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Turn Your Property
into a LEED-
Certified Building
Property owners and managers seek
certification through greener alternatives

With the boom in green
movements throughout
the country, eco-conscious

II Liiproperty owners and
managers are increasingly
looking to turn their exist-
ing sites into LEED-Certified
buildings. And, doing so is
just plain good business.
Buildings with LEED certifi-
cation benefit from govern-
ment incentives, marketing
opportunities and increased
property values as well as Top: Alu,ninum letters are made

from 1.00% recycled content.
reduced costs to building Bottom: Wood sign backer with
management and energy and engraved Rowmark face. Row-

lifecycle cost savings, mark is a USA - made product
that contains recycled content.

While many green strategies
come with hefty price tag, eco-signage is a cost-
effective greener alternative that can help you arrive
at a silver, gold or even platinum LEED-certification
status.

On the path towards LEED certification?
Consider this ... The raw materials in the signage
may contribute LEED points to your project. Ask
about eco-signage options including:
 Composite hardwood boards made up of wood
shavings or waste
'Aluminum, which is recyclable and rust -proof
'Cast metals - the ultimate in recyclable - which
are made with reclaimed metals and are manufac-
tured in ways that leave very little waste, if any
 New lighting technologies - LEDs - lower energy
usage for the life of the sign.
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WHERE THE WORLD GOES FOR SIGNS
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_PRESIDENT'S INSIGHTS

OUR VALUE STAYS STRONG
As the year-end fast approaches, I know many of us are looking forward to

putting another challenging period behind us, with the hope that better times
are around the corner.

In order to provide our owners, residents and tenants with our best advice,
services and expertise, it's important to continue fine-tuning all the basics

that have been the foundation of our profession for more than 75 years.

At the same time, it's important to recognize the additional responsibilities

we have taken on for owners, residents and tenants, and find ways to expand

our knowledge and skill sets so we can thrive in the constantly changing

world of business and real estate. This issue of JPM' features several articles

that reflect our ever-increasing roles and responsibilities as real estate profes-
sionals.

it's no longer status quo to keep our properties operating efficiently; we

now have tools that allow us to measure performance in great detail and

to improve on that performance, as shared in the article, "Benchmark to

Financial Health:' on page 26. In addition, we simply cannot ignore the inevi-
table impact social media will have on marketing our properties, as well our

employee recruiting practices. The article, "Finders Keepers:' on page 36 pro-
vides a full overview on finding great hires through social media sites.

Interestingly enough, I can share that in my travels this year, I have learned

that although we are more globally connected than ever before, it is still

not one world. Canada has largely avoided the financial trauma felt by the
United States. With a few exceptions, such as Vancouver, the housing market

did not spin out of control. Our members in Asia are working to elevate the
status of the real estate management profession, seeking official recogni-

tion by government for the CPM credentials and the level of expertise held
by our members. Our CPM Members in these regions and others arc truly

pioneers striving to demonstrate the value to private owners and government

agencies of professional management and ethical behavior, and to convince
them it is a service worth paying for.

Yes, the financial downturn is with us for some time; but, by offering our

expertise in so many areas, we can no doubt continue to prove our value to

our clients, current residents and tenants as well as those we add to our port-
folio. It has truly been an honor to serve as your president and to represent

you and IREM throughout the real estate industry and the world. I wish you
the best in the year to come, and encourage you to continue to be a part of
this great organization.

0. Randall Woodbury, CPM
(2010 REM President

0. RANDALL
W000BURY, CPM
(R_W000BURYØ
WOODBURVCORP.

COM), REM 2010
PRESIDENT, IS
CORPORATE

SECRETARY AND
VICE PRESIDENT
IN CHARGE
OF PROPERTY

MANAGEMENT FOR
THE WOODBURY
CORPORATION.

A FAMILY REAL
ESTATE FIRM IN
SALT LAKE CITY.
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INDUSTRY NEWS & NOTES

TOYS "R" US IS POPPING
UP EVERYWHERE
Toy retailer Toys "R" Us intends to operate more than 600 pop-up stores in
malls and sho))ing centers throughout the country during the 2010 Christmas

season, according to a company news release.
The Toys "R" Us Express stores will add 2.4 million square feet of retail space

to the company's 587 full-size stores over the holidays.

The company rolled out its pop-up store concept last year-operating
90 Toys "R" Us Express stores, nationally. Many of the stores have actually

remained open during 2010. The new pop-up stores opened steadily from June

to November.

Toys "R" Us has also opened permanent outlet stores that offer value -ori-
ented products unique to the outlet locations, as well as an edited assortment
of items available in full-size Toys 'R" Us stores, at Gurnee Mills in Gurnee,

Ill.; Philadelphia Premium Outlets in Limerick, Penn.; and Orlando Premium

Outlets in Orlando, Fla.

Go green in
online classroom
The Institute for the Built Environment at Colorado

State University began offering its world-renowned

green building certification program in an online format

in October. The green building certificate program fea

tures sustainable building strategies that target office,

educational, hospitality, health care and residential

environments, including LEED Green Building Rating

Systems, developed by the U.S. Green Building Council

(USGBC). It also offers a program targeting green

residential building strategies. The USGBC accepts the

green residential building program as a means of ful-

filling credential maintenance requirements for LEED

accredited professionals and green associates.

Medical office properties have demonstrated resil-

ience during the economic downturn, and will likely

thrive during the recovery, according to a Marcus and

Millichap Medical Office Research Report for the second

half of 2010. Demand for medical office space will only

grow, as more Americans are able to access health

care as a result of the Patient Protection and Affordable

Care Act passed by Congress, according to the report.

As for the first half of 2010, however, medical office

construction completions decreased to 2.6 million

square feet from 6.7 million square feet in the first half

of 2009. The national vacancy rate remained flat at 11.9

percent during the first half of 2010, although rent rates

dropped 1 percent. Medical office asset sales decreased

28 percent, and the median price fell 11 percent to $167

per square foot during the second half of 2009 and first

half of 2010. These weaker investment conditions were

prior to the passage of the health care act, however,

and activity is likely to pick up now that more clarity

exists around the legislation, according to the report.

For more information, visit www.marcusmillichap.com.
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INDUSTRY NEWS & NOTES I QUOTABLES

THANK YOU HUD
Thanks in part to the fairly recent overhaul of the
Department of Housing and Urban Development's
Section 232 program, which insures mortgage loans to
facilitate the construction and substantial rehabilita-
tion of nursing homes, intermediate care facilities and
assisted -living facilities, development of an assisted living

and Alzheimer's care facility in Missouri City, Texas is
underway.

The Section 232 program was overhauled to expedite
the loan application and approval process. Outer Marker

Properties LLC, has benefited from the process and is
developing Hampton Pointe Manor, a 53,000 square -foot

project slated to contain 77 units, with 54 units dedicated
to assisted living and 23 units allocated to memory care.

The development is partially financed through a $10.35
million HUD 232 loan. Its completion date is projected for

summer 2011.

QUOTABLES
"The test of a vocation is
the love of the drudgery it
involves."
-LOGAN PEARSALL SMITH, AMERICAN ESSAYIST AND CRITIC

"Money is a terrible master
but an excellent servant."
-PT. BARNUM, AMERICAN SHOWMAN

"Make the best use of what is
in your power, and take the
rest as it happens."
-EPCTETUS, GREEK PI-IILDOPHER

"Not everybody goes to movies
to get their life changed."
-SAMUEL L. JACKSON, AMERICAN ACTOR

"It is better to have a
permanent income than to be
fascinating."
-OSCAR WILDE, IRISH WRITER

"A leader is best when people
barely know he exists; when
his work is done, his aim
fulfilled, they will say: we did
it ourselves.
-LAO-TZU. CHINESE PHILOSOPHER

"All generalizations are false,
including this one."
-MARK TWAIN, AERICAN AUTHOR

"Do not do unto others as you
expect they should do unto
you. Their tastes may not be
the same."
--GEORGE BERNARD SHAW, IRISH PLAYWRIGHT

"I always wanted to be
somebody, but now I realize
I should have been more
specific."
-LiLY TOMLIN, AMERICAN ACTRESS, WRITER, COMEDIAN
AND PRODUCER
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THANK YOU HUD
Thanks in part to the fairly recent overhaul of the
Department of Housing and Urban Development's
Section 232 program, which insures mortgage loans to
facilitate the construction and substantial rehabilita-
tion of nursing homes, intermediate care facilities and
assisted -living facilities, development of an assisted living

and Alzheimer's care facility in Missouri City, Texas is
underway.

The Section 232 program was overhauled to expedite
the loan application and approval process. Outer Marker

Properties LLC, has benefited from the process and is
developing Hampton Pointe Manor, a 53,000 square -foot

project slated to contain 77 units, with 54 units dedicated
to assisted living and 23 units allocated to memory care.

The development is partially financed through a $10.35
million HUD 232 loan. Its completion date is projected for

summer 2011.
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INDUSTRY NEWS & NOTES

Big boxes, big issues
The Big Box Dilemma, a white paper from Colliers

International released in August, analyzes the big box

retail market and defines several trends, including:

Strong retailers have been re -leasing several vacated

big -box locations as second -generation space.

 Top -tier big -box locations-those within busy shop-

ping centers or freestanding boxes situated on prime

intersections-are moving quickly because of low

pricing opportunities and rapidly expanding discount

and off -price retail chains.

Total big -box vacancy registered approximately 300

million square feet nationwide at the end of May

2010-accounting for nearly 34 percent of all retail

vacancies.

 Investment sales prices for big -box assets in most

markets are down by 40 percent or more from the

peak real estate values recorded in 2006 and 2007.

 The outlook for second -and third -tier big -box loca-

tions remains cloudy. It will likely take many years to

backfill many of these sites. In some cases, demoli-

tion or the creative adaptation of these properties to

non -retail use remain the best options.

For more information, visit www.colliers.com

State of the art technology and access to a major research

institution is expected to entice tenants to lease space
at the University of Miami Life Science & Technology
Park, currently Linder development. The park will include

five buildings providing up to 1.6 million square feet

of office and lab space. The first building is scheduled
for completion in the suriuner of 2011. It will house a
25,000 square -foot "soft landing pad:' offering interna-
tional or startup technology companies pre-huilt office
and laboratory space. Executives will be able to come in,

simply set down their laptops, connect to the network
and begin working-no build -out required. It will also be

environmentally friendly, in accordance with LEED gold

standards. In June, the university finalized a lease for the
University of Miami Tissue Bank to occupy office and lab

space in Building One.

OPTIMISM GROWING
AMONG BUILDERS

The current and expected demand for rental apartments

improved in the second quarter of 2010, compared to

the first quarter, according to information from the

National Association of Home Builders.

The indexes for Class A, Class B and Class C apart-

ments in September rose to 59.5, 57.6 and 56.6, respec-

tively, increases of more than 15 points when compared

to the first quarter of 2010 and the highest level since

2007, according to an association news release.

An index number greater than 50 indicates that the

number of builders who view conditions as getting

stronger outnumber those who view conditions as

becoming weaker.

The current production index for market -rate apart-

ments, increased from 30.1 percent in quarter 1 to 34.4

in quarter 2, but increased significantly when compared

to the same period a year earlier (16.7)

For more information, visit www.nahb.org.
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ada.gov/regs2OlO/
ADA reqs2OlO.htm
The Department of
Justice approved and
published several changes
as a final rule to Title
Ill of the American with
Disabilities Act. Numerous
revised regulations
are pertinent to the
property management
and commercial real
estate industry. The
site offers more details
on the revisions, giving
managers the opportunity
to determine their level of
compliance.

fast facts

INDUSTRY NEWS & NOTES I SEARCH ME. FAST FACTS

nayrnz. corn

This social networking
site is geared toward
professionals focused on
reputation management
and personal branding.
It features a real-time
reputation monitoring
tool that allows users to
investigate what is being
said about them online
across various sources
like blogs, news sites,
social networks and other
online content.

search me
glassdoor.com bplans corn

Glassdoor is a career This site is a free
community site where resource to help
users can anonymously entrepreneurs plan better
share information about businesses, It offers
thousands of companies' industry -specific sample
corporate cultures, business and marketing
salaries, work -life balance plans for review, as well
and interview processes. as information on how to
All information comes write a business plan and
from current and former business plan outlines.
employees, interview Webinars and videos
candidates, and the about business planning
companies themselves, are also featured on the
The site touts more than a site.

million salaries, company
reviews, interview
questions, office photos
and more.

CHAMELEONS can move their eyes independently. One eye can be looking forward

and one eye backward at the same time.

HONEY is used sometimes for antifreeze mixtures and in the center of golf balls.

On average, each American consumes approximately 260 POUNDS of meat in a year.

WILD TURKEYS can run at speeds of up to 25 miles per hour.

" DUELING is legal in Paraguay as long as both parties are registered blood donors.
4

Every continent has a city called ROME.

In Belgium, there is a museum just for STRAWBERRIES.

Mount Washington, N.H., holds the record for the highest recorded WIND

speed on April 12, 1934, when it reached 231 mph.

PEARLS melt in vinegar.
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HIGHERGROUND

WALKING THE FINE LINE Distinguishing between
tokens of appreciation and bribes

MARJEAN
POUNTAIN, CPM,
(MARJEANPØ
TDS.NET), IS

PRESIDENT OF
CONSULTING
COMPANY.

POUNTAIN

PARTNERS LLC.,
BASED IN WISC.

AS REAL ESTATE MANAGERS WE ARE
REQUIRED TO MAKE MANY DECISIONS.

CONTRACTING FOR SERVICES AND
PRODUCTS INVOLVES OBTAINING BIDS
FROM VARIOUS VENDORS IN ORDER TO

DO WHAT IS BEST for our properties, their
owners and tenants. Competition between ven-

dors is a healthy part of business and encour-
ages service providers to assure we are receiving

the best price.

Service providers may give a token of appre-

ciation to their customers from time to time
beyond a spoken "thank you," especially at holi-

days or other special times. We must be careful,

however, that any such gifts we accept are truly
"tokens" of appreciation and not bribes for our

choice of vendor.

A "gift" is generally defined as "any transfer

of personal or real property made voluntarily
and without consideration." This means that
the "gift" is not a payment, nor is it offered in
exchange for any expectation of further action
or future benefit to the giver.

Many companies have "Gift Policies and
Procedures" in their human resources manuals.

Those policies may vary widely; some compa-

nies simply state that no gifts may be accepted

from vendors or service providers at any time,
while others may put a limit on the acceptable

value. Most company policies that allow the
acceptance of gifts carry the provision that the

recipient must immediately disclose this to their

supervisor or the human resources department;

the decision of whether to accept the gift may
rest with the higher authority.

While saying "no" to a gift from a vendor is
fairly easy, it may be regarded as an insult if we

reject something given in good faith by a tenant

or client, Use of good judgment and erring on
the side of caution is always appropriate.

Disclosure, as well as a clear understanding
with the giver that there are no "strings attached"

to the gift, must be a factor. Sharing with fellow
employees, or pooling gifts and drawing names

are other viable options. Asking the giver to
donate the value of a gift to a preferred charity

may be a polite alternative to outright refusal of
a gift.

As IREM Members, we adhere to a code of
ethics that requires us to remain impartial to
undue influence from others in taking care of
the real estate entrusted to us. We must walk
the fine line of propriety despite sometimes con-

flicting interests of not only the vendors wishing

to provide services to us, but the tenants and
our clients who pay us for our services.

Fresh -baked cookies from a long-time tenant

are a welcome treat, and holiday cards or token
acknowledgments will always make us smile.
Proper professional decorum befitting the stan-

dards of ethics we have pledged to will enable
us to maintain respect, and thereby can serve as

the best gift we can give to ourselves.

WWW.IREM.ORG/ETHICS.
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We've been helping customers be
successful for over 25 years now.

"I've made the switch to Rent Manager, and I
wish I would have done it sooner. It does everything
need it to do, and they keep making it better

every month."

Steve Smith
Regional v.p. of the Apartment Association of Louisiana
Realty Management services
www.realtymgmt.net

Rent Manager has been serving the property management
industry for over 25 years with over 15,000 users around

the world.

Rent Manager
a

'-I

Available as both a stand alone product
or web -based.

Visit us at www.rentmanager.com or
call us directly at 800-669-0871 for a free demo.

LondonComputerSytcnis
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MARKETING SOLUTIONS________________________

STEP IT UP! Review leasing plans to reposition vacancies

SHANNON ALTER.
CPM. (SHANNONØ
ALTERCONSULTING

GROUP.COM) IS

A REAL ESTATE

CONSULTANT

WITH ALTER

CONSULTING GROUP

(ALTERCONSULTING

GROUP.COM)

IN SANTA ANA,
CALIF. SHE IS THE
AUTHOR OF THE
IREM KEY REPORT

STRATEGIES FOR

WORKING WITH

SMALL TENANTS
AND SAYIT
WITH SUCCESS:

FOOLPROOF WAYS

TO IMPROVE YOUR

PRESENTATION

SKILLS.

PURCHASE A
COPY OF THE
IREM KEY REPORT.

STRATEGIES FOR
WORKING WITH

SMALL TENANTS AT
WWW.IREMBOOKS.
ORG.

IT'S BEEN A CRAZY MONDAY. BUDGET
DEADLINES LOOM, A MOUNTAIN OF
REPORTS AWAITS YOUR ATTENTION,
AND YOUR OWNER HAS JUST E -MAILED

YOU TO REQUEST AN URGENT MEETING

THIS AFTERNOON. It's all you can do just to

stay afloat. On top of that, you just can't seem
to get your building's leasing efforts cranked
up. Your property has a high vacancy level, and

interest from potential tenants is dismal, despite

all your leasing efforts. What can you do?

You can step up your game. Perhaps you've
been thinking about re-evaluating your leasing

plan, but just haven't gotten around to it. Before

you protest that you've done absolutely every-
here are three ways to get started:

First, don't wait: Clients usually come to me
for marketing help precisely because they have
waited too long to assess the impact their vacan-

cies have on their long-term leasing efforts,
Now is the perfect time to determine how repo -

the trick. Witness this example of how the man-

ager for a 260,000 square foot, Class A building

in Orange County, Calif., turned a 65 percent
vacancy factor around.

Steve Core, CPM, Chief Operating Officer
of River Rock Real Estate Group, Inc., AMOS

in Orange County, Calif., explains: "Our build-

ing had dark, closed -in, small spaces with 10 -

year -old finishes, no corridors and no flow.
The owner was open-minded and focused on
how best to lease and market the vacancies to
attract tenants. We removed the offices around

the building exterior, replaced all of the floor-
ing, and upgraded both the lighting and color
scheme, virtually creating a brand new space.
As a result, we were to lease 85,000 square

feet to one user who had been shopping the
marketplace. Having a strategy for our vacancies

definitely made the difference:'

If your owner isn't quite ready to bring out
the checkbook, it's still important to make

sitioning your vacancies can put your property sure your vacancies don't take a back seat.
in first place. View your property through a prospective ten-

Second, take a step back: Take the time to
re-evaluate the overall strategy in place for your

vacancies. How is your property perceived in its

marketplace? Does it get the attention it should

from brokers and prospective tenants? A clear
strategy and a bit of creativity go a long way,
depending on your owner's goals, of course. Do
your homework.

Third, market it!: The way in which a landlord

handles vacancies can reinforce a property's
positive image in the marketplace, and some-
times a little originality and imagination can do

ant's eyes-check your curb appeal! Are spaces
sparkling clean and show -ready, or are there
obvious unpatched holes, stained ceiling tiles
and unsightly restrooms? If you want to conceal

vacancies in a retail center, for example, decide
first whether you want to leave windows unclut-

tered, or whether blackening them out is the
more appealing option. Remember, first impres-

sions really do count!

When it comes to marketing your vacancies,
having a plan counts. Don't lose the opportunity

for marketing magic: step up to the plate.
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Trust your assets to a tool that has been providing precise statistical data
for over a half -century. The most comprehensive income and expense data
available in the industry - compare your property to industry benchmarks
so you can identify where your property is underperforming or demonstrate
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GREEN SCENE

GREEN IS THE NEW BLACK Sustainability efforts
reduce costs, helping retailers stay afloat

I
JOHN KLEIN
(JKLEIN8JDMGMT
COM) IS THE
PRINCIPAL OF JDM
ASSOCIATES. HE
CO-AUTHORED THE
IREM KEY REPORT,

A PRACTICAL
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REAL ESTATE
MANAGEMENT
WITH JDMS
ALISON DRUCKER
AND KIRK VIZZIER.
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A PRACTICAL
GUIDE TO GREEN
REAL ESTATE

MANAGEMENT AT
WWW.IREMBOOKS.
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RECENT YEARS HAVE BEEN HARD ON
RETAIL. THE FINANCIAL CRISIS HAS
MADE CONSUMERS WARY OF SPEND-
ING, REDUCING RETAIL REVENUES
WORLDWIDE. With retailers struggling for
survival, retail property managers and owners
are also facing a period of interrupted cash
flows. As the property manager, anything you
can do to preserve tenants' fiscal health will
improve the finances of tenants and owners.

Retail property managers cannot control ten-

ant spaces, but they should minimize common

area maintenance (CAM) charges as much as
possible. Lowering CAM charges not only helps

tenants stay profitable, it also makes the prop-
erty more marketable and valuable.

Even in strip centers and grocery -anchored
plazas, property management teams have
opportunities to reduce costs. Lighting should
be updated to high -efficiency fluorescents,
induction lighting or LEDs. All lighting should

be controlled with photosensors or timers and
should be zoned to keep unused parking lot
areas unlit at night (refer to the July/August
Green Scene column on parking lot lighting).

Consider centralizing rooftop A/C unit main-

tenance, rather than allowing tenants to handle
it individually. An average center may have
five to ten different vendors performing main-

tenance. Using a single vendor allows you to
ensure your equipment receives regular preven-

tive maintenance, maximizing operating effi-
ciency and lifespan. It leverages economies of

scale, reduces wear and tear on your roof, and
ensures that a single party is responsible if any
damage occurs. Assess the efficiency of HVAC

units and upgrade them as necessary.

With any roof repairs or replacements, install

white or cool roofs, reducing cooling load in the

building. Additionally, the large roof area may
make your strip center or mall a potential loca-

tion for a solar installation. If you are in a sunny

region, review the economics of installing solar

panels, including available rebates or incentives

from the utility or state and local governments.
Malls and mixed -use properties have addi-

tional opportunities to save in terms of HVAC,
lighting and water consumption. With HVAC
systems, adjust set points so spaces are not
overcooled in summer or too warm in winter,
and optimize HVAC runtimes for common
areas. Control indoor lighting more efficiently

areas, lights

are often left on unnecessarily. Replace all
incandescents with CFLs or LEDs and upgrade

older fluorescent lights to improve efficiency.

Installing low -flow aerators on sinks and retro-

fitting toilet and urinal flush mechanisms will
enable all to use less water.

Retail spaces often have inequities in CAM
charge allocations. A small restaurant may use
50 percent of the water but only pay 10 percent

of the water bill due to a square -footage -based

allocation, Submeter high -volume water users or

modify leases to allocate costs more equitably.

With narrow profit margins, every dollar you
can save your tenants in CAM charges may be
equivalent to dozens of dollars in sales. These
tips will help enhance your tenants' bottom
line and may help boost your occupancy. In
the longer term, this may allow you to charge
higher base rent. Ultimately, helping your ten-
ants reduce costs will hell) keep everyone in the

black-and that never goes out of style.

www.irem.org/jpm 14 nov.dec 2010

GREEN SCENE

GREEN IS THE NEW BLACK Sustainability efforts
reduce costs, helping retailers stay afloat

I
JOHN KLEIN
(JKLEIN8JDMGMT
COM) IS THE
PRINCIPAL OF JDM
ASSOCIATES. HE
CO-AUTHORED THE
IREM KEY REPORT,

A PRACTICAL
GUIDE TO GREEN

REAL ESTATE
MANAGEMENT
WITH JDMS
ALISON DRUCKER
AND KIRK VIZZIER.

PURCHASE A
COPY OF THE
REM KEY REPORT

A PRACTICAL
GUIDE TO GREEN
REAL ESTATE

MANAGEMENT AT
WWW.IREMBOOKS.

ORG.

RECENT YEARS HAVE BEEN HARD ON
RETAIL. THE FINANCIAL CRISIS HAS
MADE CONSUMERS WARY OF SPEND-
ING, REDUCING RETAIL REVENUES
WORLDWIDE. With retailers struggling for
survival, retail property managers and owners
are also facing a period of interrupted cash
flows. As the property manager, anything you
can do to preserve tenants' fiscal health will
improve the finances of tenants and owners.

Retail property managers cannot control ten-

ant spaces, but they should minimize common

area maintenance (CAM) charges as much as
possible. Lowering CAM charges not only helps

tenants stay profitable, it also makes the prop-
erty more marketable and valuable.

Even in strip centers and grocery -anchored
plazas, property management teams have
opportunities to reduce costs. Lighting should
be updated to high -efficiency fluorescents,
induction lighting or LEDs. All lighting should

be controlled with photosensors or timers and
should be zoned to keep unused parking lot
areas unlit at night (refer to the July/August
Green Scene column on parking lot lighting).

Consider centralizing rooftop A/C unit main-
tenance, rather than allowing tenants to handle
it individually. An average center may have
five to ten different vendors performing main-

tenance. Using a single vendor allows you to
ensure your equipment receives regular preven-

tive maintenance, maximizing operating effi-
ciency and lifespan. It leverages economies of

scale, reduces wear and tear on your roof, and
ensures that a single party is responsible if any
damage occurs. Assess the efficiency of HVAC

units and upgrade them as necessary.

With any roof repairs or replacements, install

white or cool roofs, reducing cooling load in the

building. Additionally, the large roof area may
make your strip center or mall a potential loca-

tion for a solar installation. If you are in a sunny

region, review the economics of installing solar

panels, including available rebates or incentives

from the utility or state and local governments.
Malls and mixed -use properties have addi-

tional opportunities to save in terms of HVAC,
lighting and water consumption. With HVAC
systems, adjust set points so spaces are not
overcooled in summer or too warm in winter,
and optimize HVAC runtimes for common
areas. Control indoor lighting more efficiently

areas, lights

are often left on unnecessarily. Replace all

incandescents with CFLs or LEDs and upgrade

older fluorescent lights to improve efficiency.

Installing low -flow aerators on sinks and retro-

fitting toilet and urinal flush mechanisms will
enable all to use less water.

Retail spaces often have inequities in CAM
charge allocations. A small restaurant may use
50 percent of the water but only pay 10 percent

of the water bill due to a square -footage -based

allocation, Submeter high -volume water users or

modify leases to allocate costs more equitably.

With narrow profit margins, every dollar you
can save your tenants in CAM charges may be
equivalent to dozens of dollars in sales. These
tips will help enhance your tenants' bottom
line and may help boost your occupancy. In
the longer term, this may allow you to charge
higher base rent. Ultimately, helping your ten-

ants reduce costs will hell) keep everyone in the

black-and that never goes out of style.

www.irem.org/jpm 14 nov.dec 2010



:isi.

'Iii

2010 EditiOn

profite And ComPen5atbo Study

4

!M I(pi Rpnnrt
Managing Your

Maintenance Programs
A Guide to bnple,neuting

Cost- Effective Plans for Properties

Bind J.Aslrley. IVM John N. Gallagher, CPt1 Mary Jayne Howard.'

Richard F. Mohlehach, [PM : ee A. Whitman, [PM

I-.'
IREM Institute of Real Estate Management

[ARCH STUDY

VALUING
A PROPERTY

MANAGEMENT COMPANY

3T1 iTiT.1 411I!

:isi.

'Iii

2010 EditiOn

profite And ComPen5atbo Study

4

!M I(pi Rpnnrt
Managing Your

Maintenance Programs
A Guide to bnple,neuting

Cost- Effective Plans for Properties

Bind J.Aslrley. IVM John N. Gallagher, CPt1 Mary Jayne Howard.'

Richard F. Mohlehach, [PM : ee A. Whitman, [PM

I-.'
IREM Institute of Real Estate Management

[ARCH STUDY

VALUING
A PROPERTY

MANAGEMENT COMPANY

3T1 iTiT.1 411I!



GOOD TO GREAT

FANTASTIC FOUR
quartet of proven principles

NATALIE 0.
BRECHER, CPM®

(NBRECHER
BRECHER
ASSOCIATES.COM)

IS A MANAGEMENT -
MENTOR', A
SEASONED
AUTHORITY
WHO HELPS
FIRMS IMPROVE

WORKPLACE

PERFORMANCE
AND MANAGERS
OF EVERY LEVEL
BECOME MORE
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PUBLICATION

SUCCESS
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CAREERS AT WWW.

IREMBOOKS.ORG.

Ii

Ignite employee motivation with a

YOU WANT TO IMPROVE EMPLOYEE
MOTIVATION, BUT THE QUESTION IS,
"HOW?" Motivation is complex; don't look
for a simple solution. It's a never-ending daily
i,rocess that takes time, thought and attention to

detail. Ultimately, to achieve a motivated work-

force, a company must facilitate an environment

where employees are able to thrive, as well as
generate the desire to thrive.

Creating this type of environment hinges on
thousands of organizational aspects, including
processes and people. This may seem daunt-
ing, but using the following four principles as
the foundation of your plan can help to ensure
success.

1. Desired Results Drive Motivational Plans

My clients always ask me one question: "How
can we motivate our employees?" I respond by

asking, "What do you want them motivated to
do? To complete more work, work differently,
work faster, or maybe take on work without ask-

ing?" We work together to specifically define the

desired results before determining motivational

tactics, If this step is ignored, you may launch
a program that leaves you dissatisfied and con-

fuses or frustrates your people.

2. Not All Rewards are Created Equal

Managers usually look first for treats to entice
good behavior and enhance job satisfaction.
Books like 1001 Ways to Reward Employees
have good ideas, but they aren't always ideal for

every organization. For example, benefits like
medical coverage and retirement programs are
good incentives, but costly.

A no- or low-cost benefit is job ownership-
allowing employees to determine their physical

environment (from decor to music), and most
importantly, deciding the what, when and how

of their work.

Design methods to increase employee appre-

ciation of the rewards. Sometimes it's how you

deliver rewards that kicks motivation into high

gear. For one client, a slight change we imple-
mented in the delivery of bonuses improved
morale. As a result, people worked harder to
produce results, at no additional cost.
3. Don't Underestimate the Impact of

Poor Policies

Poor supervision or burdensome policies

impede performance niore than most rewards

support it. Be more concerned about what
you're doing to hurt employees than what you're

doing to motivate them. It's best to conduct a
thorough root -cause analysis, which will aid in

improving performance as well as motivation.
At a minimum, ask what factors may be hurting

motivation, and thus, performance.

4. Take It Personally

Motivation is individualistic and changes over
time. Therefore, personalization is mandatory.
Regularly meet with employees individually and

discuss what motivates them. Ask what type of
work interests them. What rewards make them
feel appreciated? Ask what restricts their good
performance. What de -motivates them? Is a

certain type of work or method of supervision
hindering their Performance? Do any policies or

procedures make work more difficult? How can

you support them?

By following these four principles, you can
build a strong foundation that will help shore
up workplace results and reduce employee
turnover.

www.irem.org/jpm 16 nov.dec 2010
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ASSET WATCH

TO SELL, OR NOT TO SELL Property managers play
critical role in advising owners

DANIEL ROWE,

CPA, (QROWEØ

DDFCPAS.COM) IS

A TAX MANAGER

AT DEEMER DANA
& FROEHLE, LLP,
WHERE HE SPE-
CIALIZES IN REAL
ESTATE PARTNER-

SHIP TAXATION.

WITH MANY PROPERTY OWNERS IN
POSSESSION OF UPSIDE-DOWN PROP-

ERTIES OR STRUGGLING WITH CASH -
FLOW PROBLEMS DUE TO TENANTS
UNABLE TO PAY CONSISTENTLY, YOU
MAY BE FACED WITH A CLIENT (OWNER)

WHO IS CONSIDERING SELLING ONE OR

MORE PROPERTIES. While the decision to

sell is ultimately up to the owner, you can help

by pointing out that when and how he sells can

be Just as important as whether he sells or not.

Short Sale/Cancellation of Debt

A client owning an upside-down property may

find relief through a short -sale agreement with

debt

loan restructuring can help the owner shed a

troubling debt, it could create a surprise tax
liability. The amount of debt forgiven or dis-

charged by a lender is generally included in

the borrower's taxable income in the year in
which it is forgiven. This could leave an already

strapped owner owing a significant amount in

tax, without the cash to pay it.

Like -kind Exchange

When disposing of property at a gain, owners

often use the "like -kind exchange" provision of

Internal Revenue Code §1031 to defer recogni-

tion of the gain, thereby deferring the related

tax. Under §1031, when real estate used in a
trade or business, or held for investment, is sold

or exchanged for another piece of real estate to

be used in a trade or business or held for invest-

ment, gain or loss will not be recognized on
the transaction. The gain or loss ends up being

deferred as part of the new property's basis.

After December 31, 2010, however, tax rates

are scheduled to increase. Ordinary income will

be taxed at a top rate of 39.6 percent, up from 35

percent. The maximum tax rate for capital gains

will increase from 15 to 20 percent. Because of

these rate increases, an owner selling property

at a gain in 2010 may prefer to recognize the

income now, while the rates are lower. Like -

kind exchange treatment not only defers the
gain to periods of higher tax rates, but it may

also reduce future depreciation deductions at

those higher rates.

defer taxable income. In this case, the seller

recognizes taxable gains as installments are

received over a period of months or years.
With the expectation of future income being
taxed at a higher rate, the seller may consider

electing out of the installment metho4 for tax

purposes. The structure of the deal can remain

as intended, but the entire gain is recognized in

the year of the sale rather than over the length

of the installment agreement or seller -financed

note.

As property managers, you can play a crucial

role in alerting owners about potentially nega-

tive consequences if and when they decide to

sell a property. Having a good understanding

and awareness of potential tax affects and advis-

ing owners to also seek tax advice will enable

them to make well-informed decisions.

www.irem.org/jpm 18 nov.dec 2010
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Analyze the Value of Going Green!

Premieres Jan. 24, 2011, in Chicago!

Introduction to Green Buildings: Principles & Concepts
Focus on the evolution of green buildings as well as the principles, practices and
components that distinguish sustainable from traditional buildings. 0.
Premieres Jan. 25, 2011, in Chicago! ___I -
Case Studies in Appraising Green Residential Buildings ____
Examine real case studies of high performance home valuation and develop

______
problem -solving skills in green building technology that you can apply on-the-job.

Register Now: www.appraisalinstitute.org/newprograms
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IN SESSION

Americans with Disabilities Act

In July, the Department of Justice approved and published

several changes as a final rule to Title III of the American

are

pertinent to the property management and commercial
real estate industry, such as:

Adoption of the 2010 ADA Standards for Accessible
Design: The department has adopted revised design stan-
dards in harmony with the federal standards implement-

ing the Architectural Barriers Act, as well as with private
sector codes most states have adopted.

Effective Date: These revised regulations will become
effective six months after publication in the Federal
register (December 26, 2010). Compliance with the new
2010 Standards will be required within eighteen months

of publication (December 26, 2011) for new construction,

alterations and barrier removal.

Element by Element Safe Harbor: 1991 covered facilities

standards are not required to comply with 2010 standards

until the project is subject to a planned alteration.

Service Animals: The recent rule defines "service animal"

as a dog that has been trained to do work or perform tasks

for the benefit of an individual (including dogs that assist

with emotional support) with a disability. The rule states

that other animals, wild or domestic, do not qualify as
service animals. Dogs not trained to perform tasks that
mitigate the effects of a disability (including emotional
support) are not service animals. The rule allows the
use of properly trained miniature horses as alternatives
to dogs, with some limitations. A miniature horse is not

included in the definition of a "service animal."

Wheelchairs and Other Mobility Devices: A two -tiered

approach was taken regarding wheelchairs and other
"power -driven mobility devices" in the final rule. Other

powered mobility devices include a variety of devices,
such as the Segway, not designed specifically for people

with disabilities. Wheelchairs and other similar devices
must be permitted in all areas open to pedestrian use.
Other "power driven mobility devices" must be permitted

unless the covered entity can demonstrate that such use
alter its services or activities, create a

direct threat or create a safety hazard.

Timeshares, Condominium Hotels and Other Lodging:

The rule requires timeshare and condominium properties

operating like hotels be subject to Title III and lists facility

requirements-if not an inn, motel or hotel-to qualify
as a place of lodging. The rule limits obligations for units

that are not owned or substantially controlled by the
public accommodation that operates the place of lodging.
Such units are not subject to reservation requirements
pertaining to the "holding back" of accessible units. These

units are also not subject to barrier removal and altera-
tions requirements if the physical features of the guest
room interiors are governed by their individual owners
rather than by a third -party operator.

Egress and Access to Properties: The 1991 Standards

require the same number of accessible means of egress to
be provided as the number of exits required by applicable

building and fire codes. The International Building Code

(IBC) requires at least one means of egress and at least
two accessible means of egress where more than one
means of egress is required by other sections of the build-
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ing code. The changes in the 2010 Standards are expected

to have minimal impact since the model fire and life safety

codes contain the very similar requirements regarding the

number of accessible means of egress.

The 2010 Standards include the requirements established

by the IBC. The IBC requires a building with four or more

stories to have an evacuation elevator with standby power
accessible to people with disabilities in an emergency. Exit

stairways and evacuation elevators must be available as
an accessible means of egress in conjunction with areas of

refuge or horizontal exits. This change wilt have minimal

impact due to fire and safety codes, already adopted in
most states, containing similar requirements.

Parking Spaces: The 2010 Standards require accessible
parking spaces to have signs displaying the international

symbol of accessibility. Section 215.6, exceptions 1 and 2,

of the 2010 Standards exempt certain accessible parking

spaces from this signage requirement. One exemption
is sites having four or fewer parking spaces. The other
exemption is residential facilities where parking spaces
are assigned to specific dwelling units.

Handrails: The 1991 Standards at sections 4.8.5, 4.9.4, and

4.26, and the 2010 Standards, at section 505 contain tech-

nical requirements for handrails. The 2010 Standards add

a new technical requirement at section 406.3 for handraits

along walking surfaces and also give more flexibility than in

1991. Information on individual gripping surfaces, dimen-

sions and diameters are located in sections 4.1.6(3), 4.26.4,

4.8.5, and 4.9.4 of the 1991 Standards and sections 505.3,

505.6, 505.7, 505.8, and 505.10 of the 2010 Standards.

For additional information, please visit www.ada.gov.

Lead -Based Paint in Commercial Properties
In July, IREM partnered with various associations in the commercial real estate and property management industry

and formed a coalition in response to the Advance Notice of Proposed Rulemaking issued by the U.S. Environmental

Protection Agency (EPA) concerning the Renovation, Repair and Painting Program (RRP) for Commercial and Public

Buildings (lead -based paint). The coalition submitted comments to the EPA with respect to RRP activities. The let-

ter hit on multiple issues, including:

 EPA must consider the scope of its authority before proceeding with any regulations. The Toxic Substances Control

Act limits the agency's authority to promulgate regulations that govern RRP activities in commercial and public
buildings.

 EPA must complete a congressionally mandated study of RRP activities in commercial and public buildings, and

report the extent to which they create lead -based paint hazards before it can proceed with any regulations.

 EPA must consider a variety of factors in any rulemaking efforts related to RRP activities in commercial and public

buildings. For example, the agency should take into account that RRP activities in commercial and public buildings

may present very different patterns of exposure to lead -based paint hazards than the RRP activities in residential

settings.

 EPA should consider the very limited use of lead -based
paint in commercial buildings since 1978. EPA must also

consider the potential impacts that the imposition of regu-

latory requirements may have on other national priorities

such as increasing energy efficiency.

REM legislative staff will continue to monitor this issue and

report back to members if necessary.
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FAMOUS PROPERTIES

MAKING HISTORY The Atlanta Flatiron Building's historic
and architectural charms have helped define the city's urban center
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STANDING IN THE HEART OF DOWN-
TOWN ATLANTA, THE 11 -STORY ATLANTA

FLATIRON BUILDING HAS BEEN AN
ANCHOR IN THE CITY'S URBAN COR-
RIDOR FOR OVER A CENTURY.

Built in 1897, it was originally called the
English -American Building. It was constructed

five years before New York City's famed Flatiron

Building, but because of the eventual popular-
ity of its Manhattan counterpart, the owners
renamed it the Atlanta Flatiron Building in 1916.

Designed by Bradford Gilbert, this triangular -

shaped structure was one of the first examples
of steel -frame construction, which made it pos-

sible to build on narrow lots while still providing

free space on the first floor of a building.

This new technology led to the creation of
some of the country's first high-rise buildings.

In the early twentieth century, flatiron buildings

were particularly popular in cities like Atlanta,

Chicago and New York that developed on a grid

pattern.

Inevitably, these grid patterns contained trian-

gular -shaped pieces of property. Thus, builders

decided erecting triangular -shaped high-rises
was the best way to use such spaces, said George

i-leery, founding partner of Heery Brothers,
a part of Sotheby's International Realty. The
Atlanta Flatiron Building was the city's second
skyscraper, and it remains the city's oldest exist-

ing steel -framed high-rise.

The building's innovative design and valuable

location in the city's urban corridor, made a
strong architectural impact. Its presence influ-
enced several other high -profile properties,
including three historic flatiron buildings: the
Carnegie Building, the Candler Building and
the Hurt Building. It also made a strong impact

on potential tenants. When the building first

opened its doors, it attracted insurance compa-
nies and financial institutions.

"It was the first building of its day that was
located very close to the core municipal func-

tions of Atlanta at a time when the city had
a very vibrant street -car culture:' Heery said.
"This building was at the main vein of Atlanta's

urban core:'

With only 35,000 square feet of usable space,

the entire building could fit onto a single floor
of many of today's modern high-rise build-
ings, said Jim Cumming, the building's owner.

However, its style and design more than com-
pensate for its size.

A lot of the modern buildings today only
have windows on one or two sides, and they are

almost faceless buildings:' Cumming said. "But

with flatiron buildings, all sides are exposed.
This building has curved corners and bay win-

dows, so there is a lot of natural light inside the

building. More than that, though, this building
has a romantic personality and is very iconic:'

Its iconic status, however, is not all that has
kept the building bustling for more than 100
years. It has continued to evolve in order to stay

relevant in today's modern urban environment.

Since its inception, it has served as a commer-

cial office building with tenants ranging from
corporations and professional associations to
physicians and attorneys.

Cumming purchased the building in 1977
from the FDIC, which had taken over the prop-

erty from a local bank that went out of business.

When Cumming stepped in, he converted the
entire building into the Georgia Justice Center,

which housed a number of legal entities includ-

ing the State Bar of Georgia, administrative
offices of the courts, trial lawyers and various

legal firms,
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After about 10 or 15 years, the State Bar of
Georgia needed more space than the building
could offer. Eventually, the tenant mix evolved

into a more traditional office building, attract-
ing architects, engineers, designers and the
like. According to Cumming, tenants are proud
of the building and often utilize it as part of
their corporate reputation, even incorporating
images of the building into logos.

"An older, established and iconic building says

a lot about a company; there is instant recogni-
tion:' Cumming said. "That is what attracted me

to the building, and that is what has attracted
many tenants to the building since:'

When Cumming purchased the building, one
of the biggest changes he made was to add a
retail component to the first floor. Retailers
today include restaurants, coffee and sun-
dry shops that cater to the office tenants and
Georgia State University students who attend
classes in buildings nearby.

"It is important to add retail into any com-
mercial building so the building can become
a part of the neighborhood:' Cumming said.
"Retail adds a dimension of life to the building,

and it then becomes more than just a private
office building:'

The Atlanta Flatiron Building has come to
symbolize sustainability and historic preserva-

tion at its finest, with both governmental and
private institutions playing a role in its historic
preservation and oversight. It was added to the

National Register of Historic Places in 1991.

The biggest single renovation project under
Cumming's leadership was replacing the build-

ing's 600 -plus windows in 1995. The former win-

dows were more than 100 years old. Cumming

brought in new energy -efficient windows that
maintained the look of the originals. The new
windows significantly helped improve operating

expenses and the building's overall efficiency.

Today, Cumming is moving on from the
building he has labored over for the last 33
years. Cumming and Historic Urban Equities
are selling this historic landmark, creating a

new opportunity for investors to redefine and
redevelop the building.

"There are not a lot of buildings like this left

anymore:' Cumming said. "But it has a presence

and it fits really well into the Atlanta skyline and

into the city. There is a very warm feeling being

associated with one of the city's favorite and
oldest buildings:' .

INTERIOR AND
EXTERIOR SHOTS
SHOW OFF
THE FLATIRON
BUILDINGS
UNIQUE CHARM
AND QUALITY.
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WHILE THE SOUTH KOREA REAL
ESTATE MARKET, PARTICULARLY IN
SEOUL, HAS BEEN FAIRLY RESILIENT
DURING THE GLOBAL ECONOMIC CRI-
SIS, CONCERNS OVER A DECREAS-
ING AND AGING POPULATION SEEM
TO BE TRIGGERING A SLIDE IN REAL
ESTATE VALUES ACROSS THE BOARD,
EXPERTS SAID.

Edward Yusuk Kim, CPM, and chief execu-

tive officer of REMS Asset Management Co.,
in Seoul, said residential property sales have
plummeted by 28.9 percent over the last four
years. In August, the Korean government began

offering a tax waiver and less strict lending
requirements to boost residential property sales

but the market demand is still not moving.
"EThel majority of people have lost their faith

in real estate investment these days, especially
in residential property:' he said. "They have
concerns about the fact that the total popula-
tion in Korea is decreasing and also aging, and
expect that residential property will not be the

safe place to invest anymore:'

South Korea has the fifth lowest fertility rate in

the world, according to the Central Intelligence
Agency's World Factbook. The low birthrate
means a smaller labor force, eventually requir-

ing less housing, less office space and fewer
consumers.

Yong -Nam Kim, CPM, and president and
CEO of Global PMC Inc., said the country
is expecting a population decrease by 2015,

accompanied by widespread vacancies-beyond

just the residential market.

"Retail is influenced by population growth,'
he said. "We will see severe vacancy rates (once

the population rate starts to decline):'

The retail market will also likely be impacted

by increasing consumer debt in Seoul, according

to a Cushman and Wakefield Marketbeat report

for the first quarter of 2010. The household
debt -to -income ratio is about 14 percent, and

consumers are trying to reign in their spend-
ing.

Consumer spending on dining out decreased

in each quarter of 2009, although spending
on clothing and footwear grew by 9.8 percent,
according to the report. More recent numbers
were not available.

Still, global retailers are breaking into the
Seoul market, competing for Korean consum-
ers. The report indicated Uniqlo, Zara and
H&M have all targeted the premier retail dis-
trict Myeongdong and are experiencing success.

In fact, it's difficult for new retailers to enter the

area because the high sales make it exclusive.

Prime retail rents in the first quarter of 2010
stood at $543 (U.S.) per square foot.

The office market in Seoul has faired decently,

despite the economic downturn. Construction
of office buildings expanded in 2009 and 2010,

with 24 prime and Grade A projects in Seoul's
three main business districts expected to be
completed in 2014, according to Jones Lang
LaSalle's Asia Pac4flc Property Digest for the

WWW.IREMFIRSTORG.
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second quarter of 2010.

The report attributed the resiliency of office construc-
tion in Seoul to continuity of financing in Korea and the

"solid position" of Korean companies' engineering and
construction divisions.

Construction in Seoul has not been immune to finan-
cial woes, though. Samsung C&T Corp., the engineering

and construction division of South Korea's largest busi-

ness group, Samsung Group, is disengaging from a multi-

billion dollar development in Seoul called Dream Hub.

It was supposed to be a major partner in developing the

project, which is expected to house a 150 -story skyscrap-

er, hotels, department stores, and office and residential

high-rises.
Of the 24 projects slated for completion in 2014, eight

developments will contain more than 1 million square
feet of office space in Seoul's central business district and

Yoido, another prime business district, according to the

report.
Size aside, these buildings' significance will be their

quality in terms of being green buildings; having
advanced HVAC systems; more generous floor -to -ceiling

heights; and more parking and elevators in proportion
to office space. At least two of the projects, Parc 1 and
International Finance Centre will be mixed -use develop-

ments with international hotels and "western -style" shop-

ping centers.

The report maintained such characteristics will force
the Seoul office market to evolve, and elevate the stan-
dards for office space. Most of the buildings in the central

business district have not been upgraded in more than
ten years. To keep up with the competition and combat
vacancies, owners and managers will likely have to update

their spaces, the report said.

To further keep up with competition, managers of both

office and retail space in Seoul are also becoming more
tenant -oriented, which was not necessary in the past, said

Edward Yusuk Kim.

Some of the concessions and tactics they are using
include: longer lease periods for solid tenants; free rent
periods, such as three months; increased rental deposits
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common in other markets, they are new to the Korean
marketplace. Tenants formerly paid for their own improve-

ments. He thinks such concessions will remain for the
foreseeable future, though, now that tenants are aware of
the market trend. Real estate managers are going to have
to do what it takes to keep prime space leased.

"We can choose our tenants in good times, but nowa-

days we cannot. To keep tenants in a good property we
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BENCHMARKING IS THE PROCESS OF TAKING AN
HONEST ASSESSMENT OF YOUR BUILDINGS' STATUSES.
IT PROVIDES MANAGERS WITH GREATER AWARENESS OF WHAT IS
OCCURRING WITHIN A SYSTEM, AND IT ALLOWS THEM TO UNDERSTAND
PERFORMANCE BETTER. AT THE MOST GENERAL LEVEL, BENCHMARKING IS
ABOUT PAYING ATTENTION.

It requires first determining a trait
you want to understand, and then
identifying a metric that provides
insight about that trait. For example,
a medical doctor might want to verify

his patient is not at risk for a heart
attack. I-fe would measure metrics
like blood pressure and cholesterol
levels and ask about family histories,

stress levels and other non -quantifi-

able factors.

In the real estate industry, bench -
marking is used to measure a build-
ing's financial health. Property
managers regularly track occupancy

rates, rental rates and other met-
rics to understand how buildings
are performing financially. Typically,

property managers will also employ
benchmarking for tracking historical

energy, water and waste costs to fore-

cast budgets and track improvement
over time.

Other costs can also l)e tracked and

benchmarked, like the commodity
prices paid for light bulbs and paper
towels, as well as prices for equip-
ment servicing and maintenance.
Outside contractor costs, such as the
costs associated with landscape irri-

gation, providing janitorial services,
and replacing or recycling light bulbs

are sometimes tracked, too.

Benchmarking a building's energy
consumption and efficiency-or

inefficiency, possibly-is increasingly

important in determining a building's

financial health. Fortunately, tools in

the marketplace can help to make the

process easier and more transparent.

INDUSTRY'S STAR TOOL

ENERGY STAR'S Portfolio Manager

is a free, online tracking tool. It is

the industry standard for measuring
energy performance, tracking utility
bills and evaluating energy consump-

tion, and it is also useful for assess-
ing water consumption and costs.
It currently benchmarks the energy
performance of more than 130,000
buildings and 17 billion square feet
of real estate-including multifamily,

retail, hospital and a number of other
properties.

Users enter data from their bills
each month-unless their utility

companies enter the bill information

automatically-allowing the program
to assess a building's energy perfor-
mance. The system is great for aggre-

gating consumption data for analysis

and review. It allows multiple users
to view a single facility, with varying

levels of access. It computes statistics

for each building, as well as aggregat-

ed numbers for the entire portfolio.

Property managers or engineers
can enter data at the building level,
where they should also be review-

ing results and looking for billing
errors and improvement opportuni-
ties. Meanwhile, owners and regional

managers can review data from each
building within their portfolio. The
system makes it easy to share build-

ing information across levels of man-

agement and across organizations.

Recently, I was using ENERGY
STAR's Portfolio Manager to review

a client building's utility consump-
tion and cost data. In the dataset, I
noticed one of the bills was substan-

tially lower than it should have been,

yet the use was in the normal range.

Examining some other buildings in
the same region, I found that most of

them also had reduced bills.

Upon contacting the utility compa-

ny, I learned they had issued a refund

of overcharges for the previous year's

fuel surcharge. Tens of thousands
of dollars were being refunded to
each property in the form of bill
credits. I found one building that
had never received its rebate. The
utility company acted to correct the
oversight immediately, including the
credit on the property's next bill, If
I had not had a standard price and
use benchmark in my head, I would
not have seen the unusual bill, and
that property might never have got-
ten its refund, which was more than

$50,000.
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Portfolio Manager has significant
advantages over simply tracking con-

sumption by hand or Excel spread-
sheet. It evaluates buildings' energy

consumption, comparing energy
consumed against property types and

square footage data. It also normal-
izes for microclimatic weather fluc-
tuations and occupancy changes over

time, anticipating that buildings will

use more energy during heat waves
or cold streaks, as well as when there

are more tenants in the building.

The tool uses an algorithm to assess

how energy efficient each building is

relative to other U.S. buildings with
comparable attributes. The actual
energy consumption is compared to
the expected energy use to determine

the relative energy efficiency of the
building. Based on this comparison,
Portfolio Manager assigns the build-

ing a score from 1 to 100, corre-
sponding to its percentile ranking for

all U.S. buildings.

Thus, a score of 50 indicates a
building's efficiency is exactly aver-

age, while a building with a score of 75

is well above average and may qualify

for the ENERGY STAR label. While

not an exact science, the ENERGY
STAR score system provides valuable

insight into building performance-
and it's changing the business of real

estate management.
The ENERGY STAR score is a valu-

able metric that owners and prop-

erty managers can use to identify
opportunities for saving in a portfo-
lio. Low scores should raise red flags:

They might indicate a building has
ol)portunities to implement projects
with high rates of return. No- and
low-cost adjustments can also raise
a score; capital investment is not
necessarily required to boost energy
efficiency.

Owners can use the scores and
their improvement over time as a
proxy for how attentive their prop-
erty management teams are to

improving building performance and

reducing costs. Billions of square feet

benchmarked have shown that well -

run older buildings often outperform
poorly operated newer buildings.

In addition to enhanced decision -

making, other advantages of bench -

marking using ENERGY STAR
include:

 Tools for enhanced marketing
through the ENERGY STAR label-

ing and LEED for Existing Buildings:

Operations & Maintenance pro-
grams

 Simplified reporting, allowing

organizations to generate data and
charts for annual reports, sustain -
ability reports, and public disclo-
sure requirements

 Improved strategic planning
and preemptive compliance in

many locations like California;
Washington, D.C.; Austin, Texas;

El
VISIT THE COMMUNITY FORUM ON
IREMFIRST TO DISCUSS ENERGY -
SAVING PRACTICES AT YOUR

PROPERTIES.

Washington State; and New York
City, where mandatory energy
benchrnarking legislation has been

passed.

While the ENERGY STAR system
supports quantitative data well,

property managers also need to take
qualitative data into consideration.
Return briefly to the health care
analogy: When you visit your physi-

cian for a checkup, most informa-
tion exchanged is not quantitative
or test -based. Your visit may begin
with you stepping on the scale and
having your blood pressure checked,

but at the same time, your physician
might ask how you are feeling, if you

have been sleeping well, or whether

you have been feeling stressed. These

questions provide information that is

not easily quantified but is critical to
assessing your overall health.

ONCEAN ORGANIZATION KNOWINGLY BEGINS BENCHMARKING
ENERGY PERFORMANCE, ENERGY USE USUALLY DECREASES -
OFTEN BY AS MUCH AS 5 OR 10 PERCENT -SIMPLY BY RAISING
THE LEVEL OF AWARENESS.
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QUALITY AND QUANTITY

Similarly, some aspects of building
management do not lend themselves

to numerical metrics but provide
equally valuable insight into a prop-
erty's performance. This qualitative
information should be tracked, mon-

itored, and-you guessed it-bench-
marked over time.

BENCHMARK BUILDING OPERAT-

ING SCHEDULES THROUGHOUT

THE YEAR, RECORDING WHEN THE

BUILDING STARTS UP AND SHUTS

DOWN EACH DAY. Adjust the sched-

ule to maximize energy efficiency.
As startup and shutdown times are
optimized to reduce building energy

consumption, the times should be
recorded. This will provide guidance

as the seasons change and for the
future in general. This technique can
also help optimize outdoor lighting
schedules, economizer use and set-
tings, and other operating schedules.

CREATE A SCHEDULE OF WHEN

YOUR BUILDING HVAC OPERATES

AND COMPARE IT TO A SCHEDULE

OF WHEN TENANTS ARE IN THE

BUILDING. Determine what percent-
age of HVAC run-time is heating
or cooling an empty building, and
explore how that ratio changes over

the course of the year. Building oper-

ating profiles should match tenant
occupancy profiles as closely as pos-

sible, and when the hours of operation

are significantly larger than the hours

of tenant occupancy, the schedule
should be revised accordingly.

UNDERSTAND YOUR MAINTE-

NANCE STRATEGIES. Assess the
maintenance plan you have in place,
and consider what should be used
for each type of equipment: predic-
tive, preventive or reactive mainte-
nance. Ensure all pieces of equipment

are being maintained appropriately.
Record when predictive and preven-
tive maintenance is being performed

and verify that it is happening on
schedule.

CONSIDER WAYS TO BENCHMARK

THE PERFORMANCE OF STAFF

IN YOUR BUILDING TO FOSTER
GROWTH AND DEMONSTRATE

IMPROVEMENT. Ensure property

management teams are l)rOacttVelY
managing costs, and actively seek
utility rebates when appropriate.
Encourage building engineers to

catch anomalies in the building oper-

ations or energy and water consump-

tion. Poll tenants with a satisfaction
survey and verify you are getting

PURCHASE A COPY OF THE REM KEY

REPORT A PRACTICAL GUIDE TO GREEN
REAL ESTATE MANAGEMENT AT
WWW.IREMBOOKS.ORG.

better results over time. Track that
property management staff is walk-
ing buildings on a regular basis.

BENCHMARK CONTRACTORS' PER-

FORMANCE OVER TIME. Inspect and

document maintenance contractors'
work upon completion. Verify that
janitors are using a team -cleaning
approach and are keeping lights
turned off where possible. Ask secu-

rity staff to listen for running HVAC

fans or leaking water as they walk
the floor, and add to their contracts
that they are required to report these

observations.

ALSO BENCHMARK THE QUANTI-

TY AND COST OF MAINTENANCE

SERVICES YOU ARE OUTSOURC-

ING. Are there skills that you could
give your current people to bring
the work in-house? Buildings that
can handle most of their own HVAC

maintenance not only tend to outper-

form others, but they often operate
more cost-effectively. Evaluate the
cost -benefits of enhancing the train-

ing of your own people or hiring
more skilled individuals rather than
outsourcing some work.

CONSIDER USING AN OUTSIDE,

THIRD PARTY ORGANIZATION TO

REVIEW YOUR PROPERTY MAN-

AGEMENT PRACTICES AND PRO-

VIDE AN HONEST ASSESSMENT

OF YOUR DATA, OPERATIONS, AND

PERFORMANCE. Property manage-
ment teams know when they need to
maintain equipment, but they often
fail to see when it's time to tune up
their management strategy. It is often

difficult to see the forest through the
trees; therefore is will be valuable to
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maintain equipment, but they often
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difficult to see the forest through the
trees; therefore is will be valuable to

www.irem.org/jpm 30 nov.dec 2010



BILLIONS OF SQUARE FEET BENCHMARKED HAVE SHOWN
THAT WELL -RUN OLDER BUILDINGS OFTEN OUTPERFORM
POORLY OPERATED NEWER BUILDINGS.

get outside and objective input.

TAKE AN HONEST LOOK

Benchmarking is only a worthwhile
exercise if you are taking an hon-
est assessment. Just as it does not
serve you to mislead your doctor
about your medical condition, it is
not worthwhile to misrepresent your

building's benchmarks in order to
"look better:' Only an honest assess-
ment will give you a good grasp of
where you stand.

While recording a history of

benchmarks is useful for tracking
and forecasting, it is important to
recognize the exercise is far more
valuable when you know the context

of the results. In medicine, doctors
must know which cholesterol levels
or blood pressures are normal and
which indicate danger. You might
know your body temperature should

be 98.6 degrees; similarly, you should

know the expected values of various
building data. Attentive benchmark-

ing will allow you to develop a feel
for what is normal. This way, you're

more likely to catch unusual changes,

charges or billing errors.

Understanding the context of

benchmarks can do more than just
identify problems-it can be a source
of inspiration. For this reason, share

your building's performance with
others. Establish formal targets, post

metrics in a place where they are vis-
ible to your entire property manage-

ment team, and keep the information
updated.

Once an organization knowingly
begins benchmarking energy perfor-
mance, energy use usually decreas-
es-often by as much as 5 or 10
percent-simply by raising the level
of awareness. The more your bench -

marking is done in the open, the
more likely you are to reach your
performance goals.

Use benchmarking to track your
building's financial and operational
health, just as your doctor tracks

your health. It is valuable, easy, and
inexpensive, and just by tracking
metrics you will improve them. It is
also a constant process; assess your
baseline, review your operations, and

document best practices. Evaluate
your weaknesses and review oth-
ers' best practices-including free
industry resources available from
IREM; Northwest Energy Efficiency

Alliance; ENERGY STAR; Portland
Energy Conservation Inc.; and
American Council for an Energy -

Efficient Economy among others.

Make changes where necessary, and

then re -assess to see if you success-
fully improved upon your baseline.
Build upon your successes, allow-
ing the savings from costs avoided
to snowball by funding additional
projects. Publicize your achieve-
ments and share successful practices

with others. By providing your build-

ing with regular checkups, you can
ensure that your property keeps a
clean bill of fiscal health.

IJohn Klein (jk!einøjdmgmt.com) is the principal of JOM Associates. He co-authored the IREM Key Report, A Practical
Guide to Green Real Estate Management with JDM's Alison Drucker and Kirk Vizzier.

If you have questions regarding this article, or if you are an REM Member interested in writing for JPF, please
e-mail Mariana Toscas Nowak at mnowakøirem.org.
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If you're interested in greening your
property, you might want to enlist the
neip of some goats. That's right, these floppy -eared ani-

mals with seemingly bottomless stomachs are becoming key players in sustain-

able land management.
Goats' penchants for all things grassy and, well.. .reachable, make these

natural-born grazers perfect for clearing land of invasive vegetation. Goats are

a green, inexpensive and efficient alternative to gas -guzzling weed whackers

and heavy machinery, said Beth Machen, CPM, of Machen Advisory Group in

Charlotte, N.C.

"Now we're using the sun and the wind to generate powel; and goats to clear
the land:' Machen said. "It is like we have come full circle. We are going back
to the basics:'

Recently, Machen enlisted a herd of about 20 goats to clear land outside a
newly retrofitted office building at 1000 Louis Rose Place in Charlotte, N.C.

The building will be the first Leadership in Energy and Environmental Design

(LEED) platinum certified building in the area.

As part of its green retrofit, the building had five acres of heavily wooded
land that needed to be cleared. Because the hilly landscape wasn't conducive to

being cleared using big machinery, Machen, who provides the building owner

with LEED consulting and property management services, said she had to con-

sider other alternatives. She remembered a LEED training video she had seen
about a property in California that used goats to clear land on a

steep hill.

"I thought if they could do it in California, then we can do it here in North
Carolina' she said.

Goats can work on almost any type of terrain. In fact, goats are becoming an

increasingly popular way for property owners to clear land in national parks,
cemeteries, along highways and in corporate office parks across the country.
By using no fuel and eliminating any noxious fumes, goats provide a welcome
natural alternative to gas -guzzling machinery.

"It is a unique, efficient and inexpensive way to clear land. And, it's green:'
Machen said. "Why wouldn't you do it?"

Machen's biggest challenge was finding a goat farmer who offered this ser-
vice. After networking with several organic gardeners and farmers in the area,

Machen contracted with Ron Searcy, a goat farmer who owns Wells Farm in
Horse Shoe, N.C. After Searcy came down to assess the land, he knew his goats

were up to the task. The next step was determining the right time for the goats
to start grazing.

While it may seem like goats will eat just about anything, anywhere, they do

have their limits.

"If the goats come during the winter, they will not eat the dead undergrowth:'

Machen said. "The perfect time to have them come is in the spring when the
growth is generated and taller:'

Aside from making sure that there was enough growth and running water
1.

to keep the goats going, Machen and building owner David Bowles had to do
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very little to prepare for the four -
legged laborers. Searcy and his crew

came down in early May to install a
fence around the property to keep
the goats safe and together, and then
they trucked the goats to work.

Unlike traditional workers and
machinery used to clear land, the
goats worked at a more leisurely pace.

Each day consisted of grazing, resting,

walking the land and then, of course,
more grazing and more resting. The

entire process took two -and -half to

three weeks; whereas it would have
taken just a couple days with tradi-

tional land -clearing equipment.
However, using the goats added

a certain nuance and energy to the
property.

"Using the goats took longer, but
it was okay:' Machen said. "it's not
like they are making noise or causing

problems. It was fun. We would go
out there and watch the goats. If you
called out to them, they'd come up to

you, and they were so cute!"

Machen and Bowles wanted to
share their excitement for the proj-
ect with the community by inviting
people to see the goats up close
and personal. They set up an all -day
community fair called Green Goats

and Gardens, which featured the
goats, along with vendors that enter-
tained and educated fair -goers about

going green. The event was filled
with games, raffles and entertain-
ment for children, including a visit
from "Mother Nature" who taught
the children all about the benefits
of going green and protecting the
Earth.

By using no fuel & eliminating
any noxious fumes,
goats provide a welcome
natural alternative
to gas -guzzling machinery

Other vendors and presenters included the U.S. Green Building Council
(USGBC); Beads for Life, a group of women from Uganda who make beads

from recycled magazine pages; an artist who creates pieces with recycled items

such as vinyl records; and Journey Toward Sustainability, a non-profit group
that teaches elementary school children about sustainability and reducing their
carbon footprint. They also partnered with an organic farmer who planted an

organic garden on site.

"The garden will stay on the property, and [the farmer] offered to come out

once a quarter to teach the tenants of the building how to change over their
garden each season; how to turn the soil; which plants will work the best; and

how to do all of this organically without any chemical fertilizers:' Machen

said.

While the event was a fun -filled day for families, the underlying goal was to

teach the community about how and why to go green.

"This was an educational effort:' Machen said. "David has spent a lot of time

and money making this building a laboratory of green design. He has solar

panels and a wind turbine up on the roof, and everything in the building has
an organic or sustainable nature to it. He wants to show people how you can
do it without it costing an arm and a leg:'

While using goats did not earn the building any additional points toward its

LEED certification, the Green Goats and Garden event did get the building one

LEED point for education. Further, the goats and the festival stirred up consid-

erable buzz for the building among prospective tenants, particularly those who

are committed to sustainable design. In fact, the tenant leases require each ten-

ant to have a LEED-certified space under the commercial interiors category.

Above all, the goats added charm and personality to the process, while sav-

ing the building owner money. According to Machen, the goats cost about one

third of the amount of heavy machinery.
"Many times you hear people say that it is cheaper to go green, and here is

a prime example of how it really is," she said. "People have this misconception

that everything costs more if it is green; that is not necessarily true:'

Diana Mirel is a contributing writer for JPM1. If you have questions regarding this article or you are an IREM Member interested in writing
for JPM' please e-mail Mariana Toscas Nowak at mnowakOirem.org.
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"FRIENDING," "TWEETING" AND "LINKING IN,"
AREN'T JUST FOR FUN ANYMORE.

More and more businesses are stepping into the social media arena to recruit
viable candidates for positions at their companies-and having great success,
according to social media gurus.

A CareerBuilder survey of more than 2,500 employers, released in August

of this year, indicated 35 percent of respondents use social media to promote

their companies. Of those employers, 21 percent are using it to recruit and
research potential employees, and 18 percent are using it to strengthen their
employment brands.

Companies that don't embrace social media as a recruitment tool might
risk losing quality candidates to their competition that is focused on such out-
reach, said Carisa Miklusak, an emerging media consultant for CareerBuilder.

corn, and CEO and founder of emerging media company MediaStrategies, in
Vancouver, British Columbia.

"Your candidates expect you to be there,' Mikiusak said of social media sites.

"Other companies are doing it, and if you're not, you're missing out on a large
candidate audience and top talent:'

FUELING THE FIRE

Social media is interactive media such as blogs; social networks like Facebook,

Twitter, Yahoo! Groups and Linkedin; and video hosting Web sites like

YouTube. It facilitates open and free discussion among users, allowing them to
connect personally, albeit through technology.

With more than 75 million users on Linkedln, 100 million registered users
on Twitter, and a whopping 500 million users on Facebook, companies are
beginning to realize the value and drawbacks of using such mediums-partic-
ularly for recruiting purposes.

Linkedin
"You start to engage a candidate in a way you never could with a recruiter recruiting tools

because of (social media's) scalability and the ability to have a two-way dialog:' finding

Miklusak said. "You can showcase the company with pictures and videos and wtine;
give candidates an idea of what it feels like to work there:' while Facebook

At the same time, companies have to surrender some highly regarded and Twitter
recruiting tools

control to such mediums, said Madeline Laurano, principal analyst at Bersin focus on employer
and Associates, a research and advisory firm in Boston focused on enterprise branding-an

learning, talent management and talent acquisition. important part
of engaging

"It's scary for organizations when they're used to being able to control their candidates.

communications, but this openness is happening anyway' Laurano said. "They
might as well start putting their input into it and taking advantage of (these
sites)'

Miklusak did say social media should not replace traditional recruiting
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strategies and tactics, but instead
should supplement the solid recruit-
ing practices companies already have

in place.
With more than
75 million users "I do believe in integrating tra-
on Linkedln, 100 ditional recruiting strategies with
million registered . . , ,, .social media strategies, she said. It s
users on Twitter,
and a whopping important to maintain the pieces that
500 million users have resulted in successful hires to
on Facebook,

date. Social media is meant to fuelcompanies are
beginning to your other strategies:'
realize the value
and drawbacks
of using such SETTING "SITES"
mediums- ON RECRUITMENT
particularly
for recruiting Fueling traditional recruiting strat-
purposes. egies with social media requires

understanding how the different sites
operate. The three most prominent
social media business recruiting net-

works are Linkedln, Facebook and
Twitter, Laurano said.

Linkedln recruiting tools focus on
finding candidates and networking
online; while Facebook and Twitter

recruiting tools focus on employer branding-an impor-
tant part of engaging candidates.

Linkedin

On Linkedln's most basic level, companies can search for

talent and establish relationships with potential candi-
dates for free. To get started, a firm must simply create a
profile for its business on the Web site.

Companies may go a step further, though, and purchase

a business account for bonus features like posting jobs;
sending private messages directly to any Linkedin user
regarding career opportunities; saving and managing pro-

files of prospects; and asking for introductions to people

inside target companies. It also offers an exclusive corpo-

rate recruiting package with additional custom options
and account management.

Further, the company offers webinars on how to bet-
ter leverage Linkedln to acquire talent on its Web site.
Mikiusak said joining some Linkedin discussion groups
specific to real estate management or a position that
needs to be filled is one effective way to scout potential

candidates.

Posting jobs on Linkedin necessitates clear and accu-
rate job descriptions, said Darin Hartley, director of client

management at Intrepid Learning Solutions in Seattle,
and author of 10 Steps to Successful Social Networking
for Business. He said hiring managers wanting successful

results must truly understand the desired qualifications
for a position before posting a job.

"The beauty of Linkedln is there are more than [75]
million users; the detriment of Linkedln is there are more

than [75] million users," Hartley said. "Your net could be

so broad; you could wind up with 5,000 candidates. Be

very clear what you're looking for:'

Facebook

While Facebook might seemingly have a reputation as
a site where long lost friends connect, businesses are
using it for recruiting purposes particularly to promote
their employment brand and excite people about possibly

working at their companies.

Facebook offers a variety of mediums for companies to

communicate their message and corporate culture-from
simple text and mini blogs, to photos, and video and audio

clips, to polls and surveys. Facebook is optimal for engag-

ing people, Mikiusak said,
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Aside from promoting corporate culture, companies VIRTUAL STRATEGY

are also posting jobs on their Facebook pages, or at least Successful social media recruiting
linking users back to their corporate Web site for career requires a strategy-not just knowl-
opportunities and applications, edge of how the various sites work,

Miklusak said a fairly high conversion rate exists from experts said.
expressions of interest in a position posted on Facebook, First, the sites a company chooses
to clicking on the job, to filling out an application, to mov- to utilize and the content it posts
ing into an interview, should reflect the culture of the corn -

To be effective, though, Hartley said companies need to pany, Hartley said. The company's
actively attract "friends" by keeping their content fresh and brand should also be reflected on a
engaging. Facebook offers advice on building a presence social media site-even if it's just a
on the site on the "resources" section of its "about" page. picture of the brand or logo, he said.

"Facebook is the largest social media site in the world:' "People want to know what the
Mikiusak said. "If candidates are 'friends: then we have company is about and what its pur-
access to the largest pool of candidates possible:' pose is because it's going to reflect

upon them as individuals:' Hartley
Twitter said.

Twitter might be overrun with celebrities' and prominent Companies must develop content
individuals' 140 -character -long thoughts and musings, for social media sites that is going
but businesses are using it in a variety of ways, including to help candidates learn more about
to recruit talent. the company or inspire them to work

Many companies simply post open jobs to their Twitter there, Miklusak said. To educate
account with a compressed URL for the corporate Web
site, which followers can link to for more information, their wish lists from an employer. Use

Businesses may also search for talent on Twitter, just a mix of mediums, such as text, video
not to the level they can on Linkedln, Hartley said. Still, and direct responses that create a
companies are able to identify candidates by querying for back -and -forth dialog, she said.

competencies, companies, activities or key words; as well "The best way to create content is
as sending direct messages to potential candidates. to make sure you're providing people

Twitter offers a special guide called Twitter 101 for with information rather than just
businesses on how to use the site to their advantage, along self-serving posts:' Laurano said. "It's
with best practices and case studies. The information is more than just broadcasting jobs, it's
available on the Twitter Web site. engaging people, starting conversa-

Determining Twitter's effectiveness might be difficult, tions and making connections:'
however. Despite today's more than 100 million registered To avoid becoming bogged down
users, a study released in January from RJMetrics mdi- with going to each social media site
cated about 10 to 15 million accounts are actually active, to check for inquiries or provide

At the time of the study, Twitter had 75 million regis- updates, companies should stream-
tered users -25 percent of which had no followers; and line their social media strategy. Social
upward of 40 percent had one to five followers, Hartley media aggregators, such as Flock,
said companies who use Twitter must actively tweet to FriendFeed and Streamy, provide a
earn traction: Occasional random posts simply won't have single point of reference whereby
an impact, he said. users can check all the sites from one

"I recommend active communication, especially during place, as well as update posts on all
the job posting process:' he said. "You have to respond. the sites at one time.
Otherwise, it doesn't set the company up for success:' "There should be a hub for your

FoLlow IREM

on Facebook,
Twitter and
Linkedln.
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"THE BEST WAY TO CREATE CONTENT IS TO MAKE
SURE YOU'RE PROVIDING PEOPLE WITH INFORMA-
TION RATHER THAN JUST SELF-SERVING POSTS."

social media campaign-a central designated to manage the outreach, Laurano said.

place where your team is putting "It doesn't need to be a full-time job for someone in the

information about the company:' company, but you do need to make a commitment to it,"

Mikiusak said. "Put links back to Laurano said. "It's a lot to manage for companies, but it is

your hub at the other sites. You can't something you can do in balance with your workload:'

be everywhere:' The August CareerBuilder social media survey that
Staying active on the sites and indicated growth in social media recruiting also indicated

being responsive is critical. Hart- 43 percent of respondents' marketing departments, 26
ley said companies might lose out percent of respondents' public relations departments and

on quality candidates if they aren't 19 percent of respondents' human resources departments

attentive to their social media sites are leading the social media charge at their organizations.

and aren't promptly responding to Twenty five percent of companies reported one to three

inquiries. individuals handle their social media efforts, while 7 per -

"Have a response strategy:' Miklu- cent reported four to five individuals are involved, and

sak said. "People don't come to social 11 percent reported six or more individuals are involved.

media to read, they come to interact. Fifty-seven percent of respondents didn't know how many

Respond to those who are saying people were working on their business' social media out -

positive things; respond to those who reach.

say negative things:' The number of people handling a company's social
Finally, companies need to corn- media outreach isn't nearly as important as how the

municate their strategies internally, outreach is handled, experts said. It requires continuous

They should educate employees attention.

about their social media outreach, "The number one thing is that you engage with your
and invite them to participate in ways audience:' Miklusak said. "Building a static social media

that will improve or enhance their campaign is not an effective social media strategy:'

businesses' images, and attract first- Hartley said companies should not expect social media

rate colleagues, Hartley said. They to fix all their recruitment woes. He said a solid social
need to reiterate to employees that media strategy hinges on solid recruiting practices in
their comments affect the company's general.

brand. "With any kind of technology, the technology is not the

answer:' he said. "It's a channel and vehicle to ultimately

THE SOLUTION DOES get you what you want; if you have bad recruiting prin-

NOT STAND ALONE ciples in general, a social networking system will not rem -

Succeeding at social media recruit- edy that. Sometimes people get over -enamored with the

ing efforts requires a commitment. technology, without knowing you still have to have good,

Individuals or departments should be solid core processes in place:'

Kristin Gunderson Hunt is a contributing writer for JPM. If you have questions regarding this article or you are an REM Member interested
in writing for JPM, please e-mail Mariana Toscas Nowak at mnowakøirem.org.
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A CASE FOR
LINKING YOUR
WEB SITE
TO YOUR
PROPERTY
MANAGEMENT
SOFTWARE

Web/Software Integration
Many property management companies today face
the daunting task of maintaining two or more data-
bases (one for your property management soft-
ware, one for your accounting software, one for
your Web site, etc.). And even if your software solution

consolidates your property management and accounting

into a single suite, you are still left manually updating your

Web site's database every time a change is made through

your management software-essentially twice the work.
If your business foregoes these daily maintenance activ-

ities, then your Web site may become "out of sync" with

your actual business data. Many property management
companies rely on their Web site to market their proper-
ties and services to new tenants and owners. They cannot
afford for their Web site to become essentially obsolete.
However, if you focus all of your effort on maintaining
current data, then your business stops growing altogether.

This problem has left many property managers wonder-
ing, "Isn't there a better way?"

There is. It's called Web/Software Integration (WSI)
and it's giving businesses an edge over the competition
by streamlining their database maintenance activities,
improving business agility, and guaranteeing that their
Web site is always up-to-date.

Dave Staun, Business Development Manager at

SuperNet, an Ohio -based IT company, states, "Any man-

agement company with a Web site should seriously
consider Web/Software Integration. In an industry as
complex and competitive as property management, WSI
is one of the big keys to success."

What is Web/Software Integration?

The goal of WSI is simple-to consolidate your Web site
and property management activities into a single pro-
cess. What exactly does this mean? Suppose one of your

tenants moves out of an apartment. With a single click
of the mouse, you can declare that rental unit as vacant
within your management software, which simultaneously
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updates your Web site to make that unit 'available' to pro-

spective tenants searching online for rentable properties.
If someone fills out an online application for that rental
unit, your Web site instantly loads the application infor-
mation into your management software, creating a new
prospect in the process.

WSI allows any database update made through your
software to immediately affect the content of your Web
site, and vice versa. This feat of efficiency is achieved by

eliminating your Web site database, and instead, having
your site communicate directly with your property man-
agement software.

In order to implement WSI, two things must be true:
Your management software must be programmed with
a "back end" capable of communicating with your Web
site, and second, your Web site must be properly coded to

communicate with your property management software.
Not every software solution allows for Web site integra-
tion, so if you use third -party software, it is important
that you ask your vendor if this feature is available-and
to what capacity.

Property management software companies that allow
for WSI typically offer Web -based applications that can

be "plugged in" to your existing site to leverage the power

of a single, consolidated database. For example, an appli-

cation called Owner Web Access lets owners view up-to-
date financial information about properties, run reports
directly through the company Web site and even make
contributions online. Another Web application allows
tenants to make payments online; those transactions are
immediately processed by an electronic ACH provider
and recorded by the management software. Tenants can
even submit work orders online and view up-to-date
account information pulled directly from the company's
consolidated database.

Streamline your daily business operations

First and foremost, WSI can lower your cost -per -unit
management expenses considerably by eliminating redun-
dant database maintenance activities.

Lee Porter, president of Birch Management states,
"[WSI] allows us to perform the duties that we need to
perform to be successful for our clients versus simply
doing tasks:'

After Birch Management implemented WSI, their prop-

erty managers were able to make updates to the consolidat-

ed database and have those changes automatically reflect
on the company Web site. The time saved allowed them to

focus on marketing new units and reducing vacancies.

Companies that integrate their Web sites with their
property management software also experience faster
unit turnaround and improved business agility. Time lost
is money lost, so the longer it takes you to get a recently

vacated unit back on your Web site, the longer it takes
you to find a new customer for that unit. WSI automates

the process of adding available units to your Web site so
that you are always aggressively marketing your properties

to new tenants. WSI can also help with the processing of
online prospect applications.

Another advantage of WSI is the reduction of tenant-
and owner -related questions. Some property manage-
ment companies find themselves inundated with occu-
pant account questions and owner requests for reports
and other information relating to their properties.

"Tenants and owners want to be able to access 'live'
data concerning their accounts, not stale or summary sta-

tistics. This can only be achieved by integrating your site

with your software:' said Staun, of SuperNet.
The purpose of these "plug-in" Web applications is to

offer tenants and property owners a controlled "window"

into their live data as it exists within your l)roperty man-

agement software. By giving occupants the power to view

their own account information and allowing owners to
run their own reports and conduct business online, you
can free your employees from spending all of their time
answering their questions instead of focusing on more
mission critical work.

Moving forward

While larger property management companies are the
ideal candidates for WSI, any business looking to stream-
line business practices or guarantee data integrity in all
aspects of the company may be interested in this service.

To be sure, such companies will find they can move from
business maintenance to business growth overall.

Chris Griesinger is documentation and
courseware developer for Rent Manager.

tondon corspyiter Systems

, Rent Manager®
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With the goal of
increasing transparency
in financial reporting,
accounting regulators

are developing
standards that will
disallow operating
leases from being
considered "off -
balance sheet"

obligations-meaning
billions of dollars

will be transferred to
businesses' balance

sheets across the nation
in the near future.

Companies leasing commercial real estate space will now

have to list their leases as liabilities-outstanding debt
owed to their lessors-affecting their cash flow, loan cov-

enants and credit ratings, among other things.
Real estate management companies will be affected,

too, as tenants seek ways to mitigate the repercussions
from the transition, namely, pursuing lease modifications.

Understanding the changing standards, while collaborat-
ing with tenants to modify existing lease terms so every-

one benefits, will behoove real estate managers wanting to

keep their spaces occupied.

"OFF BALANCE," NO MORE

The Financial Accounting Standards Board ("FASB")
and International Accounting Standards Board ("IASB")

are working on amendments to Financial Accounting
Standard 13, which sets forth financial accounting stan-
dards on accounting for leases.

Historically, companies have listed real estate leases in

the footnotes of their financial statements as mere expla-

nations of their expenses. Beginning in 2013, however, the

revised FAS 13 will require that tenants recognize operat-

in.g leases as assets and liabilities on their balance sheets.
The "right to use" leased premises will be recorded as an

asset while rent owing during the remainder of the lease
will be a liability.

By 2013, $1 trillion of real estate leases will be recorded

on companies' balance sheets. There will be no grand -

fathering, so every active lease will be recognized. Such

recognition could put tenants in default of their loan
covenants because they might not be meeting certain loan

ratio or cash flow requirements in the covenant.

Tenants' credit ratings could also decline because of
dwindling cash flow, affecting their ability to borrow
money, pay rent or even meet real estate managers' credit
requirements for leasing space.

In addition, FAS 13 calls for front-end loading, caus-
ing many companies to incur disproportionately higher
expenses at the beginning of a lease, resulting in reduced

profits. It can be a number of years before lease costs fall

to the level called for under straight-line calculations.

CONCRETE ABSTRACT

The myriad issues tenants will experience as a result of the

changing standard are not the tenants' issues alone. Real
estate managers are right in the middle of this quagmire.

When a tenant is in default of its loan covenant, it's also

often in default of a lease provision requiring it to avoid
default, thereby impacting the real estate manager. If a
tenant's credit score drops, it might violate the manage-
ment company's required credit rating. And like it or not,

when tenants are looking for ways to address these issues,

they will likely see modifying leases as an as excellent
solution.

Initially, tenants will work with various experts to
abstract key terms from each of their leases. FAS 13
abstracts will include:

 The original term of the lease
 Minimum or base rent ("rent") imposed during each

year of the original term

 Rent from each year of renewal terms that are likely to
be exercised; rent owing during the original and renewal

terms (likely to be exercised) must be capitalized

 Contingent rents
 Discounted lease payments using the tenant's incremen-

tal borrowing rate

 CAM or utility charges in the lease

Tenants will also have to assemble additional information

from internal sources. Property managers should note this

information, which represents some of the issues that will

come up during FAS 13 -based lease modifications, as well

as during traditional lease negotiations:

www.irem.org/jpm 45 nov.dec 2010

With the goal of
increasing transparency
in financial reporting,
accounting regulators

are developing
standards that will
disallow operating
leases from being
considered "off -
balance sheet"

obligations-meaning
billions of dollars

will be transferred to
businesses' balance

sheets across the nation
in the near future.

Companies leasing commercial real estate space will now

have to list their leases as liabilities-outstanding debt
owed to their lessors-affecting their cash flow, loan cov-

enants and credit ratings, among other things.
Real estate management companies will be affected,

too, as tenants seek ways to mitigate the repercussions
from the transition, namely, pursuing lease modifications.

Understanding the changing standards, while collaborat-
ing with tenants to modify existing lease terms so every-

one benefits, will behoove real estate managers wanting to

keep their spaces occupied.

"OFF BALANCE," NO MORE

The Financial Accounting Standards Board ("FASB")
and International Accounting Standards Board ("IASB")

are working on amendments to Financial Accounting
Standard 13, which sets forth financial accounting stan-
dards on accounting for leases.

Historically, companies have listed real estate leases in

the footnotes of their financial statements as mere expla-

nations of their expenses. Beginning in 2013, however, the

revised FAS 13 will require that tenants recognize operat-

in.g leases as assets and liabilities on their balance sheets.
The "right to use" leased premises will be recorded as an

asset while rent owing during the remainder of the lease
will be a liability.

By 2013, $1 trillion of real estate leases will be recorded

on companies' balance sheets. There will be no grand -

fathering, so every active lease will be recognized. Such

recognition could put tenants in default of their loan
covenants because they might not be meeting certain loan
ratio or cash flow requirements in the covenant.

Tenants' credit ratings could also decline because of
dwindling cash flow, affecting their ability to borrow
money, pay rent or even meet real estate managers' credit
requirements for leasing space.

In addition, FAS 13 calls for front-end loading, caus-
ing many companies to incur disproportionately higher
expenses at the beginning of a lease, resulting in reduced

profits. It can be a number of years before lease costs fall

to the level called for under straight-line calculations.

CONCRETE ABSTRACT

The myriad issues tenants will experience as a result of the

changing standard are not the tenants' issues alone. Real
estate managers are right in the middle of this quagmire.

When a tenant is in default of its loan covenant, it's also

often in default of a lease provision requiring it to avoid

default, thereby impacting the real estate manager. If a
tenant's credit score drops, it might violate the manage-
ment company's required credit rating. And like it or not,

when tenants are looking for ways to address these issues,

they will likely see modifying leases as an as excellent
solution.

Initially, tenants will work with various experts to
abstract key terms from each of their leases. FAS 13
abstracts will include:

 The original term of the lease
 Minimum or base rent ("rent") imposed during each

year of the original term

 Rent from each year of renewal terms that are likely to
be exercised; rent owing during the original and renewal

terms (likely to be exercised) must be capitalized

 Contingent rents
 Discounted lease payments using the tenant's incremen-

tal borrowing rate

 CAM or utility charges in the lease

Tenants will also have to assemble additional information

from internal sources. Property managers should note this

information, which represents some of the issues that will

come up during FAS 13 -based lease modifications, as well

as during traditional lease negotiations:

www.irem.org/jpm 45 nov.dec 2010



 What are the tenant's intentions concerning the exercise
of options?

 What is the tenant's incremental borrowing rate?
 What are the tenant's sales projections for each location

[bearing on percentage rents]?

NEGOTIATING ROOM

Landlords who take the time to understand
the intricacies of FAS 13 and collaborate
with tenants to modify leases will more
often than not come out ahead. Landlords'
mantra for such lease negotiations with ten- 1SS1
ants should be: The benefit to you is greater 'vjll
than the cost is to me. This way, the negoti-

ated terms will either end up being neutral
or to the landlord's advantage. t (

In fact, FAS 13 provides landlords with stan
an opportunity to add value without det- the t
rimentally affecting their revenue stream.
During lease negotiations, property manag- alon(
ers should try to satisfy tenants' interests. iiana
When tenants believe their interests have jfl ti
been addressed, they may be more willing thito make concessions that dont necessar-
ily harm them, but still serve the property
managers' interests.

For example, many tenants will need lease

modifications to avoid being in default of
loan covenants. Responding proactively to modification

requests will pay dividends that go well beyond the bal-
ance sheet: Because of the property manager's cooperative

spirit, the tenant may bring additional occupants to the
property. Or, the tenant may expand its footprint at the
property, taking relationship -based criteria into account
during deliberations.

Property managers might also cooperate by trying to
reduce the administrative burdens that the new FAS 13
standards will impose on tenants. They can do this with
option -free lease terms and simpler leases, free from per-

xperience tive may be more attractive

hanin Such an alternative is another

Lie

a

dard ae iot
nants' issues
. Real estate

gers are right
ie middle of
quagmire.

centage rents. This helps tenants to avoid making difficult

judgment calls, including determinations about whether
options will be exercised, what sales will be generated, and

therefore, what percentage rent is likely to be paid. As a
result, tenants might be willing to increase their minimum

rent payment or agree to a longer lease.

With FAS 13 fast approach-
ing, more tenants may also be
willing to substitute reasonable

myriad adjustments to the minimum
rent for a co -tenancy rovi-

s tenants sion. In fact, such an alterna-

result of than a higher rent coupled
with a co -tenancy provision.

way property managers can
work with tenants to blunt the
impact of FAS 13.

Property managers and land-

lords can compete for tenants,
keeping FAS 13 firmly in mind

when negotiating
sions. Property managers can
also help by being prepared
to go beyond FAS 13, accu-
rately contrasting the costs and

benefits of lease terms against
those offered by competitors.

In some instances, property managers with FAS 13
knowledge can help landlords attract new tenants. in
other instances, property managers will be able to facili-
tate extensions through FAS 13 friendly lease modifica-
tions. The possibility of extensions will increase alongside

each landlord's willingness to structure terms to minimize

FAS 13's impact on its tenants' financial statements.

Property managers who are sensitive to the rigors of
FAS 13 will be able to work productively with tenants to

further their interests.

Randall Airst, Esq., LL.M. (randall.airstaairst.com) is an attorney and managing director with AIRST STANN, a corn-
mercial real estate and M&A advisory firm for owners, managers. investors and occupiers.

If you have questions regarding this article or if you are an IREM Member interested in writing for JPtvf, please e-mail
Mariana Toscas Nowak at mnowakfdIrem.org.
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CONGRATULATIONS
The Institute of Real Estate Management congratulates our 2011 leadership
installed during IREM iCon on October 22, 2010.

PRESIDENT
Ronald L. Goss CPM
RPM Management Co., Inc., AMO
Little Rock, AR

Madeleine E. Abel, CPM
Stoladi Property Group
Washington, DC

REGION 1

Robert Winder Nordblom, CPM®
Nordblom Management Co., Inc.
Burlington, MA

REGION 2

Alfred 0. Ojejinmi, CPM
Presbeuo Real Estate Services
East Brunswick, NJ

REGION 3

Vera C.McPherson, CPM
W.H.H. Trice & Co.
Williamsburg, VA

REGION 4

Kevin Grail, CPM

Strong Management, Inc.
Winter Park, FL

REGION 5

Chip Watts, CPM
Watts Realty Co., AMO
Birmingham, AL

PRESIDENT-ELECT
James A. Evans CPM
Bruce G. Pollock & Associates. AMO"'
Grand Blanc, MI

SECRETARY/TREASURER
Elizabeth H. Machen CPM'
Machen Advisory Group, Inc.
Charlotte, NC

Lori E. Burger CPM Christopher E. Mellen, CPM , ARM
Eugene Burger Management Corp., AMO The Simon Companies, AMO
Rohnert Park, CA Braintree, MA

Joseph S. Greenblatt, CPM
Sunrise Management Co., AMO
San Diego. CA

REGION 6

M. Kristine Moore. CPM
Cassidy Turley
Indianapolis, IN

REGION 7

Jeffrey I. Burck, CPM
Brookfield Properties
Houston, TX

REGION 8

Benjamin R. Forsyth. CPM
Westerra Corp.
Salt Lake City, UT

REGION 9

Deborah J. Ho-Beckstrom, CPM
Community Association Group, LLC
St. Paul, MN

REGION 10

M. Andrea May, CPM
Colliers Turley Martin Tucker
St. Louis, MO

Victoria R. Parmentier, CPM
RE Management, AMO
Green Bay, WI

REGION 11

Shannon E. Alter, CPM
Alter Consulting Group
Santa Ana, CA

REGION 12

Laura A. Cantrell, CPM
Wiley Brooks Co., Inc.
Anchorage, AK

REGION 13

Debra K. Owings, CPM
Retail Property Management Co.
Memphis, TN

REGION 14

Sandra Lynn Caputo. CPM
City of Winnipeg
Planning, Property, and
Development Department
Winnipeg, MB
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We Host i

Secure It,

Maintain It,

Integrate it,

Upgrade It.
4

RealPage offers the industry's only true Software
Tlie next time someone tells you they have
Software -as -a -Service solutions, don't

believe it. Unless they're from RealPage.

No wonder pretenders are trying to jump on the
bandwagon. SaaS solutions save you money, labor
and untold IT headaches. Because the hosting,
integration, maintenance and upgrades all happen
on our end. You just use the software.

Of course, you know plenty about the hassles and
expense of managing your own hardware and
software. And ASP solutions? Even though they're
hosted off -site, they still require extensive (and
expensive) custom programming and support.

But with its single code stream, SaaS eliminates
the burdens of multiple versions, customizations
and integrations. Costs are shared across hundreds

We Host i

Secure It,

Maintain It,

Integrate it,

Upgrade It.
4

RealPage offers the industry's only true Software
Tlie next time someone tells you they have
Software -as -a -Service solutions, don't

believe it. Unless they're from RealPage.

No wonder pretenders are trying to jump on the
bandwagon. SaaS solutions save you money, labor
and untold IT headaches. Because the hosting,
integration, maintenance and upgrades all happen
on our end. You just use the software.

Of course, you know plenty about the hassles and
expense of managing your own hardware and
software. And ASP solutions? Even though they're
hosted off -site, they still require extensive (and
expensive) custom programming and support.

But with its single code stream, SaaS eliminates
the burdens of multiple versions, customizations
and integrations. Costs are shared across hundreds



You Just

Use IL.

-a-Service (SaaS) property management solutions.
of customers. And all enjoy a level of iron -clad
data security no single company could afford.
Patches and upgrades are pushed out to everyone
at once, instantaneously. There's little or no
downtime. And users benefit because they're
always using the most up-to-date version of
your software tools.

So before you invest in your next software
application, ask yourself: can you afford to put off
moving to SaaS? If the answer is "no," we'd love
to talk to you.

1-877-667-4345
www.realpage.com/saas

REALPAGE
2OI() RealPage. Inc. All trademarks are the properties of their respective owners.
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INSIDE IREM AMO SPOTLIGHT

COMPANY HEADQUARTERS LOCATION Virginia Beach, Va.

NUMBER OF EMPLOYEES 53

//j
i::i IRIS DATE THE COMPANY BECAME AN AMO FIRM 1996

PROPERTY MANAGEMENT CORP. COMPANY WEB SITE www.divaris.com

SUSAN COLLINS, CPM®, IS THE NATIONAL
DIRECTOR OF PROPERTY SERVICES FOR
DIVARIS AND HAS BEEN WITH THE FIRM SINCE
1992. IN HER POSITION, she is responsible for all prop-

erty management activities for a portfolio of 100 office, retail

and industrial properties, totaling over 10 million square

feet in six states. Collins oversees a staff of 28, including 11

property managers, four assistant property managers, two

property administrators and 17 maintenance personnel.

Collins also handles department training, and resolves
major tenant/landlord issues and owner inquiries. She
developed and wrote the core management practices for

the company, instituted an Operations and Maintenance
Plan for Moisture Intrusion, Mold Prevention & Response,

and has spearheaded development of the company's busi-

ness continuity plan.

THE DIVARIS PHILOSOPHY IS TO WORK IN TEAMS,

EACH HEADED BY A PRINCIPAL. HOW DOES THIS

APPROACH BENEFIT YOUR CLIENTS AND COMPANY?

We want each property owner to feel like they are the one

and only client and that their project is the most important

one we lease and manage. This approach ensures consistency

and stability of services.

WHAT ARE THE BENEFITS OF DIVARIS BEING A
PRINCIPAL MEMBER OF BOTH THE CORE NETWORK

AND REALTY RESOURCES?

It assists with our owner relations. These memberships pro-

vide us excellent coverage in over 74 markets for inbound

business to Hampton Roads. In addition, it allows us to
service our owners' portfolios in markets in which we do not

have a presence. We maintain control of the project and the

owner relationship, but can outsource our services to one of

the member companies to handle day-to-day activities.

WHAT ARE THE ADVANTAGES OF BEING ASSOCIATED

WITH IREM AS AN AMO FIRM?

It provides us national recognition and acknowledges our
commitment to the highest standards of ethics, integrity and

professionalism. AMO membership shows that we strive to

provide the highest level of service to our clients.

HAVING WORKED AT DIVARIS FOR NEARLY 20 YEARS.

WHAT HAVE BEEN THE BIGGEST CHANGES IN

PROPERTY MANAGEMENT SINCE THE EARLY 199Os?

It used to be that overall commercial property managers
were nothing more than glorified site managers. However,

property owners now are expecting more and more from the

management companies. Therefore, the property managers

need to be well educated as they are taking on more of an

asset manager role. Additionally, a number of regulations
have changed (window cleaning, fire regulations, etc., as well

as the onset of new LEED standards and a stronger focus

on energy efficiency and being green). Property managers

have to consistently educate themselves and be on top of

their game. That is where it becomes so critical for property

managers to be involved in IREM, so they can draw from the

information, and experience everything that is available to

them. u

To earn the ACCREDITED MANAGEMENT ORGANIZATION (AMO) designation from IREM, a company must demon-

strate a high level ofperformance, experience and financial stability, and have a CPM in an executive position. AMO

firms must meet high ethical standards and other stringent requirements, proving their value to the industry.

www.irem.org/jpm 50 nov.dec 2010
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INSIDE REM I
AWARDS & RECOGNITION

Awards & Recognition
CB Richard Ellis Group Inc., AMO, recently received the managed by Crimson Services, of which Donald Thomas,

first Global Excellence in Outsourcing Award in the corn- CPM, is executive managing director and chief operating

mercial real estate services sector from Frost & Sullivan, a officer.

research and consulting firm. Frost & Sullivan conducted

a global assessment of the commercial real estate services

industry, evaluating five leading firms based on market

intelligence, cost optimization, impact of outsourcing on

the firm's growth, value creation and innovation.

CB Richard Ellis achieved a score of 8.2 (on a 1 to 10

scale), ahead of the 7.4 score for the second place firm. For

more on the awards visit www.awardsfrost.com.

Zif kin Realty Management, LLC, headquartered in Chicago,

has earned the ACCREDITED MANAGEMENT ORGANIZATION

(AMO) designation. Founded in 2005, Zifkin Realty
Management specializes in third -party asset and property

management throughout the greater Chicago metropoli-

tan area and other select markets in the United States.

Led by Yvonne A. Jones, CPM, CCIM, the company has

steadily grown its portfolio of retail and office properties

under management. In 2009 Jones was named "CPM of

the Year" by IREM Chicago Chapter No. 23.

CB Richard Ellis ranked world's #1 commercial property

management firm GB Richard Ellis (CBRE), AMO, has

been ranked the number one commercial property man-

agement firm in the world, according to National Real
Estate Investor. CBRE has retained the top position in the

publication's annual ranking for seven consecutive years.

The company manages more than 2.5 billion square feet

of commercial property globally. Its portfolio is more than

850 million square feet larger than the number two firm,

which manages 1.65 billion square feet.

"Property owners know that they can trust CB Richard

Ellis to deliver best -in -class management of their real

estate assets," said Mark Tassinari, executive vice presi-

dent/partner in charge of CBRE New England's manage-

ment portfolio.

Properties tied to Texas CPM receive Energy

Star designations The Environmental Protection Agency

(EPA) has awarded five commercial buildings in the
Woodlands, Texas-a master -planned community-with

the 2010 EPA Energy Star designation. The properties are

The awards are given each year and recognize orga-

nizations that have made outstanding contributions to

protecting the environment through energy efficiency. To

earn an ENERGY STAR, a building must utilize at least

35 percent less energy per square foot than comparable

facilities.

Crimson honorees include Anadarko Tower, 1200
Timberloch, Town Center One, Town Center Two and

Tetra Technologies, a global gas and oil company, which is

receiving the ENERGY STAR recognition for the first time

since its opening in February of 2009.

CPM honored by faith organization

Barbara Holland, CPM, received the
Morat Derekh Reconstructionist

Trailblazer award from the western
region of P'nai Tikvah, Valley Outreach

Synagogue, based in Berkeley, Calif., for

her leadership at the synagogue and within the broader

community.

CPM-managed firm expands, high -

Lighted by Multifamily Executive Blue

Rock Partners LLC, co -managed by
Randy X. Ferreira, CPM, and Reuven

Oded, is fast on its way to doubling its

Orlando -area holdings to 5,000 units.

The company was highlighted in Multifamily Executive

magazine as "one to watch" in July.

"Our continued investment in Orlando -area apartment

communities in 2010 reflects our strong confidence in the

region as well as our mission to own, operate, manage and

lease apartment home communities in a manner second

to none," Ferreira said.

In February 2010, Ferreira and Oded were also promi-

nently featured among five top U.S. multifamily owner -

operators and management companies in the National

Apartment Association's UNITS magazine in an article

titled, "What Residents Want: The Thought That Counts'

The article spotlighted Blue Rock's industry -leading suc-

cess in tenant retention.
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INSIDE IREM FOUNDATION NEWS

THE CYCLE OF GIVING
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THE IREM
FOUNDATION.

EARLY PHILANTHROPISTS LAID THE
GROUNDWORK FOR A CULTURE OF GIV-

ING IN THE UNITED STATES. One of the

early proponents of modern philanthropy was
Andrew Carnegie, a wealthy business entrepre-

neur. His philanthropy included starting agen-
cies that would provide "ladders upon which
the aspiring can rise:' What a noble concept.
Today's philanthropists include notables such as

Bill Gates and Warren Buffet, who introduced
The Giving Pledge, where billionaires promise to

donate at least half their fortunes to charity.

Today, philanthropists are becoming more
strategic in their giving. Strategic giving pro-
duces effective outcomes and lasting impacts
that in turn create a cycle of giving that gets
passed on in perpetuity.

The IREM Foundation functions as a phil-
anthropic resource for the Institute by provid-
ing funding for general grants, student out-
reach programs and industry research. The
Foundation provides scholarships for students

seeking a quality education in the real estate
management industry. As a result of supplying
this funding, the Institute gains IREM Members

who value their relationship with the Institute
and give back to the industry. It's this ongoing
chain of events that keeps the cycle of giving
rolling forward.

Here are a few words from past scholarship
recipients...

"I am honored to be the recipient of a 2009
Donald M. Furbush, CPM Scholarship and
a 2010 Diversity Outreach Scholarship. The

scholarships, in combination with the support
of my employer First Potomac Management,

IREM FOUNDATION
INSTITUTE OF REAL ESTATE MANAGEMENT

LLC, have afforded me the
opportunity to complete the

final educational require-
ments toward my CPM des-
ignation. As a member of
the IREM Diversity Advisory

Board, I am acutely aware of IREM's commit-
ment to diversity within the organization and
throughout the real estate industry as a whole.
By obtaining my CPM designation with the
assistance of these scholarships, I hope to show

people of all backgrounds that the CPM desig-

nation is exclusive in its standards, but not by
race, ethnicity or gender. I am very thankful to
the IREM Foundation for that opportunity:'

-Jae A. Roe, CPM

"As a recent recipient of the
IREM Foundation Scholarship,

I could not begin to tell you
how thankful I am. My integ-

rity, work ethic and drive to
succeed are endless. With the
help of the scholarship, it is further allowing me

to achieve my goals and further my ambitions in

the property management industry:'
-Justin Callahan, CPM, ARM"

The Foundation is hoping that we can continue

to count on our supporters to help us help the
aspiring to rise. There are many giving options
available, each with their own benefits and
restrictions. Bequests, gifts of life insurance and

gifts of IRA assets provide future funds for char-

itable organizations like the IREM Foundation.

As you consider your year-end tax planning,
we hope you will make the IREM Foundation
your charity of choice. To learn more about
giving options, visit the Web site at wwwirem-

foundation.org or contact us at (800) 837-0706,

ext. 6008 or atfoundation@irem.org.
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INSIDE REM I ON THE ROAD

Career Moves
Paul Santoriello. president and CEO of Taylor

Management Company, is proud to announce that

Lawrence N. Sauer, CPM, PCAM, CMCA has joined the

Taylor organization as executive vice president. Larry

brings passion and a strong leader-

ship to his role which will consist of
customer satisfaction and retention,

executive oversight, corporate long

range planning and strategy and busi-

ness development.

'We are extremely fortunate to have Larry join Taylor

Management Company. He brings with him over 20

years of valuable knowledge and experience that we

believe will be an asset to our staff in addition to the

associations we currently manage and to those asso-

ciations that we will manage in the future. All of us at

Taylor Management welcome Larry and look forward to

a long and prosperous future together.

H 1

'm.r

ON THE ROAD r!
NOVEMBER 12

St. Louis Chapter No. 11
Location: St. Louis, Mo.
Visiting Officer: Ron Goss, CPM, President

NOVEMBER 16
Arkansas Chapter No. 64
Location: Little Rock, Ark.
Visiting Officer: Beth Machen, CPM,
Secretary/Treasurer

NOVEMBER 16

Wichita Chapter No. 65
Location: Wichita, Kan.
Visiting Officer: Madeleine Abel, CPM,
Senior Vice President

I 7l NOVEMBER17

F1tANCIIISi OPPORIUNFIY NOVEMBER 17

I
Georgia Chapter No. 67
Location: Marietta, Ga.
Visiting Officer: Jim Evans, CPM, President -Elect

'1 I k I Hawaii Chapter No. 34
Location: Honolulu
Visiting Officer: Randy Woodbury, CPM,
Immediate Past President

PARKIN( IA)T STRIPING FRANCHISE.
S(;Oo MILLIoN DOLLAR INDIJSTRY

JA)W START-UP COSt'
NATIONAL VENI)OR RELATH)NSIIIPS

VAN BASEI) SIMPLICI'I'Y
SMALL EMPIA)YEE BASE

STANI)ARI)IZEI) PROFESSIONAL TRAINING

877 -31)0 -LINES

(336- 5'1133)

%TWW.MEI)OLINES.COM
0EIFItIN( III PItDSI'EC'IlJS ONJI'

('slPYflJtUi 2010

NOVEMBER 18

East Tennessee Chapter No. 57
Location: Knoxville, Tenn.
Visiting Officer: Jim Evans, CPM, President -Elect

NOVEMBER 18

Western North Carolina Chapter No. 40
Location: Charlotte, N.C.
Visiting Officer: Michael Lanning, CPM.
Senior Vice President

DECEMBER 2

Central Virginia Chapter No. 38
Location: Glen Allen. Va.
Visiting Officer: Ron Goss, CPM, President
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INSIDE IREM COURSE LISTINGS

NOVEMBER

ASM6O3

MPSAXM

MPSAXM

ASM6O4

ETH800

ASM6O5

CPMOO1

CPMOO1

CPMEXM

CPMEXM

ETH800

MPSAXM

MPSAXM

MPSAXM

MPSAXM

RES2O1

ETH800

ETH800

CPMOO1

C PM 001

CPMOO1

CPMOO1

CPMEXM

CPMEXM

CPMEXM

CPMEXM

ASM6O3

MPSAXM

ASM6O4

ASM6O5

CPMOO1

CPMEXM

ETH800

MPSAXM

MPSAXM

DECEMBER

CPMOO1

CPMOO1

CPMEXM

CPMEXM

ETH800

0

November 1-2

November 1-4

November 1-4

November 3-4

November 5

November 5

November 5

November 5

November 5

November 5

November 6

November 8-11

November 8-11

November 8-11

November 8-11

November 8-13

November 10

November 10

November 12

November 12

November 12

November 12

November 12

November 12

November 12

November 12

November 15-16

November 15-18

November 17-18

November 19

November 19

November 19

November 21

Nov 29 -Dec 2

Nov 29 -Dec 2

December 3

December 3

December 3

December 3

December 17

Houston

Kirkland, Wash.

Pittsburgh

Houston

Braintree, Wash.

Houston

Kirkland, Wash.

Pittsburgh

Kirkland, Wash.

Pittsburgh

Pittsburgh

Fort Lauderdale, Fla

Scottsdale, Ariz.

Southfield, Mich.

Washington, DC

Milwaukee, Wis.

Los Angeles

Philadelphia

Fort Lauderdale, Fla

Scottsdale, Ariz.

Southfield, Mich.

Washington, DC

Fort Lauderdale, Fla

Scottsdale, Ariz.

Southfield, Mich.

Washington, DC

East Windsor, N.J.

San Francisco

East Windsor, N.J.

East Windsor, N.J.

San Francisco

San Francisco

Las Vegas

Columbus, Ohio

Las Vegas

Columbus, Ohio

Las Vegas

Columbus, Ohio

Las Vegas

San Francisco

INTERNATIONAL
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F1N402

ASM6O4

MNT4O2

MKL4O6

A5M605

CPMOO1

CPMEXM

MNT4O2
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MPSAO1

ASM6O4

FIN4O2

FIN4O2

ARMEXM

ASM6O5

CPMOO1
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November 2-6

November 5-6

November 6-7

November 7-9

November 8-9

November 9-13

November 10

November 13

November 14

November 16-20

November 20-21

November 20-21

November 22-23

November 23-27

November 23-27

November 25-26

November 27

November 28

November 30

November 30

December 1-2

December 1

December 1-2

December 2

December 3-4

December 3-4

December 4

December 5-9

December 5

December 6-7

December 6-7

December 7-8

December 8-9

December 9-10

December 9-10

December 11-12

December 11-12

December 13-14

December 14

December 15

December 15-16

December 17

Seoul, Korea

Shanghai

Busan, Korea

Shanghai

Sao Paulo, Brazil

Seoul, Korea

Shanghai

Tokyo

Tokyo

Seoul, Korea

Busan, Korea

Tokyo, Japan

Tokyo, Japan

Busan, Korea

Seoul, Korea

Sao Paulo, Brazil

Sao Paulo, Brazil

Busan, Korea

Busan, Korea

Tokyo

Moscow

Tokyo

Toronto

Busan, Korea

Moscow

Toronto

Busan, Korea

Busan, Korea

Moscow

Toronto

Warsaw, Poland

Tokyo

Toronto

Shanghai

Tokyo

Busan, Korea

Shanghai

Warsaw, Poland

Shanghai

Shanghai

Warsaw, Poland

Warsaw, Poland
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roi JRSE CODES KEY
ARMEXM II ARM Certification Exam

ASM6O3 //Investment Real Estate Financing and Valuation:
Part One
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INSIDE IREM INTERNATIONAL NEWS

NIKOLAEV, UKRAINE
Vita Klyuchnyk, CPM®

WARSAW. POLAND
Maciej Tertetis, CPM, CCIM

I

IREM INTERNATIONAL MEMBERS DISCUSS THE
IMPACT OF SOCIAL MEDIA IN THEIR BUSINESS
It appears that every type of business has incorporated social media into its marketing
plan. We asked international IREM Members to share ways they have used social media
as a tool to market their business to clients, manage properties, attract potential ten-
ants or interact with current tenants. In addition, we wanted to know the results of their
efforts and the role they see social media playing in the future.

UKRAINE Confidence in social media is growing, especially for
Social networks bring people together. progressive property managers who are interested in

People who have not seen each other increasing the effectiveness of their business. Potential
for a long time, or who never knew tenants will always choose the professional and open -
each other before, can now quickly minded manager, and competitors will be left behind.
communicate. For business, potential I work in the rental business and 50 percent of my ten -

clients can get information they need in one moment (for ants come from Internet leads, Social networks will help

example, to rent an apartment in another city, to see pho- increase this percent, save marlceting costs and improve
tos of a house that is being sold, or even to meet colleagues the speed of information dissemination in many coun-
on the other side of the world), Social media has seen tries,

great progress, and it is very cheap. It is very interesting
because you can find something new about your business

partner, and develop relationships. It is very important for
Ukraine.

Vita Klyuchnyk, CPM, real estate consultant, Real Holding,

Nikolaev, Ukraine.
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INSIDE IREM I NTERNATIONAL NEWS

JPM ARTICLES
TRANSLATEDIn Brazil, the social media sites Twitter and Facebook are

.BRAZIL

used widely by traders and companies that sell and pur- IREM translates one article

chase real estate. However, property managers are just from each issue of JPM® into
eight languages. You can find

beginning to use the media as a public channel f or corn translations of the latest fea-
munication. Law firms such as the one I work for do not exploit the media as ture, as well as past articles.
they should, as this is unfamiliar territory, although new generations prefer this by visiting the links below.
method to stay connected. In general, most Brazilians use social media in their

personal lives, but for business, the social network is still very strongly focused Español (Spanish) Para los artIculos

on personal relations, such as friends and family, en espanol, visite www.irem.org/
international/spanish/intro.cfm.

One legal issue we have seen is in condominium blogs where residents rely

on what happens and record comments against the building. The accusations Francais (French) Pour es articles en
are often without foundation, which has generated problems concerning liabil- francais, visitez www.irem.org/inter-

ity. This is still a new frontier and we are exploring the issues and learning how national/french/index.cfm.

to use these new tools to our benefit. For example, the IREM Brazil chapter
has an account on Twitter but has difficulty keeping its members connected, as PycCKI.Iv (Russian) /n5I CTTV Ha

many drop out and begin ignoring the use of this media. We are still working
PCCKOM sl3bu<e, flOCTL4T WWW.

irern.org/international/russian/index
to overcome this problem. On the other hand, this has been a great tool when cJm.

networking with other IREM Members internationally.

Fernanda Pereira Lisboa, CPM, real estate lawyer, Bushatsky Law Firm Wersja Polska (PoLish) Artykuly w

Associates, São Paulo, Brazil. jzyku poiskim mozna znale±á
www.irem.org/international/polish-
index.cfrn.

POLAND Português (Portuguese) Para artigos
it is funny, the more I learn what social media is all em Português, visite www.irem.org/

about, the more I wonder if we could use it in our international/Portugese/index.cfm.

own business activities. It's basically due to our type
of business-investing in big portfolios of real estate lO- (Korean) 7IAI

www.irem.org/international/korean
that are master leased. I can imagine social media is index.cfm Ok1 )LIL:E.
an excellent tool for a residential developer with apart-

ments for sale, or a property management company that does apartment leas- 41 (Japanese)

ing. It is a pity we are in a different area of the real estate industry. I. www.irem.org/internotional/jap-

I believe social media might be also an excellent tool for retailers; it would anese/index.cfm < t U'0

be great to learn how they use it in their daily business.
(Chinese)

Maciej Tertelis, CPM, CCIM, director of operations, Apollo-Rida Poland, www.irem.org/inter-
Warsaw, Poland, national/Chinese/index. cfm.
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_GADGETS
TOOLS FOR THE TRADE
The new iPhone and advancing technologies that connect to the
iPhone can make users' jobs more fun and efficient

TODD CLARKE,
CCIM (TCLARK&8

NMAPARTMENT.
COM), IS A 20 -
YEAR VETERAN
BROKER, CONSUL-
TANT, INTERNA-
TIONAL SPEAKER
AND INSTRUCTOR
WHO DISCUSSES
TECHNOLOGY

AND ITS USE IN
COMMERCIAL

REAL ESTATE.

READ TODD
CLARKE'S
TECHNOLOGY
BLOG AT WWW.
NMAPARTMENI
COM/ TECH.

CONNECT FOUR

Apple's fourth generation phone has a bevy of new

feat ures that make it well worth the upgrade. The

iPhone 4 offers a higher resolution screen, faster
processor, more memory, longer battery and a
slimmer body style.

While the phone has received a lot of publicity
about its unconventional antennae design, my us-

age of the new phone demonstrated better phone
coverage and call clarity than its predecessor, the
iPhone 3Gs.

The iPhone 4 also offers a front -facing camera

that allows video calls or "face time." Currently
this feature is only active over Wi-Fi. The im-
proved high -resolution screen, however, is truly
enough of a reason to make the investment in
the new phone. The new iPhone operating system

10S4-offering the ability to organize applica-
tions, or "apps" into folders, as well as the ability to

multitask apps-might be worth an investment.
The iPhone 4 comes in 16- and 32 -gigabyte

models, with prices starting at $199 for new
AT&T users or existing users who renew their
contracts. Verizon is expected to release its

iPhone in January.

SPUR-OF-THE-MOMENT PRESENTATIONS
'T1 ''-sized, lightweight and rechargeable

Optoma's Pico portable projector se -

s (PK100-PK3O1) offers users of the

iPhone, iPad and other smart phone

devices, the ability to make an im-

promptu presentation.
Although its low lumen count

won't make it an ideal competitor for

assrooms or conference rooms, its
ry-powered projector is perfect for
ird meetings or client conferences. Its

I

4 -oz weight, small -form factor and long -running

rechargeable battery allow consumers to carry it

around during the day and use it on the spur of

the moment in a meeting.
Optoma includes all the cables, charger and

extra battery for hookup to smart phones,

If you need something that hooks into your
computer or with a higher lumen count, Op-
toma offers the PK 102, 201 and 301 models as

well. The Pico Pocket Projector is available for

$149 on Amazon.com. Visit wwwoptornausa.

corn for more information.

www.irem.org/jpm 58 nov.dec 2010

_GADGETS
TOOLS FOR THE TRADE
The new iPhone and advancing technologies that connect to the
iPhone can make users' jobs more fun and efficient

TODD CLARKE,
CCIM (TCLARK&8

NMAPARTMENT.
COM), IS A 20 -
YEAR VETERAN
BROKER, CONSUL-
TANT, INTERNA-
TIONAL SPEAKER
AND INSTRUCTOR
WHO DISCUSSES
TECHNOLOGY

AND ITS USE IN
COMMERCIAL

REAL ESTATE.

READ TODD
CLARKE'S
TECHNOLOGY
BLOG AT WWW.
NMAPARTMENI
COM/ TECH.

CONNECT FOUR

Apple's fourth generation phone has a bevy of new

feat ures that make it well worth the upgrade. The

iPhone 4 offers a higher resolution screen, faster
processor, more memory, longer battery and a
slimmer body style.

While the phone has received a lot of publicity
about its unconventional antennae design, my us-

age of the new phone demonstrated better phone
coverage and call clarity than its predecessor, the
iPhone 3Gs.

The iPhone 4 also offers a front -facing camera

that allows video calls or "face time." Currently
this feature is only active over Wi-Fi. The im-
proved high -resolution screen, however, is truly

enough of a reason to make the investment in
the new phone. The new iPhone operating system

10S4-offering the ability to organize applica-
tions, or "apps" into folders, as well as the ability to

multitask apps-might be worth an investment.
The iPhone 4 comes in 16- and 32 -gigabyte

models, with prices starting at $199 for new
AT&T users or existing users who renew their
contracts. Verizon is expected to release its

iPhone in January.

SPUR-OF-THE-MOMENT PRESENTATIONS
'T1 ''-sized, lightweight and rechargeable

Optoma's Pico portable projector se -

s (PK100-PK3O1) offers users of the

iPhone, iPad and other smart phone

devices, the ability to make an im-

promptu presentation.
Although its low lumen count

won't make it an ideal competitor for

assrooms or conference rooms, its
ry-powered projector is perfect for
ird meetings or client conferences. Its

I

4 -oz weight, small -form factor and long -running

rechargeable battery allow consumers to carry it

around during the day and use it on the spur of

the moment in a meeting.
Optoma includes all the cables, charger and

extra battery for hookup to smart phones,

If you need something that hooks into your
computer or with a higher lumen count, Op-
toma offers the PK 102, 201 and 301 models as

well. The Pico Pocket Projector is available for

$149 on Amazon.com. Visit wwwoptornausa.

corn for more information.

www.irem.org/jpm 58 nov.dec 2010



ADVERTISERS INDEX

Advertiser
Appraisal Institute

REM Books

REM CPM Designation

REM Ed

I REMFIRST

REM Income/Expense Analysis

REM Member -Get -A -Member

REM 2011ofticers

REM REALTORS® Federal Credit Union

London Computer Systems

Maytag

Out Last

RealPage, Inc.

Salsbury

Sign a ram a

Sylvania

We Do Lines

Yardi

Web site

www.appraisalinstitute.org/newprograrns

www. irembooks org

www.irem.org/joinirem/cprn

www.irem.org/education

www.irernfirst.org

www.irem.org/2O1O1E

www.irem.org

www.irem.org

www.realtorsfcu.org

www.ren(manager. corn

www. rnaytagcommerciallaundry. corn

www.outlastgerms.com/irem

www.realpage.com/saas

www. mailboxes.corn

www. signararna. corn

www. sylvania. corn/LED

www. wedolines. corn

www.yardi.com/jprn44

iT!ThimJhT1i7
L L' III iiirti !4 q4s

Did you know.' When you use leading hand sanitizers, as soon as the product dries, the I

germ -killing power ends. Ifyou'd like your handsanitizerto last, OutLastTMHandSanitizer
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