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Torrey Pines Bank is an Affiliate of Western Alliance Bancorporation.

FOR A COMPLETE LIST OF OFFICE LOCATIONS PLEASE VISIT US ONLINE                                      TORREYPINESBANK.COM

WHAT CAN WE SAY YES TO 
FOR YOU? | 858.523.4600

TODAY, SUCCESS 
WAS SAYING “YES” 
TO OUR CLIENT’S 
$7 MILLION LOAN

Our client knew he could trust us to structure the 

best loan to fit his situation and act quickly to take 

advantage of a time–critical opportunity. This is not 

the exception but a basic tenet of Torrey Pines Bank. 

We offer local experts recognized for their in–depth 

market knowledge and attention to customer 

service with the financial power to transform 

opportunity into success. 

With all capital levels exceeding FDIC requirements 

and $2 billion in assets, maybe now is the time 

to ally yourself with a true community bank with 

capacity. Torrey Pines Bank — it’s where business 

gets done.

GARY CADY
CEO

JOHN MAGUIRE
President & COO

jmaguire@torreypinesbank.com
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Letter From 
The San Diego Business Journal
Business happens in an office. Concepts and relationships may develop on 
the golf  course or at a power lunch, but the contract is signed at a desk or 
on a conference table. Offices bring people together – even in this age of  
tele-commuting – to iron out differences, to meet potential partners, and 
discuss things that are better left unwritten.

Commercial Real Estate Brokers make offices happen. They make store-
fronts and warehouses happen, too. Without CRE professionals, San Diego 
would be a more difficult place to do business. And as you will read, San 
Diego has some of  the best CRE professionals in the country.

With this first “Heavy Hitters” publication, we hope to offer you a glimpse 
into the high-pressure and high-return atmosphere of  San Diego’s most 
successful brokers. In these pages you will meet San Diego’s elite deal 
makers in the commercial real estate business. These Heavy Hitters have 
successfully negotiated deals that range from expanded spaces for Qual-
comm and General Atomics to senior living complexes in the Midwest to 
the controversial establishment of  downtown’s Walmart. 

As Bill Bacon, honored in our Tenant Office category states, “It’s partly 
objective, and partly intuitive.”  Finessing these complicated agreements 
takes experience in a number of  areas including financial, legal, land use, 
and even engineering. And to reach the level of  these honored brokers, a 
keen eye for opportunity is required. 

Commercial real estate has evolved in recent years from a small group 
of  San Diego specialists to an industry with global companies and global 
players. According to Chris Pascale, tapped for top Heavy Hitter in the 

Landlord Office category, “Today everything happens more quickly, and it’s 
a lot more competitive and sophisticated.”  

The information in this section was collected from San Diego’s prominent 
commercial real estate companies. The data was submitted by each orga-
nization and evaluated based on the combined value of  local and national 
deals in 2012.

The San Diego Business Journal is proud to honor these top Heavy Hitters 
and we look forward to recognizing future San Diego leaders in the all-
important commercial real estate business.

Methodology: The San Diego Business Journal accepted nominations for its first 
Heavy Hitters program this year. Nominees were ranked based on the combined value 
of  their local and national deals in 2012, as submitted by their nominators. Only the 
top producers made the cut in the following categories: Building Sales, Industrial, 
Office/Tenant, Office/Landlord, Retail and Rookie of  the Year.

www.us.jll.com/sandiego

Congratulations to our 
top producers of 2012
Jones Lang LaSalle recognizes these outstanding 
professionals for their focus on the success of their clients. 

Tony RussellBob PrendergastLynn LaChapelle

Richard GonorBill FleckChad Urie

Jay AlexanderShawn LorentzenRandall Wood

Tim OlsonJoe BernsteinTambra Martinez

Randy C. Frisch
President and Publisher
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San Diego-Based Senior Housing Team     Wins Deals with Trust and Straight Talk 

The market for senior housing is a very 
specialized niche within the commercial 
real estate industry.

And two of  the most successful brokers 
in this niche, David Rothschild and Mary 
Christian, work in the downtown San Di-
ego office of  CBRE.

Rothschild is executive vice president 
and leader, while Christian is senior vice 
president of  the national senior housing 
services group, which is located in San 
Diego.

The two earned 2012 Heavy Hitters hon-
ors in the Top Building Sales category for 
the successful sale of  the 8,200-unit Mae-

stro Senior Housing portfolio to Health 
Care REIT, Inc. in New York. 

The deal was valued at an eye-popping 
$931 million, and the two professionals 
were co-brokers in the deal. 

And it represented 1.15 million square 
feet of  space, about the size of  a typical 
office tower in a large city.

The two began working out of  CBRE’s 
San Diego office when Rothschild moved 
here from Phoenix because of  the climate, 
said Christian, and it was an easy move 
because he was not in competition with 
the brokers. 

Christian, who was already working at 
UC San Diego, joined him because he 
wanted to grow the size of  his team to 
increase the potential for more business. 

They teamed with another partner who is 
based in the Boston office, along with two 
marketing specialists, plus a dedicated fi-
nancial analyst.

Christian often serves as a spokesman for 
the group.

“We’ve been very fortunate,” she said. 
“We’ve done a lot of  class A deals across 
the country versus the mom-and-pop un-
der $10 million deals.”

Rothschild and Christian are veterans in a 
sub-market that has become increasingly 
competitive over the past several decades 
as REITs and other well-heeled institu-
tional players have moved into the market. 

She notes that REITs have become ag-
gressive because they are now allowed to 
operate the units, as well as serve as own-
ers.

It means they can be involved in increas-
ing the income of  the units to increase 
their value in future years.

Deciding not to participate in the inflated 
pricing trend was a big gamble for the 
two, but the say that it has paid off  in es-
tablishing their credibility and integrity 
as the market shifts to bigger and bigger 
deals. 

In the 1980s, there were just a handful of  
brokers in their niche, but the arrival of  
institutional players has attracted an in-
creasing number of  players, who resort 
to tactics that are not always above board, 
according to Christian.

To sign clients on the sell side, competing 
brokers will often pump up the price to 
get the listing, only to find that the final 
negotiated price is invariably less. 

But Christian says sellers are catching on 
to the ploy.

“Potential clients would say they liked our 
proposals, but our valuations were com-
ing in much lower,” said Christian. “But 

David Rothschild - Building Sales
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San Diego-Based Senior Housing Team     Wins Deals with Trust and Straight Talk 

our goal is to be a trusted advisor to the 
client, and we really take that to heart.”

  “If  the deal is not working out, we tell 
the client it’s not in their best interest, 
and you walk away,” she said. “Other com-
panies will tell their teams, ‘If  the deal is 
falling apart, your job is to put it back to-
gether.’ ”

Rothschild has 24 years of  experience 
specializing in brokering senior housing 
and long-term care properties and has 
completed more than $4 billion in trans-
actions over his quarter century career.

He got his start in Phoenix, when he 
decided he wanted to shift from selling 
bonds to selling properties as a profes-
sion. 

Rothschild, who has been at CBRE since 
1987, has an undergraduate degree in 
economics from Lawrence University in 

Mary Christian - Building Sales

Appleton, Wisconsin, and later attend-
ed Arizona State University, where he 
earned an advanced degree in business 
administration. 

Christian, who has been with CBRE since 
1997, has a degree in psychology from 
Vanderbilt University in Tennessee, plus 
attended graduate school at Arizona State 
University. 

The two met, and decided to work togeth-
er, through Christian’s step-mother, who 
was one of  the pioneers in commercial 
real estate in the Phoenix area in the ‘60s, 
‘70s and ‘80s.

“When I started 16 years ago, there were 
a handful of  senior housing brokers 
across the country, probably numbering 
10 or fewer,” said Christian. “There are 
five times that number competing for the 
same business.”

“Since all of  the major brokerages have 
started up senior housing groups, we’ve 
experienced a lot of  competition in the 
last five years; our market is very heated 
right now,” said Christian.

She said that a lot of  brokers are chasing 
a few deals, a lack of  inventory caused by 
the recession and a lack of  new construc-
tion. 

The fact that the Baby Boomer generation 
is heading toward retirement and will be 
seeking various forms of  senior housing 
is pumping up the economic values of  ex-
isting properties.

“The big wave is about 10 years out,’ said 
Christian. “There is going to be huge de-
mand in 10 years.”

“Despite the downturn the fundamentals 
of  senior housing have stayed strong,” 
she added, noting that the cycle does not 
follow the ups and downs of  the overall 
business cycle.

She said that the pricing of  recent deals is 
coming in about where they said it would, 
which has helped in their competition be-
cause the reality of  the market reinforces 
their creditability. 

“It’s where we valued it,” she said. “We’re 
not going to compromise our value and 
our trust, and we’re still sifting through 
all that, and assessing how things are go-
ing. We don’t want to ruin our reputa-
tion.”

“We know these guys are pricing deals 20 
percent higher, and we understand that 
they need the deals (to survive),” she add-
ed. “They sometimes end up getting paid 
and we don’t.”
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A Quarter Century of Experience 
Keeps Savy Broker on Top of His Game 

San Diego’s diverse economy ranges from 
defense contractors to pharmaceutical con-
cerns, thus boasting an inventory of  indus-
trial buildings from low tech to high tech, 
and many classifications in between.

Mickey Morera, senior director for broker-
age services, in the La Jolla-UTC offices of  
Cushman & Wakefield of  San Diego Inc., 
knows that inventory very well.

Morera has ranked as one of  the top indus-
trial producers for the San Diego region for 
the past quarter century, having negotiated 
leases and sales representing 21 million 
square feet with a dollar value exceeding 
$2.2 billion. 

In 2012 alone, he was directly involved in 
the leasing of  495,486 square feet of  indus-
trial space in the county.

Based on his success, Morera has earned 
Heavy Hitters honors for his outstanding 
work in the industrial category.

His recent transactions include the sale and 

leasing of  more than 470,000 square feet of  
flex/office space, plus an 18.5-acre land sale 
to General Atomics Aeronautical Systems.

Morera specializes in the mid-county sub-
markets that include Poway, Sorrento Mesa, 
and Kearny Mesa, and knows all about R&D 
flex/office and industrial sales and leasing. 

He also assists the South Bay team involv-
ing sales and leases in the Otay Mesa and 
East Chula Vista sub-markets. 

“I do mostly landlord work, with some ten-
ant representation thrown in,” he said. 

Morera has a bachelor’s degree in business 
administration from the University of  San 
Diego with an emphasis in real estate law. 

He said his role as an industrial broker in-
volves asking the right questions, and try-
ing to uncover opportunities. 

“You’re gambling with your time every 
single day,” he said. “The key to a high suc-
cess rate is your time; you have to make sure 
you’re using your time wisely. You have to 
work hard to make sure you know what 
deals to pursue.” 

He said, for example, he “got real lucky” 
with client HCP Health Care Properties 

Inc., which controls quite a bit of  land in 
Poway. 

“We just happened to be in the path of  
progress of  General Atomics Aeronautical 
Systems, so we did three significant transac-
tions with them in 2012,” he said, adding, 
“It put me over and above the competition.”

It’s all part of  a day’s work for Morera.

“I do a lot of  driving around looking at 
markets, and at buildings, looking at the op-
portunities in buildings and looking for op-
portunities in listings,” he said. “It’s a daily 
reconnaissance of  various markets, getting 
out of  the office and looking at the build-
ings – seeing the tenants with your own 
eyes.

 “I look to see where I could relocate some-
one,” he said. “We do a lot of  turnover 
search involving tenant expansions and 
lease expirations.”

In terms of  sales, he knows about loan expi-
rations on buildings, and keeps track of  how 
those expirations will play into future sales 
of  property.

He said direct experience points up the de-
ficiencies of  listings, which are not always 

accurate, such as state tenant improvements 
which turn out not to be improvements at 
all.

“We learn which landlords can transact,” 
he said, which is valuable information when 
representing tenants in search of  new or 
added office space.

“You want to have listings with landlords 
who are in a position to complete a transac-
tion,” Morera said. 

The overall market for industrial buildings 
has changed dramatically since Morera en-
tered the business a quarter century ago.

“In the old days if  you were selling ware-
house space, that’s all you sold,” he recalled. 
“Now warehouse deals are few and far be-
tween.” These days, the “gamut of  user 
types” runs from warehouse to light manu-
facturing to life science facilities, though he 
was quick to note that anything “where you 
can drive a truck to is an industrial deal.”

“That’s the fun thing about San Diego,” said 
Morera. “It’s become a very diverse econo-
my, and I find it interesting to see how all 
these different industry types thrive and 
how they grow.”

Mickey Morera - Industrial
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Veteran Retail Broker’s New Lease Deals 
Sometimes Turn Out to Be Big News  

Most real estate leasing deals are struck 
behind the scenes and of  little interest to 
the public. But sometimes those lease agree-
ments include more than just the two par-
ties signing on the dotted line.

Reg Kobzi was involved in such a deal in 
2012.

Kobzi, senior vice president for retail in the 
Private Capital Group, for CBRE’s La Jolla-
UTC office, earns top honors in the Heavy 
Hitter in the retail category, including 
Walmart’s controversial $7.8 million lease 
of  the 46,000-square-foot Farmers Market 
building in downtown San Diego.

Walmart’s lease received a good bit of  op-
position from some elected officials at City 
Hall and organized labor, which added to 
the normal challenges of  concluding a com-
mercial real estate transaction.

“We had to clear many obstacles to com-
plete that deal,” he said.

Beyond Walmart, Kobzi, who has been in 
the business since 1989, and had a direct 

role in leasing 334,770 square feet of  prop-
erty with a total dollar value of  $82.67 mil-
lion during the year.

Kobzi was involved in the $30 million rede-
velopment of  Del Mar’s Flower Hill Prom-
enade at the intersection of  Interstate 5 
and Via de la Valle that features the Whole 
Foods store that opened earlier this month, 
as well as the $60 million sale of  the Balboa 
Mesa Shopping Center at Balboa and Gen-
esee avenues in the fall of  2012.

“We leased the entire redevelopment,” said 
Kobzi.

And that’s not all.

He was involved in the sale of  a 23-acre 
site adjacent to the Pacific Highlands Ranch 
shopping center near Carmel Valley that 
will serve as a neighborhood community 
center, and was involved in the rewrite of  
the lease for the 12-screen AMC Theatres 
in La Jolla Village Square.

The movie house is now undergoing exten-
sive renovations.

Kobzi said he attributes his success to his 
experience working in a very “tight” mar-
ket. San Diego has never had an oversup-
ply of  retail space, which makes finding and 

leasing space a very competitive venture for 
retailers large and small.

“When you’re in a smaller market, you get 
a positive reputation in town, based on your 
persistence as well as you performance,” he 
said. 

One result of  the tight market is that retail-
ers here have had a better go of  it in reces-
sionary times.

“We’re better than the majority of  markets 
in the country,” said Kobzi. “When the rest 
of  the country was feeling the downturn, 
San Diego was a safe haven as well as an op-
portunity. We are one of  the healthier mar-
kets in the country.”

“We have a limited supply of  retail, and 
our development and entitlement process is 
so lengthy that we are never in a situation 
where we are overbuilt,” Kobzi explained, 
pointing to markets in Phoenix and Las Ve-
gas, which often suffer from over construc-
tion in the retail sector.

“We’re bordered by Mexico, the Pacific 
Ocean, the mountains and Camp Pendle-
ton,” he said. “It’s not forever and forever; 
we have a finite area, which makes us for-
tunate.”

That lack of  raw space for redevelopment 
forces Kobzi to look at redevelopment plays, 
such as the Farmer’s Market project, a reuse 
and upgrade of  an existing space. 

And he said in terms of  sales, it’s all a mat-
ter of  matching buyers to sellers, given the 
limited amount of  sellers in the market. 

With the high cost to purchase here, the 
yields aren’t as good as other markets where 
costs are lower, he said.

Working in this market takes a certain 
amount of  agility.

“But when the economy is bad, everyone 
flocks here for safety,” he explained. “And 
when it’s a good economy, then it’s tough 
to bridge the gap between the buyers and 
the sellers.”

Kobzi is a 1985 graduate of  San Diego State 
University with an undergraduate degree in 
financial services. He got into the business 
after holding a position as an intern while 
in college.

 “The good thing about the business is its 
unlimited potential,” said Kobzi. “It’s not 
a direct correlation between work and pay. 
It’s building relationships and working with 
great clients.” 

Reg Kobzi - Commerical Retail 
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John Vorsheck
Regional Manager, San Diego
Marcus & Millichap
9255 Towne Centre Drive, Suite 700
San Diego, CA 92121

Phone: (858) 373-3100
Fax:  (858) 373-3110
Email: john.vorsheck@marcusmillichap.com

National Sales Broker Ranking

* Includes apartment, office and retail sales $1 million and greater for the trailing-12 months ending 6/30/12; list side.
Sources: Marcus & Millichap Research Services, Costar Group, Inc.

National Sales Broker Ranking

Sam Hanna 
Vice President Investments 
CA License: 01242719
Telephone: 858-362-9354
Email: Sam.Hanna@MarcusMillichap.com

market makers for san diego county investment real estate

Uptown District Shopping Center
San Diego, CA
Sales Price: $81,115,000
Closed Date: 12/27/2012
Agent: Alvin Mansour

Seventh Avenue & Broadway Block 
San Diego, CA
Sales Price: $13,032,000
Closed Date: 5/17/2012 
Agent: Ben Tashakorian

AutoZone Ground Lease
San Diego, CA
Sales Price: $3,035,000 
Closed Dated: 6/22/2012
Agent: Phil Sambazis

Chula Vista Medical Arts Portfolio
Chula Vista, CA
Sales Price: $10,500,000
Closed Date: 12/31/2012
Agents: John Smelter & 
Alvin Mansour

Burlington Coat Factory
Santa Ana, CA
Sales Price: $12,100,000   
Closed Date: 6/14/2012
Agent: Mark Thiel 

600-616 Prospect Street
La Jolla, CA
Sales Price:$8,950,000
Closed Date: 1/8/2013 
Agents: Aaron Bove & 
Ben Tashakorian

Pacific Village 
San Diego, CA
Sales Price: $23,250,000 
Closed Date:1/27/2012
Agent: Chris Zorbas

CVS Pharmacy
San Diego, CA 
Sales Price: $6,999,000 
Closed Date: 8/1/2012
Agents: Sam Hanna & Alvin Mansour

2950 Ocean Street 
Carlsbad, CA
Loan Amount: $6,000,000 
Closed Date: 5/1/2012
Agent: Chad O’Connor

Marcus & Millichap

more clients choose marcus & millichap

The Terraces 
Escondido, CA
Sales Price: $23,400,000
Closed Date: 12/14/2012
Agent: Raymond Choi

Villa Norte
La Jolla, CA
Loan Amount: $7,200,000
Closed Date: 10/17/2012 
Agents: Matt LoPiccolo & Ben 
Tashakorian

national sales broker ranking

INCLUDES APARTMENT, OFFICE AND RETAIL SALES ONE MILLION AND GREATER FOR 
THE TRAILING-12 MONTHS ENDING 6/30/12; LIST SIDE 

1,342

1044-1052 Fern Avenue 
Imperial Beach, CA
Sales Price: $1,300,000
Closed Dated: 8/1/2012
Agent: Tom McCartin & Aaron Bove
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Shoe Leather, Adhering to Daily Schedule 
Pays Off for Rookie of the Year
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January 2009 was one of  the worst times in 
recent memory to launch a career in com-
mercial real estate, but Kevin Meissner did. 
He was undaunted by conditions roiling the 
market, or the lack of  jobs.

Meissner, a 2006 graduate of  the Univer-
sity of  San Diego, interviewed 32 different 
managers and executives in different offices 
before he was offered that first position as a 
junior broker in the UTC office of  Cassidy 
Turley.

Determined he was, and successful he has 
been.

San Diego native Meissner has been tapped 
as Heavy Hitters 2012 Rookie of  the Year 
for his success on the tenant side of  the 
business. His performance in a number of  
key revenue-generating areas made him a 
stand out in the category.  

He has become an expert at renewals, ex-
pansions and relocations, and the occasional 
purchase.

Meissner’s accomplishments in 2012 in-
cluded his involvement in 42 lease transac-
tions representing 164,648 square feet of  
space, an achievement that did not include 
the sale of  a 24,528-square-foot warehouse 
in Vista in a deal valued at $2.75 million.

The dollar totals ($35 million) are amazing 
considering the fact that he works on deals 
2,000 square feet or less, so he has to focus 
on volume and not size.

He said the first two years were difficult, but 
he was determined and keenly focused.

“It’s was pretty tough getting into the busi-
ness,” said Meissner, who played varsity 
soccer at USD, and then played profession-
ally for teams in the U.S. and Mexico before 
hanging up his shoes in late 2008. “It was 
really hard for me to get hired.”

During his job search, he said he would 
meet with many people involved in the hir-
ing decision, often three to four people at a 
time in a conference room. 

He used connections from his father and 
former USD classmates for leads.

“I tried to connect the dots, and meet with 
as many people as I could at that time to get 

hired,” he said. Once hired, he quickly devel-
oped a game plan.

Meissner said he’s disciplined, and follows a 
schedule every day that includes scheduling 
and attending meetings, as well as showing 
up at events for networking.

He said he inherited his traits from his fa-
ther, Tim Meissner, who’s active in the in-
dustry and owns Meissner Jacquet Invest-
ment Management Services in San Diego.

Meissner’s geographical focus is the central 
San Diego submarket north to Del Mar and 
east to Scripps Ranch and Poway; but in 
truth, he has clients all over the county.

The fact he handled most of  his 42 deals in 
2012 as an individual points up his poise and 
determination in a very competitive busi-
ness. 

“I was working on a team, but went alone 
for the last half  of  2012,” Meissner said.

One of  his larger team-related transactions 
involved company client Qualcomm Inc.

His Vista warehouse sale involved an exist-
ing client who decided to purchase.

“I am process oriented, and follow a road-

map,” he said. “I know what my day will be, 
and what’s on my schedule. I leave plenty of  
time for business development.”

He said he also learned about intensity and 
focus from his years as a soccer player.

“I am disciplined, a workhorse who is orga-
nized,” Meissner said. “That’s what I attri-
bute to being successful. I learned that from 
my dad, who is a very successful business-
man, and very disciplined.”

He said he also learned from soccer that 
he’ll hit highs and lows, and to persevere no 
matter what.

“It’s stressful,” he said. “We’re 100 percent 
commission based, so you sometimes don’t 
know where your next paycheck is coming 
from. You only get paid when you close a 
deal.”

Meissner also received rookie of  the year 
honors from his colleagues in his UTC of-
fice.

 “To come through these difficult times and 
be successful is pretty awesome,” he added. 

Caption

Kevin Meissner - Rookie of the Year
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The market for commercial office space is 
like the dunes of  the desert, which is ever 
shifting. 

The mercurial nature of  the landscape, 
especially for tenants in search of  space, 
requires a special kind of  due diligence, a 
broker who is intensely focused on getting 
the best deal at the right time for his clients.

Bill Bacon is that broker.

Bacon, executive vice president of  Global 
Corporate Services in the La Jolla-UTC of-
fice of  CBRE, who was involved in leasing 
647,250 square feet of  space in 2012, which 
represents a dollar value $116.75 million in 
new leases for the year.

He has earned Heavy Hitter recognition in 
the category of  top office leasing broker 
on the tenant side for success during the 
12-month period.

Bacon applied his 26-years of  leasing acu-
men and experience to driving one of  
the top office deals in 2012, one involving 
his role as the broker representing the 

California State Department of  Social Ser-
vices, which leased 26,123 square feet of  
space at 15333 Avenue of  Science in La 
Jolla. 

The dollar value of  the deal was set at 
$10.86 million.

Bacon says that one of  the biggest challeng-
es for a broker representing a tenant is that 
ever-changing two-dimensional geography 
of  supply and demand, and how best to ad-
vise clients on strategies for signing new 
leases when fortunes can change quickly. 

In the case of  the state Social Services De-
partment lease, he decided that the market 
for office space had stabilized, that no fur-
ther declines were ahead. 

It was a risk, but it paid off  for his client 
who got the best deal at the time.

“It requires an in-depth understanding of  
both supply and demand in the market, and 
a clear understanding of  what the momen-
tum is,” said Bacon. “Is demand increasing 
or decreasing? What is the mood of  the 
market?”

“It’s partly objective, and partly intuitive,” 
he added.

Bacon, a graduate of  California State Poly-
technic University at San Luis Obispo, has 
been in the commercial real estate industry 
since 1987. He has an undergraduate degree 
in aeronautical engineering, which makes 
him an expert in flying in uncharted condi-
tions.

The market shifted in 2012, from the down-
turn starting in 2008, when economic con-
ditions soured, to the start of  a recovery, 
with the search for space becoming very 
competitive. 

“What we do in every deal is a comprehen-
sive evaluation of  supply and demand,” said 
Bacon. “We are constantly checking market 
conditions, confirming old as well as new 
information.”

“It’s a situation of  constantly watching, as 
well as listening, to the market,” he added.

Bacon said his main task is to understand 
the needs of  his clients, which are often 
complicated, and include such factors as the 
amount of  space required as well as desired 
location. 

“In today’s world, you have to have an un-
derstanding of  what the information tech-
nology requirements are, as well as other 
factors such as labor pools,” he said. “We 

work to insure that the client can achieve 
all of  their goals in the search and selection 
process.”

“We have to ensure that we establish criteri-
on that meets all of  their needs, that all of  it 
has been very well thought out,” Bacon said. 

Bacon noted that the rise of  information 
technology “has impacted his business quite 
dramatically.”

“Today our access to real time information 
is extraordinary,” he said. “So, our ability to 
operate efficiently has improved very dra-
matically.”

“The commercial real estate world has be-
come far more sophisticated with the grow-
ing presence of  institutional landlords 
instead of  entrepreneurial landlords who 
dominated the business in the 1980s and 
1990s,” he said, which has changed how 
the landlord makes decisions about tenants 
leasing into their buildings.

“The institutional landlords are not con-
cerned about debt, or refinancing the prop-
erty,” added Bacon. “But they are very con-
cerned about investment returns, and credit 
quality.”

Given his success in 2012, Bacon has been 
able to ameliorate those concerns.
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Gauging Best Time to Make an Offer 
Key to Success for Tenant Rep  

Bill Bacon - Offi ce Tenant Representative 
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Business Administra-
tion; Major: Real Estate 
Finance and University 
of  Southern California; 
Master of  Science; 
Major:  Construction 
Management

GALE 
BUCCIARELLI
Cushman Wakefield

Top Deal
Fat Properties
Biggest Gamble
“My biggest gamble of  
2012 was keeping my 
buyers in escrow on 
the Fat property.  We 
were not allowed to do 
multi-family on the city 
block where Fat City 
was located, after a year 
of  processing the en-

Building 
Sales 
Category

LOUAY ALSADEK
CBRE

Top Deal
DiamondView 
Tower on behalf  of  
Wereldhave USA. The, 
15-story, Class A office 
tower is located outside 
Petco Park’s right field 
fence.
Biggest Gamble
“No gambles in 2012. 
It was a great year 
for our team in San 
Diego.”
Education
University of  Southern 
California; Masters of  

Heavy Hitters of San Diego Nominees
titlements. I made the 
decision, in conjunction 
with the Fat Family, to 
keep them in escrow 
for almost another year 
to allow them to bring 
in a hotel group, thus 
changing the use from 
multi-family to hotel. 
Our gamble on the 
buyers was successful, 
and we had a successful 
closing.”
Education
University of  
Wisconsin, Madison

RAYMOND CHOI
Marcus & Millichap

Top Deal
The Terraces-
Escondido

Biggest Gamble
Ballantyne Court in El 
Cajon
Education
University of  
Washington

JOHN CHU
Cushman Wakefi eld

Top Deal
Legacy Apartment 
Homes
Biggest Gamble
“The challenge at 
Legacy was with 
respect to the size 
of  the deal as well as 
identifying a buyer who 
could overcome the 
fact that Caltrans was 
building a freeway exit 
ramp directly through 
the community.”

Education
San Diego State 
University

TIM HOAG
Cushman Wakefield

Top Deal
FIT Properties
Biggest Gamble
“The biggest gamble 
of  2012 was marketing 
the Foley Corporate 
Center in Del Mar 
Heights and achieving 
a new market high of  
over $530 per square 
foot.”

DEREK HULSE
Colliers

Top Deal
Derek brokered the 
sale of  a flex building 
space in Centerpointe 
Tech Center.
Biggest Gamble
Turning away listings 
to focus on better op-
portunities.
Education
University of  
Redlands; BS in 
Business and 
Economics

LYNN 
LACHAPELLE
Jones Lang LaSalle

Top Deal
Sale of  Centerside 
I - 52 million. 95% 
leased, Class A Mission 
Valley office build-
ing. This was a team 
effort with Leasing, 
Property Management 
and Capital Markets. 
Tenant demand was 
increasing while mar-
ket fundamentals were 
accelerating during the 
marketing period.
Biggest Gamble
Listing of  Four Points 
Business Park. This 
was a team effort with 
a  long time client. 
Agency leasing took 
over the assignment 15 

months prior to sale. 
JLL moved occupancy 
from 70% to 88% al-
lowing ownership to 
maximize value with a 
pending sale.
Education
University of  Califor-
nia, Los Angeles

ALVIN MANSOUR
Marcus & Millichap

Top Deal & Biggest 
Gamble
Uptown District Shop-
ping Center-San Diego
Education
University of  San 
Diego

continued on page 32 

No Detail Too Small for Landlord Rep to Bring 
New Deals to a Successful Close 

Any real estate deal is never a simple as 
signing a lease. A lot of  labor goes into ne-
gotiating each and every transaction.
Chris Pascale should know.
Pascale has been named a 2012 Heavy Hit-
ter as one of  the top brokers in the county 
representing landlords in office leasing.
Pascale, senior vice president for brokerage 
industrial services at CBRE in the La Jolla-
UTC office, represented the landlord in a 
lease involving 70,000 square feet in Scripps 
Ranch last year. 
The tenant was Irvine-based financial ser-
vices data research provider Core Logic.
Overall Pascale was involved in lease deals 
covering 1 million square feet of  space with 
a total dollar value set at $160 million.
He is a 1983 graduate of  the University 
of  San Diego where he earned a degree in 
business administration and has been a bro-
ker at CBRE since 1985.
He noted that his Scripps Ranch deal was 
especially noteworthy given the conditions. 
The market for Class A space in mid to 
smaller footprints remains soft, especially in 
the Scripps Ranch submarket.
“We had to dig deep to understand the deal, 
especially the economics of  the deal, so we 
were able to pull it together,” Said Pascale. 
“But, it came out pretty well.”

He said it all boils down to the costs in-
volved, and what the tenant wants to pay.
It all has to be hammered out during the 
lengthy negotiation process.
The 28-year veteran says the business has 
changed considerably in the last quarter 
century, what with the advent of  the mobile 
phone and the Internet, and now the mobile 
Internet via the smart phone.
“There was no Internet when I started,” he 
said, “no cell phone, and old fax machines.”
“Everything happens more quickly, and it’s 
a lot more competitive and sophisticated,” 
he added. “Wall Street is heavily involved 
in our business, whereas 25 years ago they 
weren’t involved at all.” 
He observes that Wall Street financial insti-
tutions are involved in commercial real es-
tate on the debt as well as equity side, with 
many of  them owners of  buildings as public 
and private REITs, or real estate investment 
trusts. 
He said deals have come under much more 
scrutiny, especially during the downturn in 
the industry.
He said the lenders are involved in the 
transactions, and that stricter guidelines 
and conditions have to be met -- conditions 
that didn’t exist when more buildings were 
held by entrepreneurs and small investment 
groups.
“There is a lot more money and sophistica-
tion that didn’t exist before,” said Pascale. 
“It’s changed the nature of  the deal.”

He said he spent a lot of  time trying to dis-
cern the needs of  the parties in the deal, and 
tries to come up with a cost structure that 
satisfied both sides of  the negotiating table. 
“They had an unusual parking require-
ment,” he noted of  his Scripps Ranch lease.
Core Logic wanted to get the most value 
out of  the tenant improvement package of-
fered by the landlord to use the dollars for 
other things, such as moving, cabling and 
new furniture.
“We just needed to pull up our sleeves, and 
work closely with the parties to get to this 
point,” said Pascale.
He said the process was greatly improved 
by the fact that the brokers on the tenant 
side of  the deal were friends as well as 

experienced professionals.
In addition, he noted that the tenant re-
quired more parking spaces than were 
available, which required reconfiguring the 
building’s parking to increase the number 
of  spaces.
“We had to re-engineer the parking, and 
come up with a configuration,” he said. 
“Parking has become a really big issue,” said 
Pascale of  lease deals today in the county. 
“Most corporate users are trying to reduce 
their overall real estate footprint to reduce 
costs and generate more revenue per em-
ployee. As a result, parking is suffering.”
He said solutions could include the addition 
of  valet parking or offsite with bus shuttles, 
or adding decks and new structures.

Chris Pascale - Offi ce Landlord Representative
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CBRE Congratulates the

2012 San Diego Region  Top Professionals
At CBRE, we are committed to one thing: helping our clients use real estate to best support their business objectives. 
Each year we honor those among us who demonstrate outstanding dedication to this commitment. These individuals 
exceeded this goal in 2012.

#1 IN REAL ESTATE SERVICES WORLDWIDE 
cbre.com/sandiego •  (858) 546-4600

David Rothschild
Senior Housing Services

Reg Kobzi
Retail PCG / Retail Services

Barry Petro
Capital Markets

Mary Christian
Senior Housing Services

Steve Holland
Corporate Tenant Representation

Rob Gunness
Industrial Services

Rob Merkin
Business Park Properties

Mike Moser
Retail Services

Chris Pascale
Brokerage Services

Bill Bacon
Global Corporate Services

Jeff Woolson
Golf & Resort Properties

Louay Alsadek
Investment Properties

Mark McGovern
Capital Markets

Bill Chiles
Capital Markets

Matthew Whitlock
Senior Housing Services
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Chaneng Joe
Retail Services

Ryan Grant
Office Services

Paul Komadina
Managing Director

Chaneng Joe is 
returning to CBRE 
San Diego to join 
Reg Kobzi’s retail 
Private Capital 
Group team and 
Ryan Grant has 
been recruited to 
focus on downtown 
sales and leasing 
assignments.

Paul Komadina 
has been 
appointed as the 
new Managing 
Director for 
CBRE San Diego 
to spearhead 
and implement 
key strategic 
initiatives 
on local and 
regional levels.

CBRE San Diego is pleased to announce three new appointments

ROB MERKIN
CBRE

Top Deal
Lightwave Corporate 
Center, B-GI Partners/ 
CalSTRS; S-LBA 
Realty.
Biggest Gamble
“Providing strategic 
advisory recommen-

dations and services 
that ensured measur-
able qualitative and 
quantitative success 
for my clients in each 
transaction, despite 
challenging economic 
and real estate market 
conditions.  This was 
achieved in both of  
the transactions, which 
also were my largest 
transactions in 2012.”
Education
University of  Califor-
nia, Los Angeles; 
Bachelor of  Arts; 
Major: Economics

BOB 
PRENDERGAST
Jones Lang LaSalle

Top Deal
Sale of  Centerside 
I - 95% leased, Class A 
Mission Valley office 
building. This was a 
team effort with Leas-
ing, Property Manage-
ment and Capital Mar-
kets. Tenant demand 

was increasing while 
market fundamentals 
were accelerating 
during the marketing 
period.
Biggest Gamble
Listing of  Four Points 
Business Park. This 
was a team effort with 
a long time client. 
Agency leasing took 
over the assignment 15 
months prior to sale. 
JLL moved occupancy 
from 70% to 88% al-
lowing ownership to 
maximize value with a 
pending sale.

Education
University of  Colorado

ED ROSEN
Cushman Wakefield

Top Deal
Legacy Apartment 
Homes
Biggest Gamble
“With 412 units, Leg-
acy Apartment Homes 
represents the largest 

single multi-family deal 
to have transacted in 
San Diego County in 
2012. This proved to 
be a challenging sale 
as more than 2000 
new units are under 
construction within 
a quarter mile of  the 
property, which created 
some concern in the 
investment community 
due to the increasing 
supply in the market. 
The key to the deal 
was securing a buyer 
who truly understood 
the dynamics of  the 
market and felt comfort 
with the depth to the 

rental pool in this loca-
tion. Our team did just 
that, by securing one 
of  the largest private, 
local companies with 
hands-on knowledge 
and an already existing 
ownership presence in 
the submarket as the 
purchaser.”
Education
San Diego State 
University

PHIL SAMBAZIS
Marcus & Millichap

Top Deal
Walgreens - Duluth, 
MN
Biggest Gamble
Selling the Autozone 
ground lease in San 
Diego at a 5 cap, where 
40% of  the income 
came from a billboard 
that was also on the 
property with no rental 
increases in the lease.
Education
Hamilton College

JOHN SMELTER
Marcus & Millichap

Top Deal
Sutter Bay North 
Health Plaza
Biggest Gamble
Healthcare REIT 
Portfolio-Closed 
Education
University of  Arizona

BILL THAXTON 
Flocke & Avoyer

Top Deal & Biggest 
Gamble
After 9 years and two 
prior owners passing 
away, Bill Thaxton sold 
the 83-acre La Costa 
Town Square proposed 
shopping center and 
residential site for the 
second time, closing 
escrow in January, 
2012.
Education
University of  Califor-
nia, Irvine; 
BA Economics

BENN 
VOGELSANG 
South Coast

Top Deal
5014 Narragansett Ave, 
San Diego
Biggest Gamble
Finding a buyer for a 
rejected 8-unit condo 
conversion listing in 
North Park.
Education
University of  
Washington; B.A. 

JEFF WOOLSON
CBRE

Top Deal
Winchester Country 
Club and lots, Meadow 
Vista, California
Biggest Gamble
Pursuing the Warner 
Springs Ranch listing, 
after being engaged 
briefly in 2007, was 
risky due to a myriad 
of  issues related to the 
bankruptcy.  On the 
one hand, bankruptcy 
helps “clean up” title; 
however, the resort 
operations were closed 
in January 2012 as 
the result of  a failed 
transaction, complicat-
ing the sale as a busi-
ness opportunity.  The 
2,380-acre, historic 
ranch property is a fan-
tastic opportunity that 
includes 250 bunga-
lows and casitas, a golf  
course, mineral springs,  
tennis courts, multiple 
swimming pools, spa 
facilities, an equestrian 
center, private airport 
and main lodge.   
Education
San Diego State 
University; Bachelor 
of  Science; Major:  
Telecommunications 
Management

TONY YOUSIF
Sperry Van Ness

Top Deal
Co-brokered a retail 
building in Greensboro, 
North Carolina with 
the help of  a local advi-
sor. This was an SEC 
receivership sale that 
was riddled with fraud 
and investors who had 
been dealing with lost 
fund. Our goal was to 
get the highest price so 
the equity would pay 
back the investors who 
were cheated.
Biggest Gamble
Made a huge shift in 
practice going from 
working with the banks 
to private equity firms 
who have acquired note 

continued from page 31

continued on page 33
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Industrial 
Category 
Nominees

BRYCE ABERG
Cassidy Turley

Top Deal
Pac World Lease
Biggest Gamble
My biggest gamble was 
stepping outside of  my 
comfort zone and help-
ing create a 10-person 
team. Over the past 12 
months we recruited 
our top competitors 
and now have the larg-
est industrial team in 
San Diego.
Education
University of  San 
Diego

BILL DOLAN
CBRE

Top Deal
Total Transporta-
tion Logistics leased 
at Carmel Mountain 
Distribution Center.
Biggest Gamble
My biggest gamble in 
2012 was deciding to 
form a new team that 
involved recruiting a 
broker from a competi-
tor as well as giving up 
some business in order 
to focus on my core 
competency.
Education
San Diego State Uni-
versity; Bachelor of  
Arts; Economics

ROB GUNNESS
CBRE

Top Deal
West Pak Avocado 
lease at Sky Canyon 
Industrial in Temecula.
Biggest Gamble
Chasing large, finished 
industrial land deals 
and selling to investors.
Education
University of  Arizona; 
Bachelor of  Science; 
Major:  Business and 
Public Administration 
with an emphasis in 
Finance and Real 
Estate

portfolios from failed 
banks, the FDIC, and 
other financial institu-
tions. This has grown 
into a single point of  
contact position with 
Colony Capital and Sa-
bal Financial to name a 
few and has resulted in 
the management, lease 
up, and disposition of  
over 200 assets in 23 
different states. All as-
sets are being managed 
by local managers and 
co-brokered with local 
advisors. Yousif  acts 
as the intermediary be-
tween all local profes-
sionals and the client. 
These new relation-
ships, and old ones with 
Wells Fargo, US Bank 
and others resulted in 
a year where Yousif  
assisted with the sale 
of  assets throughout 
the nation in 2012. He 
now is able to source 
over four assets a week 
across the nation to 
colleagues. Most assets 
are at an average value 
of  $900,000. 
Education
San Diego State 
University; Business 
Administration, 
Marketing

CHRISTOPHER 
ZORBAS
Marcus & Millichap

Top Deal
Pacific Village-San 
Diego
Biggest Gamble
Taking on additional 
team members to help 
grow the business.
Education
San Diego State 
University

Additional Nominees

NICK FRASCO
Voit

BRANDON KEITH
Voit

MICHAEL 
MOSSMER
Voit

BRIAN MULVANEY
Voit

ROBERT VALLERA
Voit

ROB MERKIN
CBRE

Top Deal
Sorrento Vista 
Industrial Park. 
Biggest Gamble
Providing strategic 
advisory recommen-
dations and services 
that ensured measur-
able qualitative and 
quantitative success 
for my clients in each 
transaction, despite 
challenging economic 
and real estate market 
conditions.  This was 
achieved in both my 
largest lease and sale 
transactions in 2012.
Education
University of  Califor-
nia, Los Angeles; Bach-
elor of  Arts; Major: 
Economics

DON MICHELL
CRESA

Top Deal
Waxie Enterprises
Biggest Gamble
Staying committed to 
a long term business 
plan focused on service 
and not getting hung 
up on commissions 
when the market is 
compromised.
Education
San Diego State Uni-
versity; BS in Finance

Additional Nominees

RANDY 
LACHANCE
Voit

PAUL BROWN
Voit

GLEN VOLK
Voit

TODD HOLLEY
Voit

REX HUFMAN 
Voit

Offi ce 
Landlord 
Category

JEB BAKKE
CBRE

Top Deal
National University 
lease  in Rancho 
Bernardo
Education
University of  Colo-
rado Business School; 
Bachelor of  Science; 
Finance and Real 
Estate

MATT CARLSON
Cushman Wakefield

Top Deal
The Gomez Law Firm
Biggest Gamble
“Our biggest gamble is 
probably maintaining 
an exclusive focus on 
life science transac-
tions, despite our 
competition’s various 
business models. Our 
competition is mainly 
a pool of  generalists, 
and tenant rep office 
brokers who make their 
living doing whatever 
deal types, office/in-
dustrial/retail, that 
put food on their table. 
We, however, won’t 
dabble. We maintain an 
exclusive focus to live 
and breathe lab trans-
actions, doing the most 
lab deals in our space, 
and getting maximum 
leverage for our clients. 
We are loyal to our life 
sciences clients this 
way and to the indus-
try to which we are 
faithfully married. We 
firmly believe that if  
you want to be the best 
at one thing, you don’t 
dabble. For that reason, 
I guess we’re gambling 
all of  our time and 
efforts on representing 
life science companies 
and their transactions.”
Education
Princeton University

BRENT JACOBS
Cushman Wakefield

Top Deal
Verenium
Biggest Gamble
“The Verenium deal at 
the Nautilus project 
was a build-to-spec 

continued from page 32
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laboratory transaction. 
At the time we agreed 
to deal terms, the proj-
ect was only a concept 
and some boards and 
renderings. Our client, 
Verenium, took a leap 
of  faith that the devel-
oper, Alexandria Real 
Estate, would deliver 
a great project. In the 
end, they ended up in 
what is arguably the 
top project in Torrey 
Pines, and it recently 
won San Diego Busi-
ness Journal’s Most 
Innovative Deal award. 
It was a highly com-
plex and specialized 
build-out and is now 
an overall incredible 
work environment for 
Verenium.”
Education
Cal State University-
Long Beach

SCOTT KINCAID
CBRE

Top Deal
XO Communications 
leased at Copley Busi-
ness Center in Kearny 
Mesa.
Biggest Gamble
Advising a tenant cli-
ent with limited market 
data on a potential 
renewal or relocation 
for a requirement with 
specialized improve-
ments.
Education
San Diego State 
University; Bachelor 
of  Science, Business 
Finance

ROB MERKIN
CBRE

Top Deal
Scripps Wateridge 
Corporate Center; 
Colony Realty Partners 
/ Qualcomm
Biggest Gamble
“Providing strategic 
advisory recommen-
dations and services 
that ensured measur-
able qualitative and 
quantitative success 
for my clients in each 
transaction, despite 
challenging economic 
and real estate market 
conditions.  This was 
achieved in both my 
largest lease and sale 
transactions in 2012.”
Education
University of  Califor-
nia, Los Angeles; Bach-
elor of  Arts; Major: 
Economics

TY MOFFATT
Colliers

Top Deal
“I brokered a 72-month 
lease for office space 
to Qualcomm. The 
property was a part 
of  a closed-end fund 
managed by Grosvenor 
Fund Management 
based in Philidelphia. 
This deal brought the 
building to 100 percent 
leased for my client. It 
is a three story office 
building adjacent to 
Qualcomm’s headquar-
ters in Sorrento Mesa.”
Biggest Gamble
Every transaction in 
the commercial real 
estate market can be a 
gamble in a recovering 
economy.
Education
San Diego State 
University; Bachelor 
of  Science, Geography 
with an Anthropology 
minor.

ERIC 
NORTHBROOK
Cushman Wakefield

Top Deal
Latham & Watkins
Biggest Gamble
“Latham & Watkins 
signed a 10-year lease 
for a build-to-suit 
project that is currently 
under construction 
in Del Mar Heights. 
TIAA-CREF demol-
ished the existing, 
functionally obsolete, 
two-story building in 
the fourth quarter of  
2012 to make way for 
this state-of-the-art 
3-story office building 
with subterranean 
parking in its place. 
Latham & Watkins 
will consolidate its 
downtown San Diego 
and Del Mar Heights 
locations into this new 
LEED Gold project 
upon completion in 
early 2014.”
Education
Arizona State 
University

TONY RUSSELL
Jones Lang LaSalle

Top Deal
401 Mile of  Cars - 
This was a building 

in National City that 
had been vacant for 
seven years and the 
prior team was unable 
to lease the project.  
We took over the as-
signment and started 
marketing the building 
for sale or for lease.  
We were able to get the 
ownership to go in and 
demo all of  the exist-
ing old improvements 
and then we rebranded 
the project with a 
new name and created 
buzz in the market.  
This buzz resulted in 
several investors being 
interested in buying 
the building due to its 
unique qualities, large 
block of  space, adjacent 
to the trolley and bus 
terminal, freeway 
visible signage, etc.  
During our nego-
tiations with several 
buyers we were able to 
attract several tenants 
that were interested 
in the building and ulti-
mately signed a lease 
with ITT, just three 
months after selling 
the building to a buyer.  
Currently we are see-
ing a lot of  activity at 
the building and are in 
negotiations with two 
tenants to lease the ma-
jority of  the remaining 
vacancy.
Biggest Gamble
Innovation Cor-
porate Center - In 
2010, BioMed Realty 
purchased a freeway 
frontage land site, a 
never occupied, Class 
A laboratory building.  
This project is one of  
the most desirable land 
parcels in San Diego 
County but was limited 
to entitlements due to 
the MCAS flight over 
path.  Recently, MCAS 
changed their flight 
patterns which opened 
an opportunity to go to 
the city of  San Diego 
and request additional 
entitlements.  After 
a yearlong process, 
BioMed Realty has now 
been given entitlements 
which will be used to 
demolish the existing, 
never occupied building 
and construct one of  
the finest laboratory 
facilities on the west 
coast.  This facility is 
modernistic in design, 
LEED certified and 
could employ nearly 
1,000 people in the life 
sciences industry when 
complete.
Education
Arizona State 
University

CHAD URIE
Jones Lang LaSalle

Top Deal
Tied between Qual-
comm & Vertex. Space  
was leased to Qual-
comm at the San Diego 
Tech Center. This was 
a continued expansion 
of  Qualcomm Incorpo-
rated as they continue 
their expansion in the 
Sorrento Mesa area. 
San Diego Tech Center 
offers a variety of  
amenities including 
Karl Strauss Brewery, 
a newly renovated 
fitness facility, tennis, 
basketball and sand 
volleyball courts, rac-
quetball courts, putting 
green, and swimming 
pool.  Vertex: S    pace 
was leased to Vertex 
at 11010 Torreyana. 
This was an important 
transaction for the 
client Biomed Realty 
and San Diego County. 
Vertex agreed to renew 
and keep this facility as 
their main global R&D 
Center and continue 
their relationship with 
Biomed Realty.
Education
Point Loma Nazarene

BRETT WARD
Cassidy Turley

Top Deal
Accelrys
Biggest Gamble
Becoming the lead 
broker on all team 
properties/product; 
re-creating and balanc-
ing the team on each 
listing.
Education
San Diego State Uni-
versity; Bachelor of  
Arts, Economics

Additional Nominees

JON BOLAND
Voit

TRACY CLARK
Voit

Offi ce Tenant 
Category

BILL FLECK
Jones Lang LaSalle

Top Deal
CoStar
Biggest Gamble
City of  San Diego
Education
University of  
Maryland

Nominees
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STEVE HOLLAND
CBRE

Top Deal
Celgene. A biotech/lab 
facility for Celgene’s 
Research & Devel-
opment Center of  
Excellence. This is one 
of  the largest biotech/
lab lease transactions 
completed in San Diego 
in the past five years.
Biggest Gamble
“Engaging landlords 
in early lease renew-
als on behalf  of  my 
clients realizing that by 
year-end 2012 tenants 
would face tighter mar-
kets and accelerating 
rents due to increased 
office demand and min-
imal new construction. 
This gamble paid off  
very nicely as I have 
been able to reduce 
my clients’ occupancy 
costs by 30-35 percent 
and lock in lower rents 
in an appreciating 
market.”
Education
University of  
California, San Diego; 
Bachelor of  Arts; Ma-
jor:  Political Science; 
and University of  San 
Diego; Science Degree; 
Major:  Executive 
Leadership       

DON MITCHELL
CRESA

Top Deal
ITT Educational 
Services
Biggest Gamble
Staying committed to 
a long term business 
plan focused on service 
and not getting hung 
up on commissions 
when the market is 
compromised.
Education
San Diego State 
University; Bachelor of  
Science in Finance

RON MILLER
Colliers

Top Deal
Miller brokered a lease 
in early 2012 for office 
space located at 4810 
Eastgate Mall. Colliers 
was initially hired by 
ServiceNow to negoti-
ate a 5,000 square 

foot expansion in its 
current space. This 
number grew each 
week, which caused 
Colliers to refocus on 
relocating ServiceNow 
to a new space.
Biggest Gamble
Focusing on 100  per-
cent tenant representa-
tion.
Education
University of  San 
Diego; B.A. Business 
Administration 

PAT ROHAN
Cushman Wakefield

Top Deal
County of  San Diego
Biggest Gamble
“The biggest gamble 
in 2012 was my deci-
sion to work with a 
reduced, select number 
of  clients where 7/24 
service, credibility and 
relationship are of  
paramount importance 
backed by the best 
market information in 
the industry.”
Education
University of  Wiscon-
sin, Madison

STEVE ROSETTA
Cushman Wakefield

Top Deal
American Internet Ser-
vices. “We represented 
American Internet 
Services in a 15-year 
renewal of  office space 
at 9305 Lightwave Av-
enue in Kearny Mesa.”
Education
USC

TOM VAN BETTEN
Cassidy Turley

Top Deal
Qualcomm Incorpo-
rated. Cassidy Turley 
helped Qualcomm 
build a strategy around 
breaking up the busi-
ness units into smaller 
blocks of  required 
space, creating leverage 
through a larger com-
petitive set.  Adjacent 
submarkets of  Campus 
Point and Eastgate 
Mall were engaged to 
improve the amount 
of  options available 

to Qualcomm.  RFP’s 
for relocation options 
were sent with five (5) 
year terms, improving 
credibility.
Biggest Gamble
Buying a bar. In mid-
May 2012, just two 
weeks before the annu-
al Fiesta Del Sol event 
in Solana Beach, The 
Saddle Bar opened its 
doors at the old Surf  & 
Saddle location.  When 
the Surf  & Saddle shut 
down in 2009, it left 
an obvious void in the 
North County coastal 
bar scene.  Tom van 
Betten, as part of  a 
group of  four, all of  
whom have industry 
management and 
investment experience, 
came together to fill 
that void and bring a 
fresh, exciting venue to 
coastal North County. 
van Betten, who nor-
mally represents ten-
ants looking for space, 
found himself  able to 
check something off  
his “bucket list.” 
Education
University of  Las 
Vegas; Bachelor of  
Science, Finance

Additional Nominees

MARK CASTON
Voit

JEFF CHASAN
Voit

Retail 
Category

DAVE HAGGLUND
CBRE

Top Deal
Going Out Inc. leased 
space at Plaza de 
Cuyamaca in Santee.
Biggest Gamble
Working with large 
clients that have signif-
icant space occupancy 
requirements in today’s 
uncertain economic 
environment and not 
knowing if  they will 
be able to execute their 
strategies.
Education
University Of  Oregon; 
Bachelor of  Science; 
Finance

DEREK HULSE
Colliers

Top Deal
Derek brokered the sale 
of  a flex building space 

JIM RINEHART
CBRE

Top Deal
Stone Brewery leased 
at Liberty Station and   
sold 1644 University 
Avenue in Hillcrest.
Biggest Gamble
“Investing time is 
always a gamble as you 
have to be smart about 
what to work on.  I 
gambled that focusing 
a lot of  my efforts on 
San Diego’s urban 
retail market would be 
beneficial and it has 
turned out great.  I 
love what I do.  Every 
year is a gamble that 
committing my effort, 
energy and knowledge 
will meet the needs of  
property owners, inves-
tors, and tenants in 
urban and coastal San 
Diego.  I hate losing!”
Education
Point Loma Nazarene 
University; Bachelor of  
Arts; Management and 
Organizational Com-
munications

BILL SHRADER
Cushman Wakefield

Top Deal
Stone World Bistro 
& Garden. The Stone 
World Bistro & Garden 
at Liberty Station 
will be the largest 
restaurant facility in 
San Diego. 
Biggest Gamble
“The biggest gamble 
of  2012 was downsiz-
ing our team in order 
to be more responsive 
to our clients evolving 
needs.”
Education
University of  Southern 
California

Additional Nominee

MARK CASTON
Voit

continued from page 33 
in Centerpointe Tech 
Center, located at 7710, 
7720, 7737 and 7740 
Kenamar Court, San 
Diego, in June 2012. It 
is a four building flex 
project known as Cen-
terpointe Tech Center, 
located in the Miramar 
submarket.   The proj-
ect was approximately 
46 percent leased at the 
time of  sale.   Colliers 
International has been 
retained as the leasing 
brokers for the project.
Biggest Gamble
Turning down certain 
landlord representation 
opportunities to focus 
all of  my efforts on tar-
geted properties.
Education
University of  Red-
lands; B.S. Business 
and Economics

RICHARD LEBERT
Colliers

Top Deal
Richard Lebert bro-
kered the sale of  La 
Costa Towne Center, 
a retail development 
in March 2012.  La 
Costa Towne Center 
is a value-add retail 
development built in 
1982. It consists of  
anchor space, three 
multi-tenant-buildings, 
and two pads.
Biggest Gamble
Maintaining momen-
tum, determination, 
and focus during a 
recovering economy. 
Education
San Diego State 
University; B.A. Public 
Address

MIKE MOSER
CBRE

Top Deal
Living Spaces leasing 
Kmart building in 
MissionValley. Moser 
represented Kmart.
Biggest Gamble
“Working on several 
very large new devel-
opment deals requiring 
rezoning and city en-
titlements.  I invested 
heavily in time, energy 
and resources but if  
approved, the projects 
will be major payoffs.”
Education
University Of  San 
Diego; Bachelor of  Sci-
ence; Major:  Biology 
(Pre-Med) & Chem-
istry (Magna Cum 
Laude)

Rookie 
Category

JOHN BAINER
Marcus & Millichap

Top Deal
Lakewood Club, 
Dallas, Tx
Education
University of  San 
Diego 

MIKE BENCH
Colliers

Top Deal
“The top deal that 
led to much of  my 
success in 2012 is a 
proud client of  mine, 
Access Medical, Inc. 
When I first met with 
them it was inspiring 
to hear the company’s 
background and the 
amount of  growth in 
such a short span. Not 
to mention I quickly 
learned we shared 
identical company core 
values, which really 
helped set the tone in 
the beginning steps of  
our partnership. After 
weeks of  exploring 
different buildings we 
finally landed a solu-
tion located at Grey 
Hawk Business Center. 

We leased industrial/
flex space for three 
years with an option to 
purchase in year one. 
After several months 
into the lease term the 
president of  Access 
Medical and I met to 
discuss future goals 
for their business and 
some of  the benefits of  
exercising the purchase 
option. We first evalu-
ated a lease vs. buy 
analysis and compared 
the costs. Second, I put 
them in touch with a 
bank to explore financ-
ing incentives. The 
process never stopped 
from there. We then 
negotiated a purchase 
contract and rallied 
every step of  the 
way to hit deadlines, 
secure loans, remove 
contingencies, which 
finally led to a success-
ful escrow toward the 
end of  2012!” 
Biggest Gamble
“The biggest gamble 
for me in 2012 was 
committing to a 
“Commission Only” 
brokerage role. I was 
essentially a lone sol-
dier in the pack going 
up against seasoned 
professionals. There 
were many challenging 
moments I experienced 
in the field. One that 
sticks out the most 
was running virtu-
ally solo; no team, no 
partner, just myself. I 
grabbed the bull by its 
horns and kept fighting 
every step of  the way. 

SUPPLEMENT FACTS

Bob Baranski
Associate Publisher

I quickly grasped what 
I had to do to stay alive 
and keep the electricity 
running. And that was 
being persistent, stra-
tegic, and competitive 
with my approach. I 
constantly surrounded 
myself  with veterans 
to pull insight away, 
and fortunately put 
that knowledge to use. 
Each working day was 
a gamble. Each day I 
faced adversity. And 
each day I learned 
something new, which 
propelled me to success 
in my 2012 Rookie 
year!
Education
University of  San 
Diego; B.A. Communi-
cation Studies

Lauren Mannella
Senior Account Executive

Patti Anderson
Supplements Editor

Tom York
Contributing Editor

Suzan Peterson
Graphic Artist

William Metivet
Photographer

Bob Thompson
Fotowerks

Cover Photographer
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