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MULTIFAMILY INDUSTRY PREDICTS CONTINUED 
ACCELERATION IN DEAL VOLUME
Low interest rates, easing of COVID restrictions created a high-volume lending market in 2021. 
Activity in the apartment sector is only expected to grow. 
By Kristin Hiller

see RESTAURANTS page 18

Why Southeast Wisconsin’s Industrial 
Market Should Remain Tight

page 16

see MULTIFAMILY page 19

The performance of the U.S. 
apartment market sector was 
“extremely robust” in the third 

quarter, reports Moody’s Analytics 
Reis. The national vacancy rate fell 
to 4.7 percent, which is slightly lower 
than pre-COVID times. Asking and ef-
fective rents grew by an “astounding” 
7.5 percent and 7.9 percent, respec-
tively. These are the highest quarterly 
� gures for rent growth on record since 
Reis began publishing quarterly per-

formance data in 1999.
Against that backdrop, multifamily 

players expect deal volume to contin-
ue to accelerate. Heartland Real Estate 
Business reached out to lenders and 
� nancial intermediaries for their com-
pany’s activity within the multifamily 
sector this year as well as their projec-
tions for 2022.

Participants included Philip Manis-
calco, managing director of multifam-
ily capital for Wells Fargo Commercial 

Real Estate; Sue Blumberg, senior vice 
president and managing director for 
Northmarq in Chicago; Paul Schmidt, 
executive vice president and head of 
commercial real estate for Green Bay, 
Wisconsin-based Associated Bank; 
Igor Zhizhin, principal and founder of 
Chicago-based American Street Capi-
tal; Josh Sasouness, co-CEO of New 
York City-based Dwight Capital; and 
Joshua Bernard, principal, and Dan 
Duggan, vice president, for South-

� eld, Michigan-based Bernard Finan-
cial Group. 

What follows are their edited re-
sponses.

Heartland Real Estate Business: 
What are your expectations for mul-
tifamily deal volume and velocity in 
2022, and how does that compare with 
this year? 

Philip Maniscalco: As multifamily 
continues to be an asset class in high 
demand with lots of liquidity on both 

RESTAURANTS SPICE UP 
THE OFFICE EXPERIENCE 
Convenience, social aspect of eateries help 
reinvigorate the physical workspace. 
By Kristin Hiller

Earlier this year, food and bev-
erage concept The Luminary 
opened at 303 E. Wacker, a 

30-story of� ce tower in Chicago’s East 
Loop. The café and bar was a critical 
component in the overall renovation 
of the of� ce building lobby, according 
to the property’s owner, Beacon Capi-
tal Partners. 

“We wanted to design a space that 
enhances the tenant experience,” says 
Greg O’Neal, managing director for 
Boston-based Beacon, which main-

tains an of� ce in Chicago. “Our origi-
nal lobby had a small kiosk tucked be-
hind the elevators. Rather than hiding 
away any food options, we moved it 
front and center.”

The Luminary, which is operated 
by Infuse Hospitality, serves coffee, 
breakfast, lunch and grab-and-go of-
ferings. The menu and hours will soon 
be expanded to serve beer and wine 
once the liquor license is obtained, 
which is expected any day now, ac-
cording to O’Neal. 

Pictured is The Luminary, a bar and café at 303 E. Wacker, a 30-story of� ce tower 
owned by Beacon Capital Partners in Chicago. (Photo courtesy of Josh Pabst)

Despite Pandemic, Retail Sector 
Shows Growth in West Michigan

page 15

Does Your Property Tax Assessment 
Re� ect COVID-19’s Challenges? 

page 22



• Up to $150,000 in grants
available for new businesses

• Train stops at O’Hare and 
Downtown Chicago from 
Wheeling Town Center

• Great proximity to IL-53, 
I-294, and I-94

• Four active TIF Districts

• Over 2,000 acres zoned 
for commerce

QUICK
FACTS

Wheeling is innovating, growing, and transforming! 

Join over 850 businesses in our thriving 
community along Chicago’s North Shore.

Wheeling is innovating the way our 
residents and visitors dine and shop.

Wheeling is transforming as the 
Wheeling Town Center takes shape.

Patrick Ainsworth
Director of Economic Development
Village of Wheeling
pmainsworth@wheelingil.gov
(847) 499-9094
www.wheelingil.gov/business

WHEELING, IL

Within Chicago 
North Shore
Trade Area

Over $300 Million
in New Development 

in Last 4 years

850+ Businesses 
& Growing

4 TIFs Totaling 
over 800 Acres

1,000+ New Luxury 
High Density 

Housing Units

Scan To Learn More



Medina
1093 Medina Rd. #100
Medina, OH
+1 330 239 0176
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Excellence in

Nationwide

It all Starts with

Custom

RESPONSIVE, REAL-TIME
COMMUNICATIONS

www.pleasantvalleycorp.com

at your fingertips

and gives you

• Facilities Maintenance
• HVAC & Janitorial Solutions
• Parking Lot Solutions
• Emergency Services
• National Rollouts & Rebranding

Client Support through Mobile
Maintenance Technicians in General Repairs, 
Electrical, Plumbing and HVAC categories.

• GC Licensed Nationwide
• Design Build / Ground Up
• Tenant Improvement Projects
• Open Facility Remodels

STREAMLINES YOUR WORK ORDERS



4   •   November 2021   •   Heartland Real Estate Business www.REBusinessOnline.com

PUBL ISHERS’  NOTE

Heartland Real Estate Business  (ISSN 
1542-8311) is published monthly 
by France Publications, Inc., d/b/a 
France Media, Inc., 3535 Piedmont 
Rd. NE, Suite 950, Atlanta, GA 
30305. Telephone (404) 832-8262, 
facsimile (404) 832-8260. E-mail: 
heart land@francemediainc.com. 
Periodicals postage paid at Atlanta, 
GA, and additional mailing of� ces. 
POSTMASTER: Send address changes 
to: Heartland Real Estate Business, 
P.O. Box 308, Skokie, IL 60076. 

Heartland Real Estate Business is a 
registered trademark of France Pub-
lications, Inc. Subscription rates: USA 
1 year $65; 2 years: $112. Single copies 
are $10. For subscriber services, in-
cluding change of address or subscrip-
tions, please email HREB@omeda.com 
or call (855) 736-2644.

©2021 France Publications, Inc. 
For reprints or to photocopy articles, 
please contact Barbara Sherer at (404) 
832-8262. 

The opinions and statements made 
by authors, contributors and advertis-
ers to Heartland Real Estate Business are 
not necessarily those of the editors and 
publishers.

FRANCE MEDIA, INC.

EDITORIAL

Jerry France .............................Chairman & CEO/Publisher  
Scott France ................................. President/Co-Publisher
Scott Philp ...................................... Chief Financial Of� cer
Jaime Lackey ....................VP, Marketing & Digital Strategy
Randall Shearin .......................SVP, Editorial & Operations

Matt Valley ........... Editorial Director, Real Estate Regionals
Kristin Hiller .............................................................Editor
John Nelson .............................................. Assistant Editor
Jeff Shaw .................................................. Assistant Editor
Taylor Williams...........................................Assistant Editor
Julia Sanders.............................................Assistant Editor
Julie Hunt ...............................................Graphic Designer
Nick Topolski ..........................................Graphic Designer

ADVERTISING

Scott France ..................................................Co-Publisher
Barbara Sherer ............................................Media Advisor

CIRCULATION AND ADMINISTRATION

Teresa Hennington .....................................Of� ce Manager
Carol Spach..................Director of Audience Development

INTERFACE CONFERENCE GROUP
Richard Kelley .................................. Senior Vice President
Kelly Moustafa...............................Conference Coordinator
Andria Gibson....................................Conference Manager
Yohan Lee.....................Conference Marketing Coordinator

November 2021 • Volume 20, Issue 3

Nationally, the retail vacancy rate 
fell 10 basis points in the third quarter 
to 10.4 percent, according to Moody’s 
Analytics Reis. This � gure is just 20 
basis points above the 2019 level prior 
to the pandemic. Reis notes that the 
performance of the retail sector was 
largely positive for the second straight 
quarter.

As the retail market continues 
to evolve and recover, our feature 
story this month takes a look at food 
and beverage tenants, speci� cally 
restaurants that are situated within 
of� ce buildings. Property landlords 
are sprucing up their lobby areas 
with eateries in hopes of enticing 
employees back to the physical of� ce 
environment. 

While coffee shops and cafés offer 
convenience, high-end restaurants as-
sist in entertaining clients or recruit-
ing new employees. 

“To be worthy of a commute, we 
need to deliver a better experience 
than what people would get working 
from their home,” says Brian Simel, 
senior associate with Rubenstein 
Partners. “One of the many ways we 
do that is with food.”

Our other feature story this month 
is a Q&A with lenders and � nancial 
intermediaries that are active in the 

multifamily sector across the Midwest. 
The industry predicts that deal volume 
within the asset class will continue to 
accelerate heading into 2022.

Before we close out this year, we have 
three InterFace Conference Group 
events taking place in December. Join 
us for Seniors Housing Northeast on 
Dec. 2 in Philadelphia; Multifamily 
Southeast on Dec. 2 in Atlanta; and 
LeaseCon/TurnCon on Dec. 15 in 
Dallas. The latter is an industry event 
aimed at helping student housing 
operators navigate the challenges of 
leasing and turnover.   

In the spring, we’ll host our seventh 
annual Entertainment Experience 
Evolution on March 17-18 in Los 
Angeles. Turn to page 23 for details on 
this can’t miss-event.

Jerry France
Publisher

Scott France
Co-Publisher

EXPLORE SYNERGIES BETWEEN RETAIL, OFFICE

Enhancing 
Communities
Through Quality 
Construction

We are proud to have built a reputation as a leader in the construction 

industry. Clients, professionals and financial institutions view us as 

a premier choice for design and general construction services. Our 

clients return to us repeatedly over years – and decades – because 

we consistently deliver on our promises. 

CHICAGO | AUBURN | IRVINE | MADISON | NASHVILLE | PHOENIX www.mcshaneconstruction.com
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Our integrated platform, comprised of mortgage banking, investment sales, 

and JV equity expertise, enables us to deliver comprehensive solutions 

throughout the lifecycle of your investment. Built on trust, client service and 

collaboration, we’re here to build your future — together. 

Contact your local Berkadia office today and learn how we can deliver for you.

Metairie, LA
504.322.1196

Birmingham, AL
205.403.5541

Chicago, IL
312.845.8500

Detroit, MI
248.208.3460

St. Louis, MO
314.984.5500
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901.425.1828

Kansas City, MO
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615.377.7676

Cleveland, OH
216.367.2101
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414.662.2459

Indianapolis, IN
312.845.3093

Baton Rouge, LA
225.922.4587

Columbus, OH
614.468.5805

BUILT FOR THE HEARTLAND.

BUILT FOR THE NOW.
AND THE NEXT.®



HEARTLAND GROUNDBREAKERS

To publish news about new hires, promotions 
or awards, visit

www.francemediainc.com/regional-groundbreakers.

Questions? Contact Barb Sherer at 404.832.8262 
or bsherer@francemediainc.com. 

Sponsored Section

Chicago-based Waterton, a 
national real estate investor 
and operator, announced that 
Stephanie Brock has joined 
the fi rm as executive vice pres-
ident, operations. Brock will be 
responsible for leading the fi rm’s operations 
team and driving the overall operations strat-
egy for the fi rm’s growing national multifam-
ily portfolio of more than 24,400 units. Brock 
is based in Denver and will report directly to 
Waterton CEO and Chairman David Schwartz. 
Brock has more than 30 years of experience 
in the multifamily sector. She most recently 
served as the senior vice president of multi-
family asset management and operations at 
McWhinney Real Estate Services.

Waterton

Milhaus, a national developer, 
owner and operator of Class 
A multifamily properties, an-
nounced that Jodie McLean
has joined the board of direc-
tors. McLean is CEO of EDENS, 
a private owner, operator and developer of 
retail real estate. With a more than 25-year 
tenure at EDENS, McLean is a key player in 
the company’s growth and expansion to its 
current marketplace leadership, capitalized 
by blue-chip investors and assets valued at 
$6.5 billion. McLean joins Milhaus’ board 
of directors as the fi rst female member. Her 
wealth of expertise and knowledge in stra-
tegic leadership, forward-thinking and the 
retail sector of real estate will bring a new 
and innovative perspective to the board.

Milhaus

Ryan Cos. US Inc. has add-
ed Eric Nordeen as vice 
president of development to 
continue the rapid growth of 
its Milwaukee offi ce. This ad-
dition expands Ryan’s ability 
to pursue development, construction and 
build-to-suit opportunities in Milwaukee, 
Madison and Southeastern Wisconsin, and 
installs a trusted leader to represent Ryan 
in local business communities. A 22-year 
real estate industry veteran, Nordeen most 
recently served as principal of Ascendant 
Holdings, a company he co-founded in 2010. 
As vice president of development, Nordeen 
is responsible for site selection and land ac-
quisition, along with a number of other tasks.

Ryan Cos.

Bridge Industrial, a privately 
owned, vertically integrated 
real estate operating compa-
ny and investment manager, 
has added Ben Bischmann
to its corporate team as the 
fi rst-ever senior vice president of national 
operations and asset management. In his 
new role, Bischmann will be responsible for 
managing Bridge’s national portfolio, leading 
the development and institution of strategic 
operations, capital improvements and oth-
er best practices. Bischmann will report to 
Bridge’s executive team in Chicago and will 
oversee day-to-day property management for 
the Chicago region — the company’s largest 
regional portfolio.

Bridge Industrial

Megan Woods has joined 
Cushman & Wakefi eld in 
St. Louis as senior director. 
Woods joins the fi rm’s valu-
ation & advisory group in its 
efforts to provide clients with 
valuation services for offi ce, industrial, med-
ical offi ce, mixed-use, retail and multifamily 
properties as well as proposed development 
projects. Additionally, she will work with 
St. Louis Managing Principal Kelly Diehl to 
build the local team and collaborate with 
colleagues regionally and nationally, serving 
clients’ broader assignments. Woods joins 
Cushman & Wakefi eld from JLL, where she 
was vice president.

Cushman & Wakefi eld

JLL Valuation Advisory has 
hired Dennis Firestone to 
join its rapidly expanding new 
Environmental and Property 
Condition (EPC) team as a se-
nior vice president for EPC Pre-
mier Client Accounts. In his new role, he will 
focus on client development, business sup-
port and implementation of tech-based solu-
tions. Based in the Detroit MSA, Firestone is 
a Registered Geologist (RG) and Registered 
Environmental Manager (REM) who joins JLL 
with more than 30 years of leadership in the 
environmental and engineering assessment 
industry. 

JLL

KeyBank Real Estate Capital, 
the commercial real estate 
business unit of KeyCorp, has 
appointed Samantha Miller
to vice president and mortgage 
banker. She is responsible for 
new business development and relationship 
management as part of a team providing 
off-balance sheet fi nancing solutions for 
private real estate owners, investors and 
developers. Miller, who is based in the fi rm’s 
Chicago offi ce, reports to John Hofmann, se-
nior vice president and regional production 
manager. Prior to joining Key, Miller was a 
senior producer in multifamily production 
and sales with Freddie Mac.

KeyBank Real Estate Capital

WPD Management, a property 
management company operat-
ing throughout the South Side 
of Chicago, has hired Dan 
Nagle as director of business 
development. Nagle is the fi rst 
person to hold this position at WPD, and will 
assist the third-party management company 
in the goal of 5,000 units under management 
by the end of 2022. Prior to joining WPD, Na-
gle built a career in banking .

WPD Management

Farbman Group, a full-service 
commercial real estate com-
pany, announced that Gary 
Wenzel has joined the team 
as senior property manager. 
In this role, Wenzel will be 
responsible for overseeing a portfolio of 
buildings throughout the Chicago area. His 
duties include ensuring each building op-
erates smoothly, maintains a well-rounded 
appearance and is inspected regularly. He 
will also oversee the managing maintenance 
staff and contract services. Throughout his 
career, Wenzel has held various positions in   
asset and property management, leasing and 
development.

Farbman Group

Lorin Schultz has joined bro-
kerage fi rm NAI Pleasant Val-
ley as vice president. Schultz 
has signifi cant experience in 
commercial real estate, par-
ticularly in the offi ce market 
around Akron. She joins NAI Pleasant Valley 
after spending several years at Colliers and 
NAI Cummins, where she secured purchases 
and leases. She previously was a broadcast 
journalist for NBC stations in Ohio.

NAI Pleasant Valley

Brock Nordeen Woods Miller

McLean Bischmann Firestone Nagle Schultz

One hour ago his largest shopping center got raked over the coals 
by an unfair tax assessment. He called APTC. Now the coals are perfect.
For over 20 years, APTC member law firms have handled client real estate portfolios 
from assessment review through the highest courts. Our members provide national 
representation with local experience all across the U.S. and Canada.  

www.APTCNET.com
Smart, Aggressive Property Tax Advocacy

Professional Models

Wenzel
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FINANCIAL SCOREBOARD
Loans Recently Closed For Midwest Properties

PROPERTY CLASS
LOCATION 

(CITY, STATE)
SIZE AMOUNT LENDER ARRANGED BY

Wildhorse Multifamily Chesterfield, Mo. 188 units $71 million Merchants Bank 
of Indiana Merchants Capital 

River Haus Apartments Multifamily Covington, Ohio 192 units $53 million Natixis Berkadia 

125 N. 1st St. Hospitality Minneapolis 123 units $48.6 million Seattle-based REIT D2 Capital Advisors 

The Gables of Troy Multifamily Troy, Mich. 544 units $35.4 million  HUD Dwight Capital  

Landsby Ridge Affordable housing Mt. Horeb, Wis. 51 units $16.9 million  Associated Bank N/A

Woodridge Commerce 
Center Industrial Woodridge, Ill. 148,012 square feet $13.2 million Wells Fargo Bank JLL 

Residences at Oak View Build-for-rent housing Oak Creek, Wis. 42 units $12.2 million Freddie Mac Northmarq  

1.833.894.6999 | BankFinancial.com

*All loans subject to credit approval. To receive a Veteran Loan discount, at least 50% of the ownership of the property must be  a US military veteran, active duty service member, or spouse of a Veteran or active duty service member. 

Commercial Real Estate Lending
Capital Markets

H E L P I N G 
OUR VETERANS 
GO  FURTHER!
Introducing the new BankFinancial
Veterans Multifamily Loan Program.
Exclusive for our Service members, Veterans, and eligible
spouses purchasing multifamily investment properties.
Loan Program Features:

• Rate Discount: Up to 0.50%
• Loans up to $5,000,000
• Properties: 5+ Units
• Acquisition / Rate & Term Refi / Cash-Out Refi
• LTV: Up to 82.5%
• Amortization: Up to 30 years
• Loans greater than 65% LTV require Investment Equity Loan Product

Call 1.833.894.6999 or visit BankFinancial.com today!
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I LL INOIS
CA HEALTH AND SCIENCE 
TRUST ACQUIRES 95,000 SF 
MEDICAL OFFICE BUILDING 
ELGIN, ILL. — CA Health and Sci-
ence Trust Inc. (CAHST) has acquired 
a 95,000-square-foot medical of� ce 
building in Elgin for an undisclosed 
price. A publicly traded REIT was 
the seller. The four-story property is 
home to tenants such as Derick Der-
matology, Suburban Orthopedics and 
Northwestern Medicine. The building 
is located at 1600 Randall Road near 
I-90 and is adjacent to Advocate Sher-
man Hospital. The latest investment 
from CAHST is part of an equity com-
mitment of up to $245 million from 
partners Davidson Kempner Capital 
Management LP, Monarch Alternative 
Capital LP and CA Ventures for the 
acquisition, development and renova-
tion of medical of� ce and life sciences 
buildings.

MOLO SOLUTIONS SIGNS 
93,710 SF OFFICE LEASE 
CHICAGO — MoLo Solutions, a third-
party logistics company within the 
transportation industry, has signed a 
93,710-square-foot of� ce lease at 167 
N. Green St. in Chicago’s Fulton Mar-
ket neighborhood. MoLo connects cli-
ents with truck drivers and other ship-

ping solutions. The company plans to 
expand signi� cantly over the next few 
years. The property features a meet-
ing area, onsite parking, gym, roof-
top garden and NBA-sized basketball 
court. Kayla Beljan of MB Real Estate 
represented MoLo in the lease. Paige 
O’Neil and Annie Aldrich of Shapack 
Partners represented the landlord.

PRINCIPLE CONSTRUCTION 
BREAKS GROUND ON SERVICE 
CENTER IN JOLIET
JOLIET, ILL. — Principle Construc-
tion Corp. has broken ground on an 
$11 million service center in Joliet 
for Highway Transport, a company 
that transports liquid chemicals. The 
17,730-square-foot service center, lo-
cated on nearly 23 acres, will double 
the size of Highway Transport’s cur-
rent facility in Joliet where it has oper-
ated for two decades. The new facility 
will feature a tank wash, maintenance 
shop, conference room, multiple of-
� ces and amenities for drivers such as 
a break room, Wi-Fi access and show-
ers. The property will include parking 
for tanker trucks from the company’s 
� eet of more than 400 trucks. Part-
ners in Design Architects is the proj-
ect architect. Completion is slated for 
spring 2022.

UNION INVESTMENT REAL 
ESTATE ACQUIRES HIGH-END 
RETAIL PROPERTY 
CHICAGO — Union Investment Real 
Estate has purchased 59-65 E. Oak St., 
a one-block stretch of high-end retail 
space in Chicago. The purchase price 
was $120 million, according to Crain’s 
Chicago Business. The price represents 
the largest amount paid for any retail 
asset sold in Chicago since 2016, ac-
cording to CBRE. Keely Polczynski 
of CBRE Capital Markets represented 
both the buyer and the seller, Jenel 
Real Estate, which acquired two sepa-
rate parcels in 2016, demolished them 
and rebuilt a 32,000-square-foot build-
ing that now houses high-end retailers 
Chanel, Van Cleef & Arpels, Moncler 
and Le Colonial. Based in Germany, 
Union Investment is an international 
investment manager specializing in 
open-ended real estate funds for pri-
vate and institutional investors.

FRIEDMAN BROKERS SALE 
OF 269-UNIT OFF-CAMPUS 
HOUSING COMMUNITY 
CARBONDALE, ILL. — Friedman 
Real Estate has brokered the sale of 
University Village in Carbondale for 
an undisclosed price. The 269-unit 
apartment community, situated on 
nearly 17 acres, is located about a mile 
from Southern Illinois University. Be-
low-market rents at the property, built 
in 1973, present a value-add opportu-
nity for the undisclosed buyer. Rich 
Deptula and Kellen Duggan of Fried-
man advised both parties.

CONTEGRA COMPLETES 
624,000 SF DISTRIBUTION 
CENTER, BREAKS GROUND 
ON 1 MSF FACILITY
PONTOON BEACH, ILL. — Contegra 
Construction Co. has completed the 
third distribution center at NorthPoint 
Development’s Gateway Tradeport in 
Pontoon Beach, about 13 miles north-
west of St. Louis. Contegra is now 
building a 1 million-square-foot facil-
ity at the development that will be the 
largest speculative distribution center 

in the St. Louis area, according to the 
general contractor. With the comple-
tion of the 624,000-square-foot Gate-
way Tradeport III, the 600-acre Gate-
way Tradeport is now home to more 
than 1.7 million square feet of distri-
bution space, all of which was built by 
Contegra. Building III features a clear 
height of 40 feet, 64 dock doors and 
parking for 181 trailers. Building IV is 
slated for completion in 2022.

TURNER IMPACT CAPITAL 
PURCHASES 448-UNIT 
APARTMENT COMPLEX 
PALATINE, ILL. — Turner Impact 
Capital has purchased The Clayson, a 
448-unit apartment complex in Pala-
tine formerly known as Village Park 
of Palatine, for an undisclosed price. 
A partnership between Origin Invest-
ments, Draper and Kramer and LEM 
Capital was the seller, which acquired 
the asset in December 2016 and em-
barked on a $9 million capital im-
provement program. The partnership 
upgraded the amenities, landscaping 
and common areas, and addressed de-
ferred maintenance issues such as roof 
replacements, parking lot resurfacing 
and balcony replacements. Roughly 
half of the units were upgraded with 
new appliances, cabinets, countertops, 
� ooring, carpeting and paint. The 
Clayson is spread across 15 buildings. 
Units range from 706 to 1,225 square 
feet. Marty O’Connell and Kevin Gi-
rard of JLL represented the sellers.

ML REALTY PARTNERS 
ACQUIRES 65,003 SF 
INDUSTRIAL PROPERTY 
ADDISON, ILL. — ML Realty Partners 
has acquired a fully leased industrial 
building located at 2105 Corporate 
Drive in Addison. Occupied by Hus-
kie Tools LLC and Shape LLC, the 
65,003-square-foot building is located 
near I-355. Huskie Tools provides hy-
draulic cutting and compression tools 
for utility linemen and professional 
electrical contractors. Steve Disse, Jeff 
Devine and Tyler Ziebel of Colliers In-
ternational brokered the transaction.

Looking to Invest? 
M&M Bank is actively lending to experienced investors on 
the acquisition and rehab of small investment properties
throughout Chicagoland. If you are currently acquiring,
managing and/or leasing multifamily and mixed-use 
properties, our commercial real estate lending team o�ers:

•  A track record of closing a high percentage of loan proposals
•  An efficient, fully transparent process with personal responsibility
•  Prompt, honest answers to your questions
•  Local approval and underwriting
•  A true fiduciary relationship for the long term
•  Loan sizes from $300,000 to $2 million
•  Competitive fixed and floating rates
•  Flexible loan structures

www.M-MBank.com
Contact Robert J. Froio 

630-575-9700 or rfroio@m-mbank.com

Union Investment Real Estate purchased 59-65 E. Oak St., a one-block stretch of retail 
space in Chicago that is home to Chanel and other high-end retailers.
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INDIANA & OHIO
COLLIERS BROKERS SALE OF 
TWO INDUSTRIAL BUILDINGS 
TOTALING 650,987 SF  
MT. COMFORT, IND. — Colliers In-
ternational has brokered the sale of 
Buildings 1 and 2 at Mount Comfort 
Commercial Park for an undisclosed 
price. The properties, totaling 650,987 
square feet, are located on Enterprise 
Drive in Mt. Comfort, about 15 miles 
northeast of Indianapolis. Building 1 
spans 260,406 square feet and features 
a clear height of 32 feet and 26 docks. 
Building 2 is a 390,581-square-foot fa-
cility with a clear height of 36 feet and 
38 docks. Both buildings offer 135-foot 
trailer courts and were completed on 
a speculative basis. Alex Cantu, Jim-
my Cohoat, Jason Speckman, Andrea 
Hopper and Alex Davenport of Col-
liers represented the sellers, Becknell 
Industrial and Cross Harbor Capital. 
An af� liate of EQT Exeter was the 
buyer.

TWG TO BUILD $58 MILLION 
APARTMENT COMPLEX 
INDIANAPOLIS — Developer TWG 
has unveiled plans to build Rise on 
Meridian, a $58 million apartment 
complex on the southside of India-
napolis. Located at 915 S. Meridian St., 
the project will rise six stories with 269 
units and 3,500 square feet of retail 
space. Amenities will include a pool, 
lounge, courtyard, dog park, second-
� oor balcony, coworking space, bi-
cycle storage and garage parking. 
Construction is expected to begin this 
month, with the � rst units becoming 
available in winter 2023. The units 
will vary from 562 to 954 square feet, 
and monthly rents will range between 
$1,200 and $2,100. The City of India-
napolis contributed tax-increment � -
nancing bonds, enabling 5 percent of 
the units to be reserved for residents 
who earn at or below 30 percent of the 
area median income.

SHERWIN-WILLIAMS BREAKS 
GROUND ON 600,000 SF 
GLOBAL R&D CENTER 
BRECKSVILLE, OHIO — The Sher-
win-Williams Co. (NYSE: SHW) has 
broken ground on its new global re-
search and development (R&D) cen-
ter in Brecksville, a southern suburb 
of Cleveland. The 600,000-square-foot 
facility will support product develop-
ment, coatings research, color technol-
ogy and process engineering. Cleve-
land-based Sherwin-Williams is also 
building a new global headquarters in 
downtown Cleveland that will span 
approximately 1 million square feet. 
The company plans to invest a mini-
mum of $600 million to build both the 
headquarters and the R&D facility. 
Together, the two facilities will house 
more than 3,500 employees. Sherwin-
Williams estimates it will add a mini-
mum of 400 jobs at these properties 
over time, an increase of 11 percent 

to the company’s current local work-
force. The R&D center is expected to 
open by the end of 2024.

FAIRFIELD ADVISORS 
BROKERS SALE OF MEDICAL 
OFFICE PORTFOLIO
AKRON, OHIO — Fair� eld Advisors 
has brokered the sale of the Crystal 
Clinic medical of� ce portfolio in met-
ro Akron for $8 million. The portfolio 
consists of 26,500 square feet and is 
utilized for orthopedic services, in-

cluding surgery, imaging and physi-
cal therapy. With over 40 physicians, 
Crystal Clinic is one of the largest in-
dependently owned orthopedic prac-
tices in Ohio. Ben Whitney and Greg 
Trainor of Fair� eld represented the 
seller in the transaction. Buyer and 
seller information was not provided.

TAFT SIGNS 50,000 SF OFFICE 
LEASE IN COLUMBUS
COLUMBUS, OHIO — Law � rm Taft 
has signed a long-term lease for 50,000 

square feet at Huntington Center, a 1 
million-square-foot of� ce tower in 
downtown Columbus. Taft will re-
locate to the 37-story building in late 
2022 and will occupy three � oors. De-
veloped by Hines in 1984, Huntington 
Center is located directly across from 
the state capitol building. The proper-
ty underwent an $18 million renova-
tion in 2019. Collin Wheeler and Bran-
don Ellis of CBRE represented Hines 
in the lease transaction. Jeff Carey of 
JLL represented Taft.
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NORTHMARQ ARRANGES 
$35.5 MILLION SALE 
OF APARTMENT COMPLEX 
SHAWNEE, KAN. — Northmarq has 
arranged the sale of Park 67, a 352-
unit apartment complex in Shawnee, 
for $35.5 million. Park 67 was built in 
1969 and recently underwent renova-
tions for 30 percent of the units. The 
property features a pool, � tness cen-
ter, playground, business center and 
onsite laundry facilities. Jeff Lamott 
and Gabe Tovar of Northmarq repre-
sented the seller, Kansas City-based 
Worcester Investments. Charlotte, 
N.C.-based Greystone Capital Hold-
ings LLC was the buyer. 

MARCUS & MILLICHAP 
BROKERS SALE OF 225-UNIT 
APARTMENT COMPLEX 
OVERLAND PARK, KAN. — Marcus 
& Millichap has brokered the sale 
of Carson Street Towers, a 225-unit 
apartment complex in the Kansas City 
suburb of Overland Park. The sales 
price was undisclosed. Built in 2020, 
the property sits on just over two 
acres. Amenities include a � tness cen-
ter, pool and covered parking. Jason 
Hornik, Greg Parker, Ryan Bowlby, 
Greg Price and Drew Isaac of Marcus 
& Millichap represented the seller, a 

private investor. The brokerage team 
also procured the buyer, Continental 
Realty Group.

SEALY & CO. BUYS 1.3 MSF 
INDUSTRIAL PORTFOLIO 
PARK CITY, KAN. — Sealy & Co. 
has acquired a 1.3 million-square-
foot industrial portfolio in Park City, 
a suburb just north of Wichita. The 
purchase price was undisclosed. The 
portfolio consists of four fully occu-
pied distribution centers along North 
Air Capitol and North Hayes drives. 
All four of the Class A buildings have 
been constructed within the last six 
years. Whitney Kerr of Cushman & 
Wake� eld represented the seller, Mur-
dock Properties LLC. Sealy’s Jason 
Gandy and Davis Gibbs led the acqui-
sition on behalf of Sealy.

CORDISH BREAKS GROUND 
ON $140 MILLION LUXURY 
APARTMENT PROJECT 
IN  POWER & LIGHT DISTRICT
KANSAS CITY, MO. — The Cord-
ish Cos. has broken ground on Three 
Light Luxury Apartments, a $140 mil-
lion apartment complex in the heart of 
Kansas City’s Power & Light District. 
Three Light is the third apartment 
property to be built in the area, follow-

ing One Light and Two Light, which 
are 97 percent occupied. Three Light 
will rise 26 stories with 288 units. The 
project will also include a seven-story 
parking garage and 7,600 square feet 
of ground-� oor retail space. More 
than 30,000 square feet of amenities 
will include an exterior deck, in� nity 
pool, entertainment kitchen, theater 
room, � tness center, business center, 
valet dry cleaning and coworking ar-
eas. Completion is slated for Septem-
ber 2023. More than 20 percent of the 
units in Three Light will be priced for 
residents who earn up to 80 percent 
of the area median income. The proj-
ect team includes JE Dunn Construc-
tion, Hord Coplan & Macht, RD Jones 
+ Associates and Selbert Perkins De-
sign. The project was � rst announced 
in April.

MATTHEWS BROKERS 
$7.8 MILLION SALE 
OF FEDEX-OCCUPIED FACILITY 
JOPLIN, MO. — Matthews Real Estate 
Investment Services has brokered the 
$7.8 million sale of a 79,454-square-
foot industrial facility occupied by 
FedEx in the Southwest Missouri town 
of Joplin. The property is located at 
3752 Enterprise Ave. Brett Davis and 
Alexander Harrold of Matthews bro-

kered the transaction. Both the seller 
and buyer were private investors.

MIA ROSE HOLDINGS, BENTON 
HOMEBUILDERS UNDERWAY 
ON CONSTRUCTION 
OF MULTI-PHASE PROJECT 
DARDENNE PRAIRIE, MO. — Mia 
Rose Holdings and Benton Home-
builders are underway on the con-
struction of The Prairie, a multi-phase 
residential project in Dardenne Prai-
rie, about 37 miles northwest of St. 
Louis. The project includes � ve three-
story apartment buildings totaling 
180 units. Benton Homebuilders is 
constructing nine buildings consist-
ing of 60 three-bedroom villas. One of 
the apartment buildings will include 
� rst-� oor retail space. Property man-
ager 2B Residential plans to begin pre-
leasing the units in early 2022. Phase 
I of the apartments is scheduled to 
open in mid-2022. The project team in-
cludes general contractor Midas Con-
struction; architects Rosemann & As-
sociates PC and DL Design; and civil 
engineer Premier Design Group. Mia 
Rose is teaming with entrepreneur 
and restaurateur Jim Cook on the de-
velopment. Mia Rose is a Chester� eld, 
Mo.-based commercial real estate de-
velopment company.
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MARCUS & MILLICHAP 
NEGOTIATES $6.2 MILLION 
SALE OF WALGREENS-
OCCUPIED PROPERTY 
LANSING, MICH. — Marcus & Mil-
lichap has negotiated the sale of a 
14,559-square-foot retail property 
net leased to Walgreens in Lansing 
for $6.2 million. Walgreens has over 
nine years remaining on its lease at 
the property, which is located at 6421 
W. Saginaw Highway. James Ziegler, 
Keith Zelenika and Mitchell Kiven of 
Marcus & Millichap represented the 
seller, a Chicago-based private inves-
tor. A New York-based private inves-
tor completing a 1031 tax-deferred ex-
change was the buyer.

BURLINGTON TO OPEN 
AT WINCHESTER CENTER 
ROCHESTER HILLS, MICH. — Burl-
ington is opening a 31,059-square-foot 
store at the former Stein Mart location 
at Winchester Center in Rochester 
Hills, about 25 miles north of Detroit. 
RPT Realty owns the shopping cen-
ter, which is located at the southwest 
corner of Rochester and Avon roads. 
Tjader Gerdom, Michael Murphy and 
Bill McLeod of Gerdom Realty & In-
vestment represented RPT in the lease 
transaction.

COX AUTOMOTIVE MOBILITY 
SOLUTIONS SIGNS 75,751 SF 
INDUSTRIAL LEASE  
BELLEVILLE, MICH. — Cox Automo-
tive Mobility Solutions has signed a 
75,751-square-foot industrial lease 
at 39635 S. I-94 Service Drive in 
Belleville, a western suburb of Detroit. 
The tenant will use the 20-acre prop-
erty to develop and launch its new 
global electric vehicle battery service 
network. Jim Chaconas and Jim Rob-
erts of Colliers International Detroit 
represented the landlord, an entity 
doing business as Service Drive In-
vestments LLC.

ANNEX GROUP TO DEVELOP 
220-UNIT AFFORDABLE 
HOUSING COMMUNITY 
HOWELL TOWNSHIP, MICH. — The 
Annex Group has unveiled plans to 
develop Union at Oak Grove, a 220-
unit affordable housing community 
in Howell Township, about 60 miles 
northwest of Detroit. Located at 1850 
Molly Lane, the project will feature 
one-, two- and three-bedroom units 
available to residents who earn up to 
60 percent of the area median income. 
Amenities will include a community 
room, exercise room, playground, 
computer room and walking trails. 

Completion is slated for October 2023.
Development partners include prop-
erty manager Sterling Management 
and architect RQAW. Fraser Trebilcock 
served as the low-income housing tax 
credit consultant. National Develop-
ment Council is providing nearly $14 
million in equity; Citizens is provid-
ing a $10.5 million construction loan; 
and Michigan State Housing Develop-
ment Authority is providing $28 mil-
lion in permanent � nancing and issu-
ing the bonds.

FIRST MERCHANTS AGREES 
TO ACQUIRE LEVEL ONE BANK 
FOR $323.5 MILLION
MUNCIE, IND. AND FARMINGTON 
HILLS, MICH. — Muncie-based First 
Merchants Corp. (NASDAQ: FRME) 
and Farmington Hills-based Level 
One Bancorp Inc. (NASDAQ: LEVL) 
have signed a de� nitive merger agree-
ment by which Level One will merge 
into First Merchants in a stock and 
cash transaction valued at approxi-
mately $323.5 million. The transaction 
is expected to close in the � rst half of 
2022. The combined company, con-
ducting its banking business as First 
Merchants Bank, expects to complete 
its system integration during the third 
quarter of 2022. First Merchants will 

have assets of roughly $17.6 billion 
and will remain the second largest 
� nancial holding company headquar-
tered in Indiana. The combined com-
pany will operate 122 banking of� ces 
across Indiana, Michigan, Ohio and 
Illinois.

WARAMAUG ACQUIRES 
256-ROOM RADISSON HOTEL 
IN LANSING
LANSING, MICH. — Waramaug Hos-
pitality, a privately held investment 
� rm focused on select-service and 
full-service hotels, has purchased the 
Radisson Hotel Lansing at the Capi-
tol for an undisclosed price. The 256-
room hotel is the only full-service ho-
tel in downtown Lansing, according to 
Waramaug. The property features an 
onsite restaurant and bar, � tness cen-
ter, indoor pool and more than 10,000 
square feet of meeting space. The sec-
ond � oor of the hotel connects to the 
Lansing Center, the 125,000-square-
foot convention center owned by the 
city. Waramaug is planning a complete 
renovation of the property and will 
rebrand it as a Doubletree by Hilton 
upon completion. Terrapin Hospital-
ity will manage the asset. Nate Sahn 
of CBRE brokered the sale. The seller 
was undisclosed.
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NORTHWOODS MANAGEMENT 
ACQUIRES 205,009 SF 
GROCERY-ANCHORED 
SHOPPING CENTER 
ELK RIVER, MINN. — Northwoods 
Management has acquired Elk Park, 
a 205,009-square-foot shopping center 
in Elk River, about 34 miles northwest 
of Minneapolis. The purchase price 
was undisclosed. Grocer Cub Foods 
is the anchor tenant. The property, 
which is located at 19216 Freeport 
Ave., is also home to Planet Fitness, 
Famous Footwear and Maurice’s. 
CBRE represented the seller, Brixmor 
Property Group.

MARCUS & MILLICHAP 
ARRANGES $32.5 MILLION 
SALE OF TOWNHOME 
PROPERTY IN ROCHESTER
ROCHESTER, MINN. — Marcus & 
Millichap has arranged the sale of 
Falcon Heights Townhomes in Roch-
ester for $32.5 million. Built in 2019, 
the 120-unit rental property compris-
es � oor plans that range in size from 
1,250 to 1,400 square feet. Amenities 
include a � tness center, pool and Wi-
Fi throughout the community, which 
is located at 4400 Red Hawk Drive 
SE. Brad Barham, Chris Collins, Evan 
Miller and John Solari of Marcus & 
Millichap represented the seller, the 
original developer of the asset. The 
team also procured the buyer, a pri-
vate investor.

KRAUS-ANDERSON BREAKS 
GROUND ON NORTH LOOP 
GREEN MIXED-USE PROJECT
MINNEAPOLIS — Kraus-Anderson 
has broken ground on North Loop 
Green, a mixed-use development 
in the North Loop neighborhood of 
Minneapolis. Hines, along with part-
ners AFL-CIO Building Investment 

Trust and Marquee Development, are 
the developers. Plans call for 350,000 
square feet of of� ce space, 350 resi-
dential units, 100 hospitality units 
and 17,000 square feet of retail and 
restaurant space. A key feature of the 
project will be The Green, a one-acre 
green space that will host community 
events. The project architect, ESG Ar-
chitects, plans to move its of� ce to the 
development. Completion is slated for 
spring 2024. Brent Robertson of JLL 
will lead leasing efforts for the of� ce 
component.

MDH PARTNERS PURCHASES 
285,582 SF INDUSTRIAL 
FACILITY IN ROGERS
ROGERS, MINN. — MDH Partners 
has purchased Rogers Logistics Cen-
ter for an undisclosed price. The 
285,582-square-foot industrial facil-
ity is located at 20000 S. Diamond 
Lake Road in Rogers, a northwest 
suburb of Minneapolis. Construct-

ed in 2004, Rogers Logistics Center 
features a clear height of 32 feet, 33 
exterior docks and 215 car parking 
spaces. Developed as a build-to-suit 
for Archway Marketing Services Inc., 
the property has been fully occupied 
since completion. Archway’s current 
lease runs through January 2026. Judd 
Welliver and Bentley Smith of CBRE 
represented the undisclosed seller. 
The acquisition marks the � rst pur-
chase in Minnesota for Atlanta-based 
MDH. Houston Hawley of MDH led 
the acquisition on behalf of the � rm.

JLL ARRANGES 
$85.1 MILLION IN FINANCING 
FOR DEVELOPMENT OF 
APARTMENT COMPLEX 
EDEN PRAIRIE, MINN. — JLL Capi-
tal Markets has arranged $85.1 million 
in joint venture equity and construc-
tion � nancing for Paravel, a 246-unit 
apartment complex in the Minneapo-
lis suburb of Eden Prairie. JLL secured 

a $59.5 million construction-to-perma-
nent, � xed-rate loan through a life in-
surance company, and sourced $25.6 
million in joint venture equity from a 
high-net-worth family of� ce. Located 
at 8300 Commonwealth Drive, Para-
vel will be part of the Castle Ridge 
mixed-use development. The complex 
will include 358 underground parking 
stalls and 67 surface parking spaces. 
Josh Talberg, Brock Yaffe, Dan Lin-
nell, Mox Gunderson, Pat McMullen, 
Adam Haydon, William Haass and 
Ken Dayton of JLL represented the 
borrower, Timberland Partners.

BRICK BY BRICK CAPITAL 
ACQUIRES HISTORIC FOUR 
SEASONS ISLAND RESORT 
PEMBINE, WIS. — An af� liate of Chi-
cago-based Brick by Brick Capital, in 
partnership with tech-enabled hotel 
operator Life House, has acquired the 
historic Four Seasons Island Resort 
in the Northeast Wisconsin town of 
Pembine. The deal represents the � rst 
hotel in Wisconsin for both Brick by 
Brick and Life House, and the � rst of 
several planned acquisitions across 
the upper Midwest. Originally built 
in 1905 by the Wisconsin-Michigan 
Railroad Co., the 70-acre resort was a 
popular destination for visitors arriv-
ing by railroad from Chicago during 
the summer months. The hotel is lo-
cated on Miscauno Island along a sce-
nic stretch of the Menominee River, 
which is the natural border separating 
Wisconsin from the Upper Peninsula 
of Michigan. Life House will operate 
a wide array of amenities, including 
four dining options, a nine-hole golf 
course, wedding and conference fa-
cilities, an indoor pool, � tness room, 
arcade, pontoon boat tours and cross-
country ski rentals.

M&R DEVELOPMENT 
OPENS 270-UNIT LUXURY 
APARTMENT COMPLEX  
MADISON, WIS. — M&R Develop-
ment has opened Elevate, a 270-unit 
luxury apartment complex in Madi-
son. Elevate marks M&R’s second 
apartment project to open in Wiscon-
sin this year, following the comple-
tion of 42 Hundred On The Lake in St. 
Francis this summer. Units at the four-
story Elevate measure 590 to 1,254 
square feet. Monthly rents range from 
$1,205 to $3,199. The centerpiece of the 
community is a two-story clubhouse, 
complete with an outdoor pool, grill-
ing stations, � re pit and lounge seat-
ing. Inside, the clubhouse includes an 
entertainment kitchen, coffee bar, � t-
ness center, yoga room, business cen-
ter, pet washing station and package 
room. The project team included Ste-
vens Construction and Poole & Poole 
Architecture. M&R co-developed El-
evate with Campbell Capital Group 
LLC. RMK Management is overseeing 
leasing and property management.
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Te c h n o l o g y 
is changing 
daily — our 

phones, our TVs, 
our computers — 
the means in which 
we communicate 
is an everchanging 
phenomena. The 
same is true about 
the way that our 
downtowns and 
our city centers are 
now communicat-
ing with us — their residents, their 
business owners and their customers.

Today, Intellistreets, in close 
collaboration with Sternberg Lighting, 
is a multimedia platform utilized for 
the community, retail and private 
development, homeland security, 
traf� c management, advertising and 
information.

Illuminating Concepts, a full-service 
lighting and multimedia design � rm 
located in Farmington Hills, Michi-
gan, has been installing the wireless 
connected lighting system and smart 
city initiative with an array of technol-
ogy called Intellistreets. 

Features include Wi-Fi access points, 
back-to-back 180-degree cameras, 
synchronized 360-degree sound systems, 
switched power receptacles and LED 
banners for communicating everything 
from parking, way� nding, emergency 
alerts, public service announcements, 
news and advertisements. And most 
recently, there are water detection 
sensors for � ood warning, weather 
stations, air quality sensors, pedestrian 
counters and mobile device chargers.

Intellistreets is a wireless control 
system that is concealed in streetlights 
and poles. This concept began as an 
audio system in Steiner malls. Today 
it is a multimedia platform utilized for 
community development, homeland 
security and daily communication and 
entertainment. Among the system’s 
unique features is bi-directional 
communication between pedestrians 
and motorists and the city, stadium, 
airport or highway departments. 

Current events in the U.S. and 
abroad have heightened the need for 
Intellistreets. When not used for en-
tertainment, its sound system makes 
announcements, the � ashers strobe a 
path of egress, the banners will dis-
play traf� c re-routing messages and 
the emergency buttons locate people 
in need of assistance with hands-free 
voice communication. 

Once communities, malls, arenas, 
airports, high-traf� c districts and 
campuses install Intellistreets, 
virtually all forms of data gathering 
and information dissemination are 
accomplished.

Functionality 
One of the reasons for the success of 

this product is that municipalities, not 
wanting to destroy the architectural 
or historic nature of their streetlights 
and poles, have been enamored by the 
Intellistreets technology because the 
device is so small and it can be hidden 
in the tops of existing poles and lumi-
naires turning them into fully func-
tional Intellistreets smart light system. 

Coupled with virtually invisible, 
digital 180-degree situational aware-
ness cameras, historically signi� cant 
towns like Cassopolis, Michigan, were 
delighted by the Intellistreets feature 
set, which allows them to monitor 
traf� c conditions while enjoying other 
features like way� nding, emergency 
alerts and Wi-Fi service. 

Cassopolis is a tourist town known 
for its many lakes and is a vacation 
spot for visitors from all over Michigan 
and Indiana. When choosing Intelli-
streets as its smart city lighting system, 
the city reduced the number of light 
� xtures and therefore reduced both en-
ergy costs and long-term maintenance 
costs while maintaining the historic in-
tegrity of the redeveloped downtown. 

In addition, the city now has a 
means for providing public Wi-Fi to 
its downtown. Cassopolis also utilizes 
LED banners as part of the communi-
cation they have with their citizens, 
which includes businesses advertise-
ments, events noti� cations, weather 
alerts and celebration of local stu-
dents. The concealed sound system 
not only plays background music but 
makes announcements and plays holi-
day music. Cassopolis completely re-
developed its Stone Lake beachfront, 

adding a bandshell, pier and land-
scaping to create a gathering place. 
Intellistreets plays a big part of that 
area as well as providing Push Blue, 
an emergency call system. 

Energy management 
The element of energy management 

needs to be mentioned as a feature for 
the Intellistreets systems value as well. 
Conservation of our planet is essential. 
This system takes full advantage of the 
one-time cost of lighting retro� ts by 
adding its wireless network that es-
tablishes high-speed data communica-
tions for community management, en-
tertainment, information technology, 
security and energy management. 

Intellistreets is now deployed in all 
four corners of the continental United 
States, and as far away as Australia. 
Its dramatic rise in adoption rate in-
dicates that smart city technology has 
� nally gone mainstream. 

What began less than a decade ago 
as a means of saving energy and re-
porting power outages, Intellistreets 
has evolved into a multi-faceted 
means of navigating large public 
spaces with an emphasis on safety, 
security and entertainment. This new 
technology is now present in Los An-
geles, St. Cloud, Minnesota; Moores-
ville, North Carolina; and Lansing, 
Michigan.     

Intellistreets is embraced by energy 
and internet providers such as Alliant 
Energy in Wisconsin and Iowa, South-
ern Cos. in Mississippi, Charter Com-
munications and the Kissimmee Util-
ity Authority, servicing Orlando and 
Osceola County. 

In 2019, Intellistreets became an in-

ternational brand name across Austra-
lia by helping the City of Rockhamp-
ton win the Smartest City award with 
over a mile of waterfront streets re-
developed and creating a revitalized 
shopping district. 

By 2020, Intellistreets had launched 
water detection sensors for � ood 
warning, weather stations, air quality 
sensors, pedestrian counters and mo-
bile device chargers. Poles and lights 
with all the Intellistreets features are 
installed and operational in St. Peters-
burg, Florida, enhancing safety and 
security as well as amassing valuable 
database information. ■

Ron Harwood is the founder and CEO 
of Farmington Hills, Michigan-based 
Illuminating Concepts. For nearly 40 years, 
Illuminating Concepts has been lighting 
iconic buildings and locations around the 
world, from Las Vegas to Macau. In Detroit, 
it has illuminated Comerica Park, The 
Fox Theater, Little Caesars Arena and the 
Detroit Athletic Club. In 2014, the company’s 
invention arm known as ICID launched 
Intellistreets.

THE RISE OF SMART CITY TECHNOLOGY 
The incorporation of tech-enabled features is changing the way our cities communicate.
By Ron Harwood

Ron 
Harwood
Illuminating 
Concepts Illuminating Concepts in Cassopolis
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MARKET HIGHLIGHT:  GRAND RAPIDS
THE FIVE MOST NOTABLE TRENDS IN THE GRAND RAPIDS INDUSTRIAL MARKET

Bob Horn
Senior Vice President, 
JLL 

The industrial market is booming 
throughout the nation, and the Grand 
Rapids market is no exception. Na-
tional demand for industrial space is 
up by 22 percent year-over-year, and 
there are no signs of slowing. 

Like many other markets across the 
U.S., Grand Rapids has experienced 
record success in 2021, with several 
key trends driving this sector’s con-
tinued growth and transforming the 
industrial landscape.

Record-low vacancy rates
Although the Grand Rapids indus-

trial market has typically trailed be-
hind other large markets in terms of 
industrial activity, the city is experi-
encing record-low vacancy rates. Ac-
cording to JLL’s latest West Michigan 
Industrial Outlook, strong absorption 
has pushed overall vacancy down to 
3.4 percent — the lowest it’s been in 
25 years.

High demand for warehouses for 
consumer goods production has 
driven the market’s vacancy rate to 
even lower since the onset of 2021. 
Improved leasing activity has further 
bolstered vacancy rates, with many 
buildings being fully leased before 
completion. 

Companies are leasing spaces in 
buildings that aren’t expected to de-
liver for up to 24 months, and some 
are even leasing spaces that aren’t un-

der construction yet.
Additionally, companies are plan-

ning ahead by leasing even more 
space than they currently need, aim-
ing to accommodate future growth in 
the coming years.

Autonomous manufacturing
In the war for talent, manufacturers 

have been forced to depend on auto-
mation, and now they’re investing in 
autonomous technology to meet the 
growing demand of consumers. The 
manufacturing industry in particular 
has shifted dramatically since the start 
of the pandemic.

For example, at the start of 
COVID-19, we saw the automotive 
industry take a detrimental turn, 
with plummeting sales in the face of 
the pandemic’s uncertainty. Now, the 
industry is booming, and manufac-
turers are clamoring to keep up with 
demand.

Autonomous technology is allow-
ing these companies to produce more 
ef� ciently and for longer hours, fur-
ther advancing the need for ware-
houses and manufacturing facilities in 
the Grand Rapids market. 

A boom in spec construction
This year, the Grand Rapids market 

has seen strong growth in specula-
tive construction. In the third quarter, 
more than 824,000 square feet of new 
inventory was delivered. Key projects 
include the Perrigo Distribution Cen-
ter, a 55,000-square-foot SpartanNash 
micro-ful� llment center in Caledonia, 
and the 120,000-square-foot specula-
tive Kentwood Distribution Center in 
Kentwood.

Most notably, the market has seen 
a push for big box distribution cen-

ters, which have accounted for 18 per-
cent of the year-to-date transactions 
throughout the U.S.

Currently, much of the new Class 
A speculative warehouse space is be-
ing developed by Visser Development 
and Vision Real Estate Investment. 
Great Lakes Capital is developing 
multiple projects in the region, includ-
ing speculative warehouses in Walker 
and Battle Creek, with site work be-
ginning on a future project in Kalama-
zoo. 

Healthy rent growth
In the third quarter, healthy rent 

growth drove average asking rents to 
about $4 per square foot. Areas with 
higher demand, such as Kent County 

— home to the Gerald R. Ford Inter-
national Airport — experienced the 
highest growth in rent at $5.58 per 
square foot.

Going into 2022, a combination of 
healthy leasing and a lack of available 
inventory are expected to continue 
driving rents higher.

Explosive e-commerce
With retail e-commerce sales world-

wide expected to grow to $5.4 trillion 
in 2022, we don’t see any signs of the 
Grand Rapids industrial market slow-
ing down. 

In the wake of COVID-19, people 
have turned to online shopping to 
make their purchases. In fact, in 2020, 
more than 2 billion people purchased 
goods or services online, surpassing 
$4.2 trillion in e-retail sales.

Grand Rapids in particular has seen 
a boom in demand for consumer sup-
port goods, such as shrink wrapping, 
bottled products and cardboard box-
ing.

What’s next?
Though the Grand Rapids market 

has experienced its challenges, such 
as municipal involvement to secure 
infrastructure plans, this industrial 
demand is here to stay. A number of 
manufacturing projects, including the 
groundbreaking of Speedrack’s $65 
million manufacturing facility and 
headquarters, and Flexco’s facility in 
Walker, will help bolster demand.

Seventy-one percent of logistics ex-
perts expect e-commerce to continue 
driving demand. This data, paired 
with a well-educated labor force and 
several long-term commitments by 
manufacturing companies, shows 
promise for the Grand Rapids indus-
trial market for years to come. 

Pictured is Great Lakes Capital’s Battle Creek project at 3174 4 Mile Road. (Photo 
courtesy of Great Lakes Capital) 

Redi-Dock® Provides Instant
Drive-In Access to Your Facility

• Modular
• Minimal site prep
• Low maintenance
• Delivered & set
• Easily relocated
• Lengths to 50’
•	 Infinite widths
• Heavy duty rating
• No future demolition
• ADA ramps available

Call: 800-724-4881
www.ReadingPrecast.com
anthony@readingprecast.com Call for an immediate consultation.Call for an immediate consultation.
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MARKET HIGHLIGHT:  GRAND RAPIDS

Todd Leinberger
Partner, 
Retail Specialist,
NAI Wisinski of West 
Michigan

DESPITE PANDEMIC, RETAIL SECTOR SHOWS GROWTH IN WEST MICHIGAN

There is a significant amount of 
optimism in the retail real estate sec-
tor both nationally and here in West 
Michigan. In 2021, roughly 5,725 new 
stores have opened in the United 
States through the third quarter. Con-
versely, only 2,890 stores have closed 
during this same timeframe. The 
nearly 2 to 1 ratio of store openings to 
store closures highlights the renewed 
optimism in brick-and-mortar stores, 
according to the National Retail Fed-
eration. 

The retail growth is led by discount 
stores, off-price retailers, grocery, au-
tomotive-related (fuel/convenience 
stores, car washes) and restaurant 
segments in West Michigan. Discount 
retailers such as Marshalls, Five Be-
low and Shoe Show continue to grow 
in West Michigan. Ross Dress for Less 
has plans to enter the Michigan mar-
ket and will be opening several stores 
in 2022. 

West Michigan-based discount 
retailer B2 Outlet Stores has plans 
to open seven new locations across 
Michigan before the conclusion of 
2022. Aldi is active in several markets 
and recently announced a new store 
in Battle creek. 

Advanced Auto Parts is set to open 
its hub store, a much larger store with 
significantly more SKU’s and the abil-
ity to fulfill orders to smaller stores 
much quicker. The first West Michi-
gan hub is set to open in Rogers Plaza 
in Wyoming, Michigan. Kum & Go, 
a convenience retail chain, has an-
nounced its plans to enter Michigan 
and is actively securing sites in great-
er Grand Rapids.  

Franchise-driven coffee brands such 
as Scooters and Ziggy’s have been ac-
tively looking for sites in West Michi-
gan. Lansing-based Biggby continues 
to grow in smaller markets. Starbucks 
recently opened the area’s first pick-
up-only site at the corner of Ionia Av-
enue and Oakes Street SW in down-
town Grand Rapids. 

Fast food restaurants continue to 
perform well and many brands such 
as Arby’s, Burger King, Culver’s, 
Dunkin’, Popeyes and Taco Bell con-
tinue to seek additional sites. These 
restaurants have fully optimized 
drive-thru opportunities over the past 
18 months. Labor shortages remain a 
challenge and as a result, many fast 
food restaurants have had to limit in-
person dining and reduce their hours 
of operation.  

Retail growth has also occurred 
in county seat towns. Examples of 
this trend include Marshalls recently 
opening a store in Big Rapids, and TJ 
Maxx slated to open in Hastings. Na-
tional retailer Five Below is also active 
in several county seat towns. Aldi is 
also aggressively growing in smaller 
markets.

National brands such as The Joint 
Chiropractic, a national franchise that 
offers convenient chiropractic servic-
es, will open its first West Michigan 
location on West Main Street in Ka-
lamazoo in the first quarter of 2022 as 

part of a multi-unit rollout throughout 
Michigan.  

Consumer changes
The retail market has rebounded af-

ter a challenging 2020. One factor that 
has led to a resurgence in brick-and-
mortar retail is increased consumer 
spending in 2021. But not all optimism 
in the retail environment is attributed 
to increased consumer spending. Sev-
eral positive structural changes to the 
retail environment have taken hold 
due to accelerated shifts caused by the 
COVID-19 pandemic.   

Retailers accelerated their digital 
commerce platforms, which includes 
mobile ordering and same-day pickup 
from the retailer’s parking lot. Con-
sumers adapted to online delivery 
for grocery items, and grocers such as 
Aldi have added curbside pickup. 

Restaurants have seen sales increase 
via third-party delivery apps, and 
more restaurant operators have made 
curbside and to-go ordering more ef-
ficient. These technology accelerators 
have helped position many brick-and-
mortar retailers for sustainable suc-
cess and growth.       

Grocers are one of the categories fueling growth within the retail sector. Aldi is aggressively expanding in smaller markets.

As a full-service, nationwide mortgage banking 
firm, the enterprising team at Colliers Mortgage
understands the complex requirements 
involved with integrating multiple sources of 
funding.  When you need experience and finance 
solutions you can trust, let our experienced 
team coordinate the process and ensure all 
requirements are met and the best financing 
option is utilized to make your project successful.

Multifamily Housing | Affordable Housing | Independent Living | Assisted Living | Hospitals | Healthcare Facilities | Student Housing

Colliers Mortgage is the brand used by Colliers Mortgage LLC and Colliers Funding LLC.

Corporate Office: 612.317.2100 | 866.922.0786 | colliers.com (find us under services)
Accelerating success.

Agency Finance Experts

The River
Mason City, Iowa
Market Rate Multifamily Housing
133 Units | Fannie Mae
$12,000,000

Loring Towers
Minneapolis, Minnesota
Affordable Multifamily Housing
230 Units | HUD 221(d)(4)
$26,000,000
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MARKET HIGHLIGHT:  MILWAUKEE

Southeastern Wisconsin’s industrial 
real estate continues to outpace the 
market and outperform expectations 
during times of record-high demand 
for space. The local market is reflective 
of a national trend, in which strong 
growth in warehousing and distribu-
tion is driving demand. 

Southeastern Wisconsin’s indus-

trial vacancy rate at the end of the 
third quarter decreased to 5.7 percent, 
down from 6.2 percent. With the de-
cline in vacancy, net absorption for the 
third quarter was 1.8 million square 
feet, the 15th straight quarter of posi-
tive absorption. Every submarket in 
Southeastern Wisconsin experienced 
positive absorption in the third quar-
ter. 

As seen in recent historical quar-
ters, several larger tenants boosted 
absorption numbers. Tenants includ-
ing Milwaukee Tool, Quality Packag-
ing, Niagara Bottling and Amazon 
accounted for over 1 million square 
feet. In addition to the large tenants 
absorbing big blocks of space, there 

was strong activity among small and 
mid-size tenants in the third quarter 
as well. 

Market-wide vacancy decreased in 
the third quarter, dropping 45 basis 
points. All five submarkets tracked 
saw vacancy rates decline, with Cen-
tral, Northwest and West seeing the 
largest decreases in vacant space. 

This decline is indicative of the 
overall market trend: users of all 
space types are continuing operations 
and growth through the pandemic. 
Throughout Southeastern Wisconsin, 
as well as across the region, users are 
staying put in current facilities, how-
ever they continue to add more space 
to their overall footprint. The lack of 
functional, available space in the mar-
ket remains a challenge for tenants. 
In today’s market, several tenants are 
competing for the same space, favor-
ing landlords and owners. 

Construction trends 
Three speculative construction 

deliveries totaling roughly 400,000 
square feet were completed in the 
third quarter, resulting in only 78,000 
square feet of vacant space. In-process 
construction totals 5.8 million square 
feet, of which 2.8 million square feet 
is set to deliver in the fourth quarter. 

Of the 5.8 million square feet under 
construction, 3.4 million square feet is 
set to deliver in Kenosha alone. With 

over 5.8 million square feet under 
construction, only 43.6 percent of this 
space is available for lease. Since 2019, 
over 5 million square feet of specu-
lative construction has delivered, of 
which only 22 percent remains avail-
able today.  

With supply chain disruptions, 
builders and developers continue to 
struggle to deliver space. Structural 
steel, rubber, insulation and concrete 
are all hurdles for developers in to-
day’s environment. The inability to 
accurately budget for new projects 
discourages developers from pushing 
forward with projects, as the price to 
build has outpaced market rents. As 
the market continues to adapt to ris-
ing construction costs, we can contin-
ue to see rental growth market-wide. 

As supply chain disruptions persist, 
and new construction continues to ex-
perience delays, we project Southeast-
ern Wisconsin’s industrial market will 
remain tight. Developers continue to 
pursue land sites to deliver new space, 
however the delivery is often times at 
least a year down the road. 

Although no growth period lasts 
forever, demand for all types of in-
dustrial space is showing no signs of 
slowing down. Demand in Southeast-
ern Wisconsin’s industrial market will 
continue, and short of a transforma-
tive change within the economy, this 
phase of the cycle will continue. 

SOUTHEAST WISCONSIN’S INDUSTRIAL MARKET WILL REMAIN TIGHT
Bill Langhoff
SIOR, CCIM,
Senior Vice President, 
Colliers International 

Delivering a state-of-
the-art energy efficient 
building 
Principle selected by IDI Logistics to build a new Class A industrial 

facility at 3500 Wolf Road in Franklin Park, IL. The 6.92-acre site 

will be home to a 100,463 square foot distribution center with 

easy access to I-294, the future I-490, and the CSX & 

CP Intermodal. 

100,463 SF Distribution Center
– Franklin Park, IL 

(847) 615-1515  fax (847) 615-1598 
9450 West Bryn Mawr Avenue  Suite #120

Rosemont, IL 60018
In the third quarter, Milwaukee Tool leased 388,800 square feet at this property, 
located on Shawn Circle in Menomonee Falls, Wisconsin.
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MARKET HIGHLIGHT:  MILWAUKEE
MILWAUKEE RETAIL GETS REINVENTED THROUGHOUT THE PANDEMIC

Andrew Prater 
Vice President, 
Mid-America Real Estate 
Group

The pandemic hit retail real estate 
hard, including in Milwaukee. But as 
the threat from COVID-19 abates, the 
fundamental strength of Milwaukee’s 
retail sector is apparent, including as a 
market where new retail concepts of-
ten get launched and tested.

A number of indicators are point-
ing in the right direction heading into 
2022. A key reason is because owners 
and operators have moved relatively 
quickly to adapt and, in many cases, 
reinvent their properties in response 
to the pandemic and market forces, 
such as the proliferation of e-com-
merce and home delivery that have 
been trending up for some time.

Bayshore in Glendale, Wisconsin, 
a northern suburb of Milwaukee, is 
a prime example of the adaptive re-
use of retail changing the landscape 
of the sector. Cypress Equities, a Dal-
las-based owner and developer, pur-
chased the asset in late 2019, and soon 
after moved to demolish a significant 
portion of the center to make room 
for a high-end hotel and luxury apart-
ments.

As part of the center’s evolution, 
the landlord signed a lease with Tar-
get to occupy a 128,000-square-foot, 
two-story, full-format outpost back-
filling a former Boston Store. Addi-
tionally, Total Wine & More occupies 
a 25,000-square-foot store in space 
previously occupied by Sports Au-
thority. In addition to Target and To-
tal Wine, and further evidence of the 
changing nature of the retail land-
scape, the landlord also signed a lease 
with Goldfish Swim School to open a 
9,200-square-foot, state-of-the-art chil-
dren’s swim school.  

There are other examples across the 
region of significant conversions from 
large-format retail stores into some-
thing else. Many former outlets of the 
Boston Store, Sears and Shopko (which 
went into bankruptcy and closed all of 
its stores in late 2019), have been pur-
chased by other retailers, developers 
and even some industrial users and 
self-storage developers, leading to 
significant market absorption of the 
excess space.

Suburbs fare better
Not surprisingly, the suburbs and 

urban neighborhoods are outper-
forming the central business district 
due to the reduced office population 
in downtown Milwaukee, but even 
downtown there are signs of returning 

vitality. For example, Tupelo Honey, a 
North Carolina-based, scratch-made 
southern food restaurant, opened its 
first Wisconsin location earlier this 
summer in the new Husch Black-
well building on the corner of North 
Broadway and Clybourn Street. The 
historic Bucks NBA championship 
was also a significant traffic generator 
to downtown through the early part 
of the summer.

While regional suburban malls 
aren’t quite the destinations they were 
in the 1980s, they’re far from dead 
and in fact remain social epicenters 
where people come together to shop, 
dine and have fun. But the most suc-
cessful Milwaukee-area malls, like 
big box centers, continue to morph as 
well. In some cases, they are becoming 
mixed-use destinations with outdoor 
and indoor spaces, apartments on the 
periphery and more experiential res-
taurant and entertainment-oriented 
tenants like Dave & Buster’s, Round1 
and Total Wine & More, which offers 
wine tastings and other events.

Southridge Mall, located in the 
heart of Milwaukee’s southern sub-
urbs, and the CBL-owned Brookfield 
Square, located just west of the city, 
are both prime examples of success-
ful revitalizations that have included 
multifamily housing, hospitality, en-
tertainment and more.

We’re also seeing new pads added 
around the perimeter of shopping 
centers and malls. Often they are sold 
and leased to single tenants. Quick-
service restaurants including Chick-
fil-A and Culver’s, along with banks 
and credit unions, have been aggres-
sive in capturing prime spots. Raising 
Cane’s, which only recently initiated 
aggressive expansion, is the latest 

example of a restaurant concept that 
finds Milwaukee attractive as a highly 
stable market in which to launch and 
scale its presence.

Rents start to push up
The general lack of new retail con-

struction has been good for the mar-
ket, helping create urgency for tenants 
to secure prime available inventory 
before it’s leased, and slowly starting 
to push rents north. 

CoStar reports that year-over-year 
leasing activity was up nearly 12 per-
cent at the end of the third quarter and 
remains strong heading into the final 
couple months of the year. With leas-
ing velocity continuing to rise in 2022, 
look for rents to continue to slowly 

tick up.
On the sale side, the market has 

remained stable as well, with prices 
paid per square foot even increasing 
at major retail destinations, and cap 
rates edging even lower for grocery-
anchored neighborhood centers. A 
large-format Pick ’n Save on High-
way 100, a Whole Foods on the East 
Side and an Aldi-anchored center all 
traded at cap rates between 5 and 7 
percent. Internet-resistant, service-fo-
cused neighborhood strip centers are 
trading quickly at aggressive pricing.

The property purchases have been 
fueled by interest from institutional 
owners from out of state and strong 
deep-pocketed local developers and 
owners.

Target now occupies a 128,000-square-foot former Boston Store at the Bayshore 
development in Glendale, Wisconsin. 

LOW ON NATURAL DISASTER, HIGH ON NATURAL BEAUTY

…the SPACE to Be!
Learn more at franklinwi.gov

Give your Business the gift of Competitive Advantage…Give your People the gift of a Beautiful Life

Fast-growing Franklin is highly rated for business in a picturesque, natural 
setting offering ample choices for outdoor recreation opportunities. 

For Your Business:
• 5000+ developable acres, 3rd largest city in Milwaukee County
• 160k+ college students in 2-hr radius, highly skilled workforce
• Near I-94, Port of Milwaukee, Foreign Trade Zone, Foxconn
• Tax increment financing available

For Your People:
• 7500+ acres for parks and trails, woodlands and wetlands
• Home of Milwaukee Milkmen Professional Baseball Team
• 1000+ new housing options, Median Housing=$251,400
• Franklin Schools rank 75th percentile USA, 13th in Wisconsin
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RESTAURANTS SPICE UP THE OFFICE EXPERIENCE
RESTAURANTS from page 1

“We’ve heard from tenants that they 
want a place to socialize over coffee or 
drinks in the evening,” says O’Neal. 

With its sleek bar seating area, light-
ing and high-end finishes, The Lumi-
nary is an inviting and vibrant space. 
The bar features an 18-foot countertop 
clad in piano-finished walnut along 
with a new terrazzo floor. The light 
fixture above the bar consists of 64 
16-foot-tall white metal tubes with 
two-inch-diameter LED lights. There 
are 21 barstools situated around the 
bar as well as six round tables.

The Luminary is just one example 
of a number of ground-level spaces 
within office buildings that are 
accentuated with restaurants. With the 
COVID-19 pandemic and the work-
from-home phenomenon, there is a 
flight to quality occurring within the 
office sector. Employers are gravitating 
toward nicer product to entice their 
employees back to a physical office 
environment.

For the second straight quarter, the 
performance of the national retail 
sector was largely positive, wrote 
Moody’s Analytics Reis in its third-
quarter retail report. The vacancy rate 
fell 10 basis points to 10.4 percent, 
which was 20 basis points above its 
2019 level. Meanwhile, the national 
office vacancy rate fell 30 basis points 
from the prior quarter to 18.2 percent. 

Lunch collaboration 
This fall, Prodigy Burger Bar and 

Big Bear Biscuits signed long-term 
leases to share 10,000 square feet in 
the former Scotty’s Brewhouse space 
at Lakefront at Keystone, a Class A of-
fice park owned by Rubenstein Part-
ners LP and Strategic Capital Partners 
LLC in Indianapolis. Both restaurants 
anticipate opening in early 2022. 

Prodigy Burger Bar opened its first 
location in 2017 and now maintains six 
eateries in Carmel, Geist, Greenwood, 
Indianapolis, Kokomo and West 
Carmel. Big Bear Biscuits is a new 
venture offering breakfast and lunch 
options with biscuits and a local coffee 
program. Both restaurants will be 
under the shared ownership of Keith 
O’Reilly, an experienced restaurant 
operator in the Indianapolis area. 

“The 10,000-square-foot footprint 
that O’Reilly’s two concepts will 
fill was formerly a single restaurant 
with an oversized kitchen,” says 
Brian Simel, senior associate with 
Philadelphia-based Rubenstein. “The 
consistent feedback we were getting 
from restaurant prospects was that 
while they loved the location, the 
scale of the space was just too much 
to bite off. O’Reilly stepped in with 
a creative approach to leverage that 
large kitchen to service two separate 
concepts.” 

From the street level, Prodigy and 

Big Bear will present and function as 
two separate eateries, but they will 
share back-of-house operations as 
well as a management team. Both res-
taurants will offer indoor and outdoor 
dining, catering, delivery and carry-
out service.

“To be worthy of a commute, we 
need to deliver a better experience 
than what people would get work-
ing from their home. One of the many 
ways we do that is with food,” says 
Simel.

“When most people work from 
home, they eat microwaved leftovers 
for lunch, and they eat alone. Com-
pare that with a good meal in an ex-
citing, new restaurant district with 
a coworker, friend or new business 
partner,” adds Simel. “Coming into 
the office is about collaboration, and 
a lot of collaboration happens over 
lunch.” 

The 1 million-square-foot Lakefront 
at Keystone has approximately 30,000 
square feet of retail space, 85 percent 
of which is leased. The property is vis-
ible from 96th Street, which recently 
underwent a massive overhaul with 
several new roundabouts. 

For Simel, there are a lot of power-
ful synergies between office and retail. 
“If we can help our retailers capitalize 
on the thousands of employees who 
work here in our office buildings, then 
everyone wins.” 

Convenience factor
A year ago, Howard Hughes 

Corp. and Riverside Investment & 
Development opened 110 North 
Wacker, a 55-story office tower situated 
along the Chicago River in the city’s 
downtown. The property features 
three restaurant options: the grab-
and-go Café on the River;  Bar Mar; 
and a sit-down option named Bazaar 
Meat, which is a joint venture between 
Jose Andres’ ThinkFoodGroup and 
Chicago’s own Gibsons Restaurant 
Group. Bazaar Meat is scheduled to 

open in mid-December.
“Employers rely on in-building 

amenities, particularly food and 
beverage services, as an added offering 
they provide to their employees,” 
says Christy Domin, senior vice 
president of Chicago-based Riverside 
Investment & Development. “We try 
to find complementary food services, 
so the vendors do not cannibalize 
each other’s business.”

In-building retail is a huge conve-
nience to the office worker, eliminat-
ing the need to leave for day-to-day 
items when they are busy or when the 
weather isn’t great, she adds.

When it comes to selecting the right 
retailers and restaurants for an office 
asset, Riverside will often consult 
with the building’s anchor tenants on 
what they want for their employees in 
terms of price point and type of food. 
At 110 North Wacker, Bank of America 
is the anchor tenant. 

After consulting with tenants, River-
side will solicit the marketplace to see 
which restaurant vendors are inter-
ested in the space. Depending on how 
early in the design process conversa-
tions commence, vendors can help 
shape some of the design buildout.

Also located within Riverside’s 
portfolio is 150 North Riverside, a 
54-story office tower in Chicago’s 
West Loop that features eateries Por-
ter Kitchen & Deck, Small Cheval and 
Brown Bag Seafood. Currently, both 
Small Cheval and Brown Bag Seafood 
are monitoring return-to-office time-
lines to determine their reopening 
plans. Both the hybrid work schedule 
and the labor shortage are taking a toll 
on retail businesses’ ability to operate 
successfully in a downtown business 
district, says Domin.

High-end recruits
In early 2019, Chicago-based Golub 

& Co. acquired 444 N. Michigan, a 
36-story office tower along Chicago’s 
Magnificent Mile. The property is 

now home to Purple Pig, a restaurant 
that first opened in a different location 
in 2009. 

“We select our retailers and restau-
rants in our office buildings based on 
the market demand and the quality of 
the retailer,” says Stephen Sise, senior 
vice president of portfolio manage-
ment for Golub. “It is important that 
the restaurant matches the quality and 
needs of the building and its tenants. 
Quick-serve lunch options provide 
convenience and value, while high-
end dining provides quality options 
for entertaining, recruiting and em-
ployee retention.”

A fourth-generation restaurateur, 
Jimmy Bannos Jr., operates Purple 
Pig, which offers a variety of cheeses, 
wines and pork dishes. 

Other standout restaurants within 
Golub’s portfolio of properties are 
Michael Jordan’s Restaurant at Oak 
Brook 22 in Oakbrook, Illinois, and 
801 Chophouse at RSM Plaza in Min-
neapolis. In addition to the dining 
area, Michael Jordan’s features both 
a bar and outdoor patio. The eatery 
serves classic entrees along with a va-
riety of craft beers, wines and spirits. 
The basketball star also has a steak-
house in downtown Chicago.

At 801 Chophouse, guests enjoy 
aged USDA prime steaks, Maine lob-
ster, small-batch bourbons and scotch-
es and wines from vineyards around 
the world. 801 Restaurant Group 
operates several locations across the 
Midwest.

“The strategy behind creating the 
right amount of retail and restaurant 
space is generally to maximize first-
floor, walk-up traffic with a blend of 
uses that complement one another,” 
says Sise. “Restaurants and retail help 
provide vibrancy to a property as well 
as give tenants onsite amenities for 
lunch and dinner meetings with co-
workers, clients and partners.” 

While most of the restaurants at 
Golub’s properties have remained 
open throughout COVID-19, several 
of them did reduce their hours of op-
eration, according to Sise. The high 
vacancy rates in the office buildings 
resulting from employees working 
from home throughout the pandemic 
were to blame.

“In today’s retail market, we have 
constant discussions with our retail 
tenants to help ensure their success,” 
says Sise. “By developing a close re-
lationship with each of them, we can 
better understand their business and 
how we can help them succeed.”

Promoting its restaurants with in-
building signage, offering specials for 
building occupants and utilizing its 
restaurants for catering tenant events 
are some of the ways that Golub aims 
to create an environment in which its 
restaurant tenants can thrive. n

The seating area at The Luminary consists of six round tables in addition to the 21 
barstools surrounding the bar itself. (Photo courtesy of Josh Pabst)
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MULTIFAMILY INDUSTRY PREDICTS CONTINUED DEAL VOLUME ACCELERATION
MULTIFAMILY from page 1

the equity and debt sides, we expect 
deal volume to increase compared 
with this year. Wells Fargo is one of 
the largest government-sponsored 
enterprise (GSE) lenders and we expe-
rienced an uptick in GSE production 
this year in the Midwest.

Sue Blumberg: Based on the 2021 
annual numbers, and the continued 
momentum of the markets, I expect 
the volume to increase by 10 to 20 
percent. With continued low interest 
rates and rent growth nationwide, 
there is lots more runway. Sellers are 
thrilled to benefit from high values 
based on occupancy and rent growth. 
Buyers are looking at opportunities to 
add value and grow portfolios. Every-
body benefits. 

Paul Schmidt: Multifamily deal vol-
ume, particularly new construction, 
was strong in the second half of 2021. 
We expect that trend to continue and 
accelerate throughout 2022, as many 
developers were waiting to see how 
existing projects performed in 2020 as 
we emerged from the pandemic. 

Construction price volatility contin-
ues to be a headwind. However, thus 
far developers have generally been 
able to successfully navigate this is-
sue. We also expect to see an increase 
in rental rates across the markets to 
compensate for increased costs after a 
relatively flat period over the past 18 
to 24 months.  

Igor Zhizhin: Multifamily deal 
volume should continue to increase 
significantly. It is the universal flight-
to-safety investment and consistently 
offers the best combination of lever-
age, rates and financing terms relative 
to any other asset class.  

Josh Sasouness: Dwight Capital is 
on pace for $5 billion in 2021 and we 
expect volume to be approximately $7 
billion in 2022. 

Joshua Bernard 
and Dan Duggan: 
We’re still catch-
ing our breath from 
what’s turned out 
to be a very, very 
busy year in terms 
of lending volume. 
The combination of 
low interest rates, 
easing of COVID 
restrictions and 
lenders looking to 
place funds created 
a high-volume lending market. 

The problem we’re seeing is over-
heated values in some asset types, 
especially multifamily. In the Detroit 
market, we’re seeing cap rate com-
pression that’s driving up values to, 
in some cases, absurd highs. This is 
a challenge on the financing side be-
cause rent isn’t going up as fast as the 
values, so you’ve got acquisitions that 
can barely cover debt service with 

available cash flow. 
We expect robust activity from refi-

nancing in 2022, but until there’s some 
sort of reset on the pricing of multi-
family, the acquisition side is going to 
be slow(er) except for coastal and for-
eign sources of buyers indifferent to 
the record-high equity volumes need-
ed to complete what sales are hap-
pening. Fortunately, as a mortgage 
banking firm that’s well-versed in all 
real estate product types, we expect 
a very busy 2022 with acquisitions in 
the industrial, net-lease retail and self-
storage sectors, among other bright 
spots. 

HREB: What are your expectations 
for interest rates and how will that im-
pact multifamily financing activity? 

Maniscalco: Our expectations are 
that longer-term rates will increase 
slightly, while short-term rates will 
remain relatively low. This may put 
some pressure on long-term spreads 
to compress and/or push borrowers 
to shorter-term, floating-rate execu-
tions. If overall interest rates do in-
crease, we do not think this will ulti-
mately reduce activity in the market. 

We are seeing increases in rents 

driving borrowers’ underwritten net 
operating income (NOI) up. This un-
derwriting methodology, coupled 
with the substantial liquidity in the 
equity market, has driven down cap 
rates during COVID. This should al-
low the pace of multifamily financing 
activity to stay strong and mitigate 
any moderate rise in overall interest 
rates. 

Blumberg: Al-
though we have 
been saying this 
for several years, 
it feels like rates 
are finally going to 
edge up. I believe 
this is for good rea-
sons, namely that 
the economy is 
growing and recov-
ering from COVID 
setbacks. We need 
to keep in mind 
that rates have been at all-time lows for 
quite a while, and edging up is okay as 
long as it is gradual. As rates do go up, 
the debt-coverage requirements will 
play a bigger part in the underwriting, 
and therefore the values could even 
out accordingly. 

Schmidt: We foresee short- and 
long-term rates to start ticking up-
ward in 2022, primarily driven by per-
sistent inflation that we don’t believe 
will subside. While interest rates are 
likely to increase, we don’t anticipate 
this to negatively impact new devel-
opment or redevelopment activity. 

Zhizhin: Rates are expected to see 
incremental increases in the third 
and fourth quarters of 2022. Sales ac-
tivity will be counterbalanced by an 
increase in refinancing activity with 
the first large small-balance securi-
tizations converting to floating-rate 
structures. 

Sasouness: It’s impossible to pre-
dict interest rates. But for a myriad 
of reasons, we believe there is only a 
nominal likelihood that the 10-year 
Treasury yield, which more or less acts 
as a universal indicator of longer-term 
rates, exceeds 2.25 percent in 2022. As 
long as that is the case, we do not ex-
pect there to be a very significant fluc-
tuation in origination volume. 

Bernard and Duggan: This is an 
interesting topic right now. Over the 
course of 2021, borrowers saw the 
market start a move toward historic 
norms in terms of rates. The record-

Joshua 
Bernard
Bernard Financial 
Group

Sue 
Blumberg
Northmarq



20   •   November 2021   •   Heartland Real Estate Business www.REBusinessOnline.com

Statement of Ownership, Management and Circulation

1. Publication Title: Heartland Real Estate Business
2. Publication Number: ISSN 1542-8311
3. Filing Date: 9/30/21
4. Issue frequency: Monthly.
5. Number of Issues Published Annually: 12.
6. Annual subscription price: $65.
7. Complete Mailing Address of Known Office of Publication: 3535 
Piedmont Rd .NE, Suite 950, Atlanta, Fulton, GA 30305-1518.
Contact Person: Randall Shearin
Telephone: (404) 832-8262.
8. Complete Mailing Address of Headquarters or General Business 
office of Publisher: 3535 Piedmont Rd. NE, Suite 950, Atlanta, Fulton, 
GA 30305-1518.
9. Full names and complete mailing addresses of Publisher, Editor and 
Managing Editor:
Publisher: Jerrold France, France Media, Inc., 3535 Piedmont Rd .NE, 
Suite 950, Atlanta, Fulton, GA 30305-1518.
Editor: Kristin Hiller, France Media, Inc., 3535 Piedmont Rd .NE, Suite 
950, Atlanta, Fulton, GA 30305-1518.
10. Owner: Full Name: France Publications, Inc., d/b/a France Media, 
Inc; Complete Mailing Address: 3535 Piedmont Rd .NE, Suite 950, 
Atlanta, Fulton, GA 30305-1518.
11. Known bondholders, mortgagees, and other security holders own-
ing 1 percent or more of total amount of bonds, mortgages, or other 
securities: None.
12. Tax status: NR; Has not changed during preceding 12 months.
13. Publication title: Heartland Real Estate Business
14. Issue Date for Circulation Data Below: September 2021.
15. Extent and Nature of Circulation:

A. Total number of Copies: Average No. Copies Each 
Issue During Preceding 12 Months:  9,023; No. Copies of Single Issue 
Published Nearest To Filing Date: 9,256.

B. Legitimate Paid and/or requested distribution: (1) 
Outside county paid/requested mail subscriptions stated on PS Form 
3541: Average No. Copies Each Issue During Preceding 12 Months: 
5,140. No. Copies of Single Issue Published Nearest To Filing Date: 
5,015. (2) In-County paid/requested mail subscriptions stated on 
Form 3541: 0; (3) Sales Through Dealers and Carriers, Street Vendors, 
Counter Saes, and other Non-USPS Paid Distribution: 0; (4) Requested 
copies distributed by other mail classes through the USPS: 0.

C. Total Paid and/or Requested Circulation: Average 
No. Copies Each Issue During Preceding 12 Months:  5,140; No. Cop-
ies of Single Issue Published Nearest To Filing Date: 5,015.

D. Nonrequested Distribution. (1) Outside-county non-
requested copies stated on PS Form 3541: Average No. Copies Each 
Issue During Preceding 12 Months: 3,848; No. Copies of Single Issue 
Published Nearest To Filing Date: 4,206; (2) In-County nonrequested 
copies stated on PS Form 3541: 0; (3) Nonrequested copies distrib-
uted through the USPS by other classes of mail: (4) Nonrequested 
copies distributed outside the mail: Average No. Copies Each Issue 
During Preceding 12 Months: 14; No. Copies of Single Issue Published 
Nearest To Filing Date: 0.

E. Total Nonrequested distribution: Average No. 
Copies Each Issue During Preceding 12 months: 3,848. No. Copies of 
Single Issue Published Nearest To Filing Date: 4,206.

F. Total Distribution: Average No. Copies Each Issue 
During Preceding 12 Months:  8,988; No. Copies of Single Issue 
Published Nearest to Filing Date: 9,221.

G. Copies Not Distributed: Average No. Copies Each 
Issue During Preceding 12 Months: 35; No. Copies of Single Issue 
Published Nearest To Filing Date: 35.

H. Total: Average No. Copies Each Issue During 
Preceding 12 Months:  9,023; No. Copies of Single Issue Published 
Nearest to Filing Date: 9,256.

I. Percent Paid and/or Requested Circulation: Average 
No. Copies Each Issue During Preceding 12 Months: 54.4%; No. Cop-
ies of Single Issue Published Nearest To Filing Date: 57.2%.
16. Electronic Copy Circulation: NR; I certify that 50% of all my 
distributed copies (electronic and print) are legitimate requests or 
paid copies.
17. Publication Statement of Ownership : Publication required. Will be 
printed in the November 2021 issue of this publication.
18. Signature and Title of Editor, Publisher, Business Manager or 
Owner: Randall Shearin, Senior Vice President, Editorial & Operations, 
9/30/21.

setting low rates of 2020 were a short-
term phenomenon. Fortunately, we 
advised our clients to take advantage 
of that situation, many of whom cre-
ated value in the millions of dollars by 
reducing interest costs. In the fourth 
quarter, we’ve seen rates creep back 
up in short moves. And it’s moved up 
enough to be a wake-up call for those 
who thought rates would never go up 
again. 

Most of the economists forecast 
some kind of increase in rates for 2022. 
But there are just so many variables 
that will impact rates, so it’s hard to 
predict. Factors like the Federal Re-
serve’s approach to buying assets, 
the Biden administration’s approach 
to taxes and spending, as well as the 
overall performance of the stock mar-
ket in 2022 will all play a role in rates. 

In our opinion, the valuation of 
multifamily assets will play a much 
larger role in the level of activity com-
pared with rates. If an overvalued as-
set is not financeable at today’s rates, 
it surely won’t be financeable next 
year no matter what the rates are. 

HREB: Assess the amount of multi-
family refinancing loans you’re seeing 
versus acquisition and construction. 
How does that compare with say a 
year ago? 

Maniscalco: Acquisition and con-
struction loans have picked up in the 
later part of this year compared with 
last year as borrowers and developers 
are leaning into rent growth. Develop-
ers are dusting off projects that may 
have been put on hold at the onset of 
COVID. Additionally, we are still see-
ing demand for refinancing loans as 
long-term holders are trying to lock 
in long-term rates before an expected 
uptick.  

Blumberg: A year ago, we were see-
ing more refinancings based on cap-
turing long-term debt at low interest 
rates. Now I would say we are at an 
even mix of acquisitions and refinanc-
ings due to the appetite for sellers and 
buyers seeking maximum returns on 
investments. New construction is aid-
ing the supply of rental housing, and 
the need for more rental housing con-
tinues as we see the market growing 
based on a desired renter lifestyle ver-
sus homeownership.

Schmidt: Banks 
tend to not un-
dertake multifam-
ily refinancing, as 
these loans usually 
go from bank con-
struction loans to 
agency permanent 
loans, mostly Fan-
nie Mae, Freddie 
Mac and HUD. We 
predominately see 
new construction 
multifamily loans, 
but we are seeing more acquisition 
loans of Class B and C apartment 
loans with a value-add program for 
units and common areas. We think we 
will see more acquisition/renovation 
activity in 2022 due to increasing costs 
for new construction and rising rents 
making older buildings with more af-
fordable rents attractive. 

Zhizhin: Financing and acquisitions 
continue to be consistently on the 
rise, particularly on a year-over-year 
basis. New construction has seemed 
to stagnate. Several Class A projects 
were strategically postponed due to 
recently opened properties that were 
still impacted by COVID rent collec-
tions and the need for concessions. 

Sasouness: Last year was heavy on 
refinancing due to virtually record 
lows on the 10-year Treasury yield. 
As a result of all the uncertainty stem-
ming from COVID-19 and its associ-
ated effects, acquisitions and new con-
struction deals were lighter in volume. 

 This year, the pace of multifam-
ily refinancing volume has furthered, 
and acquisitions and new construc-
tion deals have come back stronger 
than ever. 2021 has been a record year 
for us as well as for nearly every mort-
gage broker or mortgage banker in the 
country. 

Bernard and Duggan: As we previ-
ously stated, acquisitions are slowed 
by the high valuations. Construction 
is another story, however. Developers 

are still coping with the COVID-relat-
ed shock to construction costs. While 
there has been some increase in rental 
rates, it fails to mitigate the massive 
increase in costs. Lumber, structural 
steel and any number of other raw 
materials have increased in price. 
Then you have rising labor costs, not 
to mention labor availability issues, 
which are impacting the timelines. 

The lack of predictability with re-
gard to construction costs is causing 
many lenders to be more restrictive in 
their underwriting, and we’re seeing 
developers look to much larger equity 
participation to fill those gaps. It’s our 
hope that there is some return to nor-
malcy in 2022 when it comes to con-
struction costs so that developers can 
get projects rolling again. 

This is an improvement over where 
we were a year ago, however. During 
the peak of the COVID restrictions, 
we saw lenders imposing an overly 
conservative underwriting position 
and making a lot of requirements 
such as extra cash reserves to mitigate 
the uncertainty. Fortunately, our firm 
learned how to get creative in making 
lenders comfortable without the need 
for many of the structures we heard of 
in the market. 

HREB: What are buyers looking 
for in terms of obtaining acquisition 
financing for multifamily purchases? 
How is the demand for floating-rate 
versus fixed-rate loans? 

Maniscalco: We are seeing demand 
for all multifamily asset classes (Class 
A, B and C and student housing, etc.) 
as real estate investors continue to 
flock to multifamily. There is more de-
mand for floating-rate, shorter-term 
loans — as these spreads are lower 
than fixed-rate spreads. Lower short-
term rates are becoming necessary for 
deals to pencil out due to acquisitions 
at low cap rates. 

Blumberg: Buyers looking for max-
imum leverage are having more suc-
cess with floating-rate bridge loans 
rather than long-term, fixed-rate loans. 
The benefit of a bridge loan is the op-
portunity to increase the value of the 
asset over a short time period before 
placing fixed-rate, long-term debt on 
the asset, maximizing that value in-
crease. The risk of course is missing 
out on these low interest rates. If rates 
rise, the end-loan could be impacted. 
So far that has not happened but is on 
the radar to be watched. 

Bridge loans can provide leverage 
up to 75 to 80 percent of value, with 
longer fixed rates limited to closer to 
65 to 70 percent leverage. This is all 
based on the debt coverage required 
by lender type.

Schmidt: Getting the maximum 
term of interest-only payments con-
tinues to be the biggest topic among 
customers on the acquisition/refi-
nance term debt front. The demand 
for term debt is overwhelmingly for 
fixed-rate debt unless there is a short-

term business plan that dictates oth-
erwise. Floating-rate versus fixed-rate 
depends on customer risk tolerance 
and its view on future rate increases. 
Many customers float with the option 
to swap to a fixed rate at a later date.

Zhizhin: Ap-
petite for financ-
ing has materially 
changed over the 
past five years as 
the projected in-
creases in rates 
have not material-
ized. Coming out 
of the COVID pan-
demic, the consen-
sus is that histori-
cally low rates will 
remain flat for the 
foreseeable future. Most agency bor-
rowers prefer shorter-term rates. 

Furthermore, as COVID’s impact on 
lending is effectively now immaterial, 
all lenders have eliminated COVID 
reserves and re-established their pre-
COVID higher leverage eligibility. A 
growing demand to recapitalize cur-
rent debt to increase available liquid-
ity for acquisitions has pushed financ-
ing levels up to 2019 levels. 

Sasouness: Ev-
ery buyer has a dif-
ferent appetite, but 
we typically see 
our clients look-
ing for the highest 
leverage possible 
simply because 
debt is cheaper 
than equity. We 
have seen floating-
rate loans outpace 
fixed-rate loans 
since floating-rate 
loans generally are the most afford-
able due to lower interest rates and 
a lack of amortization requirements. 
This combination gives the buyer an 
opportunity to reorganize operations 
without too much stress before lock-
ing in permanent financing.

Bernard and Duggan: The short an-
swer is that for established investors 
with well-performing assets, there’s 
a bountiful menu of loan options 
available. That includes floating-rate, 
fixed-rate and unique combinations of 
both. 

Typically, floating-rate loans have 
been reserved for acquisitions and 
value-add properties. With buyers 
largely on the sidelines, it’s eliminated 
some of the demand for floating-rate 
loans. Fixed-rate loans are more typi-
cal for stabilized assets that require 
less capital improvement. 

However, in the multifamily space 
there are a lot of options that pres-
ent a hybrid approach. Life insurance 
companies can do loans that start as 
a bridge loan and then convert to a 
term loan. CMBS lenders are offer-
ing interest-only periods to free up 
cash flow for improving a property. 
And the agencies offer the ability to 
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increase loan proceeds after an asset 
meets certain property improvement 
benchmarks.  

It’s also important to point out the 
rise of the syndicator-buyer for mul-
tifamily This is not necessarily a new 
class of borrower, but one that is dom-
inating the purchase scene right now 
given the abundance of inexpensive 
floating-rate debt. This type of buyer 
has no intention of holding the prop-
erty for the long term. Instead, it buys 
with syndicated equity, pays itself an 
acquisition fee and then leverages the 
property with 80-plus percent loan-to-
cost, floating-rate, interest-only debt. 

Given these buyers have already 
made their fee on the front end, any-
thing realized on a sale is gravy. There-
fore, lenders have been in a real race 
to the bottom to finance this plethora 
of buyers, since the only downside for 
the lender (which many lenders don’t 
see as a downside) is owning the as-
set at 80 cents on the dollar should the 
business plan not work out.

HREB: In your view, what are the 
opportunities and/or challenges as 
we move closer to a new year? 

Maniscalco: We see opportunities to 
increase our GSE production with the 
increase in the cap for next year. (The 
annual cap for Fannie Mae and Fred-
die Mac in 2022 increased to $78 billion 
apiece.) As one of the largest afford-
able housing lenders, coupled with 

the GSEs’ focus on 
affordability and 
being a mission-
driven business, we 
anticipate contin-
ued growth in that 
asset class. The an-
ticipated continued 
demand for short-
term, floating-rate 
acquisition loans 
from borrowers 
will also provide 
us opportunities to 
expand our balance sheet and CMBS 
production. 

Blumberg: The opportunities con-
tinue for securing low-interest rate 
loans for existing owners, sellers and 
buyers. As loans approach maturity, 
or owners reach the end of their in-
vestment strategies, there is oppor-
tunity to analyze the best value in a 
refinance or a sale. Working with our 
clients to see where those opportuni-
ties can be secured is going to be our 
challenge. Rising interest rates will 
also create a challenge but create ur-
gency in acting as well. 

Schmidt: Any projects in the afford-
able housing category tend to do very 
well given the continuing shortage 
of quality affordable rental housing. 
Projects with affordable units tend to 
be 100 percent leased at completion 
and almost always have waiting lists 
and lotteries for available units.

 Supply chain issues and increased 
costs are headwinds. Additionally, oth-
er parts of the commercial real estate 
transaction machine are also becoming 
constrained based on the current high 
volume of deals. Law firms, title com-
panies, appraisal and environmental 
consultants are all struggling to keep 
up with the current deal volume. Lend-
ers who can navigate these vendor 
challenges, manage expectations well 
and prove their worth from a certainty 
of execution standpoint have an op-
portunity to differentiate themselves in 
the current environment.

Zhizhin: The primary issue facing 
most investors is the realization that 
a perfect storm economic event that 
historically would never have been a 
concern was proven to be a genuine 
possibility and must be taken into 
consideration moving forward. Fur-
thermore, the unprecedented govern-
ment stimulus programs have created 
a genuine threat of inflationary pres-
sures on the economy, particularly in 
the construction industry, which has 
changed budgeting in the short and 
long term for the immediate future. 

All these concerns are counterbal-
anced by an apparent unlimited appe-
tite for real estate investment from op-
erators and passive investors seeking 
some safe hedging mechanism that 
provides predictable and consistent 
cash flow.

Sasouness: Interest rate fluctuations 

and uncertainty are the biggest chal-
lenges as we enter 2022. Although we 
believe it’s very unlikely that rates will 
go up more than 75 basis points, the 
risk of such an increase still exists, so 
you must act accordingly. Therefore, 
we recently started requiring that our 
clients purchase interest rate caps on 
all our bridge loans to hedge against 
significant fluctuations in short-term 
rates. 

Bernard and 
Duggan: The chal-
lenge in Michigan, 
and frankly in oth-
er markets for top 
mortgage bankers 
like our firm, is 
to get more of the 
amateurs out of 
the way and make 
room for the pro-
fessionals. That 
extends to lenders 
and borrowers. The 
last 18 months have been a wake-up 
call to always operate as if there’s a 
problem around the corner and plan 
accordingly. 

There’s plenty of opportunity ahead 
for Detroit and for the rest of the coun-
try. We are seeing the smart real estate 
operators adapt to the post-COVID 
environment and show some innova-
tion to do things a little outside the 
boundaries of what we’ve seen before. 
n
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DOES YOUR PROPERTY TAX ASSESSMENT REFLECT 
COVID-19’S LONG-TERM CHALLENGES? 
Here are a number of approaches to defending against excessive tax assessments.
By Aaron Vansant

Countless companies have seen 
their top and bottom lines deci-
mated by COVID-19-related 

shutdowns, travel restrictions and 
changing consumer preferences since 
the start of the pandemic. Yet for 
many taxpayers, property tax values 
have changed little or even increased.

Many of these taxpayers have been 
surprised to receive property tax bills 
that do not re� ect the real and linger-
ing economic challenges that the retail, 
hospitality, of� ce and other industries 
have, are and will continue to face. 
These taxpayers — and even those in 
industries better suited to weather the 
storm — should give special attention 
to ensuring they receive fair and rea-
sonable assessments.

Observe dates, deadlines
With a large percentage of employ-

ees working remotely, together with 
an inconsistent postal service, it is 
more important than ever to have 
dedicated employees and knowledge-
able property tax professionals re-

viewing property 
value assessments 
annually and � l-
ing timely protests 
when warranted. 
Failure to receive 
a tax valuation no-
tice rarely excuses 
a missed protest 
deadline, so it is 
vital to know and 
comply with appli-
cable deadlines.

Many property 
tax bills issued in 2020 were based on 
statutory valuation dates that preced-
ed the emergence of COVID-19. For 
instance, assessors working under a 
valuation date of Oct. 1, 2019, or Jan. 
1, 2020, were quick to tell taxpayers to 
“wait until next year” before assess-
ments could re� ect any impact from 
COVID-19.

Not surprisingly, some assessors are 
now arguing that the pandemic was 
temporary and that its worst effects 
have passed. In some jurisdictions, 

assessors simply carried forward the 
prior year’s cost-based value with no 
adjustments to account for additional 
depreciation or functional and eco-
nomic obsolescence. In other cases, 
assessors have relied on pre-pandem-
ic sales during the relevant tax cycle 
to justify increases over the preceding 
tax year.

Many locales had few sales in the 
early stages of the pandemic, and in 
these cases, the assessor may down-
play or entirely ignore the actual im-
pact of COVID-19 on market values. 
In contesting assessments in each of 
these cases, it is helpful to not only 
demonstrate the immediate dif� cul-
ties that began in March 2020, but also 
the pandemic’s lingering effects on 
the taxpayer’s current and future op-
erations.

Although the pandemic has affect-
ed all industries, certain sectors face 
unique challenges that will persist 
well beyond the initial virus surges 
and vaccine rollouts. These include, 
but are not limited to, brick and mor-
tar retailers competing with ever-ex-
panding e-commerce, of� ce buildings 
competing with � exible work options 
including remote work, and hotels 
competing for elusive business travel 
in a cost-cutting environment. Some 
of these challenges are trends that be-
gan long before the pandemic, such 
as the slow death of enclosed malls as 
consumers increasingly favor lifestyle 
centers and online shopping.

COVID in� uences by sector
Retail
Since the early 2000’s, e-commerce’s 

share of total retail sales has increased 
each year. The pandemic accelerated 
that trend, arguably by years, when 
people who had long resisted shop-
ping online no longer had the same 
in-store options, and experienced on-
line shoppers became more comfort-
able buying things like groceries and 
large-ticket items online.

These evolving shopping habits 
certainly affect the desirability and 
value of retail real estate, especially of 
those buildings constructed before the 
scope of today’s e-commerce world 
could be contemplated. Landlords 
must now think outside the box when 
re-tenanting shopping centers, often 
� lling vacancies with restaurants, 
service and entertainment concepts. 
These uses can create parking, zoning 
and other challenges for centers built 
for traditional retail.

In the case of big box stores, com-
panies such as Walmart are looking at 
converting portions of existing stores 
to warehouse or ful� llment space for 

e-commerce. All these changes to keep 
up with the rapidly evolving market-
place shine a light on the functional 
and economic obsolescence present in 
many retail properties.

Of� ce
Of� ce landlords are also facing rap-

id market evolution, including an ac-
celerating trend toward more remote 
and � exible work options. The pan-
demic made Zoom meetings ubiqui-
tous and gave employees a taste, and 
perhaps a future expectation, of more 
work-from-home opportunities.

In light of the Delta variant’s spread, 
many large companies have delayed 
their anticipated returns to the of-
� ce, with Google now postponing its 
return until at least January 2022. Al-
though some of the pandemic’s effects 
on of� ce occupancy have already oc-
curred, the full impact will continue 
to play out as leases expire and com-
panies reevaluate the volume and de-
sign of of� ce space they require.

Hospitality
The hotel and travel industry suf-

fered some of COVID-19’s most im-
mediate and devastating � nancial 
casualties. Leisure and business travel 
ground to a near halt, with hotel stays 
and � ight counts falling to once-un-
imaginable lows. Corporate travel has 
yet to make a meaningful recovery 
and remains at a fraction of pre-pan-
demic levels. Throughout the country, 
corporations are cutting back on trav-
el budgets as they weigh its costs and 
health risks against alternatives such 
as video conferencing.

Business travel and events are un-
likely to return to pre-pandemic lev-
els until 2024, according to a recent 
American Hotel & Lodging Associa-
tion survey. Although the leisure trav-
el industry bene� tted from pent-up 
demand during the summer of 2021, 
the Delta variant has undermined that 
temporary resurgence. And even with 
the recent increase in leisure travel, 
airplane traf� c is still well below 2019 
levels.

These are just a few of the industries 
that will continue to see COVID-19 
weigh down their businesses and 
property values. Property and busi-
ness owners should closely review 
their property tax values to make 
sure assessments adequately re� ect 
the speci� c challenges affecting their 
properties, to include the pandemic’s 
immediate, ongoing and future � nan-
cial impact. ■

Aaron Vansant is a partner at law fi rm 
DonovanFingar LLC, the Alabama member of 
American Property Tax Counsel, the national 
affi liation of property tax attorneys. 

Aaron 
Vansant
DonovanFingar 
LLC



Retail, restaurant and entertainment venues were already on their path to change, and the pandemic has forced them to create new ways of doing 
business in a short amount of time. � e industry has been challenged to create an environment that is safe while still o� ering unparalleled experi-
ences. In short, we have evolved to a new level. Entertainment Experience Evolution 2022 will show you all the ways that retail and entertainment-
oriented environments are succeeding in a new era. 

Join us at the JW Marriott LA Live March 17-18, 2022!

� e pandemic has not slowed retail adaptation and evolution. Center owners and retailers are racing to create environments that are authentic and 
experiential where visitors are engaged and entertained. Creating a connection with consumers — who have more pent-up demand for experiences 
than ever. To create that authenticity, shopping environments are taking cues from a variety of places, adding amenities and services that enhance 
the customer’s experience at the center.

EEE is your chance to see what the industry is doing � rsthand, learn from and network with the industry’s leading experts. Join more than 750 
industry leaders at the JW Marriott LA Live on March 17-18, 2022 for an event designed to discover new ideas and push retail to a new level. You 
won’t want to miss this event, designed to take place as the industry is returning to a new level of excitement.
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Structured Bridge Loan Financing 2020-2021
The Ready Capital National Bridge Team closed approximately $500 million for its clients in a turbulent 2020 and is already off to a 
record year with over $2.2 billion closed in 2021.
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Tropical Smoothie Cafe is on track to 
have 1,000 locations open by 2021.
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Phenix Salon Suites ExpandsPhenix Salon Suites Expands
Capital Markets ReviewCapital Markets Review

Retail property management rises to the 
challenge during and in the wake of the 
pandemic.

MANAGEMENT’S 
TIME TO SHINE

®

Two out of every three restaurant 
employees have lost their jobs 
since the coronavirus outbreak 

began, according to a survey of 
more than 6,500 restaurant operators 
conducted by the National Restaurant 
Association in mid-April. And the 
short-term outlook doesn’t look 
terribly bright. With four in 10 
restaurants closed, the foodservice 
industry is expected to sustain $240 
billion in losses by the end of 2020. 

“Casual dining has all but stopped, 
and facilitating takeout orders 
only lessens the blow,” says Jimmy 
Goodman, a partner with The Boulder 

Group in Wilmette, Illinois. “Among 
those facing the greatest challenges 
will be restaurants that were already 
in financial trouble, those that had 
only recently opened, or new concepts 
that were introduced but maybe 
hadn’t taken hold in certain markets.”

The food and beverage industry 
had become highly prominent in the 
experiential retail movement that 
was sweeping the nation prior to the 
onset of the virus. But now concerns 
mount whether customers will return 
to restaurants even as stay-at-home 
orders are lifted. 

Chris Irwin, a senior vice president 
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MULTIFAMILY INDUSTRY VOWS TO STAY 
ON TOP OF COLLECTIONS
Landlords educate tenants on available resources, accept credit card 
payments all while leasing out units via virtual tours.
By Kristin Hiller

HOW RETAIL, RESTAURANT LANDSCAPE IS BOUND 
TO CHANGE AFTER PANDEMIC
Limited capacities, safety protocols will shape store reopenings nationwide.
By Kristin Hiller

How Quickly Will Office Sector 
Rebound From COVID-19 Fallout?

page 16

Public-Private Partnership Revitalizes 
Downtown Topeka, Kansas

page 13

see RETAIL page 15

Reimagined Milwaukee Retail Scene 
Meets Consumer Lifestyle Needs

page 11

see MULTIFAMILY page 19

Simon Property Group began reopening several of its malls in early May based on 
local stay-at-home orders. Pictured is University Park Mall in Mishawaka, Indiana.

Flaherty & Collins Properties has begun 
development of The Ascent at Top of the 
Hill in Ohio’s Cleveland Heights.  

Michael Barron, senior 
managing director with 
the Institutional Property 

Advisors division of Marcus & 
Millichap, has these words of advice 
for multifamily landlords during the 
coronavirus pandemic: “Stay on top 
of collections because most people 
will pay rent.” 

By the end of April, 94.6 percent of 
apartment households had made a 
full or partial rent payment for that 

month, according to the National 
Multifamily Housing Council. For the 
month of May, 87.7 percent of apart-
ment households made a full or par-
tial rent payment as of May 13. A rent 
estimate study from J Turner Research 
predicts that owners can expect an ad-
ditional 6.3 percent to be paid by the 
end of May.

“It is encouraging that apartment 
residents continue to meet their rent 
obligations, whether that’s with the 

support of the federal relief funds, 
credit cards or alternative, flexible 
options provided by the industry’s 
owners and operators,” says Doug 
Bibby, president of NMHC.

Barron, who is based in Cleveland, 
says owners need to ask the hard 
questions. “If people says they can’t 
pay rent, ask why. Prove that they’ve 
been laid off and have them file for 
unemployment,” he says. “Educate 
tenants who don’t know that money’s 
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Commercial Lenders Reveal Preferred 
Asset Classes for 2020 

page 22

see MORTGAGE BANKING, page 26

BREWERIES TAP  
INTO LOCAL CULTURE 
By offering fresh beer, food and event space, 
these establishments have emerged as leaders  
of neighborhood lifestyle.
By Alex Patton

Boston’s Cambridge Neighborhood 
Remains Atop the Pack for Life  
Sciences Development

Special Section: 2020 Lender 
Insight Advertorials

see BREWERIES, page 29 

A key player in the revitalization of Philadelphia’s Center City district, Victory Brewing 
Co.’s new brewpub will open at the Embassy Suites hotel later this year. 

MORTGAGE BANKERS SEE CONTINUED GROWTH 
Lower-than-expected interest rates and plentiful capital are expected to drive loan volume in 2020, but 
behind the optimism is some wariness.
By Joe Gose

Last fall Sonnenblick-Eichner Co. arranged $13.7 million in refinance and construction 
financing for the L’Horizon Resort and Spa, a luxury resort in Palm Springs, California. 
The loan replaces existing debt and will fund a 24-unit expansion. 

The commercial real estate mort-
gage banking environment in 
early 2020 is nothing like it was 

a year ago. The major stock market in-
dices opened the new year by hitting 
record highs after climbing more than 
20 percent in 2019. That’s a dramatic 
turnaround from 12 months earlier 
when a fourth-quarter selloff had set 
back the market more than 15 percent. 

The 10-year Treasury yield, a 
benchmark for long-term financing in 
commercial real estate, has hovered 
around 1.8 percent early this year, 
some 140 basis points lower than it 
was near the end of 2018. 

One variable that has remained con-

stant, however, is the vast amount of 
commercial real estate liquidity avail-
able to borrowers. Mortgage bankers 
are expected to originate $683 billion 
in commercial property and multi-
family loans in 2020, according to the 
Mortgage Bankers Association (MBA) 
based in Washington, D.C. If that fig-
ure is realized, it would represent a 9 
percent increase over MBA’s projec-
tion of $628 billion in loan volume in 
2019, also a record.

MBA’s outlook even represents a 
departure from its view a year ago, 
acknowledges Jamie Woodwell, 
MBA’s vice president for commer-
cial real estate research. Back then the  

The modern craft beer brewery 
has emerged as a niche commu-
nity anchor with flexible busi-

ness models and loyal customer bases 
across the United States, particularly 
in the Northeast. Combining elements 
of retail, industrial and hospitality 
models, craft breweries have quickly 
become one of the most dynamic and 
trendy business types in major cities 

and small towns, alike. 
Some of the largest and most popular 

craft breweries in the United States are 
based in the Northeast, including the 
two largest: Pennsylvania-based D.G. 
Yuengling & Son Inc.; and Boston Beer 
Co., the parent company of Samuel 
Adams. Vermont has the most brew-
eries per capita in the United States 
with more than 66, according to the 

Image courtesy of Victory Brewing Co.

Photo courtesy of Sonnenblick-Eichner
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The brick-and-mortar landscape is con-
stantly shifting, with the pandemic in-
tensifying uncertainties. But pandemic 

realities add to trends that were already in 
play prior to 2020. And many of these trends 
point to increased opportunities for upscale 
retailers — especially if they know where to 
find attractive locations and how to design 
them.

When done well, high-end retail brings 
foot traffic and customer buzz to a destina-
tion. A well-curated shopping center can 
succeed and even draw additional tenants. 
Of course, online sales continue to grab 
more market share, but there is no substitute 
for the social dimension of shopping. People 
enjoy getting away from their screens, inter-
acting with others, and being able to see and 

touch items. The pandemic has re-focused 
attention on this essential human impulse, 
which means we could see a boom in brick-
and-mortar sales as the pandemic wanes.

The lockdown exposed the need for peo-
ple to interact IRL (in real life), with grocery 
stores becoming especially important. These 
were among the few places people could 
visit in the height of the lockdown.

The Case Of Erewhon Market
The high-end organic grocer and café 

Erewhon Market presents an interesting 
case study of all of the above. Erewhon 
became a place for celebrities and other 
people of means to gather during shut-
down periods when there was no access to 

Conversations about sustainability 
often lead to more questions, such 
as “What is it? What’s it cost? 

And what’s the return?” Sustainability 
should be viewed by commercial real 
estate professionals and investors as a 
means to create value and maximize 
asset returns for a few reasons. The first 
is thanks to proptech, which is digitally 
transforming real estate management 
and investment by using data to drive 
decision-making and performance. The 
second is due to federal government 
incentives. 

Sustainability focuses on meeting the 
needs of the present without compro-
mising the ability of future generations 
to meet their needs. The three pillars 
of sustainability are economic, environ-
mental and social, which are often trans-
lated into profits, planet and people. 
Proptech creates healthy and sustainable 
digital buildings using automation and 
building systems to connect people in an 
intelligent facility. Five exciting innova-
tions in proptech worthy of exploration 
and understanding are virtual reality 

From the Cloud to your Laptop: Asset Transparency with Thermal Drone Images 

THE ART OF UPSCALE RETAIL
As valuable locations dwindle, design becomes crucial 
for upscale retailers looking to expand out West. 
By Terry Todd

see UPSCALE RETAIL, page 30

see SUSTAINABILITY, page 30

Erewhon Silver Lake is the company’s sixth LA location. The newly built 
multi-level, mixed-use location has relatively large spaces for indoor 
and outdoor seating, creating a restaurant feel and activating the 
property’s wide sidewalks.

PROPTECH AND SUSTAINABILITY MAKE CENTS
Efforts that focus on sustainability, efficiency and
technology can yield big results for commercial 
asset operators. 
By David A. Herrera

How Water Features Enhance Western 
Commercial Properties Year-Round

page 27

Colorado
Market Highlight

page 18 page 28

Las Vegas Users, Investors 
and Developers Clamor for 
Drive-Thru Spaces

Investors Turn Toward 
Retail as the Pandemic 
Wanes page 29
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COVID-19 News: Read How Southeast States are 
Reopening Their Retail, Restaurants Amid Pandemic
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New Hires and 
Promotions

Navigating D.C.'s 
Tax Rate Maze
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Property Owners Should 
Beware of New Tax Legislation

In the early onset of the COVID-19 
pandemic, retail was an almost im-
mediate victim as governors and 

mayors across the country issued 
stay-at-home/shelter-in-place direc-
tives, forcing many retailers to close 
their stores for a time and some even-
tually made the difficult to decision to 
furlough or layoff their employees. 

For the first time in history, all 50 
states were simultaneously under a 
federal disaster declaration and 38.5 
million jobless claims have been filed 
in two months, another historic fig-
ure.

After the initial shock of stores 
and restaurants closing temporarily 
or pivoting to takeout and delivery 
only, the retail real estate marketplace 
mindset shifted in a manner of days 
from an offensive approach of inves-
tors closing new deals and seeking 
additional opportunities to a defen-
sive one, salvaging the deals in place 
and appeasing their tenants that were 
being forced to close or adjust opera-
tions.

“Most retailers are trying to figure 
out how to keep their businesses sol-

vent,” says Nick Banks, principal and 
managing director of Avison Young’s 
Gainesville, Florida office. “And most 
landlords are trying to figure out how 
to keep their properties and invest-
ments solvent.”

Early to mid-March is when the 
wave of letters started coming from 
both the retailers to their landlords 
and vice versa. Some of those corre-
spondences were collaborative and 
understanding in nature, while oth-
ers were not. Urban Outfitters, The 
Cheesecake Factory, AMC Enter-
tainment and Pier 1 Imports, among 
others, informed their landlords that 
they wouldn’t be paying April rent. 
Bloomfield Hills, Michigan-based 
Taubman Centers reportedly issued a 
letter of its own, saying the company 
expects its tenants to meet their lease 
obligations.

Chris Stewart, senior vice president 
of leasing for shopping center owner 
and developer PEBB Enterprises, says 
that the Boca Raton, Florida-based 
company’s approach to rent relief is 
custom-made for each of its tenants 
across its 12-state portfolio.

“PEBB Enterprises is granting rent 
relief on a case-by-case basis,” says 
Stewart. “We are working with all of 
our tenants across our portfolio and 

keeping an open dialogue about their 
needs.”

Shopping center owners and retailers seek middle ground solutions for rent relief during the pandemic.
By John Nelson

RETAIL LANDLORDS, TENANTS COME TO TERMS

Office investors and tenants in 
the Southeast are playing the 
waiting game as COVID-19 

continues to sweep through the nation 
and affect nearly all Americans. There 
were 94,729 deaths and nearly 1.6 mil-
lion confirmed cases of COVID-19 in 
the United States at the time of this 
writing, according to Johns Hopkins 
University (JHU).

From Washington, D.C., to Raleigh 
to Atlanta and down to Miami, bro-
kers say leasing and sales activity 
has hit the pause button. The deals 
that are getting done are the ones that 
were already in the advanced stages, 
so many tenants and buyers that were 
in the early stages of negotiations are 
pulling back.

“We are just waiting to see when 

this is going to end,” says Sean Moyni-
han, executive vice president and 
market leader for Newmark Knight 
Frank (NKF) in Atlanta. “It’s such a 
fluid moving situation and every day 
something changes.” 

In an effort to ramp up commerce 
activity in the early stages of the out-
break, the Federal Reserve began low-
ering the benchmark federal funds 

rate throughout March and down to 0 
to 0.25 percent as of this writing. Ad-
ditionally, the 10-year Treasury yield 
sat at 0.70 percent as of this writing. It 
was at 1.10 percent March 2 and high-
er still at the beginning of the year, at 
1.88 percent. 

Investment sales that were in the 

 see OFFICE, page 23

 see RENT RELIEF, page 21

Leasing and sales are largely on pause for the sector, while tech plays critical role in uncertain times.
By Alex Tostado

OFFICE PLAYERS REMAIN IN WAIT-AND-SEE MODE

The Cheesecake Factory was one of several national retailers to send ‘form letters’ 
to its landlords telling them it won’t be able to meet its rent obligations in April as a 
direct result of the COVID-19 pandemic.
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MORTGAGE BANKERS FORECAST CONTINUED GROWTH
Lower-than-expected interest rates and plentiful capital are expected to drive loan volume in 2020, 
but behind the optimism is some wariness.
By Joe Gose

SEE MBA page 28

MARGINS MODERATE FOR MULTIFAMILY DEVELOPERS
Rent growth in the metroplex is expected to remain between 2 to 3 percent, but developers continue 
to incur rising costs for amenities and operations. 
By Taylor Williams

SEE DEVELOPERS page 30

page 27

Low Interest Rates Keep CMBS 
Defaults in Check
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Multifamily developers in the 
Dallas-Fort Worth (DFW) 
metroplex in 2020 expect 

to see a slightly slower pace of rent 
growth brought on by record lev-
els of new supply in recent years. 
This trend, paired with higher costs 
of adding features that distinguish 
properties from their competition, 
could lead to slightly more modest 
profit margins for multifamily devel-
opers.

According to the latest data from 
CoStar Group, the average rate of 
multifamily rent growth in DFW 
between 2015 and 2019 was rough-
ly 3.5 percent, skewed in part by a 
massive annual gain of 6.1 percent 
in 2015 and 3.9 percent in 2016. The 
citywide vacancy rate compressed 

below 7 percent in those two years, 
leading to an even more pronounced  
building boom. 

Since then, annual rent growth has 
maintained the current projection of 
2 to 3 percent, with gains in the Class 
B space outpacing those of Class A 
product, a classification that captures 
virtually all new construction outside 
of purpose-built affordable housing. 
During the five-year period ending 
in 2019, nearly 110,000 new units 
were delivered in DFW, with annual 
supply growth as a percentage of to-
tal inventory topping 10 percent in  
some years. 

The new year purports to be the 
first since 2015 in which fewer than 
20,000 new units will be added to the 
supply, but then, the year is still very 
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The commercial real estate mort-
gage banking environment in 
early 2020 is nothing like it was a 

year ago. The major stock market indi-
ces opened the new year by hitting re-
cord highs after climbing more than 20 
percent in 2019. That’s a dramatic turn-
around from 12 months earlier when a 
fourth-quarter selloff had set the mar-
ket back more than 15 percent. 

The 10-year Treasury yield, a bench-
mark for long-term financing in com-
mercial real estate, has hovered around 
1.8 percent early this year, some 140 

basis points lower than it was near the 
end of 2018. 

One variable that has remained con-
stant, however, is the vast amount of 
commercial real estate liquidity avail-
able to borrowers. Mortgage bankers 
are expected to originate $683 billion 
in commercial property and multi-
family loans in 2020, according to the 
Mortgage Bankers Association (MBA) 
based in Washington, D.C. If that fig-
ure is realized, it would represent a 9 
percent increase over MBA’s projection 
of $628 billion in loan volume in 2019, 

Last fall Sonnenblick-Eichner Co. arranged $13.7 million in refinance and construction 
financing for the L’Horizon Resort and Spa, a luxury resort in Palm Springs, California. 
The loan replaces existing debt and will fund a 24-unit expansion. 

How Are Specific Demographic Trends 
Shaping Austin’s Growth Patterns?
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Hillwood completed Station House, a 301-unit community in Frisco, in 2018. The 
metroplex continues to lead the nation in new apartment deliveries and absorption. 
But supply additions and rising construction and operating costs associated with 
distinguishing product from the competition could cause margins to soften in 2020. 

LA Tackles Affordability CrisisLA Tackles Affordability Crisis
Developers, nonprofits and government entities are eager to provide Developers, nonprofits and government entities are eager to provide 
more product, but funding issues and red tape create obstaclesmore product, but funding issues and red tape create obstacles

Plus:Plus:

Ideal Timing For Adaptive ReuseIdeal Timing For Adaptive Reuse

Lender Roundtable Lender Roundtable 

Energy Conservation MeasuresEnergy Conservation Measures
To Lower Operating ExpensesTo Lower Operating ExpensesThe Pointe on Vermont, Los AngelesThe Pointe on Vermont, Los Angeles

WESTERNWESTERN

HOUSING BUSINESSHOUSING BUSINESS
MULTIFAMILY & AFFORDABLEMULTIFAMILY & AFFORDABLE

MAY/JUNE 2021

Why Investors Are Why Investors Are 
Flocking to MultifamilyFlocking to Multifamily
Stability of market-rate and affordable Stability of market-rate and affordable 
housing is driving up demandhousing is driving up demand

PLUS PLUS 

MIXED-INCOME APPROACH TO MULTIFAMILY MIXED-INCOME APPROACH TO MULTIFAMILY 
DEVELOPMENT GAINS TRACTION DEVELOPMENT GAINS TRACTION 

WITH ONLINE SHOPPING SURGING, WITH ONLINE SHOPPING SURGING, 
PACKAGE MANAGEMENT SYSTEMS EVOLVEPACKAGE MANAGEMENT SYSTEMS EVOLVEMark at Fishers District in IndianapolisMark at Fishers District in Indianapolis

MIDWESTMIDWEST

HOUSING BUSINESSHOUSING BUSINESS
MULTIFAMILY & AFFORDABLEMULTIFAMILY & AFFORDABLE

JULY/AUGUST 2021JULY/AUGUST 2021 SEPTEMBER/OCTOBER 2021

PLUS PLUS 

NYC AFFORDABLE HOUSING LENDERS, NYC AFFORDABLE HOUSING LENDERS, 
INVESTORS FACE UNDERWRITING CHALLENGES INVESTORS FACE UNDERWRITING CHALLENGES 

HOW TO HANDLE EMERGING CYBER THREATS HOW TO HANDLE EMERGING CYBER THREATS 
IN THE MULTIFAMILY INDUSTRYIN THE MULTIFAMILY INDUSTRYCornerstone at Stafford in Manahawkin, N.J.Cornerstone at Stafford in Manahawkin, N.J.

NORTHEASTNORTHEAST

HOUSING BUSINESSHOUSING BUSINESS
MULTIFAMILY & AFFORDABLEMULTIFAMILY & AFFORDABLE

SEPTEMBER/OCTOBER 2021

LIHTC Program on Verge LIHTC Program on Verge 
of Major Expansionof Major Expansion
The convergence of several factors could The convergence of several factors could 
reshape the affordable housing marketreshape the affordable housing market

LENDERS’ OUTLOOK LENDERS’ OUTLOOK 
FOR 2021 IS BULLISHFOR 2021 IS BULLISH

Several factors are expected to drive Several factors are expected to drive 
deal volume following an unprecedented deal volume following an unprecedented 

year dominated by COVID-19year dominated by COVID-19

DALLAS PUSHES FOR MORE DALLAS PUSHES FOR MORE 
MIXED-INCOME HOUSING MIXED-INCOME HOUSING 

TEXAS STATUTE ON PUBLIC FACILITY TEXAS STATUTE ON PUBLIC FACILITY 
CORPORATIONS UNDER SCRUTINY CORPORATIONS UNDER SCRUTINY 

UPTURN AHEAD FOR LIHTC MARKET?UPTURN AHEAD FOR LIHTC MARKET?Forestwood Apartments in Balch Springs, Texas Forestwood Apartments in Balch Springs, Texas 

TEXASTEXAS

HOUSING BUSINESSHOUSING BUSINESS
MULTIFAMILY & AFFORDABLEMULTIFAMILY & AFFORDABLE

JANUARY/FEBRUARY 2021

Upturn Ahead For Upturn Ahead For LIHTCLIHTC Market? Market?
The pandemic has put a spotlight on the need for more The pandemic has put a spotlight on the need for more 
affordable housing as demand outstrips supplyaffordable housing as demand outstrips supply

PLUS PLUS 

ATLANTA’S AMBITIOUS AFFORDABILITY PLAN ATLANTA’S AMBITIOUS AFFORDABILITY PLAN 

LENDERS RECAP 2020, GAUGE MARKET LENDERS RECAP 2020, GAUGE MARKET 
CONDITIONS FOR 2021CONDITIONS FOR 2021

LEASING TEAMS RETOOL THEIR STRATEGIESLEASING TEAMS RETOOL THEIR STRATEGIESPinnacle at Peacefield, Hollywood, FloridaPinnacle at Peacefield, Hollywood, Florida

SOUTHEASTSOUTHEAST

HOUSING BUSINESSHOUSING BUSINESS
MULTIFAMILY & AFFORDABLEMULTIFAMILY & AFFORDABLE

JANUARY/FEBRUARY 2021


