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The amount of total sublease space — available and vacant -

by Michelle Z. Askeland

As we wrap up 2016, the metro
Denver sublease market is still up,
but not earth-shatteringly so. How-
ever, experts are split on whether
2017 will bring relief.

Right now, downtown Denver has
roughly 1.4 million square feet of
available sublease space out of its
total 26.7 million sf of office space,
said Greg Holm, CBRE senior vice
president. The suburban southeast
Denver market has about 1 million
sf available out of its total 34.5 mil-
lion sf.

Any space that is under lease by

Denver's sublease
2016 hig

a master tenant that is being made
available to the market, typically at
a discount below the current market
rental rates, qualifies as sublease
space, said Matt Davidson, manag-
ing director with Newmark Grubb
Knight Frank.

It is also important to note that
sublease space can be qualified
in two forms - vacant and avail-
able, said Tom Lee, NGKF executive
managing director. Vacant space
is empty and physically available
today. Meanwhile, available sublease
space applies to companies that
are occupying space, but if some-
body would take their space, they
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Thrive Workplace’s co-founder shares his
thoughts on the co-working evolution.
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would move out, he said. According
to NGKF numbers, there is 890,000
sf of vacant sublease space in the
total market, with 506,000 sf of that
located downtown.

When discussing numbers, it’s
helpful to have historical com-
parisons. The sublease numbers are
down when compared to the early
2000s, at the end of the dot-com
bubble, said Lee. And in the south-
east suburban, the amount of vacant
space is half of what was available
during the Great Recession, he said.

If you compare the numbers with-
in the current cycle, they're a little
high. Starting in 2010, the Denver
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is up in downtown Denver. Oil and gas companies represent much of this space.

metro has gone from around 2 mil-
lion sf of sublease space down to
1% million sf up to today’s high of
almost 3.5 million, said Holm.
“Right now, we have about 150 to
175 percent more sublease space
than we typically have, based on
the last seven years,” he said. But
it’'s important to keep in mind that
there will always be some sublease
space available. If the long-term
average is somewhere in the range
of 600,000 to 700,000 sf downtown
and between 500,000 and 600,000
sfin the SES, and there currently is

Please see Page 26
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The city continues to shore itself up
despite static oil and gas pricing.

Budget designs

Tips for achieving the elusive millennial
office space while staying on budget.
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Protect employment gains

olorado’s employment is
expected to grow by 2.4 per-
cent in 2017, adding a variety
of jobs in almost every sec-
tor, according to the Colorado
Business Economic Outlook Forum,
put together by the University of Colo-
rado Boulder’s Leeds School of Busi-
ness research division. The forecast
calls for a gain of 63,400 jobs in Colo-
rado in 2017. All but the state’s natural
resources and min-
ing industry are pre-
dicted to see gains.

Leading this
growth is construc-
tion. The industry
is expected to see
5.7 percent growth.
Employment for res-
idential, nonresiden-
tial and nonbuilding
(such as roadways, bridges and dams)
construction will grow from 157,000
jobs to 166,000 jobs.

While many in the real estate indus-
try are expecting to see a decrease in
multifamily construction next year,
following years of busy activity, the
Leeds report predicts that single-
family home construction will over-
compensate for any fall in multifamily
construction. In fact, single-family
permit growth is anticipated to exceed
the national average by 8 percentage
points.

In terms of office construction, activ-
ity remains busy in the downtown
area, but it is not limited to the core.
Interestingly, metro Denver’s suburban
office construction activity is outpac-
ing the development occurring down-
town, CBRE’s Hilary Barnett points out
in her article on Page 4.

Other industries anticipated to enjoy
three percent or higher employment
growth include leisure and hospital-
ity, education and health services, and
financial activities.

“Colorado will continue to rank
among the top 10 states nationally
for employment growth in 2017, a
six-year standing,” said economist
Richard Wobbekind with the CU Boul-
der’s Leeds School of Business. “And
it is poised for continued long-term
growth, boasting a skilled workforce
and high-tech, diversified economy;
relatively low cost of doing business;
global economic access; and excep-
tional quality of life.”

While all of this bodes well for the
commercial office properties market -
a diverse employment base helps cre-
ate resiliency in our marketplace - it is
important to acknowledge that more
must be done to maintain these suc-
cesses.

Kelly Brough with Denver Metro
Chamber of Commerce authors an
article on Page 8 that highlights how
Denver is succeeding in attracting
employers. She also addresses some
of the challenges the city needs to
prioritize and fix in order to remain as
competitive as it is now.

While JLL's Peter Merrion points out
an alarming truth the must be recon-
ciled - while we end up at the top of
the list in terms of educated workers,
a large number of those employees
are transplants. Addressing this Colo-
rado paradox will be critical in main-
taining this reputation in the future,
he writes on Page 18.

Michelle Z. Askeland

maskeland@crej.com

May 2017 be a glorious one that rewards all your future endeavors with success.
Let Colliers Denver Office Team help you get there.

* What sets us apart is not what we do, but how we do it.

Colliers

INTERNATIONAL
Denver, CO 80237

COLLIERS INTERNATIONAL
4643 S. Ulster Street, Suite 1000

+1 303 745 5800 | www.colliers.com/denver

e Our enterprising culture encourages Colliers people to think differently.
e We share great ideas and create effective solutions.
e Colliers delivers afull range of services to many of the world’'s most innovative and successful companies.

Your ultimate and unbiased choice in global real estate services.

The Colliers Denver Office Team wishes you a happy holiday season,

Robert Whittelsey, Jason Sheehy, Chris Wiley, Jonathan Jones, David Morrison, Phil Sweeney, Katy Sheehy, Matthew Ball, Abby Vollmer,
Jamie Faus, Lisa Pettyjohn, Robin Franz, Claire Anhalt & Amelia Vigen.
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To find out more about our Denver Properties, contact:
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Suburb constructlon outpaces city activity

enver’s office market is in

the midst of a construc-

tion boom the likes of

which have not been seen

in the past 25 years — over
5.6-million square feet of office
space development is underway,
according to CBRE Research. While
urban submarkets like Lower Down-
town and the Central Platte Valley
have hosted a large portion of this
growth, Denver’s office space boom
has not been limited to down-
town. Strong construction activity
is occurring in Denver’s suburban
markets as well, driven by robust
demand from key industries and
access to a deep and growing labor
pool.

In fact, construction activity in
suburban submarkets is outpac-
ing the development underway in
downtown Denver. These trends
reflect the same urban revitaliza-
tion efforts and subsequent eco-
nomic developments that have
transformed Denver into one of
the country’s most promising com-
mercial real estate markets over the
course of the last decade. A closer
look at the state of office develop-
ment across Denver’s submarkets
reveals how one of America’s hip-
pest urban cores has maintained
and expanded its unique appeal to
developers and employers alike.

« Union Station renovation sparks
development. It’s not uncommon for
urban revitalization to be anchored
by iconic architecture. Union Sta-
tion, located in the heart of LoDo, is
playing such a role by piquing the

interest of devel-
opers evaluating
infill opportunities
in Denver. Origi-
nally constructed
in 1881, Union
Station was once
a major center of
commerce prior to
the decline of pas-
senger trains fol-
lowing the end of
World War 1II.

Major renova-
tions completed
in 2014 helped put
Union Station back in the spotlight.
Sections of the terminal building’s
upper floors were transformed into
a 112-unit hotel. A light-rail station
and underground bus facility were
added to reposition Union Station
as a transit hub. Additionally, 22,000
sf of ground-level expansion provid-
ed Union Station with more space
to host independent retail stores
and restaurants.

Concurrent with the completion
of Union Station’s renovations, the
LoDo submarket began to experi-
ence an uptick in construction
activity as office developers recog-
nized the economic transforma-
tion taking place in Denver. Today,
almost 2 million sf of mixed-use
office building development is
under construction in LoDo and the
Central Platte Valley district. Major
projects include 1144 Fifteenth
(661,000 sf), 16 Chestnut (428,000 sf),
1401 Lawrence (311,000 sf), Dairy
Block (235,000 sf) and Riverview at

Hilary Barnett
Associate, advisory
& transaction
services, CBRE,
Denver
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Construction activity in downtown Denver and the surrounding suburbs

1700 Platte (210,000 sf).

Demand for new construction is
driven by existing Denver compa-
nies placing greater emphasis on
the office environment, meaning-
ful amenities, access and building
identity in order to better recruit
and retain employees. Likewise,
companies new to Colorado are
drawn to the downtown market
because of city’s high quality of life,
innovative culture, economic envi-
ronment and an abundance of top
talent.

» Office spaces head to the suburbs.
While office development continues
to ramp up in Denver’s downtown
submarkets, this growth actually
was outpaced in 2016 by construc-
tion activity in suburban neighbor-
hoods. Over 2.6 million sf of total
construction activity is underway
in Denver’s suburbs, led by the sub-
markets in the southeast. Major

AVISON

YOUNG

A Different Approach to Denver Commercial
Real Estate Solutions and Services

In a partnership focused on your strategic business objectives, Avison Young
delivers intelligent commercial real estate solutions that add value and build
competitive advantage for your enterprise.

Our office offers a full range of real estate solutions:

projects underway include Village
Center Station (306,000 sf), Gran-
ite Place at Village Center (300,000
sf) and INOVA I & II at Dry Creek
(211,000 sf and 235,000 sf).

Several factors encouraged devel-
opers to shift more focus toward
building office spaces in Denver’s
suburbs. Significant demand from
key industry sectors such as finan-
cial services, telecommunications
and health care, reflecting the mar-
ket’s deep and diverse labor pool,
has allowed companies to sup-
port a wide range of business lines
from one location. Additionally, as
a result of improvements made
to public transportation, Denver’s
urban core is better connected to
suburban submarkets, allowing
employers to access the region’s
available talent base of highly edu-
cated millennials. A

- Leasing and sales brokerage « Project and construction management

- Property management + Lease administration

Learn how our approach might help you at:

avisonyoung.com
We Have Moved:

1801 California Street

Suite 3750
Z BEST Denver, CO 80202
MANAGED P 720.508.8100

COMPANIES

Partnership. Performance.
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Today's low rates could be
gone tomorrow.

RETAIL | INDUSTRIAL | OFFICE | MIXED USE

Take advantage of the opportunity with Chase.

It's important to be ready to jump on opportunity, especially in the competitive
commercial real estate market. Let Chase help you keep your edge. Our dedication to
service, local market knowledge, competitive interest rates and expedited closings can
save you thousands and ensure you can act quickly and close deals as they occur.

Call me today! B

Sara Croot

Client Manager
(303) 512-1293 ' H AS E

sara.d.croot@chase.com

Credit is subject to approval. Rates and programs are subject to change; certain restrictions apply. Products and services provided by

as o JPMorgan Chase Bank, N.A. © 2016 JPMorgan Chase & Co. Member FDIC. All rights reserved 195990
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Boulder's office market continues in rts own bubble

eople joke that driving High-

way 36 can make one feel as

though he is entering a “bub-

ble.” This bubble encapsulates

the city of Boulder and brings
to mind the old saying regarding
Niwot’s Curse, which speculates that
once someone has entered Boulder, he
will be enticed by the natural beauty
and will never want to leave. The truth
is, Boulder has, in essence, created a
mini Manhattan - a city surrounded
by open space rather than water. Boul-
der is an island of land with no abil-
ity to sprawl outward and, due to the
city-imposed height restrictions, can’t
expand upward.

With these conditions, Boulder has
its own unique submarket, isolated in
its bubble from the rest of the Denver
metro market. Similar to the Denver
market as a whole, over the last few
years office vacancy has decreased to
an all-time, single-digit low.

Due to the lack of supply, office rates
also climbed to an all-time high. East
Boulder office parks, located outside of
central business districts, were sign-
ing leases in the $12- to $15-triple-net
range a few years ago. Today, they are
upward of $20 triple net. In the central
business district and downtown, office
rates were around $18 triple net. Today
they generally average $28 to $32 triple
net and have gone as high as $40 triple
net in a few rare instances. Also worth
mentioning, the average triple-net
range in downtown Boulder is $15 to
$16, bringing the all-in equivalent to
$43 to $48 full-service gross. This mar-
ket trend seems to support that the
Boulder bubble of Niwot’s Curse could
be true.

Bullish Boulder developers started

planning for new
office product just
out of the recession
in 2010, which was
well before the cur-
rent low vacancy/
high rental rate
atmosphere. Devel-
opers delivered four
additional office/
retail buildings

to the downtown
market, which was
orchestrated with
perfect timing.
These buildings — PearlWest on 11th
and Pearl streets, The Wencel Building
on 13th and Walnut streets, 909 Wal-
nut and 1738 Pearl - totaling approxi-
mately 300,000 additional square feet,
currently are a majority leased.

All this begs the question, will the
Boulder bubble eventually pop, and
can Boulder maintain this strong mar-
ket with $50 all-in for office space?
One must wonder, can Boulder keep
absorbing additional office square
footage?

With the change in the atmosphere
and the strength of the Boulder mar-
ket, we have seen many large com-
panies occupying chunks of space in
downtown boulder head elsewhere.
To name a few, Bing, New Hope Media
and Intermundo Media are moving
east or completely out of Boulder for
lower prices and easier accessibility for
their workforces.

With the success of the earlier office
projects and the high asking rental
rates, developers have been flocking
to Boulder to get in on the action. Cur-
rently there are about a dozen projects
under construction or in the planning

Angela Topel
Senior broker
associate, Gibbons
White Inc., Boulder
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Downtown Boulder office vacancy rates for the past year.

stages for an additional 1 million sf.
In studying current market condi-
tions downtown, CoStar shows a con-
tinuing strong office market with an
8 percent vacancy rate — a 4 percent
vacancy increase over the past year.
What CoStar doesn’t show in its
vacancy analyses is sublease space
due to it being “still occupied” or
“rent producing” space on the mar-
ket. There is about 120,000 additional
sf of office space being marketed as
sublease space in downtown Boulder.
This is another 5 or 6 percent of avail-
able office space. A 12 percent market
vacancy tells a different story.
Although the office market contin-
ues to feel strong, there is a softening.
If this vacancy level is maintained or
increases, the likelihood is that the $28
to $32 triple-net asking rate will adjust
downward somewhere between $5
and $7 per sf to entice those compa-
nies moving east to come back to the
downtown business district.

The new product in other parts of
town is underwriting the lower end
of the downtown rates to make their
construction numbers work. If down-
town office prices decrease, will people
choose to be in a new product in other
areas of town for equal rent or will
they move back downtown and will
the 1-million-plus sf all be built?

Ultimately, Boulder is still a bubble;
it is a mini Manhattan. Approximately
one-third of the new 1 million sf
of product is already spoken for by
Google. Other companies, large and
small, continue to seek out Boulder as
a fun and “affordable” option for the
same reasons as Google. If this contin-
ues to happen, this unique submarket
will continue to flabbergast investors
unfamiliar with this strong and bullish
market, and companies will continue
to pay $50 full-service gross for prime
downtown office space. Boulder likely
will become the Silicon Valley of the
mountain region. A
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While the Colorado Real Estate Journal continues to run an office news section in each
issue of the newspaper, Office Properties Quarterly features the most interesting
projects and people, trends and analysis, and covers development, investment, leasing,
finance, design, construction and management. The publication is mailed with the
Colorado Real Estate Journal newspaper, a 4,000-plus distribution that includes
developers, investors, brokers, lenders, contractors, architects and property managers.

@ Market Reports

@ Development &
Investment Updates

@ Design & Construction
Trends

@ Capital Markets

@ Corporate Real Estate
@ Legal Updates

@ and more
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READ THE NEXT EDITION:
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Wednesday, February 22
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Full Page $995
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Frequency Discounts Available.
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Denver strong for business despite challenges

hroughout 2016, the Denver
region received many acco-
lades, perhaps most notably
being named Forbes’ Best
Place for Business and Careers
for the second year in a row. As
someone who has lived and worked
here for 30 years, it wasn’t news
to me but, clearly, the secret is out
about our region.

Following are some of the factors
that make our metro area the best
place to run a business and to pursue
a career.

¢ A diverse economy. From aero-
space to agriculture, the Denver
metro area has solid footing in a
wide array of industries. Those busi-
nesses include sole proprietors (we're
home to the fifth-highest concentra-
tion in the country) and Fortune 500
companies (10 are rooted in Colo-
rado) alike, from startups to family
owned businesses that have been
around since the 1870s. And it’s not
just a strong business sector that
makes us successful; we have out-
standing research institutions, fed-
eral labs and educational institutions
that also drive our economic success.

« Location is everything. The central
location in the U.S. and the ease of
travel out of Denver International
Airport make Denver a no brainer
for business and conventions. When
you combine that ease of travel with
Colorado’s great outdoors, including
58 14ers and 25 ski areas, you get $19
billion in tourism and outdoor recre-
ation each year in Colorado.

* An educated workforce. The state
has the second-most-educated
workforce in the country with 48
percent of our adults holding at least

a two-year degree.
This highly skilled
workforce is what
attracts so many
companies to Colo-
rado. We also have
a higher median
household income,
$71,146, compared
to the national

Kelly Brough median income of
President and $55,775. Those sala-
CEO, Denver ries help create a

Metro Chamber of - great quality of life.
Commerce « Millennials

matter. You've no
doubt been talking about millennials
in your own business and for good
reason. Denver ranks third out of the
top 10 cities where millennials want
to move. Denver also ranks fourth for
millennials with at least a bachelor’s
degree - that’s 22.6 percent of people
working — and they are helping keep
our competitive advantage of a high-
ly educated workforce.

* Achievable work-life balance. More
than any other generation, millen-
nials place work-life balance as the
most important factor for choosing a
job. That’s no surprise, as the ability
to enjoy the outdoors or discover the
city has always been a selling point
for people who live and work here.
People care about health in Colorado.
We are the leanest adults in the
country and among the most active,
proving that citizens take time to
enjoy those great outdoors.

Areas for Improvement

Our greatest strength may be that
we are always looking at our weak-
nesses. At the Chamber of Com-

20 FE

-DTC-

5050 SOUTH SYRACUSE STREET

DENVER, CO 80237

\We also have a higher median
household income, $71,146,
compared to the national median
income of $55,775.

merce, we're working on ways to
improve these challenges. We are

as committed today as we were 150
years ago to help chart our course by
continuing to work on some of the
most critical issues of our day.

e A place to call home. The median
home price in the Denver area this
fall was $350,000, which is a 10 per-
cent increase year over year. Our
housing market continues to be the
most expensive noncoastal mar-
ket and is $127,000 more than the
national average.

Workers earning the current
median incomes can'’t afford to buy
a median-priced home, leaving many
out of the market. We will continue
to ask the state Legislature to address
this issue by creating a better process
to resolve disputes between builders
and condo owners. We also are work-
ing on strategies that can lower the
cost of building condos and assist
Colorado workers with down pay-
ments and loans.

« Sitting in traffic. When everyone
has good jobs, traffic can be bad. Traf-

LBEFL,

technology available.

t in architecture The OTC

(e no mistake: This isn't just

10 ther oﬂice building. It's a Class

S ﬂu@, 12-story office tower like

o other with beautiful lines and
amazing features. A visually stunning
mix of inspired design coupled with
the finest building materials and

WWW SOFIFTYDTC COM

= Class AAA Office
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+ 12 Stories. & sic
parking

+ 185 000 5F

« 30,500 5F column-f

{ t at 3. 55pa:e£
per 1,000 5F

INVERNESS

PROPERTIES
303.799.9500

fic congestion in Colorado costs driv-
ers $1.35 billion annually in delays
and fuel, which equates to an aver-
age of $913 per person in the Denver
area. In 2014, Denver drivers lost 49
hours due to congestion. While we
all agree this is a huge challenge,

we haven’t been able to get funding
to address road and bridge mainte-
nance for the entire state. We have
brought together the public, private
and nonprofit sectors to explore

the investments we should make in
transportation in the future.

» Homegrown talent. By 2020, 74
percent of our jobs will require some
education after high school. The state
is tied with Minnesota as the two
states requiring the most-educated
workforce. Today, only 28 percent
of Colorado’s students go to and
through post-secondary options on
time. We need to ensure our schools
prepare our kids for these opportuni-
ties. In addition, we started our own
workforce effort, the Denver Oppor-
tunity Youth Initiative to help prepare
our community. A

BILL WOODWARD | 7202748318
bwoodwardlinvemesspraperties com

For leasing

information
RAMDY SWEARINGEN | B03.521 7354

contact: PR N T S L TS SO
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CBRE knows office. Through our industry leading perspectives, scale and deep office
expertise, we deliver outcomes that drive business and bottom-line performance for
every Colorado client we serve. How can we help transform your real estate into real
advantage?

For more information contact or visit:

Pete Schippits, Senior Managing Director, Colorado Region

+1 303 628 1776 C BR E Build on
cbre.com/denver Advantage



http://www.cbre.us/o/denver/Pages/denver-commercial-real-estate.aspx
+1 303 628 1776
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Investor Insights

Why we are not buying office product in Denver

or many commercial real
estate investors, the ever-
evolving Denver market may
appear to be in its prime for
office properties. Topping the
Forbes list of best places for busi-
nesses and careers for the second
year in a row and still experiencing
a surging tech boom, an investment
in office properties seems likely
to pay off. However, there may be
cause for reconsideration. While the
business climate in Denver remains
strong, the market for commercial
office properties does not.

» New properties threaten invest-
ments. The current supply for office
properties in downtown Denver is
rapidly outpacing the demand. In
the first three quarters of 2016, we
saw absorption of 61,486 square feet
of new office space in the down-
town area.

Parallel to that, there’s currently
more than 2.1 million sf of office
space under construction, with
365,000 sf set to be delivered the
fourth quarter. That means in the
fourth quarter alone, almost six
times the amount of office space
absorbed all year will be delivered
to market.

Even with numerous companies
relocating headquarters to Denver,
the forecast for returns for commer-
cial office investors and developers
does not look strong. Furthermore,
the majority of new office construc-
tion in the downtown Denver area
is Class A, oversaturating that asset
class and market.

« Sublease availability soars. In
addition to all of the new office
construction coming on line, the

amount of sub-
. lease office space
available on the
market cannot

be ignored. Den-
ver has long been

a haven for oil

and gas compa-
nies and, with

the decline of

this industry, it is
unsurprising to see
that a majority of
the office sublease
space available is
from that sector.

What is surprising, though, is just
how much sublease space is out
there. Sublease availability remains
above 1.3 million sf in Denver, with
the energy sector accounting for
over 900,000 sf of it.

While it is good news that many
tech companies are moving to the
Denver area, it is unfortunate that
the space build out for a tech com-
pany differs greatly from that of an
oil and gas company. Tech compa-
nies tend to favor large, open work
spaces for their employees, while
the oil and gas industry is known
for a more traditional office setup
with individual offices. While many
subleases are offered at a discount
of normal lease rates, the tenant
improvements required to convert
an oil and gas office into a tech
office often offset any discount in
rent.

Between the 2.1 million sf of
office space under construction and
the 1.3 million sf of sublease avail-
ability, it’s hard not to see that the
office market in downtown Denver

Jason Shepherd
Co-founder, Atlas
Real Estate Group,
Denver

is entirely oversaturated. This is
good news for relocating companies
who are hoping to get affordable
lease rates, but for the Denver com-
mercial investor - not so much.

» What about co-working spaces?
In the midst of the growing office
market in Denver, co-working
spaces have established themselves
as the latest trend in office space.
Despite their recent popularity, an
investment in co-working spaces is
still fairly risky. Co-working spaces
are a relatively new concept, mak-
ing the long-term profitability of
this asset class still unpredictable.
As a real estate investor, vacancy is
your biggest cost and co-working
spaces are built around a short-
lease tenant situation, which leaves
a lot of vulnerability for vacancy.

Additionally, co-working spaces
serve a niche population right now:.
That’s not to say the market look-
ing for co-working space might not
grow and turn it into a stable asset
class but, for now, it’s too early to
tell exactly what the demand will
look like for the spaces in a few
years.

Lastly, many new co-working
spaces continue to try to “out cool”
each other, sometimes resulting in
making the space feel more like a
frat house and less like an office.
While these features might help
garner initial interest, they usually
do not help investors get a higher
return on investment.

 Growing business market, declin-
ing office value. Colorado is deemed
one of the best states for new entre-
preneurs. Many might argue that
absorption of vacant square footage

will increase due to businesses relo-
cating to or opening offices in the
Denver area.

In the Denver market, third-quar-
ter unemployment numbers were
strong, sitting at 3.6 percent. While
this is great news for residents
and the economy, it’s not neces-
sarily good news for commercial
real estate. With fewer people look-
ing for work, there are likely to be
fewer businesses relocating to the
area. Combine this, along with the
glut of new construction and sub-
lease availability, and you can see
why asking lease rates are on the
decline, resulting in low profitabil-
ity of commercial development for
office spaces in Denver.

« Not office space, not now. With
the business market and job market
both strong, Denver certainly will
continue to grow. While this paints
a rosy picture for the future of
office space, the reality is that the
amount of product on the market
already is outpacing the demand,
without even including the office
product under construction. You
don’t need to rely on reports and
statistics to see this; it’s right in
front of your eyes in many of these
gorgeous new office buildings with-
out lights on and no tenants in
place.

Next time you're driving through
downtown, take a look around at
these empty office buildings, fac-
tor in the new inventory coming
to market and decide for yourself
if investing in downtown Denver
office space is a good idea right
Nnow. A

Local Commitment. Shared Goals.  Superior Execution.

I

UNICO

Founded in 1953, Unico Properties LLC is a real estate investor and

full-service operator of office and mixed-use assets. Unico’s Colorado

portfolio consists of more than 2 million square feet of commercial
property in Denver and 1.4 million square feet in Boulder.

303.832.1660
AK@unicoprop.com

Austin Kane
VP, Regional Director

WWW.UNicoprop.com
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Denver, CO
$52,000,000 Permanent Loan
Life Insurance Company
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PETERK(ENSSEXFG.COM

Essex Financial Group

S

Civica Cherry Creek

Denver, CO
$33,700,000 Construction Loan
Life Insurance Company

- Recent Office Transactions

$10,700,000 Permanent Loan
Life Insurance Company

200 Fillmore
Denver, CO

JEFF RiGas PETER KEEPPER Coorer WiLLiams Mk |eFFaEs Ep Boxen MiCHAEL S zman Auex RiGss
PrESIDENT / PRINCIFAL Manacing PrINCIPAL Paincipa Preacieal Prcipa VP or Loan ProbucTion VP oF Loan PropucTion
(303} 843-0440 (303} B43-6002 (303) 843-4581 (303) 843-59220 (303) B43-9256 (303) 843-6015 (303) 843-4027

Essex Financial Group |

CWILLEAMSEDESSERPG, COM

401 17th Street, Suite 7

MEFFRIESENESSENEG. COM

EROXEREESSEXEG.COM

MEALTMAN B ESSEREG, COM

| Denver, CO 80202 | www.essexfg.com

ARGESENESSEXEG.COM
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Financial Market

Insights into financing Denver’'s office market

he election of Donald Trump

and signs that the country may

be heading toward an inflation-

ary environment have resulted

in a massive sell-off of govern-
ment bonds, creating a temporary
(hopefully) disruption in the capital
markets. As we've written in past
articles, the reactionary nature of the
capital markets to geopolitical events
has been exacerbated by the real-time
flow of information from all comers of
the globe.

The selloff has driven yields on the
10-year Treasury from 1.83 percent on
Nov. 7 to 2.39 percent on Dec. 5. The
50-plus basis point increase has sent
interest rate coupons on commercial
real estate loans skyrocketing with
lenders scrambling to understand what
will be the “new normal” for bond
prices in order to benchmark spreads
for the time being.

Denver’s office market has performed
well since 2011 with over 6.5 million
square feet in positive net absorption
and well over $10.5 billion in invest-
ment sales volume in the same time-
frame. Lenders and investors alike view
Denver as a solid office market due
to low unemployment rates and the
increasingly diverse tenant base. The
majority of investors acquiring office
buildings in Denver have utilized short-
term, floating-rate loans from banks
to execute their business plans, which
involve value creation by repositioning
and leasing up the asset.

Though lacking the interest rate
protection of a fixed-rate loan, 30-day
Libor - the most common index for
these loans — has moved only about
40 to 45 basis points from +/- 0.20 per-
cent to approximately 0.65 percent
over the last couple of years. The result

has been effective
interest rates in

the low 2 percent

to mid-3 percent
range, typically with
an interest-only
component, which
creates healthy cash-
on-cash returns and
helps to manage
coverage ratios dur-

Jeff Halsey

Vice president, ~ ing transition.
capital markets, Floating-rate loans
CBRE, Denver  glso offer the ability

to lend “good news”

capital toward ten-
ant improvements and leasing com-
missions that are accretive to the build-
ing’s value on a capitalized basis. Banks
have been the most abundant sources
of floating-rate capital, although there
has been a slight pullback due to
increasing regulations and exposure
issues as we move further into the cur-
rent cycle. Banking regulations have
introduced classifications such as high-
ly volatile commercial real estate that
aim to limit exposure to riskier projects.
At this stage in the cycle, ground-up
construction financing is as challenging
as it has ever been to obtain without
significant preleasing, lower loan-to-
cost requests or personal guarantees.

The benefactor of the recent hurdles

in the banking space has been the
independent bridge lender category
commonly known as debt funds. Simi-
lar to equity funds raised for the pur-
chase of real estate, these groups raise
capital from various sources to fund
loans for transitional properties. The
lack of regulations in this space allows
these lenders to offer high loan-to-cost
ratios (sometimes in excess of 80 per-
cent), generous interest-only periods

Offer your clients

office space
that grows

with them.

and the ability to
pursue nonstabilized
(sometimes vacant)
properties, all on a
nonrecourse basis.
The premium is
made up by charg-
ing spreads that typ-
ically are 100 to 175
basis points wide of
banks with effective
rates in the low 4

to 5 percent range.
The typical struc-
ture, similar to bank
loans, is a three-year
term followed by two one-year exten-
sions. Beyond the initial funding, debt
funds typically lend additional dollars,
covering up to 100 percent of the “good
news” capital for tenant improvements
and leasing commissions and, in some
cases, will contribute to a capital bud-
get. The sweet spot for these lenders
typically is above $20 million.

Long-term, fixed-rate debt is much
less common in the office space since
hold periods for office typically range
from three to seven years. The two
main lender categories in this space are
life insurance companies and commer-
cial mortgage-backed securities.

Life insurance lenders generally are
in high demand because of their favor-
able loan structures, low interest rates
and prepayment flexibility. Most of the
life companies have specific allocation
targets each year and can afford to be
picky, especially in recent years with
an abundance of activity in a strong
market. With more adversity to risk,
life companies typically shy away from
suburban office with the exception
being Class A assets with strong, stag-
gered rent rolls. Life companies favor

Brady O'Donnell

Executive vice
president, capital
markets, CBRE,
Denver

At North Forest Office Space, we make leasing easy.
We offer affordable lease rates and guaranteed pricing with no hidden costs and upscale amenities.
Your clients can lease what they need today, and then add space as they grow.

Professional, medical and dental space in Brighton, Commerce City, Westminster, Firestone & Thornton ¢ (303) 862-6367 ¢ northforest.com

core assets in high-barrier-to-entry
markets like the central business dis-
trict, specifically Lower Downtowrn/
Union Station, Cherry Creek and Boul-
der.

CMBS lenders create opportunities
for more leverage-sensitive investors
and can offer lengthy interest-only
periods that help maximize cash-on-
cash returns.

The Denver office market has had
a strong run over the last five years
and is still a favored market for lend-
ers. Some of the perceived threats in
the market are easily overcome with
an appropriate amount of research,
especially when comparing present-
day Denver to its past. Once considered
heavily dependent on energy-related
jobs, Denver’s economy has diversi-
fied over the last 30 years to the point
that oil and gas related jobs only use
approximately 5 percent of metro Den-
ver’s office space. While a large concen-
tration of this space is downtown, the
recent turn in oil prices suggest that
the worst is behind us.

Colorado’s unemployment rate sits
at a healthy 3.5 percent with an addi-
tional 63,400 jobs expected to be added
in 2017, according to the Colorado
Business Economic Outlook from the
University of Colorado Boulder. In the
wake of the Great Recession, people
have focused less on following their
jobs and more on location based on
quality of life. Employers have followed
suit, relocating and expanding in the
Denver market to tap into an excep-
tional, highly educated and abundant
labor pool. Denver’s office market likely
will continue to perform well over the
next couple of years because of the
improved fundamentals. A
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ACQUILAND LESLIE, INC 5158 PROVEN RESULTS

Affo.com IN REAL ESTATE CAPITAL MARKETS SOLUTIONS

Congratulations on a
tremendous career!

We have specialized in interlor architecture
for businesses and governmental entities since 1 986

35 years in commercial brokerage
with more than $10 billion in
investment properties sold.

Forinvestment sales, financing, distressed debt/REO, loan sales, equity recapitalization,
restructuring services or advisory services, contact HFF.

Eric Tupler Mark Katz Jordan Robbins Josh Simon Chad Murray
Debt & Equity Commercial Multi-housing Debt & Equity Commercial
Placement Investment Sales Investment Sales Placement Investment Sales
(303) 515-8001 (303)515-8093 (303)515-8010 (303)515-8002 (303) 515-8025
etupler@hfflp.com mkatz@hfflp.com jrobbins@hfflp.com jsimon@hfflp.com cmurray@hfflp.com

Brock Yaffe Leon McBroom Jeff Haag Kristian Lichtenfels Jules Sherwood Mark Williford
Debt & Equity Debt & Equity Multi-housing Debt & Equity Commercial Commercial

]
Placement Placement Investment Sales Placement Investment Sales Investment Sales
(303) 515-8034 (303)515-8008 (303) 515-8004 (303)515-8007 (303)515-8027 (303) 515-8032

, byaffe@hfflp.com Imcbroom@hfflp.com jhaag@hffip.com klichtenfels@hfflp.com jsherwood@hfflp.com muwilliford@hfflp.com

then create.

HFF DENVER | 1125 17th Street, Suite 2540 | Denver, C0 80202 | (303) 515-8000
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Thank you to our partners

G who supported the Swinerton
Foundation annual fundraiser RT E R H I P
at Unser Karting.

www. swinerfon.com/blog/the-swinerton-foundation

Proceeds from the event support the Community Food
Share and the Denver Rescue Mission.
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Mountain-Aire Mechanical LLC
Zimmerman Metals Inc.

Weifield Group Electrical Contracting
Biindage-Bone Concrete Pumping

AMI Mechanical, Inc.
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5/m & Operation
/

Facility Maintenance

~~ HVAC Maintenance & Repair

F

F

Building AuTomoyén & Fire Life

~ Energy & Project Serﬁces

Tolin Mechanical Systems Company

12005 East 45th Avenue
Denver, CO 80239
303-455-2825

service

Diffices in Shverthoene, Coloeado Springs, Fort Colling, Houstan, Dallas, Phoenix & Washirgion DO

every type, including:
¢ Airports

Facilities

Office Buildings

Retail Centers

L 2K 2R 2K 2N 2R K 2

For more information call

Lorie Libby at 303-901-9037

www.universalpro.com

¢ Corporate Campuses
¢ Distribution/Manufacturing

Government Facilities
Healthcare Facilities

Petrochemical Facilities
Residential Communities

Educational Facilities

m

Discover the
Difference

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

Universal
Protection
Service

eWork, Industry

One, Galvanize

and The Creative

Farm are just a

few of the co-
working offices — shared
working environments for
entrepreneurs and busi-
nesses - that have taken the
Colorado market by storm.
And it’s not stopping any-
time soon.

More than 40 percent of
American companies are
using or considering shared
workplaces, according to
a recent CBRE Group sur-
vey. Global office sharing
companies doubled their
membership from 16,000
members to over 40,000
internationally from 2010
to mid-2016, according to
WeWork.

Most recently, Bloomberg
reported that co-working
offices are no longer just for
small businesses, freelanc-
ers and startups. Giants
like General Electric Capital
Corp., Pepsi and Heineken
are joining the bandwagon
and leasing space in co-
working offices.

So this begs the question:
Is it a good idea to invest in
a co-working office space
or to start one? If you're on
the fence, there are a few
important things to con-
sider.

e Weighing the unknown.
Many co-working offices
have a unique business
model and can charge by
desk, private office or suite.
They can charge tenants
daily rates or monthly
leases, allowing tenants
more flexibility to come and
go, which makes projecting
occupancy rates difficult.
This is what makes financ-
ing co-working office spaces
a little tricky.

Do you know where
Colorado's top
companies go for
their commercial real
estate information?

Lending

Banks
have a bet-
ter under-
standing of
traditional
office
space. They
understand
what the
lease rates
should be,
how much
to allocate
for tenant
improve-
ment and
how much the expenses are.
It also is easier for banks
to predict occupancy rates
in traditional office spaces,
especially in buildings that
have stood the test of time.
With co-working, banks
must consider if this con-
cept is really here to stay
and if it will always be in
high demand. While some
suggest it will be, but the
truth is, we don’t know.

* Bigger net-operating
incomes. In many cases, the
net-operating income per
foot seems to be greater
than traditional office space
due to several reasons:

1. The load factor typically
is less, creating more leas-
able space.

2. Amenities in co-working
spaces are more desirable
for today’s workforce (e.g.,
outdoor patios, game rooms,
cafés, etc.), so tenants are
willing to pay a premium on
a per square foot basis.

3. Tenants also share costs
to have access to confer-
ence rooms, restrooms and
waiting areas, reducing
expenses for those operat-
ing costs.

4. Finally, in many circum-
stances, you won’t need to
invest in improvements or
changes for new tenants.

. g’ﬁ .
LS

| -~

Adam Sands
Senior vice
president of
commercial lending,
FirstBank, Denver

s the co-working office
7] space trend here to stay?

¢ Knowing the demand.
There’s no shortage of co-
work office spaces, especial-
ly in Denver. Some might
even argue this market is
saturated. Do your home-
work and find out if there’s
still demand in your com-
munity. Understanding if
other co-work spaces have
waiting lists or are fully
occupied is a good way to
start.

¢ Location is everything. To
make solid income, you’ll
want a co-working office
to be convenient, safe, easy
to find and have access to
parking and public trans-
portation. Some great co-
work office spaces work
best in spacious warehouses
or underutilized buildings
that are in the midst of the
hustle and bustle. Finding a
good location is going to be
strong determinant of your
success.

« Bring something unique
and desirable. I once read an
article about CoBoat, a float-
ing co-working space that
targeted techies and digital
nomads, while it boated
them around to some of
the world’s most desirable
islands. That takes it a little
too far, but you get the pic-
ture, right?

Some of the most suc-
cessful co-working environ-
ments offer highly desirable
items to their audience,
whether it’s access to
equipment and tech courses
for a nominal fee or ensur-
ing they have fully staffed
cafés, bars or in-house day-
cares for their tenants. Co-
working businesses that do
it right allow growing com-
panies to attract new talent
by offering a more social,
relaxed or energetic work
environment. A

Mﬁm\

COLORADO REAL ESTATE JOURNAL

(A,

THE COMMUNICATION CHANNEL OF THE COMMERCIAL REAL ESTATE COMMUNITY

SUBSCRIBE NOW!

NAME

COMPANY NAME

TYPE OF BUSINESS

ADDRESS

cTy

PHONE

Receive 2 issues every
month for 1 year for $85

Receive  issues every
month for 2 years for $155

Please include payment & mail to
Colorado Real Estate Journal
1600 Stout Street, Suite 1330
Denver, CO 80209

303.623.1148 @ FAX: 623.2917
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Rain or Shine

COLORADO’S LEADER IN
OFFICE MANAGEMENT

For thirty years, Griffis/Blessing has provided award-winning properly services
along Colorado’s Front Range. To learn more about our services, please visit
our website at www. GriffisBlessing.com.

Commercial Services Include:

* Accounting s IT Management
s Asset Management * Lease Administration
¢ Budgeting * Leasing Strategies

* Construction Services
* Consulting

* Maintenance/Technical Support
* Property Management

* Emergency/Crisis Response * Receivership Services

* Human Resources * Support Services

* Insurance/Legal Risk Management # Tenant Relations

102 North Cascade Avenue, Suite 550, Colorado Springs, CO 80903
Phone: 719-520-1234 = Fax: 719-520-1204
www.GriffisBlessing.com
5600 5. Quebec Street, Suite 141B, Greenwood Village, CO 80111
Phone: 303-804-0123

GRIFFIS B8 BLESSING

EASY TO
KNOW
WHAT'S
NEWS

P E-NEWSLETTER

Newly designed, mobile friendly and
delivered to you twice a month:

@ Links to our newest headline news

@ Fasy access to exclusive subscriber-only content

@ Featured articles about the latest industry news and trends

@ Hot-topic, sponsored content from our advertisers

@ One-click buttons to our website, and e-edition

@ Information about speakers, dates and tickets for CREJ conferences

SUBSCRIBE PP crej.com/enewsletter

Adolfson
& Peterson
Construction

| www.a-p.com

Al

fR Jin

we exist to build a better tomorrow
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n just a few short years, the co-

Owner Insights

modern co-working

Co-working space evolves to focus on communlty

working community in Denver

has developed into one of the

nation’s most robust. There are

co-working spaces seemingly
around every corner with more pop-
ping up every day. When Thrive first
opened its doors in 2010, the concept
of co-working was rather different
than the one seen today.

While the concept of co-working
remains communal at its core, co-
working has developed to meet
the growing needs of Colorado’s
co-workers. At first, traditional co-
working centered on people; today,
co-working centers on community.
Increasingly, the city’s co-working
ecosystem is concerned about loca-
tion, flexibility and community
when selecting a shared workspace
environment.

» Location. Location is crucial. We
have witnessed that a co-working
space’s location has a sizable impact
on the health of the community and
affects where people actually want
to get their work accomplished. A
shared workspace’s location needs
to be accessible to where commu-
nity members live, needs to have
the right vibe and needs to supply
access to eateries, bars and enter-
tainment options.

While working from home can
have its benefits - specifically, free-
dom and privacy — missing out on
some of the most crucial psycho-
logical aspects of productivity poses
a significant disadvantage. There
are far more perks being offered by
shared workspaces today than ever
before. Cultivating a warm, motivat-
ing and productive atmosphere is
crucial in meeting the needs of the

community. A
co-working space
with easy access
to parking, public
transportation and
nearby restaurants,
bars and other
cultural offerings
provides members
with additional
flexibility. Access
and location play
a sizable role in
meeting the grow-

Chad Johnson
Co-founder, Thrive
Workplace, Denver

ing needs of the developing co-work-

ing community in Denver.

» Flexibility. Flexibility is a neces-
sity for co-working spaces. Every
co-working space has a different
atmosphere, and the concept of co-
working remains relatively unknown
to a large percentage of the popula-
tion. Often, people don’t know what
they want in a co-working space,
so we offer the flexibility for them
to grow through memberships or
physical space. We have seen people
take months switching from pack-
age to package before they know
what option works best for them.
And then once they’re feeling com-
fortable, something happens — an
employee moves on, they’re forced
to hire additional employees, sales
don’t go as well as planned or their
company is acquired — and they are
right back at square one, trying to
figure out what works best again.

Offering flexible membership
options and not being afraid to alter
packages based on the needs of
members benefits everyone in the

co-working community. For example,

walls and spaces can be designed

- Real Estate Since 1955
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retail, restaurant,

~ FulleriReal’Estate takes great pride in the team of
- knowledgeable professionals we've assembled
~___to assist in your commercial real estate needs.
~\WE offer specialist in tenant representation, land,
industrial and investment real
estate. Reach us at (303) 534-4822 or visit our
website at www.FullerRE.com.

to be modular for reconfiguration,
expansion and contraction. We
have a coffee shop area that can be
changed into offices over the week-
end and vice versa.

A co-working space should offer
customizable packages that meet the
needs of each business and supply
a “work where you want” mentality.
Even if members have private office
space, ensure that they love to use the
mobile workspace as well as offering a
variety of conference room sizes and
configurations. The ability to adapt
to members’ needs is crucial in the
development of a co-working commu-
nity. Whatever a co-working space can
do to be flexible for its members will
be beneficial in fostering a friendly,
familial community.

Thrive Workplace
Flexibility is key for successful co-working spaces. Offering flexible membership options
and not being afraid to alter packages based on member needs benefits everyone in the
co-working community.

o Community. Community is one
of the most important values of co-
working and it remains one of the
hardest things to cultivate, because
there are so many attributes that
can impact the entire community.
The location, feel of the space, other
members, membership services and
networking opportunities are all
examples of the elements that make
up the unique communities at each
co-working space. We feel that you
have to adapt to the surrounding
neighborhood and members to culti-
vate a successfully community. Com-
munity is perhaps the most misun-
derstood value, as many co-working
spaces have differing views on what

Please see ‘Johnson,” Page 28
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#% Forward

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

1 Constructlonup

Excellence from Concept to Completion

www.i2construction.com (303) 574-1118
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info@

studio-collaborative.com | www.studio-collaborative.com
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Market Drivers

Education, engagement keys to keep CO ‘sticky’

e’ve all seen the numbers;
Colorado’s population grew
by nearly 102,000 people in
2015. Denver is the fastest-
growing major Ameri-
can city after Austin, Texas, and
ranked No. 1 in U.S. News and World
Report’s 2016 Best Places to Live and
No. 1 on Forbes’ list of best places
for business and careers in 2016.

Despite our booming population,
our unemployment rates remain
among the lowest in the nation at
3.8 percent, more than a point below
the 4.9 percent national average,
according to Bloomberg data. And
the outlook remains rosy. The Mile
High City is expected to add 130,000
net new jobs by 2020.

So how do we keep the streak alive
and ensure that Colorado remains
a great place to live for all of our
residents, as well as a continued
draw for business and investment?
And from a real estate perspective,
we must consider how we can keep
pace and create conditions for sus-
tained growth in the market.

As we look at market dynamics
and metrics such as gross metropol-
itan product, population growth, net
migration, unemployment, personal
income growth and housing permits,
there are a few key factors Colorado
needs to address if we want to make
the streak stick.

Address the “Colorado Paradox”

Denver consistently ranks among
the top metro areas for attracting
well-educated workers from out of
state. We recently ranked 16th out
of 150 large cities in the WalletHub’s
“2015 Most and Least Educated Cit-

ies” report.

The problem is,
we're not doing a
great job of sup-
porting that educa-
tional attainment
at home. While we
are in the top for
well-educated resi-
dents, we are 46th
in terms of the
percentage of those
born in Colorado
with bachelor’s
degrees or higher.
The fact that we attract well-edu-
cated workers but few of them are
actually educated in state is known
as the “Colorado paradox.”

The way we invest (or, more accu-
rately, don’t invest) in education
starting at the earliest levels may
have something to do with it. Colo-
rado ranks 47th in the preschool
poverty gap, according to stats from
nonpartisan educational activist
organization Great Education Colo-
rado. We rank a dismal 43rd in per-
pupil spending and 38th in spending
on education overall.

It’s not shocking then that the
Denver Business Journal reported
earlier this year that our state’s
public schools ranked 119 out of 150
large metro areas for school quality
and enrollment levels.

At the college level, the picture is
similar, and our booming economy
doesn’t seem to have translated into
education funding.

In fact, between 2008 and 2015,
per student appropriations fell 16.3
percent. Colorado currently ranks
46th in the nation in terms of state
funding support for higher educa-

Peter Merrion
Vice president,
JLL, Denver

tion, according to a study from the
Colorado-based State Higher Educa-
tion Executive Officers Association
and Illinois State University. Addi-
tionally, Colorado’s public colleges
and universities retain and graduate
students at below the national aver-
age rate, potentially indicating a
problem with college prep and readi-
ness among freshman.

Unless we address this paradox
and the pipeline problem we’re cre-
ating at home, it will be challenging
to continue to attract and retain the
educated millennial workforce, par-
ticularly as they look to raise fami-
lies of their own. From a real estate
perspective, this ultimately will
impact office-using jobs and leasing
volume.

» Continue fostering engagement. We
all know Colorado’s outdoor attrac-
tions are huge draws for tourists and
locals alike, but you may not have
guessed the state also ranks No. 1
in the nation for participation in
the arts, according to data from the
National Endowment for the Arts.
The industry represented $1.8 billion
in economic activity in 2015.

The impact of a vibrant arts cul-
ture can be hard to quantify in
terms of direct impact on the over-
all economic vitality of a city, but
we know that it can boost tourism,
build a sense of community, elevate
our national reputation and improve
quality of life among residents.

There also is strong evidence that
the young, well-educated workforce
who is attracted to Colorado is more
likely to value a vibrant cultural
scene. People ages 18 to 24 partici-
pate in the arts at higher rates than
older adults, according to the NEA

study, and higher levels of education
correlate with arts engagement.

Just as with education, in order to
ensure continued vitality, it’s impor-
tant that we look at how we’re sup-
porting culture and arts engagement
in the next generation. Children who
visited art museums are about five
times as likely to visit as an adult.

Supporting cultural engagement
and activity is part of creating a
great quality of life here in Colo-
rado now and for years to come. We
would be wise to remember that as
our population grows and continue
to support a robust arts and cultural
community.

e Invest in forward-thinking infra-
structure. Bloomberg recently cited
Colorado as a success story for infra-
structure spending. From Denver
International Airport to FasTracks,
from the National Western Center
to Brighton Boulevard, the state has
made and continues to make signifi-
cant investment in improving infra-
structure in Colorado.

Bottom line: If you build it, they
will come. Take Union Station, for
example. The initial $500 million
investment in the Denver Union
Station complex has yielded over $2
billion in private investment. That is
a massive multiplier that has led to
more jobs and an increase in com-
mercial space from apartments to
office buildings.

Recognizing the impact of infra-
structure investment, Gov. John
Hickenlooper recently said his
administration sees it as the central
element around which Colorado will
build its new economy.

Please see ‘Merrion,” Page 28

« Thinking as owners

= Responsive maintenance

Wheelhouse C

Wheelhouse Commercial Management 15 pa

«  Budget creation & monitoring .

» Accurate accounting and reporting .

WHEELHOUSE

COMMERCIAL MANAGEMENT

INTRODUCING WHEELHOUSE COMMERCIAL MANAGEMENT

Wheelhouse Apartments and its sister company, Boutique Apartments, are trusted multifamily management
names in the Denver Metro area, with over 100 buildings under management. Now we are applving our
expertise to the commercial property market.

Wheelhouse Commercial Management offers relationship-driven, insightful, innovative and technologically
based property management services that translate into very satisifed clients. We provide professional
expertise to office, industrial, retail, warehouse, and mixed-use properties.

«  Risk-mitigation strategies

Construction, renovation & TT management
« Repositioning strategies

Owner real-time report access, 24-7

Contact Brian Lantzy at 303.518.7406 or blantzy@wheelhousecommercial.com

t, Suite 500 = Denver, Col

1 of the Portus, Inc. family of companies including W

Commercial Property Management = Accounting # Asset Management
Construction Management e Strategic Planning

T

Managing your assets. Exceeding your expectations.

Wheelhouse Commercial Management is led

by a professional team known for exceptional
property management. Let us bring our
50 years of combined experience to your

commercial property.

We maximize your commercial property’s income and vahie through our proven approach:

Zvi Rudawsky, CPM*
Managing Member

Brian Lantzy
VP of Operations

Phil Hiemer, RPA, LEED*AP
VI of Properly Management

1= www wheelhousecomme

splhouse Apartments, Boutique Apartments, and Wheelhousa Construchion
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KEW owns and manages 1.2 million square feet
of quality retail, office, and industrial properties
in the Denver metro area.

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

CONSTRUCTION, INC.

Enjoy the Experience. Love the Results.

KEW

REALTY CORPORATION
(303) 329-8100 | kewrealty.com

Please visit our Website:

www.maxconstructioninc.com
(303)573-6294

SUBSCRIBE

Subscribers also receive

to Colorado’s
only commercial
real estate
newspaper

Published twice monthly (24 issues a year), each
issue includes 80+ pages of the latest news on
Colorado's vibrant commercial real estate market,
including Metro Denver, Boulder County/U.S.

36 Corridor, Larimer & Weld Counties, Colorado
Springs, Western Slope. Professional sections
include Finance & Appraisal, Law & Accounting,
Property Management, Construction/Design/
Engineering and Green Building.

quarterly publications and
special sections

Colorado Real Estate Journal Biweekly
Building Dialogue Magazine (4x Year)
Health Care Properties Quarterly
Retail Properties Quarterdy

Land & Development Quartery
Multifamily Properties Quarterly

Office Properties Quarterly

Property Management Quarterly

B Spotlight Sections each year

BONUS: Subscriber-only
digital access

® Eiweekly Email Newsletter

Features links to subscriber-only content
m Full Digital Access to Archives

Search by keyword or publication
m Digital E-edition

Flip through pages online
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Market Trends

Denver shores up in the face of lower oll prices

he remarkable Denver econ-

omy has been extensively

charted over the past several

years, with chronicles devot-

ed to the influx of capital
and talent. In 2016, for the second
year running, Forbes named Denver
as the best place for business and
careers in the U.S. and attributed
this recognition to the city’s reputa-
tion as a hot spot for millennial tal-
ent.

Denver’s boom has strengthened
its commercial real estate market -
from office and industrial to retail
and multifamily - buoyed by a 3.6
percent unemployment rate, the
lowest in the U.S., according the U.S.
Bureau of Labor Statistics.

Today, over 75,000 people live in
downtown Denver alone. Job num-
bers are at a historic high and are
expanding across almost the entire
spectrum - from leisure and hospi-
tality to construction to professional
and business services. The startup
community is building and tech
employment is growing; Moody’s
reports that 7.9 percent of the total
jobs in Denver are in the core tech
sector.

And all this growth has led to
infrastructure improvements. The
city has a dynamic and expanding
transportation system (FasTracks)
that recently opened a direct train
line from Denver International
Airport to Union Station, not only
connecting the airport with the
central business district, but also to
the city’s massive light-rail system
already in place.

This multibillion-dollar transit
expansion is one of the hallmarks of

this city’s exponen-
tial growth. Com-
panies and inves-
tors alike have
taken note of the
investment Denver
has made in itself,
creating ease with
which people can
and will navigate

Nicholas J. the entire metro
Pavlakovich ~ area. )

Vice chairman, The hub of this
Cushman & massive transpor-

Wakefield, Denver  tatjon system is

downtown Denver.
Currently, 88 total miles of rail con-
nect into downtown Denver. This
year alone brought transit from
DIA, Westminster, Wheat Ridge and
Aurora, all accessing the center of
downtown Denver. The efficiency
and mobility has permitted firms
— for the first time in my 30-year
career — to move from Boulder to
Denver. Additionally, the abundance
of labor provides employees the
ability to live, work and commute
into Denver’s CBD.

Denver’s sustained prosperity has
mitigated the impact of the slow-
down of one of its largest industries
- oil and gas.

Rising oil and natural gas prices
traditionally cultivated an active
job market in our city but there are
changes afoot. The plunge in oil pric-
es of the world’s major energy cities
has had a net-negative effect on the
world’s largest energy-producing
markets. As a group, these markets
are experiencing slower economic
growth, slower job creation and
weaker office sector fundamentals.
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The multibillion-dollar transit expansion of FasTracks is one of the hallmarks of Denver’s
exponential growth.

While office markets such as
Moscow; Aberdeen, Scotland; Cal-
gary, Canada; and Houston have
faced significant headwinds due to
the oil shock, our report “Occupier
Research Report, Oil: the Commod-
ity We Love to Hate,” indicates that
office markets in energy-centric
metros with more diverse econo-
mies, such as Denver and Dallas,
have held up much better in the
face of lowered pricing.

In the United States, which is
poised to surpass Saudi Arabia as
the top-producing country globally,
oil-centric markets led by Houston
and Oklahoma City register some of

the highest office vacancy rates in
the nation.

Denver has seen its office vacancy
rate improve from 12.8 percent mid-
2014 (when oil prices were booming)
to 11.4 percent mid-2016 (post-oil-
price correction). Since mid-2014,
the Denver office market has
absorbed 3.6 million square feet and
has seen rents grow by 13 percent.

Denver’s oil and gas industry
accounts for approximately 23 per-
cent of the office market within the
approximate 28 million sf of total
office space in the Denver CBD.

Please see ‘Pavlakovich,” Page 28
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Denver Commercial Coatings, Inc.

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

I: / \N O I:< A M A Interior/Exterior Tenant Rollovers
Caulking & Sealants Common Areas

Propertv Manadement Deck Coatings Hand Rails & Stairs
perty 9 Parking Garages High Rise Experts

A Commercial Property Management Company Waterproofing Design Consultation
providing landlords and tenants with the

personalized service you expect and deserve:

SERVICES: TENANT RETENTION:
® no start-up fee ® 24 hour emergency

* lease administration answering service

* rent collections ® genuine person to

e CAM reconciliations answer the phone

* timely response to
tenant concerns

Please contact us to arrange a time to discuss your
specific commercial property management requirements.

7790 E. Arapahoe Road, Suite 200, Centennial, CO 80112
Phone: 303-996-0690 ® Fax: 303-996-0645

www.panoramaproperty.com ® Don@panoramaproperty.com 303-861-2030 denvercommercialcoatings.com

CAM Services is Proud to Offer the Following Quality Services

e Power Sweeping e Signage Repair

e Parking Lot Sweeping e Curb & Sidewalk Repair

e Snow Removal e Parking Blocks

e Day Porter Services e Construction Clean-up

e Tenant Finish/Improvements e Water Damage Clean-up

o Interior/Exterior Building e Property Security
Maintenance e Temporary Fencing

e Power Washing e Barricades

e Power Scrubbing e Rubber Removal

e Fence Repair e Airport Services

e $10 Million Insurance e Event Services
Umbrella e Silt Fence

e Storm Water & Erosion e Fully Bonded
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and much more!
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Leasing Trends

Leasing to federal agencies just got easier

n the coming months, Denver

building owners will have the

unique opportunity to do busi-

ness with the federal govern-

ment as more than 1.4 million
square feet of leases are projected
to expire, creating a significant need
for office space in the downtown
core and throughout the Denver
area.

General Services Administration’s
Rocky Mountain Region 8 leasing
officials will start seeking those
office spaces in early 2017 as sev-
eral partner federal agency leases
are ending. GSA works with partner
agencies to identify and negotiate
leases to assist in meeting their mis-
sions.

GSA’s mission is to provide the
best value in real estate to govern-
ment agencies and to the American
people. GSA currently manages a
federally owned and leased inven-
tory of more than 374 million sf of
space across the country- more than
8.8 million of that in Region 8 and
5.5 million in the Denver metro area.

The upcoming lease expirations
for GSA’'s Rocky Mountain Region are
occurring over the next five years,
with a bulk of that in the next two
years. GSA wants to begin work-
ing with building owners who have
leasable space in order to make the
lease transitions as smooth and
seamless as possible for the partner-
ing federal agencies.

Providing cost-effective real estate
solutions for federal agencies some-
times means constructing a new
building or consolidating agencies in
existing federally owned space. But
often it means going to the market

and soliciting for

a lease. When GSA
takes this route,
the agency’s goal
is to seek ways to
maximize competi-
tion, meet agency
requirements and
reduce costs to
secure the best
value in the mar-
ketplace.

One of the most-
effective ways to
secure best value
is by soliciting for
leases with lon-
ger terms, where
appropriate. A
longer-term lease
often results in lower rates for the
government and, ultimately, taxpay-
ers. It also means the cost to make
the space occupiable (furniture, IT,
etc.) is partially contained within the
cost of the lease and partially borne
by the partner agency and is maxi-
mized since that investment can be
used for a longer period of time. For
these reasons, GSA has been work-
ing hard with partner agencies to
identify requests where longer-term
leases can be pursued.

To make it easier for building own-
ers to conduct business with the
federal government, GSA introduced
a web-based leasing tool and acqui-
sition platform called the Automated
Advanced Acquisition Program. The
AAAP was designed to consolidate
and streamline the leasing process,
making for a more efficient, trans-
parent process that also secures the
best value.

James Randle
Leasing division
business center

manager,
General Services
Administration,
Rocky Mountain
Region 8, Colorado
Springs
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The program speeds up the leasing process
by allowing building owners to submit
available space in the database one time
annually for consideration against multiple
requirements each agency has, in place of
every single leasing opportunity.

The AAAP will impact how the
GSA Rocky Mountain Region con-
ducts its leasing significantly by
transitioning the traditional pro-
curement approach to an electronic
platform that will serve as GSA’s pri-
mary vehicle to acquire office space.
With such a significant amount of
leases expiring in the Denver area,
GSA believes this tool will be invalu-
able to its leasing business partners.

The AAAP allows building owners
and their brokers to electronically
submit lease offers through the web-
site at https://aaap.gsa.gov. Awards
are made through AAAP to the low-
est-priced building that can accom-
modate the government’s needs in
terms of square footage, technical
requirements, length of lease term
and delineated area.

The program speeds up the leasing
process by allowing building own-
ers to submit available space in the
database one time annually for con-
sideration against multiple require-
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ments each agency has, in place of
every single leasing opportunity. GSA
then matches federal agency office
space needs to the inventory in the
database to identify the lowest price,
technically acceptable property and
other factors. The efficiencies cre-
ated by the AAAP are estimated to
reduce procurement times by three
to six months, delivering the needed
space to federal agencies faster and
initiating rent payments to building
OWTNers Sooner.

GSA’s Rocky Mountain Region leas-
ing team will be hosting an Industry
Day to inform the business commu-
nity about the new leasing opportu-
nities, describe the upcoming agency
lease needs in detail and explain
how the AAAP works. The event will
be held Feb. 7 from 10 a.m. to 12
p.m. (MST) at the Byron G. Rogers
Federal Building in Denver. For more
information contact AAAPManager@
gsa.gov or visit http://www.gsa.gov/
aaap.A
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WWW.Cre.org

(CRE THE COUNSELORS OF REAL ESTATE

THE PROFESSIONAL ORGANIZATON FOR THE MOST TRUSTED ADVISORS IN REAL ESTATE

Chair, Steve R, Letman, CRE

The Counselors of Real Estate is an international group of professionals who provide expert, objective advice on Consultus Asset Valuation, Inc

real property and land-use matters. The organization’s CRE Designation is awarded to only qualified members

and attests to their technical competence, analytical skill and superior problem solving ability in such areas as Vice Chair, Kenneth R. Gillis, CRE
asset management, workouts, litigation support, valuation, feasibility studies, and general analysis. For an Centennial Realty Advisors, LLC
international membership directory, contact the national office at 312-329-8427. To obtain expert services of a Treasurer, Ryan Toole, CRE

CRE, go to our Web page, www.cre.org, under Colorado members. Alterra Real Estate Advisors LLC

Secretary-Treasurer, TBD
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Michael Cahill, CRE ]. Mark Tobin, CRE
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Kenneth Gillis, CRE Marilee Utter, CRE
Steve L. Letman, CRE Russell L. Wehner, Jr., CRE
Mark Lee Levine, CRE John V. Winslow, CRE
John Meltzer, CRE Thomas H. Wootten, CRE

to Commercial Real Estate

& Data. Analysis. Decisions.
CCIM offers real estate professionals an
educated, deliberate process.

A Certified Commercial Investment Member (CCIM) is a
trained expert who is qualified to
analyze opportunities and assist clients in making
confident, informed choices.

Trust a CCIM to guide your real estate
decisions with a background of analysis and
experience.
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720-404-9872
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Create collaborative work enviranments with integrated technology

solutions from OfficeScapes and Steelcase.
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SCAPES

www.officescapes.com | 303.574.1115
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Design

Budgets drive how to
‘millennialize’ the office

t's pretty easy to “mil-

lennialize” the office,

at least when it comes

to design concept. Why

wouldn'’t it be? Millen-
nials are the most studied
and observed age group in
American history. Besides,
designers “ize” spaces for
myriad office cultures and
specialized industries every
day. That’s the essence of the
profession, after all. A com-
pany’s office design should
represent the culture and
drive the brand. Right?

Theoretically, yes. But the
budget also drives the brand
and drives it hard. Quite
often, the bottom line super-
sedes design intent, and the
challenge becomes not what
the client wants, but what
the client can afford. No
news flash there.

So for those clients who
don’t have the luxury of
huge tenant-improvement
dollars, any type of “izing”
can be a challenge. But there
are ways to adapt a smaller
budget to new space or
existing space.

* Yet another word about
the open-plan office. All mat-
ter of publications from the
nation’s preeminent daily
newspapers to the design
industry’s most esoteric
trade journals are still stuck
on the notion that millenni-
als thrive in a purely open-
plan office.

Not so. The “boundary-
less” workplace is as disrup-
tive to millennials as it is
to any other group. Indeed,
studies show that millen-
nials will use earbuds, seek
refuge in quiet areas of the
office and even leave the
space altogether to fend off
the relentless chatter of co-
workers. In fact, The Journal
of Environment Psychology
points to several recent stud-
ies that claim as much as 40

percent of
employees
in open
office envi-
ronments
- including
millennials
- clamor
for more
privacy,
are less
focused

on their
primary
work and
show higher levels of stress.
Clearly, even millennials
want barriers and boundar-
ies that offer alternatives

to the vastness of the office
without walls.

The answer, not surpris-
ingly, is a balanced office
that provides wide-open
workspaces with key
areas of collaboration and
enclosed quiet zones for
individual work, one-on-one
meetings and simple decom-
pression. The challenge is
getting there when money is
most certainly an object.

Starting from scratch with
bare space and a nearly
unlimited design budget is
surely the way to go when
planning a millennial-style
office. Of course, for the
vast majority of businesses,
this just isn’t going to hap-
pen. What of the small
firm with a modest tenant-
finish allowance relocating
to a new building? Or how
about the company that’s
ensconced in an existing
space, midlease, with an
influx of new employees,
all millennials? There are
options for this majority
that don’t require grandiose
design plans and the bud-
gets that go with them.

« Open design is flexible
design. Open-plan spaces
can take on any number of
characteristics but, in gen-

Abbey Lyon
Senior project
manager, Kieding,
Denver

eral, the most coveted seem
to consist of 12-foot ceilings
(or higher), exposed duct-
work, perimeter windows,
if available, very low or no
walls, and concrete slab or
other hard-surface flooring.
It costs approximately $20
per square foot to convert

a 10,000-sf office suite with
standard grid into what
most of us would term an
open-plan space. For ten-
ants seeking space in a new
building or in an existing
building with a landlord
willing to rip out the stan-
dard office grid, even a por-
tion of open-plan design
can suffice very nicely at a
fraction of the cost of open-
ing up - or building out - the
entire suite.

Limiting the amount of
open square footage with-
out a suspended ceiling
grid certainly will minimize
noise from the suite’s heat-
ing, ventilating and air-con-
ditioning system and other
sources while providing
aesthetic appeal from var-
ied ceiling heights. Adding
accent and indirect lighting
in a limited open-plan space
can boost design appeal
significantly while saving
money on the overall infra-
structure budget.

A human resources online
magazine recently noted in
a piece about millennial-
izing the office that a “spare
conference room” could
be used as a “war room”
or other gathering area in
which to bounce around
creative ideas. Spare confer-
ence room — who has those?
It’s a nice notion, but that
kind of square footage is just
too valuable to cast off as
“spare.”

A more likely scenario
could involve the demolition

Please see 'Lyon,” Page 28
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Ron Johnson

The design of this millennial-style Denver office space couples a small sit-down kitchen area with an
expansive and colorful multiuse break room, including vending machines, flat screen, soft seating and bike

rack.
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SEAWELL GRAND BALLROOM, DENVER CENTER FOR THE PERFORMING ARTS
14TH AND CURTIS STREETS | DENVER

4:00 pm Doors Open! Registration and Networking
4:30 pm Awards Program
6:30 pm Awards Reception, After Party Begins!

Join NAIOP Colorado as we celebrate the 30th Anniversary Awards of Achievement event, honoring the "Best
of the Best" in Colorado's Real Estate Industry for 2016 on Thursday, February 23, 2017 at the Denver Center
for the Performing Arts in the Donald R. Seawell Grand Ballroom.

This year’s awards event will include live music entertainment, diverse guest presenters, mixed media
delivery, plus celebratory cocktail reception immediately following the awards presentation!

Award nomination forms are available on the NAIOP-Colorado.org website.
The deadline for all nominations in Broker, Developer and Other categories is Wednesday, January 11, 2017.

AWARD CATEGORIES INCLUDE: + Industrial Development of the Year
« Industrial Broker of the Year « Multi-Family Development of the Year
« Investment Broker of the Year « Deal of the Year
« Office Broker of the Year - Team + Innovative Project of the Year
+ Office Broker of the Year - Individual « Capital Markets Team of the Year

» Lland Broker of the Year » Sherman R. Miller Trailblazer Award

+ Multi-Family Broker of the Year + Member of the Year
. Retail Broker of the Year - Developing Leader of the Year

. Legacy Broker « James T. Brubaker Legislative Award

« Office Development of the Year + Presidents Award
« Award of Excellence

Visit NAIOP-Colorado.org/Awards for more details and Nomination Forms.

TABLES AND TICKETS:
Individual Tickets, Half and Full Tables are NOW available for purchase! Registration includes pre-function
refreshments, post-awards cocktail reception and after party with live music, heavy hors d’oeuvres and open bar!

« Upgrade to Premium Table, receive Cocktail Service throughout the Awards Program!
« Reserved Tables include pre-set Wine and Beer!
« Sponsorship and Marketing Opportunities Available—uvisit our website for details.
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1.4 million and 1 million available
in these markets, respectively, that’s
the equivalent of 2.6 percent and 1.5
percent of the total respective space.
“So it’s material, but it’s not earth
shaking,” he said.

Another important key to under-
standing the current sublease market
is identifying the main industry - oil
and gas companies — subleasing space
downtown. Unlike the previous oil
bust of the 1980s, downtown Denver
now enjoys a diversified business
market, with oil and gas accounting
for about 20 percent of downtown
office market tenants. However, due
to the drop in oil prices, these tenants
now make up about 60 percent of the
available sublease space in the down-
town market, totaling almost 900,000
sf of available space, said Holm.

Further, of that sublease space, oil
and gas firms make up four of the top
five largest blocks of available space,
which equals 52 percent of the entire
sublease space available, said David-
son.

Of these four major sublease spaces
— two are 100,000 sf, one is 230,000 sf
and the last is 50,000 sf - all but one
have four to five years remaining on
their leases.

“The largest sublessors downtown,
representing 60 percent of the oil
and gas sublease space, are all credit
users, so these are not people who are
going to default,” Holm said. “They’re
going to continue to pay the rent and
landlords will continue to collect, and
while those companies may sublease
their space at a discount, the over-
all impact on the market is muted
because they’re not a risk of default.”

The SES market’s sublease space
is spread across industries, which
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appear to result from a combination
of factors without anything in particu-
lar leading the way, Holm said.

Potential Relief

There has been some activity
backfilling this sublease space by a
few oil and gas firms that are taking
advantage of the current market and
expanding. Law firms and profes-
sional services also are a natural fit
for the space configuration, but it’s

hard to point to one specific industry
that is gobbling up the spaces.

Thanks to Denver’s diverse econo-
my, there’s a variety of potential ten-
ants, ranging from tech to health care
to finance and advertising to food
services, that could be interested,
said Lee.

“This is the best-valued space in
downtown, because you're going to
be in the $45- to $50-per-sf range on
space in Central Platte Valley or LoDo

for new construction,” Lee said. “This
space can come in at 50 to 60 percent
of that cost, so it’s really where the
value is. The question is, is the fit
appropriate?”

There are two major challenges
when filling sublease space: configu-
ration mismatches and timeline mis-
matches.

A user must be willing to use the
space in its existing configuration.
The sublessor does not want to

trees prot
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invest more money into the space
because he already is trying to miti-
gate a losing situation, Holm said.

“Finding a user who can use the
space the way it is can be hard,” said
Holm. “If you have a tech firm and
you're subleasing oil and gas space,
which is all hard offices, that’s a mis-
match - it doesn’t really work.”

Aside from the floor-plan configu-
ration, the type of building itself can
present challenges. The majority of
these spaces are found in traditional
1970s and 1980s vintage buildings
that may not be appealing to every
company, Davidson said.

Tenant improvement allowances
from sublandlords can help get deals
done as can in-building amenities,
said Davidson. And the location is
critical.

If you're a company subleasing
5,000 to 10,000 sf of open-planned,
brick-and-timber space in Lower
Downtown, your space will probably
be picked up quickly and at rates
north of $30 a sf because options are
extremely limited, Davidson said.
However, if it’s a larger space that’s
office intensive, located in the down-
town core, even at a price of $15 a sf,
that space could sit vacant for a year
or two, Davidson said.

The second common mismatch is
in term requirements - i.e., a sub-
lease space has three to four years
left on the term, but the interested
subleasee only needs it for a year and
a half. Some of these deals get done,
but it’s challenging, Holm said.

With these two hurdles in mind,
the ideal tenant must be a company
that has a short-term need and
can make the existing configura-
tion work, such as a company that
is moving to the market or needs to
expand quickly, said Holm. For these
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reasons, it isn’t surprising that much
of the available sublease oil and gas
space hasn'’t subleased.

“Some of these sublease spaces,
these bigger blocks, have been sit-
ting for a while,” said Lee. “But that’s
going to change in 2017 for the fol-
lowing reasons: we've bottomed on
oil and gas, where the price is right
now; most of the space that’s coming
back to the market has come back in
2015 and 2016 - that doesn’t mean
that there couldn’t be some more iso-
lated situations — but most of the oil
and gas space that’s going to hit the
market has; and I predict that by the
end of 2017, the amount of sublease
space downtown will be cut in half.”

Additionally, relief will be aided by
the fact that 1801 California is now 95
percent leased, which had been the
gorilla of the downtown market for
the last five years because it always
had available space, he said. Many
of the new builds are leasing up, and
demand to be located downtown
and the allure of downtown’s ameni-
ties have never been stronger. This
means that for tech or other growth-
oriented tenants, there will be fewer
options, he said.

“Who are the next tech tenants
that need 30,000, 40,000, 50,000
or 60,000 square feet?” Lee asked.
“Where do they go? I think they go
where there’s value.” They’ll also be
attracted to the flexibility and shorter
lease term options. “The relief will be
coming, for the most part, from val-
ue-oriented tenants who can'’t find
growth in new product.”

Holms disagrees about immedi-
ate relief coming in 2017. “I think it
just takes time to work the sublease
space down; you've got to go through
the transition,” he said.

He anticipates oil and gas firms

{1 .

*See all rules and regulations at coloradosymphony.org/raffle. Raffle License No#2016-09939 Raffle ticket is not tax deductible: Fur'ld'réﬁ’ser for the Colorado Symphony

Association. Presence not required to win. Winner of all prizes subject to taxes, including federal, state, and local income taxes.

Market Update

December 2016 — Office Properties Quarterly — Page 27

PROFILE OF
SUBLEASE
AVAILABILITY

SHARE OF \f
OCCUPIED SF

OIL & GAS . OTHER INDUSTRIES

SOURCE: CERE RESEARCH, FEBRUARY 2016,

CBRE
Oil and gas firms make up disproportional share of downtown’s sublease space.

are likely to remain static through
the foreseeable future and wonders
where we are in the overall busi-
ness cycle, which has been enjoying
expansion for about seven years. If
something happens in the economy,
the sublease space could get worse,
not better, he said.

“I'm not saying that’s going to
happen - it’s just a question, and
I'm pretty sure I'm not the only one
thinking about it because of where

we are in the cycle,” he said. The
impact coming from the unpredict-
able political situation also adds to
the unknowns.

“So no, I don’t really see anything
on the horizon that’s going to all of a
sudden fix the sublease situation,” he
said. “It’s just going to have to work
itself out over time and we all have
to cross our fingers that something
doesn’t happen in the economy that
actually makes it worse.” A
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Johnson

Continued from Page 16

formulates a great community.

Additionally, it’s important to create
a support system for your community
through educational opportunities,
partnerships and access to benefi-
cial tools. For example, we recently
partnered with the Founder Institute,
a business incubator, entrepreneur
training and startup launch program,
and we partner with Rockies Venture
Club and Venture Zone to offer entre-
preneurs resources for funding, net-
working and collaboration.

In the end, the shift away from indi-
viduals and toward community has
changed the concept of co-working in
Denver. In order to meet the growing
needs of this burgeoning community,
co-working space managers and own-
ers need to look toward ideal loca-
tions, formulate flexible workspaces
and cultivate a supportive community
to allow for a co-working space and
its members to thrive and succeed. A

Thrive Workplace

Community is perhaps the most misunderstood value, as many co-working spaces have differing views on what formulates a great

community.

Merrion

Continued from Page 18

So what does that look like? What
essential structure is Colorado or
Denver still missing, and what does
the next generation need and want in
the way of infrastructure?

Evidence suggests that cities that
attract and retain residents increas-

ingly are going to be those that
support multimodal lifestyles with
multiple transit options. That means
a greater focus on moving people vs.
moving cars.

A 2013 American Public Transpor-
tation Association study found that
nearly 70 percent of millennials use

multiple travel options several times
each week. This 18-34 age group
cares less about how they get from A
to B than the efficiency and practical-
ity of the solution.

By supporting alternative transit
options, such as biking — in which
Colorado will invest $100 million over

four years - car- and ride-sharing,
and pedestrian-friendly streets, we
can improve mobility and address
traffic congestion (a major concern
for any rapidly growing metro) for
significantly less in the way of invest-
ment compared to traditional car-
based infrastructure. A

Pavlakovich

Continued from Page 20

In 1986, downtown Denver’s oil and
gas companies accounted for 47 per-
cent of the office tenancy and most
exited the marketplace overnight,
creating a glut of office space and a
virtual ghost town for a number of
years. The price of a barrel of oil at the
time was $9 and over 65,000 people
moved out of Colorado that same
year.

Today, oil and gas firms have put
only approximately 924,000 sf of sub-
lease space on the market. The oil and
gas sublease space has been slow to
move due to preferences for an open-
plan layout within the very active,
creative and tech-user market that
continues to migrate to Denver’s CBD.

The Occupier Research report states
that, barring a production freeze
or unforeseen event, oil prices are
expected to remain below $60 per bar-
rel through 2017, and most experts
forecast below $70 through 2020. The
impact of a protracted low-oil-price
scenario is mixed: energy-producing
regions struggle while consumers and
nonenergy producing markets benefit.

While the positives from lower
oil prices outweigh the negatives in
terms of impact on global economic
growth, the effects on the office mar-
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Companies and investors alike have taken note of the investment Denver has made in itself.

ket are more of a mixed bag, accord-
ing to Kevin Thorpe, Cushman &
Wakefield’s global chief economist.
Most energy-producing office mar-
kets have seen economic slowing and
lower occupancy levels, while stron-
ger consumer spending has boosted
occupancy virtually everywhere else,
he said. For occupiers, the prolonged

oil price rebalancing will create effi-
ciency and cost-saving opportunities
in some markets, but rental pressure
in others.

Layoffs within the energy sector
were prevalent for a few quarters, but
even that area has stabilized more
recently. In spite of the recent pull-
back of oil and gas prices, the 924,000

sf of sublease space pales in compari-
son to the growth we have seen from
other industries.

Denver is supported by several
thriving industries - tech, tourism,
professional services - that have seen
year-over-year rent growth acceler-
ate to 7 percent in the second quar-
ter of this year.A

Lyon
Continued from Page 24

of one or two existing hard walls that
yield two or four multiuse “focus” or
“huddle” rooms within the suite. The
demo cost usually is manageable,
and enclosed or even semi-enclosed
spaces like these could accommodate
small-group meetings or designated
quiet areas.

The liberal use of color and alter-
native seating have been millennial
hot points since the term was coined
and, compared to major construction
within the suite, these add-ons are
both economical and effective. This
could begin with paint and carpet,
which are considered tenant finish
basics, but also transformative with a

low price tag.

» Group spaces are happy spaces.
The all-company or “all-hands” area
is, by nature, an open zone in the
office, which can see double or triple
duty as work, play and break space.
This type of area can act as an open
canvas in which structure and orga-
nization are not primary issues. That
is, all-hands space can define what a
small company with limited resourc-
es can do to embrace the millennial
culture, which prioritizes a spirit
of community, collaboration, work,
health and relaxation all happening
at the same time.

This space might include a mix of
hard and soft seating, lounge-style

tables, stools, sofas and mobile soft-
sided “bleachers” in vivid colors. With
nifty design and smart furniture
choices, even very small offices can
adopt a space like this when both
square footage and funds come at a
premium.

Similarly, a company’s commit-
ment to a healthy workplace does not
have to include a dedicated fitness
room within a suite or even within a
building. Sometimes a combination
of healthy snacks, a break space and
a bike rack, for example, are enough
to assure all employees that an active
effort is being made to support their
collective wellness.

One metro Denver building owner is

employing “bike labs” in its remodel
budgets. In addition to the bikes
themselves, the space is outfitted
with tools and parts when on-the-fly
repairs are required.

For tenant spaces, even as little as
150 sf of dedicated wall racks and
vertical storage can satisfy the mil-
lennial preference for bikes over cars.
Again, although sacrificing valuable
square footage, simple bike racks and
storage are cheap ways to advance
one very important method of
employee-based wellness. It’s a rela-
tively small dollar commitment on
the part of the business owner that
can reap significant benefits in good
will. A
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Certified Commercial Investment Members, or CCIMs, are accomplished
professionals who provide advanced training and market expertise to give
you a skilled analysis of your opportunities, whether you own, lease or invest|
in commercial real estate. CCIMs are backed by an exceptional education in

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

Discover why only 5 percent of all commercial real estate

professionals hold the

elite CCIM designatio

Bob Behrens, CCIM
Re/Max Commercial Alliance
1873 S. Bellaire Street, Suite 790
Denver, CO 80222
303-885-6266
denverccim@earthlink.net
Brokerage, investment analysis

Barry B. Bounds, CCIM
KW Commercial Real Estate, LLC
1777 S. Harrison Street,

Suite 1100

Denver, CO 80210
303-377-3535
bounds@kw.com

brokerayge, leasing, investment
analysis

Mark Bradley,
CCIM, SIOR

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

Brad Cohen

Managing Director
Transwestern

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

D. English, CCIM,
CIPS, MIPH

Real Estate Partners

4610 S. Ulster Street, Suite 150
Denver, CO 80237
303-680-3344
denglish@REP-Intl.com
Brokerage, Leasing, Investment
Analysis, Health Care
Consultation

Jan Friedlander, CCIM
Friedlander Commercial Real
Estate, LLC

30 Albion Place

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

Jeff Hale, CCIM, CPM
Hale Commercial Properties
604 Remington Street, Studio 7
Fort Collins, CO 80524
970-310-9435
haleprops@msn.com

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

Jake Hallauer

Chrisland Commercial Real
Estate, Inc.

3665 John F. Kennedy Parkway,
Building 2, Suite 202

Fort Collins, CO 80525
970-663-3150
JakeH@ChrislandCompanies.com
Specializing in brokerage,
development, investment analysis,
consulting, leasing and site selection.

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

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

Tony Hemminger,
CCIM, EMS

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

80112

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

William M. James,
MAI, cCiM

James Real Estate Services
90 Madison St., Suite # 403
Denver, CO 80206
303-388-1100

Valuation & investment
analysis

Edwin Kanemoto, CCIM
RE/MAX Traditions
Commercial Division

2204 18th Avenue

Longmont, CO 80501
720-583-3930

Brokerage, leasing, investment

Ken Kanemoto, CCIM
RE/MAX Traditions
Commercial Division

2204 18th Avenue
Longmont, CO 80501
720-583-3930

Brokerage, leasing, investment
analysis, valuation

William Lawrence, CCIM
Transwestern

4643 S. Ulster Street, Suite 300
Denver, CO 80237
303-639-3000
bill.lawrence@transwestern.net
Development services

Mark Lee Levine, CCIM
University of Denver

2101 S. University Blvd. Suite 387
Denver, CO 80208
303-871-2142

Director of The Burns School

David K. Martin, CCIM
Martin Company

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

Rebecca B. Martin,

CCIiM, MBA

RBM Real Estate Solutions

1120 Lincoln Street, Suite 1607
Denver, CO 80203
303-455-0600 ext. 1
rmartin@pcreco.com

Retail brokevage, investment
analysis, professional property
management.

Brian McDonald, CCIM,
MS-RECM

First American Title Insurance
1125 17th Street, Suite 750
Denver, CO 80202
303-876-1141
brianmcdonald@firstam.com
Colorado & National commer-
cial title & escrow services.

Gail L. Mead, CCIM, CIPS
Colorado Commercial Real
Estate Professionals

1600 Broadway, Suite 1600
Denver, CO 80202
303-933-0744
gail@ccrepros.com

Brokerage, Sales & Leasing,
Receivership Services

Daniel A. Molello,
CCiM, CPM

Jones-Healy, Inc.

119 W. 6th St.

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

Steve W. Moyer, CCIM
Landmark Western II

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

Investment sales, retail leasing,
site selection

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

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

Darren Nakos, CCIM
Landmark Real Estate Group
P.O. Box 630

Frisco, CO 80443-0630
970-668-1430
dnakos@landmarkregroup.com
investment analysis, consulting,
[financing, development

John V. Propp, CCIM
John Propp Commercial
Group

6565 S. Dayton Street, Suite
3000

Greenwood Village, CO 80111
303-692-1816

Investments, 1031 exchanges,
professional property management,
veceivership services

Don Rulle, CCIM
CCIM, CRB, CNE, GRI

ePRO eCertified

Re/Max Traditions Commercial
2204 18th Avenue
Longmont, CO 80501
303-772-3800 ext. 110
donrulle@outlook.com

Site selection, development, brokerage,
leasing, valuation, investment analysis

Eric B. Rutherford,

MBA, CCIM, GREEN
Wright Kingdom

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

Karen Setterfield,

CCIM, CNE, MBA
Setterfield & Bright

Aspen Real Estate Brokers
407 South Hunter St., #3
Aspen, CO 81611
970-920-1833
www.aspenreal.com

Investment sales and revoil leasing

Daniel V. Sheehan, CCIM
Senior Vice President
Commerce Bank

216 16th Street, Suite 1400
Denver, CO 80202
303-214-5415
daniel.sheehan@commercebank.com
Specializing in construction &
term financing for all types of
commercial veal estate.

Richard Thal, CCIM
EGG Commercial Real Estate
6136 S. Fulton St.
Englewood, CO 80111
303-902-0788
eggcommercial@msn.com
full-service brokerage, buyer &
seller representation,
investments

Jim Vetting, CCIM, GRI
Wheeler Management

Group, Inc.

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

Todd Walsh, CCIM
BOOM Properties

840 Pearl Street

Boulder, CO 80302
303-444-5040
todd@boomboulder.com
Commercinl Leasing & Sales,
Investment Properties, Boulder
County Specinlist

Patricia M. Wassik,
CCiM, CPM

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

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

Russ Wehner, CCIM,

MAI, CPM

Russ Wehner Realty Co.
280 S. Madison St.

Denver, CO 80209
303-393-7653

Brokerage, property manage-
ment, consulting, investment
analysis

Tracy Wilkes, CCIM,
CcPM

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

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


mailto://denverccim@earthlink.net
mailto://bounds@kw.com
mailto://mbradley@realtec.com
mailto://brad.cohen@transwestern.net
mailto://denglish@rep-intl.com
mailto://janfriedlander@comcast.net
mailto://haleprops@msn.com
mailto://jakeh@chrislandcommercial.com
mailto://ghamilton@ccim.net
mailto://tony@westinvestnet.com
mailto://bill.lawrence@transwestern.net
mailto://martin_realestate@msn.com
mailto://rmartin@pcreco.com
mailto://brianmcdonald@firstam.com
mailto://gail@ccrepros.com
mailto://dmolello@jones-healy.com
mailto://rc.myles@cushwake.com
mailto://dnakos@landmarkregroup.com
mailto://donrulle@outlook.com
mailto://erutherford@wkre.com
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mailto://eggcommercial@msn.com
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-

AVISON
YOUNG

Avison Young
Meredith Ford e Louis Lazo

BRC Real Estate
Michael Bright

Jllly CUSHMAN &
s25' WAKEFIELD.

Cushman & Wakefield

John Ash e Rob Bain e Stockton Baker
Dan Beer e Nathan Bradley

Matthew Gautreaux e Whitney Hake

Brian Huff e Robert Knisley

Andrew McCabe e Dan Miller e Bill Lucas
Nicholas Pavlakovich e Ryan Stout

Todd Wheeler e Zach Williams e Doug Wulf

Keys Commercial

Keys Commercial Real Estate

Geoffrey E. Keys e Ronan B. Truesdale
Rodney D. Foster

CBRE

CBRE - Brokerage

Lee Diamond e Doug Bakke e Mitch Bradley
Dave Buck e Sergio Castaneda

Hadley Cox e Matt Flaherty eFrank Kelley
John Marold eJohn Miller e Chris Phenicie
Joe Serieno e Richard Damm

Frederic deLoizaga e Blake Harris

Todd Papazian

DEAN CALLAN &
COMPANY, INC.

Dean Callan & Company -
Brokerage
Brit Banks e Hunter Barto

Dryden Dunsmore ® Becky Callan Gamble
Beau Gamble

LEE &
ASSOCIATES"

COMMERCIAL REAL ERTATE SERVICES

Lee & Associates
John Bitzer e J.R. Bitzer

LINCOLN
PROPERTY
COMPANY

Lincoln Property Company
Scott Caldwell  Mark Dwyer

Mark Homlish e Tucker Helmus
Giles Conway

Colliers

INTERMNATIOMAL

Colliers International - Brokerage
Brad W. Calbert e Robert M. Whittelsey, SIOR
Jason Sheehy e Jonathan Jones

Chris Wiley e Matthew Ball e Katy Sheehy
Chuck Zeman e Phil Sweeney

David Morrison

- LM ME R C. 1AL

Dunton Commercial Real Estate
Company - Brokerage

Paul Roberts e Louis Lee

Charles Nusbaum e Chris Vincent
Danchen Astle e Sofia Williamson

Marcus g Millichap

Marcus & Millichap
Barry Higgins e Brian C. Smith

i)

EGG Commercial Real Estate
Richard Thal, CCIM

MARTIN COMPANY
COMMERCIAL REAL ESTATE

Martin Company Commercial
Real Estate
David K. Martin

i

COLORADC COMMERCIAL
COMPAMIES

Colorado Commercial Companies
Natasha K. Felten e Jon Ungar

Front Range Commercial
Mark Cartier e Robert Nolette

MAiHighiand, LLC (27t

NAI Highland, LLC

Brendan Clarke e Paul Engel

John Onstott e Jim Spittler ¢ Mike Suggs
Frank Tuck

Colorado Group, Inc.

Gary Aboussie ® Wade Arnold

Audrey Berne e Darryl Brown

Jessica Cashmore e Susan Chrisman

Scott Crabtree e Paul DiBona

Jorge Espinosa e Greg Fair

Chris Hansen, CCIM e Valerie Johnson, CPM
Miles King, CCIM, GRI, CRS

Jason Kruse, CCIM e Jeff Levy

Danny Lindau e Neil Littmann e Micah Loeb
Layne McBride e Toni McClain

Barb Pozzi e Scott Reichenberg

Brandi Schott e Christian Smith

B. Scot Smith e Craig VanLangen

Gibbons-White, Inc.

Jim Ditzel e Angela Topel ® Dan Ferrick
Michael-Ryan McCarty e Chris Boston
Lynda Gibbons, CCIM e Stacey Kerns
James Howser e Steve Sims

Carly Beetham e Annie Lund

Gregory Glass

navpoint
REAL ESTATE GROUP
Lecal Expartize, Mational Resch

Navpoint Real Estate Group
Matt Call

i

J & B Realty
Steve Peckar

P9 == Newmark Grubb
B4 == Knight Frank

Newmark Grubb Knight Frank -
Colorado Springs

Kent Mau e Mark O’Donnell e Brian Wagner

¢

CORUM REAL ESTATE GROUP

Corum Real Estate Group
Jason Bollhoefner

Kevin Foley e Andrew Willson

Katchen & Company
Edward Boyle

P49 == Newmark Grubb
B4 == Knight Frank

Newmark Grubb Knight Frank -
Denver

David Tilton e Jamie A. Gard

Nathan R. Johnson, lll e Tyler Johnson
Keith A. Krombach, SIOR e Thomas M. Lee
Peter Staab e Andrew Blaustein

Jared Leabch e Roger Simpson

Jeff Castleton e Jon Tilton

Casey Grosscope e Jim Ranson

Scott Garel e Tim Harrington

Victor Frandsen e Alan Polacsek

Toby Sutherland e Courtney Hasson

Clay Jones e David Hart e Matt Davidson
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Pinnacle Real Estate Advisors
Matthew Ritter e Jeff Johnson

PINNACLE

CSTATE ADVISORS

TRANSWESTERN"

The Performance Advantage in Real Estate

Transwestern

David Shapiro e Peter Thomas
Andrew Piepgras

Vector

| . Propertyy

BT services, LLc
"'m.'r:m- M [ wtote e

Vector Property Services, LLC
Matt Smith e Wendy Williams e Mark Weston

\

Eric Shaw e Cody Stambaugh

Peter Sengelmann e Billy Riesing

Blake Holcomb e Eric Diesch e Gary Garcia
Greg Titus e Jeff Caldwell e Pete Foster
Rob Edwards e Tom Ethington

THLHW

W.W. Reynolds Companies, Inc.
Chad Henry e Nate Litsey

CTREVEY >

Trevey Land and Commercial
Mitch Trevey e Brittany Bianco

RBM

Real Estate Solutions

RBM Real Estate Solutions
Rebecca B. Martin

UMIGUE

FROFINTILE

Unique Properties Inc.

Marc S. Lippitt @ Scott L. Shwayder
Tim Finholm e Brad Gilpin

Phil Yeddis e Steve Miller ® Greg Knott
Aaron Romero e Tim Shunta

Samuel Leger

REALTEC

COMMEIECIAL RCAL CSTATE SIRVICLS

Realtec Commercial

Steve Stansfield e Larry Melton
Mark Bradley

E VLENTINER
]
ARBCIILTEY
THE JOHES REALTY SROUR, TN

The Jones Realty Group Valentiner & Associates
Pamela J. Coburn Sheri Valentiner

AdOLOAU A d44A0dd 401440
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For contact information, firm profiles and links, please visit www.crej. com,
click on Industry Dlrectory, then Brokers, then Tenant Rep subcategory
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/

— CresaPartners L.

AVISON T

YOUNG Cresa Denver Guidance
- Phillip A. Infelise e Bruce Johnson
Avison Young Bill Baldwin  Rick Door e Paul Herzog Guidance Corporate Realty
Lowrey Burnett, CCIM e Logan Clark Brendan Fisher e Chad Kollar Advisors

Garrett Johnson e Scott Churchley
Aaron Hafliger ® Mike Statter
Jay Johnson e Peter Hoselton

Marc Lunder, CCIM e Justin Rayburn
Howard Schmidt e Chris Sharpe
Joe Sigdestad e Jordan Wright

Norm DeHart e Wendy Weiss

Alex Wynne Bob Ambrosius e Casey Carmichael
James Huzella e Charlie Lutz
Robbie Nichols e Eric Skilton :
Abol Modrams Keys [Commercial
Keys Commercial Real Estate
Geoffrey E. Keys ® Ronan B. Truesdale
d rel'e Rodney D. Foster e Eric MacDonald
commercial lenant serdaces
, _ |||I CUSHMAN &
ls\retq Commercial Tenant ik WAKEFIELD
ervices - g
Sean Balaun e Jody Balaun cus_hman & Wakeflgl_d .
Harrison Archer e Steve Billigmeier -
Tim Callahan e Mike Coppola e Brian Fry S&VI”S
Kayla Hammers e Ted Harris
Dave Johnson e Brian McClenahan | Stud .ev
Michael Olmstead e Liz Osborne Savills St dl
CPC Corporate Planners & Kyle Sapp e Travis Young avills Studley

Jim McGrath e Tom Pappas
David Nebiker e Ashley EIkin e Rob Link
Peter Knisely e Ralph Lidge e Brett Nathan

Coordinators Inc.
Bernie Martin

AdOLODIYIAd 4IAO0™d d3d LNVNIL
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AVISON
YOUNG

Office For Lease

210 Kimmer Dirive
7670 5f
Lease Rate: 524/5F F5G
R Egirta

Office For Lease

2101-2121 5, Blackhawk 5t
2270- 12184 5f
Lease Rate: $12.50-515/5F FSG

), Ravtiurn | T, Crosby

Industrial for Lease

2667 W, Alameada Avenue
2375 sf
[Lease Rate: 52 A00/Month Gross

0 MeCombs | T Bannigan

Mixed Use For Lease

9580 Ridgegate Parkway
1,017 - 1,632 <f
s Leas2 Rate: $28/5F NNN

2 Rodarte

Contact us today.

Alec Wynne

Principal | Managing Director
alec wynne@avisonyoung.com
720.5088112

Office For Lease

10026W, 5an Juan Way
1,858 - 5,544 sf (divisible)
Lease Rate; 521-523/5F FaG

) Raybum | H. Schrnidt

Office For Sublease

16745 Larimer Street
Suite 725 - 3,371 sf
Sublease Rate: $25/5F F5G

A Sigdestad | M. Armold

Industrial For Lease

9335-9345 Elm Court

17000 sf warehouse

3000 sf affice

Lease Rate: 56.95/5F MNN
S10.50vSF 2nd level office anly

D MeCormnbs | T. Bannigan

Retail For Lease

6654 Timberline Road
1,400 5f
Lease Rate; 524/5F MNMN

f. Egitio

Office For Lease

19201 E. Mainstreet
1,004 - 7,628 sf
Lease Rate; 518-522/5F FSG

A Raybum | H. Schmidr

Office For Sublease

#3071 Federal Bhvd

Suite 200 - 12,964 sf

Sublease Rate: 511.50-513.50/5F F5G

A Raybum | L Burmerr | T, Crosby

Industrial/Flex For Sublease
4955 5. Peoria Strest

100600 sf
Sublease Rate; S6.50/5F NNN

0 MoCombs | I Banmigan

Land For 5ale
2 Lots, Windsor, Colorado

353 AC 147 AC
S4.95/5F, 53.25/5F

R. Egitto | & Crowes

Avison Young is the world's fastest-growing commercial real estate services firm, with 79 offices

across North America and Europe, providing value-added, client-centric investment sales, leasing,
advisory, management, financing and mortgage placement services to owners and occupiers of

office, retail, industrial and multi-family properties.

Learn how you can experience the difference at avisonyoung.com
1801 California Street, Suite 3750 | Denver, CO 80202 P 720.508.8100

BEST
42 MANAGED
COMPANIES



http://www.avisonyoung.com/
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