate roller coaster ride. Wikstrom 
said that how you conduct yourself 
and interact with others when busi-
ness is good sets you up to “be able 
to keep the office open” when expe-
riencing a downturn.

Relationships are important in 
any business, but especially in the 
real estate industry where so many 
people and companies have a hand 
in making a development success-
ful. Now that you have your peace 
of mind, let the good times roll.s

Don’t let the good times get the best of you
Developer Spotlight

Jeff Wikstrom is the vice presi-
dent of multifamily development 
at Evergreen Development and 
offers this advice when it comes 
to conducting business:

Build relationships. It’s under-
standable to get one project done 
and move on to the next, but 
find that little bit of extra time to 
make connections with everyone 
working on a project.

Don’t always charge top dollar. It 
may make the bottom line a little 
bigger, but it’s probably not worth 
the expense of having some-
one not want to work with you 

because of cost.
Follow the golden rule. Just 

because you could get away with 
something behind someone else’s 
back, doesn’t mean you should.

Don’t burn bridges. It’s more 
expensive to get new customers 
than it is to retain current ones.

“Not only are these good busi-
ness practices, but establishing 
and nurturing your business rela-
tionships and friendships will lead 
to something that you are able to 
fall back on in times of need,” said 
Wikstom.

Advice for Conducting Business
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T
he rapid growth of Denver's 
residential urban core is on 
most everyone's radar today, 
yet as our city's unprec-
edented development boom 

continues unabated, a troubling shift 
has begun to reveal itself to all but 
the most casual observer.

As downtown Denver becomes 
increasingly dense with block after 
block of repetitive five-story, stick-
framed rental apartments stacked 
on top of (or connected to) massive 
concrete parking structures, banal-
ity has begun to quietly replace the 
well-designed historic buildings 
that once populated our urban core. 
Meaningless, uninspiring structures 

that feature mere 
surface varia-
tion rather than 
genuine innovation 
seem to be the zeit-
geist of the day.

We're talking 
about a huge vol-
ume of housing 
here. In April 2014, 
the Downtown 
Denver Partner-
ship stated in its 
“Downtown Denver 
Economic Update” 
for 2014 that, "Resi-
dential develop-

ment in downtown Denver and the 

city center neighborhoods continues 
to thrive with 7,170 rental units and 
1,173 for-sale units under construc-
tion or planned." Of further note, 99 
percent of the above units are or will 
be rentals.

To put this in perspective, Ken 
Schroeppel said on DenverInfill.
com that there were approximately 
10,500 residential units built within 
Denver's center city from 2000-2009, 
while about 5,000 units were added 
to the downtown core from mid-
2012 to mid-2014. He notes that's 
roughly half the total from the entire 
2000s decade – not including any 
recently completed units or projects 
planned for 2015 and beyond.

Schroeppel concludes, "Assuming 
all of the developments under con-
struction will be completed, then a 
total of 7,388 new residential units 
will be added to downtown Denver 
from January 2012 through mid-
2015, (without including proposed 
projects). That translates into rough-
ly 11,000 new residents and approxi-
mately $1.5 billion of residential 
investment in downtown Denver."

In other words, the 1.5-mile radius 
that includes Denver's urban core 
is transforming before our eyes 
on multiple levels – the size of the 
investment pouring into our city to 
turn it into a major residential mar-
ket is beyond comprehension for 

Design

Downtown Denver’s residential development: 
Are the current designs the best we can do?

Jeff Sheppard, 
AIA

Cofounder and 
design principal, 
Roth Sheppard 

Architects, Denver

Photo courtesy: Henrik Boserup 
The cascading design of The Mountain in Copenhagen, Denmark, provides all apartments with sun-drenched roof gardens and “amazing” views.
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most of us. Yet, critical conversations 
about how this dramatic shift is 
fundamentally changing the design 
aesthetic of downtown Denver, or 
how such a massive number and/
or percentage of renters condensed 
into such a small area will impact 
residents' ownership of and engage-
ment in our city, are not taking place 
anywhere. 

This is the time for those who 
care about the long-term viability 
and vibrancy of our great city to 
pause and consider whether there 
might be more appealing, innova-
tive approaches to building a time-
less, dynamic residential urban core 
before it's too late.

Somehow, while we were weather-
ing the recent recession, it appears 
that valuing innovation, offering 
people viable choices, improving the 
lives of occupants, enhancing the 
environment and reaching beyond 
the notion of duplicating what oth-
ers have already done has been for-
gotten in Denver. 

In other cities, architects and 
developers – both in the U.S. and 
abroad – have been actively ques-
tioning this formulaic approach to 
housing for some time. They already 
have begun reimagining local hous-
ing solutions and reaching beyond 
the simple quest of maximizing net 
leasable square footage, or catering 
exclusively to millennials and young 
professionals.

Because great ideas relative to 
high-density housing seem to come 
from other countries before making 
their way to one of our coasts and 
eventually showing up in Denver, 
three very different multifamily 
housing projects come to mind as 
recent examples. One is located in 

Copenhagen, Denmark, (multifamily 
housing), another is in San Francisco 
(affordable senior housing) and the 
third is in Seoul, South Korea (micro-
housing). What is most compelling 
about these projects, however, is 
the special care the architects took 
to respect context, integrate social 
spaces throughout the buildings (not 
merely at street level) and maxi-
mize useable exterior space. Unlike 
some of the most recent five-story 
apartment boxes built in downtown 
Denver, these projects embrace 
the concepts of outdoor living and 
social interaction while responding 
thoughtfully to context. Through 
innovative approaches to unit stack-
ing and shape, redefining the ground 
plane, integration of the car and the 
exploration of vertical neighbor-
hoods, they have successfully begun 
to reimagine what 21st century 
housing can be.

For example, The Mountain mul-
tifamily project located in Copen-
hagen and designed by the Bjarke 
Ingels Group (BIG) and JDS Architects 
incorporates L-shaped units with 
outdoor protected courtyards ter-
raced vertically to allow each unit to 
have full sun exposure and privacy. 
Each unit opens to its own private 
courtyard, which creates more use-
able outdoor space than the minis-
cule projecting balconies found in 
most Denver apartment buildings. 
The triangular profile of this build-
ing's base also hides parking in a 
clever way and makes the proces-
sion from car to unit both exciting 
and dramatic. A similar project by 
BIG on West 57th Street – within the 
dense urban context of Manhattan – 
uses a unique, warped pyramid form 
to preserve existing views, maximize 

natural light and create a diversity of 
unit types within a hybrid courtyard/
skyscraper building.

David Baker Architects, a respected 
California firm doing amazing work 
in the affordable housing sector, 
designed the next example. The 
recently completed Armstrong 
Senior Housing, an affordable senior 
housing project in San Francisco, 
was designed to avoid the aes-
thetic stigma or traditional plan-
ning themes that often lead to the 
downfall of projects of this type. 
The exterior is vibrant, fresh and 
dynamic, reflecting the neighbor-
hood's African-American population 
through the tradition of African tex-
tiles. The residences – predominant-
ly studios and one-bedroom units 
– wrap around a private courtyard 
and sit on top of commercial space 
that houses shops, senior services, 
a library and a community center, 
which contribute to residents' sense 
of connection to their community.

The final example, the Songpa 
Micro-Housing project in Seoul, 
South Korea, designed by Jinhee Park 
and John Hong of SsD, integrates 
vertical circulation as social space, 
which also functions as a linear 
micro café and ramp/amphitheatre 
that lead to a lower-level exhibition 
area. Each unit includes semipub-
lic circulation and balconies while 
visual extensions and hallways are 
designed to function as collabora-
tive spaces that seamlessly trans-
form from private to semiprivate to 
open space. This dynamic, flexible 
mixed-use housing consists of 14 
"unit blocks," which allow residents 
to either claim a single unit, or in 
the case where a couple or friends 
require more space, recombine the 

blocks for larger configurations on a 
temporary or permanent basis.

The above projects represent a few 
of the newest and best examples of 
innovative, contextual design within 
the multifamily sector. While each 
originally began with a standard 
program with specific goals relative 
to unit mix and size, the architects 
chose to venture far beyond what 
was expected, ultimately explor-
ing opportunities that broaden both 
their clients’ expectations and the 
traditional concepts of housing, indi-
vidual units and one's connection to 
community. 

In conclusion, developers, inves-
tors, builders and architects must 
begin asking whether the economic 
success of repetitive, five-story wood 
apartment boxes is enough. Housing 
solutions that enhance our environ-
ment, strengthen our urban condi-
tion, and bring a sense of perma-
nence and longevity to our collective 
future must be seriously pursued 
before it's too late. 

Downtown Denver could be a 
leader in generating multigenera-
tional, diversified, innovative mul-
tifamily housing. We could easily 
compete with a Portland, Oregon, 
or a Vancouver, British Columbia, or 
some of the more innovative cities 
around the world. Yet, in parallel to 
the recent surge in rental apartment 
construction, we have experienced a 
simultaneous decline in unit types, 
variety and quality – not to mention 
a serious lack of design innovation.

Is the building of repetitive, banal 
housing solutions the best we can 
do? Perhaps we can come together 
to initiate a long overdue revolution-
ary conversation in our city.s

Design

Photo courtesy: Brian Rose courtesy of David Baker Architects
The vibrant exterior of the Armstrong Senior Housing project in San Francisco, reflects 
the neighborhood’s culture. 

Photo courtesy: SsD Architecture
Songpa micro-housing in Seoul, Korea, features 14 standard units stacked to create 
unique private and semi-public spaces around them. 
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W
e live in a changing world, 
but true principles never 
change in the midst of 
time. “It is unwise to pay 
too much, but it’s worse to 

pay too little,” said John Ruskin, Eng-
lish author, architect and economist, 
who lived from 1819 to 1900. “When 
you pay too much, you lose a little 
money. When you pay too little, you 
sometimes lose everything, because 
the thing you bought was incapable 
of doing the thing it was bought to 
do.”

By now budgets are set. Many 
of you have a line item for your 
landscape. However, in most cases, 
your landscape budgets are a lump 
sum and often it is spent with little 
remaining when there is the greatest 
need. The result typically is sending 
out a request for proposal and being 
placed in a position in which the bids 
come in over budget. Now what? 
Based on the quote referenced at the 
beginning of this article, you are faced 
with a decision: Do you select the 
lowest bidder or study your options? 

The first thing that is necessary is 
an evaluation. It should be broken 
down by risk, need, responsibility 
and, finally, cost.

Risk. Evaluating risk and the safety 
of your tenants and property should 
be your highest priority. Lawsuits 
due to negligence will cost you the 
most, not only financially but also in 
bad publicity. Once on your property, 
a qualified arborist has a duty and 
responsibility to alert clients of any 
potential risk that he or she notices. 
This is often a difficult task since it 
is impossible to make a complete 
assessment from the ground. How-
ever, any obvious visible risks should 
be included in his or her proposal.

Need. The evaluation should be 
based on need. Not every tree on the 
property needs to be pruned at the 
same time. Pruning trees that pose 
a risk first and then prioritizing the 
remaining trees in the landscape can 
save money.

Responsibility. Responsibility ulti-
mately is on the owners of the 
property. As an on-site manager, it 
is difficult to convey the message 
to the owners concerning the risks 
on the property and the need to 
spend money. The difficulty often is 
increased with out-of-town owners. 
However, the responsibility is not 
mitigated in either case of risk or 
need. With that said, it is a good and 
valuable practice to inspect your trees 
several times each year. During the 
winter months while the leaves are 
off of the deciduous trees is a great 

time to inspect your 
trees. The spring 
is also an effective 
time for an inspec-
tion after the last 
snowfall. (Yes, I 
realize we live in 
Colorado and that 
can be well into 
the month of May.) 
The manager of 
the property has 
responsibilities that 
work in both direc-
tions; a responsibil-
ity to keep owners 
informed and ten-
ants safe.

Cost. Finally, we come to the evalu-
ation of cost. I understand for many, 
costs are considered the first and 
primary responsibility. However, it is a 
true axiom that there is a marked dif-
ference between cost and price. This 
brings us full circle to John Ruskin’s 
point. Price is what you pay at the 
time of the service. Cost is what you 
pay over time. If you choose the low-
est bidder, you may falsely believe 
that you are getting the best deal. We 
all know and understand that “you 
get what you pay for.” It is easy to jus-
tify selecting the lowest price. Simi-
larly, at first it can look good to own-
ers that a manager saved X amount 
of dollars with his or her decision. 
However, invariably when the same 
trees need to be pruned the following 
year or two due to a lack of quality, 
the cost over time has increased. Now 
the manager is put in a position of 
explaining why more money is need-
ed to perform the same task.

As a second-generation arborist and 

operating in the green industry my 
entire life, I have worked with both 
the tenured and new manager. I have 
seen this process implemented and 
tens of thousands of dollars saved 

by following these principles. In fact, 
this same approach can be applied 
to the decisions you make each day, 
regardless of what aspect of the prop-
erty it affects.s

Trees in my landscape: What is my approach?
Maintenance

Matt Schovel, 
ISA Certified 

Arborist
Commercial sales 
and development, 

Swingle Lawn, Tree 
& Landscape Care

Performing regular tree inspections is critical for multifamily complexes.

http://www.signatureflip.com/sf01/article.aspx/?i=1064
http://www.crej.com/email-signup
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W
hen commercial real 
estate properties are first 
built, developers aren’t 
thinking about how a new 
owner, 10 years down the 

road, needs that property to func-
tion in order to maximize profit. For 
example, it is not a current concern 
if multifamily properties will need 
to be changed to assisted-living 
properties, as the baby boomer 
generation needs more care in the 
next 20 years. Tenants of multifam-
ily properties have different needs 
and space requirements than a 
retirement home or assisted-living 
facility. Maybe this should be a con-
sideration from the start in order to 
secure the long-term success of the 
building.

Typically, with multifamily, the 
type of unit that is popular at the 
time determines what the space 
requirements will be. With that in 
mind, there are several scenarios 
that owners may face with current 
buildings requiring updates. First 
is demand. It makes sense that if 
two- or three-bedroom units are in 
demand, those would be the easiest 
to rent and therefore most desir-
able for the owner. Depending on 
income levels and other factors, 
different size units are popular 
at different times. Also, in time, 

apartments may no longer be as 
in demand, because condos might 
become more profitable. If the 
Colorado construction defect law 
is changed in few years, it could be 
enticing for owners to convert an 
apartment building to more profit-
able condos. Another common con-
sideration is to convert lower levels 
of a building into boutique retail 
stores.

Often the large costs associated 
with rehabbing existing buildings 
for a new or future need is detri-
mental. 

It would be valuable if an owner 
were able to reconfigure the interior 
of a building to match needs, as the 
neighborhood experiences change. 
A new technology makes interior 
reconfiguration a reality. A former 
Gensler architect and professor at 

Texas A&M Univer-
sity has developed 
a demountable 
drywall joint tape 
called Green-Zip. 
This tape is impor-
tant because it 
creates interior 
versatility. 

If you think 
about the way 
the interiors of 
buildings are con-
structed, walls 
are set into place 

using studs and head rails. Then the 
doors, windows, plumbing and elec-
trical are added. Drywall sections 
are put onto the frame to connect 
and cover up all of these items that 
make up the wall.

Conventional drywall joint tape 
is installed and seals access to the 
entire wall, both inside and out. 
It seals so well that when some-
one wants to remodel or even do 
a plumbing repair, the only choice 
has been demolition (hammers 
and saws) and starting over with 
new materials. This is very expen-
sive for the building owners. It also 
accounts for 23 percent of garbage 
in construction landfills, according 
to the U.S. Environmental Protection 
Agency. With a removable drywall 
joint tape, materials can be reused, 
including the drywall. Once the 
drywall is removed, studs can then 
be moved, allowing for the space to 
be reconfigured. The same drywall 
can be put back up to create that a 
new space using the same materi-
als. Reconfiguring the interior saves 
$110 per lineal foot, or $1,100 sav-
ings for every 10 feet compared 
with demolition costs, according to 
a Turner Construction case study. 
Time and labor costs are also sig-
nificantly less.

Also, according to a Leadership 
in Energy & Environmental Design 
case study, demountable drywall 
tape diverts 70 percent to 90 per-
cent of the building from landfills. 
If a building is working toward Gold 
LEED status, demountable tape can 
contribute up to five LEED points. 
“It’s encouraging to see new tech-
nology and practices that promote 
both building deconstruction and 
landfill construction waste diver-
sion,” said Brian Dunbar, LEED fel-
low, executive director at Institute 
of the Built Environment.

The Internal Revenue Service 
offers tax benefits because the 
demountable dry wall tape makes 
everything associated with a non 
load-bearing wall pass the test 
and become personal property. 
This changes the materials from a 
39-year to a five-year depreciation.

For the investor, this means an 
additional 8.1 percent return on 
equity, according to Real Estate 
Review. For companies using their 
own building, McGladrey account-
ing says that the tax benefits for a 
profitable company is equivalent 
to saving between $3 and $10 per 
square foot of floor space. 

The self-adhesive tape can save 
time and labor because no auto-
taping tools are needed for the 
first mud coat and there is no four-
hour to two-day drying time. All 
of these benefits have an upfront 
cost of $1 to $1.70 per sf of floor 
space. A Barry Lynch, IFMA Fellow, 
case study shows return on invest-
ment to be 7:1. The new industry of 
changeable buildings is born with 
a simple idea of demountable dry 
wall tape.s

Reconfiguring interiors using new technology
Technology

Les Simpson
President, Deferred 

Tax Benefits, 
Denver

Green-Zip drywall tape adheres to drywall in the same fashion as regular tape but 
without the long drying time.

The removable drywall tape is used to be able to reconfigure spaces using the same materials.

‘It’s encouraging 
to see new 
technology 

and practices 
that promote 
both building 

deconstruction 
and landfill 

construction 
waste diversion.’ 

 
– Brian Dunbar, Institute of the 

Built Environment
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