
INSIDE

by Michelle Z. Askeland 
Property managers are struggling 

to keep property engineers and 
facility maintenance teams staffed 
with qualified, enthusiastic employ-
ees. 

“It is definitely hard to find build-
ing engineers,” said Kim Lewis, the 
Building Operators Association of 
Colorado state chair and executive 
vice president with Hot/Shot Infra-
red Inspections. “It has been dif-
ficult for, at least, the last five years 
and seems to be increasingly more 
difficult because there’s been a lot of 
growth in Denver and a lot of retire-
ment – so there’s a lot of positions 
– and not as many young people to 
take the jobs.”

With increasing job position avail-
ability, there seems to be an appar-
ent lack of interest in the trades as 
well as a lack of general awareness 
in the line of work. 

“I think it’s a big problem because 
a lot of the kids are not focused 
on the vocations or introduced to 
the vocations,” said Jackie Herbst, a 
Denver Engineers and Facilities Con-
versation member and an account 
manager with Team K Services. 

Bryan Wilske has seen the prob-
lem firsthand – spending the past 
two years significantly understaffed 
with technical people – as a director 
of property operations with Double-
tree Hilton. Finally fully staffed, 
Wilske stresses the importance 

of investing in the staff you have. 
If you find a good individual and 
you’ve captured his attention, invest 
time and effort into his education 
in order to make him an even more 
valuable asset to the company, he 
said.

It’s imperative that the engineer 
staff and the management staff 
work together. Property managers 
understand the value in maintain-
ing their buildings to avoid costly, 
last-minute repairs when something 
goes wrong. The same approach 
should be taken with staffing. 

If there isn’t someone within the 
staff who can be trained and pro-
moted, there are limited options. 
Lewis believes relocations are on the 

rise, thanks to the state’s desirabil-
ity. Aside from that, it requires some 
creativity. 

“You have to do a little of this and 
a little of that,” she said. “You have 
to put your hands into a lot of pots 
until you find the person you’re 
looking for.”

Reaching out to your vendors can 
be a powerful tool. Vendors tend 
to know if somebody is unhappy 
with his job or if somebody is mov-
ing, making them a great source for 
finding engineers who are looking 
for positions, Lewis said.

She regularly receives emails from 
property managers who are looking 
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Letter from the Editor

T
here’s no way to avoid the 
intermingling of our lives with 
technology. From our smart-
phones to our smart homes, 
most of us spend our first wak-

ing moments and last minutes before 
bed connected to 
our devices.

In our workplac-
es, the programs 
and uses are even 
more ubiquitous. 
In property man-
agement, techno-
logical advances 
saturate every 
sphere of respon-

sibility. The goal of most of these 
programs is to make work easier, 
more efficient and better con-
nected. We want technologies to 
streamline systems and enhance 
reliability. The problem is, with so 
many options out there, how do 
you know what programs are worth 
your time? 

This is no easy task as programs 
run the spectrum from single-pur-
pose applications, such as tracking 
maintenance requests, to colossal 
system that require major infra-
structure overhaul, such as the new 
parking management systems. 

There also is a balancing act 
of not being left behind, but not 
investing too much time as a 
guinea pig to the latest-and-great-
est, untested programs – not to 
mention, balancing your client’s 
expectations and acceptance of 
something new. As a whole, people 
often require a little bit of coax-
ing to accept something new. Case 

in point: a new parking system 
that deploys technology to aid and 
assist, but comes with the trade off 
of new costs. In the long run, these 
systems typically are embraced but, 
in the short term, the complaints 
and negative publicity that comes 
with the adjustment period is not 
fun to manage. 

When customer service is a key 
component to the job, technology 
can hinder as much as it helps. For 
example, the importance of in-per-
son interactions with tenants can 
go a long way in tenant retention. 
On the other hand, tenants may 
enjoy greater flexibility and opera-
tional efficiencies, such as automat-
ed locker systems for deliveries. 

I’m using this column as a call of 
information. In the next issue I plan 
to highlight some of property man-
agers’ favorite technologies to learn 
what lives up to expectation and 
what falls short.

Please share your favorite appli-
cations and programs that make 
managing your buildings easier. 
I’m interested to learn about any 
program that you implemented 
that you now could not live with-
out. I’d also like to hear about the 
programs you tried that didn’t work 
as intended. And finally, I’d like to 
hear about the problems and tasks 
you’re still waiting to see new tech-
nology address. I look forward to 
receiving your input. 

Michelle Z. Askeland
maskeland@crej.com
303-623-1148, Ext. 104

Call for tech information
CONTENTS

Assignments vs. subleases: Know the differences
Steven S. Sessions and Amanda H. Halstead

No-pet policies don’t apply to service animals
Donald “Corky” Eby and Tucker Allen

Reminders for dealing with hailstorm damages
Chris Rockers

New IECC codes stress sustainability, safety
Tia Jenkins

We must continue to support, fund EPA’s Energy Star
Amanda Timmons

Arc flashes pose danger for maintenance teams
Dennis Moyer 

The best alternatives to plant in place of ash trees
Tony Hahn

5 steps to evoke customer service excellence
Linda Kaboth

The unexpected cost of constructing empty space 
Bob Bergeson and Ashley Combs

Popular office trends allow for flexibility, versatility
Kristen Terjesen

Watts to Water celebrates energy management
BOMA 

4 

6

8

10

12

14

16

18

20

21

22

DENVER’S
   PROPERTY MANAGEMENT 

POWERHOUSE.

Leasing Advisory  Global Corporate Services  Investment Sales and Capital Markets  Consulting 
 Program and Project Management  Property and Facilities Management  Valuation and Advisory Services

Dan Simpson, Director of Management Services
1800 Larimer Street, Suite 1700, Denver CO 80202   T 303.892.1111   www.ngkf.com

Newmark Knight Frank has built a reputation for delivering superior 
operations and services for all classes of commercial properties, regionally 
and worldwide. We have expansive expertise in trophy office building 
management, international offices and business parks, portfolios and funds, 
private client management and sustainability advisory across the globe.

Newmark Knight Frank provides property management for more than 200 
million square feet in the U.S. 

mailto://maskeland@crej.com
http://www.ngkf.com/
http://www.signatureflip.com/sf01/article.aspx/?i=9463
http://www.crej.com/


July 2017 — Property Management Quarterly — Page 3www.crej.com

Multiple Service Discounts Available

...and much more!

CAM Services is Proud to Offer the Following Quality Services

Multiple Service Discounts Available

Power Sweeping
Parking Lot Sweeping
Snow Removal
Day Porter Services
Tenant Finish/Improvements
Interior/Exterior Building

Maintenance
Power Washing
Power Scrubbing
Fence Repair
$10 Million Insurance

Umbrella
Storm Water & Erosion

Control

Signage Repair
Curb & Sidewalk Repair
Parking Blocks
Construction Clean-up
Water Damage Clean-up
Property Security
Temporary Fencing
Barricades
Rubber Removal
Airport Services
Event Services
Silt Fence
Fully Bonded

Phone: 303.295.2424 • Fax: 303.295.2436
www.camcolorado.com

24 Hours A Day, 7 Days A Week!

State of the art equipment, with GPS tracking for your convenience.
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Legal

COLLIERS INTERNATIONAL MANAGEMENT?

COLLIERS INTERNATIONAL 
4643 S. Ulster Street, Suite 1000 · Denver, Colorado 80237 
303 745 5800 · www.colliers.com/denver

Why

OWNER
Trusted by Owners: 

Same Clients for Over 21 Years

New Assignments  
Every Year

Over 12M Square Feet 

35 Satisfied Owners

TENANT
Trusted by Tenants: 

98% Retention of  
Management After Sale

Over 600  
Satisfied Tenants

High Percentage of  
Renewals

Because we create value.

Trust

Reliability

Commitment

Integrity

O
wners should have rea-
sonable expectations that 
their tenants will follow 
and adhere to the lease 
provisions regarding lease 

assignments and subleases. Unfor-
tunately, that is not always the case. 
Often, the first notice a property 
manager receives from a tenant is 
a request for new signage or new 
access cards. That is a red flag that 
there is a potential change occur-
ring in the leasehold estate that 
must be addressed by the property 
manager and reported to owner-
ship. Another red flag: Rent is paid 
by a different entity then the actual 
tenant. 

As each lease template is differ-
ent, a thorough review of the appli-
cable lease provisions by the prop-
erty manager with owner’s legal 
counsel is the absolute starting 
point. The following are questions 
and answers that may improve our 
understanding when an assignment 
or sublease is being considered.

• Sessions: What is the difference 
between an assignment and sub-
lease? 

• Halstead: A sublease is a lease of 
a tenant’s space from the tenant. A 
sublease can be for all or part of the 
premises and for all or part of the 
balance of a lease term. In contrast 
to an assignment, where a tenant 
assigns all of its rights and obliga-
tions under a lease, under a sublease 
the tenant assigns certain rights and 
obligations while retaining others. 
Unlike a sublease, which is approved 
by a landlord, an assignment usu-
ally is accomplished through an 
agreement between the tenant, the 
assignee and the landlord. 

This distinction 
is important as the 
assignment creates 
privity of contract 
with the landlord 
and assignee, giv-
ing the landlord 
rights against an 
assignee it may 
not have against a 
sublessee.

• Sessions: Why 
should an owner 
care to have proper 
documentation? 

• Halstead: It is 
important that a sublease or assign-
ment be properly documented for 
a variety of reasons. A landlord 
should, at all times, be aware of 
who is occupying and operating 
from the leased premises. By way 
of example, a landlord will want to 
confirm that the party or parties 
occupying the leased premises are 
carrying the requisite insurance and 
that the landlord has been named 
as an additional insured. Moreover, 
in the event of a default, the land-
lord will want to know who to pro-
vide notice to and, should it become 
necessary, who to evict and/or sue 
for damages. 

• Sessions: What can possibly go 
wrong? 

• Halstead: How long do you have, 
Steve? But seriously, it’s not uncom-
mon for tenants to assign or sub-
lease spaces without providing a 
landlord with notice. This can cre-
ate a host of issues, particularly if 
there is a casualty at the property 
and insurance carriers become 
involved. An unauthorized occupant 
may not carry the proper insurance, 

name the landlord 
as an additional 
insured or have 
included a waiver 
of subrogation in 
its policy. 

Moreover, 
with no contract 
between the sub-
lessee or assignee, 
the landlord may 
not be afforded 
the protections set 
forth in the lease. 
The original ten-
ant would have a 
duty to indemnify 

the landlord from claims arising in 
connection with an unauthorized 
assignment or sublease, but the 
duty to indemnify is only as strong 
as the original tenant’s financial 
condition.

• Sessions: What due diligence is 
required for an owner to approve an 
assignment or sublease? 

• Halstead: An owner should evalu-
ate a proposed assignee or subles-
see in a manner consistent with its 
evaluation of the original tenant. 

By way of example, a landlord 
should request a few years’ worth 
of tax returns, a sworn financial 
statement and bank statements. If 
the proposed assignee or subles-
see is an entity, the landlord should 
also review the governing docu-
ments for the entity and financials 
for the principals of the entity. A 
landlord also may want to consider 
the business experience of the pro-
posed assignee or sublessee. The 
financial strength of a proposed 
assignee or sublessee and any addi-
tional guarantors may carry more or 

less weight depending on the finan-
cial strength of the original tenant 
and guarantors, and whether the 
original tenant and guarantors will 
remain liable for the lease obliga-
tions.

 • Sessions: Who is liable for pay-
ment of rent? 

• Halstead: I’ll give you the clas-
sic attorney response, “It depends.” 
It depends on how the assignment 
and/or sublease are drafted. Gener-
ally, in the case of a sublease, the 
sublessee pays the tenant and the 
tenant pays the landlord. In a typi-
cal sublease, there is no privity of 
contract between the sublessee and 
landlord. Consequently, the land-
lord’s right of recovery is limited to 
the original tenant. This can create 
issues if the tenant accepts money 
from the subtenant but doesn’t ten-
der the money to the landlord. 

Almost always, in the case of an 
assignment, the assignee pays the 
landlord directly. A typical assign-
ment will require that the original 
tenant and guarantors remain liable 
for some period of time after the 
assignment and that the original 
tenant and the assignee shall be 
jointly and severally liable for the 
lease obligations. In such case, the 
landlord could recover from both 
the original tenant and assignee.

• Sessions: Have you seen any 
favorable outcomes? 

• Halstead: An assignment or sub-
lease could provide the landlord with 
more pockets to collect from in the 
event of a default. In some cases, the 
landlord ends up with a stronger ten-
ant for a longer period of time.

Assignments vs. subleases: Know the differences

Please see 'Sessions,' Page 27

Steven S. 
Sessions 

CEO, Sessions 
Group LLC, Denver

Amanda H. 
Halstead

Member, Mills, 
Schmitz, Halstead, 

Zaloudek LLC, 
Denver
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Legal

F
or property managers, emo-
tional support animals are a 
big deal. Not only can prop-
erty managers expose them-
selves to fair housing dis-

crimination claims for wrongfully 
refusing to allow emotional support 
animals, but also because of a lack 
of accreditation requirements for 
these animals under the Americans 
with Disabilities Act, they face the 
problem of tenants fraudulently 
claiming pets as service animals 
to circumvent no-pet policies and 
pet-related costs. These deceptive 
practices have been so prevalent 
in recent years that the General 
Assembly enacted Colo. Rev. Stat. § 
18- 13-107.3, which imposes fines 
up to $500 on those who intention-
ally misrepresent a pet as a service 
or emotional support animal for the 
purpose of obtaining rights reserved 
for people with disabilities.

People with physical disabilities 
use service animals, which have 
been rigorously trained to perform 
tasks specific to a person’s disabil-
ity. People suffering from psycho-
logical disabilities use emotional 
support animals, which provide 
comfort and companionship for 
those suffering from illnesses like 
depression, anxiety and post-trau-
matic stress disorder, but have not 
been specifically trained to perform 
tasks related to a person’s mental 
illness. 

Both types of animals are pro-
tected under the Fair Housing Act 
because they are considered assis-
tive aides to those with disabili-
ties rather than pets. Accordingly, 
because they are not “pets,” the FHA 

generally requires 
property manag-
ers make excep-
tions to pet-related 
restrictions or 
costs as “reason-
able accommoda-
tions” in rules and 
policies to afford a 
disabled person an 
equal opportunity 
to use and enjoy a 
dwelling.

Spotting a legiti-
mate need for 
these types of 

service animals is not easy, which 
means animals sporting official 
looking vests, patches or harnesses 
can be easily regarded as genuine 
emotional support animals, even 
if they are not. Even more trouble-
some, it is not required that certi-
fied animals wear any identifiable 
garment. So, it is important to know 
the other methods by which prop-
erty managers can ensure they are 
not falling victim to fraudulent fair 
housing claims by pet-owning ten-
ants.

For an individual to obtain the 
right to an emotional support ani-
mal, he must request a reasonable 
accommodation because of a dis-
ability and show the animal aides 
the individual by relieving the 
impairments caused by the disabil-
ity. To have a disability one must 
have, or be regarded as having, a 
physical or mental impairment that 
substantially limits one or more 
major life activities. Major life activ-
ities are defined as, but are not lim-
ited to, caring for oneself, perform-

ing manual tasks, 
seeing, hearing, 
eating, sleeping, 
walking, standing, 
lifting, bending, 
speaking, breath-
ing, learning, read-
ing, concentrating, 
thinking, commu-
nicating and work-
ing. 

If the tenant has 
a disability that 
substantially limits 
his or her major 
life activities and 

the disability is relieved by an emo-
tional support animal (or other 
means), the tenant should request a 
reasonable accommodation. A prop-
erty manager who receives a proper 
reasonable accommodation request 
should approve it, unless doing so 
would create an undue financial or 
administrative burden on the prop-
erty manager or alter the nature of 
the housing.

The key here is that just because 
a tenant asserts he has this type of 
animal does not automatically trig-
ger the protections. The tenant car-
ries the burden of proving the ani-
mal is a bona fide emotional sup-
port or service dog. But, when there 
is a bona fide reasonable accom-
modation request for a service dog 
or emotional service animal, the 
property manager must forego a no-
pet policy, pet deposit or fees, and 
“pet rent.” 

Furthermore, a property manager 
may not refuse a canine service 
animal because of its specific breed, 
size or weight; however, if they 

conclude the animal poses a “direct 
threat to the health and safety of 
others” based on an individualized 
evaluation of its conduct, that may 
be sufficient to revoke or deny the 
accommodation. The tenant owner 
of the animal is responsible for the 
animal’s conduct and any damages 
it may cause even though the prop-
erty manager may not demand a 
pet deposit or additional pet-related 
charges.

When evaluating the reasonable 
accommodation request the Depart-
ment of Housing and Urban Devel-
opment recommends a property 
manager ask only two questions: 
Does the person seeking to use and 
live with the animal have a dis-
ability, and does the person making 
the request have a disability-related 
need for an assistance animal? If 
the answer to both questions is yes, 
the request should be granted.

HUD also states an “unreasonable 
delay” in making the decision of 
whether to grant the accommoda-
tion can amount to a violation, but 
does not indicate a specific time 
period in which a request must be 
granted. Yet, in an 11th Circuit case 
in 2014, a condominium associa-
tion’s repeated requests for a ten-
ant’s medical history over many 
months amounted to a “construc-
tive denial” of the disability accom-
modation.

Emotional support animals are a 
big deal for property managers and 
being well educated on the require-
ments can mean the difference in 
protecting against fraudulent ser-
vice animal claims and being sued 
for fair housing violations.s

No-pet policies don’t apply to service animals

Reach Further 
with a PSCU Commercial Real Estate Loan

CB1003-0417

Follow us at:
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Federally insured by NCUA
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financing fast-tracking 
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Colorado markets 
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• No pre-payment penalties

Call (844) 256-1764 today! 
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lending to Colorado communities and strengthening our local 
economy. With locations throughout the Front Range, our 
Commercial Real Estate professionals provide local market 
knowledge alongside competitive financing rates and terms. 
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Insurance

GRIFFIS       BLESSING
•  Full Service Property Management

•  Construction Services
•  Due Diligence
•  Receivership

•  Financial Services

www.GriffisBlessing.com

5600 W. Quebec St, Ste 141B, Greenwood VIllage, CO 80111
(303) 804-0123

102 N. Cascade Ave. Ste 550, Colorado Springs, CO 80903
(719) 520-1234

D
enver has been a tempo-
rary home to many out-of-
state insurance adjusters 
the past few months due 
to the May 8 hailstorm in 

the metro area. Insurance compa-
nies sent members of catastrophe 
teams to quickly evaluate damages 
and prepare estimates upon which 
insurance companies issue initial 
payments – and then they are gone. 
Property owners are cautioned to be 
leery of all unethical opportunists 
after significant weather events – a 
warning to question incomplete or 
inaccurate reports and estimates 
prepared on behalf of insurance 
companies also is appropriate. 

An accurate, defendable assess-
ment is needed on every property 
claim. If within the path of the 
storm, whether damage to your 
property is evident and significant 
– or if damages are not apparent – a 
thorough assessment of your prop-
erty should be conducted. 

Take steps to protect your prop-
erty. Address the needs of your 
tenants, be proactive in the claims 
process, and consider seeking assis-
tance from reputable consultants as 
part of your team to address issues 
with consultants retained as part 
of the insurance company’s team. 
Addressing permanent repairs 
should not begin until an agree-
ment is reached on the required 
repairs and costs associated with 
completing the repairs.

If you filed a claim for damage, 
a representative of your insurance 
company should have inspected 
the property by now. This individual 

may have limited 
experience and 
limited authority 
on the claim; and 
may have taken 
more time inform-
ing you of damag-
es that aren’t cov-
ered as opposed 
to those that are 
covered. While this 
individual pre-
pared and submit-
ted for approval an 

estimate of damages to the insur-
ance company, this individual may 
not address required repairs to your 
property. 

Even if an experienced, local, in-
house claims adjuster prepared the 
estimate, your insurance company 
must be open to input from you and 
your team to address reasonable 
and customary repairs and expens-
es as part of the claim. 

Until you have a reputable gen-
eral contractor or roofing contrac-
tor – who tells you that the damage 
is limited to the roof, assesses the 
damages and prepares an estimate 
– you may not know if the estimate 
from the company adjuster is rela-
tively accurate or lacking in scope 
and costs. 

If the parties are unable to agree 
that the roof was damaged by the 
hailstorm, it may be necessary for 
samples of your roofing membrane 
or shingles to be cut for testing. 
There are costs associated with 
such testing and chain-of-custody 
procedures to follow to ensure that 
the parties adequately preserve the 

integrity of the sample(s). Agree-
ment as to how these costs are cap-
tured and paid as part of the claim 
should be reached prior to taking 
the samples. There are reliable 
testing facilities, including those 
typically used by insurance compa-
nies, but you should have a voice 
in selecting the designated testing 
facility.

Property owners should be mind-
ful that not all roofing contractors, 
general contractors, engineers, 
construction consultants, public 
adjusters, insurance adjusters, and 
others within the property and 
casualty insurance industry adhere 
to proper and ethical adjustment 
practices. You and representatives 
of your insurance company are to 
carefully assess damages as you 
seek to obtain the indemnification 
provided within the policy cover-
ing your property. Suggestions by 
insurance company representatives 
as to expenses that are not covered 
should be met with a bit of skepti-
cism if not specifically noted in 
your policy. 

Whether you wait for your insur-
ance company’s repair estimate or 
you have an estimate of damages 
prepared and submitted, you will 
want repairs addressed by a profes-
sional contractor who will stand 
by his estimate and work product. 
The parties are to work coopera-
tively together to reach agreement 
on damages – not to minimize and 
ignore, nor fabricate and embellish, 
damages. 

The National Roofing Contractors 
Association and the Colorado Roof-

ing Association websites provide 
useful information regarding the 
selection of a professional roofer. 
On the CRA website is a publication 
from the Denver District Attorney’s 
Office – with an admonition: “Don’t 
always choose the lowest bidder – 
almost all complaints to the DA’s 
office are contractors with very low 
bids. You get what you pay for.” 

Insurance company representa-
tives are aware that low, inaccurate 
and incomplete estimates do not 
provide a true measure of damages 
to your property. Assertions from 
insurance company representa-
tives who profess to have secured 
a “comparative” estimate from 
a contractor for repairs in a low, 
lump-sum bid without necessary 
details should be challenged. This is 
especially true of contractors who 
often work with representatives of 
your insurance company – and are 
aware you already have a contrac-
tor. Knowing they won’t be retained, 
estimates are prepared with a wink 
and a nod at costs significantly less 
than your contractor’s estimate 
with assurances the work will be 
completed for the lower price. This 
is inappropriate. 

Take responsibility for your claim 
and insist on cooperation from 
your carrier. Request a local rep-
resentative with whom you can 
address claims-related matters and 
schedule necessary inspections 
of the property be designated on 
your claim. Question the motive of 
insurance company representatives 
who insist you do not need outside 
assistance.s 

Reminders for dealing with hailstorm damages

Chris Rockers 
Partner, The Claims 
Group, Northglenn
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COMMERCIAL ROOFING 
AND SHEET METAL 

• Award-winning roofing 
contractor serving 
Colorado's commercial 
and industrial building 
owners and property 
managers for over 35 
years.

• Experts in TPO, EPDM, 
PVC and Standing Seam 
roofing systems.

• Specializing in new 
construction, re-roofing, 
sheet metal and roof 
repairs. 

2013 
rtrestone 

MASTER 
CONTRACTOR 

Partners in Quality 

www. bauenraafing. cam 
303.297.3341 41 
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Codes

O c c u p a n c y .  S t a b i l i t y .  C u r b  A p p e a l . Immacu l a te  Bu i ld ing s .  Secur i t y.  Va lue .

Summit Management Services, Colorado’s premier 
multifamily management company, uses state of 
the art management software and our well-tested 
Summit Model to maximize total returns over the 
life of an investment, find hidden value and always 
provide timely, user friendly reporting for investors. 

If your current management company is falling short 
in any of these areas, please contact us to today for 
a free review and suggestions for improvement.  

Email: ekrueger@summitmanagementservices.net.
 

Is your management company 
failing to make the grade? 

summitmanagementliving.com

T
here are new commercial 
lighting code requirements 
for office buildings in metro 
Denver. The International 
Energy Conservation Code 

is a set of regulations enacted to 
create or enhance energy-efficient 
office building systems, including 
mechanical, lighting and power. 

“This comprehensive energy con-
servation code establishes minimum 
regulations for energy-efficient 
buildings using prescriptive and 
performance-related provisions,” 
states the International Code Coun-
cil’s website.

That’s a pretty sweeping declara-
tion, the intent of which can lead to 
significant confusion for the non-
technical minded. Fortunately, the 
ICC boasts that navigating the code 
is relatively easy for those users who 
do embrace technology, like engi-
neers and building owners. The gist 
here is that the code is the latest 
and best version of the ICC’s push 
for sustainability and public safety.

The IECC rolls out a revision of the 
code every three years, the adoption 
of which is solely at the discretion of 
any given municipality. The city of 
Denver adopted the 2015 version of 
the code late last year, one of only a 
handful of municipalities metrowide 
to step up to the revision. 

With any new building code revi-
sion, there is inevitable confusion 
and at least some consternation 
among the parties responsible for 
interpreting it, adopting it and 
enforcing it. The commercial lighting 
portion of the 2015 IECC is no excep-
tion. To understand its impact, let’s 
start with the broad strokes of what 

it requires for office 
buildings.

• Power density. 
Existing and new 
buildings in Den-
ver are required to 
reduce total watts 
per square foot. 
Lighting power 
density reduction 
is a way to instant-
ly lower consump-
tion across the 
board.

• Controls. New time clock controls 
and occupancy sensors are required 
as part of the performance-based 
provision of the code. That is, a 
number of new controls and sensors 
will mitigate “over fitting” of office 
spaces by regulating natural light 
levels in any given area.

Self-described daylight controls are 
dimming fixtures installed near win-
dows and skylights adjacent to work 
areas, which automatically decrease 
manufactured overhead light when 
natural light becomes adequate for 
typical workplace tasks. 

The seemingly omnipresent open-
plan office requires more stringent 
lighting restrictions. Although there 
has been significant pushback on 
fully open office spaces in favor of 
hybrid styles, lighting options must 
adhere to either fully manual con-
trols for open areas, or a mix of half 
automatic and half “manual on.”

Night lighting will not be permit-
ted under the new code. Nonadjust-
able occupancy switches, more com-
monly referred to as motion sensors, 
are required for typical office suites. 
The only way for overhead lighting 

to switch on, in this case, is when a 
person triggers the sensors.

• Mechanical. The new code 
requires that upgraded mechanical 
equipment be offset by a reduction 
in lighting power consumption. This 
applies primarily to remodeled office 
spaces. If this type of space requires 
a significant electrical service for 
new mechanical equipment, the 
standard electrical loads for power 
in any given suite must be deceased 
to compensate for the addition 
mechanical load.

• Commissioning. Although it has 
many meanings to those in the 
design and construction industry, 
“commissioning” as it relates to 

lighting power generally is a quality-
control process in which a third 
party reviews and approves the elec-
trical design before a new building 
is delivered to its owner, or a remod-
eled space is ready for occupancy. 
Under the 2015 IECC, commissioning 
is required for all commercial proj-
ects.

Altruism Comes at a Cost
Building owners and property 

managers know that a safe and 
healthy workplace is at the core of 
tenant retention. Without delving 
too deeply into workplace trends or 

New IECC codes stress sustainability, safety

Tia Jenkins 
President, Kieding, 

Denver 

Brad Nicol Photography
One example of required lighting under the 2015 IECC code is LED indirect 2- by 4-foot 
fixtures in a typical grid ceiling as pictured here.  

Please see 'Jenkins,' Page 28

http://www.drakeam.com/
mailto://perry@drakeam.com
http://summitmanagementliving.com/
mailto://ekrueger@summitmanagementservices.net
http://www.signatureflip.com/sf01/article.aspx/?i=9467
http://www.crej.com/
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First-Class  
Service  
For All Properties
At Elkco Properties, we believe all investors and owners—and their 
tenants—deserve the services and programs typically provided to only 
high-end properties. All Elkco clients receive exclusive access to software 
that handles online payments and leasing agreements, tenant screening, 
social media advertising, rent comparisons, and ratio utility billing  
(or RUBS) all at your fingertips. It is one more way Elkco creates value. 
Contact Ken Cilia at 303.778.0380 today and learn how our top-of-the-line 
service can help you increase your cash flow and decrease your turnover.

303.778.0380
www.elkco.net

303-777-7999
palaceconst.com

7 S. Galapago St.
Denver, CO 80223

    From

foundations
 to  front doors

we are

building
better livesTM

Commercial Structural Restoration

Multi-family
Affordable
Mixed-Use

Senior Living
Education
Healthcare
Hospitality

Retail

Construction Defect Repair
HOA Reconstruction

Structural Repair
Foundation Repair

Window Replacement
Stair Replacement

Historic Renovation
Expert Witness

24/7 Emergency Response
Fire Restoration

Water Mitigation
Mold Remediation

Vehicle Impact
Storm Recovery

Disaster Response
Insurance Repair

since1963

COMMERCIAL
REAL ESTATE TAXES
TOO HIGH?

TRULY LOCAL EXPERT
TAX CONSULTING
SINCE 1989

CALL
WWW.RHJ ACOBSON. COM

303-834-1110

http://www.elkco.net/
http://www.rhjacobson.com/
http://www.palaceconst.com/
http://www.crej.com/
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Sustainability

Property Management

Providing exceptional service to retail clients, 
office and industrial markets of any size.

www.panoramaproperty.com
info@panoramaproperty.com

303.996.0960

Tailored commerical property management, 
with a personal relationship approach.

B
y now most of you have 
heard the expression “what 
you measure, you man-
age.” If we take away the 
measuring tool, how do we 

assess performance? This is the 
exact situation we are facing if the 
Energy Star Portfolio Manager tool 
is scrapped. 

To put it in perspective, imagine 
if you were going to the car dealer-
ship to buy a new truck (for haul-
ing) and there is no information 
about horsepower, safety, fuel effi-
ciency, towing capacity or how it 
rates against other trucks; how do 
you make an informed decision?

Energy Star Portfolio Manager 
from the Environmental Protec-
tion Agency is the most widely 
used tool in the property manage-
ment industry to assess energy 
performance of a wide variety of 
building types. The CliffsNotes ver-
sion for those of you who are not 
familiar with the tool and how it 
works, Portfolio Manager needs a 
few details to get started – build-
ing type, occupied/vacant square 
footage, number of occupants 
and computers, operating hours, 
energy use for at least one full 
year and the building location. 
Now, the magic happens. Portfolio 
Manager takes the building details 
and weather-normalizes the data 
to compare similar building types 
across the country. 

This results in a relative score 
from 1 to 100; a score of 50 would 
be right in the middle, or the per-
formance of an average building. 
The average performance informa-
tion comes from the Commercial 

Building Energy 
Consumption Sur-
vey data, which is 
the basis for the 
Energy Star energy 
performance scale 
(1-100 rating). 

To further dial 
it down, let’s get 
technical for a 
moment on site 
energy use inten-
sity, or EUI. Port-
folio Manager first 
breaks EUI down 
by dividing 12 
months of energy 

use by the building gross square 
footage. The EPA then is able to 
obtain the source EUI based on the 
power plant, which is determined 
by the building location. This 
number is the amount of energy 
“burned” at the power plant per 
square foot. 

For example, Building A uses 10 
million kBTU of energy per year, 
and is 100,000 square feet. This 
is a site EUI of 100 kBTU per sf. 
Typically, we generate almost three 
times as much power at the power 
plant to deliver that electricity to 
the building (that much electricity 
is lost over the power-grid distri-
bution system). So, Xcel Energy is 
likely generating about 28 million 
kBTU at the power plant to deliver 
that electricity to the building. This 
translates to a source EUI of 280 
kBTU per sf. So, I now know my 
source EUI is 280 kBTU per sf … but 
I don’t know if that is good, bad or 
average performance.

The last CBECS survey was com-

pleted in 2012 and included over 
16 billion sf of office property data. 
The EPA is in the process of updat-
ing the Portfolio Manager tool to 
revise “average” building source 
EUI and set a new benchmark for 
relative performance, showing how 
today’s buildings are performing 
against peer buildings. However, 
the new administration has the 
entire Energy Star program on the 
chopping block in the 2018 pro-
posed budget – along with more 
than 50 other programs, which 
would cut the EPA’s overall funding 
by 31 percent.

Why This Matters
In the information age, this is a def-

inite step backward. Tenants will pay 
a premium in buildings with strong, 
measurable performance. A July 2014 
study of the L.A. real estate market 
released by CoStar showed that aver-
age rent for 1,975 nongreen buildings 
was $2.16 per sf, while average rent 
for 296 Energy Star certified buildings 
was $2.69 per sf. 

Owners profit off of strong perfor-
mance in another way. The same 
report found the average sales price 
of nongreen buildings was $244 per 

We must continue to support, fund EPA’s Energy Star

Amanda 
Timmons, LEED 

AP O+M
President, Ampajen 

Solutions LLC, 
Denver 

Energy Star’s Portfolio Manager is being used for mandatory benchmarking in many cities 
and states across the nation. 

https://www.robinsonandhenry.com/
http://www.panoramaproperty.com/
mailto://info@panoramaproperty.com
http://www.signatureflip.com/sf01/article.aspx/?i=9468
http://www.crej.com/
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sf, while Energy Star-certified build-
ings sold for $337 per sf. These are 
not whimsical expenditures, but 
investments by firms that understand 
demand for this premium office stock.

Additionally, this information is 
being used for mandatory bench-
marking. With the same idea as pro-

viding consumers with a nutrition 
label, cities (and now entire states) 
are adopting mandatory energy 
disclosure. Cities/states that have 
implemented the mandatory energy 
disclosure have seen savings of 2 to 
3 percent each year, according to the 
Energize Denver website, again giv-

ing credence to what we measure, 
we manage. 

Energy Star’s Portfolio Manager 
tool is easy to understand and pro-
vides building occupants with infor-
mation that many have never had. 
Subsequently, while larger, Class A 
buildings often have used Energy 
Star to understand performance, 
smaller buildings and many Class B 
buildings have never benchmarked. 
These buildings are “flying blind” 
when it comes to performance. Once 
the owners and managers see the 
energy performance scores of these 
buildings, perhaps decisions will be 
made to address energy efficiency, 
which can enhance profitability, save 
utility costs, reduce emissions and 
reduce demand on our power plants.

 Next, Energy Star is a mandatory 
component of LEED certification. 
Any building applying for LEED v4 
has to have an energy performance 
score of 75 or higher, a prerequisite 
to becoming LEED certified. Without 
Portfolio Manager, how are buildings 
going to apply for LEED?

There also are several easy-to-use 
features available for free in the 
program. Buildings can benchmark 
against past performance – again, 
because the tool factors occupancy 
into the score instead of just look-
ing at usage, a building management 

team can analyze how they achieved 
a score of 84 in the past when they 
are now at a 78, or tout the fact that 
they had a score of 65 when they 
took over management eight years 
ago and now have improved perfor-
mance to 86 (among the top 14 per-
cent of similar building types in the 
country). 

Portfolio Manager also provides car-
bon emissions information. For own-
ers looking at calculating the carbon 
footprint of their portfolio, this is a 
free tool that can be used to gather 
that information. 

Finally, occupants in buildings are 
using more and more energy as they 
provide staff with multiple monitors, 
set up more digital displays or TVs 
in conference and break rooms, and 
install multiple kitchens and break 
areas in their suites. Without a dif-
ferent aspect of Energy Star, which 
rates computers, monitors, printers, 
dishwashers, refrigerators, etc., ten-
ants cannot make informed decisions 
about their purchases, which have a 
significant impact on the building plug 
load/energy use. 

But what about that other impor-
tant resource – water? Locally, there 
is a metrowide recognition program 
called Watts to Water. Watts to Water 
provides awards and PR opportunities 
for building management teams who 
are operating buildings efficiently and 
those who are achieving significant 
improvements. Because the Portfolio 
Manager tool figures occupancy, oper-
ating hours and weather normaliza-
tion into the score, it’s the best avail-
able way to compare performance of 
similar building types. It’s also a tool 
that can be used to easily share this 
data for analysis.

For now, these cuts are only pro-
posed. Until then, all eyes will be on 
Washington, D.C.s

Sustainability

Ampajen Solutions
Portfolio Manager provides carbon emissions information, which can help owners calculate the carbon footprint of their portfolio. 

Ampajen Solutions
A list of certified products can help tenants make informed decisions about their purchases, 
which have a significant impact on a building's plug load and energy use.  

http://www.encoreelectric.com/
http://www.crej.com/
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Partner with the experts at Swingle today

303.209.7039 TM

myswingle.com

Lawn Care | Tree Service | Insect Control | Ash Tree Protection | Holiday Lighting

1 6OUT
OF

Front Range trees are ash trees*

Act Now
Treatments for 
Emerald Ash Borer
begin in May

*Colorado Department of Agriculture (CDA) - June 2016

Maintenance 

H
istory tells us that in 1752 
Ben Franklin flew a kite in 
a lightning storm, putting 
himself and his son, Wil-
liam, at grave risk of electri-

cal shock and death. And yet, Frank-
lin’s approach to this important 18th 
century experiment may have been 
practiced with more safety and caution 
than the safety practices implemented 
at modern day buildings, in regards to 
their high-energy electrical panels.

Unfortunately, a vast majority of 
property managers and owners are 
foregoing a simple and relatively 
inexpensive study to ensure that 
their maintenance team is protected 
from what would be the equivalent 
of a lighting blast. The study, which is 
often referred to as an “arc flash haz-
ard analysis” is only used by 1 percent 
of property owners throughout the 
Denver metro area. And while the 
chances of a killer arc flash occurring 
is perhaps as minute as being struck 
by lighting, the risk exists. And, if left 
unchecked, it could be a very costly 
one.

Scientifically speaking, an electric 
arc is a strong discharge of cur-
rent that jumps a gap in a circuit or 
between two electrodes. Electric arc 
flashes produce some of the high-
est temperatures known to occur 
on Earth (some can be up to 35,000 
degrees Fahrenheit, or 3.5 times the 
temperature of the surface of the 
sun). 

The intense heat from the arc 
causes the sudden expansion of air, 
resulting in a blast with very strong 
air pressure. All known materials are 
vaporized at this temperature, and 
the air blast can spread molten metal 
to great distances with force.

The “fuses” that 
can cause arcs 
aren’t terribly 
uncommon. Per-
sonnel protective 
equipment should 
be used while work-
ing on energized 
equipment to help 
eliminate arcs.

Many things can 
cause these arc 
flashes. For exam-
ple, dust and impu-
rities can provide 
a path to allow the 
current to flashover 

and create arc discharge across the 
surface. Fumes or vapors can reduce 
the breakdown voltage of air and 
cause a dangerous flash. Corrosion 
of equipment can provide impurities 
on insulating surfaces, also causing a 
deadly flash.

Accidental contact with energized-
exposed parts can initiate catastroph-
ic arc faults, and accidental dropping 
of tools may cause momentary short 
circuit, producing sparks and deadly 
arcs. And finally, failure of insulating 
materials can cause equipment to arc 
and flash.

The cost of having an arc flash haz-
ard analysis performed far outweighs 
the consequences of a possible trag-
edy. A professional analysis will pro-
vide a property owner and manager 
with a critical labeling system for 
each and every part of their electrical 
system. 

The labels will define the energy 
level for every piece of equipment 
and the level of personnel protection 
equipment required to work with or 
on the specified equipment. It also 

provides techniques for reducing 
energy levels and putting in neces-
sary protection devices.

A thorough analysis will make it 
very clear to a maintenance team 
where dangerous conditions exist, 
and when they should consult a pro-
fessional electrician before opening 
the cover of a high-voltage electrical 
panel. 

For example, the labeling system 
will define the following:

• Flash hazard boundaries. The dis-
tance from exposed live parts in 
which a person could receive a sec-
ond-degree burn if an arc flash were 
to occur.

• Flash hazard at a certain distance. 
Danger levels at certain distances.

• System voltage warning. Informa-
tion that describes when there is a 

potential risk of a shock hazard.
• Limited approach boundary. Unless 

advised of the possible hazards and 
escorted by a qualified person, no 
unqualified person shall be permitted 
to approach nearer than the limited 
approach boundary.

• Restricted approach boundary. No 
qualified person shall approach or 
take a conductive object closer to 
exposed energized electrical conduc-
tors or circuit parts unless the person 
is insulated or guarded.

In the era of Benjamin Franklin, 
safety measures such as an arc flash 
hazard analysis didn’t exist. Fortu-
nately, modern day property owners 
have this type of analysis at their dis-
posal and can implement it to create 
a much safer working environment 
for their maintenance team.s

Arc flashes pose danger for maintenance teams

Dennis Moyer, 
PE 

Electrical quality 
control, MEP 

Engineering Inc., 
Centennial

Arc flash hazard studies often result in a labeling system, which state warnings for  
dangerous conditions for different pieces of electrical equipment.

https://myswingle.com/
http://www.signatureflip.com/sf01/article.aspx/?i=9469
http://www.crej.com/
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1660 Lincoln Street, Suite 100  l  Denver, CO 80264  l  303.861.4800

www.TPS.design

Blending form with function 
Experts in design mixology

o

o

Bids due Thursday, August 10th at noon. 
Learn more:

Colorado.gov/statelandboard/propertyMGMT

The State Land Board is a constitutionally created agency that manages a $4 
billion endowment of assets for the intergenerational benefit of Colorado’s K-12 
schoolchildren and public institutions. 

RequesT foR quALifiCATions: 
PRoPeRTy MAnAGeMenT seRviCes

The State Land Board is soliciting qualifications for 
property management services to exclusively manage 

the agency’s commercial real estate portfolio. 

http://www.tps.design.com/
https://www.colorado.gov/statelandboard/propertyMGMT
http://www.trooncompanies.com/
http://www.crej.com/
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Maintenance 

Serving 
Property Professionals
Since 2003

303-789-0016  for 24 hr. Emergency Service metrostatefire.com

       Fire Alarm & Sprinkler System Testing & Inspection
  We Service All Makes of Fire Alarm Systems   
    Emergency Services & De�ciency Repairs
    New Construction Engineering & Design
        Tenant Finish Fire Alarm & Sprinkler
  

S
ome of you may have noticed 
that ash trees are no longer 
for sale at many nurseries 
throughout Colorado. The rea-
son is no bigger than a penny, 

but has killed over 50 million ash trees 
across 29 states. 

It is known as emerald ash borer, 
which currently is threatening ash 
trees in two Colorado communities – 
Boulder and Longmont. It is not neces-
sarily a matter of if, but rather when, 
it will spread to neighboring cities and 
beyond.

For property managers, EAB can be 
cause for alarm on many levels. First 
and foremost, your job is to maintain 
the overall beauty and appearance 
of the property. EAB does not make 
that an easy task once it has infested 
ash trees because the canopies die off 
quickly as the nutrient and water sup-
plies are cut off from the trunk of the 
tree.

Additionally, trees that are evaluated 
and ultimately identified for removal 
pose a safety risk to patrons and ten-
ants. Having those trees removed and 
replanted is costly, and the process of 
finding a new tree species to replace a 
beloved ash trees can been daunting.

I’m often asked what are suitable 
and desirable tree to take their place. 
Ash trees, (fraxinus pennsylvanica and 
fraxinus americana) green and white 
ash, respectively, were once a popular 
tree choice because they were easy to 
establish in our dense Colorado soil, 
grew quickly and provided beautiful fall 
colors. 

Because of these characteristics, they 
were overutilized in our landscapes. 
Reaching almost 40 to 60 feet high, ash 
trees also made the perfect shade tree 
in backyards, parks and commercial 
properties.

Since the discovery 
of EAB in Boulder 
County, requests for 
recommended alter-
natives are increas-
ing. This is not an 
altogether easy 
question to answer. 

There are a few 
factors to consider 
when deciding on a 
tree, including:

• How long does it 
take for the tree to 
grow large enough 
to start providing 
shade? 

• Does the prospective tree have any 
obvious insect or disease problems?

• Are there frustrating characteristics 
like messy fruit to clean up? 

• What are the desirable features of 
the tree? 

Since there is no such thing as the 
“perfect tree,” we then have to weigh 
the advantages versus the disadvan-
tages of each. Here is what I think.

I do not want a tree that grows fast. 
Faster-growing trees are softer-wooded 
trees, which are prone to snow dam-
age. We live in an area that is subject 
to heavy, wet snowstorms early in the 
fall and late in the spring. I want a tree 
that will be resilient to snowstorms, yet 
grow reasonably quick so it won’t take 
a generation to enjoy some shade. 

I want a tree that has few, if any, 
insect or disease problems to avoid 
having to pour money into maintain-
ing it. I want a tree that does not have 
messy or unpleasant smelling fruit that 
would add to my maintenance chores. I 
want a tree that adds value to my land-
scape and one that has visual appeal. 
And I want it to be able to survive Colo-
rado’s weather extremes.

Luckily, there are trees that meet all 
of these demands. However, the expo-
sure – what side of the building it will 
be located on – is something we need 
to determine before planning.

Since well over 90 percent of land-
scape plantings are not native to Colo-
rado, doing some research into where 
the tree is indigenous is helpful. Trees 
that optimally grow in Colorado must 
be from a location that is cold hardy. 

Most trees that are “pleasing to the 
eye” are delicate. Trees with attractive 
and unique flowers, such as eastern 
redbud or magnolia, need protection 
from the intense heat, which occurs on 
a typical south- or west-facing expo-
sure. Many of the trees with attractive 
red or orange fall colors cannot tolerate 
a south- or west-facing exposure as 
well. 

The best trees for this brutal south- 
or west-facing exposure are notoriously 
not fancy. They include: 

• Hackberry
• Honeylocust
• Linden
• Buckeye
• Horsechestnut
• Coffeetree
• Elm
• Silver maple 
• Catalpa
• Hawthorn
• Sycamore
• Planetree
• Ornamental pear 
• Members of the white oak  

family 
For less brutal locations, such as 

an east- or north-facing exposure, 
possibilities include: 

• Whitespire birch
• Purple and tri-color beech
• Sugar maple, red maple, wasatch 

maple and Norway maple
• Red oak, scarlet oak and ‘Texas 

red’ oak 
• Serviceberry
• Redbud
• Yellowwood
• Tulip poplar
• Japanese pagoda tree
• Hornbeam
• Gingko
• Alder
And finally, there are some trees I 

would not place into consideration 
… ever! These include any species 
of:

• Willow
• Cottonwood
• Russian olive
• Tree-of-heaven
• Sumac
• Buckthorn
• Chokecherry
• Siberian elm 
• Boxelder
• Mulberrys

The best alternatives to plant in place of ash trees

Tony Hahn 
Landscape care 

consultant, Swingle 
Lawn, Tree & 

Landscape Care, 
Denver

Red maples need protection from intense 
heat, making them ideal for east- or north-
facing exposures. 

http://www.metrostatefire.com/
http://www.signatureflip.com/sf01/article.aspx/?i=9470
http://www.crej.com/
http://age.we/
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ACCESS CONTROL 
SYSTEMS
Englewood Lock and Safe, Inc.
303-789-2568
Fire Alarm Services, Inc.
303-466-8800
Mathias Lock & Key
303-292-9746

ACOUSTICAL CEILINGS
Heartland Acoustics & Interiors
303-694-6611

ASPHALT & PAVING
A-1 Chipseal and Rocky 
Mountain Pavement 
303-650-9653 
Apex Pavement Solutions
303-273-1417
Asphalt Coatings Company, Inc.
303-762-8545
Avery Asphalt, Inc.
303-744-0366
Brown Brothers Asphalt 
& Concrete
303-781-9999
Economy Asphalt & Concrete 
Services
303-809-5950
Foothills Paving &
Maintenance, Inc. 
303-462-5600 

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

CARPET 
Larkin and Associates, LLC
303-202-0201

CCTV/DIGITAL VIDEO 
SURVEILLANCE 
SYSTEMS
Englewood Lock and Safe, Inc.
303-789-2568
Fire Alarm Services, Inc.
303-466-8800
Mathias Lock & Key
303-292-9746

CONCRETE 
Avery Asphalt, Inc.
303-744-0366
Black Gold Construction, Inc.
303-791-8300 
Brown Brothers Asphalt 
& Concrete
303-781-9999
Economy Asphalt & 
Concrete Services
303-809-5950
Foothills Paving &
Maintenance, Inc.
303-462-5600
PLM Asphalt & Concrete, Inc.
303-287-0777

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

DISASTER 
RESTORATION
Belfor
303-425-9700
BluSKY Restoration Contractors
303-789-4258
Interstate Restoration & 
Construction
303-426-4200
Troon
303-775-7106

ELECTRICAL
ABM Onsite Services
303-524-6590 
Greiner Electric LLC
303-470-9702
Intermountain Electric
303-282-4368

ELEVATOR
Applied Elevator
303-423-3538

ENGINEERING
ABM Onsite Services
303-524-6590 

EMPLOYMENT 
STAFFING
Real Estate Personnel
303-832-2380

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

EVAPORATIVE COOLER 
SERVICES
Cooling Tower Services, Inc.
303-763-2233

EXTERIOR 
LANDSCAPING
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
CAM – Common Area
Maintenance Services
303-295-2424
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
Suburban Maintenance
303-257-5575

FENCING
CAM – Common Area
Maintenance Services
303-295-2424
Split Rail Fence & Supply 
Company
303-791-1997

FIRE PROTECTION
Fire Alarm Services Inc.
303-466-8800
Western States Fire Protection Co.
303-792-0022

FLOORING
Larkin and Associates, LLC
303-202-0201

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

GLASS
Horizon Glass
303-293-9377

INTERIOR 
LANDSCAPING
City Plantscaping
720-276-6064

JANITORIAL
ABM Onsite Services
303-524-6590 
All Solutions Cleaning & 
Maintenance
303-550-6739
Empire Building 
Maintenance Co.
Denver: 303-365-1251
Colorado Springs: 
719-219-3535

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

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

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

MECHANICAL/HVAC
CMI Mechanical
303-364-3443
Murphy Company
720-257-1615
RK Mechanical 
303-355-9696
Tolin Mechanical Systems 
Company
303-455-2825

METAL ROOFING/ 
WALL PANELS
Douglass Colony
303-288-2635
Superior Roofing
303-476-6513

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

MOVING & STORAGE
Cowboy Moving & Storage
303-789-2200

Mesa Moving & Storage
303-923-1284

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

PAINTING
Ponderosa Painting &
Remodeling, Inc. 
303-887-4973
Preferred Painting II, Inc.
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
CAM – Common Area
Maintenance Services
303-295-2424
Martinson Snow Removal
303-424-3708 

PLUMBING
MAI Plumbing
303-289-9866

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

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

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
Superior Roofing
303-476-6513
WeatherSure Systems
303-781-5454
Western Roofing
303-279-4141

SECURITY SERVICES
Advantage Security, Inc.
303-755-4407
Universal Protection Service
303-369-7388

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

SNOW REMOVAL 
Brickman Group
303-356-9578
CAM – Common Area
Maintenance Services
303-295-2424
Facilities Contracting, Inc.
303-798-7111
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
SMS, Snow Management 

Services LLC
303-750-8867
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
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For Contact Info, Firm Profiles & Links, Please Visit www.crej.com

Services & Suppliers Directory
Building Operating

@

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

http://www.crej.com/
mailto://lgolightly@crej.com
http://www.crej.com/
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Management

Free estimates  |  in business since 1970

www.coatingsinc.net
303-423-4303

AsphAlt And tennis Court MAintenAnCe

• Infrared repaIr
• CraCksealIng
• sealCoatIng
• tennIs Court resurfaCIng & MaIntenanCe

D
isney, Nordstrom, Ritz Carl-
ton, Southwest Airlines, Zap-
pos, Chic-fil-A – all names 
that evoke customer service 
excellence. In property man-

agement, there doesn’t seem to be a 
champion, a pioneer or a clear leader. 

Fundamentally, property managers 
sell service (or, at least, they should). 
We believe that customer service is 
an often overlooked component of 
the property management industry. 
There is a lot of talk about the sub-
ject, but not much action. 

Large national and international 
firms dominate the commercial prop-
erty management industry. Yet, not 
one company has separated itself 
from the field in terms of customer 
service excellence and innovation. 
Many are leaders in brokerage servic-
es, marketing and brand awareness 
but, for a number of reasons, they are 
not leaders in customer service.

First, the size of these firms has 
the potential to stand in the way 
of taking a leadership role when it 
comes to customer service. In a large, 
diverse, geographically expansive 
organization it can be hard to com-
municate and get buy-in on a clear, 
concise message of purpose. Just 
think how difficult it can be to cre-
ate a comprehensive and effectual 
customer service strategy across an 
organization of substantial size and 
geographic expanse.

Second, a laser focus on monetary 
benchmarks can stand in the way 
of excellence in customer service. 
Today’s workforce, more than ever 
before, wants to be engaged in a 
meaningful pursuit – they want more 
than just an opportunity to collect 
a paycheck. Employees want more 

than to show up 
to work in order to 
meet next quarter’s 
Wall Street earn-
ings targets. Zap-
pos, Nordstrom and 
Southwest Airlines 
have found a way to 
succeed in engag-
ing their employees 
and customers 
under a common 
purpose – yet so 
many other firms 
have fallen short.

Finally, a lack of 
passion becomes 
an impediment to 

customer service excellence. In order 
to be great at customer service, you 
need to be motivated by it. It needs 
to drive you to be better. Think about 
the liberal return policy at Nordstrom. 
Years ago, upon hearing of this idea, I 
can only imagine a significant num-
ber of employees likely would have 
said, “We can’t do that, people will 
take advantage of us; what if the 
clothes have been worn or damaged; 
how can we accept a return without 
a receipt; what if … what if … what if 
…” However, the leaders at Nordstrom 
did not let these “what ifs” stand in 
the way of committing to a strategy 
of being passionate about its custom-
ers and doing what was best to serve 
its customers’ needs.

Many of the large real estate firms 
don’t suffer from a lack of resources – 
they invest heavily in money, people 
and technology. These firms are led 
by very smart people who understand 
the importance of tenant relations 
(i.e., customer service) to occupancy 
and net operating income.

Property management firms should 
be asking themselves what they 
should be doing in order to be a cus-
tomer service leader. The answer: 
Take action! 

• Make it mission critical. The impor-
tance of customer service cannot be 
diminished or overlooked. It needs 
to be the driving force in your com-
pany, and the reason to show up for 
work. Remember, customers are not 
just tenants. Customers in property 
management extend to listing bro-
kers, vendors and owners. Design and 
fiercely implement specific programs 
that deliver the best tenant, owner, 
vendor and broker experience at your 
properties. 

• Empower employees. Property 
managers should be empowered to 
break away from the traditional “busi-
ness as usual” mindset and behavior. 
Even if there are “what ifs,” don’t 
make the mistake of limiting actions 
that might improve customer service 
for the majority.

• Communicate the mission. There is 
no such thing as overcommunicating 
to your employees and the market 

that you value customer service. It 
should be reinforced on a daily basis 
through emails, personal notes, gifts 
and advertising in which excellence is 
celebrated and rewarded. 

• Train, train, train. Continual training 
on basic customer service approaches 
should become commonplace. There 
are thousands of basic customer ser-
vice programs that deal with the best 
proactive and reactive approaches. 
Continual reinforcement of these 
concepts is important.

• Be passionate. You cannot fake 
passion for customer service, because 
your customers will see right through 
it. Stop dumbing down the property 
management profession, and hire 
and train property managers like the 
professional real estate consultants 
that they are. Find those who are 
passionate about the business, the 
properties and the customers, and let 
them lead with passion.

With these five action items, your 
firm could be the next name that 
evokes customer service excellence in 
property management.s

5 steps to evoke customer service excellence

Linda Kaboth 
Vice president, 

director of business 
development, 

Rise Commercial 
Property Services, 

Englewood 

Remember, customers are not just 
tenants. Customers in property 

management extend to listing brokers, 
vendors and owners.

http://www.coatingsinc.net/
http://www.signatureflip.com/sf01/article.aspx/?i=9471
http://www.crej.com/
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Construction Trends

W
hat in the world is going 
on with office space? 
What does “traditional 
office” even mean any-
more? In the last decade, 

we’ve experienced significant 
changes to the construction style of 
office space, and the emergence of 
alternative workspaces look like the 
changes have just begun. 

As a tenant improvement general 
contractor, we’ve had front row 
seats to watch this transformation. 
We saw the traditional office envi-
ronment trend toward open con-
cept. We then watched office build-
ings experiment with open ceilings, 
raw floors and exposed walls. Now 

the collaborative 
work environment 
seems to be incor-
porating these fea-
tures and adding 
even more twists. 

The exposed con-
cept, often referred 
to as industrial, 
began in the 1960s 
with the repurpos-
ing of old factories 
for residential lofts 
and apartments. 
Rather than focus 
on the conceal-

ment of the bones of a building, this 
new trend focused on the inherent 

functionality over 
form of factory 
buildings, present-
ing a new aes-
thetic that tran-
scended residen-
tial and became 
quite common 
in commercial 
design. Retail was 
first to join the 
trend. I remember 
when restaurants 
started moving 
toward this design 
and thinking cyni-
cally to myself, 

“Well, that’s one way to cut remodel 
costs.” However, after years of esti-
mating and constructing industrial-
designed spaces, it is very apparent 
this style often costs significantly 
more.

The inevitable question is: How 
much more? This is difficult to 
quantify as each project has many 
different factors at play – ever heard 
a contractor say that? – but since 
we all want numbers, I’ll reluctantly 
oblige. 

Let’s first set a benchmark of $30 
to $40 per square foot to remodel 
a traditional space staying within 
the same style. To convert this same 
space to an exposed concept could 
increase construction costs by $10 
to $30 per sf. Many wonder why get-
ting rid of walls and ceilings would 
cost more. 

Construction of raw space isn’t as 
simple as gutting the walls and ceil-
ings. What ends up being exposed 
needs to be clean, safe and visually 
pleasing. Since the ceiling is com-
pletely exposed, abandoned pipes 

and wires must be removed back to 
their source. Duct work often will be 
upgraded to spiral ducting. Lighting 
fixtures can no longer lay into ceil-
ing grid, so new fixtures are needed 
throughout. Sprinkler heads need 
to be turned up to cover the ceiling. 
Often, the newly exposed ceiling 
elements are fully painted. 

Exposing the concrete floors isn’t 
easy either. Carpet glue, tile mor-
tar and mastic must be ground 
down and rough surfaces smoothed 
over. The surface now needs to 
be stained, polished or sealed. If 
exposing exterior walls is desired, 
the electrical needs to be ran 
through conduit. The rooms that do 
remain or will be built most likely 
need privacy. Soundproofing for 
conference rooms, huddle rooms 
and IT will need walls to deck or 
insulation and sound boots. 

After this process is complete 
and the raw space is, well, finished, 
there are still more elements that 
need to be built into this new envi-
ronment to be considered collab-
orative. Kitchens and break rooms 
are no longer hidden but instead 
are open with islands and bars for 
employees to gather. Game rooms, 
lounges and huddle rooms are all 
deliberately designed within it. 
Collaborative workspace isn’t just 
a cavernous, empty room; it’s pur-
poseful in its design elements to 
encourage natural interaction. The 
exclusion of physical barriers like 
walls and cubicles plays a big part 
in collaborative design.

Alternative workspaces will con-
tinue to evolve, as we have seen 

The unexpected cost of constructing empty space 

Bob Bergeson 
Executive vice 

president of tenant 
improvement, The 
Vertex Cos. Inc., 

Denver

Ashley Combs
Business 

development 
associate, The 

Vertex Cos. Inc., 
Denver 

Ryan Mele, Vertex
Exposed ceilings, as seen here at the Blake Street Ballpark Spaces office, often require a lot 
of clean up, including abandoned pipes and wires being removed back to their source, spiral 
duct upgrades and new lighting fixtures throughout. Please see 'Bergeson,' Page 28

http://www.horizonglass.net/
mailto://lsigman@horizonglass.net
http://www.signatureflip.com/sf01/article.aspx/?i=9472
http://www.crej.com/
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Design Trends 

T
here are many new and 
exciting trends happening 
in workplace design, from 
unique breakout workspaces 
to the ability to move office 

walls around within hours. In the 
ever-changing workplace, employ-
ees and employers want versatility. 
People want a variety of spaces to 
work within throughout the day 
and flexibility within those spaces. 
Following are some of the top 
workplace design trends property 
managers should consider when 
designing common areas, working 
with new tenants and building out 
unleased office space.

• Varied seating. Providing a variety 
of seating options allows people 
to move throughout the space to 
perform different tasks in areas 
that are conducive for them. This 
includes integrating tables for 
standing and sitting, lounge furni-
ture mixed with task furniture, and 
height-adjustable desks. Offering 
this flexibility to employees and 
tenants allows them to work freely 
throughout a space and create vari-
ety from the day-to-day grind.

• Breakout meeting spaces. In any 
field, impromptu meetings hap-
pen on a daily basis, but in an open 
work environment these can be 
disruptive and distracting for other 
employees. Creating dedicated 
spaces for these meetings of the 
mind helps boost creativity and 
productivity. Providing amenities 
like flexible furniture, white boards, 
technology and lounge furniture 
gives incentive for employees to 
actually leave their workspace and 
use the meeting spaces.

• Phone booths. Nothing makes it 

harder to focus on 
the task at hand 
than when your 
neighbor is car-
rying on a phone 
call. Inevitably 
your thoughts 
begin to drift to 
their conversation, 
pulling you away 
from your work. 
Creating noise-
reducing phone 
booths or private 
areas provide an 
oasis for carrying 

out conference calls, telecommut-
ing or cranking out items under 
extreme deadlines.

• Versatility. In today’s fast-paced 
world, your tenants may doubled in 
size overnight or may restructure 
in a blink of an eye, which creates 
new opportunities for office lay-
outs. Keeping the furniture (and, 
yes, even the walls) flexible helps 
meet a company’s every need. This 
versatility helps tenants expand 
and contract offices and conference 
rooms as well as shift open-office 
layouts to accommodate changing 
needs, all while productivity is at 
the forefront. 

There are several office wall sys-
tems currently on the market that 
provide the ability for a property 
manager or a building tenant to 
move walls, increasing or decreas-
ing the size of office space based 
on the needs of the specific com-
pany. This is being used a lot in co-
working spaces. The systems allow 
property managers the ease and 
flexibility to move around walls, 
telecom and data cables within 

hours, which saves time and money 
in man hours.

• Collaboration. Collaboration is 
the new work model. Whether this 
includes a long community table for 
people of different departments and 
companies to work side by side or a 
co-working space that fosters com-
munity, collaboration is becoming 
a vital component of the modern 
work world. The community cre-
ates a feeling of connectedness in 
today’s technology-driven world by 
allowing people to get back to the 
basics of networking, developing 
relationships and feeling like part of 

a collective whole.
The large corner office is a thing 

of the past and today’s workforce 
requires touch-down spaces in 
order to quickly connect on the go. 

By including varied seating, break-
out meeting spaces, versatility and 
collaboration spaces within your 
commercial office workplace, prop-
erty mangers can easily move and 
change spaces to fit the end user’s 
needs. These spaces provide the 
building the flexibility to change the 
office layout for the growth or down 
size of the tenants that occupy that 
space.s

Popular office trends allow for flexibility, versatility

Kristen 
Terjesen, NCIDQ
Principal designer, 
Studio 10 Interior 
Design, Denver

Studio 10 Interior Design
New office wall systems allow a property manager or a building tenant to move walls, 
increasing or decreasing the size of office space based on the needs of the specific company. 

http://www.martinsonservices.com/
http://www.signatureflip.com/sf01/article.aspx/?i=9473
http://www.crej.com/
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Associations

T
he seventh annual Watts to 
Water awards ceremony, held 
during the Denver Metro 
BOMA June 2017 luncheon 
at the Denver Athletic Club, 

recognized outstanding buildings in 
the greater Denver metro area for 
superior achievement in the reduc-
tion of energy and water consump-
tion.  

Watts to Water is a free metrow-
ide recognition program dedicated 
to the reduction of energy and 
water consumption in the greater 
Denver metro area. 

Last year, Watts to Water mem-
bers purchased 11.61 million kWh 
grid of electricity and saved 3.19 
million kBtu of natural gas, 6.29 
million kBtu of district steam and 
517.49 million gallons of water. 
That’s enough electricity to power 
1,074 homes for an entire year, 
enough steam and gas to heat 148 
homes for one year, and enough 
water to run the average dishwash-
er more than 86 million times.

Congratulations to the following 
2016 Watts to Water winners!

Most Efficient Building – Office: National 
Park Service, 12795 W. Alameda Pkwy 

• Owned by Gov Lakewood Properties 
Trust and managed by The RMR Group

• Energy Star score of 98, and water 
use intensity of 0.015 kGal per square 
foot, or 4.78 kGal per person 

The National Park Service Building 
achieved the best combined perfor-
mance of energy and water efficiency 
for office buidlings in 2016.

Greatest Improvement in Efficiency – 
Office: 1331 17th St.

• Owned and managed by Zeller 
Realty Group

• Energy Star score increased by 
3 points. The building saved more 
than 1.16 million kBtu of electricity 
and more than 163,578 kBtu of natu-
ral gas. It also had an 11.32 percent 
energy reduction, reduced water use by 
655,300 gallons, and saw a 24.11 per-
cent water reduction.

All of saving at 1331 17th St. were 
achieved with an increase in occu-
pancy.

Most Efficient Building – Medical Office: 
9025 Grant St.

• Owned by SNH Medical Office Prop-
erties Trust and managed by The RMR 
Group

• Energy Star score of 91 and water 
use intensity of 10.56 kGal per sf

9025 Grant St. achieved the best com-
bined performance of energy and water 
efficiency for medical office buildings 
in 2016.

Most Efficient Building – Multifamily: 
Spire, 891 14th St.

• Developed by Nichols Partner-
ship and managed by Centennial 
Realty Advisors

• Energy Star score of 86, and 
water use intensity of 10.56 gallons 
per sf

Spire achieved the best combined 

Watts to Water celebrates energy management

Spotlight

National Park Service 

1331 17th St.

9025 Grant St.

Spire

http://www.bomadenver.org/
mailto://info@bomadenver.org
http://www.signatureflip.com/sf01/article.aspx/?i=9474
http://www.crej.com/
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Associations
Spotlight

performance for multifamily of ener-
gy and water efficiency for 2016.

2016 Visionary Award: Independence 
Plaza, 1050 17th St. 

• Owned by Independence Plaza 
Investment Group Inc., and man-
aged by JLL

• In 2016, the building saved 
564,000 gallons of water (a 34 per-
cent reduction from 2013 water-use 
levels) and nearly 5.5 million kBTUs 
of combined energy savings from 
2013 levels, an 8.7 percent reduc-
tion. Building improvements include 
a cooling tower replacement, ten-
ant cooling unit retrofits, plumbing 
retrofits, fountain work, elevator 
modernizations, LED retrofits, VFD 
installations, motor upgrades and 
steam demand reduction.

Independence Plaza saw major 
reductions in water and energy sav-
ings from 2013 to 2016.

In addition, Watts to Water rec-
ognized several other program par-

ticipants who achieved 10 percent 
or more in energy or water savings 
from 2015 to 2016.

Energy Super Savers 
• 410 17th Street – Callahan Man-

agement
• 4600 South Syracuse Street – 

Cushman & Wakefield
• 7301 Corporate Center – The 

RMR Group
• Atrium II – Cushman & Wake-

field
• Mountain View Corporate Center 

IV – Westfield Property Services
• Panorama Corporate Center IV – 

Everwest
• Summit I – Cushman & Wake-

field
• Summit II – Cushman & Wake-

field
• Waterview IV – The RMR Group
• Westmoor Building 7 – CBRE 
 

Water Super Savers
• Atrium III – CBRE
• The Citadel – Cushman & Wake-

field
• Granite Tower – Transwestern
• Kittredge Building – Kittredge 

Properties Ltd.
• One & Two Greenwood Plaza – 

Cushman & Wakefield

Watts to Water is open to any 
5,000-sf or larger office building, 
hotel or multifamily residence. It is 
sponsored by Denver Metro BOMA, 
Ampajen, dbmarketing and the city 
of Denver. Watts to Water offers par-
ticipants free sustainability training, 
tips and advice on how to best use 
Energy Star Portfolio Manager.s

Independence Plaza

Energy Super Savers

Water Super Savers

splitrailfenceco.comFREE ESTIMATES

Ornamental Wood Trex

Professional, Dedicated,
Experienced HOA

Customer Team

303-791-1997

8065 West Brandon Dr.
Littleton, CO 80125

303-828-1501

3330 E. I-25 Frontage Rd.
Dacono, CO 80514

WOOD • VINYL • ORNAMENTAL IRON
GATE OPERATORS • CHAIN LINK • MASONRY

Serving Colorado since 1974

Wouldn’t it be nice to have all 
the information you need at 
your fingertips?

Now You Do! 
ask about SureConnect

303.781.5454
www.weathersuresystems.com

http://www.weathersuresystems.com/
http://www.splitrailfenceco.com/
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to fill engineer positions. She also 
has a standing list of managers who 
ask her to send along résumés any-
time she receives them, which she 
does. 

As part of their job, vendors are 
expected to know all the engineers in 
town and talk to them and property 
management teams regularly, mak-
ing them an easy resource, she said. 

These are options for finding indi-
viduals already in the field, but it still 
leaves the bigger problem of recruit-
ing new employees to this line of 
work. 

As an industry, building engineer 
wages have not kept up with many 
of the wages tradesmen can get 
elsewhere, leading to a continuing 
problem of finding qualified help, 
Wilske said. This means that entry-
level positions are the most com-
mon, which require greater time and 
energy spent on training these new 
employees – making it doubly frus-
trating if they quit. And entry-level 
positions typically include the things 
nobody else wants to do, making it 
not the most desirable – or highest-
paying – of jobs. However, the field 
offers ample opportunity for growth. 

“It seems like nowadays, kids out of 
high school want the money right off 
the bat and they don’t want to work 
for it,” Wilske said. “And that’s a con-
tinuing struggle we have – trying to 
find those people who actually want 
to be here and want to work.”

Growing an employee from entry-
level to a senior position presents its 
own challenges. To be qualified for 
the positions taking care of the meat 
of the building, an individual must 
have an extensive understanding of 
the technical work as well as strong 
leadership and management skills. 

It’s not uncommon for some techni-
cians to enjoy what they do without 
having a desire to move up the lad-
der, said Wilske. 

While the reliance on a trade 
background among new employees 
seems to be dwindling, property 
managers who have good contacts 
at the trade and vocational schools 
still may have a head start accessing 
new employees. These program can 
help identify students who are inter-
ested in working with their hands in 
this type of work.

Trade schools are establishing 
creative way to encourage student 

interest. For example, Emily Griffith 
Technical College partnered with 
Proapartments.com and the Apart-
ment Association of Metro Denver 
to create a maintenance apprentice-
ship program. 

The six-week program, MAP, is 
designed to train future mainte-
nance professionals with the skills 
needed for a career in the apartment 
industry. The program consists of 
an in-class and on-site paid training 
apprenticeship, according to the pro-
gram’s website.

At Red Rocks Community College, 

a Ready2Work program was estab-
lished, which follows a boot-camp 
model to introduce students to the 
building maintenance and energy-
efficiency industries. Ed Hegwood, 
an HVAC instructor at the college, 
founded the program in partnership 
with industry employers to offer 
students an intense, two-week intro-
duction into the industry. 

As buildings become more depen-
dent on technology, the prerequi-
sites for certain building mainte-
nance positions may change. But for 
now, trade schools are still the best 
bet for the computer-savvy employ-

ees as well. However, these skilled 
employees can present a challenge 
in maintaining the bottom line, said 
Wilske. 

Wage increases could be on the 
horizon for most experienced engi-
neer staff members, in order to 
align with wages they could make in 
another line of work using the same 
skillset. 

“I honestly think wages are going 
to go higher,” said Lewis. “It’s supply 
and demand – if there’s not enough 
people in it and there’s a huge 
demand, then people will start to 

pay more for it.”
It’s Lewis’ personal philosophy 

that the wages of all trades will 
increase as the industries adjust to 
attract a younger workforce. This 
wage enticement is necessary to 
shift the millennial and Generation 
Z perception that a desirable income 
is mainly achieved through white-
collar positions. 

Industry associations are recog-
nizing the severity of this staffing 
challenge as well. For example, 
BOAC offers a résumé file in which 
member engineers can submit their 
résumé and any property manager 
can search the database.

An informal group, Denver Engi-
neers and Facilities Conversation, 
was established to help engineers 
learn from one another. Through 
educational lectures and free-flow-
ing conversations, these engineers 
try to pass knowledge down to the 
newest generation. Without assis-
tance from each other, first-time 
engineers can be thrown into scary 
situations and fail miserably, said 
Wilske, who heads the group. 

Both associations see the ben-
efit of internship and mentoring 
programs. However, operating on 
smaller budgets, neither program 
has come to fruition. Larger organi-
zations, such as BOMA or individual 
property management firms, may 
have more financial wherewithal 
to help put this type of program 
together, Lewis said.

“I think internships would be a 
great idea – get them into the build-
ing, let them get their hands dirty, 
and let them see if this is something 
they want to do,” Lewis said. “Hope-
fully you’ll weed some of them 
out and you’ll grab some kids who 
maybe didn’t know this is what they 
wanted to do.” s

Staffing
Continued from Page 1

“I honestly think wages are going to go 
higher. It’s supply and demand – if there’s 
not enough people in it and there’s a huge 

demand, then people will start to pay more.”
-Kim Lewis, BOAC State Chair

http://www.superiorroofing.com/
http://www.denvercommercialcoatings.com/
http://www.crej.com/
http://proapartments.com/
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For more information on these e vents, please contact J on Stern at 303-623-1148 or e-mail jster n@crej.com

2017 CONFERENCE EXHIBITOR
& SPONSORSHIP LEVELS

All of the following events will be held at The Hyatt Regency Aurora-Denver Conference Cent er, 13200 E. 14th Place, Aurora, CO 80011

2017 CONFERENCE SERIES

PLATINUM EXHIBITOR  $3500
•  3-Minute Presentation: Premium visibility in front of conference  

 attendees with or without PowerPoint/video
•  Category Exclusivity: No one else in your primary line of business  

 may address the audience
•  Your logo will appear on the event registration page on crej.com  

 and will be linked to your company website
•  Your logo will appear on all event print advertising, as well as in the  

 PowerPoint recognition at the event
•  Large booth space at the event
•  Mailing list of all attendees
•  Opportunity to include brochure or promotional item in the event  

 bag
•  4 Complimentary tickets to the event (value of $85 each)
•  2 Sponsored content shares on CREJ social media platforms (value  

 of $250 each)
•  1-Month digital ad package including a 300×250 banner ad on crej. 

 com and 2 email newsletters (value $500 each)

GOLD EXHIBITOR   $2000
•  2-Minute Presentation: Premium visibility in front of conference  

 ttendees with or without PowerPoint/video
•  Your logo will appear on the event registration page on crej.com  

 and will be linked to your company website
•  Your logo will appear on all event print advertising, as well as in the  

 PowerPoint recognition at the event
•  Large booth space at the event
•  Mailing list of all attendees
•  Opportunity to include brochure or promotional item in the event  

 bag
•  4 Complimentary tickets to the event (value of $85 each)
•  1-Month digital ad package including a 300×250 banner ad on crej. 

 com and 2 email newsletters (value $500 each)

SILVER EXHIBITOR   $795
•  Large booth space at the event
•  Your name will appear on the event registration page on crej.com  

 with a link to your website
•  Your name will appear on all event print advertising, as well as in  

 the PowerPoint recognition at the event
•  Mailing list of all attendees
•  3 Complimentary tickets to the event (value of $85 each)

BRONZE EXHIBITOR   $595
•  6-foot tabletop space at the event
•  Your name will appear on the event registration page on crej.com  

 with a link to your website
•  Your name will appear on all event print advertising, as well as in  

 the PowerPoint recognition at the event
•  Mailing list of all attendees
•  2 Complimentary tickets to the event (value of $85 each)
• 
• CORPORATE EVENT SPONSOR   $595 
•  Your logo will appear on all event print advertising, as well as in the  

 PowerPoint recognition at the event
•  Mailing list of all attendees
•  Opportunity to include brochure or promotional item in the event  

 bag
•  2 Complimentary tickets to the event (value of $85 each)

mailto://jstern@crej.com
http://www.crej.com/
http://crej.com/
http://crej.com/
http://crej.com/
http://crej.com/
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Alliance Residential Company
Andy Clay • Carol Nelson

ConAm Colorado, Inc.
Mary Wessler

FSB Property Management LLC/
Fleisher Smyth Brokaw LLC
Michelle Brokaw

Forest City Commercial 
Management
Kem Blue

Lincoln Property Company
Michelle Kelley • Dawn Williams
Naomi Caughey • Tamara Varney • Jill Krose

Griffis/Blessing Inc. –  
Colorado Springs & Denver
Rick Davidson, CPM • Patricia Stanforth, CPM

IBC Property Services
Mark Berry

Investors Properties, LLC
Mark Lockwood, CPM, CCIM

J&B Building Company
Steve Peckar • Matt Landes • Peter Kapurnais

John McShane Co., Inc.
John McShane

Katchen & Company
Edward Boyle

Corum Real Estate Group
V. Michael Komppa

Dean Callan & Company Property 
Management Services, Inc.
Gina Calley

DeiterMcQueen with RE/MAX 
Alliance
Jessica Deiter • Mollie McQueen 

DPC Development Company
Tim Rose

Drake Asset Management
Perry Radic

Dunton Commercial Real Estate 
Company - Property Managers
Mark Fouts • Ryan Morgan • Dianne White, RPA 
• Scott Shore • Susan Nord, RPA

Echelon Property Group
Bryan Stern • Drake Powell

Cushman & Wakefield – Property 
Managers
Alex Fox

AmCap Properties, Inc.
Andrea O’Brien • Brenda Soper

Baron Property Services
Liz Schloss

BLDG Management
Darren Everett • Hailey Thiel 

BRC Real Estate
Michael Bright and Richard Crockett

CBRE - Property Managers
Simon Gordon

Centennial Realty Advisors
Ken Gillis • Dave Hadsell • Paul Shaffstall
Creighton Ward • Wendy Murphy
Eric Prosser • Guy Dreier

Central Colorado Management 
Company
Eric Steiner

Colliers International –  
Property Managers
Robert Miler

Lincoln Property Company
Scott Caldwell • Mark Dwyer • Mark 
Homlish • Ted Coons • Matt Bosquez 
• Emilou Woods • Ron Rosa • Michelle 
Kelley • Dawn Williams • Elizabeth Frazier 
• Tucker Helmus • Giles Conway • Naomi 
Caughey • Tamar Varney • Jill Krose

Greystar
Brandon Rich • Cherie Shaw

Crosbie Management Services
Scott Crosbie • Susan May • Rich 
Otterstetter

Elkco Properties, Inc.
Ken Cilia

P
R

O
P

E
R

T
Y

 M
A

N
A

G
E

M
E

N
T

 D
IR

E
C

T
O

R
Y

For contact information, firm profiles and links, please visit www.crej.com, 
click on Industry Directory, then Property Management subcategory

Property Management Directory
@

If your firm would like to participate in this directory, please contact Lori Golightly at lgolightly@crej.com or 303-623-1148 ext. 102

mailto://lgolightly@crej.com
http://crej.com/propertymanagementquarterly/
http://www.crej.com/
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Mavi Unlimited
Michael Hoover

MC Commercial Real Estate – 
Colorado Springs
Gosia Bikker

MC Commercial Real Estate – 
Denver
Jim McLure • Dottie Regas • Michelle Tanner

Mountain West Industrial 
Properties LLC
Michael Hicks

Newmark Grubb Knight Frank - 
Property Managers
Dan Simpson • Theresa Dampier

Panorama Property Management
Don Palik, RPA

Prime West Development, Inc.
James J. Neenan

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

W.W. Reynolds Companies, Inc.
Chad Henry

Weststar Management
Michael Hayutin • Kevin Hayutin 

Wheelhouse Apartments
Zvi Rudawsky, CPM®

Providence Hospitality Partners
David B. Storm

Sessions Group LLC
Steve Sessions

Simpson Property Group
Todd S. Pope • Sharon O’ Connell, CPM
Christina Steeg

St. Charles Town Company LLC
Charles H. Woolley, II

The Jones Realty Group
Pamela J. Coburn, RPA

The Ross Management Group
Deborah Ross, CPM

Transwestern
Lyla Gambow • Rene Wineland
Karla Flowers

Property Management Directory
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If your firm would like to participate in this directory, please contact Lori Golightly at lgolightly@crej.com or 303-623-1148 ext. 102

Sessions

• Sessions: Can an owner withhold 
consent to an assignment or sublet-
ting? 

• Halstead: Yes. The standard for 
reviewing a proposed assignment or 
sublease will be determined by the 
lease. By way of example, a landlord 
may have the right to withhold its 
consent in its “sole discretion.” More 
often, however, a landlord must be 
“reasonable” in evaluating a proposed 
assignment or sublease. Some leases 
specifically define bases that may 
be considered “reasonable,” while 
others are silent. In most cases, it is 
appropriate to consider the financial 
strength of a prospective subtenant or 
assignee, their business experience, 
the tenant mix within a property and 
the proposed use by the subtenant or 
assignee.

• Sessions: Is it customary for the 
assignee of a lease to assume the obli-
gations of the assignor/tenant under 
a lease? 

• Halstead: Yes. An assignee usually 

assumes the obligations under the 
lease accruing on or after the date of 
an assignment. Ideally, the assignee 
and assignor will be jointly and sev-
erally liable for obligations accruing 
after the date of the assignment. For 
clarity, it should be clear which party 
will be responsible for any common 
area maintenance, tax or insurance 
reconciliations that may take place at 
a later date and who is entitled to the 
return of any security deposit at the 
expiration of the lease.

• Sessions: Are assignment provi-
sions heavily negotiated? What are 
the main points at issue? 

• Halstead: Sometimes. It’s not 
uncommon for a proposed assignee to 
try and negotiate a longer lease term 
or renewal options, particularly if they 
are buying a business from the origi-
nal tenant. A landlord may request 
additional security for the perfor-
mance of the lease if the assignee’s 
financials are not as strong. Perhaps 
the biggest point of contention is 
whether the original tenant and any 
original guarantors will remain liable 

for the lease obligations and, if so, for 
how long. 

• Sessions: Is a sublease a safer 
alternative to an assignment? 

• Halstead: From a landlord’s per-
spective, subleases make sense when 
the subtenant is leasing less than 
the entire premises and/or for less 
than the entire term of the lease. 
Otherwise, creating privity of contract 
with the party that will be occupying 
the leased premises by virtue of an 
assignment while preserving claims 
against the original tenant is pre-
ferred. 

From a tenant’s perspective, a sub-
lease may be preferred over an assign-
ment given that it provides the tenant 
with some element of control in the 
event of a default by the subtenant. 
By way of example, an original tenant 
might reenter the premises and reini-
tiate its business operations following 
a default by an subtenant.

• Sessions: What other provisions of 
a lease may be modified as a result of 
an assignment or sublease? 

• Halstead: Permitted uses, expira-

tion dates, identities of guarantors, 
nature and extent of renewal options, 
any number of terms.

• Sessions: When should an owner 
withhold consent for an assignment 
or sublease? 

• Halstead: A landlord should be 
cautious in evaluating a prospective 
assignment or sublease and would 
not want to withhold its consent in 
violation of the standard set forth in 
the lease. By way of example, a land-
lord could be exposed to claims for 
tortious interference with a sale of a 
business. 

One way to limit this type of expo-
sure is to include express language in 
a lease limiting the tenant’s remedies 
to specific performance in the event 
a landlord wrongfully withholds its 
consent. Withholding consent may 
be appropriate where the proposed 
assignee or subtenant’s use differs 
from that of the original tenant, 
where the proposed assignee or sub-
tenant has limited business experi-
ence, weak financials or a criminal 
history.s

Continued from Page 4
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firsthand from our national 
work with Spaces, a leading 
collaborative workspace pro-
vider. 

“The professionals who 
rent Spaces workspace pre-
fer our boundless common 
areas without barriers to 
organic collaboration with 
others who are sharing in 
the same struggles and suc-
cesses of entrepreneurship,” 
said Sheldon Shadrach, 
Spaces area manager.

What this means for tra-

ditional buildings attract-
ing collaborative workspace 
tenants is nothing new: The 
usual cost-benefit analysis of 
tenant type and prediction 
of the life of a trend remains. 
However, negotiating who 
will bear the increased costs 
of the transformation gets 
a bit trickier. Sophisticated 
tenants and brokers will 
recognize much of the costs 
are related to permanently 
repositioning a space and 
not related to usual finishes. 
Owners and property man-
agers will have decisions to 

make whether a portion of 
their assets should be repo-
sitioned to accommodate for 
this demand and whether 
premium rates are justified. 

The industrial look and 
collaborative work environ-
ment is much more than 
just empty space. It is delib-
erately designed and becom-
ing more desirable for a 
wider range of tenant types. 
While the construction itself 
may cost more than tradi-
tional finishes, what is the 
opportunity cost of ignoring 
the trend? s

office design, it is the human 
factor – the quality of life – 
that most often can dictate 
tenant satisfaction and sub-
sequent retention.

The manner in which peo-
ple interact and collaborate 
within any given building 
lobby or office suite in today’s 
commercial marketplace can 
supersede design and even 
location. So again, health and 
safety are the foundation on 
which owners can build their 
brand and overall tenant 
satisfaction. The 2015 IECC 
promotes the improvement 
of that foundation. 

The pragmatic side of that 
equation is that landlords 
must obey the new code 
requirements in order to 
obtain building permits. And 
that’s not cheap.

The 2015 IECC code lever-
ages innovative technologies 
that were not fully available 
in 2012. Almost certainly, the 
2018 code will introduce new 

and improved products and 
methods of lighting power 
that we don’t know about 
yet. For municipalities that 
choose to adopt the new 
code, there is a significant 
expense in upgrading obso-
lete products and systems or 
choosing new ones to meet 
compliance. 

State-of-the-art fixtures, 
switches and sensors cost 
more because they’re new 
and perform at a higher level. 
It would behoove landlords to 
standardize new equipment 
in remodels rather than mix 
and match pieces and parts 
from different manufacturers. 
Although this certainly adds 
yet another level of expense, 
repair and replacement out-
lays at the front end can be 
eased by reduced energy 
costs over time. And it’s bet-
ter for the environment.

Commissioning can cost 
owners 14 cents to $1 per 
square foot or more. That 
is a staggering cost by any 
measure. All office remodel 

projects in Denver require 
electrical commissioning and 
most require some level of 
mechanical commissioning 
as well. While this type of 
“soft cost” may be difficult 
to recover, landlords can 
take comfort in the notion 
that their buildings and ten-
ant spaces have been for-
mally inspected and tested 
for functional performance. 
Aside from the obvious 
benefit of having the most 
efficient and sustainable 
systems available, landlords 
who have complied with the 
code have a certified market-
ing edge over those who have 
not.

Forward-thinking munici-
palities understand that 
technology is the glue that 
holds the 2015 IECC code 
together, and technology isn’t 
going away. It’s just a plus 
for all parties involved when 
technology is the driver for 
both life-safety and energy 
conservation. It’s also good 
business.s

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

� Airports
� Corporate Campuses
� Distribution/Manufacturing 

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

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

www.universalpro.com
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INSIDE

by Michelle Z. Askeland 
Since the Great Recession ended, 

construction costs in Colorado have 

skyrocketed. The way property man-

agers budget tenant improvement 

projects and building updates must 

be adjusted to take the rising costs 

into consideration. 

“In 2014, the costs of construction 

caught up with this rapid increase in 

demand, and we saw costs increase 

somewhere between 15 and 20 per-

cent,” said Doug Miller, director of 

business development and precon-

struction at Alliance Construction 

Solutions. “The 30-year average is 

only 3 percent per year, so a 15 to 20 

percent increase in costs in one year 

is huge.”
On a typical commercial project, 

a cost breakdown of the prime con-

tract amount will reflect 25 to 30 

percent for project materials, 45 to 

50 percent for direct labor, and the 

balance goes to overhead adminis-

tration costs and profit, said Terry 

Hordinski, Provident Construction 

chief operating officer.

With the largest percentage of 

the budget going to labor costs, 

the undersupply of skilled labor in 

Colorado makes the biggest impact 

on rising costs. Hordinski estimates 

that the cost of labor has gone up 10 

to 15 percent per year for the past 

three years. 
It’s important to understand 

what caused this shortage of labor 

in order to understand its current 

effects. A decade ago, the construc-

tion market was stable and expand-

ing each year, with costs on the rise. 

That changed with the recession, 

which began in 2008 but lagged in 

the construction industry by about a 

year, said Miller. 
“In 2009, the rubber really met the 

road, and we tumbled into the Great 

Recession,” said Hordinski. “That 

year and the next two years were 

painful, both for prime and sub-

contractors. All contractors started 

drastically cutting back their labor 

force, especially in the residential 

community, which directly affects 

the commercial community because 

you’re basically working out of the 

same pool of labor.”

The reduced construction market 

continued into 2012. “As a result, 

you had a tremendous amount of 

displaced workers, who went into 

other fields to find employment,” 

said Hordinski. “It is my personal 

opinion that somewhere between 30 

Regulations governing safety for 

maintenance get more stringent every year.

Fall protection rules

PAGE 5

Four tips for building facade maintenance 

to ensure efficient operation and safety

Facade maintenance

PAGE 19

The Sustainable Sites Initiative provides

a new tool for measuring sustainability.

SITES certification

PAGE 10

Please see Page 15

August 2015

How construction costs could affect 
your next project

Photo courtesy i2 

For tenant improvement projects or common area upgrades, property managers should budget 15 to 20 percent more than they would have budgeted for the same project in 2013.

While the Colorado Real Estate Journal continues to run a multifamily news section in each 
issue of the newspaper, Property Management Quarterly  features the most 
interesting projects and people, trends and analysis, and covers all commercial property 
types. The publication is mailed with the Colorado Real Estate Journal newspaper, a 
4,000-plus distribution that includes developers, investors, brokers, lenders, contractors, 
architects, property managers and building operating service & supply firms.
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