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Tenant standard upgrades can include new carpet and paint, an abundance of glass, full-height doors, new ceiling grid and efficient recessed lighting.

o property managers feel
compelled to toil over the
smallest details like door
hardware and ceiling tiles
these days? After all, it’s
clearly a landlord’s market and that
is not changing anytime soon. Rental
rates metrowide are at an all-time
high. Tenants are competing for
office space in a leasing environ-
ment hovering at 11 percent vacancy.
Out-of-state investors are snapping
up office buildings at above-market
prices. So is it logical to assume that
property managers and the landlords
they represent dial back on any kind
of building improvements? Hardly; in
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AL fact, it is quite the

contrary.
Property man-
agers are always

in every market
cycle, through every
peak and trough.
Some managers

do this more than
others, which can
distinguish one
property class from
another. While a
—  great many office
buildings are upgrading high-profile
areas like lobbies or landscaping, just

Katie Bisgard
Senior project
manager, Kieding,
Denver

A day in the life

DTZ’s Gina VanHorn manages more
than 2 million square feet of industrial.

aware of the details,

INSIDE

as many are choosing to punch up
building and tenant standards, like
lighting, doors, frames and myriad
other features that tenants and visi-
tors often find easy to miss.

Think of a 20-year-old car in good
running condition. Would you take
note of the front bumper every time
you glanced at the vehicle before get-
ting in? Most of us probably would
not. However, would you notice if one
day that same bumper was suddenly
a different color and brand new? Let’s
assume that you would pick up on
that. Building and tenant standards
can have a similar impact on pro-
spective tenants and buyers.

Individually, these improvements
rarely make a splash. But if properly
packaged and upgraded, a tenant
standard “program” can significantly
raise the aesthetic profile of a build-
ing.

The majority of office buildings in
Denver across all submarkets and
classes were built in the mid- to late-
1980s. The condition of these build-
ings varies, depending on location,
ownership, tenancy, demographics
and a dozen other factors. But they
are all considered “functionally obso-
lete.” That does not necessarily have
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Reserve studies

The case for having reserve studies done
for multifamily properties.

Pest preventlon

Tips to help managers protect properties
from pests this spring and summer.
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— Letter from the Editor——

The LEED conversation

very week it seems another

Colorado building is recog-

nized for LEED certification.

In fact, in 2014 Colorado was

second in the nation for LEED
green buildings, according to the U.S.
Green Building Council. LEED-certi-
fied buildings use less energy and
water resources,
save money, reduce
carbon emissions
and create a health-
ier environment,
according to the
USGBC.

LEED is even more
on my mind after I
attended the USB-
GC’s Rocky Moun-
tain Green Conference in early April.
One topic that came up several times
throughout the event was the intan-
gible benefits of LEED certification. In
a panel about next-generation energy
management, Adam Knoff from
Unico Properties shared the perspec-
tive of how investors view sustain-
ability projects, as well as the finan-
cial metrics to which investors pay
attention. The tangible cost savings
as they relate to a building’s opera-
tional, maintenance and administra-
tive cost are very important, he said.

However, the intangibles - increas-
es to occupancy, increased tenant
satisfaction and improved productiv-
ity, and positive reputation - are hard
to show on paper. There’s not enough
data to show that these intangibles
are really impacting the investment,
he said.

In a later panel, a speaker said that
while owners now recognize the
benefits of certification, in large part

due to a cultural shift, typically they
still like to see the payback in a two-
to three-year window. And while

the certification can create a higher
asset value and keep a building com-
petitive, in Colorado’s hot market it’s
challenging to see how much people
care specifically about the certifica-
tion and how it affects tenancy.

In the coastal markets, properties
with LEED certification can demand
higher rental rates, but that hasn’t
happened here yet, said Eric Weisen-
stein of Transwestern.

I left the conference with another
takeaway — when pursuing certifica-
tion or recertification, it is smart to
work with a consultant. Four proper-
ty managers on a panel all resound-
ingly and repeatedly stressed this.

Consultants are valuable to help
navigate the required documentation
and aid in a smooth, productive pro-
cess. They can help determine what
certifications and credits a property
should plan for, and consultants have
strong relationships with the certifi-
cation teams. One manager said that
in order to properly become certified,
managers have to follow a “perfect
recipe,” which consultants under-
stand better than anyone else.

I hope you'll find this issue to be
chalk full of useful information,
including a sustainability highlight
as well as a wide variety of other top-
ics. As always, I must thank all those
who participated in this issue. And I
welcome your feedback.

Michelle Z. Askeland

maskeland@crej.com
303-623-1148, Ext. 104
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Knight Frank
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Taxes

New income tax rules: What you must know

he Internal Revenue Service

recently issued the final Tan-

gible Property Regulations,

which clarify when build-

ing owners need to capital-
ize expenditures as improvements
and when they can immediately
deduct them as repair expenses.
For real estate owners who under-
stand these new rules, the TPRs are
mostly favorable and allow many to
claim millions of dollars in previ-
ously missed deductions. However,
the TPRs require additional effort to
be in compliance and to optimize
their effect.

The TPRs are all encompassing
and complex, and implementation
requires careful consideration of
each property owner’s facts and cir-
cumstances. Numerous real estate
owners as well as tax profession-
als have struggled with compliance
aspects under the TPRs. In addition,
property owners may need to devise
new accounting procedures to cap-
ture the necessary data to imple-
ment these regulations. Below is a
summary of key facets of the new
tax law.

Partial dispositions. Prior to the
TPRs, the IRS’s position was that
owners cannot deduct the tax basis
of building components, such as
roofs, heating, ventilating and air-
conditioning equipment or win-
dows that have since been removed.
The new rules allow owners to take
losses on the undepreciated basis
of these components, which can
be very valuable. For the 2014 tax
year only, the IRS allows a simpli-
fied approach to write-off disposed
building components that were
removed prior to 2014. This window

Colliers

INTERNATIOMNAL

of opportunity is
closed after Sept.
15 (the extended
due date of most
2014 returns).

Review past
expenditures. The
new regulations
allow owners to
review their fixed
assets for capital-
ized expenditures
that are more
akin to mainte-
nance and repair
expenses and immediately deduct
them. Replacing roofs and HVAC
units often are capitalized but can
be written off immediately, yielding
significant tax savings. Conversely,
owners who were overly aggressive
in immediately deducting capital
expenditures should review prior
year repairs registers as well as
their current year capitalization
policies.

Demolition costs. Under prior law,
owners were required to capitalize
removal costs into the basis of the
new asset. Now owners immediate-
ly can deduct component removal
costs. This does not apply to demo-
lition of an entire building. Owners
should request that contractors
state removal costs separately on
invoices, and then immediately
deduct such expenditures.

Cost segregations have increased
relevance. Cost segregation studies
have traditionally focused on accel-
erating the timing of deductions
by carving out personal property
and land improvements, which
have favorable tax attributes, from
building costs, which have poor

John Frack
Regional director,
KBKG, Pasadena,

Calif.

A taxpayer acquired a $5 million
building in 2009.

¢ In 2012, he spent $1 million to
remodel portions of the second floor
- ceilings, walls, lighting, plumbing,
ducting, electrical wiring, etc.

e Cost segregation already was
performed in prior years for
the 2009 purchase and the 2012
improvements.

e The retirement study deter-

Using the previous example of a
$5 million building with $470,000 of
retirements. If the owner continues
to depreciate the $470,000, he recap-
tures all of it on sale.

* Let’s say $370,000 of that was
39-year and $100,000 was seven-year
property.

e The recapture tax equals $127,500

Retirement of structural components example

Retirements create permanent tax savings example

mines the original cost basis

of demolished components is
$470,000 (from the original $5 mil-
lion building).

e This equates to a loss of
$404,000 in 2014 tax year by filing
Form 3115. (The original cost basis
less depreciation already taken.)

You cannot claim this missed
deduction after 2014. It is the last
chance!

($370,00 x 25 percent + $100,000 x 35
percent).

If instead, the owner does a retire-
ment study:

* Recapture tax on the $470,000 = 0.

* Capital gain tax = $94,000
($470,000 x 20 percent).

 Permanent tax savings of $33,500
upon sale.

tax attributes. Under the TPRs, cost
segregations have increased utility

in quantifying the costs of removed
components, such as an old roof or
HVAC components, since taxpayers
are allowed to take losses on them.

Action Needed

Those who manage real estate
portfolios should be reviewing these
regulations with a tax professional
as well as reviewing past expendi-
tures to identify opportunities or
exposure items and current policies
to ensure compliance. For property

owners, managing this effort may
require assistance from a third-par-
ty team that can efficiently handle
the process of gathering, analyz-
ing, documenting and securing any
missed deductions.

There is no easy, one-size-fits-
all way to analyze these rules and
applying them takes careful plan-
ning and implementation to assure
compliance with the regulations.
Consulting with a knowledgeable
tax professional in advance of
incurring major repair, maintenance
or replacement costs is strongly
recommended. A
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Strong market supports
higher real estate taxes

olorado commercial real estate
property owners should be
aware that the 2015 notices of
value are being prepared by
Colorado county assessors and
will be published by May 1. If you, as an
owner, manager or tenant of the prop-
erty, do not agree with the value the
county assigns to your property, you
have the option to appeal the value.
Upon receipt of the notice of valu-
ation, if you choose to appeal there is
a specific form contained in the NOV
that can be used. All appeals must be
postmarked or received by each coun-
ty, pursuant to state statute, by June 1,
which falls on a Monday. The county
then has 30 days to act on the appeal.
Understanding how the assessor
values property will help in structur-
ing the value appeal. Assessors, by law,
look at sales and income approach
data that occurred between Jan. 1, 2013,
and June 30, 2014, to determine the
property’s estimated value as of Jan. 1,
2015. Using a computer-assisted mass
appraisal, the assessor files all of the
sales data that occurred in the county.
It grades the buildings by condition (if
you pulled a construction permit, that
information is entered as well) and by
using a sales-comparison analysis to
determine a value for each property. It
also develops a cost approach as well
as income approach as part of the pro-
cess of valuing commercial property.
To determine if an appeal is neces-
sary, it will be critical to review the
value and determine if it is appropri-
ate, based on the actual income and

condition of the
property valued dur-
ing the study period.
If your property
experienced any
factors that would
negatively impact
the value, an appeal
should be consid-

ered.
Dan George Once the NOV is
1stnet Real Estate  reviewed, you will
Services Inc., know whether there

Lakewood is a call to action. If

there is, the actions
taken by the consultant on the client’s
behalf, more times than not, save the
owner crucial dollars.

Keep in mind, proceeding to get the
assessed value lowered without use of
a consultant is not a simple task. The
assessment appeal procedures and
deadlines are exacting and compli-
cated. The Colorado law is hundreds of
pages backed up by hundreds of pages
in the Assessor Reference Library.
Submitting an appeal that meets the
requirements of the county assessor
is not easy. An experienced prop-
erty tax professional will be familiar
with the differences in each county’s
appeal procedures. In addition, consul-
tants have a strong understanding of
appraisal principles and knowledge of
the specific state statutes, and county
and Board of Assessment appeal pro-
cedures. Moreover, most consultants
have relationships with many county
staff appraisers. These relationships
are an important aspect of an appeal. A
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Why proper legal names on leases matter

hat’s in a name? A rose is

a rose, or so they say. That

may not prove true in the

case of garnishing a ten-

ant’s bank account or mak-
ing a claim on a tenant’s insurance
policy. In instances such as these, the
true legal name of a tenant can be
essential.

Generally speaking, a commercial
tenant is a limited liability company,
some form of corporation or partner-
ship, or an individual doing business
under a trade name. More often than
you think, the true name of the ten-
ant is misstated in the body of the
lease, leading to a host of issues that
easily could be avoided. The identity
of the tenant comes into play in a
number of circumstances, including
bankruptcy, a tenant default or even
a casualty.

In some cases, the true identity
of the tenant is given little thought.
In fact, it is not uncommon for an
attorney to receive a request to draft
a lease based on a letter of intent
that sets out all of the major deal
points but fails to identify the tenant
or the guarantor(s) with particularity.
This information is often inserted in
the lease agreement at the 11th hour,
just prior to lease execution and,
sometimes, without good legal coun-
sel, haphazardly. In other instances,
the tenants referenced in the body
of letters of intent are either entities
that have not yet been formed or are
out-of-state entities, which have not
yet registered with the Colorado sec-
retary of state. Registering with the

WIE

state can be accom-
plished with a few
clicks of a mouse
and the payment of
a nominal fee.

Before executing
a lease, it is always
a good idea to con-
firm that an entity
or trade name is

Amanda H. registered with the
Halstead, Esqg.  Colorado secretary
Member, Mills,  of state and that

Schmitz, Halstead,
Zaloudek LLC,
Denver

you are using the
correct legal name
of that entity in the
body of your lease.
These records can be found online at
www.sos.state.co.us. This informa-
tion is provided free of charge.

It is also a good idea to review cop-
ies of the business entity’s govern-
ing documents. These documents
should disclose who the owners and
principals of the tenant are and their
respective percentage ownership
interests. This information could be
helpful if there is a change in owner-
ship constituting an “assignment”
for purposes of the lease. It could
also be helpful in determining from
whom the landlord should consider
obtaining a personal guaranty. Per-
haps most importantly, these docu-
ments identify the party authorized
to execute the lease on behalf of
the tenant, which is information
that could help a landlord avoid any
potential argument by a tenant — no
matter how weak - that the lease is
unenforceable because the appro-

ENGINEERS
ARCHITECTS
MATERIALS SCIENTISTS

Wiss, Janney, Elstner Associates, Inc.

priate party did not sign it.

In an ideal world, the tenant iden-
tified in your lease should be con-
sistent with the legal name of the
tenant registered with the secretary
of state, the tenant identified in the
certificate of insurance provided by
the tenant, and the name on any
checks tendered for rent.

What does this all mean for a
landlord? For starters, a misidenti-
fied tenant could make asserting an
insurance claim or filing an action
against a defaulting tenant more
cumbersome. Specifically in the
case of a tenant default, it could
mean that additional claims under
alternate legal theories must be
asserted in order to obtain a judg-
ment against the true entity. At the
end of the day, this means more
money and more time before a
judgment can be obtained.

It might also make obtaining per-
sonal service on the tenant more
challenging. (Remember that one of
the primary functions of the Colo-
rado secretary of state’s website is
to provide information for the regis-
tered agent for an entity. The regis-
tered agent is the party authorized
to be served on behalf of the entity.)
If you don’t have the correct tenant
name, it may be difficult to deter-
mine how to obtain service.

And perhaps most importantly,
if you obtain a money judgment
against the wrong entity, it can
make collection next to impossible.
By way of example, if the name you
obtain judgment against does not

Helpful websites

To confirm that an entity or
trade name is registered with
the Colorado secretary of state,
visit the department’s website,
WWW.s0s.state.co.us.

Also, consider confirming
whether the tenant or its prin-
cipals are a “specially desig-
nated national and blocked per-
son.” This information can be
accessed on the U.S. Treasury
Department Office of Foreign
Assets Control’s official website,
www.treas.gov/offices/eotffc/
ofac/sdn/t11sdn.pdf.

match the name on the actual ten-
ant’s bank account, you can’t attach
to those funds.

At the end of the day, an ounce of
prevention is worth a pound of cure.
Taking a few minutes to review an
entity’s governing documents and
the information available on the
Colorado secretary of state’s website
before signing a lease could save
you time and money at a later date.
This, coupled with periodic reviews
of the certificates of insurance and
the source from which rental pay-
ments are received, could make life
a little easier if the tenant should
default or in the event there is a
need to file an insurance claim.A

WIJE Denver Office

3609 S. Wadsworth Blvd. #400

Lakewood, CO 80235
Tel 303.914.4300
www.wje.com

Condition Assessment Services - Facade Assessment - Difficult Access Techniques
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Prepurchase Evaluations - Roofing and Waterproofing - Leakage Investigation - Plazas and Green Roofs
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Does your lease contain these marijuana clauses?

ecreational and medical

marijuana are legal in Colo-

rado. However, this does

not mean that landlords

are required to allow the
drug on their property, not even
medical marijuana. In fact, allowing
marijuana creates risks to property
owners that all landlords should be
aware of before allowing it because
medical and recreational marijuana
are illegal federally.

Because all marijuana is illegal
federally, allowing a person to pos-
sess, sell or grow marijuana on a
property can put that property at
risk of seizure by the federal gov-
ernment. Additionally, an owner
who knowingly allows the posses-
sion, cultivation, use or distribution
of marijuana on his property is at
risk of being classified as a con-
spirator to a federal crime, which
carries a punishment of up to 20
years in prison and a fine of up to
$500,000. And, let’s not forget about
issues like mortgage obligations,
insurance, zoning and neighbors.

Fortunately for property owners
in Colorado, the federal authorities
have taken little action against Col-
orado properties when that prop-
erty is used in a marijuana business
that sells or grows marijuana in
accordance with state law. However,
that policy is simply that - a policy,
not a law - and thus the policy may
change without notice.

The marijuana industry in Colo-
rado is a very lucrative business.
The industry sells tens of millions
of dollars worth of marijuana per
month. In 2014, the recreational and

medical marijuana
industries were
collectively respon-
sible for around
$700 million of
retail sales. Thus,
many property
owners are inter-
ested in a piece of
that action.
Landlords in

“Corky” Eby ~ Colorado have
Attorney, Robinson  two options: allow
and Henry PC,  marijuana or not

Castle Rock

allow marijuana.
Either way, a land-
lord should ensure that his lease
specifies his intent to allow or not
allow it on the leased property.

Not Allowing Marijuana

When a landlord decides not to
allow marijuana, he should explic-
itly state in the lease that mari-
juana is not to be sold, grown, used
or possessed on the property. This
specificity has numerous landlord
benefits.

First, specifically stating that
marijuana is not allowed on the
property will give the landlord an
avenue for recourse in the event
that the tenant possesses, sells,
uses or grows it on the property.
Specifically disallowing marijuana
makes a breach of the lease clear
and eviction easier.

Second, in the event that a fed-
eral agency seizes the property as
a result of marijuana activity, that
specific clause could help prove
that the landlord did not knowingly
allow the illegal activity. This is

important because
when the federal
government seizes
leased property,
the owner may
assert an “innocent
owner” defense to
recover possession
of his property.

If the owner was
indeed ignorant

of the activity, but
not through will-
ful ignorance, the
seized property
may be returned to

Kayla Weeres
Law clerk,
Robinson and
Henry PC, Castle

Rock

the owner.

Allowing Marijuana

If a landlord decides that he
wants a piece of the marijuana
brownie, the landlord should ensure
that the lease has certain provisions
to protect from risks and nuances
associated with marijuana tenants.

Marijuana tenants often need
high levels of security. As such, the
lease should specify the security
provided by the landlord, methods
of obtaining additional security and
how the security systems will affect
the lease charges.

Additionally, certain marijuana
operations require increased electri-
cal and water capabilities. Marijua-
na-grow operations require a lot of
electricity and water in order to rep-
licate the appropriate conditions for
growing it. A good lease will ensure
that the tenant will pay for the
increased utilities, as well as control
how the building may be modified,
what modifications are allowed and

who will pay for the modifications.

Another major issue that land-
lords of marijuana tenants face is
how the tenant pays the rent. These
businesses are unable to work with
most banks and credit unions.
Accordingly, marijuana clients tend
to pay in cash because normal
banking services like credit cards,
debit cards, checking accounts, wir-
ing services, etc., are not available.
The landlord should specify in the
lease how the tenant may pay the
rent.

Also, physical damages to a prop-
erty from grow operations can
be significant. The required extra
water and electricity creates an
environment that is likely to cause
mold growth. Following the tenancy
of a grow operation, the repair and
remediation costs can be substan-
tial. Thus, in addition to increased
rent, an increase security deposit is
advisable as well as the unencum-
bered right of entry for inspection.

Finally, a landlord needs to ensure
that his insurance provider will
cover damages done by a marijuana
client. If additional insurance is
needed, the lease should specify
who will pay for it.

Other things to consider are how
the property’s lender will feel about
the activity and does the lease vio-
late the terms of your financing
agreement, as well as issues with
neighbors and zoning.

The decision of whether to rent to
a marijuana tenant is the choice of
the property owner. Either way, the
lease should specifically detail the
agreement of the parties. A
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LET 1STNET'S TRAINED STAFF HELP YOU REDUCE YOUR REAL ESTATE TAX BURDEN.

15t Net's trained appraisers have substantial property tax appeal background, and are competent to
complete the appeal process, achieving you the most optimal results,

By being responsive to our clients, we have established a reputable business that now represents more
than 54 billion worth of real estate in Colorado.
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We find solutions for even the most complex real estate valuation problems through our comprehensive ! i
research and methodology. We work throughout Colorado on a variety of property types. it ‘
|

Whether you have flex, industrial, retail, multifamily, hotel, vacant land, Class A, B or C office, or even the
most unigue owner-occupied property, we can help!

Capture Increased Net Income By Lowering Your Real Estate Tax Burden

3333 5. WADSWORTH
BLVD,, SUITE 200
LAKEWOOD, CO 80227

PHONE:
720-962-5750

|!IE'I'

720-962-5760

WEBSITE:
WWW.1STNETRE.COM
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Insurance

Important questions for your insurance broker

1l property managers and
building owners should
know if their buildings are
properly insured, who they
relied on to obtain the exist-
ing coverage, and understand the
policy terms and conditions. Proper-
ty managers should review the pol-
icy, often 80-plus pages, to ensure
the coverage provides indemnifica-
tion if the buildings are damaged
by a covered peril. It is important
to be fully aware of your property
and casualty insurance coverage
because it may have a direct impact
on leasing and tenant revenue,
maintenance costs and the overall
profitability of your properties.

Owners and property managers
turn to experienced and reputable
professionals to provide insurance
coverage on properties and busi-
nesses. An insurance broker is a
professional who provides a valued
service in offering a comprehensive
policy specific to your needs and to
protect the properties in the event
of a loss. In return for a premium,
the insurance company assumes
the risk of covering costs to repair,
rebuild or replace the damaged
buildings caused by covered perils,
per the terms and conditions of
your policy.

To obtain the necessary replace-
ment cost coverage, you want
assurance your policy covers
rebuilding at today’s pricing (not
the market or appraised value).
Many mistakenly believe the prop-
erties are protected if the policy
limit is near the purchase price less

the value of the
land, which is not
insured. Having
adjusted numerous
property claims

on behalf of prop-
erty owners, all too
often we find the
owner is underin-
sured - don’t make
this mistake.

In addition to
limits pertaining to
the building cov-
erage, the policy
also will specify limits for business
personal property, business inter-
ruption or a loss of income, cover-
age and coverage for extra expenses
to assist in mitigating your income
loss. If you own multiple properties,
learn about the benefits of blanket
coverage — a single policy with lim-
its that covers buildings and busi-
ness personal property rather than
obtaining individual policies for
each property.

Services provided by a broker and
an agent are similar, yet it is impor-
tant to understand differences
in responsibilities and perceived
allegiances. A captive agent pro-
vides policies on behalf of only one
insurance company, whereas an
independent agent can provide cov-
erage and premium options from a
number of different insurance com-
panies. Agents’ responsibilities are
administrative in nature because
they must accurately complete the
necessary forms and paperwork.

Neither a captive nor an indepen-

Chris Rockers
Partner, Claim
Solutions Group,
Northglenn

dent agent is obligated to inspect
your property to provide binding
coverage. You may be best served
by having a representative of the
insurance company inspect the
properties before you agree to cov-
erage. Even if coverage is already in
place, an inspection of your prop-
erties may identify risks you were
not aware existed. The report will
provide valuable input for consider-
ation and can establish the insurer
is knowledgeable of many factors
used to bind coverage, such as the
age, use, quality and condition of
the properties, materials used in
the construction of the buildings, as
well as an assessment of risks.

A broker is required to be licensed
and, based on information you
share, has a duty to thoroughly
inspect your properties and share
with you coverage options specific
to your properties and businesses.
A reputable broker continually stays
abreast of changes in coverage
and pricing; is aware of reputable
insurers (those who are inclined
to provide quality claims service);
knows of products offered by mul-
tiple carriers, whether via Insurance
Services Office, manuscript or other
policy forms; attends continuing
education seminars; and schedules
frequent reviews to address your
questions and concerns.

Consequences of having inad-
equate insurance coverage can be
devastating. Your loss could be com-
pound if you lose your business or
property. Ask questions, seek input
and clarification, be knowledgeable

and have a complete understanding
of coverages before, not after, a loss.
Consider seeking input in writing;
while your policy will dictate cover-
age, intentions of the parties can be
supported if they are in writing, and
if there are ambiguities or differ-
ences in how or whether coverages
are extended. Do not assume your
properties are adequately covered.
Request confirmation indicating
you are adequately insured from
your broker or agent. Keep copies of
all records and written communica-
tions with your broker, agent and
insurance company.

If you have not reviewed your pol-
icy in the past six months, it would
be wise to schedule a time to meet
with your broker or agent to review
your coverage in the near future. Be
sure to ask about available “addi-
tional coverages” to further protect
your properties. Options available
for purchase for an additional pre-
mium include endorsements to
include or increase code upgrade
or law and ordinance coverage,
sewer backup coverage, or extended
business income coverage because
these types of coverage may be lim-
ited or may not exist in a standard
policy. If you have a vacant property,
ask your broker if you need a spe-
cial coverage to protect the property
from a loss while vacant. Finally,
ask your broker or agent what he
can do, and what he would do, to
assist you if your properties were
damaged. It's a matter of trust. A
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HORIZON

Property Services

We are a locally owned property maintenance

company that provides a “turnkey” approach to
all of your building maintenance needs.

Commercial * Retail ¢ Industrial

» On-Site and Roving Engineering Services

» Porter Services
> Pressure Washing

» Maintenance including PM Programs

» Asset Evaluations and Consulting

» Project Management and Supervision for

tenant finish and capital projects

» Vacancy make ready
» Lighting Maintenance

www.horizonpropertyservices.net

720-298-4323
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What the LEED 2009 extension means to you

he U.S. Green Building Council
received an earful during the
annual Greenbuild conference
in October. The current ver-
sion of LEED, often referred to
as LEED 2009, originally was sched-
uled to close for registration on June
27,2015. This means project teams
would no longer be allowed to “sign
up” for LEED 2009 after June 27, and
they would only be able to register
for the new version — LEED v4.
However, important stakeholders
expressed concern over the registra-
tion end date, and the USGBC decid-
ed to extend the deadline. This will
allow buildings to sign up for LEED
2009 through Oct. 31, 2016 - a sizable
extension, more than one year after
the original deadline.
“When USGBC launched LEED v4,
we set out with one goal in mind
- to raise the bar in a way that chal-
lenges the building industry to reach
higher than ever before,” said Marisa
Long, USGBC. “This is our nature, and
USGBC and its members’ collective
mission. However, the market has
requested additional time to prepare
for LEED v4, so we responded. LEED
v4 is already available, and extend-
ing LEED 2009’s availability enables
USGBC to work with the broader
industry within a longer time frame
to drive meaningful and comprehen-
sive change.”
Let’s go over some lingo. Registra-
tion is the process of signing up
for LEED. There is a flat fee of $900
for member companies or $1,200
for nonmember companies. This
allows project teams to obtain access
to LEED Online. The LEED process

requires project
teams to docu-
ment performance
through this online
portal. Each strat-
egy pursued has a
corresponding form
to complete in LEED
Online. Therefore,
registration allows

Amanda a project team to
Timmons, begin the work.
LEED AP Once a project
Member, team is finished

sustainable
specialist, Ampajen
Solutions LLC,
Denver

with all of the work
in LEED Online,

it can apply for
certification and
enter the review
process. All projects must be com-
pletely through the review process
(and, therefore, certified) under LEED
2009 by June 30, 2021. This is the
“sunset” date when LEED 2009 will be
completely closed. However, as with
many things relating to the USGBC
and LEED, this date is subject to
change.

Finally, LEED for Green Building
Operations & Maintenance certifica-
tions expire after five years. There-
fore, existing, occupied buildings
must go through the process again at
least once every five years to main-
tain certification.

So the deadline extension holds
several pieces of good news for build-
ing owners and managers. First, it
allows more projects to complete the
initial LEED O+M certification under
LEED 2009, and register for recertifi-
cation under the same system. The
likelihood of maintaining LEED Gold,

for example, under the same system
is much easier than maintaining it
with the heightened requirements of
the newer version of LEED.

The extension also allows project
teams time to decide between pursu-
ing LEED 2009 and LEED v4, and more
time to implement actions that will
be required for LEED v4.

LEED v4

LEED v4 raises the bar on almost
every prerequisite and credit, some-
times combining strategies that
would have obtained several points
in the past to earn only one point
in the new version. For example,
in LEED for Building Design & Con-
struction (formerly referred to as
LEED NC), the green-vehicles credit
goes from allowing project teams to
reserve 5 percent of parking spaces
for green vehicles (one LEED 2009
option) to requiring the same num-
ber of reserved spaces for green vehi-
cles plus installing electric vehicle
charging stations in an additional 2
percent of parking spaces (LEED v4).
The bicycle-facilities credit goes from
having bicycle storage at the building
and showers within 200 yards (LEED
2009) to having a bicycle network
within 200 yards of the building,
bicycle storage for 2.5 percent of peak
visitors and 5 percent of peak occu-
pants, and having on-site showers
available (LEED v4).

The restructuring of v4 has impacts
on O+M projects as well. Two com-
monly pursued LEED 2009 credits are
the building exterior and hardscape
management plan and the integrated
pest management, erosion control

and landscape management plan.
These credits now are combined into
one site-management credit. Having
one water submeter would earn one
point previously; now two submeters
are required for the point. The com-
monly pursued electronic purchases
credit has been combined with the
somewhat difficult ongoing-consum-
ables (aka office supply) purchases.
These categories also have been com-
bined in the waste management sec-
tion, eliminating the ease of earning
the “electronics recycling” point for
properties diverting less than 50 per-
cent of daily or ongoing consumables
waste in the newly combined credit.

In the indoor environmental quality
section, lighting controls now must
offer on-off-mid-level lighting con-
trol, and the high-performance clean-
ing program credit was eliminated.
However, more points are available
for the higher Energy Star scores,
ongoing commissioning, access to
quality views and indoor integrated
pest management.

Finally, the registration extension
could allow more properties to be
eligible for certification. For example,
under LEED 2009, an Energy Star
score of 69 or better is required to be
eligible for LEED O+M. Under LEED v4,
a minimum score of 75 is required.
Therefore, the extension could allow
significantly more properties to
implement the current version of
LEED now, and then have time to
implement more energy-saving mea-
sures that would increase the Energy
Star score for v4 compliance in the
future. A
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Profile

Relationships key to VanHorn's management

by Michelle Z. Askeland

After more than two decades as
a property manager for a host of
office properties across the city,
Gina VanHorn accepted a new chal-
lenge - managing a portfolio of 18
industrial buildings, more than 2
million square feet for Travelers
Real Estate. Five years later, the
portfolio is 97 percent occupied,
VanHorn is managing other indus-
trial properties as well, and she was
named the 2014 DTZ Property Man-
ager of the Year.

The minute you meet VanHorn,
her friendly, outgoing demeanor
embraces you. VanHorn makes
lasting, positive relationships with
people - be it her clients, tenants,
teammates or
vendors — which
helps her manage
60-plus tenants,
while delivering
high occupancy
levels and even
higher collection
rates.

Part of her job as
property manager
is to make sure
that the property
she is working on is worth sell-
ing and leasing. “Your client has to
trust you're not going to destroy his
multimillion-dollar asset,” she said.
“That’s a lot to hand over to some-
one.”

In order to make her client happy,
VanHorn spends a lot of time work-
ing on the finances. With a back-
ground in accounting from the
University of Colorado, she said she
spends at least 40 percent of her
time on finances, collecting more
than $800,000 in rent each month.

“You can’t run a property without
money,” she said. “We have 98 to 99
percent collected at the end of each
month, which is something we’ve
been doing for the last five years.”

Recognizing the importance of
making her client happy has gone a
long way for VanHorn. It was one of
the major contributing factors that
led to her recognition as manager of
the year, said Alex Fox, CPM, senior
vice president with DTZ.

Keeping the client happy means
not shying away from a challenge.
Sometimes this means playing
sheriff and enforcing the rules.
“Sometimes you have to be the bad
guy; the job requires it,” she said.

Gina VanHorn

‘My job Is to train
assistant property
managers so
they can become
property managers.
Training and
teaching is a big
part of my job and
something that |
really enjoy.”

- Gina VanHorn

The Travelers Real Estate portfolio is made up of 18 warehouse buildings in east Denver.

“But you can make sure that you're
still being friendly as pie.”

A tell-it-to-you-straight attitude
accompanies her friendly smile, and
helped VanHorn cement her place
as a role model and trusted mem-
ber of her company. Since starting
at DTZ, VanHorn has trained three
assistant property managers. After
training her previous two assis-
tants, both accepted opportunities
to manage their own properties.

“My job is to train assistant
property managers so they can
become property managers,” she
said. “Training and teaching is a big
part of my job and something that I
really enjoy.”

Her current assistant property
manager, Elise Danielson, said Van-
Horn’s teaching style gives her free-
dom to tackle new challenges, and
then she oversees and gently cor-
rects any problems. It creates a great
learning environment, she said.

VanHorn is quick to offer praise
of her DTZ teammates, including
Danielson and the properties’ two
brokers, Daniel Bess and Joe Krahn.
“We truly are a team,” she said. “It’s
weird if I don’t talk to Dan for a few
days.”

The industrial market, and Class C
properties in particular, are reaping
the benefits of a strong economy.
When VanHorn took over the portfo-
lio, the properties - all built between
1969 and 1982 - were 68 percent
occupied. Within a few years, the
properties shot up to 97 percent
occupancy.

In those first few years, they
decided in order to make money
they needed to spend money by
doing little things to update the
buildings. During a time with mini-
mal construction projects around
the state, VanHorn forged strong
relationships with a variety of ven-
dors. Today she still uses many for
her big and small projects.

“Between marijuana legalization
and the construction boom, suppli-
ers, laborers and contractors are in
more demand, so things take longer
than they used to,” she said. “This is
when your relationships with your
vendors really matter. If you know
you want to do a seal coating on
some of your parking lots, you can
ask your vendor to pencil you in.
Without those relationships, you'll
be waiting months to get things
done.”

All of the properties adhere to fed-
eral law and, as such, do not allow

VanHorn and her daughter, Hannah, at a Colorado Rockies game.

marijuana. However, the legalization
has greatly impacted the industrial
industry, which is mostly seen in
tenant activity, she said.

“This grow thing is throwing the
cycle out of sync,” she said. “Nor-
mally Class C follows Class A and B
space, but not this time. Our occu-
pancies are at a historic high for the
portfolio. It’s hard to ever say you're
at 100 percent occupancy, but we've
come darn close to locking up all 2
million square feet. Right now we
have three vacancies.”

In 2010, DTZ’s efforts were focused
on getting businesses in the space
that could pay the rent. Now that
it’s a landlord market, they can be
pickier. “Brokerage is no longer just
out there to get a check,” she said.
“We now want the right kind of ten-
ant. It’s important.”

Industrial Challenges

A proud Colorado native, VanHorn
spent three years in a small military
town in Georgia, where she started
working in residential property
management. In 1992, she came
back to Colorado and joined Jones
Lang LaSalle to start her career in
commercial real estate. Having pre-
viously worked on all types of office
properties, VanHorn finds many dif-
ferences to managing industrial.

“Industrial tenants are really hard
on their buildings,” she said. “It’s so
different than other property types.
Some of these tenants can really do
some serious damage.”

One unique aspect to indus-
trial properties is that VanHorn is
responsible for the common areas
- parking lots, landscaping and the
fire sprinkler system - and the ten-
ants are responsible for everything
else.

This presents a variety of chal-
lenges while the tenant occupies
the space and on move out. For
example, whenever a cold front
moves in, no matter how many
email reminders she sends, pipes
always end up frozen because a ten-
ant forgets to turn up the heat, she
said.

She also spends a lot more time
explaining what a lease says and
does not say. “For industrial tenants,
we often have to set up meetings
and explain what their responsibili-
ties are, as defined in the lease,” she
said. “We have to connect the dots
without making them angry.”

On move out, after being notori-
ously rough on the space, often
VanHorn bills for property damages.
Typically tenants don’t clean or
repair their space when moving out,
she said. “So we fix everything after
and bill them for it.””
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VanHorn in her silver Jeep Wrangler Sahara at an event with the Mile-Hi Jeep Club.

One major perk of managing
industrial space is the schedule.
Office, retail and multifamily all
can have more demanding hours
because more people need to access
the buildings more often. While she
does have some tenants that oper-
ate 24/7, including a limo and shut-
tle service, her daily duties are more
relaxed. “Every building, property
and client has a different personal-
ity,” VanHorn said.

In her spare time, the single-mom
enjoys spending time with her

17-year-old daughter Hannah and
off-roading in her “dream Jeep,” a
Silver Jeep Wrangler Sahara, which
she got last October after years of
pining. She hopes to go off-roading
once or twice a month this summer,
and belongs to Mile-Hi Jeep Club, a
nonprofit organization that is active
in fundraising events. “This year,

I am chairing the Kids Activities
committee for our annual All-4-Fun
event, which is a fundraiser for the
Children’s Hospital Burn Camp,” she
said.A
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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.

Tenant Rollovers
CDI]]H]DH Areas
Hand Rails & Stairs
High Rise Experts
Design Consultation

Interior/Exterior
Caulking & Sealants
Deck Coatings
Parking Garages
Waterproofing
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Work Plans

« Prepare Scope of Work Based
on Budgets

» Bid Documents

» Project Specifications

» Construction Management
« Solicit Contractor Bids

« Construction Oversight

» Drainage Considerations

(303) 289-1989

GROWNID is a full service geotechnical firm providing
engineering, construction materials testing and special inspection services.

ENGLEWOOD
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Perspective

Grow tenant relationships with good service

s director of a leading
global commercial real
estate company’s property
management group, over-
seeing Denver’s regional
operations, [ am often asked for
reflections on the early years in
my career. Back when I began my
career in property management
some 20 years ago, I had a wonder-
ful tenant that challenged me as a
manager and passed along a pearl
of wisdom that I value to this day,
“I appreciate you treating me as a
paying guest instead of an inmate.
The expression gave me pause
to think about the way I treated
my tenants every day from then
forward - always as paying guests.
Over the years, I have realized a few
valuable lessons that others would
benefit from knowing as well.
Care and feeding of each tenant
is a critical aspect of successful
property management. Like our
health, if we are not diligent in our
own care and feeding, we get tired,
sluggish and complacent. As food
is a basic need in Maslow’s theory,
the care and feeding of property
tenants should be as well - contact
cannot be limited to the last nine
months prior to lease expiration.
Consider that renewing a current
tenant is 25 percent of the cost of
replacing a tenant. How tenants
are treated by a property manager
from before the lease signing and
throughout tenancy has a signifi-
cant impact on each tenant’s deci-
sion to stay.

”»

How ser-
vice delivery is
approached is as
important as how
often a tenant is
contacted. Instead
of saying no to a
tenant request,
a guest response
would be, “I'm sure

Dan Simpson ~ We can do this or a
Director of variation for you.”
management . I encourage our
services, Newmark  managers to think
Grubb Knight 8

of the service we
provide to our
tenants as a five-
star hotel concept; going above and
beyond on politeness and over the
top on service levels does not need
to cost any more money. Thinking
of tenants as guests, instead of ten-
ants, changes our thought process
and actions.

Sometimes it is the little things
that have a big impact. For example,
lobby attendants stepping out from
behind the desk to open doors or
assist in transporting goods to the
tenant’s space, or providing regular,
specific contact by way of learning
tenant names and greeting them
individually. We encourage tenants
to provide lobby attendants with
names and photos of valued visi-
tors. It is great to watch their face
as they are greeted by name and
escorted to the tenant’s suite. As
a manager, taking a few days each
month to do this will pay dividends.
The guest courtesy makes a huge

Frank, Denver

difference in tenant perception.

It is important to take every
chance to find opportunities to
get out from behind the desk and
practice the art of management by
walking around. As we say in the
property management business,
“Expect what you inspect.” This
requires walking tenant spaces,
asking the tenants about the expe-
rience in the building and what
could improve the experience.
There are plenty of low-cost and
no-cost opportunities that make a
difference. Simply checking in is a
great way to understand each ten-
ant’s platform and the health of his
business.

Find ways to make tenants feel
special. For example, budget for
tenant lunches and tenant-relations
programs or get to know birthdays
and send a card to let them know
you remember. Or track a tenant’s
business news in the local journals
and print media, clip the articles
and forward with a handwritten
note congratulating the tenant on
their success.

Ask for input by professionals you
admire. Do not be afraid to ask a
co-worker to review the asset and
give honest feedback from his per-
spective and from the perspective
of a tenant or a visitor arriving at
the building. How is the signage,
both for pedestrians and automo-
biles? Are the tenants’ guests find-
ing it easy to locate their destina-
tions and find their cars when they
leave? Directories should be up-to-

Thinking of
tenants as
guests, Instead
of tenants,
changes
our thought
process and
actions.

date, clean and presentable.

In a different analogy, a building
is like a garden - remember, if a
garden is not cared for consistently,
the weeds take over. Root out the
weeds by sprinkling tenants with
some professionalism, support and
kindness, and watch the relation-
ships grow. That value of the guest
approach with tenants creates a
richness of its own.A

Are your tenants uncomfortable?
We can help.
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Secret Weapon.

What can a trained architect do for you?
Find out with Elkco.

You might be wondering what
an architect has to do with
property management. After
all, isn’t it enough that Elkco
thinks like the property owners
it serves? Fact is, having an
experienced architect on staff
helps Elkco’s clients make the
most of their investments.

Ken Cilia, Elkco’s director

of real estate, is a licensed
architect who can show you
how to best reposition a dated
building, freshen up a unit
for better rent, or make cost-
effective repair choices.

In South Denver, Ken’s vision
helped guide a property owner
who wanted to renovate a
clubhouse. The structure

Elkco is committed to deliberate, steady growth. We've
carefully planned our expansion to make the most of
our years of expertise, allowing us to give each asset the
attention and focus it needs for maximum results.

Discover the difference a strategic, focused management
company can make for your bottom line.

was dated and dark, but Ken
noticed something else that
made it difficult to use — the
front door was hidden, forcing
residents to search for access.
Once inside, residents couldn’t
see the leasing agent.

Ken converted the back door
to the front door, added

flower boxes, threw out the
dark curtains and created an
open, welcoming layout. The
leasing agent began welcoming

E ELKCO I Asset and Fee-Based Property Management

prospective tenants into the
bright, airy building and made

memorable first impressions.

A few simple tweaks paved the
way for big numbers. Twelve
months later, the NOI for the
South Denver property grew
by 53 percent.

Find out what Elkco's Ken Cilia
can do for you.

303.778.0380
www.elkco.net



http://www.elkco.net/

Page 14 — Property Management Quarterly — May 2015

Design Trends

Back-painted glass galnsdeS|gn popularity

ack-painted glass contin-
ues to increase in popular-
ity for use as a decorative
architectural glass product
for interior space in com-
mercial, institutional and residential
projects. There are many reasons for
the trend’s continued growth. The
leading reason is that the product
is a modern alternative to ceramic
tile, stone and laminates, and back-
painted glass offers endless color
choices, allowing vibrant colors to
be brought into workspaces.

Office space is seeing the largest
increase of this glass for use as wall
coverings, dry-erase glass marker
boards, reception areas, room divid-
ers, workspace dividers, elevators,
elevator lobbies, escalator walls, cor-
porate signage, countertops, glass
stairs, and in furniture applica-
tions such as glass tops and doors.
Dry-erase glass marker boards are
popular and now feature several
options that can be added to the
glass, including an easily cleanable
nonglare surface, magnetic backs
for use as a glass-magnetic board,
and frames that allow the marker
boards to be easily demounted and
relocated.

Many projects seeking LEED sta-
tus use back-painted glass as a wall
covering, which allows the reflec-
tion of natural light. Installations
completed with either low-volatile
organic compound adhesives or no
VOC adhesives could contribute to
LEED credits.

The glass trend is also gaining
popularity in health care projects
that incorporate color therapy into

" treatment areas

| and patient-care
rooms. The use as
message boards

in nurses sta-
tions and patient-
care rooms have
increased dramati-
cally. One of the
reasons for this
uptick in popular-
ity is because the
glass is nonporous,
easy to clean and
can withstand

the harsh clean-
ing required by medical facilities.
Back-painted glass can be produced
in large sizes, thus allowing for the
reduction of the number of seams,
further reducing places where
germs can get trapped.

Restaurants use the back-painted
glass for menu boards, tabletops,
kitchen walls and countertops. Glass
countertops are ideal in a kitchen
for similar reasons as medical cen-
ters, because glass is nonporous and
reduces the risk of food cross con-
tamination. Backsplashes in kitch-
ens and bathrooms and vanity tops
are the primary multifamily uses.
Retailers realized that back-painted
glass can add a modern look by
adding bright colors or corporate
colors to their showroom space and
is an excellent product for enhanc-
ing the brightness of the stores.

The trend is gaining popularity
because it is easy to maintain, the
glass substrate is nonporous as
well as resistant to moisture and
fumes. If the glass has too much

Vick Channel
National sales
manager, Summit
Glass Coatings,
Englewood

Courtesy: Summit Glass Coatings

A local Whole Foods uses back-painted glass as its wall covering.

reflection, the reflectivity of glass
can be controlled with the use of
surface-etched glass. Glass with
etched European patterns can be
back-painted for an upscale look to
the project.

If considering back-painted glass,
it is important that the glass is
manufactured using a low iron-
glass substrate in order to achieve
the closet color match to the color
specified, which is especially true
for light and bright colors. Using a

“regular clear” glass substrate will
prevent light colors and bright col-
ors from being replicated. Equally
important in the decision is the
manufacturer’s product warranty. A
complete written warranty should
be obtained from the supplier and
retained for the entire warranty
period.

Back-painted glass is available as
annealed, safety tempered or lami-
nated and can be custom fabricated
to fit most applications. A
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All Things
Power, Technology, and Energy - without limitations.

ENCOREelectric

303-934-1234
www.EncoreElectric.com

Encore Electric, Inc. provides comprehensive installation and maintenance services.
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Keeping your commercial

property weed-free all season
With Swingle’s Bed & Border Weed Control Program

Ideal for:

+ Flower Beds
» Ground Cover
» Walkways

« Driveways

« Rock Gardens
« Mulch

e T i T
Lawn Care | Tree Service | Pest Control | Holiday & Event Lighting

Call us at
303.636.9468

Or visit myswingle.com/commercial

SWINGIE

Lh'HH TREE A LANDECAPE CARE
Creating Beautiful Qutdecr Spaces Year-Aound v

PANORAMA

Property Management

A Commercial Property Management Company
providing landlords and tenants with the
personalized service you expect and deserve:

SERVICES:

® no start-up fee

¢ |ease administration
¢ rent collections

* CAM reconciliations

TENANT RETENTION:

® 24 hour emergency
answering service

® genuine person to
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

allin
Hiunlll
cameronbutcher
MANAGEMENT

At, CameronButcher Management,

a local commercial property management
company, our managers work as a team
to enhance properties and grow its potential
through expert management

and property services.

JEB BREWSTER

Providing management services Property Manager

since 2004 and offering
more than 60 years of experience.

“As a shopping center owner,
we have been 100% completely satisfied
in all areas of real estate, leasing and
management that have been done through

KATHY BROWN
Property Manager

the CameronButcher Company,
and we highly recommend them to others.”

www.Cameronbutcher.com

719-535-0500
421 S. Tejon Street, Suite 250, Colorado Springs, CO 80903

Property Management ¢ Brokerage ® Construction ® Tax Appeals

NEED A REAL ESTATE LAWYER?

ROBINSON & HENRY, ]’C

ATTORMNEYS AT LAW

900 Castleton Rd., Ste. 200, Castle Rock, CO 80109
(303) 688-0944 | RobinsonAndHenry.com

always a free consultation

Commercial lease review

Broker representation

Evictions

Real estate litigation

Land use

Attorney Don Eby, Real Estate
&=, Journal contributing author
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Long-term benefits of HOAresre studies

olorado homeowner association

community managers have

a lot on their plate this year,

with the upcoming manager

licensing and new proposed
legislation about construction defects.
So where do reserve studies need to fit
on managers’ to-do lists and what case
can be made for recommending one
to a community volunteer board? For
multifamily prop-
erties with a lot of
shared maintenance
and shared costs,
reserve studies can
be a valuable tool. At
first glance, getting a
reserve study done
comes at a cost and,
for now, the state of
Colorado does not

E hilippa have any law requir-
M urgess ing an HOA to have

arketing and i

community a reserve study in

place. So why should
communities con-
sider having one?

Reserves are put
in place to complete repair or replace-
ment projects on a schedule without
the need for special assessments or
loans. Community associations come
in all sizes and vary in age, amenities
and maintenance obligations, thus the
specific recommended amount of cash
needed in reserve can only be deter-
mined from a professional assessment
by a reserve specialist.

Reserve studies assess the current
and future needs of a community and
make recommendations for how best
to get there. The fund ensures everyone
is paying his fair share now and in the
future. If the recommendations are
properly implemented, the regular col-
lection of the funds from residents can
help keep HOA dues consistent with
regular planned increases over time
rather than special assessments, which
ensures that some don’t end up paying
more now or later in order to get some-
thing done.

“Reserve studies help the board prop-
erly budget for future expenditures and
know what the HOA's responsibilities
are, therefore we recommend reserve
studies to all of our clients,” said Car-
men Stefu, principal and member at 4
Seasons Management, and president of
the Community Association Institute —
Rocky Mountain Chapter.

A reserve study is a physical and
financial check-up for a community.
There are two components of a reserve
study - a physical analysis and a
financial analysis. During the physical
analysis, a reserve provider evaluates
information regarding the physical sta-
tus and repair and replacement costs
of the association’s major common
area components. A financial analysis
assesses the association’s reserve bal-
ance or fund status (measured in cash
or as percent funded) to determine a
recommendation for an appropriate
reserve contribution rate (funding plan).
Maintaining an appropriate reserve
fund can meet a number of legal, fidu-
ciary and professional requirements
by the management company and its
board.

“Each community should decide for
themselves whether to have a reserve
study, who to obtain it from, how often
to update it and how to implement
it,” said Jerry Orten, HOA attorney and
partner at Orten Cavanagh & Holmes.
“Most HOAs are required to have a
governance policy on these aspects of
reserve studies and funding. Ideally, the
community determines what is best,
consistent with the expectations and
demographics of owners in the com-
munity, and in conjunction with the

relations, Shaker
Painting, Denver

HOA’s community manager, HOA attor-
ney and other advisers.”

A reserve study gets everyone in the
association on the same page - from
the management company to the
board of directors to the owners and
residents.

“It typically includes the following — a
summary of the association, including
the number of units, physical descrip-
tion of the common and limited com-
mon components, and the financial
condition of the reserve fund,” said
Jerome Self, reserve specialist, SBSA.
“The financial analysis includes a pro-
jection of the reserve starting balance,
recommended reserve contributions,
projected reserve expenses and the
projected ending reserve fund balance
for a period of 20 to 30 years (depend-
ing on the term of the study).”

The physical analysis includes a
listing of the component inventory,
current condition of the components,
component quantities, identifying
descriptions, expected useful life,
remaining useful life and current
replacement costs, Self said. A descrip-
tion of the methods and objectives
used in computing the fund status and
in the development of the funding plan
is also included, as well as the source
used to obtain component repair or
replacement cost estimates.

A reserve study will differentiate
between operating costs and deferred
maintenance and provide an outline
of what needs to be done when and at
what cost. It is important for associa-
tions to stay current on regular main-
tenance and what is recommended in
the reserve schedule to get the most
useful life from components. Addition-
ally, if associations do not maintain the
components that are not included in
the reserve schedule, they may require
replacement, whereas if they were
maintained, they would not.

“Wood siding, when maintained
properly, will last indefinitely but with-
out proper paint coverage, it may need
to be completely replaced in the future,
said Brent Rumpf, Shaker Painting
owner. “Thus painting for HOAs can fall
into either an operating cost or deferred
maintenance, but in either case it must
be done in a timely manner for both
upkeep and to prevent further damage
to the community’s property”

The strength and health of a commu-
nity is based on its percentage funded
according to the reserve study recom-
mendation. Many states enacted legis-
lation dealing with community asso-
ciation reserve and operating funds to
protect owners from fiscal problems
and financial hardship. Reserve studies
are currently required in California, Del-
aware, Hawaii, Nevada, Oregon, Utah
and Virginia. Washington encourages
associations to have a reserve study
performed every three years.

A 2013 study conducted by Advanced
Reserve Solutions found that in states
where reserve studies are required the
communities were in better condition
than in those states that do not have
the same laws, said Richard Hirschman,
Advanced Reserve Solutions. “For
example, in California the law was
passed in 1986 and its average reserve
is 84 percent funded, and in Nevada
where the law was passed more
recently, they are 70 percent funded,”
he said. “In Colorado, where there is no
legal requirement, based on available
data, they are at only 38 percent.”

If a community is short on available
cash reserves, it can look to obtain a
loan, however, loans can be a catch-

22. Often a bank will require a reserve
study in order for an association to
obtain a loan when it needs it most. If
a reserve study is done after the fact

)y

Photo courtesy Shaker Painting

A reserve study helps get everyone in the association on the same page, including the
management company, the board of directors, the owners and residents.

to get a loan, a community may find
itself surprised by the current financial
shape and learn they need to access
more capital than initially anticipated
when applying for the loan. Beyond
lending to the HOA itself, lenders are
looking at the reserve study’s percent
funded by the HOA when offering
loans for individual units as well. If
there is a high risk of a special assess-
ment banks tend to avoid lending.

“A current reserve study in place
can go a long way to preparing and
reducing the number of potentially
unknown factors of future expenses
by taking into account all the major
components that could possibly need
maintenance, repair or replacement
in the future,” said Wes Wollenweber,
attorney at Ciancio Ciancio Brown. “In
this way, if a community sees a need
for a future loan, they are in a better
position to obtain it.”

In order for the community to thrive,

everyone needs to work to ensure the
association’s financial needs are both
known and met. A flourishing com-
munity knows its mission, vision for
the future, operating values, needs
(strengths, weaknesses, opportunities
and threats), goals, prioritized actions
and strategies, action plans and moni-
toring plans.

“Savvy future residents look at the
overall upkeep and maintenance of
a community as well as its financial
health,” said Bryan Farley, president of
Association Reserves Colorado. “A com-
munity without a reserve study can
send up a red flag, whereas a current
reserve study can inspire confidence
by effectively communicating its cur-
rent reserve status and projecting
where the association’s reserve bal-
ance needs to be in five, 10, 15 years
(with our studies going out 30 years)
—and how the association can get
there” A
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CALL wa FORA _
FREE ESTIMATE!
(303) 762-3545‘

(303) 7628545

COMPANY OVERVIEW

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

CONCRETE

Our commercial cliental include; apartment complexes, office parks, shopping centers, subdivisions
and townhome parking lots. We offer property owners & managers the best service, quality &
dependability in their paving & pavement maintenance needs. Ask our customers!

We Recycle
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Solving muIt|fam|Iy on-site employee turnover

n early March, the Apartment
Association of Metro Denver
published the results of a 2014
poll regarding on-site employee
turnover. The results were stag-
gering. Of the 26 companies surveyed,
which collectively represent 67,987
multifamily units in Colorado, the
average employee turnover for on-site
teams was an exorbitant 35.9 percent.

This report, while highlighting
a major problem in our industry,
also serves as a signpost to direct
multifamily owners and operators
toward incredible untapped value.

By decreasing employee turnover at
the site level, apartment owners can
directly and positively impact net
operating income in an unparalleled
way. And they can do so without
spending a penny.

Employee turnover at the site has
direct and indirect consequences for
property NOI. Mis-hires and employee
turnover can cost a company up to 10
times the employee’s salary in hard
and soft costs, according to Bradford
D. Smart, Ph.D,, in his book, Topgrad-
ing. If this statistic is accurate, that
means that every $50,000 employee
you lose at your property could cost
the property $500,000.

While the statistic may be hard to
believe at first glance, once you close-
ly examine how employee turnover
affects a property, you can start to
accept its likely accuracy.

First, you must consider that turn-
over requires training a new staff
member. All the hours a new employ-
ee spends training, and the hours
the remaining staff spends training
the new employee, are hours that are
not spent operating the property. As
a result, phone calls from prospects

don’t get returned,
maintenance items
are not followed

up on, and vendor
oversight and direc-
tion can suffer.
Further, the new
employee lacks
specific property
knowledge, which

Chrlstopher can harm property
W. Geer credibility as he
CEO, Haven interacts with cur-
Property Managers  rent and prospec-
& Advisors, tive residents. All of
Superior

these deficiencies
in operations ulti-
mately result in decreased demand
for the property.

Second, the decreased demand can
be exacerbated if the situation is bad
enough to cause online ratings to suf-
fer. Lack of call backs, poor mainte-
nance response times and a deficient
curb appeal can damage a property’s
online reputation, which is often the
first place prospective tenants look
to learn more about an asset. And if
online ratings are suffering, you can
be sure the property’s word-of-mouth
reputation is suffering as well.

Third, and perhaps most important,
staff turnover can negatively impact
renewals. If there is a constant churn
of staff at a property, tenants are
deprived of the opportunity to build a
relationship with property staff, feel
less secure and less stable in their
home, and can become uneasy with
their relationship to the property. The
result is tenants become less likely
to renew their lease, especially at
prevailing market rates. This creates
higher turnover costs at best, and
increased vacancy and lower rental

rates at worst.

Here are a few strategies to help
limit employee turnover. First, for
new acquisitions, employ a strategy
of maintaining the teams that are
already in place when you take it
over. New ownership disrupts the
property enough; replacing the entire
staff at closing only adds to that
disruption. Instead, create a plan to
retain current staff, while evaluating
them over 60 to 90 days to decide if
they are the right long-term fit. If cer-
tain employees are not the right fit for
the property, make sure you take steps
to minimize the impact of turnover by
prepping your team to up-level their

customer service during the transition.

Second, invest in training programs
and promote from within. Studies
show that employees want to grow
in their jobs, so train your staff, men-
tor them and help them succeed. By
promoting from within, you not only
accomplish the goal of helping your
staff grow professionally, but you also
create continuity at the property so
that when you do have a staff mem-
ber leave the property (for promotion
or otherwise), the turnover is as mini-
mally disruptive as possible.

Third, pay your employees competi-
tively. Yes, you must focus on limit-
ing expenses to keep NOI high, but
employee salaries are not the place
to skimp. Even a 5 percent increase
in pay at another property could be
enough to lure away a strong employ-
ee, so know where your pay stands
relative to the competition and stay
competitive to make sure that money
doesn’t lure staff away.

Fourth, and most important,
employ a people-centered manage-
ment approach. While entire courses

of study are dedicated to people-
centered management, in a nutshell
this approach places great value on
empowering and building up staff
while supporting them and training
them as and where needed. Adopting
this approach creates staff who care,
staff who are loyal and dedicated, and
staff who stick with the property (and
you) for years.

While the need to limit turnover is
and always has been important, with
turnover levels at 35.9 percent, the
need has reached a critical level. It is
therefore now more important than
ever to address the employee turn-
over problem once and for all. A
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95 YEARS of BUILDING MANAGEMENT EXCELLENCE
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Denver Metro BOMA is proud to present...

2015 Allied Showcase and Seminars

SEMINAR 1-1:30 - 2:30 p.m. SEMINAR 2 - 3:30 - 4:30 p.m.
Legal Issues in Commercial Real Estate Capital Improvements in Commercial

Real E
Presenter: John Logan - Laff Campbell Tucker & eal Estate
Gordon Presenter: Pete Schippits - CBRE

The objective of this seminar is to educate property The objective of this seminar is to educate property
management professionals about the ever changing management professionals about opportunities and best

laws and regulations that affect commercial real estate. practices when it comes to capital improvements in
commercial buildings.
Each Seminar is Approved for One Hour of Continuing Education
Jor the Renewal of a Colorado Brokers License.

The seminars may also be used for educational requirements for
professional designations such as RPA and FMA

This trade show is free for real estate professionals.
Non-exhibiting vendors must pay a booth fee.

For more information please contact Denver Metro BOMA
1600 Broadway, STE 650 ¢ Denver, CO 80202 ¢ 303-383-4870 o info@bomadenver.org
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A zone defense for smart pest management

n ounce of prevention is

worth a pound of cure. No

truer words can be spoken

when it comes to advising

property managers on how
to keep unwanted pests out of the
facilities they are entrusted with
maintaining.

Commercial properties in Colo-
rado run the gamut in size and pur-

pose. From retail

; shopping centers
and office build-
ings, to apartment

P -3 and high-rise con-

o 5 dominiums, these

e facilities are home
: to businesses and
residents 24 hours
a day, 365 days a
year.

These properties
also are home to
tenants that have
not paid rent and
have no intention
of doing so anytime soon. Who are
these tenants? They are pests.

Pests are known for their abil-
ity to adapt to various environ-
ments and for their aggressiveness
when searching for food, water and
shelter. By their nature, commer-
cial facilities are ideal targets for
pests seeking the above-mentioned
essentials.

For example, a “lifestyle” retail,
office and residential center has
restaurants, grocery stores, loading
docks, home and commercial kitch-
ens, and transient guests and resi-
dents eating, bringing in packages
and generating waste.

Property managers need to think
big picture when it comes to treat-
ing for pests in their building or
complex. That is why hiring a pest
management professional who can
view the situation through a wider
lens and design and deliver an
appropriate pest management pro-
gram is a solid investment.

The lens pest management pro-
fessionals view commercial proper-
ties through when conducting an

Ken Andersen
National account
representative,
Sprague Pest
Solutions, Denver

4 steps to successful
pest prevention

1. Regularly inspect the exte-
rior grounds of your property
and remove conditions condu-
cive to pest harborage, includ-
ing debris, overgrown grass,
trees and shrubs, and areas of
excessive moisture.

2. Make sure the exterior of
your facility is well maintained
and pest-exclusion practices
are in place, including sealing
in openings in the foundation,
screening in windows, main-
taining heating, ventilating and
air-conditioning openings, mak-
ing sure exterior lighting is not
attracting pests, and installing
door sweeps on loading dock
and entry doors.

3. Establish good sanitation
protocols that are followed by
tenants and residents.

4. Develop a partnership with
a local pest management com-
pany and take advantage of its
professional knowledge and
resources.

initial inspection typically is divided
into three zones.

Zone 1. The property around a
facility including the landscape (i.e.,
trees, shrubs), adjacent properties,
water features, etc. These are areas
where pests live. Properly maintain-
ing these areas by regularly cutting
grass, trimming trees and bushes,
removing debris and eliminating
excess moisture will reduce pest
activity and access to a structure.

A common pest hot spot in com-
mercial properties is the dumpster
storage area. With an abundance of
leftover food scraps, moisture and
other pest-attractant waste, dump-
sters are a magnet for rodents,
flies and stinging insects. In order
to keep pests under control, check
dumpster areas, remember to keep
lids closed, have the dumpster emp-
tied frequently, and regularly clean
the interior and concrete surface
beneath the dumpster to eliminate
spillage and waste build up that can
attract pests.

Zone 2. The immediate area
around a structure is a key battle-
ground for denying pests access. A
5-foot buffer zone of gravel or stone,
free of plants and organic mate-
rial, around the building is recom-
mended to eliminate pest harbor-
age areas.

Property managers also should
pay close attention to basic struc-
tural repairs including caulking
openings or cracks in the founda-
tion and around window and door
frames, replacing window and
ventilation screens, installing door
sweeps, and changing exterior light-
ing to sodium vapor bulbs to reduce
the attractiveness to pests.

Zone 3. The final zone is the interi-
or of a facility, the area you want to
keep pests from accessing. Tenant
education on what they should do if
they spot a pest, being mindful not
to accidently carry pests into build-
ings on packages or deliveries, and
eliminating pest-conducive condi-
tions are good preventive actions.
Remember, removing a pest infesta-
tion once it has been established
inside your facility is far more dif-
ficult and costly than taking the
necessary steps to deny pests in the
first place.

It's Not One and Done With Pests

One of the most common mis-
takes property managers make is to
have a pest management company
service just the unit - whether resi-
dential or commercial - where the
pests were seen. Pests are extreme-
ly mobile and constantly in search
of food, water and shelter. They can
maneuver between floors and units
with relative ease.

Treating only one unit usually will
not solve the problem. You need
to look at the entire building and
identify where pests can enter and
establish a base of operations, and
consider how easily the pests can
travel between units in heating and
air-conditioning ducts, water and
sewer pipes, elevator and garbage
shafts, and on tenants, residents,
shoppers, guests and their belong-
ings.

What pests do property manag-
ers need to be concerned with? As
Colorado heads into the spring and
summer seasons, ants, spiders and
stinging insects top the list of pests
property managers want to “lock
out” before they establish nesting
locations. Following are locations
each type of pest is most likely to

Photos courtesy Sprague Pest Solutions

Mice typically are found in furnace, garbage and custodial rooms, food service areas, in

shipping boxes and in kitchen areas.

Stinging insects, like yellowjackets, can be found in trees and overhangs of buildings.

be found in a commercial property:

e Ants - Found in kitchens and
bathrooms near water and food
sources, like spilled soda (sugar is a
major attractant) or syrup; they also
can be brought in on interior plants.

* Bed bugs - Can be found in mat-
tress and bed frames, furniture,
luggage, clothing, bedding, picture
frames and on people.

e Birds — Nuisance birds can be
found on top of light poles, electri-
cal signage, exposed beams, land-
scaping and trees, heating and air-
conditioning units, and rooftops.

e Cockroaches — Often found in
food preparation areas, near water
pipes under sinks in the kitchens,
bathrooms and service rooms.

* Rodents — Mice typically are
found in furnace, garbage and cus-
todial rooms, food service areas,
in shipping boxes and in kitchen
areas. Rats are usually found on the
exterior near dumpsters, sewers,
pools and in landscapes.

e Spiders - Spiders like dark plac-
es to hide, so look under the kitch-
en sink, in closets and storerooms.

e Stinging insects - Can be found
in trees, and in eaves and over-
hangs of buildings. For your safety,
leave the removal of nests to a pro-
fessional.

Another pest that doesn’t gain a
lot of notoriety in Colorado but is

one that property managers need
be mindful of is the termite. Accord-
ing to the National Pest Manage-
ment Associations, termites cause
more than $5 billion annually in
damage to structures in the U.S.
and often do so without ever being
seen.

Aggressive subterranean termites
attack the wood in structures from
the soil and, if left untreated, can
cause significant damage in a rela-
tively short period of time. Signs of
a termite infestation include:

e Mud tubes (used by termites to
reach a food source) on the exterior
of the structure.

e Soft wood that sounds hollow
when tapped.

e Darkening or blistering of wood
structures, and cracked or bubbling
paint.

e Small piles of feces that resem-
ble sawdust near a termite nest.

e Discarded wings near doors or
on windowsills, indicating swarm-
ers have entered the building, or
swarmers themselves, which often
are mistaken for flying ants.

In closing, the two keys to main-
taining a pest-free environment in
your property are to establish and
follow good sanitation protocols
and stop pests before they can gain
access to your facility. If you can
achieve these items, your chances
of avoiding pest issues increases.A
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Considerations for new water heater rules

y now you probably are aware
of the new water heater
regulations, but, as with any-
thing new, it is good to have
additional information and
perspectives. As early as April 2, sup-
ply houses were running low or were
out of older water heaters because
the older heaters are being bought up
in the typical supply-versus-demand
economic theory. The new water
heater regulations will drive up the
cost of water heaters. Period. Early
estimates are predicting the increase
to be between 8 and 12 percent,
according to the Plumbing, Heating
and Cooling Contractors Association.

Water heater manufacturers are
forced to alter designs to improve the
insulation to meet new energy-effi-
ciency standards. This means most of
the water heater diameters and sizes
will increase or the heater’s capacity
will decrease, potentially up to 10 per-
cent, according to the association.

The higher efficiency makes these
units pricier to install and to repair.
Additionally, due to the size changes,
they could cause installation issues.
New heaters will require at least 3
inches of extra space around the unit,
which is particularly troublesome for
areas with size restrictions.

Choosing smaller units may cause
capacity to drop, which is some-
thing most water heater users don’t
want to give up. Efficiency standard
increases in the past did cause manu-
facturers to reduce 40- and 50-gallon
water heaters to 38- and 47-gallon
heaters, respectively. This had a large
impact on residential condominiums
and apartment buildings. Residents
likely will require a change in their
hot water use due to the lowered
capacity.

These fears are causing people to
snatch up the older models to avoid
or delay the capacity and size down-
sides. Plumbers, contractors, builders,
property managers and homeowners
are capitalizing on that fact.

The new water heater efficiency
standards, effective April 16, 2015,
state that all household appliances
manufactured for sale in the U.S.
must meet certain energy-efficiency
levels. This new rule, however, does
not preclude installation of noncom-
pliant products manufactured before
April 16. The updates will require
nearly all residential electric, oil and
tankless water heaters to carry higher
energy-factor ratings.

These new regulations will result in
a few options for property managers
to consider:

Jump on the bandwagon. You still
may be able to secure an older model
water heater and “buy” yourself
more time before needing to make
the adjustment. However, before the
useful time of the water heater has
expired, you may be facing a problem
with getting replacement or service
parts because the parts will no longer
be manufactured and will become
obsolete.

Be a trendsetter. You can get an early
jump on the higher-efficiency water
heaters before prices rise because
of the demand. Once people start
to require new water heaters due to
water heater failure, they will have lit-
tle option but to purchase the newer
systems.

If you are looking for a water
heater that doesn’t increase in size
or decrease in capacity, you have a
few other options — gas water heater,
tankless water heater or hybrid heat
pump water heaters.

* Gas water heaters are only an
option if gas is already installed,

because installing
new fixtures can
add up quickly.

e Tankless water
heaters are ideal for
areas where lots of
hot water for mul-
tiple users is impor-
tant. The tankless
heaters save space,
are long lasting and
are better for the
environment.

e With twice the
efficiency of stan-
dard electric water
heaters, hybrid heat
pump water heaters can offer signifi-
cant cost savings, including possible
tax credits. It’s a good idea to take
advantage of this newer technology
that won'’t reduce output capacity.
Models already are being designed to
address the space issues.

“Based on the NAECA 2015 rules,
all residential electric models over 55

Susan Roberts-
Frew
President and
CEO, Sunshine
Plumbing, Heating
& Air, Commerce

City

gallons must be of the hybrid electric
heat pump water heater type design,”
said A.O. Smith Corp., a leader in
water heater manufacturing.

Cross your fingers and wait. Your cur-
rent water heater may keep ticking
right into the next round of regula-
tions, model improvements or energy
rating standards. The standard war-
ranty for an electric water heater is
six years, but we have heard of water
heaters lasting 16 years. This is espe-
cially true of high-quality brands. The
risks you run are the leaks and flood-
ing that could come as a result of
water heater failure, which can create
costly water damage to property.

To discuss the new water heater
regulations or to get pricing for bud-
get consideration, contact a local
licensed plumber who specializes in
a variety of water heater options. For
property management of multiunit
properties, consider an action plan
that budgets replacement of all energy-
efficient appliances in phases.A
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Hybrid heat pump water heaters offer
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Continued from Page 1

to be a bad thing given that most of
these buildings still perform reason-
ably well and are good candidates for
regular facelifts in tenant and com-
mon areas.

The best time to start in exist-
ing buildings is when a new tenant
moves in. This is when the interior
designer and property manager have
those key discussions as to what will
improve the standards of that partic-
ular suite without breaking the bank.

Property managers need to ask
themselves if the proposed finish
materials are fresh and readily avail-
able? Do they appeal to a wide range
of prospective tenants?

Paint and carpet are the baseline.
They typically provide the most
immediate visual impact, and it can
be dramatic. Designers must strike a
balance between aesthetics and dura-
bility at a good value. Again, these
are business office standards and
are meant to appeal to a wide range
of tastes for at least five years, if not
longer.

Doors, hardware and frames are
also critical improvements. A pre-
finished, prefabricated door with a
mainstream wood species is usually
the best choice for cost and availabil-
ity. Birch, oak and cherry are always
good options.

Hardware is a detail that can sig-
nificantly enhance new doors and
frames. The style and material must
complement those materials and
have long-lasting design appeal, as
well as meet the demands of rap-
idly changing fire and safety codes.
While door handle options are virtu-
ally limitless at any price point, they
are worthless if not compliant with
the American with Disabilities Act
standards. This is true of all interior
design, but a small detail like a door
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Upgraded building restroom standards make an immediate impact for tenants and visitors. Porcelain floors and glass accent tiles
punch up a clean, fresh palette without breaking the bank.

pull, if not compliant with current
codes or not installed properly, can
delay or derail a remodel timeline.

And speaking of codes, many exist-
ing building suites still retain the
deep-cell parabolic 2-by-4-foot fluo-
rescent fixture, which is a dinosaur
by any standard. This type of lighting
does not comply with current energy
codes and may have to be retrofitted
during a remodel. Suitable substitutes
include recessed indirect fluorescent
fixtures or light-emitting diode mod-
els. Both are affordable, energy effi-
cient and readily available. Addition-
ally, property managers can apply for
rebate benefits from power compa-
nies. This “free money” can take some
of the sting out of the remodel tab.

IVIAIRIIINS O,IN

Complete Grounds Services

And just to be clear on sustain-
ability, building owners and property
managers almost always strive to
upgrade to energy-efficient com-
ponents and systems, even when
they are not required by code to do
so. Cost is an issue, of course, but
property managers know the value
of sustainability beyond the altruism
and will make every effort to employ
it when possible. A building does not
have to have an Energy Star plaque
affixed to a lobby wall to promote
green technologies and to increase
the value of the property.

From an investment standpoint, it
is up to the owner and property man-
ager to decide how much upgrad-
ing to do. Improving common areas

L
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- aside from the lobby - can usually
be completed quickly and with mini-
mal disruption to tenants and visi-
tors. Construction in empty offices
can be undertaken with virtually

no disruption, while venturing into
occupied suites can cause a great
deal of chaos, even when things run
smoothly. There are very few ways
around that.

The point is, improving building
standards can be generated from a
single suite or across all common
areas. Time and money usually dic-
tate that dynamic. And property
managers are keenly aware that their
buildings are always in the process
of improvement, whether it’s a land-
lord’s market or not.A

303.424.3708 | MartinsonServices.com
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Managing the_ rising cost of tenant improvements

s most in commercial real

estate know, two things are

happening in the construc-

tion world - construction

costs are increasing and labor
availability is decreasing. The two are
definitely related.

As with any driver of the market
economy, the laws of supply and
demand apply to commercial con-
struction. And two forces are in play
that affect the industry. The first is
the overall construction cost index
for Denver, which increased 1 per-
cent in fourth-quarter 2014, finishing
approximately 4 percent higher year
over year, according to the Morten-
son Construction Q4 2014 Cost Index.
Second, local construction employ-
ment increased by double-digit per-
centage points for seven consecutive
quarters, finishing at 15 percent in
fourth-quarter 2014, according to
the Mortenson report. This trend is
expected to continue through 2015.

Just a few years ago, when there
was not as much work and contrac-
tors were not as busy, they would
price things low to keep their doors
open or to retain employees. Times
have changed. Because of pent-up
demand, there are labor shortages in
many trades, including management
and supervision. Construction labor
is the primary culprit for rising costs.
Today, many area contractors have to
turn work down because they are too
busy or, worse yet, many contractors
are pricing work high and hoping not
to get it.

Material costs also are creeping
up, but not nearly at the same rate
as labor. Many material costs tied to
petroleum, such as roofing or carpet,
have remained relatively stable or

| experienced smaller
increases. Other
materials, such as
copper, have actual-
ly dropped slightly
in price. Overall,
however, material
costs continue to
rise.

As managers of

Ron Mclnroy ~ tenant finish proj-
Senior project ects, our job is to
manager, make sure that
Newmark Grubb e are getting the

Knight Frank, b
Denver est value for our

clients. Sometimes

that may mean
negotiating a fair deal with one gen-
eral contractor and having him bid it
to three subcontractors. Other times
it may mean getting three bids from
general contractors. Using either
approach can lead to a successful
project. Following are some other
takeaways that can lead to better
pricing on tenant finish projects.

e Use design firms that have appro-
priate experience. Using an architec-
tural firm with experience in tenant
finish projects can make the project
go smoother, take less time and ulti-
mately cost less.

e Have the finishes selected prior to
bidding. Not having finishes selected
at the time of bid can add to the cost
and schedule of a project. When fin-
ishes are selected prior to bidding,
you can do a better job of locking in
the price.

e Minimize alternates in the bid-
ding phase. While alternates are use-
ful for evaluating cost options, try to
do most of the cost analysis during
the budgeting phases. Having too
many alternates can be confusing, so

reducing the alternates should be a
goal.

e Create a well organized and
thought out request for proposal.
Make sure the general contractor has
all of the information he needs to put
together a fair price. This includes
insurance requirements, building
rules and regulations, and a copy of
the proposed contract format that
will ensure that the contractor will
not incur any surprises when award-
ed the project.

e Hold a job walk. Make the space
available for all of the general con-
tractors and subcontractors to see the
space in its existing condition prior to
submitting a proposal. If the space is
occupied, make arrangements with
the occupant to visit the site.

e Keep contractors informed of the
status of a project. There is noth-
ing worse than dropping plans on
a general contractor’s desk unan-
nounced on a Friday afternoon. From
the general contractor’s point of view,
the job needs to be evaluated, set up
in the system and plans distributed
to the subcontractors, so the better
informed and the more lead time
provided to the general contractors,
the better the pricing.

e Give general contractors adequate
time to develop a proposal. A few
extra days to obtain competitive pric-
ing from the subcontractors may
make a big difference in the pricing
they acquire. General contractors
often need to forage the land to find
subcontractors with resources to bid
and manage the project. Everyone
wants pricing quickly; however, giv-
ing the general contractor six days
instead of four days to bid often will
result in better pricing.

* Be open to competitive bidding.
Don’t limit the base of subcontrac-
tors from which the general contrac-
tor can choose. While there may
be required subcontractors like fire
alarm, fire sprinkler or controls con-
tractors, other trades may qualify.

e Plan for success. Time is money
and the faster the job can be built,
the less it should cost. The old adage
of “measure twice, cut once” can
be applied to managing tenant fin-
ish projects. A strong project plan
requires fewer change orders. A few
days spent planning at the front end
will lead to a better, faster and less
expensive project.

Hopefully by employing some of
these ideas, the time of pursuing a
bid for a new project is more man-
ageable, disruptions are minimized
from current business obligations, the
project runs smoother and the results
are better. A
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How BIM makes life easier for managers

uilding information model-

ing is a virtual representation

of the physical environment.

The concept of BIM has exist-

ed since the 1970s, but it was
not until 2002, when Autodesk came
out with a whitepaper, that it became
popular.

BIM creates a three-dimensional
model of a building that is accurate
both visually and
proportionally. It
also includes data
on the building
that a user can
query, count and
run reports on. For
instance, if a user
wants to know the
exact number of a
certain type of light
fixtures, BIM can
store this informa-

Robert Childers

Director of
virtual design

and construction, tion.
Haselden
Construction, Why BIM Works
Centennial
BIM uses the

actual model and

the specific data contained within
the model to provide information to
the architectural, engineering and
construction teams, as well as the
owner and property manager, which
ultimately makes the building more
successful in a variety of ways.

The model is useful during design
and construction. In each design
phase, the model can provide differ-
ent levels of information. By creating a
“federated” model (one that combines
all systems and structural elements),
a user can see how the systems and
structure correlate, and find conflict-
ing systems through clash-detection
tools. This, in turn, allows the team
to foresee risk, coordinate systems,
schedule and estimate, and demon-
strate tolerance within the structure.

Identifying a clash before construc-
tion begins positively impacts cost
and schedule because no time will be
lost in the field. During preconstruc-
tion, the team can create quantity
takeoffs and track changes in cost and
materials as models are updated.

Constructing the building virtually
and using the resulting BIM model
to identify and resolve interference
improves building quality and con-
struction sequencing. During actual

BIM allows virtual
access to systems
and simulation
of maintenance
procedures,
making
preventive system
maintenance
easier and more
manageable.

BIM room rendering can help with sales and leasing by giving prospective tenants a chance to see what the space will look with their
tenant improvement ideas incorporated.

construction, BIM can be used to
verify the correct installation of the
elements, such as mechanical, electri-
cal and plumbing systems, embeds,
brick ledges, structural steel and
other systems. Using BIM can reduce
requests for information, as well as
field change orders and the resulting
costs and schedule impacts.

During operation, the data con-
tained within the model proves most
valuable. The data can optimize facil-
ity management maintenance by
using the as-built building informa-
tion model as the database for rooms,
spaces and equipment.

Facilities Management
Systems Integration

The real power comes into play
when BIM integrates with facilities
management software. Numerous
types of software are available. The
type of software used to integrate BIM
depends on what one intends to use it
for. For example, if someone wants to
use it for asset management, he may
invest in different software than if he
is using it mainly for system mainte-
nance. Some owners use COBie (Con-
struction Operation Building infor-
mation exchange) as a performance
specification, which sets the stage for
how model information should be
created. The information then can be
pulled into a computerized mainte-
nance management system, saving
time and improving accuracy.

BIM integrates with the facilities
management software, which man-
ages the information in the model
for the intended use by the facility
operations team. Taking it a step fur-
ther, a user also can coordinate with
building automation software. In this
scenario, the facilities management
software ties into building automation
software, with BIM bringing the visual
component. For example, a building
automation sensor located within a
duct will identify when the airflow
does not meet the minimum require-

ments; and with the use of a building
automated system and a 3-D model,
the section of duct will be highlighted
in the model, which saves the facil-
ity operations team hours of trying to
locate the issue themselves.

In the case of a new building, BIM
standards are easily incorporated into
the project. The owner should write
into the contract what level of detail
he wants the architect to include in
the BIM; this helps prevent any mis-
understandings later on in the project.
For instance, the owner may want to
include things such as carpet types
and paint brand and color so the
items can be easily replaced should
they be damaged.

Having a 3-D model from the origi-
nal design and construction phases
is a big time-saver, but there are ways
to make it work for an existing build-
ing. If as-built documents don’t exist,
it gets more complicated. The owner
or property manager can do measure-
ments manually or, to have the most
accurate as-builts, a 3-D scan can
be done of the entire facility or indi-
vidual spaces. If the decision is to use
3-D scanning, there are a few steps
involved because all of the points that
are generated from the scan need to
be converted into real-world informa-
tion, but the end result is the most
accurate. Once this information is
converted to a BIM authorizing soft-
ware such as Revit, it becomes live
information that can be updated as
changes are made. Various software
exists that will allow building infor-
mation modeling to integrate with
facility management software.

Benefits for Property Managers

The benefit BIM brings to property
managers is the ability to save time
and money. Through BIM, objects
become associated with assigned
spaces — this can include structural
items such as walls and ducts, as well
as inventory items such as computers,
furniture and phones, which allow

objects known as assets to be sched-
uled in a room schedule. When this
information is used along with bar
codes, QR codes or radio frequency
identification tags, each asset can be
tracked easily as it moves from one
space to the next.

Facility management teams become
more efficient because the equipment,
operations and maintenance informa-
tion can be pulled out of the model
rather than digging through drawings
and documents, or doing a manual
survey of the building. BIM allows
virtual access to systems and simula-
tion of maintenance procedures, mak-
ing preventive system maintenance
easier and more manageable, leading
to longer equipment life.

When renovations or maintenance
are scheduled, all the information is
easily available. Users know exactly
where the MEP systems are, what is
behind the walls, what paint color is
in office 102, etc., and can determine
the impact of a renovation or mainte-
nance on other parts of the building
prior to beginning the work.

BIM also can help with sales and
leasing. Prospective tenants can see
what the space will look with their
tenant improvement ideas incorpo-
rated (see BIM rendering). With addi-
tional software, users can simulate an
emergency evacuation. This means
that property managers can manage
one building - or multiple buildings -
remotely.

While the initial implementation of
building information modeling may
seem cost prohibitive, when consider-
ing the life cycle of a facility, it dem-
onstrates its worth sooner than later.
Owners of any facility or development
benefit the most through the use of
BIM because they are the ones who
deal with the building for the life of
the facility. Having a virtual represen-
tation of the physical building allows
them to have all of the information
used to construct the building at
hand.A
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How to quickly mitigate technologylsses

odern business depends

on technology. Servers,

desktops, notebook com-

puters, tablets and phones

are essential to everyday
workloads and doing more with less.
Any disruption to these tools can
cause extreme stress to an already
overworked employee or team. If your
building has a fire, water damage,
construction mis-
hap or any number
of possible disasters,
it affects your ten-
ants.

What is Your
Liability?

When damage
to technology that

Cory Matthews runs a business
Technical director, occurs, there are
RescueTech, more factors to
Denver

consider than just
hardware. These are
referred to as soft costs and include
software installation, network con-
figuration, data recovery and transfer,
employee profile setup, license and
maintenance contracts, and warran-
ties.

All these soft costs affect the bigger
concern - business interruption. How
long can a business be down before
it affects income? It could be weeks,
days or just hours. When asked, most
companies will say, “Never, we can’t
be down at all!” Just the thought of
being without your equipment for two
days without warning is a bit unnerv-
ing, much less to experience it.

How quickly a company can get
back to business depends on whether
it has a plan in place for disasters.
Larger companies may have them,
and sometimes the companies are
required by law to have such plans
in place. However, small businesses
make up 99 percent (according to the
U.S. Small Business Administration) of
the U.S. employers, and without the
requirement it leaves small business
owners at a disadvantage when disas-
ter strikes.

If the mishap occurs as the fault of
the business, then its insurance should
take over. However, if something goes
wrong with the building, what is your
liability? Subrogation is a big deal in
the insurance world, and you can bet
if there is the opportunity to shift the
cost of damage to someone else, you
can count on it.

Let’s look at it this way, if your build-
ing is damaged, you fix it because
it’s your building. But what about the
contents inside the building? If a loss
occurs due to maintenance issues, are
you required to foot the bill? If so, how
do you make sure all quotes are cor-
rect and in the best interest of claim
mitigation? Vendors that install and
sell equipment for a living are not like-
ly to be worried about costs, especially
in an insurance situation. You need to
make sure cost-effective solutions are
considered.

Chances are you have dealt with
contractors before and have a handle
on the construction side of things.

But what about the building contents
- more specifically, what about the
information technology and busi-

ness technology used in the environ-
ment. There are several questions

that should be answered quickly to
minimize business interruption and
larger costs to the claim, including was
there technology affected by the loss;
to what extent; can it be fixed and put
back in operation quickly; and are ven-
dors involved?

Vendors provide a valuable service,

Proper containment during construction and remodels can help avoid situations like construction dust contamination.

but remember, they sometimes may
see a loss as a sales opportunity and
may suggest upgrades that are not
necessary, or suggest replacement of
items that are not needed. This can
increase the cost significantly due to
lack of experience with these types
of situations. Due diligence needs to
be done. Instead of replacing it all,
you should look at what was really
affected and what wasn'’t affected. Ask
yourself:

e How bad is the damage?

e Can items be used right away?

e Can items be restored and put back
into use as soon as possible?

e What needs to be replaced?

» How long will it take to get back up
and running?

If equipment is replaced, the fol-
lowing eight questions should be
addressed:

1. How long until the hardware can
be delivered?

2. What configuration needs to be
done to each component?

3. What software needs to be
installed?

4. Are upgrades to the equipment
necessary?

5. Are the technologies compatible
with each other?

6.Is data recovery needed from the
old equipment, and how quickly can
that be done?

7. Do user profiles have to be set up
on the workstations again?

8. Are there any network configura-
tions needed for the equipment?

Replacement equipment can take
weeks to arrive and set up, which may
delay the business from operating for
the same amount of time. Calculate
the hardware costs plus the soft costs
and add in the days or weeks of lost
revenue to have a better idea of how
the claim quickly can escalate in cost.

From a standpoint of minimizing
business interruption and claim costs,
the quickest way to get back up and
running is to use the original equip-
ment. This equipment is already con-
figured, and has all of the software and
profiles intact. Proper inspection and
restoration of the hardware should

Replacing everything, including servers, after a disaster is not always the best plan.

help it live a normal life, barring any
permanent damage from a direct
hit by water or heat. In a loss that
is handled properly, there may be a
mixture of recovery and replacement.
Using the original equipment is usu-
ally a quicker and more cost-effective
option, equaling a fraction of replace-
ment, especially when considering the
soft costs. If technology is addressed
quickly after a loss and contaminants
cleaned from circuit boards properly,
odds are the original equipment can
be restored to a preloss condition. A
proper investigation of loss involving
technology should flow like this:

1. Determine what equipment was
affected.

2.1f equipment was affected, what
can be repaired and recovered cost-
effectively?

3. Create a plan to restore operations
to enable workflow to continue.

4.Is after-hours on-site mitigation
necessary?

5. Order equipment that needs to be
replaced as soon as possible.

6. Plan different phases to get full
operations back into working condi-
tion.

7. Make sure there are no compat-
ibility issues with a mix of new and
old technology.

8. Test and use the systems to make
sure all operations are back to normal.

Sometimes the knee-jerk reaction to
a loss involving water or smoke is to
replace it all. While this may be great
to get a system upgraded and new,
it is not the best option to save time,
money or the hassle that comes along
with new equipment. Costs associated
with the loss will skyrocket. Your job
is to minimize costs while effectively
returning your tenants business to
normal operations.

As we have discussed, there are
many considerations to determine
what the quickest and most cost-
effective way to get business technol-
ogy systems back up and running after
a loss. Make sure the vendors involved
take all of these considerations into
account.

There are also measures your ten-
ants can take to proactively protect
against damage. More information and
a free checklist to hand out to business
tenants are available at MinimizeBI.
com.A


http://www.signatureflip.com/sf01/article.aspx/?i=5793

Page 26 — Property Management Quarterly — May 2015

Vendor Relations

Tips for selecting a reliable parking operator

inding the perfect vendor for
any service can be a time-
consuming and challenging
endeavor, and selecting a
parking operator is no excep-
tion. Without firsthand experience
in the parking industry, one may not
know what to look for and how to
evaluate your options. Every com-
pany will say why they are the best
and they all might have compelling
arguments, but there are important
criteria to analyze when making this
important decision. Following are a
few tips on what to look for when
selecting your next parking operator.

1. Experience. It's important to
know if the potential company has
experience with a project similar
in size and scope. For this, quantity
does not always equate to quality.
Just like any other industry, there
are parking companies that care-
fully select which properties to
manage and other companies that
have a set corporate system and
growth strategy that is to conquer
everything in all markets. As long as
your potential vendor can prove it
is qualified to serve your property, it
should not matter how many facili-
ties it currently manages.

2. Responsiveness. Parking is a 24/7
business, especially in busy urban
environments such as Denver. It’s
best to ensure that your potential
vendor is available to provide cus-
tomer service at any hour (depend-
ing on need) and has a quick
response time in case of emergen-
cies. A local team is better than an
outsourced call center because the
local team can provide a higher level

of service to the
customers with

a greater under-
standing of the
property, parking
operation and city.
General emails and
questions should
be responded to
within a reason-

Justin able amount of
Montgomery time during the
Director of business day and
business after hours.

development and
special events,
Douglas Parking,
Denver

3. Transpar-
ency. Establishing
a trusting relation-
ship with your
potential parking
vendor is critical. This typically hap-
pens over time through network-
ing by attending organization (such
as Building Owners and Manag-
ers Association and International
Facilities Management Association)
meetings and activities, and work-
ing together at charitable events and
committees. If you have a chance to
work with a vendor in a nonbusi-
ness setting, you can get to know
them on a different level outside of
the business world.

A parking contract is not the same
as a simple one-and-done vendor
contract; the parking operator is
“moving in,” per se, and often han-
dling thousands, even millions, of
dollars in revenue. Trust is critical to
a property manager’s and owner’s
confidence. One must feel com-
pletely comfortable with the park-
ing operator and know that he has
proper controls in place to ensure

revenue will be
maximized. You
want to make sure
that their account-
ing and cash han-
dling processes are
transparent and
that all manage-
ment reports are
clear and contain
backup documen-
tation when neces-
sary.

Reports that
are not clear or
do not maintain
user-friendly readability should be
adaptable and adjusted to best meet
your needs. How can you do this?
Ask questions, ask for the documen-
tation, hire a third-party auditor or
have your potential vendor sit down
for a polygraph test. OK, that last
example is a stretch, but you get the
idea. If a company is unwilling to
discuss its reporting or process, it
may have something to hide.

4. Flexibility. It’s important for
your potential vendor to be flexible
with operations and make quick
decisions. Whether it’s to fill your
facility for an unexpected special
event to maximize revenue or solve
a parking problem for a major ten-
ant, you want your vendor to have
the skillset and authority necessary
to remain flexible and proactive.
This means cutting the red tape and
finding a vendor who empowers his
local operations team.

5. Reputation. While most requests
for proposals require a list of refer-
ences, often these references go

Luke Lee
Managing partner,

Douglas Parking,
Denver

COMMON AREA MAINTENANCE SERVICES
Power Sweseping » Snow Removal » Property Maintenance

uncalled. First-person references in
the same city usually will tell it to
you straight. It is important to ask
questions related to the other cate-
gories — response times, attention to
detail, how often you see upper-level
management, etc. These can be indi-
cators as to whether a company has
time to give you the level of atten-
tion necessary to ensure your park-
ing is a blessing. If not, your parking
will continue to frustrate you.

6. Attention to detail. Does the ven-
dor pick up on your “red flags?” Is
the vendor sensitive to your needs
and communication patterns? Does
he make requested changes, and
are they made in a timely manner?
Does the vendor follow up in a way
that works for you so you know
things are getting done when you
need them done?

A good vendor will follow up with
you as much as needed. An operator
should at minimum suggest regular
meetings (weekly, monthly, quarter-
ly, as needed) so that he can main-
tain regular communication and
ensure your needs and the needs of
your garage and tenants are met.

If you keep these criteria in mind
while selecting your parking ven-
dor, then you will be on the right
track. Another important aspect is
to ask senior-level managers in your
organization for their advice - there
could be elements that they look
for that are not included in the list
above. Taking the time to carefully
vet and select a parking vendor will
save you a lot of headaches in the
end. A

CAM Services is Proud to Offer the Following Quality Services

Power Sweeping
Parking Lot Sweeping
Snow Removal

Day Porter Services
Tenant Finish

Maintenance

o Power Washing

o Power Scrubbing

e Fence Repair

e $15 Million Insurance
Um ot

.:rl‘

Interior/Exterior Building

. .and much more! _
4 « Fax: 303.295.2436
lorado.com

o Signage Repair

e Curb & Sidewalk Repair
e Parking Blocks

o Construction Clean-up
e Water Damage Clean-up
e Property Security

® Rubber Removal

e Glycol Spraying

o GSE Maintenance

e Cargo Handling

o Fully Bonded
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A quality fitness facility: A smart investment

eople in Colorado like to exer-
cise. Across all age ranges,
Coloradoans consistently
rank high in the nation for
physical activity. According to
the Centers for Disease Control and
Prevention’s 2014 report on physical
activity, 61.8 percent of adults in the
state met the recommended 2.5-hour
weekly exercise guidelines, which
puts us firmly in
the No. 1 spot.
Seniors in Colorado
like to stay active
too. America’s
Health Rankings
lists the state as
third best, less than
a percentage point
behind Oregon and
California.
It is clear that
in Colorado exer-

John Coffey

Senior commercial
product specialist,

HealthStyles cise amenities
. Exercise are important to
quipment, employees, guests
Broomfield and customers.

To keep custom-
ers happy, smart property managers
are designing and renovating quality
workout environments as a key part
of their corporate, hospitality, hous-
ing and apartment facilities.

Workout and fitness environments
ideally are designed to accommodate
the needs of the guest or workforce.
You must know who your users are
and what kind of workout they are
looking for — cardio, weights, classes
or all of the above. The important
balance and blend of strength and
cardiovascular equipment should
be paired with the right accessories,
such as floor matting and specific
training needs. Quality equipment
must be durable, quiet and smooth
in function, provide motivating and
informative feedback, and be visually
pleasing as well as maintenance free.

The local club or community fit-
ness center is a great fitness and
exercise option, yet, with today’s life-
styles and time constraints, the all-
inclusive, in-house facility is a viable
option and consideration for custom-
ers and workforce alike.

To develop the most inviting, bal-
anced, comfortable and functional
environment for your workout facil-
ity, there are a number of things an
innovative company should consider.

Room dimensions. Before purchas-
ing any equipment, you need to
know your space. Start by measur-
ing the dimensions (length, width
and height) of the area where the
equipment will be used. Make sure
to determine the “active area” of the
piece of equipment, not just the actu-
al size, so that someone will have
room to use the equipment freely
within the space you have desig-
nated. There has to be enough room
for a user to comfortably and safely
get on and off the machine and move
between equipment and other users.

With today’s fitness technology,
there are many quality strength and
cardiovascular exercise equipment
options to consider as well as fold-
up or stand-up versions that are
designed to accommodate the limit-
ed-space facility. If space is an issue,
there are plenty of multitasking
equipment options that may help.
The best place to start is to create a
computerized floor plan to pinpoint
the specific features of the area or
room and then plan for the specific
pieces of equipment and workout
areas.

Power supply outlets. Some types of
cardiovascular exercise equipment
require power outlets. Some do not.

Be sure that you have enough outlets
and determine if any of the equip-
ment requires a dedicated circuit
when planning your workout area.

Room temperature and ventilation.

A comfortable temperature and low
humidity will make a fitness room

a much more enjoyable and inviting
place to exercise. Room temperature
and adequate air flow is critical. Exer-
cise equipment, as well as physical
activity, produce heat, therefore, the
temperature and air flow need to

be adjusted for maximum comfort.
Also, ceiling fans, portable fans and
window shades when direct sunlight
is present can help keep a room com-
fortable.

Lighting. Be sure to use adequate
lighting in your workout area. Win-
dows that allow for natural light and
outside viewing are ideal and can
enhance the workout experience.
Generally, the more hand-eye coor-
dination an activity demands, the
more illumination is required. Group
exercise areas should have flexible
lighting.

Floor coverings, aesthetics and com-
fort. It is important for the materials
used within the workout and activity
room to absorb sound. The multiuser
commercial floor coverings should
consist of durable, yet warm and
comfortable products. The overall
area needs to be warm and inviting
to keep users coming back. Many
commercial fitness and exercise facil-
ities have migrated from out-of-the-
way places to welcoming showcases
within the entrance of the business.

Motivation and diversion. Visual and
auditory stimulation can be motivat-
ing to many exercisers. Wall-mount-
ed TVs or individual screens within
the pieces of equipment are options.
In addition, individual iPod and iPad
docking stations often help keep the
exerciser motivated and energized.
The addition of plants, artwork or
photos also can go a long way to add
interest and motivation to the room.
Be sure to consider other uses and
activities that may complement your
client’s workout experience, includ-
ing stretching, TRX suspension train-
ing, small-group training areas, and
relaxation and treatment facilities.

Equipment maintenance and cleanli-
ness. Maintenance and cleanliness
of equipment is important to protect
the investment and maintain a high
level of safety. Today, strength and
cardiovascular equipment is much
less maintenance intensive than it
used to be, yet a quarterly or semi-
annual checkup by a qualified indi-
vidual or company is always recom-
mended. To keep equipment clean,
provide disinfecting wipes or spray
and encourage users to wipe down
machines between uses; assign daily
and weekly cleaning tasks to staff.

Funding and financing options. There
are numerous equipment and facility
upgrade financing options. The new
or established business usually will
have access to competitive leasing or
bank loan options. In addition, there
are commercial fitness equipment
dealers that will consider a trade-in
value on present equipment within
the facility.

A word on costs — while it is tempt-
ing to spend less money on lighter-
duty fitness machines, you will save
money in the long run by purchasing
higher-quality equipment with a lon-
ger lifespan and less down time due
to repairs. Take warranties into con-
sideration. A good warranty can lower
the cost of ownership. Good planning
also can save you money so that you
buy the right equipment for the space

Photos courtesy Healthstyles Exercise Equipment
The important balance of strength and cardiovascular equipment should be paired with
the right accessories, such as floor matting and specific training needs.
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Before purchasing any equipment, measure the dimensions of the area, making sure to
determine the “active area” of the piece of equipment, not just the actual size.

__in.

Be sure to use adequate lighting in your workout area. Generally, the more hand-eye

Y

coordination an activity demands, the more illumination is required. Group exercise

areas should have flexible lighting.

and buy what users want and need.

These inclusions and enhance-
ments to a workout area can help an
organization’s perceived benefit value
and can be viewed as a significant
benefit to employees, guests and cli-
ents, as well as a great selling point.
Most importantly, the company and
facility will be viewed as a state-of
the-art business that is in tune with
today’s needs and requirements.

If you decide that your facility
would benefit from an upgraded or
new fitness center, where do you
begin? If this type of expertise is
outside of your company’s comfort
zone, there are resources to help you

avoid expensive, time-consuming
mistakes. Commercial fitness dealers
are a great place to start. These expe-
rienced specialists can help plan the
space and provide direction on the
best exercise equipment to suit your
needs as well as provide equipment
service, and maintenance and trade-
in programs. In addition to design
and sales, fitness center management
companies can provide on-site man-
agement, fitness programs and more.
If do-it-yourself is more your speed,
there are free online planning tools
like Matrix Fitness’ Room Planner
tool available at www.matrixfitness.
com.A
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Snow considerations for the summert|me

he past winter was brutal for

many parts of the country. Feet

of snow fell in short periods of

time for weeks on end, roofs

caved in due to the weight of
snow and ice, and big cities, like Bos-
ton and New York, simply shut down
due to the overwhelming amount of
snow. Here on the Front Range we
experienced a winter closer to average.
Nonetheless, everyone celebrates when
spring comes.

Even though many snow and ice
management companies also celebrate
the end of overwhelming demand
and long work hours, the rest is short
lived. Spring and summer are the times
when snow mitigation companies per-
form a lot of work analyzing the previ-
ous year and preparing for the year
ahead.

Before discussing what you can do
now to wrap up your snow season and
begin the next season with strength, it’s
important to understand exactly what
snow and ice mitigation companies
are and what they aren’t. Snow and ice
mitigation companies are companies
that specialize in every aspect of snow
management. These companies are dif-
ferent from the typical landscape com-
pany that attaches a snowplow on the
front end of a truck during the winter
months.

During the winter months, mitiga-

tion companies plow, de-ice, blow snow,

and haul out or melt snow if necessary.
In addition, they help manage your
liability, keep your customers safe, and
protect and build your brand. Hiring a
snowplow means that your parking lot
gets plowed. Hiring a mitigation com-
pany means that your sidewalks are
shoveled and de-iced, entrances and
exits are cleared correctly, the parking

lot is plowed in the
time allotted by law,
and the snow piles
are created in the
correct spots. Miti-
gation companies
specialize in helping
the property man-
ager reduce the risk
of damage, falls, slips

Matthew Haas and trips. .
Owner, Summit The biggest dif-
Outdoor Solutions, ference between
Fort Collins the two types of

companies is that

a traditional snow
removal company is reactive — they
react to a specific need based on a
weather event. Snow and ice mitiga-
tion companies not only react to the
immediate need, but also are proactive
in approach to the harsh winter envi-
ronment and work with the property
manager or owner to help identify and
improve areas of risk. Traditional plow-
ing companies don’t manage the “thaw
and refreeze” issues faced in Colorado,
while mitigation companies provide a
more holistic service. Mitigation com-
panies are the knowledge experts when
it comes to snow and ice, performing
the duties of snow removal during and
after a snowstorm, and providing guid-
ance and support to help protect your
property from the destructive forces of
snow and ice, as well as protecting your
organization from costly and damaging
litigation.

During the spring and summer
months, mitigation companies spend
their time performing audits, conduct-
ing specialized training for personnel,
maintaining and upgrading equipment,
and redefining internal business pro-
cesses. They also work with local clients

TMC Commercial Real Estate

Full Property Management Services

Retail

TMCCRE takes pride in....

Industrial Parks

We have launched our new operations to serve Denver and the Front Range!
With our 45 years of commercial real estate expertise we are dedicated to
providing a first class level of professional services above and beyond,

Pasitive Tenant Relationships
Property Value Enhancemenis
FProactive Expense Management

Suburban Office

. el N

Mitigation companies specialize in helping the property manager reduce the nsk of

damage, falls, slips and trips.

to keep clients up to date on how to
best keep the property safe.

It is important to keep up with the
latest snow and ice removal methods.
In the past, some of the treatment
methods would cause long-term dam-
age to concrete and sidewalks. Newer
treatment methods are available and
mitigation companies should work
with the property manager to find the
best method of ice mitigation, which is

one that provides less risk and damage.

The summer months are the per-
fect ime for equipment maintenance
activities. January and February are
the wrong months to realize that the
brakes need to be fixed or that the

P

hydraulic system needs a major over-
haul. Preseason is also the time for
proactive planning regarding ice-melt
materials. The last few years the indus-
try, and Colorado in particular, has
experienced ice-melt shortages. A pro-
active service provider has plans and
contingency plans regarding ice melt
for sites. The companies work hard so
they can go into autumn knowing they
are ready for whatever Mother Nature
decides to throw at them.

Part of the summer process includes
visiting clients to make sure that the
entrances, exits, hydrants, loading
docks, parking areas and walkways
haven’t changed from the year before.

A

PAVEMENT SOLUTIONS

Thank You to all our CREJ friends for
allowing APEX the opportunity to assist you
with your pavement repairs and maintenance.
We look forward to serving you in the future!

Please call us for all your Asphalt and Concrete
Installation, Repair & Maintenance Needs

e Asphalt Installation & Overlays
e Remove & Replace Patching

¢ Concrete Sidewalks
e Curb & Gutter & Drain Pans
e nfrared Patching

Owner Satisfaction

Terry M. Connett, CPM
14550 E. Easter Avenue, Suite 100 ~ Centennial, Colorado 80112
Office: 303-955-5914 ~ Cell: 720-737-1185
terry@tmeccre.com ~ www.tmccre.com

Proud Supporters of our Military, Police, Fire, & EMS Personnel

e Crack Sealing
e Seal Coating
e Pavement Marking/Striping

www.apexpvmt.com
PHONE: 303-273-1417 rax: 303-216-0565
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One new feature that is not marked on
the removal plan could make the dif-
ference between a property that is safe
and one that is open to risk when snow
or ice hits. Snow management compa-
nies should create written plans for all
clients’ properties. These plans include
maps, backup strategies and policies
regarding client-specific requirements.

Just as spring and summer are work-
ing months for the snow companies, it
is also the time for property managers
to think about snow. Property manag-
ers must evaluate whether the plan
for the previous year worked as well
as it should have, whether there are
property risks that need to be alleviated
and whether they need to renegotiate
existing contracts or perform a vendor
search.

When it comes to planning for the
next year, here are four steps property
managers can take.

Perform a post-season walkthrough.
This is the physical walkthrough. It’s
important to bring along the previ-
ous year’s map with the high-priority
areas. As the manager walks through
the property, the map should either be
verified as accurate or corrected with
updated information. New sidewalks
should be marked, changes in parking
lots should be notated and high-priority
areas should be reviewed and verified.
This is also the time to address any
property damage incurred throughout
the course of the winter.

Post-season contractor evaluation. This
is the time to go through the previ-
ous winter’s activities and determine
if the contractor met the contractual
obligations as required. Property man-
agers should ask if the contractor was
prepared, consistent and professional.
If not, then it is time to solicit new pro-
posals in order to find a vendor that is
a better fit.

This is also the time to make sure
the vendor choice is a proper fit and
meets the needs of the property owner.
Although some vendors may provide

the service as required, that doesn’t
mean those vendors are the best for
the property. Each vendor is unique and
the property owner should find the one
that provides the most benefits for the
residents or consumers of the property.
For the purposes of snow removal, the
goal of most property managers is to
find a vendor that can mobilize the
fleets quickly, respond to urgent needs,
keep the property safe and have a well-
trained crew that performs the duties
specified within the contract in a pro-
fessional manner.

Scope of work evaluation. During
this phase the property manager
determines what type of work will
be required in the coming winter. For
example, if ice dams or roof snow
removal were not covered in the previ-
ous year’s work, it is probably a good
idea to add these into the contract for
the upcoming season. Each season
brings new lessons and during this
phase the lessons should be added to
the scope.

Contract evaluation. In this stage the
property manager reviews the different
types of contracts available by the local
snow mitigation companies and picks
the one that best meets the defined
scope of work. Most mitigation com-
panies offer “per push” contracts, “per
event” contracts as well as “annual”
contracts. Understanding the difference
between these billing styles and their
unique advantages can help a property
manager meet budget requirements
while maintaining a high level of ser-
vice.

In the end, the property manager and
the snow and ice mitigation companies
have a lot to do during the hot summer
months. Not only do they have to think
about snow during 90-degree weather,
but also managers have to start pre-
paring for it. I would suggest taking a
few minutes now to jot some notes
about your experience over the last six
months, then work your way through
the four steps.A
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Property Management Services
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ATLAS REAL ESTATE GROUP
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Call 303-242-8980 or Email nick@realatlas.com for more information

Retail

Just a few of our services:

KPM
Property Services

One Source. One Bill. All your needs.

Industrial

KPM Property Services provides first class property maintenance and related services to property managers and building
owners in Denver and throughout the Front Range. With our single point of contact we will save you TIME and MONEY.

Day portering

Power washing

Parking lot sweeping
Janitorial services
Plumbing & line jetting
Electrical & mechanical

Bill Maitland, Director of Operations
KPM Property Services

Office Residential

Demo work, vacant space prep
Tenant finish, design & build
Construciton site clean-up
Trash hauling

Building and fence repairs

After Hours Emergency response

14550 E. Easter Avenue, Suite 100 ~ Centennial, Colorado 80112
bill@kpmpropertyservices.com ~ www.kpmproperlyservices.com

Office: 303-955-5914  cell: 303-720-3497
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ACCESS CONTROL
SYSTEMS

American Automation
Building Solutions Inc.
720-529-0764

Englewood Lock and Safe, Inc.
303-789-2568

Mathias Lock & Key
303-292-9746

ACOUSTICAL CEILINGS

Heartland Acoustics & Interiors
303-694-6611

ASPHALT & PAVING
A-1 Chipseal and Rocky
Mountain Pavement
303-650-9653

Apex Pavement Solutions
303-273-1417

Asphalt Coatings Company, Inc.
303-762-8545

Avery Asphalt, Inc.
303-744-0366

Brown Brothers Contracting Inc.
303-598-1301

Economy Asphalt & Concrete
Services
303-809-5950

Foothills Paving &
Maintenance, Inc.
303-462-5600

PLM Asphalt & Concrete, Inc.
303-287-0777

BACKFLOW TESTING
& REPAIR

Backflow Consulting, Testing
& Repair Inc.

303-537-0126

BUILDING RESTORATION

Walker Restoration Consultants
303-694-6622

CAFM/IWMS SOFTWARE

CollectiveView
303-268-3840

CCTV/DIGITAL VIDEO
SURVEILLANCE
SYSTEMS

American Automation
Building Solutions Inc.
720-529-0764

Englewood Lock and Safe, Inc.
303-789-2568

Mathias Lock & Key
303-292-9746

CONCRETE
Avery Asphalt, Inc.
303-744-0366

Black Gold Construction, Inc.
303-791-8300

Brown Brothers Contracting, Inc.
303-598-1301

Economy Asphalt &
Concrete Services
303-809-5950

Foothills Paving &
Maintenance, Inc.
303-462-5600

PLM Asphalt & Concrete, Inc.
303-287-0777

COOLING TOWERS

Cooling Tower Services Inc.
303-763-2233

DISASTER
RESTORATION
Belfor
303-425-9700

Join the Directory

BIuSKY Restoration Contractors
303-789-4258

Interstate Restoration &
Construction
303-426-4200

Palace Construction
303-777-7999

RescueTech — Technical
Loss Specialists
303-380-1708

ELECTRICAL
Greiner Electric LLC
303-470-9702

IES Commercial Inc.
303-937-9300

Intermountain Electric
303-282-4368

EMPLOYMENT
STAFFING

Real Estate Personnel
303-832-2380

EVENT &

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

EXTERIOR
LANDSCAPING
Brickman Group
303-928-7881

CoCal Landscape Services
303-399-7877

GroundMasters
303-750-8867

Landtech Landscape/
Maintenance
303-344-4465

Martinson Snow Removal
303-424-3708

Mountain High Tree, Lawn &
Landscape Company
303-232-0666

SiteSource Common Area
Maintenance
303-948-5117

Terracare Associates
720-384-5218

FACILITY MAINTENANCE
American Automation Building
Solutions Inc.

720-529-0764

CAM — Common Area
Maintenance Services
303-295-2424

eBuilding Service
303-592-1055

Horizon Property Services, Inc.
720-298-4323

MC Building Services
303-758-3336

Precision Construction
Solutions LLC
303-565-1456

SiteSource Common Area
Maintenance
303-948-5117

FENCING
CAM Services
303-295-2424

Split Rail Fence & Supply
Company
303-791-1997

FIRE PROTECTION

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

Western States Fire Protection Co.
303-792-0022

FURNITURE
INSTALLATION
Buehler Companies
303-336-9429

GENERAL CONTRACTING/
TENANT FINISH

Metro Construction
303-618-9716

GLASS

Horizon Glass
303-293-9377

INTERIOR
LANDSCAPING
City Plantscaping
720-276-6064

JANITORIAL

All Solutions Cleaning &
Maintenance
303-550-6739

Empire Building
Maintenance Co.
Denver: 303-365-1251
Colorado Springs:
719-219-3535

ISS Facility Services
303-698-4800

Jani-King of Colorado
303-294-0200

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

LOCKSMITHS
eBuilding Service
303-592-1055

Englewood Lock and Safe, Inc.
303-789-2568

Mathias Lock & Key
303-292-9746

MECHANICAL/HVAC
CMI Mechanical
303-364-3443

eBuilding Service
303-592-1055

Murphy Company
720-257-1615
Tolin Mechanical Systems

Company
303-455-2825

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

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

MOVING & STORAGE
Buehler Companies
303-336-9429

Cowboy Moving & Storage
303-789-2200

NETWORKING

GEAR & PHONES

Black Box Networking Services
303-623-2631

PAINTING
Ponderosa Painting &
Remodeling, Inc.
303-887-4973

Preferred Painting
303-695-0147

Stellar Custom Painting
720-981-7827

PARKING CONSULTANTS

Walker Parking Consultants
303-694-6622

PARKING GARAGE
REPAIRS

EnCon Field Services, LLC
303-298-1900

PARKING LOT STRIPING

Martinson Snow Removal
303-424-3708

PARKING SYSTEMS AND
REVENUE

Mountain Parking Equipment
720-259-4889

PLUMBING
MAI Plumbing
303-289-9866

Opticable
303-868-9964

PRESSURE WASHING
CAM — Common Area
Maintenance Services
303-295-2424

SiteSource Common Area
Maintenance
303-948-5117

Top Gun Pressure Washing Inc.
720-540-4880

PROPERTY
IMPROVEMENT/
TENANT FINISH
CAM — Common Area
Maintenace Services
303-295-2424

eBuilding Service
303-592-1055

Facilities Contracting, Inc.
303-798-7111

Palace Construction
303-777-7999

ROOFING

B&M Roofing of Colorado, Inc.
303-443-5843

Bauen Corporation
303-297-3311

CRW Inc. — Commercial
Roofing & Weatherproofing
720-348-0438

D & D Roofing Inc.
303-287-3043

Douglass Colony
303-288-2635

Tecta America Colorado LLC
303-573-5953

Turner Morris Roof Systems
303-431-1300

WeatherSure Systems
303-781-5454

Western Roofing
303-279-4141

SECURITY SERVICES
American Automation
Building Solutions Inc.
720-529-0764

Advantage Security, Inc.
303-755-4407

Universal Protection Service
303-369-7388

SIGNAGE
Best Sign Works
303-292-3890

Denver Sign Group
720-344-2330
Schlosser Signs, Inc.
1-888-309-5571
970-593-1334

YESCO - Young Electric
Sign Company
303-375-9933

SNOW REMOVAL

Brickman Group
303-356-9578

CAM — Common Area
Maintenance Services
303-295-2424

CoCal Landscape Services
303-399-7877

Facilities Contracting, Inc.
303-798-7111

GroundMasters
303-750-8867

Landtech Landscape/
Maintenance
303-344-4465

Martinson Snow Removal
303-424-3708

PLM Asphalt & Concrete, Inc..
303-287-0777

SiteSource Common Area
Maintenance
303-948-5117

Terracare Associates
720-384-5218

SOLAR

Douglass Colony
303-288-2635

SWEEPING

CAM - Common Area
Maintenance Services
303-295-2424

Martinson Snow Removal
303-424-3708

PLM Company, Inc.
303-287-0777

Top Gun Pressure Washing
720-540-4880

TREE AND

LAWN CARE

Davey Tree Expert Company
303-750-9273

Mountain High Tree, Lawn
& Landscape Company
Denver: 303-232-0666
Colorado Springs:
719-444-8800

Swingle Lawn, Tree &
Landscape Care

Denver: 303-337-6200
Fort Collins: 970-221-1287
North Metro Denver:
303-422-1715

WEATHERPROOFING

Brown Brothers Contracting, Inc.
303-598-1301

Douglass Colony
303-288-2635

WeatherSure Systems
Incorporated
303-781-5454

WINDOW CLEANING

Bob Popp Building Services Inc.
303-751-3113

WINDOW TINTING
All American Window
Tinting, Inc.
303-934-8468

Participating in this directory provides your firm year-round visibility in the newspaper and on our website. If you would like to include your firm in this directory,
please contact Lori Golightly at Igolightly@crej.com or 303.623.1148.
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A Colorado Real Estate Journal Publication

PROPERTY MANAGEMENT

Colorado’s Only Property Management Publication

While the Colorado Real Estate Journal will continue to run a property management news section in each issue of the
newspaper, Property Management Quarterly features the most interesting managers, service and supply providers, best
practices and new management contracts. All property types are covered, including office, industrial, multifamily, retail,
medical office, senior care and hotel. The publication is mailed with the Colorado Real Estate Journal newspaper, a
4,000-plus distribution that includes owners, developers, investors, and property and facility managers.

SPACE RESERVATION
ISSUE DATE DEADLINE MATERIAL DEADLINE
August 5 July 15 July 22
November 4 October 14 October 21

To reserve ad space, please contact Jon Stern at jstern@crej.com or 303-623-1148
For editorial content, please contact Michelle Askeland at maskeland@crej.com or 303-623-1148

I
IREM Institute of Real Estate Management

Greater Denver Chapter
Jenver

Resources. Relationships. Results.

FORYOUR TEAM.
FOR YOUR COMPANY.
FOR YOUR BOTTOM !.INE,

GET EXCITED ABOUT YOUR JOB AGAIN

With IREMs new online professional development courses!

s Attracting aond Retaining Residents ¢ Residentiol Budgetfing and Accounting

* Building Effective Teams # Residential Maintenaonce Operations

* Delegafing to Empower Your Team ¢ Staffing a Residential Management Team

* Developing a Capital Sirategy  Starfing o Property Management Company
* Developing Crifical Thinking # Understanding Leverage and Debt Structure
& Finding Your Company’s Niche ¢ Understanding Loss to Lease

* Oulstanding Facilitation * Waorking With the Media

COURSE DESCRIPTIONS AND
VIEW SAMPLE CONTENT ONLINE AT
WWW.IREM.ORG/COURSES

Looking to improve a specific portion of your skill set?
Trying to frain new staff members?
303-940-9442
IREMS new on-demand professional development courses arg www.iremdenver.org

IREM™ PROFESSIONAL DEVELOPMENT ! fhe easiest way fo fransform you and your staff info a feam of www.irem.org

skillful, knowledgeable, asset performance experts,
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303-789-3934 ® www.westernproscapes.com ® john@westernproscapes.com



http://www.westernproscapes.com/
mailto:john@westernproscapes.com

