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With over fi ve decades pioneering 

major developments in the 

real estate sector and more than 

450 real estate attorneys around 

the world, we serve clients from 

key markets in the United States, 

Europe, the Middle East, Asia,

and Latin America.

A Word from our Chairman

I 
am pleased to announce that KBS will celebrate its 30th 

year in business as we enter 2022.  It was in 1992 when Don 

Koll, Peter Bren and I formed KBS in the advent of the 

savings and loan crisis, which resulted in a dramatic oversupply 

of property and had many in the media questioning if the real 

estate market would ever recover. Peter, Don and I, along with a 

pool of opportunity-focused institutional investors, anticipated 

the forthcoming recovery.  When the recovery happened, it was 

the springboard for KBS as a recognized owner/operator and 

commercial real estate investment advisor.   

Today, we are on the heels of a different crisis that has had an 
adverse effect on major CRE markets like San Francisco, Chicago 
and New York.   Not only has the COVID pandemic affected 
how many employees returned to work, but also social unrest in 

some markets has adversely affected values.    

At the time I am writing this column, KBS owned one property 

in San Francisco, one property in downtown Los Angeles and a 
large office property in Chicago’s West Loop. I believe these are 
great markets that will recover in time. Years ago, we made the 

decision to invest a majority of our capital in emerging secondary 
markets like Raleigh, Austin, Salt Lake City and Nashville. This 
was not because we had a crystal ball and foresaw a pandemic. 

Rather it was because we were studying the fundamentals of 
these markets and their ability to attract talent and businesses 

that were looking for alternative vibrant urban settings.   Not 

surprisingly, 10 years ago, our cost to enter some of these markets 

was relatively affordable compared to the cost to enter these 
markets today.  We look forward to continued opportunities, and 

we are very excited to see new markets emerging with low barriers 

to entry and great fundamentals. 

People have asked me how we have been able to maintain 

leadership in this exciting industry for 30 years.  The answer 

is simple: From the day we formed KBS 30 years ago, we 
challenged our employees and colleagues to maintain the highest 

ethical standards, both at work and in their personal lives. Our 
reputation rests on the stringent values and commitment to these 

standards.   

People have asked me how we have 

been able to maintain leadership in 

this exciting industry for 30 years.

We hope you enjoy this 11th issue of Premier Office Magazine 
— we had a lot of fun putting it together. It’s a great chance 
to provide some thought leadership, but more importantly, to 

throw the spotlight on some of our amazing tenants, especially 

our feature interview with world-class attorney and singer, 

Dawn Estes. We were also pleased to feature an article about our 
early adoption of the UL Verified Healthy Building Program.  
At this time, nearly all of our office properties have earned this 
verification for 2022.

As always, I want to thank our wonderful advertising partners, 

many of whom we have had relationships with since first starting 
30 years ago. I also want to thank the many tenant representatives 

with whom we have had the pleasure of working. We look 

forward to continued success in the future.

God Bless America,

Charles J. Schreiber Jr.
President and Chairman,

KBS
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After 30 years overseeing the day-to-day operations of KBS, 

Charles J. Schreiber Jr. will assume the role of president and 
chairman of KBS. Marc DeLuca has been appointed as the new 
CEO for KBS and will retain his duties as regional president for 
the Eastern Region. DeLuca will oversee day-to-day operations for 
KBS.  Schreiber will utilize his new role to focus on the strategic 

vision and future of KBS.

Jeff Waldvogel has also been appointed CFO of KBS and its 
affiliated entities.  Previously, Waldvogel was CFO of KBS REITs.  

Additionally, KBS was pleased to announce the appointment of 

Luke Hamagiwa to VP and asset manager overseeing KBS-owned 
and managed properties in the Northeast U.S.

“I am very excited about this new chapter for KBS,” commented 

Schreiber, who effectively oversaw operations for KBS since its 
formation in 1992.  “I have great confidence in Marc DeLuca 
and Jeff Waldvogel, both of whom possess a great deal of proven 
leadership and business experience. We are also proud to see 

Luke Hamagiwa take on the role of asset manager. He has been a 
valuable team player as an investment associate.”

KBS Restructures Leadership Team
New Asset Manager Promoted

News Notes
$22 Million Renovation Completed at 
Trophy Office Tower in Chicago

KBS has completed more than $22 million in upgrades at 
Accenture Tower, a top-tier, 1.46 million-square-foot trophy 
office tower in downtown Chicago. 

KBS worked collaboratively 
with Leopardo Companies, to 
complete a series of renovations 
to the Class A office building 
that was designed by Chicago-
based GREC Architects. 
Upgrades included a new 
office lobby inspired by the 
hospitality industry, a state-
of-the-art conference center 
with a prefunction area and a 
contemporary tenant lounge 
with a 19-foot ceiling, featuring 
a lush outdoor deck in a 
gardenlike setting, fire pit, fully 
functional bar and more.

Kaiser Heads to Franklin

Kaiser Aluminum, a global publicly traded corporation, relocated 

its corporate headquarters from Foothill Ranch, California, to 
the KBS-managed McEwen Building, a 175,262-square-foot elite 
Class A office building located in Franklin, Tennessee. 

KBS Reaches 30-Year Milestone

In January 2022, KBS was pleased to announce reaching the 
30-year mark. Formed in 1992, KBS began under the leadership 
of Don Koll, Peter Bren and Chuck Schreiber who saw the 
opportunity to invest in commercial real estate in the advent of 

the savings and loan debacle of the late 1980s and early 1990s.   A 

number of institutional investors also saw this opportunity, and the 

company was born with the initial mission to acquire and improve 

discounted or underperforming real 

estate debt and equity assets.  It did 

not take long for the market to recover, 

and the newly formed company was 

soon creating real estate investment 

funds with a variety of strategies for 

institutional investors. During this 

period, KBS was rapidly building a 

reputation as a dealmaker committed 

to building solid relationships. That 

commitment to relationships continues 

to this day.

Lease Extension Signed With 73-Year-Old 
Law Firm in Atlanta

KBS, on behalf of Prime US 
REIT, has signed a lease extension 
with Arnall Golden Gregory LLP 
(AGG) for headquarters space at 
171 17th Street, a 510,268-square-
foot Class A office building in 
Atlanta. The property, the first 
LEED Silver Core & Shell-certified 
building constructed in the world, 
is part of Singapore-based Prime 
US REIT's portfolio.

The transaction represents AGG’s 
desire to be centrally located at a top-quality office property, 
according to Marc DeLuca, Eastern regional president of KBS.

171 17th Street may have one of the lowest average commute 
times for any building in Atlanta that draws employees from the 
greater metro area, according to Jonathan Eady, AGG’s managing 
partner. “We are expecting to remain at this property for a long 
time and are planning to execute several major renovations to our 
space that will customize it to our needs. This is just one example 
of how KBS has been very accommodating. Their excellent 
service, combined with the building’s advantageous location and 
top-tier amenities, made the lease extension a natural choice for 
us,” said Eady.

PMG Takes Premier Spot in Austin 
Office Tower

Global digital agency PMG marked its growth on Austin’s 
skyline with a 14,082-square-foot lease agreement at 515 
Congress, a 267,956-square-foot Class A office tower. The 
agreement is for the entire 18th floor, building top signage and 
access to the property’s new deck.

The transaction demonstrates 
companies’ appetites for 
a prominent presence at 
premier office properties 
in high growth markets, 
according to Giovanni 
Cordoves, Western regional 
president for KBS.

The property’s superior 
location was a major factor 
that attracted PMG to 515 
Congress, according to George 
Popstefanov, CEO of PMG. 
“Austin is a critical market 
for attracting and retaining 
top talent as we accelerate 
our global growth,” said 
Popstefanov. “We want our offices to be places people want to 
come to work every day, and 515 Congress’ close proximity to 
daily needs and conveniences, in addition to its impressive list 
of on-site amenities, made it the top choice for us to establish 
ourselves as a leading business partner and employer in Austin.”

Another milestone occurred in 2005 when KBS opened the door 
for individual retail investors to participate in its strategies through 

various non-listed real estate investment trusts. KBS became and 

continues to be a leader in institutional-quality, non-listed REITs.   

The company’s most recent major transaction milestone occurred 
in 2018 with the sale of approximately $1 billion in well-located 

income-producing equity assets to a newly formed entity, Prime 

US REIT, a publicly traded vehicle on the Singapore Exchange 
(SGX).  The team of professionals at KBS was retained to manage 

these assets for the offshore REIT, which has maintained steady 
occupancy since its inception.

When asked about the company’s 30 years of industry leadership, 
Chairman, Chuck Schreiber commented, “From the day we 
formed KBS 30 years ago, we challenged our employees and 

colleagues to maintain the highest ethical standards, both at 

work and in their personal lives. Our reputation rests on the 
commitment to these values.  We look forward to continued 

success for our investors and tenants.”

Schreiber

Waldvogel

DeLuca

Hamagiwa
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One Town Center
Boca Raton, FL

Sorrento Towers
San Diego, CA

Certifications

Certifications

Size  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  191,294 SF
Year Built/Renovated  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .1991
Stories  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 10
Market  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . Midtown Boca Raton corridor

Size  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  296,327 SF
Year Built/Renovated  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 1990
Stories  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 7
Market  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . Sorrento Mesa

One Town Center is one of the tallest buildings in the Boca 
Raton market, providing excellent visibility, desirable signage and 
panoramic views. Additionally, due to its proximity to Interstate 95 
in Florida, the Boca Raton Airport, country clubs, executive housing 
communities and numerous retail and dining options, One Town 
Center is in one of the most desirable office locations in Boca Raton.

The property also benefits from having South Florida’s third-largest 
mall, the upscale Town Center at Boca Raton within a five-minute 
walk from the property.  Adjacent to the building is a 437-space 
parking garage and 279 surface parking spaces. 

Sorrento Towers is a two-building, Class A, trophy office property 
comprised of 296,327 square feet situated in the Sorrento 
Mesa office market — the nexus of San Diego’s life science and 
technology marketplace. Sorrento Towers offers excellent visibility 
and panoramic views. 

The Sorrento Mesa market is located just south of Del Mar Heights 
and east of Torrey Pines, University Town Center and University of 
California San Diego.  The property has easy access to surrounding 
business centers and residential communities and is less than one 
mile from the I-805 and I-5 freeways.

R E C E N T  A C Q U I S I T I O N S
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©2021 Citizens Financial Group, Inc. All rights reserved. Banking products and services are offered by Citizens Bank, N.A. Member FDIC. Securities products and services 
are offered through Citizens Capital Markets, Inc., Member FINRA, SIPC. Citizens is a brand name of Citizens Bank, N.A.
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               GROW

We understand that for Commercial Real Estate developers and investors, demand varies 

from year to year and market to market. Our dedicated CRE bankers bring financial 

expertise and solutions so you’re made ready to succeed.

To learn more, contact Kevin Boyle at kevin.boyle@citizensbank.com

citizensbank.com/commercial/insights

Corporate Finance | Capital Markets | M&A Advisory | Treasury & Risk Management

Sorrento Towers, San Diego
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Thank You Tenant Reps
KBS wishes to thank these tenant representatives for their hard work, dedication and professionalism in these top transactions at 
KBS properties during the last 12 months.   We look forward to the opportunity to work together on future transactions.

Justin Hucek and Brad Serot
CBRE

TENANT: ......................................... PatientPoint Network Solutions

PROPERTY: ..............................................................Accenture Tower

LOCATION: ......................................................................Chicago, IL
SIZE ........................................................................................ 18,292 SF

L E A S I N G

Gregory Katz and Taylor Senter
Newmark Knight Frank

TENANT: ................................................Arnall Golden Gregory LLP
PROPERTY: ................................................................. 171 17th Street
LOCATION: .....................................................................Atlanta, GA

SIZE ........................................................................................ 97,792 SF

Scott Wilmarth
CBRE 

TENANT: ...........................................Bennett Tueller Johnson Deere
PROPERTY: ....................................................................Millrock Park

LOCATION: ...........................................................Salt Lake City, UT
SIZE ........................................................................................ 27,579 SF

Lora Munson, Grant Zamudio and Blake Zamudio
Colliers International

TENANT: ............................................................................... BlueVine
PROPERTY: ....................................................................Millrock Park

LOCATION: ...........................................................Salt Lake City, UT
SIZE ....................................................................................  29,209 RSF

J.T. Martin and Taylor Hillenmeyer
CBRE

Tom Hooper
JLL

TENANT: ..................................................American Renal Associates
PROPERTY: .....................................................The McEwen Building
LOCATION: ..................................................................Nashville, TN

SIZE ........................................................................................ 26,695 SF

TENANT: ............................................Kaiser Aluminum Investments

PROPERTY: .....................................................The McEwen Building
LOCATION: ..................................................................Nashville, TN

SIZE ........................................................................................ 27,356 SF

Doug Hanafin and Charlie Malley
JLL

TENANT: ................................................................ Bardy Diagnostics

PROPERTY: .........................................Ridgewood Corporate Square
LOCATION: ................................................................... Bellevue, WA

SIZE ........................................................................................ 20,801 SF

Harlan Davis and Brad Wilner
CBRE

TENANT: .................................................................Walker & Dunlop
PROPERTY: .................................................................... Sterling Plaza

LOCATION: ....................................................................... Dallas, TX

SIZE ........................................................................................ 20,703 SF

Jeff Jochums
CBRE

TENANT: ...................................................... Windermere Real Estate
PROPERTY: .........................................Ridgewood Corporate Square
LOCATION: ................................................................... Bellevue, WA

SIZE ........................................................................................ 13,568 SF

Shane Douglas
Colliers International

TENANT: ..........................................................................Studio Bank

PROPERTY: .....................................................The McEwen Building
LOCATION: ..................................................................Nashville, TN

SIZE ........................................................................................ 12,720 SF

Russell Noll
Transwestern

TENANT: ........................................................................ Dahill/Xerox

PROPERTY: ........................................................Fountainhead Tower
LOCATION: .............................................................San Antonio, TX

SIZE ........................................................................................ 23,894 SF
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Premier Office Magazine: What brought 
you to KBS in 2007?

Gio Cordoves: I was a CPA on the audit 
team with Ernst & Young at the age of 
21. For three years, KBS was my largest 
client. I got to see what KBS was doing 
at the property and corporate levels and 
found I liked the asset management side 
of real estate. I also got to know some 
key people on the KBS team. Eventually, 
an opportunity opened up to be an asset 
management associate. That’s when I 
joined KBS, working with different KBS 
asset managers and their properties. 

POM: How did you become a regional 
president?

Gio: I worked hard as an investment 
associate and, over time, was given more 
responsibility. Eventually, I had my own 
little portfolio underneath one of the asset 
managers. I benefited a lot from the unique 
skills that each executive had and several 
great mentors I’ve had the opportunity 
to work with. I was also exposed to the 
dynamics of many real estate markets across 
the U.S. — from Louisville, Kentucky 
all the way to San Francisco, California. 
Eventually, I was promoted to an AVP, then 

a VP of my directly managed portfolio, 
then a senior vice president and eventually 
was the co-director of asset management 
along with Brent Carroll. More recently, I 
was appointed to be the regional president 
of the Western U.S.

POM: That’s an impressive run Gio, and I 
know KBS has benefited from your talent. 
What was your alma mater?

Gio: For my undergrad, I double-majored 
in business administration and accounting 
at the University of Southern California, 
and later, I earned a master’s degree in 
accounting from Notre Dame. My business 
degree at USC had an emphasis in real 
estate finance.

POM: For a young person who wants to 
get into the commercial real estate industry, 
what is a good major to consider? 

Gio: It’s going to be a little different 
at every university, but business 
administration or economics with some 
form of real estate finance exposure is a 
good path. Earning a real estate broker’s 
license is also beneficial and a great way 
to get your feet wet and prove out your 
interest in the industry.

POM: What are one or two things that 
contributed to your career progression?

Gio: Working with so many different 
people and working with the right people. 
KBS has always been very supportive 

of allowing us, especially within the 
asset management group, to get out 
there and expose us to a lot. I took these 
opportunities and volunteered and assisted 
other departments as much as I could. 
Oftentimes, this meant long hours, but it 
was wonderful exposure to different aspects 
of the company including all aspects of 
the transaction process. I also feel I was 
fortunate in a way to be here at the right 
time, learning from the right people and 
being given chances to succeed.

POM: I understand teamwork is very 
important to you.

Gio: It is, and we work very well as a team. 
Early on, I helped wherever I could to close 
a deal, not just transactions in my territory. 
I remember going to the Washington, 
D.C., area 12 or so years ago to work on the 
Tysons Dulles Plaza acquisition, helping 
out with the file review and part of the due 
diligence process. My attitude was, “Hey, 
I’m here to help on anything, anywhere, at 
any time.” That has always been and still is 
kind of my M.O. I think a lot of the people 
here share that approach. 

POM: How would you describe your 
work style?

Gio: I think I’m guilty of, in some cases, 
being pretty detailed but hopefully not to 
a fault. I just want to make sure we give 
everything a good diligent review. That’s 
my expectation of myself and my talented 
team. We’re managing other people’s 
money, and things need to be correct. 
Sometimes this means coming in on a 
weekend to review a CAM reconciliation 
as one example — I remember Mark 
Palmer, one of our top leasing agents in 
St. Louis. He was my Saturday buddy. 
He’d call me at the office on a Saturday, 
and nine times out of 10, I’d pick up, and I 
could do the same thing with him. I hope 
Mark has since found better things to do 
on a Saturday.

POM: From an investment sales or tenant 
rep broker standpoint, what’s it like to 
work with KBS on the other side of a 
transaction?

Gio: KBS is well known for doing what we 
say we are going to do. That is true when 
buying and selling in addition to things we 
do daily on the leasing side. We like to look 
at every transaction as possibly leading to a 
future transaction, so we are very solutions 
and relationship focused. We work hard 
to close transactions where both sides 
are pleased with the outcome. Having a 
reputation of being dealmakers has paid 
dividends over the years as opposed to being 
too rigid and having to stay within in a box.

POM: How important are tenant 
representatives to the overall leasing 
process?

Gio: The value that tenant reps bring, 
in being able to negotiate the best 
possible deal for their clients as well as sift 
through an ocean of options, is extremely 
important. They help the client focus on 
the buildings that they know, are better 
and have the best ownership. Their ability 
to go get that best deal for their clients and 
work their own relationships is invaluable. 

POM: Did the pandemic bring challenges 
to the leasing process?

Gio: For sure. I think it has been a 
challenge for tenant representatives 

whose clients don’t know what they want 
given the uncertainties brought on by 
the pandemic. This has resulted in more 
shorter-term deals and renegotiating. Let’s 
just say there’s been a lot of handholding 
over the pandemic, lots of deciding not to 
decide, if that makes sense.

Real estate should 

be a tool to help their 

business, not get in the 

way of their business.

POM: Do you see deals being shorter-term 
in nature going forward?

Gio: Not necessarily. Tenants still want 
firm commitments so that they know it’s 
their space for a long time. Real estate 
should be a tool to help their business — 
not get in the way of their business — and 
they still want allowances to be able to 
customize their spaces versus coming out of 
pocket as much or at all, and the way to do 
that, obviously, continues to be signing up 
for longer lease term commitments. 

Continued on NEXT PAGE

By Phil Diment

Hard work and teamwork are values that have benefited Giovanni “Gio” Cordoves who, at 39 years of 
age, is regional president of the Western U.S. and one of KBS’ youngest senior executives. Premier Office 

Magazine Editor, Phil Diment, caught up with Gio to discuss his career progression, work ethic and 
insights on opportunities in the CRE industry.

Seizing the Moment
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POM: What markets have you found great 
success in? And do you expect to buy in any 
emerging markets? 

Gio: We’ve done well over time identifying 
markets, like Salt Lake City, Austin, 
Bellevue, Dallas, Raleigh and Nashville to 
name a few. These are markets that have 
seen exceptional growth. We will continue 

to look at those markets, but now, due to 
their growth, everyone else is trying to buy 
in these markets, which obviously makes 
them more competitive and pushes pricing.

As far as identifying those next markets, 
I think we’ve done it recently with the 
acquisition of Sorrento Towers in the 
Sorrento Mesa submarket, which is just 
north of UC San Diego. In that particular 
case, it’s life science and the spillover 
from that creating a lot of demand and 
diminishing the denominator, but that’s 
not true coast to coast. That’s a pretty 
isolated, very specific story that has 
occurred in a handful of locations, at least 
in a meaningful way.

Phoenix is another dynamic market. For 
example, while we’re selling an asset in one 
part of Phoenix, we’re at the same time 
looking to buy in another part of Phoenix 
to be ahead of some of that momentum 
that we’ve seen happening. 

There are several other emerging markets 
that are certainly on our radar — markets 
like San Antonio, which is uniquely 
positioned to benefit from Austin’s 
spillover success plus has a growing 
university presence there, and other 
markets like Kansas City, Indianapolis, 
Columbus and Madison where you have 
strong education centers, high quality of 
life, population growth and the right mix 
of employers. For certain employers, a lot 

has to do with talent and being located 
in markets that have the ability and the 
amenities that will attract young talent.

POM: I am assuming that states and cities 
that have a pro-business climate are driving 
a lot of demand.

Gio: Yes, that is incredibly important. I 
think Austin is probably your classic case 
here, and it has really been a magnet for 
tech. Austin was kind of a sleepy college 
town years ago and the capital of the state, 
of course. And your average tenant was 
5,000 feet and there because of the state 
government and a lot of lawyers. They’re 
still there, of course, but the growth has 
been all tech, and tech’s been in Austin 
in a big way for a long time. Intel has had 
a huge presence. Apple opened its first 
office in Austin 25 years ago; but, more 
recently, Google entered the market and 
grew substantially. They probably have a 
million square-feet plus. Facebook’s going 

to have a million feet there in short order. 
Tesla, obviously, with their Gigafactory, but 
now, they actually put their headquarters 
there. TBD what that means long term as 
far as some of those jobs moving around. 
Amazon is there in a huge way. Oracle was 
already there but now in a much bigger 
way including formally moving their 
HQ to Austin. Samsung has been there, 
but just announced a $17 billion new 
manufacturing location near Austin.

And then, you have other companies that 
have created significant presences that 
aren’t tech necessarily, but maybe it’s their 
innovation group. Visa is an example of 
that, General Motors, among others. 

POM: For a young person looking to 
pursue a career in tech or engineering, it 
sounds like Austin is a great candidate.

Gio: With all the employers there, it’d be 
hard to argue with. And honestly, just 
walking around the streets of downtown 
Austin, it’s such a great feeling because you 
have a lot of younger people there and just 
the vibrance that brings, and these are well-
educated people with master’s degrees, and 
they’re smart, and talented and working 
for the Googles of the world. That creates a 
special environment.

POM: What industry sectors do you see 
as still having a strong appetite for well-
located office space?

Gio: All of them, honestly. I’m 
generalizing, of course, but most businesses 
are people businesses, and people are social 
animals and, I think, do better together. 
And people need and want to collaborate, 
especially bringing in younger people and 
making them part of the team and training 
them up. I think we need to be together. 
I think we’ve experienced that over the 
pandemic. 

So, I think that’s even more important, 
not to mention you’ve got a tough hiring 
atmosphere. It’s very hard to find and keep 
good talent, so using your space as a tool is 
even more important than it was before.

Continued from PREVIOUS PAGE Make an 
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For highly educated young talent seeking a vibrant urban setting with and ample 
supply of jobs, housing, great food and entertainment, Austin checks a lot of 
boxes and has become home to an increasing number of large corporations.
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POM: Do you continue to see public 
transportation being a key in some 
markets? Ridership seems to have dropped 
due to COVID.

Gio: We haven’t seen train ridership 
— speaking generally — come back to 
normal, but I think it will. Obviously, as 
the vaccine’s been out, you’re going to 
have new vaccines, you’re going to have 
all kinds of therapeutics and at some 
point, we’re just learning to live with this 
to some extent, and people will return 
to prior comfort levels regarding public 
transportation.   

San Francisco like 

L.A. has a lot to work 

through, but it’s still a 

world-class city that 

offers a lot. 

POM:  Can you speak to San Francisco, 
which is in your region? It has been slow to 
see employees coming back to work.  

Gio:  San Francisco like L.A. has a lot to 
work through, but it’s still a world-class city 
that offers a lot. It’s still, in many ways, a 
capital, if not the capital, of the Pacific Rim, 
and it’s going to be a constant attraction of 
talent globally. That’s not changing, in my 
opinion. You’re now seeing people move 
back into the city from wherever their 
COVID hideout was. So, you’re seeing that 
happen barring any new hiccups regarding 
the pandemic.

POM: Why, in your opinion, is much of 
the young talent today pursuing renting 
instead of owning a home?

Gio: I think a lot of them have enjoyed 
the flexibility of renting and not being 
committed and being able to bounce 
around, so to speak. I think that’s probably 
a generational thing and probably a little 
bit less loyalty to their employer, and that’s 
something that has evolved over time.

But, at the same time, these younger folks 
at some point — and we’re seeing it with 
the millennials — want to settle down, get 
married and maybe have a kid, and then 
they’re going to want to have their spaces 
locked down. So, I think the pandemic has 
created an uber sensation of flexibility in 
renting, but I don’t see it being the new 
norm forever. From a tax perspective, 
people are still motivated here in the United 
States to own a home. 

POM: Some in the media might suggest 
the traditional high-rise office is going 
out of style or won’t be able to attract 
employees because of the pandemic; would 
you concur?  

Gio: Not at all, in my opinion. After 9/11, 
people were saying the same thing in New 
York City or anywhere — “I don’t want 
to be in a tall building” — and then, fast 
forward two years, we solemnly remember 
that tragedy, but we did not let that deter us 
from occupying great high-rise office space. 
People still want that nice view, obviously, 
and a lot of companies want to be able to 
point to the building and say, “That’s my 
building,” again, from recruiting/retention. 
Think about it as a 22-year-old and telling 
your buddies, “Oh, I’m going to work 
there.” There’s cachet to that. 

POM: What’s a trend or disruptive 
technology that may positively affect the 
CRE industry in the coming years?

Gio: I think one that continues to come 
together is — I’m going to call it building 
management technology, and whether 
that’s the mobile app that does it all 
including your access to the building, 
elevator access, unlocking the door at your 
suite, ordering food to your desk, reserving 
conference rooms, fitness center classes 
— it does all those things and has even 
accelerated a bit with the pandemic.

This kind of technology also helps foster 
that sense of community that a building 
offers and not just with your company, 
especially if you’re in that big high-rise, 
building downtown, there’s a lot of other 
companies there, too. So, I think that 

technology, knowing that everyone’s 
walking around with a computer in their 
hand, is very valuable and can make the 
everyday experience that much better.

POM: What makes a KBS property a 
special place to locate a business?

Gio: It starts with the types of buildings 
we try to acquire: a great location and a 
great building in a great market. But I 
think from the tenant’s perspective, it’s 
knowing that the building’s well managed, 
well maintained. It’s going to be clean and 
professional. We’ve got great management 
teams from a customer service standpoint. 
We like to think, and we believe that when 
people see that “KBS Property” emblem 
on a building, they know what they’re 
going to expect. The tenant can know that 
they’re going to expect a quality experience, 
and if something goes wrong — and, sure 
enough, things will — that it gets handled 
quickly, promptly and appropriately. On 
top of that, the key contacts know they can 
pick up the phone and call one of our asset 
managers directly — no need to go through 
a million redirects along the way to get to 
the top with KBS.

POM: Can you speak to the amount of 
debt KBS places on its properties and 
how leaning conservative on LTVs has 
provided more headroom for exceptional 
management?

Continued from PREVIOUS PAGE
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Gio: Generally speaking, we’re risk-averse 
from that standpoint — so, where you 
may have some other owners who are 
super high leverage, and let’s say the 
market softens a bit, and suddenly, 
they may not have the money to fund 
a common area renovation or a critical 
tenant improvement allowance, which 
is commonly marketed for landlords to 
fund. The fact that we’re low leverage 
really eases a lot of people’s minds — 
meaning the tenants and/or their brokers. 
When they see it’s a KBS building, they 
know we’re going to be good for it, they 
know they’re not going to run into that 
issue of having a “bad owner” that’s in 
a tough spot and really doesn’t have the 
money to properly operate the building, 
let alone fund a tenant allowance when 
there’s a new lease or an expansion and 
renewal and so forth.

POM: As we close out our chat, I wanted 
to ask a few personal questions. Where did 
you go to high school?

Gio: Laguna Hills High School, South 
Orange County. One sibling — one older 
brother. We both went to USC undergrad. 
He eventually went back to USC for his 
MBA. I went to Notre Dame eventually for 
a master’s degree.

POM: When you were younger, did you or 
your brother play sports or anything?

Gio: We both played baseball and soccer 
growing up. I played football in high 
school, believe it or not, because the head 
baseball coach made me, as he was also a 
football coach. I’m not the biggest guy, but 
my claim to fame — I was second string JV 
quarterback. We had this big stud of a guy 
who was the starting quarterback but at 
the time sophomore year, no backup. The 
coaches basically just lined everyone up and 
said, “Who here thinks they can remember 
the plays?” I could remember the plays, so 
that made me second string quarterback. 
So, I got to play. When we’d be up by a 
lot at half, they’d stick me in. I’d generally 
hand the ball off, but it was still fun. 
Occasionally, a fake handoff keeper then I’d 
get clocked by the defense.

POM: You were recently married. Tell me a 
little bit about your wife, Catie. 

Gio: We love to travel and do trips together. 
She’s from New Hampshire, originally, but 
mostly grew up in Texas. Her dad was in the 
semiconductor manufacturing business a 
long time ago, which is what took them to 
the Dallas area. She eventually went to Texas 
A&M, so she loves college football like I do. 
She’s the general manager of the Athleta 
store here in Newport Beach. She also helps 
open new locations. It’s a growing brand, so 
with their growth, she’s been to Vancouver, 
she went to Connecticut, all over Southern 
California, San Luis Obispo, all over the 
place to help them open new stores as well 
— on top of managing a big team and busy 
store in Newport Beach. 

POM: Any advice you would offer to those 
younger than you who might be seeking a 
career in real estate?

Gio: Work hard, try and surround 
yourselves with the right people, and just 
bust your butt, volunteer for as much as 
you can, expose yourself, insert yourself. 
Don’t wait around for someone to ask you 
to be a part of something. Try to make it 
happen, and just work hard. Try to do the 
right things, bust your tail and good things 
will come.

Gio and Catie enjoying some vacation time together and also the excitement of their 
first baby on the way.

Gio, along with a few brokerage profes-
sionals, enjoys a round of golf at Whis-
tling Straits in Kohler, Wisconsin, where 
the Ryder Cup was recently hosted.
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Sometimes, all it takes to move the leasing needle in a 
challenging market is a new perspective and a little bit of 
creativity.  

Spec suites — or speculative suites — are nothing new to leasing 
professionals.  These move-in ready office spaces have functional 
yet flexible floor plans that have proven to be profitable, slashing 
tenant move-in time from months to weeks. Coupled with the 
high-end finishes KBS invests into its spec suites, these offices can 
lease out an estimated 12 months faster than traditional space.

Because KBS carries relatively low leverage on its properties, 
this provides the needed headroom to make critical adjustments 
to attract and retain top-tier tenants and the talent that goes 
with them.  When COVID-19 hit and many office properties 
saw physical occupancy levels bottom out in certain cities, KBS 
doubled down by creating specs suites that would be hard for 
many tenants to complete with normal TI allowances, especially 
given a supply chain crisis that has log-jammed delivery of many 
building materials.   

A few of KBS' hip new specs suites can be seen at Carillon in 
Charlotte, North Carolina, the McEwen Building just outside 
of Nashville, Tennessee, and Accenture Tower in Chicago's West 

Loop where it has constructed 20 spec suites comprising almost 
200,000 square feet over the past three years, with plans for 
another four spec suites totaling 25,000 square feet.

Spec suites today can be as basic as installing nice kitchen 
appliances for that touch-of-home feel or they can feature fully 
furnished turn-key suites with modern décor and creative room 
partitions.  The purpose is to help a tenant visualize a space and 
in many cases, lease the space as-is. Even if a tenant is searching 
for space that may not fit the square footage or configuration 
of the spec suite, it still enables them to physically see the 
customization potential and what could be re-created elsewhere 
in the building depending on the size and requirements. KBS 
has successfully built numerous suites for prospective tenants by 
using this approach.  

Relevance Matters

The space planning process is critical to the success of the spec 
suite, and KBS takes a holistic approach to create a unique 
tenant experience that is exclusive to that property and highly 
relevant to that market. KBS typically goes through three to 
four plan revisions, then spends a considerable amount of time 
with each architect to determine the best features and design. 
The two most important components are quality finishes and 
desirable layouts.

KBS takes a holistic approach to 

create a unique tenant experience 

that is exclusive to that property and 

highly relevant to that market.

“KBS' attention to detail with extra additions like reception 
stations, additional cabinetry, accent lighting, Herculite 
glass and custom sliding doors can play a role in the tenant’s 
perception of the quality of the building and class of the 
property owners,” said Lisa Johnston, senior vice president of 
asset services at Transwestern and property manager at KBS’ 

3811 Turtle Creek building in Dallas. “We call it the ‘Wow!’ 
factor.”

When KBS purchased 3811 Turtle Creek at the end of 2014, 
it was 81.66% leased. A spec suite program was deployed along 
with a combination of white boxes, and within a few months 
leasing activity took off. Property occupancy has remained 
consistent in the mid to upper 90% since the spec suite program 
began.   

The layout of a spec suite is equally as important and can be the 
fulcrum for leasing. At its most recent spec suite project at the 
iconic 40-story, 1.46 million-square-foot Accenture Tower, KBS 
focused on creating dynamic work areas ranging from smaller, 
enclosed huddle rooms to large open areas with lounge seating 
for larger gatherings. These interior areas directly resulted in a 
significant new lease from a tenant who chose Accenture Tower 
over a competing building.

Due to the current sensitivity to providing enough space 
between people, KBS sought creativity and also incorporated 
into some of its spec suites workstations that can be modified 
over time.  

“For example, ‘Day One’ is how we have the workstations 
positioned in our spec suites as we market them, with dividers 
between people facing one another’s backs. ‘Day Two’ has the 
workstations shifted so people are side by side, then ‘Day Three’ 
shows the partitions taken down, similar to a benching system,” 
said Wendy Katz, executive vice president of Stream Realty and 
leasing agent for Accenture Tower. “This provides ultimate 
flexibility and comfort while showing how densities can be 
increased over time.”

By Cindy Peterson

L E A S I N G

KBS Takes 
Spec Suites
to the 

Next  Level

Designed to meet the immediate needs of prospective tenants, KBS has invested extensive capital in several impressive spec 
suites like this one on the 15th floor of Accenture Tower at 500 West Madison Ave. in Chicago's West Loop.

Continued on NEXT PAGE
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Who Benefits More, the Tenant or the Landlord?

The answer is simple: both.

The number one reason tenants love spec suites is because 
they are convenient, a precious commodity in today’s rapidly 
changing environment. Spec suites open the doors to a space 
tenants may not have previously considered without committing 
to a long-term agreement or pay out of pocket to build out. 
Additionally, tenants looking for immediate occupancy often 
find spec suites a tangible option that would typically only be 
available in a sublease or coworking space. For example, a recent 
spec suite at KBS’ McEwen Building in Nashville was critical 
in securing a 10-year lease from a local bank that needed an 
immediate — but temporary office — while they hired staff and 
customized their long-term office space in the building.  

During a time where there have also been big delays in supply 
chains and design and permitting — not to mention labor 
shortages — making it very difficult for tenants to get new suites 
built out, a good spec suite program can be just the solution 
they are seeking.

From the landlord’s perspective, spec suites can be costly but 
can pay rewards in the long term. While an initial investment 
is required upfront, the value lies in the fact that once a well-
apportioned spec suite hits the market, it can move fast. For 
example, in downtown Austin, KBS recently built four spec 
suites at 515 Congress ranging from 2,800 to 4,500 square 
feet. Extra capital was spent to expose the ceiling, which 
helped transform a standard office space into a more creative 
environment. It is a small overall element, but one that makes 
a very big impact on tenants’ decisions. All but one spec suite 
space was leased within the first two months of delivery with 
high tenant interest in the remaining suite.  

Also consider the fact that with a spec suite, the landlord 
controls the cost and quality of finishes, protecting the 
building’s image and the landlord's brand.

Long-term, professionally designed spaces ensure longevity 
because a spec suite can be re-leased to another tenant in three to 
five years without a major re-build from a “too custom” design 
from a previous tenant. Existing tenants also get caught up in 
the spec suite excitement, and when they renew or if they need 
to expand, they want the same or similar finishes, which allows 
for improvements to the overall quality of the building.

The Proof is in the Numbers

Spec suites have become more popular now than ever before. 
Why? Because they work, and they work well when done well. 
The spec suite program at the McEwen Building was fairly 
extensive and featured floors five and six staged with furniture and 
accents to show close to move-in ready suites. The entire first floor 
was also spec’d, including a complete build-out of a 3,500-square-
foot space. The remaining 20,000 square feet was enhanced with 
new carpet, paint, lighting, break areas and some reconstruction.

“We went from 53.04% occupancy in January to now 93.17% 
with a signed letter of intent that will take us to 96.6% and 
increase our weighted average lease term from 4.45 to 6.34 
years,” said Allen Aldridge, senior vice president at KBS, who 
cited similar success at Carillon, a 24-story trophy property in 
Charlotte.

Spec suites offer excellent long-term benefits and overall lower 
risk for nearly all stakeholders. Tenants are highly motivated by 
the ready-made nature of spec suites because the model removes 
many concerns related to timing, out-of-pocket exposure and 
construction. This translates into quick negotiations, increased 
occupancies and most important, happy tenants.

Continued from PREVIOUS PAGE

L E A S I N G



25PREMIER OFFICE MAGAZINEPREMIER OFFICE MAGAZINE24

Reinventing the Workplace
By Kent Bonner
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Navigating Change 
SINCE 1881

Few industries are as influenced by fluctuating economic 
conditions around the world as the real estate sector. As it 
continues to navigate this unprecedented time, the market turns 
to experienced organizations such as KBS, which has been 
shaping the commercial real estate industry for nearly 30 years.

We’re proud to partner with KBS as the industry works through 
this period, and we look forward to an even stronger market on 
the other side.

Visit our portal at covid19.mayerbrown.com and our blog at covid19.law for insights, resources 

and thought leadership designed to help businesses stay resilient, agile and efficient during 
these challenging times. 

T
he workplace is in the midst of transformation with 
evolving demands to better prioritize the team while 
supporting the individual, to build and transfer knowledge 

while integrating research activities and to enable work to occur 
anytime and anywhere by giving employees a choice of where, when 
and how they work. These 10 workplace strategies can help make 
that happen.

 Employee Engagement + Culture

Engaged employees are committed to an organization’s goals 
and values and motivated to contribute to its success. Their 
productivity and job satisfaction are supported by a workplace that 
enables connections between coworkers and teams, communicates 
organizational goals and values through the environment, 
facilitates work activities and allows individual expression through 
personalization and reconfiguration of space.

 Well-Being and Neurodiversity

Because employees’ physical and psychological well-being affects 
productivity, performance and quality, forward-thinking companies 
are using their workplaces to support a healthy lifestyle by providing 
spaces for physical activity, appropriate levels of sensory stimulation, 
environmental control and social interaction.

 Personal Tools

The proliferation of personal technology tools blurs the boundaries 
of traditional work settings. As a platform for mobile work and in 
combination with social media and virtual meeting technology, 
the ability to work, connect and collaborate anywhere, anytime is 
expanding exponentially. The workplace must engage technology 
seamlessly while facilitating productivity and efficiency gains.

 Shared Tools  

High-tech and low-tech equipment and communication tools 
support the work process. Whether it’s a white board, an ergonomic 
hot desk or a dock station, the right tools appropriately placed can 
go a long way to support work efficiency and effectiveness.

 Mobile Working

Organizations are adopting mobile/flexible working as a strategy 
to increase productivity, employee engagement and performance. 
What that looks like depends upon the organization’s culture, work 
process and real estate. Drivers such as attraction and retention, 
work-life balance, employee satisfaction and real estate costs dovetail 
with the need to build stronger networks and teams that get the job 
done wherever they are.

 Managing Change

The success of any workplace change depends on carefully 
and actively managing that change to improve acceptance, 
ensure timeliness and promote necessary culture shifts. The 
most effective change management programs are highly 
communicative and consist of defining the scope of workplace 
changes, participation, ongoing education with occupants and 
feedback.

 Managing Distributed/Mobile Teams

Today’s dynamic operational environment is transforming 
teamwork to become more virtual, self-directed and mobile. 
Communication happens primarily through electronic 
media (email, telephone, video conference). Corresponding 
challenges for the workplace include virtual team building, social 
networking and a periodic need for face-to-face interaction.

 Working Alone

The wave of new workplace practices increases the potential for 
visual, acoustic, thermal and lighting distractions, which in turn 
results in lost efficiency and lower job satisfaction. The workplace 
needs to provide settings to support concentration, working 
alone and privacy (visual, acoustical, spatial and digital).

 Working Together 

The most beneficial work relationships occur when people 
physically interact with each other, working collaboratively, 
sharing knowledge and communicating effectively. Branded 
spaces should be designed in proximity to team members with 
collaboration tools that will accommodate and support small 
groups, impromptu discussions and web meetings. 

 Socializing

Socializing in the workplace is critical to foster relationship 
development for knowledge sharing, effective teamwork, sense 
of community and shared culture. Enhanced social interaction 
can be realized by providing casual and flexible spaces that act as 
destinations located along common paths of travel.

Kent Bonner, AIA  AIA, NCARB, LEED AP BD+C

Kent is a vice president and managing principal 
at HDR, a KBS tenant at 3001 Washington 
in Arlington, Virginia, and a world leader in 
engineering, architecture, environmental and 
construction services with over 200 locations globally.
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By Shelia Hopkins

T E N A N T  P R O F I L E

A
ustin is one of the most attractive destinations in the 
country. Renowned for its culture of live music, diverse 
restaurants, physical beauty, good jobs and an educated 

populace, it has been on nearly every list of “fastest-growing” 
cities for at least the past five years. (We won’t add “inexpensive 
housing” because that time has passed.) Seeing it become one 
of the most sought-after cities in the nation is no surprise to 
Bob Carter, CEO and founder of Lion Street. While much of 
the country was still unaware of this gem in Central Texas, Bob, 
along with a handful of other sophisticated financial services 
firms, was already making it the headquarters for Lion Street, a 
national insurance network of elite owner-firms. 

Founded in 2010, Lion Street today has over $90 million in 
revenue,  $15 billion in assets under management and around 
100 employees located in Austin’s Bank of America Center 
at 515 Congress, which KBS acquired in 2015. This group of 
talented individuals provides services for the approximately 
200 life insurance and financial services firms in the Lion Street 
network. This network encompasses more than 1,000 financial 
professionals serving an elite clientele of high-net-worth, 
high-income and business-owner clients with sophisticated 
life insurance, wealth management and financial planning 

solutions. If you want to know where the wealth in the country is 
concentrated, one glance at the Lion Street map of network firms 
tells the story. Much of the wealth is obviously in the large coastal 
cities and Texas. But there is also a line of dots following the track 
of the Mississippi River and around the Great Lakes, as well as 
scattered among the capitals of the Midwest states. The Lion 
Street network has affiliates covering it all.

The vast majority of firms in Lion 

Street’s network are rooted in 

sophisticated life insurance planning, 

many of which are bolstered by their 

wealth management platform.

The vast majority of firms in Lion Street’s network are rooted 
in sophisticated life insurance planning, many of which are 
bolstered by their wealth management platform. In addition to 
traditional uses of life insurance, it is also purchased to protect 
generational wealth, efficiently manage taxes and enhance a 
family’s estate.

“Life insurance has become its own asset class that provides 
important diversification benefits in these very complex 
portfolios,” Bob explains. “It is a much more sophisticated 
product than people think it is.” 

The companies in the Lion Street network are in the very top 
percentage of all the life insurance firms in the country, based 
on production. To help these firms grow their businesses, Lion 
Street provides underwriting, advanced sales, technology and 
marketing that firms can plug into on an ad hoc basis. Lion 
Street is an open platform, meaning owner-firms are not limited 
to the product line of any one insurance carrier. They can 
choose from all the best offerings available.

“When firms join our network, they get the advantages and 
services of a large firm while retaining their independence and 
ability to choose products that are right for their own clients,” 
explains Bob. “We provide high-level, value-add intermediary 
resources that allow them to access top-of-the-line products and 
services that might not normally be available to smaller firms 
— even firms with celebrities, professional athletes and C-suite 
entrepreneurs on their roster.”

Every firm that is part of the network gets ownership in the 
company. That means as the network and Lion Street grow, 
each firm gets more return on value. This return comes in 
the form of cash dividends that have, in the past, included 
returning the original investment to each network firm. These 
owners also have access to each other, which is unusual in the 
insurance industry.

“The life insurance industry can be lonely. You are often just a 
one-person show or part of a small company,” explains Bob. “We 
wanted to change that ‘lone wolf’ culture, so we now host four 
events each year for our owners to meet, interact and learn from 
each other. Our owners are able to share best practices and find 
strength in numbers that other firms may not have.” 

With Lion Street’s focus on elite clientele, it just makes sense 
for its headquarters to be on the top floor of one of the premier 
buildings in the downtown business district, the 515 Congress 
building. The floor-to-ceiling windows give its clients a stunning 
iconic postcard view of Austin, whether they are looking down 
Congress to the entertainment district, looking over Lady Bird 
Lake or looking at the Capitol building. 

“I’m a big believer in downtown Austin,” says Bob. “And you 
can’t get much more downtown than the Bank of America 
building at 6th and Congress. It is in the heart of the action 
but only 15 minutes from the airport. But we didn’t choose 
the building just for its location. We needed a space to host 
our owners and clients that appeals to the high-net-worth 
individuals and businesses we serve. This building does that and 
more. It is a beautiful building.”

Lion Street is a company that was built by financial professionals 
for financial professionals. Its steady growth into a multifaceted, 
elite distribution network over the past decade has proved the 
vision of its founders. With a long-term commitment to its 
elite clientele, reflected in its commitment to an elite city and 
building, you’d expect no less. 

Photos courtesy Craig Washburn

Bob Carter, Lion Street CEO and founder, (top left) had identified Austin, Texas, as the optimal HQ location for Lion Street long 
before Austin was one of the hottest office markets in the United States.  

The Heart of the Lion
in the Heart of Downtown Austin

A few of the key members of the Lion Street team from left to right:  Aaron Lemoine, Dir. of Carrier Relationships; Michael Fontanini, 
VP of Advanced Planning and Design; Brian Bonifant, Sr. VP of Firm Building; Tiffany Hyde, Sr. VP/Head of Underwriting; Amber 
Goetz, Dir. of Transitions and Operations, Lion Street Financial; Royce Imhoff, Sr. VP of Firm Building; Meagan Dean, Controller; John 
Burmeister, President and CEO, Lion Street Financial; Bob Carter, Founder and CEO; and James Joyce, Executive VP.
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A Virtual Visit 
With Dawn Estes
The Rock Star Attorney

By Phil Diment

F E A T U R E F E A T U R E

POM Editor, Phil Diment: Hi Dawn, 
I’d normally be in my suit and tie, but I 
had to quarantine for a COVID test. So 
I’m at home cranking up some of your 
music while preparing for this interview, 
and just felt inclined to wear my cowboy 
hat. Hope you don’t mind.

Dawn Estes: Are you kidding? I love it. 
That’s a well-steamed hat. But how you 
wear the hat says a lot about you. 

POM: Oh no, I think I’m wearing the hat 
wrong.

Estes: Well, let me help you out. If you’re 
very direct, you wear it kind of in the 
middle of the head, the way you’ve got it. 
George Strait wears his hat a certain way. If 
you’re a really friendly, open guy, you tilt 
it back a little to show your eyes more. The 
bad guys wear them really low down over 
their eyes. It’s a whole thing. I’m teaching 
your California brain something today. 

POM: I love it, Dawn. You know, we 
have some wonderful KBS tenants in our 

So, we were at band practice, I don’t know, 
it’s probably been eight or nine years ago, 
and somebody said something about going 
walleye fishing in Oregon. So, Steve says, 
“Well, there’s not enough songs about the 
great northern pike, the fish that you’re 
fishing for up in the northern states. What 
about a song about pike?” And I’m not 
joking — after a few rifs, the song just 
wrote itself. It’s one of the best songs we’ve 
created.

So I ran for judge, 

and all my Democrat 

friends told me I was 

a Democrat. All my 

Republican friends told 

me I was a Republican.
 

POM: Tell us about your law firm, Estes 
Thorne & Carr, and how you started?

Estes: The idea for our law firm was sort 
of birthed out of my 2006 run for judge 
in Dallas County and not getting elected. 
As you probably read, politically Texas has 
been turning purple. So I ran for judge, 
and all my Democrat friends told me I was 
a Democrat. All my Republican friends 
told me I was a Republican. I figured I 
had a better chance getting elected as a 
Republican, and there was an open bench. 
So I ran as a Republican, and then the 
whole courthouse flipped Democrat. 

During this time, I was working for a 
really good, relatively large law firm. While 
campaigning, I had the opportunity to 
tour a lot of law firms in town, and I met 
a lot of lawyers. I saw that there were so 
many really good small firms that had 
wonderful clientele, great offices and very 
sophisticated practices. 

After the campaign, I was shopping with 
a former big firm partner of mine who 
works inside a Fortune 50 corporation and 
she suggested I partner with some of our 
friends to form a women-owned law firm. 
I sat down and took an inventory of where 
I wanted to be. I’m an obsessive list maker. 

your band. How did you come up with 
this crazy, fun song?

Estes: It started with my band member, 
Steve Henry. Music just flows out of 
him. You can just walk up to him and 
go, “Steve, pick up your guitar and write 
a song about a mannequin.” Just pick a 
random topic; he’ll write a song about it. 

Estes: We usually ebb and flow around 
15 to 20 employees total. We operate 
very conservatively with our finances. 
We grow when opportunities present 
themselves, but we’ve never said we want 
to be a certain size.

POM: What type of cases do you take?

Estes: If it touches the practice and 
operation of a business, we can offer 
legal guidance. Primarily that includes 
commercial litigation and employment 
litigation. Commercial litigation can really 
be anything. We handle everything from 
business divorces to trade-secret claims 
to asset-purchase agreement breaches to 
oil and gas lawsuits to real estate disputes. 
Keeping with our focus on individuals, we 
also do a lot of family law-related work. 
While that obviously includes divorce 
and custody-related matters, it also may 
incorporate our business knowledge, 
offering clients insights on the impact on 
family-owned businesses, investments, 
compensation packages, retiree benefits 
and other financial considerations.

POM: Where did you go to school, and 
what triggered your interest in law? 

Estes: I went to SMU for undergraduate 
school. Go, Ponies! And I went to St. 
Mary’s School of Law, which is down in 
San Antonio, for my law degree. I decided 
I wanted to go to law school after I did 
a high school mock trial competition. 
I really loved standing up and arguing. 
Also, being able to help people with their 
problems is one of the best parts about 
being a lawyer. 

Dallas portfolio, and you are one of them 
there at 3811 Turtle Creek. I want to ask 
about your amazing legal career, but since 
we’re talking music, one of your band’s 
best songs is titled, “I Like Pike,” and for 
those reading this who don’t know what a 
pike is, it’s a gnarly looking long fish with 
a mouth full of sharp teeth. The song is so 
fun, it sort of became the trademark for 

So I made a list of assets I had and things I 
wanted and where those took me. One of 
the assets was that I knew a lot of lawyers 
in town. If you know a lot of lawyers, 
you can get referral work. I also wanted 
to work with Fortune 100 and Fortune 
500 clients, as well as with in-house 
counsel. There were several other women 
at the firm I was at who were having 
their own internal conversations wanting 
to do that. So three of us left together, 
joining with another partner who had 
left previously, and we formed our law 
firm. We’re women-owned. That was our 
business goal, to use that women-owned 
certification along with top-tier attorneys 
to go out and approach big companies and 
governmental entities to do their work. It 
was that idea that started the firm. 

POM: And part of that equation is having 
a great office location ...

Estes: We knew we did not want to be 
the discrete little law office down at the 
end of the long dark hall. We wanted 
to make sure we had beautiful offices 
consistent with the top-notch clientele 
that we would be working with and 
doing sophisticated legal work for. That 
was February of 2008, and we all know 
what happened in 2008 and 2009. The 
economy bottomed out. I’m not sure 
we would have had the gravitas to start 
the firm if we’d known what was going 
to happen, but because we are litigation-
centric, when money dries up and the 
economy gets difficult, it seems like more 
lawsuits get filed. Our first client was 
AT&T — and then Parkland Hospital. 
After that, things just took off. 

POM: You mentioned you also do govern-
ment work.

Estes: Yes. We’re a federal government 
contractor, technically. When the FDIC 
started closing banks, we started doing 
some work for them as well. Because 
when banks are closed and the assets are 
sold, any pending litigation needs to be 
handled. So we started doing that kind of 
work, too. 

POM: How many employees do you have? Continued on NEXT PAGE

She grew up in a dusty, oil-patch town in West Texas, where her high 

school graduating class totaled less than 200. Today, KBS tenant Dawn 

Estes is a founding partner of one of the most successful female-owned 

law firms in Dallas. She’s also a lead singer in a popular bluegrass band.  

Premier Office Magazine Editor Phil Diment sits down with Estes to chat 

about Dallas, deals and the bluegrassy music of Black Dirt Tango.  

Our Zoom interview kicks off with a few tips for a Californian on how to properly wear 
a cowboy hat.
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POM: What accolades has ETC earned?

Estes: We have earned numerous 
individual recognitions from the Best 
Lawyers in America, Texas Super Lawyers 
and D Magazine. Some of us have been 
selected among the top 100 lawyers in 
Texas, which is always such a huge honor 
because your lawyer colleagues vote on 
you. And yes, those honors are always 
exciting. But we all take much more pride 
in the firm-wide honors we have earned, 
including U.S. News & World Report 
and the Best Lawyers in America’s Best 
Law Firms listing, where we are a Tier 
1 commercial litigation and family law 
firm. We have also been named to the BTI 
Client Service A-Team, which speaks to 
our devotion to our clients. We also have 
been listed as one of the top female-owned 
businesses in the Dallas-Fort Worth area 
several years in a row.

I’ve seen the inside of 

almost every prison in 

Texas, Oklahoma and 

Arkansas. 

POM: Are you a native Texan?

Estes: I am. I grew up in Big Spring, a 
small oil-field town out in West Texas, 
population of about 20,000. I thought 
that Dallas was the center of the universe 
when I was growing up. The reason the 
town even exists is there was a watering 
hole there, so it became the midway 
point on the Texas and Pacific Railroad 
between Ft. Worth and El Paso, which tells 
you where it is — right in the middle of 
nowhere. 

Growing up in the oil patch, you learn 
early about booms and busts. My dad sold 
property and casualty insurance, and my 
mom sold real estate. I was a small-town 
girl growing up.

POM: What prompted your love for 
music?

were about 14 of us. The son of the choir 
director had been incarcerated. So it was 
his calling to give back; it was pretty cool 
but a little frightening at 17 to walk into 
“Big Mac,” Oklahoma’s State Penitentiary. 
I can’t believe my parents let me go. 

POM: Fast forward about 20 years, and 
that passion for music is not only still alive 
and well, but you are starting that awesome 
band, Black Dirt Tango. That’s pretty cool.

Estes: Yes, it is.  Steve Henry, who I 
mentioned earlier, is a longtime friend 
and a driving force behind the band. He is 
the chief legal officer at Austin Industries, 
so he’s got a real job too. He and I were 
in a band before Black Dirt Tango that 
was called Secondhand Noise, and we 
did rock covers. And then a bunch of the 
other guys who were in that band couldn’t 
make rehearsals because of kids and other 
commitments. That was pretty much the 
end of that band. Later on, Steve calls and 
says, “Come over and have a beer and we’ll 
play some music.” When I did, he said 
he had figured out what our next band 

I also sang in our church growing up. 
We had a group which went on prison 
tours and sang to prisoners. It was very 
interesting. I always joke with people and 
say I’ve seen the inside of almost every 
prison in Texas, Oklahoma and Arkansas. 

POM: That must be a very moving thing, 
to sing to prisoners — you know, giving 
them a glimmer of hope.

Estes: We cried a lot. It was a complete 
emotional cleansing almost every time. 
We were called His Children, and there 

Estes: Being in the band is so much fun. 
It gets me out of the stress and pressure 
of what I do in an office every day. It’s 
almost like a meditation because you can’t 
worry about anything else when you’re 
playing music. You’ve got to be all in. It’s 
all-consuming. It gets you into that other 
half of your brain, which is a good thing. 
It’s important. And I think we all really 
did miss it during COVID. It’s just hard 
to collaborate music online because there’s 
just a slight delay in transmission. Have 
you ever tried to sing “Happy Birthday” 
on Zoom? You can’t do it. 

POM: So the gigs you do, I have a hunch 
it’s not about the money. 

Estes: We do get paid. We do make some 
money. But it’s not about the money. 
We’ve played Poor David’s Pub here in 
Dallas quite a lot; it’s wonderful and has 
been around since the 1970s. David Card 
is the owner. I always want to mention 

Estes: I took classical piano lessons for 
12 years from a wonderful woman named 
Ann Houser. She lived in Big Spring, but 
she was a Juilliard graduate. As a result, 
she had exacting standards; she taught 
self-discipline and control. She taught me 
so many good things. 

I also discovered that I love singing too. 
Much to Mrs. Houser’s chagrin, I did not 
give my senior piano recital because I had 
fallen in love with singing more than piano. 
That’s one of those things that she chided 
me about, but I did it anyway — I was 18.

should be. I was like, “What?” So he plays 
me the Bob Dylan song “Wagon Wheel.” 
It was before Darius Rucker had covered 
it. It was the Old Crow Medicine Show. 
He said, “This is what I want our sound 
to be.” I was sold. I love the country thing 
and always kind of wanted to venture 
toward that sound. So that was the genesis 
of Black Dirt Tango, an old Bob Dylan 
song. I describe our sound as country that 
is a little bluegrassy but not a lot. It’s got a 
little rockabilly. I would call it Americana. 

Being in the band is so 

much fun. It gets me 

out of the stress and 

pressure of what I do in 

an office every day.

POM: So there are five members of the 
band, all professionals in one way or 
another. I can only imagine how fun the 
practices are.

F E A T U R E F E A T U R E

Continued on NEXT PAGE

Continued from PREVIOUS PAGE

There’s no limit to how far your company can go when you 

believe you can and have a partner who believes it, too. 

U.S. Bank Commercial Real Estate is dedicated to establishing 

long-term relationships with developers, Real Estate Investment 

Trusts (REITs) and commercial property owners across the U.S. 

We utilize our strength, expertise and commitment so you can 

realize your vision and goals and make your possible happen.

usbank.com

Deposit products offered by U.S. Bank National Association.  

Member FDIC. Credit products subject to normal credit approval. 

©2021 U.S. Bank. 641804c (10/21) 

To find out more, contact

East Sadhvi Subramanian, SVP  |  703-442-5490

Northeast Kim McKee, SVP  |  646-971-4906

Central Ralph Pace, EVP  |  612-303-3509

West Wayne Brander, EVP  |  949-863-2317

In business,  

“can do” does.TOP:  Black Dirt Tango wows an audience in Dallas with an upbeat, bluegrass sound 
that’s hard not to dance to.   LOWER LEFT:  As a girl growing up in the west Texas oil 
patch, Dawn was a budding young musician with big ambitions, even as a youth.   
LOWER RIGHT:  Little did Dawn realize back in high school that she would one day 
take her gift for public speaking and start one of the top law firms in Dallas while still 
keeping her passion for music alive.
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him whenever I can because he has 
supported live music in Dallas as long as 
anyone can remember. We also frequently 
perform at Enchilada’s. We’ve played at 
Red Caboose Winery down in Meridian, 
and we’ve played in a bunch of places that 
are north of town. So we’ve just kind of 
played all over. 

POM: What’s your favorite song in 
BDT’s repertoire? 

Estes: “I Like Pike” is one of my 
favorites. So is “Beer for Breakfast” and 
“Stuck in Dallas.” And then there’s a song 
that Steve wrote called “Donegal Bay.” It 
is like an Irish pub, beer-drinking song. 
I love getting to sing it. It’s almost like 
musical theater. 

POM: It’s pretty neat that most of your 
stuff is original. So who writes the music? 

Estes: Steve writes probably 90% of it. 
Michael Brown writes the other 10%. 
Michael is our bass player and is the 
narrator on Discovery Channel’s “Naked 
and Afraid.” He has this beautiful 
baritone voice, and in my opinion sings 
Springsteen better than Bruce Springsteen. 
I’m kind of involved in the creative 
process, but I wouldn’t call myself a 
writer. I would love to be, but I’m not 
there yet. 

POM: Do you just do vocals? 

Estes: I share the vocal role with Steve 
and Michael, and I play harmonica and 
an instrument called a melodica. It’s a 
keyboard that you blow into. 

POM: Do you have roadies who set things 
up for your gigs?

Estes: Yeah, my husband. But otherwise, 
we do all that work ourselves. Which, 
when you’re outside in the hot Texas sun, 
it will take it out of you. It would be nice if 
we had roadies.

POM: Tell me a little bit about your 
family. I heard your daughter sing on one 

of those smaller towns are continuing 
to grow and develop. So it’s not just 
that it’s all on Dallas. It’s a collaborative 
community. I think that’s great. 

POM: How do you like the 3811 Turtle 
Creek building for your law firm?

Estes: I love it. We love this area. Our 
employees and lawyers love not being 
downtown and being able to avoid that 
traffic. Our clients love it. The building 
is beautiful. The people who maintain 
the building are friendly. We don’t have 
enough nice things to say about this 
building. 

POM: How can people learn more about 
your law firm — and of course the band? 

Estes: Our law firm Web address is 
https://estesthornecarr.com/, and the 
band’s website is https://blackdirttango.
com/. The band also has a Facebook page 
that’s kept a bit more current than the 
website.

POM: Dawn, thank you for your time!

Estes: Oh, thank you, Phil. I enjoyed 
it. Would love for you or any of your 
readers to check us out next time you are 
in Dallas. 

of your tracks online — my goodness, she 
could be on American Idol. 

Estes: Yes, Katy has an amazing voice. 
She’s a senior in high school and at that 
point where she’s applying at a lot of 
colleges, so we will see where she ends up 
going. We also have a son, Grayson, who 
is a senior at the University of Arkansas. 
He’s going to graduate this year and 
hopefully go to law school. He just took 
the LSAT. 

My husband, David, we’ve been married 
for almost 25 years. He’s a lawyer too. He’s 
at a law firm called Hucsh Blackwell and 
specializes in insurance coverage litigation.

I think Dallas is such an 

amazing and vibrant 

community. The 

redevelopment that 

is happening is really 

exciting, and I expect 

to see that continue. 
 

POM: What do you all enjoy doing as a 
family?

Estes: Well, we are huge live music fans, 
so we love to go hear live music. Black Dirt 
Tango typically rehearses at our house, 
and that means that we have all the setup 
for the PA at our house, so we love singing 
karaoke — that can be very fun, especially 
with friends.

POM: What would you say about Dallas? 
Is it able to sustain the unprecedented 
growth that it’s seen recently? 

Estes: I think Dallas is such an 
amazing and vibrant community. The 
redevelopment that is happening is really 
exciting, and I expect to see that continue. 
Dallas definitely has that spirit. It will do a 
makeover when it needs to. 

Dallas is a collection of a lot of different 
small towns and communities, and all 
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History Meets Hipster
How a 100-year-old building in Salt Lake City 

became the trendiest spot in town. 
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S
ituated in the historical heart of Utah’s capital city, 
you’ll find one of the most unique and valuable assets in 
the KBS portfolio. The 210,938-square-foot Salt Lake 

Hardware building delivers all one would expect from Class 
A office space — a terrific location, attractive interiors, life-
enhancing amenities and an impressive overall aesthetic. But 
behind its brick façade is more than a century of history — and 
rumors of a basement that just might be haunted. Is this former 
hardware distribution center the home of a few “spirited” 
tenants? We’ll get back to that. But one thing is certain — this 
unusual building has played a key role in revitalizing an area of 
downtown Salt Lake that is now one of the trendiest in the city. 

“Salt Lake Hardware has been an 

anchor for the city’s central business 

district since 1909 when it opened 

its doors.” 

Tim Helgeson, KBS Senior Vice President

With its red brick exterior, early 20th century design and 
enormous size — the building’s footprint takes up an entire 
acre — Salt Lake Hardware has occupied this corner of the 
city since 1909 and has served a vital role ever since. First, a 
little Utah history: The great westward migration of Mormon 
pioneers to this area began in 1847 and reached a crescendo 
in 1869 with the completion of the transcontinental railroad. 
Utah achieved statehood in 1896, and just a few years later, 
the Salt Lake Hardware Company opened its doors, wisely 
choosing its downtown location to take advantage of the 
nearby railroad depot. 

In a way, the hardware company was the big-box retailer of its 
day and aimed to be a one-stop shop for everything — from 
hardware and farm equipment to radios, housewares, sporting 
goods and even mining supplies. The building even had an 
auditorium that was used for everything from conventions to 
live theatrical performances. But as the decades went by and 
times changed, Salt Lake Hardware closed its doors, and by 1986 
the building was essentially abandoned. 

KBS Senior Vice President Tim Helgeson explains, “Salt Lake 
Hardware has been an anchor for the city’s central business 

district since 1909 when it opened its doors. But like any 
property with so much history, it went through a period when 
its glory had faded. KBS saw enormous potential in the property, 
and we felt like we could do something really special with it that 
would help revitalize the entire area.”  

The rebirth of Salt Lake Hardware began in 1996 when a 
group of entrepreneurial investors took the first steps toward 
revitalization as part of a grander plan to turn the tides of a 
neighborhood that was looking more than a little faded and, in 
some places, even dangerous. Let’s put it this way, you wouldn’t 
have wanted to bring your grandmother to this part of town for 
Sunday brunch. 

“From the beginning, we knew we 

wanted to preserve the building’s 

original warehouse character.”

Russ Bachmeier, FFKR Architects

The challenge of redevelopment began with how to convert the 
aging hardware structure into a contemporary Class A office 
space that still retained its historical brick and timber character. 
Russ Bachmeier of Salt Lake’s FFKR Architects spearheaded 
the conversion. “From the beginning, we knew we wanted to 
preserve the building’s original warehouse character. So great 
care was taken to preserve historic elements, such as many of 
the original windows, the rooftop water tower, fire escapes and 
landings, fire bells and the south loading dock.” 

The biggest change to the building was the creation of a five-
story, light-filled atrium right in the center of the structure. Dave 
Robertson, on-site property manager with CBRE, explains 
how this very modern addition makes all the difference to its 
tenants. “The design of the new atrium allows tenant traffic to 
flow beautifully around the space. It has a great feeling to it — 
substantial and historic but not old. The open atrium makes you 
feel the spaciousness of the building even if you are in a cubicle 
or office, and tenants don’t feel like they are coming to the 
typical mundane office that everyone else reports to. Their space 
is different than anyone else’s.”

Pride of place in the atrium is given to a spiral slide original to 
the structure. Designed to quickly transport goods from upper 
floors to the loading docks below, the corkscrew contraption 
now provides a striking sculptural element to the building’s 

Continued on NEXT PAGE

Here’s what the property looked like at the turn of the 20th 
century.  Today, the water tower is still there, and the building 
stands as strong and proud as it did over 100 years ago.

A turn-of-the-century window display at the Salt Lake Hardware 

Building. “I’ll take the food chopper for 98 cents, please”

By Sharon Dymmel
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interior. At street level, the building’s original design allowed 
horse-drawn wagons to pull directly into the structure where 
purchases could be loaded as the customer waited. Supporting 
arches were specifically designed with 14 feet of clearance 
so that horses wouldn’t hit their heads should they rear up. 
These distinctive brick arches remain today and provide a 
dramatic scaffold to the Hardware Building’s fully modernized 
interiors. Standing under these architectural elements, one can 
easily imagine the sights, sounds and ghosts of the structure’s 
colorful past.

Placed on the National Register of Historic Places in 2001, Salt 
Lake Hardware serves as an important example of the early 20th 
century architecture that once characterized downtown Salt Lake 
City but has since become a rare commodity. KBS acquired the 
hauntingly unique property in 2012 and brought the building 
into the 21st century with a 2015 revitalization also implemented 
by FFKR Architects. These improvements included seismic 
upgrades and a replacement of the building’s blood vessels and 

nerves — the mechanical and electrical systems. “Interior aesthetics 
were brightened with a brighter paint pallet and flooring,” says 
FFKR Interior Designer Sydnie Young. “We wanted to create a 
greater sense of community for the building’s tenants, and we 
achieved this by incorporating tech upgrades and a contemporary 
furniture package that gave the space an appealing symmetry 
and made it more inviting and multifunctional.”  Yet even with 
all that modernization, the character of the old structure shines 
through and became the template for an adjacent development, 
the Hardware Apartments, a joint venture KBS undertook with a 
local developer. 

“The Hardware Apartments were designed to look as though they 
have always been a part of the neighborhood,” says KBS SVP Tim 
Helgeson. “The exteriors are brick and of similar height to the 
Hardware office building. Visually, they look like they were part 
of the same master plan, and the uses are also complementary as 
high-end residential supports the urban concept of ‘living where 
you work.’ When the city added in the light rail component with 
connections to the airport, the entire area became even more 
attractive.” 

“Restaurants, shopping, concerts 

and Utah Jazz home games are all 

within walking distance, and I love 

the upgrades — a new gym, ample 

meeting space, open areas to draw 

inspiration from and the overall 

history that is in view from nearly 

every vantage point.”

Chad Harris, R&R Partners

“The location is ideal for us,” one tenant enthused. Chad Harris 
of R&R Partners, an international advertising, marketing, 
public relations and public affairs firm says the building was just 
what a creative firm like R&R was looking for. “It is centrally 
located, close to our clients, the Utah State Capitol, freeways 
and light rail. Restaurants, shopping, concerts and Utah Jazz 
home games are all within walking distance, and I love the 
upgrades — a new gym, ample meeting space, open areas to 

draw inspiration from and the overall history that is in view 
from nearly every vantage point.”

Today, this distinct district — known as the Hardware District 
— offers up a fresh, hip vibe with retail and entertainment 
venues aplenty. Take in the magnificent views of downtown Salt 
Lake available from the rooftop pool of the swanky Hardware 
Apartments, and it’s not a bad place to unwind after a day at 
the office.

KBS is proud of its role in helping revitalize the area that has 
become one of Salt Lake City’s most desirable and especially the 
jewel in the crown — the Hardware Building itself. “It’s a huge 
advantage to have a building like this in the KBS portfolio,” says 
CBRE’s Dave Robertson. “Tenants love to bring clients to the 
office.” Gazing up at the red brick façade, it is easy to understand 
why and to imagine what things were like 113 years ago in this 
thriving western town. How many people, long forgotten, have 
passed through its doors? With all that history, it certainly seems 
to have the prerequisites for a good haunting. Remember that 
spooky basement prospective tenants often ask about? According 
to CBRE’s Dave Robertson, inquisitive people want to know if it 
is really haunted. “The building has a ton of history, that’s true,” 
says Robertson. “But they are a little disappointed to find out there 
is no basement.”

P R O P E R T Y  P R O F I L E P R O P E R T Y  P R O F I L E

Continued from PREVIOUS PAGE

WHAT DO WE DO?

We build and protect reputations 

www.thesmartagency.com 

The Smart Agency, Inc. is the leading professional communications firm 

for commercial real estate and finance companies in the United States.

Reputation is Everything 

Who tells your story?

Today, the Salt Lake Hardware Building is a premier office location which still retains the original brick and timber architecture. Even the 
property’s original water tower and spiral slide in the atrium, which was once used to transport goods between floors, are still intact.  
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Meet Allen Aldridge 
Asset Manager 
Eastern US

A S S E T  M A N A G E R  P R O F I L E

Premier Office Magazine: When did you start with KBS 
and what is your current role?

Allen Aldridge: I joined KBS in late 2008 at the beginning of 
the Great Recession. I serve as a Senior Vice President of Asset 
Management/Acquisition and Co-Director of Asset Management 
(with Brent Carroll).  I oversee assets across the East Coast.

POM: What did you do prior to KBS?

Aldridge: Prior to KBS, I was with CMD Realty Advisors 
for 16 years.  They were a 100-year-old company (started 
1902) based in Chicago, owned by the FH Prince family.  I was 
involved in asset management, acquisitions and dispositions.

In late 2006, we formed a new company, WIND Realty Partners, 
with six of the former CMD executive team members, and were 
hired to dispose of all remaining assets for the Prince family, 
which we accomplished by late 2007. 

POM: How important are relationships with tenants and with 
the tenant rep community?  

Aldridge: Our relationships with tenants and tenant reps are 
critically important and hinge on providing exceptional service, 
being transparent and responsive to their needs.

POM: What is one recent or emerging technology that you feel 
will benefit office users?

Aldridge: Many new or enhanced technologies have benefited 
our tenant base — from (i) conference center scheduling 

and technology when they arrive to simply and seamlessly 
connecting to large and often multiple screen presentation 
platforms (think CSI); (ii) Bluetooth building access systems via 
phones that eliminate the need to carry an extra key or fob; (iii) 
some of our buildings read license tags and open automatically 
when the tenant enters the parking garage.

POM: Do you see migration of talent toward secondary markets 
as a continuing trend?

Aldridge: YES, the trend will continue.  Attracting top quality 
talent is the top priority for all growing companies. Companies 
are relocating to markets where there is young, educated talent 
and/or where talent is eager and willing to relocate.  This 
generally favors good climate, quality of life and affordability 
for raising a family, educated workforce and areas with strong 
sports, cultural and outdoor activities opportunities.  

“Our relationships with tenants and 

tenant reps are critically important 

and hinge on providing exceptional 

service.”

POM: Given advancements in PropTech, your thoughts on the 
idea of a fully autonomous office building?

Aldridge: I think a fully autonomous building is well into 
the future, and while we can and will automate some of the 
operating functions (from engineering to cleaning), we’ll 
always need human contact to ensure tenant satisfaction and to 
monitor and engage for how we can better service their needs.

POM: Your thoughts on the evolution of coworking?

Aldridge: There does seem to be a trend and constant search 
for a way to provide tenants with more flexibility as they grow, 
contract or change in their operations.  I foresee continuing 
developments with coworking, providing tenants with an 
accordion approach to their longer term lease obligation.  

With three sisters, four daughters and four 

sister-in-laws you could say KBS’ co-director 

of asset management, Allen Aldridge, is a 

ladies’ man. A golfer, hiker, Duke and Golden 

State Warrior basketball and Atlanta Braves 

baseball fan, Allen works out of Atlanta and 

is a big part of the KBS asset acquisition and 

management team overseeing well-located 

properties throughout the Eastern U.S.

POM: Where do you live now and where were you raised?

Aldridge: I was raised in Durham, N.C., and lived there until 
2001, when our family relocated to Atlanta in a relocation 
with CMD Realty Advisors. We lived in Marietta, Ga., just 
outside Atlanta for 20 years, until recently when my wife and I 
moved to downtown Alpharetta, Ga. (just outside Atlanta) to a 
completely walkable environment.

POM: Tell us a little about your family.

Aldridge: Three sisters, four daughters and four sister-in-laws 
— so lots of girls. My wife started as a banker with NCNB (now 
BofA) until our second was born, then she stayed home.  She now 
does financial accounting for multiple small companies through 
a relationship with a CPA.  Our girls are grown, ranging from 22 
to 29 years old: IBM consultant, fourth grade school teacher, a 
physician assistant and our youngest is in brand marketing with 
Group M. My parents currently live in the N.C. mountains, and 
we see them often as they are both still very active.

POM: What are your favorite pastimes when you find the time?

Aldridge: Golf (though I need some refresher lessons), 
travel to different and interesting places, spending time in the 
mountains; hiking the many Blue Ridge Parkway trails and 
walking at Lake Junaluska; and I would like to better learn fly 
fishing (outside of a few resort trips).

POM:  Favorite food?  Favorite sports team?

Aldridge: Food — oysters and beer, tuna and wine, a great 
charcuterie tray with prosecco and a filet with a Manhattan. 
Sports — Duke Basketball, Golden State Warriors, Atlanta 
Braves, NFL football.

POM: Having worked with KBS for several years, what do you 
feel sets KBS owned and managed properties apart?

Aldridge: First of all, KBS targets, tracks and buys only top 
quality assets in great locations, but the secret sauce is that we 
continue to invest and find ways to differentiate them to make 
them even better both large and small. Just a few great examples 
would be Main & Gervais in Columbia, S.C. — a fully leased 

building with small vacancy at acquisition.  We proactively 
terminated a good quality 4,500 sq. ft. restaurant on the main 
level and replaced it with an 8,500 sq. ft. best-in-class/boutique 
steak house (Halls Chophouse out of Charleston, S.C.) that now 
does record sales.  This was the highlight of other improvements 
that included a fitness center and lobby renovation.

Just a short distance north is Carillon in Charlotte, N.C., 
where we created a state-of-the-art fitness center with a café on 
the ground level, with full lobby renovations and an exterior 
courtyard with artificial turf positioned next to the Grand 
Bohemian Hotel, with restaurant and bar facilities adjacent to 
the courtyard.  We’ve added numerous tenant coffee bars in 
main lobbies or next to conference centers which are all really 
well received by our tenants.

“No matter what your situation, 

always remain positive and strive 

to make the best of you current 

circumstances.”

POM: What advice would you offer to young talent seeking a 
career in commercial real estate?

Aldridge: First of all, do it, jump right in.  I started with no 
experience (property) managing office buildings and quickly 
learned from the ground up.  Work on your networking and 
never forget anyone; don’t burn bridges — you will be surprised 
how many people you will call on in future years for advice or to 
connect with others that you met along the way.  That applies 
not just to real estate.

No matter what your situation, always remain positive and strive 
to make the best of your current circumstances to reach your 
and your company’s objectives (in other words, play the cards 
you are dealt, not the ones you wanted). There will be challenges 
in work and life, but it’s how you perform and what you make 
of them when presented with more difficult tasks.
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By Beth Matteson-Teig

F E A T U R E F E A T U R E

5G has been touted as the best thing since sliced bread. 
Many expect its supersized capacity to transit large 
amounts of data at lightning-fast speeds to launch a new 

era of digital innovation. And the much anticipated wait is 
over. 5G is here…sort of.

Carriers such as Verizon, T-Mobile and AT&T have been in 
a race to roll out 5G signal, and each is boasting that their 5G 
coverage now reaches hundreds of millions of people across 
the U.S. The caveat is that consumers need to be able to receive 
those signals with a 5G-capable device. Those who have the 
latest iPhone, Samsung Galaxy or Google Pixel can pick up 
5G signal as they’re walking down Fifth Avenue in Midtown 
Manhattan or perhaps taking in a game at L.A.’s SoFi Stadium. 

The rollout of 5G is not as easy as simply flipping a switch. First, 
it requires carriers to upgrade systems and towers that allow 
them to “turn on” the 5G signal. Second, people need mobile 
devices — smartphones and tablets — capable of receiving 
those signals. Carriers haven’t wanted to get too far ahead of 
consumer demand. At the same time, they have been betting on 
a  “build it and they will come” strategy. “I do think we are at an 
inflection point with 5G where things are going to start moving 
much faster,” said Andrew Smykowski, head of operations, 
North America at WiredScore. 

For example, the iPhone 13, Apple’s second gen smartphone that 
supports 5G, was introduced in September. “So, 5G-capable 
devices are about to be in a lot more people’s hands,” he said.

Bringing 5G into office buildings

Carriers are turning on signals in cities across the country, 
yet actual coverage is a bit spotty and also is concentrated on 
outdoor service. Unlike 4G, some 5G signals don’t penetrate 
walls or structures well. As such, carriers are prioritizing 
rolling out outdoor networks, especially in those areas with 
high concentrations of people. “Once those outdoor networks 
become saturated, carriers will turn their attention to indoor 
networks,” noted Smykowski.

In the built environment, those facilities taking the lead in 
planning for 5G tend to be large public assembly buildings 
that attract a lot of people. For example, the NFL formed a 
technology partnership with Verizon in September 2021 that 
brings 5G service to sections of 25 stadiums across the country. 

Many expect 5G as a standard 

amenity in office buildings to be at 

least a few years away.

Many expect 5G as a standard amenity in office buildings to be 
at least a few years away. “Office landlords don’t feel an urgent 
need to run out and get 5G technology,” noted Aaron Lapsley, 
PE, RESET AP, LEED AP, principal at System2Consulting, a 
consulting and engineering firm specializing in technology for 
the built environment and building systems. “Any tenant in 
an office building has a well-functioning Wi-Fi network right 
now. So this will evolve slowly over time,” he said. That being 
said, developers are beginning to think about designing for 
5G, especially for large office buildings and mixed-use projects. 
“The industry in general has a good perspective that 5G has 
to be a part of new office developments,” said Lapsley. “The 
broader office market is still waiting for carriers to get further 
down the path to fully rolling out 5G,” he added. 

The rubber is about to hit the road with 5G technology, but 
what exactly is 5G?

5G is the next step in the ongoing evolution of wireless 
technology that started with the introduction of that first 
innovative car phone in 1982 on a 1G signal. It was cutting-
edge at the time. Fast forward to today and there is a lot of 
excitement about the capabilities of 5G. Specifically, it has 
three big technological advancements over 4G: 

Very low latency, which in laypersons' terms is the 

time it takes data to get from point A to point B. 

Superfast download and upload speeds. 

Higher capacity, meaning it can handle more 

devices per cell site that can connect to the 

network. 

The expectation for 5G is that it can move large amounts of 
data in less than the blink of an eye. However, it’s not one size 
fits all as there are different types of 5G signals. Carriers such 
as Verizon, T-Mobile and AT&T all have different models in 
terms of delivering low-band, mid-band and high-band 5G 
signal. For example, T-Mobile is using a lot of low- and mid-
band 5G frequencies that do penetrate into buildings quite 
well as they are similar to the 4G frequencies being used. The 
high-band frequencies are the ones where users pick up a lot 
of the benefits of 5G, such as massive bandwidth, incredibly 
low latency and very high throughputs, yet the high-band 
frequencies don’t penetrate into buildings very well. 

That group is a distinct minority of cellphone users. According 
to PwC’s US Mobile Index that tracks the trajectory of 5G, 
80% of the population was expected to have access to 5G in 
some aspect of their day-to-day lives by July 2021. However, 
only 12% of the population had 5G-enabled devices at the time. 

The rollout of 5G is not as easy as 

simply flipping a switch. First, it 

requires carriers to upgrade systems 

and towers that allow them to “turn 

on” the 5G signal.

The wait for 5G 
is almost over —

are we ready?

A Primer on 5G

Continued on NEXT PAGE
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Laying the groundwork for in-building 5G

There are steps that building owners are taking now to better 
position themselves to add 5G tech when it becomes available. 
One is conducting property surveys and taking stock of 
existing systems and equipment. Does a building already have 
a distributed antenna system (DAS)? Can that system easily 
be upgraded to 5G? “There are a number of fundamental 
questions that have to be answered,” noted Doug Stewart, head 
of IFM Digital Transformation in Cushman & Wakefield's 
Global Occupier Services (GOS) Group. “How do we consume 
it from an operational perspective, and what's the cost 
structure?” he said. “5G is more like Wi-Fi, so how do we install 
all the sensors needed to cover an office building, corporate 
campus or retail center and have enough range for the whole 
property?”

At the same time, building owners recognize the potential 
advantages of 5G both for enhanced tenant experiences and 
building operations. “5G offers us a significant opportunity to 
streamline how we deploy technology, especially in the built 
environment. Ideally, we'll be able to leverage bandwidth, 
throughput and low-latency levels that traditionally have 
been obtainable through wired networks but at a fraction of 
the cost,” said Stewart. For example, 5G-enabled sensors can 
support improved video and video analytics. “While flexibility 
is one of the key advantages, once you have that connectivity, 
it's easier to leverage 5G’s expanded capabilities to improve 
operations,” said Stewart. “As we start looking at what it means 
more broadly, it removes barriers for both the owner and 
tenants and clears the adoption path to improved operations 
and enhanced user experiences.” 

One of the challenges for building owners is that carriers such 
as Verizon, T-Mobile and AT&T all have different strategies and 
different signals in terms of delivering low-band, mid-band and 

high-band 5G signal. Landlords could partner with a provider 
to create private 5G networks within tenant spaces. Another 
solution is to create a flexible, multi-carrier network. Such a 
centralized building network would provide a backbone that 
can serve all of the building needs, including accommodating 
building automation systems and serving tenant data needs 
with service from multiple providers. That type of technology 
also will be important for other property types, such as hotels, 
which will need to cater to individual guests who will expect 
to maintain 5G signal as they come in from the street into the 
building and up to individual rooms. 

The real game changer for 5G is 

that it has the potential to displace 

traditional Wi-Fi networks.

The real game changer for 5G is that it has the potential to 
displace traditional Wi-Fi networks. That’s where it gets really 
interesting for the office building, because the old model where 
the landlord could just pull wiring to tenant spaces to create 
local area networks (LANs) no longer works. That’s where 
buildings will need a DAS or radio network that can propagate 
5G signal. “I don’t know if anyone is designing for that right 
now until we get a better sense of how fast and how reliable 5G 
can really be at scale,” said Lapsley. “We’re probably a few years 
from that, but I do think in the near future we’re going to start 
to see a lot more data going off of Wi-Fi and onto 5G.”

“A good analogy to understanding different 5G signals 
is sound waves,” noted Andrew Smykowski, head of 
operations, North America at WiredScore. When someone 
is playing loud music in a car or house and the door is 
closed, people outside still hear the low base frequencies. 
“That is not just a property of sound, that is a property 
of waves and physics in general, and that is very true with 
cellphone waves,” he said. “Low frequencies travel far and 
well through materials, whereas high frequencies do not, 
and therein lies the big challenge with 5G”, he added.

Although 5G is a great way to deliver those advances, it also 
is not the only way. There are many different options for 
wireless solutions, such as fiber, private LTE or carrier-grade 
Wi-Fi 6. “The one key difference is that 5G is wireless, and 
that’s really the game changer — the ability to get fiber-like 
speeds over a wireless connection,” said Smykowski. 5G also 
has greater capacity to enable tech such as virtual reality 
(VR) and augmented reality (AR), which could drastically 
change things such as remote working, collaboration, 
telemedicine and training.

A Primer on 5G (continued)
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R E A L  E S T A T E  I Q

Balancing High Tech 
and Human Touch

By Brian Lee

Faster, cheaper, better is the constant goal of business, 
and technology is the main avenue by which to reach the 
new performance horizons. Consider that spending on 

future-of-work technologies will increase 17.4% to nearly $656 
billion this year, according to International Data Corporation. 
In office buildings, there’s been a big movement toward artificial 
intelligence (AI), autonomy and even robots to maximize 
resources and efficiencies. But where’s the balance between high 
tech and the human touch, and how do companies achieve it?

AI is undeniably intriguing for office landlords given the 
possibility for substantial cost savings and increased efficiency.  
A tech solutions provider listed the following AI advantages: It 
handles routine tasks so that people can concentrate on matters 
requiring critical thinking; it can mine an enormous amount 
of data and then calculate, analyze and offer any number of 
possible solutions; and, of course, it saves time, finances and 
other resources. The benefits of many AI applications in the 
office are, shall we say, no-brainers. From ensuring compliance, 
enabling knowledge management and elevating digital adoption 
capabilities to more simply reducing an office’s paper-pushing 
and transcribing Zoom meetings, these benefits help companies 
to hit their fast-forward stride. 

Who wouldn’t favor AI-enabled sensors that can detect and 
communicate the location of open parking spots at an office? 
Facilities pros can also use AI technology to identify common 

areas that are getting more or less use. Last year, KBS partnered 
with workplace management platform Maptician to help 
tenants reopen locations safely and efficiently through smart 
mapping and occupancy management technology, including 
intelligent planning and scheduling solutions to achieve a more 
calculated and effective use of space.

On the other hand, there is still great value in good old-
fashioned, face-to-face interaction and customer service. 
Gensler’s “U.S. Work From Home Survey 2020” not only 
discovered that just 12% of workers want to work from 
home full time but also found that the biggest motivation 
for returning to the office is people. Scheduling meetings and 
socializing with colleagues, impromptu face-to-face time and “to 
be part of the community” were the leading factors, and client 
meetings and professional development/coaching rounded out 
the top eight return-to-work reasons.

Even in this Amazon Age, people 

need personal connection, whether 

it be with their fitness instructor, 

banker, barista or the on-site 

management team at an office

Even in this Amazon Age, people need personal connection, 
whether it be with their fitness instructor, banker, barista or 
the on-site management team at an office. At the office, there is 
comfort and caring in a firm handshake or a warm smile from a 
lobby ambassador asking how your day has been. Could a robot 
really do that? What happens when the novelty of the robot 
wears off? And do the returns justify the expense (which often 
includes pricey repairs and maintenance)? 

Smart, forward-thinking landlords will look for unique ways 
to maximize AI but also commit to finding ways to double 
down on the importance of human interaction, especially 
with responsive on-site management teams focused on tenant 
experience. After all, there’s a reason why people are attracted 
to a very upscale hotel or resort — it’s the concierge-level service 
from a friendly staff. This same reason explains why 88% of 
workers plan to return to the office after the pandemic. 

O P E R A T I O N S

The Importance of a Tax Appeal 
Strategy for Owners and Leaseholders

P
roperty taxes are one of the largest expense line items on 
the income statement of a multitenant office building, 
typically representing between 30% and 50% of all 

operating expenses.

In today’s uncertain economy and dynamic commercial real 
estate market, the valuation of office buildings is rapidly 
changing.  A variety of factors always affects this change, but 
today COVID-19 is impacting the office market in new ways. 
The jury is still out on how evolving workplaces will impact 
the overall demand for office space. What is certain is that it is 
more important than ever for landlords and tenants alike to seek 
opportunities to understand and reduce their commercial real 
estate property tax burdens.    

Traditionally, it has been the role of landlords to protest the 
property tax assessments since they absorb this expense. To that 
end, any savings achieved would solely benefit the owners. In 
today’s market, many office leases pass some, if not all, property 
taxes through to the tenant, potentially shifting the tax appeal 
burden of responsibility.  

Responsible property owners engage property tax professionals 
to perform annual reviews and appeals. This helps ensure 
property taxes are being minimized. In some cases, it may be 
necessary for tenants or their representatives to take action to 
confirm that everything possible is being done to minimize their 
property taxes. 

Many feel that overall demand for Class A office space will 
remain steady as the previously prevailing trend toward greater 
workplace density will be reversed.  Though many workers who 
transitioned to a work-at-home environment may stay at home, 
most workers will, in time, return to the office.  When they do, 
their employers may need an equal or greater amount of space to 
accommodate a reduction of employee density in the workplace.

Regardless of who is managing the property tax function, 
understanding real estate taxes in multiple states or jurisdictions 
can be challenging, especially with various rules and regulations 
dictating how they are determined. 

Often, neither the tenant nor the landlord has dedicated 
in-house experts solely focused on property taxes.  A team of 
experienced and qualified tax professionals with a local presence 
and national coverage is necessary to ensure the landlords and 
tenants are paying no more than their fair share.    

Both tenants and landlords benefit 

from a successful property tax 

appeal and the potential savings 

that are generated.

Both tenants and landlords benefit from a successful property 
tax appeal and the potential savings that are generated.  Tenants 
enjoy using the additional capital to invest in their business and 
pay their people.  Landlords can utilize those funds for property 
improvements and reduce the tenants’ overall occupancy 
costs.  Both make the building more attractive relative to its 
competitors.

Brendon Fitzgerald, CCIM

Brendon is a director in Ryan LLC’s property 
tax practice. Brendon works with companies in 
a variety of industries to minimize tax liability, 
mitigate risk and manage compliance. Ryan LLC 
is headquartered in Dallas with 56 offices in the 
United States and locations in Canada, Europe 
and Asia Pacific. For more information, contact 
Brendon at brendon.fitzgerald@ryan.com.
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LIBOR, the financial index that has been backing over 
$200 trillion of financial contracts worldwide for the 
past 50+ years, will no longer be used for new financial 

contracts beginning in 2022. One-week and two-month U.S. 
Dollar LIBOR will cease to be reported by the end of 2021, and 
the remaining U.S. Dollar LIBOR terms (known as “tenors” 
in the finance community), including the most widely used 
1-month, 3-month and 6-month tenors, will no longer be 
reported after June 2023.   

Holy Tintinnabulation, Batman!  How are we going to live 
without LIBOR?

I’m glad you asked, Robin (with apologies to the original 
dynamic duo).  

The short answer is we’re going to be just fine, thanks to 
numerous, albeit confusing, replacements for LIBOR 
recommended by various interested parties — mostly lenders — 
and more importantly the Federal Reserve. It may take a couple 
of years to zero in on one specific replacement index for LIBOR 
that will satisfy all market participants, but maybe that’s ok. 
Since when is having multiple options a bad thing in a $200+ 
trillion market?  

Now that you know it’s not really the end of the (financial) 
world as we know it and that we’re all going to be fine, a bit of 
background as to why the replacement of LIBOR is warranted.  

What Is LIBOR and Why Is It Being Replaced?

The roots of the London Interbank Offered Rate, known best 
by the acronym “LIBOR,” date back to the late 1960s and early 
1970s. LIBOR is the basis for most adjustable-rate mortgages 

(commercial and residential), asset-backed securities, municipal 
bonds, credit default swaps, private student loans and many 
other forms of debt and derivatives instruments. 

LIBOR has been determined since 1986 (when it was 
formalized) by calculating the average interest rate at which 
major banks around the world borrow from one another. This 
worked quite well until banking regulations implemented 
after the great financial crisis of 2008 resulted in a significant 
reduction in the amount of interbank borrowing. The reduction 
was so pronounced that LIBOR became largely based on 
surveyed global banks’ estimates of the price at which they 
would lend to each other, rather than on actual transactions 
between the parties. Regulators became acutely aware of this 
troubling development, and their concerns turned into headline 
news in 2012 when it was discovered that over a dozen banks 
had manipulated their reporting of LIBOR to increase profits 
from LIBOR-based derivative products. So began the need to 
create a replacement for LIBOR in the United States and across 
the global financial markets.  

SOFR to the Rescue!?

In November 2014, the Federal Reserve assembled the 
Alternative Reference Rates Committee (ARRC) comprising 
several large domestic banks to discuss options for a replacement 
rate for U.S. Dollar LIBOR. Regulators also began to signal 
that continued reliance on LIBOR could present a systematic 
risk and that it would be phased out. However, it wasn’t until 
June 2017 that the ARRC selected the Secured Overnight 
Financing Rate, better known as SOFR, as the recommended 
new benchmark for dollar-denominated financial contracts. The 
New York Federal Reserve began daily publication of SOFR in 
April 2018 and has been championing the transition to SOFR 

ever since.  The CME Group (ARRC’s chosen administrator 
for SOFR) launched trading of quarterly and monthly SOFR 
contracts in May 2018, and SOFR gained meaningful initial 
momentum during the summer of 2018 with Fannie Mae, 
the World Bank, Credit Suisse, Barclays and MetLife issuing 
commercial paper, notes and CDs backed by SOFR. 

Until very recently most financial 

transactions have continued to 

be based on LIBOR. One notable 

exception has been the residential 

financing markets.

In the first quarter of 2019, the cumulative issuance of SOFR-
linked debt reached $65 billion, and development of indicative 
SOFR-based (forward) term reference rates began. By the 
end of 2019, Freddie Mac had issued the first ever bonds in a 
commercial securitization tied to SOFR, but the transition to 
SOFR slowed significantly in 2020 and most of 2021 during the 
COVID pandemic. Domestic and international banks as well 
as the greater capital markets community have been reluctant 
to accept SOFR. Until very recently most financial transactions 
have continued to be based on LIBOR. One notable exception 
has been the residential financing markets which moved to 
SOFR under the direction and market dominance of Freddie 
Mac and Fannie Mae. Despite the slow movement throughout 
2020 and most of 2021, protocols were launched to allow for 
the conversion of legacy LIBOR-based financial contracts to 

SOFR, and the International Swap Dealers Association (ISDA) 
and the ARRC established credit spread adjustments to be used 
in those conversions. However, as we reach the end of 2021, a 
satisfactorily deep market for Term (forward-looking) SOFR has 
yet to emerge despite CME’s and ARRC’s best efforts.   

What is SOFR?

The daily Secured Overnight Financing Rate or SOFR is 
based on transactions in the Treasury Repurchase (aka “repo”) 
Market, where investors offer banks overnight loans backed by 
their U.S. Treasury bond assets. SOFR is seen as preferable to 
LIBOR because it is based on real transaction data from the 
Treasury repo market, where daily trading volume typically 
exceeds $800 billion. The New York Federal Reserve gathers 
the trading data and publishes SOFR at about 8 a.m. Eastern 
Time for the previous day. SOFR is very difficult to manipulate 
due to the large daily trading volume that is tracked by the New 
York Fed.  

Issues with SOFR

SOFR is not quite the same as LIBOR, and it has several 
weaknesses, which has no doubt led to its slower than desired 
adoption. While SOFR has generally tracked slightly below 
1-month LIBOR, it tends to decouple from LIBOR when 
accounting books get trued-up and when bank regulatory 
testing is required (usually at quarter-end and year-end when 
financial institutions’ balance sheet availability is reduced). 
SOFR also notably spiked (as compared to LIBOR) during the 
U.S. Repo Market Liquidity Crisis in September 2019. The 
Federal Reserve added liquidity to the overnight repo market to 
tame the crisis and continues to do so when market conditions 

It’s the End of the (LIBOR-based) 
World as We Know It...And I Feel Fine! 

F I N A N C I N G F I N A N C I N G

By Robert Durand

Continued on NEXT PAGE

Historic Differences between the Federal Funds Rate, 1-Month LIBOR and SOFR.
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require. This de-coupling tendency has been one of the major 
concerns with using SOFR as a replacement for LIBOR, but it is 
far from being the only one. 

SOFR is a trailing daily rate, so it is challenging to establish 
forward-looking 1-month, 3-month and 6-month SOFR tenors 
like the LIBOR tenors it is trying to replace. It is unknown if 
a SOFR futures and derivatives market will reach sufficient 
trading volumes to create forward-looking SOFR term rates 
that mimic 1-month, 3-month and 6-month forward-looking 
LIBOR. This is particularly problematic as it applies to 
replacing LIBOR in the $100 trillion+ derivatives market where 
borrowers have historically hedged their (LIBOR) floating-rate 
interest risk. 

LIBOR has always been an unsecured rate and has included 
a counterparty risk component (i.e., the credit risk of lending 
to the major banks) whereas SOFR is considered a “risk free” 
rate because the collateral provided in the repo market is U.S. 
Treasury Securities. As a result, lenders add a premium to SOFR 
to account for the lack of counterparty risk in the index. This 
premium is often based on the historical difference between 
the applicable LIBOR tenor and SOFR. For example, 1-month 
LIBOR (the most prominently used floating rate index in 
commercial real estate) will convert to SOFR plus 11.448 basis 
points per the ISDA LIBOR Fallbacks Protocol. However, 
1-month LIBOR was equal to approximately 0.09% as of early 
November 2021 (when this article went to print), whereas 

IHS Markit’s USD Credit Inclusive Term Rate (CRITR)
and Credit Inclusive Term Spread (CRITS); the ICE Bank 
Yield Index (ICE is the administrator of LIBOR); and AFX’s 
American Interbank Offered Rate  (AMERIBOR). The 
argument for use of these alternatives is that credit sensitive rates 
better reflect the lender’s actual cost of funds, and therefore 
provide a more cost-efficient index to borrowers.  

While some market participants are now recommending use 
of these credit sensitive rates in commercial lending and other 
financial markets, regulators have been much less enthusiastic. 
President and CEO of the Federal Reserve Bank of New York, 
John Williams, U.S. Securities and Exchange Commission chair, 
Gary Gensler, and Treasury Secretary, Janet Yellen, have warned 
that use of these credit sensitive rates may create long-term risks 
similar to those that occurred with LIBOR because the credit 
sensitive rates are calculated using less robust transactional data. 
It has been noted that this could create the need for another 
benchmark replacement exercise in the future.

KBS is starting to see several large 

domestic money center banks 

offer both SOFR- and BSBY-based 

commercial real estate loans. 

KBS is starting to see several large domestic money center banks 
offer both SOFR- and BSBY-based commercial real estate loans. 
Bloomberg publishes its proprietary BSBY at 7 a.m. Eastern 
Time daily with overnight, 1-month, 3-month, 6-month and 
12-month forward tenors. BSBY is calculated using anonymized 
transactions and executable quotes over a three-day rolling period 
and is based on instruments sourced from Bloomberg’s foreign 
exchange and money market electronic trading solutions, as well 
as trades of senior unsecured bank corporate bonds.   

SOFR was 0.05%. From the borrower’s perspective, this suggests 
that the adjustment should be more like 0.04% or 4 basis points 
instead of the historic average difference of 11.448 basis points 
in the ISDA protocol.  

The most significant driver of SOFR 

is the Fed Funds Target Rate, which 

is ultimately controlled by the Federal 

Open Market Committee (FOMC) 

within the U.S. Federal Reserve. 

The most significant driver of SOFR is the Fed Funds Target 
Rate, which is ultimately controlled by the Federal Open 
Market Committee (FOMC) within the U.S. Federal Reserve. 
Increases in the Fed Funds Rate will drive repo rates higher, 
and therefore SOFR higher, whereas LIBOR is determined 
independent of the FOMC and the Fed Funds Rate (although 
the indexes have historically trended somewhat in sync).  

Alternatives to SOFR Begin to Emerge 

Due to the shortcomings of SOFR noted above, several 
alternatives have been proposed by banks and trading 
organizations. These alternative rates are both forward-looking 
and inclusive of a credit risk component (just like LIBOR!) and 
include the Bloomberg Short-Term Bank Yield Index (BSBY); 

Where Are We Now?

We know that legacy LIBOR-backed financial instruments using 
1-month, 3-month or 6-month tenors are likely to continue 
to use those indexes through June 2023, after which they will 
convert to SOFR plus the applicable spread adjustment per the 
standard conversion protocols. Financial counterparties may 
also have the option to convert to SOFR plus the applicable 
spread adjustment ahead of LIBOR’s demise in June 2023. New 
financial transactions will no longer be originated using LIBOR 
and will instead be priced over SOFR (with or without a spread 
adjustment) or one of the proposed credit sensitive rates (like 
BSBY or AMERIBOR).  

The bottom line is that financial market participants must 
pay close attention and educate themselves about the LIBOR 
replacement being proposed in each transaction. SOFR may 
be the best replacement for some market participants (and for 
the regulators) but may not work well for others (particularly 
commercial lenders and those that require a forward-looking 
rate). The market will no doubt do its magic sorting through 
the various alternatives and will ultimately gravitate to a new 
dominant index to replace LIBOR. This could take some time, 
but tune in next year to hopefully see the outcome. Same bat-
time, same bat-channel.    

F I N A N C I N G F I N A N C I N G

Continued from PREVIOUS PAGE

Robert Durand

Rob is the executive vice president of financing at 
KBS and oversees the KBS financing team.   He 
develops lending relationships, negotiates financing 
for all KBS real estate assets and sits on the KBS 
Investment Committee. Rob is a native Southern 
Californian with an economics degree from UCLA 
and serves on the Orange County/Inland Empire 
ULI Capital Markets Initiative Council.
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Housing, Population and the Office Market

By Sara R. Rutledge

M A R K E T S M A R K E T S

T
he pandemic has disrupted our 
lives in many ways but has also 
accelerated trends underway 

regarding where and how we choose 
to live, work and play. All three can 
increasingly be done in the same location. 
Trends in the housing market assert this 
with demand and construction rising 
faster outside the core of large metros, and 
longer-term population growth paints 
the same picture. These factors serve as an 
important barometer on the growth and 
geographic diversity of the office market.

Housing

The housing market was the surprise 
bright spot in the pandemic economy. 
Low mortgage rates and the desire for 
more space pushed summer 2020 home 
sales to their highest monthly pace since 

Population

For longer-term perspective, the 2020 
census offers a decade of population 
tracking by county since 2010. The shaded 
map shows the 2010 to 2020 change in 
population for all counties. The change in 
population is used because for real estate, 
each new resident brings demand for 
residential and commercial space.

From the map, rapid growth is evident in 
major Texas and Florida metros, Phoenix, 
Las Vegas and Seattle. However, this map 
of more than 3,100 counties in 48 states 
can mask the details in smaller counties by 
land or population size.

Looking at the tables to the right, county-
level population data for 2020 and 2010 was 
divided into three groups to observe shifts 
in small, mid-size, and large population 
counties. These are defined as follows:

1.  Small counties with fewer than 100,000 
residents as of 2020

2.  Mid-size counties with 100,000 to 
499,999 residents as of 2020

3.  Large counties with 500,000 or more 
residents as of 2020

Looking across the 

top five markets for 

population change in 

each size group, it is 

notable that the mid-

size counties have the 

highest growth rates. 

Looking across the top five markets for 
population change in each size group, it 
is notable that the mid-size counties have 
the highest growth rates. Population in 
Texas’ Hays County grew by 53.4% and 
Florida’s Osceola County population grew 
by 44.7%. Most of the leading small and 
mid-size counties by population change are 
in these two states.

The top small county for 2010 to 2020 
population change was Dallas County 
in Iowa, which is part of the Des Moines 
metro. South Dakota’s Lincoln County was 
the other Midwest county in the top five for 
counties with fewer than 100,00 residents.

Two counties in the Austin MSA are in 
this group with Bastrop County ranking 
second on the small county list and Hays 

County in fifth place on the mid-size 
county list. Florida’s Walton County 
made top five for small county population 
change, while two Orlando metro counties 
ranked first and fourth on the mid-size 
county list.

Large county population changes were led 
by Harris County and Maricopa County, 

of 2021. For multifamily, the large core 
county construction share is down 1.8%.

The beneficiaries of this shift are small 
metros and suburbs/outlying areas of large 
metros. Small metros have gained 2.5% 
market share of multifamily construction 
and 0.3% of single-family construction. The 
suburban and outlying areas of large metros 
gained an 0.8% share of single-family 
construction, but like their core counties, 
lost 1.2% share of multifamily construction. 
Multifamily housing had an increased share 
of construction in rural areas.

Cities are still attracting residents, but 
the pandemic shifted demand to suburbs 
and secondary or tertiary cities. It is not 
yet clear how sustainable these pandemic-
related trends are for long-term housing 
preferences.

2006. The need for space to accommodate 
work from home (WFH), e-learning, 
outdoor entertaining and recreation 
drove more homebuyers to suburban, ex-
urban and rural locations. Plus, first-time 
homebuyers came back to the market early 
in the pandemic, accounting for one-third 
of sales in summer 2020. As prices rose 
sharply, home sales have cooled from this 
frenetic pace in 2021 but remain well 
above pre-pandemic levels. 

According to the National Association of 
Home Builders  (NAHB) Home Building 
Geography Index, the share of housing 
construction occurring in core counties of 
large metros has been falling since 2019. 
The share of single-family construction 
occurring in these large metro core 
counties declined by 1.1% between the 
fourth quarter of 2019 and second quarter 

Decennial Population Change by County, 2020
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Top Five Small Counties for Decennial Population Change, 2020

County CBSA
2020  

Population
2010-2020

Pop. Change
2010-2020

Pop. Growth

Dallas Des Moines-West Des Moines, IA  99,678  33,543 33.7%

Bastrop Austin-Round Rock, TX  97,216  23,045 23.7%

Lincoln Sioux Falls, SD  65,161  20,333 31.2%

Walton
Crestview-Fort Walton 

Beach-Destin, FL
 75,305  20,262 26.9%

Lancaster
Charlotte-Concord-Gastonia, 

NC-SC
 96,016  19,364 20.2%

Top Five Mid-Size Counties for Decennial Population Change, 2020

County CBSA
2020  

Population
2010-2020

Pop. Change
2010-2020

Pop. Growth

Osceola Orlando-Kissimmee-Sanford, FL  388,656  119,971 44.7%

Loudoun
Washington-Arlington-

Alexandria, DC-VA-MD-WV
 420,959  108,648 34.8%

Ada Boise City, ID  494,967  102,602 26.1%

Lake Orlando-Kissimmee-Sanford, FL  383,956  86,904 29.3%

Hays Austin-Round Rock, TX  241,067  83,960 53.4%

Top Five Large Counties for Decennial Population Change, 2020

County CBSA
2020  

Population
2010-2020

Pop. Change
2010-2020

Pop. Growth

Harris
Houston-The Woodlands-

Sugarland, TX
 4,731,145  638,686 15.6%

Maricopa Phoenix-Mesa-Scottsdale, AZ  4,420,568  603,451 15.8%

King Seattle-Tacoma-Bellevue, WA  2,269,675  338,426 17.5%

Clark
Las Vegas-Henderson-Paradise, 

NV
 2,265,461  314,192 16.1%

Tarrant Dallas-Fort Worth-Arlington, TX  2,110,640  301,606 16.7%

Continued on NEXT PAGE

Source: U.S. Census Bureau, SRR Consulting, October 2021.  These tables show the top counties for 
population growth. Each core-based statistical area (CBSA) can include multiple counties.  The CBSAs 

listed serve as a reference point for where the top population growth counties are located..  
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which had population increases of more 
than 600,000 residents each. These are 
the core counties for the Houston and 
Phoenix metros. King County and Clark 
County are also the core counties for 
their metros. Tarrant County, home to 
Fort Worth, is not the core county for the 
Dallas-Fort Worth metro.

Increased housing 

demand and 

population growth 

in suburban/outlying 

areas of large metros 

and in smaller cities 

is an important 

barometer for the 

office market...

The core-based statistical areas (CBSA) 
were identified for the top 20 population 
change counties in each size group. The 
result was a list of 40 CBSAs encompassing 
these high-growth counties of all sizes. 
Twenty-seven of these metros added 
100,000 or more new residents over the 
past 10 years, led by Dallas-Fort Worth, 
New York and Houston with more than 
one million new residents each.

The Office Market

Increased housing demand and population 
growth in suburban/outlying areas of 
large metros and in smaller cities is an 
important barometer for the office market 
in two ways. First, it is an indication of 
where employees want to live. Office-
using companies should be aware of these 
patterns to improve recruitment and 
retention of employees.

Second, the increased desire for flexible 
work arrangements, such as full- or part-

Continued from PREVIOUS PAGE

time remote work, means that companies 
may need to consider a different type of 
office footprint. This could involve “hub 
and spoke” offices such that collaborative/
meeting space is available in small markets 
(spokes) in addition to a central office in a 
primary market. This could also take shape 
using shared workspaces near teams in 
smaller metros.

Both factors will shape how office space 
is used going forward. Plus, these trends 
were underway before the pandemic. Work 
can increasingly be done from anywhere, 
which encourages people to choose 

housing where they want and can afford 
to live.

From this analysis, the markets where 
workers want to live are concentrated 
in the Sunbelt and increasingly include 
secondary and tertiary markets. Dallas, 
Houston, Atlanta and Phoenix are the 
largest among these rapidly expanding 
metros. Charlotte, San Antonio, Tampa 
and Nashville are in the middle, and 
smaller metros of interest include Raleigh, 
Jacksonville and Salt Lake City.

Source: U.S. Census Bureau, SRR Consulting, October 2021.

Decennial Population Change by CBSA, 2020
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I
f good things in life are worth waiting 
for, great things are all the more so. 
The environment of Bank of America 

Tower in Raleigh, North Carolina, 
strategically located in the North Hills 
development of Midtown, is a compelling 
case in point. The KBS-owned office 
tower has plenty of amenities in its own 
right. But it’s the long-term vision of 
mastermind developer John Kane, CEO 
of Kane Realty, that’s transformed North 
Hills into a game-changing location for 
employers and elevated the offerings of 
the property to help create an attractive 
place that makes employees want to go to 
work.

Kane summarized, “When Kane Realty 
began redeveloping North Hills nearly 20 
years ago, we had a long-term vision for 
the property and the surrounding area. 
Since then, North Hills has grown rapidly, 
becoming one of the most premier mixed-
use developments in North Carolina 
— giving visitors and residents alike the 
opportunity to live, play and work all in 
one place.”  

It’s no surprise the North Hills 
redevelopment has received ongoing 
recognition, including several Triangle 
CREW awards and Metro magazine’s Best 
Shopping Center award. Bank of America 
Tower has also been awarded the Top 
Office Development award by Triangle 
Business Journal.   

Kane and KBS teamed up to develop Bank 
of America Tower, which was completed 
in 2016 and further expands North Hills’ 
offerings with additional commercial space, 
parking and two iconic restaurants on the 
ground-floor level of the property.

KBS Senior Vice President Allen Aldridge 
said, “We continue to invest in this 

phenomenal office building to make it 
even better, but the real story here is its 
‘Main and Main’ location in North Hills, 
Raleigh, with unbelievable and walkable 
access to a plethora of amenities, including 
restaurants, retail, hotels, apartments and 
Midtown Park.”    

Bank of America Tower sits at the corner 
of Six Forks Road and Dartmouth Road, a 
stone’s throw from Interstate 440, known 
as the Raleigh Beltline. The 18-story, 
300,342-square-foot mixed-use building 
has 10 levels of office space above seven 
levels of structured parking. Its active 
first-floor restaurant space is home to The 

Capital Grille and STIR, two beloved 
eateries. Other tenants include United 
Health, Merrill Lynch and Delta Dental 
North Carolina. 

Recently upgraded amenities include 
a locker room, conference center, pre-
conference area, lobby and an on-site coffee 
bar. A gorgeous new water fountain feature 
greets employees and visitors near the main 
elevator lobby. The building’s exterior has 
also received a fun and friendly update. 
Its monument sign has been redone, and 
the “4242” street address has background 
lighting that changes color, such as to pink 
for breast cancer awareness month. 

A Place to Work — and Thrive!
Bank of America Tower at North Hills

By Dara Holland

P R O P E R T Y  P R O F I L E

The property is 

surrounded by 

street-level retail and 

restaurant options.

But the huge draw for Bank of America 
Tower is everything right outside the 
building. The property is located in the 
heart of Raleigh’s top retail destination 
and is surrounded by a multitude of 
street-level retail and restaurant options. 
It offers easy walking to popular national 
retailers — and essential-errand businesses, 
such as Target, Walgreens, nail and hair 
salons, tailors and dry cleaners — and 
unique, local boutiques, award-winning 
restaurants, several gyms and high-end 
hotels. North Hills also has incredible 
entertainment options, parks and 
gathering spaces and resort-style multi-
family living. Many nearby restaurants are 
conduits for team building, holiday parties 
and employee appreciation events. 

Bank of America Tower is also close to 
Midtown Park, North Hills’ ultimate 
outdoor gathering place. The park is 
popular for community events, concerts 
and more recently, outdoor “offices” as 
people enjoy the fresh air and distinctive 
green space while working on laptops and 
taking calls.   

Also outside is the Art Box and Art Walk 
designed to entice people to walk around, 
engage and be inspired. The Art Box 
displays original work by regional artists 
from the ground level of Bank of America 
Tower. The Art Walk beckons pedestrians 
throughout North Hills and beyond as 
parking decks, walls and ceilings serve as 
lively canvases that intermix with thought-
provoking murals and sculptures. 

With all there is to do and experience, 
North Hills entices people to connect and 
draws them to the space. Its innovative 
spirit isn’t lost on companies seeking 
to nurture the mind, body and soul of 
employees, many of whom are reevaluating 
work options and striving to improve well-
being during COVID-19. 

“It is very important 

for our employees 

to work in a dynamic 

environment that 

reflects our company's 

culture of being at the 

forefront of innovation.”

According to Eva Garland, CEO of 
Bank of America’s tenant Eva Garland 
Consulting, said, “As one of the Inc.5000 
fastest-growing privately held companies 
in the U.S., it is very important for 
our employees to work in a dynamic 
environment that reflects our company's 
culture of being at the forefront of 
innovation. North Hills has continually 
offered an unparalleled range of amenities, 
including dozens of great lunch spots, first-
rate hotels for our guests, after-work fitness 
activities and a wide array of shopping 
options to cover all of our team's needs!”

With all the amenities North Hills offers, 
Bank of America Tower employees can be 
productive on the job, tackle errands during 
lunch breaks and free up time for family and 
play. That makes them less stressed, happier  
and more positive about heading into work. 
It’s a “thrive driver” for employees and the 
companies that hire them.   

P R O P E R T Y  P R O F I L E

Bank of America Tower is located in the heart of North Hills, an exclusive district that 
defines Midtown Raleigh.

The Capital Grille and STIR are two exclusive eateries on the first floor of Bank of 
America Tower.
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Customer service is the hallmark of KBS’ management philosophy. Each year, KBS selects building 
personnel who exemplify the following standards of excellence:

• Goes above call of duty to serve tenants
• Exhibits consideration and respect and promotes cooperation

 Service Champion Awards

S E R V I C E S E R V I C E

• Melissa goes above and beyond on every task. She handles additional workloads with a positive attitude.

• In this time of COVID-19, Melissa has never been hesitant about “showing up” and helping our team, our 
tenants and our vendors stay well when entering and visiting the buildings.

• Melissa is a true team player and is always professional when dealing with tenants, vendors and clients.

Melissa Manny
Assistant Real Estate Manager

Promenade I & II at Éilan
San Antonio, TX

• Samantha is a highly valued and dedicated team player who makes sure tenants' needs are met to the 
highest level possible. Samantha has embraced her relationships with the tenants and has received many 
compliments on how positive and engaging she is. One tenant described her as a “breath of fresh air.” 

• Samantha's commitment to helping others even extended to lending a hand at another KBS property 
nearby. She took on additional responsibilities at the second property without hesitation. She split her time 
between the two locations and effectively worked two jobs for several months, all while maintaining her 
positive attitude and wonderful tenant engagement. 

Samantha Younger
Property Administrator

Redwood Plaza
Fairfax, VA

• Jason is a dedicated professional who takes ownership in maintaining Tower 909’s building operations. His 
knowledge and friendly demeanor keep Tower 909 tenants satisfied!

• Jason went beyond the call of duty during the 2021 winter storm when Tower 909 experienced a four-day 
power outage. The freezing temperatures and no heat created a multitude of challenges that were met by 
Jason’s valiant efforts to mitigate damages.  The building quickly resumed normal operations thanks to his 
foresight, creative problem solving and dedication!

Jason Denges
Chief Engineer

Tower 909
Irving, TX

• Eddie is extremely friendly and always has a smile on his face as he greets tenants and their visitors. His 
charm and pleasing personality make him an invaluable lobby ambassador. 

• Eddie always goes above and beyond. During the COVID-19 “stay at home” period, he organized 
and supervised a package delivery system so tenants could receive their packages in a timely manner. 
Additionally, when a tenant lost his wallet in the parking garage, Eddie immediately began a search and 
found the wallet, for which the tenant was extremely grateful.  

Eddie Mora
Director of Security - Site Supervisor

Highland Park Place
Dallas, TX

• Rockeem is a team player who goes above and beyond to provide our tenants top-tier service. He 
approaches every situation with a positive attitude and a smile on his face.

• Rockeem’s exceptional service was most notably highlighted during the 2021 Texas winter storm in which 
most of central Texas lost power. Rockeem voluntarily walked to the building to ensure all building systems 
were functioning and stayed on hand, round the clock, as many tenants came to the building with their 
families to obtain heat and water. He ensured everyone was safe and secure while remaining at the building. 

Rockeem Clark
Building Technician

515 Congress
Austin, TX

• Raymond is very helpful to the tenants and the property management staff.  He can always be depended 
upon to get the job done and to do excellent work on whatever the task.   

• During this past winter’s extreme snow and ice event in Dallas, Raymond spent a few nights sleeping at the 
property so he could be available to apply ice melt to the walkways and garage entrances for tenants arriving 
in the morning.  He was happy to do it to keep our tenants safe.  

• Raymond was also willing to “dumpster dive” for a tenant who lost an expensive piece of  diamond jewelry. 
The tenant was very appreciative of his above and beyond efforts, which saved the tenant thousands of dollars. 

Raymond Oliva
Daytime Cleaning Supervisor/Porter

Highland Park Place
Dallas, TX

• Maintains professionalism in carrying out his or her duties
• Exhibits a positive attitude toward all business endeavors 

• Moe possesses so many attributes that define a “service champion.” He has raised the bar in demonstrating 
perseverance, respect and work ethic. He handles a range of responsibilities and changing priorities with 
skill and professionalism.

• Moe has worked tirelessly to improve the building equipment and operations and has been instrumental in 
the success of numerous projects.

• Moe’s affable nature, insight and guiding vision have garnered the respect of our tenants. He greets everyone 
by name and has a genuine understanding of how to make a difference in the tenant experience. Moe is 
quick to respond to tenant requests and consistently goes beyond what is required to ensure needs are met. 

Moe Greene
Chief Engineer

Commonwealth
Portland, OR

Continued on NEXT PAGE
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Office on Another
Level of Success
With a highly visible location from the Toll Road and premium transportation options 

(Innovation Center Silver Line Metro station and Dulles International Airport) Dulles Station 

East is an office location that offers tenants another level of success.

Offering on-site amenities including a brand new conference center, tenant lounge along 

with an outdoor patio social area with seating with free Wi-Fi, a state-of-the-art tenant-only 

fitness center, free covered parking, car service station, complimentary coffee bar in the 

lobby, and a rotating selection of onsite gourmet food trucks for breakfast and lunch.

2303 Dulles Station Blvd., Herndon, VA 20171

Dulles Station East

FOR LEASING INFORMATION, PLEASE CONTACT: 

Wes Evans

202.312.5753 

wes.evans@nmrk.com

 

Stephen Hoffeditz

202.312.5780 

stephen.hoffeditz@nmrk.com

 

Ed  Clark

202.312.5794 

ed.clark@nmrk.com

Proudly Leased by

S E R V I C E

• Walter consistently exceeds expectations and is always ahead of any potential issues.

• Walter is committed to tenant satisfaction and is the definition of dependability.

• During the pandemic, Walter worked tirelessly at both KBS buildings to maintain the level of service 
tenants expect and held his team, vendors and service providers to that same high standard.

Walter Chavez
Chief Engineer

Dulles Station East I and Reston Square
Herndon and Reston, VA

• Clay's dedication and commitment to the property are impressive. He makes it a point to check on the 
building regardless of circumstances, even during hurricanes and winter storms.

• Clay has built a relationship with the tenants. They recognize his passion for what he does and his 
willingness to share his knowledge of building operations as well as answer any questions.

• In 2019 Clay was diagnosed with cancer and underwent chemo treatments. During this time, he remained 
in contact with the team and always stayed positive. He is a rock star with his inspiring attitude.

Clay Brown
Building Operations Manager

The Offices at Greenhouse
Houston, TX

• Nathan has a knack for simultaneously balancing the needs of both the tenants and the building.  He is 
able to resolve issues and work hard to accommodate requests. His creative problem solving allows him 
to provide a high level of customer service while still holding the line.  He has earned the respect of the 
tenants, and they see him as a true partner.

• Nathan was recognized by BOMA International as a 2021 Rising Star in the commercial real estate 
industry for his exceptional drive, dedication and the potential to shape the future of commercial real 
estate.

Nathan Tursso
Property Manager

RBC Plaza
Minneapolis, MN

• William has a wonderful rapport with all the tenants. He knows their names and greets all of them as if 
they were family. Our tenants appreciate his friendly demeanor. 

• William cares about the property and tenants and goes above and beyond to ensure the safety and 
security of both, even if it means he will have to stay late.

• William is upbeat and always seems to be in a great mood.  He is happy to share what he has learned with 
other officers and is considered a mentor to his team members.

William Jackson
Lead Security Officer

The Towers Emeryville
Emeryville, CA

 Service Champion Awards

Continued from PREVIOUS PAGE
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By Brian Lee

F E A T U R E F E A T U R E

I
t’s not enough to simply own a modern office property in 
a good market. Tenants are the lifeblood of real estate, and 
they need to know about location, accommodations and 

amenities. And since the start of the pandemic, office occupants 
as well as investors and a growing contingent of stakeholders 
must know that the office space is safe and healthy.

The UL Verified Healthy Building Program helps building 
and business owners safeguard their people and places and 
then communicate their commitment to maintaining healthy 
buildings, a matter of great importance for employees, 
businesses and the bottom line of owners. 

The program measures indoor spaces on up to five areas across 
three tiers, each tier more comprehensive than the one before. 
Tier 1 is for indoor air quality; Tier 2 is for indoor air and water 
quality; Tier 3 covers air, water, hygiene, light and acoustics.

“The UL Verified Healthy Building Program is the evolution of 
the work we’ve been doing in buildings for decades,” said Sean 
McCrady, UL’s director of Assets and Sustainability for UL Real 
Estate and Properties group. “We’ve been proactively inspecting 
indoor environmental quality in the built environment for 
over 40 years. With heightened health concerns in light of the 
pandemic, proper management of the indoor environment has 
become an elevated priority for building owners and operators.”

UL takes a performance-based approach at evaluating buildings. 
The program boasts a rapidly growing portfolio of buildings 
that have either been UL Verified or are currently going through 
the process to achieve UL Verification. As of the date of this 

accustomed to leading by example, though. In mid-August, 
the company committed to the verification of nearly all Class 
A office space in its client portfolio to achieve the UL Verified 
Healthy Building Mark for Indoor Air. The move shows KBS’ 
commitment to the health and well-being of its tenants and 
the proactive responsibility and reporting it knows other key 
stakeholders deserve.

“The UL Verified Healthy Building Mark demonstrates KBS’ 
ongoing dedication to delivering a top-tier work environment 
for its tenants, property management staff and visitors. By 
meeting the criteria for this verification, we know we are 
providing the best indoor air quality possible at our properties,” 
said David Jenkins, senior vice president of Capital Project 
Management for KBS.

KBS is committed to achieving a UL Verified Healthy Building 
Mark for Indoor Air, and as of the date of this printing 
nearly every multitenant office property in the KBS national 
portfolio was either verified or in the process of meeting that 
achievement.

Earning the UL Verified Healthy Building Mark for Indoor 
Air requires completing an audit and undergoing on-site visits, 
which include visual inspections and performance testing. 

“The UL Verified Healthy 

Building Program is 

the evolution of work 

we’ve been doing in 

buildings for decades.”
 
                                 Sean McCrady 

Maintaining the UL verification requires surveillance twice 
a year to continuously confirm excellent indoor air quality 
performance.

“UL is well organized and efficient in completing inspections 
and providing a specific action plan on any improvements that 
can be made to our buildings related to indoor air quality,” 
Aldridge said.

The UL Verified Healthy Building Mark provides meaningful 
messaging. And anytime an office owner participates in an 
industry-recognized type of due diligence program, they’re 
potentially adding liability protection as a building owner or a 
manager. But the program goes deeper than that, beyond the 
mere prescriptive to performance, which, again, is ongoing.

“You can do a lot of ‘prescriptive’ health- and safety-related  
things in your building, and you should,” McCrady said. “But a 
UL Verified Healthy Building Mark is a way to show that these 
efforts you’re making are really working, which is huge.”

With the UL Verified Healthy Building Program, office owners 
like KBS develop a maintenance track record and proof of 
doing the right things, putting their best foot forward and 
really owning it. The trend data paints a positive picture over 
time, with healthy building longevity indicating product 
durability and owner commitment, which drives even more 
marketing value.

“If  I’m buying an office asset, I’m saying ‘Show me the 
performance of the building,’” McCrady said. “And this is a way 
to do that.”

Office owners and facilities personnel often ask: How does 
the UL Verified Healthy Building Program compare to 
other  certification  programs out there? LEED sustainability 
certification is another major way KBS achieves operational 
excellence at its properties. The key difference: UL’s program 
is all about building performance as it relates to the indoor 
environment, rather than other aspects of sustainability, 
wellness-related amenities and other broader focuses.

“It’s not a question of what’s better of all these programs; it’s 
a question of what better suits your needs,” McCrady said. 
“I think one of the nice things about our Verification Mark 
program is that, in many respects, we aligned it with other 
industry-recognized sustainability initiatives to add value.

The others do very important things, but where we can really 
provide value is understanding how buildings operate and what 
makes them tick.”

Moving the Needle

Safety first. After that, the story of an office property’s health 
must be told in this COVID-19 era. Thanks to a partner with a 
127-year-old scientific pedigree, KBS is doing both for its 20.5 
million-square-foot portfolio.

“Because we value the health and wellness of our occupants, 
the company has taken the bold move of making a substantial 
investment toward indoor air quality,” Jenkins said. “We are 
proud to achieve this milestone toward supporting healthier 
indoor spaces for our occupants.”

McCrady said, “My philosophy is let’s move the needle. Let’s do 
the right things in buildings and get them where they need to go 
— and collaborate to get there. And if we can make it easier to 
get there, that’s what we want to do.”

printing, over 153.9 million square feet of space has been verified 
in the program throughout the country and beyond. Acting as a 
forward-thinking, early adopter, a number of those inspections  
and verifications were at properties either owned or managed by 
KBS, where the quality and health of its properties has always 
been an important issue.

“UL is a globally recognized leader in the industry, and its UL 
Verified Healthy Building Program is a tremendous resource 
for us to help ensure the highest quality standards for our 
office buildings,” said Allen Aldridge, senior vice president and 
codirector of Asset Management at KBS.

McCrady added, “Air quality, ventilation and filtration — 
they’ve always been important — but they are certainly a hyper-
focus and especially important right now given what’s going on 
in the world. It is not just the risk of infectious disease but the 
inherent threats that come with underutilized buildings that 
raise cause for concern. The program was not created because of 
COVID-19, but certainly the timeliness of the program and the 
positive impact it can have on the market in general are amplified 
because of the pandemic.”

The success of the organization’s mission, working for a safer 
world, and of its expertise to help customers advance innovation 
safety, sustainability and security are confirmed by its response 
to the UL Verified Healthy Building Program.

“There is much noise right now when it comes to guidance 
on health and safety,” McCrady said. “I think the commercial 
real estate sector really wants to hear from scientists above all 
else when it comes to health and safety. We are scientists who 
are impartial without an agenda. We’re not doing this to sell a 
product. And I think that really resonates with the industry.”

KBS Cares

When KBS committed to achieving UL Verified Healthy 
Building for its owned and managed office assets, it was 
a big deal, both in impact and example. KBS has grown 

KBS Implements 
UL Verified 
Healthy Building 
Program
With the health of people and places never as 

connected or consequential, KBS partnered 

with global safety science leader UL to elevate 

its healthy office building status.
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The KBS National 
Real Estate Portfolio

Western Region

Providing exceptional working environments to 
exceptional tenants since 1992

201 Spear Street
San Francisco, CA

Total Square Feet: 252,591

Submarket: South Financial District

Asset Manager:  Brent Carroll

949.417.6566 | bcarroll@kbs.com

222 Main
Salt Lake City, UT

Total Square Feet: 433,346

Submarket: CBD

Asset Manager:  Tim Helgeson

949.797.0356 | thelgeson@kbs.com

Offices at Riverpark
Redmond, WA

Total Square Feet: 107,029

Submarket: Downtown Redmond

Asset Manager:  Brent Carroll

949.417.6566 | bcarroll@kbs.com

Park Tower
Sacramento, CA

Total Square Feet: 489,171

Submarket: Downtown

Asset Manager:  Brent Carroll

949.417.6566 | bcarroll@kbs.com

Legacy Town Center I - III
Plano, TX

Total Square Feet: 522,043

Submarket: Upper Tollway

Asset Manager:  Brett Merz

949.417.6545 | bmerz@kbs.com

Meier & Frank Building
Portland, OR

Total Square Feet: 202,186

Submarket: CBD

Asset Manager:  Brent Carroll

949.417.6566 | bcarroll@kbs.com

Fountainhead Tower
San Antonio, TX

Total Square Feet: 179,932

Submarket: Northwest

Asset Manager:  Brett Merz

949.417.6545 | bmerz@kbs.com

Highland Park Place
Dallas, TX

Total Square Feet: 164,011

Submarket: Preston Center

Asset Manager:  Brett Merz

949.417.6545 | bmerz@kbs.com

3811 Turtle Creek
Dallas, TX

Total Square Feet: 300,961

Submarket: Uptown

Asset Manager:  Brett Merz

949.417.6545 | bmerz@kbs.com

City View
San Antonio, TX

Total Square Feet: 221,373

Submarket: Northwest

Asset Manager:  Brett Merz

949.417.6545 | bmerz@kbs.com

515 Congress
Austin, TX

Total Square Feet: 267,956

Submarket: CBD

Asset Manager:  Brett Merz

949.417.6545 | bmerz@kbs.com

1800 Bering
Houston, TX

Total Square Feet: 171,510

Submarket: Galleria/West Loop

Asset Manager:  Brett Merz

949.417.6545 | bmerz@kbs.com

Millrock Park
Holladay, UT

Total Square Feet: 494,289

Submarket: Cottonwood Heights

Asset Manager:  Tim Helgeson

949.797.0356 | thelgeson@kbs.com

Northland Center
Bloomington, MN

Total Square Feet: 492,514

Submarket: I-494

Asset Manager:  Dan Park

949.417.6565 | dpark@kbs.com

Clay Crossing
Houston, TX

Total Square Feet: 222,750

Submarket: Northwest

Asset Manager:  Brett Merz

949.417.6545 | bmerz@kbs.com

Commonwealth Building
Portland, OR

Total Square Feet: 224,122

Submarket: CBD

Asset Manager:  Brent Carroll

949.417.6566 | bcarroll@kbs.com

Parkside Tower
Salt Lake City, UT

Total Square Feet: 203,607

Submarket: CBD

Asset Manager:  Tim Helgeson

949.797.0356 | thelgeson@kbs.com

Preston Commons
Dallas, TX

Total Square Feet: 427,799

Submarket: Preston Center

Asset Manager:  Brett Merz

949.417.6545 | bmerz@kbs.com

515 Congress,

Austin, TX
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Western Region (continued)

Ridgewood Corporate Square
Bellevue, WA

Total Square Feet: 245,312

Submarket: Suburban Bellevue

Asset Manager:  Brent Carroll

949.417.6566 | bcarroll@kbs.com

Salt Lake Hardware
Salt Lake City, UT

Total Square Feet: 210,938

Submarket: Downtown

Asset Manager:  Tim Helgeson

949.797.0356 | thelgeson@kbs.com

Promenade I & II at Éilan
San Antonio, TX

Total Square Feet: 205,773

Submarket: Northwest

Asset Manager:  Brett Merz

949.417.6545 | bmerz@kbs.com

RBC Plaza at 60 S. Sixth
Minneapolis, MN

Total Square Feet: 710,332

Submarket: CBD

Asset Manager:  Dan Park

949.417.6565 | dpark@kbs.com

Sorrento Towers
San Diego, CA

Total Square Feet: 296,327

Submarket: Sorrento Mesa

Asset Manager:  Tim Helgeson

949.797.0356 | thelgeson@kbs.com

SouthTech Business Center
Austin, TX

Total Square Feet: 260,112

Submarket: Southeast

Asset Manager:  Brett Merz

949.417.6545 | bmerz@kbs.com

Sterling Plaza
Dallas, TX

Total Square Feet: 313,609

Submarket: Preston Center

Asset Manager:  Brett Merz

949.417.6545 | bmerz@kbs.com

Ten Almaden
San Jose, CA

Total Square Feet: 309,255

Submarket: Downtown

Asset Manager:  Brent Carroll

949.417.6566 | bcarroll@kbs.com

The Almaden
San Jose, CA

Total Square Feet: 416,126

Submarket: Downtown

Asset Manager:  Brent Carroll

949.417.6566 | bcarroll@kbs.com

The Offices at Greenhouse
Houston, TX

Total Square Feet: 203,284

Submarket: Energy Corridor

Asset Manager:  Brett Merz

949.417.6545 | bmerz@kbs.com

The Towers Emeryville 
Emeryville, CA

Total Square Feet: 816,090

Submarket: Emeryville

Asset Manager:  Brent Carroll

949.417.6566 | bcarroll@kbs.com

Tollway North Office Park
Plano, TX

Total Square Feet: 297,591

Submarket: Upper Tollway

Asset Manager:  Brett Merz

949.417.6545 | bmerz@kbs.com

Tower 909
Irving, TX

Total Square Feet: 374,251

Submarket: Las Colinas/Urban Center

Asset Manager:  Brett Merz

949.417.6545 | bmerz@kbs.com

Village Center Station I & II
Denver, CO

Total Square Feet: 567,422

Submarket: Greenwood Plaza

Asset Manager:  Tim Helgeson

949.797.0356 | thelgeson@kbs.com

Salt Lake Hardware

Salt Lake City, UT

Village Center Station I

Denver, CO
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Eastern Region

3003 Washington Blvd.
Arlington, VA

Total Square Feet: 211,054

Submarket: Clarendon/Courthouse

Asset Manager:  Luke Hamagiwa

202.552.7568 | lhamagiwa@kbs.com

Accenture Tower
Chicago, IL

Total Square Feet: 1,457,724

Submarket: West Loop

Asset Manager:  Dan Park

949.417.6565 | dpark@kbs.com

CrossPoint at Valley Forge
Wayne, PA

Total Square Feet:  272,360

Submarket: Wayne/King of Prussia

Asset Manager:  Luke Hamagiwa

202.552.7568 | lhamagiwa@kbs.com

Dulles Station East I
Herndon, VA

Total Square Feet: 186,922

Submarket: Herndon

Asset Manager:  Luke Hamagiwa

202.552.7568 | lhamagiwa@kbs.com

Redwood Plaza I, II & III
Fairfax, VA

Total Square Feet: 207,414

Submarket: Fairfax City/Oakton

Asset Manager:  Luke Hamagiwa

202.552.7568 | lhamagiwa@kbs.com

Bank of America Tower
Raleigh, NC

Total Square Feet: 300,342

Submarket: Six Forks/Falls of Neuse

Asset Manager:  Allen Aldridge

202.552.7553 | aaldridge@kbs.com

Carillon
Charlotte, NC

Total Square Feet: 488,277

Submarket: Uptown/CBD

Asset Manager:  Allen Aldridge

202.552.7553 | aaldridge@kbs.com

Main & Gervais
Columbia, SC

Total Square Feet: 186,303

Submarket: CBD

Asset Manager:  Allen Aldridge

202.552.7553 | aaldridge@kbs.com

One Washingtonian
Gaithersburg, MD

Total Square Feet: 314,284

Submarket: I-270 Corridor

Asset Manager:  Luke Hamagiwa

202.552.7568 | lhamagiwa@kbs.com

Reston Square
Reston, VA

Total Square Feet: 139,018

Submarket: Reston

Asset Manager:  Luke Hamagiwa

202.552.7568 | lhamagiwa@kbs.com

The McEwen Building
Nashville, TN

Total Square Feet: 175,262

Submarket: Cool Springs

Asset Manager:  Allen Aldridge

202.552.7553 | aaldridge@kbs.com

101 South Hanley
St. Louis, MO

Total Square Feet: 360,505

Submarket: Clayton

Asset Manager:  Dan Park

949.417.6565 | dpark@kbs.com

1000 Continental
King of Prussia, PA

Total Square Feet: 205,424

Submarket: Wayne/King of Prussia

Asset Manager:  Luke Hamagiwa

202.552.7568 | lhamagiwa@kbs.com

171 17th Street
Atlanta, GA

Total Square Feet: 510,268

Submarket: Midtown

Asset Manager:  Allen Aldridge

202.552.7553 | aaldridge@kbs.com

201 17th Street
Atlanta, GA

Total Square Feet: 355,870

Submarket: Midtown

Asset Manager:  Allen Aldridge

202.552.7553 | aaldridge@kbs.com

3001 Washington Blvd.
Arlington, VA

Total Square Feet: 94,836

Submarket: Clarendon/Courthouse

Asset Manager:  Luke Hamagiwa

202.552.7568 | lhamagiwa@kbs.com

213 West Institute
Chicago, IL

Total Square Feet: 155,385

Submarket: River North

Asset Manager:  Dan Park

949.417.6565 | dpark@kbs.com

201 17th Street

Atlanta, GA

Park Place Village
Leawood, KS

Total Square Feet: 484,980

Submarket: Leawood

Asset Manager:  Dan Park

949.417.6565 | dpark@kbs.com

Crossroads Distribution Ctr.
Charlotte, NC

Total Square Feet: 496,723

Submarket: Southwest

Asset Manager:  Allen Aldridge

202.552.7553 | aaldridge@kbs.com

One Town Center
Boca Raton, FL

Total Square Feet: 191,294

Submarket: Glades/West Boca

Asset Manager:  Allen Aldridge

202.552.7553 | aaldridge@kbs.com
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Giovanni Cordoves

Regional President

949.797.0324
gcordoves@kbs.com 202.552.7559

mdeluca@kbs.com

Marc DeLuca

CEO, KBS
Regional President

KBS Acquisitions and Asset Management

Western Region Eastern Region

Denver

Seattle

Portland

Phoenix

Los Angeles

San Diego

Dallas

Austin

Kansas City

Chicago

Tampa

Miami

Houston

Orange County

Salt Lake City

San Francisco (Bay Area)

Sacramento

Boston

New York/ 
Northern

New Jersey 

Nashville

Atlanta

San Antonio

Washington D .C ./
 Northern Virginia 

Philadelphia

Raleigh

Charlotte

St . Louis

Minneapolis

Baltimore

The Power of Information 
and Marketing

CoStar.com

LoopNet.com

C O N T A C T S

Brent Carroll

Senior VP/Asset Mgr.

Co-Dir. Asset Mgmnt.

949.417.6566 

bcarroll@kbs.com

Territory: 
Central/No. Calif.

Oregon

Washington

Tim Helgeson

Senior VP/Asset Mgr.

949.797.0356 

thelgeson@kbs.com

Territory: 
So. Calif.

Arizona

Utah

Brett Merz

Senior VP/Asset Mgr.

949.417.6545 

bmerz@kbs.com

Territory: 
Texas

Dan Park

Senior VP/Asset Mgr.

949.417.6565 

dpark@kbs.com

Territory: 
Midwest

Allen Aldridge

Senior VP/Asset Mgr.

Co-Dir. Asset Mgmnt.

202.552.7553 

aaldridge@kbs.com

Territory: 
Southeast

Luke Hamagiwa

VP/Asset Mgr.

202.552.7568 

lhamagiwa@kbs.com

Territory: 
Northeast

Mid-Atlantic
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We define our success through yours

We can only be successful if our employees, customers and the communities we serve have the 

opportunity to achieve their own vision of success. Bank of America is helping to build a better tomorrow 

by using our capital, expertise and innovation to foster a diverse workforce to address societal issues like 

climate change, gender equality and economic mobility. Shared success means creating responsible, 

sustainable growth for our company and our world.

Learn more at bankofamerica.com/about.

Connect with us:   @BofA_News


