
 

T
here has been an explosion 
of migration into Colorado, 
especially into secondary 
and tertiary markets, with 
many people looking for that 

“Colorado lifestyle,” consisting of 
outdoor activities, work-hard/play-
hard mentality, access to state and 
national parks, and some of the most 
spectacular mountains in the United 
States. This is especially true after 
the COVID-19 restrictions were lifted 
and everyone was seeking some free-
dom to explore. Those on the Front 
Range who were looking for that life 
were sometimes not finding it as 
access to the mountains and recre-

ation became more 
crowded.

The Western 
Slope and Grand 
Junction historically 
have been quieter 
communities with 
slower growth com-
pared with many 
of the Front Range 
communities. 
These communi-
ties, from Gunni-
son to Durango to 
Montrose and up 
into Grand Junc-
tion and Steamboat 

Springs, felt like very distant places 
to live and work with not as many 
jobs to support much growth. These 
more rural areas were more reliant 
on boom or bust petroleum and gas, 
or recreation, and saw lots of ups and 
downs in the history of their econo-
mies.

This all has changed due to pan-
demic restrictions, as many employ-
ees found themselves able to work 
remotely. Grand Junction is the larg-
est city between Denver and Salt 
Lake City and has seen a heightened 
demand for individuals looking for 
that “Colorado lifestyle.” While the 
recreation attractions draw in many, 

the cost of living has remained, by 
Colorado standards, reasonable. In 
this post-pandemic environment, liv-
ing costs are climbing very quickly 
with an influx of new startup com-
panies and remote workers migrat-
ing into these towns. A 9% to 17% 
increase in Grand Junction rents 
began fourth-quarter 2020 and con-
tinues today as demand for rental 
units is increasing exponentially 
from years past. Other mountain and 
Western Slope towns have seen simi-
lar increases in rents and housing 
prices.

Please see Market Update, Page 30
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Western Slope feels the pinch 
from remote-work boom 

The increase in small-town migration has many smaller towns across Colorado trying to figure out how to accommodate everybody. It is a carrying capacity issue. Pictured is 
Cottonwood View Apartment Homes in Parachute, one of many small towns impacted by people moving away from cities now that they can work remotely.
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Letter from the Editor

W
hile it’s no secret that apart-
ment communities have 
continued to outperform 
many commercial real estate 
property types in the past 18 

months, the successes reported in the 
second quarter shocked even the most 
seasoned veterans.

The second quarter recorded the 
most “extraordinary performance in 
the 68 quarters” that Cary Bruteig’s 

Apartment Apprais-
ers & Consultants 
has been putting 
together its Apart-
ment Insights report, 
Bruteig writes.

Across Colorado, 
multifamily prop-
erties shattered 
records.

In Denver, new 
records were set for quarterly vacancy 
decrease, quarterly and annual absorp-
tion, quarterly rent increase and quar-
terly net rent increase. All of these new 
records didn’t just narrowly surpass old 
records – they crushed them, improv-
ing 21% to 83% from the previous 
records.

“Vacancy in stabilized properties in 
the Denver metro area decreased a 
record 117 basis points from last quar-
ter’s 6.03% to 4.87%,” which is the low-
est it has been since the end of 2015, 
the report states. The areas with the 
most vacancy still are mainly down-
town after taking major hits during 
the pandemic. But perhaps in a sign of 
what’s to come, many of those areas 
posted strong absorption, with the 
central business district reporting the 
biggest increase. According to several 
renter trend articles within this issue, 
beginning on Page 20, the tide is shift-

ing and renters want to be back near 
the action downtown.

A similar record-setting story was 
seen in Colorado Springs for the sec-
ond quarter, per Apartment Insights. 
New records were set for quarterly 
and annual absorption, quarterly rent 
increase, annual rent growth rate, 
quarterly net rent increase, annual net 
rent growth rate and the lowest level of 
concessions. Again, records were shat-
tered. For example, the previous record 
for quarterly rent increase was $41; it’s 
now $109, a 166% improvement. An 
article on Page 8 explores what’s keep-
ing the momentum going in Colorado 
Springs.

Not to be outdone, Northern Colorado 
also set new records across the board. 
Vacancy and overall vacancy (includ-
ing stabilized assets and properties in 
lease-up) saw the largest decreases 
in its history. The area also set new 
records for quarterly absorption, quar-
terly rent increase and quarterly net 
rent increase.  

All this positive news comes in spite 
of continued unsettling employment 
news. Colorado’s June unemployment 
rate remained unchanged at 6.2%, per 
the Colorado Department of Labor and 
Employment. An article on Page 6 tries 
to make sense of how such strange 
bedfellows are shaping our market, 
while an article on Page 14 shines a 
light on a challenge managers and 
property owners will see more of in 
the future – how to vet future residents 
when a prospective tenant comes with 
bad credit or too much debt.

Michelle Z. Askeland
maskeland@crej.com
303-623-1148, Ext. 104

The shattering of records
Contents

4 

6

8

10

12

14

16

18

20

24

26

28

39-43

Leasing, economics provide strong foundation 

Pamela Koster

A strong recovery in spite of labor challenges 

Andrew Monette

What is keeping Colorado Springs’ market hot? 

Pat Knowlton

Assessing Denver’s competitive climate for capital

Brennen Degner

Understand privacy obligations for smart homes 

Elizabeth Harding

Beware: Debt concerns pose trouble for landlords

Jacob Channel

Inclusionary housing requires multiple approaches

Erik Okland 

Amenity deck landscape design considerations 

Gary Worthley

New lifestyles put health & wellness center stage

Dominic Rechichi

Residents are ready to move back to the city

Dee Chirafisi

Self-guided tours score big with future renters

Georgianna W. Oliver

How to minimize the cost of an apartment turn

Steve Davis and Michael Peralli

Affordable housing spotlight

www.crej.com
www.apartmentappraisers.com
www.apartmentinsights.com


 
August 2021 — Multifamily Properties Quarterly — Page 3www.crej.com

www.crej.com
www.transwestern.com


 
Page 4 — Multifamily Properties Quarterly — August 2021 www.crej.com

Market Update

A
s the nation emerges from 
the effects of COVID-19, debt 
liquidity is abundant, with 
both lender and borrower 
appetites for commercial and 

multihousing mortgages exceedingly 
strong. Amid record levels of unal-
located capital targeting multihous-
ing, improving rent collections and 
stability of the sector, institutional 
investors have become increasingly 
competitive in securing transactions 
so far this year. According to JLL 
research, U.S. multihousing transac-
tion volume totaled $130 billion in 
2020 and $32 billion in the first quar-
ter of 2021, representing a widening 
proportion of liquidity as investors 
continue to increase their allocations 
to multihousing, a strengthening 
trend since the onset of the pan-
demic. 

Between January and March of this 
year, agency lending for multihous-
ing financing totaled $51.8 billion, a 
marginal decline of just 5% year over 
year. Since the onset of COVID-19, 
agency lending has driven liquidity, 
capturing 62% of originations. Activ-
ity at the start of the year, however, 
was notably slower as lending sourc-
es sought to diversify their invest-
ments. While banks, debt funds and 
insurance companies have more than 
filled the gap, agency lenders have 
taken a more competitive approach 
to winning business since April and, 
as such, a strong second half of 2021 
is projected.

Investors continue to target sec-
ondary markets that typically offer 
business-friendly regulatory and tax 
advantages, such as Denver and Sun 
Belt locations like Dallas-Fort Worth, 

Atlanta and Phoe-
nix. As they have 
done throughout 
COVID-19, investors 
are demonstrat-
ing a large prefer-
ence for suburban 
product over urban 
deals. However, 
that is expected to 
change as venues 
and entertain-
ment options start 
to operate at full 
capacity again.

In terms of leasing activity, the 
suburbs took the spotlight. The 
single-family rental sector especially 
boomed, with investments pour-
ing into this alternative asset class. 
In addition, suburban markets as a 
whole continued to post rent gains, 
particularly in the Sun Belt. As of 
April, asking rents grew nationally on 
average 3% year over year. 

In recent months, however, pent-
up demand for urban living and a 
heightened interest in returning to 
city centers has boosted activity in 
the downtown areas. In addition, 
apartment owners in the big cities 
are offering concessions, such as rent 
breaks, to retain and attract new ten-
ants. Concessions, however, are not 
expected to be long term and already 
are beginning to wane as lease sign-
ings stabilize. Also, as of April, Class A 
apartment tours in urban areas grew 
121% year over year and new lease 
signings increased by 70%, signifying 
a revival for cities. 

New deliveries continue to chal-
lenge occupancy and rent growth in 
selected urban markets. However, 

construction labor and material 
shortages are slowing the develop-
ment pipeline, which will allow mar-
kets to absorb at a manageable pace.

According to JLL research, Nasdaq 
and the CME Group, lumber costs 
surged 300% year over year and steel 
increased by more than 160%. This 
will result in a rare period of favorable 
supply side dynamics and further 
direct investor interest to existing 
assets from a replacement cost per-
spective.
■ Positive outlook for remainder of 

2021. Rebounding employment figures 
since the height of the lockdowns 
and persisting favorable demographic 
trends continue to underscore the 
resiliency of the multihousing market. 

Thirst for yield among defensive 
asset classes is spurring interest in 

alternative living concepts, includ-
ing the booming single-family rental 
sector. Demographic shifts including 
aging millennials and downsizing 
baby boomers will further investor 
interest in the multihousing sector.

The favorable demand drivers for 
single-family rentals, built-to-rent 
properties and manufactured housing 
are expected to remain very strong 
throughout the remainder of the year 
with an increasing proportion of new 
investors entering the market.
■ The Denver market. The Denver 

multihousing market is proving 
largely resilient to the impacts of the 
pandemic. According to Apartment 
Insights, third-quarter 2020 saw mul-
tifamily absorption of 3,950 units, the 

Leasing, economics provide strong foundation 

Pamela Koster     
Managing director, 

capital markets, 
JLL

Multifamily activity in the Denver market, per JLL’s Multi-housing Outlook Summer 2021 report.

Please see Koster, Page 31
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The Infi nity Structural System

Samples of Denver Projects

Multi Story Residential Construction

678-513-4080 infi nitystructures.com

X-DEN
(3100 Inca)

Overture
(9th + Colorado)

Hyatt Place - Pena Station

The St. Paul Collection
(210 & 255 St. Paul)

SOVA on Grant
(1900 Grant)

AMLI Riverfront Green
(1750 Little Raven)

Hello DENVER! The Infi nity Structural System consists of the EPICORE MSR® Composite Floor System on pre-
panelized load-bearing metal stud walls. Infi nity Structures developed The Infi nity Structural System in 1986, and has since 
completed hundreds of mid-rise residential buildings with the system. The Infi nity System is defi nitely your most economical 
structural option once you exceed the height & density capabilities of wood framing, and allows you to go up to 12 stories 
over your ‘Podium’.

Isp 
Corner 

Bracket 

Welded Wire Fabric Concrete Slab

Epicore MSR Deck

Pre-Panelized 
Load-Bearing 
Metal Stud Walls

www.crej.com
www.infinitystructures.com
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Market Update

S
ixteen months ago, the world 
was turned upside down. In 
what seemed to be an over-
night change, suddenly trans-
actions on a smooth path to 

closing terminated, lenders retracted 
loan commitments, landlords hun-
kered down, waiting for any sign of 
light, and millions of people lost their 
jobs. There are many aspects of life 
currently out of “norm,” but what real-
ly is the new “norm”?

With so many Coloradans currently 
out of work, it is contradictory in 
nature to also see records being bro-
ken (in a positive way) – and we are 
experiencing this in the Denver metro 
multifamily market. According to Cary 
Bruteig’s Apartment Insights second-
quarter report, this past quarter saw 
new records simultaneously set in 
terms of vacancy rate, absorption, 
rental rates and sales pricing (per unit) 
for 50-plus-unit apartment communi-
ties. 

Using 2020 as the barometer for 2021 
stats would not be an appropriate 
gauge of the market. With nearly every 
metric of market health fluctuating so 
much last year, one would obviously 
expect 2021 stats to be an improve-
ment. However, what we currently 
are a party to is shattering records 
from some of the best years of multi-
family (2014 and 2015) in the Denver 
metro following the Great Recession. 
For example, the vacancy rate for 
stabilized properties throughout the 
metro dropped to 4.87% last quarter, 
which beat the record previously set 
in 2015. In 2014, the record for greatest 
increase in rental rate was set at $57, 
but this was shattered in the second 
quarter when there was a $93 increase 

in average rental 
rate. The effective 
rental rate in the 
second quarter sat 
at $1,606, which sur-
passes the previous 
record of $1,513 set 
during 2019. 

Halfway through 
2021, we are see-
ing a tremendous 
recovery in many 
real estate sectors, 
with arguably the 

most important 
being housing, yet there are still “help 
wanted” signs plastered all over Colo-
rado from the retailers in the central 
business district to the restaurants 
hosting guests in mountain towns. We 
appear to be in some juxtaposed world 
of record-high rental rates paired 
with a labor shortage. The Colorado 
Department of Labor and Employment 
currently reports over 100,000 jobs 
listed on ConnectingColorado.com, an 
employment database aimed at help-
ing Coloradans find new employment 
opportunities. What does not seem to 
add up is how the labor shortage can 
be so severe it handcuffs restaurants 
from opening at full capacity, but there 
are significant state and federal-level 
unemployment incentives still avail-
able. On the CDLE website there is 
information on the Colorado Jump-
start program, which pays eligible Col-
oradans who return to work between 
May 30 and June 26 a $1,200 incentive 
bonus if they register for the program. 
According to the Small Business 
Administration, the small-business fil-
ing rate in Colorado increased in 2020. 
Improving 3.73% over 2019, there were 

a total of 653,639 small businesses 
registered in the state of Colorado in 
2020. How is it possible to have such a 
high rate of unemployment that it jus-
tifies stimulus payments be made to 
incentivize people to jump back into 
the workforce while also having small-
business filings at record numbers?

In addition to the available unem-
ployment stimulus programs, there 
also are programs in place to assist 
landlords who may be having rental 
income shortages related to tenants 
experiencing hardship. The two most 
well-known programs in Colorado 
are the Emergency Rental Assistance 
Program and the Property Owner Pres-
ervation program. According to the 
U.S. Treasury, the ERAP is a federal pro-
gram established by the Consolidated 
Appropriations Act of 2021. At this 
time, tenants are responsible for reg-
istering for the program while the POP 
program (created at the state level and 
born from funds earmarked in House 
Bill 20-1410) places the responsibility 
on the landlord to register and main-
tain records. Both programs have been 
popular and unbelievably valuable to 

many apartment investors throughout 
the Denver metro area. 

There is a lot of speculation as to 
what the long-term effects of the tril-
lions of stimulus dollars pumped into 
the system will have on our economy. 
We are experiencing record-breaking 
rent levels, incredibly low vacancy, 
higher-than-usual unemployment 
and stimulus money being thrown out 
left and right. These phrases generally 
would not go together in a cohesive 
sentence, but this is the market we 
are in. Historically low interest rates 
and ample, but stringent, lending have 
helped fuel the multifamily market 
to a level many of us thought was a 
full market cycle away. Local investors 
always have been bullish on Colorado, 
but more coastal investors have eyed 
our state and are chomping at the bit 
to acquire something along the Front 
Range. They ask, “How is the market 
in Colorado?” and the typical reply is, 
“The market is hotter than a goat’s 
butt in a pepper patch!” ▲

amonette@pinnaclerea.com

A strong recovery in spite of labor challenges 

Andrew Monette    
Senior adviser, 
Pinnacle Real 

Estate Advisors

We are experiencing record-breaking rent 
levels, incredibly low vacancy, higher-than-

usual unemployment and stimulus money 
being thrown out left and right. These phrases 
generally would not go together in a cohesive 

sentence, but this is the market we are in.
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Market Update

W
e didn’t think cities like 
Colorado Springs would 
see such tremendous 
market growth coming 
out of the pandemic, espe-

cially after the exceptionally strong 
year it had in 2020. As COVID-19 
restrictions have lifted in Colorado 
Springs, the market has rapidly 
seen a tremendous influx of more 
renters entering the city, which in 
turn has prompted investors to pur-
chase multifamily assets and enjoy 
the steady stream of income. Not 
only do our local investors seem 
eager to buy and sell, but also we 
are seeing an abundance of out-of-
state capital come to the table. It is 
no secret in our industry that when 
it comes to both on- and off-market 
properties, there are more buyers 
than sellers and those buyers are 
continuing to get more aggressive. 

Some of those considerable trans-
actions include the sale of The 
Gardens at Hidden Creek, at 1111-
1123 Verde Drive, which is a unique 
125-unit multifamily asset located 
in southern Colorado Springs that 
sold for a record price of $17.5 mil-
lion. This property was one of the 
many that received several off-
market offers, all with aggressive 
terms. Another example would be 
the Lookout at Broadmoor, which 
after trading for about $16 mil-
lion in October 2019 traded for just 
over $25 million not even two years 
later. These transactions are prime 
examples of the positive trajectory 
that the Colorado Springs market 
has taken and still is projecting 

to go, especially 
with the increased 
price per door we 
have seen occur 
over the past six 
months. The price 
per unit on these 
transactions range 
from $140,000 to 
$299,00 per unit. 
Similar assets sold 
in 2020 ranged 
from $89,960 to 
$186,250 per unit, 

per CoStar Group.
Due to the high demand from out-

of-state capital, markets with high-
er rent control also have seen com-
pressed cap rates and that is forcing 
this pool of investors to shift focus 
to different submarkets. Cap rate 
compression generally indicates 
that prices are rising in the market 
and it is exactly the outcome we 
are seeing in value-add multifam-
ily. Location desirability is another 
key factor that helps drive cap rate 
compression; especially with our 
market seeing near-zero interest 
rates, it helps to peak interest and 
competition from investors. Addi-
tionally, Colorado Springs is ranked 
as the second most populous city 
in all of Colorado and, given the 
nature of the Colorado Springs rent-
al affordability alternative to nearby 
Denver, new investors to the market 
are finding confidence in investing 
in the Springs market. 

A significant amount of new 
development also has occurred 
across the southern region of Colo-

rado. In 2020, over 1,500 new build-
ing permits were issued for new 
apartment complexes to be devel-
oped, per the Pikes Peak Regional 
Building Department. From January 
to May, it already has issued 1,013 
permits for new apartment units, 
which is 67% of what was issued 
the previous full year. Per CoStar, 
nearly 1,300 units were delivered in 
2020, and another 2,100 units are 
currently underway. Most of the 
new development we are seeing is 
concentrated in northern Colorado 
Springs, but developers are slowly 
starting to see the demand of urban 
housing and transitioning their 
efforts closer to the downtown area. 
A great example of that shift is the 
new construction on Elan Pikes 
Peak Apartment complex, a 321-unit 
complex that, once completed, will 
be the largest apartment commu-
nity in downtown Colorado Springs. 

We have seen this growth not only 
in the multifamily development 
side, but also in the abundance of 
new infrastructure and the reinvest-
ment in existing neighborhoods. 
Colorado Springs has welcomed a 
variety of new growth, including 
the Weidner Field, the new home to 
the Switchbacks soccer team and 
now a great downtown venue for 
events, concerts and nightlife to 
blossom. The Robson Arena located 
on Colorado College’s campus is a 
3,400-seat ice hockey arena sched-
uled to open in October. The Mae 
on Cascade is a brand-new, upscale 
177-unit apartment complex that is 
at the forefront of reenergizing the 

south end of downtown Colorado 
Springs. Additionally, the Ivywild 
redevelopment, part of the urban 
renewal project, is converting the 
historic school site to a multiuse 
facility offering the public more 
retail and eclectic dining options. 
These are just some of the strong 
economic drivers that are help-
ing fuel this market and attracting 
more owners, organizations and 
investors to dive into these dynamic 
changes. 

Colorado Springs offers the acces-
sibility to these new attractions, 
but also proximity to the breath-
taking mountains and recreational 
opportunities. We have watched 
as diverse career opportunities 
have presented themselves, allow-
ing employment growth to see its 
record best and outperform the 
national average (per CoStar). We 
continue to see growth in all facets 
of Colorado Springs. Per a CoStar 
market report, 2020 set a record 
best with a total sales volume of 
$685 million. This momentum has 
proven to continue into 2021 with 
$344 million already sold in the first 
five months. 

These numbers emphasize a great 
deal of the current market strength, 
and with the immense growth we 
have seen over these past two quar-
ters, we are eager to see what lies 
ahead. ▲

pknowlton@capstone-companies.com

What is keeping Colorado Springs’ market hot? 

Pat Knowlton      
Senior adviser, 

Capstone
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Investment Market

T
he Denver multifamily mar-
ket continually has been 
cited as one of the stron-
gest markets in terms of 
its stability and the speed 

at which the market is expected 
to recover throughout the COVID-
19 era. As we head into a pseudo 
post-pandemic environment, many 
forecasts indicate that Denver and 
the surrounding submarkets will 
see unprecedented near-term rent 
growth in spite of the narrative 
around potential continued supply 
side risks. A report published by 
CBRE Econometric Advisors in late 
2020 projects rents to grow by 8% to 
10% from 2021 to 2023 – a snap back 
from the flat to negative growth 
seen throughout the Denver mul-
tifamily market through late 2019 
and 2020.  

As is the case in many of the 
nation’s top popular secondary 
growth markets, the rent growth 
story is being supported by myriad 
different factors all working togeth-
er: Spike in construction costs and 
supply chain issues have delayed 
deliveries and muted further devel-
opment plans; increased cost of 
single-family homes has pushed 
more would-be buyers to rent; 
resurgence of strong employment 
and even wage growth in some cat-
egories; impressive net-migration 
statistics; government stimulus; 
the list can go on and on. Now, how 
does this lengthy discussion around 
rent growth relate to the overall 
subject at hand of how competi-
tive capital has gotten in Denver? 
The expectation for massive rent 

growth, more than 
any other variable, 
is what we see as 
the driving force 
behind the contin-
ued rapid decline 
in cap rates across 
the market; based 
on our pipeline 
and activity in 
the market, we 
estimate that cap 
rates dropped 
another +/-50 basis 
points on average 

for Denver multifamily product in 
the second quarter. 

The recent explosion in valua-
tions, especially in the second quar-
ter, has been fueled by the expec-
tation that rent growth forecasts 
will be reality and interest rates 
will remain low for the foreseeable 
future. In the eyes of many inves-
tors, the risk hedged scenario is 
that if interest rates do rise, then it 
will be on the back of tremendous 
economic growth, driving further 
rent growth, and that the additional 
growth in rents will outweigh the 
deterioration in value that will 
occur through cap rate expansion. 
We will come back to why rent 
growth is the foundation of the 
asset value house of cards. For now, 
let’s break down the capital stack 
for the assets seeing the valuation 
growth and why Denver is so com-
petitive.  

Let’s start with the debt side of 
the capital stack equation. Near-
term valuation exuberance has 
been fueled by the return of the 

ability to get higher leverage at 
historically low all-in rates from 
the debt fund market. There is so 
much pent-up capital and compe-
tition in the debt fund world that 
we are now seeing all-in rates for 
higher leverage debt fund execu-
tions than rates on traditional 
agency products. The heightened 
competitiveness of the debt fund 
market obviously means investors 
can manufacture better returns 

through higher leverage at lower 
rates, driving asset values up and 
up. Through population size, net-
migration characteristics, quality of 
living and continued diversification 
of the employment market, Denver 
has established itself as a market 
where a majority of lenders are 
comfortable with significant expo-
sure. As primary markets like Los 

Assessing Denver’s competitive climate for capital

Brennen Degner      
CEO and 

co-founder, 
DB Capital 

Management

CBRE
A report published by CBRE Econometric Advisors in late 2020 projected rents to grow 
by 8% to 10% from 2021 to 2023 – a snap back from the flat to negative growth seen 
throughout the Denver multifamily market through late 2019 and 2020.  

Please see Degner, Page 31
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Management

T
he rapid development of 
Internet of Things technolo-
gies combined with emerg-
ing privacy laws in the U.S. is 
leading to increased compli-

ance obligations for property man-
agers and landlords considering 
various smart building solutions. 
Smart buildings and homes use IoT 
technologies like sensors, analytics 
software and online connectivity to 
monitor operations, analyze data 
and generate insights around usage 
patterns that can be used to opti-
mize the building’s infrastructure. 
This level of data collection natural-
ly gives rise to privacy and security 
concerns.
■ What are the main privacy and 

security concerns around smart build-
ings and homes? Smart devices have 
the ability to collect vast amounts 
of personal data, including entry 
information collected via smart 
access systems, television viewing 
preferences, doorbell videos, ther-
mostat settings that can indicate 
waking and sleeping patterns, and 
smart bulbs that can indicate times 
of day when a home is occupied or 
unoccupied. These devices provide 
their manufacturers and, in some 
cases, property managers and land-
lords, with a gold mine of informa-
tion about how they are used and 
who is using them. Not only do 
property managers and landlords 
need to understand the security 
risks associated with these types 
of devices, but also they need to 
understand their obligations under 
various U.S. privacy laws.
■ What privacy laws are applicable 

to IoT devices and 
smart homes? At 
present, the U.S. 
does not have a 
general federal pri-
vacy law. However, 
three states, Cali-
fornia, Colorado 
and Virginia, have 
all implemented 
comprehensive 
privacy laws to 
protect the per-
sonal information 
of their residents. 
While all three 

state laws are slightly different, 
they each include several consistent 
requirements and consumer rights, 
namely:

• Duty of transparency – business-
es must provide consumers with 
clear and transparent notice of the 
data they collect, what they use it 
for and who they share it with.

• Right of access, deletion, cor-
rection and portability. In addition, 
consumers have the right to opt out 
of the sale of their personal infor-
mation.

• Requirement to enter into con-
tracts with third-party service pro-
viders who may process personal 
information on the businesses’ 
behalf.

• Requirement to implement 
reasonable security measures to 
protect against unauthorized use or 
disclosure of personal information.

Various state biometric privacy 
laws also could apply to the use of 
smart home devices, to the extent 
the device in question collects bio-

metric information. Biometric data 
types include facial recognition, iris 
recognition, fingerprint scans and 
voice recognition. Under certain U.S. 
state laws, including the California 
Privacy Rights Act, Virginia Consum-
er Data Protection Act and recently 
enacted Colorado Privacy Act, the 
processing of biometric informa-
tion for the purpose of uniquely 
identifying a consumer constitutes 
sensitive personal information that 
is subject to an express opt-in con-
sent (CDPA and CPA) or an opt out 
(CPRA). 

In addition, certain states such as 
Illinois and cities such as New York 
have implemented specific bio-
metric privacy laws which require 
placement of clear and conspicu-

ous notices informing individuals 
that biometric information is being 
collected and processed and, in the 
case of Illinois’ Biometric Informa-
tion Privacy Act, require a written 
release from all persons providing 
biometric information.
■ Does Colorado have specific laws 

relating to privacy and smart homes?
As of now, Colorado does not have 
a smart home specific privacy law. 
As discussed above, protections for 
personal information of Colorado 
residents are provided through the 
CPA. However, it isn’t outside the 
realm of possibility for more specif-
ic laws to be enacted. Colorado (or 
individual cities within Colorado) 

Understand privacy obligations for smart homes 

Elizabeth Harding      
Shareholder, Tech 
Transactions & 
Data Privacy 

Practice Group, 
Polsinelli

Not only do property managers and landlords need to understand the security risks 
associated with smart devices, but also they need to understand their obligations 
under Colorado privacy laws.

Please see Harding, Page 30

www.crej.com
www.catamountinc.com/multifamily


 
August 2021 — Multifamily Properties Quarterly — Page 13www.crej.com

www.crej.com
www.bankfinancial.com


 
Page 14 — Multifamily Properties Quarterly — August 2021 www.crej.com

Management

O
ver the course of this past 
year, the nation’s real estate 
market has seen a robust 
uptick in activity. This has 
been driven largely by low 

interest rates, as well as reduced 
inventory in the housing market. 

In total, we saw an 8.2% growth of 
multifamily mortgage debt through-
out 2020, according to recent data 
from the Mortgage Bankers Asso-
ciation. But what does this new 
increase in debt mean for the Colo-
rado landlords who now have new 
vacancies to fill? And what sort of 
pressure does it put on potential 
tenants?
n Debt in Colorado increases pres-

sure on landlords and tenants. Rental 
properties have long been an excel-
lent investment vehicle for build-
ing wealth and boosting net worth, 
especially if said rental property can 
be financed at a lower-than-average 
interest rate. However, these prop-
erties also bring with them added 
risk for the landlords paying on the 
mortgage loan. 

A rental property’s success can be 
gauged largely by its bottom line. 
If stuck with empty units in multi-
family properties, for example, or 
worrying about tenants who can-
not/will not pay rent (on time or 
at all), property owners can feel 
significant pressure from that loom-
ing mortgage payment. As a result, 
many of these landlords are unable 
to offer much in the way of rent 
assistance if and when tenants find 
themselves in a rough spot. 

This has been especially true for 
multifamily property owners who 

maintained or pur-
chased units dur-
ing the COVID-19 
pandemic. Though 
the state offered 
rent assistance 
to qualifying ten-
ants and landlords 
through the Colo-
rado Emergency 
Rental Assistance 
Program, the 
promised $385 
million in funds 
have been slow 

to arrive for many approved appli-
cants. In fact, Colorado recently 
hired a well-known disaster firm to 
help sift through the state’s back-
log, which already is thousands of 
applicants deep.

This leaves many landlords in 
limbo, waiting on promised funds 
to cover both current and past rent 
payments for tenants who lost 
income last year and were unable 
to keep up with monthly rent obli-
gations. But with these assistance 
payments falling months behind 
– and with no immediate delivery 
date in sight – landlords are left 
with occupied units and slim bank 
accounts.

Landlords aren’t the only ones 
feeling the pinch, though: Tenants 
have been directly affected by the 
increased debt burden in Colorado. 

Not only are many households 
still struggling financially, but many 
Coloradans have relied on new debt 
in order to make ends meet during 
the pandemic, ranking second in 
the country in admitting to using 

debt to meet weekly spending 
needs. 

Over time, a number of these 
newly debt-saddled tenants will 
find themselves searching for a 
new rental home. However, there’s a 
chance they won’t have much luck 
due to their increased debt burden 
and/or decreased credit score. If 
their rental history also has been 
affected by missed or partial pay-
ments, or even a recent eviction, 
this can make it nearly impossible 
to get approved for a new property.
n Don’t let your debt lead to rash 

business decisions. It goes without 
saying that landlords with financed 
rental properties will want to avoid 
vacancies at all costs. The longer 
a unit remains empty, the more 
money that is lost.

However, it’s important to keep a 
level head when it comes to losses, 
rather than jumping into an unwise 
deal. In many cases, a short vacancy 
while you wait for the right tenant 
is better than renting to a bad ten-
ant just to fill the unit.

Of course, even with a compre-
hensive application, background 
check and credit check, it still can 
be difficult to know for certain 
whether a tenant will turn out to 
be a nightmare or a daydream. And 
while debt burden is something to 
note – and can even be a red flag – 
it’s not always the biggest indicator 
of a tenant’s likelihood to pay.

Some people, for example, priori-
tize their rent payments while oth-
ers may focus on other obligations. 
It’s possible that an applicant who 
always has paid rent even while 

having high levels of debt may be 
better than someone with a low 
debt burden but poor payment his-
tory. 

Don’t let your debt push you 
into making rash decisions about 
your investment property, even if a 
vacancy results in a financial pinch. 
Instead, consider applicants on a 
case-by-case basis and look at all 
factors, including:

• Their overall debt burden;
• The type of debt they carry;
• Payment history and credit 

score; and
• Their past rental history.
This enables you to gain a more 

complete picture of a tenant’s debt 
management and rental payment 
practices. From that, you can deter-
mine how much of a risk a tenant 
likely poses, and whether or not 
that tenant is likely to make pay-
ments on time for your rental.

Debt can be a limiting factor for 
landlords and tenants alike. For 
multifamily property investors, 
especially those who have increased 
their debt burden in the past year, 
vacancies and nonpayment can be 
financially devastating, especially if 
an eviction moratorium is in place. 

As a landlord, it’s imperative that 
you mitigate your risk as much as 
possible during the screening pro-
cess. This will help reduce (though 
not eliminate) your chances of tak-
ing on nonpaying tenants for your 
units. s

jacob.channel@lendingtree.com 

Beware: Debt concerns pose trouble for landlords

Jacob Channel       
Senior economic 

analyst, 
LendingTree

www.crej.com
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I
nclusionary zoning is happen-
ing in most major cities across 
the country as housing prices 
continue to increase at high 
rates, with Denver being no 

exception. IZ is defined as the zon-
ing regulations to include affordable 
housing within market-rate apart-
ments or condominium projects. 
Each city has a different approach 
for requirements and incentives, 
but the intent is to gain affordable 
housing units to meet the demand 
of the market. As developers and 
city officials come to terms on how 
to provide inclusionary housing 
with offset incentives for height 
increases, parking reductions or 
speedy reviews, one thing is certain: 
All sides want to create inclusion-
ary communities starting with one 
new project at a time. While most IZ 
requirements focus on percentages, 
between 10% and 15% of units for 
people who earn 60% area median 
income, there are many other 
paths and combinations to achieve 
a similar outcome. Some jurisdic-
tional programs recognize that it’s 
not feasible for all projects to meet 
that option based on square footage 
available on small sites or in specific 
areas. They offer cash-in-lieu incen-
tives or other alternatives of provid-
ing affordable housing on other sites 
and in other buildings.

Denver has seen an increase in 
demand for affordable housing and 
has long had a program to provide 
10% of the total units as affordable 
with renters at a level of 60% AMI. 
Denver has offered linkage fees to 
developers to provide cash in lieu 
to a city fund to provide funds for 

affordable housing 
in other locations. 
The city is meeting 
with local devel-
opers to find new 
ways to provide 
housing units and 
offer incentives to 
increase affordable 
housing stock. 

While the dis-
cussions have 
centered around 
height bonuses in 

areas such as the 
38th Street light-rail station, height 
options create additional costs for 
developers. Additional height on 
a building dictates a higher cost 
construction type and additional 
features for life safety that are not a 
factor with a lower story wood frame 
buildings. Adding to rising land costs 
in the metro area, developers are 
looking into options for rezoning 
properties to get land at a lower cost 
but will need to negotiate with the 
city to provide affordable housing 
units to gain approvals.

While city leaders are coming 
up with innovative solutions for 
additional affordable housing, their 
approach differs regarding incen-
tives. The differences can be some-
what attributed to the demand in 
each region, access to public trans-
portation and the rising costs of 
housing at different rates. The more 
successful jurisdictions have many 
options, including a sliding scale of 
affordability with graduating density 
bonuses. If the developer provides 
affordable units at a lower AMI, then 
the density bonus increases over 

units based on 60% or 80% AMI. Cit-
ies also will allow additional zon-
ing height, parking reductions and 
increases in floor area ratios based 
on ratios of mixed incomes within a 
proposed project. Access and prox-
imity to public bus and light-rail 
transit also factor into the incentives 
offered. Other incentives are waivers 
based on uses, setbacks and reduc-
tions in open space, which might 
allow for more density. Accelerated 
review periods also are proposed as 
speed to market is critical for devel-
opers to open projects to generate 

revenue as soon as possible.
While IZ focuses on the supply 

and demand of affordable housing 
units, it is important to raise other 
aspects in creating livable mixed-
income communities. Other items 
of interest are connections to open 
space, community-based retail and 
connections to the local heritage. 
While some IZ incentives increase 
the size of projects, we need to be 
mindful about creating open space 
not only for the project and tenants 
but also for the surrounding com-

Inclusionary housing requires multiple approaches
Market Trends

Erik Okland, AIA       
Principal, director 

of strategy, 
Cuningham

While some inclusionary zoning incentives increase the size of projects, designers need 
to be mindful about creating open space not only for the project and tenants but also 
for the surrounding communities.

Please see Okland, Page 31
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TYPE OF CAPITAL SOURCE OF CAPITAL EXPLANATION RATES/SPREADS LTV/COVERAGE TERM AMORTIZATION FOCUS TRENDS

LIFE INSURANCE 

COMPANY 

� Insurance premiums

� Annuity and GIC sales

� Non-Recourse

� Longer-term fixed 

rate loan

� No structure

125-200 bps over the 

comparable US 

Treasuries

Rates 2.25%-3.25%

� Up to 65% LTV, majority of 

lenders quoting in the 55%-

60% LTV range

5-30

Years
25-35 Years

� Market rate properties in 

major metro areas

� B quality properties and above

� Life companies are cognizant of collections and occupancy 

during COVID-19

� Lowest pricing available for loans with 5-7 year terms

� Ability to incorporate flexible prepayment structures for a 

slight premium to the rate

� Additional loan structure tactics such as holdbacks, debt 

service escrows funded at closing, and partial personal 

guarantees are more frequently requested on loans with 

higher leverage or cash-out

� Several life companies have loan allocations for properties 

in lease-up

AGENCY

� Sales of mortgage-

backed securities with 

implied government 

guaranty

� Non-Recourse

� Longer-term fixed 

rate loan

150-270 bps over the 

comparable US 

Treasuries 

Interest rates are 

2.45%-3.65%

� Up to 75% LTV, but more 

appetite for 65%-70%

� 1.25x Minimum DCR

5-10

Years

Interest Only to 30 

Years

� Market Rate

� Age-Restricted

� Affordable/Workforce

� Major metro areas

� Secondary/Tertiary Markets

� C quality properties and above

� Lower end of interest rate range commonly achievable for 

Borrowers utilizing the Green or Mission Rich agency 

programs                    

� Partial to full-term I/O is available, depending on leverage

� Lowest pricing available for properties with "Mission Rich" 

programs                                                                                         

� Agencies have been behind on production; we expect 

pricing to tighten up in the second half to catch up.

CONDUIT (CMBS)

� Sales of mortgage-

backed securities 

through public markets

� Non-Recourse

� Longer-term fixed 

rate loan

Rates 3.00% - 3.75% 

(spreads 200-300)

� Up to 70% LTV

� 1.25x Minimum DCR

� 8.0% Minimum Debt Yield

5, 7 & 10 

Years

Interestly Only to

30 Years

� Market Rate

� Second tier properties

� Secondary/Tertiary Markets

� C quality properties and above

� Most competitive at higher leverage in secondary and 

tertiary markets

� Focused on debt yield as an important metric 

� May incorporate 6 month debt service reserve at closing

BANK 
� Corporate Debt

� Deposits

� Recourse (some non-

recourse available)

� Shorter-term fixed 

and floating rate loans

Interest rates range 

between 3.00% - 

4.00%

� Up to 70% for term loans

� Up to 60-65% for 

construction loans 

Up to 7 

Years

Fixed

 Interest Only to

 25 Years 

� Market Rate

� Age-Restricted

� Affordable/Workforce

� Major metro areas

� Secondary/Tertiary Markets

� B quality properties and above

� Standards are tightening for Sponsors with no deposit 

relationship

� Small amount of non-recourse available at <55% LTV for 

existing bank clients

� More flexible prepayment penalty options

� Some banks reserving capital for existing relationships 

only

DEBT FUND / BRIDGE 

LOAN

� Private Capital

� Institutional Capital

� Non-Recourse

� Shorter term bridge 

loans for acquisition 

and/or repositioning

LIBOR + 275-400 bps 

(0.10%-1.00% LIBOR 

floors)

� 65-80% LTC

� Going-in 5.0% Debt Yield
1 - 5

(3+1+1)
 Interest Only  

� Market Rate

� Secondary/Tertiary Markets

� C quality properties and above

� Pricing depends on leverage, property quality, existing 

cash flow, sponsor strength, and capital source

� Several debt funds are currently underwriting more 

conservatively, given uncertainty, internal structures with 

existing bank lines, increased workload with loan 

modification requests, and current interest rates on senior 

permanent debt.

� Lender fees are typically 0.75-1.00% upfront, 0.50% at exit 

LIBOR - London Interbank Offered Rate

REIT - Real Estate Investment Trust

This information is intended to illustrate some of the lending options currently available. Other options may exist. While Essex Financial Group strives to present this information as accurately as possible, no guarantee is made as to the accuracy of the data presented, or the availability of the terms at time of application. Rates and terms are 

subject to change. Please contact one of our mortgage bankers for up to date rate and term information. 

Essex Financial Group | 1401 17th Street, Suite 700 | Denver, CO 80202 |  www.essexfg.com

DCR - Debt Coverage Ratio

DUS - Delegated Underwriter Servicer

LTV - Loan to Value Ratio

LTC - Loan to Cost Ratio

Essex Financial Group - Recent Multifamily Transactions

1025 Julian
Denver, CO

$2,570,000 Permanent Loan
Agency

Prescott Apartments
Denver, CO

$10,500,000 Permanent Loan
Life Insurance Company

Irving Row
Denver, CO

$2,837,000 Permanent Loan
Agency

JEFF RIGGS

FOUNDER AND CHAIRMAN

(303) 843-0440
JRIGGS@ESSEXFG.COM

COOPER WILLIAMS

PRESIDENT

(303) 843-4581
CWILLIAMS@ESSEXFG.COM

PETER KEEPPER

MANAGING PRINCIPAL

(303) 843-6002
PETERK@ESSEXFG.COM

MIKE JEFFRIES

PRINCIPAL

(303) 843-9220
MJEFFRIES@ESSEXFG.COM

ALEX RIGGS

VP OF LOAN PRODUCTION

(303) 843-4027
ARIGGS@ESSEXFG.COM

PAUL DONAHUE

ASSISTANT VP 
(303) 843-4021

PDONAHUE@ESSEXFG.COM

BLAIRE BUTLER

ASSISTANT VP 
(303) 843-4024

BBUTLER@ESSEXFG.COM

Multifamily Properties Quarterly - Financing Sources Matrix
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Market Trends

T
he amenities race in the 
multifamily space has been 
going on for so long, at this 
point, it’s practically a mara-
thon. Developers, taking cues 

from the shifting social preferences 
of residents, have been shrinking 
unit sizes in favor of larger commu-
nal spaces ranging from community 
kitchens, cinemas and game rooms 
to pools, play structures and rooftop 
amenity decks.

Spurred by the pandemic, the 
amenities competition continues, 
but now the priority for multifamily 
developers has shifted to designs 
that provide residents with ample 
safe outdoor space. That’s putting a 
big focus on the amenity deck.

Creating a compelling, well-
designed amenity deck with vari-
ous spaces and activities should be 
approached thoughtfully to mini-
mize challenges down the road. 
Here are seven considerations for 
multifamily developers to review 
with their landscape architect at 
the beginning of a project.
n Target demographic. The tar-

get demographic should drive the 
design of an outdoor amenity deck. 
In the competition for tenants, it’s 
not necessarily about packing ame-
nities in so much as creating the 
right mix for that specific tenant 
audience. 

Communities with larger unit 
sizes often appeal to families, so 
in the landscape architecture and 
design, we often will incorporate 
elements geared toward children. 
According to Multifamily Design 
+ Construction’s 2019 Amenities 

report, children’s 
play areas were 
among the top four 
most popular ame-
nities before the 
global pandemic. 
We don’t see that 
shifting, given the 
renewed priority 
on outdoor spaces 
and a desire to be 
outside. 

Communities 
targeting primar-
ily younger resi-

dents might prioritize more social 
programming, with elements like 
grill walls and fire pits for groups 
of varying size, dining and lounge 
areas, and other areas for individual 
contemplation. 

Creating a range of experiences 
targeting specific audiences helps 
keep residents and guests return-
ing, always discovering new places 
to enjoy depending on group size 
and time of day.
n Size and location. Consider-

ations around the climate and 
microclimate on the amenity deck 
are essential. Sun, shade, moisture 
– all of it can change significantly 
based on the location.

For a community in a dense urban 
environment in Chicago, where we 
had a third-floor 45,000-square-foot 
podium connecting two residential 
towers to work with, ownership was 
concerned with the cost and main-
tenance associated with detailed 
garden planting and extensive 
hardscape on such a vast space. To 
mitigate those concerns, we utilized 

no-mow fescue throughout most of 
the deck punctuated by sculptural 
tree islands. 

In Colorado, on Snowmass Base 
Village, we had over 220,000 sf of 
snowmelt and just over 76,000 sf of 
landscape over three levels of park-
ing. We provided a flexible plaza 
space for summer and winter enter-
tainment opportunities. In the heart 
of Snowmass Village, the Limelight 
Snowmass Hotel included a 5,400-
sf ice rink, water feature, children’s 
play area, fire pits and a pool ame-
nity.
n Materiality. Anticipating the 

materials is critical to understand-
ing the look and feel of various 
spaces and the structural require-
ments to support these materials. 

Many amenity decks have exten-

sive pedestal pavement systems 
with pavers that often vary slightly 
in size and finish depending on 
the selected manufacturer. Under-
standing these dimensions is criti-
cal for laying out proposed spaces. 
We strive to design planters, walls, 
stairs, ramps and other site ele-
ments based on the size of individ-
ual pedestal pavers. Late changes 
to the pedestal paver specifications 
can result in significant shifts in the 
layout of site elements on a large 
amenity deck.
n Pool or spa features. If the goal 

is to incorporate a pool amenity, it 
is essential to identify the proposed 
location early in the design process. 
The proposed garage space below 

Amenity deck landscape design considerations 

Gary Worthley, 
PLA, ASLA       

Senior principal, 
Confluence

Beyond planting itself, a more “natural” experience can be created by mimicking topog-
raphy on an amenity deck, such as the deck at the Porte Apartments project

Please see Worthley, Page 32
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artisanoutdoorkitchens.com 

    cldenver 

premier commercial-grade

custom outdoor kitchens

visit our denver showroom

powder coated stainless steel construction

ADA compliant
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The Wren

Washington, DC

MRP Realty & JBG SMITH

I
n the days before high-rise build-
ings, apartments and boarding 
houses were built with just a 
few floors, and neighborhoods in 
large cities built up around these 

low-rise multifamily units. COVID-19 
inspired many developers to return to 
the basics and take a second look at 
pre-high-rise days as well as the ame-
nities that motivate a healthy lifestyle. 
In many ways, COVID-19 forced devel-
opers to reimagine what “home” looks 
like for residents. 

Before the pandemic, we used to 
spend just as much time at work as 
we did at home. During the pandemic, 
Coloradans started to look at their 
homes in a new light, partially because 
we spent so much time in our homes. 
Our homes became our restaurants, 
our theaters, our offices, our gyms and 
more. The same is true of rental living 
– residents are demanding more from 
their homes.

Concurrently, untethered from 
location-dependent jobs, Colorado, 
once again, received an influx of new 
residents from Illinois, Texas, Califor-
nia and Florida. Those moving here 
weren’t looking for the cookie-cutter 
high-rise that can be found in any 
major metropolitan area. New resi-
dents are seeking the Colorado way of 
life – a connection to nature, opportu-
nities to spend time outdoors in new 
ways, concierge-level service, recre-
ational activities, a community and, 
simply put, a richer quality of life.  

Our company had to pivot quickly to 
adapt to a new demand and employ 
some out-of-the-box thinking. Accord-
ing to our research and development 
for the Airie community in Denver, we 
found that people in the metro area in 

our target audience 
are most attracted 
to unique gathering 
spaces and ameni-
ties while also seek-
ing quick access to 
nature, a primary 
reason people move 
to Colorado. Thus, 
we developed this 
community to 
meet the market 
demands along 

with the property’s 
natural connection to the outdoor 
environment.

The opportunity that this new para-
digm has delivered is a new way of 
living, focused on health, a COVID-19 
aftershock. The focus on health goes 
beyond a fitness center to include an 
indoor bike repair room; a pet spa; a 
yoga, fitness and wellness studio; as 
well as a Zen garden. 

At our Denver property, we offer 
lakeside living that allows residents 
to relate to nature in a new way that 
enriches their health. For some, that 
means enjoying relaxing vistas over 
the lake, but for others, this means 
that they can exercise on the lake 
through paddleboarding or kayak-
ing, right outside their door. Whereas 
before we might have highlighted a 
state-of-the-art fitness facility, new 
residents are looking for opportunities 
to bike or walk their dogs along the 
High Line Canal Trail or around the 
lake. 

This renewed emphasis on the out-
doors doesn’t mean that residents 
moving from Chicago, New York or Los 
Angeles are throwing culture aside, 
however. These elements still feed the 

soul, and residents are looking for resi-
dential rental properties to offer enter-
tainment on site as well as be near top 
city attractions, such as Cherry Creek 
North and downtown Denver. 

Being connected with nature is good 
for our health, and studies continue to 
prove that getting outside helps with 
our mental state. The low-density/
open-air concept, the connection with 
nature, as well as the unique ameni-
ties bring the desired lifestyle of living 
near the city, yet escaping to a peace-
ful home that many current and new 
Coloradans desire. 

Additionally, we know that apart-
ment communities make the most of 
the resources we have with improved 
energy efficiency by using less water, 
gas and other natural resources. 
According to the U.S. Energy Informa-
tion Administration, “Households liv-
ing in apartment buildings with five 

or more units use about half as much 
energy as other types of homes. Lower 
energy use in apartments can be par-
tially explained by their smaller living 
space. Additionally, apartment units 
are bordered by other units or com-
mon areas on one or more sides and 
typically have fewer windows, limiting 
exposure to exterior temperatures.” 

Not only do these new concept 
apartments provide a way to connect 
with nature while still in the city, but 
also they are energy efficient to make 
the most of the resources available.

Last year was a tumultuous year 
for the rental housing industry, but 
as the industry pivots and life begins 
to return to normal, many people are 
reconsidering living arrangements to 
meet their new lifestyle. s

drechichi@pensamcapital.com

New lifestyles put health & wellness center stage

Dominic Rechichi       
Principal, Pensam 

Capital

Renter Trends

OZ Architecture
Before the pandemic, companies might have highlighted a state-of-the-art fitness facil-
ity, but today residents are looking for opportunities to bike or walk their dogs along 
the High Line Canal Trail or around the lake. The Airie features lakeside living that 
allows residents to relate to nature in a new way that enriches their health.
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Email: Info@NorthPeakCRE.com | Phone: 720.738.1949 | Off ice: 1720 S. Bellaire Street, Suite 701 Denver, CO 80222

FEATURED
INVESTMENTS

JUST SOLD

NorthPeak 
Commercial Advisors

WE’RE A COLLECTION OF 
EXPERIENCED REAL ESTATE BROKERS 
COMMITTED TO RELATIONSHIPS BUILT 
ON RESULTS.  

For more information on these investments or if you are 

interested in a free Property Valuation to see where your 

asset is worth in today’s market, contact us today at 

720-738-1949 or Info@NorthPeakCRE.com.

 | DETAILS AVAILABLE AT WWW.NORTHPEAKCRE.COM

$1,250,000 | 5 UNITS 

1147 Marion St
Denver, CO 80218

JUST LISTED

$4,200,000 | 4.16 ACRES

2480 E 74th Ave
Denver, CO 80229

JUST LISTED

$5,500,000 | 25 UNITS 

3741 Oak St
Wheat Ridge, CO 80033

JUST LISTED

$5,950,000 | 31 UNITS 

The Dempsey
1317 Pearl St 

Denver, CO 80203

JUST LISTED

$7,350,000 | 36 UNITS

The Clermont
1515-1531 Clermont St

Denver, CO 80220

JUST LISTED

$33,250,000 | 206 UNITS 

PARKVIEW TERRACE APTS
1300 Milky Way

Thornton, CO 80260 

www.crej.com
www.capstone-companies.com
www.northpeakcre.com


 
Page 24 — Multifamily Properties Quarterly — August 2021 www.crej.com

W
e are seeing a trend 
toward people mov-
ing back to the city now 
that it looks like COVID-
19 is coming to an end. 

People are looking for full-service, 
amenity-rich projects and locations. 
We see clients from out of state as 
well as in Colorado, being drawn 
to all that Denver has to offer: the 
convenience of the train to Denver 
International Airport, all of the res-
taurants opening back up, amazing 
park spaces, multiple sports, shop-
ping and beautiful theater venues. 

This has resulted in steady prices 
downtown and some new price-per-
foot thresholds that we have not 
seen before. For example, it is not 
unusual to see both new projects 
and some resales selling for over 
$1,000 a square foot in Denver now.

I am seeing many sales and eager 
buyers. One new project is Lake-
house Denver, Sloan’s Lake Resi-
dences, just minutes from down-
town Denver and right on the lake. 
We are seeing strong activity there, 
averaging over seven sales a month 
for the past few months.

I’m also seeing a desire from cli-

ents to be near 
– even within 
walking distance 
– to many conve-
niences. A great 
example is the 
new McGregor 
Square in Lower 
Downtown. The 
103 WELL-certified 
residences range 
from 450-square-
foot studios to 
6,000-sf penthous-

es. McGregor Square is a wonderful 
addition to historic LoDo, taking up 
the entire square block just south 
of Coors Field. McGregor Square 
includes three towers housing The 
Rally Hotel by Sage Hospitality, con-
dominiums, office and retail space, 
dining and a food hall; and Mile 
PostZero, which features seven res-
taurants and a central bar, all sur-
rounding a 28,000-sf content plaza 
that will have year-round events 
like concerts, festivals and an ice-
skating rink in the winter. 

This mixed-use project, with retail 
and restaurants all downtown, is 

exactly the type of project I see cli-
ents flocking to now. They are ready 
to be back among people, dining, 
shopping, etc. I see this mixed-use 
concept being the ultimate trend 
going forward, and I expect to see 
more projects like this. 

I also see clients being drawn to 
amenity-rich properties – projects, 
like McGregor Square, with valet, 
concierge, a pool, hot tub, full gym, 
even a dog relief area. Many of my 
clients have dogs, so dog-friendly 
properties are a must. I’m also 
noticing people’s lean to green – 
they are aware of the importance 
of a WELL-certified building. Our 
health has become so important 
over the past year and a half that 

the wellness aspect of a project is 
on everyone’s radar. I see clients 
also want to be close to restaurants 
that offer takeout food, have ample 
outdoor seating and offer delivery. 
Proximity to food halls is a big draw. 

Another trend I have seen since 
COVID-19 is that people want out-
door space – private patios and 
common pubic outdoor gathering 
spaces. Projects that offer amazing 
outdoor living experiences are well 
received. It’s time to move back to 
the city, and we are so lucky to be 
living in beautiful Denver, one of 
the best cities in the world, with the 
mountains just minutes away. ▲

dee@kentwoodcity.com

Residents are ready to move back to the city
Renter Trends

Dee Chirafisi
Founder/broker, 
Kentwood City 

Properties

Andrew Forino, AT Media
Renters are flocking to downtown mixed-use projects, like McGregor Square, with retail 
and restaurants. They are ready to be back among people, dining and shopping. 

I see this mixed-use concept being 
the ultimate trend going forward, and I 
expect to see more projects like this. 

www.crej.com
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NATIONAL REACH,

      LOCAL RESULTS. 

303-657-9700 
BrinkmannConstructors.com
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Renter Trends

W
e live in a self-service world. 
We check in for flights from 
our phones, get food deliv-
ered to our doors with one 
tap and access any movie 

we want, anytime, from our couches. 
The pandemic accelerated the need 

for self-service options across virtu-
ally every industry and multifamily 
housing is no exception. Companies 
hustled to come up with new and 
innovative ways to meet consumer 
demands. Traditional ways of doing 
things became outdated, seemingly 
overnight. 

Although COVID-19 may have led to 
rapid adoption of self-service and per-
sonalized options out of necessity, the 
industry quickly learned these options 
are here to stay. 

As we begin the recovery, old tech-
nologies will fall by the wayside as 
operators look for ways to manage 
their assets more efficiently and meet 
evolving renter preferences. Everyone 
will be looking for smarter and quick-
er ways to rent apartments. 

Today’s renters are digitally moti-
vated and want to use their mobile 
devices to research and experience 
things in real time and on their terms. 
They expect a self-service solution 
and, the fact is, they want to interact 
with as few people as possible to find 
their next home. 
■ How do we know? A survey by 

Tour24 found that 87% of renters said 
they would rather take a self-guided 
tour than tour with a live agent. This 
aligns with data from a recent Rent-
Café survey of 3,500 people that found 
that 83% of respondents said they 
would use self-guided tours if avail-
able.

Prospects con-
sistently share 
feedback that they 
“loved that there 
was no pressure”; 
“didn’t feel rushed”; 
“could go at my 
own pace”; and that 
it is “so easy.”

Our data shows 
that in Colorado, 
self-guided tours 
have rapidly 
expanded over the 
past 12 months, 

particularly in the Denver area. We 
are seeing this across product types, 
including high-rise, mid-rise and gar-
den-style buildings located in urban 
and suburban settings.
■ Tour how and when you want.

These technology enhancements are 
here to stay, and the next generation 
of renters not only expects tech ame-
nities, it is demanding them. 

Today’s renters want to do every-
thing on their own term and don’t like 
being pressured. Renters expect to 
have flexible options and tour times. 
They want to tour when they want, 
and not be limited to dates and times 
made available by properties. 

The RentCafé  survey also found 
that 43% of renters would rather tour 
after hours. 

If you are not offering personal and 
engaging technology solutions for 
renters, with flexible timing and tour-
ing options, you are missing out on 
valuable prospects and losing leases. 
■ Increase in demand in Denver. Self-

guided tours are rapidly becoming a 
driver of opportunity for communities 
in Denver, as renters are choosing to 

tour communities where their prefer-
ence for self-service and convenience 
is available. 

“We are seeing an increase in the 
volume of tours being taken when the 
leasing offices are closed,” said Joanna 
Hackney, executive vice president of 
client success at Tour24. “People are 
returning to their offices and have less 
flexibility to visit a community during 
their working hours. Forty percent of 
tours are now happening outside of 
leasing hours in the Denver area.”

Further, “The demand for self-guid-
ed tours has risen from one year ago, 
with our communities in this market 
realizing 152% tour growth year over 
year,” she said.

More renters than ever are choosing 
to guide themselves, even when most 
leasing offices have fully reopened for 
agent-led tours.
■ A piece of the puzzle. Self-guided 

tours have become an integral part 
of the multifamily leasing ecosystem. 
They are not being looked at in isola-
tion, but rather as an essential piece 
of the puzzle that fits into the total 
customer experience. Industry leaders 
are looking holistically at what today’s 
renters wants, and empowering them 
to connect with communities in new 

ways that fit their needs. 
With 2022 business planning in the 

industry underway, leading Denver 
owners and operators are planning 
for greater automation in the leasing 
process, enabled by innovative tech-
nology solutions and services. Self-
guided tours are a critical component 
of their strategy.
■ The bottom line. By improving the 

customer experience, these offer-
ings deliver a decrease in operating 
expenses and increase in revenue. 

Our data shows that 31% of self-
guided tour prospects commit to 
leasing immediately post-tour. These 
prospects credit their decision to hav-
ing an opportunity to tour how they 
want. Not all renters share the same 
priorities. Allowing them to focus on 
what matters to them while on tour 
has proven to drive leasing outcomes 
that often exceed guided tour experi-
ence.

Enabling prospects to tour when 
and how it’s convenient for them is a 
win-win. Finding their home, on their 
own time, in a way they prefer has 
become a necessity for communities 
going forward. ▲

Self-guided tours score big with future renters

Georgianna W. 
Oliver

Founder and CEO, 
Tour24

If you are not offering personal and engaging 
technology solutions for renters, with flexible 

timing and touring options, you are missing out 
on valuable prospects and losing leases.
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Over 9,500 Units
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Vendor Trends

T
urning an apartment to pre-
pare for new renters can be 
quite overwhelming for prop-
erty management, and as the 
busy summer moving season 

continues, it will feel this strain even 
more. The cost of getting an apartment 
move-in ready is dependent on the 
trend of renewals, and the nationwide 
rate of residents who renew their leas-
es is currently at more than half.

The time it takes to get homes ready 
varies depending on how old the com-
munity is, how long the prior resident 
lived in the apartment home and what 
condition it was at the time of move-
out. Many companies in the industry 
use seven working days as a guideline 
to turn a home, but management 
groups expect five. That being said, 
research shows that few on-site teams 
can meet these deadlines consistently. 
In reality, it’s taking 15 to 25 days on 
average, and the lost rental days and 
invoice processing cost savings ($6-$8 
per invoice) are costing communities 
time and money. Turning quickly pro-
vides additional revenue and helps on-
site teams leverage their bonuses and 
increase resident satisfaction scores 
because resident service requests are 
handled timelier.

The No. 1 chal-
lenge for a prop-
erty manager in 
multifamily living 
is resident reten-
tion. Many resi-
dents get frustrated 
when maintenance 
requests are not 
completed promptly. 
But the residents 
don’t recognize that 
on-site teams log 
hundreds of hours 
working on getting 

new homes move-in 
ready, often unintentionally neglecting 
their current residents’ needs. In order 
to really succeed at resident retention, 
a community must set itself apart from 
others. Whether that’s offering top-
of-the-line amenities such as fitness 
classes, pet walks, home cleans, valet 
trash and recycling cleanup, or simply 
having an attentive staff, the “extras” 
make or break a resident’s experience. 
With many communities around the 
country experiencing hiring issues, it’s 
more important now than ever that 
communities correctly allocate their 
staff to keep their attention on what’s 
important: setting themselves apart 

from others. 
We find that 

investing in an 
apartment turn ser-
vice is like adding 
on five or 10 days 
of additional rental 
income on every 
turn. That’s 2%-3% in 
revenue growth over 
a year. This takes 
away the burden of 
maintenance teams 
chasing down “no-
show” vendors or 

walking every apartment after each 
turn operation. Instead, high-salaried 
maintenance technicians could be 
clearing resident service requests to 
boost current resident satisfaction and 
online reviews.

Having a well-trained apartment 
turn team that possesses the skills 
and knowledge to perform at a consis-
tently high level and speed is the key to 
decreasing those vacant days, increas-
ing net rental income, never missing 
monthly turns budgets and improving 
resident satisfaction. 

To truly understand the cost involved 
in turning over an apartment home, 
the community team needs to break 
down the number of services needed in 
every vacant home. Then multiply that 
by the number of homes needed to be 
ready for the next resident to move in 
comfortably.

To demonstrate the actual cost of an 
apartment turn, here is a look at the 
labor savings a 300-home multifamily 
community can realize:  

• 15 hours per week spent on con-
tractor management (emails, text mes-
sages, phone calls, meetings, access 

to homes, etc.) at $27 per hour during 
peak leasing season (16 weeks), which 
equates to annual savings of $6,480.

• 10 hours per week at $27 per hour 
during the regular season (36 weeks), 
which equates to annual savings of 
$9,720.

• Total annual labor cost savings: 
$16,200.

For that same 300-home community, 
there’s quite a bit of opportunity to 
increase the annual rental income. For 
example, if the average monthly rent 
is $1,500, it equates to $50 a day. This 
means if the apartment turn service 
decreases the turn time by five days, 
that’s a potential increase of $250 per 
unit. If that community typically turns 
180 units a year, there’s a potential 
total annual rental income increase of 
$45,000. 

This means that in one 300-unit 
community, the total annual fiscal 
impact could be $61,200. Communi-
ties can use these savings in various 
ways, like providing bonuses to their 
hardworking staff, investing in new 
programs and amenities for their resi-
dents, or performing seemingly endless 
renovations to the property. While the 
financial savings are staggering, the 
benefits of quick apartment turns go 
beyond financial. Handling apartment 
turns in-house can be a logistical night-
mare and requires using resources that 
should be devoted to keeping current 
residents happy. Deploying an apart-
ment turns partner allows community 
professionals to focus their attention 
on other essential resident needs. s

steve.davis@valetliving.com
michael.peralli@valetliving.com

How to minimize the cost of an apartment turn

Steve Davis
Executive vice 

president, 
acquisitions, Valet 

Living

Michael Peralli
Division vice 

president of quick 
turns, Valet Living

Many companies in the industry use seven working days 
as a guideline to turn a home, but management groups 
expect five. That being said, research shows that few 
on-site teams can meet these deadlines consistently.
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The increase in small-town migra-
tion has some towns in the Western 
Slope trying to figure out how to 
accommodate everybody. It is simply 
a carrying capacity issue we are see-
ing in these popular mountain towns. 
The pandemic pushed people to out-
door tourism, which is why people 
ended up exploring these Colorado 
mountain towns. The town of Crested 
Butte has taken a step back from 
advertising local businesses because 
workers simply cannot accommo-
date the crowds they are getting 
post-lockdown. The overwhelming 
amount of tourism has a Telluride 
councilwoman wanting to push the 
town’s tourism funding toward hous-
ing, which also led the community 
of Telluride to reject a 20,000-person 

annual musical festival, which brings 
in tourists from all around Colorado. 
Other towns like Durango, Gunnison, 
Montrose and Ridgway are trying to 
figure out how to raise money and 
allocate to the housing needs of the 
local workers. Unfortunately, things 
are not moving fast enough to help 
this lack of workforce housing in 
these communities.

Many mountain and Western Slope 
towns are experiencing similar issues. 
The vacancy is now below 3% in 
Grand Junction and similarly in small-
er Colorado markets due to lack of 
new construction in the past 15 years. 
With this historically low inventory, 
these housing markets have experi-
enced demand that exceeds the sup-
ply, sparking a jump in housing prices.

The problems of no rental units 
and not much housing inventory do 

not seem like they are going away 
anytime soon. Builders are starting to 
apply for more apartment and home-
building permits in all the mountain 
and Western Slope towns. Some of 
these towns are trying to figure out 
their notoriously restrictive new-build 
cultures to allow for the needs of their 
new and old residents. New construc-
tion will take a while to catch up with 
the demand in these smaller markets. 
There are building projects starting 
from Glenwood to Grand Junction as 
well as smaller locations like Para-
chute-Battlement Mesa, and south-
west towns like Buena Vista, Salida, 
Montrose, Gunnison and Durango.

The question seems to be how these 
notoriously affordable areas can, for 
locals, sustain the rent increases that 
have hiked the cost of rental living 
8%-20% and home prices as much as 

10%-30% in the last two years. The 
answer could be that more remote 
workers with higher-paying jobs 
can afford the new normal with the 
changes in our work and life culture. 
The apartments being built in these 
areas are majority luxury buildings 
that may have a small amount of 
units with an affordable component, 
but many do not, and the rents they 
are achieving are starting to push 
toward the larger markets on the 
Front Range. All of Colorado is experi-
encing a shortage of workforce hous-
ing, but the locals in the mountains 
and Western Slope are really feeling 
the pinch with wages being a lot 
slower to increase than the prices 
of rent and housing in this high-
demand market. ▲

kent.guerin@marcusmillichap.com

Continued from Page 1

Market Update

could, for example, follow New York 
City’s example and introduce more 
targeted regulations in this field.

In May, New York City signed its 
Tenant Data Privacy Act to address 
privacy concerns around the use 
of smart access systems in certain 
multiple dwellings. The TDPA applies 
to building entry points, along with 
other restricted access spaces that 
use the smart access system, such 
as gyms, laundry rooms, mailrooms 
and lounges. Along with restrictions 
as to the type of information that 
can be collected about a tenant, the 
TDPA also requires owners to:

• Provide tenants with a privacy 
notice.

• Obtain consent for the use of 
smart access systems.

• Establish data retention periods 
for collected data.

• Ensure that collected data is not 
sold or shared.

• Create parameters surrounding 
the tracking of tenants.

• Protect the data they collect.
■ What should landlords and property 

managers be doing now? Landlords 
and property managers with respon-
sibility for residences in Colorado, 
California, Virginia and New York City 
have direct obligations under the 
privacy laws discussed above. Viola-

tion of state privacy laws could lead 
to regulatory investigations and fines. 
Regardless of where the property is 
located, however, landlords and man-
agers should consider implementing 
the following:

• Provide tenants with a clear and 
transparent privacy notice, explain-
ing what information is collected 
about them (whether via smart 
device or otherwise), what it is used 
for, to whom it is disclosed and for 
how long it is retained.

• Consider whether consent is 
required for the collection of infor-
mation for purposes of allowing 
entry into a building.

• Consider whether consent is 

required before collecting biometric 
information.

• Confirm that agreements with 
smart home system vendors include 
adequate privacy and security obliga-
tions, and other relevant protections.

• Review security and access con-
trols to information collected via 
smart home technologies.

Property developers, managers and 
landlords should be aware of the 
legal issues and compliance obliga-
tions and the risks associated with 
noncompliance that they might face 
when implementing smart building 
solutions. ▲

eharding@polsinelli.com

Harding
Continued from Page 12
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Angeles and New York have lost their 
appeal, more and more lenders have 
shifted allocations into markets like 
Denver to suit their borrowers' needs, 
which ends up being a good segue to 
the equity side of the capital stack.   

We generally see a breakdown 
of three different segments of the 
multifamily market based on size of 
deals. The size of the deals tends to 
determine who it is you are compet-
ing with on a given transaction. For 
sake of simplicity, we can break down 
the three tranches into the institu-
tional space; the family office and 
middle-market private equity space; 
and the private money and high-net-
worth space. Historically, we see the 
deal sizes of approximately $50 mil-
lion and above for institutional, $20 

million to $50 million for the family 
office and middle-market private 
equity, and under $20 million for the 
private money and high-net-worth 
space. With the migration of capital 
out of the primary coastal markets 
into secondary growth markets, we 
have seen a surplus of capital that has 
caused a heightened level of demand 
for real estate in Denver. Layer in the 
fact that you have groups that have 
shifted massive shares of their overall 
allocation from office, hospitality and 
retail into multifamily, and you have a 
recipe that has had and will continue 
to have a significant impact on the 
competition for Denver multifamily in 
the near term. 

An initial change we have seen is a 
trend shaking up the traditional asset 
size norms discussed above. So much 
institutional capital is competing in 

the $50 million and above space that 
we have seen institutional groups dip 
well below their historical size tar-
gets. This obviously has a ripple effect 
when an 800-pound gorilla with a 
lower cost of capital enters the family 
office/middle-market private equity 
space, driving those asset values up, 
and the same trickle down occurs to 
the private/high-net-worth space. As 
an organization we still see the most 
opportunity in the $15 million to $30 
million space. This section of the 
market seems to still have assets that 
are large enough to give an operator 
economy of scale but small enough to 
insulate the investor from competition 
with groups that have a cost of capital 
that is impossible to compete with. 

We have now established that there 
is a huge amount of capital on both 
the debt and equity side being drawn 

to the Denver submarket; now why do 
we think rent growth expectations are 
the single most important catalyst? 
At the end of the day, although return 
expectations have come down in the 
last 12-24 months, a real estate inves-
tor still needs to present returns that 
support the general risk nature of real 
estate compared with other alterna-
tive assets and liquid bonds/securi-
ties. In other words, core/core-plus/
value-add/opportunistic deals still 
need to produce certain returns that 
make them investable. When you start 
getting into an environment where 
going-in cap rates have a 3 in front of 
them, and a realistic exit cap rate is 
applied, the only way a deal works in 
any underwriting is if there is buy-in 
to the rent growth expectations. s 

bd@dbcap.com

Degner
Continued from Page 10

highest quarterly absorption in metro 
Denver in 16 years. As of the end of 
first-quarter 2021, effective rents post-
ed a small gain marketwide and are 
essentially at the same level they were 

pre-pandemic. However, the second 
quarter saw another absorption record 
set, as well as net effective rents 
increasing 6.1% for the second quarter 
and 9.6% over the previous year. Thus, 
2021 is seeing some of the strongest 
occupancy rates, absorption and rental 

rate growth in 17 years. 
Denver is experiencing population 

and employment growth, year over 
year, of more than 37,000 and 15,000, 
respectively. Declining affordability, 
however, is making homeownership 
considerably less feasible, especially 

for the metro’s large concentration 
of millennials. As such, multihousing 
demand throughout Denver is expect-
ed to strengthen and developers are 
stepping up to fill the need. s

pamela.koster@am.jll.com

Koster
Continued from Page 4

munities, providing places to sit and 
rest while on a dog walk, etc. Most 
often open space is allocated at side 
yard rock areas that are not acces-
sible to the users and the commu-
nity. Along with housing units, it also 
is critical to offer a lower cost alter-

native for small community-based 
retail spaces. A local coffee shop with 
an affordable rent could provide a 
service to the community and offer 
locally based employment. Heritage 
connections include community cen-
ters within projects, youth services 
for after-school functions and artist 
connections with sculpture, murals 

and artwork within the project. 
IZ has proven effective in adding 

affordable housing for communi-
ties across the nation. This approach 
provides socially and economically 
diverse neighborhoods where people 
can live in the areas they serve with 
a sense of pride. While providing 
incentives for developers is a finan-

cial offset to encourage more housing 
options, the incentives need to make 
sense for both public and private 
realms. It is encouraging that both 
public and private will work together 
to find the solutions that work for all. 
The benefit is thriving communities 
that in turn create social and eco-
nomic prosperity. s

Okland
Continued from Page 16
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the podium may allow the pool 
amenity to drop into a vault below 
the lid without impacting circulation 
or head height in the garage below. 
These locations often dictate the pro-
posed size and shape of the pool.   

On many projects, the space below 
the proposed pool amenity does not 
have the adequate head height for a 
pool vault. In these instances, we will 
look for opportunities to elevate a por-
tion of the amenity deck to accommo-
date the pool, resulting in added stairs 
and ramps to provide Americans with 
Disabilities Act-compliant egress. One 
of the design challenges in this sce-
nario is integrating stairs and ramps 
into the overall design while providing 
required pool fencing and associated 
gates. 
■ Planting plan. A thoughtful plant-

ing plan adds value to both the prop-
erty and to the resident experience, 
creating a stronger connection to 
the natural environment, mitigating 
the urban heat island effect and, in 
some cases, helping a property meet 
Denver’s Green Building Ordinance 
requirements. 

While not as complicated as design-
ing for a pool, there are many con-
siderations for planting at a project’s 
outset, particularly around the desired 
soil depth for trees, shrubs and 
grasses. Establishing the planting plan 
generally requires close collabora-
tion with the architect and structural 
engineer. Proposed planters may be 
allowed to connect to the face of the 
building, and on others, we separate 
the planter wall from the building. 
In either case, the planters become 
waterproofed bathtubs that require 
adequate drainage.

Beyond planting itself, we can cre-
ate a more “natural” experience by 

mimicking topography on an amenity 
deck, such as on the deck at the Porte 
Apartments project. Built up using 
large amounts of geofoam, these twin 
crescent berms that outline the pool 
deck and striped artificial turf fit-
ness lawn act as a threshold to walk 
through, a slope to lay on and an 
armature to sit within, providing a 
variety of options for residents.

The planting plan also is directly 
related to the next two consider-
ations, which help us understand and 
achieve the right balance on each 
project.
■ Occupiable space goals. Occupi-

able space refers to the space people 
can occupy on an amenity deck. 
It is essential to define the target 
square feet of occupiable space at 

the onset of a project. In addition to 
understanding the area of occupiable 
space, it also is important to define 
the anticipated paths of egress from 
an amenity deck. On past projects in 
Denver, the Building Department has 
allowed egress paths to be subtracted 
from occupiable space as long as this 
path is clearly defined and not pro-
grammable space.   
■ Green roof strategy. Denver’s Green 

Building Ordinance requires new 
developments here to incorporate 
certain components into their roofs, 
so the question of adding green fea-
tures to an amenity deck is becoming 
increasingly common. There are big 
challenges to green roofs in an arid 
climate like Colorado, but also oppor-
tunities.

With our sunny climate, solar pan-
els are often the first consideration for 
making a roof green, but the idea also 
can be more literal, adding landscape 
to roofs in the form of native grasses 
and wildflowers that are hardy 
enough to withstand both cold win-
ters and summer sun at a mile high. 
In addition to carefully selecting plant 
material, these areas will need to be 
irrigated to have proper soil depth and 
adequate drainage to survive.

Considering all these factors before 
the onset of your project will go a 
long way in expediting the process 
and helping your landscape architect 
create a meaningful and memorable 
design for your amenity deck. ▲

gworthley@thinkconfluence.com

Worthley
Continued from Page 18

Often a portion of the amenity deck must be elevated to accommodate the pool, resulting in added stairs and ramps to provide 
Americans with Disabilities Act-compliant egress. One of the design challenges in this scenario is integrating stairs and ramps into 
the overall design while providing required pool fencing and associated gates.

www.crej.com
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ACCESS CONTROL SYSTEMS
Advantage Security, Inc.
Manny Arias
marias@advantagesecurityinc.com
303-755-4407
www.advantagesecurityinc.com

Fire Alarm Services, Inc.
Shannon Smith
shannon@fasonline.cc
303-466-8800
www.fasonline.cc 

Mathias Lock & Key
Dispatch
303-292-9746
dispatch@mathias1901.com

ACOUSTICAL CEILINGS & 
TREATMENTS
Heartland Acoustics & Interiors
Jason Gordon, LEED AP
jason@heartland-acoustics.com
303-694-6611
www.heartland-acoustics.com

Art Consultant
Noyes Art Designs LLC
Danielle Reisman
danielle@noyesartdesigns.com
303-332-8838
ww.noyesartdesigns.com

ASPHALT & PAVING
Apex Pavement Solutions
Brian Pike
bpike@apexpvmt.com
303-273-1417
www.apexpvmt.com

Asphalt Coatings Company, Inc.
Judson Vandertoll
jvandertoll@asphaltcoatings.net
303-340-4750
www.asphaltcoatingscompany.com

Avery Asphalt, Inc.
Andy Avery
andy@averyasphaltinc.com
303-744-0366
www.averyasphalt.com

Brown Brothers Asphalt & Concrete
Shawn Bartlett
bartletts@asphaltconcrete.net
303-781-9999
www.brownbrosasphaltconcrete.com

Coatings, Inc.
Drew Leskinen
aleskinen@coatingsinc.net 
303-423-4303
www.coatingsinc.net

Economy Asphalt & Concrete Services, LLC
Scott Hardy
scotth@economypavinginc.com
303-809-5950
www.economypavinginc.com

Foothills Paving & Maintenance, Inc.
Michael Horn
mikeh@foothillspaving.com
303-462-5600
www.foothillspaving.com

CCTV/DIGITAL VIDEO  
SURVEILLANCE SYSTEMS
Advantage Security, Inc.
Jeff Rauske
jrauske@advantagesecurityinc.com
303-755-4407
www.advantagesecurityinc.com

Fire Alarm Services, Inc.
Shannon Smith
shannon@fasonline.cc
303-466-8800
www.fasonline.cc 

Mathias Lock & Key
Dispatch
303-292-9746
dispatch@mathias1901.com
www.mathias-security.com

CONCRETE
Avery Asphalt, Inc.
Andy Avery
andy@averyasphaltinc.com
303-744-0366
www.averyasphalt.com

Brown Brothers Asphalt & Concrete
Shawn Bartlett
bartletts@asphaltconcrete.net
303-781-9999
www.brownbrosasphaltconcrete.com  

Economy Asphalt & Concrete Services, LLC
Scott Hardy
scotth@economypavinginc.com
303-809-5950
www.economypavinginc.com

Foothills Paving & Maintenance, Inc.
Michael Horn
mikeh@foothillspaving.com
303-462-5600
www.foothillspaving.com

DISASTER RESTORATION
ASR Companies
Jason Luce
jluce@asrcompanies.com
720-519-5433
www.asrcompanies.com 

Doors and Frames 
Mathias Lock & Key
Dispatch
303-292-9746
dispatch@mathias1901.com

ELECTRICAL
Amteck
Dean Stone
DStone@amteck.com
303-428-6969
www.amteck.com

Encore Electric
Encore Electric Service Team
303-934-1414
serviceteam@encorelectric.com

RK Mechanical 
Marc Paolicelli
303-785-6851
www.rkmi.com

Weifield Group Contracting

Weifield Group Preconstruction Team

awilemon@weifieldgroup.com 

303-407-6642

www.weifieldgroup.com

EMPLOYMENT STAFFING
Real Estate Personnel
Dan Grantham
dangrant@realtyjobs.com
303-832-2380
www.realtyjobs.com

EVENT & HOLIDAY DÉCOR
SavATree
Matt Schovel
mschovel@savatree.com
Denver – 303-337-6200
Fort Collins – 970-221-1287
savatree.com 

EXERCISE EQUIPMENT
Advanced Exercise
Jody Huddleson
jhuddleson@advancedexercise.com
303-996-0048
www.advancedexercise.com

EXTERIOR LANDSCAPING
Arrowhead Landscape Services, Inc.
Mike Bolsinger
mbolsinger@arrowheadcares.com 
303-432-8282
www.arrowheadcares.com

Bartlett Tree Experts
Konstanze Fabian
kfabian@bartlett.com
303-353-0520
www.bartlett.com

GroundMasters Landcape Services, Inc.
Kimberly Jewell
kim@groundmastersls.com
303-750-8867
www.groundmastersls.com

Martinson Services
Andrea Nataf
anataf@martinsonservices.com
303-424-3708
www.martinsonservices.com

Snow Pros Inc. Sitesource CAM
Connie Rabb
connie@sitesourcecam.com
303-948-5117
www.sitesourcecam.com

FACILITY MAINTENANCE
CAM – Common Area Maintenance Services
Shanae Dix, CSP
shanae@camcolorado.com
303-295-2424
www.camcolorado.com

Horizon Property Services, Inc.
Gene Blanton
gblanton@horizonpropertyservices.net
720-298-4323
www.horizonpropertyservices.net

MC Buiilding Services
Jim McLure
jmclure@mccommercialrealestate.com
303-758-3336
mccommercialrealestate.com

Snow Pros Inc. Sitesource CAM
Connie Rabb
connie@sitesourcecam.com
303-948-5117
www.sitesourcecam.com

FENCING
CAM – Common Area Maintenance Services
Shanae Dix, CSP
shanae@camcolorado.com
303-295-2424
www.camcolorado.com

FIRE PROTECTION
Fire Alarm Services, Inc.
Shannon Smith
shannon@fasonline.cc
303-466-8800
www.fasonline.cc 

Frontier Fire Protection
Todd Harrison
tharrison@frontierfireprotection.com
303-629-0221
www.frontierfireprotection.com

Integrity Fire Safety Services
Cody Refosco
cody.refosco@integrityfiresafetyservices.com
303-557-1820
www.integrityfiresafetyservices.com/

Western States Fire Protection Company
Kevin Olmstead
kevin.olmstead@wsfp.us
303-792-0022
www.wsfp.com

FIRE STOPPING/FIRE PROOFING
Alternate Resistance Specialists, LLC
Stephen Kohara
stephen@arscolo.com
720-767-1661

FURNITURE FOR PUBLIC SPACES
Streetscapes
James Shaffer
james@streetscapes.biz
303-475-9262
www.streetscapes.biz

GLASS
Horizon Glass
Lou Sigman
lsigman@horizonglass.net
303-293-9377
www.horizonglass.net

LIGHTING/INSTALLATION & 
MAINTENANCE
Amteck
Dean Stone
DStone@amteck.com
303-428-6969
www.amteck.com

CAM – Common Area Maintenance Services
Shanae Dix, CSP
shanae@camcolorado.com
303-295-2424
www.camcolorado.com

LOCKSMITHS
Mathias Lock & Key
Dispatch
303-292-9746
dispatch@mathias1901.com

MECHANICAL/HVAC
CMI Mechanical, Inc.
Rick Dassow
rdassow@coloradomechanical.com
303-364-3443
www.coloradomechanical.com 

MAI Mechanical 
Grant Blackstone
GBlackstone@mai-mechanical.com    
303-289-9866 
www.mai-mechanical.com  

Murphy Company
Paul Gillett
pgillett@murphynet.com
720-257-1615
www.murphynet.com

RK Mechanical
Marc Paolicelli
marcp@rkmi.com
303-785-6851
www.rkmi.com

Tolin Mechanical Systems Company
Tom Padilla
tpadilla@tolin.com
303-455-2825
www.servicelogic.com 

METAL ROOFING/WALL PANELS
Bauen Corporation
Joey Andrews
jandrews@bauenroofing.com
303-297-3311
www.bauenroofing.com

BUILDING OPERATING SERVICES & SUPPLIERS

The BOSS Directory
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Douglass Colony Group
Kate Faulker
kfaulkner@douglasscolony.com
303-288-2635
www.douglasscolony.com

Superior Roofing
Mary Ayon
mayon@superiorroofing.com
303-476-6513
www.superiorroofing.com

METAL SERVICES
Reidy Metal Services Inc.
Kelly Reidy
kreidy@aol.com
303-361-9000
www.reidymetal.com 

MOVING & STORGAGE
Buehler Companies
Tami Anderson
tami@buehlercompanies.com
303-667-7438
www.buehlercompanies.com 

Cowboy Moving & Storage
Michael Folsom
mike@cowboymoving.com
303-789-2200
www.cowboymoving.com

PAINTING
Denver Commercial Coatings
Jim Diaz
jim@dccpaint.com
303-861-2030
www.denvercommercialcoatings.com 

Ponderosa Painting & Remodeling, Inc.
Bob Murphy
r.murphy@comcast.net
303-887-4973

Preferred Painting, Inc.
Chris Miller
chris@preferredpainting.com
303-695-0147
www.preferredpainting.com

PARKING LOT STRIPING
CAM – Common Area Maintenance Services
Shanae Dix, CSP
shanae@camcolorado.com
303-295-2424
www.camcolorado.com

Martinson Services
Andrea Nataf
anataf@martinsonservices.com
303-424-3708
www.martinsonservices.com
 

PLUMBING
MAI Mechanical
Grant Blackstone
GBlackstone@mai-mechanical.com  
303-289-9866
www.mai-mechanical.com

Murphy Company
Paul Gillett 
pgillett@murphynet.com 
720-257-1615
www.murphynet.com

RK Mechanical 
Marc Paolicelli
303-785-6851
www.rkmi.com

PRESSURE WASHING
CAM – Common Area Maintenance Services
Shanae Dix, CSP
shanae@camcolorado.com
303-295-2424
www.camcolorado.com

Rocky Mountain Squeegee Squad
Bruce Sompolski
brucesompolski@squeegeesquad.com
720-408-0014

Snow Pros Inc. Sitesource CAM
Connie Rabb
connie@sitesourcecam.com
303-948-5117
www.sitesourcecam.com

Top Gun Pressure Washing Inc.
James Ballen
jamesballen@topgunpressurewashing.com
720-540-4880
www.topgunpressurewashing.com

PROPERTY IMPROVEMENT/
TENANT FINISH
CAM – Common Area  
Maintenance Services
Shanae Dix, CSP
shanae@camcolorado.com
303-295-2424
www.camcolorado.com

Facilities Contracting, Inc.
Michael McKesson
mmckesson@facilitiescontracting.com
303-798-7111
www.facilitiescontracting.com 

ROOFING
Bauen Corporation
Brett Sowers
bsowers@bauenroofing.com
303-297-3311
www.bauenroofing.com

CIG Construction
Janice Stitzer
janice@cigconstruction.com
720-897-1886
cigconstruction.com 

CRW, Inc. – Commercial Roofing  
& Weatherproofing
Pete Holt
pete@crwroofing.com
720-348-0438
www.crwroofing.com

Douglass Colony Group
Kate Faulker
kfaulkner@douglasscolony.com
303-288-2635
www.douglasscolony.com

Flynn BEC LP
Lauren Fry
Lauren.Fry@Flynncompanies.com
303-287-3043
www.flynncompanies.com

Superior Roofing
Mary Ayon
mayon@superiorroofing.com
303-476-6513
www.superiorroofing.com 

WeatherSure Systems, Inc.
Dave Homerding
daveh@weathersuresystems.com
303-781-5454
weathersuresystems.com 

Western Roofing, Inc.
Curtis Nicholson
cnicholson@westernroofingco.com
303-279-4141
www.westernroofingco.com 

Roof Anchorage/  
Fall Protection
Applied Technical Services, Inc. (ATS)
Stefanie Horner
SHorner@atslab.com
571-302-6692
atslab.com

SECURITY SERVICES
Advantage Security, Inc.
Jeff Rauske
jrauske@advantagesecurityinc.com
303-755-4407
www.advantagesecurityinc.com

Allied Universal
Lorie Libby
lorie.libby@aus.com
303-369-7388
www.aus.com

SIGNAGE
DaVinci Sign Systems, Inc.
Kevin J. Callihan
kevin@davincisign.com
970-203-9292
www.davincisign.com

DTC Signs & Graphics
Jana Lundvall
jana@signaramadtc.com
720-259-0087
www.dtcsignsandgraphics.com

SNOW REMOVAL
CAM – Common Area  
Maintenance Services
Shanae Dix, CSP
shanae@camcolorado.com
303-295-2424
www.camcolorado.com

Facilities Contracting, Inc.
Michael McKesson
mmckesson@facilitiescontracting.com
303-798-7111
www.facilitiescontracting.com

Martinson Services
Andrea Nataf
anataf@martinsonservices.com
303-424-3708
www.martinsonservices.com

SMS, Snow Management Services, LLC
Kimberly Jewell
Kim@smssnow.com
303-750-8867
www.smssnow.com

Snow Pros Inc. Sitesource CAM
Connie Rabb
connie@sitesourcecam.com
303-948-5117
www.sitesourcecam.com

SOLAR
Douglass Colony Group
Kate Faulker
kfaulkner@douglasscolony.com
303-288-2635
www.douglasscolony.com

SOUND MASKING
Margenau Associates
Adam Faleck
afaleck@margenauassoc.com
303-979-2728
www.margenauassoc.com

SWEEPING
CAM – Common Area  
Maintenance Services
Shanae Dix, CSP
shanae@camcolorado.com
303-295-2424
www.camcolorado.com

Martinson Services
Andrea Nataf
anataf@martinsonservices.com
303-424-3708
www.martinsonservices.com

Top Gun Pressure Washing Inc.
James Ballen
jamesballen@topgunpressurewashing.com
720-540-4880
www.topgunpressurewashing.com

Tennis Courts
Coatings Inc. 
George Tavarez
gtavarez@coatingsinc.net   
303-423-4303 
www.coatingsinc.net 

TREE AND LAWN CARE
Bartlett Tree Experts
Konstanze Fabian
kfabian@bartlett.com
303-353-0520
www.bartlett.com

SavATree
Matt Schovel
mschovel@savatree.com 
Denver: 303-337-6200
Fort Collins: 970-221-1287
North Metro Denver:
303-422-1715
savatree.com  

WEATHERPROOFING
ASR Companies
Jason Luce
jluce@asrcompanies.com
720-519-5433
www.asrcompanies.com

Douglass Colony Group
Kate Faulker
kfaulkner@douglasscolony.com
303-288-2635
www.douglasscolony.com 

WeatherSure Systems, Inc.
Dave Homerding
daveh@weathersuresystems.com
303-781-5454
weathersuresystems.com

WINDOW CLEANING
Bob Popp Building Services Inc.
Bob Popp
bobpoppservices1@aol.com
303-751-3113
www.bobpoppbuildingservices.com 

Rocky Mountain Squeegee Squad
Bruce Sompolski
brucesompolski@squeegeesquad.com
720-408-0014

Our Readers are Your Prospects 

Reach property managers and building owners every issue. 

If your firm would like to participate in this directory, please contact Lori Golightly at lgolightly@crej.com or 303-623-1148 x 102
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If your firm would like to participate in this directory, please contact Lori Golightly 
at lgolightly@crej.com or 303-623-1148 x 102

Contact
Multifamily 
> 100 units

Multifamily 
< 100 units

Fort Collins / 
Northern Front 

Range

BoulderColorado SpringsMetro Denver

MULTIFAMILY DIRECTORY

OtherResidential
HOA

Atlas Real Estate 
realatlas.com

Bell Partners
www.bellpartnersinc.com 

BLDG Management
www.bmcinv.com
 

Echelon Property Group
echelonrents.com

ELKCO Properties, Inc.
elkcoproperties.net 

Four Star Realty
www.fourstarrealty.com

Granite Management Group
https://www.gmgre.com/
    

Greystar 
greystar.com

Griffis/Blessing
griffisblessing.com

Legacy Partners
www.legacypartners.com

Mission Rock Residential
www.missionrockres.com
 

SARES-REGIS Group
www.sares-regis.com

Silva-Markham Partners
silva-markham.com

UV Residential
uvresidential.com

Wheelhouse Apartments /  
Boutique Apartments
wheelhousecommercial.com

Zocalo Community Development
zocalodevelopment.com

Use CREJ’s Property Management Directory to find the right management company to care for your property.

Nick Mertens
nick@realatlas.com

Tiara Pearce
tpearce@bellpartnersinc.com

Darren Everett
darren@bmcinv.com

Bryan Stern
bstern@echelonpg.com

Ken Cilia
ken@elkco.net 

Jake Bostedt
jake@fourstarrealty.com  

Hillary Walker
hillary@gmgre.com

Brandon Rich
brich@greystar.com 

Kerry Egleston
kerry@gb85.com

Mike Holt
mholt@legacypartners.com 

Patricia Hutchison
phutchison@missionrockres.com

Sheri Druckman
sdruckman@sares-regis.com

Alfonso Silva
asilva@silva-markham.com

Jenny Romera
jromera@uvresidential.com
 

Brian Lantzy
blantzy@wheelhousecommercial.com 

Lisa Jefferies
lisa.jefferies@zocalodevelopment.com

Mixed-Use: 
MF/Retail

Single family

Multifamily mixed-
use retail, Rehab, 

Lease-up

Mixed-Use

is ESSENTIAL to the PERFORMANCE of your INVESTMENT

HIRING THE RIGHT
PROPERTY MANAGEMENT COMPANY

and to the value of your property

Mixed-Use, Afford-
able, Lease-Up, 

Value-Add

ll l l l

l l l ll

ll l l

ll

l l l

ll ll ll

l ll ll

ll l l ll

l ll ll

ll l l l
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Affordable Housing

W
eather touches everyone, 
and everyone must deal 
with it as best they can. 
Snow in Colorado requires 
snow tires, snowplows 

and shovels. Accumulations in the 
high country require blasting and 
can lead to road closures. Watching 
the Tour de France, I saw snowsheds 
over the high roads in the Pyrenees 
that protect the roads from ava-
lanches.

The pandemic caused a similar 
reaction, requiring everyone to do 
the best with what they had. In this 
issue, you’ll hear from four archi-
tectural firms that describe how the 
pandemic impacted their opera-
tions, how it has influenced changes 
in the way they approach design 
and their musings about the future.

The need and demand for hous-
ing affordable to the lower-income 
members of society has not gone 
down and, more than likely, will 
not in the foreseeable future. Even 
as incomes rise through a higher 
minimum wage and employers hav-
ing to pay more to fill vacant posi-

tions, the inability 
of many to qualify 
for homeowner-
ship for the various 
reasons discussed 
elsewhere in the 
Colorado Real 
Estate Journal will 
continue to apply 
pressure to the 
rental market, fuel-
ing that demand.

The competi-
tion for the scarce 
resources neces-
sary and avail-

able to help fill the economic gap 
between costs and loans to create 
affordable rents increases at a rate 
greater than the ability of govern-
ments to provide more.

The physical changes necessitated 
by the pandemic have led to some 
fiscal changes that will provide more 
resources in the short run – if the 
agencies responsible for adminis-
tration and distribution of those 
resources can create the systems 
and find and hire the qualified staff 

to get those resources out.
As the nature of office work 

changes and the demand for office 
space declines, more interest is 
being paid to conversion of offices 
to housing. In a similar vein, as 
business travel gives way to virtual 
meetings, hotels suffering from 
declining occupancy are being con-
sidered for conversion to senior 
housing. And many older hotels 
that cannot afford to retrofit rooms 
to satisfy the new health and safety 
expectations of travelers are shut-
ting down or being sold to city gov-
ernments and nonprofits to provide 

shelter for the unhoused.
Safe, warm shelter from all the 

storms of life is a basic human 
need that began with early man liv-
ing in caves and has not changed 
a bit today. We have refined and 
expanded what the cave looks like 
over time, but it still is basically four 
walls, a roof and a floor with heat 
and light. The pandemic has raised 
our consciousness about how to 
tweak the designs to make them 
safer and how to work together in 
spaces to do that work. What follows 
are four perspectives from those 
doing that work. s

From the desk of Rodger Hara:  

How the pandemic impacts affordable housing

Rodger Hara 
Principal, 

Community 
Builder Realty 

Services

A
s the second quarter closed 
and Colorado surpassed the 
55% fully vaccinated thresh-
old, many in the real estate 
and architecture/engineering/

construction industries started to feel 
enough distance from the height of 
the pandemic to consider what has 
changed. How have we changed? And 
what is next?  

The disproportionate impact of the 
COVID-19 virus on low-income and 
minority populations has only exacer-
bated the supply and demand incon-
gruence for affordable housing across 
the nation, especially in high-growth 
and economically advancing regions 
like Colorado. According to the Nation-
al Low Income Housing Coalition, “Our 
supply leaves an absolute shortage of 
3.4 million affordable rental homes in 
the U.S.” 

Colorado has fewer than 30 afford-
able and available rental homes per 
100 extremely low-income rental 
households, a shortage of 113,110 
homes. 

What has changed is the construc-
tion landscape and how project teams 
partner to counterbalance escalat-
ing costs. “The lasting impacts aren’t 
going to be the air purifiers or the 
design of the building; the lasting 
impacts will be supply chain disrup-
tions and what COVID touched,” 
according to Michael Gaillard, Rose-
mann & Associates affordable housing 
project manager.

The most widely discussed impact 
of the pandemic on the architecture, 
engineering and construction industry 
is the extreme rise in material costs 
and lead times. JES Holdings LLC, 
national affordable housing devel-
oper, manager and investor, noted 
an increase of 10% to 13% in total 
development costs per project since 
the start of the pandemic. U.S. GAO 
Report-18-627 found that costs per 
square foot of affordable housing had 
increased only 55% from 2008 to 2019.

“Trucking and transportation are cer-
tainly a component of the increases,” 
according to Jeff Lindsay, estimating 
manager for Mortenson Construction. 

“Recent articles are 
stating that truck-
ing costs per load 
have increased from 
50% to 100%. Driver 
shortages, shipping 
container shortages 
and the price of fuel 
are all contributing 
factors.”

The compounded 
impact of higher 
costs and delayed 
materials is direct-
ing a new level of 
communication 
and project estima-
tion. One developer 

commented, “People are taking into 
consideration the delay in the logistics 
of getting supplies out to the property. 
General contractors are incorporat-
ing the delays in their forecasts for 
construction – if a typical project is 12 
months, contractors now project 15 
months.” 

That added three-month delay in 
project timelines contributes to the 
normal affordable housing develop-
ment challenges and capital stacks 
created to meet pre-pandemic project 
values – such as the need for sub-
mittal of a project budget months to 
years before formal credit approval. 
Developers build in some contingency 
funds to address unforeseen project 
costs, but recent applications could 
not anticipate that rate of escalation. 
This means that many developers are 
maximizing deferred developer fees 
and extending the time for payment 
of those fees.

Economic feasibility has become the 
greatest barrier to new projects and 
affordable development nationwide. 
The most effective source of relief for 
projects already approved lies in going 
back to state agencies to request sup-
plemental housing credits to “right-
size” deals penciled a year or two prior. 

The other obvious avenue for cost 
savings comes via value engineer-
ing. “Budgets are so razor thin, to 
have labor and material escalation is 
another barrier to getting people into 

homes. Now more than ever, we need 
to creatively delve into any other via-
ble solutions to make the deals work,” 
said Gaillard. 

Everyone in the design world is 
reacting in one way or another. Trade 
by trade, design consultants are sharp-
ening pencils and designing new 
solutions; plumbers draw multiple 
bathrooms into an optimized plumb-
ing stack to minimize size and volume 
of PVC piping. Architects are looking at 
structural panels for exterior sheath-
ing or steel framing to help with the 
wood costs, others are considering 
panelized products, while still others 
are exploring modular or manufac-
tures homes. 

In terms of design and structure, a 
strong need emerging during the pan-
demic is internet and wireless connec-
tivity. Studies conducted by Stanford 
University found that by June 2020, 
42% of the United States labor force 
was working from home full time, 
33% was not working due to the lock-
down recession and only 26% – mostly 
essential service workers – was work-
ing on business premises. To support 
the remote work of residents, afford-
able housing developers are focusing 
on the provision of whole-building 
Wi-Fi, in-unit internet ports or, at 
minimum, Wi-Fi connectivity in the 

community clubhouses with business 
centers and other common spaces. 
This is a direction many developments 
were progressing toward anyway, but 
as of the pandemic the need for inter-
net is a must. 

With the lag between credit alloca-
tion and design/construction, any for-
mal design changes are not likely to be 
reflected in low-income housing tax 
credit qualified allocation plans until 
2022, so architects, contractors and 
developers are left to work with what 
they can. 

In many cases, what has served 
communities well will remain; opti-
mized unit staking, prototype kitch-
ens, efficient utilization of grading and 
topography, façade materials and col-
ors to add visual diversity. Affordable 
design always has required striking 
the right balance between cost, qual-
ity, form and function. Good affordable 
housing will continue to be driven by 
the residents and their needs for a 
quality, comfortable, accessible home. 

In the words of JES Holdings, “The 
development community is getting 
back to more grassroots, nuts and 
bolts ideas of what it takes to build 
and what we want to own as a proper-
ty owner. We are focused on removing 
fluff that adds cost without building in 
significant value for the residents.” s

Pandemic adds pressure to economic feasibility
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The most widely discussed impact of the pandemic on the architecture, engineering 
and construction industry is the extreme rise in material costs and lead times, which 
only exacerbate project challenges for affordable housing. 
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APPRAISAL, MARKET STUDIES  
& CONSULTING
Apartment Appraisers & Consultants
Appraisals, HUD & CHFA Market Studies

Cary Bruteig

303-722-4222

Cary.Bruteig@ApartmentAppraisers.com

www.ApartmentAppraisers.com

The Highland Group, Inc.
Market and Feasibility Studies

Elisabeth Borden

720.565.0966

eborden@thehighlandgroupinc.com  

www.thehighlandgroupinc.com 

James Real Estate Services, Inc.
Appraisals, HUD & CHFA Market Studies 

Bill James, MAI, CCIM, MBA

303-316-6768

bjames@jres.com 

www.jres.com 

Novogradac & Company LLP
Audit, Tax, Accounting, Consulting, 

Compliance and Forecasting

Jeff Nishita

415-356-8081

jeff.nishita@novoco.com  

www.novoco.com 

Root Policy Research
Market Studies / Economic & Demographic 

Research

Mollie Fitzpatrick

970-880-1415

hello@rootpolicy.com 

www.rootpolicy.com 

ARCHITECTS
KEPHART community :: planning :: 
architecture
Architecture and Land Planning

Doug Van Lerberghe

303.832.4474

dougv@kephart.com 

www.kephart.com 

Lantz-Boggio Architects &  
Interior Designers
Mixed-Use, Multifamily, Senior Housing

Bill Foster

303-773-0436

bfoster@lantz-boggio.com

www.lantz-boggio.com 

Norris Design
Planning, Landscape Architecture, Branding

Carl Runge

678-613-3986 or 303-892-1166

crunge@norris-design.com 

www.norris-design.com 

Rosemann & Associates
Architectural Design and Planning

Amy Vance – Director of Business 

Development

avance@rosemann.com

303.229.5477

https://rosemann.com/

Shopworks Architecture
Architecture & Interior Design

Laura Rossbert

720-681-6420

laura@shopworksarc.com 

www.shopworksarc.com 

CONSULTING
Affordable Advisors
LIHTC, HUD & CHFA

Mark Welch

303-902-6426

mark@affordable-advisors.com

www.affordable-advisors.com

Anderies Consulting
Affordable housing consultant

Mary E. Anderies

303-433-4401

Mary@AnderiesConsulting.com 

Beauxsimone Consulting
Permanent Supportive Housing Consulting

Zoe LeBeau

218-491-4018

zoe@beauxsimone.com 

www.beauxsimone.com      

Community Builders Realty Services
LIHTC, HUD, CHFA

Rodger Hara

720-323-0253

rodger.hara@comcast.net 

Dwelling Development LLC
Finance / Project Management

Sarah Batt

303 726 8199

sarah@dwellingdev.com 

www.dwellingdev.com 

ICAST
Green Retrofits and Consulting

Joe Makyta

303-462-4100 x322

josephm@icastusa.org   

www.icastusa.org 

S.B. Clark Companies
LIHTC, CHFA, New Market Tax Credits

Laura Clark

303-797-3177

laura@sbclarkinc.com

www.sbclarkinc.com

Williford, LLC
LIHTC Market Analysis, Consulting for Policy, 

Development Feasibility, Financing

Willa Williford

303-818-0096

willa@willifordhousing.com 

www.willifordhousing.com 

DEVELOPERS  
Delwest
LIHTC & Market Rate

Joe DelZotto

303-632-6755

jad@delwest.com

www.delwest.com

Gorman & Company
LIHTC

Kimball Crangle

303-887-2707

kcrangle@gormanusa.com

www.gormanusa.com

Hendricks Communities
LIHTC Development,  

Property Management

Marc Hendricks

303-772-6088

marc@hendrickscommunities.com   

www.hendrickscommunities.com 

Koelbel & Company
LIHTC, Market Rate, Mixed Use

Carl Koelbel

303-300-8785

ckoelbel@koelbelco.com

www.koelbelco.com

Lexton McDermott
LIHTC, Senior, Mixed Use

Arthur McDermott or Mike Lengen

303-773-1551 or 303-991-0606

Arthur@mcdermottproperties.com 

www.lextonmcdermott.com 

Medici Communities, LLC
LIHTC, Senior, Mixed Use

Troy Gladwell

303-921-3366

TGladwell@medicicommunities.com

www.medicicommunities.com

Mercy Housing
LIHTC, Family, Senior, Special Needs

Ismael Guerrero

303-830-3300

iguerrero@mercyhousing.org

www.mercyhousing.org

MGL Partners
LIHTC, Market Rate, Senior, Mixed Use, 

Workforce

Greg Glade

303-554-0500

GGlade@MGLPartners.com

www.MGLPartners.com

The Michaels Organization
LIHTC, Market Rate, Mixed Use 

Development, Property Management

Ryan Zent

720-845-6500

rzent@tmo.com 

www.tmo.com 

Mile High Development
LIHTC, Senior, Mixed Use

George Thorn

303-808-4500

gthorn@milehighdevelopment.com

www.milehighdevelopment.com

Perry Rose
LIHTC, Mixed Use

Chuck Perry

303-446-0600

chuck@perry-rose.com

www.perry-rose.com

St. Charles Town Company
LIHTC, Market Rate, Mixed Use

Charlie Woolley

720-598-1300

charlie@stcharlestown.com

www.stcharlestown.com

SW Development Group
LIHTC, Mixed Use

Scott Yeates

303-667-4060

scott@swdevgroup.com

www.swdevgroup.com

Urban Land Conservancy
Land Banking, Nonprofit Office

Aaron Miripol

303-377-4477

amiripol@urbanlandc.org

www.urbanlandc.org

Zocalo Community Development Ltd.
LIHTC, Market Rate, Senior, Mixed Use

David Zucker

303-320-8611

david@zocalodevelopment.com

www.zocalodevelopment.com

EQUITY / TAX CREDIT 
SYNDICATOR / DIRECT INVESTOR
Advantage Capital
State Affordable Housing and State Historic 

Tax Credit Syndication

Jim Rieker

314-480-3190 or 402-681-7958

jrieker@advantagecap.com 

www.advantagecap.com

Enterprise Housing Credit 

Investments, LLC
Federal LIHTC Syndicator

Brian Windley

303.376.5403

bwindley@enterprisecommunity.com

www.enterprisecommunity.org 

RBC Capital Markets LLC
Federal LIHTC Syndicator and Direct 

Purchaser

Aaron Krasnow

303-595-1200

aaron.krasnow@rbccm.com

www.rbccm.com

FINANCING
Bellwether Enterprise
LIHTC, Market Rate & Healthcare; FHA, 

Agencies, USDA and Private Placement

Anthea Azmitia Martin

720.891.6537

amartin@bwecap.com 

https://www.bellwetherenterprise.com/

people/Anthea-Martin

CBRE
Fannie Mae, Freddie Mac, and HUD

Steve Wessler 

303-628-7423, 303-906-6154

Stephen.wessler@cbre.com 

www.cbre.us/affordablehousing 

www.cbre.us/fha 

Citi Community Capital

LIHTC Bonds

Brian Dale

303-308-7403

brian.dale@citi.com

www.citi.com

Colorado Division of Housing
Gap Funds

Alison George

303-864-7818

alison.george@state.co.us

Colorado Housing & Finance Authority 

(CHFA)
LIHTC, Mixed Income/Use

Terry Barnard

303-297-4866

tbarnard@chfainfo.com

www.colohfa.org

Colorado Housing Investment Fund
Gap Funds

Ariel Cisneros

720-601-0702

Ariel.cisneros@state.co.us

https://cdola.colorado.gov/

Sponsored By: Rodger Hara, Community Builders Realty Services

Affordable Housing Development
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D.A. Davidson & Co.
LIHTC Bonds

Trinidad Rodriguez

303-764-5768

trodriguez@dadco.com

www.dadco.com

Gershman Investment Corp.
HUD & Agency Loans

Michael Thomas

303-953-4775

mthomas@gershman.com

www.gershman.com

Impact Development Fund
Pre-Dev. & Bridge Loans

Joe Rowan

970-494-2021

joe@impactdf.org

www.impactdf.org

JP Morgan Chase
Construction and Permanent Financing for 

LIHTC

Olivio C. Ochoa

214-965-2678

Olivio.c.ochoa@chase.com          

www.Chase.com

Lument (fka Hunt Real Estate Capital)
LIHTC and Market Rate Agency Permanent 

Loans

Tim Hoppin

303-378-0993

timothy.hoppin@lument.com   

www.lument.com 

Mercy Community Capital
Predevelopment and Bridge Loans to 

Nonprofits

Jason Battista

303.830.3332 

jbattista@mercy.org 

www.mercyhousing.org/mcc 

Sharing Connexion Inc
Predevelopment, Bridge, Acquisition loans

Emily Nilsen

303-205-6770       

enilsen@sharingconnexion.org  

www.sharingconnexion.org 

Wells Fargo Bank, N.A.
LIHTC Construction Loans

Scott Horton

303-863-4871

scott.horton@wellsfargo.com

www.wellsfargo.com

GENERAL CONTRACTORS

Alliance Construction Solutions
General Contractor

Robin Choate

303-813-0035 or 970-310-0100

rlchoate@allianceconstruction.com   

www.allianceconstruction.com

Harmonic Construction Services
Construction & Renovation

Andy Seed

303-773-1551

aseed@harmonic-construction.com      

Palace Construction 
Construction and Restoration

Garth Geer

303-777-7999

ggeer@palaceconst.com 

www.palaceconst.com 

Pinkard Construction Company
Construction Management/General 

Contracting

Jim Mellor

303-986-4555 or 303-946-6646 

Jim.Mellor@PinkardCC.com  

www.Pinkardcc.com 

Shaw Construction
Construction Management/General 

Contracting

Tamara Bujakowski

303-825-4740

tamarabujakowski@shawconstruction.net

www.shawconstruction.net

Taylor Kohrs
Construction Management/General 

Contracting

Brian Cohen

303-928-1800

brianc@taylorkohrs.com 

www.taylorkohrs.com 

HOUSING AUTHORITIES

Aurora Housing Authority
Craig Maraschky

720-251-2100

cmaraschky@aurorahousing.org 

www.aurorahousing.org

Brighton Housing Authority
Joseph Espinosa

303-655-2160

jespinosa@brightonhousing.org    

www.brightonhousingauthority.org 

Boulder Housing Partners
Jeremy Durham

720-564-4610

durhams@boulderhousing.org

www.boulderhousing.org

Denver Housing Authority
David Nisivoccia

720-932-3106 

executive@denverhousing.org 

www.denverhousing.org

Foothills Regional Housing
Lori Rosendahl

303-422-8600

mbarner@foothillsrh.org

www.foothillsrh.org

Maiker Housing Partners
Annie Ramirez

303-227-2044

aramirez@maikerhp.org 

www.maikerhp.org 

Metro West Housing Solutions
Brendalee Connors

303-987-7820

brecon@mwhsolutions.org

www.mwhsolutions.org

LAW

Bryan Cave Leighton Paisner LLP
Tax Credit Equity, Real Estate, Financing

Paul Smithw

303-417-8508

paul.smith@bclplaw.com 

www.bclplaw.com 

Holland & Hart
LIHTC, Real Estate, Financing

Christopher Gunlikson

303-473-2729

cagunlikson@hollandhart.com

www.hollandhart.com

Sherman & Howard L.L.C.
Bond counsel/public finance/construction/

real estate

Cory Kalanick

ckalanick@shermanhoward.com

303-299-8373

shermanhoward.com/

Winthrop and Weinstine
LIHTC, Real Estate, Financing

Jon Peterson  

612-604-6736   

jpeterson@winthrop.com   

www.winthrop.com 

NONPROFIT DEVELOPERS

Brothers Redevelopment, Inc.
LIHTC Development, Senior Housing, 

Property Management

Jeff Martinez

303-202-6340

jeff@brothersredevelopment.org 

www.brothersredevelopment.org 

Community Housing Partners
Development, Resident Services

Signy Makita

720-278-6557

signy@ch-partners.org

www.ch-partners.org

Del Norte Neighborhood  

Development Corp.
Development, Property Management, 

Resident Services

Cecelia Cervantes

303-477-4774

ccervantes@delnortendc.org

www.delnortendc.org

Eaton Senior Communities 
Senior Housing Development, Management 

and Consulting 

David Smart

303-937-3010

dsmart@eatonsenior.org 

www.eatonsenior.org 

Greccio Housing Unlimited, Inc.
Development, Property Management, 

Resident Resources, Advocacy

Lee Patke

719-419-5612

lpatke@greccio.org          

www.greccio.org 

 

HomesFund
Homebuyer Education, Housing Counseling, 

and Mortgage Assistance

Lisa Bloomquist Palmer

970-259-1418

lisa@homesfund.org 

www.homesfund.org

Hope Communities
Development, Property Management, 

Resident Services

Sharon A. Knight

720.593.4602

sharon@hopecommunities.org

www.hopecommunities.org

NEWSED Community Development Corp.
Development, Property Management, 

Resident Services

Andrea Barela

303.534.8342 x 110

abarela@newsed.org

www.newsed.org 

Northeast Denver Housing Center
Development, Property Management, 

Resident Services

Gete Mekonnen

303-377-3334

gmekonnen@nedenverhousing.org 

www.nedenverhousing.org 

Rocky Mountain Communities
Dontae Latson

303-257-0274

DLATSON@rmcommunities.org 

www.rockymountaincommunities.org 

Thistle
LIHTC Development, Cooperative Housing, 

Property Management, Resident Services

Mary Duvall

303-443-0007 ext 113

mduvall@thistle.us 

www.thistle.us

Volunteers of America
LIHTC, Senior, Special Needs

Doug Snyder

303-726-1055

dsnyder@voa.org 

www.voa.org 

PROPERTY MANAGEMENT

ComCap Management
LIHTC Property Management  

& Compliance

Mike Lengen

303-991-0606

info@comcapmgmt.com  

www.comcapmgmt.com 

HRE Management
LIHTC, HUD and  

Market Rate Management

Lynn S. Wing

303-442-6380

lswing@hudsoncos.com

www.hremanagement.com 

TRADE ASSOCIATIONS

Housing Colorado
Affordable Housing Advocates  

and Practitioners

Elena Wilken

720-219-7772 

elena@housingcolorado.org 

www.housingcolorado.org 

Rocky AHMA
Affordable Housing  

Management Association

Kim O’Shea 

303-840-9803

kim@rockyahma.org  

www.rockyahma.org 

Mountain Plains NAHRO
Association of Housing and Redevelopment 

Officials

Brea Gilchrist

720-432-4802

brea@conahro.org 

www.mpnahro.org 

Affordable Housing Development
RESOURCE DIRECTORY

If your firm would like to participate in this directory, please contact Lori Golightly at lgolightly@crej.com or 303-623-1148 x 102
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Affordable Housing

O
ur firm has been providing 
architectural design services 
in the Denver metropolitan 
and Front Range areas for 
over 23 years and longer in 

the West Coast market. Our work in 
affordable housing resonates deeply 
with our firm’s commitment to 
service and the fostering of strong 
communities. As residents of the 
Denver area, we recognize the need 
for varied and robust affordable 
housing solutions, and we value our 
opportunity to be a part of those 
efforts. Our approaches to fulfilling 
this commitment are being tested as 
we, along with the rest of the world, 
make our way through the COVID-19 
pandemic. The pandemic has sowed 
confusion and uncertainty into all 
of our lives. There are new fears, 
new anxieties, new and confusing 
practices. While it hasn’t been easy, I 
believe we have been able to weath-
er those uncertainties well.

The biggest takeaway from our col-
lective journey through COVID-19 for 
our practice of architecture has been 
the imperative to be intentional. 
When the status quo disintegrates, 
you have to reevaluate your prac-
tices, principles and procedures. 
Some are found to be lacking, while 
others are revealed to be part of 
a firm foundation. For instance, 
individual in-office working spaces 
at architectural firms tend to be 
larger due to the size of the paper 
drawings we produce, allowing for 
good social distance. Much of our 
production is computer based, and 
work from home was possible when 
needed. Our staff valued the flex-

ibility to work from 
home, but perhaps 
even more valued 
our ability to be 
socially distant in 
the office, with the 
increased sense of 
normalcy that pro-
vided. Zoning and 
permitting process-
es were stressed as 
jurisdictions imple-
mented new digital 
processes. Taking 
time to maintain 
and reinforce our 

personal connections with the staff 
at various jurisdictions helped us 
navigate through the uncertainties.  
Along with the rest of the world, our 
use of videoconferencing increased. 
While we have long made use of 
this technology, there were chal-
lenges in not meeting face-to-face 
at all. Getting a read of the room is 
harder. Being distracted is easier. 
The through-a-screen meetings are 
exhausting compared to face-to-face 
meetings. Confronted with these 
new stresses, we had to be inten-
tional about maintaining well-being 
and encouraging others to do the 
same.

For our projects in design, we 
researched and deliberated new best 
practices for a post-pandemic world. 
A sampling of the technical options 
includes touchless fixtures, antimi-
crobial surfaces and enhanced air 
circulation with increased filtration. 
We began to design with more space 
and flexibility in lobby/vestibule 
areas and increased use of indoor-

outdoor spaces. We discussed plan-
ning for staff and resident screen-
ing, particularly in the senior hous-
ing sector. There was strong client 
interest in incorporating home 
office space, even in smaller units. 
Daylight and fresh air, always high-
ly valued elements of good design, 
became even more important. 
Design best practices take a particu-
lar program and budget into con-
sideration, and so the appropriate 
application of the available options 
varies project to project.

Our ongoing affordable housing 
projects continued to press forward 

toward low-income housing tax 
credit funding only to be confront-
ed, once funded, with the unprec-
edented and ongoing increases in 
overall construction and material 
costs. We have seen corresponding 
increased value engineering pres-
sures, which can be particularly 
hard for affordable housing projects 
to bear. However, strong teamwork 
between the owner, architect and 
contractor can accomplish much 
– and did during these troubled 
times. 

Takeaways for affordable housing post-pandemic 

Erik Hall, AIA
Partner, Van 

Tilburg, Banvard 
and Soderbergh, 

AIA

Daylight and fresh air, always highly valued elements of good design, have become 
even more important. Design best practices take a particular program and budget into 
consideration, meaning the available options vary project to project.

Please see Hall, Page 44
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Affordable Housing

T
he Abo Group is a well-estab-
lished architectural practice 
that has been in business for 
over 40 years. The firm has 
withstood shifts in the indus-

try and downturns in the economy 
– none more challenging than the 
COVID-19 pandemic. The firm does 
not specialize in multifamily hous-
ing or any specific type of architec-
ture. Our focus is to serve our clients 
by providing design services that 
critically examine the context of the 
project and involve the client and 
user intimately in the design pro-
cess. 

Our firm was hit hard during the 
COVID-19 pandemic as many of our 
clients were institutional or public, 
like Savio, a nonprofit child well-
ness organization based in Denver. 
In addition to my work with the 
Abo Group, I am the president of the 

board of trustees of 
Savio House. Pre-
pandemic, together 
with Joshua Pruyn, 
the development 
officer of Savio 
House, we spear-
headed a new type 
of development 
for the nonprofit 
– an innovative 
multifamily hous-
ing project that 
will integrate sub-

stance use treatment and its exist-
ing services to support Colorado 
families facing addiction. I donated 
my time to develop the design and 
approached the city of Lakewood to 
determine the feasibility of the proj-
ect. 

The multifamily project will fea-
ture six units and have an attached 

counseling center. 
Each living unit is 
an attached two-
story townhome 
(one townhome 
is a one-story 
wheelchair-
accessible unit) 
and designed to 
fit into an existing 
neighborhood with 
a mix of single-
family and multi-
family residences. 
This program is 

unique when it comes to addiction 
treatment as it focuses on keeping 
families in authentic home environ-
ments, instead of feeling institu-
tional. The main floor plan consists 
of an open living, dining and kitchen 
area to encourage family interaction 
and support the family’s therapeutic 

goals. The three bedrooms upstairs 
include one master bedroom to give 
the adults privacy and allow for 
them to work on strengthening their 
relationships and two bedrooms 
intended for children. 

The attached counseling center 
will be staffed 24/7 and have office 
space, counseling rooms, meeting 
and training areas, and sleeping 
quarters. There also will be extra 
bedrooms for children; this feature 
allows for the possibility that par-
ents may be unable to care for their 
children momentarily due to the 
realities of addiction recovery. 

The program is unique, as it will be 
the first in the country to allow all 
family members to remain together 
while one or more parents seeks 
addiction treatment. By January 

Pandemic-stalled treatment center project restarts

Ron Abo
Principal architect, 

Abo Group

Joshua Pruyn
Development 
officer, Savio 

House

A rendering of the Savio Family Treatment Center 

Please see Abo, Page 44

W
hen the COVID-19 pan-
demic caused the shut-
down of most businesses, 
Caddis Collaborative, a 
Boulder-based architecture 

firm for which affordable hous-
ing is about one-third of our work, 
was grateful to avoid much of the 
impact. All but one person in our 
small office of nine staff mem-
bers began to work from home in 
early March 2020. We already were 
accustomed to working remotely 
from home and for clients around 
the country, so we were fairly well 
positioned for this transition. We 
have a mostly long-tenured group 
of employees, so those well-rooted 
connections supported working 
remotely. A couple of our prospects, 
which included some affordable 
housing, dried up because of shifts 
in municipal tax bases and fund-
ing shortages. But in large part, we 
were fortunate. We have a diverse 
cross-section of projects, and we’re 
generally as busy as we choose to 
be. Much of our work comes from 
repeat clients, and those relation-
ships held strong throughout the 
pandemic. Even with our continued 
client load, however, we felt the 
impact of the pandemic and learned 
new ways to work as a result.

Some of those learnings related 
to staffing: How many of us can 
work from home, and what’s the 
right mix? Other learnings related 
to workflow: How much work do 
we really want to accomplish in a 
week, and what’s the right work-life 
balance? Others were architectural: 
In what ways could our workspace 
evolve to better support our lives 

and our work? We 
have shifted some 
of our employment 
practices, have 
rethought how 
we staff projects, 
and are now in the 
process of moving 
our office (about 
50 feet away to a 
larger space here 
in the mixed-use, 
mixed-income 
Holiday Neigh-
borhood of north 
Boulder) to bring in 
a few new employ-

ees and create more effective and 
pleasant spaces. One new project for 
us, which grew entirely out of the 
pandemic, is the significant remodel 
of a housing authority’s office space, 
all with similar adaptive goals that 
track with our own lived experi-
ences. 

At a larger scale, the pandemic 
brought much uncertainty and vola-
tility to the building industry. We 
know of other architecture firms 
that saw much more impact. Con-
struction costs have been highly 
unpredictable, with changing prices 
in commodities markets, ship-
ping and manufacturing. And the 
labor market is tighter than ever. 
These macro issues affect what we 
can design and how we can stick 
to a budget when some costs are 
unknowable. Demand for housing 
has spiked, and the housing cri-
sis has intensified. The pandemic 
stimulated a “Zoom boom” – the 
move to desirable locations outside 
of coastal cities – which is impact-

ing even the smallest towns of Colo-
rado. With people no longer having 
to work in a particular place, the 
demand for new housing outside of 
urban areas has skyrocketed. Add 
to that more restrictive planning, 
zoning, building codes and approval 
processes, and you see construction 
prices being driven up in parallel 
with the residential real estate mar-
ket. Not surprisingly, our affordable 
housing developer clients crave a 
certainty of outcomes, especially 
regarding budget, that is hard to 
provide.

Our clients have seen big impacts 
as well. Our co-housing clients 
worry about escalating construc-
tion costs and are adapting to learn 

how to do more with passive afford-
ability – sharing of spaces, smaller 
units, greater energy efficiency, sim-
pler design, lower maintenance, as 
well as innovative tools like internal 
cross subsidies and partnerships 
with institutions or local govern-
ment. Affordable housing developers 
and housing authorities are trying 
to complete their funded projects 
on budget and on schedule. Builders 
are scrambling to find help and keep 
subs. Those in the predevelopment 
phase are trying to figure out how 
to predict costs and the market and 
to think about how those factors 
impact traditional funding sources, 
especially as the demand for afford-

Moving forward together through the recovery

Bryan Bowen, 
LEED AP, 

NCARB, AIA
Principal 

architect, Caddis 
Collaborative

Ponderosa Community in north Boulder

Please see Bowen, Page 44
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Perhaps the most impactful piece 
of hindsight came from the observed 
and felt deterioration of general 
well-being with increased isolation 
and heightened anxiety. Affordable 
housing operators echoed this as 
well. The casual connections of our 
prior lives no longer happened inci-
dentally. Many of the structures and 
institutions that provide connection 

and care were suspended. Even when 
out and about, we were blocked from 
even the most simple social connec-
tions by our masks. Both at home 
and in our office the imperative to 
be intentional about fostering con-
nections and community rose to the 
forefront. 

Built architecture is a passive yet 
strong and pervasive influence on 
our social connections and livelihood. 
But the design of architecture is an 

active extension of caring for people. 
If architecture is a machine for liv-
ing, we were forced to ask ourselves 
how well that machine is serving us. 
COVID-19 sharpened our resolve with 
regard to what true sustainability of 
the built environment really requires. 
Architects are advocates and vision-
aries striving to put the appropriate 
building blocks in place for the thriv-
ing livelihood of the residents and 
occupants of our structures. In the 

ever-changing landscape of social 
pressures and technical possibilities, 
our practice of architectural design 
continually strives to thread the nee-
dle – providing cost-effective, holisti-
cally sustainable environments for 
human flourishing. But buildings are 
not the only – or even the best – tool 
to make a positive difference in the 
lives of the people around us. Each of 
us, in every sphere, does well to heed 
the imperative to be intentional. s

Hall
Continued from Page 42

2020, the project had progressed into 
schematic design, and a general con-
tractor was selected. 

Then COVID-19 hit. 
The pandemic had a chilling effect 

on everyone. Although design and 
construction were considered essen-
tial businesses, we had to adapt to 
a remote working environment, like 
many other organizations. Recent 
technological upgrades allowed for 
the majority of staff to work from 
home right away, but there still 
were some bumps in the road. After 
struggling with a spotty internet 
connection, my wife, Lisa, the firm’s 

proposal writer, and I opted to work 
from the now completely empty 
office in order to ensure that we 
were still able to meet clients’ design 
needs. Our group survived by cutting 
staff and expenses, with two Pay-
check Protection Program loans, an 
Economic Injury Disaster Loan and a 
personal loan to the business.

Meanwhile, Savio’s only option was 
to throw all its resources to support 
the families it served in the face of 
rising unemployment, increased iso-
lation and extreme stress. Funding 
sources for projects like Savio’s hous-
ing project were paused as meet-
ing the immediate needs stemming 
from the pandemic took center stage. 

Development projects had to be put 
on hold or canceled. 

Savio was able to make it through 
the pandemic through persever-
ance and is now looking at how it 
can best support its clients, families 
served and community which are 
all working to move forward from 
the challenges of the past year. This 
means refocusing on the innovative 
multifamily collaborative develop-
ment that will help families remain 
together while receiving addiction 
treatment – The Family Residential 
Program. 

This project, conceptualized before 
the pandemic, is now more critical 
than ever. Substance use surged dur-

ing the pandemic, demonstrated by a 
59% increase in fatal drug overdoses 
in 2020. Savio will seek both public 
and private funding to cover the $5 
million construction costs. 

Funding opportunities have 
expanded, and the project is moving 
ahead with construction beginning 
as early as June 2022.

Our firm has seen a resurgence in 
project opportunities in 2021. Much 
like the Savio project, factors are 
returning that are allowing delayed 
projects to move forward. In addition, 
construction costs that spiked dur-
ing the pandemic seem to be leveling 
off. The spigot seemingly has been 
turned on! s

Abo
Continued from Page 43

able housing goes through the roof. 
We also found improvements in the 

way we collaborate with our co-hous-
ing and affordable housing clients. A 
big part of our process, especially for 
co-housing communities, is to host 
a series of design workshops with 
key stakeholders. Typically, a project 
involves four in-person meetings. 

We fly to the location, pack as many 
meetings and workshops into as few 
days as we can, and then fly back to 
Colorado to execute the design. But the 
pandemic meant that we had to con-
vert those in-person design sessions to 
virtual meetings. We discovered that 
not only could we do this but also that 
virtual sessions actually allowed us to 
meet a greater range of learning and 
participation styles – and of course, it 

wasn’t lost on us that we lessened our 
carbon footprint significantly by not 
hopping on the plane so frequently. 
Even with the world reopening, we 
will probably not return to so many 
in-person, on-location workshops. 
We may do a site visit for the initial 
gathering and then follow up with 
virtual meetings after that. We also 
have deepened our already strong 
commitment to collaborating with 

architects who are local to the com-
munities where we are designing 
projects, and we are actively looking 
for ways to bundle projects in one 
city or region. 

Our team has returned full time to 
our new office. It’s wonderful to be 
working together again face-to-face. 
We learned many lessons during the 
pandemic that we hope to carry for-
ward. s

Bowen
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