
Knowledge
Leader
spring 2013

coLLiers  
internationaL  
property magazine 

 tm

Welcome Back 
manufacturing returns to the u.s. 

riding the rails 
freight rail emerges as a  
sustainaBle distriBution channel 

click and mortar
the e-volution of  
Warehouse design

 

Goodman Enters 
U.S. Market 

australian property company goodman 
group partners With Birtcher development



Don’t miss out! 
Visit Colliers at ICSC RECon!
Colliers provides strategic and creative real estate solutions for top companies worldwide. With 
over 300 retail specialists attending RECon this year, this is your chance to sit down with Colliers 
experts from around the country. Whether you’re a retailer, restaurateur, shopping center owner, 
developer or investor, you can depend on our innovation and experience to turn your real estate 
into a competitive business advantage—to accelerate your success. Let us show you how.

May 20–22, 2013  |  Las Vegas, NV

Colliers International  |  S243 R Street, South Hall, Upper Level

Don’t forget to visit our Urban Retail Services booth at S232 S Street, South Hall!  

KL Ad_2013 ICSC.indd   1 3/26/2013   10:06:50 AM



 Colliers international  spring 2009  |   1

4 outlook 20/20 
 What does the newest port analysis report 

reveal?  
By teresa Kenney

6 spotlight 
 islands for sale; colliers international opens 

new offices overseas; Q&a with scott nelson. 

10 hospitality
 as the way in which travelers communicate 

changes, so too, may the way in which hotels 
charge.  
By roBert mandeLBaum

12 Bank notes
 is 2013’s economic outlook a repeat of 2011-

2012?   
By Kc conWay

14 Working space    
 the e-volution of distribution/warehouse 

design.   
By randy Woods

16 goodman enters u.s. 
market  

 australian industrial property company 
goodman group partners with Birtcher 
development to form goodman Birtcher.  
By cheryL reid-simons

20 Welcome Back    
 onshoring is fueling a resurgence in u.s. 

manufacturing.  
By sheiLa micKooL

24 right place, reit time   
 pure industrial real estate trust is a small 

team of real estate operators with bold 
acquisition goals. 

 By meghan mcgarreLL 

29 Behind the scenes  
 canadian and u.s. business profiles.
  
36 personal Biz    
 new technology helps you manage your 

personal supply chain.  
By teresa Kenney

38 csr   
 manufacturers are turning to freight rail as 

a more environmentally friendly distribution 
channel.   
By Karen West

40 in focus 
 engagement is the new currency for influence.  

By doug Frye

www.knowledge-leader.Com

contents

4

6

16

38
cover photo By eric poLitzer



Knowledge
Leader coLLiers  

internationaL  
property magazine 

executive managing editors

dylan taylor and david Bowden 

editor

teresa Kenney

associate editors

christine schultz, Lex perry, aaron Finkelstein

art director

amy Wallace

project manager

heidi page

contriButing Writers

Kc conway, doug Frye, teresa Kenney,  
robert mandelbaum, meghan mcgarrell, sheila mickool, 
cheryl reid-simons, heidi stout tretheway, Karen West, 

randy Woods

prooFreader

sunny parsons

advertising saLes

jenna Badu-antwi 

this magazine is published by  
colliers international.

voLume 7  u  numBer 1

Knowledge Leader is published three times annually by tiger oak media, inc., 
with offices at 1518 First ave. s., suite 500, seattle, Wa 98134; 206.284.1750. 
© tiger oak media, inc. all rights reserved. postmaster: send address 
changes to: Knowledge Leader, colliers international, 601 union st., suite 4800, 
seattle, Wa 98101. publications mail agreement no. 40064408. return 
undeliverable canadian addresses to: express messenger international, p.o. 
Box 25058, London, on  n6c 6a8. printed in usa.

tiger oak publications
1518 First ave. s, suite 500 

 seattle, Wa 98134

to order more copies, learn about advertising  
options or subscribe to Knowledge Leader,  

visit www.knowledge-leader.com.

last year, a largely unknown inventor passed away at the age of 91. Norman Joseph 
Woodland, cocreator in 1949 of the simple bar code, had lived to see his idea become 
ubiquitous, a cornerstone of the logistics age and the launching pad for our online 
economy. 

Despite Woodland’s receiving a patent in 1952 for a bull’s-eye-shaped bar code and 
the scanning system to read it, his idea wouldn’t be adopted until 1973. Today, 5 billion 
products bearing UPC codes are scanned every day, according to the standards-setting 
organization GS1 US. 

The bar code, with its thick and thin lines representing binary digits, was inspired by 
the Morse code which Woodland had learned in the Boy Scouts. The simple idea was so 
advanced that it would be 20 years before the necessary technology—inexpensive lasers 
for scanning, microprocessors to store and process coded data—would be available. 

Since its adoption by the grocery industry, the bar code has also revolutionized point-of-
sale transactions and inventory control. In 1999, PricewaterhouseCoopers estimated that 
the UPC code had already saved the grocery industry $16.5 billion; and the impact in 
category management, fulfillment and product promotion was projected to be at least $60 
billion in the next 10–20 years in the grocery segment alone. The bar code’s contribution 
to the field of logistics is, of course, inestimable. 

Woodland and cocreator Bernard Silver—who died in 1962—sold their patent to the 
Philco Corporation in 1957 for $15,000. As is so often the case with ideas that reshape 
the world, no amount of compensation would be commensurate with their contribution. 

The theme for this issue of Knowledge Leader builds on Woodland’s legacy: supply chain 
and logistics. Our spring 2013 cover story is on Goodman Birtcher, the new investment 
partnership between global industrial giant Goodman Group and Birtcher Development, 
a fifth-generation development company. Learn how this unique partnership came about, 
and its impact on the future of e-commerce and industrial real estate in North America.

Additional topics include:
•	 Colliers’ new Port Analysis report, which focuses on inland ports, the next step in the 

intermodal chain;
•	 Changes in distribution centers in the e-commerce age in this issue’s Working Space 

department;
•	 The environmental impact of rail in this issue’s CSR; and
•	 Onshoring and the new U.S. manufacturing renaissance.

We’d also like to thank the members of Colliers International’s Logistics and 
Transportation Solutions team for their help and guidance on this issue of Knowledge 
Leader. 

From the  
Editors’  
Desk  

in BetWeen the Lines  

dyLan tayLor david BoWden 

David Bowden 
Chief Executive Officer | Canada
Colliers International 
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Port Authority
anaLyst Kc conWay reveaLs the resuLts oF his Latest 
port anaLysis report. By teresa Kenney

outlook 20/20 hot topics maKing headLines today

In aprIl, Colliers International released its latest Port Analysis Report. The third in a series, the 
report examines evolving trade patterns resulting from the anticipated Panama Canal expansion in 
2015, as well as emerging key inland ports and intermodal facilities in markets such as Baltimore, 
Indianapolis, Philadelphia and the Great Lakes, and the impact the anticipated expansion and 
changing markets are having on industrial commercial real estate.

“In the first report we examined the challenges and advantages of 70 of the U.S. ports. In the 
second, we looked at which ports are post-Panamax-ready. In this third report, we focus on inter-
modal infrastructures: Where do the goods go from the ports, and how do they get there? What 
are ports doing to eliminate obstacles and bottlenecks so that goods offloaded from ships can be 
efficiently transported to their destinations?” explains KC Conway, MAI, CRE, Chief Economist 
in the U.S. for Colliers International. “The theme is ‘CapEx or Capsize.’ Cities need to spend the 
capital to upgrade their ports, or risk capsizing their economies.”

Key findings in the report include:

intermodal transportation: Intermodal traf-
fic—or the combination of more than one 
mode of transportation to transport goods—
was at an all-time high in 2012. Intermodal 
container volumes ended 2012 with 13.1 mil-
lion moves, surpassing the previous year by 5.9 
percent and the previous benchmark year of 
2007 by 9.8 percent, according to the Intermo-
dal Association of North America’s Intermodal 
Market Trends & Statistics report.

commercial real estate: Retailers and man-
ufacturers are making real estate investment 
decisions based in large part on the ability of 
ports to offload materials and products and 
distribute them efficiently to the end user. “In 
the most recent annual report of the Asso-

Intermodal traffic—or the combination of more 
than one mode of transportation to transport 
goods—was at an all-time high in 2012.



> “Cities need to spend the capital 
to upgrade their ports or risk capsizing their 
economies.” Kc conway,  mai, cre, chief economist i usa,  

      colliers international
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ciation of Foreign Investors in Real Estate 
(AFIRE), four U.S. markets were in the top 
five investment targets, globally: New York, 
San Francisco, Washington, D.C., and Hous-
ton,” says Conway. “This is the first time the 
U.S. has dominated the list since the question 
was first asked in 2001. And what do three of 
the four markets have in common? Ports. For-
eign capital is recognizing the importance of 
port markets to trade, manufacturing and the 
moving of goods. Ports are the safest place to 
put capital,” he explains. 

labor issues: Although the International 
Longshoremen Association strike was averted 
and the union has accepted an outline agree-
ment, it must now be translated to the local 
level. “In November and December of 2012, 
there was a big clerical workers strike in Cali-
fornia. The issues were supposedly resolved, 
but the national agreement was rejected by 
the local unions. So we have to wonder if the 
same thing will happen with the longshore-
men agreement. Right-to-work states such as 
Virginia and Texas are likely to approve the 
agreement, while New York and New Jersey 
will probably reject it,” says Conway. “When 
you have labor issues such as these, right-to-
work states where the union is not as prevalent 
are going to be more attractive to shippers.”

latin america: Latin America is the next big 
growth opportunity for the East and Gulf 
coasts—similar to how the West Coast serves 
as a distribution point for Asia. “Latin Amer-
ica today is where the United States was in the 
1950s, post-Depression. It’s in the early stages 
of a growth economy with a newly developed 
middle class. They are looking for the Ameri-
can lifestyle and products: televisions, cars, 
media, etc. In fact, Walmart revealed in its 
2012 fourth-quarter earnings that, for the first 
time, the net sales growth of Latin America 
surpassed that of Asia,” says Conway.

manufacturing: Manufacturing is return-
ing to the U.S. (see related article on page 
20). Factors such as a growing middle class 
in China—reducing the wage gap between 
the two countries—and the need for greater 
patent protection, more reliable energy and  a 
more educated workforce for high-tech manu-
facturing are all contributing to its return. “In 
addition, food brands are recognizing that 
it is better to process food products targeted 
for Asia and Latin America in the U.S., then 
freeze and ship them, rather than ship the raw 
materials to their overseas destinations for 
manufacturing,” says Conway.

trade routes: U.S. trade routes are evolving 
from east-to-west—the historical path of the 
country’s railroad network—to north-to-south. 
“If you need to move raw materials and goods 
out of Canada to be processed and manu-
factured in the U.S. and then distributed in 
Mexico as finished goods, you can only do that 
through the Midwest and the Southeast, using 
the Gulf ports,” explains Conway. 

foreign-trade Zones: Previously, Los Angeles 
was the leader in foreign-trade zones (FTZs), 
but two-thirds of the country’s FTZs are now 
in southeastern states, or auto manufactur-
ing states and Texas now leads the country in 
FTZ import and export activity. An FTZ is 
an area at, or near, a port that is considered 
outside of the U.S. Customs territory, so duties 
only apply when products leave the zone for 
domestic consumption. “If you’re an auto 
manufacturer and you have parts coming in 
to assemble and those components are taxed at 
a state or local level, that increases your costs. 
So having an FTZ in your market is a huge 
bonus,” says Conway. 

As with previous reports, Conway recognizes 
specific markets with his port awards, includ-
ing the “Coalest Port” award to Virginia for 
its new automated coal facility, “Hottest Port 
Among Foreign Investors” award to Houston, 
“Top Global Air Cargo and E-commerce Port” 
award to Memphis and the “Disaster Recov-
ery Tested” award to New York City for its 
response to the damage caused by Superstorm 
Sandy in the fall of 2012.  K L

For a copy of the full report, visit  
colliers.com/us/insights.
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>now available

north amerIcan collIers InternatIonal offices are representing 
prime Bahamas real estate, including one property that served as a film-
ing location for two James Bond movies. 

Toronto’s Colliers International Hotels group has been retained by 
British Colonial Property Holdings Limited, as its international advisor 
for the sale of the British Colonial Properties in Nassau, Bahamas. The 

oceanfront British Colo-
nial Properties includes 
the 288-room Hilton 
British Colonial, approxi-
mately 105,000 square 
feet of Class A office 
space and 6.1 acres of 
prime development land 
overlooking the Atlantic 
Ocean. 

Situated in downtown 
Nassau, the property occu-
pies the finest location 

at One Bay Street, near business and leisure opportunities. Coined the 
“Jewel of the Caribbean,” the hotel was originally built in 1898, is a popu-
lar destination for both royalty and celebrities and has served as a filming 
location for Never Say Never Again and Thunderball. For information 
contact Alam Pirani (alam.pirani@colliers.com) or Robin McLuskie 
(robin.mcluskie@colliers.com).

Colliers International’s South Florida office is marketing two iconic, 
star-studded islands in the Bahamas: Blue Hole Bay, Long Island, and 
Clove Cay. Neighboring islands are ultra-exclusive and owned by celebri-
ties, business moguls and luxury resort operators. This rare opportunity 
offers a tempting blend of tropical seclusion and convenience, with access 
to amenities and air transport.

Blue Hole Bay encompasses approximately 180 acres and frames Dean’s 
Blue Hole, a nominee for the New Seven Wonders of the World. At 663 
feet, it’s the world’s deepest sea cave. With two miles of oceanfront, 
Clove Cay is a 144-acre island located at the southern end of the pres-
tigious Exuma Cays, a worldwide destination spot for yachting, sailing 
and diving. For information, contact Xavier Cossard (Xavier.cossard@
colliers.com) or Michael Fay (michael.fay@colliers.com).

Head to the Islands
coLLiers represents muLtipLe properties in the Bahamas

the 288-room hilton British 
colonial has been called the 
“Jewel of the caribbean.”

colliers’ south Florida office is marketing Blue 
hole Bay (left) and clove cay (above).
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colliers international is teaming up with two dynamic 
commercial real estate firms to establish offices in both israel 
and south africa.

in israel, colliers international has teamed up with new 
target, one of israel’s leading commercial real estate consulting 
firms, to open an office in tel aviv. new target will become 
a fully integrated part of colliers and will rebrand to colliers 
international.

the new company, which is based in tel aviv, will be led by 
ran raviv, previously chief executive at new target. “We have 
wanted to open a new office in israel for some time now as we 
know there are great opportunities for us here, and we believe 
ran and his team are the ideal partners to help us take full 
advantage of these,” says chris mcLernon, ceo | emea for 
colliers international.

in south africa, colliers is partnering with chelsea manhattan, 
the country’s leading independent property consultancy. 
chelsea manhattan has offices in johannesburg and cape town 
and advises local and international clients on properties in all 
major markets in the country.

chelsea manhattan will rebrand as colliers and will be 
led by mike Blair. “south africa is a key market for colliers 
international. it is an emerging market in terms of real estate 
and presents enormous opportunities for us and our clients. 
the addition of the chelsea manhattan and new target business 
is part of our plan to grow and strengthen our emea business, 
both organically through our more than 100 offices, and through 
mergers and acquisitions,” says mcLernon.

coLLiers 
internationaL 
opens tWo 
oFFices in  
israeL and 
south aFrica

>global news

neW partnerships 
Bringing neW 
opportunities For 
coLLiers’ cLients 

Johannesburg

tel aviv
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spotl igh t

What brought you to colliers?  
Being in the corporate services area of our industry 
for 19 years, I’d met and worked with many people 
from Colliers and our competitors around the world. 
From early on in my career, I was always impressed 
with the quality of the people at Colliers. In the 
summer of 2009, I saw a great opportunity to help 
Colliers grow its platform to better complement the 
outstanding culture. The strategic investment we 
made in new tools, talent and improvements to the 
Corporate Solutions platform has led to our dramatic 
growth over the past three years. It’s exactly the vision 
that got me excited in 2009.
 
how did you get started in the business/
industry?  
I wanted to be an architect when I was a kid, and 
always had an interest in anything real estate. My 
first job after college was sales in the healthcare 
supplies and equipment industry, but I linked up with 
a recruiter looking to build the Atlanta office for a 
national tenant rep/corporate services provider, and I 
was hooked.

Who were your mentors?  
In a passive way, my parents and my grandfathers, for 
sure—all of them had a tremendous work ethic and 
treated people with respect. In business, it was the 
CEO and owner of the company I first worked with 
in real estate—I learned so much about corporate 
services clients, what drives them, and how we can 
deliver value different from the competition.

Who are your role models?  
There are several.  My mom’s dad built a very successful 
small business from nothing, was a great husband and 
father to a large family, and was just generally as solid 
a human as one could be. And my wife, for how she 
treats our two young daughters. 

Favorite business book or writer?  
I don’t make enough time for reading. Although it’s not 
a business book, one of the most entertaining I’ve read 
is Tom Wolfe’s A Man in Full, because it went into real 
depth on the office real estate development business, 
and also was set in my home town of Atlanta. Also, a 
long time ago I read Saving Big Blue by Lou Gerstner, 
about the turnaround of IBM. To me, that continues 

to be very interesting given IBM’s continued success 
today, particularly in business process outsourcing 
(BPO)—which is where I see our industry headed.

Words to live by?  
“High expectations are the key to everything.”  
– Sam Walton

how has real estate outsourcing evolved 
in recent years?
The tactical work of transactions, projects, facilities 
and lease administration is considered to be a “table 
stake” and the major players do it relatively well, and 
can subcontract where they don’t have capability. 
Service providers now need to be able to deliver and 
commit to measurable improvements (such as savings 
and other performance categories) in order to compete 
at the highest level. This is a similar progression as 
the BPO industry, but real estate is behind. Service 
providers now are expected to assume risk. Beyond 
this evolution of the engagement structure, what 
differentiates for the client is thought leadership, 
customization and strategic value that actually helps 
the core business. K L

executive insight With: 

scott  
neLson
president, corporate soLutions, americas

>Q&a

as head oF the Colliers International’s Corporate Solutions 
business in the Americas, Scott Nelson is responsible for the 
development and strategy of the integrated services platform. He 
leads his team to push beyond traditional real estate service delivery, 
to use an in-depth understanding of clients’ core business to deliver 
an outstanding service experience. In his 19-year career, he’s served 
corporate occupier clients; under his leadership, Colliers Corporate 
Solutions in the Americas has grown 300 percent in three years. 
 

scott nelson at the 
corporate solutions 
Innovation summit 

in vail, colo.
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hospitality hoteL neWs

the way travelers communIcate on the 
road has changed dramatically over the years, 
and these changes become evident when analyz-
ing the revenue earned by U.S. hotels from their 
guests for use of telecommunication devices 
and services.  In lodging-industry parlance, 
“telecommunications revenue” includes mon-
ies received from the guest use of hotel room 
phones, fax machines and Internet connections.

According to PKF Hospitality Research, LLC 
(PKF-HR), telecommunications revenue at the 
average U.S. hotel in its annual Trends® in the 
Hotel Industry survey sample has declined from 
a peak of $1,274 per available room (PAR) in 
2000 to $269 PAR in 2011. This represents a 
79 percent decline. During the 1990s, telecom-
munications revenues used to account for 3 
percent of total hotel sales.  In 2011, that num-
ber declined to just 0.6 percent of sales.

Not only has telecommunications become a 
minor revenue source, it now actually costs most 
hotels to provide telephone service to its guests.  
In 2011, for every dollar of telecommunications 
revenue earned, the average hotel in the Trends® 
sample spent $1.46 to pay for the cost of the 
calls, switchboard operators and other telecom-
munications department expenses.

cell phones and calling cards
The initial decline in telecommunications rev-
enue during the period 2000–2009 can be easily 
explained—first, by the increased use of calling 
cards, and then by the increased number and use 
of cell phones. In addition, the number of hotels 
offering local phone calls on a complimentary 
basis grew dramatically during this period.

While telecommunications revenue is still 
significantly below its previous peak levels, PKF-

HR has observed a slight uptick the past two 
years at the average hotel in the Trends® sample.  
Telecommunications revenue has increased from 
$178 PAR in 2009 to $269 PAR in 2011, an 
increase of 51 percent.

Certainly the recovery of the lodging indus-
try from the depths of the 2009 recession has 
contributed to the recent growth in telecom-
munications revenue. The 9.5 percent increase 
in the number of rooms occupied at the average 
hotel in the study sample most likely con-
tributed to a rise in spending throughout the 
property.  However, when you analyze the data 
on a dollar per occupied room (POR) basis, 
telecommunications revenue has increased by 
38 percent in the past two years. Guest spend-
ing on phone service and the Internet has 
increased from $0.77 POR in 2009 to $1.07 
POR in 2011.  In other words, the guests who 
are staying in the nation’s hotels are beginning 
to spend more on telecommunications.

Internet Fees
At this time, PKF-HR does not possess suffi-
cient information to offer an exact explanation, 
but we believe it is an increase in the monies 
collected from Internet connections that is driv-
ing the growth in telecommunications revenue 
that has occurred during the past two years.  We 
have heard from our clients that compared to 
2008 and 2009, managers are less likely to con-
cede complimentary use of the Internet when 
negotiating corporate and group contracts.  Fur-
thermore, more hotels are beginning to follow 
the successful paths of those chains that have 
always opted to charge for Internet connectivity.

A tiered pricing structure based on connectivity 
speed is the current trend in hotel Internet charges.  
While this practice will most likely not restore the 
profit-producing days of the old telephone, it will 
most likely curtail the slide in telecommunications 
revenue until the next wave in communication 
technology comes along.  K L

Robert Mandelbaum is Director of Research Infor-
mation Services for PKF Hospitality Research, 
LLC (www.pkfc.com).  He is located in the firm’s 
Atlanta office. This article was first published in the 
December 2012 edition of Lodging.

Hanging Up 
and Logging In
as the Way traveLers communicate changes, 
so too may the Way hoteLs charge.
By roBert mandeLBaum
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Déjà vu  
or Vujà dé?
is 2013’s economic outLooK a repeat oF 2011–
2012, or WiLL this year Be something entireLy 
diFFerent?  By Kc conWay, mai, cre

Bank notes commerciaL Financing neWs

the fIrst half of both 2011 and 2012 saw above-trend gross 
domestic product (GDP) growth, only to see momentum flag as the 
GDP turned in a growth figure below 2 percent. As we head into the 
second half of 2013, the question on every one’s mind is “Are we going 
to see more of the same?” 

In some respects, yes: 2013 will leave us with a feeling of déjà vu. 
However, the year is also likely to be unlike anything we’ve seen 
before—or, as comedian George Carlin called it, “vujà dé.” 



here are some key factors to 
monitor: 

Congressional dysfunction: After two 
years of harmful “UV”—uncertainty and 
volatility—rays, the market needs clarity. 
Unfortunately, 2013’s early indications are 
that Congress remains incapable of making 
an assault on banning rapid-fire, $1 trillion 
budget deficits. This kick-the-U.S.-budget-
deficits-down-the-road strategy has material 
consequences for job growth, GDP, inflation 
and interest rates. On this factor, it’s déjà vu 
all over again.

Debt-to-gDP and U.s. credit rating: The 
U.S. currently has a debt-to-GDP ratio of 103 
percent, third worst behind only Italy (120 
percent) and Japan (212 percent). The $15.1 
trillion U.S. economy is no longer growing at a 
rate sufficient to sustain $1 trillion annual def-
icits. Failure to address this is driving foreign 
investors to divest themselves of U.S. cur-
rency and sovereign debt in favor of tangible 
assets, such as commercial real estate. Look for 
another year of $1 trillion deficits and a flood 
of foreign capital into U.S. commercial real 
estate. It’s déjà vu here, too.

new jobs and “iCee” versus “FiRe”: 2011 
and 2012 both saw an average monthly job 
growth of approximately 150,000 jobs. The 
new reality is that, in an increasingly techno-
logical era, 150,000 new jobs per month may be 
all the country is capable of creating, because 
the U.S. today can produce a lot of GDP with-
out a lot of workers. The distinguishing local 
aspect to monitor is intellectual capital, energy 
and education (ICEE) markets versus finance, 
insurance and real estate (FIRE) markets. This 
year, we will continue to see those metropolitan 
statistical areas (MSAs) with an ICEE economy 
create more jobs than traditional FIRE markets 
by a ratio of at least 2-to-1.

U-3 versus U-6: Unemployment will remain 
a confusing metric in 2013. The official U-3 
unemployment rate—which includes the labor 
force that is unemployed and actively seek-
ing employment—started off the year with an 
uptick to 7.9 percent, but it is likely to fall to 
near 7 percent by year-end from unemployed 
workers losing their unemployment benefits. 
The U-6 total unemployment rate remains at 
14.4 percent, however. The U-6 rate includes 
the U-3 number, as well as the number of 
individuals who are working part-time for eco-
nomic reasons but need full-time work.
 
bernanke balance sheet and interest rate 
benchmarks: The most vujà dé factor of all 
is the change in composition of our central 
bank. New Federal Reserve presidents from 
fiscally conservative districts opposed to 
quantitative easing, such as St. Louis and 
Kansas City, Mo., just rotated onto the fed-
eral open market committee (FOMC), and 
Federal Reserve Chairman Ben Bernanke 
retires at the end of 2013. President Barack 
Obama’s appointments will have a material 
impact on interest rate benchmarks, such as 
the 10-year Treasury bond, and whether the 
Fed’s balance sheet balloons beyond 20 per-
cent of GDP ($3 trillion). 

autos and housing: It’s déjà vu for both 
strong auto sales (predicted to be 15 million 
new cars in 2013) and the housing recovery. 
At last, the market is functioning without the 
artificial stimulants of Cash for Clunkers and 
housing tax credits. A natural replacement 
cycle is under way as Americans replace older, 
inefficient vehicles with newer, high-mileage 
automobiles. And, the National Association 
of Home Builders/First American Improving 
Markets Index is the best macro and locally 
translatable measure of housing’s recovery. 
Even rising interest rates (up to 200 basis 
points) won’t derail these two vital economic 
drivers in the second half of 2013. 
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> Monitor the construction activity of 
retailers remaking their supply chains with 
new distribution and logistics centers.

Rail Time indicators: The Association of 
American Railroads’ Rail Time Indicators 
report will reveal the true U.S. manufacturing 
and trade story. Intermodal traffic continues 
to grow, as does rail employment. Trade with 
Latin America and the new post-Panamax 
port additions along the East and Gulf coasts 
will fuel the industrial real estate locomotive 
in 2013. Monitor the construction activ-
ity of retailers remaking their supply chains 
with new distribution and logistics centers 
to reveal industrial market opportunities in 
places such as Charleston, S.C.; Baltimore,  
Md.; Denver, Colo.; Indianapolis, Ind.;  
Memphis, Tenn.; and Fort Lauderdale, Fla.

CMbs 10/75: Commercial mortgage-backed 
securities (CMBS) have made it through the 
first wave of refinancings and held defaults to 
a 10 percent ratio. There is now a new eupho-
ria about increasing 2013 CMBS issuance by 
50 percent—from just below $50 billion in the 
past two years to $75 billion. That is definitely 
vujà dé for 2013. However, keep in mind that a 
second refi wave is coming in 2015–2017 as the 
10-year term loans securitized between 2005 
and 2007 mature. Take advantage of this capi-
tal markets window in 2013.

onei: This relatively new metric is the On 
Numbers Economic Index (ONEi) produced 
by The Business Journals. On a monthly basis, 
the 40 local business journal publications rate 
the top 102 MSAs on a range of measures that 
define which MSAs are in a strong recovery or 
growth mode. ICEE, secondary and port mar-
kets lead in this index, and reinforce the ICEE 
versus FIRE and the port markets’ growth 
trends. If you want to be number one in perfor-
mance with your real estate portfolio in 2013, 
make sure you are monitoring ONEi.

In summary, a changing central bank and the 
threat of a second U.S. debt downgrade are 
likely to be the most market-moving events this 
year. The fundamentals in housing, autos and 
manufacturing are in good shape for a strong 
second-half rally after a weak first half due to 
congressional dysfunction. Take advantage of 
the window of opportunity being provided by 
improving CRE fundamentals, an expansion 
of the capital markets and reawakening CMBS 
issuance. This window may not be open as wide 
in 2014. K L
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Click and Mortar
the e-voLution oF distriBution/Warehouse design.  
By randy Woods

working spaCe smart design For the WorKpLace

e-commerce has radIcally changed the retail landscape over 
the last 15 years, forcing many businesses to close their brick-and-mortar 
operations and move toward leaner fulfillment centers that provide “just 
in time” delivery systems. 

But these e-commerce changes don’t necessarily mean the end of ware-
housing as we know it. In fact, the new reality of digital commerce has 
created demand for more purpose-built facilities that are customized for 
the specific needs of a single retailer. Eventually, market pressures for 
increased customization of distribution centers may become a new driver 
of speculative construction activity.

“In the last few quarters, new inventory has been primarily build-to-
suit or occupier-driven improvement,” says Guy Preston, Vice President 

of Colliers International’s Industrial Services Group in Jacksonville, Fla. 
“It appears we’re reaching an inflection point where rents and occupancy  
have recovered enough to make speculative construction feasible.”

Last fall, Preston’s team helped complete a $9.5 million e-commerce 
facility deal in Columbus, Ohio, for sports merchandise retailer Fanat-
ics, Inc. The Jacksonville-based retailer purchased a 514,000-square-foot, 
68-acre facility in the Columbus area, formerly owned by Longaberger 
Co., a manufacturer of baskets and housewares. 

Longaberger had opened the distribution facility in 2000 as part of its 
multibuilding, 1.7 million-square-foot industrial park, but was able to 
move its distribution crew of 61 employees to other parts of its campus. 
Today, its former building is now Fanatics’ second U.S. distribution hub.



Securing the deal, however, was not easy, Pres-
ton says. After a long search, his team narrowed 
it down to 15 buildings in three different states 
that met the minimum criteria for e-commerce. 
Some of the limitations they faced were com-
mon to others looking for e-commerce space. 

According to Preston, some of the main 
criteria for siting an e-commerce facility, in 
comparison to a traditional warehouse/distri-
bution center include: 

1. higher employee density
E-commerce needs more human employ-
ees, Preston says. While a traditional 
500,000-square-foot facility might have 100 
employees, an e-commerce hub may need 500 
to handle the complex, individual shipping 
orders from customers. “You have so many 
people picking and pulling merchandise and 
preparing it for shipping all day, it almost 
becomes like a manufacturing operation,” he 
says. “About 10 to 20 percent of these proper-
ties are used as office space, while in traditional 
warehouses, it’s just 5 percent or less.”

To make room for these extra employees, Pres-
ton says, warehouses are closing some loading 
dock space and truck courts to use for employee 
parking. “In some buildings they used to utilize 
80 doors for semis, but now they only use about 
20,” he says. “E-commerce warehouses usually 
receive products from semis and run out pack-
ages in FedEx or UPS trucks. You’re not going 
to have semis going out as much, so you can use 
that space for employee parking.”

2. Increased fire safety  
concerns
E-commerce properties are no more prone to 
fire than any other warehouse, but the higher 
employee density (and resulting layout) can 
make egress more difficult. In some cases, 
property owners must add more fire exits by 
punching holes in the walls or adding external 
fire escapes. 

“These facilities have a much higher clear-
ance height, and not all employees work on the 

floor,” Preston says. “Some work platforms are 
three or four stories high, so you have to have 
an exit strategy for those employees. The fire 
marshal will also require that employee work-
stations not exceed a certain distance from the 
nearest exit.” 

3. Larger parking lots 
With five times more people being employed, 
you also need to squeeze in five times more cars, 
a requirement that repurposing existing space 
may not meet. Unfortunately, many existing 
warehouses don’t have a lot of extra adjacent 
land to handle such an increase.

To make matters worse, e-commerce orders 
tend to ramp up in the fall before the holiday 
season, forcing retailers to add staff in their dis-
tribution centers exactly as they might in their 
traditional retail storefronts. So property own-
ers may struggle to find room for an additional 
500 daily seasonal workers.

“What industrial buildings have an extra 5 to 
10 acres of land to spare?” Preston asks. “For-
tunately in the Columbus deal, there were 30 
acres of adjacent land in surplus. You don’t see 
that too often.”

4. customized systems
Finally, there is the reality that e-commerce 
requires precise itemization and tracking sys-
tems, so no two fulfillment center operations 
are alike. Even if an inexpensive materials 
handling equipment (MHE) system currently 
exists, the amount of work that must be done 
to customize it eliminates any savings.

While searching for the Fanatics site, Pres-
ton says, he saw a former Abercrombie & Fitch 

facility that came with an intact storage and 
retrieval system, including three miles of 
functioning conveyor belts. “It looked like a 
steal at first, but it wasn’t designed for the 
[Fanatics] layout,” he recalls. “We realized 
that taking it all apart for scrap would have 
been a cheaper and faster solution to deliv-
ering a MHE package than converting the 
existing fulfillment center.”

In a traditional warehouse, “racking is rack-
ing—you can always use that anywhere,” he 
adds. “But for e-commerce, at the end of the 
day, conveyor systems are specific to each user’s 
operation and can cost $30 million plus.” 

More to come
Building customized e-retail warehouses 
appears to be a trend with legs, Preston says. 
General demand for e-retail warehouse/
distribution centers is rising, with many 
facilities expanding to between 500,000 and 
1.3 million square feet. 

While this industry niche has not yet expe-
rienced speculative growth, Preston says he’s 
starting to see more activity and increasing 
interest from municipalities that are eager to  

 
attract new business. In the Columbus facility 
deal, for example, the state of Ohio approved  
an eight-year, 65 percent state tax credit to 
Fanatics for bringing in an extra 240 perma-
nent jobs to the region this year, a figure that 
could rise to 300 by 2016.

“These are decent jobs, too, that pay $10 to 
$12 per hour,” Preston adds. “Cities just love 
these buildings for the jobs they bring in, so 
expect to see more of them in the future.” K L

> The new reality of digital commerce 
has created demand for more purpose-built 
facilities that are customized for the specific 

    needs of a single retailer.  
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opposite page: e-commerce facilities must 
address higher employee density, increased 
fire safety issues, the need for more employee 
parking and company-specific materials handling 
equipment needs. 
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By Cheryl reid-SimonS

Who would have imagined that a conversation over 
a cup of coffee would ultimately lead to a $1.5 bil-
lion partnership that’s taking on the North American 
commercial real estate market? But that’s precisely the 
genesis of an alliance between Australia’s Goodman 
Group—one of the largest industrial property groups 
in the world—and Southern California–based Birtcher 
Development & Investments (Birtcher)—a fifth-gen-
eration company specializing in industrial and logistics 
development.  The new company—known as Good-
man Birtcher—combines Goodman Group’s global 
funds management and development capabilities and 
Birtcher’s local market expertise. 

The introduction of these two formidable companies 
was made by Colliers’ Southwest Regional Manag-
ing Director for Valuation & Advisory Services, Jason 
Lund. How did an appraiser become integral to such an 
enormous undertaking? It started at a commercial real 
estate panel in California’s Inland Empire that both 
Lund and Birtcher CEO and President Brandon Birt-
cher served on.  “As we were leaving, Jason said, ‘I have 
an opportunity that I’d like to share with you. Let’s 
have a cup of coffee,’” Birtcher recalls.  Over coffee, 
Lund asked if Birtcher would be interested in finding 
a platform-financing vehicle. “I found it startling,” 
Birtcher says. “He was so observant about something I 
never discussed during my speech.”

Australian industrial 
property company 
Goodman Group 
partners with Birtcher 
development to form 
Goodman Birtcher. 

greg goodman is ceo of goodman 
group, one of the largest industrial 
property groups in the world. 
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GoodmAn enterS  
    U.S. mArket 

photoS By eriC politzer



Lund was familiar with the Goodman Group because he’d been working 
with them for some time, traveling to Australia at least twice a year to talk 
about the markets. He knew the group—which has a global presence in 
18 countries and works with international corporations such as Amazon, 
Excel, Kuehne + Nagel, OfficeMax and Kimberly-Clark—was ready to 
move into the North American market. Lund had a gut feeling that Birt-
cher was the right partner to help it do so.

“Brandon sees the world the same way [Goodman Group CEO] Greg 
Goodman does,” Lund says. “His personality was such a great fit; in their 
bones they’re both developers and deal guys.”  Both men have been build-
ing properties their whole lives: Birtcher is a fifth-generation developer, 
while Goodman developed his first property as a 19-year-old university 
student. Neither can imagine doing anything else.

Soon, Birtcher, Lund and Birtcher’s National Director of Development 
and Acquisitions, Shannon Hondl, were boarding a plane for Sydney. By 
the end of that week, they were leaving with a signed letter of intent in 
hand. Shortly after, the Goodman team flew to the U.S. to tour the prop-
erties that would be the basis for the new company’s entry into the market. 

Goodman says it was easy to 
see that Birtcher’s company was 
precisely the North American 
partner they had been looking 
for. Their businesses and visions 
for the future were well matched, 
and both companies were on solid 
footing.  “Brandon’s enthusiasm 
and connections, and under-
standing of what we were doing 
and what we wanted to accom-
plish in North America made 
it a very good strategic fit,” says 
Goodman.

A little less than two years 
later, and “The relationship is 
going better than we could have 
expected,” notes Goodman. 
Goodman Birtcher has secured 
four development sites: two in the 
Inland Empire, one in Oakland, 
Calif., and another in Pennsylva-
nia’s Lehigh Valley. In total, the 
properties have in excess of 9.8 
million square feet of gross leas-
able area and a combined completion value of more than $700 million. 

the Growth of e-CommerCe And indUStriAl reAl eStAte
A significant component of Goodman’s strategy is to serve the burgeoning 
e-commerce sector.  With the evolution of online retailing and the push 
for ever-shorter delivery windows, the company is poised to deliver the 
kinds of logistics and distribution spaces that are in growing demand.

“Industrial as a class is becoming more in favor because of the growth of 
online retail, and financial institutions understand this,” Goodman says. 
“There is more money today around the world for industrial development 
than in the last 20–25 years. E-commerce is changing the face of indus-
trial, making it a far more vibrant market.

“It’s a paradigm shift in the marketplace,” he adds. “And it’s a genera-

tional shift. If you’ve got grandchildren, you know they do everything 
online.”

Globally, Goodman has already been taking advantage of the new 
paradigm. “We have $2.4 billion in development around the world, and 
40 percent of it is e-commerce or e-commerce related,” Goodman says. 
Indeed, Goodman is the largest developer for Amazon worldwide. 

“We’ve been working our way up through Asia and into Europe,” Good-
man says. The plan has always been to come to North America. “It’s fair 
to say we would have been there sooner, but the global financial crisis put 
our plans on hold until the markets adjusted,” he explains.

During the height of the global financial crisis, “the future of American 
real estate was foggy at best in any sector,” Birtcher says. “But one thing 
was clear to me: Distribution systems of North America were changing 
radically in a way that even the [global financial crisis] couldn’t put down.”

During the deepest parts of the U.S. recession, “Class I railways of 
America were continuing to invest,” Birtcher says.  “Add to that changes 
in regulations for trucking … it’s all changing the future model for site 
selection and making inland ports more important than ever.” The 

specter of cap and trade 
taxes and rising fuel prices, 
along with a push toward 
same-day delivery, will also 
continue to drive changes 
in industrial development. 

key U.S. mArketS 
Goodman sees North 
America as an opportu-
nity for a developer with a 
strong track record—like 
Goodman Birtcher. “The 
size and scale of the U.S. 
market is the largest glob-
ally, and will continue to be 
so over the next 10 years,” 
Goodman says.

 Although the U.S. 
e-commerce market is more 
mature than in places such 
as Brazil, Goodman and 
Birtcher both recognize 
that there is still plenty of 
room for growth. And with 

a $400 million investment from the Canadian Pension Plan Investment 
Board already secured—bringing the total capitalization to $890 mil-
lion—they clearly have little difficulty getting capital behind their vision.

Goodman Birtcher is focused on the development of, and investment 
in, prime quality logistics and industrial facilities in key locations across 
North America. “We’re only focusing on prime markets,” Goodman says. 
“In the development pipeline we’ve got north of about a billon and a half 
U.S. dollars, which we will develop out over the next few years.” 

In addition to the sites already acquired, Goodman is looking for oppor-
tunities in the key West Coast logistics hubs of Los Angeles, San Francisco 
and Seattle, with New York, New Jersey and Philadelphia to be targeted 
on the East Coast. Other logistics hubs based around inland ports, inter-
modals and tier-one ports are also being considered.
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“indUStriAl AS A ClASS iS 
BeCominG more in fAvor 

because of the growth of online retail, 
and financial institutions understand 

this. there is more money today around 
the world for industrial development 
than in the last 20–25 years. e-com-

merce is changing the face of industrial, 
making it a far more vibrant market.”  
Greg Goodman, CEO, Goodman Group



developinG propertieS And CUStomer relAtionShipS 
In keeping with the Goodman model worldwide, Goodman Birtcher will 
be holding its properties and managing them for the long haul.

“Large customers rolling out 1 million square feet want to know that 
someone can finance it and they want to know who’s going to own it. We 
develop and hold 90 percent of what we develop,” Goodman says. “When 
we’re talking about big customers, we build for them, and they know we’ll 
own it and manage it for them. They know we’re going to live with the 
asset for the long term.”

The size and strength of Goodman will also ensure that as those large 
customers’ needs change and evolve, the property company will be able 
to evolve with them. “From our point of view, we can handle all those 
outcomes because the customer relationship is the basis of our business. A 
building is just what houses that customer relationship,” Goodman says.

Around the world, Goodman was already among the largest developers, 
even without a U.S. presence. The expansion into the huge North Ameri-
can market will only increase the company’s profile.

And it all started with an appraiser and a cup of coffee. The coffee may 
not have been memorable, but Birtcher says the appraiser certainly was, 
praising Lund’s perceptiveness and interest in all areas of real estate, not 
just valuations. “Jason played many roles that were far beyond what an 
appraiser would normally get involved with,” Birtcher says. 

For his part, Lund sheepishly says he’s afraid it sounds “cheesy,” but he 
was inspired by his very first weeks as a Colliers employee when a client 
engagement seminar stressed the importance of working as a team with 
other service lines. “That was a different mindset from where I’d come 
from,” he says.  “It made sense and inspired me. Not many companies 
work that hard on training their people to help other people [in other 
service lines].”

Birtcher credits Lund for being able to see the big picture, even when 
it isn’t, strictly speaking, in his job description. “He’s a very perceptive 
executive and was able to connect the dots to create an opportunity for 
two companies.” K L

colliers International’s Jason Lund (center) 
made the introduction between goodman 
(right) and Brandon Birtcher (left), ceo 
and president of Birtcher development. 
goodman and Birtcher subsequently joined 
forces to form goodman Birtcher. 
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 onshoring is FueLing a resurgence in u.s. manuFacturing.
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Onshoring—or bringing operations back to the 
U.S.—is one of the factors driving this growth.  
In its report Made in America Again: U.S. Man-
ufacturing Nears the Tipping Point, The Boston 
Consulting Group—a leading business strat-
egy firm—advises companies to reassess their 
plans for production overseas, focusing on the 
real cost of producing overseas, not just labor. 
By 2015, Boston Consulting expects that “the 
total cost of production for many products will 
be only about 10 to 15 percent less in Chinese 
coastal cities than in some parts of the U.S. 
where factories are likely to be built.” 

Working in the U.S.’s favor is its skilled infor-
mation technology and engineering workforce, 
attractive tax incentives, right-to-work laws in 
many states, infrastructure (especially power), 
low natural gas prices and the decline of the 
U.S. dollar. Add to that the growth of wages in 
China, quality control issues, lack of intellec-
tual property protection overseas and the high 
cost of shipping, and doing business abroad is 
becoming much less desirable. 

The practice of going global by being local 
is especially true in industry segments with 
high-tech manufacturing or high-quality 
craftsmanship requirements. General Electric 
manufactures most appliances in China, but 
has started producing cutting-edge, low-energy 
water heaters and high-tech refrigerators in 
Kentucky. Walmart’s U.S. president announced 
that the company will buy an additional $50 
billion in U.S. products over the next 10 years. 
Caterpillar decided to shift some of its produc-
tion from abroad to Texas, and furniture maker 
Sauder is moving production back to the U.S. 
from low-wage countries. 

Knowledge Leader sat down with industrial 
brokers across the country and found, for the 
most part, that the outlook for manufacturing 
is very good:

THe mIDWeST
Manufacturing is defi-
nitely picking up, says 
Duke Suwyn, SIOR, 
CCIM, CEO and Prin-
cipal of Colliers in West 
Michigan. “There is no 
question. We’ve been 

seeing this for a few years in West Michigan,” 
he says. Fueling the growth in his market is 
a highly skilled labor force and the fact that 
West Michigan has operated as a non-union 
area for a long time. Michigan is now a right-
to-work state, which has only accelerated 
demand. “Every manufacturing plant in our 
market that is of current construction with 
quality infrastructure is leased or sold,” he 
says. “The low-tech, high-volume stuff is not 
coming back, but the high-tech, low-volume 
production is definitely returning. The entre-
preneurial, high-quality, quick-response type 
products are here.  It’s an exciting time to be in 
industrial,” Suwyn says.

THe SoUTHeaST
Hagood Morrison, SIOR, 
Senior Vice President and 
Principal of Colliers Inter-
national in Charleston, 
S.C., agrees—and with 
good reason. The Brook-
ings Institute ranked the 

Charleston/North Charleston/Summerville 
metro area first nationally in manufacturing job 
growth from 2010 through 2011. South Caro-
lina is a right-to-work state with a highly skilled 
labor force and has the global connections and 
transportation resources necessary to compete 
in this new manufacturing era, says Morrison. 
“Charleston has access to a port that is almost 
post-Panamax ready (deep enough to handle 

larger vessels after the Panama Canal expansion 
is completed in 2015); is a principal load center 
for equipment, autos, lumber and paper; and is 
attractive to clients seeking a more efficient sup-
ply chain and the ability to respond quickly to 
their consumers,” Morrison says.  

In the last two years, Morrison has seen a 
number of U.S. and foreign companies expand 
production lines or start new production in 
the region, including BMW, Cummins and 
Michelin. In addition, InterWrap, a Canadian 
company with a distribution center in South 
Carolina, decided to add manufacturing.  And 
Sarla Performance Fibers, a textile company 
headquartered in India, opened its first-ever U.S. 
facility in South Carolina’s Colleton County.

Grant Miller, Vice President of Colliers Inter-
national in Charlotte, 
N.C., has definitely 
noticed an uptick in the 
last six to nine months. 
“Furniture manufactur-
ing is coming back from 
overseas, especially the 
higher-end products 
where craftsmanship is 
important. Clients want to keep their shipping 
costs low and be able to respond to consumers 
more quickly,” Miller says. Textiles had moved 
to South America, but are also starting to return 
to North Carolina. Gildan Activewear just 
announced that it will open a yarn-spinning 
plant in Salisbury. 

Miller has also noticed Chinese and European 
companies moving into the area, and cites Char-
lotte’s central location and good labor pool as 
the draw.  Miller’s most significant challenge is 
the low supply of suitable manufacturing facili-
ties with the requisite power, high ceilings and 
quality infrastructure required in today’s high-
tech manufacturing environments. 

according to Kc conway, mai, cre, chief economist in the u.s. for colliers international, the united 
states is experiencing a domestic manufacturing renaissance. in his North America Industrial Report 
Q3 2012, conway wrote that “reliable industry data suggests expansion is ongoing and the outlook is 
good for 2013.” since the report was published, conway has become even more optimistic. “japan 
has plans to bring more auto plants stateside, and germany is considering doing the same,” he says. 
“Latin america is the new ‘playground,’ and manufacturers will have to be located in the u.s. to get 
goods there quickly.” 

duke suwyn

hagood Morrison

grant Miller
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Senior Executive Vice 
President of Colliers 
International in Irvine, 
Calif.  Both Boeing and 
Airbus are located in the 
region and draw sup-
pliers.  Goodrich, part  
of United Technologies, 
makes hoists for helicopters and recently 
leased a 100,000-square-foot facility. B/E 
Aerospace—which makes cooling units 
for Humvees and helicopters—moved into 
a 90,000-square-foot facility. Panasonic 
renewed a lease on its 450,000-square-foot 
facility for avionics in Lake Forest Park, Calif. 

Stauff is also seeing companies move 
onshore. Foxconn, Apple’s principal manufac-
turing partner in China, opened an assembly 
and distribution facility in the City of Indus-
try, Calif., and is looking at manufacturing 
space. Amada, a Japanese company with the 
world’s largest laser manufacturing plant, just 
opened a state-of-the-art laser manufacturing 
facility in Brea, Calif. With a deep-water port 
ready for post-Panamax ships (Long Beach), 
the high demand for property, the availability 
of cheap financing and the proximity to Mex-
ico, Stauff expects growth to remain strong.

cHalleNGeS STIll 
eXIST
Despite the good news, 
certain markets con-
tinue to experience 
contraction.  “The trend 
may have started, but 
there are markets with 

abundant space and labor that need leasing, 
including Conyers, Ga., which is located 
right outside Atlanta,” says Ryan Sawyer, 
Assistant Vice President of Colliers Interna-
tional in Atlanta. “I personally have more 
than 500,000 square feet and 31 acres avail-
able, and a possible consolidation could add 
another 100,000 square feet to an already 
saturated market,” he adds. 

Still, the U.S. is experiencing a renaissance 
in manufacturing in industries where highly 
skilled labor is required, quick response to 
customer needs is paramount, and overseas 
shipping and production have become costly. 
This strength in manufacturing will also drive 
growth in other segments.   K L

THe THIRD coaST
It is the oil and gas 
industry, both domes-
tic and international, 
that drives manufac-
turing in Houston, 
according to Gary 
Mabray, SIOR, Princi-
pal, and Mike Taetz, 
SIOR, Principal and 
Director of Colliers 
International in Hous-
ton. And that industry 
is hot, hot, hot—with 
oil and gas exploration, 
natural gas production, 

and coal and oil exports all contributing 
to a boom in manufacturing and distribu-
tion. In addition, many of the raw materials 
needed to support manufacturing in other 
regions—such as natural gas and steel pro-
duction in South America—are now sourced 
from Houston, adding to the city’s manufac-
turing growth. In this robust environment, 
Houston’s most significant trading partners 
are Brazil and Mexico.

Houston is also a pivotal import/export 
hub, Mabray says. The expansion of the Pan-
ama Canal will be a boost to its port, which 
ranks first nationally in international water-
borne tonnage handled. A lot of that is related 
to the petrochemical industry, with crude 
and chemicals going in both directions. Rail 
lines will be extending connections to both 
Chicago and Mexico, further strengthening 
Houston’s role as a distribution hub. 

Taetz met recently with the Norwegian 
Consulate to discuss options for manufac-
turers in Houston. “We are very diverse 
internationally, with more foreign consul-
ates here than any city but New York,” he 
explains.  Mabray says they’ve seen an influx 
of companies from Europe, many of which 
are related to the metal side of the oil and 
gas industry, such as steel suppliers, specialty 
steel and specialty alloys. “The political cli-
mate, the incentives, our free trade zones, the 
ports, and the availability of land and labor 
bring people to our market,” says Taetz. 

THe WeST coaST
In Southern California, aerospace drives 
the growth, reports Clyde Stauff, SIOR, 

THe VIeW 
fRom meXIco

ten years ago, china 
was the place to go for 
companies looking to 
cut production costs, 
says rafael mccadden, 
director of industrial 
and Logistics for 
colliers international in 

mexico. “Brazil was the popular choice 
from 2006 to 2010. now, it’s mexico’s 
turn,” says mccadden. “mexico is on a 
roll.” the country is firing on all cylinders, 
quite literally: its number-one industry is 
automotive, and the country is now the 
fourth-largest automotive exporter in  
the world. 

the numbers are staggering. While 
other regions were struggling, mexico’s 
economy grew 3.9 percent last year. it’s 
the number-one parts supplier to the u.s., 
with more than 80 percent of its exports 
in all industries, ranging from aerospace 
and electronics to medical equipment and 
surgical kits, shipped stateside. “But it’s 
a two-way street,” mccadden says. “Last 
year trade between mexico and the u.s. 
grew 7.9 percent, with exports from the 
u.s. to mexico growing at a whopping 9 
percent. exports to the u.s. from mexico 
only grew by 5.6 percent. 

investment in mexico pays off for u.s. 
companies, mccadden says. production 
and logistics are becoming regionally 
based, and companies find nearshoring 
production to mexico attractive financially.  
mexico is politically stable, doesn’t have 
the banking challenges other countries 
face and protects intellectual property. 
With the average age of its baby boomers 
being in the mid-20s, a standard 48-hour 
workweek and pay for capable engineers 
at $650 per month, the labor pool is ample, 
productive and cost-effective.  “oil prices 
help mexico, too,” mccadden notes. “it’s 
expensive shipping to and from china, and 
it takes weeks.  For mexico, we’re talking 
days.”  Sheila Mickool

NeaR-SHoRING

rafael Mccadden

clyde stauffgary Mabray

ryan sawyer

Mike taetz
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sarla performance Fibers, a mumbai, 
india–based producer of yarn and 
threads, located its first-ever u.s. 
manufacturing facility in colleton county, 
south carolina. operating under the 
name sarlaflex, the company will ship 
most of its product to the caribbean and 
central america. 

sarla sought a location in the u.s. 
in an effort to close the distance gap 
to its customers. “When they saw the 
300,000-square-foot brick building, 
which had previously been used for 
textiles, it was love at first sight,” 
says heyward horton, economic 
development director, colleton county 
economic alliance (cceainc.com).

the building needed work, but was 
perfect for sarlaflex—it had an under-
floor air-handling system, utilities 

tunnels, robust wiring and power 
service, and is a structure that could 
support adding an extrusion-equipment 
penthouse.

the north american Free trade 
agreement (naFta) and dominican 
republic–central america–united states 
Free trade agreement (caFta-dr) also 
made this a good move for sarla. By 
establishing enough manufacturing in 
the u.s., sarlaflex will be able to label its 
products “american made,” and benefit 
from tax advantages. “it’s a win-win for 
all parties,” horton says.

this is the company’s first plant in the 
u.s., and sarla cites the state’s positive 
business environment, skilled workforce, 
market access and close proximity to 
the port of charleston as reasons for 
locating in south carolina.  Sheila Mickool

SaRlafleX 
locaTeS IN  
SoUTH caRolINa

Manufacturers returning to the u.s. are focused 
on markets with strong, distribution channels so 
that they can get their goods to their customers 
more efficiently.

oNSHoRING
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PIRET (pī-rĕt): 
Canada’s largest 
internally managed 
public real estate 
investment trust 
(REIT) focused 
purely on industrial 
properties.



By Meghan Mcgarrell
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Time

Right

REIT 
Place, 

Pure Industrial Real Estate Trust is a 
small team of real estate operators 

with bold acquisition goals.



It has been pronounced many ways: “pirette,” “pi’REIT”—those who 
mistakenly believe it is a French company have even mispronounced it 
as “Pirée.” Yet, Pure Industrial Real Estate Trust (PIRET; properly pro-
nounced “pirate”) has a clear focus that cannot be mistaken: PIRET is 
Canada’s largest internally managed public real estate investment trust 
(REIT) focused purely on industrial properties.

The company sprouted from seemingly humble beginnings. Darren 
Latoski and Stephen Evans, now PIRET’s Co-Chief Executive Officers, 
owned Sunstone Realty Advisors, which specialized in private-equity-
style opportunity funds, investing predominantly in retail real estate. 
Sunstone had raised more than $350 million in equity to acquire 60 
properties totaling more than $800 million. In August 2007, when 
Summit REIT, Canada’s only industrial REIT, was privatized by ING, 
Latoski and Evans saw an opportunity to fill the void in the Canadian 
REIT universe. The pair recognized that there were no pure-play indus-
trial REITs in Canada, and it was also apparent to them that industrial 
product itself is a strong investment channel for REITs with very stable 
income. Believing that the time was ideal to establish the REIT, that 
same year they launched the initial public offering (IPO), which at the 
time was $20 million—an amount some may consider rather modest.

Six years later, the team now consists of a nucleus of six players. Latoski 
and Evans lead PIRET’s office in Vancouver, British Columbia, in con-
junction with Chief Financial Officer Francis Tam, who brings more 
than 15 years of specialized financial experience in real estate manage-
ment and development. Based in the Toronto office are Vice President 
of Operations Heidi Tibben, who runs all property management and 

leasing, and Mike Lazier, Director of Acquisitions, who works very closely 
with President Kevan Gorrie. 

Hailing from Oxford Properties as Vice President of Industrial, Gorrie 
assumed his role as president of PIRET in October 2012, and leads asset 
management, acquisitions and strategic initiatives. Gorrie’s education and 
background are in engineering, and he holds an honors degree in civil 
engineering from the University of Toronto. He also brings 15 years of 
real estate experience to PIRET. “I think that industrial, as I have learned 
coming from the pension side, is the most entrepreneurial asset class in 
real estate. You have to be very nimble. You have to be able to look across 
the table at someone and agree on the basic terms of a deal over a conversa-
tion. That’s how quickly it can move, and you have to stand by your word. 
So, I really like the culture that we have here because it’s not too big or 
bureaucratic,” Gorrie explains.

Describing the benefits of working with a small team, he says, “When we 
look at doing a deal, it’s not a long-winded process. It goes without saying 
that there are governance mechanisms in place, but we have the ability to 
move quickly and fluidly with deals. It doesn’t take as long as perhaps a 
larger company would to build consensus on a deal.”

Being fairly new to his role as President of PIRET, Gorrie notes that 
one of the largest differences—and perhaps the most challenging aspect 
of working for a REIT—is raising capital. “As with any REIT, we rely on 
the support of the public capital markets to acquire and to grow. Whereas 
with a pension fund, you have a single and rather captive capital source,” 
he explains. 

He and his team have clearly been up to the challenge, however, because 
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“We have a very low cost of capItal,  
and i think we’ve earned it. We’ve made good 
acquisitions that add stabIlIty and qualIty 
to our portfolio. We have a bias and focus on 
qualIty dIstrIbutIon product, and i  
don’t think anyone else is as focused on the product  
that we’re looking for.” Kevan Gorrie, President, Pure 

Industrial Real Estate Trust (PIRET)



PIRET has been successful with the support of its investors and invest-
ment banks. In January, as part of its equity offering, PIRET announced 
$129 million of acquisitions, broken down into six separate acquisitions 
nationwide, from British Columbia to Quebec. The assets are primarily 
located in Vancouver, Alberta and Toronto, which reflects PIRET’s acqui-
sition focus moving forward. 

So what is facilitating PIRET’s success across the country? The company 
continues to maintain and grow its transaction credibility.

PIRET has completed 90 deals since the beginning of 2010. “We’ve built 
up trust and strong relationships in our markets,” explains Gorrie. “We 
are the first call or at least the second for a lot of people, and I think that 
really is where our success lies. We can provide a response very quickly and 
we can signal our interest to move forward in a very short period of time; 
and I think that decisiveness is what the brokerage community is looking 
for most of all.”

When asked what the future holds for PIRET, Gorrie responds with 
confidence. “We’re working on building the highest-quality pure-play 
industrial portfolio within the public markets. Where our portfolio cur-
rently stands is very strong, and it’s getting better every day.” PIRET has 
stated publicly that it expects to reach a market capitalization of $750 
million by the end of 2013, and to hit $1 billion by the end of 2014, 
suggesting a $2 billion–$2.5 billion portfolio, resulting in more than 20 
million square feet. “We’re focusing on modern, institutional-grade distri-
bution product,” explains Gorrie.

Given the robust investment market over the past couple of years, 
many look to gain insight from established REITs and their outlooks 
for 2013 and beyond. The positive outcomes PIRET is experiencing in 
the early stages in 2013, paired with its success in 2012, make Gorrie 
optimistic that it is going to be a very active investment transaction mar-
ket in 2013. “I think we are going to be very competitive,” he declares. 
“We have a very low cost of capital, and I think we’ve earned it. We’ve 
made good acquisitions that add stability and quality to our portfolio. 
We have a bias and focus on quality distribution product, and I don’t 
think anyone else is as focused on the product that we’re looking for.” 

With the U.S. fiscal cliff at the end of last year, the markets signifi-
cantly slowed down and investors withdrew money from the market. 
So in 2013, will REITs be passé or will there be continued demand for 
profitable yield product?  

 “We have seen really strong signs that there has been continued 
demand,” responds Gorrie. “In January, we went out to raise $50 mil-
lion in equity, and demand greatly exceeded our requirement. There 
has been tremendous demand, not only for our stock, but for good-
yield product in general. Part of it is a change in demographics; the 
population is getting older. I heard somebody say the other day, ‘Well 
that’s retail investors, but what about the institutional investors?’ Well, 
who do you think their clients are? Their customers are the ones who 
are buying mutual funds and other investment products, and they are 
looking for yield.” K L

captions
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pIret’s portfolio includes this  
class a industrial building in 

vancouver, B.c.’s Fraser port.
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combIne real estate development 
expertise, a proven track record, charisma 
and humor, multiply it by two, and you get 
Aubrey Kelly and Josh Anderson, Surrey City 
Development Corporation’s (SCDC) Chief 
Operating Officer and Development Manager, 
respectively. SCDC is a developer wholly owned 
by the City of Surrey, British Columbia, and its 
mandate is to “generate positive financial returns 
from the city’s real estate holdings and to help 
achieve community objectives.”

If SCDC’s industrial flagship development, 
Campbell Heights North Business Park, is 
any indication, it’s safe to say the developer is 
fulfilling its mandate to a T. The business park 
offers build-to-suit clients the opportunity 
to purchase one-acre-on-up sites zoned, fully 
serviced, vacant industrial land. 

The development speaks volumes about 
SCDC’s high caliber of work. A 250-acre project 
is a significant undertaking, but SCDC rose to 
the occasion. The firm is now in the process 
of selling Campbell Heights North Phase II, 
having completely sold out Phase I.

“We were uncertain how Campbell Heights 
North would be received,” Anderson reflects. 
“But it’s had amazing success.”

“It’s the first true development project we 
brought to market,” Kelly adds. “Campbell 
Heights North, in a way, reversed the initial 
perception of SCDC. This property has allowed 
us to demonstrate that we’re a collaborative 
developer with flexible options for end users and 
other developers…that we’re about partnering 
and facilitating development.”

Kelly was raised in what he described as 
“a construction family.” After moving to 
British Columbia in 1993, he worked for a 

property developer that was also involved in 
construction, allowing him to delve into both 
arenas. “I went towards the development side 
because of the job opportunities it offered; plus, 
I enjoyed it more,” Kelly says. “I liked seeing a 
project get started versus getting involved just 
in the construction phase; being in the front 
end was a better match to my personality.”

While Kelly grew up immersed in the 
concept of building a structure, Anderson was 
interested in the process of designing one. “I 
had a passion for architecture and design,” 
he says. “So I went to planning school and 
eventually got the opportunity to work as a 
planner at the City of Vancouver.” Anderson’s 
career took him abroad: first to Abu Dhabi in 
the United Arab Emirates, where he helped 
build large-scale development schemes, then 
to Singapore, where he worked for a developer 
that specialized in residential master planning. 
Last year, Anderson returned to Vancouver, 
where he found a “good fit” with SCDC.

Anderson speaks of the responsibility that 
comes with developing property for the City 
of Surrey: “We have a huge opportunity to 
be creative and set a strong precedent in a 
community that’s growing very quickly. But 
given that and who our shareholder is, we have 
a very small margin for error.”

“A lot of developers, particularly in the 
Vancouver lower mainland, focus on one or 
two asset classes as the core of their businesses. 
Focusing primarily on Surrey, we have to be 
flexible in the types of assets we get involved in. 
We get exposed to various parts of the market, 
not just multifamily or industrial. There is 
no area of development that’s not our area. 
We have a blank canvas; it’s ‘real’ real estate 

development, an open statement,” says Kelly.
While SCDC strives to meet its financial 

objectives first and foremost, it also strives to 
meet community, civic and environmental 
objectives, maintaining a “triple bottom line.” 
Case in point: SCDC’s 3 Civic Plaza. The 
52-story structure is the only premium hotel 
and residence in Surrey. Located adjacent to the 
new City Hall, it combines retail, hotel, office 
and residential space, making it a true mixed-
use property that fulfills Surrey’s full spectrum 
of needs: live, work and play. 

3 Civic Plaza is being developed in 
partnership with Century Group and Patrick 
Cotter Architects, a venture Kelly and 
Anderson say significantly contributed to the 
property’s success. In fact, SCDC prides itself 
on its successful ventures with private sector 
partners—ventures the company carefully 
considers prior to pursuing.

“A partner’s reputation has to be 
irreproachable,” states Kelly. “Our partners 
need to be recognized as emergent leaders in 
their subsegment of the market. At the end of 
the day, our ventures must benefit both parties; 
there’s no such thing as a silent partner.”

It’s exactly the type of reputation that Kelly 
advises people entering the industry to build 
and maintain. “In this industry, you see the 
same faces wherever you work. So keep your 
reputation intact. Don’t burn bridges. Build 
those relationships. While people do jump from 
company to company, reputation is what you 
trade on.”

Adds Anderson: “It’s important for young 
people to look for mentors. Talk to people at an 
early age. Get yourself out there and maintain 
relationships.” K L

BehInd the scenes

surrey city deveLopment corporation’s groWing 
portFoLio BeneFits the British coLumBia city’s 
Bottom Line and the community’s diverse needs and 
oBjectives. By micheLLe santos

the 52-story 
3 civic plaza 

is the only 
premium 
hotel and 

residence in 
surrey, British 

columbia.

Changing 
the LandsCape
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brIan hunter, vIce presIdent of Real 
Estate and Facility Services for Hillshire 
Brands, likes a challenge. And this one was a 
whopper. As it turned out, Hunter was up to 
the task.

Late in 2011, executives at Sara Lee 
Corporation decided to streamline operations 
and spin off part of the business to better position 
the firm for long-term growth. They spun off 
the international coffee and tea business, but 
retained the meat products division—brands 
such as Jimmy Dean, Hillshire Farm and Ball 
Park—as well as the Sara Lee frozen dessert 
line of products, including perennial favorites 
like its cheesecake and pound cake. The new 
company that emerged was renamed Hillshire 
Brands in early 2012. 

These changes meant reducing the workforce 
from more than 1,000 employees to a 
little more than 500. Wanting to create an 
environment that more significantly energized 
the company and fostered creativity, Hillshire 
Brands’ executives evaluated the feasibility of 
moving corporate headquarters from suburban 
Downers Grove, Ill., to Chicago. For such a 
move to happen, they wanted a state-of-the-art 
building—although exactly where was yet to be 
determined. The management team envisioned 
something unique, and wanted everything 
done within 12 months so that the corporate 
move could occur in December 2012. Brian 
Hunter was tasked with the job of making it 
all happen.

“We didn’t have much time,” Hunter 
recalls. “We wanted to be in as soon as 
possible if we were going to move. That was 
the mantra.” For help, he called Bob Chodos, 

SIOR, and Steve Levitas, both principals of 
Colliers International in Chicago. Within 
45 days, Chodos and Levitas analyzed stay/
move scenarios, identified potential backfill 
tenants for the Downers Grove site, located a 
downtown Chicago off-market redevelopment 
option that fit the “needle-in-the-haystack” 
requirements, and negotiated a comprehensive 
15-year design-build lease for nearly 235,000 
square feet with the building’s owner, Sterling 
Bay Company. They also helped procure tax 
increment financing (TIF) incentives from the 
City of Chicago, negotiated the termination of 
the Downers Grove lease (while simultaneously 
securing two tenants for 50 percent of the 
400,000 square feet that Hillshire Brands was 
leaving behind) and assembled the design-
build team for the new facility. 

“It all worked because Brian Hunter is a great 
client," says Chodos. “He has always been very 
loyal to us, decisive, and committed to following 
through in support of the business and our 
efforts.  We will run through walls for him.”

When asked how he accomplished so much 
so quickly, Hunter says it boils down to hiring 
great people. “It wasn’t our first rodeo. We 
rehired people we had worked with before—
people with whom we had a long-standing 
relationship with, like Chodos and Levitas 
from Colliers, Clune Construction and DRI, 
the project manager.” 

When the project was complete, 400 South 
Jefferson, an underutilized, 60-year-old, Class 
C Art Moderne building, had been transformed 
by the architectural firm Perkins & Will into 
a beautiful contemporary, brick-and-glass 
structure. This coming year, Hillshire Brands 

also has plans to install a roof deck, which will 
include a green space open to the sky and the 
Chicago skyline. 

The interior is mostly open space with 
modern amenities and decorative items unique 
to Hillshire Brands, including a statue of a hog 
named Elvis that was once owned by Jimmy 
Dean, the original Hillshire Farm sign that 
once stood in front of Founder Fritz Bernegger’s 
farm, and a glass wall with the names of each 
employee on it.  “It’s an extremely cool space 
that epitomizes the concepts of performance-
driven design, change management and 
collaborative work areas,” says Chodos.

Hunter is justifiably proud of Hillshire 
Brands’ new headquarters. “We took an 
authentic 1940s building and retained all 
the great bones of that era, things you can’t 
replicate or fake—like the concrete pillars 
and some of the Art Moderne elements. We 
updated the building without changing the 
basic architecture.…We added state-of-the-art 
systems like new elevators, washrooms, HVAC 
systems and lighting, but the raw elements of 
the space remain the same.  It’s wide open, with 
unfinished steel, exposed concrete, glass and 
wood everywhere.  You don’t see much drywall 
in this place. It’s cool, open, authentic and 
rough—kind of like Chicago,” Hunter says.

The project has received favorable press and 
a number of awards, including two coveted 
NAIOP Chicago 2012 Awards for Excellence; 
Innovative Deal and Redevelopment of the 
Year at the Greater Chicago Food Depository’s 
2012 Chicago Commercial Real Estate Awards 
and a Deal of the Year award from Real Estate 
Forum magazine.  K L

BehInd the scenes

hiLLshire Brands’ Brian hunter handLes  
a Lease termination, a redeveLopment 
project and the reLocation oF 500+ 
empLoyees—aLL in Less than 12 months.  
By sheiLa micKooL

Mission  
ImpossIble

hillshire Brands transformed an 
underutilized, 60-year-old, class c 

 art Moderne building into this 
beautiful brick-and-glass structure.



 

investment/Leasing opportunities
a seLection oF coLLiers internationaL avaiLaBLe properties

British Colonial 
Properties 
1 Bay street
nassau, Bahamas 

aLam pirani  
+ 1 416 643 3414  
alam.pirani@colliers.com

roBin mcLusKie  
+ 1 416 643 3456 
robin.mcluskie@colliers.com

www.collierscanada.com/
bahamas

•	 Downtown	mixed-used	property	
featuring the 288-room British 
colonial hilton, 22,240-square-foot 
Fort nassau, 83,300-square-foot 
centre of commerce office buildings, 
and a 6.1-acre parcel of development 
lands in nassau, Bahamas

Newmarket 
Business Park 
2161 neWmaKet parKWay, 
suite 100-250
marietta, ga

Lee evans 
lee.evans@colliers.com                
scott o’haLLoran  
scott.ohalloran@colliers.com
WiLL tyLer 
will.tyler@colliers.com   
+1 404 888 9000

•	 Up	to	109,000	SF	call	center	available
•	 Abundant	parking	-	6+/1,000	
•	 Marietta	Opportunity	Zone	-	$17,500	

tax credit / employee
•	 2	miles	North	of	I-285

For Lease

Prologis Park 
Meadowvale
3255 & 3275 argentia 
road
mississauga, ontario    

gord cooK 
+1 416 620 2831 
gord.cook@colliers.com

www.collierscanada.com/6832 
www.collierscanada.com/6834 

•	 378,245	SF	&	531,395	SF
•	 Construction	is	underway
•	 Occupancy	Fall	2013
•	 Substantial	trailer	parking	available
•	 Close	proximity	to	Highway	401	

interchange
•	 Adjacent	to	Lisgar	GO	station
•	 Facilities	to	be	registered	for	LEED® 

certification with the cagBc

Nexton Office 
Campus
highWay 17a &  i-26
charleston, south carolina 

peter FenneLLy 
+1 843 720 7500 
peter.fennelly@colliers.com

www.colliers.com/charleston

•	 Located	near	the	intersection	of	
i-26 & highway 17a surrounded by 
numerous retail amenities

•	 Part	of	a	5,000	acre	master-planned,	
mixed-use development consisting 
of office, hotel, retail and residential 
components

•	 Up	to	60,000	SF	available
•	 $25.50	per	square	foot,	full	service

For Lease

Stampede  
Station II  
1327 macLeod traiL se
calgary, alberta   

chris LaW  
+1 403 571 8769                            
chris.law@collierscalgary.com     
dan Lannon  
+1 403 215 9865 
dan.lannon@collierscalgary.com
www.stampedestation.com

•	 Second	office	tower	in	mixed-use	
development

•	 Direct	pedestrian	access	to	Stampede	
park, Bmo exhibition centre and 
scotiabank saddledome arena

•	 Access	to	amenities	including	Elbow	
river and pathway system and 
talisman centre multi-sports complex 

•	 Designed	to	promote	environmental	
objectives such as Leed®

•	 Over	315,000	SF	of	office	space	

For Lease

For saLe

Motorola/HP:  
Warehouse space
1201 se 28th st & 
2601 se j st
Bentonville, arkansas 

Butch gurganus  
+1 479 636 9000  
butch.gurganus@colliers.com 

•	 1201	SE	28th	St—80,000	SF
•	 2601	SE	J	St—106,140	SF;	6.33	acres
•	 Flex	space	facilities	
•	 Contiguous	properties
•	 Warehouse	ceiling	heights	26’-28’
•	 Located	in	heart	of	Bentonville,	close	

to Walmart/sam’s club home offices

For saLe

For Lease

directly across from stampede lrt station



 

investment/Leasing opportunities
a seLection oF coLLiers internationaL avaiLaBLe properties

Industrial 
Building for 
Sublease 
3399 Francis hughes
Laval, Québec

jean-marc duBé 
marc.dube@colliers.com  
michaeL david oWen 
michael.owen@colliers.com

+1 514 764 2829 
www.collierscanada.com/8562

•	 Property	located	in	Laval	industrial	
park

•	 Property	boasts	an	excellent	shipping	
pad and 5 overhead cranes

•	 Available	space:	119,062	SF
•	 Ceiling	height:	32	feet

LaWrence shaW  
+1 704 409 2360 
lawrence.shaw@colliers.com

•	 +/-	200,000	SF	Available
•	 30’	clear	ceiling	height
•	 50’	x	50’	typical	bay	size
•	 ESFR	sprinkler	system
•	 230’	shared	truck	court
•	 200’	building	depth
•	 6”	slab	4,000	psi
•	 Class	A	front	loading	warehouse
•	 1	mile	to	I-77

South Fraser 
Industrial Centre   
7831-7979 vantage Way  
delta, British columbia 

stuart morrison 
+1 604 662 2676  
stuart.morrison@colliers.com

darren cannon 
+1 604 662 2637 
darren.cannon@colliers.com

•	 Located	on	only	South	Fraser	
perimeter road interchange servicing 
tilbury

•	 Easy	access	to	DeltaPort,	Highways	
99 & 91 and highway 1 via the new 
sFpr

•	 30'	and	31'	ceiling	heights
•	 Energy-efficient	T5	HO	lighting	
•	 ESFR	sprinklers
•	 From	600A,	600V,	3-phase	electrical	

service up to 10mva 

Brian a. hurtuK, sior 
brian.hurtuk@colliers.com
russeLL rogers, sior 
russell.rogers@colliers.com
BiLL stevens 
bill.stevens@colliers.com
ryan Fisher 
ryan.fisher@colliers.com
+1 216 239 5060 
www.200psq.com

•	 45-story,	1.2	million	square	foot	Class	
a office building

•	 Spectacular	360	degree	views	of	
downtown cleveland and Lake erie

•	 On-site	fitness	center,	attached	
parking garage, dining options, 
banking facilities, 24/7 security, and 
conference rooms

•	 Close	to	all	downtown	attractions

9Triple8 Jasper  
9888 jasper avenue
edmonton, alberta

ian BradLey  
+1 780 969 2996   
ian.bradley@colliers.com     

Kevin petterson  
+1 780 969 2992  
kevin.petterson@colliers.com 

www.9triple8jasper.com 

•	 LEED® gold candidate redevelopment 
with upgraded systems that reduce 
tenant operating costs 

•	 Accommodate	tenants	up	to	174,000	
sF – available march 2014

•	 Directly	connected	to	ETS	transit	hub;	
close to edmonton’s churchill Lrt 
station

•	 Be	a	part	of	the	Edmonton	skyline	with	
naming rights available

For Lease For Lease

For Lease

Burlington Town 
Center  
49 church street 
Burlington, vermont

tom Lagos
eL Warner
jeFFrey oram
shaWn BaKKe 
+1 213 532 3267 
 colliersretail360@colliers.com 
www.colliersretail360.com

•	 Value-add	with	upward	trending	sales	
by brand names, located within church 
street market pedestrian mall.

•	 Only	premier	shopping	mall	in	
Burlington, home to more than ¼ of 
vermont’s population.

•	 High	level	of	demand	created	by	
several colleges in the area and +3 
million tourists annually.

For saLe

Catawba 
Distribution 
Center   
1962 & 1966 West 
highWay 160
Fort mill, south carolina 

200 Public Square  
cleveland, ohio 

For Lease For suBLease
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Golden Ears 
Business Centre
19100 airport Way
pitt meadows, British  
columbia 

chris morrison 
+1 604 661 0875 
chris.morrison@colliers.com 

goldenearsbusinesscentre.ca

•	 Brand	new,	light	industrial	business	
park

•	 Build-to-suit	opportunities	from	50,000		
to 750,000 sF

•	 Dock	and	grade	loading,	26’	clear	
ceilings, esFr sprinklers

•	 Up	to	116,000	SF	available	for	
occupancy late 2013

New Warehouse/
Distribution 
Facility
2450 stanLey road
plainfield, indiana

gLenn davis

dustin Looper 
+1 317 663 6000 
dustin.Looper@colliers.com

www.colliers.com/indianapolis

•	 450,000	SF	New	Class	A	modern	
bulk distribution facility

•	 Great	accessibility	to	Indianapolis	
international airport

•	 32’	clear	height
•	 40	truck	docks
•	 4	drive-in	doors
•	 10-year	real	estate	tax	abatement

For Lease

Junction 
Crossing 
Corporate 
Campus
8150 industriaL avenue 
roseville, california    

scott Bennett  
+1 916 563 3013  
scott.bennett@colliers.com
tom WaLcott 
+1 916 563 3002 
thomas.walcott@colliers.com
norah Brennan 
+1 916 563 3028 
norah.brennan@colliers.com
www.junctioncrossing.com

•	 ±207,782	square	feet	of	office,	
warehouse, and data center

•	 22.3	acres	of	land	available
•	 Executive	wing	with	elegant,	state-of-

the-art board room
•	 Former	customer	service/	call	center	

operation space
•	 Training	areas	(divisible	with	folding	

partition walls)
•	 779	parking	spaces

Standard 
Insurance Center 
900 sW FiFth avenue 
portland, oregon  

greg gonzaLez 
+1 503 499 0060 
greg.gonzalez@colliers.com

•	 21,829	RSF	office	and	10,400	RSF	
retail available

•	 On-site	café,	shopping,	retail,	new	
lobby and restroom renovations 
underway

•	 Destination	dispatched	elevator	system
•	 Mountain	and	city	views
•	 Highly	flexible,	individual,	temperature	

controlled mechanical systems
•	 Bike	storage,	lockers,	showers	 

and gym

For saLe & LeaseFor Lease

Mississauga 
Executive Centre 
(MEC) 
roBert specK parKWay
mississauga, ontario    

domenic gaLati   
+1 416 620 2834   
domenic.galati@colliers.com  

ron jasinsKi   
+1 416 620 2801 
ron.jasinski@colliers.com                         

www.collierscanada.com/6304

•	 First	LEED® eB gold certified 
buildings in mississauga immediately 
east of square one

•	 Up	to	75,000	SF	available
•	 Multi-million	dollar	renovations	provide	

spacious and contemporary entrances
•	 Less	traffic	congestion	due	to	vast	

network of public transportation and 
proximity to highways

•	 Amenities	and	lunch	options	within	
walking distance 

For Lease

For Lease

Milwaukee 
Center – Class 
“A” Office High 
Rise 
111 e. KiLBourn avenue
milwaukee, Wisconsin 

LyLe LandoWsKi 
+1 414 278 6827  
lyle.landowski@colliers.com

miKe WanezeK  
+1 414 278 6826 
mike.wanezek@colliers.com

•	 28-story,	Class	A	office	building	in	the	
heart of downtown milwaukee

•	 State	of	the	art	training	center	and	
conference rooms

•	 On-site	dining	options	include	Kil@Wat,	
clear and Broadway café

•	 Attached	to	220	room	InterContinental	
hotel, milwaukee rep theaters, pabst 
theater and more

For Lease
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Monroe Logistics 
Center 
1201 Logistics Way 
BuiLding B
monroe, ohio

john.gartner@colliers.com 
michael.linder@colliers.com 
chuck.ackerman@colliers.com 
shane.woloshan@colliers.com 
william.keefer@colliers.com 
joel.yakovac@colliers.com

+1 513 721 4200 or 
+1 614 436 9800

www.1201logisticsway.com

•	 553,694	SF	bulk	warehouse	facility
•	 Excellent	access	to	local	and	regional	

distribution
•	 One-day	truck	drive	to	60%	of	the	

nation’s population
•	 15-year	property	abatement	tax
•	 Close	proximity	to	an	excellent	labor	

force
jeFFrey smart  
+1 310 381 2412 
jeffrey.smart@colliers.com

•	 Class	A	industrial	building	210,710SF	
•	 Divisible	portions:	±	95,572	SF	or	±	

115,138 sF
•	 LEED	Silver	designation
•	 ESFR	K-17	fire	sprinkler	system
•	 26	Truck	Positions	with	9’x10’	slide-

up doors
•	 32	Ft.	minimum	clearance
•	 Fully	gated,	alarmed	and	secure	

facility
•	 2,000	amps	expandable	to	4,000	

Houston Orthopedic 
& Spine Hospital 
and Medical Office 
Building  
5410 and 5420 West Loop south  
Bellaire, texas  77401

BoB parsLey 
+1 713 830 2121  
bob.parsley@colliers.com

BiLL Byrd 
+1 713 830 2131 
bill.byrd@colliers.com

WaLKer ryan 
+1 713 830 2132 
walker.ryan@colliers.com

www.colliers.com

•	 single-tenant 126,946 sF physician 
owned hospital on master lease 
through	12/31/23	with	2%	annual	
increases and a 15 year renewal 
option

•	 multi-tenant 99,768 sF moB with  
91%	occupancy

•	 ground Lease through 8/12/53
•	 2.37 acres of land located on West 

Loop s. and highway 59

jim pratt 
+1 713 830 2147  
jim.pratt@colliers.com

trey erWin 
+1 713 830 2191 
trey.erwin@colliers.com

www.1601gillingham.com

•	 Built	in	2005,	expanded	in	2007
•	 Includes	30,460	SF	of	office	space
•	 69	dock	doors	with	cross-dock	and	

rear-load sections
•	 28’	and	38’5”	clear	heights
•	 Can	Be	Expanded	to	Over	500,000	SF
•	 For	sale	at	$19,500,000	or	 

For lease at $0.45/sF/mo./nnn

Two Iconic and Star-
Studded Islands 
BLue hoLe Bay, Long isLand, 
Bahamas and cLove cay,  
exuma cays, Bahamas
Long island and exuma cays,  
Bahamas

michaeL t. Fay    
michael.fay@colliers.com     

xavier cossard  
xavier.cossard@colliers.com 

+1 305 446 0011

•	 Blue	Hole	Bay:		±180	acres	of	land	
surrounding dean’s Blue hole, the 
world’s deepest sea cave at 663 feet, 
official nominee of the new 7 Wonders 
of nature

•	 Clove	Cay:	±144-acre	island	located	
at the southern end of the prestigious 
exuma cays

•	 Neighboring	exclusive	islands	owned	
by celebrities, business moguls and 
luxury resort operators 

For saLe

For saLe

For saLe or Lease

Olive Branch 
Distribution 
Center  
11244 distriBution cove 
olive Branch, mississippi

Brad Kornegay 
+1 901 312 5751  
brad.kornegay@colliers.com

aL andreWs 
+1 901 312 5788 
al.andrews@colliers.com

tim mashBurn 
+1 901 312 5771 
tim.mashburn@colliers.com

www.colliers.com/memphis

•	 371,590	SF	available	with	backup	
generator

•	 32’	clear	height
•	 48	dock-high	(with	levelers,	shelters	&	

restraints) & 2 drive-in doors
•	 T-5	energy-efficient	lighting
•	 130’	fenced	truck	court	with	guard	

house
•	 91	striped	trailer	spaces	in	180’	trailer	

location

For Lease

Carson Industrial 
Center – North  
16325 avaLon 
BouLevard
carson, california 

1601 Gillingham –  
a 370,000-SF 
Class A Facility
1601 giLLingham Lane
sugar Land, texas 

For Lease For Lease
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Davis Park East
davis drive and  
hopson road
research triangle park,  
north carolina

FranK Quinn  
frank.quinn@colliers.com

marcus jacKson 
marcus.jackson@colliers.com

+1 919 832 1110

•	 93	acre	fully	entitled	land	tract	adjacent	
to the Fidelity investments campus and 
research triangle park (rtp) 

•	 This	world	class	land	investment	is	
the only approved master plan site in 
durham county, nc

•	 Tracts	can	be	subdivided	by	
commercial, multi-Family or residential 
use.

Triangle Expressway 

ImperIal Center park  

park plaCe

keystone park Da
vIs

 pa
rk

 ea
st

  

keystone Homes 

Miami Blvd 

H
opson Road  

Davis Drive 

EXIT 
280 Church St. Ext  

Prologis Overlake 
Industrial Center
6601 overLaKe pLace
newark, california

greig Lagomarsino, sior 
marK maguire 
Kevin hatcher

+1 510 986 6770 
greig.lago@colliers.com

•	 160,000	SF	on	10.90	acres	&	
expandable to 200,000 sF

•	 27	dock-high	doors;	1	grade-level	
door

•	 28’-32’	interior	clearance	height
•	 ESFR	sprinkler	system
•	 1-acre	drop	lot	for	trailer	storage	&	

additional truck parking available
•	 2:1,000	SF	parking	ratio

For Lease

Corporate 
Campus -  
The Quads
1901 romence road 
portage, michigan     

Karen vandenBoss 
+1 269 385 5405   
karen.vandenboss@colliers.com
tom deBoer 
+1 616 988 5807 
tom.deboer@colliers.com

•	 34	Acre	Class	A	corporate	campus,	
300,000 sF divisible to 25,000 sF

•	 High	efficiency	environment	with	
energy back-up systems and multiple 
fiber providers

•	 Parking	ratio:	1	per	1,000	SF
•	 Large	open	floorplates	offering	“plug	&	

play” solution
•	 60-Day	design-build,	owner	

experienced with large call/data center 
facilities

SouthGate: 
Completion 2015 
nW corner Brorein & 
morgan st
tampa, Florida  

cLaire caLzon    
claire.calzon@colliers.com  
mary cLare codd   
maryclare.codd@colliers.com 
joanne LeBLanc   
joanne.leblanc@colliers.com

+1 813 221 2290 
www.cilistings.com/southgate

•	 400,000	SF	Designed	LEED	Gold	office	
building

•	 20	stories	with	flexible	floor	plates
•	 Full	building	amenities	for	tenant	needs
•	 Unobstructed	panoramic	water	and	city	

views
•	 3	per	1,000	SF	–	1,200	car	garage
•	 Designed	to	2010	Florida	Building	Code
•	 Spacious	landscaped	plaza

For LeaseFor Lease

Sumner Meadows 
Development Site 
14802 steWart rd se
sumner, Washington    

matt mcgregor, sior    
matt.mcgregor@colliers.com 

BiLL condon, sior  
billcondon@colliers.com  

arvin vander veen, sior   
arvin.vanderveen@colliers.com

+1 206 624 7401

•	 132-acre	industrial	development	site	
in one of top industrial markets in the 
country

•	 Up	to	3	million	SF	of	industrial	
warehouse space

•	 Largest	contiguous	industrial	space	in	
the puget sound region

•	 Located	between	Ports	of	Seattle	
and tacoma, and seatac international 
airport 

For saLe

For saLe

Baseline Logistics 
Center I –  
For Lease  
373,771 SF
1920 West BaseLine road
rialto, california 

marK zorn 
mark.zorn@colliers.com

+1 909 937 6318 

•	 High	Image	Freestanding	Building
•	 32’	Clearance
•	 185’	Truck	Court
•	 1,230	SF	Office
•	 (49)	DH	Doors
•	 (24)	Doors	with	Load	Levelers
•	 (69)	Trailer	Parking
•	 (2)	GL	Doors
•	 ESFR	Sprinkler	System
•	 2.5%	Skylights
•	 2,000	AMP	Panel

For Lease
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Call Me 
neW technoLogy heLps you manage your personaL suppLy chain. 
By teresa Kenney

I decIded It was tIme to cancel my land-
line when I realized I only used it to call my 
cell phone when I misplaced it in my house. 
But then I was faced with a new conundrum: 
How will I ever find my cell phone now? Luck-
ily, there are a number of free and reasonably 
priced apps that can do that for me. 

ican’t find my iphone
You can find any of your iOS devices (iPhones, 
iPads and iPods) using Apple’s free Find My 
iPhone (or Find My iPad or Find My iPod) 
feature. (This feature only works with iOS 5 
or later.) 

You must first enable the feature by select-
ing “iCloud” under your device’s Settings and 
clicking “Find My iPhone.” If you lose your iOS 
device, log on to iCloud.com using your Apple 
ID and password and click Find My iPhone. You 
can pinpoint the location of your device on a 
map or play a sound to help you to find it under 
that pile of papers on your desk—even if your 
device is on mute! An e-mail will be sent to the 
e-mail address associated with your Apple ID.

If you’re concerned that your device has been 
stolen, you can also remotely erase your data 
from this screen.  This is a last resort, because 
after you erase the device, you will not be  
able to use either of Find My iPhone’s locator 
features. 

For iOS 6 or later, you can use Find My 
iPhone to remotely lock your device with a pass-
code, preventing anyone else from using it. Just 
click “Lost Mode” and follow the prompts.  

If you use the same Apple ID for each of your 
iOS devices, you can locate all of them from the 
same screen. Click on the cloud icon in the upper 
left-hand corner of the iCloud website page and 
then specify which device you are trying to locate.

lost blackberry blues
To locate a lost or stolen Blackberry, use 
BlackBerry Protect. BlackBerry Protect is a 
built-in feature for BlackBerry 10 and can be 
downloaded from BlackBerry World (blackber-
ryworld.com) for BlackBerry 7 OS and earlier 
versions. 

When your phone is lost or stolen, log on to 
the BlackBerry Protect website (blackberry.
com/protect) with your BlackBerry ID. You can 
select “View Location” to see the approximate 
location of your phone on a map, or you can 
have your phone ring (even on mute) by select-
ing “Play Sound.” For the optimistic among 
you, BlackBerry Protect will even allow you 
to send a message to your phone, such as “If 
found, please call xxx-xxx-xxxx” in hopes that a 
good Samaritan will return it.  

BlackBerry Protect also allows you to lock 
or completely erase your smartphone, as well 
as back up your information on the website. 
The information you backed up can be used to 
restore your data if the phone is found, or it 
can be transferred to a new phone. As an added 
precaution, backups can be scheduled on a 
regular basis.

BlackBerry Protect allows you to manage as 
many as five BlackBerry devices. Not all data 
plans support this app, however, so be sure  
to check. 

the droids you’re looking for
Two apps can help you find lost or stolen 
Android smartphones: LocateMyDroid 
(locatemydroid.com) and Where’s My Droid 
(wheresmydroid.com).

Where’s My Droid offers three versions: 
Where’s My Droid Lite for Android 1.6+ (free), 
Where’s My Droid for Android 2.2+ (free) 

and Where’s My Droid Pro for Android 2.2+ 
($3.99). To use the app, you need another cell 
phone to text your lost Android a preselected 
message prompt, which will cause your smart-
phone to ring or vibrate, depending on how 
you’ve set up the feature. A text message can 
also prompt your phone to reply with GPS 
coordinates and map. The Pro version can 
remotely activate the camera to give you a 
snapshot of your wayward smartphone’s sur-
roundings, and hopefully (if stolen), the thief 
who absconded with it. Where’s My Droid is 
currently testing a feature that allows you to 
e-mail the message to your phone from a com-
puter instead of texting. 

Locate My Droid is a free app that can be 
downloaded for installation from the Android 
Market (android.com/apps). You will need a 
Google account to log in, and you will need to 
run the app after installation to activate your 
phone.  You can then wake up the tracking 
feature by clicking “Locate,” and your phone’s 
location will be indicated on a map on the 
Locate My Droid website. To put the feature 
to sleep, click “Stop Track.” To conserve your 
phone’s battery, the app only runs when you are 
tracking it. Additional features are available for 
a charge, including Scream—which prompts 
the phone to sound an alarm when lost nearby. 

the small print
As valuable as these apps are as tools for keep-
ing your phone safe and sound, they will only 
work if your device is on, and some features will 
only work with GPS enabled and an Internet 
connection. And most important, remember 
that lost devices are replaceable—data isn’t. As 
always, keep current backups of your data in the 
cloud and on your computer. K L

Oh nO!  
I’ve lOst my 
smartphOne!
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Riding the Rails
manuFacturers are turning to Freight raiL as a more 
environmentaLLy FriendLy distriBution channeL. By Karen West

Csr corporate sociaL responsiBiLity

freIght raIl, once viewed as an environmental enemy, has emerged as 
the most eco-friendly and energy-efficient form of long-distance distribu-
tion for businesses nationwide. With an expected growth of 60 percent in 
the next 30 years, rail companies plan to invest an estimated $24.5 billion 
this year to build, maintain and upgrade America’s rail network, reducing 
greenhouse gases in the process.

“Everywhere you look, there is a push to be more eco-friendly,’’ says Chris 
Teesdale, SIOR, Executive Vice President with Colliers International in 
Dallas. He says rail companies today are putting a greater emphasis on 
reducing their carbon footprints and relieving highway congestion. The 
U.S. Environmental Protection Agency estimates that for every ton-mile, a 
typical truck emits roughly three times more nitrogen oxides and particu-
lates than a locomotive.

A recent marketing campaign by the Association of American Railroads 

(AAR) underscores the greening of America’s railroads. The “Carbon Cal-
culator” on the AAR website estimates that shipping fresh and frozen food 
from Oakland, Calif., to Baltimore, Md., by freight rail instead of by road 
prevents as much as 1,331 tons of carbon dioxide from being released into 
the atmosphere. It would take 30,955 tree seedlings 10 years to remove the 
same amount of carbon dioxide from the environment.

Carrying 43 percent of the country’s intercity freight and one-third of all 
exports—from vegetables to wind turbines—freight rail allows businesses 
to move their products more cheaply, quickly and efficiently, especially on 
shipments of more than 400 miles. Unlike some truck operators that went 
bankrupt during the peak recessionary period, railroads continue to gain 
market share, explains Teesdale. 

Those business opportunities will only increase as the federal government 
pushes its plan to double exports by 2020. “People are recognizing there is a 

Freight rail carries one-third of all 
exports in the united states—from 

vegetables to wind turbines. 



port—moving truck trailers or containers by 
rail and at least one other mode of transpor-
tation, usually trucks—has been the fastest 
growing rail traffic segment. Containerization 
of U.S. freight traffic has been a boon for the 
rail industry. Rail intermodal traffic has more 
than tripled in just over 20 years, rising from 
3.1 million trailers and containers in 1980 to 
nearly 10 million units in 2003. Today, inter-
modal accounts for about 21.5 percent of the 
revenue for major U.S. railroads. In 2003, for 
the first time ever, intermodal surpassed coal in 
terms of revenue for the U.S.

Teesdale says companies are increasingly rec-
ognizing the role rail intermodal can play in 
their distribution networks, providing a cost-
effective transportation solution to move goods 

to market on time, safely and free of 
damage. He cites a new intermodal 
container transfer facility develop-
ment at Port Everglades, Fla., which 
will allow freight to move more 
efficiently via rail between South 
Florida and the Southeast. The facil-
ity is expected to be completed next 
year and will be used to directly 
transfer international containers 

between ship and rail, instead of having trucks 
haul the containers to and from off-port termi-
nals, diverting an estimated 180,000 trucks, 
Teesdale says.

Railroads still face challenges related to 
coal—once the railroads’ single largest revenue 
source—and agriculture, which experienced a 
warmer-than-normal winter last year. The pre-
cipitous drop in coal is partly due to cheaper and 
more abundant natural gas. But with greater 
overall freight volume across the freight railroad 
networks, a rebound in coal and automotive 
shipments are expected to fuel the future growth 
of the railroad industry.

A recent Zacks Investment Research report 
states that, for product and service improve-
ments, railroad operators are far ahead of other 
transportation industries, noting, “Very few 
U.S. industries can match the railroad operators 
with respect to high capital investment rate.’’ 
This investment will undoubtedly lead to higher 
service reliability and demand. K L
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> Rail can move one ton 
of freight nearly 500 miles on just 
one gallon of diesel fuel. 

greater value of shipping by rail,’’ says Teesdale. 
Case in point: Whirlpool Corporation decided 
in 2011 to build a 1.6 million-square-foot 
regional distribution center—the equivalent to 
36 football fields full of home appliances—in 
Columbus, Ohio, and another—approximately 
1 million square feet in size—in southern Dal-
las County in Texas, primarily because of the 
two locations’ access to freight rail.

As the economy slowly recovers from one of 
its most severe downturns, freight rail traffic, 
which acts as a barometer for the overall health 
of the economy, has continued to grow, says 
Mike Rader, President of Texas-based Prime 
Rail Interest. Since 1980, privately owned 
railroads have spent $480 billion in building, 
maintaining and growing their 140,000-mile 
rail network, or about 40 
cents for every dollar of 
revenue. Even during the 
economic downturn, freight 
railroads spent about $10 
billion per year on capital 
expenditures, according to 
the AAR.

Railroads also help reduce 
highway congestion by tak-
ing long-haul freight trucks off the road. Rader  
points out that a double-stack intermodal train, 
for example, removes more than 280 freight 
trucks from the highway—the equivalent of 
1,100 automobiles. ‘’That equates to a consider-
able amount of reduction in greenhouse gases,’’ 
he notes.

In the last decade, many of the major rail com-
panies, including BNSF Railway and Union 
Pacific Corporation, have invested millions of 
dollars on cutting-edge technologies aimed at 
greening their fleets: New, fuel-efficient “Gen-
erator Set” (GenSet) locomotives are replacing 
older engines; companies are installing idle-
control mechanisms; and new intermodal gate 
systems are being unveiled. (GenSet technology 
replaces the large diesel engine and generator 
found in almost all existing freight locomotives 
with two or three much smaller diesel engines 
and generators. Advanced computer technology 
allows for precise control of the engines, start-
ing and stopping each only as power is needed.)

In 2005, Union Pacific started testing new 
ultra-low emissions engines as the backbone of 
its “cleaner and greener” fleet of locomotives. It 
claims that if 25 percent of truck freight was 
diverted to rail, there would be “nearly 800,000 
fewer tons of air pollution” by 2025. Norfolk 
Southern Corporation touts similar statistics 
and its website features “The Green Machine,” 
a carbon footprint analyzer, allowing custom-
ers to measure the environmental advantages of 
moving goods by freight instead of by trucks.

Jacksonville, Fla.–based CSX Corp. has 
committed to reducing greenhouse gas emis-
sions intensity by 6 to 8 percent by 2020, after 
reaching its previous goal of an 8 percent reduc-
tion one year ahead of schedule. Its “Trees for 
Tracks” program calls for planting 21,000 trees 

(one for every mile of track) by the end of this 
year. CSX boasts that moving 10 percent of 
long-haul trucking to rail would conserve more 
than 1 billion gallons of fuel and reduce green-
house gas emissions by more than 12 million 
tons each year.

The growing emphasis on green technology is 
paying off: Rail can move 1 ton of freight nearly 
500 miles on just 1 gallon of diesel fuel—that’s 
three to five times more fuel efficiency. In 1980, 
1 ton of freight moved an average of only 235 
miles per gallon of fuel. 

Hundreds of transportation infrastructure 
projects are under way nationwide. Railroads 
are investing in projects such as intermodal 
terminals that facilitate truck-to-train freight 
transport; new tracks, bridges and tunnels; 
modernized safety equipment; new locomotives 
and rail cars; and other components that ensure 
the U.S. freight rail network remains the most 
reliable and efficient in the world.

Over the past 10 years, intermodal trans-



computers, but I don’t think that solves a con-
cern for productivity (it typically just migrates 
non-work use of social channels to employees’ 
mobile devices). 

A more effective way to create structure for 
open communication and social technology is 
to create guardrails rather than directives, and 
to define expectations on how employees may 
engage with clients, leaders and each other.

We see a business case for promoting—not 
hindering—social technology use at Colliers. 
Colliers’ professionals routinely use LinkedIn 
both for prospecting and for keeping in touch 
with our clients. Many are on Twitter (see 
public lists maintained by @ColliersIntl for a 
directory of our people and offices) and use that 
to effectively share news and stay abreast of new 
information within their areas of specialization.

We use internal social tools, including our 
Microsoft SharePoint-based intranet, Col-
liers Hub (which includes collaborative team 
sites), Yammer and Microsoft’s Lync technol-
ogy which indicates presence and enables chat, 
desktop sharing, videoconferencing and more. 
We have also developed external collaboration 
sites that are customized per client.

There’s a business case for all this openness: 
McKinsey Global Institute estimated that more 
than $1 trillion (with a T) of added value could 
be unlocked through social technology, with a 
20 percent to 25 percent increase in employee 
knowledge and productivity. Yet, only 3 per-
cent of companies currently derive substantial 
benefits from using social technology across all 
stakeholder groups. 

When will the other 97 percent get on board? 
It’s a big opportunity, and to capture that value, 
it’s up to leaders to guide the way.  K L
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Open  
Leadership  
engagement is the neW currency For inFLuence. 
By doug Frye

in FoCus From the president & ceo

The context for leadership is changing. 
Nowhere was this more apparent than at 

the World Economic Forum’s annual meeting 
in Davos, Switzerland. While there, I noticed 
that leaders were not simply the people who 
controlled the world’s largest companies or 
countries. The emerging leaders in Davos—and 
indeed, in the world—are defined by what they 
invent, imagine and affect. 

They’re idea people.
But it’s not enough just to have good ideas, 

or just to share them. What makes the world’s 
emerging leaders most dynamic and powerful is 
their ability to engage with their followers and 
other influencers to create meaningful change. 

Engagement is swiftly emerging as the world’s 
currency. Consider the power of social network-
ing and how it shapes our attitudes and actions. 
People use social media before they make buy-
ing decisions for products and services. And 
they’re not just researching restaurants and 
gadgets—71 percent of B2B buying decisions 
start with online research, and a large portion 
of that is social.

Social technologies also cannot be dismissed 
as playtime for the younger generation, as social 
tools are increasingly important to the influ-
ence of brands, politicians and individuals. 

The Pew Research Center’s study on social 
networking use revealed that half of people 
ages 50 to 64 are engaged in social media, as 
well as nearly three-quarters of people ages 30 
to 49. With this in mind, leaders can capitalize 
on the potential for engagement through social 
technology. 

Recently, Colliers International hosted a 
forum on open leadership aimed at marketing 
leaders from a variety of industries. We took a 
closer look at how social technology is chang-
ing what it means to be a leader, and driving 
changes in business. 

It’s clear there’s a shift toward a greater culture 

of sharing, as individuals become more open 
and public about their lives. There’s also a shift 
toward feedback, as users routinely rate experi-
ences, products and places. 

This combination of openness and feed-
back has the ability to dramatically enhance 
a leader’s capabilities, and the first of these is 
listening. For example, leaders can use social 
tools to listen to their employees on platforms 
including Yammer and Glassdoor, and they can 
track industry conversations, client mentions 
and competitors on Twitter. 

But there are also new demands on how lead-
ers behave: They are naturally expected to be 
more open with their lives, more forthcoming 
with plans (even those in progress) and more 
open to hearing feedback. 

Most importantly, the audience demands that 
leaders respond—a question or negative com-
ment launched into cyberspace by a follower 
demands an answer, and many brands have 
fallen down in their failure to respond quickly, 
respond honestly or respond at all. 

With this in mind, I wanted to share some of 
the new rules of open leadership from Charlene 
Li’s book Open Leadership, which we discussed 
at the Marketing Leadership Roundtable: 

•	 Respect that your customers and  
employees have power

•	 Share constantly to build trust
•	 Nurture curiosity and humility
•	 Hold openness accountable
•	 Forgive failure

For me, the guiding principle is to trust our 
people to use their best judgment at all times. 
My guess is you already have plenty of legal and 
human resources policies governing privileged 
information and codes of conduct, and you 
won’t need many more. Some companies cut 
off social channels by blocking them from work 

doug Frye is the global president and chief 
executive officer for colliers International. 
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Register by April 30th to  
save $150 off the on-site price.

For more information visit  
www.icscrecon.org

May 19 – 22, 2013
Las Vegas Convention Center
Las Vegas, NV

By the Numbers

31,000+
Attendees 

1,000+
Exhibitors Educational Sessions

And if that isn’t enough…

more reasons you 
must be at RECon21

Bruegger’s Enterprises, Inc. l Cabela’s Inc. l Carlson Rezidor Hotel Group l Choice Hotels International, Inc. l 
Corner Bakery Cafe l Dessange International Inc. representing Fantastic Sams, Camille Albane Paris & Dessange 

Paris l Fazoli’s Restaurants l Genghis Grill Franchise Concepts, LP l International Franchise Association l Java 

Detour l The Joint l Menchie’s Group, Inc. l QuikTrip Corporation l Retrofitness LLC l Salvation Army l Save-A-Lot 

Food Stores l Sprint l Starbucks Coffee Company l Twin Peaks Restaurants l The Vitamin Shoppe l Wave Loch, LLC

Visit the New Retailer Square

Stop by the South Hall Lower Level to meet with these 21 retailers.

20+ 
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