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c u s t o m  c o n t e n t

WHO’S BROKERING  
LOS ANGELES

The Commercial Teams

IN THE REAL ESTATE COMMUNITY, IT’S BECOME 
something of a custom to honor individual brokers on their 

biggest deals – but rarely do we acknowledge and learn more 
about the teams who make these success stories possible. 

In an attempt to shine a light on those hard-working 
teams, we welcome you to the Los Angeles Business 

Journal’s latest “Who’s Brokering LA” special 
section, where we recognize the most dynamic 

brokerage teams across all categories.

Congratulations to each of the teams 
described in these pages…and thank 

you for your contributions to the 
thriving LA commercial real estate 

community and our local economy!

35-50_WhosBrokeringLA_supp.indd   35 6/21/18   6:53 PM



36   LOS ANGELES BUSINESS JOURNAL – CUSTOM CONTENT       JUNE 25, 2018

W H O ’ S  B R O K E R I N G  L O S  A N G E L E S
Barbara Armendariz (Founder & President)
SharpLine Commercial Partners

Barbara Armendariz is President and Founder of SharpLine 
Commercial Partners, a full-service commercial real estate 
brokerage firm that excels at putting its clients’ needs first. 

Armendariz’s career in real estate spans more than 12 years. Prior to 
founding SharpLine, she served as Vice President at CBRE and was at 
Colliers International before that. During her tenure at these firms, she 
mastered the research, analytical strategies, and other key skills needed 

to execute successful transactions. Armendariz is a retail property specialist. She manages 
all aspects of leasing and sales transactions for investor and landlord clients. She also works 
extensively with corporate occupiers providing research-driven, comprehensive strategies for 
execution in site selection, disposition, lease renewal, and sale-leaseback scenarios.

David Aschkenasy (Executive Vice President)
David Ickovics (Principal)
Jeremy Wintner (Director)
Commercial Asset Group

Among the recent achievements of David Aschkenasy and his team 
has been their work successfully representing Ratner Property  
 Management in acquiring a six-building east Valley retail portfolio 

in Burbank and North Hollywood.  Total transaction size was just 
under $10,000,000.  In addition to the acquisition, Aschkenasy and 

his team handled all leasing for the projects and have successfully leased all of the spaces in the 
portfolio with rolling leases.  The total leasing volume was about another $4,000,000 in lease 
consideration.  What makes Aschkenasy and his team so unique is that they are able to handle 
an entire project from start to finish, including sourcing deals, consulting with clients about 
highest and best uses, arranging architects, contractors, and expediters to aid the Landlord work, 
and leasing the spaces to great tenants.  

Bill Bauman (Vice Chairman)
Kyle R. Miller (Executive Managing Director)
Bryan Norcott (Executive Managing Director)
Newmark Knight Frank

Bill Bauman joined NKF Capital Markets in January 2018 as a 
vice chairman in the firm’s Downtown Los Angeles office, where 
he heads a full-service retail brokerage team specializing in retail 

land planning, developer consultation and investment sales. Over 
the past 12 months, Bauman and his team completed $1.26 billion in 

transaction volume. The team’s DNA comes out of the leasing and development world, where 
the firm represents many of Southern California’s largest retail developers. In the last year, the 
team handled a number of the largest retail sales in Southern California. This includes Chino 
Spectrum Towne Centre, a 459,000-square-foot power center featuring big-box stores, discounters 
and clothing stories including Walmart, Best Buy, Aki Home, Pier 1 Imports, Nordstrom Rack, 
DSW and Kohl’s and was sold for $144 million to MetLife Investment Management. 

Stephen Bay (Vice Chairman)
Clay Hammerstein (Vice Chairman) 
Kevin Bender (Executive Vice President)
CBRE

With 87 years of combined experience representing the most 
sophisticated companies in virtually every major global office 
market, this team focuses solely on the practice of tenant 

representation. The team’s terrific track record proves each member’s 
commitment to creating enduring relationships, strategically creating 

the best short and long-term solutions.  For this team, a closed transaction does not conclude a 
relationship; it is simply another building block in their partnership with the client. This past 
year the team facilitated transactions for clients including Broadcom, Kirkland & Ellis, Gibson 
Dunn & Crutcher, Quinn Emanuel, Northwestern Mutual, The Southern California Gas 
Company, Oaktree Capital Management and Gensler. The team completed 132 transactions, 
totaling more than 4.6 million square feet.

Steve “Bogie” Bogoyevac (Senior Managing Director Investments)

David O’Keefe (Senior Associate)
Shane Young (Senior Associate)
Alexandro Colombo (Associate)
Jack Jorgensen (Associate)
Marcus & Millichap

Steve “Bogie” Bogoyevac’s full-service team of multifamily 
brokerage specialists and support staff proudly provides some of the 
industry’s best research, marketing, and transaction services while 

providing the in-depth market knowledge, personalized service and client collaboration that 
resides at the heart of successful transactions. In the last 12 months, Bogoyevac’s team brokered 
more than $209 million of investment real estate across 64 transactions. Notable achievements 
of the past year include obtaining the highest price per unit in Carson in 2017, the highest price 
per square foot in Wilmington in 2017, and representing the buyer in the recent $84 million 
sale of Pacific Court, a luxury mixed-use community in Long Beach. In December 2017, the 
team successfully closed a portfolio of five properties in Bell Gardens; the sale is the largest in 
Bell Gardens’ city history.

Steve Bram (Principal/Co-Founder)
David R. Pascale, Jr. (Senior Vice President)
Allison Higgins (Senior Vice President) 
Patrick O’ Donnell (Assistant Vice President) 
Huber Bongolan, Jr. (Assistant Vice President)
George Smith Partners

A 34-year industry veteran, Steve Bram has structured more than  
$5 billion in commercial financing over 500 transactions.  He  
 attributes his success to his work ethic, dedication to his 

clients and an extremely sharp group of associates on his team. Most recently, Bram and his 
team secured $31,380,000 of non-recourse bridge debt to purchase and renovate an 89,000 
square foot multi-tenant Class A office property in South Pasadena.  The property is the only 
Class A office building in South Pasadena.  Bram and his team were able to source a capital 
provider comfortable with the high leverage request. Bram will also  be closing a $223 million 
construction and bridge loan in Los Angeles in early June for a to-be-built high-rise creative 
office building. 

Mike Condon, Jr. (Executive Managing Director)
Kelli Snyder (Senior Associate)
Brianna Demus (Associate)
Erica Finck (Senior Financial Analyst) 
Arianna Nienow (Associate)
Cushman & Wakefield

Cushman & Wakefield’s team led by Mike Condon, Jr. is a fully 
integrated capital markets and leasing team. They set the record 
for the highest price per square foot on an adaptive reuse building 

in Downtown LA at $430/ft. and recently closed on the Santa Fe Lofts, one of the five largest 
adaptive reuse multifamily projects downtown. The team recently set a price per square foot 
record on a Class A industrial leased investment sale in the South Bay. Lastly, the team 
transacted on the most recent ground up hotel land sale in Downtown LA, which will exceed 
300 keys. The team’s total transaction volume for the past 12 months was $407 million.

Scott Crane (Senior Vice President)
Peter J. Lund (Senior Vice President)
NAI Capital

Senior Vice Presidents Scott Crane and Peter J Lund with NAI 
Capital are a top performing team specializing in the leasing and 
sales of office medial properties in Southern California. Together 

they have completed over four million square feet of HealthCare 
transactions. Over the past year, Crane and Lund have completed nine 
transactions in excess of $18.1 million. The formula to their success is 

teamwork.  The largest transaction they completed this year was a $12.5 million lease for their 
client The Regents of the University of California.

John DeGrinis (Senior Executive Vice President)
Patrick DuRoss (SVP)
Jeff Abraham (VP) 
Kate Borden (Sr. Client Services Specialist)
Colliers International

After more than three decades of hard work, John DeGrinis has 
earned a reputation for honesty, integrity and, not least of all,  
 performance. In the past 10 years, he and his team of Patrick 

DuRoss, Jeff Abraham and Kate Borden have completed transactions 
totaling more than 20 million square feet and $1 billion for parties on a wide variety of 
transaction types to buy, sell and lease manufacturing and other industrial properties. Last year, 
the DeGrinis team closed a total of 65 transactions totaling more than 3.5 million square feet 
for an aggregate value of about $200 million. The team currently represents several landmark 
developments in Los Angeles County, including Sares Regis Group’s Conejo Spectrum, a 
505,000-square-foot business park under construction in Thousand Oaks. 

Jonathan Weir (Associate)
Troy Reese (Associate)
Mitchel Cannata (Associate)
Ethan Grunstein (Associate)
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Christine Deschaine (Senior Vice President)
Clare Collins (Sales Associate)
Kennedy Wilson

Christine Deschaine and Clare Collins are the brokerage duo 
driving growth in the Santa Monica market this year, completing 21 
transactions totaling $65,297,645 in value across 91,479 total square 

feet. With a lease consideration of approximately $40 million and a sales 
consideration for two deals valued at $25.2 million, the pair were a leas-
ing powerhouse these past 12 months. Deschaine and Collins officially in-
troduced the first Starbucks Reserve to the area at San Vicente Place on 

26th Street and San Vicente Blvd in Santa Monica. Among other projects, Deschaine and Collins 
also inked four new restaurant leases at 3001 and 3023 Wilshire Boulevard within Stanford Court 
in Santa Monica’s Wilshire corridor. Totaling 7,443 square feet, the spaces face Wilshire Boulevard 
between Stanford and Berkeley Avenues. 

David Harrington (EVP & National Director | Multifamily)
Matthews Real Estate Investment Services

David Harrington serves as the Executive Vice President and Na-
tional Director of Multifamily at Matthews Real Estate Investment 
Services, managing the division throughout several states and five 

offices. Throughout his 17-year long tenure as a successful multifamily 
agent, he has executed nearly 500 transactions equating to over $2 
billion. In 2017 alone, he closed 51 deals, totaling to over $113 million 
in sales. Within the same year, he brokered the highest recorded cost 

per foot sales for multifamily investments in both Pasadena and Lawndale, as well as the highest 
GRM ever recorded in San Pedro. In 2018, he has continued along his upward trajectory of 
success. As of May, he has closed 21 transactions alone, totaling to over $50 million in sales. 

Gary Horwitz (Managing Director)
Blake Searles (Executive Vice President)
Kamil Agha (Senior Vice President)
JLL

As one of JLL’s premier tenant representative teams in the country, 
Gary Horwitz, Blake Searles and Kamil Agha continue to make  
 waves in the Los Angeles region with more than $658 million in 

transaction volume during the past 12 months. This collaborative team, 
each with a different skill set, has played a key role from the beginning 

with companies like Snap which started in a small building in Venice Beach and recently signed 
a new Headquarters lease in Santa Monica, and DirecTV which calls El Segundo home for its 
global headquarters. The team of nearly 10 years also has a deep resume of representing tenants on 
both multi-market accounts and large transactions with clients such as USC and Internet Brands, 
entrenching themselves in their clients’ culture and business objectives.

Chris Jackson (Executive Managing Director)
Todd Lorber (Executive Vice President)
NAI Capital

Executive Managing Director Chris Jackson and Todd Lorber,  
Executive Vice President with NAI Capital’s Investment Services 
Group together have completed over $1.2 billion in transaction  

volume since 1997. Over the past year, they have completed 12 trans-
actions in excess of $67.5 million. The qualities that have led to their 
success are teamwork, collaboration, a strong work ethic, honesty, and 

market knowledge. They have earned their clients’ trust by providing value to the deal by handling 
the escrow from start to finish. This past May, they completed a $20.7 million sale of state-of-
the-art distribution/manufacturing facility in Valencia, CA. Jackson and Lorber represented the 
seller, a private investor, and the buyer, Chicago-based First Industrial Realty Trust, Inc.  The team 
recommended that the new owner divide the building up so they can lease it out quicker. 

Jonathan Larsen (Principal & Managing Director)
Chandler Larsen (Vice President)
Avison Young

Since joining Avison Young and forming a team, father and son, 
Jonathan Larsen and Chandler Larsen have completed in excess of 
$1 billion in transactions over the past three years. In 2017, they 

completed 85 leasing and sales transactions valued in excess of $500 
million making them the top producers for Avison Young Southern 
California. Over the past 12 months, they have completed in excess 

of $500 million in deals. These transactions have not only been within Los Angeles County, 
but across the Unites States with some high profile, long-term occupier clients including Lewis 
Brisbois, Wells Fargo Bank, BDO, and Squire Patton Boggs. One significant recent transaction 
was on behalf of the (then) ownership of Million Dollar Theater, a 56,126-square-foot historical 
landmark building downtown.

Jay Luchs (Vice Chairman)
Newmark Knight Frank

Jay Luchs specializes in the sale and leasing of investment properties, 
with a focus on representing international retail and fashion brands 
in finding store locations. He also represents other non-fashion 

retail brands, restaurants and office tenants. He represents various 
landlords throughout Los Angeles and in other select cities in leasing 
their retail and office properties. Over the last year Luchs completed 
over $250 million in leasing/sales transactions. A mong his t op recent 
deals was LVMH Moet Hennessy Louis Vuitton Inc.’s purchase of 456 

N. Rodeo Drive from private equity group Sterling Organization. They had acquired it one day 
earlier for $55 million, making a $55 million profit in one day on the 6,200 square-foot location. 
Jay Luchs represented both the landlord and tenant in the sale.

Matthew Miller (Vice Chairman)
Gerald Porter, Founding Principal
Cresa

The team of Matthew Miller and Jerry Porter has been a duo of 
tenant representation partners for over 32 years. Since May 2017, 
the team has completed 143 tenant leases, including 47 transactions 

nationally for Oracle Corporation. Among Miller and Porter’s largest 
deals include seven client office leases in excess of 100,000 square feet 
and two industrial leases of 1,070,000 square feet and 601,810 square 

feet, respectively, totaling in excess of $435 million in total transaction value for the year.

Derrick Moore (Principal)
Avison Young

Derrick Moore is widely recognized in business and commercial real 
estate circles as one of the industry’s leading experts on retail in Los 
Angeles. Moore’s success throughout his career has been centered on 

building long-term, trust-based relationships with his clients, and being 
an active participant in community building in Los Angeles. As one of 
the city’s most fervent ambassadors, Moore maintains close relationships 
with officials of the Downtown Center Business Improvement District 

(DCBID) and Central City Association (CCA) of Los Angeles, and has demonstrated a personal 
commitment, as well as a professional one, to the Downtown Renaissance, and emerging markets. 
Over his career, he has completed over 2.3 million square feet of retail lease transactions in the Los 
Angeles region, representing a total consideration of approximately $326 million. 

Jon Reno (Senior VP, Managing Partner)
Trevor Gale (Senior VP) 
Mark Vanis (Vice President)
Kidder Mathews

Specializing in a particular facet of the industry (central Los 
Angeles industrial commercial real estate) affords the Kidder 
Mathews team of Jon Reno, Trevor Gale and Mark Vanis the 

ability to differentiate themselves from the competition and create 
a significant and tangible competitive advantage. Their passion for 

the job is at the forefront, and they are extremely proactive; decisively making things happen 
as opposed to reacting to things happening around them. The team’s total transaction volume 
in the past 12 months was $148,041,545, with the largest deal in that period being the sale of 
Downey Industrial Center, a 29-acre property located at 9400 Hall Road in Downey to Prologis, 
Inc. –recognized as the largest dollar volume land transaction in Los Angeles last year.

Lee Shapiro (Executive Vice President of Brokerage)
Justin Weiss (Vice President)
Kennedy Wilson

Lee Shapiro and Justin Weiss are a brokerage duo driving significant 
growth in Downtown LA this year, specifically the South Park  
 submarket, completing 36 deals totaling $65,886,614 in value across 

199,085 total square feet. With a lease consideration of almost $44 
million and a sales consideration for two deals valued at $21.9 million, 
the pair were a leasing powerhouse these past 12 months. It’s hard to 

walk more than a block in DTLA without seeing a Kennedy Wilson leasing sign hanging in the 
window of new developments and historic buildings alike. Of the team’s 34 leasing transactions 
in 2017, 11 were located in the South Park submarket of DTLA, which just a few years ago was 
home to mostly parking lots. 
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Kevin Shannon (Co-Head US Capital Markets)
Bret Hardy (Executive Managing Director)
David Milestone (Executive Managing Director)
Ken White (Executive Managing Director)
Rob Hannan (Executive Managing Director)
Paul Jones (Executive Managing Director)
Brunson Howard (Executive Managing Director)
CJ Osbrink (Executive Managing Director)
Michael Moll (Senior Managing Director)
Michael Moore (Senior Managing Director)

Laura Stumm (Managing Director)
Scott Schumacher (Managing Director)
Rick Stumm (Managing Director)
Blake Bokosky (Managing Director)
Brad Burton (Managing Director)
Guillermo Boisson (Senior Associate)
Brandon White (Senior Associate)
Andrew Pascale (Associate)
Rebekah Farrar (Associate)
NKF Capital Markets

NKF Capital Markets’ Shannon team focuses on Western Markets and has completed more 
than 680 transactions valued at $37.7 billion from 2010 to mid-2018.  In Los Angeles alone, 
the team has completed $11 billion in sales volume in 200 transactions totaling more than 

46,000,000 square feet. In 2017, the team completed 106 transactions for a total consideration 
of $6.3 billion. In 2018, the team has completed 46 transactions for a total consideration of 
approximately $2.61 billion. Over the past 12 months, the team has completed some of the 
highest-profile Los Angeles transactions, including the $430 million joint venture agreement for 
the 1.8-million-square-foot California Market Center, and the $290 million sale of DreamWorks 
Animation’s 460,000-square-foot headquarters and studio campus, among other significant deals.

Luke Staubitz (Executive VP, Partner)
Harvey Beesen (Executive VP, Partner) 
Andrew Dilfer (Executive VP, Partner)
Kidder Mathews

Mutual respect and complimentary skill sets are this Kidder 
Mathews team’s strengths. They like working together, and they 
are equally happy to work individually on assignments. They are 

dedicated to constantly improving their skill set and craft for the benefit 
of their clients and themselves. Problem solving of a quantitative and 

qualitative nature is what they gravitate towards. They love what they do and look forward to each 
day’s new challenges and rewards. Since June of last year, the team has completed $196,153,108 in 
deals for 86 projects totaling 1,943,082 square feet. One significant example of the team’s success is 
its work acting as Exclusive Advisor to NSB Associates in the sale of the Hawthorne Business Park 
to Terreno for $28,000,000.

Robert Stepp (Principal)
Kimberly R. Stepp (Principal) 
Michael Toveg (Senior Vice President) 
Mark Ventre (Senior Vice President) 
Mark Witsken (Vice President) 
Todd Hawke (Vice President)
Stepp Commercial

Stepp Commercial is a leading multifamily brokerage firm in the Los 
Angeles market with the sale of more than $1 billion in properties 
since inception in 2013. Founded by industry veterans and husband 

and wife power couple, Robert Stepp and Kimberly Stepp, this duo has grown to a six-person 
brokerage team that now leads Los Angeles County in sales for small- to mid-sized apartment 
properties and has closed more than $238 million in transactions year-to-date, marking this 
year as the strongest one ever for the team. Stepp Commercial also has $234 million in active 
Los Angeles listings currently. In 2017, the team completed a record-breaking 111 transactions 
totaling 1,559 units with a value of $573 million. 

Todd N. Taugner, SIOR (Executive Vice President)
Frank Schulz III, SIOR (Managing Principal)
David A. Prior, SIOR (Senior Managing Principal)
The Klabin Company

The Klabin Company team made up of Todd Taugner, Frank 
Schulz, and David Prior have many success stories, including the 
recent announcement that one of the few remaining furniture 

manufacturing facilities in California will stay in the state, Virco 
Manufacturing, America’s leading maker and supplier of furniture and 

equipment for schools. The company signed a five-year lease extension for a 559,000 square 
foot industrial building in Torrance. Virco’s Torrance headquarters and distribution center 

is a concrete tilt-up structure featuring 50,000 square feet of office space, 28-feet minimum 
clear height, 35 dock high loading spots, and on-site parking for 500 vehicles. This is but one 
example – the team’s previous deal totals for the last 12 months include $232,333,440 of total 
consideration for a total of 5,255,709 square feet.

Aleks Trifunovic (President)
Keith Fielding (Principal) 
Tibor Lody (Principal)
Tommy Isola (Associate) 
Matt Solomon (Associate)
Lee & Associates West Los Angeles

Led by Aleks Trifunovic, President of Lee & Associates Los Angeles 
West, this dynamic team specializes in the sale and leasing of  
 creative space with a focus on adaptive reuse. They currently 

handle 22 listings from West LA to DTLA. Working closely with both owners and tenants, the 
team provides a highly personalized, complete real estate solution; the tools of a national firm, 
along with the flexibility of a boutique firm with deep-rooted local knowledge. In 2017 the team 
completed approximately $74 Million in creative office transactions, including its success with 
10100 Venice Blvd, a 47,336 square foot property with a total consideration of $22,500,000.

Lynn Williams (Vice Chairman)
Jeff Welch (Executive Vice President)
CBRE

CBRE’s team of Lynn Williams and Jeff Welch is widely regarded 
as one of the industry’s leading advisors to corporate real estate 
occupiers globally. Lynn Williams, Vice Chairman, the highest 

title achievable by the firm’s brokerage professionals, and Jeff Welch, 
Executive Vice President, have completed transactions and consulting 
assignments totaling more than 35 million square feet.  The team 

specializes in the development and implementation of portfolio optimization and complex 
transaction strategies, including headquarters assignments. Their in-depth knowledge of real 
estate needs and trends for multinational corporations and professional services firms allows the 
team to successfully implement significant cost-cutting and workplace strategy solutions around 
the globe for clients. The team’s total transaction volume in the past 12 months is 945,089 
square feet. 

Josh Wrobel (Managing Director)
Carl Muhlstein (International Director)
Hayley Blockley (Managing Director)
Jaclyn Ward (Senior Vice President)
Peter Hajimihalis (Associate)
Nicole Mihalka (Managing Director)
JLL

JLL’s premier agency leasing team in Los Angeles, Carl Muhlstein, 
Josh Wrobel, Hayley Blockley, Nicole Mihalka, Jaclyn Ward and 
Peter Hajimihalis, continues at the forefront of leasing activity 

in Los Angeles with more than $850 million in transaction volume over the past 12 months. 
This collaborative team has represented some of the most high profile projects in West Los 
Angeles, including the 1.4 million square feet EOP/Blackstone office campus Howard Hughes 
Center in Playa Vista; 1888 Century Park East, a 509,000 square foot office tower in Century 
City; and Arboretum Courtyard, a two-building campus in Santa Monica. The team recently 
closed approximately 323,000 square feet of leasing at Howard Hughes, with anchor tenants 
Pepperdine University and Sony; and 102,000 square feet at Arboretum Courtyard, including 
anchor tenant Game Show Network’s HQ location.

David Young (Executive Vice President)
Chad Gahr (Executive Vice President)
NAI Capital

Executive Vice Presidents David Young and Chad Gahr at NAI 
Capital make up a perennial top producing team specializing in sales 
and leasing of industrial properties in the North Los Angeles region. 

Together they have completed over $1.5 billion in transaction volume. 
Over the past year, the team has completed 30 transactions in excess 
of $47.5 million. The duo is keenly focused on providing the best 

service possible for their clients. This past year, one unique assignment they worked on included 
the releasing of the former OPI Products world headquarters facility located on Saticoy Street 
in North Hollywood.  Following OPI’s vacating of the facility, the entire 8.5-acre, 16-building, 
complex was rebranded as the “North Hollywood Industrial Campus.”  Young and Gahr were 
successful in completely leasing the project in under a year. tion totaled $3.15 million or $169 
per square foot. In April of this year, Jackson and Lorber, along with Vice President Tristian 
Greenleaf and NAI Capital’s Investment Services Group completed a $4.65 million investment 
sale of a retail property occupied by Learn4Life charter school in Lancaster. 
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A  strengthening economy and job growth 
nearing historic levels have given realtors  
 confidence in future commercial real estate 

market conditions, according to speakers at a 
commercial real  estate forum during the 2018 
REALTORS Legislative Meetings & Trade Expo.

Lawrence Yun, chief economist of the 
National Association of Realtors, led a panel 
discussion about the economic forces shaping 
commercial real estate markets and expressed 
that a favorable environment will lead to a rise 
in demand for commercial spaces in 2018 and 
2019.

“Even after 90 straight months of job gains, 
the economy looks likely to expand over the 
next two years with job openings at the highest 
level in nearly 10 years. The gross domes-
tic product should experience a 2.7 percent 
growth, therefore the demand for commercial 
spaces is expected to rise this year and next 
year,” Yun said.

One area of concern for realtors is the lack 
of construction, which is hindering inventory. 
Yun pointed out that with subdued construc-
tion activity in commercial real estate in 
recent years, vacancy rates will continue to 
fall and rents will rise. “Concerns are growing 
around commercial property prices, which 
have dramatically shot up by 85 percent in the 
past seven years. With interest rates recently 

rising, commercial prices could decline and 
commercial investment sales may see an addi-
tional dip, though at a modest pace,” he said.

Most commercial sectors are on the 
upswing, according to Yun. Office demand is 
strong because of rising employment and mod-
erate office supply, which will lead to modest 
vacancy rates, mainly due to the expansion 
of telecommuting. Increased trade and rising 
e-commerce has the industrial sector on a hot 

streak, with a growth of 20 percent, while retail 
sales are growing at 5 percent and completions 
remain low, with rents experiencing solid 
growth.

Two panelists joined Yun to discuss trends 
in multi-family demand and the impact the 
global economy could have on commercial real 
estate over the next year. Richard Barkham, 
global chief economist at CBRE, gave his 
perspective on global economic trends and his 

outlook for commercial real estate.
“Commercial real estate is buoyant these 

days, and first quarter leasing is through the 
roof. Interest rates may turn up, but slowly over 
the next few years, and inflation remains weak, 
as wage growth has failed to gain traction. Rel-
atively, supply is in line with demand and cap 
rates have hit a bottom and remain extremely 
firm,” Barkham said.

Danielle Hale, chief economist at realtor.
com also shared highlights from her outlook for 
multi-family households.

“Apartment demand remains robust and the 
sector is seeing growth, especially in mixed-use 
urban development, as many consumers prefer 
a neighborhood close to work and entertain-
ment,” said Hale. “Millennials are shifting into 
the largest generation of homeowners and will 
be a huge boom to the multi-family market in 
recent years. Multi-family building has seen 
the largest four-year stretch in supply since the 
1980s and vacancy rates are trending at the 
lowest in years.”

The National Association of Realtors is America’s 
largest trade association, representing more than 
1.3 million members involved in all aspects of the 
residential and commercial real estate industries.  
For more commercial real estate research, visit: 
https://www.nar.realtor/

Realtors Say Commercial Market on the Upswing

The U.S. office markets averaged just 4.4 
million square feet of positive net absorption 
over the past two quarters; specifically, 7.4 

million square feet were absorbed in the fourth 
quarter of 2017 and just 1.3 million square feet 
were leased on a net basis in the first quarter of 
2018, according to CBRE. These figures came 
in significantly below the 10.8 million square 
foot quarter average forecast six months ago.

Dr. Hany Guirguis, Manhattan College, and 
Dr. Joshua Harris, New York University, believe 
that this performance represents a significant 
conundrum as every economic indicator used to 
forecast absorption performed at or above the 
forecast level. Some of those indicators included 
the Institute for Supply Management’s Non-
Manufacturing Purchasing Managers’ Index 
and related measures such as the Conference 
Board Measure of CEO Confidence. Further, 
closely related macroeconomic variables – such 
as office using employment – grew steadily, 
meaning that more office employees were added 
without much corresponding space leased 
over the previous six months. While the first 
quarter reading of just 1.3 million square feet 
absorbed may be a one-time anomaly, it cannot 
be discounted that a structural shift in the office 
space market has or is occurring.

Allowing for the probability of a shift 
in office leasing, given the current level 
of economic activity, the forecast for net 
absorption of office space has been reduced 
to 8.4 million square feet for the remaining 
three quarters of 2018 and 10.0 million square 
feet per quarter in 2019. The most plausible 
explanation for this shift is efficiency gains 
in office space utilization; however, there will 
be a rational limit on how far these gains can 
go. At some point, demand for office space 
(in terms of square footage) should increase, 

assuming economic growth and employment 
gains continue, especially if there is growth in 
the office using sectors. Further, it is plausible 
that lack of specificity regarding elements of the 
new federal tax law, as well as late first quarter 
threats about “trade wars,” may have caused 
some companies to temporarily delay expansion 
plans. If that was the case, then the rest of 2018 
may show outpaced gains in net absorption.

Overall, an analysis of the economy, 
including the variables known to explain office 
demand, suggest that office markets should 
be getting healthier, yet the national vacancy 
rate has moved up by 40 basis points over the 
past six months according to CBRE. Thus, 
office developers should exercise caution in 
moving forward on speculative projects in 
many markets. Given that current completion 
rates are still below long-term averages and 
that asking rents are still rising, it is logical to 
believe that the space markets will improve 
in future quarters. Further, many developers, 
lenders, and even tenants are not over 
expanding or being overactive, meaning that 
there is a low likelihood that there will be 
excess space that they will need to vacate in a 
downturn. Hence, the cautious behavior now 
should result in less pain for the office markets 
in the next downturn, which may occur in late 
2019 or 2020.

NAIOP, the Commercial Real Estate Development 
Association, is the leading organization for 
developers, owners and related professionals in 
office, industrial, retail and mixed-use real estate. 
NAIOP comprises 19,000 members in North 
America. NAIOP advances responsible commercial 
real estate development and advocates for effective 
public policy. 
For more information, visit naiop.org.

Reviewing the Shift: A National View on Improving 
Economic Indicators Amid a Minimal Absorption Phase
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SIOR, the leading society for industrial and 
office real estate professionals, announced 
today the release of “Blockchain and 

Commercial Real Estate,” a brief authored by 
blockchain and real estate thought leader, Avi 
Spielman. The article is the first of SIOR’s 
Thought Leadership Series.

As blockchain becomes an accepted aspect 
of business aspirations and common vernacular, 
industries must examine how this technology 

of today could improve or hinder everyday 
practices. In commercial real estate, an industry 
once considered inflexible, Spielman sees various 
areas of opportunity.

Spielman is a pioneer in the “evolution of 
blockchain real estate applications.” He has been 
invited to speak worldwide, and has published 
extensively on the topic, including the award-
winning white paper “Blockchain: Digitally 
Rebuilding the Real Estate Industry.” Having 
received his Masters of Science in Real Estate 
Development from MIT, Spielman overseas real-
estate development and property management 
interests in Middle Tennessee, and is part of 
Centennial Retail Services, based in Nashville.

In “Blockchain and Commercial Real 

Estate,” Spielman provides a comprehensive 
explanation of what blockchain and smart 
contracts are before delving into specific-use cases 
to illustrate how these technologies might be 
applied to commercial real estate. He concludes 
by examining the broader picture of blockchain’s 
potential impact on commercial real estate 
as a whole and addressing some of the most 
pressing questions about the viability of these 
technologies.

SIOR represents the world’s most elite real 
estate professionals in industrial and office. SIORs 
strive to not only be leaders in business, but also 
inform and inspire leaders across our industry. 
In that pursuit, SIOR has created the Thought 
Leadership Series to apprise readers of the latest 

technological advances, current and projected 
trends, and solutions to the issues affecting 
businesses today. The thought leadership series 
aims to educate and ensure the continued growth 
and evolution of Commercial Real Estate. The 
Series will feature collaborations with the best 
and brightest minds throughout CRE to produce 
thought-provoking and educational content, 
research, and topic briefs.

The Society of Industrial and Office Realtors 
(SIOR) is the leading society for industrial and 
office real estate professionals. Individuals who earn 
their SIOR designation adhere to the highest levels 
of accountability and ethical standards. For more 
information, visit www.sior.com.

Sior Releases Article on Blockchain’s Potential Impact 
on Commercial Real Estate
“Blockchain and Commercial Real 
Estate” is first of SIOR’s Thought 
Leadership Series

New development and ongoing operations 
of existing commercial real estate 
buildings in the United States – office, 

industrial, warehouse and retail – generates 
significant economic growth at the state 
and national levels. The combined impact: 
Commercial real estate supported 7.6 million 
American jobs and contributed $935.1 billion 
to U.S. GDP in 2017. 

The annual study “Economic Impacts of 
Commercial Real Estate,” published by the 
NAIOP Research Foundation, measures the 
contributions to GDP, salaries and wages 
generated, and jobs created and supported 
from the development and operations of 
commercial real estate. 

• New commercial real estate 
development and ongoing operations of  
existing buildings supported 7.6 million 
American jobs in 2017 (a measure of both 
new and existing jobs), resulting in salaries 
and wages of $286.4 billion.

• New commercial real estate 
development and ongoing operations of 
existing buildings contributed $935.1 billion 
to U.S. GDP in 2017.

• 524 million square feet of office, retail, 
warehouse and industrial commenced 
construction in 2017, with capacity to house 
more than 1.3 million new workers.

“The importance of commercial 
development to the U.S. economy is well 
established, and the industry’s growth is 
critical to creating new jobs, improving 
infrastructure, and creating places to work, 
shop and play,” said Thomas Bisacquino, 
NAIOP president and CEO. “Commercial 
real estate is a robust contributor to national 
and state economies, and NAIOP is dedicated 
to working with the administration, Congress 
and state legislators to develop bipartisan 
infrastructure investment incentives that 
empower our industry to expand.” 

The report identifies several key factors 
that are expected to impact economic growth 
in 2018 and beyond, including:

• Interest rates that are projected to move 
higher in 2018 as the Federal Reserve raises 
its rate three-quarters of a point in three 
increments over the year;

• Labor shortages that are already 

appearing in several key sectors — including 
construction — and will tighten further 
in 2018 with resulting increases in wage 
inflation;

• Energy prices that are currently projected 
to stay relatively steady in 2018, but slightly 
above the 2017 average; and

• The impact of the new 2017 federal 
tax law and the effects of lower tax rates on 
consumer spending and corporate investment.  

CONSTRUCTION SPENDING CONTINUES 
An important factor in the economy’s 

growth in 2017 was the strength of the 
construction sector. Total hard construction 
expenditures for the four building types 
included in the report totaled $98.6 billion – a 
$15.6 billion (18.9 percent) increase from 
2016.

• Warehouse construction registered 
its seventh consecutive year of increased 
expenditures in 2017, up 55.7 percent from 
2016.

• Industrial construction spending 
rebounded in 2017, gaining 52.5 percent 
following sharp decreases in the two years 

prior, reflecting a modest turnaround in the 
energy sector.

• Office construction expenditures totaled 
$36.5 billion in 2017, a slight decrease of 0.4 
percent from 2016.

• Retail construction expenditures totaled 
$17.1 billion in 2017, a decrease of 0.8 
percent from 2016.

BUILDING AND NONBUILDING CONSTRUCTION 
DELIVER IMMENSE CONTRIBUTIONS

Combining residential and nonresidential 
buildings (warehouse/industrial, office, retail, 
health care, entertainment, education, 
public safety, religious and lodging), as well 
as infrastructure for water, sewer, highways 
and power, the total impact of construction 
spending (direct, indirect and induced) 
accounted for 18.0 percent of all the nation’s 
economic activity in 2017. For the year, GDP 
increased by $763.6 billion from its 2016 
value (in current dollars). In comparison to 
this overall gain in GDP during 2017, the 
total value of construction spending ($1.22 
trillion) was 1.6 times greater than the 
year’s annual GDP growth in dollar value, 

underscoring that growth in the construction 
sector outpaced growth in the overall 
economy.

TOP 10 STATES BY DEVELOPMENT IMPACTS 
IN 2017

Above are the top 10 states by 
development impacts (ranked by contribution 
to GDP and jobs created and supported)  
for office, industrial, warehouse and retail, 
combined.

The “Economic Impacts of Commercial 
Real Estate” report is authored by economist 
Stephen S. Fuller, Ph.D., Dwight Schar 
Faculty Chair, university professor and 
director, Stephen S. Fuller Institute, Schar 
School of Policy and Government at George 
Mason University, Arlington, Virginia. Data 
was provided by Dodge Data & Analytics. 
It includes detailed data on commercial real 
estate development activity in all 50 states, 
including direct spending; total output; 
salaries and wages; and jobs supported.

Individual state data included in report is available 
at: naiop.org/contributions2018

U.S. Commercial Real Estate Development and 
Operations Supports 7.6 Million Jobs

2017 RANKING  STATE  DIRECT CONSTRUCTION SPENDING  TOTAL OUTPUT/CONTRIBUTION  JOBS CREATED
     (in billions of dollars)   TO GDP (in billions of dollars)  AND SUPPORTED

 1  Texas   $24.38    $58.90     379,781

 2  California   $24.76     $52.69     333,817

 3  Pennsylvania $16.17     $36.38     227,188

 4  New York   $15.74     $28.71     165,063

 5  Florida  $9.26    $19.32     155,926

 6  Georgia   $6.47     $14.85     114,520

 7  Illinois   $5.70     $13.17     80,293

 8  Louisiana   $6.43     $12.68     92,153

 9  North Carolina $5.49     $11.98     90,396

 10  New Jersey  $5.14     $10.71     62,381
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Demand for U.S. industrial space is expected 
to remain robust and steady throughout 
2018, with quarterly net absorption forecast 

to average 55.6 million square feet. This is higher 
than the 44.1 million square feet of actual net 
absorption, on average per quarter, recorded in 
2017, but lower than the 60 million square feet of 
quarterly net absorption forecast six months ago.

According to Dr. Hany Guirguis, Manhattan 
College, and Dr. Joshua Harris, New York Uni-
versity, the predicted increase over 2017 figures 
is due to the faster and broader macroeconom-
ic growth and increased consumer spending 
expected in 2018.

The model, run on a quarterly basis, forecasts 
slightly lower industrial space demand in 2019, 
when inflation and interest rates are expected 
to rise, moderating growth. U.S. gross domes-
tic product grew by 2.6 percent in the fourth 
quarter of 2017, according to the advance esti-
mate released by the U.S. Bureau of Economic 
Analysis, and by 2.3 percent for all of 2017. (For 
comparison, U.S. GDP grew by just 1.5 percent 
in 2016.) 

Sustained growth, especially with low unem-
ployment at 4.1 percent as of January 2018, will 
translate into increasing demand for industrial 
properties as industrial users see more justifica-

tion for investment and expansion of facilities.
Despite strong demand for industrial space, 

net absorption lagged behind the prior forecast. 
The data suggest that the root cause of this 
underperformance is lack of new supply. Thus, 
the only way for the industrial market to realize 
its full potential in 2018 is for additional new 
product to be delivered.

Space constraints are not likely the only 

hurdle to impede firms that use industrial space. 
Shortages of skilled labor are also an issue. An 
unemployment rate of 4.1 percent means fewer 
skilled workers are available for hire; this is 
likely slowing the rate of new hiring. The most 
comprehensive measure of labor underutiliza-
tion, labeled U-6 by the federal Bureau of Labor 
Statistics, is known as the underemployment 
rate. It has fallen from 9.1 percent at the end of 

2016 to 8.2 percent as of January 2018, the low-
est reading of this measure since 2007.

The factor with the greatest potential to 
influence the economy in the coming years 
is the new federal tax law. This tax code is so 
new that its impacts are not yet reflected in the 
indicators used in this model. The lower cor-
porate and pass-through tax rates, accelerated 
depreciation of equipment, lower rates on repa-
triated profits and other provisions should leave 
industrial tenants with more cash for expansion 
of production capabilities and facilities. Given 
rising broad-based demand worldwide, there is 
good reason to expect this will occur. Further, 
most U.S. consumers will see higher after-tax 
incomes, even in those states where limitations 
on state and local tax deductions will have a 
greater impact. As a result, consumer spending 
is likely to increase, generating more demand for 
manufacturing and warehouse/distribution facil-
ities. The fact that e-commerce merchants are 
the dominant new users of industrial space will 
likely result in more direct connections between 
consumer financial health and net industrial 
demand.

Access the full report: naiop.org/industrialde-
mandQ12018

Industrial Demand to Remain Strong as Market 
Becomes Undersupplied

NAIOP, the Commercial Real Estate 
Development Association, has released the 
NAIOP CRE Sentiment Index for Spring 

2018, a composite of nine survey questions that 
represents the outlook of commercial real estate 
developers, owners and investors.

 The Index of 0.46 indicates that 
respondents believe, as a group, that overall 
market conditions 12 months from now 
(spring 2019) will continue to be favorable 
for the commercial real estate (CRE) industry. 
The Index decreased slightly – from 0.49 in 
September 2017 to 0.46 in March 2018 – 
reflecting little change in the overall sentiment 
from six months ago.

The results are fairly consistent with 
responses posted over the four prior surveys 
(going back to March 2016) indicating an 
expectation of continued but slow growth over 
the next 12 months. This consistent, positive 
Index level over the past 24 months is a sign 
that real estate development is not overheating 
and should support an extended real estate 
market expansion for at least 12 more months.

Among the key findings:
1. Respondents almost unanimously agree 

that the availability of debt and capital will be 
plentiful over the next 12 months.

2. The rising cost of construction materials 
over the next 12 months continues to be a 
strong concern; it should be noted that the 
survey responses were received before President 
Trump’s imposed tariffs on aluminum and steel.

3. Survey respondents expect construction 
labor costs to continue to rise at a greater rate in 
2018 than they did in both 2016 and 2017.

4. Expectations regarding employment 

growth at CRE companies are the highest they 
have been since the September 2015 survey.

DIRECT FROM SURVEY PARTICIPANTS
The following selections are comments from 

survey participants:
“We think demand for office space, industrial 

facilities and housing will continue to be strong as 
people migrate to job centers.”

“Pricing remains strong but compression will 
slow as rates rise. Fundamentals and tenant demand 
remain strong and I see rents continuing to grow, 
although the growth will be a bit slower but still 
healthy. There is a ton of equity available, and debt 
still remains consistent and available.”

“I think the biggest risk to the industry right now is 
the [Federal Reserve]. By pushing interest rates up too 
aggressively, they are likely to throw us into recession 
— not necessarily within 12 months, but soon.”

“Construction prices and interest rates are both 
on the rise, and rent expectations remain the same. 
This will delay some projects that were being done 
solely due to the low interest rate environment. 
However, I am hopeful that a strong economy will 
continue to support new development.”

ABOUT THE INDEX
The Sentiment Index is designed to predict 

general conditions in the commercial real 
estate industry over the next 12 months. The 
questions relate to CRE fundamentals and 
provide insight about the health of critical CRE 
components. Respondents are asked to consider 
projects in their pipelines and indicate whether 
their 12-month outlook for each category is 
positive, negative or neutral.  The responses 
are weighted and combined into an Index 

expressed as one number. Readings above zero 
indicate that in 12 months CRE conditions will 
be better than they are at the time the survey 
is taken.

The survey is conducted biannually, in the 
spring and in the fall. The survey is sent to 
5,000 NAIOP members who develop, invest in 
and operate commercial real estate in the office, 
industrial, retail and multifamily sectors. Survey 
results reflect the views of roughly 20 percent 
of NAIOP’s U.S.-based CRE development and 
investment companies.

The data is compiled and analyzed by Tom 
Hamilton, Ph.D., MAI, CRE, and Gerald 

Fogelson Distinguished Chair in Real Estate at 
Roosevelt University in Chicago.

View the full results and download a PDF of 
the report at naiop.org/sentimentindex.

NAIOP, the Commercial Real Estate Development 
Association, is the leading organization for 
developers, owners and related professionals 
in office, industrial, retail and mixed-use real 
estate. NAIOP comprises 19,000 members in 
North America. NAIOP advances responsible 
commercial real estate development and advocates 
for effective public policy. For more information, 
visit naiop.org.

NAIOP CRE Sentiment Index: U.S. Commercial  
Real Estate Outlook is Positive

35-50_WhosBrokeringLA_supp.indd   46 6/21/18   6:10 PM



JUNE 25,  2018  CUSTOM CONTENT - LOS ANGELES BUSINESS JOURNAL   47   

07-78_labj_fullpages_20180625.indd   47 6/21/18   1:35 PM



48   LOS ANGELES BUSINESS JOURNAL – CUSTOM CONTENT       JUNE 25, 2018

W H O ’ S  B R O K E R I N G  L O S  A N G E L E S

Choosing a business location is perhaps the 
most important decision a small business 
owner or startup will make, so it requires 

precise planning and research. It involves 
looking at demographics, assessing your supply 
chain, scoping the competition, staying on 
budget, understanding local laws and taxes, and 
much more.

Here are some tips to help you choose the 
right business location.

DETERMINE YOUR NEEDS
Most businesses choose a location that 

provides exposure to customers. Additionally, 
there are less obvious factors and needs to 
consider, for example:

• Brand Image – Is the location consistent 
with the image you want to maintain?

• Competition – Are the businesses around 
you complementary or competing?

• Local Labor Market – Does the area have 
potential employees? What will their commute 
be like?

• Plan for Future Growth – If you anticipate 
further growth, look for a building that has extra 

space should you need it.
• Proximity to Suppliers – They need to be 

able to find you easily as well.
• Safety – Consider the crime rate. Will 

employees feel safe alone in the building or 
walking to their vehicles?

• Zoning Regulations– These determine 
whether you can conduct your type of business 
in certain properties or locations. You can find 
out how property is zoned by contacting your 
local planning agency.

EVALUATE YOUR FINANCES
Besides determining what you can afford, 

you will need to be aware of other financial 
considerations:

• Hidden Costs – Very few spaces are 
business ready. Include costs like renovation, 
decorating, IT system upgrades, and so on.

• Government Economic Incentives – Your 
business location can determine whether you 
qualify for government economic business 
programs, such as state-specific small business 
loans and other financial incentives.

IS THE AREA BUSINESS FRIENDLY?
Understanding laws and regulations 

imposed on businesses in a particular 
location is essential. As you look to grow 
your business, it can be advantageous to work 
with a small business specialist or counselor. 
Check what programs and support your state 
government and local community offer to 
small businesses. Many states offer online 
tools to help small business owners start up 
and succeed. Local community resources such 
as SBA Offices, Small Business Development 
Centers, Women’s Business Centers, and other 
government-funded programs specifically 
support small businesses.

THE BOTTOM LINE
Do your research. Talk to other business 

owners and potential co-tenants. Consult the 
small business community and utilize available 
resources, such as free government-provided 
demographic data, to help in your efforts.

Information for this article was provided by the 
Small Business Association.mandQ12018

Tips for Choosing Your Business Location

Understanding laws and regulations imposed on 
businesses in a particular location is essential. 
As you look to grow your business, it can be 
advantageous to work with a small business 

specialist or counselor.

By LUKE ALBARN

Growing a company can be exciting, but it 
can also be pretty trying. Even handling 
the infrastructure can bring headaches. 

If you find yourself saying “We’ll just squeeze 
Bob in here,” when your new hires are about 
to start, perhaps it’s time to consider a move 
to roomier headquarters. 

A commercial real estate broker will help 
you find office space, but before you even start 
talking to one, you should calculate roughly 
how much space you’ll need. Private offices 
range between 120-200 square feet each, 
workstations 36-80 square feet, and confer-
ence rooms 200-375 (up to 10-12 people) 
square feet. You’ll likely also want to consider 
other ancillary spaces like storage areas, clos-
ets, a faxing/mailing room, or a kitchen. 

Then, spend some time thinking about 
where you’d like to move, as well as what 
that space should look like. Is it important 
that you be near public transportation or your 
customers? Or perhaps an alarm system is a 

must-have. Knowing what you’re looking for 
beforehand can help you get a sense for costs, 
so that you can adjust your budget or your 
criteria as necessary. 

Real estate costs – measured in dollars 
per square foot, vary greatly. The Building 
Owners and Managers Association (BOMA) 
classifies buildings according to their loca-
tion, appearance, and cost. Class A space, 
for example, is typically a modern, attrac-
tive, secure building in desirable location. 
But Class A space in a metropolitan area is 
far more expensive than Class A space in a 
less-populated region. 

Once you know what kind of space you 
want and how much you can pay, it’s time 
to find a broker. Brokers are plentiful, and 
each tends to specialize in a particular type of 
space (manufacturing vs. office, for example) 
and geographical area. Particularly in a hot 
market, it’s advantageous to find a broker 
who is intimately familiar with the area you 
are eyeing, because they often get the inside 
scoop on space that’s about to become avail-

able; you can at least have a chance of getting 
to it before it’s widely marketed. Brokers also 
can provide insight on the quality of different 
landlords. 

However, there are brokers who work for 
the building owner, not you. Some brokers 
work on commission, which is paid by the 
landlord and usually ranges between 3-7 per-
cent of the cost of the lease. This practice can 
lead to situations where your broker is not 
working in your best interest. 

With that in mind, make sure you get a 
disclosure statement upfront, which details 
whether the broker is representing the land-
lord or the tenant or both. The Commercial 
Investment Real Estate Institute (CIREI) 
mandates that all members adhere to their 
Code of Ethics and Standards of Practice. It’s 
best to look for brokers who are affiliated with 
the Society of Industrial and Office Realtors 
(SIOR) and are Certified Commercial Invest-
ment Members (CCIM). These designations 
will ensure that you’re dealing with an edu-
cated and recognized professional. 

Once you have found your broker and a 
site you like, you are ready to start the hard 
part –negotiating. But tips on getting the best 
deal will have to wait for a future column. 

QUICK TIPS
Think long-term. Consider your long-

term growth plans when deciding on a new 
space. You don’t want to find yourself needing 
to move when you’ve got a year or so left in 
your lease. 

Interview brokers. Some things to con-
sider: SIOR and CCIM designation and 
whether the broker is representing the tenant 
or landlord. 

 Consider a sub-lease. If your company  
is growing quickly, you won’t want to lock 
into a long lease. The rub is that landlords 
prefer long lease terms; one way to get around 
that is to try subletting space from another 
business. 

Luke Albarn is a freelance writer based 
in Tarzana.

Business Expansion and Commercial Real Estate
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REACH HIGHER 
At Colliers, we challenge ourselves to see things differently, to 
unlock unrealized potential, regardless of how difficult the path. Our 
enterprising culture attracts the world’s most innovative and successful 
people and companies, which has made us one of RE Forum’s Fastest 
Growing Companies. Whether you’re a developer, investor, landlord or 
tenant, we are a partner invested in seeing you succeed.

It’s not just about reaching the top that keeps our clients coming back, 
it’s our approach to the climb. 

colliers.com

ENTERPRISING
GREATER LOS ANGELES CA

Accelerating success.

JAMES MALONE 
Senior Managing Director
james.malone@colliers.com

DAVID MALING 
Executive Vice President
david.maling@colliers.com

ROBERT CAUDILL 
Regional Director
robert.caudill@colliers.com
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W H O ’ S  B R O K E R I N G  L O S  A N G E L E S

The Los Angeles County Metropolitan Trans-
portation Authority (Metro), Metrolink and 
airport officials celebrated the completion of 

a new Metrolink Antelope Valley Line rail sta-
tion last month that will connect travelers with 
the Hollywood Burbank Airport in the San 
Fernando Valley.  The station officially opened 
to the public on Monday, May 14.

The station should help reduce vehicle 
trips on the I-5 freeway and roads in the many 
residential neighborhoods near the airport.  Air 
travelers will be able to seamlessly connect to 
and from the new station via a free shuttle oper-
ated by the Hollywood Burbank Airport. New 
station amenities will include rail ticket vend-
ing machines, benches, bike racks and LED 
display boards showing arrival and departure 
times for trains, buses and planes. A pedestrian 
sidewalk and transit plaza will be built adjacent 
to the station platform and San Fernando Bou-
levard.

“More travelers are coming through our 
airports than ever before — and we’re giving 
them new ways to get where they’re going when 
the plane ride is over,” said Los Angeles Mayor 
and Metro Board Chair Eric Garcetti. “This 
new Metrolink connection will seamlessly link 
our transportation network with the Hollywood 
Burbank Airport — while easing congestion in 
one of our busiest corridors.”

Located on the northwestern corner of 
Hollywood Way and San Fernando Boulevard 
between the cities of Burbank and Los Angeles, 
the new station will also be within walking 
distance of the planned airport terminal facility 
that will replace the current terminal, as well as 
a future proposed mixed-use development.

“Metro and its partners are making good 

on their promise to improve connections with 
airports countywide including Burbank, one the 
nation’s most convenient airports,” said Super-
visor Kathryn Barger, a Metro Board Member. 

Metrolink’s Antelope Valley Line runs 
between Los Angeles Union Station, the 
Northeast San Fernando Valley, Santa Clarita, 
Palmdale and Lancaster seven days a week. The 
station is the second to serve Hollywood Bur-
bank Airport. Metrolink’s Ventura County Line 
also provides a station stop on the other side of 
the airport with train service on weekdays only.

“The City of Burbank is excited to have 
another transportation alternative for both our 
residents and employees who work and reside 
within our city,” stated Burbank Mayor Emily 
Gabel-Luddy.  “Additionally, the new station 
will act as an essential part of our future vision 

for the Airport/Golden State District.”
“With the opening of the Burbank Air-

port-North Metrolink Station, passengers from 
Lancaster to Los Angeles will now be able to 
connect to Hollywood Burbank Airport on the 
Antelope Valley Line,” said Burbank-Glen-
dale-Pasadena Airport Authority President and 
Pasadena Mayor Terry Tornek. “We’re proud to 
be the only Southern California airport to offer 
plane-to-train connections at two train stations, 
including the existing Burbank Airport-South 
Station, which serves passengers from East Ven-
tura to Union Station on Metrolink’s Ventura 
County Line and from San Luis Obispo to San 
Diego on Amtrak’s Pacific Surfliner.”

“Metro is glad to build and be a major fund-
ing partner for this new transit connection to 
the Hollywood Burbank Airport,” said Metro 

CEO Phillip A. Washington. “Metro’s transpor-
tation transformation will continue to deliver 
more and better options to many of our import-
ant regional destinations.”

“With the new Metrolink Burbank Air-
port-North Station, there is finally a daily 
connection to the Hollywood Burbank Airport 
on the Antelope Valley Line, one of our fastest 
growing lines,” said Metrolink CEO Art Leahy. 
“This new train to plane connection provides 
an opportunity for people to save time and 
money spent for parking by taking Metrolink 
instead.”

Construction of the new station began in 
March 2017. The project was built by C.A. 
Rasmussen, INC., of Valencia, California. The 
$15 million project was delivered on-time and 
under budget. 

The project is part of Metro’s Regional Rail 
Program, which seeks to advance projects that 
improve regional rail mobility in Los Angeles 
County.  For additional program information, 
visit https://www.metro.net/projects/regional-
rail/.

The Los Angeles County Metropolitan 
Transportation Authority (Metro) is unique 
among the nation’s transportation agencies. 
Created in 1993, Metro is a multimodal trans-
portation agency that transports about 1.3 mil-
lion passengers daily on a fleet of 2,200 clean air 
buses and six rail lines.  The agency also over-
sees bus, rail, highway and other mobility-re-
lated building projects and leads transportation 
planning and programming for Los Angeles 
County.                                                        

Stay informed by following Metro on The Source 
and El Pasajero at metro.net. 

Completion of New Metrolink Antelope Valley Line 
Station Brings Flexibility to Local Workforce

LAEDC has launched a new supplier 
matchmaking service to connect OEMs  
 with small businesses in aerospace 

and advanced transportation industries in 
Southern California.  By prescreening small 
businesses for one-on-one meetings with 
OEMs, SmartMatch is helping OEMs in 
their stated goals of acquiring technology 
partners and meeting supplier diversity 
goals.  The process is shaped by OEMs that 
engage with LAEDC, specific to their goals, 
and then LAEDC performs pre-screenings to 
down-select to a short list of matchmaking 
interviews.  This is helping our OEMs add 
women-owned, veteran-owned, disadvantaged 
businesses and other small business categories 
to their supplier network.  This assists with 
OEM compliance of DOD criteria for supplier 
diversity targets, and even OEMs not involved 
with DOD contracts may have diversity goals 
that are served by SmartMatch.

Thus far, SmartMatch has provided the 
following matchmaking sessions:

• Event featuring Boeing, where ten prese-
lected small businesses met with Boeing small 
business liaison officers

• Event featuring Jet Propulsion Laboratory 
(JPL), where seven preselected small business-
es met with JPL’s small business partnerships

• Event featuring Aerospace Corporation, 
where seven preselected small businesses met 
to discuss R&D opportunities

• On June 13th, LAEDC hosted a Cali-
fornia SmartMatch event featuring Northrop 

Grumman, where ten preselected small busi-
nesses met with Northrop Grumman.

LAEDC plans to convene SmartMatch for 
the electric bus OEMs located in LA Coun-
ty, and more information is available on the 
LAEDC website.

In some cases, these OEMs are requesting 
the entire list of businesses that responded 
to the call-out, so even those who weren’t 

down-selected will still be visible to the 
OEMs, which may lead to opportunities down 
the road as OEM requirements evolve.

SmartMatch is driven by the needs of local 
OEMs who seek better costs, quality, and 
timeliness from their suppliers. As LAEDC 
works to grow its local key industries, it real-
izes that many local small businesses hope to 
bid on new or upcoming platforms such as 
future aircraft or new vehicle technologies, 

and SmartMatch helps businesses enter the 
discussion as proposals for those platforms are 
being developed.

SmartMatch helps the OEM, increases 
local procurement, strengthens our local 
industry cluster and creates more jobs in  
LA County and the greater region. Premium 
preference is provided to LAEDC members.

Learn more at LAEDC.org

California SmartMatch: Helping OEMs Find 
LA-Based Suppliers

SmartMatch is driven by 
the needs of local OEMs 
who seek better costs, 
quality, and timeliness 
from their suppliers. 
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