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by Jill Jamieson-Nichols
A large, high-quality flex 

development in Denver’s 
southeast industrial sub-
market sold for $27.75 mil-
lion, or $113.72 per square 
foot.

MIG Real Estate pur-
chased Dry Creek Business 
Park, a 244,028-sf property 
at 7300-7348 S. Alton Way in 
Centennial, from Greenfield 
Partners. The park consists 
of 15 buildings that are 93 
percent leased to roughly 90 
tenants.

“We’ve been involved 
with that project since 1999. 

Through-
out the 
years, we 
have been 
contacted 
repeatedly 
by inves-
tors want-
ing to buy 
that site,” 
said Col-
liers Inter-

national principal T.J. Smith. 
Smith said Colliers took 

the property to market, but 
already had received pre-

emptory offers. “We had 
many offers, but MIG’s offer 
was strong enough to go 
right to contract with them,” 
he said.

“It’s a unique property 
in an A-plus location right 
off I-25. I think it’s the pre-
mier incubator flex project 
in southeast Denver.”

Located between Arapa-
hoe and Dry Creek roads, 
Dry Creek Business Park 

has frontage on Interstate 
25. It caters to tenants from 
562 to 10,193 sf, none of 
which occupies more than 
4 percent of the property. 
Astrodyne International, an 
aviation repair firm, is the 
largest company in the park.

Historically, the park has 
outperformed competitors 
and continues to garner 
increasing lease rates.

Smith handled the sale 

with Colliers International’s 
Brad Calbert and Matt Key-
erleber. 

Dry Creek Business Park 
is MIG Real Estate’s second 
recent acquisition in the 
Denver area. It purchased 
Iliff Business Park in Denver 
last summer.

The company also owns 
I-225 Plaza in Aurora, as 
well as hospitality and mul-
tifamily properties.s 

MIG picks up Dry Creek Business Park

Dry Creek Business Park is 93 percent leased to approximately 90 tenants.

by John Rebchook
In April 2014, California-

based TruAmerica made its 
first apartment community 
acquisition in Denver by 
paying $55 million for the 
564-unit Tamarac apartment 
community.

Recently, TruAmerica sold 
the community on a 25.16-
acre site at 3300 S. Tamarac 
Drive to another California 
company, Gelt Inc., for $74 
million.

It also was Gelt’s first pur-
chase in Denver.

The sale price represented 
a 34.5 percent increase in the 
price that TruAmerica paid 
less than two years ago.

Gelt, based in Los Ange-
les, paid $131,206 per unit, 
while TruAmerica paid 
$97,516 per unit for Tama-
rac, which was built in 1977.

“I think TruAmerica made 
a good buy and I think it 
was a good deal for Gelt, 
too,” said Pamela Koster, 
who listed the property with 
fellow Moran & Co. broker 
David Martin.

“We exit Tamarac after 
meeting our five-year 
investment objectives in just 
18 months,” said TruAmeri-
ca President and CEO Rob-
ert E. Hart.

“It is a large, well-located 

asset that still offers addi-
tional upside for an experi-
enced operator like Gelt,” 
Hart added.

Gelt had been looking to 
get a foothold in the Denver-
area market for the past two 
years.

“They had been aggres-
sively bidding for a number 
of properties for the past 
couple of years and they 
finally had the winning bid 
with Tamarac,” Koster said.

There was a lot of interest 
from prospective buyers for 
this value-add property, she 
said.

“I would say half of the 
prospective buyers were 
local investors and about 
half were coming from out 
of town,” Koster said.

“Interestingly, about four 
of the guys, including Gelt, 
had never been in Denver 
before,” Koster said.

She said the sale is a good 
microcosm of what is hap-
pening in the Denver-area 
market on a number of lev-
els.

“What this sale tells you is 
that Denver is still a really 
strong market,” Koster said.

“With interest rates still 
low and you combine that 
with our rent growth, Den-
ver remains one of the stron-

gest apartment markets in 
the country,” Koster said.

She said many national 
pundits who think the Den-
ver multifamily market is 
becoming overbuilt don't 
truly understand the local 
market.

“I was just putting a chart 
together today, looking at 
the last three years,” Koster 
said in early December. “If 
you look at the empirical 
data, our market is not in 
danger of overbuilding and 
I see no slowdown as far 
as investor interest in our 
market.”

While much has been 

made about all of the units 
under construction or in the 
pipeline, it is nothing new, 
she said.

“For the last three years, 
we have had 20,000 units in 
some stage of planning each 
year,” Koster said.

“Yet our vacancy rate is 
still 4 percent and our net 
rents are growing by double 
digits,” she said.

“What that tells me is that 
we need these units under 
construction as well as the 
older, workforce housing 
like Tamarac,” Koster said.

Gelt purchases Tamarac for $74 million

Gelt recently paid $74 million for the Tamarac.

T.J. Smith

Please see Gelt, Page 17
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Greater Denver

by Jill Jamieson-Nichols
Downtown Denver’s hotel mar-

ket is hot and likely to stay for the 
foreseeable future.

Despite a surge of hotel develop-
ment, industry experts say there’s 
room for growth in the hospitality 
sector, with downtown occupancy 
as high as it gets and average 
room rates at record levels.

Carter Wilson of STR Analytics, 
a global provider of information to 
the hotel industry, said downtown 
Denver hotels have averaged 6 
percent rate growth and 76 per-
cent occupancy over the past 12 
months. “At 76 percent, you’re 
effectively sold out. It’s really hard 
to grow occupancy much beyond 
that.

“In terms of how it’s been able to 
fill rooms and grow rates, Denver 
is a very hot market,” he said, not-
ing hotels nationally are perform-
ing very well.

“Denver has really come into its 

own this real estate cycle,” added 
Mike Cahill of HREC-Hospitality 
Real Estate Counselors. “Denver 
has proven itself as a desirable, 
growing economy where people 
want to live and employees want 

to locate.”
Recent activity in downtown’s 

hospitality market includes:
• The $10 million acquisition of 

Downtown hospitality market 
hot and likely to stay that way

Breaking ground for the new Le Méridien and AC Hotel by Marriott are, from left, Bruce Etkin of Etkin 
Johnson Real Estate Partners, Chris Anderson of White Lodging, David Johnson of Etkin Johnson, Chris 
Stanley of Starwood Hotels & Resorts, Deno Yiankes of White Lodging’s Investments and Development 
Division, Steve Poe of Poe Cos. and Mike Wells of REI Real Estate Services.

Cutting the ribbon to celebrate the opening of the new Hyatt Place/Hyatt 
House Denver/Downtown are, from left, John Cantele of Hyatt Corp.; 
Annebeth Kearney Black, the hotels’ director of sales and marketing; and 
General Manager Chad Cuddy.

Please see Hotels, Page 10
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BOB AMTER 
bob@montegra.com 
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KIMBERLY SKARI 
kim@montegra.com 

303.377.4181 ext.315

3200 CHERRY CREEK DRIVE SOUTH | SUITE 200 | DENVER, COLORADO 80209

BRIANA TURSICK 
briana@montegra.com 

303.377.4181 ext.314

WWW.MONTEGRA.COM 
Contact Montegra Capital Resources today and learn how we can help you fund your next project. 

NEED TO CLOSE BY YEAR-END?
Montegra Can Help. Time is Short. Call Us Now!

Montegra Capital Resources has served as Colorado's 
trusted source for private capital bridge lending for 
over 43 years. 

Commercial Private Capital Lending Made Easy

Our Loans
Commercial and residential investment properties

First mortgage loans from $250,000 to $5,000,000

•

Asset-based underwriting•

Close in 14 to 30 days•

Non-recourse on a case-by-case basis•

Cannabis-tenanted properties

C O L O R A D O ’ S  T R U S T E D  R E S O U R C E  F O R  P R I VAT E  C A P I TA L  B R I D G E  L O A N S

CA P I TA L R ES O U R C ES ,  LT D

•

•

We offer innovative flexible lending terms 
specifically tailored to the borrower's individual 
needs.

mailto://briana@montegra.com
mailto://bob@montegra.com
mailto://kim@montegra.com
http://www.montegra.com


C O M M E R C I A L  R E A L  E S T A T E  D E B T ,  E Q U I T Y  &  S E R V I C I N G

R E C E N T  R E S U L T S  W E ’ V E  D E L I V E R E D  F O R  O U R  C L I E N T S

Better relationships.
Better results.
With close relationships to Freddie Mac, Fannie Mae, 20 CMBS 

lenders, hundreds of local, regional and national banks, and 

more than 50 life insurance companies, NorthMarq Capital has 

an unmatched network of trusted lending partners to help you 

capitalize on real estate opportunities in any market for any 

property type.

SADDLE ROCK
SELF-STORAGE

400 UNITS

AURORA, CO

LIFE COMPANY

Visit the NEW northmarq.com/denver or call 303.225.2100 to learn more.

D E N V E R  R E G I O N A L  O F F I C E

THE CLARKSON
APARTMENTS 

60 UNITS

DENVER, CO

AGENCY

HESKA
BUILDING

58,096 SF OFFICE/R&D

LOVELAND, CO

LIFE COMPANY
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by John Rebchook
The Denver metro will experi-

ence an unprecedented number 
of rental units entering the mar-
ket in the fourth quarter, accord-
ing to a recent analysis by Marcus 
& Millichap.

Of the 6,000 units scheduled 
for delivery, 1,250 of them will 
be in the Downtown/Highland/
Lincoln Park submarkets.

The glut of rental units will 
take some time to absorb but the 
influx of new residents will inject 
even more life into an already-
vibrant area, according to the 
Marcus & Millichap report.

The stock of rental housing will 
swell by 11,000 units this year, a 
4 percent jump in total inventory 
from a year ago.

Older, value-add properties are 
especially sought after by inves-
tors.

One recent example is the $3 
million sale of a 22-unit apart-
ment building at 1200 Colorado 
Blvd.

The 13,300-square-foot build-
ing was built in 1950, according 
to public records.

Greg Price and JD Lemon of 
the Denver office of Marcus & 
Millichap represented the buyer. 
The buyer had paid $535,000 for 
the property in 1995, according 
to records.

Lemon found the buyer, a pri-
vate investor from Colorado.

“Twelve Hundred Colorado 
Blvd. is a stable 22-unit asset 
with a very healthy mix of one- 
and two-bedroom units,” Lemon 
said.

“The upside of the location 
with everything that is taking 
place at the old University of 
Colorado Health Sciences Center 
at Eighth Avenue and Colorado 
Boulevard was the ultimate draw 
for the buyer along with the 
upside potential in rents through 
unit renovation,” Lemon said.

Investors see continuously 
increasing rents and overall posi-
tive momentum in the local econ-
omy and are taking the oppor-
tunity to buy well-located older 
assets to renovate and reposition 
to command even higher rents, 
according to Marcus & Millichap.

 Cap rates have generally been 
falling across all sectors, though 
initial yields in the B and C sec-
tors have compressed significant-
ly, narrowing the spread between 
those sectors and Class A prod-
uct.

 Class A complexes trade with 
cap rates in the 5 to low-6 percent 
range while well-located Class B 
and C assets hover in the low-6 
percent range.

 All submarkets are doing well, 
though older product in subur-
ban submarkets such as Broom-
field and North Aurora have 
registered the largest percentage 
increases in per-unit prices in the 
past year.

One important factor is a slow-
ing, but still growing, employ-
ment market.

The workforce will expand 
by 27,000 workers, or 2 percent, 
in 2015, easing from the 52,500 
employees added in 2014.

Unemployment is hover-
ing just over 3 percent and well 
below the national rate.

However, the apartment mar-
ket will be impacted by the 
increase in supply.

The vacancy rate will rise by 

110 basis points this year to 4.8 
percent due mainly to the large 
number of units being delivered 
in the fourth quarter, according 
to Marcus & Millichap.

However, the impact will be 
short-lived.

The vacancy will fall again next 

I n d u s t r i a l  I n v e s t m e n t

John Becker or
Mike Haley
(303) 534-4822

7921 Southpark Plaza, #108, Littleton, CO 80120 * www.FullerRE.com

Located in the Ken Caryl Business Park at 10488 W. Cen-
tennial Rd., this 95,520 sq. ft. industrial office / warehouse / 
manufacturing building is available for sale. Built in 1982 and 
sitting on nearly 6 acres, this investment has current net op-
erating income of $533,000/yr. with 2% annual escalators. Of-
fered at $7,600,000. ($79.56/sf). 

Greater Denver
Apartment building boom will 
take time to absorb, says report

Greg Price and JD Lemon of the Denver Marcus & Millichap office 
recently sold this 22-unit apartment building at 1200 Colorado Blvd. for 
$3 million. The sale is indicative of investor’s interest in older properties 
in Denver and surrounding areas.

Please see Apartment, Page 17
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Greater Denver

by Jill Jamieson-Nichols
Silverwest Hotels LLC’s grow-

ing list of hotels now includes 
a premier property in its own 
backyard.

Silverwest’s multimillion-dollar 
acquisition of the Inverness Hotel 
and Conference Center, on behalf 
of Silverwest Hotel Fund(s) I/IA, 
represents the Denver-based com-
pany’s first asset in the Denver 
metro area. 

“To have an anchor asset like 
the Inverness 
to add to 
our portfolio 
here, where 
we’re based, 
was really 
an important 
accomplish-
ment for us,” 
said Edward 
Mace, who, 
along with 
Charles Peck, 
co-founded 
the hotel 
inves tment 
and manage-
ment compa-
ny in 2013.

Silverwest 
Hotels will 
spend millions 
i m p r o v i n g 
the Inverness, 

which it pursued in large part 
because of the quality of the asset 
and what’s going on all around it.

“For us, it started with a very 
high degree of confidence in what 
was happening in Denver and 
the Front Range. The Inverness 
itself is an exceptional property, 
but what’s really going to drive it 

is the strength of the economy in 
Denver,” said Peck. “I think that’s 
even compounded in southeast 
Denver, where there is so much 
going on in terms of corporate 
business, retail business, Skyridge 
(Medical Center) and the medical 
industry that’s building here,” he 
added.

“The opportunity to acquire the 
crown jewel right in the middle of 
that with an irreplaceable prop-
erty was more than we could 
resist.”

Located at 200 Inverness Drive 
West in Englewood, the Inverness 
Hotel and Conference Center is 
a 302-room property with 60,000 
square feet of conference space 
and an 18-hole golf club avail-
able to hotel guests. Destination 
Hotels has managed and oper-
ated the hotel since 1995 and will 
continue to do so under the new 
ownership. Peck is a former presi-
dent of Destination Hotels and is 
very familiar with the Inverness 
– another reason Silverwest pur-
sued the asset.

Renovations will begin in 2016 
and will touch virtually every part 
of the hotel, said Peck. “Our initial 
focus and a lot of our attention 
will be directed to the rooms,” he 
said. “The rooms are at that point 
in the cycle where they need to be 
completely rethought and refur-
bished.”

It’s not uncommon for guests 
to use iPads, computers and 
smartphones simultaneously, 
so enhancing the speed of con-
nectivity also will be part of the 
upgrades, said Mace.

A Lowe Enterprises affiliate 
sold the Inverness Hotel. The 

price wasn’t disclosed, and Sil-
verwest Hotels said the recorded 
price isn’t a true reflection of what 
it paid for the property. 

The Inverness Hotel and Con-
ference Center originally opened 
in 1989 as the Scanticon Denver 
Hotel. The property last year 
underwent a $1.3 million renova-
tion to the lobby, entrance, event 
corridors, and food and beverage 
outlets.

“We look forward to imple-
menting a plan that will substan-
tially enhance the hotel’s appeal 
and our guest’s experience,” said 
Peck, adding the transition will 
be seamless for guests. Complete 
renovation of the guest rooms is 
slated to begin in November 2016 
and take three to four months to 
complete.

The acquisition comes as Sil-
verwest Hotels opens newly 
developed hotels in the Colorado 

mountains: an element by Westin 
in Basalt and a Hampton Inn & 
Suites, a Hilton product, in Silver-
thorne. The company also owns 

and operates the Waikoloa Beach 
Marriott Resort & Spa in Hawaii.

Eastdil Secured represented the 
seller in the transaction.s

Inverness Hotel a premier addition to Silverwest’s portfolio 

The hotel adjoins the Inverness Golf Club.

The Inverness Hotel’s lobby was renovated last year. 

Charles Peck

Edward Mace
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Greater Denver

by Jill Jamieson-Nichols
A church that bought an 

Arvada building a year ago cre-
ated a domino effect that recent-
ly culminated in the sales of two 
church facilities.

The National Organization 
of the New Apostolic Church 
of North America set the deals 
in motion with its $1.5 million 
acquisition of a 10,380-square-
foot former printing building at 
5290 Vance St. in Arvada. It is 
renovating the building, adding 
a sanctuary and meeting rooms, 
and will move into the space this 
spring.

In preparation for the move, 
the church just sold its existing, 
2,626-sf facility at 11010 Rose-
anna Drive in Thornton to the 
Church of Christ at Westmin-

ster for $620,000. The Church 
of Christ simultaneously sold 
its 13,916-sf church at 11155 
Birch Drive in Thornton to Mid-

west Building Professionals for 
$825,000.

Bob Leino and Andrew Dod-
gen of Fuller Real Estate han-

dled the sales of both properties.
Midwest Building Profession-

als, a longtime Denver metro-
area developer, likely will retain 

the church building and devel-
op an excess 3.5 acres of land 
that was part of the purchase, 
according to Leino.s

Church’s move sets off sale of religious facilities in Thornton

The Church of Christ at Westminster sold its building at 11155 Birch 
Drive in Thornton to a longtime Denver-area developer.

The National Organization of the New Apostolic Church of North 
America sold its building at 11010 Roseanna Drive in Thornton to the 
Church of Christ at Westminster.

“Block 47,” a 15,655-square-foot 
development site at 16th and 
Market streets by a group affili-
ated with Newport Beach, Cal-
ifornia-based T2 Development. 
Although the property is zoned 
for a range of uses, T2 is known 
as a hotel developer. Integrated 
Properties sold the site, which 
investment broker Tim Richey 
of CBRE said “may prove to be 
one of the best development sites 
between Los Angeles and Chi-
cago.”

• The sale of the Embassy 
Suites by Hilton Denver–Down-
town/Convention Center at a 
record $421,836 per key.

• The opening of one of the 
first dual-branded Hyatt Place/
Hyatt House properties at 440 
14th St. The hotels comprise 361 
rooms.

• Groundbreaking of the first 
co-branded hospitality project by 
Marriott International and Star-
wood Hotels & Resorts World-
wide, which soon will combine 
to become the largest hotel com-
pany in the world. The 495-room, 
19-story building at 15th and Cal-
ifornia streets will house the Le 
Méridien Denver and AC Hotel 
Denver.

According to STR Analytics, 13 
new hotels are either under con-
struction or planned in down-
town Denver, for a total of 2,331 

rooms. They include a 462-room 
Hilton, details of which haven’t 
been announced; a 172-room 
hotel at the Dairy Block near 
Denver Union Station; a Cambria 
Hotel & Suites at 1320 Glenarm 
Place; and others.

The new supply is comparable 
to what’s being added in some 
other top 25 markets, said Wilson. 
“Generally it’s a strong enough 
market that it’s well-poised to 
take in the supply.”

“As long as there’s not some 
unforeseen external, macroeco-
nomic event, I believe the prod-
uct will be absorbed relatively 
well,” added Cahill.

The average room rate down-
town is $180, the highest it’s been 

since STR Analytics began track-
ing rates in 1987. 

Among the top 25 hotel mar-
kets in the country, the central 
business districts are performing 
very well, “and Denver of all of 
those is one of the top markets 
right now in terms of its overall 
occupancy and how it’s been able 
to grow rates,” said Wilson. 

Group travel has been strong, 
and a planned $100 million 
expansion of the convention cen-
ter will further fuel the down-
town hospitality market.

“We expect the robust room 
night demand trends for down-
town Denver, in particular for 
properties located within steps 
of 16th Street and the Colorado 

Convention Center, to continue 
and ultimately even gain further 
momentum with the forthcom-
ing expansion of the conven-
tion center,” said Deno Yiankes. 
Yiankes is president and CEO 
of investments and develop-
ment for White Lodging Services 
Corp., a hotel ownership, devel-
opment and operations company 
that is developing the Le Méridi-
en/AC Hotel and also completed 
the new Hyatt Place Denver/
Downtown and Hyatt House/
Denver Downtown hotels. 

According to HREC, the Den-
ver metro area as a whole has 
42,170 existing hotel rooms. It 
projects that number to grow to 
47,520 by 2018.s

Hotels
Continued from Page 4

Wishing you a
Beautiful Holiday 

Season and a
New Year of

Peace & Happiness!
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Boulder County & U.S. 36 Corridor

by Jill Jamieson-Nichols
A trio of buildings off of the 

Diagonal Highway in Boulder 
sold to an investment group for 
$11.75 million, or $103.97 per 
square foot.

Winchester LLC, led by an 
Alaska-based investor, bought 
the buildings at 6797, 6837 and 
6899 Winchester Circle from 
a San Diego group that had 
owned them for several years. 
The buildings were more than 

90 percent occupied, according 
to B. Scot Smith of The Colorado 
Group, who represented the sell-
er with The Colorado Group’s 
Audrey Berne.

The buildings comprise 
113,016 sf. Encision, a surgical 
instruments company, occu-
pies about three-quarters of the 
36,034-sf office/flex building 
at 6797 Winchester. Molecular 
Products Inc. occupies 6837 Win-
chester, a 38,814-sf office/ware-
house building. Tenants in 6899 

Winchester, a two-story, 38,322-
sf office building, include Micro 
Motion and Sunrise Medical.

Brian Bair of NAI Shames 
Makovsky said the buyers own 
other properties in Boulder, 
Greeley and along the Front 
Range.

“They do believe it was a good 
opportunity. They’re long-term 
holders, taking a very long-term 
view of Northern Colorado, lit-
erally over the next 20 years,” 
he said.s

Winchester buildings trade in $11.75 million transaction

CoStar Group 
Molecular Products Inc. occupies the building at 6837 Winchester Circle. 

by Jill Jamieson-Nichols
Etkin Johnson Real Estate 

Partners says the appetite for 
natural foods is fueling demand 
for space at the Colorado Tech 
Center in Louisville, where it 
is building a new building and 
buying more land.

“The growth and demand 
these companies have for 

high-quality 
facilities has 
reduced the 
amount of 
a v a i l a b l e 
space across 
our CTC 
portfolio and 
has given us 
the opportu-
nity to con-
tinue build-

ing within the technology park,” 
said Ryan Good, executive vice 
president and partner.

“Colorado Technology Cen-
ter is an ideal environment for 
the development and growth of 
innovative, specialized business-
es like organic food and natural 
product companies. The vision 

we have for CTC is to provide a 
growth platform for these small 
to midsized businesses in order 
for them to flourish in Boulder 
County. That vision is taking 
shape now more rapidly than 
ever.”

WhiteWave Foods, Fresca 
Foods and Graphic Packag-
ing, which makes packaging 
for foods and beverages, leased 
space in Etkin Johnson buildings 
earlier this year. 

Given the activity it continues 
to see, the developer has broken 
ground on a 120,581-square-foot 
speculative building at 2000 Tay-
lor Ave. The building will have 
24-foot-clear ceilings, heavy 
power, 16 loading docks, four 
drive-in doors and an energy-
efficient design to reduce oper-
ating costs. It will be delivered 
next summer.

Next up will be 633 CTC Blvd., 
a 152,992-sf office/flex build-
ing slated for construction next 
spring. Etkin Johnson recently 
acquired the 12.2-acre develop-
ment site from Hill Properties 
for $1.98 million, or $3.72 per sf.

“We’re confident both 2000 
Taylor and 633 CTC will see 
significant interest and we are 
hopeful they will follow the 
same trend as our newest CTC 
spec buildings and lease up prior 
to full construction,” said Good.

Boulder County is considered 
to be the epicenter of the natu-

ral foods and products industry, 
and Fresca Foods Chief Financial 
Officer/Chief Operating Officer 
Zan Powell said CTC’s proxim-
ity to Boulder makes it a “natural 
fit.”

“As a partner to many entre-
preneurial natural food com-
panies, locating ourselves in 

CTC has allowed us to be close 
to many of our partners and 
thought leaders in the industry,” 
he said.

Etkin Johnson Real Estate Part-
ners has developed almost 1 mil-
lion sf of space at the Colorado 
Tech Center. Its CTC portfolio is 
100 percent leased.s

Appetite for natural products fuels new development at CTC

Etkin Johnson plans to break ground on a speculative building at 633 CTC Blvd. next spring.
Ryan Good

by Jill Jamieson-Nichols
A new apartment community 

on the U.S. Highway 36 corri-
dor traded for $252,674 per unit, 
the highest price ever paid for a 
garden-style community in the 
Denver metro area.

Invesco Real Estate paid $94.5 
million for the Retreat at The 
Flatirons, a 374-unit community 
that Etkin Johnson Real Estate 
Partners completed last year. The 
apartments leased up quickly 
and were 96.8 percent occupied 
at the time of the sale.

“The Broomfield market is 
exceptionally strong,” said Derek 
Conn, Etkin Johnson’s director of 
finance. “Lease-up for the project 
was markedly faster than antici-
pated with rents outpacing pro 
forma by nearly 20 percent.”

The apartments’ first residents 
moved in early last year. The 
property averaged 43 move-
ins per month in summer 2014, 
absorbing 65 units in August 
2014, according to Etkin Johnson.

Located at 13780 Del Corso 
Way, the Retreat at the Flatirons 
consists of one-bedroom, one-
bath; two-bedroom, two-bath; 
and three-bedroom, three-bath 
apartments. The average unit 
size is 1,052 square feet.

“In an era where most of the 
high-profile, new apartment 
properties are urban-style, 
smaller-unit communities with a 
shared garage structure, Retreat 

at The Flatirons has bucked the 
trend and proved the demand 
for three-story, garden-style 
communities with large units 
and private garages,” said Jeff 
Hawks of ARA Newmark, who 
represented Etkin Johnson with 
ARA Newmark brokers Doug 
Andrews, Terrance Hunt and 
Shane Ozment. 

“The velocity of lease-up com-
bined with the aggressive rent 
levels and above-market occu-
pancy resulted in this being a 
highly sought-after investment 
property with the bidding pro-
cess producing several very 
competent groups with very 
competitive offers,” Hawks said. 

The apartments are part of 

Broomfield Business Center, a 
74-acre mixed-use project that 
Etkin Johnson is developing. The 
clubhouse features a cyber café 
with Wi-Fi, a great room with a 
pool table, an epicurean kitchen, 
the “Spaw” dog wash station, an 
outdoor fire pit, fully equipped 
fitness center with a 24/7 virtual 
trainer, a bicycle and ski/snow-
board repair shop, year-round 
25-meter swimming pool and 
adjacent 4.53-acre park that Etkin 
Johnson developed and dedicat-
ed to the city of Broomfield.

The units themselves include 
9-foot ceilings, stainless steel 
appliances, granite countertops, 
and private patios or balconies. 
Some units have fireplaces and 

garden tubs. They also include 
walk-in closets, are prewired 
for intrusion alarms and tele-
communications, and have indi-
vidual heating, air conditioning 
and hot water. Some units have 
attached garages, and detached 
garages also are available. 

Located on 18.19 acres, the 
Retreat at The Flatirons con-
sists of 20 apartment buildings, 
14 freestanding garages and a 
clubhouse. All the buildings are 
two and three stories with stone 
and HardiePlank siding. Just off 
Highway 36 and the Northwest 
Parkway, they are within four 
minutes of Flatiron Crossing and 
offer easy access to Interlocken 
Advanced Technology Environ-

ment, Boulder and Denver. 
A team including Jim Vasbind-

er of Etkin Johnson Real Estate 
Partners, Lauren Brockman of 
Anbrock LLC and Allied Orion 
Holdings LLC, and Peggy Pan-
zer of the Allied-Orion Group 
developed the apartments.

“We are proud of our team’s 
ability to execute the project 
from development into lease-up 
and management, through this 
disposition,” said Bruce Etkin, 
chairman of Etkin Johnson Real 
Estate Partners. “The ability to 
achieve a record-setting per-unit 
sales price for this type of prod-
uct was truly a collaborative 
effort.”s

Etkin Johnson achieves record price per unit with ‘Retreat’

The Retreat at The Flatirons consists of 20 two- and three-story apart-
ment buildings, 14 garages and a clubhouse.The Retreat at The Flatirons’ clubhouse 
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Larimer & Weld Counties

by Jill Jamieson-Nichols
Site work has started for the first 

phase of a Johnstown retail devel-
opment to be anchored by one of 
the largest sporting goods stores in 
the country.

At 250,000 square feet, Scheels’ 
first Colorado store will be sec-
ond only to the retailer’s 300,000-sf 
store in Reno/Sparks, Nevada. It 
will be part of the first phase of 
Johnstown Plaza, located at the 
southeast corner of Interstate 25 
and U.S. Highway 34.

Overland Park, Kansas-based 
Carson Development Inc. is devel-
oping and building Johnstown 
Plaza, whose 500,000-sf first phase 
will be delivered in mid-2017. At 
build-out, the development will 
comprise 1.1 million on 80 acres 
of land.

“There is a good retail synergy 
in this area. The traffic count at that 
intersection is really strong,” said 
Matt Salamat of Carson Develop-
ment, which developed a Scheels 
store in Overland Park and assist-
ed in identifying the Johnstown 
location. The interchange sees 
120,000 cars per day, making it 
the highest-trafficked intersection 
in Northern Colorado.

The I-25-Highway 34 inter-
section is surrounded by retail, 
including the Marketplace at Cen-

terra, the Outlets at Loveland and 
Promenade Shops at Centerra.

Salamat said based on interest in 
Johnstown Plaza, there continues 
to be strong demand from retailers 
wanting to be in the area.

“There has been a lot of inter-
est from retailers that don’t have 
stores yet in the Northern Colora-
do area, so we’ve had a lot of inter-
est from those retailers as well as a 
lot of retailers interested in relocat-
ing their stores to our center,” said 
Salamat. The development will 
include additional anchors as well 
as smaller retailers.

Scheels is expected to draw cus-
tomers from throughout Colorado, 
as well as the surrounding region.

“It’s really a destination-type 
retailer. They do sporting goods 
for pretty much everyone – men, 
women and children – but they 
also have a 60-foot Ferris wheel in 
the store, they have a 16,000-gallon 
fish aquarium, they have bowling 
alleys, they have shooting ranges, 
they have information on wildlife. 
There’s really quite a bit to draw 
people in,” said Salamat.

According to Scheels’ website, 
the retailer operates 26 stores in 11 
states. Its Reno/Sparks store is the 
largest all-sports store in the world.

Jeff DeGasperi of DeGasperi & 
Associates Architecture in Over-

land Park is designing Johnstown 
Plaza.

“I think it will be a great project 
for the north Colorado area and 
the whole Denver area, and the 
surrounding area as well. It will be 
a nice project,” said Salamat.

Other News
n Bruton Loveland LLC, a Colo-

rado investment group, purchased 
a 3,740-square-foot building occu-
pied by Wells Fargo for $725,000, 
or $193.85 per sf, in an off-market 
transaction.

The property is located at 1073 
N. Lincoln Ave. in Loveland. 

“We had just renewed the Wells 
Fargo lease in that building and 
sold it to an investor,” said Pat-
rick O’Donnell of Realtec-Love-
land. He and Bruce Campbell of 
Realtec-Loveland handled both 
sides of the transaction. Morey 
Plaza LLP was the seller.

n Poehlmann Construction 
Inc., a general contractor, leased 
2,600 sf of office and storage space 
at 2600 Canton Court, Suite B, in 
Fort Collins. 

Terri Hanna of W.W. Reynolds 
Real Estate Services represented 
the landlord.s

Developer paves way for Scheels, 
first phase of Johnstown Plaza

A rendering of one of the Johnstown Plaza retail buildings designed by DeGasperi & Associates Architecture
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The Denver area is adding 
40,000 to 45,000 jobs a year and 
almost all of those new hires 
are renters, she said.

“No condos are being built 
and a lot of people can't afford 
$580,000 single-family homes,” 
Koster said.

“Plus, there are only about 
5,000 homes listed on the mar-
ket, so even if you want to buy, 
there is nothing out there,” 
Koster said. “In 2007, there 
were about 30,000 homes on 
the market.”

She said that value-add deals 
like the Tamarac community 
are especially popular among 
investors.

“TruAmerica had already 
spent close to $4 million on 
capital improvements to the 
property,” she said. “And Gelt 
will continue where they left 
off and finish the renovations 

of the units and upgrade com-
mon areas.”

The more-than-$3.7 mil-
lion TruAmerica spent on the 
improvements for about 200 
units paid off handsomely. 
According to Gelt’s website, 
TruAmerica was able to realize 
an increase of $120 per month 
in rent on the renovated units, 
which equates to a 24 percent 
annual return on investment.

The purchase was in Gelt’s 
wheelhouse, according to 
Koster.

“Gelt kind of specializes in 
workforce housing,” Koster 
said.

“Tamarac is not in the Den-
ver Tech Center, but it is near 
the tech center,” Koster said.

“It is a great location,” she 
said. “And when you compare 
Tamarac to a lot of the newer 
product in the Denver Tech 
Center, a lot of renters can’t 
afford to pay $2 or more per 

square foot for the new prod-
uct, but can afford the $1.40 or 
so at Tamarac.”

Tamarac was not only the 
first apartment community 
Gelt purchased in Denver, but 
also its single largest purchase 
to date, both in terms of price 
and number of units.

“Thirty Three Hundred Tam-
arac checked all the boxes for 
our acquisition criteria,” said 
Jeff Harris, director of acquisi-
tions with Gelt.

“The asset is strategically 
located in an infill submarket 
with immediate access to major 
transportation, key employ-
ment centers and an array of 
retail options,” Harris said.

As Koster said, Harris noted 
that it would continue the val-
ue-add, capital improvements 
started by TruAmerica.

“We see continued upside 
through renovation of the 
remaining classic units and the 

addition of new amenities such 
as a bike room, additional stor-
age and an outdoor recreation 
area,” Harris said.

Damian Langere, partner of 
Gelt, noted there has been a 
“tremendous transformation” 
in the area during the past few 
years, including a Whole Foods 
two blocks away and a Target 
across the street.

“The asset’s stellar location 
ensures a long-term competi-
tive advantage for apartment 
housing in the local market,” 
Langere said.

The 15-building, pet-friendly 
property offers studios, one- 
and two-bedroom units rang-
ing from 450 to 1,035 sf. Units 
have private balconies or pati-
os, fireplaces and extra storage.

Amenities include three out-
door swimming pools, a club-
house, barbecue grills, fitness 
centers, a racquetball court, 
business center and lounge 

area.
“We like the Denver region 

for investment as it has diverse 
economic drivers, impeccable 
migration statistics as a result 
of job growth, great quality 
of life and a growing popula-
tion of millennials. All of these 
key fundamentals are driving 
a healthy apartment market,” 
said Keith Wasserman, a part-
ner with Gelt.

Hart said TruAmerica con-
tinues to see Denver as an 
attractive market for multifam-
ily investment as demand for 
affordable, quality apartments 
far outpaces supply.

In September, TruAmerica 
acquired the Cherry Creek 
Club, a 561-unit community, 
for $71 million. With the sale of 
Tamarac, TruAmerica’s Denver 
portfolio totals 1,675 units.s

Gelt
Continued from Page 1

year, as completions slow some-
what over the first part of the 
year.

The average effective rent in 
the metro area will surge 10.9 
percent in 2015 to $1,347 per 
month, surpassing even the 
sizable increase posted in 2014, 
the commercial real estate firm 
noted.

However, the gap between 
the cost of renting versus own-
ing continues to increase, with 
renting still far more afford-
able.

The supply of new rentals 
will outpace growth in demand 
in 2015, especially with a glut 
of completions in the fourth 
quarter. This will cause vacan-
cy to rise 110 basis points over 
third quarter and above the 
2014 level to 4.8 percent.

With vacancy remaining 
tight, the pace of rent growth 
will remain high, jumping 10.9 
percent to $1,347 per month in 
2015. This follows a year-over-
year increase of 10.7 percent in 
the previous year.

Investor activity remains 
strong as demonstrated by an 
uptick up in transaction veloc-
ity of about 13 percent in the 
past year.

Average cap rates range 
from the low-5 percent span 
for properties built since 2010 
up to the mid-6 percent area 
for 1970s and earlier-vintage 
product.

Buyers paid an average of 
$186,530 per unit during the 
past 12 months, an advance of 
16.2 percent year over year. 

The dollar volume surged 
41 percent year over year, to 
roughly $3.4 billion as a result 
of a larger number of higher-
value transactions occurring.

Marcus & Millichap remains 
bullish about the Denver area’s 
apartment market.

“Solid job growth and contin-
ually rising rents means inves-
tors remain keen on the Denver 
market, while many owners 
realize they have a lot of equity 
and are cashing out,” accord-
ing to Marcus & Millichap.

“This will keep transaction 
velocity elevated.”s

Apartment
Continued from Page 7 MY PEOPLE MAKE A DIFFERENCE 

They made us! Our success has been the result  
of their strong commitment, loyalty and hard work.  

Sacrifice, that’s what we’ve always done.  
 

GIVE RATHER THAN TAKE.

Hearts generate energy. My people have been towers of 
strength. Wealth is within these relationships.  

 
PASSION + AUTHENTICITY + LOYALTY 

THE DIFFERENCE

I WANT TO THANK ALL THE STAFF, ASSOCIATES, FAMILY, FRIENDS AND CIVIC  

LEADERS FOR 30 YEARS OF SUPPORT AND POSITIVE ENERGY. METROPOLITAN IS PROUD 

OF OUR CONTRIBUTION TO OUR COMMUNITY.

COMING SOON
705 Evans, Denver
Crestmoor Heights 
   Ceder St. Townhomes, Denver
   The Monaco Apartments, Denver
Quincy Lane, Englewood

TRANSIT ORIENTED DEVELOPMENT
Vallagio Mixed Use, Englewood 
Vallagio at Inverness Resort Collection
   Amberley Heights Luxury Rentals 
   Taliesin Pointe Golf Villas

APARTMENTS
Centerpointe East, Aurora
Lowry North, Denver
Whisper Sky, Denver

VILLAS AND PATIOS
Bella Vista, Denver
Golden Bear, Longmont
Gray Hawk, Denver
Lowry Northwest, Denver
Poppy Hills, Denver
Star Canyon, Littleton
Star Pass, Aurora
Vista Pointe, Littleton

TOWNHOMES & CONDOMINIUMS
Avalon, Aurora
Boulders, Lafayette
Eagle Ridge, Denver
Golden Bear, Longmont
Horizon Pointe, Westminster
Indigo Creek, Broomfield
Lowry Heights, Denver
Mayfair, Denver
Moon Shadow, Aurora
Park Güell, Parker
Promontory Pointe, Westminster
Provence, Denver
Silver Ridge, Aurora
Sterling Court, Englewood
The Ranch, Lafayette

The following neighborhoods and communities are all a result from the energies 
and expertise of Metropolitan Homes, Inc.
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by Jennifer Hayes
Radford Investment Prop-

erties added to its Colorado 
Springs portfolio with its 
acquisition of Verde Meadows.

The buyer paid $3.85 million 
for the 100-unit community at 
1430 S. Chelton Road – a sis-
ter property to Alvarado Place, 
which Radford Investment 
Properties acquired earlier this 
year. 

“We are very familiar with 
this type of property as three 
of our Colorado Springs prop-
erties, including Verde Mead-
ows, were built by the same 
developer,” explained Greg 
Morris, principal with Radford 
Investment Properties.

“We plan to implement a 
renovation program very simi-
lar to the one we are using 
at Alvarado Place,” added 
Michael Foester, principal with 
Radford Investment Proper-
ties.

A private seller out of Colo-
rado Springs sold the commu-
nity, built in 1983, in an off-
market transaction. 

“Timing is very important in 

real estate and we were fortu-
nate to have been able to inter-
est two separate groups in the 

acquisition of 
Verde Mead-
ows at the 
same time, 
even though 
we weren’t 
a c t i v e l y 
m a r k e t i n g 
the prop-
erty,” said 
Bill Morkes 
of Colliers 

International Denver Multi-
family Advisory Group. 

“We had a good understand-
ing of what the seller was look-
ing for and what type of buyer 
would be suitable for the acqui-
sition. After selling Alvarado 
Place to Radford Investment 
Properties earlier in the year, 
we knew they would be a like-
ly candidate for Verde,” noted 
Craig Stack, also of Colliers 
International Denver Multi-
family Advisory Group.

Morkes and Stack represent-
ed the seller in the transaction.

“The second buyer was com-
ing out of an exchange and had 
proactively reached out to us in 
hopes of helping them find a 
suitable replacement property. 
Though their offer ultimately 
didn’t win, we think they are 
a great buyer for similar prop-
erties in the market,” added 
Morkes. 

The community features a 
mix of junior one-bedroom, 
one-bedroom and two-bed-
room apartments that were 
around 95 percent occupied at 
the time of sale. The property 
includes a swimming pool, spa 
and laundry room. 

When originally built, Verde 
Meadows and Alvarado Place 
were sister properties, owned 
and operated by the same com-
pany. With this latest acquisi-
tion, Radford hopes to achieve 
many of the same operational 
efficiencies originally envi-
sioned by the developer, added 
Morkes.

With the acquisition, Rad-
ford Investment Properties 
owns 410 units in Colorado 
Springs.s

Colorado Springs/So. Front Range

by Jennifer Hayes
A newly completed Colorado 

Springs apartment asset sold to 
an undisclosed buyer for $9.06 
million, or $150,917 per unit. 

An undisclosed buyer pur-
chased the Alturas at Bell Tower, 
a 60-unit community at 1130 Bell 
Tower Heights. 

Constructed in 2013, the prop-
erty received a significant amount 
of attention due to its notable 
upside in rents, condominium-
quality finishes, proximity to 
multiple employment develop-
ments in Colorado Springs and 
its unique place in the market, 
noted Kevin McKenna and Saul 
Levy of ARA Newmark. There 
have been no conventional mul-
tihousing properties built within 
a five-mile radius of the property 
in the last 10 years and, as such, 
Alturas at Bell Tower is one of the 
very few Class A communities in 
the entire submarket.

“This was the only market-rate 

apartment community built in 
the last 20 years under 100 units 
in Colorado Springs,” explained 
McKenna, who, with Levy, repre-
sented the seller, All Pro Capital. 
“Typically, the only option is to 

buy an asset under $10 million 
with buildings over 40 years old. 
In addition, it is not often you find 
new construction available for a 
significant discount-to-replace-
ment cost. As a result, we had 

a number of aggressive buyers 
jumping at the opportunity.”

Alturas at Bell Tower garnered 
double-digit offers with the win-
ning bidder exceeding list price.

“The seller did a fantastic job 
developing the property and their 
timing could not have been better. 
Costs have increased significantly 
since the time of construction and 
the market continues to be very 
strong,” added McKenna.

At the time of sale, the com-
munity was 97 percent occupied. 

Other News
n Catholic Health Initiatives 

Foundation recently leased 
12,274 square feet of office space 
at 1150 Kelly Johnson Blvd. in 
Colorado Springs.

It leased the space from FN 
LLC.

Mary Frances Cowan and 
Russell Stroud of Quantum 
Commercial Group Inc. along 

with Gary Hollenbeck of Palm-
er McAllister were the listing 
brokers. Thomas Powell of 
Equity Colorado Real Estate 
was the cooperating broker.

n Walter Kidde Portable 
Equipment LLC expanded its 
lease at the Centennial Technol-
ogy Center in Colorado Springs.

The firm, which specializes in 
the research and development 
of consumer safety products, 
expanded and extended its lease 
at the property at 4820 Centen-
nial Blvd., which brought the 
two-building, 110,000-sf tech 
center to 100 percent occupancy.

The transaction size was 
17,076 sf.

NAI Highland LLC’s Paul W. 
Engel represented the landlord, 
NetREIT Centennial LLC. Peter 
Scoville and Greg Phaneuf of 
Colorado Springs Commercial, 
a Cushman & Wakefield Alli-
ance represented the lessee.s

Alturas at Bell Tower apartments trade for $9.06 million

The 60-unit community is one of the few conventional, multihousing 
Class A communities built in the entire submarket. 

Verde Meadows sells to Radford Investment for $3.85M

Radford Investment Properties plans to implement a renovation program at the 100-unit Verde Meadows. 

Bill Morkes

 ‘Timing is very 
important in real 

estate and we 
were fortunate to 

have been able 
to interest two 

separate groups in 
the acquisition of 
Verde Meadows 
at the same time, 
even though we 
weren’t actively 
marketing the 

property.’ 
 

– Bill Morkes, Colliers 
International Denver 

Multifamily Advisory Group
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Finance

by John Rebchook
CBRE’s Capital Markets’ Debt 

& Structured Finance Services 
recently secured $55.6 million in 
financing on behalf of Los Ange-
les-based Gelt Inc. for its $74 mil-
lion acquisition of the Tamarac 
apartment community in Denver. 
(See related story on Page 1.)

Brian Eisendrath and Ross 
Moore with CBRE’s Beverly Hills 
office arranged a 10-year fixed-
rate loan with a five-year interest-
only component for the acquisi-
tion of the 564-unit community 
built in 1977 at 3300 S. Tamarac 
Drive.

The financing is a 75 percent 
loan-to-value transaction.

“The fundamentals in Denver 
remain quite strong with annual 
rent growth exceeding 10 percent 
in specific markets,” Eisendrath 
said. “As a result, there was strong 
demand from lenders,” he said.

In additional to Denver’s fun-
damentals, the strength of Gelt 
also helped it land an attractive 
financing package.

“Given Gelt’s long-term strat-
egy in secondary growth mar-
kets, 10-year debt with maximum 
interest only will allow them to 
execute on their business plan 
by providing solid cash-on-cash 
returns to their investors,” Eisen-
drath said.

With the Fed appearing ready 
to raise its rates and new banking 
regulations in place, Gelt’s timing 
for the acquisition and financing 
was good.

“Given the volatility in the 
capital markets, we were able to 
navigate the new mandates and 
provide the best terms possible,” 
Eisendrath said.

Keith Wasserman, a co-found-

er of Gelt, was pleased with the 
financing deal by CBRE.

“Brian and his team secured a 
loan that allows us to continue 
repositioning this well-built asset 
while providing an attractive 
value alternative for renters who 
are priced out of the newer Den-
ver product,” Wasserman said.

“They were able to move fast, 
providing lender commitment 
prior to going hard on the pur-
chase, all the while securing 
aggressive long-term financing 
with seamless execution,” Was-
serman added.

John Winslow, principal of Win-
slow Property Consultants, who 
was not involved in the transac-
tion, said the financing package 
was typical for strong investors 
buying apartments in the Denver 
area.

“A 75 percent LTV is pretty typi-
cal in today’s market,” Winslow 
said. 

“I’ve seen some really strong 
players get even higher ratios,” 
he said.

From Gelt’s perspective, the five 

years of interest only is crucial.
“The cap rate might be 4.5 

percent or 5, but really what the 
investor is looking at is the cash-
on-cash return,” Winslow said.

“A common mistake people 
make is that they see a property 
sold at a 5 cap rate and they think 
it is crazy,” Winslow said.

“But their cash-on-cash return 
might be 12.5 percent in the first 
five years and that is how buyers 
sell it to their general partners and 
investors,” Winslow explained.

“The cash-on-cash return makes 
the investment look really good,” 
he said.

Units at Tamarac range in size 
from 450 square feet to 1,015 sf.

The seller, TruAmerica, had 
renovated about 200 of the units. 
Gelt will continue to renovate the 
remaining units, upgrade com-
mons areas and add new ameni-
ties.

Pam Koster and David Martin 
of the Denver office of Moran 
and Co. represented TruAmerica 
in the sale.s

CBRE provides $56 million in 
financing for Tamarac apartments

CBRE provided financing for the $74 million purchase of Tamarac. 

http://www.coloradohardmoney.com
http://mattc@thepiedmontfinancial.com
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mailto://peterk@essexfg.com
mailto://mjeffries@essexfg.com
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mailto://cwilliams@essexfg.com
mailto://msalzman@essexfg.com
mailto://dkonecny@essexfg.com
http://www.essexfg.com
http://www.terrix.com
http://www.signatureflip.com/sf01/article.aspx/?i=7297
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Finance

I n early 2014, I wrote an arti-
cle for the Colorado Real 
Estate Journal about the 

paradigm shift that was occurring 
in commercial real estate lend-
ing. The status quo was chang-
ing – banks were breaking the 
norm and doing longer-term, non-
recourse loans on their balance 
sheets, while more life insurance 
companies were taking construc-
tion risk and providing more vari-
able-rate debt to match short-term 
annuity businesses. My thesis was 
that there was no such thing as 
“normal” in today’s lending envi-
ronment, capital sources and loan 
products were being blurred, and, 
as a result, borrowers were ben-
efiting from more capital options 
and better pricing power. 

Fast-forward to today. Banks are 
now being more selective with 
their longer-term fixed-rate pro-
grams in anticipation of the Fed-
eral Reserve beginning to normal-
ize monetary policy in Decem-
ber; however, the life insurance 
companies continue to blur the 
lines with new lending programs 
as more and more of them con-
tinue to search for yield in this low 
interest rate environment. The best 
example is the ongoing creation of 
short-term, nonrecourse “bridge” 
programs for transitional assets. 
In an effort to find more yield, 
several life insurance companies 
are taking additional, calculated 
risk on transitional assets with 
either above-market vacancy or 
near-term tenant rollover. These 
“bridge” programs can be tai-
lored for specific assets, fund up 
to 75 percent of total project cost, 
and provide future fundings for 
improvements and leasing capi-
tal to help execute specific busi-
ness plans. In essence, these new 
life insurance company programs 
mirror traditional bank lending, 
but come with fixed-rate options 
and without personal guarantees. 

While there continues to be a 
focus on increasing yields and 
overall returns going into 2016, 
the life insurance companies also 
will be heavily focused on increas-
ing their core, long-term lend-
ing businesses to match up with 
their increasing long-term liabili-
ties. The common theme coming 
from most life insurance company 
investment committees is a desire 
to increase their mortgage alloca-
tions next year, given the good 
yields, cash flow predictability and 
relative value of the assets com-
pared to alternative investments. 
In my opinion, there has never 
been a better time to secure long-

term financing 
with increased 
lender appe-
tite, new and 
ever-changing 
lending pro-
grams and 
rising concern 
of rising rates. 
Below are four 
ways in which 
the life insur-
ance com-
panies will 
increase their 
commercial 

mortgage allocations in 2016: 
n Forward loan commitments. 

A majority of life insurance com-
panies are still willing and able 
to provide forward loan com-
mitments for up to 12 months in 
advance of funding. The forward 
commitment allows borrowers to 
lock interest rates now, while they 
remain low, and have a firm loan 
commitment subject to any sub-
stantial changes to the property 
and its economics. While forward 
loan commitments can sometimes 
come with a small interest rate 
premium (two to four basis points 
per month beyond a three-month 
free period), the certainty of execu-
tion and minimal increase to the 
overall coupon can be extremely 
valuable in an uncertain interest 
rate environment. 

n Longer-term loan options. 
Essex Financial Group works with 
several life insurance companies 
through a correspondent network 
that are now offering longer-term 
loan options beyond the tradition-
al 10-year fixed-rate period. In fact, 
the average loan term originated 
by Essex Financial Group between 
2014 and 2015 was 12 years. Sev-
eral life insurance companies now 
have 20- to 30-year fully amortiz-
ing loan programs that match up 
to longer-term liabilities on their 
balance sheets (one specific lender 
even has a 40-year fully amortiz-
ing option). The most significant 
benefit to these longer-term loan 
options is locking in a very low 
interest rate for a significant period 
of time, eliminating future inter-
est rate risk and fixing the most 
important variable to predictable 
cash flow. Essex currently is in the 
market on several 30-year fully 
amortizing loan requests, and the 
pricing for such product rang-
es between 4 and 4.75 percent, 
depending on the property type 
and leverage request. Although 
most of these longer-term options 
come with prepayment penalties, 
some life insurance companies 

will provide future earn-outs to 
increase loan proceeds with future 
value creation. 

n Construction loans. The trend 
of life insurance companies com-
peting in the construction lending 
space with new and revitalized 
construction loan programs con-
tinues to increase. The concept is 
to secure the permanent financ-
ing by taking the construction risk 
and providing the construction 
financing. The ideal structure for 
most life insurance companies 
include a 12- to 24-month con-
struction period with necessary 
completion guarantees, followed 
by a minimum five-year loan term 
and maximum 30-year loan term 
upon construction completion. 
The benefit to the borrower is a 
fixed interest rate during the con-
struction and permanent periods, 
plus a guaranteed takeout at con-
struction completion. Although 
originally conceived to lend on 
ground-up apartment projects 
to steal market share from Fan-
nie and Freddie, programs have 
evolved to fund credit tenant com-
mercial projects and select retail, 
office, industrial and hospitality 
developments. Most life insurance 
company construction loans need 
to be larger than $20 million on 
assets located in primary markets. 

n Construction loan takeouts 
prior to stabilization. For years, 
Fannie Mae and Freddie Mac 
dominated multifamily lending 
and financed the lion’s share of 
stabilized apartment communi-
ties, consistently beating life insur-
ance companies with higher loan 
proceeds, lower interest rates and 
longer amortizations. Although 
much more competitive today 
with lower spreads and whole 
interest rates than agency execu-
tions, life insurance companies 
continue to find ways to steal mar-
ket share from Fannie and Fred-
die. A proven and successful tactic 
has been to take out apartment 
construction loans at construction 
completion, prior to lease-up and 
stabilization. Typically, life compa-
nies won’t fund until the property 
is generating a 1.00x debt cover-
age ratio. In addition, this type of 
financing execution may require 
additional credit enhancement (i.e. 
master lease, debt service reserve, 
personal guaranty) until there 
is sufficient cash flow to cover 
debt service 1.25x, but the credit 
enhancement burns off and the 
loan becomes nonrecourse once 
the property’s cash flow covers the 
debt obligation. s

What to expect from the life 
insurance companies in 2016

Cooper Williams
Principal, Essex 

Financial Group, 
Denver

For Company Profiles, Contact 
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Arbor Commercial Mortgage, LLC

Bank of America Merrill Lynch – 
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Johnson Capital
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Merchants Mortgage and Trust Corp. 

Midland States Bank
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Mutual of Omaha Bank

NorthMarq Capital, Inc.

RNB Lending Group 

TCF Bank

Terrix Financial Corporation

Trans Lending Corporation
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Vectra Bank Colorado, N.A.

Wells Fargo SBA Lending
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CRE Commission-Approved Contracts: Tips & Traps

This is the first of a series 
of a dozen or so articles 
that come from some 

years of experience using the 
Colorado Real Estate Com-
mission-approved Contracts 
for Purchase and Sale of Real 
Estate for commercial real 
estate transactions. 

One does not get very far into 
the contract before facing the 
first choice to be made. Who is 
the buyer? Seems easy enough, 
but consider the following.

Tip: Exercising a little disci-
pline when naming the buyer 
in the contract avoids problems 
down the road. For individuals, 
the name as it appears on a 
driver’s license or state-issued 
identification card is a good 
choice. The name in those doc-
uments is recognized under 
the Uniform Commercial Code 
for financing statements. See 
C.R.S. § 4 9 503(a)(4)(C). It also 
makes it easy for a notary pub-
lic when it asks for identifica-
tion for an acknowledgement. 
The notary statute specifically 
allows for a notary to use a 
driver’s license or identifica-
tion card for determining a per-
son’s identity. See C.R.S. §12 55 
110(4)(b)).

Tip: For an entity that has a doc-
ument filed in the business records 
of the Colorado Secretary of State 
(or the similar office in another 
jurisdiction), use the name exactly 
as it appears in those records. 
The Colorado business laws 
refer to this name as the “true 

name” [see 
C.R.S. § 7-90-
1 0 2 ( 6 3 . 7 ] ) 
In Colora-
do, where a 
“ o n e - k e y -
stroke dif-
ference” in a 
name (with 
a few excep-
tions) could 
refer to a dif-
ferent entity, 
using the 
exact name is 

very important. See C.R.S. § 7 
90 601(2). Thus, abbreviations 
(“Co.” for “Company,” “Inc.” 
for “Incorporated,” “LLC” for 
“Limited Liability Company,” 
etc.) should be used only if they 
appear in the true name and 
should not be used if they do 
not. Although commas, periods, 
apostrophes and capitalizations 
are not as critical, you should 
use them or not as occurs in the 
true name.

Trap: If the buyer is a trust, 
plan on working with the lawyer 
who represents the trust. Trusts 
are getting more common all 
the time as baby boomers work 
on their estate plans. When it 
comes to real estate, a trust is 
one of the most complicated 
types of ownership. If the trust 
has to buy the property, consid-
er using a limited liability com-
pany with the trust as its sole 
member. Don’t get me started. 
I only get to write about 900 
words per issue.

Tip: When the buyer is an enti-
ty, further identify it by the type 
of entity and the state in which 
it was organized (e.g., “a Colo-
rado limited liability company” 
or “a Delaware corporation”). It 
is important to include that 
information for a number of 
reasons, not the least of which 
is that there may be an ABC 
Inc. in almost every state of the 
union. So, which one owns the 
property? Everything that has 
been said about the name of 
the entity also is true about the 
description of the entity. The 
best practice is to state the enti-
ty description in the contract 
right after the buyer’s name. 
It is very important to get the 
entity description absolutely 
right. And, of course, the name 
and entity description used in 
the beginning of the contract 
should be the same as that 
used in the signature block.

Trap: The entity description of 
the buyer, if it is a limited liability 
entity, is important for another 
reason – liability. If the buyer 
is not identified as a limited 
liability entity, the person sign-
ing for it might not have the 
limited liability he or she wants 
to have. See Water, Waste & 
Land, Inc. v. Lanham, 955 P.2d 
997 (Colo. 1998).

Tip: If the buyer named in the 
contract is an entity, make sure 
the entity exists. Checking the 
records of the Secretary of State 
is easy and can be done any-
time, day or night, via the Inter-

net: http://www.sos.state.
co.us/biz/BusinessEntityCri-
teriaExt.do. How much does 
it matter? If the entity is not 
formed, is the contract enforce-
able? By whom? What is the 
personal liability of the person 
acting for the unformed entity? 
All are open legal questions, 
suggesting that you should not 

sign a contract for a buyer that 
does not yet exist.

Interestingly, every once in 
a while, real property is con-
veyed to an entity that has not 
been formed. That has occurred 
often enough that Colorado 
has a statute addressing the 
problem. The statute provides 
that title vests in the grantee 
named in the deed when the 
entity is formed. See C.R.S. § 
38 34 105; Title Standard 3.4.1. 
So, if the buyer does not exist 
and you close the contract and 
buy the property, the solution 
is to form the entity. Trap: There 
might be title issues relating to 
the interim, before the entity is 
formed, but at least title to the 
real property is no longer float-
ing in outer space.

Trap: Using a nominee as the 
buyer is a bit tricky from a legal 
standpoint. For example, the 
law is pretty clear that an agent 
for an undisclosed principal, 
such as a nominee, is person-
ally liable for its actions. See 
Water, Waste & Land, Inc. v. Lan-
ham, 955 P.2d 997 (Colo. 1998). 
At the same time, a person who 
allows a nominee to take title 
to its real property is taking the 
chance that the nominee will 
mess up its title, as would hap-
pen if a judgment was entered 
against the nominee. See C.R.S. 
§ 38 30-108. 

The next installment will 
address issues related to the 
seller’s name. Easy, you say? 
Stand by for some surprises.s

Naming the buyer isn’t as easy as you would think

Beat U. Steiner
Partner, Holland & 
Hart LLP, Boulder

Trusts are getting 
more common all 
the time as baby 

boomers work on 
their estate plans. 
When it comes to 
real estate, a trust 
is one of the most 
complicated types 

of ownership. 
If the trust has to 
buy the property, 
consider using a 
limited liability 

company with the 
trust as its sole 

member. 

A Colorado Christmas 
DEC 11-13 T FRI 7:30 T SAT 2:30 & 6:00 T SUN 1:00
Andres Lopera, conductor
Colorado Symphony Chorus, Duain Wolfe, director
Colorado Children’s Chorale, Deborah DeSantis, artistic director

Jackie Evancho 
Sings Holiday Hits & More
DEC 15 T TUES 7:30
Christopher Dragon, conductor

Holiday Brass at Montview Boulevard 
Presbyterian Church 
DEC 18 & 20 T FRI 7:30 T SUN 5:00
Brian Buerkle, conductor
Colorado Symphony Brass & Percussion 

Handel’s Messiah 
DEC 18-19 T FRI-SAT 7:30    DEC 20 T SUN 1:00* 
Duain Wolfe, conductor
Colorado Symphony Chorus, Duain Wolfe, director
 * Join us on Sunday for the return of the Messiah Sing-Along! 

Sunday concert starts at $25 for adults and $10 for children.

Symphony at the Movies: 
Home Alone
DEC 22 T TUE 7:30
Andres Lopera, conductor
Colorado Symphony Chorus, Duain Wolfe, director

A Weekend of Star Wars 
DEC 26-27 T SAT 7:30 T SUN 1:00
Christopher Dragon, conductor

A Night in Vienna
DEC 31 T THU 6:30
Christopher Dragon, conductor

Tickets
coloradosymphony.org  ✣  303.623.7876       
box office mon-fri 10 am-6 pm :: sat 12 pm-6 pm   
Boettcher Concert Hall at the Denver Performing Arts Complex

 Please join us for these HalfNotes 
pre-concert family activities in Gallery 2.

Sounds of the Season

Jackie Evancho

http://www.coloradosymphony.org
http://www.signatureflip.com/sf01/article.aspx/?i=7299
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Law & Accounting

A s the Denver metro 
real estate market 
continues to sizzle 

and sales prices continue to 
rise, buyers are increasingly 
looking for additional sources 
of capital to fund their pur-
chases. One such source, which 
often finds its origins around 
the dinner table during the hol-
iday season, is a private loan 
from one individual to another 
for the purchase of real estate. 
Common examples of this type 
of loan include a parental loan 
to a child, which is especially 
popular with the millennial 
generation, who otherwise may 
be unable to fund a down pay-
ment in this rapidly appreciat-
ing market, and a loan between 
friends. While this type of loan 
may seem like an ideal source 
of funds for the borrower and a 
safe investment for the lender, 
the current statutory scheme in 
Colorado creates a few pitfalls 
that a lender must carefully 
navigate when making such 
loans.

The Mortgage Loan Origi-
nator Licensing and Mortgage 
Company Registration Act, 
codified at C.R.S. § 12-61-901 
et seq., is the main statutory 
scheme applicable to the type 
of private loans described in 
this article.

At its most basic level, the act 
states that an individual cannot 
originate or offer to originate 
a mortgage, or act or offer to 
act as a “mortgage loan origi-
nator,” unless licensed by the 
Board of Mortgage Loan Origi-
nators and registered with the 
nationwide mortgage licensing 
system as a state-licensed loan 
originator. Pertinent to this dis-
cussion, a “mortgage loan orig-
inator” is simply but broadly 
defined as an individual who 
offers or negotiates terms of 
a “residential mortgage loan,” 
which in turn is defined as a 
loan that is primarily for per-
sonal, family or household use 
and is secured by a mortgage, 
deed of trust or other security 
interest on a dwelling or resi-
dential real estate upon which 
is constructed or intended to 
be constructed a single-family 
dwelling or multiple-family 
dwelling of four or fewer units. 
Thus, in the case where a par-
ent offers a loan to his or her 
child for the purchase of a resi-
dence, and that loan is secured 
by a deed of trust on the resi-

dence, the 
loan is likely 
to be gov-
erned by and 
consequently 
prohibited by 
the act. 

The act 
does provide 
a number 
of exemp-
tions to the 
prohibit ion 
against loan 
originations 

by an unlicensed individual. 
One common exemption that 
individuals may choose to take 
advantage of is seller carryback 
financing. Under this exemp-
tion, a person, estate or trust 
may provide mortgage financ-
ing for the sale of up to three 
residential properties in Colo-
rado in any 12-month period 
to purchasers of such proper-
ties, so long as each property 
is owned by the same person, 

estate or trust and serves as 
security for the loan. There-
fore, one potential solution to 
the parent-child loan prohibi-
tion described above may be to 
have the parent first purchase a 
property and then later sell it to 
the child through seller carry-
back financing. While this solu-
tion may not be ideal due to 
the additional risks and costs 
involved, the loan will not be 
in violation of the act if proper-
ly executed. For more informa-
tion on the various additional 
exemptions, please see C.R.S. § 
12-61-904.

Even if an unlicensed indi-
vidual qualifies for an exemp-
tion under the act, the individ-
ual must be careful to satisfy 
the act’s remaining require-
ments, including the provision 
of numerous disclosures. See 
C.R.S. § 12-61-911, 914. The 
disclosures, mainly in place 
to provide consumer protec-
tion against predatory lend-
ing, may seem unnecessary in 
a situation where the lender 
and borrower know and trust 
each other. However, it is still 
important that the lender abide 
by the requirements and pro-
vide the disclosures because 
the failure to do so could put 
the lender at risk for penalties 
for violations of the act. 

Individuals found to have 
violated the act face penalties of 
up to $5,000 for each violation. 
In certain instances, a violation 
of the act may be deemed a 
Class 1 misdemeanor subject to 
criminal sanctions. Fortunately, 
a violation of the act does not 
affect the validity or enforce-
ability of any mortgage. 

Although the legislation 
relating to predatory lending 
provided in the act is necessary 
for the protection of Colora-
do consumers, it is clear some 
unintended consequences have 
resulted from the current statu-
tory scheme. Continued modi-
fications to the act are needed 
to help account for the unin-
tended consequences described 
in this article. One relatively 
easy modification would be to 
add a new exemption to the act 
for familial loans. Unless and 
until the act is modified, when 
contemplating whether to lend 
money to a friend or family 
member for a residential pur-
chase, it is crucial that an unli-
censed individual consider the 
issues created by the act.s

Potential pitfalls of private loans

Mike L. Fredregill
Attorney, Moye 

White LLP, Denver

 While this 
type of loan 

may seem like 
an ideal source 
of funds for the 
borrower and a 
safe investment 
for the lender, 

the current 
statutory scheme 

in Colorado 
creates a few 
pitfalls that a 
lender must 

carefully navigate 
when making 

such loans. 
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Law & Accounting

M any real estate inves-
tors have heard 
about the benefits 

of using self-directed individu-
al retirement accounts to fund 
their latest ventures into the real 
estate market. There are many 
companies conducting seminars 
and webinars that sell the inves-
tor on this idea. I know first-
hand because our office receives 
the very same marketing mate-
rial. While the current state of 
the law does seem to allow for 
these transactions, unfortunately 
many investors are not aware 
of the limitations that the tax 
code imposes on these types 
of transactions. In this article 
I’ll explore two considerations 
every investor should be aware 
of before using a self-directed 
IRA to invest in real estate: 1) 
prohibited transactions and 2) 
unrelated business income tax.

n The danger of prohibited 
transactions. To begin, I’d like 
to share a quick word about the 
danger and what’s at stake. The 
tax code (specifically 26 USC § 
4975) is written in such a way 
that there are numerous “pro-
hibited transactions” in which 
an IRA is simply not allowed 
to engage. If an IRA moves for-
ward with one of these transac-
tions, the ramifications are enor-
mous. If you believe you may 
be in danger of running afoul of 
these rules (or maybe you think 
you’ve already broken a rule), 
then speak to your tax adviser 
as quickly as possible to explore 
your options and the full extent 
of the penalties that you may 
face. There are strategies to mini-
mize the impact, but it is critical 
to be proactive and correct the 
transaction quickly!

I won’t explore all of the rami-
fications here just to keep things 
fairly simple, but the heart of 
what the law does is that it 
causes an investor’s IRA to lose 
its IRA status. In other words, 
the IRA simply ceases to be an 
IRA on the first day of the tax-
able year in which the transac-
tion takes place. The IRA is treat-
ed as having distributed all of its 
assets to the investor and there’s 
the potential that the investor 
will be hit with a large tax bill 
as a result. Finally, penalties will 
likely apply, further reducing 
the investor’s retirement funds. 

n Trans-
actions to 
avoid. So 
what transac-
tions, exactly, 
are we talking 
about? The 
law is writ-
ten in general 
terms to cast 
a wide net. 
If you are 
thinking of 
entering into 
a transaction 
and aren’t 

sure if you should, I cannot 
stress enough the importance of 
consulting with your tax adviser. 

The law is generally written 
to avoid self-dealing between 
a “disqualified person” and 
the IRA. A disqualified person 
includes, among others, the fidu-
ciary in charge of the plan, any 
individual providing services to 
the plan, an employer whose 
employees participate in the 
plan, the person for whom the 
IRA is established or a member 
of that person’s family (spouse, 
ancestor, lineal descendant or 
spouse of a lineal descendant). 
Specific examples of prohibited 
transactions will include:

•Use of IRA income or assets 
for a disqualified person’s own 
benefit;

•Leveraging or using IRA 
assets as security for a loan (non-
recourse loans are allowed);

•The following actions 
between the IRA and a disquali-
fied person:

° Selling, exchanging or leas-
ing property;

° Lending money or extending 
credit;

° Furnishings, goods, services 
or facilities;

° The outright transfer of IRA 
income or assets to the disquali-
fied person.

n Unrelated business 
income tax. IRAs are unique 
and they benefit greatly from 
their preferential tax treatment. 
Interest groups were concerned 
that an IRA conducting business 
activities would have an unfair 
advantage and regular business-
es would not be able to compete. 
Because of this concern, Con-
gress drafted a special tax into 
the tax code called Unrelated 
Business Income Tax. 

Unrelated business income is 
simply income derived from a 
trade or business that is regular-
ly carried on and is not substan-
tially related to the tax-exempt 
purpose of the IRA. In the real 
estate context, a very common 
example of IRA transactions that 
generate UBIT is leveraging a 
rental property with a nonre-
course loan. When this occurs, 
a portion of the income received 
in rents (and possibly on the 
sale of the property) is subject 
to UBIT.

UBIT, however, is not the end 
of the world and a little context 
is necessary here. First, if your 
IRA is subject to UBIT, that really 
means that your investment is 
paying off. In other words, the 
investment in your IRA is gen-
erating profit and that means 
that your retirement account is 
growing. Next, the IRA will sim-
ply prepare and file a tax return 
(Form 990-T) and pay any tax 
that may be due. UBIT is not 
nearly as important of a concern 
as the prohibited transaction 
because it doesn’t carry the same 
consequences, but in my practice 
I’ve found that not many inves-
tors who are considering the use 
of the IRA to invest in real estate 
are even aware of the tax.

n Wrapping it up. To bring 
this to a close, as a tax profes-
sional I have met with many 
established and new clients who 
would like to take advantage of 
the funds in their IRA to begin 
tapping the real estate market 
and grow their retirement nest 
egg. I understand the tempta-
tion, especially here in Denver. 
Time and again, I advise my 
clients of the important limita-
tions found in the tax code and 
ensure that they do not run afoul 
of any of these arguably lesser-
known corners of the regulatory 
framework surrounding IRAs. If 
you are a real estate investor, my 
final bit of advice is to choose 
your advisers carefully and 
ensure that you surround your-
self with a knowledgeable team 
that can advise you concerning 
the many aspects of a particular 
investing strategy. Doing so will 
help ensure your continued suc-
cess in this rewarding and fast-
paced market.s

RE investors: Beware of unintended 
consequences when using your IRA

Peter McFarland
Associate attorney, 
Estill & Long LLC, 

Denver
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Property Management News

Kinnickinnic Realty appoints 
new portfolio manager 

Kinnickinnic Realty selected 
Griffis/Blessing Inc. to manage 
its 105,566-square-foot com-
mercial portfolio. The portfolio 
consists of two Class B office 
buildings, Arapahoe Plaza II 
at 7700 E. Arapahoe Road in 
Centennial and Deer Creek at 
10822 W. Toller Drive in Little-
ton. 

The anchor tenants include 
Imagine That!, Learning RX, 
Garbanzo Mediterranean Grill, 
The Vanoy Group, Impact 
Confections Inc. and Hallmark 
Home Mortgage LLC.

The commercial property 
services team of Dora Fessler, 
portfolio manager, Katie Kier, 
management assistant, Cindy 
Colby, property accountant, 
and Ari Skyton, maintenance 
technician, will handle day-to-
day operations.

“We are excited to have been 
selected by Kinnickinnic Realty 
for the opportunity to man-
age its commercial portfolio,” 
said Richard Davidson, CPM, 
Griffis/Blessing senior vice 
president. “After having man-

aged the multifamily portfo-
lio for the last 10 months, we 
understand the owners’ expec-
tations and goals for its proper-
ties, making the transition of 
the commercial portfolio seam-
less for everyone.”s

Deer Creek is located at 10822 W. Toller Drive in Littleton.

Arapahoe Plaza II is located at 7700 E. Arapahoe Road in Centennial.

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.realtyjobs.com
http://www.signatureflip.com/sf01/article.aspx/?i=7302


December 16, 2015-January 5, 2016 — COLORADO REAL ESTATE JOURNAL — Page 25

http://www.crej.com
http://www.crej.com
mailto://jstern@crej.com


Page 26 — COLORADO REAL ESTATE JOURNAL — December 16, 2015-January 5, 2016

mailto://info@bomadenver.org
http://www.bomadenver.org


December 16, 2015-January 5, 2016 — COLORADO REAL ESTATE JOURNAL — Page 27

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 Asphalt 
& Concrete
303-781-9999
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

BUILDING RESTORATION 
Walker Restoration Consultants 
303-694-6622

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 Asphalt 
& Concrete
303-781-9999
Economy Asphalt & 
Concrete Services
303-809-5950
Foothills Paving &
Maintenance, Inc.
303-462-5600
PLM Asphalt & Concrete, Inc.
303-287-0777

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
RescueTech – Technical  

Loss Specialists
303-380-1708

ELECTRICAL
Greiner Electric LLC
303-470-9702
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
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

GENERAL CONTRACTING/  
TENANT FINISH
Metro Construction
303-618-9716

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
Jani-King of Colorado
303-294-0200

LEGAL 
Robinson and Henry, P.C. 
303-688--0944

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 CONSULTANTS 
Walker Parking Consultants
303-694-6622

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
Opticable
303-868-9964

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
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
Denver Sign Group
720-344-2330

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

SNOW REMOVAL 
Brickman Group
303-356-9578
CAM – Common Area
Maintenance Services
303-295-2424
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

B
U

IL
D

IN
G

 O
P

E
R

A
T

IN
G

 S
E

R
V

IC
E

S
 &

 S
U

P
P

L
IE

R
S

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. 
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Green Building

The New Energy Improvement 
District launched a statewide 
Commercial Property Assessed 
Clean Energy program – provid-
ing commercial property owners 
a unique mechanism to finance 
energy efficiency, renewable 
energy and water-conservation 
improvements. 

The C-PACE program offers 
commercial property owners the 
opportunity to spread energy 
and water project costs over a 
term of up to 20 years and repay 
them through an assessment on 
their property tax bill, with no 
upfront capital outlay. 

“Commercial buildings cur-
rently account for about 20 per-
cent of Colorado’s energy use. 
Colorado’s Commercial PACE 
program offers a financial tool to 
help spur energy efficiency and 
renewable energy investments in 
our state’s building infrastruc-
ture, providing long-term utility 
savings, while stimulating the 
economy,” said Paul Scharfen-
berger, chairman of the New 
Energy Improvement District 
board. 

The program provides financ-
ing for a variety of improve-
ments, including new heating or 
cooling systems, lighting, water 
pumps, insulation, solar panels 
and other renewable energy proj-
ects. Typical long-term C-PACE 
financing covers 100 percent of 
a project’s cost and is repaid, for 
up to 20 years, in semiannual 
payments that are structured as a 
regular line item on the property 
tax bill. When a property is sold, 
the PACE assessment stays with 
the property and transfers to the 
new owner, who, in turn, enjoys 
the ongoing utility cost savings 
associated with the project. 

Sustainable Real Estate Solu-
tions was competitively selected 
as the Colorado C-PACE admin-
istrator and will oversee an open, 
competitive lending model that 
makes it possible for a wide 
variety of capital providers to 
participate. All projects will be 
financed entirely with private 
funds, allowing local lenders, 
national banks and PACE capi-
tal providers an opportunity to 
finance projects. 

“C-PACE provides commer-
cial and industrial building own-
ers with an attractive way to 
finance capital-intensive build-
ing modernization projects. The 
resulting energy savings typical-
ly outweigh the annual assess-
ment payment, thereby enabling 
cash-flow-positive projects,” said 
Brian J. McCarter, CEO of SRS. 

Eligible properties include 
office, retail, agricultural, non-
profit and industrial buildings; 
multifamily properties with five 
or more units; and hotels. Proj-
ects must be located in counties 
that have opted to participate 
in the program. Boulder County 
has opted in, and several other 
counties around the state already 
have indicated that they plan to 
participate. 

Other News
n The Ignacio Elementary 

School recently was certified 
LEED Gold by the U.S. Green 
Building Council. 

Ignacio’s prekindergarten 
through fifth grade elementary 
school is the second building in 
a districtwide master plan led by 
RTA Architects. The master plan 
included the renovation of three 
existing school buildings and the 
design of a new middle school. 
In the second phase of the master 
plan, the existing intermediate 
(grades 4-6) building was reno-
vated into what is now Ignacio 
Elementary.

Existing and new classrooms 
were designed as flexible learn-
ing spaces with enhanced 
acoustics, daylighting through 
tubular daylighting devices and 
expansive exterior windows, 
and the ability to accommodate 
current and future technology 
upgrades. The high-performing, 
sustainable facility also uses a 
geo-exchange system, a roof-
mounted 50 kilowatt photovol-
taic array, LED lighting through-
out and low-water native plants 
for landscaping.

n A survey from the Urban 
Land Institute, Colorado in 
2015: A ULI Survey of Views 
on Housing, Transportation and 
Community, reported that a sig-
nificant number of Colorado res-
idents face barriers to a healthy 
and active lifestyle due to com-
munity design and land-use pat-
terns that make walking, cycling 
and recreational opportunities 
difficult. Despite Colorado’s rep-
utation as one of the healthiest 
states in the nation, 52 percent 
of the survey’s respondents said 
that it is too far for them to walk 
to shopping and entertainment, 
and 42 percent said that the bike 
lanes in their communities are 
insufficient. In addition, 34 per-
cent said that their communities 
lack outdoor spaces for exercise.

The survey identified low-
income and Latino residents as 
the demographic groups most 
likely to experience these barri-

ers and feel a sense of dissatis-
faction with their communities. 
Nearly half (49 percent) of Lati-
nos reported that their neighbor-
hoods lacked outdoor recreation-
al spaces, compared with 31 per-
cent of white respondents, while 
58 percent of Latinos responded 
that their neighborhoods lacked 
sufficient bike lanes, compared 
with 40 percent of white resi-
dents. Among respondents mak-
ing less than $25,000 per year, 47 
percent said their neighborhoods 
lacked outdoor spaces, while 54 
percent said more bike lanes are 
needed in their communities.

Among other significant find-
ings in the report related to hous-
ing and community choice and 
satisfaction were: 

• Millennials in Colorado are 
more likely to move than the 
population as a whole, with 70 
percent saying a move is some-
what or very likely within the 
next five years. Twenty-nine 
percent of Coloradans said they 
were very likely to move.

• Thirty-two percent of Colo-
radans currently live in the sub-
urbs, but only 22 percent would 
choose to live there in five years 
if they could live anywhere.

• Renters expressed the highest 
rate of dissatisfaction with their 
housing options, with 26 percent 
saying there were somewhat or 
very dissatisfied, compared with 
15 percent of all Coloradans.

n Colorado State University 
completed its latest green park-
ing initiative as part of its vision 
to remain the greenest university 
in the U.S. 

The installation of a sensor-
based parking guidance system 
from Indect USA enhances the 
LEED-certified garage, which 
also has been designated a Green 
Garage Demonstrator by the 
Green Parking Council.

“CSU is committed to sus-
tainability and the Indect sen-
sor program will make a vital 
contribution to our efforts to 
make our campus greener,” said 
Doug Mayhew, associate direc-
tor of parking and transportation 
for the university. “By guiding 
parkers directly to open spaces, 

the parking guidance system 
minimizes the amount of time 
spent searching for parking. The 
program will also dramatically 
decrease the amount of vehicle 
exhaust emitted in the structure 
and reduce the amount of unnes-
sasary fuel wastage.”

The new parking guidance 
system features the installation 
of parking sensors in each of the 
645 covered spaces and moni-
tors all 870 spaces in the univer-
sity’s only parking structure. A 
space indicator light is installed 
on a dropper at the front of the 
parking space, offering drivers a 
clear view of where open spaces 
can be found and what type of 
parking is permitted in an indi-
vidual space. Different colors 
indicate each space’s status and 
user group: green for available, 
red for occupied, blue for handi-
capped parking and purple for 
electric vehicle charging stations. 
The lights are clearly visible to 
drivers when they enter each 
level so they can quickly deter-
mine if a space is available on 
that floor. A monument-style 
sign is installed at each of the 
garage entries to advise custom-
ers of real-time parking availabil-
ity as they approach the garage.

The sensors collect data about 
length of stay, occupancy and 
usage for each of the differ-
ent user groups at the garage, 
which the university will use to 
enhance its parking policies and 
procedures.

“CSU’s parking sensor pro-
gram demonstrates the versatil-
ity of single-space sensors,” said 
Dale Fowler, director of Indect 
USA. “Sensors are well-known 
throughout the industry for the 
parker convenience and man-
agement benefits they provide, 
but the sustainability advantages 
are just as important. Colorado 
State University is already recog-
nized as the greenest university 
in the nation and this program 
will push that bar even higher.”

Colorado State University cur-
rently is developing a second 
parking garage, which also will 
be equipped with Indect sensors. 
That garage is slated to open in 
August.s

C-PACE offers mechanism to finance green improvements

The Ignacio Elementary School was certified as LEED Gold. See Other 
News. 
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Change in mission critical 

facilities comes almost as  

fast as the data it delivers.  

We pride ourselves on leading 

the way in delivering the  

next generation of mission 

critical buildings.”
Mike Tilbury 
Mission Critical
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DENVER +  COLORADO SPR INGS   
www.jedunn.com

Construction, Design & Engineering

M ost architects and 
builders would agree 
that saving an out-

dated building from demolition 
and repurposing it for a new use 
is the most sustainable solution 
structurally, yet this approach isn’t 
considered often enough. Keeping 
the majority of an existing struc-
ture intact, along with all of its 
embodied energy, well-designed 
upgrades and additions can trans-
form buildings into world-class 
facilities that offer greater flexibil-
ity for future needs. Reuse also can 
save the cost of demolition and 
substantially minimize the carbon 
footprint.

As developers and owners con-
sider tapping their existing build-
ing stock to expand their port-
folios and minimize their carbon 
footprint, the structural engineer-
ing industry can help revitalize 
and adapt these buildings for uses 
never considered when they were 
first built.

The approaches our firm has 
used to accomplish this on recent 
projects in Colorado successfully 
demonstrate that saving a building 
does not have to be overly expen-
sive. Take the Lory Student Center 
(Phase II) on Colorado State Uni-
versity’s Fort Collins campus, for 
example. 

The original CSU Student Center 
designed by architect James Fisher, 
was a midcentury Bauhaus build-
ing completed in 1962 with clean 
lines, a regular grid and an open 
floor plan. As time passed, new 
building additions began to mask 
many of the building's good fea-
tures, resulting in increasingly con-
fused wayfinding and orientation 
for students. In 2010, the university 

hired design 
architect Per-
kins + Will, 
with ALM2 as 
the local archi-
tect of record, 
to address 
these issues 
and more. 
The architects 
e n v i s i o n e d 
p re s e r v i n g 
the integrity 
of the original 
design while 
expanding the 
center’s capac-

ity to meet the needs of a growing 
campus. They concluded that by 
increasing the building’s size to 
grow student services, opening up 
views to the mountains to facilitate 
easier wayfinding and expanding 
the ballroom (the largest gather-
ing space in Northern Colorado), 
a more welcoming, vibrant hub 
would drive increased student 
visits to the heart of the campus. 
Further, these upgrades would cre-
ate one of the most sustainable 
student centers in the country.

In addition to wayfinding 
issues, energy usage was chal-
lenged by the building's original 
1960s mechanical systems, single-
glass pane exterior envelope and 
minimally insulated walls. CSU's 
budget didn’t allow for wholesale 
demolition of the existing build-
ing and replacement with a new, 
larger building, so the architects 
turned to Studio NYL to come 
up with structural strategies that 
would help them achieve their 
goals.

To support the architects’ ulti-
mate vision we proposed using 

external FRP 
(fiber rein-
forced poly-
mers) to 
enhance the 
original cast-
in-place con-
crete flat plate 
floor slabs, 
while also 
checking the 
columns and 
upgrading the 
foundation for 
the increased 
loads. The 
FRP solution, 

which they chose to implement, 
solved two things simultaneously: 

• It upgraded the floor’s live- 
load capacity in lower-capacity 
areas so uses up to 100 pounds per 
square foot could be placed any-
where inside the building, allow-
ing the university to have ultimate 
flexibility for the future; and

• The FRP strengthening, bond-
ed to the underside of the floor 
slabs, required only ¼-inch of space 
(unlike the more common solution 
– a 12-inch-deep fire-proofed steel 
beam grillage placed below the 
slab). Thus, with floor-to-ceiling 
heights of only 12 feet and ceiling 
heights at 10 feet, which is minimal 
for the uses proposed, this allowed 
for ample headroom throughout 
the building. 

One of the advantages of FRP 
systems (typically carbon, glass 
or aramid, with carbon being the 
strongest) is that they are easily 
applied by small crews of two to 
three people after lightly preparing 
and cleaning the existing concrete 
surface to remove laitance (a milky 
deposit or accumulation of fine 

particles on the surface of new 
cement or concrete). An epoxy-
bonding agent is then applied, 
onto which the FRP is adhered. 
On this project, a variety of FRP 
forms, which come in sheet wrap 
or narrow strips, were applied in 
various orientations, spacing and 
number of layers to match the 
given load demands in each area 
of the structure. The underside of 

the slabs were reinforced in the 
middle of the bays, while the top 
surface of the slabs were reinforced 
around the column locations. The 
engineers at Studio NYL liken it to 
applying “structural wallpaper” to 
increase the strength of a structure.

An added benefit of using FRP 
systems on this project was the 

Sustainable reuse of existing bldgs. with structural upgrades

Christopher 
O’Hara, PE

Founding principal, 
Studio NYL Structural 

Engineers, Boulder

Julian Lineham, 
PE

Founding principal, 
Studio NYL Structural 

Engineers, Boulder
The new Lory Student Center at CSU’s Fort Collins campus demonstrates 
how cost-effective structural strategies can be used to repurpose out-
dated buildings. 

Lory’s two-story glazed addition includes reinforced floor openings that 
allow daylight into lower levels for the first time (on right).

Please see Sustainable, Page 37

mailto://hilary@artconsultation.com
http://www.artconsultation.com
http://www.jedunn.com
http://www.signatureflip.com/sf01/article.aspx/?i=7304
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H ere we are in 
December 2015, 
nearing the end of 
another year and 

looking forward to 2016. This 
time of year takes on familiar-
ity and has an aura of déjà 
vu , been there done that 
sort of feeling. Actually not 
a new concept, did you ever 
see the movie Ground Hog 
Day? Because the day was 
repeated over and over, the 
weatherman became increas-
ingly aware of the events and 
responded differently because 
of what he had learned.

An advantage of experience 
is the ability to see farther 
into the future, only life 
experience can deliver such 
foresight. Or, does it? Is there 
another way that we can 
see further than others? Sir 
Isaac Newton believed that 
it was possible to see further 
than others and he expresses 
this thought, “If I have seen 
further than others, it is by 
standing upon the shoulders 
of giants.” Who are your men-
tors?

Sir Isaac Newton was a 
thinker and the most influ-
ential scientist of his time or 
for that matter still today and 
was a key player in the sci-
entific revolution. A scientist 
by education and interest, Sir 
Isaac Newton also stands as a 
great philosopher. He contrib-
uted so much, optics, calculus, 
laws of motion; he built the 
first practical reflecting tele-
scope and developed the the-
ory of color based on observa-
tion of the prism. I have just 
scratched the surface, this guy 
was amazing. He was aware 
of the world around him and 
was continually wondering, 
thinking and asking why. All 
of this, for most of us is new 

information. 
What he really 
did was discov-
er gravity!

As the story 
goes, he was 
sitting under 
the apple tree 
and an apple 
fell from the 
tree. From 
this com-

mon occurrence he asked, 
“what made the apple fall?” 
Ultimately and in conclusion 
it fell because of gravita-
tion. Gravitation gives things 
weight and keeps everything 
in its place. This knowledge 
gives new meaning to the con-
cept of being grounded. Are 
you grounded?

As you set goals for 2016 
who are the people that you 
plan to engage. Are they 
old acquaintances and col-
leagues or are they new found 
friends or even people to 
be discovered? Because we 
know that success is found 
through partnerships and 
partnerships are based on 
relationships our goals or 
should I say to achieve our 
goals we must build bridges. 
Sir Isaac Newton noted that 
“to every action there is 
always an equal and opposite 
or contrary, reaction”. He 
also understood that, “Men 
build too many walls and not 
enough bridges.” In the build-
ing of bridges we encounter so 
many different kinds of people 
in just as many varied situa-
tions. This is how perspective 
is born and gives rise to opin-
ions. There are valid opinions, 
ones that are credible and 
others that we just cannot 
get our head around. To be 
productive and build bridges 
we must hone our communi-

cation skills and learn the art 
of being tactful. A great scien-
tist, Sir Isaac Newton, noted 
that, “Tact is the knack of 
making a point without mak-
ing an enemy.” How many 
bridges must you build to 
reach your 2016 goals?

The goals you pursue in 
2016 matter most to you, after 
all they are your goals. But 
because we depend on others, 
our partners to help us reach 
our goals they must under-
stand what we are up to and 
why. To have others under-
stand our goals is our respon-
sibility and probably our 
greatest challenge. After all if 
we can get others as excited 
about our goals as we are that 
is the secret to success. Sir 
Isaac Newton gives us insight 
on this matter. Because I’ve 
quoted him far too much, let 
me summarize. He says that 
simple is best and that sim-
plicity can be found in truth 
and that we can only under-
stand what is true. Read that 
again, simple is best, simplic-
ity can be found in truth and 
that we can only understand 
what is true. What are your 
2016 goals?

In closing 2015 and open-
ing 2016 it is my hope that 
with all you have learned and 
know today you have discov-
ered how much more there is 
yet for you to learn. Newton 
chimes in with, “What we 
know is a drop, what we don't 
know is an ocean.”

My wish for you is a happy 
and prosperous New Year 
filled with giants, gravity, 
bridges and understanding or 
friends, purpose, community 
and compassion. I look for-
ward to seeing you in 2016.

Giants, Gravity, Bridges, 
Understanding and Sir Isaac Newton 

Debra L Scifo 
ASAC Executive 

Director

PREMIER EVENT 
SPONSORS

Wagner Rents
  Annual Awards Gala

busybusy
  Annual Golf Classic

Preferred Safety Products
  Annual Health & Safety Summit

ASAC LEADERSHIP

ASAC President 
Rusty Plowman
Delta Drywall, Inc.

Vice President 
Carl Cox III
Excel Environmental, Inc.

ASAC Past President 
Diane Hills
Diamond Excavating, Inc. 

ASAC Treasurer 
Richard Forsberg
Forsberg Engerman

Secretary
Mark Hohlen
Platinum Renovations 

Director 
Jim Donaldson
A.I.A. Industries, Inc.

Director 
Troy Tinberg
AllPhase Landscape, Inc. 

Director 
Don Appleby
Holmes Murphy

ASAC Executive Director 
Debra L Scifo

ASAC Chapter Attorney 
Mark Gruskin
Senn Visciano Canges

ASAC Lobbyist 
Kristen Thomson
Heizer Paul, LLC

ASAC Chapter Development 
Peter Scifo
OBS Consultants 

ASAC Officer of Special Events 
Melissa Ryman

ASAC Event Coordinator 
Jamie Martin

Visit www.ASAColorado.com/Calendar for more information & registration

DECEMBER
15 Construction Industry Networking /7:00 a.m.
16  Contract Study ~ Change Order Claims  for Scope and Timing/8:00-9:00 a.m.
17 Lift Inspection Certification/8:00 a.m.-Noon 

JANUARY
14-15 STP Planning & Scheduling/8:00 a.m. – 4:30 p.m.
20  Contractor Breakfast Interchange, Adolfson & Peterson Construction/7:30 - 9:00 a.m.

CALENDAR

http://www.asacolorado.com
http://www.asacolorado.com/calendar/calendar
http://www.signatureflip.com/sf01/article.aspx/?i=7305
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ASAC COMMITTEES  
& COUNCILS
ASAC delivers advocacy, education and 
networking through the Dream Team 
Committee that coordinates 4 committees 
that plan and execute their initiatives and 
objectives through Councils. To become a 
part of and participate contact the ASAC 
office at 303.759.8260.

Dream Team Committee
Debra Scifo, Chair
Carl Cox III, Vice Chair/Excel 
Environmental, Inc.

Communication & Marketing Council
Shara Hubert, Chair/Plumb Marketing, Inc.

Business Trades Advocacy Committee
Chris Barnes, Chair/Travelers, Inc.

Community Partnership Council
Chair TBD
Adam Alexander, Vice Chair/
MW GOLDEN CONSTRUCTORS

Industry Partnership Council
Danielle Nicol, Chair/Diamond 
Excavating, Inc.
Bill Jessen, Vice Chair/Trout Mobile, Inc.

Legislative Advocacy Council
Scott Deering, Chair/Absolute Caulking 
& Waterproofing, Inc.
Julie Massaro, Vice Chair/NUCA 
Colorado

Education Committee
Annual Construction Industry & Excellence In 
Safety Awards Gala
Ray Nibbe, Chair/Wagner Rents, Inc.
Pete Scifo, Vice Chair/OBS Consultants 
LLC

Attorney’s Council
Carrie Rodgers, Chair/Moye White LLC

Business Development Council
Mike Tafoya, Chair/Portocol Business 
Strategies
Nathan Fonseca, Vice Chair/CRS 
Insurance Brokerage, Inc.

Health & Safety Committee
Annual Health & Safety Summit
Nick Williams, Chair/Absolute Caulking 
& Waterproofing, Inc.
Justin Crane, Vice Chair/Preferred Safety 
Products, Inc.

Safety Council
Justin Crane, Chair/Preferred Safety 
Products, Inc.

Health Council
Krista Price, Chair/Aflac

Event Council
Mark Hoover, Chair/Wagner Rents, Inc.

Member Development Committee
Annual Golf Classic
John Cofrin, Chair/
Asbestos Abatement, Inc.
Kevin Scott, Vice Chair/
Stec’s International

Membership Council
Carl Cox III, Chair/Excel 
Environmental, Inc.

by busybusy Team  

H
ere are the Facts

“Between just 
2007 and 2009, 
31.9 percent 

of the nation’s 1,424,124 
contractors went under, 
according to BizMiner. 
There were fewer failures 
in 2010 and 2011, but a lot 
of companies still failed. 
In fact, a great many con-
tractors — mainly small 
subcontracting firms — 
fail even when times are 
flush.”- Source

Only 36.4% of construc-
tion companies survive the 
first five years according 
to the Census Bureau’s 
Dynamics Statistics. In fact 
out of all the sectors in the 
economy construction has 
the lowest percentage of 
success. If you have been in 
business for more than five 
years, congratulations!

The health care industry 
ranks the highest in surviv-
ability rates, construction 
ranks the lowest.

With the Construction 
industries unique financial 

challenges and payment 
problems, these statistics 
may be no surprise. The 
research goes on to show 
that in many cases the pri-
mary cause of the failure 
was growth issues, which 
eventually led to:

Inadequate Cost  
Tracking Systems

Knowing how much your 
labor and materials cost 
you is crucial to making 
profitable estimates and 
bids. You can be the best 
builder in the world but 
still struggle in the busi-
ness if this step is not done 
correctly. Accuracy is the 
key here, the more accurate 
data you can have on how 
much your material and 
labor costs you, the higher 
chance you will have of 
making a profit.

Poor Accounting and  
Cash Flow Management

Inaccurate cost tracking 
systems eventually lead to 
accounting mistakes and 
misuse of cash-flow man-
agement. Construction 
business owners may 
lose money on a job and 
try to make up for it on 
other jobs. When doing 
estimating for a job it’s 
recommended to break 
the project and billing up 
into phases of the project. 
This will help with your 
cash flow management and 
increase your chance of 
survivability.

Under Estimating Bids
In a world where the 

company with the lowest 
bid often gets the job, it’s 
important to not take jobs 
you know you will lose 
money on.

Not having enough or the 
right insurance coverage

Construction is a high-
risk industry, which makes 
it more expensive to insure 
than other sectors. When 
doing estimating for proj-

ects you intend to bid on, 
make sure you are think-
ing about all of the insur-
ance requirements you will 
need including, workman’s 
comp, liability insurance, 
flood insurance etc…

Controlling some of these 
issues can be difficult 
because by the time 
business owners have the 
information they need to 
make important decisions 
it’s too late.

busybusy was created 
by a construction busi-
ness owner that wanted 
to solve this problem and 
reduce the risk of failure 
for his own business. After 
looking for tools to help 
his business become more 
efficient and not finding 
any, he decided to build 
one himself, and this is 
how busybusy was born. 
busybusy was created to 
give construction profes-
sionals information about 
their business to help them 
make smart and even more 
important, profitable, deci-
sions. Our flagship prod-
ucts is an employee time 
tracker built specifically for 
the needs of contractors. 
With it you can:

• Reduce the frustrations 
of gathering everyone’s 
time cards and running 
payroll

• Set up job codes and a 
budget to track your labor 
costs in real time

• Understand where your 
employees are spending 
most of their time

• Make more accurate 
bids and labor estimates

• Manage and Control 
your Labor Growth and 
overhead better

• Have a better under-
standing of what kinds of 
projects your business can 
or can’t handle.

For more informa-
tion contact busybusy at 
303.717.8113 or Peter@
busybusy.com

Reducing the Risk of
Failure in Construction

ASAC MEMBER PROFILE 

 Knowing how 
much your 
labor and 

materials cost 
you is crucial 

to making 
profitable 

estimates and 
bids. You can be 
the best builder 
in the world but 
still struggle in 
the business if 
this step is not 
done correctly. 

http://www.asacolorado.com
mailto://peter@busybusy.com
http://www.signatureflip.com/sf01/article.aspx/?i=7306
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CDE Who’s News
Elaine Kanelos joined inte-

grated design firm DLR Group 
as national workplace business 
development leader. 

Kanelos brings more than 20 
years of experience working in 
the architectural and engineer-
ing industry across the nation. 
She will be based out of the 
firm’s Denver office. 

Working with the global-sec-
tor leader, Kanelos will ensure 
that clients are aware of the 
breadth of core and shell, inte-
rior design, and energy and 
engineering services in which 
the firm specializes. She also 
will collaborate with each of 
the firm’s studios to identify 
progressive clients that would 
most benefit from partnerships 
with the leaders and strate-
gists at the firm.s 

WSP|Parsons Brinckerhoff, 
a global engineering and pro-
fessional services organization, 
appointed Michael Unger 
area manager for Colorado/
Wyoming. 

In his new position, Unger 
will be 
responsible 
for over-
seeing the 
operations of 
the transpor-
tation and 
infrastruc-
ture group 
in the firm’s 
Denver and 
Colorado 

Springs offices. 
Unger has more than 25 

years of engineering experi-
ence serving public and pri-
vate clients throughout Colo-
rado. Prior to joining the firm, 
Unger managed the Colorado 
operations of a national con-
sulting engineering firm. He 
previously served as Western 
regional manager for an inter-
national firm, with respon-
sibility for the infrastructure 
business unit in the Western 
U.S., and as project manager 

for a significant infrastructure 
project in Abu Dhabi. 

Unger received a Bachelor of 
Science in architectural engi-
neering from the University of 
Colorado. 

Tim Harris was named cli-
ent relations manager in the 
Denver office of WSP|Parsons 
Brinckerhoff.

In his new position, Har-
ris will lead 
efforts to 
expand busi-
ness oppor-
tunities with 
new and 
existing cli-
ents through-
out Colorado 
and Wyo-
ming. 

Harris 
retired from the Colorado 
Department of Transportation 
following a 33-year career. He 
most recently served as chief 
engineer and was respon-
sible for leading the agency’s 
engineering and maintenance 
divisions. He also served 
as CDOT’s regional direc-
tor for the Pikes Peak region 
and Southeast Colorado. He 
previously managed CDOT’s 
contracting office, with 
responsibility for all construc-
tion, design, maintenance and 
funding contracts. 

Harris received a bachelor of 
civil engineering degree from 
Georgia Tech University. He is 
a licensed professional engi-
neer in Colorado.s 

Himmelman Construction 
Inc., a privately held commer-
cial general contractor, added 
Karen Irwin as the company’s 
new vice president of market-
ing and business development. 

Irwin will have oversight of 
the strategic direction for all 
marketing and business devel-
opment initiatives, including 
driving revenue growth for 
the company and building 
new relationships within exist-

ing and new markets. Irwin 
comes to HCI with more than 
10 years of marketing, busi-
ness development, advertis-
ing, public relations and brand 
management experience with-
in the architecture, engineer-
ing and construction industry. 
She holds a Bachelor of Arts 
in journalism from Central 
Michigan University.s 

Mary Morissette, FAIA, 
LEED AP, joined Page, a mul-
tidisciplinary architecture and 
engineering firm, as a princi-
pal. 

As a senior leader in the 
Denver office, Morissette is 

respon-
sible for 
operational 
manage-
ment, quality 
control, staff 
develop-
ment, strate-
gic planning, 
and imple-
mentation of 
best practic-

es. She also will play an active 
role in business development 
and marketing. 

Throughout her career, 
Morissette has focused on 
institutional clients, primarily 
working on complex health 
care, judicial and educational 
facilities. The scope of her 
projects has exceeded 2 million 
square feet and construction 
costs of more than $1 billion. 
She oversees project deliv-
ery from the site and build-
ing master-planning phases 
through construction and 
occupancy, and has extensive 
experience in historic renova-
tion and new construction. 

She has won numerous 
design and honor awards, 
including the Lindsey-Flani-
gan Courthouse at the Denver 
Justice Center, a LEED Gold-
certified facility that won 
both AIA Colorado and AIA 
Denver design awards as well 

as an AGC Golden Hardhat 
award. The renovated Byron 
G. Rogers U.S. Courthouse 
won an AIA Denver design 
award, AGC Golden Hardhat 
award and a GSA national 
environmental award. 

Representative clients 
include the U.S. Department 
of Veterans Affairs, U.S. Army 
Corps of Engineers - Hunts-
ville District, University of 
Colorado Hospital, University 
of Denver Anschutz Medical 
Campus, HealthONE Colo-
rado Swedish Medical Center, 
Denver Health Medical Center, 
General Services Administra-
tion, State of Colorado, the 
city and county of Denver, the 
University of Colorado and 
the University of Denver. 

Previously, Morissette 
worked for Jacobs as a senior 
architect assisting the Depart-
ment of Veterans Affairs, 
Office of Construction & Facil-
ities Management with the 
administration of construction 
for a new 2-million-sf, $1.2 bil-
lion medical campus in Auro-
ra. Her duties included cost 
evaluation, technical review, 
quality control, and design 
and construction coordination. 
Prior to that, she served as 
managing principal for Leo A. 
Daly in Denver. 

She earned a Bachelor of 
Architecture from Virginia 
Polytechnic Institute and 
State University. Today, she is 
licensed in Colorado and Vir-
ginia, although she received 
her initial licensure in Texas.s 

DHM Design, a planning 
and landscape architecture 
firm, recently made several 
promotions at its Denver and 
Durango offices. 

At its Denver office, Eileen 
Kemp was promoted to asso-
ciate principal. She has been 
at the firm since 2001 and her 
leadership of the company’s 
federal-sector efforts are “key” 
to its current and future success. 

Kemp has worked for many 
years on National Parks Ser-
vice contracts and has been 
integral to winning on-call 
contracts in the northeast, 
southeast and intermountain 
regions. 

She has been directly 
involved in many of the NPS 
projects, including Grand Can-
yon Visitor Center, Dinosaur 
National Monument Visitor 
Center and Comfort Station 
and Yellowstone Canyon 
Lodging, which opened this 
summer.

Michaela Kaiser was pro-
moted to senior designer. 
She has worked on projects, 
including the Pikes Peak Sum-
mit Complex and Silverthorne 
Parks master-planning pro-
cess.

Additionally, the Denver 
office added Geoff Taylor, 
who will mange 3-D graphics 
and visualization for projects 
across the firm. Taylor has 10 
years’ experience in Seattle, 
where he was a senior design 
visualization specialist and 
project manager at Parsons 
Brinckerhoff. 

Within its Durango office, 
Katie Feeney was promoted 
to senior associate. 

The diversity of her project 
experience includes the com-
pletion of the Oklahoma City 
Whitewater Park package, the 
Durango Animas River put-in 
projects, a streetscape project 
in Ridgway and ongoing work 
in Three Springs. As a licensed 
landscape architect, she has 
an interest in master-planned 
projects, having built DHM’s 
portfolio with larger water-
related projects throughout the 
country. She has led the prepa-
ration of several master plans 
and has worked to help design 
and execute multiple success-
ful community engagement 
processes.s 

Michael Unger

Mary Morissette

Tim Harris

T he end of the year 
brings with it 
jubilant parties and 

celebrations of another year 
gone by, tempered with the 
usual time of quiet reflection 
and anticipation of what’s 
to come. It has been a very 
good year for most of our 
colleagues in the design and 
construction professions, and 
that has had a far-reaching 
impact on communities across 
the state. As we all get busier 
with our daily lives and projects 
in front of us, it can be easy 
to lose sight of the value and 
expertise architects, engineers 
and contractors – the people 
– bring to any given project. 
And particularly during awards 
season, it can be easy to reduce 
these awards to little more than 
giving each other a pat on the 
back for a job well done. Little 
appreciation is given to the 
fact that these award winners 
have truly taken the time to go 
above and beyond average, and 

in doing such, raise the bar for 
everyone around them.

AIA Colorado recently 
celebrated the projects and 
contributions of AIA Colorado 
architects. Though the size 
and scale of the projects are 
varied, the one constant was 
the skill and dedication of 
the design team members 
behind all of those projects. 
The AIA Colorado Honor 
Awards recognize the firms 
and individuals who are setting 
examples in both design and 
leadership in our state. Each 
of this year’s winners is not 
only dedicated to achieving 
quality design of the built 
environment, but also to 
elevating the profession of 
architecture for generations to 
come.

AIA Colorado presented 
seven Honor Awards this year: 
Architect of the Year, Firm of 
the Year, Innovative Practices 
Award, Young Firm of the Year, 
Young Architect of the Year, 

and two 
Leadership 
Awards. The 
winners are a 
diverse group 
of individuals 
and firms, 
each 
dedicated to 
elevating the 
profession 
and 
designing a 
quality built 
environment. 
Their efforts 
represent 

the highest standards of 
professionalism, integrity, 
creativity and expertise each 
AIA member is dedicated to 
maintaining, as well as the 
commitment of AIA members 
to achieving collaborative 
design of a quality built 
environment.

Naturally, as with any 
award, there is a sense of pride 
surrounding AIA awards as 

a recognition of professional 
achievement. But beyond that, 
AIA Honor Awards help to 
further elevate the profession 
by not only recognizing 
professional achievement, 
but also considering how the 
honored individuals contribute 
back to the profession through 
mentoring, innovation, 
leadership and dedication. 
Not only have this year’s 
recipients given tirelessly to the 
profession, but also they are 
active and engaged members 
of the community. They are 
ambassadors for a profession 
that touches some aspect of 
everyone’s life every day, and 
with that achievement comes 
great responsibility to continue 
to be engaged, enthusiastic and 
knowledgeable leaders.

So as you’re enjoying the 
holiday season this year, take 
a moment to reflect upon 
these award winners and 
appreciate the efforts they, and 
so many others, make to help 

your visions become the great 
buildings Coloradans live in, 
work in and visit every day. AIA 
Colorado is proud to honor the 
professional achievement of its 
members and congratulates the 
Honor Awards Class of 2015.

Architect of the Year: Tania 
Salgado, AIA, Handprint 
Architecture, Denver
Firm of the Year: CCY 
Architects, Basalt
Innovative Practices Award: 
Tomecek Studio Architecture, 
Denver
Young Firm of the Year: 
LIVStudio, Denver
Young Architect of the Year: 
Adam Harding, AIA LEED 
AP, Roth Sheppard Architects, 
Denver
Leadership Award (2): 
Cara Hlad, AIA, Short Elliott 
Hendrickson Inc., Littleton 
Cynthia Fishman, AIA NCARB 
LEED AP, KTGY Group, 
Denvers

Angela M.T. Van 
Do, AIA, LEED 

AP BD+C
President, AIA 

Colorado

AIA Colorado 2015 Honor Awards

http://www.signatureflip.com/sf01/article.aspx/?i=7307
http://www.signatureflip.com/sf01/article.aspx/?i=7308


December 16, 2015-January 5, 2016 — COLORADO REAL ESTATE JOURNAL — Page 33

http://www.mcacolorado.org
http://www.mscacolorado.org
http://www.phcccolorado.org


Page 34 — COLORADO REAL ESTATE JOURNAL — December 16, 2015-January 5, 2016

DIRECTORY

CONTRACTORS 
Adolfson & Peterson 
Construction

Alliance Construction 
Solutions 

The Beck Group

Boots Construction Company 

Brinkmann Constructors

Brinkman Partners 

Bryan Construction

BVB General Contractors

Calcon Constructors, Inc.

Catamount Constructors

dcb Construction 
Company Inc.

Drahota – a Bryan 
Construction Company 

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

MW Golden Constructors

Palace Construction Co. Inc.

PCL Construction Services

Pinkard Construction Company

Provident Construction

Roche Constructors Inc.

Saunders Construction Inc.

Shaw Construction

Stafford Construction  
Services Corp.

Swinerton Builders

Taylor Kohrs

The Neenan Company

The Weitz Company 

Tower One Construction

Turner Construction

W.E. O’Neil Construction 
Company

White Construction Group

PROJECT  
MANAGEMENT
Avison Young 

Catalyst Planning Group

CBRE

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

Sbarra Construction West 

Swinerton Builders

The Vertex Companies, Inc. 

ARCHITECTS
Acquilano Leslie Inc.

Anderson Mason Dale 
Architects

Barber Architecture

The Beck Group

BURKETTDESIGN INC.

Circle West Architects 

Coover-Clark & Associates Inc.

Craine Architecture Inc. 

Davis Partnership Architects 

DLR Group

EJ Architecture, PLLC 

Fentress Architects

Gensler

gkkworks.

Godden|Sudik Architects

Grey Wolf Architecture

H+L Architecture

HOK Group 

Hord Coplan Macht

Humphries Poli Architects P.C.

jigsaw design, llc

IA – Interior Architects

Intergroup Architects

JOHNSON NATHAN STROHE 
(formerly JG Johnson Architects)

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

Tryba Architects

Venture Architecture

VTBS Architects

ENGINEERS
68West, Inc.

Anderson & Hastings 
Consultants, Inc. 

Baseline Engineering Corp.

Beaudin Ganze Consulting
Engineers Inc.

D.L. Adams & Associates 

Kimley-Horn and  
Associates, Inc. 

Manhard Consulting 

Martin/Martin Consulting 
Engineers

Matrix Design Group

MDP Engineering Group, P.C. 

M-E Engineers Inc.

M.E. Group Inc.

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 

HOK Group 

LAI Design Group 

Land Elements, Inc.

Natural Design Solutions, 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

Design Studio Blue 

DLR Group

Elsy Studios 

Gensler

Grey Wolf Architecture

H+L Architecture

Jean Sebben Associates, LLC.

Keeney Design

KIEDING

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


SHOWCASE

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

 
PROJECT OF THE WEEK • CONSTRUCTION

Taylor Kohrs 
uses design-
build to convert 
Victorian home 
to Stepping 
Stone Cottage

T aylor Kohrs teamed up with Karis Community, City Projects and Studio DH to 
create Stepping Stone Cottage, a beautiful living community for those individ-
uals recovering from serious mental illness who are transitioning to indepen-

dent living. The design-build remodel converted an 1888 Victorian on Capitol Hill 
into a seven-bedroom home with two common living spaces, a kitchen and dining 
room along with a separate apartment for the onsite manager, all while keeping the 
original woodwork, fireplaces and exposed brick to maintain its historical charm.
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PROJECT OF THE WEEK • CONSTRUCTION

JE Dunn Construction completes 
Fallen Fire Fighter Memorial 

Swinerton builds new corporate HQ
for AMG National Trust Bank

T he Fallen Fire Fighter Memorial is a national monument located in Colorado 
Springs. The memorial is at the center of a ceremony held each September 
that brings visitors from around the country to honor the sacrifice made by 

professional firefighters and emergency personnel who have given their lives in the 
line of duty. Originally erected in 1986 by the International Association of Fire Fight-
ers (IAFF), this reconstruction of the memorial reorients the site to take advantage 
of the majestic views of Pikes Peak, adds space to accommodate more than 5,000, 
includes a more prominent entry, and features new granite Honor Walls surrounding 
the sculpture, in which are etched a total of 11,500 names in memoriam.

S winerton Builders recently completed construction of AMG National Trust 
Bank’s new corporate headquarters in Greenwood Village near Fiddler’s 
Green Amphitheater. Ware Malcomb provided architectural and interior de-

sign services for the project.  
 The new building serves as an architectural centerpiece in the Greenwood Village 
Town Center District, while complementing the surrounding buildings.
 The three-story, 45,000-square-foot building features a prominent dome on the 
third floor suitable for hosting private and public events. A palette of rich materials 
including smooth and rough-cut limestone veneer blocks, precast stone columns 
and window surrounds, and a clay tile roof were used for the exterior.  The build-
ing's interior public spaces have been accented with classical stone and wood 
detailing throughout, while the two-story main lobby features marble floors with 
precast stone balustrades on the stairways and balconies.    
 The developer is Prime West Development Inc.

     
PROJECT OF THE WEEK • TENANT FINISH

Sbarra Construction West completes shell, 
tenant finish work for Max’s Wine Dive

S barra Construction West Inc. recently completed construction of Max’s Wine 
Dive, located at 696 Sherman St. in Denver. Shell work to the 100-year-old 
structure for the project consisted of removing load-bearing 12-inch-thick 

masonry walls and installation of piers and steel moment frames in order to open 
up the space for restaurant use. Floors and roof structures were reinforced to meet 
current codes, incoming water service was upsized, and a new electrical service 
was installed, along with fire protection systems throughout and new rooftop units.
 The tenant work consisted of a full-service kitchen with kitchen hoods and instal-
lation of an exterior grease interceptor tank. New bathroom cores, back-of-house 
and support areas were also completed. Bar and restaurant finishes maintained the 
historical character of the building with exposed brick, rough-sawn wood paneling, 
engineered wood plank flooring, and steel bar top. 
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Construction, Design & Engineering News

by Jennifer Hayes
Work is slated to start this month 

on the newest addition to North-
field High School.

Groundbreaking is slated to 
start this quarter on the Commons 
Building at the newly opened high 
school on the Paul Sandoval Cam-
pus – a 20-acre site at 5500 Central 
Park Blvd. in Denver that is part 

of a larger regional park and is 
located in the Northfield area of 
Stapleton. 

The 18,950-square-foot building, 
slated for completion in August, 
will include a warming pantry 
and cafeteria as well as an elevated 
stage platform. It will be located 
adjacent to 56th Avenue and east 
of Central Park Boulevard. 

Golden Triangle Construction 

was selected for the Commons 
Building project. LOA Architec-
ture is the architect of record, in 
association with H+L Architecture.

Currently, Northfield High 
School includes two buildings 
and a sports complex. The Small 
Learning Community is a two-
story classroom building with 36 
classrooms, including four state-
of-the-art science laboratories, an 

engineering laboratory and seven 
small breakout rooms, a computer 
lab and a library. The gymnasium 
building includes the temporary 
warming pantry and cafeteria, a 
CHSAA-sized gym, weight room, 
dance room and physical educa-
tion/athletic locker rooms. The 
sports complex features tennis 
courts, baseball, softball and soc-
cer fields and an all-purpose track 

and field. 
Northfield High School is the 

first high school that Denver Pub-
lic School’s built in more than 30 
years. It also was designed by 
LOA Architecture and H+L Archi-
tecture. 

The new high school and park 
will share parking and athletic 
facilities with Denver Parks and 
Recreation.s

Golden Triangle to build Commons Building at Northfield
LOA Architecture is the architect of record in association with H+L Architecture on the newest addition – the Commons Building – at Northfield High School. 

Arrupe Jesuit High School, 
a Roman Catholic college pre-
paratory high school serving 
economically disadvantaged 
students, recently celebrated 
the opening of its enlarged and 
modernized facility. The RMH 
Group served as the project’s 
mechanical/electrical engineer 
and Portland, Oregon-based 
Soderstrom Architects served as 
the project’s architect and prime 
design consultant.

The centerpiece of the project is 
a new, three-story, 17,500-square-
foot addition housing seven tech-
nology-enhanced classrooms, 
a new kitchen and cafeteria, a 
student activities room, admis-
sions and counseling offices, an 
athletic office and a student fit-
ness room. 

The renovation portion of the 
project features a new student 
chapel, three new classrooms, 
expanded faculty offices, a new 
Corporate Work Study Program 
Commons delivering upgraded 
office and workspace for staff, a 
mock office training area and a 

muster room.
As the project’s mechani-

cal engineer, RMH designed 
an energy-efficient HVAC sys-
tem that can move surplus heat 
around the building to where it 
is needed. The RMH-designed 
lighting system further reduces 
energy consumption with effi-
cient lamps/fixtures and occu-
pancy sensors to automatically 
turn off lights when no occu-
pants are detected in a given 
space. 

“Arrupe Jesuit High School 
should be commended for its 
mission to deliver a challeng-
ing, innovative and affordable 
college preparatory education to 
economically disadvantaged stu-
dents,” said Jeff Elsner, PE, RMH 
mechanical engineer and man-
ager for the project. “The build-
ing expansion and upgrades will 
help serve the school’s growing 
student population with addi-
tional space and a more modern 
learning environment.”

The school is located at 4343 
Utica St. in Denver. s

RMH Group, Arrupe Jesuit celebrate opening of college preparatory high school in Denver

The centerpiece of the project is a new three-story, 17,500-sf addition.

The Neenan Co. celebrates opening of first CDOT build-to-suit office in three decades
The Neenan Co. celebrated the 

opening of the Colorado Depart-
ment of Transportation’s first 
build-to-suit office in more than 
30 years.

The firm served as the design-
build partner for the new Region 
4 headquarters, a 47,000-square-
foot administrative facility locat-
ed on CDOT’s former site along 
Highway 34, at the western gate-
way to Greeley. 

The new facility consolidates 
several CDOT administrative 
offices and includes the Colorado 

State Patrol. 
The facility was designed and 

built to LEED standards to ensure 
sustainability and increased effi-
ciency, allowing CDOT to recruit 
and retain top-level employ-
ees, according to Neenan. After 
determining the ideal daylight 
conditions for the interior space, 
Neenan decided on windows 
that wrap around all workspaces, 
providing views of the surround-
ing prairie and mountains as a 
way to improve occupant pro-
ductivity and satisfaction. Light 

fixtures optimize the daylight to 
reduce the size of the equipment 
and lower equipment costs. 

The new headquarters pro-
vides a work environment that 
offers both collaborative and 
contemplative spaces. This was 
accomplished through a rate 
of 90 percent open office to 10 
percent closed office as well as 
a series of collaboration spaces 
ranging in size from small to 
large, a divisible meeting room 
and an interchange space. 

The interchange space is an 

indoor, nonprogrammed area 
that provides CDOT employees 
with workspace away from their 
desks as well as meeting space, a 
common break room area, and a 
second exit stairway to encour-
age interdepartmental interaction 
and physical activity during the 
day. 

“The Neenan Co.’s primary 
goal for this project was to deliver 
a building that enhanced the way 
the CDOT team works,” said Bob 
Meserve, senior project manag-
er at The Neenan Co. “We are 

proud to have produced a facility 
that creates a collaborative work 
environment that will serve the 
needs of our state.” 

In addition to the headquarters, 
the project also includes a 21,000-
sf maintenance facility in Plat-
teville, completed in April, that 
houses associated office space, 
regional storeroom and specialty 
maintenance needs, as well as an 
11,000-sf West Yard traffic facility 
used as vehicle storage, a sand 
shed and deicer containment 
basin.s

http://www.signatureflip.com/sf01/article.aspx/?i=7309
http://www.signatureflip.com/sf01/article.aspx/?i=7310
http://www.signatureflip.com/sf01/article.aspx/?i=7311
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Construction, Design & Engineering News

Colorado ranks No. 22 on Associated Builders and Contractors Merit Shop Scorecard
Associated Builders and 

Contractors launched Build-
ing America: The Merit Shop 
Scorecard, which reviews and 
grades state-specific information 
significant to the success of the 
commercial and industrial con-
struction industry. 

The scorecard website, mer-
itshopscorecard.org, identifies 
states that have created an envi-

ronment where merit shop con-
tractors are well positioned to 
succeed and states where stra-
tegic improvements need to be 
made in order to create a friend-
ly business climate.

The Merit Shop Scorecard 
grades states on project labor 
agreement, prevailing wage and 
right-to-work policies as well as 
their construction job growth 

rate, commitment to developing 
a well-trained workforce, level 
of flexibility in career and techni-
cal education curricula and use 
of public-private partnerships.

“The Merit Shop Scorecard 
will be a useful tool for law-
makers and industry stakehold-
ers to explain how state policies 
affect the ability of contractors 
to conduct business and expand 

their operations,” said ABC 
Director of Labor and Federal 
Procurement Ben Brubeck. “The 
scorecard highlights high-per-
forming states that have enacted 
policies opposing anti-compet-
itive schemes and restrictive, 
cost-inflating mandates while 
embracing fairness in the work-
place. It also identifies low-per-
forming states that have failed 

to foster environments where 
businesses can thrive, invest and 
create construction jobs in local 
communities.”

Colorado’s overall rank was 
22. On its report card, Colorado 
received an F for not being a 
right-to-work state, however, it 
received a B for four-year aver-
age job growth rate and an A for 
prevailing wage.s

Nonprofit NAHSE honors Haselden Construction
Haselden Construction was 

recognized by the National 
Association of Health Services 
Executives, a nonprofit associa-
tion promoting the advancement 
and development of black health 
care leaders, for Haselden’s “out-
standing contribution to sup-
port, promote and advance the 
NAHSE Greater Denver Chap-
ter.”

Haselden has been partnered 
with NAHSE for several years, 
nearly since the founding of the 
Greater Denver Chapter. 

“Our goal is to increase our 
membership and raise aware-
ness within the region,” stated 
NAHSE Greater Denver Chap-
ter President and St. Anthony 
Hospital Chief Administra-
tive Officer Patrick Green. “In 
addition to health care workers, 
we’d like to extend our network 
to those designing and build-

ing the health care community. 
Haselden is helping us do this.”

Haselden uses its extensive 
health care connections to pro-
mote NAHSE within the AEC 

industry. J.J. Rams, Haselden’s 
vice president, noted, “It’s a 
great organization. We’re thrilled 
to be a part of it and honored to 
be presented with this award.”s

Haselden’s J.J. Rams, pictured left, and Patrick Green, chief administrative 
officer of St. Anthony Hospital

Elion Partners completed a 
capital improvement program 
for 5889 Greenwood Plaza Blvd. 
in Greenwood Village, which 
transformed the Class B sub-
urban office property formerly 
known as Plaza Colorado into 
Scala, a modern, Class A office 
environment with upscale ame-
nities. 

“Elion Partners, in close col-
laboration with Transwestern 

and Waring Associates, devel-
oped a comprehensive design 
and rebranding strategy to rein-
troduce Plaza Colorado as Scala,” 
said Transwestern Senior Vice 
President Peter Thomas. “We 
focused our strategy on mod-
ernizing the building and add-
ing amenities that will appeal to 
today’s tenants.” 

The 90,000-square-foot build-
ing’s modern redesign of the 

main lobby features new flooring, 
lighting, artwork and directories. 
The renovations also include new 
elevator cabs and modernization 
of the elevators’ mechanical com-
ponents, as well as the addition 
of a state-of-the-art fitness cen-
ter and contemporary collabora-
tive space. Transwestern, which 
handles the leasing and manage-
ment, and Waring Associates, a 
Denver-based architectural firm, 

oversaw the capital improve-
ment program.

“We believed there was an 
opportunity with Scala to add 
value to the building, its ten-
ants and the market,” said Juan 
DeAngulo, managing principal 
at Elion Partners. “We are excited 
to bring our vision for the asset to 
fruition.”

The 2,410-sf fitness center com-
prises a wide variety of cardio and 

weight machines, free-weights, 
stretching space and lockers. It 
is available for tenant use only 
and includes men’s and women’s 
changing rooms with showers. 
The upgraded speculative suites 
on the top floor offer excellent 
views of Colorado’s beautiful 
landscape and position Scala to 
accommodate the requirements 
of a wide range of tenants, the 
firm added.s

Capital improvements transform former Plaza Colorado office property into Class A space
Renovations transformed the Class B suburban office property into a Class A office environment. 

Denver Botanic Garden picks Davis Partnership for project
Denver Botanic Gardens 

selected Davis Partnership 
Architects to design a new 
50,000-square-foot Center for 
Science, Art and Education at 
the gardens’ York Street loca-
tion in Denver. 

The structure will include 
classrooms, an auditorium, 
offices, a library, a laboratory 
for research and conservation 
efforts, a herbarium for pre-
served plant collections, an art 
exhibition space and an under-
ground parking structure. The 
project also involves a remodel 
and retrofit to the Boettcher 
Memorial Center that was 
completed in 1966. 

Nearly 13,000 sf of the build-
ing’s office and classroom inte-
riors will be updated. The proj-
ect is expected to break ground 

in early 2017 and to be com-
plete in 2018. Renderings will 
be released in early 2016.   

“We are excited to be work-
ing with Davis Partnership in 
the design of this important 
new project,” stated Brian Vogt, 
CEO of Denver Botanic Gar-
dens. “Our selection committee 
was extremely impressed with 
their design vision and the way 
their approach was respectful 
of the original architecture on 
our campus.” 

“Our approach was to deliv-
er a design that was humbly 
iconic – respecting the existing 
architecture while reinterpret-
ing the botanical references that 
influenced the original design,” 
added David Daniel, associate 
principal at Davis Partnership 
Architects.s

increased strengthening of the con-
crete floors along the structural 
column lines. This allowed large 
openings in the middle of the 
concrete floor’s structural bays 
to be saw-cut out and daylight 
to penetrate down through the 
building’s three levels. This acti-
vated the spaces architecturally, 
and increased the well-being of 
users on the bottom floor – previ-

ously known as the “dungeon.”
This upgrade of the Student 

Center’s floor capacity using 
fiber-reinforced polymer (car-
bon, in this case) delivered 
multiple benefits. By reinforc-
ing the floors, openings could 
be punched vertically through 
the structure to harvest daylight 
deep into the lower level for 
the first time in more than 50 
years. This approach also pro-
vided greater flexibility and 

expanded uses for the univer-
sity without compromising the 
building’s structural integrity. 
In addition, student well-being 
has increased, and the overall 
user experience transformed, as 
a result.

FRP strengthening systems 
can be used on many materi-
als, including concrete, masonry 
and timber. Studio NYL has pro-
posed using these systems on 
a variety of renovation projects 

for a number of structural rea-
sons, including increasing bend-
ing and shear capacity, confining 
column axial loads and enhanc-
ing lateral loads though shear-
wall upgrades, but our primary 
reason is to save the embodied 
energy already existing in the 
building’s structure. 

To this end, FRP systems were 
used at the original Walsenburg 
High School (built in 1911) to 
allow the main-level classrooms 

concrete floor to be transformed 
into the Spanish Peak Library, 
which required increased floor 
loading for library book stacks. 
FRP systems also were applied to 
the existing concrete shearwalls 
on CSU's Lory Theater (Phase 1 
of the Student Center) to create 
a large window opening where 
daylight now penetrates into the 
university's new multifunction 
theater and banquet space.s

Sustainable
Continued from Page 29
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Contact Pete Scifo  
303.717.8113 

pete@busybusy.com

For more information 

Reach New Heights with 

Export payroll for your 
accounting software.

See your employees GPS 
location when they clock in/out 
& which project they’re working on.

•

Timecards automatically 
gathered as employees 
clock in and out from the field.

•

•

- best in class referral partners -

AMERICAN SUBCONTRACTORS ASSOCIATION COLORADO

BBSI – BARRETT BUSINESS SERVICES INC.

JBM BUSINESS SOLUTIONS

JIM GILBERT, CPA

PORTOCOL BUSINESS STRATEGIES

BMP FINANCIAL

PREFERRED SAFETY PRODUCTS

COLORADO ROOFING ASSOCIATION

TROUT MOBILE

http://www.busybusy.com
mailto://pete@busybusy.com
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by Jill Jamieson-Nichols
A Class A office build-

ing in downtown Castle 
Rock flew off the market at 
$4 million, or $258.09 per 
square foot.

Stone Holdings LLC 
purchased the two-story, 
15,498-sf building at 18 S. 
Wilcox St. from 18 Wilcox 
LLC, which developed 
the property in 2005. The 
building was 100 percent 
leased, with a law firm, 
Folkestad Fazekas Barrick 
& Patoile, occupying most 
of the second floor.

“We were under contract 
within two weeks of going 
to market,” said Matt Call 
of NavPoint Real Estate, 
who handled the transac-
tion with NavPoint’s John 
Witt. Call said the invest-
ment market is so tight 
they knew the asset would 

r e c e i v e 
plenty of 
activity.

“ I t ’ s 
one of 
the few 
Class A 
o f f i c e 
b u i l d -
ings in 
C a s t l e 
R o c k , ” 

said Call, who added that 
there are “very few other 
investment-grade assets on 
the market for sale in Cas-
tle Rock right now.”

At the same time, inves-
tors are willing to consid-
er investing in the Castle 
Rock market because of 
major infrastructure invest-
ments the town has made 
and the new Promenade at 
Castle Rock development, 
for instance, he said.

“I think it’s indicative of 
more investors looking at 

by John Rebchook
It wasn’t a huge apartment deal 

in terms of the sales price.
But the recent sale of the 58-unit 

Village West in Arvada was signifi-
cant for two reasons.

First, it illustrated the attractive-
ness of value-add deals for inves-
tors. It also is an example of how 
Arvada is increasingly on the radar 
screen of investors.

A company headquartered in 
San Francisco and Chicago, 29th 
Street Management LLC, paid 
$7.95 million, or $137,069 per unit, 
for Village West.

The sales price represented a 
record for a nonrenovated apart-
ment community built in the 1970s 
in Arvada.

“This was an interesting deal,” 
said Andy Hellman, who handled 
the deal with fellow ARA New-
mark broker Justin Hunt.

“It was part of a portfolio Justin 
and I are selling for an investor out 
of Los Angeles,” Hellman said.

The buyer was debating whether 
it would be better to sell the apart-
ment communities as one portfolio 
or separately.

Hellman and Hunt advised the 
seller to list them separately, as they 
were geographically dispersed.

For example, they sold one 
apartment community in Dillon, 
in Summit County, for $10 million.

“We did have offers to take 
down the whole portfolio, but we 
thought it made more sense to sell 
them separately,” Hellman said.

The various communities have a 
total 620 units.

“They are mainly C Class prop-
erties aimed at blue-collar renters,” 
Hellman said.

“But locationwise, they were 

Arvada sale a record for older apt. building Buyer snaps 
up Castle 
Rock bldg.

by Jill Jamieson-Nichols
Jim McGrath only repre-

sents tenants, but he doesn’t 
consider himself to be a ten-
ant rep broker. He’s a tenant 
advocate.

“I think what makes our 
practice different is that we are 
intimately involved in every 
step of the process, from needs 
analysis to market analysis, 
due diligence and through 
lease or purchase contract 
negotiations. We advocate for 
our client's best interests and 
provide a level of consulting 
that makes a significant dif-
ference in the final outcome,” 
said McGrath, executive man-
aging director at Newmark 
Grubb Knight Frank.

“Tenants now are looking at 
the way space impacts their 
business – their people, their 
culture, their clients, how they 
can utilize real estate to help 
their business really flourish 
and profit. I like the aspect 
of being a consultant to help 
them figure that out and then 
be able to help them negotiate 
the best transaction.”

McGrath and partner Tom 
Pappas, both veterans of Den-
ver’s commercial real estate 
market, recently moved their 
team to NGKF because they 
saw opportunity there amidst 
the changing commercial real 
estate landscape. 

“The commercial real estate 
industry has gone through a 
tremendous consolidation in 
the last five years, and compa-
nies are getting bigger. They’re 

offering more and more ser-
vices. Newmark wanted to 
grow their tenant representa-
tion platform, and I thought it 
was an opportunity for me to 
potentially offer more services 
to our clients, to collaborate 
more with other professionals 
in our office and really help 
everybody grow their busi-
ness.”

 Among McGrath’s list of 
national and international 
companies are Kutak Rock, 
National CineMedia, Rio Tinto 
and Red Robin. It’s a diverse 
mix of industries – something 
McGrath has appreciated 
since starting his professional 
career as an auditor at PwC 
after college. 

“We get to work with a lot 
of different kinds of compa-
nies. I enjoy working with an 
industry that I may not have 
that much knowledge about, 

and we can learn about that 
pretty quickly.”

While his accounting 
degree from the University of 
Delaware and his work as an 
auditor have paid dividends 
in commercial real estate, a 
career as a controller or chief 
financial officer didn’t reso-
nate with McGrath. A friend 
extolled the merits of com-
mercial real estate, which led 
McGrath to a job with Cush-
man & Wakefield in his home-
town of Philadelphia. He 
did landlord representation 
and land sales, and found his 
niche in representing tenants. 
He was working at Studley 
when he and his wife, Susie, 
chose to move to Colorado.

“It was just one of those 
moves that it felt like I had 
to make. There’s an incred-
ible combination of lifestyle, 
people – and by people, I 
mean just attitudes of people, 
and openness – and there are 
all these recreational opportu-
nities. People seem to combine 
all that. They work hard and 
they play hard, and that’s 
always been attractive to me.”

Since there was no Stud-
ley office in Denver at that 
time, he joined the “de-facto” 
affiliate in Denver, Liberty 
Partners, later moving to The 
Staubach Co. and, eventually, 
Savills Studley.

He and his team completed 
a 200,000-square-foot build-
to-suit for CSG Systems in 
Omaha – a project he said the 
company initially didn’t think 

it could afford – and, more 
recently, a 66,000-sf build-
to-suit, vs. a lease renewal, 
for Mikron in Dove Valley 
Business Park in Centennial. 
“It was obvious to me when 
I walked into their building 
they needed to do something. 
So to help them go through 
the process, convince their 
board, provide all the due 
diligence that enabled them to 
make that decision and then 
to go into their facility when 
it was done and see how 
happy and proud they are, 
and how that’s dramatically 
affected them – those are real-
ly rewarding assignments,” 
McGrath said.

Teambuilding is a huge part 
of the business, both external-
ly and internally. “It’s never 
been about me. It’s been about 
the team and having people 
who have multiple skill sets to 
support what we’re trying to 
do,” he said. 

Besides the incredibly com-
petitive nature of the business, 
McGrath’s biggest challenge 
is convincing clients to take 
time to consider real estate 
strategies long before deci-
sions have to be made. “Most 
tenants underestimate the 
time it takes to do this. When 
you have time, time is your 
ally. You can put your foot on 
the gas and you can take your 
foot off the gas. You’re in com-
plete control. When you run 
out of time, time is now your 

Tenants find advocate in NGKF’s McGrath

Jim McGrath
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Village West recently sold in Arvada.

Please see Castle Rock, Page 2AA
Please see McGrath, Page 2AA

Matt Call

‘I think it’s 
indicative of 

more investors 
looking at 

Castle Rock as 
a very viable 

place to invest 
in the Front 

Range with all 
the growth that’s 

going on.’   
– Matt Call,  

NavPoint Real Estate

Please see Multifamily, Page 5AA
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Office

by Jill Jamieson-Nichols
A Denver company purchased 

a 77,980-square-foot office 
building in a suburb it thinks 
will benefit as downtown rents 
continue to escalate.

Centre Point Properties 
acquired Clear Creek Office 
Park at 4251 Kipling St. in Wheat 
Ridge for $7.8 million. The 
five-story building historically 
averages 85 percent or higher 
occupancy, but was 75 percent 
leased due to the loss of a large 
tenant while it was under con-
tract, according to Centre Point 
President Tucker Manion.

“We placed the asset under 
contract when it was about 85 
percent occupied and lost a ten-
ant during due diligence. The 
buyer elected to continue to pur-
chase the asset, and it became a 
very unique value-add opportu-
nity for them,” said JLL’s Patrick 
Devereaux, who represented the 
seller with JLL’s Jason Schmidt.

Manion believes certain sub-
urbs will see rising rents as 
downtown rents climb further 
and that Clear Creek Office Park 

is well positioned to ride that 
tide.

There’s a fairly captive audi-
ence of office tenants in the mar-
ket, which has held up well dur-
ing ups and downs in the real 
estate cycle, he said. 

“What we like specifically 
about the building is that in 
this submarket there’s very little 
supply of office space. Of the 
office space that is there, we feel 
this building is best in class,” 
Manion said.

“Rents in the west submar-
ket have not increased as sig-
nificantly as some of the other 
submarkets, such as downtown 
and southeast suburban,” said 
Devereaux. “We’re starting to 
see more leasing activity on the 
west side of town and also more 
upward pressure on the lease 
rates.”

Devereaux said the Class B 
building appeals to tenants that 
don’t want to pay for higher-
priced space on Union Boule-
vard and in Denver West or that 
want different access than those 
areas provide.

Clear Creek Office Park 
was constructed in 1982 and 
updated in 2013-2015. Centre 
Point Properties plans minor 
improvements to the common 
areas – paint and carpet, for 
example – but Manion said, 
“There isn’t a lot of renovation 
we’re going to have to do to the 
property.”

New Clear Creek LLC, led by 
Stu Ogilvie, sold the building, 
which it has owned an operated 
since 1999. 

“They owned and operated 
that asset as a long-term hold, 
and it was in great capital condi-
tion,” Devereaux said.

Martin/Martin Consulting 
Engineers designed and devel-
oped the building, which it 
occupied for several years.

Karen Klerman of Wells Fargo 
arranged financing for Centre 
Point’s acquisition of the prop-
erty. 

Clear Creek Office Park hous-
es approximately 20 tenants that 
range in size from around 800 to 
2,500 sf.s

Centre Point Properties buys Wheat Ridge office building

Clear Creek Office Park is a Class B building that is “best in class” in its 
submarket, according to Tucker Manion of Centre Point Properties.

by Jill Jamieson-Nichols
A local group with 1031 

exchange money made a $3.39 
million investment in a Lake-
wood office complex.

Kensington LLC bought 7550 
S. Yale Ave. and 2750 S. Wad-
sworth Blvd. from California-
based Coral Management Group. 
The 62,172-square-foot property 
includes two pairs of office build-
ings that are attached by court-
yards, or a total of four buildings. 

New West Physicians, Pelican 

Publications and Digital Data 
Services are among the largest 
tenants in the property, which 
was 80 percent leased. 

There were multiple offers for 
the office complex, which sold 
at an approximately 8 percent 
cap rate and close to the listed 
price of $3.65 million, accord-
ing to Scott Fischer of Unique 
Properties LLC-TCN Worldwide. 
Fischer was the transaction bro-
ker on the deal. 

The price per sf was $54.55.
Fischer said the buyer intends 

to update the buildings’ common 
areas.s

Lakewood office complex acquired by local 1031 buyer

CoStar Group 
The building at 2750 S. Wadsworth Blvd. in Lakewood was part of a 
$3.39 million sale.

enemy and you don’t have 
that same luxury. We really 
like to advocate for our clients 
to be in a position of strength 
and make smart decisions,” 
he said. 

“I think if I were to try to 
distill down what makes us 
different, it is helping clients 
really think through all of 
these issues, helping them 
make really smart decisions 
about their real estate and 
then helping them negotiate 
really, really effective transac-
tions, not only from a cost 
standpoint, but also from a 
flexibility standpoint.”

A resident of the Ken Caryl 
area, 55-year-old McGrath is a 
skier, bicyclist, fly-fisherman, 
husband, and father to daugh-
ter Kelly and son Jamey. His 
personal and professional 
lives often intersect.

“We tend to work with cli-
ents on any one transaction 
for, on average, probably two 
years. So you form relation-
ships, you become friends, 
and that is rewarding,” he 
said.

“I enjoy working with com-
panies where the principals 
truly appreciate the value of 
what we provide. That, to me, 
is the best relationship you 
can have.”s

Castle Rock as a very viable 
place to invest in the Front 
Range with all the growth that’s 
going on,” Call said. 

The Wilcox building is walk-
able to dining, shopping and 
other downtown amenities. 
Castle Rock Economic Devel-
opment Council is among the 
building’s tenants.

The buyer is an entrepreneur 
with a technology company 
that will occupy a portion of 
the first-floor space next spring, 
after White Construction, 
which constructed the building, 
relocates. White Construction 
is moving to another building 
it is constructing in downtown 
Castle Rock, The Move.s

McGrath Castle Rock
Continued from Page 1AA

Continued from Page 1AA

The building at 18 S. Wilcox was under contract within two weeks of 
being listed for sale.

The 62,172-square-foot 
property includes two 

pairs of office buildings 
that are attached by 

courtyards, or a total of 
four buildings. 
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Health Care

by Jennifer Hayes
A high-net-worth buyer out of 

Minneapolis acquired The Urol-
ogy Center of Colorado in one of 
the highest priced medical office 
building transactions ever to close 
in the Denver metro area. 

Olympus Ventures LLC paid 
$35.15 million, or $623.79 per 
square foot, for the 56,349-sf 
building. 

“This is one of the highest-
priced medical buildings I have 
seen in my nearly 45 years in 
the commercial real estate busi-
ness. Strong tenants and a great 
location contribute to the high 
rents the tenants pay and the high 
price,” said John Winslow of Win-
slow Property Consultants, who 
was not involved in the transac-
tion. 

“The Urology Center of Colo-
rado is one of the strongest urol-
ogy practices among its peers 
nationally. That, combined with 
its location in the burgeoning Jef-
ferson Park neighborhood, pro-
vided a great depth of medical 
buyers for this assignment. We 
are very pleased with the out-
come for the seller and expect it to 
be a great long-term investment 
for the purchaser,” Chris Bodnar, 
executive vice president of invest-
ment properties with CBRE’s 
U.S. Healthcare Capital Markets 
group, said of the sale.

Bodnar, alongside Lee Asher of 
the U.S. Healthcare Capital Mar-
kets Group, acted as the seller’s 
exclusive adviser. 

TUCC Medical Center Joint 
Venture LLC, according to pub-
lic records, sold the fully leased, 
three-story building at 2777 Mile 
High Stadium Circle, which it 

purchased in 2010 for $23.25 mil-
lion.

The Urology Center of Colora-
do is the only fully inclusive urol-
ogy center in the Rocky Moun-
tain region and one of the most 
comprehensive urology centers 
in the United States. The prop-
erty includes radiation oncology, 
outpatient surgery, imaging, in-
house laboratory and pathology 
services. Bodnar couldn’t disclose 
the term remaining on the lease, 
however, he noted that the urol-
ogy group just finished adding 
another linear accelerator to the 

building, “showcasing their com-
mitment to the location.”

 Development Solutions Group 
and the physicians who practice 
in the building developed the 
building, constructed in 2006. In 
2005, two Denver urology groups 
joined forces with the vision of 
creating the nation’s leading full-
service urologic medical practice 
to serve as a single point of access 
to all functions of urologic care. 

Other News
n Ohlson Lavoie Collabora-

tive recently was honored for 
excellence in design of medical 
wellness facilities. 

The Medical Fitness Associa-
tion recognized OLC for excel-
lence in facility design. OLC has 
designed more than 45 such facili-
ties in the United States, making 
it the nation’s leading medical 
wellness design firm. 

The MFA is a national organiza-
tion founded to assist hospitals 
and health care organizations in 
the development and manage-
ment of medically integrated 
health and fitness centers. The 

association is a professional mem-
bership organization whose mis-
sion is to ascertain and respond to 
the needs of medically integrated 
centers throughout the world.

“We are true thought leaders 
in this industry,” said Hervey 
Lavoie, OLC's president and lead 
medical fitness facility designer. 
“OLC was there when this indus-
try was in its infancy and we are 
still working on the cutting edge 
today, as medical fitness becomes 
a major force in the emerging 
health care focus on population 
health.”s

The Urology Center of Colorado sells for $35.15 million

The Urology Center of Colorado’s nearly $624 per-square-foot sale is one of the highest-priced medical building transactions ever to close in metro 
Denver. 
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Industrial

by Jill Jamieson-Nichols
A New York investor with 

an affinity for properties in the 
Denver metro area recently 
purchased Garrison Business 
Park in Lakewood.

“I sold a building in New 
York and decided to look for 
another building, and the one 
that I liked the best was this 
one at Sixth Avenue and Gar-
rison Street, Garrison Busi-
ness Park,” said Howard Dean 
of Tarrytown-based H. Dean 
Properties.

Dean said the property has 
good bones and tenants, and 
provides an attractive return. 
“We negotiated for a long time. 
Finally, with the help of T.J. 
Smith, we ended up with a 
deal,” said Dean. John Benitez 
of Benitez Investments LLC 
represented Dean in the trans-
action.

Garrison Business Park is a 
two-building industrial/flex 
project that fronts West Sixth 
Avenue. Located at 608 and 
610 Garrison St., it comprises 
50,040 square feet on 4.43 acres 
of land. It sold for $5.35 million.

“We had about seven offers 
on that property,” said Smith, 
who represented seller Real 
Capital Solutions with fellow 
Colliers International brokers 
Brad Calbert and Matt Keyer-
leber.

Smith said that although, 
“There is a long-standing ten-
ant history within the prop-
erty,” there were some “occu-
pancy issues” when Real Capi-

tal Solutions bought it for $3.8 
million three years ago. Colliers 
International helped lease up 
the buildings, and with occu-
pancy at 98 percent, Real Capi-
tal Solutions decided to sell.

“It was a value-add invest-
ment for us,” said Graham 
Riley of Real Capital Solutions, 
who noted the property’s occu-
pancy was around 70 percent 
when Real Capital Solutions 
acquired it. “T.J. Smith and Col-
liers did a good job of finding 
a 1031 buyer who wanted a 
stabilized asset.

“It was a good deal for us. I 

think it will be a decent long-
term hold for the buyer as 
well,” Riley said.

Most of Garrison Business 
Park’s 21 tenants range from 
approximately 1,200 to 3,000 sf. 
Café Del Sol, a Mexican restau-
rant, has been there for many 
years and is the largest tenant.

Built in the 1980s, the prop-
erty has drive-in loading and 
15-foot ceiling heights. 

“It’s got great access of off 
Sixth Avenue to get downtown 
or to shoot out west,” said 
Smith.

Dean plans to redo the build-

ings’ exteriors right away and 
in spring will undertake major 
landscaping improvements. “It 
just needs some TLC,” he said.

Dean said his father began 
investing in Colorado commer-
cial real estate many years ago. 
“I like the Denver, Colorado, 
area. We’ve been investing in 
Denver for over 50 years,” he 
said.

The company, which has 
commercial real estate assets 
in a half-dozen states, includ-
ing New York, Pennsylvania 
and California, currently owns 
seven properties in the metro 

area. Among them is Denver 
Airport Business Park, a three-
building flex/industrial park at 
6850, 6860 and 6890 Argonne 
St. that Dean acquired in part-
nership with Benitez. “Those 
buildings are doing just great,” 
said Dean.

“We bend over backward for 
our tenants,” he said. “We want 
the tenants to know who we 
are. We know them all.”

Dean, whose daughter lives 
in Southwestern Colorado, said 
he plans to continue to invest in 
Denver-area assets “if the right 
property comes along.”s

Garrison Business Park sells to New York-based investor 

Garrison Business Park was 98 percent occupied at the time of the sale.
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kind of scattered; they were all 
over the map,” he said.

Village West was a bit unusual 
in that Hellman and Hunt didn’t 
market it.

“We had a buyer who was will-
ing to pay a good price,” Hellman 
said.

“We gave them a number and 
they took it before we took it to 
market,” Hellman said.

“This was really a perfect storm,” 
for the seller, he said.

“With virtually all of the new 
construction being for Class A, 
high-end properties, a lot of blue-
collar workers and lower-paid 
workers simply can’t afford to live 
there,” Hellman said.

“So there is high demand from 
renters and high demand from 
investors for this type of product 
aimed at the working class,” Hell-
man said.

"The buyer plans to do a full face-
lift that will position the property 
to take advantage of the strong rent 
growth and demand in Arvada,” 
Hellman said.

Arvada’s location near down-
town Denver on the west side of 
the metro area also is a big selling 
point for investors, he said.

Village West is less than two 
miles from Interstate 70 and is 
1½ miles from the future Ward 
light-rail station on the Gold Line, 
an 11.2-mile electric, commuter 
rail transit line that will connect 
Denver’s Union Station to north-
west Denver, Adams County and 
Arvada.

With final designs underway, 
construction has begun with an 
expected completion date of 2016. 
The Gold Line will include eight 
stations.

"This was a great deal for both 
the buyer and seller,” Hellman 
said.

“The seller was able to take 
advantage of the favorable market 
conditions while the buyer was 
able to secure a property that has 
significant value-add potential,” 
Hellman continued.

“The buyer plans to spend sig-
nificant money to improve the 
exterior of the community as well 
as the unit interiors," he said.

Other News
n Gibraltar Property Manage-

ment paid $47 million to Kinnick-
innic Realty Co. for the 402-unit 
Terra Village at 6291 W. 26th Ave. 
in Edgewater. David Potarf, Dan 
Woodward and Matt Burnett of 
CBRE handled the transaction.

n Fowler Property Acquisi-
tions paid $28.75 million to Kin-
nickinnic Realty Co. for the 213-
unit Ten 49 (Highlander) apart-
ment community at 1049 E. Ninth 
Ave. in Broomfield. David Potarf, 
Dan Woodward and Matt Bur-
nett of CBRE handled the transac-
tion.

n Griffis/Blessing paid $16.25 
million to Kinnickinnic Realty 
Co. for the 138-unit Colonnade 
apartment community at 15597 
E. Ford Circle in Aurora. David 
Potarf, Dan Woodward and 
Matt Burnett of CBRE handled 
the transaction.

n ARA Newmark brokers Jus-
tin Hunt and Andy Hellman 
traveled farther than usual on two 
recent apartment communities 
they sold. 

That is because it is 525 miles 

Multifamily
Continued from Page 1AA

Andy Hellman and Justin Hunt of ARA Newmark recently sold the 
Blackmore Apartments in Bozeman, Montana. (See Other News)

Please see Gibraltar, Page 6AA
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Multifamily

to fly from Denver to Bozeman, 
Montana, where they sold two 
properties.

But they didn’t mind.
“Bozeman is really a neat town 

with a great vibe,” Hellman said.
Although much smaller than 

Denver, Bozeman, he said, reminds 
him a bit of Denver’s Union Sta-
tion neighborhood, crossed with 
the charm of downtown Brecken-
ridge or Durango.

“Bozeman has really great res-
taurants and great bars,” Hellman 
said.

“And skiing is out your back 
door at Bridger Bowl and Big 
Sky,” he said.

“And with Montana State being 
right there, it is filled with young 
people,” he said.

The biggest community they 
listed was the 161-unit Mountain 
View.

Mountain View was built in 
1996 and the average unit size is 
995 square feet.

Although a nondisclosure 
agreement prevents him from 
releasing the sales price, Moun-
tain View was listed at $22.5 mil-
lion.

“We ended up with 15 offers on 
it,” Hellman said.

Prospective buyers were from 
Colorado, Utah, California, North 
Carolina and Texas.

The Utah-based seller had tried 
to put some United States Depart-
ment of Housing and Urban 
Development debt on the prop-
erty, but was unable to do so.

During that process, it received 
an unsolicited offer for it.

“They called us for some advice 
and we came with a bigger value 
for it, even though apartments 
are kind of hard to value in Boze-
man,” because the market is so 
small and so few communities 

trade hands, Hellman said.
“It’s hard to figure out what the 

cap rate should be when hardly 
anything ever sells,” and there is 
no good database of transactions 
like you would find in Denver.”

It is, however, an extremely 
tight market.

“Basically, there is a fractional 
vacancy rate,” Hellman said.

The other sale was for the 
33-unit Blackmore Apartments.

It was listed at $4.1 million.
“It’s the oldest apartment build-

ing in Bozeman,” having been 
built in 1913, Hellman said.

“It was designed by a very 
famous architect, Fred Wilson,” 
he said.

The building is on the National 
Register of Historic Places.

“Being a 100-year-old building, 
it needs some tender loving care,” 
Hellman said.

They ended up receiving four 
offers for Blackmore.

“The buyer is a private indi-
vidual out of North Carolina,” 
he said.

Hellman said he would love to 
do more deals in Bozeman.

Hellman said Bozeman’s apart-
ment market reminds him of 
where Denver’s apartment mar-
ket was in 2012.

“I think the Bozeman market has 
a lot of legs and a lot of running to 
do,” Hellman said.s

Gibraltar
Continued from Page 5AA

Andy Hellman and Justin Hunt of ARA Newmark recently sold Mountain 
View in Bozeman, Montana.
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Retail

by John Rebchook
Natural Grocers opens a new 

store, and neighbors often cheer 
that they have access to fresh 
organic foods that is it famous 
for selling.

In addition to its fresh food, 
all of its new stores, and recent-
ly remodeled ones, have some-
thing else – community rooms.

Natural Grocers recently 
opened three new stores – most 
recently one in the Berkeley 
neighborhood in northwest 
Denver, one in Aurora and 
another in east Denver.

They all have community 
rooms, which typically can seat 
around 50 people.

In November, Natural Gro-
cers opened a new store at 4500 
E. Alameda Ave., in a former 
Gunther Toody’s restaurant 
space.

“Our new location is about 
four blocks from our original 
one (at 5231 Leetsdale Ave.),” 
said Jeremy Jones, marketing 
director for the publicly traded 
Natural Grocers by Vitamin 
Cottage, which has a market 
cap of about $455 million.

By moving into the Gunther 
Toody’s space, Natural Grocer’s 
was able to expand the size of 
the store by about 2,000 square 
feet to about 15,000 sf, which is 
the target size for its new stores.

“That bigger store gave us 
an opportunity to carry more 
products and to include a dem-
onstration kitchen/community 
room,” Jones said.

Because it had been in the area 
for years, neighbors already 
were familiar with it.

“And now we have a bigger 
space on a more visible corner, 

so we are drawing new custom-
ers, in addition to retaining our 
existing ones,” he said.

Whether they are old or new 
customers, they now have 
access to an up-and-coming fea-
ture, the community room.

And the store is not alone.
“All of our new stores have a 

community room,” Jones said.
Natural Grocers will host 

things such as free cooking 

classes, lectures on nutritional 
health and other free classes in 
the community rooms.

When Natural Grocers is 
not using the space, it can be 
reserved by outside users.

“It is free for 501(c)3 nonprof-
its and others can rent the space 
for $25 per hour,” Jones said.

In other words, if you want 

Community rooms found in new 
Natural Grocers in Denver area

The Berkeley Natural Grocers opened Dec. 15 at Tennyson Street and 
West 38th Avenue.

Please see Retail, Page 11AA
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Dirk “Doc” R. Hobbs, the new 
senior vice president of mar-
keting and communications at 
the Colorado Springs Region-
al Business Alliance, and CEO 
of Healthy Coloradan Media 
Group LLC, recently received an 
appointment to the Governor’s 
Council for Active and Healthy 
Lifestyle. 

“Colorado leads the nation on 
so many fronts as it pertains to 
health and wellness, and, cer-
tainly, an active lifestyle. Cultur-
ally, we’re beginning to truly 
embrace the concept of personal 
accountability and responsibil-
ity for our health and wellness, 
but we still have work ahead of 
us in terms of building on what 
we’ve learned and building gen-
erations of like-minded people,” 
said Hobbs. 

“The efforts being put in 
motion by this council have the 
ability to positively influence 
how schools and businesses 
across our state promote and 
live out the mission,” he contin-

ued. “There 
are numer-
ous orga-
n i z a t i o n s , 
p r o g r a m s 
and health 
systems here 
in Colorado 
Springs that 
are spear-
heading or 
are involved 

in industry, bar-raising initia-
tives from which our neighbors 
to the north can learn. I expect 
I’ll be bringing a lot of good 
information for my health and 
wellness colleagues back home 
with me as well.”

The council’s mission is to pro-
mote and support events and 
programs that encourage physi-
cal fitness, educate citizens on 
the lifelong benefits of an active, 
healthy lifestyle, and collabo-
rate with government entities, 
schools, nonprofit associations, 
businesses and health care and 
fitness organizations to advance 

the vision. Hobbs’ appointment 
represents the first such appoint-
ment of a citizen from Southern 
Colorado for this council. 

“This is the kind of ‘on-the-
scene and in-the-conversation’ 
involvement I’d like to see more 
of as Colorado Springs enters 
its next chapter. Doc’s appoint-
ment was forthcoming from his 
25 years in health care advocacy. 
The RBA will spearhead pro-
grams through our community 
development efforts, methods 
to get more leaders from our 
community into the conversa-
tions that are happening on the 
state and national level. When 
we’re at the table, we can lever-
age, learn and welcome others 
to take a closer look at Colorado 
Springs. To be in these conversa-
tions is to be on the front line of 
opportunity and in collaboration 
with those who can positive-
ly contribute to the growth of 
our community,” said Regional 
Business Alliance President and 
CEO Dirk D. Draper.s

Colorado Springs Regional Business Alliance

 Governor’s lifestyle council appoints ‘Doc’ Hobbs 

The Downtown Denver Part-
nership released its first Center 
City Neighborhood Residential 
Development Map and Profiles 
report showing that 72,767 resi-
dents call downtown’s center 
city neighborhoods home.

The map also depicts 12,933 
total residential units complet-
ed or under construction since 
2011. 

The report supports the 
Downtown Denver Partner-
ship’s commitment, as out-
lined in the 2007 Downtown 
Area Plan, to create a diverse 
downtown that is socially and 
economically inclusive, and 
its commitment to add 18,000 
new housing units to center city 
neighborhoods by 2027.

“The explosion of population 

growth in the center city, where 
some neighborhoods have 
grown by more than 30 percent 
since 2010, is a testament to our 
collective progress toward build-
ing an economically healthy, 
growing and vital downtown,” 
said Tami Door, president and 
CEO of the Downtown Den-
ver Partnership. “Residen-
tial development projects and 
access to high-quality amenities 
and multimodal transportation 
options are critical components 
of attracting downtown’s next 
generation workforce, who con-
tinue to place downtown living 
in high demand.”

Highlights from the map 
include: 15 neighborhoods 
comprise the center city for the 
report with residential devel-

opment occurring at 98 proj-
ects across 13 of these neigh-
borhoods since 2011; residential 
population in the center city has 
increased 15 percent since 2011; 
and 95.9 percent of the units 
completed or under construc-
tion since 2011 are rental units. 

“Although we are well on our 
way to achieving our goal of 
adding new housing units to 
downtown, we know that we 
must continue to advocate for a 
broad array of housing options 
to ensure that we achieve diver-
sity in housing type and afford-
ability,” said Joe Vostrejs, chair-
man of the Downtown Denver 
Partnership and partner at City 
Street Investors. 

The full report is available at 
www.downtowndenver.com.s

Downtown Denver Partnership

 DDP releases first Center City residential development map

Kimberly Woodworth was 
named operations director of the 
Economic Development Council 
of Colorado, a statewide profes-
sional organization dedicated 
to strengthening Colorado’s 
economy by providing state-
wide opportunities and benefits 
unique to the industry. 

Woodworth previously served 
as operations manager for Metro 
Denver Economic Development 
Corp. In that position, she man-
aged a $4 million budget, coor-
dinated meetings for the Metro 
Denver EDC and its three indus-
try coalitions, and led events 
management, including the 

annual Site Selection Conference. 
In addition, Woodworth assisted 
with company expansion and 
recruitment activities for the 
Metro Denver region. Prior to 
working with the Metro Denver 
EDC, she spent six years with 

Economic Development Council of Colorado

 EDCC names Kimberly Woodworth as operations director

Economic Development News

Dirk “Doc” R. Hobbs

Please see EDCC, Page 11AA

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

Town of Berthoud

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 

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
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Calendar
n CREJ – Colorado Real 

Estate Journal will host its 
Development & Construction 
Forecast Summit Jan. 21.

Held at the Inverness Hotel & 
Conference Center, 200 Inverness 
Drive West, Englewood, the 
event will include retail, indus-
trial, office, medical office, mul-
tifamily and land forecast pan-
els in addition to an economic 
update by Patty Silverstein of 
Development Research Partners.

CREJ also will host its 13th 
annual Property Management 
Conference and Expo Feb. 18 at 
the Inverness Hotel & Confer-
ence Center. 

For more information, visit 
www.crej.com.

 n NAIOP Colorado will host 
its Annual Economic Forecast 
Breakfast Jan. 13 at the Den-
ver Marriott City Center at 1701 
California St.

NAIOP Colorado, with the 
Colorado Apartment Associa-
tion and the International Coun-
cil of Shopping Centers, also is 
hosting the Commercial Real 
Estate and Multifamily Housing 
Day at the Capitol Feb. 24.

Additionally, NAIOP Colora-
do will host its annual Awards 
of Achievement Feb. 25 at the 
Seawell Grand Ballroom at the 
Denver Center for the Perform-
ing Arts. 

n PLSC – Professional Land 

Surveyors of Colorado will 
host its Rocky Mountain 
Asphalt Conference & Equip-
ment Show Feb. 24 from 8 a.m. 
to 7 p.m. at the Crowne Plaza 
DIA at 15500 E. 40th Ave. in 
Aurora. 

PLSC also will host its sixth 
annual Rocky Mountain Sur-
veyors Summit March 2-4 at 
the Arvada Center. The event 
combines all of the Front Range 
conferences – Central Colorado 
Professional Surveyors, North-
ern Chapter-PLSC and South-
ern Chapter Professional Land 
Surveyors – into one event. 

For information on either 
event, visit www.plsc.net.s

the space for a Christmas party 
or a birthday or a book club, it 
can be yours.

The store on Alameda has 
room for 47 and the most recent 
store to open, a 15,000-sf Natu-
ral Grocers at Tennyson Street 
and West 38th Avenue in Berke-
ley, can seat 52.

The store replaces the Elitch 
Lanes bowling alley, one of the 
last family-operated bowling 
alleys in Denver. The bowl-
ing alley had operated at that 
site for more than six decades, 
before it was sold.

Jones said the community 
rooms fit well within Natural 
Grocer’s mission to support 
healthy and sustainable life-
styles.

The concept has been well 
received by shoppers.

“They love it,” Jones said.
“It really gives the commu-

nity a sense that that this is their 
space,” he said.

“Natural Grocers is more than 
a store; it is a gathering place 
for neighbors, whether they 
are attending a free nutritional 
seminar that we are offering or 
space they have reserved with 
us. We have really gotten great 
feedback on them.”

He wasn’t exactly sure when 
Natural Grocers decided to 
make the community rooms 
part of every new store.

“I know when we opened a 
store in Wheat Ridge last May, 
we included a community room 
and it was a big hit,” Jones said.

Nationally, there are 106 Nat-
ural Grocers in 18 states, 36 of 
which are in Colorado.

It is evaluating the older 
stores to see if they should be 
replaced or renovated.

“That is a decision we make on 
a store by store basis,” Jones said.

The Aurora store, which 
opened Dec. 10 at 3440 S. Tower 
Road, like the east Denver store, 
replaces an existing store. 

The new store is about 3,000 
sf larger than the original one, 
which, among other things, 
allowed Natural Grocers to add 
a community room.

The Berkeley store is minutes 
from a Sprouts Farmers Mar-
ket.

“It doesn’t bother us at all,” 
Jones said.

“Our stores only sell organic 
produce and we took a stance 
a long time ago not to sell any 
product with artificial colors, 
artificial sweeteners or preser-
vatives,” Jones said.

“And, of course, we have a 
community room.”

Other News
n NRN Investments LLC paid 

$1.17 million for 8,378 square 
feet of retail space to The Oth-
ers LLC for the Flesher-Hinton 
Music store building at 3936 
Tennyson St. in Denver. Mike 
Carnes and John Sheflin of 
Sperry Van Ness represented 
the buyer in the transaction and 
Rodney Gustafson of Case 
Commercial Brokers was the 
listing broker.s

Retail
Continued from Page 8AA

The Denver Brass, a local non-
profit music organization, serv-
ing as the marketing and public 
relations director. 

“We are thrilled to have Kim 
join EDCC. Kim brings a wealth 
of experience that will allow 
EDCC to move to the next level,” 
said Kelly Flenniken, incoming 

chair for the EDCC. 
Woodworth brings 10 years of 

experience in budget manage-
ment, meeting and event coor-
dination, and database manage-
ment. She earned a bachelor’s 
degree in visual arts with an 
emphasis in graphic design from 
University of Northern Colora-
do. 

“I am excited to have the 

opportunity to work with Colo-
rado’s economic development 
community. Colorado is not only 
a unique place to do business. 
We have a spirit of collaboration 
which fosters a sense of commu-
nity, innovative thinking and last-
ing relationships,” Woodworth 
said. “EDCC’s core mission is to 
do just that. I am proud to be a 
part of this organization.” s

EDCC
Continued from Page 10AA

 
 
 

For a complete 
12-month calendar 

of association events, 
please visit our website 
at www.crej.com and 
click on Community 

Calendar. 
 

‘Natural Grocers is 
more than a store; it is 
a gathering place for 
neighbors, whether 

they are attending a free 
nutritional seminar that 
we are offering or space 

they have reserved 
with us. We have really 
gotten great feedback 

on them.’  
– Jeremy Jones, Natural Grocers 

by Vitamin Cottage

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 Brownfields Partnership 

Colorado Hotel & Lodging Association

Colorado Society of CPAs 

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 – The Commercial Real Estate 
Development Association

Professional Land Surveyors of Colorado

Rocky Mountain Masonry Institute

Rocky Mountain Shopping Center Association

Society for Marketing Professional Services

Society of Industrial & Office Realtors

Southern Colorado Commercial Brokers

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
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Accounting
Kerry Roets
Anton Collins Mitchell LLP

Laura Theiss
Holben Hay Lake Balzer CPAs

Alana Silva
Urban Green Development

Cheryl Guth
Workplace Resource

Appraisal
Jamiee Keene 
Butler Burgher Group, LLC 

Lindsey Ouimette
Clayton and Company, Inc. 

Lauren Shoemaker
Duff and Phelps

Laurel Barsa
Integra Realty Resources – Denver

Patricia Mueller-Calandra
Larimer Associates

Architecture
Jennifer Uczen
AECOM

Brooke Schubert
Cuningham Group

Victoria Hatfield
H+L Architecture

Jennifer Johnson
HKS Architects

Karen Gilbert
Page/

Rochelle Clark
Ware Malcomb

Brokerage
Michelle Flick
ABM

Brandy Keck
Carr Healthcare Realty

Carole Schumacher
BRC Real Estate

Gail Mead
Colorado Real Estate Professionals, 
Inc. 

Peg Ellefson
CresaPartners, LLC

Daunine Mandarich
CBRE, Inc. 

Hilary Barnett
CBRE, Inc.

Nicole Berkman
CBRE, Inc.

Austin Fairbourn 
CBRE, Inc. 

Hannah Goedert
CBRE, Inc. 

Alexandra Mulvihill
Cushman & Wakefield of 
Colorado, Inc. 

Cyndi Thomas
Etkin Johnson Real Estate Partners

Lindsey Gooch
Etkin Johnson Real Estate

Reese Jansen
Hirschfeld Commercial Real Estate 
Assoc. LLC

Beth O’Neill
Planning Solutions

Rebecca Martin
Prudential Commercial Real Estate

Andrea Ackerman
Toma West

Erin Kelley
Powers Brown Architecture

Construction
Mark Gamble
BAB Builders

Autymn Rubal
BAB Builders

Crystal Peden
The CPI Group

Robert Smith
Casson Duncan Construction

Sally Engen
Encol Construction LLC

Amy Forster
i2 Construction

Meghan Bodah
JHL Constructors, Inc.

Kristin Kyser
Jordy Construction 

Eric Pallai
KINETIC Restoration

Alyson Mansfield
PCL Construction Services

Kristen (Campbell) Pyle
Project One Integrated Services, 
LLC

Lisa Larance
Project One Integrated Services, 
LLC

Michele Noel-King
Rhinotrax Construction

Vanessa Hyre 
Sun Construction & Facility 
Services, Inc.

Shawna Dias
Swinerton Builders

Amy Quinn 
The Weitz Company

Consulting
Christina Garrett
CODA Consulting Group, LLC

Courtney Colbert
Galloway 

Tiffany Watson
Point Consulting, LLC

Kelsi Oddo –  
Student Member
Project One Integrated Services, 
LLC

Caroline Miner
SC&H Group, LLC

Dana Kose
The Weidt Group

Corporate Real 
Estate 
Elaine Williams
Elaine Williams Consulting Ser-
vices

Megan Robert
Prologis

Christine Borchardt
US Bank, N.A. 

Tamara Alexander-Johnson
Western Union

Engineering & 
Environmental
Krista Sanderson 
CORE Consultants, Inc

Melissa Winburne
D.L. Adams Associates, Inc. 

Teri Ficken
F&D International, LLC 

Jessica Greenough
Galloway 

Meaghan Turner
Kimley-Horn & Associates, Inc. 

Elizabeth Jones
Martin/Martin Consulting 
Engineers

Dana Hougland
Shen Milsom Wilke, LLC

Finance & Lending
Suzanne Stratman
AMG National Trust Bank

Debbie VanHoosen
Amerisphere Mortgage Finance

Lynn Archuleta 
Bellco Credit Union

Beth Beal
Bloomfield Capital

Orit Manham
Blue Whale Enterprises LLC

Sara Croot
BBVA Compass

Mary Darnell
Colorado Business Bank

Victoria Diaz
Colorado Business Bank

Patricia Gage
Colorado Business Bank 

Cyd Petre
Colorado Business Bank

Jennifer Luce
FirstBank

Sherri Rosselot 
First Western Trust Bank

Piper Pierce
Great Western Bank

Tomacita Romero
KeyBank Real Estate Capital

CREW Denver is a network of real estate professionals in the Greater Denver area representing every profession in the 
commercial real estate industry. CREW Denver strives to increase the power and influence of women in commercial 
real estate, and to give CREW members opportunities and resources to be the most successful professionals possible. 

Visit www.crewdenver.org and start building your network today.

Power of the Network
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Beverly Rowland
KeyBank Real Estate Capital

Suzanne Book 
KeyBank Real Estate Capital

Kathy Westfall
KeyBank Real Estate Capital

Rachel Bishop
KeyBank

Rachel Door
TCF National Bank

Keri Hermsen
TCF National Bank

Daniel O’Meara
TD Bank

Interior Design & 
Space Planning
Tammy Fey
BGL Facilities Consultants – 
Denver

Laura Swank
Box Studios 

Esther Davy
Connect People + Space

Tami Anderson 
Buehler Companies

Ellen Goldfarb
Connect People + Space

Kelsey Johnson
Connect People + Space

Sara Broene
ELEMENTS

Michelle Liebling
Gensler Design

Catherine LeDuke
Maglin Site Furniture

Kathryn Janak
Studio Janak, Inc.

Thomas Simonitis
Workplace Resources

Investment  
Management
Kathryn Sorensen
Armstrong Capital Development, 
LLC

Natalie Sanko
Baseline Investments

Mary Salas
I.M. Wealth Care

Dana Tapp
ING Clarion Real Estate Securities 

Melinda Quiat
The Quiat Companies

Law
Jody Harper Alderman
Alderman Bernstein

Stacia Delaney 
Berenbaum Weinshienk PC

Noelle Riccardella
Brownstein Hyatt Farber Schreck, 
LLP

Catherine Hance
Davis Graham & Stubbs LLP

Barbara Mueller 
Davis Graham & Stubbs LLP

Tasha Power
Berg Hill Greenleaf Ruscitti LLP

Rusty Perry
Hunsucker Goodstein

Kristin Bronson
Lewis Roca Rothgerber LLP

Jaclyn Brown
Lewis Roca Rothgerber LLP

Nicole Gorham
Lewis Roca Rothgerber LLP

Lindsay McKae
Lewis Roca Rothgerber LLP

Michelle McDonald
MDH Law Partners

Cassia Furman  
McGeady Sisneros 

Amy O’Donnell
Messner & Reeves, LLC

Bethany Johnson
Moye White LLP

Stephanie Loughner
Moye White LLP

Lisa Matter
Moye White LLP

Amy Ruhl
Moye White LLP

Jennifer Stenman
Moye White LLP

Kaydee Myers 
Otten Johnson Robinson Neff & 
Ragonetti

Julie Gifford
Otten Johnson Robinson Neff & 
Ragonetti

Kim O’Hagan
Otten Johnson Robinson Neff + 
Ragonetti PC

Amy Hansen 
Polsinelli PC

Joy Hays
Polsinelli PC

Ashley Oliver
Polsinelli P.C

Louise Staab
Robinson Waters & O’Dorisio, P.C. 

Laura Osborne
Silver & Deboskay

Andrea Fitzgerald
Snell & Wilmer

Wendy Harring
Spencer Fane & Grimshaw LLP

Jamie Cotter
Spencer Fane & Grimshaw LLP

Karen Samuels Jones 
Stinson Leonard Street LLP

Jessen Gregory
Sweetbaum Sands Andreson PC

Marketing & PR
Kim Duty
National Multifamily Housing 
Council 

Stan Wagner
Red Thread Creative Group

Property & Asset 
Management
Rebecca Fell
CU Boulder

Jessica Bergen
Aardex Real Estate Services

Kristie Allen
Cushman & Wakefield

Sara Butz
Dividend Capital Group

Andrea Karp 
Dividend Capital Group 

Stephanie Brock
Riverstone Residential Group

Real Estate  
Development
Patty Yanker
BuildMark Project Management

Stacy Cason
Corona Cap

Gail Quan
Littleton Capital Partners

Amy Sherman 
Northwest Douglas County EDC

Gina Patrick
SDA, Inc.

Tonya Schloemer
TD Ameritrade

Emilie Baratta
Turnbuckle Development

Christine Stopps 
Yes Communities 

Stina Kayser
Urban Villages, Inc. 

Courtney Ryan
Urban Villages, Inc.

Title & Escrow
Andrea Pietka
Assured Title Agency, LLC

Jerry Green
Chicago Title Insurance Company

Jeffrey Flege
Commonwealth Land Title 
Insurance Company

Catherine Fox
Commonwealth Land Title 
Insurance Company

Linda Paul
Fidelity National Title Company

Stephen Sanders
Fidelity National Title Company

Sonya Bailey
First American Title Insurance 
Company, NCS.

Beverly Carlson
First American Title Insurance 
Company, NCS. 

Jeanine Jones
First American Title Insurance 
Company, NCS.

Caroline Estill
First Citizens Bank

Chandra Nay
Heritage Title Company 

Gina Spinelli
Heritage Title Company

Katie Nobel
Stewart Title

Power of the Network
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Who’s News
McWhinney added two 

senior vice presidents to its 
team: Mark Witkiewicz and 
Dan Cohen.

Witkiewicz was named senior 
vice president of commercial 
development and Cohen is 
senior vice president of com-
munity, development and 
acquisitions. The two bring 
more than 40 years of cumula-
tive experience to the real estate 
investment, management and 
development company. 

Witkiewicz provides strategic 
direction to the commercial 
development team for commer-
cial office, medical, industrial 
and retail opportunities. Prior 
to joining McWhinney, Witkie-
wicz served as managing direc-
tor and chief operating officer 
for Corporex Colorado, where 
his responsibilities included 
asset management, real estate 
development, construction and 
management of the Colorado 
operation. While at Corporex, 
he assembled and closed more 
than $226 million in real estate 
development opportunities, 
including several recent trans-
formational projects, such as 
the ART, a hotel in downtown 
Denver, and the Hyatt Hotel 
& Conference Center at Fitzsi-
mons Village in Aurora. Previ-
ously, Witkiewicz was the vice 
president of development for 
Silverman Development Co., 
overseeing daily operations and 
leading the company’s develop-
ment team. 

Cohen is responsible for 
expanding the company’s port-
folio of urban infill and mixed-
use developments through 
land acquisition, public-private 

partnerships, planning and 
entitlements. Prior to joining 
McWhinney, Cohen was the 
founder and principal of Urban 
Investment Group LLC, where 
he led, partnered and advised 
on urban infill, transit-oriented 
and mixed-use development 
projects in Colorado as well 
as throughout the U.S. Previ-
ously, he was the vice president 
of planning and development 
for Catellus Development, the 
mixed-use development divi-
sion of Prologis, a Fortune 500 
real estate investment trust, 
where he led the company’s 
national land acquisition 
efforts, specializing in public-
private partnerships, as well as 
planning and entitlements for a 
nationwide portfolio of mixed-
use, retail and office assets. 
While at Catellus, he played 
important roles in large nation-
ally renowned projects such as 
Mission Bay in San Francisco 
and Mueller in Austin, Texas.s 

Lia Szasz, a law clerk with 
Otis, Bed-
ingfield & 
Peters LLC, 
was awarded 
Best Overall 
performance 
at the Colora-
do Appellate 
Advocacy 
Competition 
at the Univer-
sity of Colo-

rado School of Law. 
She earned the honor for 

having the best combined per-
formance in the written brief-
ing and oral argument parts 
of the competition. Szasz has 

served as a law clerk with the 
firm for the past two years and 
will earn her Juris Doctor this 
month and join the firm as an 
associate after taking the Febru-
ary bar exam.s 

Brian Dunbar, executive 
director for Colorado State Uni-
versity’s Institute for the Built 
Environment, recently was 
elected to the national Advi-
sory Council of the U.S. Green 
Building Council.

Dunbar will serve a three-
year term in 
the USGBC 
Advisory 
Council’s 
education 
seat along-
side leaders 
in architec-
ture, urban 
planning, 
engineering, 
real estate, 

facility management and con-
struction. As ambassadors for 
the global sustainability move-
ment, the 20-member Advisory 
Council provides visionary 
industry leadership, connects 
with key stakeholder groups, 
and identifies emerging techni-
cal and engagement opportuni-
ties. 

The USGBC selected Dun-
bar as one of the nation’s first 
LEED Fellows in 2012, and 
he remains one of only two 
such Fellows in Colorado. The 
CSU professor emeritus, who 
holds two degrees in archi-
tecture from the University of 
Michigan, created the graduate 
emphasis in sustainable build-
ing and multiple courses on 

sustainability at Colorado State. 
He also taught interior design 
and construction management 
coursework and co-founded the 
Institute for the Built Environ-
ment in 1994. 

At CSU, he is an advisory 
council member for the School 
of Global Environmental Sus-
tainability and a member of the 
CSU President's Sustainability 
Committee. The Institute for 
the Built Environment is in 
CSU’s College of Health and 
Human Sciences.s 

Elisabeth Cortese, Cassia 
Furman and Paula Williams 
were name senior associates 
at law firm McGeady Becher, 
which recently changed 
its name from McGeady 
Sisneros.s 

Steve Suneson of law firm 
Coan, Payton & Payne LLC 
was appointed to the board of 

directors of 
the American 
Chamber of 
Commerce 
in Canada-
Western 
Chapter, 
based in Cal-
gary, Alberta. 

The Ameri-
can Chamber 
of Commerce 

in Canada is a private, non-
profit, membership organiza-
tion that promotes the two-way 
flow of trade, goods, services 
and investment between Canada 
and the United States. AmCham 
Canada West annually organizes 
approximately 15 events that 
cover a wide range of network-

ing needs. 
In addition to his U.S. corpo-

rate law practice, Suneson has 
substantial cross-border and 
international experience assisting 
Canadian companies and indi-
viduals in the U.S. in a practical 
and cost-efficient manner.s 

Fennemore Craig expanded 
its Denver office with the addi-
tion of two associates, Ben Leon-
ard and Matthew Broderick.

Leonard was editor-in-chief 
of the UCLA Journal of Law 
and Technology and president 
of the Tax and Estate Planning 
Law Association. He earned his 
Juris Doctor from the University 
of California Los Angeles and a 
bachelor’s degree, magna cum 
laude, from Marquette Univer-
sity. He is licensed to practice in 
Colorado. Leonard focuses his 
practice in real estate. 

Broderick practices in the 
areas of professional negligence, 
medical malpractice, insurance 
coverage and bad faith, products 
liability and government entity 
defense.

Prior to joining the law firm, 
Broderick was an attorney for 
Senter, Goldfarb & Rice, served 
as in-house law clerk to Xcel 
Energy and successfully advo-
cated his clients' positions at 
bench trials and before a jury. 
He earned his Juris Doctor from 
the University of Denver, Sturm 
College of Law and a bachelor’s 
degree from the University 
of California Santa Barbara. 
Broderick is licensed to prac-
tice in Colorado and before the 
U.S. District Court, District of 
Colorado.s

Lia Szasz

Brian Dunbar

Steve Suneson
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T he Counselors of 
Real Estate annually 
publishes a list of the 

top 10 issues impacting real 
estate investment, as viewed 
by the members. The list for 
2015-16 is presented here.

n Demographic shifts. 
Two key groups – large 
numbers of retiring baby 
boomers (born between 
1946 and 1964) and the next 
large population wave, the 
millennials (born between 
1980 and 2000) – will have 
the greatest impact on real 
estate through the lifestyles 
they choose in coming years. 
This casts a spotlight on 
housing in all its forms: For 
boomers, the homes in which 
they choose to age in place, 
downsized homes, senior 
communities or assisted 
living are key; for millennials, 
affordability and preference 
for amenitized, urban 
locations are driving factors. 

n Excess capital supply. 
Funds continue to flow 
from outside the U.S. to 
purchase U.S. real estate. 
The supply is driven by 
sovereign economies that 
have high savings rates, a 
shortage of mature financial 
markets and few safe assets. 
The investment rate is 
approaching record highs, 
putting upward pressure on 
asset pricing. While major 
cities are preferred by foreign 
capital, some nongateway 
cities also are experiencing 

higher levels of investment. 
n Rising interest rates. 

Interest rates have been at 
near-historic lows – and the 
general view is that they will 
stay that way for a while 
longer. But savvy investors 
and homebuyers alike are 
preparing for rising rates. 
When rates rise, cap rates 
and discount rates also 
will rise, thereby devaluing 
assets. An interest rate rise 
also could slow home sales. 
Rising rates will cause higher 
mortgage payments, thereby 
decreasing homebuyers’ 
choices. 

n Global instability and 
currency devaluation. The 
U.S. dollar remains strong 
but intentional currency 
devaluation in many other 
countries makes U.S. exports 
less competitive. Investment 
from non-U.S. sources helps 
fuel the U.S. real estate 
market, but event risk should 
be considered – “hot spots” 
of conflict are continually in 
the news as is cyber security 
– and the global economy is 
psychologically linked. 

n Urbanization. Urban 
population growth is a global 
phenomenon. In the U.S., an 
increasing desire to reside in 
transit-served, “walkable” 
communities is not limited 
to young professionals; older 
generations also are drawn to 
such locations. Aging suburbs 
and revitalized urban cores 
result in a shift of economic 

vitality to 
areas once 
thought 
obsolete. 
The past 
few years 
also have 
seen a rise 
in corporate 
relocations 
to cities 
from the 
suburbs as 
a strategy 
to attract 

younger, urban professionals. 
n Energy. The oil price 

decline has negatively 
impacted large and small 
U.S. producers. Workforce 
reductions and the associated 
decrease in residents’ buying 
power – while primarily 
occurring among workers in 
oil exploration and production 
– impacts the greater 
community, from retail to 
housing to professional 
services. Many “boom towns” 
are now slowing; the duration 
of this decline is unclear. 

n The gap between 
rich and poor. The 
stubborn phenomenon of 
under-employment and 
wage stagnation in the 
U.S. deserves a close look 
relative to real estate. On 
the commercial side, it 
drives new opportunities to 
serve diverse markets with 
discounted retail offerings. 
There also are development 
opportunities in high-

density multifamily and 
affordable housing, and in 
“place making,” which can 
transform a vacant lot or an 
undesirable neighborhood 
into an appealing urban 
“destination” to serve diverse 
populations. 

n Infrastructure. 
The condition of U.S. 
infrastructure is a broad 
concern with no near-term 
solution in sight. Inadequate 
and aging roads, bridges 
and power/gas/water lines 
no longer meet the needs 
of today’s communities and 
businesses, let alone future 
demand growth. Government 
at all levels does not have 
the available capital to 
invest in infrastructure. 
Development can be limited 
because existing streets and 
bridges cannot accommodate 
increased traffic flow if 
denser housing or mixed-
use developments are built. 
Public-private partnerships 
are increasingly viewed as a 
viable financing mechanism.

n Real estate technology 
and crowdfunding. 
Real estate is one of the 
most fertile sectors for 
technology innovation and 
disruption. While venture 
capital has poured into real 
estate technology startups, 
crowdfunding could increase 
opportunity for smaller 
investors as well. Diverse 
audiences, including investors 
and lenders, benefit from 

new technology, as it speeds 
information gathering and 
expedites transactions. 
Technology also has 
dramatically changed the way 
real estate professionals do 
business. 

n The changing retail 
model. The retail sector 
faces continuing challenges. 
A 1985 best location may be 
today’s abandoned property 
as demographic shift and 
new store formats speed 
obsolescence. On the bright 
side, despite steady increases 
in online shopping, there 
is still a role for physical 
presence. Retailers that 
incorporate e-commerce 
elements, including fast 
delivery options, are well 
positioned, at least in the 
short term. Store sizes are 
shrinking, but many of the 
attractive amenities of urban 
shopping districts are now 
being incorporated into 
suburban shopping areas. 

n A comment about the 
Denver area. Affordability 
and proximity to transit 
options (preferably rail) are 
the hottest issues of the day 
here. Pressure on rents and 
values has made Denver real 
estate less competitive than it 
has been historically. Tenants 
suffer but property owners 
don’t mind a bit. Job losses 
in the energy sector are a 
looming concern.s

Ryan Toole, CRE
Principal, Alterra 

Real Estate Advisors 
LLC, Littleton

Top 10 issues impacting real estate investment
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D o you remember the 
first time you signed 
a lease? Most first-

time renters are young and 
inexperienced in the respon-
sibilities of committing and 
understanding what it means 
to put their name on a lease. As 
the property manager, you can 
better prepare these inexperi-
enced renters to make it suc-
cessful for both you, the land-
lord, and for them, the tenants, 
so that everyone is happy and 
successful. It would be wise to 
develop a process to guide and 
explain the rental process to 
these new renters. 

Lease signing. Discuss with 
renters the legal importance of 
the lease. Review the monetary 
commitment they are signing 
and explain that a security 
deposit is required upon sign-
ing the lease; also, explain that 
the security deposit does not 
cover the first month’s rent. 

Discuss the 
amount of 
each month’s 
rental pay-
ment and 
that a late 
payment will 
be assessed if 
late.

Co-signer. 
Make sure 
they under-
stand a co-
signer may 
be required 

to guarantee the lease, and that 
a background and credit check 
will be completed on the renter 
and the co-signer.

Checklist. When leasing, pro-
vide a checklist to assist ten-
ants with other services and 
commitments that they must 
initiate. This helps minimize 
problems on move-in day. This 
checklist can include a list of 
services that must be started 

in their name by move in. 
Examples include local phone 
numbers and websites of the 
area’s utility company, cable 
and Internet options, water, 
sewer and trash. It also is help-
ful to give the tenants the date 
by which the services must 
be moved to their name. And 
warn them that they might 
have to pay security deposits 
to start a service in their name.

Move-in day. Walk through 
the property with an inspec-
tion checklist that the tenant 
and the property manager fill 
out. Have the tenants sign the 
inspection checklist and inform 
them that the property must 
be left in the same condition 
as reported and agreed to on 
the inspection form. This is a 
good time to tell them that the 
security deposit will be used to 
cover any expenses for dam-
ages to the property, including 
nail holes and stains on the car-

pet. Also, this is the best time to 
explain to the first-time tenant 
that they are responsible for 
changing light bulbs, cleaning 
and unclogging toilets, shovel-
ing the sidewalks in winter, etc. 
As first-time tenants they prob-
ably have not thought of this. 
You do not want tenants to call 
you continuously for items that 
are their responsibility.

Also explain under which 
circumstances they should 
call you, such as water or roof 
leaks, electrical outlet issues or 
kitchen appliances not work-
ing. Explain who is respon-
sible for what at move-in so 
it is clear. Those renting for 
the first time are inexperienced 
and, as the property manager, 
you can assist, guide and teach 
to ensure that all parties are 
successful.s

A s a society, we often 
look to early adopt-
ers to pave the path 

of comfort until the masses 
embrace a new paradigm shift. 
For example, think back nearly 
six years ago when the first 
iPad was released. The crit-
ics questioned its usefulness, 
when a phone and a laptop had 
the same capabilities. Fast for-
ward to today, the tablets func-
tion as everything from mobile 
personal computers to DJ mix-
ing stations to cash registers. 

A similar trajectory surrounds 
the concept of socially impact-
ful businesses, like Toms shoes. 
Started in 2006 as a pioneer of a 
new business model, the “one 
for one,” a buying-and-giving 
concept, heightened social 
responsibility and translated 

across several businesses. 
Finally, it seems multifamily 

development is on the brink of 
a paradigm shift itself – slowly 
moving toward prioritizing 
true sustainability, seeking less 
adversely impactful ways of 
building, and integrating tech-
nology that supports user inter-
action and energy efficiency.

As the population of Denver, 
as well as other flourishing cit-
ies, continues to grow, we need 
to focus on ways to develop 
smarter, denser developments 
that provide shared ameni-
ties, creative access to outdoor 
space and cater to the sectors 
of the population that need less 
space and more convenience at 
an affordable price. 

Green building is certainly a 
manifestation of this change. 

While the 
smallest of 
these dens-
er, simpler 
spaces may 
not meet 
the needs 
of a fam-
ily of four, 
the devel-
o p m e n t s 
increasingly 
are meeting 
the needs of 
millennials, 
profession-
als without 
kids and the 
empty-nester 

population. 
One of the greatest challenges 

for developers is embracing the 
trend of smarter, denser devel-

opments while still finding a 
way to make the pro forma 
work, all within the boundar-
ies of zoning and use regu-
lations, parking requirements, 
density limitations and poten-
tial neighborhood pushback. 
Part of the job of developers 
is to work with and educate 
the communities to the benefits 
that smarter development can 
provide. While the inevitability 
may be more development, we 
can collectively work together 
to promote “better” develop-
ment.

There are several trends that 
are moving the industry toward 
better development, including: 

• Building smarter, not bigger 
– Higher density, thoughtful 
use of space (built-in storage, 
large windows, high ceilings), 

shared amenities, economies 
of scale in development and 
energy-efficiency prioritiza-
tion; and 

• Integration of technology 
– Not just for high-end “smart 
homes,” but rethinking the 
potential of technology in real 
estate at all levels as a means 
to reduce operating expenses, 
make properties more acces-
sible and affordable, and have 
an improved impact on the 
environment.

The coming years are an 
exciting time for multifamily 
real estate. We will see consum-
ers value a different standard of 
development: one that they feel 
as good about actively being 
part of as they do supporting 
the developers who embrace 
the paradigm shift.s

O n April 5, 2012, Presi-
dent Obama signed 
the Jumpstart Our 

Business Startups Act. This act 
made changes to securities law 
and helped to modernize the way 
startups were treated. One of the 
biggest changes was Title III of 
the JOBS Act, which allowed for 
the legalization of investment 
crowdfunding. In 2013, the Secu-
rities and Exchange Commission 
changed rule 506 of Regulation D 
to allow for the general solicita-
tion of investors. 

Basically, before the change, 
mass marketing was not allowed. 
Brokers had to rely on pre-existing 
relationships. Since those changes, 
real estate investment crowdfund-
ing opportunities started. 

However, to invest in these 
opportunities, investors must be 
certified as accredited investors. 
The SEC defines an accredited 
investor as someone who meets 

one of two 
requirements. 
He must 
either have 
a net worth 
of at least $1 
million, not 
counting his 
primary resi-
dence, or have 
an income 
of $200,000 
a year, for 
the past two 
years. Com-
panies such as 
Fundrise and 
Realty Mogul 
are providing 
these invest-

ments to accredited investors. 
There are a number of changes 

for investors as well as the syndi-
cations as a result of crowdfund-
ing. The first is lower minimum 
investments. Previously, commer-

cial real estate syndications typi-
cally had a minimum investment 
of $25,000 due to the difficulty of 
securing a high number of inves-
tors. Most real estate crowdfund-
ing investments have minimums 
of $5,000. This will change the 
way investors can diversify their 
funds. While real estate invest-
ment trusts provide a vast diver-
sification, crowdfunding provides 
diversification while still invest-
ing in specific properties. With 
the current minimums, investors 
can choose up to five times more 
properties with the same invest-
ment than previous real estate 
syndications.

The second change is the speed 
at which investment can occur. 
Before the ability to mass adver-
tise, the time it took to raise capi-
tal was dramatically longer. Now 
it is much quicker. For example, 
the last two Fundrise investments 
that each raised a little over $1 

million sold out in 49 minutes and 
two hours, respectively. 

The ability to raise money 
quickly makes the investment 
in property development more 
attractive. For instance, one of 
Fundrise’s completed invest-
ments is a ground-up, mixed-use 
Denver apartment development 
at 35th and Larimer streets. 

The final major change is that 
people can invest in income-
producing properties that were 
previously out of their invest-
ment range. While there always 
have been real estate syndications 
and REITs, the addition of real 
estate crowdfunding will allow 
for more investment. The invest-
ment in commercial real estate 
is fairly cost-prohibitive even for 
accredited investors. Being able 
to pool money and gain investors 
who previously have not invested 
should only increase the value of 
commercial real estate.s

Tips for managers dealing with first-time renters

The paradigm shift in multifamily development is here

Crowdfunding’s impact on commercial real estate

Connor Corrigan
Student, University of 

Denver

Lauren DeBell
Student, University 
of Denver Master’s 

Program. DeBell is a 
project manager for 
iUnit and previously 
was a commercial 
real estate broker.

Ethan Draper
Senior, University of 

Denver. Draper works 
in the bankruptcy 

administration 
industry at Upshot 

Services and 
previously worked at 
the BLM and the SEC.

The following articles were 
submitted by University of Den-
ver undergraduate and gradu-
ate students of the Franklin L. 
Burns School of Real Estate and 
Construction Management. DU 
offers undergraduate as well as 

graduate degrees in real estate 
and the built environment. 

The curriculum at the under-
graduate level first grounds 
all students in a full spectrum 
of business fundamentals and 
provides a solid introduction to 

all aspects of the built environ-
ment – real estate, construction 
management and facility man-
agement. Once understanding 
the integrated nature of the 
industry, students choose from 
one of three concentrations: real 

estate, property development 
or construction project manage-
ment. 

At the graduate level, stu-
dents can choose from one of 
three tracks: real estate, prop-
erty development or integrat-

ed project delivery. The Burns 
School, currently in its 76th 
year, recognizes the need to 
integrate the “business side” 
and the “build side” of the 
real estate and construction 
industries.s

As the property 
manager, you 

can better 
prepare these 
inexperienced 

renters to make 
it successful for 

both you, the 
landlord, and for 
them, the tenants, 
so that everyone 

is happy and 
successful. 

 Most real 
estate 

crowdfunding 
investments 

have minimums 
of $5,000.  
This will 

change the 
way investors 
can diversify 
their funds. 
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With impressive ren-
derings and com-
parisons to Denver’s 

River North district, the city of 
Westminster foresees a bustling 
urban, walkable, mixed-use 
haven for creatives and profes-
sionals at Westminster Station. 
Just don’t expect a change over-
night. 

Set to open mid-2016, the RTD 
FasTracks Northwest Rail B Line, 
at Westminster Station construc-
tion is well underway. The crews 
accessing the site through the 
soon-to-exist extension of Hooker 
Street (to be named Westminster 
Station Drive) must first navigate 
a mixed stock of 1960s and 1970s 
office, industrial and multifamily 
buildings south of 72nd Avenue 
and west of Federal Boulevard. 

No other neighborhood in 

south Westminster better exem-
plifies the city’s desire for “revi-
talization” than this one. A con-
tinuation of the urban renewal 
efforts of the late 1980s, the city’s 
South Westminster Revitaliza-
tion Program has invested over 
$250 million in improvements 
to the surrounding area through 
redevelopment, historic preser-
vation, improved parks and rec-
reation, and improvements to 
infrastructure.

Westminster has been busy 
and doesn’t look to be settling 
down anytime soon as commut-
er trains will begin arriving in 
town within a year. While fund-
ing for the rest of the Northwest 
rail line is still in the works, 
Westminster will be the end-of-
the-line stop, an 11-minute ride 
from Denver. The city has close 

to $50 mil-
lion already 
in place for 
W e s t m i n -
ster Station’s 
Plaza, with a 
500-stall park-
ing garage 
facility, new 
roads and 
i n f r a s t r u c -
ture, and a 
40-acre park 
and open 
space area.

One can 
assume a con-

siderable effort is focused on the 
potential to redevelop the area’s 
lower-quality and outdated 
building stock with the antici-
pated market changes attributed 
to the transit stop. However, 

at their recent planning open 
house, the city said it anticipates 
a steady, market-driven, 10- to 
20-year transition. 

The slower, market-driven 
outlook may be warranted as 
the area begins to present a chal-
lenge to new development when 
performing a current market 
analysis. Developers will find 
stagnant rents and occupancy 
trends at a time when construc-
tion costs are peaking. Couple 
this with the still undeclared 
transit-oriented district zoning 
code and you have all the ingre-
dients for a slowed transition. 

Current property owners 
and risk-taking investors likely 
will be the first to show move-
ment toward redevelopment in 
the area surrounding the sta-
tion. Comparisons to other RTD 

transit-oriented development 
locations highlight the different, 
unique conditions contributing 
to the success of each respective 
project. Of these factors, loca-
tions like RiNo have benefitted 
from pre-existing, nearby robust 
markets and higher average 
incomes, many aspects that cur-
rently are not prevalent in this 
area of Westminster. 

The combined efforts of devel-
opers and the city to successfully 
transform the area into an attrac-
tive destination are essential to 
the capitalization of this site. At 
a time when the Denver mar-
ket is hot with rising rents and 
new construction, those making 
early moves may not be sur-
prised when the people exiting 
those trains are seeking afford-
able alternatives.s

Over the past year, 
new developments 
across Denver were 

announced almost daily. Union 
Station has plans for the last 
undeveloped parcel, while the 
River North neighborhood has 
plans for a transit-oriented devel-
opment next to the commuter rail 
station at 38th and Blake streets. 
The next market ready to burst 
is the Federal Boulevard corri-
dor from 52nd Avenue to 72nd 
Avenue. The 2.5-mile stretch will 
be bounded by two stops of the 
commuter rail. The Gold Line, or 
G Line, to Wheat Ridge will have 
a stop at 60th and Federal, and 
the B line will have a stop at 72nd 
and Federal. Both are expected to 
be operational by the end of 2016. 

Currently, the tenants in the 
area range from car dealerships 
and mechanics to strip clubs and 

adult entertainment stores. But 
as the saying goes, “One person’s 
trash is another one’s treasure.” 
The stretch of road has tremen-
dous opportunity to become the 
next RiNo in terms of invest-
ments and surging value. 

The Westminster station is 
receiving a face-lift to add a 
vibrant mixed-use community 
with a community park and con-
nections to ample park trails. 
The rail is nearly complete and 
the parking garage work is in 
progress to give way to new 
opportunities for mixed-use 
development. As you head south 
on Federal Boulevard, the road 
improvements are noticeable. 
The Federal bridge over Little 
Dry Creek is being replaced and 
there are new pedestrian-friend-
ly medians along Federal from 
52nd to 64th Avenue. 

The G line 
will bring 
eight stations 
from Union 
Station to 
Wheat Ridge, 
i n c l u d i n g 
one at 60th 
and Federal. 
Just south of 
this station a 
master-plan 
community 
is in progress 
to turn the 
old Mary-
crest Cam-
pus into Aria 

Denver. The community will 
feature apartments, townhomes, 
co-housing spaces for multigen-
erational families, retail and some 
office space, all within a mile of a 
light-rail station and a half-mile 

from Regis University. The urban 
infill project will be one of the 
largest in Denver and could set 
the standard for the rest of the 
corridor. 

The north end of Federal is 
part of the city of Westminster’s 
Urban Renewal Areas, which 
focuses on improving pedestri-
an mobility, light-rail access and 
infrastructure. These improve-
ments have the intent to attract 
private investment into the area 
and fuel a transformation similar 
to what occurred with the stretch 
of Brighton Boulevard. 

The Denver Urban Renewal 
Authority helped finance part 
of the Marycrest redeveloped to 
spark more interest in the area. 
With the light rail and Regis 
University, it’s a prime location 
for something similar to what 
happened near the University of 

Denver, which has several new 
development projects within a 
half-mile of campus.

All of the Denver metro area’s 
real estate markets continue to be 
attractive to investors, but with 
Union Station being fully devel-
oped and RiNo maintaining its 
artistic brand, the next location 
ready to spark is the Federal cor-
ridor. Although it is covered with 
pawnshops, mechanics and adult 
stores, the corridor has the poten-
tial to become a great transit-
oriented community. A light-rail 
stop at either end, a university to 
the south and a new mixed-use 
district to the north all contribute 
to a great recipe brewing along 
Federal. Cruising down Federal 
Boulevard might have an entirely 
new meaning several years from 
now.s

Westminster station nears completion, development waits

Federal Boulevard: The next hot-spot opportunity

Jeremy Spira
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of Denver Master’s 
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Arapahoe County

Property Location: 200 Inverness Drive 
West, Englewood, “Inverness Hotel”
Property Description: 302 hotel rooms 
& suites with 344,125-sf, six stories, YOC 
1988, including a 4,500-sf fitness center/
spa
Land Size: 13.84 acres
Sales Price: $58.28M, or $192,980 per 
room, or $169.35 per sf
Closing Date: 11/24
Reception No: D5135176
Grantor: 200 Inverness Drive West 
Holding Corp., Bleecker P. Seaman III, 
c/o Lowe Enterprises LLC, 310-820-6661
Grantee: Silverwest-I Inverness LLC, 
c/o Mariner Real Estate Management, 
816-285-3872, Leawood KS 66211
Comments: There are 251 standard and 
deluxe guest rooms, 32 club-level rooms, 
18 club-level suites & one presidential 
suite. Ryan Anderson is co-president & 
head of acquisitions,  Rob Isselhardt is 
VP of the acquisitions group,  & Kyle 
Siner is CFO of Mariner Real Estate 
Management. Property adjoins 18-hole 
Inverness Golf Course.  

Property Location: 6850 S. Versailles 
Way, Aurora, “Canyons at Saddle Rock”
Property Description: 263-unit, two- 
& three-story apartment complex w/ 
277,373 sf, YOC 2008, masonry & stucco 
construction, 467 parking spaces, includ-
ing 303 open, 93 direct-access garages, 
28 detached garages, 30 carports and 13 
garage breezeway, with a parking ratio 
of 1.78 spaces per unit 
Land Size: 17.28 acres
Sales Price: $56.75M, or $215,779 per 
unit, or $204.60 per sf
Closing Date:  11/24
Reception No: D5137767
Grantor: Denver MSA Multifamily DST, 
c/o Inland Private Capital Corp., Daniel 
W. Zatloukal, SVP, 888-671-1031
Grantee: Moller RE Investors LLC, 
Joseph E. Raphel, pres., c/o Braddock & 
Logan Services Inc., 925-736-4000 
Financing: $24.47M payable to Wells 
Fargo Bank CRE
Comments: This transaction was negoti-
ated by the ARA Newmark team includ-
ing Jeff Hawks, Doug Andrews, Terrance 
Hunt, Shane Ozment & Anna Stevens. 
There are 28 one-bed/one-baths @ 723 sf 
that rent for $1.35 psf,  54 one-bed/one-
baths @ 774 sf that rent for $1.33 psf,  six 
one-bed/one-baths @ 886 sf that rent for 
$1.24 psf, 30 one-bed/one-baths/garage 
@ 970 sf that rent for $1.24 psf,  16 one-
bed/one-baths/den @ 1,041 sf that rent 
for $1.19 per sf, 48 two-beds/two-baths 
@ 1,086 sf that rent for $1.22 psf, 20 two-
bed/two-baths/garage @1,262 sf that 
rent for $1.26 per sf, 10 two-bed/two-
baths @ 1,335 sf that rent for $1.14 psf,  16 
two-bed/two-baths @ 1,413 sf that rent 
for $1.18 psf. There are eight three-bed/
two-baths @ 1,336 sf that rent for $1.24 
psf, two three-bed/two-baths/garage 
@ 1,336 sf that rent for $1.30 psf, three 
three-bedrooms/two-baths/garage @ 
1,345 sf that rent for $1.36 psf & 22 
three-bed/two-baths/garage @ 1,530 sf 
that rent for $1.25 psf. The average unit 
contains 1,055 sf and rents for $1.25 psf. 
The expenses on this building average 
$5,474, not including capital reserves.

Property Location: 18501 E. Hampden 
Ave., Aurora, “Seven Hills Sonic”  
Property Description: 1,486-sf Sonic 
Drive-in, YOC 1999, masonry construc-
tion
Land Size: 1.33 acres
Sales Price: $4.1M, or $2,759 per sf*
Closing Date: 11/30
Reception No: D5137836
Grantor: Cedar Holdings LLC, John 
Platten, mbr.
Grantee: Yarmouth Properties & LIG 
Investments LLC, Judith L. Vickers, mgr.
Comments: Listed and sold by Drew 
Issac of Marcus & Millichap, 303-328-
2048.  There is a memorandum of lease 
dated 11-30 between the buyer and SDI 

of Seven Hills LLC, John P. Platten, mgr. 
Platten operates 19 Sonic restaurants in 
the Denver metro area. The lease, com-
mencing 11-30-15, is for 14 years & three 
months, with an option to extend for 
three additional five-year periods. The 
in-place NOI reflects a cap rate of 6.08%, 
which includes a 1% increase per year in 
the rental rates. *Issac has already sold 
three of these properties, but this one is 
the highest price paid per sf in the histo-
ry of fast-food restaurants that have sold 
in the Denver metro area. He has several 
Sonic restaurants listed and/or under 
contract. The arrangement is the owner 
(grantor) creates a new lease and does a 
sale-leaseback of his Sonic restaurants. 
His offerings range from 6% to 6.25% 
in-place cap rates. For more information, 
contact Issac, 303-328-2048. 
 
Property Location: 15504 E. Arizona 
Ave., Aurora  
Property Description: 24-unit, three-
story apartment w/24,264 sf, YOC 2013, 
brick/frame construction, all two-bed-
room units 
Land Size: 1.3 acres
Sales Price: $3.45M, or $143,750 per 
door, or $142.19 per sf
Closing Date: 11/30
Reception No: D5131071
Grantor: MGB Development LLC, Mat-
thew G. Bliss, mbr.
Grantee: 15504 East Arizona Avenue 
Partners LLC, c/o Pinnacle Real Estate 
Advisors, Justin Brockman, mgr.
Financing: $2.59M @ 4.2%, due 12-10-25, 
payable to FirstBank
Comments: J.B. Hochman & Justin 
Brockman of Pinnacle Real Estate Advi-
sors represented the buyer. The approxi-
mately 1,010-sf units rent for $1,250 per 
month, or $1.24 per sf. 

Boulder County
Property Location: 6797-6837-6899 Win-
chester, Boulder 
Property Description: 113,016-sf indus-
trial/office buildings 
Land Size: 7.68 acres
Sales Price: $11.55M, or $102.20 per sf
Closing Date: 11/17
Reception No: 03486467
Grantor: Sovereign Borealis H LLC, 
Todd Mikles, mgr.
Grantee:  Winchester LLC by: Carr Gott-
stein Properties LP, Robert A. Mintz, 
mgr. 
Financing: Assumption of $8.61M bal-
ance as of 9/1/15, Wells Fargo Bank NA
Comments: This sale was negotiated 
by Scot Smith, bss@coloradogroup.com, 
and Audrey Berne, ab@coloradogroup.
com, of The Colorado Group, 303-449-
3121. 6797 Winchester is a 35,870-sf, 
single-story office/flex/R&D/manufac-
turing facilty with fractured-block con-
struction, YOC 1985. 6837 Winchester 
is a single-story, single-tenant, high-bay 
office/assembly/warehouse facility, 
constructed in 1993 with precast con-
crete panels. 6899 Winchester is a 38,332-
sf, two-story office facility with small 
R&D lab. This building was constructed 
in 2001 with precast concrete panels. It 
has a 2.96:1 land-to-building ratio. Buyer 
is located in Anchorage AK, 907-564-
2424.

Property Location:  Vicinity of SEC of 
Sundance Drive & Ute Road, Longmont
Property Description: 88 vacant resi-
dential lots 
Land Size: 14.93 acres +/-
Sales Price: $3.25M, or $36,932 per lot, 
or $5 per sf
Closing Date:  11/13
Reception No:  03486013
Grantor: Lennar Colorado LLC, Russell 
Crandall, VP
Grantee: Elacora Provenance LLC
Comments: Lennar purchased the prop-
erty, containing 76.19 acres, from Prov-
enance 66 LLC, Jeffrey Handlin, repre-
sentative, July 24, 2014, for $6.78M, or 
$30,000 per lot, or $2.04 per sf. The site 
was paper-platted at the time of sale. 

Property Location: 880 Weaver Park 

Road, Longmont 
Property Description: 12,000-sf indus-
trial building including 1,750-sf office 
area, 18’ clear, two 16’ overhead doors, 
fenced yard, YOC 1996, metal construc-
tion 
Land Size: 1.12 acres
Sales Price: $1.25M, or $104.17 per sf
Closing Date: 11/17
Reception No: 03486128
Grantor: Weaver 880 LLC, Jerry A. Mor-
rison, mgr.
Grantee: 880 Weaver Park LLC, John & 
Alexandra Fischer, mgrs.
Financing: $1 million payable to Wells 
Fargo Bank NA, due 12-9-25
Comments: This sale was negotiated 
by Mike Baucom, 303-775-9529, and 
Cole Grissom, 303-396-5820, of Structure 
Group. 

Property Location: 372 Main St., Long-
mont 
Property Description: 4,554-sf, two-sto-
ry retail building, YOC 1886, brick const.
Land Size: 2,973 sf
Sales Price: $525,000, or $115.28 per sf
Closing Date: 11/19
Reception No: 03486718
Grantor: Cohen Longmont Investment 
LLC & LP1 LLC, Steve M. Cohen & 
David H. Johnson, mgrs.
Grantee: Red Clay LLC, c/o Oskar 
Blues, attn: Chelsea Hammonds
Comments: This sale was negotiated 
by Gibbons-White, Greg Glass, 303-586-
5927, & Michael-Ryan McCarty, 303-
586-5939. Oskar has a bar/restaurant in 
Lyons and plan to open at this site.

Denver County
Property Location: 3300 S. Tamarac 
Drive, Denver, “Tamarac Village Apart-
ments”
Property Description: 564-unit, three-
story, 14-building apartment complex 
with 411,129 sf, YOC 1977, masonry & 
frame construction
Land Size: 25.16 acres
Sales Price: $74M, or $131,206 per unit, 
or $180.05 per sf
Closing Date: 11/24
Reception: 2015163993
Grantor: Tamarac-Hampden Fee Owner, 
c/o TruAmerica MF LLC, Robert Hart
Grantee: Gelt Tamarac Fee Owner LLC, 
c/o Gelt Ventures LLC, 818-676-9362 
Financing: $55.61M payable to CBRE 
Capital Markets, c/o GEMSA Loans Ser-
vices LP, Houston TX, due 12/1/25 
Comments: Deal was brokered by 
David Martin & Pamela Koster of Moran 
& Company. Greg Campbell, director 
of acquisitions for the seller, indicated 
they spent $6M on renovations of the 
property. There are 210 studios, 397 one-
bedroom units and 147 two-bedroom 
units. Buyers are Steve Wasserman, 
Keith Wasserman & Damian Langere. 
The average unit size is 729 sf, and there 
are 168 carport parking spaces and 816 
open spaces. There also are 16 handicap 
parking spaces. 

Property Location: 2777 Mile High Sta-
dium Circle, Denver, “Urology Center of 
Colorado”
Property Description: 55,100-sf, three-
story medical building, YOC 2006, con-
crete and steel panel construction 
Land Size: 3.02 acres
Sales Price: $35.15M, or $637.93 per sf
Closing Date: 11/25
Reception No: 2015166503
Grantor: TUCC Medical Center Joint 
Venture LLC, c/o Charter Realty Group, 
Arnold L. Porath, tr. of Porath Family 
Trust & Quorum Realty Fund VI LLC, 
by: Michael A. Furlotti, manager, 310-
826-3174
Grantee: NH22-MHSC LLC, c/o Olym-
pus Ventures LLC, attn: Kevin S. Berg-
man, trustor of Schulze Family Founda-
tion, 952-324-8900, Mike Bader, acquisi-
tions, 952-324-8947, & Chris Keenan, 
CCIM, dir. of acquisitions, Minneapolis 
MN 55416 
Financing: Executed $21M note to PNC 
Bank NA 
Comments: The prior sale was for $23.25 

million in September 2010, handled by 
Chris Bodnar & Geoff Baukol. County 
shows gross building area to be 59,511 
sf. This transaction was handled by 
Chris Bodnar & Lee Asher of CBRE Inc. 
Also see www.schulzefamilyfoundation.
org for more information about Richard 
Schulze and the Schulze Family Trust. 
Schultz started Best Buy Stores in 1983.

Property Location: 197 E. Mississippi 
Ave., Denver, “Sprouts Farmers Market” 
Property Description: 27,217-sf, single-
tenant retail building, YOC 2015. There 
are 90 parking spaces, or 1 space per 
300 sf of building area. The park to the 
north contains 21,970 sf and is 100% 
landscaped area. 
Land Size: 66,451 sf (net developable 
area)
Sales Price: $13.1M, or $481.03 per sf
Closing Date: 11/18
Reception No: 2015162208
Grantor: Platte Market LLC, c/o 
Cadence Capital Investments, Gregory 
B. Ham, COO, 720-493-5100
Grantee: Denver SCCA LLC, D. Bar-
rett Watkins, mgr., c/o Stevens Creek/
Cupertino Associates LLC, Watkins 
Commercial Properties, Orange, CA 
Financing: Executed $6.4M note @ 4.37%, 
payable $31,935 per month, amortized 
over 30 years, balloon in 10 yrs. payable 
to RGA Reinsurance Company
Comments: APN 05156-27-003; property 
was listed and sold by CBRE Inc., with a 
15-year triple-net lease. The store opened 
Aug. 26. Cadence Capital purchased the 
land Nov. 17, 2014, for $3.7M, or $41.85 
per sf. The seller was LUI Denver Broad-
way. Denver County shows the address 
to be 1090 S. Lincoln St. Lender is based 
out of Chesterfield, MO 93017-1706. 

Property Location: 2390 W. Alameda 
Ave., or 400 S. Zuni St., Denver
Property Description: 118,465-sf retail 
building, YOC 2009, masonry construc-
tion 
Land Size: 12.4 acres
Sales Price: $9.1M, or $76.82 per sf
Closing Date: 10/29
Reception No: 2015152545
Grantor: Alameda Square Investors 
LLC, Rick Campbell, mgr.
Grantee: Costco Wholesale Corp., 999 
Lake Drive, Issaquah, WA 98027
Comments: Buyer is owner-user. Prop-
erty was vacated by Lowes in 2011.

Property Location: 4900-4990 Acoma 
St., Denver 
Property Description: 108,271-sf indus-
trial building, YOC 1960, metal const. 
Land Size: 3.53 acres
Sales Price: $5.85M, or $54.03 per sf
Closing Date: 11/20
Reception No: 2015162914
Grantor: Creager-Acoma Ltd, 4900 
Acoma St., Unit B, 80216, Donald L. 
Creager
Grantee:  1415 Lawrence Arapahoe Ltd., 
5161 E. Arapahoe Road, Suite 320, Cen-
tennial, 80122, www.gpproperties.com, 
Deborah A. Buescher, 303-694-0060
Financing: *Subject to $2.61M executed 
1-28-15, payable to First American Bank, 
due 2-5-22
Comments: *Loan was not released at 
the time of closing, however, it may take 
weeks to have this loan released and this 
deal may be considered a cash transac-
tion. 

Property Location: 4201 E. Iliff Ave. & 
4200 E. Warren Ave., Denver 
Property Description: 50,824-sf school, 
YOC 1983 (land value)
Land Size: 145,706 sf 
Sales Price: $4.5M, or $30.88 per sf, or 
$56,962 per buildable unit
Closing Date: 11/19
Reception No: 2015154245
Grantor: Denver Christian Schools 
Grantee: Century at Observatory 
Heights LLC, c/o Century Communi-
ties, 303-770-8300
Comments: Gabe Uhrig of Northstar 
Commercial Partners, 303-893-9500, rep-
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resented the seller. The buyer plans to 
construct 79 residential townhome units 
in 14 buildings. The site has a height 
limitation of three stories. The property 
fronts the north side of East Iliff Avenue, 
approx. 300’ east of South Colorado Bou-
levard, and also fronts the south side of 
East Warren Avenue. 

Property Location: 1531 Market St., 
Denver
Property Description: 4,930-sf, two-sto-
ry office with restaurant on first floor, 
YOC 1883, brick construction
Land Size: 6,613 sf
Sales Price: $3.02M, or $612.58 per sf
Closing Date: 11/30
Reception No: 2015166120
Grantor: KCM Market Street LLC, c/o 
Kamins Capital Mgmt., Jon D. Kamins, 
mgr.
Grantee: Surf Cinco LLC, c/o Urban 
Frontier, 1529 Market St., Suite 200, Den-
ver, Garrett Baum, 303-226-1266, or Bill 
Branyan, 303-226-1260 

Property Location: 1200 Colorado Blvd. 
& 4035 E. 12th Ave., Denver 
Property Description: 22-unit, three-sto-
ry apartment building w/13,430 sf, YOC 
1950, brick construction  
Land Size: 18,800 sf 
Sales Price: $3M, or $136,364 per unit, or 
$223.38 per sf
Closing Date: 11/13
Reception No: 2015159484
Grantor: Charles & Connie Collins
Grantee: 1200 Colorado LLC, Theodore 
S. Halaby Jr., mgr., c/o Cypress Inv.
Financing: $2.25M @ 3.88% ($7,275 per 
month interest-only payments until 
11-14-18, then payments of $10,586.77 
until balloon date of 11-14-25), payable 
to First American Bank, due 2-5-22

Property Location: 3005-3015 E. 14th 
Ave., Denver 
Property Description: 15-unit, three-sto-
ry apartment building w/13,430 sf, YOC 
1950, brick construction  
Land Size: 18,800 sf 
Sales Price: $2.55M, or $170,000 per 
door, or $268.42 per sf
Closing Date: 11/10
Reception No: 2015158985
Grantor: 3005 East 14th Avenue LLC, 
Minyoung Sohn, mgr., 303-398-2929
Grantee: DLM Associates LLP, Daniel 
Wolf, partner, & Clarkson Street Partners 
LLC, Michael Blackman, partner, c/o 
Brownstone Realty, 303-832-8155
Financing: $1.23M payable to JPMorgan 
Chase
Comments:  Seller is employed by 
Arrowpoint Partners in Cherry Creek, 
Denver. Property was listed by Jim 
Knowlton of Pinnacle Real Estate Advi-
sors. There are two studios, nine one-
bed/one-baths & four two-bed/two-
bath units.

Property Location: 1433 Jasmine St., 
Denver 
Property Description: 12-unit, single-
story apartment buildings, 12,416 sf, 
YOC 1952, brick construction, plus a six-
car parking garage
Land Size: 28,125 sf
Sales Price: $2.4M, or $200,000 per door, 
or $193.30 per sf
Closing Date: 11/18
Reception No: 2015161743
Grantor: Timothy J. Page & Ann M. Page
Grantee:  Dickson Redevelopment LLC, 
1491 S. Gaylord St., 80210-2340
Financing: $1.4M payable to FirstBank, 
due 12-1-25
Comments: Buyer is investor/develop-
er Kevin T. Dickson, 720-435-5909. The 
property was sold by Kevin Calame & 
Matt Lewallen of Pinnacle Real Estate 
Advisors LLC. 

Property Location: 2739 W. 24th Ave., 
Denver 
Property Description:  Vacant multi-
family land 
Land Size: 17,850 sf

Sales Price: $1.53M, or $85.85 per sf
Closing Date: 11/24
Reception No: 2015164585
Grantor: Diamond Hill Condomini-
ums LLC, Michael D. Chesser, pres., 
7945 Vineyard Ave., Suite 105, Rancho 
Cucamonga CA 91730, 866-604-4600
Grantee: Easton Development LLC, 
Richard Scott Easton, Franktown 80116
Comments: George Bustamante, acqui-
sitions mgr.-grantor, 805-604-2640. Prop-
erty was listed and sold by Billy Riesing, 
303-962-9544, of Pinnacle Real Estate 
Advisors LLC.

Property Location: 2865 S. Colorado 
Blvd., Denver 
Property Description:  Three-story, 
14,583-sf office building, YOC 1972, 
twin-tee construction 
Land Size: 17,751 sf
Sales Price: $825,000, or $56.57 per sf
Closing Date: 11/18
Reception No: 2015161762
Grantor: William F. Robinson III
Grantee: 2865 S. Colorado Blvd., Ira J. 
Lang, mgr.
Comments: Sam Zaitz of Legend Realty, 
720-529-2888, represented the Florida 
investor, Ira J. Lang. Call Unique Proper-
ties for listing broker.

Douglas County
Property Location: The Sterling Ranch 
development transactions, vicin-
ity of Titan Road & Taylor River Circle, 
Georgetown Street & Blue River Avenue

The Sterling Ranch Development 
Company, with James L. Yates, presi-
dent of the company and based in 
Highlands Ranch, completed five major 
transactions involving fully platted lots 
in Douglas County. The entire Sterling 
Ranch Subdivision, Filing No. 1, con-
tains 324.58 acres with 660 residential 
lots, seven superblock lots & 48 tracts. 
All of the transactions closed 11-5-15. 
The first deal, to Brookfield Residential 
(Colorado) for $2.7 million, included 
54 platted lots for $50,000 per lot. The 
second transaction was to Lennar Colo-
rado LLC for the stated price of $3.87 
million and included five multifamily 
or townhome lots for $10 per sf. The 
third transaction involved 68 platted lots 
that sold to Meritage Homes of Colo-
rado for $3.74 million, or $55,000 per lot. 
The fourth transaction involved selling 
145 lots to Richmond American Homes 
of Colorado Inc. for $7.25 million, or 
$50,000 per lot. The fifth and final sale 
in November included a $10.76M sale 
containing 155 lots, or $69,439 per lot, 
to Calatlantic Group. The total price of 
the four transactions was $28.32M, with 
an aggregate amount of 427 lots and an 
average of $66,330 per lot. 

Property Location: 327 Inverness Drive 
South, Englewood 
Property Description: 115,759-sf, three-
story office building, YOC 1997, concrete 
& glass panel construction 
Land Size: 7.86 acres
Sales Price: $9.8M, or $84.66 per sf 
Closing Date: 9/14
Reception No: 2015067394
Grantor: NNN Inverness Business Park 
LLC et al., c/o Daymark Realty Advisors 
Inc., Todd Mikles, corp. rep. 
Grantee: Inverness Owner, c/o High-
Brook, Robert Giusti, partner, 212-906-
3450, NYC 10019-5463
Comments: Building size taken from 
press release from HighBrook 9-14-
15, see www.highbrookinvestors.com.  
Douglas County assessor shows 118,838 
sf. Property was listed for lease by Col-
liers International for $13.50 per sf tri-
ple net, with 2013 expenses of $5.56/sf, 
exclusive of utilities and security. 

Property Location: 18 Wilcox St., Castle 
Rock, “White Construction Building”
Property Description: 17,170-sf (15,498 
rentable sf), two-story office building 
plus 3,739-sf covered parking area, struc-
tural steel framing & precast concrete 
cornice and band, YOC 2005
Land Size: 25,003 sf

Sales Price: $4M, or $232.96 per sf (gross 
building area but not covered parking)
Closing Date: 11/16
Reception No: 2015083094
Grantor: 18 Wilcox LLC, Ernest F. Faze-
kas & James F. Folkestad, attorneys, 
303-688-3045, & Timothy L. White, mgr., 
303-688-6924
Grantee: Stone Holdings LLC, Michael 
J. Prendergast, mgr., 720-344-9652
Financing: $3 million payable to Wells 
Fargo Bank NA
Comments: Timothy L. White is presi-
dent of White Construction and is also 
involved in Castle Rock EDC and Doug-
las County Board of Education. The 
building was once a contaminated site 
& White Construction Group worked 
with Higgins and Associates to remedi-
ate the contamination by installation 
of 16 monitoring wells and removed 
the 150 years of contaminated soil. The 
cost of construction was approximately 
$1.8M and the building was completed 
in November 2005. Matt Call & John 
Witt of NavPoint Real Estate Group han-
dled the transaction. Mike Prendergast 
is CEO & Paige Prendergast is president 
of Vista Petroleum Services, www.vista-
petroleum.com. Information about the 
building was obtained from White Con-
struction Group website, www.whitecg.
com.

Property Location: 20 Wilcox St., Castle 
Rock, “Castle Rock Liquor”
Property Description: 4,000-sf retail 
building, YOC 1993, masonry construc-
tion
Land Size: 13,983 sf
Sales Price: $750,000, or $187.50 per sf
Closing Date: 11/18
Reception No: 2015085569
Grantor: Castle Rock Liquors & Wine 
Inc., Hung N. Tran, pres.
Grantee: TL and Sons LLC, Tony Tuan 
Truong, mgr.
Financing: $662,000, due 11-27-40, pay-
able to Hanmi Bank, SBA Loan, Los 
Angeles CA
Comments: Building was listed for 
$600,000 and business was listed for 
$400,000. Property was listed by Guild 
Cherry Creek Ltd., Adrienne Tran, 303-
669-7035. Sales price may be misleading 
as part of the consideration was attribut-
ed to the business. The trade name of the 
business was transferred to the buyer.

Jefferson County
Property Location: 5654 Kipling St., 
Arvada
Property Description: 264-unit, three-
story, 10-building apartment com-
plex with 247,896 sf, YOC 2005, & 302 
detached garages and 267 open parking 
spaces 
Land Size: 13.53 acres
Sales Price: $58.5M, or $221,590 per unit, 
or $235.99 per sf
Closing Date: 11/30
Reception No: 2015126483
Grantor: Panorama AR LLLP, Michael L. 
Asher, mgr., 303-971-0018
Grantee: Seagate Panorama Associates, 
Mark B. Polite, mgr., 303-825-0660, c/o 
Seagate Properties, www.seagateprop.
com, San Rafael CA 94901
Financing: $37.1M payable to CBRE 
Multifamily Capital Inc. 
Comments: Listed and sold by CBRE Inc. 
multifamily team, Matt Barnett, 303-628-
7422, Jake Young, 303-628-7426, David 
Potarf, 303-628-7414, & Dan Woodward, 
303-628-7417. Brian Johnson is VP of 
acquisitions for the buyer, 415-455-0300. 
The unit mix includes 73 one-beds @ 772 
sf that rent for $1.85-$1.92 per sf, 77 two-
bed/one-baths @ 892 sf that rent from 
$1.95 to $2 per sf, 73 two-bed/two-bath 
@ 1,034 sf that rent for $1.76-$1.81 per sf,  
41 three-bed/two-baths @ 1,242 sf that 
rent from $1.53 to $1.57 per sf. The aver-
age rental rate is $1,676, or $1.79 per sf. 

Property Location: 2009-2099 Wad-
sworth Blvd., “Parkridge Shopping Cen-
ter” 
Property Description: 61,832-sf retail 
building, YOC 1979, masonry & metal 

const.
Land Size: 4.06 acres
Sales Price: $6.3M, or $101.89 per sf
Closing Date: 11/6
Reception No: 2015119861
Grantor: Parkridge LLC, Bruce Prior, 
mgr.
Grantee: Lawrence & Judith Chavez, 
4600 W. Evans, Denver 80219
Financing: Subject to $3.05M dated 
11-18-2013, payable to FirstBank, due 
12-10-23, originated by the grantor 
Comments:  The transaction was han-
dled by Matt Ritter and Jeff Johnson of 
Pinnacle Real Estate Advisors LLC and 
sold on a 7.67% going-in cap rate based 
on 93% occupancy. Property is near the 
light-rail station. See following sale for 
1031 exchange located at 9975-9979 Wad-
sworth for the seller. 

Property Location: 9975-9979 Kipling 
St., Westminster, “Stanley Shores Cen-
ter”
Property Description: 74,582-sf shop-
ping center, YOC 1982, masonry con-
struction, 27,720-sf shopping center, 
YOC 1983, total of 102,302 sf*, renovated 
in 2012 with masonry construction.   
Land Size: 9.6 acres
Sales Price: $10.46M, or $102.25 per sf
Closing Date: 11/30
Reception No: 2015127436
Grantor: Standley Shores 01 LLC, c/o 
ACF Property Management, Alan C. 
Fox, pres., 818-505-6777
Grantee: Parkridge LLC, Bruce Prior, 
mgr.
Financing: $7.32M @ 4.25% due 12-10-
25, payable to FirstBank
Comments: Matt Ritter & Jeff Johnson of 
Pinnacle Real Estate Advisors represent-
ed Bruce Prior (the buyer) in this sale. 
Their press release indicated a slightly 
different price of $10.34M, or $88.77 per 
sf, indicating the center was 116,515 sf. 
Jefferson County deed reflected a price 
of $10.46M, or $102.25 per sf, with the 
assessor’s office showing two buildings 
containing a total of 102,302 sf. Press 
release also indicates the Stanley Shores 
Center (shadow-anchored by King Soop-
ers) was 75% occupied and included Ace 
Hardware, Jump City and Silver Mine 
Subs. See prior sale located at 2009 Wad-
sworth for the 1031 exchange. 

Property Location: 4251 Kipling St., 
Wheat Ridge 
Property Description: 77,581-sf, five-
story office building, YOC 1981, mason-
ry & glass construction 
Land Size: 3.24 acres
Sales Price: $7.8M, or $100.54 per sf
Closing Date: 11/18
Reception No: 2015123989
Grantor: New Clear Creek, Stuart C. 
Ogilvie, pres., 303-864-9774
Grantee: CPP Investments, Tucker Man-
lon, mgr., Golden Lake LLC, Huong Tina 
Bui, mgr., & CRS Investments, Michael 
Riley, mgr.
Financing: $5.1M payable to Wells Fargo 
Bank NA 
Comments: Tucker Manlon, 303-297-
3137, of Centre Point Properties handled 
the transaction for the grantee and has a 
7.5% interest in the property under CPP 
Investments LLC. John Fairbairn, 303-
226-4764, of Fairbairn Commercial had 
the “for lease” listing prior to closing. 
Lease rates were quoted at $15-17 per sf 
full service. 
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John V. Winslow, CRE, is president of Win-
Comps LLC and has more than 40 years’ 

experience in commercial 
real estate. He can be 
reached at 720-612-7878 
or Colprop2012@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://colprop2012@gmail.com
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Wayne E. Barrett
Vice president/market officer
Prologis

George B. Beardsley
President
Beardsley Associates, Inc.
(deceased)

Gary L. Antonoff
President
Antonoff & Co.

Chuck Babb
Vice president
Bennett & Kahnweiler Associates

Years in the industry: 30 years

Birthplace: Armonk, New York

Education: Bachelor of Science, State University of 
New York at Oswego

Professional affiliations/charities: NAIOP, SIOR, 
Colorado Business Committee for the Arts, Children’s 
Hospital, Boys and Girls Club

What advice would you give someone starting 
in commercial real estate today? Low overhead

What professional accomplishment or 
achievement are you most proud of and why? 

Ability to remain employed in the industry for over 30 years, given the constant market cycles.

What changes do you foresee for Colorado real estate in the next 10 years? More 
environmental restrictions on new development

What was your first job? Waiter at The Old Spaghetti Factory in Denver

What projects are you currently working on or planning? We are constructing over 1 
million square feet of new product at Stapleton Business Center in Denver. In addition, we also 
will be spending $20 million on new infrastructure at Prologis Park 70 in Aurora.

What are your rules to live by in business? Be fair and honest with clients, customers and 
yourself.

Who is the person you most admire? My father

Family: Wife and two daughters in college (both in New York, ironically) 

Hobbies/interests: Biking, tennis, golf, hiking and traveling to historic areas of the world

Favorite book or TV show: “Ray Donovan”

Other titles: President of Beardsley Associates Inc., 
principal of Inverness Properties LLC, a full-service 
commercial real estate development firm, and president 
of the Inverness Municipal Districts.  He served as 
managing partner of the Inverness Business Park from 
1973 to 1998.

He was the founder of Beardsley, Davis, Erickson, urban 
planners, a founding partner of Central Development 
Group, and was co-founder, president and chairman of 
Beardsley Miller Properties, all of Denver.

Years in the industry: 35

Education: Bachelor of Arts degree cum laude from Dartmouth College in 1959, master’s 
degree in city and regional planning from the University of North Carolina in 1962

Years in the industry: 54

Birthplace: Waukon, Iowa – a town of 3,300 in 
northeastern Iowa

Education: B.S. from the University of Colorado (1958)

Professional affiliations/charities: Allied Jewish 
Federation – president and campaign chair, Rose 
Medical Center Board

What advice would you give someone starting in 
commercial real estate today? Be patient. Real estate 
is a profession based on building relationships.

What professional accomplishment or achievement are you most proud of and why? 
Chairman of the finance committee that successfully raised funds to support the city of 
Denver’s effort to annex the land for Denver International Airport. DIA is a major economic 
engine for Denver and Colorado.

What changes do you foresee for Colorado real estate in the next 10 years? A need to focus 
on infrastructure. Our growth cannot be managed efficiently without major improvements.

What was your first job? Assistant store manager for a discount department store in St. 
Louis, Missouri

What projects are you currently working on or planning? Currently completing Century 21 
Plaza on South Colorado Boulevard. Planning to spend more time in retirement.

What are your rules to live by in business? Honesty and integrity. There is room in a 
deal to benefit both parties.

Who is the person you most admire? JFK was the first president I could vote for. He brought hope 
and optimism to my generation and taught me to be involved in community and the political process.

Family: Wife – Donna; son – Douglas; daughter – Wendy Berman; grandchildren – Josh and 
Katie Berman, Lauren Antonoff

Hobbies/interests: Golf, reading, friends

Favorite book or TV show: “The Outliers” – The book reveals the hours required to be 
proficient at your profession or hobby. I’m obviously not spending enough time on golf! 

Years in the industry: 40

Birthplace: Chicago

Education: Bachelor of Science degree in marketing 
from University of Illinois

Professional affiliations/charities: Director, SIOR 
(retired); director, Colorado Golf Hall of Fame

What advice would you give someone starting 
in commercial real estate today? Be a specialist, 
i.e., gain a reputation as an expert in a specific aspect 
of real estate.

What professional accomplishment or achievement are you most proud of and 
why? I believe we set the bar for industrial real estate development at the time by establishing 
covenants requiring setbacks, landscaping and architectural controls. This was 50 years ago 
and industrial development was very haphazard at the time. With Intergroup Architects, we 
experimented with tilt-up concrete design, which I feel led to the outstanding building designs 
seen today.

What changes do you foresee for Colorado real estate in the next 10 years? I would 
foresee a continuation of real estate firms, both brokerage and development.

What are your rules to live by in business? A rule to live by in business is to have “your 
word be your bond.” Honesty and integrity never go out of style.

Who is the person you most admire? I admire many persons, in and out of business, but I 
would start with my wife of 60 years.

Family: Married to Lynn, four married children and 14 grandchildren

Hobbies/interests: Interests include our family, travel, golf and reading

Favorite book or TV show: Favorite books would have to include “The Match” by Mark Frost 
and anything written by David McCullough. 



With commercial real estate lending expertise like ours, your vision will come to life.

Member FDIC
AFN45497_1115

Congratulations Colorado Real Estate 
Journal on your 25th anniversary and your 
contributions to our real estate community!

Matthew Hanson 
Market President 
 
Richard Morgan 
Senior Vice President

it takes passion and dedication to

Grow Your Business
Full Service Commercial Real Estate Lending  
Denver Tech Center 
5675 DTC Boulevard 
Greenwood Village 
303-986-5575 
mutualofomahabank.com/denver
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Terry Considine
Chairman/CEO
Aimco

Donald P. Cook
President
DPC Development Co.

Steve Clarke
CEO
Prime West

Peter Coakley
Senior vice president and
general manager
Opus Development Company LLC

Years in the industry: 45

Birthplace: San Diego

Education: Harvard College, 1968; Harvard Law 
School, 1971

Professional affiliations/charities: Director, 
Bradley Foundation, and director, Considine Family 
Foundation

What advice would you give someone starting 
in commercial real estate today? Get started!

What professional accomplishment or 
achievement are you most proud of and why? Building teams

What changes do you foresee for Colorado real estate in the next 10 years? More 
growth and more quality development

What was your first job? Farm chores on cattle ranch

What projects are you currently working on or planning? Aimco: $200 million to $300 
million annual spending for development/redevelopment; Considine Investment Co.: 1,772-home 
PUD in California

What are your rules to live by in business? Work hard and keep your word.

Who is the person you most admire? Bill Armstrong

Family: Wife, Betsy (married April 24, 1976); son, Hollis (born Oct. 27, 1980); daughter, Thailia 
(born Dec. 15, 1982); daughter, Elizabeth (born Feb. 7, 1985), married to Edward Likovich on 
Aug. 2, 2008; and granddaughter, Beth Likovich (born July 1, 2014)

Hobbies/interests: Politics

Favorite book or TV show: Broncos football

Years in the industry: 39 

Birthplace: Pennsylvania

Education: B.A. from Harvard University; MBA from University 
of Denver 

Professional affiliations/charities: Mental Health America 
of Colorado, Institute for Children’s Mental Disorders at the 
Anschutz Medical Center

What advice would you give someone starting in 
commercial real estate today? Take into account that you 
are probably starting at a market cycle peak 

What professional accomplishment or achievement 
are you most proud of and why? Assembling a team of outstanding professionals who continue to pull 
hard together after more than a quarter century

What changes do you foresee for Colorado real estate in the next 10 years?  
• Short term: More retail and single-family homes and condos 
• Intermediate: Probably some downside and sorting out 
• Long term: Good growth almost everywhere

What was your first job? Holding the “dumb” end of a surveyor’s measuring chain for a summer

What projects are you currently working on or planning? Office, industrial and retail projects to 
which we feel we can add value along the Colorado Front Range, in metropolitan Phoenix and along the 
Wasatch Front in Utah.

What are your rules to live by in business? Identify the good players and try to work with them. Try to 
do the right thing. It’s a marathon, not a sprint. There’s always another deal.

Who is the person you most admire? In our history: George Washington and Abraham Lincoln; in 
Colorado: Dan Ritchie; and in life: my father

Family: Married to my trophy wife, Patty, for 43 years. Three children, two grandchildren, who are all smart 
enough to live in Colorado. 

Hobbies/interests: Skiing – it is what brought me to Colorado and I’ve never gotten over it. I also like to 
travel. I’ve been to every state and over 70 countries. Next up, Cuba.

Favorite book or TV show: “The Art of War” by Sun Tzu (like a day at work), “George Washington, A 
Biography” by Washington Irving (he actually met the man) and “Angle of Repose” by Wallace Stegner (beautiful 
language set here in the West)

Years in the industry: 42

Birthplace: Greenville, South Carolina

Education: B.S. in business administration – The 
Citadel; MBA, University of Utah

Professional affiliations/charities: NAIOP, ULI, 
Adoption Options, Colorado Children’s Chorale

What advice would you give someone starting 
in commercial real estate today? Determine the 
specialty in which you want to be and commit to it for 
the long term.

What professional accomplishment or achievement are you most proud of and 
why? Development of the Field House at Graland Country Day School on a pro bono basis

What changes do you foresee for Colorado real estate in the next 10 years? More 
emphasis on transit-oriented development projects, more mixed-use development and more 
institutionalization of the development

What was your first job? Cutting logs at the age of 12

What projects are you currently working on or planning? One Belleview Station – 
318,000 square feet of Class AA TOD office building

What are your rules to live by in business? Your word is your bond.

Who is the person you most admire? Marco Polo

Family: Lia Clarke – wife, Ashley and Taylor – daughters, Tiana and Robert – stepchildren

Hobbies/interests: Golf, reading and travel

Favorite book or TV show: “Shogun;” “Lonesome Dove” and “The Vikings” 

Years in the industry: 34

Birthplace: Youngstown, Ohio  

Education: B.S. in Finance from Boston College, School of 
Management

Professional affiliations/charities: NAIOP, ULI, 
CoreNet, Denver Chamber of Commerce, Downtown Denver 
Partnership, Special Olympics Colorado, Denver Bike Sharing 
(Denver B-Cycle), Volunteers for Outdoor Colorado, and 
Public Education and Business Coalition

What advice would you give someone starting in 
commercial real estate today? Focus on what you do 

better than anyone else, set goals and devise an achievable, but “stretch” business plan to achieve them; 
hire people smarter than you and pay them well; and find a trusted, reliable and compatible equity partner.

What professional accomplishment or achievement are you most proud of and why? 
Tw telecom lease (ParkRidge VI) was a highly complicated lease transaction, involving multiple principal 
parties, in a compressed time period. It involved the integration and business alignment of all parties 
(building owner, existing tenant, subtenant, new tenant, existing and new tenant’s brokers and lender).

What changes do you foresee for Colorado real estate in the next 10 years? Increased 
pressure on developers to build high-quality projects of all product types. 

What was your first job? Washing and waxing private and corporate aircraft for Beckett Aviation at 
Youngstown Municipal Airport in 1967

What projects are you currently working on or planning? The Jones District – a 1.8 million-
rentable-square-foot mixed-use project comprised of office, multifamily, retail and hotel; multiple 
speculative industrial buildings; and construction of multiple Gander Mountain stores

What are your rules to live by in business? Even when it hurts or is highly embarrassing, tell 
the truth. Your reputation is your value; maintain a positive mental attitude; get involved in a nonprofit or 
volunteer; maintain a work-life balance; and stay active and maintain your health.

Who is the person you most admire? Nelson Mandela

Family: Married to Pam, 38 years; daughter Kate (33), married to Geoff Vitt, grandson Charlie; son Chris 
(30), married to Ashley Adamson; four brothers and four sisters 

Hobbies/interests: Cycling, fly-fishing, hiking, travel

Favorite book or TV show: “Red Sky at Morning” (book) and “West Wing” (TV)



CR E AT I N G
PERMAN ENC E

W W W . A L B D E V . C O M  •  3 0 3 . 7 7 1 . 4 0 0 4

At Alberta Development Partners, we believe in creating environments that engage the senses, spark the 

IMAGINATION and bring communities together.  Our commitment is to the people who will 

shop, live, work and thrive in the GREAT PLACES we create today, tomorrow and for years to 

come. Through extensive research, an appreciation for SUPERIOR DESIGN and a passion for 

the details, we build enduring communities that will stand the test of time.
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Bruce Etkin
Chairman
Etkin Johnson Real Estate Partners

Robert S. Everitt
Founder
The Everitt Cos.

Dana Crawford
President
Urban Neighborhoods Inc.

Navin C. Dimond
President and CEO
Stonebridge Cos.

Years in the industry: 35

Birthplace: Detroit 

Education: B.S. in architectural engineering from University 
of Colorado

Professional affiliations/charities: Food Bank of the 
Rockies, Aspen Valley Ski Club, Maplebrook School (board of 
directors), ULI (trustee), Colorado Concern

What advice would you give someone starting 
in commercial real estate today? Have a full 
understanding of the capital stack, the transaction, equity 
and debt. Follow the money and maintain relationships with 
investors and lenders.

What professional accomplishment or achievement are you most proud of and why? I am 
most proud of my 25-year partnership with David Johnson and the excellent team we have assembled to 
carry out our company’s mission.

What changes do you foresee for Colorado real estate in the next 10 years? I foresee the 
continued consolidation of large, national and international real estate platforms, be it brokerage, debt, 
valuation or development. I also believe the Denver-Boulder metro area will continue to rise in international 
stature. 

What was your first job? My first job was as a union construction laborer in Pontiac, Michigan.

What projects are you currently working on or planning? In November we will be breaking 
ground on a 200,000-square-foot spec industrial building in Louisville at the Colorado Technology 
Center. We also have an 180,000-sf spec office building planned at Broomfield Corporate Campus, a 
288-apartment community in Broomfield and a Hyatt Place hotel at Church Ranch in Westminster. 

What are your rules to live by in business? Both sides win if each side gets 95 percent of what 
they need. This is much better than either side achieving 100 percent if the other side loses. Business 
should be fair and fun.

Who is the person you most admire? Al Taubman, Fred Trammell Crow and Gerald Hines. I admire 
these men because each created a unique and innovative platform to grow his business. 

Family: Three children, ages 14, 15 and 17

Hobbies/interests: Skiing, biking, running, Burning Man, meeting and befriending interesting people 
with fun activities to do together

Favorite book or TV show: My favorite book is “Siddhartha” by Hermann Hesse.

Years in the industry: 60

Birthplace: Enid, Oklahoma

Education: B.S. from Oklahoma University

Professional affiliations/charities: Colorado State 
University, Everitt Real Estate Center, many others

What advice would you give someone starting 
in commercial real estate today? Continue to 
educate yourself.

What professional accomplishment or 
achievement are you most proud of and why? 
Colorado University Everitt Real Estate Center became 

a source of educating students as well as young professionals in Northern Colorado about real 
estate sales and development

What changes do you foresee for Colorado real estate in the next 10 years? More 
efficient buildings and denser residential development

What was your first job? Manager of Everitt Lumber Co., Fort Collins, in 1953

What projects are you currently working on or planning? Retired

What are your rules to live by in business? Is it fair to all concerned?

Who is the person you most admire? My father and J.C. Nichols of Kansas City, Missouri; 
both deceased

Family: Wife, Joyce; two sons, David and Stan; daughter, Claudia; seven grandchildren; and 17 
great-grandchildren

Hobbies/interests: Golf and fly-fishing

Favorite book or TV show: “Give Us This Day” by Sidney Stewart

Years in the industry: 50+

Birthplace: Salina, Kansas

Education: Kansas University, Harvard Radcliffe 
Management School

Professional affiliations/charities: ULI, Colorado 
Historical Foundation, National Trust

What was your first job? Assisting father in the 
boat business

What projects are you currently working on or 
planning? Argo Mill in Idaho Springs

What are your rules to live by in business? At all times, keep your word

Who is the person you most admire? Evan Makovsky in Denver

Family: Four sons, one grandson, seven granddaughters

Hobbies/interests: Travel to historic sites

Favorite book or TV show: “Streets for People”

Years in the industry: 30 

Birthplace: U.K.

Education: B.S. in construction management, Washington 
State University; B.A. in business administration, Washington 
State University; MBA in real estate/construction 
management, University of Denver  

Professional affiliations/charities: I serve on a number 
of boards, including the University of Denver Board of Trustees, 
Metro State University Foundation Board, Denver Center for 
the Performing Arts Board of Trustees, the Visit Denver Board 
of Trustees, Washington State University College of Engineering 
and Architecture Executive Leadership Board and others.

What advice would you give someone starting in commercial real estate today? 
Never compromise your integrity, and always work hard to accomplish your goals.

What professional accomplishment or achievement are you most proud of and why? 
I am proud of every project that we have worked on. I think that our last completed project has had 
a special impact on the Denver community, as we took an iconic building that had recently become 
somewhat of an eyesore and transformed it into the Renaissance Denver Downtown City Center 
Hotel, a focal point for the central business district.

What changes do you foresee for Colorado real estate in the next 10 years? I think we will see 
tremendous growth over the next decade due to the influx of people moving to our great state.

What was your first job? My first job was growing and selling cilantro as a young boy in the U.K.

What projects are you currently working on or planning? We have quite a bit going on right now, 
but our focus is on hotels going up in New York, San Francisco, Seattle, Denver and Boulder.

What are your rules to live by in business?  
1. Always do what is right, regardless of compensation or personal reward;  
2. Build a strong foundation based on integrity, ethics, honesty and hard work;  
3. Cultivate and maintain strong business relationships;  
4. Be armed with good information so you can always make the best possible decision; and  
5. Give back to the community.

Family: Rita Dimond (wife), Ashley Dimond (daughter), Sonja Dimond (daughter)

Hobbies/interests: Cycling, traveling, automobiles

Favorite book or TV show: I read every newspaper I can get my hands on.



December 16, 2015-January 5, 2016 — COLORADO REAL ESTATE JOURNAL — Page 7B

http://www.etkinjohnson.com
http://www.whitelodging.com


Page 8B — COLORADO REAL ESTATE JOURNAL — December 16, 2015-January 5, 2016

Cal Fulenwider
President
LC Fulenwider Inc.

Patrick H. Hamill
CEO and chairman
Oakwood Homes LLC

Mark G. Falcone
CEO/founder
Continuum Partners

Harry H. Frampton, III
Chairman and founding partner
East West Partners

Years in the industry: 42

Birthplace: Denver

Education: University of Colorado

Professional affiliations/charities: ULI, NAIOP, 
CU Real Estate Center, Children’s Hospital Colorado, St. 
Joseph Hospital, St. John’s Cathedral

What advice would you give someone starting 
in commercial real estate today? Avoid the 
temptation of the short-term deal that will haunt you in 
the future.

What professional accomplishment or 
achievement are you most proud of and why? I’m proud of every project that we have 
done, but I am particularly proud of Reunion, a 3,000-plus-acre master-planned community that 
we’re doing with Shea Homes as the master developer because it sets the stage for the type of 
development that should occur around Denver International Airport.

What changes do you foresee for Colorado real estate in the next 10 years? 
Technology and sustainability will change things dramatically.

What was your first job? Working on a farm

What projects are you currently working on or planning? We are working on Peña 
Station, a mixed-use, smart, sustainable, healthy transit-oriented development at the front door of 
DIA that is being anchored by Panasonic Enterprise Solutions’ North American Headquarters. This 
project will completely change the perception and image of the northeast quadrant.

What are your rules to live by in business? In the end, the only thing that matters is your 
reputation.

Family: Three children – Chris, 37, Blake, 34, and Dana, 30

Hobbies/interests: Golf and being in the mountains

Years in the industry: 36

Birthplace: Michigan

Education: B.S.B.A., University of Denver, 1981

Professional affiliations/charities: First Tee of 
Green Valley Ranch, Boys & Girls Clubs of Metro Denver, 
Colorado Concern

What advice would you give someone starting 
in commercial real estate today? Buy young and 
hope you live a long life.

What professional accomplishment or 
achievement are you most proud of and why?  

• Corporate Citizen of the Year 2015 
• Surviving multiple real estate recessions

What changes do you foresee for Colorado real estate in the next 10 years? We will 
solve the construction defects issue for multifamily housing, “Yea.”

What was your first job? Assistant superintendent

What projects are you currently working on or planning? Green Valley, Thompson River 
Ranch, Erie Highlands, Harvest Junction, Longmont and many, many more

What are your rules to live by in business? 
1) Offer great value 
2) Empower people to do their jobs and provide tools to succeed 
3) Keep focused on the vision, but never lose site of the details 
4) Hire slowly, fire quickly 
5) Be part of the community in which you serve 
6) Create a healthy work environment 
7) Look public – act private – have fun

Who is the person you most admire? Dan Ritchie

Family: Oakwood Associates, Chocen Family

Hobbies/interests: Skiing, golf, running, community

Favorite book or TV show: “Essentialism: The Disciplined Pursuit of Less” by Greg McKeown

Years in the industry: 25

Birthplace: Syracuse, New York

Education: Bachelor’s degree

Professional affiliations/charities: Bonfils Stanton 
Foundation, Biennial of the Americas, MCA|Denver, Colgate 
University and the Nature Conservancy

What advice would you give someone starting in 
commercial real estate today? Be ready to take the 
long road. Unlike many tech businesses where one really 
good algorithm can capture a significant amount of value, 
nothing shortcuts experience in this industry. 

What professional accomplishment or achievement are you most proud of and why? Our 
role along with East West as the master developer of the Union Station transportation center. Few cities 
have the opportunity to even consider an infrastructure project of that magnitude right in the heart of their 
city. The opportunity to actually lead an effort like that will not likely come along again in my career.   

What changes do you foresee for Colorado real estate in the next 10 years? Colorado and 
Denver in particular have several decades of good news ahead of them. Our region has continually made 
the right decisions about investing in the infrastructures necessary to support our quality of life and the 
growth and dynamism of our economy. 

What was your first job? My first job out of college was as a building manager for the Rouse Co. in 
the Baltimore/Washington region. 

What projects are you currently working on or planning? Block A at Union Station, 9+CO 
($450 million redevelopment of the former University Hospital site on Colorado Boulevard), Market Station, 
Belmar Hyatt House and others.

What are your rules to live by in business? Whatever product or service you are delivering should 
make the world a better place. If not it is a pretty short-lived business model and probably not much fun 
either.

Who is the person you most admire? Teddy Roosevelt is among my favorite historical figures. He 
was a courageous thinker and had the leadership capability to deliver on his vision.

Family: Ellen Bruss, wife, children Sonya Falcone and Luke Falcone

Hobbies/interests: Skiing, art, food

Favorite book or TV show: TV show: “Deadwood”; Book: “Sand County Almanac”

Years in the industry: 48

Birthplace: Hartsville, South Carolina 

Education: Clemson University

Professional affiliations/charities: Former chair of 
Urban Land Institute; chairman, Vail Valley Foundation

What advice would you give someone starting 
in commercial real estate today? Start in sales

What professional accomplishment or 
achievement are you most proud of and why? 
Two Urban Land Institute Awards for Excellence; one 

Urban Land Institute Global Award for Excellence

What changes do you foresee for Colorado real estate in the next 10 years? 
Increased friction over growth, due to continuing transportation congestion

What was your first job? High school algebra teacher and basketball coach

What projects are you currently working on or planning? Redevelopment of Mauna Kea 
Resort on the Big Island of Hawaii

What are your rules to live by in business? Do the right thing for the long term.

Who is the person you most admire? My spouse, Susan Frampton – Married 48 years

Family: Chris Frampton, managing partner East West Partners in Denver; and Matthew 
Frampton, marketing manager Pitchfork Media in New York City

Hobbies/interests: Skiing, golfing, biking, Denver Broncos and Clemson Tigers

Favorite book or TV show: “The Magic of Thinking Big” by David Schwartz
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Build on  
Advantage

TRANSFORMING REAL ESTATE INTO REAL

ADVANTAGE

For every client, advantage is delivering the broadest, deepest reach and resources any real estate company offers.  

Transforming property into prosperity, square feet into strong portfolios, scale into global strength. All in service of 

exceptional outcomes that build real business advantage. Let us put our actionable perspectives, global reach and 

powerful connections to work for your business. 
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David Johnson
President
Etkin Johnson Real Estate Partners

Christopher King
President
DPC Development Co.

Jeff Hermanson
CEO
Larimer Associates

Randall C. Hertel
Executive vice president
Majestic Realty Co.

Years in the industry: 39

Birthplace: Minnesota

Education: B.S.B.A. in Real Estate & MBA in finance, 
University of Denver

Professional affiliations/charities: ULI, NAIOP, 
Minnesota Land Trust

What advice would you give someone starting 
in commercial real estate today? Understand 
the management and operations of a property. This is 
where value is created. And most importantly, treat your 
tenants the way you want to be treated personally.

What professional accomplishment or achievement are you most proud of and 
why? Partnership with Bruce Etkin and the ability to provide long-standing careers for the very 
qualified team of people we’ve assembled. 

What changes do you foresee for Colorado real estate in the next 10 years? 
Fundamentally, Denver has turned into a 24/7 city. It’s become the destination of choice for 
millennials due to its affordability and outdoor lifestyle. Because of this appeal, I don’t believe 
Denver will go through the boom-and-bust cycle it has experienced in the past 40 years in the 
real estate market.

What was your first job? Construction laborer for father’s construction company in Minnesota

What projects are you currently working on or planning? We are gearing up to break 
ground on a 200,000-square-foot spec industrial building in Louisville at the Colorado Technology 
Center. We also have a 180,000-sf spec office building planned at Broomfield Corporate Campus, 
a 288-unit apartment community in Broomfield and a Hyatt Place hotel at Church Ranch in 
Westminster. 

What are your rules to live by in business? My word is my bond.

Who is the person you most admire? Henry Oliver Johnson, my grandfather

Family: Daughters Gracie and Annie, and wife Lisa

Hobbies/interests: Golfing, upland bird hunting, fly-fishing 

Favorite book or TV show: “House of Cards,” “Homeland”

Years in the industry: 32

Birthplace: Dallas

Education: Colorado State University, finance & 
economics

Professional affiliations/charities: Past president 
and current board member of NAIOP, developer 
member of SIOR, Boys & Girls Club, Big Brothers/Big 
Sisters, LA Academia, Hope House

What advice would you give someone starting 
in commercial real estate today? Show up every 
day, put in the hours and learn everything you can. 
Stress personal contacts and direct relationships.

What professional accomplishment or achievement are you most proud of and 
why? The book of work over the past 30 years and building a well-regarded company with 
longtime partners and employees

What changes do you foresee for Colorado real estate in the next 10 years? I see 
more institutional capital and ownership of midsize assets, with more international capital coming 
in. There will be a larger gap between individual local ownership and institutional investors.

What was your first job? Caddy at Rolling Hills Country Club. First professional job: leasing 
agent for Denver-area real estate developer

What projects are you currently working on or planning? Value-add office, retail 
and industrial acquisitions. One Cherry Center, 950 Cherry, 1875 Lawrence, Colorado Square, 
Erindale Shopping Center, Wilmore Shopping Center, and various office, retail and industrial 
assets in Arizona and Utah

What are your rules to live by in business? Be honest. Be loyal. Be consistent.

Family: Wife Sandy, five daughters, two sons-in-law and one grandson

Hobbies/interests: Golf, fly-fishing, biking

Favorite book or TV show: Latest favorite book, “Guns, Germs & Steel”

Years in the industry: 39

Birthplace: Altadena, California

Education: B.A., University of California, Santa Barbara; 
San Francisco State University for graduate studies

Professional affiliations/charities: We Don’t Waste; 
Crested Butte Land Trust; Downtown Denver Partnership; 
Crested Butte Wine and Food Festival; also active with Visit 
Denver and other charities and nonprofits

What advice would you give someone starting 
in commercial real estate today? Focus on the long 
term. Stay true to yourself and others. Pursue collaborative 
win-win outcomes. The greatest compliment one can 

receive is to do a second transaction with someone.

What professional accomplishment or achievement are you most proud of and why? 
• Larimer Square: We curated a collection of regionally exclusive, chef-driven restaurants, invested in 
up-and-coming chefs and local retailers to bring a unique experience.  
• Denver Union Station: We always were confident that the redevelopment of “Denver’s living room” 
would be successful, but no one expected this level of success.  
• Hangar 2 in Lowry: a great example of adaptive reuse.  
• Induction into 2014 Class of The Visit Denver Tourism Hall of Fame: To be included in such a great 
group of inductees was humbling. That night was special for me and I will never forget it. 

What changes do you foresee for Colorado real estate in the next 10 years? Real estate 
will be responsive to densification, urbanization and alternative forms of transportation; exponential 
growth of population and buildings; continued respect for our historic buildings; and the tradition of 
adaptive reuse will inspire new development.

What was your first job? My first job in Colorado was as a waiter in Crested Butte, which spurred 
my passion for the restaurant and hospitality business. 

What projects are you currently working on or planning? Taking Larimer Square to the next 
level is my top priority. We are focused on the reinvestment and further activation in the public realm. 

What are your rules to live by in business? Follow your own advice; do what you say you’re 
going to do; and be respectful of people and historic places.

Who is the person you most admire? Evan Makovsky – a true mensch; and Dana Crawford – a 
true visionary

Family: My partner, Theresa, and my basset hounds

Hobbies/interests: Cycling Colorado mountains, skiing big snow and big terrain, and traveling

Years in the industry: 32

Birthplace: Southern California

Education: B.A. in Business from Rice University

Professional affiliations/charities: Board member 
of Children’s Hospital Colorado, board member of 
NAIOP Colorado Chapter, board member of Aurora 
Economic Development Council, associate director of 
SIOR

What advice would you give someone starting 
in commercial real estate today? Slow and steady 
wins the race!

What professional accomplishment or achievement are you most proud of and 
why? Having and being a great partner!

What changes do you foresee for Colorado real estate in the next 10 years? Big 
changes … bigger population, bigger companies coming to town, bigger buildings

What was your first job? Door-to-door salesman for subscription TV

What projects are you currently working on or planning? The 1,000-acre Majestic 
Commercenter master-planned business park, Aurora

What are your rules to live by in business? Work hard, have fun, be creative and be 
honest!

Who is the person you most admire? Thomas Jefferson

Family: Married for 34 years, five children ranging from 14 to 29 years old

Hobbies/interests: Golf, tennis, skiing and travel

Favorite book or TV show: “Modern Family”
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Congratulations to all of the honorees who 
have made outstanding contributions to our 

Commercial Real Estate industry.

www.DenverSouthEDP.org

http://www.denversouthedp.org
http://www.hamptonpartners.net
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V. Michael Komppa
President
Corum Real Estate Group Inc.   

Peter A. Kudla
CEO
Metropolitan Homes Inc. 

Walter A. “Buz” Koelbel Jr.
President
Koelbel & Co.

Walter Koelbel

Years in the industry: 35

Birthplace: Milwaukee, Wisconsin

Education: Bachelor of Science in engineering and 
Master of Science in real estate investment analysis, 
University of Wisconsin–Madison

Professional affiliations/charities: Urban Land 
Institute; NAIOP; University of Colorado Real Estate Center, 
current board chair and board of governors member; 
Wisconsin Real Estate Alumni Association. 

What advice would you give someone starting 
in commercial real estate today? Maintain a good 

reputation and a strong network of business associates and friends. 

What professional accomplishment or achievement are you most proud of and why? 
Keeping a real estate organization alive and prosperous through the ups and downs of the last 30 years 

What changes do you foresee for Colorado real estate in the next 10 years? Continued 
growth with the population influx will mean long-term growth for the real estate industry, barring any 
major economic or political crises. 

What was your first job? Paper route in Milwaukee 

What projects are you currently working on or planning? Central 62 Distribution Center, 
a 125,000-square-foot warehouse development in the central Denver market; recapitalizing and 
renovating Cherry Creek Plaza, a 315,000-sf office complex in Glendale; development management of 
a new 180,000-sf building in the Denver Tech Center; and early predevelopment on a mixed-use site 
in Lower Downtown Denver. 

What are your rules to live by in business? Maintain a strong reputation and remember it’s a 
big round world we live in – what goes around, comes around.

Who is the person you most admire? Professor James A.Graaskamp, who started the Real 
Estate Program at the University of Wisconsin.

Family: Married to Gloria for 37 years; two sons, Ryan, 35, and Eric, 33

Hobbies/interests: Golf, squash, snowboarding and travel 

Favorite book or TV show: “Winds of War” by Herman Wouk

Years in the industry: Real estate development – 37

Birthplace: Amsterdam, New York 

Education: Bachelor of Science and Master of Science, 
State University of New York

Professional affiliations/charities: Affiliations – 
Colorado real estate broker and certified property manager; 
charities – Children’s Hospital Colorado, Denver Youth 
Orchestra, Jewish Community Center, Shalom Park, Jewish 
Day School and others.

What advice would you give someone starting in 
commercial real estate today? 
• Identify your Top 3 choices of commercial real estate. 

Study the Top 5 most successful individuals and companies performing these efforts. 
• Create an “Ingredients to Success” checklist to identify similarities and differences between the identified 
subjects. Visit many quality, well-recognized projects frequently and identify attributes. 

What professional accomplishment or achievement are you most proud of and why? 
The development of people, relationships and reputation over the years.  Mentorship is the greatest 
accomplishment. Also, Vallagio Tenant Orientated Development (dating back to 2005) 

What changes do you foresee for Colorado real estate in the next 10 years? The greater 
emphasis of sustainability and livability of both business and community environments

What was your first job? Painting houses on a 30-foot extension ladder when I was 16. Money was 
great and the risk was high. First job after grad school was as housing director at Boston University. 

What projects are you currently working on or planning? Two residential high-density projects 
at Vallagio; rezoning and developing of former synagogue and church at Crestmoor Park; developing a 
new mixed-use office/apartment project in Denver; and others. 

What are your rules to live by in business? Know one’s strengths and weaknesses. Do not 
overrepresent capacity. Tell the truth always. Work and focus diligently. Give back energy and capital to the 
community. 

Who is the person you most admire? Robert E. Loup, philanthropist, businessman and, most of all, 
great soul. 

Family: One daughter, Danielle, an attorney at the U.S. Attorney’s office in Washington, D.C. 

Hobbies/interests: Contemporary art, cycling, cooking, yoga, travel 

Favorite book or TV show: Book – “Iilluminata” by Marianne Williamson; TV – ESPN  

Years in the industry: 39

Birthplace: Denver

Education: University of Colorado, 1974, B.S., business 
finance

Professional affiliations/charities:  
• Denver Museum of Nature and Science board and executive 
committee member 
• Urban Land Institute – 37-year member, joining in 1978; 
four three-year terms as trustee; inaugural year chair of 
Colorado ULI District Council in 1998; chaired international 
conference in Denver in 1998 & 2006 
• University of Colorado Real Estate Center, along with father, 

Walt Koelbel, a founding member  
• Joint Southeast Public Improvement Association – original founding member in 1981 and served 
several terms as chair  
• Southeast Business Partnership founding member in 1998 and inaugural chair, 1998-2001. As Chair 
of SEBP,  served as co-chair of finance committee that raised $1.6 million for the successful 1999 dual 
ballot issues that paved the way for the T-REX project. 
• Southeast Corridor Mobility Coalition – co-chaired with Joyce Foster in 1995-2000. Public-private 
partnership that lobbied the state congressional delegation, as well as key committee members, FHWA 
and FTA for the project.   
• Southeast Public Metropolitan Improvement District founding member in 2004, currently serving as 
chair  
• Denver South Economic Development Partnership founding member and current vice chair of the 
reconstituted organization

What advice would you give someone starting in commercial real estate today? It is truly 
one of the most rewarding and exciting businesses you can be in. It does, however, require tenacity, 
perseverance, patience and a vision for the future. If you enjoy participating in the continually changing 
face and fabric of our community, then real estate very well may be for you.

What professional accomplishment or achievement are you most proud of and why? 
With a 63-year-old company and being involved for 39 years, it is very difficult to isolate any singular 
project or achievement. For me, it is a collection of long-term rewarding involvements that are a small 
manifestation representing the exciting evolution of the Denver metro area. These would include helping 
complete envisioning, planning and executing the Preserve at Greenwood Village, one of the largest 
custom-home communities in the region; the 30-year involvement in acquisition and development of 

The Breakers, one of the largest apartment communities in 
the Denver metro area; helping my father complete his vision 
that started in 1955 of Pinehurst Country Club, one of the first 
master-planned golf course communities in the western United 
States; and 30 years of involvement working on transportation 
solutions on the southeast I-25 corridor with many hundreds 
of people, culminating in voter approval and construction of the 
T-REX multimodal highway and light-rail transit project. 

What changes do you foresee for Colorado real 
estate in the next 10 years? We are involved and already 
experiencing the exciting resurgence of the downtown and 
inner-city areas regentrifying many of the original communities 
of Denver.  Dramatic changes in how and where people want 
to live, how and where people want to work, how and what 
transportation mediums will be used, all combined with the 
energy and connectedness that I believe residents of the future 
will be looking for will dictate how and what we will build.  

What was your first job? Working in a ski shop in Vail,  
followed by property management in San Francisco before returning to Denver

What projects are you currently working on or planning? With the exciting opportunity of 
now working with the third generation of Koelbel family involvement, the mountain resort community of 
Rendezvous in Grand County, Catalyst, the digital-health collaborative on Brighton Boulevard and a variety 
of small, infill townhome for-sale projects within the city limits of Denver

What are your rules to live by in business? Patience is a mandatory virtue, matched by the need 
to move very quickly at the appropriate time. It takes years to build credibility and reputation, which then 
must be relentlessly protected. Always be looking forward for new opportunities and the continually 
evolving desires of the consuming and buying public.

Who is the person you most admire? There is no one person.  The top of my list would include my 
grandfather, Carl A. Norgren.

Family: Wife of 33 years, Sherri; Carl, 31, and wife Fallon, with first grandchild, Harper; Walt, 29, and 
wife, Laura; Dean, 27, and wife, Kristin, with grandchild, Arabella; and Bethany, 22.  

Hobbies/interests: Golf, skiing, fly-fishing, and rocks and minerals

Favorite book or TV show: The biographies of Walt Disney and Ray Kroc.
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Your Vision, Delivered.

Development - Capital Markets - Finance
 Architecture - Engineering - Interior Design

Project Management - Construction

www.opus-group.com

Peter Coakley
303.515.8818

peter.coakley@opus-group.com

DENVER’S VISIONARIES AND RISK-TAKING DEVELOPERS 
HELP TO SHAPE OUR COMMUNITIES. 
WE SALUTE THEIR EFFORTS.

JNS.DESIGN
PHOTO BY JAMES FLORIO FROM TURNTABLE STUDIOS

mailto://peter.coakley@opus-group.com
http://www.jns.design
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Evan Makovsky
Managing partner
NAI Shames Makovsky

Rich McClintock
Managing partner
Westfield Company Inc. 

Steve Leonard
Founder
Pacifica Capital Investments LLC

John Madden Jr.
Founder
John Madden Co.

Years in the industry: 46 (1969-2015)

Birthplace: Pueblo

Education: B.S. in business administration from the 
University of Denver; M.S. in business administration 
and finance from DU; Honorary Dean of Real Estate & 
Construction Management of the Franklin L. Burns School 
of Real Estate & Construction Management from DU 
(2007); Honorary Doctorate in business Administration 
from the Johnson and Wales University (2008)

Professional affiliations/charities: Rose Community 
Foundation, Downtown Denver Partnership, CoBiz Financial 
Board of Directors

What advice would you give someone starting in commercial real estate today? Make 
sure you have a way to feed yourself and your family for one year without income from real estate.

What professional accomplishment or achievement are you most proud of and why? 
I have been in downtown Denver real estate for 45 years. Several historical buildings have been 
preserved and economically productive partially because I had something to do with them. Also, some 
new buildings were built because I was able to assemble the sites.

What changes do you foresee for Colorado real estate in the next 10 years? I am truly 
thinking a great deal about what will happen to parking garages and parking lots in the future. If a car 
can be programmed to go somewhere for free, why will someone pay monthly or daily for the car to sit 
there? This will greatly impact all real estate.

What was your first job? Selling furniture and mowing lawns

What projects are you currently working on or planning? We are involved with three major 
commercial, office and hotel projects in downtown Denver.  We are developing two hotels in Boulder. 
We are in the planning stages on eight acres of ground in RiNo.

What are your rules to live by in business? Listen carefully and just be honest. Give the 
customer what they want, not what you want.

Who is the person(s) you most admire? Father, Sam Makovsky, uncle, Motty Shames, and 
mentor, M.B. Glassman 

Family: Wife, Evi Makovsky, three grown children and nine grandchildren

Hobbies/interests: Traveling to other parts of the world

Favorite book or TV show: “Old Testament”

Years in the industry: 47

Birthplace: Pittsburgh

Education: BBA from University of Texas

Professional affiliations/charities: Urban Land Institute, 
NAIOP, Boy Scouts, Colorado Uplift, Papal Foundation

What advice would you give someone starting in 
commercial real estate today? Join a professional 
organization like NAIOP or CCIM and become proficient 
in the real estate language of our profession. Find a real 
estate mentor, if possible. Be patient, learn and observe 
from experienced brokers. We are a people business; 

develop your people skills.

What professional accomplishment or achievement are you most proud of and why? 
Westfield has successfully completed 1800 Larimer, a LEED Platinum building and the corporate 
headquarters of Xcel Energy.

What changes do you foresee for Colorado real estate in the next 10 years? Colorado 
and especially Denver will continue to be a wonderful place to live and work. We need to be 
concerned about our natural resources, especially water, and our infrastructure to maintain the 
quality of life we enjoy. I can’t imagine a better place to be involved in real estate.

What was your first job? Caddy at a country club

What projects are you currently working on or planning? Panasonic at DIA, 15-acre 
redevelopment of Midtown Industrial Park on Brighton Boulevard, 425,000-square-foot Mapleton 
Industrial Park, S*Park – 200-unit condominium, Standley redevelopment

What are your rules to live by in business? Your reputation is your most important asset. Treat everyone 
with respect. A successful transaction is not based on who won but whether both sides benefited at closing.

Who is the person you most admire? My dad

Family: Peggy, spouse; two wonderful children, Kevin and Emily, their spouses, Jenny and Jason; 
three terrific grandchildren, Elle, Avery and Graham

Hobbies/interests: Golf, fly-fishing, family time

Favorite book or TV show: “Boys in the Boat” by Daniel James Brown

Years in the industry: 38

Birthplace: Los Angeles

Education: UCLA

Professional affiliations/charities: NAIOP, Hoover 
Institution, Ronald Reagan Ranch

What advice would you give someone starting 
in commercial real estate today? Always 
remember markets are determined by supply and 
demand conditions.

What professional accomplishment or 
achievement are you most proud of and why? Investing in Denver commercial real estate 
in the early 1990s and investing in the stock market in early 2009

What was your first job? Property management and leasing

What projects are you currently working on or planning? Several industrial, office 
projects in North San Diego, new home in Montecito, California

What are your rules to live by in business? You don’t know who is swimming naked until 
the tide goes out.

Family: Wife, Cindy; daughter, Adrienne (at University of Denver); and son, Robert (at Southern 
Methodist University)

Hobbies/interests: Beaches and mountains

Favorite book or TV show: “Guns, Germs and Steel,” Jared Diamond; “Wealth of Nations,” 
Adam Smith

Years in the industry: 55 

Birthplace: Omaha, Nebraska

Education: Bachelor of Arts, University of Nebraska

Professional affiliations/charities: I support Mile 
High United Way, Boy Scouts of America and the University 
of Denver. Additionally, I helped found and continue to 
support the Colorado Business Committee for the Arts.

What advice would you give someone starting 
in commercial real estate today? Success 
takes nurturing; it doesn’t happen overnight. You need 
perseverance, hard work, a strong heart and passion to 
succeed.

What professional accomplishment or achievement are you most proud of and why? 
I’ve worked hard over the years to develop places and spaces that positively impact the communities 
John Madden Co. serves here in Colorado. I believe that the mark of success isn’t how much you 
make, but what you do with what you make – the legacy you leave – and I’m very proud of the legacy 
and culture of giving we have created with John Madden Co.

What changes do you foresee for Colorado real estate in the next 10 years? We will see a 
blossoming of the Colorado market. Colorado is currently filling in the Interstate 25 corridor both north 
and south. We are a top destination for millennials and job seekers. Commercial real estate companies 
like John Madden Co. are in a great position to meet the space demands that are coming with this 
influx of people and businesses. It is an exciting time for not only Denver, but also for Colorado. 

What was your first job? My first job was as a night watchman at the Joselyn Museum. I worked 
weekends, evenings and concerts. 

What projects are you currently working on or planning? John Madden Co. currently is 
working to develop 600,000 square feet of office space in Greenwood Plaza and Greenwood Village 
Station. Additionally, we are considering repurchasing a building across the street from Greenwood 
Athletic and Tennis Club.

What are your rules to live by in business? Boy Scout Oath: Be Honest, Work Hard, Think Hard

Who is the person you most admire? My mother

Hobbies/interests: Art collecting, dancing, swimming

Favorite book or TV show: TV show: “The Good Wife”; books: “Warm Springs,” “Hyde Park on the 
Hudson.” 
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Troy McWhinney
Co-founder
McWhinney

Myron “Micky” Miller
Managing partner
Westfield Company Inc. 

Arthur A. McDermott
President
McDermott Properties

Chad McWhinney
CEO and co-founder
McWhinney

Years in the industry: More than 20 years 

Birthplace: Huntington Beach, California  

Professional affiliations/charities: University of 
Colorado Real Estate Center, National Association of Home 
Builders, International Council of Shopping Centers, Boys 
and Girls Clubs of Larimer County and city of Loveland’s 
Construction Advisory Board 

What advice would you give someone starting in 
commercial real estate today? Network and meet as 
many new people as possible. Attend many public planning 
and policy meetings to gain useful information that many 
others may not have.

What professional accomplishment or achievement are you most proud of and why? I’m 
very proud of the impact that the McWhinney organization has had on real estate in Northern Colorado in 
the last 20 years. 

What changes do you foresee for Colorado real estate in the next 10 years? Colorado has 
so many great things going for it. Colorado’s quality of life will continue to attract millennials, professionals 
and families to enjoy all the wonderful things it has to offer. 

What was your first job? Outside of real estate: My first real job was owning and operating a chain of 
strawberry stands with my brothers. We went from one location in 1986 to 28 locations in 1991. In real 
estate: My great-great grandfather homesteaded land in Loveland in the 1860s. When my grandmother 
passed in 1989, parts of our family chose to sell the family farm. Shortly thereafter, my brother Chad and I 
decided to start a real estate investment and development company and acquired an option on the farm. 
We assembled options on several other farms to create what is now Centerra.

What projects are you currently working on or planning? We recently broke ground on Hahns 
Peak Two, a 56,000-square-foot office building that represents the first spec building to be developed 
in Loveland-Fort Collins since 2007. Last year, McWhinney also started construction on The Lakes at 
Centerra. McWhinney, along with project partners Bohemian Cos. and Sage Hospitality, is developing an 
85,000-sf hotel in Fort Collins.

What are your rules to live by in business? Treat everyone with respect no matter who they are. If 
you don’t enjoy what you are doing, it’s time to do something different. 

Who is the person you most admire? Too many to list. I admire many people both personally and 
professionally. 

Family: The best anyone could ever hope for. Very blessed. 

Hobbies/interests: Family, coaching and exercise

Favorite book or TV show: Lots of newspapers and current news 

Years in the industry: 50-plus years

Birthplace: Denver

Education: B.S. and J.D. from the University of Denver 

Professional affiliations/charities: 10 business 
boards and 22 nonprofit boards

What advice would you give someone starting in 
commercial real estate today?  
To follow five values:   
1. Always conduct yourself with honesty and integrity.  
2. Don’t be afraid to make mistakes. We all make 
mistakes. Learn from your mistakes and profit from them. 

3. Recognize, be fully aware of, and take advantage of all your opportunities. 
4. Be involved in nonprofit efforts. It is important to give not only of your financial resources, but give 
of your time as well. 
5. Get active in our political process. Support candidates and issues of your choice with both your 
time and finances.  

What professional accomplishment or achievement are you most proud of and why? 
Creating open space, creating jobs; increasing real estate tax base; and being inducted into the 
Colorado Business Hall of Fame  

What changes do you foresee for Colorado real estate in the next 10 years? Continued 
good performance within national real estate cycles

What was your first job? Pinsetter in a bowling alley at the age of 10 

What projects are you currently working on or planning? Office and hotel development/
ownership in Colorado and numerous other states

What are your rules to live by in business? Honesty and integrity

Who is the person you most admire? My wife, Louann, of 63 years

Family: Wife, four children and spouses, 11 grandchildren and five spouses, and six great-
grandchildren – total of 32 (including Micky)

Hobbies/interests: Travel and family

Favorite book or TV show:  “Truman” by David McCullough, “The Last Lion” – A three volume 
trilogy on Winston Churchill by William Manchester

Years in the industry: 40

Birthplace: Worchester, Massachusetts

Education: Rutgers University, John Hopkins University

Professional affiliations/charities: Citizens Appreciate 
Police, REDI mentor, HomeAid, Apartment Association of 
Metro Denver, Colorado Housing NOW

What advice would you give someone starting in 
commercial real estate today? I have been fortunate to 
mentor many young people. The main things I share include: 
Vision must be combined with nuts and bolts, this is not a 9-to-
5 job, you can’t look at development as a “job” if you want to be 
successful and learn all you can about design and construction.

What professional accomplishment or achievement are you most proud of and why? I 
am most proud of the fact that, with my partners, we have built an extremely successful organization, 
combining development, construction, property management and investment. This has enabled us to 
become a leader in the development and management of affordable housing in Colorado.

What changes do you foresee for Colorado real estate in the next 10 years? The next 10 years 
will see dramatic changes. We can expect: New, expansive commercial growth at Denver International Airport, 
more destination resort growth in the metro area (Gaylord), increased impact of the Stock Show, combined 
with Colorado State University and recognition of the need for more affordable housing 

What was your first job? Delivering newspapers

What projects are you currently working on or planning? Two projects are receiving most of 
my attention: Westwood Crossing, a mixed-use community in west Denver, including 98 affordable family 
apartments, and Oakridge Crossing, a mixed-used community in Fort Collins, consisting of 128 affordable 
senior apartments and 7,000 sf of commercial space. 

What are your rules to live by in business? Our business has many guidelines. One important 
guideline: “You adapt, evolve, compete or die.” Over the years we have constantly adapted, evolved and 
competed aggressively. Fortunately we have not died.

Who is the person you most admire? My parents, Jean and Charlie McDermott. 

Family: Married to Margaret for 32 years, five children and 13 grandchildren

Hobbies/interests: National and international travel, river boat cruising, family vacations and events; 13 
grandchildren; hiking, reading, physical fitness, Mexico beach vacations with family

Favorite book or TV show: My favorite book is usually the one I am reading right now: “D-Day June 6, 
1944” by Stephen Ambrose. 

Years in the industry: More than 20 years 

Birthplace: Huntington Beach, California  

Professional affiliations/charities: Teach for America 
Colorado, Downtown Denver Inc., Denver International Airport Management Advisory Council, Colorado 
Forum, Urban Land Institute’s Small-Scale Development Council and others. 

What advice would you give someone starting in commercial real estate today? Hire really 
good people. Make sure they feel valued and appreciated and acknowledge them for it. Make sure they 
know how to work together as a team.

What professional accomplishment or achievement are you most proud of and why? 
McWhinney has long been best known for its 3,000-acre master-planned community, Centerra in Loveland. 
McWhinney’s work as managing member and master developer on the redevelopment of Denver’s Union 
Station. McWhinney also is serving as developer for Great Wolf Lodge Southern California, the largest project 
McWhinney has ever managed. 

What changes do you foresee for Colorado real estate in the next 10 years? A significant 
skilled labor shortage is coming. Millennials/Gen Y will begin to dominate the workforce. I think we’ll see that 
driverless vehicles, in about 10 to 15 years, will play a significant role in altering transportation.

What was your first job? Outside of real estate: My first real job was owning and operating a chain of 
strawberry stands with my brothers. We went from one location in 1986 to 28 locations in 1991. In real 
estate: My great-great grandfather homesteaded land in Loveland in the 1860s. When my grandmother 
passed in 1989, parts of our family chose to sell the family farm. Shortly thereafter, my brother Troy and I 
decided to start a real estate investment and development company and acquired an option on the farm. 
We assembled options on several other farms to create what is now Centerra.

What projects are you currently working on or planning? Existing master-planned and lifestyle 
communities and the redevelopment of downtown Denver. Three of our current projects are Dairy Block, 
Great Wolf Lodge Southern California and AC Hotel Portland. 

What are your rules to live by in business? Hire exceptional people; make sure they feel valued and 
can work as a team; work to achieve synergy (energy and alignment); practice Kaizen (Japanese for “small 
improvement” and “better”) every day; and remember that success often comes to those who get in front of 
the inevitable.

Who is the person you most admire? I have great admiration for Larry Kendall, founding partner of 
The Group Inc. and creator of Ninja Selling. 

Family: Two daughters 

Hobbies/interests: I enjoy fishing, swimming, running, cycling, skiing, hiking, competing in triathlons and 
spending quality time with my two daughters.

Favorite book or TV show: “The Slight Edge: Turning Simple Disciplines Into Massive Success” by Jeff 
Olson and “The Warren Buffet Way” by Robert G. Hagstrom



HONORING 
EXCELLENCE

Prologis Park Stapleton: Denver, Colorado

We are proud to recognize 

Wayne Barrett and Robert Watson for their tremendous contributions 

to the success of Prologis and to Colorado commercial real estate.

YOUR LOCAL PARTNER TO GLOBAL TRADE
Prologis is the leading owner, operator and developer of industrial logistics 
real estate with approximately 670 million square feet (62 million square meters) 
owned and under management in 21 countries on four continents.

Corporate Headquarters
Pier 1, Bay 1
San Francisco, California 94111, USA 
Main: +1 415 394 9000
info@prologis.com

www.prologis.com
Twitter: @Prologis

Operational Headquarters
4545 Airport Way
Denver, Colorado 80239, USA
North America toll-free: +1 800 566 2706
Main: +1 303 567 5000 

Wayne Barrett Robert Watson
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A fter watching the 
commercial real 
estate market come 

of age over the last 50 years, 
I was challenged to fulfill the 
assignment of identifying 
commercial real estate 
developments that made a 
difference in Colorado.

The first part of the 
assignment was to establish a 
definition of what it was that 
made a development something 
that made a difference. The 
initial criteria had to be size. 
The development had to be 
one that not only represented 
a flagship building but also had 
the size and scale to allow for 
many buildings then and now as 
well as in the future – in a word, 
a campus.

Next, the development should 
have been the vision of one or 
many people, all of whom were 
committed to the challenges of 
raising the necessary capital to 
get the project off the ground, 
working with community 
leaders to obtain the necessary 
land entitlements and making 
sure the infrastructure was in 

place to allow for the long-
term growth envisioned by 
the projects’ visionaries. The 
vision never limits itself to a 
single piece of construction. 
The vision calls for progressive 
growth over a period of several 
decades.

A development that makes 
a difference becomes “iconic” 
over time. Often it is a flagship 
building or a marquee sign 
that, due to high visibility, 
becomes so well-known that 
the very mention of the 
development provides a basis 
for a conversation in which the 
participants begin speaking with 
a base of knowledge that comes 
from quick and familiar identity 
of the project; thus, everyone 
starts the conversation by being 
on the “same page.”

Transportation corridors 
are an integral and important 
condition of these campuslike 
developments. Once, 
transportation corridors were 
basically limited to major 
arterial streets like Broadway 
or 17th Street downtown. Now, 
any discussion of transportation 
corridors includes not only the 
automobile and freeways, but 
also, almost equally importantly, 
Regional Transportation District 
and transit, bicycle lanes and, 
more recently, accessibility by 
pedestrians located in nearby 
housing developments.

A real estate development that 
makes a difference functions as 
the basis for gathering people 
together. These people take 
on different profiles. Many are 
employees of the companies 
that operate within the campus. 
These people may educate, 
create technology, process 
information, or provide services 
or entertainment to a vast 
number of students, clients, 
customers or visitors. Whatever 
the case, tens of thousands of 
people regularly visit on a daily 
basis and, depending on the 
situation, that number might 
easily increase to well over 
100,000 on a given day.

The sheer size of the 
development makes it an 
economic engine by itself. 
We used to think of such 
developments in geographic 
terms, such as downtown. But 
the tremendous growth of the 
metro Denver area has brought 
the population to nearly 3 
million, a number too big to be 
confined to one single location. 
This population requires space 
in which to live, work and play 

in a location that provides a 
mixture of uses that all fall 
within the general definition 
of office, retail, industrial and 
the noncommercial component 
of residential. Thus, recent 
demand for individual projects 
has been stimulated to include 
requirements for all of the 
previous property types as 
well as other, more specialized 
uses, such as hospitality, senior 
housing and entertainment.

Here are a number of metro 
Denver’s iconic developments 
that fall within the definitions 
outlined above. All of these 
commercial developments made 
a difference when they were first 
constructed and will continue 
to be drivers for change in the 
future: 

• Denver International Airport
• Auraria Higher Education 

Campus
• University of Colorado 

Hospital/Anschutz Medical 
Campus and Fitzsimons 
Innovation Campus

• Union Station
• Denver Tech Center
• Coors Field 

Colorado commercial real estate
developments that made a difference

Brad Neiman 
Principal, Brad Neiman Associates, 

Denver

Photo provided by Denver International Airport 
Denver International Airport

http://www.signatureflip.com/sf01/article.aspx/?i=7335
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Photo by Ivelin Penchev 
Coors Field 

Photo by Brad Nicol 
Denver Union Station

Photo by Brad Nicol 
University of Colorado Hospital at the Anschutz Medical Campus

Photo by Brad Nicol 
Denver Tech Center
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William E. “Bill” Mosher
Senior managing director
Trammell Crow Co.

Randy Nichols
President and founder
Nichols Partnership

Larry A. Mizel
Chairman and CEO
MDC Holdings Inc.

W. Douglas Morrison
Principal
Doug Morrison & Co.
(deceased)

Years in the industry: 23 years in nonprofit urban 
redevelopment/economic development and 16 years in 
private real estate development

Birthplace: Denver

Education: B.A. from Willamette University in Salem, 
Oregon, and M.S. from University of Arizona in Tucson

Professional affiliations/charities: Chairman, CSU System 
Board of Governors; chairman, Denver Civic Ventures at the 
Downtown Denver Partnership; member and past chairman, 
Urban Land Institute; member and past director, NAIOP; director 
and advisory board member, Vectra Bank; chairman, 2006 DPS 
Bond Committee; past board member, Judi’s House  

What advice would you give someone starting in commercial real estate today?  Know your 
market, take a long-term view, work hard, and enjoy the fray and the people or go do something else.  

What professional accomplishment or achievement are you most proud of and why? 
Contributing to the growing vitality of downtown Denver and having ongoing relationships with my 
clients, associates and partners.

What changes do you foresee for Colorado real estate in the next 10 years?  
Continued growth will bring changes and challenges, so it is important that our profession advance 
the creation of livable places so our current quality of life is preserved and hopefully enhanced.

What was your first job? I was a tennis coach in high school. Out of college, my first job was 
as a management trainee with a regional retailer.

What projects are you currently working on or planning? Arvada Station Transit Hub, Crossroads 
Commerce Park, Denver Health office building at Sixth and Broadway, Denver Water Operations Center 
Redevelopment,  Arvada Station retail and multifamily TOD, and Platte Street office building

What are your rules to live by in business? Do unto others as you would have them do unto you.

Who is the person you most admire? My mother and wife – both have overcome loss with 
grace and fortitude.

Family: Wife, Molly Broeren, two daughters (Christi and Liz), two stepsons (MJ and Andy), and five grandkids

Hobbies/interests: Travel and outdoor activities, including cycling, skiing, fly-fishing and hiking

Favorite book or TV show: Catch news programs and sports when I can

Years in the industry: 34 years

Birthplace: Decatur, Illinois

Education: B.S. from Colorado State University; M.S. 
from Massachusetts Institute of Technology

Professional affiliations/charities: CU Real Estate 
Center, board of governors; CU Real Estate Foundation 
board; Denver Theatre District, board

What advice would you give someone starting 
in commercial real estate today? Get started 
when the market is improving, not when it has been 
going strong for a long time. In other words, don’t get 

caught in the next down cycle when you are just getting started.

What professional accomplishment or achievement are you most proud of and 
why? Clayton Lane, because it was a transformative development for Cherry Creek

What was your first job? Boulder-based Cork ‘n Cleaver Restaurants in 1975

What projects are you currently working on or planning? A condominium development 
in the Highlands and a hotel-residential-winery project in Napa, California

What are your rules to live by in business? Pick your partners carefully and treat people 
fairly.

Who is the person you most admire? My late father

Family: Wife, Holly Nichols, sons Daniel, Robbie and Taylor

Hobbies/interests: Golf, skiing, fitness, flying

Favorite book or TV show: “A Man in Full” by Tom Wolfe

Years in the industry: 43

Birthplace: Tulsa, Oklahoma

Education: Bachelor’s degree in business administration 
from the University of Oklahoma and a Juris Doctor from 
the University of Denver - Sturm College of Law

Professional affiliations/charities: Chairman of 
the Board of Trustees for The Simon Wiesenthal Center, 
the American Israel Public Affairs Committee, Colorado 
Concern, the Mizel Institute, the Denver Rustlers, Council 
on Foreign Relations, Milken Institute, JewishColorado, El 
Pomar and the Colorado State Patrol

What advice would you give someone starting in commercial real estate today? I 
would advise them to get a job with a commercial real estate development company and learn the 
business (from the bottom up) prior to trying it out on their own – saving time, effort and money in a 
challenging industry. However, I, myself, did none of the above. 

What professional accomplishment or achievement are you most proud of and why? 
Graduating high school   

What changes do you foresee for Colorado real estate in the next 10 years? The 
continuation of a vibrant residential and commercial market 

What was your first job? I was a bag boy at a grocery store for 50 cents an hour (after 44 hours, 
you got 75 cents an hour). 

What projects are you currently working on or planning? Building a Museum of Tolerance 
in Jerusalem for the Simon Wiesenthal Center.

What are your rules to live by in business? Winston Churchill’s: “Never, never, never give up.” 

Who is the person you most admire? Emil Hecht: he was a great humanitarian and leader 
within the Denver community.  

Family: Wife (of 45 years), Carol, son, Cheston, daughter, Courtney, and six grandchildren

Hobbies/interests: Philanthropy

Favorite book or TV show: “Homeland”

Years in the industry: 62

Birthplace: Grand Junction

Education: University of Colorado, School of Business 
Administration; Harvard University, Graduate School of 
Business

Professional affiliations/charities: National 
president of Society of Industrial and Office Realtors; 
president, American Chapter FIABCI; president, 
Industrial Section of the World Real Estate Federation; 
former board member, Mount Airy Hospital, Colorado 

Women’s College and Hundred Club of Denver

What professional accomplishment or achievement are you most proud of and 
why? In the 1960s negotiated the development and build-to-suit of 1 million square feet for 
the distribution center warehouse buildings for the Gates Rubber Co. The development required 
the coordinated involvement of the Doug Morrison & Co., Gates Rubber Co., the Union Pacific 
Railroad and the Trammell Crow Co. At the time, this was the largest industrial development ever 
constructed in Colorado involving a third-party developer/owner and required the complicated and 
coordinated efforts of all the parties.

What was your first job? Stockbroker for J. Barth & Co.

Who is the person you most admire? Henry Van Schaack Sr.

Family: Wife, Lynette Morrison, four children, seven grandchildren and seven great-
grandchildren

Prepared by Brad Neiman
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gkkworks 
proudly honors 
those that have 
helped create 
the Colorado 
real estate 
community

201 Broadway, Denver, Colorado 80203 
 303.893.1990  |  gkkworks.com

gkkworks 
proudly honors 
those that have 
helped create 
the Colorado 
real estate 
community

Photography © Frank Ooms

http://www.pearlwest.co
http://www.nicholspartnership.com
http://www.gkkworks.com
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Susan Powers
President
Urban Ventures

Donald Provost
Founding principal
Alberta Development Partners

John O’Meara
Retired, principal
Inverness Properties

Jordon Perlmutter
President
Jordon Perlmutter & Co.
(deceased)

Years in the industry: 35

Birthplace: New Jersey

Education: B.A. in anthropology and M.S. in urban 
planning from University of Arizona

Professional affiliations/charities: Urban Land Institute, 
Downtown Denver Partnership (DDI board of directors), Denver 
Health and Hospital, Denver Bike Share (B-Cycle).

What advice would you give someone starting in 
commercial real estate today? It’s important to be both 
patient and impatient at the same time. Taking the long view is 
critical but projects need to be driven to respond to opportunities 

that arise and often those decisions must be made and implemented quickly. Look outside of the traditional 
places that others are pursuing and be the leader with innovative approaches to building great communities.

What professional accomplishment or achievement are you most proud of and why? 
As director of Denver Urban Renewal Authority, I was most proud to have been part of the revival of 
downtown in the 1990s after a serious recession. With Urban Ventures, my projects in transitional 
neighborhoods on the edges of downtown have been the most challenging and fulfilling work.

What changes do you foresee for Colorado real estate in the next 10 years? Providing 
housing for a diverse workforce and recognizing the importance of a full range of housing prices will 
be critical. It may be our biggest challenge.

What was your first job? I worked in a fabric store in Philadelphia through high school.

What projects are you currently working on or planning? STEAM on the Platte and Aria Denver 

What are your rules to live by in business? My work needs to reflect my values, which are that I can do 
good and do well at the same time. I feel a great responsibility to the neighborhoods and communities in which 
we work and the real estate development that results from that work needs to reflect my values.

Who is the person you most admire? My father, who has always been my strongest role model 
for living his life to reflect his values.

Family: Husband, Russ Wayman, with a combined family of six children and seven grandchildren. I 
also have parents in their 90s in Sacramento still living independently.

Hobbies/interests: Spending time with children and grandchildren, travel, biking and yoga

Favorite book or TV show: Most recent favorite book is “The Invention of Wings”

Years in the industry: 23 

Birthplace: Houston

Education: Finance from the University of Denver

Professional affiliations/charities: ICSC (trustee), 
Urban Land Institute, Children’s Hospital, Alliance for 
Lupus Research (Rally Against Lupus co-chair) 

What advice would you give someone starting 
in commercial real estate today? Have no fear. 
Jump in and go make it happen 

What professional accomplishment or 
achievement are you most proud of and why? Building a best-in-class organization over 
23 years. Guiding it through the Great Recession and now seeing it thrive and execute on the 
most complex and challenging projects across the markets. Proud of my team at every level. 

Years in the industry: 40-plus

Birthplace: Albany, New York

Education: State University of New York - Binghamton

Professional affiliations/charities:  
• NAIOP – local member and chapter leader for many 
years; served as national president of NAIOP in 1991 
• Porter Hospital Board 
• CSU

What advice would you give someone starting 
in commercial real estate today? 
• Don’t be greedy – look for “win-win” solutions. 

• Be patient and allow relationships to develop. 

What professional accomplishment or achievement are you most proud of and 
why? Working with John Shaw, formerly of Opus, to purchase a large portfolio of buildings and 
land in Inverness from MetLife. Our team created significant additional value in these assets 
through our joint efforts over the next eight years and were rewarded for doing so.

What was your first job? Selling Bayer aspirin to retailers in the Midwest

What are your rules to live by in business? Keep a sense of humor and don’t take yourself 
too seriously.

Who is the person you most admire? Al Nealy

Family: Will have been married to Ilene for 50 years in December; three children (Kerry, Patrick 
and Shannon)

Hobbies/interests: Soccer, running and biking (four marathons and seven triathalons), skiing

Favorite book or TV show: “Shark Tank”

Years in the industry: 64

Birthplace: Denver

Education: West High School, attended University of 
Denver

Professional affiliations/charities: A member of 
multiple civic, business and religious institutions as well as 
charities and community service organizations, including 
past member of the board of directors for Rose Medical 
Center; recipient of the Prime Ministers Award of the state 
of Israel for outstanding service to Israel; trustee of the 
University of Denver; recipient of the Economic Developer 

of the Year Award from the MetroNorth Chamber of Commerce; and Colorado Business Hall of Fame 
Laureate

What advice would you give someone starting in commercial real estate today? 
Become associated with a successful contractor.

What professional accomplishment or achievement are you most proud of and why? 
Building entire communities, i.e., Northglenn

What changes do you foresee for Colorado real estate in the next 10 years? Mass transit 
will change the dynamics leading to invocative mixed-use development.

What was your first job? Construction laborer for my father on an apartment house in the summer

What projects are you currently working on or planning? Yale Street Station Apartments, 
Arterra Place Apartments, Aurora, and 1601 Wewatta office building

What are your rules to live by in business? Honesty has been in the forefront of my 
business life.

Who is the person you most admire? My father, who had an eighth-grade education and came 
to America when he was 15 years old and, ultimately, became a great success as a builder in Denver.

Family: Wife, Essie, of 62 years, four children, 11 grandchildren and four great-grandchildren

Hobbies/interests: Music, travel, golf, fishing and a Broncos fan

Favorite book or TV show: Watching pro football
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Civil site services are often written off as a sim-
ple, commodity based component of a construc-
tion project.  In contrast, these services literally 
serve as the foundation to your project and de-
serve extensive attention.  Fiore combines 5 de-
cades of experience with well-coordinated, high 
quality, efficient, timely, and environmentally 
conscious civil services to ensure that your proj-
ect is built on a rock solid base.

Our INNOVATIVE SOLUTIONS, STRATEGIC 
PROBLEM SOLVING, and WIDE SCOPE OF SER-
VICES can be delivered fully managed, as a com-
bined package or stand alone to meet the needs 
of the client and always come with our partner-
ship commitment to deliver more than what you 
paid for.

Don’t build your next project on the cheapest dirt 
and infrastructure you can buy - your entire proj-
ect literally depends on it!

Single services to full site
work packages

Site Management - Demolition
Earthwork - Site Utilities

Environmental - Land Development
Commercial - Landfill - Recycling

Now offering Complete Civil
Contracting Services

730 W. 62nd Avenue  Denver CO 80216   
Phone: 303.429.8893 / Fax: 303.429.3035

www.fi oreandsons.com

Together We Can Move Mountains

http://www.fioreandsons.com
mailto://brad.calbert@colliers.com
http://www.colliers.com/denver
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Glen Sibley
President
Fleisher Smyth Brokaw

Harold Simpson
CEO emeritus
Simpson Housing Limited Partnership

William W. “Bill” Reynolds
Founder
The W. W. Reynolds Cos. 

John M. Shaw
Real estate consultant/adviser

Years in the industry: 32  

Birthplace: Boca Raton, Florida

Education: B.A. in business/economics, University of 
Puget Sound; MBA, University of Denver

Professional affiliations/charities: Board member of 
Davis Phinney Foundation, Porter Hospital Foundation and 
Denver Civic Ventures 

What advice would you give someone starting in 
commercial real estate today? This business is about 
relationships – each one you make will be important at 
some point in your career. 

What professional accomplishment or achievement are you most proud of and why? 
My reputation for integrity and delivery

What changes do you foresee for Colorado real estate in the next 10 years? We will 
certainly see a correction, but not a depression; in particular, in the for-rent residential business, in the 
office sector and in hotels. There is too much product, too soon in all three segments. On the other 
hand, there is significant opportunity in for-sale multifamily (new condo product and conversions) 
and in student housing. The upper end of the apartment market will hold up well at rents in the $2 to 
$2.50 range, but not in the $3 range.

What was your first job? At age 14, selling shoes at Rapp’s shoes in Palo Alto, California

What projects are you currently working on or planning? A new medical office building, 
a new apartment project, conversion of a historic building to for-sale condos, and just completing a 
cancer center for a large hospital system.

What are your rules to live by in business? Do what you say you will do.

Who is the person you most admire? Dan McCaffery, mentor and great friend. When we were 
both at Oxford Properties (now Brookfield), Dan supported me as we completed Republic Plaza 
and developed the World Trade Center during the worst of times (1984-1990). He went on to form 
McCaffery Interests, a premier developer of urban, mixed-use product on a national scale.  

Family: Three children, Jackie, Boca Raton, Florida, Brian Bellingham and Whit, Denver; five 
grandchildren; wife, Patti

Hobbies/interests: Skiing, tennis, fly-fishing, cycling, fine furniture woodworking

Years in the industry: 60+

Birthplace: Denver

Education: I grew up poor and on welfare. I dropped out 
of school in ninth grade to support my family. 

Professional affiliations/charities: Association of 
Home Builders, G.E. Advisory Committee, Denver Seminary

What advice would you give someone starting in 
commercial real estate today? Over the long term, 
rental apartments are safer investments than most other 
forms of real estate. Structure your deals with low debt and 
investors that can hold for the long term. 

What professional accomplishment or achievement are you most proud of and why? 
My wife, Virginia, and I started building small buildings by hand. At the end of my career, we had built 
15,000 luxury apartments across the United States. 

What changes do you foresee for Colorado real estate in the next 10 years? I’ve been 
retired now and living in California, so I’m probably not the best person to ask. 

What was your first job? My first job out of school was as a manual laborer on the railroads in 
Colorado. My first real estate project was a 12-unit rental building in the 200 block of Pearl Street in 
Denver. 

What projects are you currently working on or planning? I am enjoying my retirement. 

What are your rules to live by in business? Be honest and work hard. Also, visit your 
construction sites regularly and don’t rely on someone else to handle the details for you. 

Who is the person you most admire? Abraham Lincoln

Family: My wife of 70 years, Virginia Simpson. Two sons, one daughter, eight grandkids, and 14 great 
grandchildren. My children and my grandchildren have had very successful real estate careers in their 
own right, and I’m very proud of that. 

Hobbies/interests: Golf and helping the needy. Growing up poor, we had a lot of help from the 
government and kind people and I wish to pay that forward. 

Favorite book or TV show: I like watching football or O’Reilly. I enjoy reading biographies and 
history. 

Years in the industry: 50-plus

Birthplace: Boulder

Education: B.S. in business from the University of 
Colorado

Professional affiliations/charities: Urban Land 
Institute, University of Colorado, Boulder Economic 
Council

What advice would you give someone starting 
in commercial real estate today? From Eric Hofer, 
“In times of rapid change the learners inherit the world, 
while the knowers find themselves beautifully equipped 

to deal with a world that no longer exists.”

What professional accomplishment or achievement are you most proud of and 
why? I am proud of the changes I’ve made to Fort Collins and my home city of Boulder. It makes 
me smile and feel good to see my developments being used profitably and enjoyably by others.

What changes do you foresee for Colorado real estate in the next 10 years? Many 
young people who will want better and different real estate products

What was your first job? Gas service station attendant (pumping gas and cleaning 
windshields, for those who might not know what this job entailed)

What projects are you currently working on or planning? I am improving casting my 
Spey rod. And we have two office buildings under construction in Boulder.

What are your rules to live by in business? Do what I say.

Who is the person you most admire? Thomas Jefferson

Family: My wife of 48 years, Jane, and our dog, T.J., reside in Boulder along with our three 
children and five grandchildren

Hobbies/interests: Fly-fishing, skiing, biking

Favorite book or TV show: “Leadership Crisis” by John Allison.

Years in the industry: 42

Birthplace: Iowa 

Education: Bachelor of Architecture from Iowa State 
University 

Professional affiliations/charities: Urban Land 
Institute, American Institute of Architects, University 
of Colorado of Real Estate Foundation, National 
Association of Office and Industrial Properties, and Boys 
and Girls Clubs of Metro Denver

What advice would you give someone starting 
in commercial real estate today? This is a 
business that requires tenacity and patience. You can’t 

just be busy – you must be productive.

What professional accomplishment or achievement are you most proud of and 
why? Being honored by my peers with recognition by the Urban Land Institute, NAIOP, and the 
University of Colorado of Real Estate Foundation

What changes do you foresee for Colorado real estate in the next 10 years? 
Dramatic changes in office design/occupancy with collaborative space and flexible hours; more 
public-private partnerships

What was your first job? Draftsman – Brooks, Borg, Skiles Architects, Des Moines, Iowa

What projects are you currently working on or planning? Fitzsimons Master Plan 
update and strategic planning assistance for W.W. Reynolds and Confluent Development 

What are your rules to live by in business? Everybody should win.

Who is the person you most admire? Micky Miller of Miller Global Properties LLC

Family: Wife, Katy; daughters, Lisa and Erin, and their families; and son Caz and his family

Hobbies/interests: Adventure travel, weaving

Favorite book or TV show: Book – “How the Mighty Fall” by Jim Collins; TV – I don’t know 
how to turn on a TV
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Robert J. Watson
President and COO
Prologis North America; 
CEO, Prologis European Properties Fund

Roland A. Wilson
Owner
Roland A. Wilson and Associates 
Architects
(deceased)

Stephen Tebo
Owner
Tebo Properties

George Thorn
CEO
Mile High Development

Years in the industry: 37

Birthplace: Corpus Christi, Texas

Education: BBA from Southern Methodist University; MBA 
from the University of Texas at Austin

Professional affiliations/charities: University of Colorado 
Real Estate Foundation, Ray of Hope Foundation, Boys and 
Girls Clubs of Metro Denver, Roaring Fork Conservancy

What advice would you give someone starting in 
commercial real estate today? It is imperative for anyone 

wanting to embark on a real estate career to get as much experience as possible, through education, 
internships, relationships and professional affiliations. Today’s real estate business is driven by those who 
have capital and those who serve capital. Making the career decision between these two paths is critical in 
defining a successful start in the business as they require different skill sets.

What professional accomplishment or achievement are you most proud of and why? I am 
most proud of being one of the founders of Prologis, one of the original three employees and building 
Prologis into a Fortune 500, global business.

What changes do you foresee for Colorado real estate in the next 10 years? The 
challenges of water and transportation for the growing metropolitan area will shape real estate 
development, renovation and growth more than any other combination of factors. 

What was your first job? Delivering ice for ice water at Six Flags over Texas outside of Dallas

What projects are you currently working on or planning? My golf handicap and my skiing technique

What are your rules to live by in business? The customer isn’t always right but he or she is 
always the customer! If you don’t believe an action is right, or equitable, it probably is not.

Who is the person you most admire? My father, B.L. Watson, who left home and school at age 
12 and eventually became chairman and CEO of a $500 million annual revenue company.

Family: My wife, Kay, daughter Jennifer and son-in-law Tony Laws, and son Robert, daughter-in-law 
Nicole and three grandchildren, Andrew, Carolyn and Avery

Hobbies/interests: Skiing, golf and automobile sports

Favorite book or TV show: “The Greater Journey” by David McCullough

Years in the industry: 51

Birthplace: Denver

Education: Architectural degree from the University of 
Denver 

Professional affiliations/charities: Rotary, Colorado 
Cattlemen’s Agricultural Land Trust, created endowed 
scholarship for Colorado State University

What advice would you give someone starting in 
commercial real estate today? Form investment partnerships. Stay involved.

What professional accomplishment or achievement are you most proud of and why? 
Designed and completed over 130 apartment buildings (4,085 units) and over 400 townhouse units – all 
still standing and occupied. 

What was your first job? Ages 14-18: worked in grocery store as a bagger to help widowed mother 
with expenses. Age 18: enlisted in U.S. Navy to fight in World War II in the Pacific. 

What are your rules to live by in business? Be honest, play fair.

Who is the person you most admire? Roland was inspired by his father, Albert Wilson. Albert 
emigrated from Sweden to the U.S. in March 1911 at the age of 19. He worked for a time as a chauffeur. 
In July 1918, Albert Wilson joined the U.S. Army and served in the Balloon Corps in World War I. Afterward, 
he worked in a Colorado gold mine. He married Augusta, a Swedish bride. They had two children, Roland 
and Edla. Albert worked hard, saved and eventually owned his own concrete contracting business. He 
took Roland with him to many of the jobs. He taught Roland the value of working hard and saving to own 
something of value. Albert Wilson was killed in a hunting accident when Roland was 13.

Family: Wife, Ginny; children, Wendy, Eric, Kris; and nephew Stan Johnson; plus three nieces

Hobbies/interests: Skiing, fishing, camping, tennis, poker 

Favorite book or TV show: “Bonanza”

Virginia Wilson, Roland’s wife, completed these answers.

Years in the industry: 45

Birthplace: Hays, Kansas

Education: B.S. from Fort Hays State University; M.S. 
from University of Missouri

Professional affiliations/charities: Downtown 
Boulder Inc. (past board member), Downtown Longmont 
(district member), Downtown Business Association, 
Louisville, Chamber of Commerce (Boulder and Erie), 
Boulder Arts Commission, Boy Scouts of America 
(leadership member and former chairman for the 
Distinguished Citizens dinner), city of Lyons (donated 
City Park), YWCA (Tebo Family Tower), Imagine! 

Foundation toy drives, Human Society of Boulder County

What advice would you give someone starting in commercial real estate today? Be 
willing to work extra hours and sacrifice compensation today for something better tomorrow.

What professional accomplishment or achievement are you most proud of and 
why? Tebo Cancer Center

What changes do you foresee for Colorado real estate in the next 10 years? Lots of 
new construction to keep up with increasing population.

What was your first job? Shining shoes in Hill City, Kansas

What projects are you currently working on or planning? Building new strip centers in 
Hays, Kansas, and Louisville. Also, building a new climbing gym in Louisville.

What are your rules to live by in business? Work longer, harder and smarter, and never 
compromise your integrity.

Who is the person you most admire? Ronald Reagan

Family: Five children and six grandchildren

Hobbies/interests: Collector of coins, currency, cars and Western art

Years in the industry: 45

Birthplace: Parkersburg, West Virginia

Education: BSME from the University of Arizona

Professional affiliations/charities: Downtown Denver 
Partnership (chairman, 2004), Downtown Denver Inc. 
(chairman, 2002, 2003), Denver Renewal Urban Authority 
(board of commissioners, 1989-1993), Executive in 
Residence, University of Denver-Burns School of Real Estate 
and Construction Management (2014-present), Urban Land 
Institute, Colorado District Council Executive Committee 

(2012-present), NAIOP board of directors (1985, 1995), Transportation Solutions (chairman, 2015)

What advice would you give someone starting in commercial real estate today? 
Specialize! Learn a lot about one aspect of the business. Get involved in your community. 

What professional accomplishment or achievement are you most proud of and why? 
• The Co-Development Project at the Denver Art Museum, including Museum Residences, a 55-unit 
luxury condominium/mixed-use project 
• The ART hotel, a 165-room boutique hotel 
• The 980-space Cultural Center Garage. The project included every aspect of a public-private 
partnership during its 15-year development cycle, including two recessions and three mayors.

What changes do you foresee for Colorado real estate in the next 10 years?  Continued 
dominance of the central business district in attracting new investment and development. Densification 
around transit stations in the FasTracks system will continue, following the lead of Union Station. The re-
emergence of the condominium business. New solutions to address the affordable housing shortage. 

What was your first job? Caddy at Marietta Country Club, Marietta, Ohio

What projects are you currently working on or planning?  
• Redevelopment of 22-acre Regatta Plaza TOD/mixed-use project at Nine Mile Station in Aurora 
• Various affordable housing projects, including Garden Court Apartments at Yale Station and 1100 Ash 
Street Apartments adjacent to the Ninth and Colorado project (with Koelbel and Co.) 
• Various TOD/mixed-use projects in five different metro area cities

What are your rules to live by in business? Treat people the way you would like to be treated. 

Who is the person you most admire? Arnold Palmer

Family: Wife and two sons, Scott and David

Hobbies/interests: Golf

Favorite book or TV show: “Atlas Shrugged”
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More than 100 McWhinney associates 

wish to congratulate

C H A D  M C W H I N N E Y

& 

T R O Y  M C W H I N N E Y

on receiving

The Icons in Real Estate Award

MCWHINNEY - LOVELAND
2725 ROCKY MOUNTAIN AVE.

STE 300
LOVELAND, CO 80538

970.962.9990

MCWHINNEY - DENVER 
1404 LARIMER ST.
STE 300
DENVER, CO 80202
720.360.4700

BROAD REACH TO CAPITAL

Natural Grocers by Vitamin Cottage
FOR SALE - $6,986,000
Aurora, CO
15,000 SF
Single-Tenant NNN
 
Colfax Central
FOR SALE - $5,996,000
Lakewood, CO
14,148 SF
Multi-Tenant Retail
 
Aspen Park Village
FOR SALE - $4,900,000
Conifer, CO
49,207 SF
Multi-Tenant Retail

Sprouts
SOLD - $13,100,000
Denver, CO
27,000 SF
Single-Tenant NN
 
Markets at Mesa Ridge
SOLD - $18,410,720
Fountain, CO
65,418 SF
Safeway Shadow Anchored
 
Arvada Connection-Marketplace
SOLD - $54,900,000
Arvada, CO
367,510 SF
Regional Power Center

www.cbre.com/invdenverretail

BRAD LYONS
Senior Vice President
Investment Properties
+1 720 528 6351
brad.lyons@cbre.com

MATT HENRICHS
First Vice President
Investment Properties
+1 720 528 6308
matthew.henrichs@cbre.com

DENVER RETAIL 
INVESTMENT GROUP

How can we help with your 
retail real estate investment 
needs?

Completing 30 sales executions in 2015 totaling over $590,000,000 in value, 
Brad Lyons and Matthew Henrichs are the #1 retail investment sales team in 
Colorado.  We serve private capital and institutional investors by connecting 
the most aggressive capital from around the globe with investment opportunities 
throughout the Rocky Mountain Region.

Specializing in the sale of:  
GROCERY ANCHORED | POWER CENTER | STRIP CENTERS | STNL ASSETS

mailto://brad.lyons@cbre.com
mailto://matthew.henrichs@cbre.com
http://www.cbre.com/invdenverretail
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Charles H. Woolley II
Founding principal/president
St. Charles Town Co.
Years in the industry: 31 

Birthplace: Washington, D.C.

Education: B.A. in city planning from the University 
of Massachusetts Amherst; MBA from the University of 
Denver

Professional affiliations/charities: Denver Metro 
Commercial Association of Realtors, NAIOP, Urban Land 
Institute, History Colorado (board of trustees), Denver 
Botanic Gardens (board of trustees)

What advice would you give someone starting in 
commercial real estate today? Although the barriers 
to entry to a real estate career are seemingly very low, 

there are no shortcuts to success. It’s hard work and long hours!

What professional accomplishment or achievement are you most proud of and why? 
I am most proud of starting the St. Charles Town Co. 23 years ago. The company has now completed 
over $300 million in projects and has over $100 million in development in 2015.

What changes do you foresee for Colorado real estate in the next 10 years? I see 
maturation of the cycle as supply in all property types meets the demand from both pent-up demand 
and in-migration.

What was your first job? My first job after college was as the first museum director and curator at 
Four Mile Historic Park in Denver. 

What projects are you currently working on or planning? Zephyr Line Apartments near 
the Wadsworth West Line train stop; El Corazon apartments on Morrison Road in March; and have 
assembled an amazing LoHi site for a 165-room boutique hotel, which will start in 2016.

What are your rules to live by in business? “The Golden Rule” is No. 1 for the people I work 
with, my partners, tenants, vendors and counterparts in our projects and business life. Treating others 
with respect no matter their station in life is a hallmark of our company and a value by which I live. 

Who is the person you most admire? My brother-in-law, a Renaissance man 

Family: Wife, Karin Woolley, and two children, Hank Woolley and Elsa Woolley

Hobbies/interests: Local history, agricultural history and historic preservation; skiing, hiking, cycling 
and golf

Favorite book or TV show: “A Connecticut Yankee in King Arthur’s Court” by Mark Twain

Mickey Zeppelin
President
Zeppelin Development
Years in the industry: 40

Birthplace: Denver

Education: University of Colorado, bachelor’s degree, 
1959; University of California Law School at Berkeley, 1962

Professional affiliations/charities: Co-founder and 
president of the Lower Downtown District, board member 
of the Downtown Denver Plan, Central Platte Valley Steering 
Committee member, National Western Citizen Advisory 
Committee master plan board member of the RiNo Arts 
District, and many other committees and associations; 
numerous awards 

What advice would you give someone starting in 
commercial real estate today? Real estate is the opportunity to contribute to the built environment and 
community. It is an opportunity, but also it is a responsibility. It is people first and then building.

What professional accomplishment or achievement are you most proud of and why? Building 
community through collaboration of community members, the city, professionals and a team who is devoted to 
providing the backbone for change. Areas of change include Lower Downtown, Golden Triangle and River North.

What changes do you foresee for Colorado real estate in the next 10 years? Making people 
important, environment, transportation, urbanization, breakdown of barriers between classes in housing, 
workplace, demographics, and more collaboration and innovation through technology

What was your first job? Law associate in Denver District Courts

What projects are you currently working on or planning? Continual development of 12 acres of 
TAXI property and river improvements. Opening Freight Residences Family Housing, The Source Hotel and 
a marketplace at University Hospital area. Several community facilities, including National Western Master 
Plan; Globeville community improvements, including Garden Place Academy Elementary School, parks and 
recreation; and maintaining character and urban planning in River North and Globeville

What are your rules to live by in business? What goes around, comes around. Give back! Barriers are 
there to be moved. All people want to feel important. Build a life network by treating them accordingly.

Who is the person you most admire? My dad, who was so grateful to have the freedoms of 
America, and Susan Wick, who taught me that art opens doors to life

Family: Parents were first-generation Americans. I have four children, six grandchildren and life 
partner, Susan Wick. 

Hobbies/interests: Exploring and finding. Seeing new things – buildings, cities, places, art, 
antiques, nature and understanding people

Favorite book or TV show: No one favorite book. Constantly discovering architecture, art, design 
and history. 

Michael Zoellner
CEO and president
RedPeak
Years in the industry: 31 (first hired by Scot Sellers 
at Lincoln Property Co.)

Birthplace: Denver 

Education: BSBA in finance and Juris Doctor from 
Creighton University

Professional affiliations/charities: Downtown 
Denver Partnership (managing board and treasurer), 
Downtown Denver Inc. (board member), Multifamily 
Housing Alliance (chairman), Urban Land Institute 
(council member), Regis Jesuit High School (board of 
regents)

What advice would you give someone starting in commercial real estate today?  
Find a product type that you are passionate about and commit yourself 110 percent to becoming 
an expert in that area.

What professional accomplishment or achievement are you most proud of and 
why? Inaugural member of the Apartment Association of Metro Denver Hall of Fame 

What changes do you foresee for Colorado real estate in the next 10 years? Denver 
has a history of building too much supply and then spending three or four years adjusting to 
discounts and concessions. This cycle won’t be any different, but therein lies the opportunity for 
those who are committed to our community. 

What was your first job? Lot boy at Kerns Jeep at age 15

What projects are you currently working on or planning? New eight-story multifamily 
development at Seventh and Sherman as well as a complete renovation of 1044 Downing 

What are your rules to live by in business? Never build or own a real estate asset that you 
are not proud to have your name and reputation associated with. 

Who is the person you most admire? Jesus Christ 

Family: Wife, Nancy, of 35 years and three married children. We are expecting our first 
grandchild in March. 

Hobbies/interests: Golf, yoga, skiing, community building

David Zucker
Principal
Zocalo Community Development
Years in the industry: Not sure when to start 
counting, but maybe when my father drove me around 
beautiful, ignored, old industrial neighborhoods in 
Philadelphia when I was a child.

Birthplace: Stamford, Connecticut

Education: B.A. in English from Hamilton College; MBA 
from the Wharton School at the University of Pennsylvania

Professional affiliations/charities: State Housing 
Board (chairman of the board), Housing Colorado (member)

What advice would you give someone starting in 
commercial real estate today? Be skeptical.

What professional accomplishment or achievement are you most proud of and why? 
The projects that created opportunities for those of lesser incomes

What changes do you foresee for Colorado real estate in the next 10 years? The 
excitement of higher-income folks moving into the state will give way to the realization that there’s 
an even more substantial market that we’ve ignored, namely those in service and lower-paying jobs 
who are income-constrained but need and want access to education, quality foods, open spaces 
and, most importantly, high-quality homes in safe, healthful neighborhoods.

What was your first job? My first, post-college job was working as a researcher for the International 
Council of Shopping Centers. (Anyone who knows me quickly grasps the irony.)

What projects are you currently working on or planning? We’re focused on two sets of 
projects. First, empty-nester apartments, like our Stapleton Grove. Second, community impact projects, 
like a partnership with Rocky Mountain PBS and a separate project with Emily Griffith. 

What are your rules to live by in business? Work and partner with those that you respect and 
learn from.

Who is the person you most admire? John Parvensky and the staff of the Colorado Coalition for the 
Homeless. He and the coalition are ceaseless in their commitment to create better outcomes for the homeless. 

Family: Wife, Karen, and two amazing, smart twin girls, Emmy and Izzy

Hobbies/interests: Snowboarding, biking, jazz, food (good food, that is)

Favorite book or TV show: The New Yorker is the closest thing I get to reading a book. I try not to miss 
reading at least a bit every week. TV show? “Modern Family.”
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6400 S. Fiddler’s Green Circle, Suite 1200, Greenwood Village, CO 80111
GriffisResidential.com • P: 303.268.2121 F: 720.524.5700

Apartment investment
advisers with more than
$1.2 billion in multifamily
assets under management
and growing

Griffis Residential is actively hiring.
Inquire at careers@griffisresidential.com

D E N V E R  •  A U S T I N  •  S E A T T L E  •  L A S  V E G A S

Franklin L. Burns  
School of Real Estate & Construction Management
Offering Undergraduate, Masters and Executive Masters degrees in Real Estate & the Built Environment

Congratulations to the  

CREJ ICONS of Real Estate
We wish you continued success!  

From the students, faculty and staff of the  
Franklin L. Burns School of Real Estate & Construction Management

www.du.edu/burns   303-871-3432

mailto://careers@griffisresidential.com
http://www.griffisresidential.com
http://www.du.edu/burns
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http://www.stcharlestown.com
http://www.swinerton.com/blog/colorado
http://www.swinerton.com/blog/the-swinerton-foundation


December 16, 2015-January 5, 2016 — COLORADO REAL ESTATE JOURNAL — Page 31B

http://www.redpeak.com
http://www.naiop-colorado.org
http://www.igarch.com
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A T L A N T A  |  B E T H L E H E M  |  D A L L A S  |  D E N V E R  |  F O R T  W O R T H  |  L A S  V E G A S  |  L O S  A N G E L E S

20100 East 32nd Parkway, Suite 150, Aurora, CO 80011

Tel: 303-371-1400  ~  Fax: 303-371-0600  ~  www.majesticrealty.com
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Majestic Realty Co. is proud to introduce
THE EXPANDED MAJESTIC COMMERCENTER

5 3 0 - A C R E  L A N D  A C Q U I S I T I O N  D E L I V E R S  “ E - C O M M E R C E N T E R ”  F O C U S

1,500 acre Majestic Commercenter park

offers diverse tenant needs from warehouse

and distribution to major e-commerce retailers. 

“e-Commercenter” will accommodate up to

7 million square feet at build out with four,

1 million +/- square foot buildings.

N

http://www.elsystudios.com
mailto://hello@elsystudios.com
http://www.majesticrealty.com
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http://www.ottenjohnson.com
http://www.acquilano.com
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http://www.dcs-cm.com
http://www.naiop-colorado.com
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In recognition of your talent and commitment to the Commercial 
Real Estate Community...Moran & Company would like to 

 Congratulate the following Icons in Real Estate...

W. L. Asher Chad McWhinney

Marshall Burton Troy McWhinney

Steve Clarke Randy Nichols

Terry Considine Bill Pauls

Peter Culshaw Jordon Perlmutter

Bruce Etkin John Shaw

Mark Falcone Stephen Tebo

Peter Kudla Charlie Woolley

Rich McClintock Mike Zoellner 

Arthur McDermott Dave Zucker

David Martin
Managing Partner

720-235-3261
dmartin@moranandco.com

Pamela Koster
Partner

720-235-3262
pkoster@moranandco.com

http://www.steamontheplatte.com
http://www.urbanventuresllc.com
mailto://pkoster@moranandco.com
mailto://dmartin@moranandco.com
http://www.ariadenver.com
http://www.csurf.org
http://www.deancallan.com
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groundbreaker 
skyscraperto

We Celebrate Denver’s 
Movers & Shakers and  
Risk Takers.

You are the Region’s Urbanites, 
Leaders and Visionaries. You 
are Advocates, Planners and 
Community Investors, and in  
our industry, Honored Achievers.

1800 Larimer Street, Suite 1700, Denver CO 80202   T 303.892.1111   www.ngkf.com

Leasing Advisory  Global Corporate Services  Investment Sales and Capital Markets  Consulting  
 Program and Project Management  Property and Facilities Management  Valuation and Advisory Services

http://www.ngkf.com



