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landlord to get it ready to re-lease.

he dreaded move-out process
.. ugh. As property manag-
ers, it is a part of the job and,
at times, a challenging one.
Of course, we love to see our
tenants renew their leases, grow
within a property and upgrade their
spaces, but unfortunately renewing
every lease is not a given. Through-
out my career, I have run the gamut
of experiences during the move-out
process in every property type: any-
thing from fixtures being removed,
to an enormous number of contents
left behind, to restoring a space
from a unique special use, and the
fortunate scenario of tenants who
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BXpenses: How does
a landlord maintain control?

Prior to a tenant vacating, this property had visible oil stains on the floors, filthy walls and ceiling insulation, and old light fixtures. It required work by both the tenant and the

turn a space over
in the condition

they accepted it in.

It is rare to see a
space turned over
without some sort
of expense associ-
ated with bringing
it back to lease-
ready condition.
Even normal wear
and tear has some
expense associ-
ated with it. The
goal for property
managers is to get
a newly vacant
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Legal updates

Accessibility considerations and landlord
liability for criminal acts are discussed

Sustainable amenity

Corporate beekeeping services are growing in
popularity as a socially responsible amenity

INSIDE

space lease-ready in a timely man-
ner without breaking the bank.
Holding tenants accountable is one
of the first steps in achieving this
goal, in addition to understanding
the expectations for vacant space
from ownership. Will the space be
leased as is? Will there be future
tenant improvements? Will it just
need new paint and carpet? Asking
questions and knowing this infor-
mation is key.

I'd like to share two examples of
challenging move-outs that I have
completed during my career. In the
first example, we had a dentist ten-
ant who was retiring and planned

BKM Management Co.

to sell his dental equipment. At the
end of the lease term, the tenant
had not sold his equipment and left
it behind. There was a new tenant
interested in the space in 30 days
for a completely different use, so
ownership paid $14 per square foot
to get the equipment removed. This
did not include another $6 per sf in
damages. The security deposit was
double the last month’s base rent,
but not nearly enough to recover
the remaining balance.

In the second example, we had
a climbing gym tenant that had

Please see Page 26

Life-safety tech

Property managers can now provide access to
FirstNet to tenants via emergency phones
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— Letter from the Editor——

Normalcy brings questions

s business operations begin to
feel normal again and build-
ing occupancy creeps back
up, now is a good time to
assess your properties to see
what has been neglected over the past
year and examine how the past year’s
budget held up to the unexpected. Did
improving indoor air quality throw
a wrench in the budget, or did fewer
occupants cause less wear and tear on
the property than in a typical year?

This issue of Prop-
erty Management
Quarterly reminds
me that in the world
of property manage-
ment, it's always one
thing after another.
While the term “new
normal” is overused,
for managers jug-
gling to revive old
routines with adjustments to address
the long-term changes the pandemic
brought, it’s pretty appropriate.

For example, creating strong tenant
relationships and valued customer ser-
vice is the backbone of a property man-
ager’s job. However, sometimes even
the best service can'’t keep a struggling
tenant in your building. As move-outs
continue, especially in the office sector,
authors emphasize it’s a good time to
refamiliarize yourself with tenant leas-
es to gauge and anticipate what costs
might be coming down the pipeline
with soon-to-be vacant space. Further,
demands on construction crews have
not let up, so checking in and main-
taining your vendor relationships will
be important to ensure limited hiccups
during a turnover.

Before the pandemic, there was a lot
of discussion regarding hiring building
management and engineer staff. While
the unemployment rate still sits far
higher than it was pre-pandemic, there
are reports across industries of hiring
struggles. Training, raises and signing
bonuses are becoming common prac-
tice for many industries. These were
all considerations management teams
were exploring pre-COVID-19, accord-
ing to managers I spoke with back in
2019. Are managers getting even more
creative to fill staffing positions today,
or have these challenges relaxed post-
pandemic?

And finally, we all relied heavily on
technology to get us through the pan-
demic - but even with more faces back
in your buildings, the demands and
requirements for a well-functioning,
high-tech building won'’t recede. This
reliance on more automated tech-
nologies opens another Pandora’s box
that we’ve seen on a national scale:
cybersecurity threats. Hackers and
ransomware attacks continue to target
large and small facilities. The more a
building embraces smart features, the
more the asset is relying on hackable
technology. We'll dive into this topic
in coming issues as we examine how
to make sure your networks, and your
tenants’ networks, are secure, and
make sure there are plans in place
for handling a cyber incident - just as
there are plans in place for handling
other buildingwide incidents.

Michelle Z. Askeland

maskeland@crej.com
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SEEYOUR
IDEAS TAKE
SHAPE.

CUT COSTS, TIME, AND
WORRY WITH FRAMECAD BY
DOUGLASS COLONY.

This innovative software and
manufacturing technology lets

you design and build the exact
right frame for your project without
compromising your vision. It allows
us to pre-fabricate cold-formed
steel frames that are custom-built,
delivered on-site, and easy

to assemble.

Best of all, the process takes Va of
the time of conventional framing
to complete. We are the only
manufacturer equipped with
FRAMECAD in the Rocky Mountain
region and have the expertise to
employ its full potential. Turn to
Douglass Colony for durable,
cost-effective framing for your
most complex and creative
construction projects.

Call Us Today:
303-288-2635
1-877-288-0650

Commerce City | Greeley | Colorado Springs
[douglasscolony.com/framecad

Iil DOUGLASS COLONY
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Aurora, Fort Collins buildings tackle energy projects

Two existing bu11d1ngs one in
Aurora and one in Fort Collins, are
capitalizing on Colorado Property
Assessed Clean Energy financing for
energy-efficiency projects.

The real estate asset management
team for BOK Financial engaged the
program to support financing of a
comprehensive energy-efficiency
retrofit for the office property at
3300 S. Parker Road in Aurora. Ener-
gy-efficiency upgrades will include
a new chiller, cooling tower, air-han-
dling unit damper controls, HVAC
controls, a bathroom plumbing over-
haul, a new roof, a roof-mounted
solar photovoltaic system and LED
lighting.

Integro Strategic Finance and Bold-
er Energy Engineers worked with
Brad Nelson, senior asset manager
for BOK Financial, to obtain $3.1 mil-
lion in project financing from Com-
munity Banks of Colorado to com-
plete the project.

“We are excited about addressing
the much-needed building improve-
ments that will annually reduce
greenhouse gas emissions by 835
metric tons,” said Nelson. “To put
this in perspective, 835 metric tons
are emitted by 182 cars that, on
average, drive 2,099,169 miles per
year. Over the next 30 years, the
improvements will result in a reduc-
tion of 25,050 metric tons of green-
house gas emissions.”

Meanwhile, Palmer Properties used
C-PACE financing for the second
time this year. For this project, the
group is using the financing to fund
a roof and HVAC system upgrade

on its retail facility located at 111 S.
Meldrum St. in Fort Collins.

Palmer Properties is a full-service
commercial real estate firm head-
quartered in Fort Collins. FirstBank
provided $85,000 in financing for the
project through the C-PACE program.

Other news

M Four Star Realty announced the
management contract of The Croft
in late May. The 138-unit, six-story
multifamily property is located at
7200 E. Evans Ave. in Denver and
has an occupancy rate of 94%. The
recently renovated, 1974-built com-
munity is owned by Willow Creek
Partners and features one- and two-
bedroom units. Four Star Realty now
handles on-site community man-
agement for the property.

B The Colorado General Assembly
passed a package of legislation to
ensure Colorado reduces greenhouse
gas pollution from buildings while
also improving indoor air quality,
protecting consumers, driving rural
economic development and support-
ing high-quality jobs, according to
Colorado Gov. Jared Polis’ office.

“These nation-leading policies
came together through months of
work by prime bill sponsors and
legislators from both parties, utili-
ties, environmental advocates, envi-
ronmental justice advocates, labor
unions and Gov. Polis’ administra-
tion, including the Colorado Energy
Office. The bills provide a thought-
ful, strategic approach to achiev-
ing decarbonization of the building

(344) 461-1032
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Four Star Realty takes over on-site management of The Croft in Denver, see Other News

sector while protecting consumer
interests and allowing plans tailored
to the needs of Colorado’s diverse
communities,” states a press release
from Polis’ office.

The state’s Greenhouse Gas Pol-
lution Reduction Roadmap identi-
fied combustion of fossil fuels in
buildings as one of the four largest
sources of greenhouse gas pollution
and identified near-term actions
Colorado could take to reduce
pollution, including increasing
energy-efficiency investments by
gas utilities, implementing energy
and emissions benchmarking and
performance standards for large
commercial and public buildings,
requiring electric utilities to support
customer-focused beneficial electri-
fication, and expanding financing for

clean energy and energy-efficiency
programs.

The passed legislation implements
several near-term actions to address
emissions from buildings compre-
hensively, including enhancing gas
demand-side management, ensuring
utilities are working with customers
to help them switch to high-efficien-
cy electric appliances, benchmark-
ing and reducing energy use island
emissions in large commercial build-
ings, and enhancing financing pro-
grams for building upgrades.

Following are some of the newly
adopted bills designed to address
pollution:

e Senate Bill 21-264 - Adopt Pro-
grams Reduce Greenhouse Gas
Emissions Utilities

e Senate Bill 21-246 - Electric Util-

Creating Healthy Spaces
in Resilient Buildings
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ity Promote Beneficial Elec-
trification

e House Bill 21-1238 -
Public Utilities Commis-
sion Modernize Gas Utility
Demand Side Management
Standards

e House Bill 21-1286 -
Energy Performance for
Buildings

e Senate Bill 21-230 -
Transfer To Colorado Energy
Office Energy Fund

e Senate Bill 21-231 -
Energy Office Weatheriza-
tion Assistance Grants

e House Bill 21-1105 -
Low-income Utility Payment
Assistance Contributions

e House Bill 21-1303 -

Upgraded existing HVAC systems that
support improved filtration (e.g., MERV13)

Upgraded existing HVAC systems that
support medical-grade filtration (e.g., HEPA)

Installed new HVAC systems

Deployed Portable Air Purification Systems
(HEPA filtration machines)

Deployed UVGI systems for germicidal
irradiation

Deployed ionization technologies

Other

B Respondents

| 0.24%

Chart: Omni CleanAir +
Source: The nationwide survey, conducted by Pollfish, April through May 2021, consisted of an online survey of 436 HR
Managers of companies having 500 or more employees. The margin of error was 5%, with a confidence level of 95%.

- Get the data - Created with Datawrapper

Question (multiple selection): What indoor air quality solutions have your organization implemented
within the last 12 months to fight COVID-19?

73.38%

63.79%
60.67%
51.56%

42.21%
37.65%

panies with 500 or more
employees. The margin of
error was +/-5%, with a con-
fidence level of 95%.

The most popular
approach by businesses
was to upgrade existing
HVAC systems to support
improved filtration. After
improving or replacing
HVAC systems, other busi-
nesses reported trying ion-
ization technologies.

“The noisy environment,
lack of transparent and
easily understood real-
world efficacy data, and
unscrupulous COVID-19
opportunists appear to
have clouded the landscape

Global Warming Potential
For Public Project Materials

B The U.S. Green Building
Council announced its 2021 USGBC
Leadership Award recipients for the
Mountain region. The awards recog-
nize exemplary leadership of individ-
uals and organizations contributing
to the creation of sustainable, health-
ier, equitable and resilient buildings,
cities and communities.

“At USGBC, we believe that healthy
people in healthy places equals
a healthy economy and it is only
because of the leadership of orga-
nizations and individuals like our
award recipients that this vision can
become a global reality,” said Charlie
Woodruff, USGBC regional director,
Mountain region. “In what has been
a very challenging year for everyone
around the world, the green building
industry has continued to carry on.”

Among the recipients were Denver
Water for its administration building,
which was certified LEED-NC v2009

Platinum and is part of a campus
project that includes four LEED certi-
fied operations buildings; Amanda
Timmons, president of Ampajen Solu-
tions, for her enthusiastic work with
LEED O+M, and embracing Arc and
ensuring her clients understand

the value of the platform; Colorado-
based Markel Homes Construction Co.
for its work in creating 79 inclusive
and multigenerational LEED certified
homes in 2020; as well as LAvenir
Townhomes for its certified LEED 4.1
Residential Platinum four-unit devel-
opment on a former brownfield and
tiny urban infill site in Fort Collins.

B A survey commissioned by Omni
CleanAir, a maker of commercial-
grade air purification systems, found
that over 95% of surveyed compa-
nies tried to do something to com-
bat COVID-19 transmission indoors
in the past year, with the majority
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Indoor air quality solutions implemented by companies to fight COVID-19, see Other News

focused on improving HVAC systems.

“We polled more than 430 HR
managers around the country on
the importance of various COVID-19
precautions and defense measures,
their knowledge of indoor air quality
topics, and their budgets and spend-
ing forecasts. The survey’s results
will help business leaders make bet-
ter decisions to ensure the health
and safety of their employees and
other stakeholders,” said Paul de la
Port, president of Omni CleanAir.

“In the past year, almost every busi-
ness surveyed took some action to
improve indoor air quality, but while
organizations invested hundreds of
thousands (in some cases millions)
of dollars, measurable results are
lacking.”

The nationwide survey, conducted
by Pollfish in April and May, con-
sisted of an online survey of 436
human resource managers of com-

so much that many busi-

nesses simply were unable
to make informed investment deci-
sions about indoor air quality solu-
tions,” said de la Port.

Survey data also show that HR
managers and their COVID-19 task
force colleagues are vastly underes-
timating the cost of HVAC upgrades,
which typically cost more than
$500,000 and in some cases as much
as $5 million, depending on the
number and size of the facilities,
according to Omni CleanAir. Among
those survey respondent who have
not yet invested in solutions to
improve indoor air quality, a major-
ity anticipate they will upgrade their
HVAC systems.

“What many businesses don'’t
realize is that HVAC systems, even
when they can eliminate the virus,
require large amounts of electricity
to operate, so the long-term cost will
be very burdensome and the result-
ing air often won'’t be adequately
cleaned,” said de la Port. A

DOES YOUR PROJECT CARRY RISK?

OF COURSE IT DOES. THEY ALL DO.

BSA HAS PROVIDED THESE SERVICES 0
PROJECTS IN THE COLORADO REGION.

WE WOULD BE HONORED TO HELP YOUR FIRM.

CONSIDER A THIRD PARTY PLAN REVIEW TO REDUCE IT.
R CVUENGNEERNG
SITE RISK ANALYSIS
ADA | FHA PEER REVIEW

J
"8 THERMAL CONTINUITY REVIEW
il  BUILDING ENVELOPE CONSULTING
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Transitioning back to work in a new environment

here is no doubt that the

COVID-19 pandemic upended

work and office life in ways

we never imagined. Now

we are faced with the chal-
lenge of getting back to “normal”
as we return to the office. While it
is tempting to deal solely with the
immediate implications of social
distancing, companies have no
choice but to prepare for the long-
term impacts of the pandemic and
provide a safe, secure, enjoyable,
functional and desirable workspace
for employees and staff.

The key to a smooth and safe
transition is to have a detailed plan
and, most importantly, communi-
cate, communicate, communicate.

Property managers and tenants
must take every reasonable action
to provide a healthy, safe and
secure working environment. It is
critical that they follow the guid-
ance and orders of the authorities
having jurisdiction, communicate
effectively with employees and visi-
tors, and apply essential re-entry
operational practices, which can
include:

e Establishing office entry proto-
cols;

e Setting a return to the office
date;

e Identifying key decision-makers
to address safety concerns;

e Forming strategy and hours of
operation;

e Assigning office capacity/entry
restrictions;

e Reconfiguring common area
spaces for social distancing;

e Enhancing cleaning protocols;

e Establishing guidelines around

usage of personal
protective equip-
ment;

* Modifying ame-
nities;

e Enhancing
employee health,
safety and well-
being strategies;
and

e Developing visi-
tor access require-
ments.

Managers should
formulate an
actionable response plan with prop-
er procedures to address any health
emergency affecting the building. It
also is key to provide tenants and
staff with an overview of available
resources, offer regular updates on
precautions being taken and com-
municate best practices at the prop-
erty.

Tenants, in turn, should let man-
agement know their return plans,
move date(s) and any special needs.

Keeping spaces clean always has
been a key function of manag-
ing any building. Today, the word
“clean” has taken on a new mean-
ing. It is critical to reinforce and
enhance janitorial scope and pro-
cedures. Property managers should
work with their tenants to provide
options to supplement cleaning
within their premises.

Additional elements crucial to
managing the safety and security of
tenants and visitors include mini-
mizing touch points, developing
new standard operating procedures,
evaluating indoor air quality, adjust-
ing building entry/access policies,

Jill Muckler
Managing
director, property
management, JLL

reviewing of vendor management
measures and creating new traffic
flow patterns.

M Health and well-being. The
COVID-19 pandemic brought sig-
nificant health and well-being chal-
lenges to the global workforce in
2020. Well-being is both complex
and personal, so organizations
should implement workplace pro-
grams that are holistic and flexible
for employees.

Some employees now prioritize
work-life balance over a comfort-
able salary, and, according to JLL
research, three out of four expect
their employer to support their
health, well-being and nutrition.
Traditional perks such as subsidized
gym memberships are making way
for more holistic initiatives such
as free health checkups, nutrition
classes and relaxation rooms. In
addition, creating amenity spaces
for activities such as fitness, yoga
and mindfulness cements the office
as a place not only for work but for
enhancing well-being.

B Hybrid office. The reasons for
a return to the workplace are no
longer driven by performance but
by stronger human and social con-
cerns and connections. The physical
office provides a link to sought-after
connectivity and culture. Done cor-
rectly, collaborative and purposeful
offices add extra enterprise value as
social and innovation hubs. But it’s
important to center the workplace
around its most important asset —
its people.

The “people first” office is evolv-
ing into a destination for face-to-
face interaction, collaboration and

socialization. Inside the office,
space is becoming more versatile.
As typical workdays involve vari-
ous tasks from group meetings to
private conversations to answering
urgent emails, not all are easy to do
in crowded offices. Workplaces are,
instead, being transformed into dif-
ferent areas of collaboration, private
work or relaxation, and furnished
accordingly.

B Technology. The pandemic has
shown us that companies need
to have a “digital first” mindset to
enhance performance and produc-
tivity of both workers and the work-
place. As the workplace becomes
more digital, shared documents are
stored on the cloud and file cabi-
nets are a way of the past. Routine
communication takes place on vir-
tual team collaboration software, so
weak internet signals and outdated
hardware are going to negatively hit
productivity and frustrate employ-
ees. Investing in technology is non-
negotiable.

Our new normal includes a focus
on health and well-being-related
technology. Property managers and
employers should evaluate equip-
ment such as thermal scanners
and touchless access technology to
ensure tenants and employees feel
comfortable and safe returning to
the office.

B Return to work. The most impor-
tant thing to remember, however, is
to keep everything in perspective.
Property managers are on the front
lines and need to be able to advise
others. Communicating with the

Please see Muckler, Page 26
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MANAGING COMMERCIAL
PROPERTY REQUIRES TIME,
EFFORT, AND EXPERTISE...

L 2

... THAT'S WHERE DORMAN COMES IN;,
UNDER OUR MANAGEMENT:

Our owners’ properties will be in
good hands - our team has over 20 years of
excellence to prove it.

DoORMAN
e e 2 E & T A TRE

For questions about our services:

719-213-9100

commercial@dormanrealestate.com

Also feel free to browse our website for

current commercial listings at:
.f.';r
Property Finances will be Professionally Overseen

-
E ‘ r JJd We have a team dedicated to ensuring accurate

www.DormanRealEstate.com & comprehensive accounting.
/Commercial

Emergency Situations will be Addressed Quickly
Our 24-hour phone service helps our managers to
stay on-top of urgent matters.

Vendors will be Exemplary
We take the time to weed through the bad ones so
your property is only serviced by our very best.

Tenants will be Treated Fairly
We understand the intrinsic relationship between
happy tenants and low vacancy.
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A guide to accessibility considerations and codes

epending on your perspec-
tive, the term “accessibil-
ity” can mean a wide range
of potential challenges,
whether you're watching
your elderly father navigate an
inaccessible restroom, an employer
concerned with inclusivity or an
owner simply looking to prevent
litigation. The issue is further com-
plicated by myriad agencies both
local and federal, which sound
similar in their requirements,
many times providing duplicate
information yet sometimes with
a slightly different focus or a cer-
tain unique requirement. These
agencies/requirements include
the Department of Justice and the
Americans with Disabilities Act of
1990 standards, ANSI 117.1 from
the American National Standards
Institute and even the Architectural
Barriers Act, which are specific to
federal and federally funded proj-
ects, along with local jurisdictions
and their adopted or amended
building codes. This article will
focus on the common issues and
needs found in private commer-
cial projects and buildings, with a
focus on the most common issues
and the codes and guidelines that
determine the parameters for com-
pliance.

One common misconception is
regarding vertical grab bars, which
are commonly missing in exist-
ing buildings. Vertical grab bars
are specific to ANSI 117.1, and
no diagrams or requirements are

PERMITS

SERVICE
PERMITS

Nationwide Construction Permit

Management & Consulting

LET US MANAGE THE
PERMITTING PROCESS SO YOU

CAN FOCUS ON YOUR PROJECT!

888.755.2469
info@s1permits.com
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described in the
ADA standards. As
a nonprofit orga-
nization, ANSI and
the 117.1 docu-
ment is a guide-
line, not a man-
date; therefore,
there is no federal
requirement for
compliance. Nev-

Matt np)
McMichael, ~ Sttieess, some
AIA NCARB jurisdictions

LEED AP explicitly require
Project architect II, E}?glghapgelwlth
CSHQA guidelines

among a list of
typical Interna-
tional Code Council codes, includ-
ing the International Building Code,
while others implicitly require
compliance during their reviews
for permitting. In Colorado, as a
slightly broader entity, compliance
with ANSI 117.1 generally is refer-
enced for housing while not listing
the specific edition or year.

In the latest 2017 edition of ANSI
117.1, the most notable and poten-
tially problematic change is the
increase in the required turning
radius to 67 inches in diameter
and related modifications to the
required minimum dimensions
of the T-shaped turn. In all cases,
for an existing building, the ANSI
117.1 committee determined the
potential hardships outweighed
the potential benefits that could be
triggered by certain renovations;
therefore, the older 2009 edition

»

Experts in the Denver Metro
and Front Range of Colorado.

requirements still are applicable
for existing buildings. In both new
and existing buildings, the ability
to overlap the T-shaped turn at one
“arm” or the larger “base” of the
T-shaped turn is maintained. In
terms of the IBC, although the 2017
edition of ANSI 117.1 was pub-
lished about eight months prior to
the publishing of the 2018 edition
of the IBC, the edition of ANSI 117.1
referenced in the 2018 IBC is 2009;
however, the 2021 IBC references
the 2017 edition of ANSI 117.1.
Other common issues and law-
suits for accessibility occurring
outside of the building include
websites where the most recent
trend in lawsuits has been specific
to access for the visually impaired.
In regard to physical properties,
three common issues include the
access aisle slope, which should be
“nearly level” next to an accessible
parking space and not steeper than
1:48; compliant curb ramp dimen-
sions and slopes; and compliant
maximum transition heights from
road surfaces to sidewalks. Many
times, the latter is an issue of
settlement or erosion that occurs
over time. A good way to think of
tolerances for compliance is that if
there is a range given, your proper-
ty must be within the range. If only
a single quantity or limit is given,
there is a slight tolerance permit-
ted for specific requirements.
While you could argue this logic for
other requirements, the reality in
an example such as the distance of

a toilet to a wall: 18 inches would
result in a 0.5% tolerance of less
than an eighth of an inch. This
requirement also is part of a 16- to
18-inch range, which is strict in its
requirement.

Whether an area of noncompli-
ance requires no cost to fix, such
as moving furniture, or it is more
extensive, requiring professional
design and building permits, non-
compliance lawsuits will require
lawyer fees both to defend oneself
and often to the plaintiff and their
lawyer if they win; therefore, it
is recommended that actions be
taken to get an assessment com-
pleted as soon as possible with
a transition plan to address the
easy, low cost and most common
issues first. While most like-for-like
replacements and furniture type
of work, including millwork, do
not require a permit, you should
consult with an architect or a pro-
fessional specializing in accessibil-
ity analysis for a more extensive
analysis and permit-ready design
solutions, if necessary. These fixes
can make your facility, website or
interior space more accessible to
the one in four U.S. adults with dis-
abilities — about 61 million Ameri-
cans as of August 2018 - who are
potential customers, your building
occupants, fellow employees and
family. A

matt.mcmichael@cshga.com

mMDP

ENGINEERING GROUP

PERSONAL APPROACH.
TRUSTED SOLUTIONS.

| 800 Glenarm Place, Denver, CO
: 303.389.0095

LEADERS in Tenant Improvement
for Commercial Office, Retall, and
Restaurant projects.in Denver and

the Front Range.

Mechanical | Electrical | Plumbing | Life Safety | Smoke Control
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COMPANY OVERVIEW

Asphalt Coatings Company, Inc. has been servicing the front range since 1986. Since our
humble beginnings with a pickup truck and a striping machine we have built a strong base of
repeat customers through service, quality and dependability. Our experience in asphalt paving and
maintenance is just one of many ways we stand apart from the crowd. From Colorado Springs to
Denver & Longmont, we specialize in asphalt paving & repair. This includes seal coat & maintenance
programs. Since we own three pavers, our paving capabilities are unsurpassed by some of Denver &
Colorado Springs largest outfits.

Our commercial cliental include; apartment complexes, office parks, shopping centers, subdivisions
and townhome parking lots. We offer property owners & managers the best service, quality &
dependability in their paving & pavement maintenance needs. Ask our customers!

We Recycle
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Understand landlord liability for criminal acts

t is a beautiful Sat-
urday morning, you
check your email and
find one from one of
your valued tenants
stating: “I am writing today
to officially begin to forward
in motion the termination
of our lease, which expires
01/31/2024 ... I spoke with
you five weeks ago about the
safety and security of the
building, numerous vehicle
break-ins, thefts of vehicles,
vandalism of both vehicles
and property, and even the
shooting that happened in
March directly in front of our
building ... We no longer feel
safe in your building and its
environment ... We are copy-
ing this email and lease to
our attorney.”
W Sessions: It is my under-
standing that constructive
eviction is a legal claim for

Steven S.

Sessions J.D.,

RPA
CEQO, Sessions
Group LLC

relief from
rent and
other obli-
gations
under a
lease on
the basis
that the
condi-
tion of the
premises is
such that
the tenant
has effec-
tively, or

Amanda
Halstead

Manager, Real
Estate Practice
Group, Mills

the condi-
tion must
essentially
deprive the
tenant of
the use of
the prem-
ises for the
purposes
leased. See
Carder, Inc.
v. Cash, 97
P:3d 174,
184 and
Candell v.

for all prac-
tical purposes, been evicted
by the landlord.

B Halstead: While that'’s
true, it’s a bit more nuanced.
The condition giving rise to
the claim for constructive
eviction needs to be caused
(whether by act or omission)
by the landlord. Additionally,

Halstead Zaloudek

LLC Western

Federal

Sv. & Loan
Ass’n of Denver, 156 Colo.
552, 400 P.2d 909 (Colo. 1965).

In most cases, landlords

will not be held liable for
the criminal acts of third
parties. However, a tenant
might argue that a landlord
is nonetheless liable if the

COLORADO

Denver, (0 80223
303.471.8300

1455 S. Lipan Street

Hotels & Multi-Family

Four Decades Of Innovation

Flexible, Full-Service, Turnkey Solutions

Centric Elevator is a locally-owned, family-led business that’s been maintaining, modernizing and installing
commercial, government, hotel, retail and multi-family elevators since 1977, making them one of the largest independent
elevator contractors in the Western United States. Centric has earned a reputation for providing exceptional work and
excellent customer service on virtually every make and model elevator, escalator and lift.

kentricelevator.com

= centric

ELEVATOR

Taking Customers To The Top

ARIZONA
5249 S. 28th Place, Ste. 1
Phoenix, AZ 85040
602.470.0208

criminal act was “reasonably
foreseeable” and the land-
lord failed to take reasonable

efforts to prevent future acts.

Whether something is
“reasonably foreseeable” is
a question of fact. In other
words, how the court might
perceive it is uncertain, and
uncertainty involves risk.
For that reason, and in order
to avoid any uncertainty or
risk, a landlord should take
care to include language in
the body of the lease reliev-
ing the landlord of any
responsibility for criminal
acts such as the ones you
described by parties other
than the landlord.

Most leases include a
robust waiver clause in favor
of the landlord and a waiver
for criminal acts of third
parties is essential to such a
provision.

HAWAII OREGON
523 Mokauea St. 2855 SE 9th Avenue
Honolulu, HI 96819 Portland, OR 97202
808.744.5801 503.234.0561

W Sessions: What does the
property manager need to
do to avoid this constructive
eviction?

W Halstead: Any time a
tenant suggests that there
may be a basis for construc-
tive eviction, the landlord
should review the lease to
see what provisions address
the condition giving rise
to the claim to determine
whether the condition is the
responsibility of the landlord
or tenant and whether such
a claim has been expressly
waived by the tenant.

The property manager
should let the tenant know
that while the landlord takes
the tenant’s concerns very
seriously, for the reasons set
forth in the lease, the land-
lord is not responsible for
the acts of third parties.

While not necessarily
liable for the acts of third
parties, the landlord might
consider upgrading the light-
ing in a shopping center or
engaging a security patrol
service. This is particularly
important where there have
been repeated incidences of
crime at the property and in
order to avoid any argument
that future “reasonably fore-
seeable” criminal behavior
went unaddressed by the
landlord. It should, how-
ever, be clearly communi-
cated to the tenant that any
increased security measures
are being taken to protect
the landlord’s property and
not the property or person
of the tenant. Otherwise,
the landlord’s efforts might
be viewed as having taken
on a duty to provide a “safe”
shopping center.

At the end of the day, a
property manager should
at all times be attentive to
tenant’s concerns and keep
records of tenant complaints
and landlord responses. In
so doing, managers better
position themselves should
a claim of constructive evic-
tion rise to litigation.

W Sessions: I am concerned
that tenants will start using
this legal tactic to termi-
nate their leases for various
reasons, including home-
lessness, crime and lack of
security.

W Halstead: Your concern is
very real. These are difficult
times, and crime is on the
rise. Landlords should fully
anticipate that struggling
tenants might consider rais-
ing these types of issues in
order to avoid liability under
their leases. Our offices are
seeing tenants raising these
types of issues on a weekly
basis. That is precisely why
it is so important to include
appropriate language regard-
ing the landlord’s obligations
(or lack thereof) relative
to security measures and
appropriate releases for acts
of third parties in commer-
cial leases. A well-written
lease really is the best way
to insulate oneself from
these types of issues. A

steve@sessionsllc.com
ahh@mhzlegal.com
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HIRING THE RIGHT

PROPERTY MANAGEMENT COMPANY
is ESSENTIAL to the PERFORMANCE of your INVESTMENT

and to the value of your property

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

Industrial
Distribution

Industrial
Flex

MOB

Office
< 100,000 sf

Office
> 100,000 sf

Retail

Senior

Metro
Denver

Colorado
Springs

Boulder

Fort Collins
/ Northern
Front Range

Other

Contact

COMMERCIAL DIRECTORY
1st Commercial Realty Grou Tom Newman
[sComm com yhroup o 4 o 4 o g b L 4 g t.newman@1st-comm.com
Bespoke Holdings Property Services Mark Berry _
bes [ [ ) (] [ [} [} [ ) [ ) ° ° mberry@bespokeholdingsco.com
CBRE Simon Gordon
Ehrecom (] (] [ [ (] [ (] [ [ [ simon.gordon@chbre.com
Central Management ° ° ° ° ° ° ° ° ° Jennifer Records
Jennifer@centralmgt.com
lliers International Robert Miller
Colliers Internationa ° L ® ® ° ® robert.miller@colliers.com
Drake Asset Management Perry Radic
Hrakeam com ® e i ® ® perry@drakeam.com
Dunton Commercial PY ® Y ® ® ° ° ® ° Nate Melchior
dunton-commercial.cont nmelchior@dunton-commercial.com
Elevate Real Estate Services Dan Meitus
¢ ® o b b o i b dmeitus@elevateres.com
ELKCO Properties, Inc. Ken Cilia
L] ® ® ® ® ® ken@elkco.net
Griffis/Blessing ® Y ® Y ® Y ® ® Kerry Egleston
kerry@gh85.com
JLL ® (] ( ® (] L L] Paul F. Schloff
Paul.Schloff@am.jll.com
Land,
Newmark ° ° ° ° ° ° ° ° ° ° Association Mgmt. | Meagan Schaeffer
Amrk.con meagan.schaeffer@nmrk.com
Retail / C i
NewMark Merrill Mountain States ® ® ® ® ® ¢ SlngagZEZ:: & Alex Staneski
Dttps://www.newmarkmerrill.com/ astaneski@nmc-mountainstates.com
Olive Real Estate Management Services| @ PY PY PY PY P PY Assodiation Mgmt. | o\ id Hewett
dhewett@0livereg.com
Panorama Commercial Group ® Y ® ® ® ® Y Y ® Y Rich Wilcox
panoramacommercialgroup.conj Rich@panoramacommercialgroup.com
Prime West Real Estate Services, LLC - i i
’ Associations Brie Martin
° ° ° ° ° ° ® ¢ ° brie.martin@primew.com
Revesco Property Services, LLC Brian Fishman
[evescoproperties.con ° ° ° o o o o bfishman@revescoproperties.com
RISE Commercial Property Services| ¢ ° ° ° ° ° ° ° ° ° Association Mgmt. It:r'bzﬂgEIIISEcps com
RISECps.co '
Sessions Group LLC ° ° ° ° ° ° ° Assodiation Mgmt. | Kade Sessions
S — kade@sessionslic.com
Stream Tom Bahn, CPM
b b * o b tom.bahn@streamrealty.com
Rene Wineland
Transwestern e ® e b ® b rene.wineland@transwestern.com
Mixed-Use: :
Western A: wi . : Lisa A. Mcinroy
W‘ﬁm [ [ J [ [ J [ [ [} Office/Retail Imcinroy@westdevgrp.com
Mixed-Use:
. : Mark Kenned
Wheelhouse Commercial ® ® Py ® ® ® ® ® ® MF/Retail mkennedy@wryeelhousecommercial.com
wheelhousecommercial com
Vector Property Services, LLC ® Y PY Linda Mott
linda.mott@vectorproperty.com
Zocalo Community Development ® PY ® Lisa Jefferies

ocalodevelopment.comi

lisa.jefferies@zocalodevelopment.com

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

The best ways to handle a property damage claim

s the advocate for your cli-

ent, your knowledge of every

aspect in real estate must

be top-notch. Clients trust

and rely on you to know the
answer to every question they have
—even if it isn’t truly a real estate
focused one. You certainly can aim to
be educated on everything, but that
would take much-needed focus from
your primary goal of filling commer-
cial vacancies. What are your other
options and how do you make sure
nothing gets missed, there are no
delays and you can focus on the high-
er-priority pieces?

When facing a property damage
claim, the carrier will determine if
the damage is “covered property” and
if the loss was caused by a “covered
cause of loss.” As an advocate to the
insured, you also may be tasked with
ensuring certain steps are taken to
make the process as seamless as pos-
sible. Be prepared to:

* Give the insurance carrier prompt
notice of the loss or damage, along
with the how/when/where details
needed.

e Take all reasonable steps to miti-
gate the loss by protecting damaged
property from secondary damage or
additional loss. When possible, secure
images to document damage or secure
the damaged property for future
examination.

* When expenses are incurred for
emergency or temporary repairs,
retain all records for consideration in
the settlement of the loss.

e Act as a liaison between all parties
involved, including contractors.

Regardless of the type of claim or
circumstances, finding the right team

of contractors and
vendors is key to
getting your client’s
property listed and
sold at top dollar.
Claim filing is the
one constant with
property damage,
yet the details can
vary greatly. This
can be an involved

Adam Ma - o
Vice presiderYt and Intricate pro-
product cess requiring the
implementation,  finesse and exper-
Property Damage  tise of an insurance-

Appraisers Inc. minded profes—

sional. Just after

major weather-related events and
other catastrophes, owners may have
to wait days or even weeks for the
reconstruction to begin. Processing the
claim quickly is critical to returning to
business as soon as possible, and the
process begins with the appraisal.

Accurate, expedited appraisals are a
vital piece of the claim puzzle and are
done by your insurance-assigned com-
pany or can be outsourced to the one
of your client’s choosing. An appraisal
company will use its expertise to walk
through the steps of how a property
appraisal is written, what the insur-
ance company will look for when
evaluating the claim, and can assist in
avoiding the hiccups that can occur if
the claim is written incorrectly, inac-
curately or has missing information.

Traditionally, an insurance carrier
would send a representative to the
property to review damages. As we all
know, the pandemic required a shift
to our norm and meant insurance
adjusters had to adjust their usual
routine. Many carriers began relying

If the claim is completed too hastily, you
may find additional damage that was
not initially apparent, such as a severed
security system, electrical issues or water
damage due to outside exposure.

on the property owner for photos of
property damage or doing a virtual
survey. While this provided continu-
ous serviceability, it was sometimes at
the detriment of the client. When an
appraisal is not done well, items may
be missed. Property appraisal com-
panies, on the other hand, have been
steadfast in their in-person service
offerings to ensure customer satisfac-
tion.

At first glance, the damage may
appear to be a quick and easy claim,
which your insurance company will
be eager to close as soon as possible.
While we all want things done quickly,
it should not be at the loss of accuracy.
If the claim is completed too hastily,
you may find additional damage that
was not initially apparent, such as
a severed security system, electrical
issues or water damage due to outside
exposure. These items are called sec-
ondary damage and should be part of
an all-encompassing review by your
appraiser. It is of utmost importance to
review every inch of the facility dam-
aged — without doing so you may miss

the opportunity to tag these items on
to the claim once closed.

Cycle time is critical for all involved
in a property damage claim. A delay in
cycle time can result in increased risk
for the insurance company as well as
the property owner. The potential to
cover lost revenue, lost wages, lowered
productivity and more can cause a
surge in overall costs. Therefore, many
property owners will choose to hire
their own appraiser. Ask questions
such as: What is involved in pricing?
Does the company offer a bundled
option to reduce costs? What is the
cycle time?

Insurance policies are custom
designed to fit the individual needs
of each policyholder. Equipment and
buildings depreciate. Tenants change,
and the contents within their units
vary daily. Because of these factors,
being well-informed of the coverage
your client has will help as you navi-
gate the long, winding road to restora-
tion. A

adam.may@pdaorg.net

(J IMPACT FIRE

YOUR FIRE PROTECTION SOLUTION

Fire Alarm & Sprinkler, Special Hazard Testing & Inspection

Emergency Services & Deficiency Repairs

New Construction Engineering & Design
Tenant Finish Fire Alarm & Sprinkler

24-HOUR EMERGENCY SERVICES

303.789.0016
WWW_IMPACTFIRESERVICES.COM
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A roundup of pandemic building certifications

ou may have noticed new
decals showing up on sev-
eral Class A buildings lately.
This year, there was a sig-
nificant marketing push
from the International Well Build-
ing Institute, most notably with a
Super Bowl commercial featuring
Lady Gaga urging people to look for
buildings with the WELL Health-
Safety seal to feel safe coming back
to work. What is this, and what else
has emerged in the marketplace?
First, the IWBI is a for-profit
organization managing a health
and wellness building certifica-
tion called WELL. With at least one
founding member who formerly
started LEED with the nonprofit U.S.
Green Building Council, the desire
to be able to raise capital changed
the structure of the organization
behind this rating system. WELL
certification (which I will refer to
as “standard” WELL below) looks
at several aspects of the built envi-
ronment and the impact on the
humans occupying those spaces.
Health and wellness rating systems
started gaining some momentum in
2018 and 2019 as a new way to dif-
ferentiate assets from the competi-
tion ... then the pandemic entered.
Investors already in the process
of looking at health and wellness
turned to the IWBI (and others) for
direction on how to enhance safety
during a global pandemic. A task
force on COVID-19 was formed and
a new certification called the WELL
Health-Safety Rating was released;
let’s get back to this momentarily.
Emerging as an alternative to the
WELL system in the mid-2010s, a

d nonprofit entity
called the Center
for Active Design
released its own
health and well-
ness system called
Fitwel, which also
began to gain trac-
tion before the
pandemic. There
are many similari-

Tim'r%rgr?gdl_aEED ties between the
' ideas in Fitwel
AP 0+M, Fitwel and WELL, but the
Ambassador  qocumentation

President, Ampajen

Solutions LLC and structure are

quite different,

which makes Fit-
wel significantly more cost-effective
to implement, especially in exist-
ing buildings. The program actually
came from the Centers for Disease
Control and Prevention’s extensive
review of over 3,000 studies related
to the health impact of buildings on
the occupants, and its development
of guidelines for General Services
Administration buildings - both in
design and in operation. It has since
been contracted to CfAD to admin-
ister the rating system. Similar to
the IWBI, CfAD felt a need to pro-
vide guidance during the pandemic.
They released their own system
called the Fitwel Viral Response
Module. To keep all of this straight,
let’s compare and contrast these
four different systems.

IWBI has WELL and the WELL
Health-Safety Rating. “Standard”
WELL is a three-year certification
with mandatory components and
optional components - the struc-
ture is quite similar to LEED. The

NEXT STEP

Energy Solutions

Converted to LED lighting

Utility rebates secured for our customers

CO? emissions avoided

documentation for WELL is fairly
intensive and the certification also
includes mandatory on-site testing
for items like air and water quality
by one of IWBI’s approved testing
agents. Because of this rigid struc-
ture, and because it was created
more as a design tool vs. an opera-
tions tool, WELL is quite expensive.
However, the WELL-Health Safety
Rating is almost completely the
opposite. There are no mandatory
components. Practitioners simply
need to implement at least 15 of
the available strategies, and the
rating is achieved. Many of those
strategies are simply policy docu-
ments, and some are related to

the management team'’s benefits
packages. Because this is an annual
certification, it will be interesting to
see what happens over the rest of
this year and 2022 now that restric-
tions have been lifted, and many
buildings are starting to remove sig-
nage, distancing, barriers and other
pandemic-specific measures.

Just like WELL, Fitwel also is a
three-year certification. However,
unlike WELL, there are no manda-
tory components. Project teams
can implement any of the options
they wish to achieve the minimal
score required for the certification,
making the program more flexible.
If teams elect to test air and water
quality, they are free to utilize any
vendor they choose or even per-
form that testing in-house. The
documentation typically consists
of photos, annotated floor plans or
statements of compliance. Since the
entity is a nonprofit, the fees also
are dramatically less than WELL.

So, again, Fitwel tends to be much
lower-cost than WELL, but still is a
well-rounded certification due to
the number of actions that must be
implemented to obtain the minimal
score.

However, the Fitwel Viral Response
Module is quite rigid. There are sev-
eral mandatory components, a few
of which require consulting with a
mechanical engineer, for example.
Providing as much fresh air as
possible, utilizing MERV 13 filters,
requiring personal protective equip-
ment, requiring thorough cleaning
protocols ... many measures proven
to be effective for reducing viral
spread are required by this program.

There are several groups with
large regional or national hold-
ings pursuing either the WELL
Health-Safety Rating or the Fitwel
Viral Response Module, including
Hines, Franklin Street Properties,
Invesco, Unico, Lincoln Property Co.
and many more. Again, it will be
interesting to see if the programs
change over the course of this year
to encourage ownership or manage-
ment teams to renew these certifi-
cations in the absence of distancing
markers, PPE, etc. Will they elect to
springboard to the “standard” ver-
sions of WELL and Fitwel instead?
Only time will tell. This will be one
more post-pandemic effect for the
market to keep its eyes on.

For more information, visit well-
kertified.com or ffitwel.org] We also
will be discussing the standard ver-
sions of the systems in the upcom-
ing BOMA supplement. A

atimmons@ampajen.com

For the past ten years, we have offered
our customers a turnkey
LED lighting retrofit exprience.
We would welcome the opportunity to
discuss the advantages of an LED
lighting conversion at your facility.

Annual savings realized by our customers

Average first year return on investment

Autos removed from roads annually

www.nextstepenergysolutions.com
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dioxide emissions

projects. This is where tools like

C-PACE funds energy improvement projects
-~

requires efforts on many
fronts, one of which involves
a significant improvement
in building energy efficiency.
Included in the Biden administra-
tion’s American Jobs Plan is a goal
to decarbonize 2 million build-
ings over the next four years. To
meet this challenge as well as the
commercial real estate industry’s
increasing commitment to envi-
ronmental, social and governance
initiatives, it will be necessary to
replace the fossil fuels currently
used to provide space and water
heating in buildings with renewable
sources of electricity generation.

This can only happen if we plan
for, build and support an all-electric
building infrastructure - referred
to as beneficial electrification
(or strategic electrification). The
approach requires the replacement
of systems that use fossil fuels (e.g.,
natural gas, propane, heating oil)
with systems using electricity only.
Beneficial electrification provides a
path to buildings and systems that
draw energy from renewable energy
production sources, thereby elimi-
nating or minimizing fossil fuel use,
which in turn significantly lowers
overall carbon emissions.

While innovative all-electric
design strategies can be applied to
both existing building retrofits and
new construction projects, these
design choices typically appear
to be more costly than traditional
equipment. Therefore, one of the
main challenges to decarbonization
and electrification is the need to

OWner or property
manager with a
credible “business
case” for what may
appear to be the
more costly solu-
tion.

Until recently
this “business
case” would come
in the form of a
time- and cost-
intensive energy
audit, which would
estimate the life-
time energy cost savings and finan-
cial impacts of alternative solutions.
Such an audit would either make
the case (or not) for investment in
high-efficiency equipment. Given
the upfront cost for such detailed
energy audit and uncertainty about
the return-on-investment outcome,
most existing building owners,
when faced with an end-of-life
HVAC equipment decision, opt for
the lowest-cost code-compliant
option.

B Emerging technology. Bringing
electrification to scale and “pushing
the needle” will require tools that
confidently expedite the decision-
making process. Fortunately, inex-
pensive technology solutions have
emerged to help project developers
and HVAC contractors analyze, in
real time, the economic impacts
associated with high-efficiency
HVAC equipment choices. These
tools do not require a timely and
costly energy audit and yet provide
estimated energy savings, carbon

Brian McCarter
CEO, Sustainable
Real Estate
Solutions (SRS)

reduction and key
financial metrics
for multiple equip-
ment upgrade
alternatives.

One such tool
that the Colorado
Commercial Prop-
erty Assessed Clean
Energy program
has successfully
deployed is the
Energy Performance
Improvement
Calculator. EPIC
enables property
managers and building owners the
ability to compare the benefits of
an investment in high-efficiency
equipment such as an all-electric
variable refrigerant flow system vs.
less efficient traditional systems,
e.g., natural gas-fired space heating
equipment.

In addition, building owners and
property managers can quickly
compare the impact to net operat-
ing income and projected annual
cash flows of self-funding vs.
financing options. In short, technol-
ogy solutions have emerged to help
overcome the conundrum building
owners often face - investing in a
time- and cost-intensive upfront
energy audit that may result in
unattractive project economics and
therefore no path forward to recov-
er the upfront audit cost.

M Innovative financing. Another
major challenge facing building
electrification and decarbonization
efforts is the capital cost of such

Tracy Phillips
Director of
Colorado C-PACE,
Sustainable Real
Estate Solutions
(SRS)

Colorado’s C-PACE program have
proven an attractive solution for
owners and managers of a wide
range of building types.

C-PACE enables owners of eligible
commercial and industrial buildings
to finance up to 100% of energy effi-
ciency, renewable energy and water
conservation eligible improvements
on existing buildings. Financing is
provided by private capital provid-
ers at competitive rates, with repay-
ment terms up to 25 years. The pro-
gram also can finance 15%-20% of
the costs associated with new con-
struction projects that are designed
to meet or exceed the 2015 Interna-
tional Energy Conservation Code.

While owners or developers often
are reluctant to pay the cost premi-
um associated with high-efficiency
or all-electric equipment options,
the choice becomes clearer when
they can take advantage of C-PACE
financing that provides low-cost
capital, long-term (up to 25-year),
nonrecourse financing that cov-
ers 100% of the costs of an existing
building upgrade.

This rapidly growing, innova-
tive program, which is leading the
state’s commercial building elec-
trification and decarbonization
initiatives, has provided over $145
million in financing for retrofit
and new construction projects in
Colorado. As more building owners,
managers and developers become
educated on the benefits of C-PACE,
they come to understand that this

Please see McCarter, Page 31

Are your tenants uncomfortable?

We can help.
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Common questlons about commermal solar energy

n increasing number of
businesses are boosting
cash flow while also dif-
ferentiating their business.
They are investing in solar
to capture waning tax benefits,
reduce operating expenses and
meet environmental, social and
governance criteria. Navigating the
complexities of a solar capital ener-
gy improvement can be challeng-
ing, so we’ve answered some of the
most common questions below.

M Are there any incentives to go
solar? There are several incentives
available.

e Federal Investment Tax Credit:
Taxable entities with tax burden
will recoup 26% of the investment
when filing taxes the year after
installation. The ITC is scheduled to
step down to 22% in 2023 and to a
permanent 10% in 2024.

® 100% bonus depreciation: The
entire asset may be depreciated in
the first year. The basis is 87% of
contract price in 2021, and the value
is a minimum 21% of the invest-
ment for a Colorado corporation.

* Xcel Medium Solar Rewards
Program: For systems between 25
and 500 kilowatts, Xcel Energy pays
3.75 cents per kilowatt-hour of pro-
duction for 20 years. Technically, it
is buying your Renewable Energy
Credits.

e Utility savings: Every kWh
produced by solar reduces what
you buy from Xcel Energy, lower-
ing operating expenses. There are
mechanisms for recouping these
benefits from tenants in triple-net
leases.

e Increased prop-
erty value: Lower
operating expenses
increases net oper-
ating income, and
therefore building
value.

B What is the
life expectancy of
a solar system?

An expertly engi-
neered and con-
structed system
with equipment
from reputable and
bankable manu-
facturers will have
a three-decade estimated useful
life. Solar modules themselves have
a 25-year performance warranty.
Inverters’ standard warranty is 10
years.

B What is the typical payback
period for solar? A typical 200-kW
commercial solar system in Xcel
Energy’s Colorado territory breaks
even in six to eight years, then pro-
vides 22 to 24 years of prepaid clean
energy.

B What can | expect to save, and
will solar reduce demand? A typical
30,000-square-foot roof can accom-
modate a 200-kW solar system. In
year one, this system will reduce
utility bills $15,000 or more, gen-
erate about $11,000 of incentive
income and produce over $185,000
in tax benefits on a $400,000 invest-
ment.

Demand (kW) is a separate charge
on the bill, one for which we do not
model savings. Solar can reduce
measured demand, but because of

John Shaw

Co-owner and
senior commercial
solar project
developer, Namasté
Solar

the way Xcel Energy measures it
(the highest single 15-minute aver-
age throughout a month), it is not
predictable enough to model with
certainty. There is, however, a solar
rate available that lowers the price
of demand.

B What is the most common solar
system in the Denver market? Rooftop
systems are the most common and
cost-effective type of solar instal-
lation in our market. Carports are
another option for commercial
property owners that will protect
vehicles from the sun and ele-
ments, such as hail. While they are
double the cost (or more) of a roof-
top system, they offer these addi-
tional benefits:

Horizox

GLASS

* |nterior Glazing

e Mirrors

¢ New Construction and Renovation

* Replacement Glass Service and Entry Door Repairs

e Decorative and Specialty Glass Products and Services

Committed to excellence, safety and quality.

500 W. Tennessee Ave. ® Denver, CO 80223
TEL 303.293.9377 * FAX 303.293.2077

lsigman@horizonglass.net ® www.horizonglass.net

Namasté Solar
Denver Water’s goal was to build a net-zero building designed to be LEED Platinum,
and the solar arrays were a major component of this design.

e Covered parking can generate
revenue.

e There is greater visibility for
your system.

e They pairs well with installing
electric vehicle charging stations.

Ground-mount systems are
roughly 1.5 times the cost of a roof-
top system and are more efficient
systems but are not as common for
commercial property owners due
to the required land. Custom solar
solutions like building integrated
photovoltaics and solar awnings are
much less common, frequently less
efficient and always more expen-
sive.

Please see Shaw, Page 27
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CONFERENCE & EXPO

Wednesday,
September 1, 2021

The Hyatt Regency Aurora-
Denver Conference Center
13200 E. 14th Place

Aurora, CO 80011

Space is limited to 250!

REGISTER NOW

Www.crej.com/events

$90 per person

Checks, Visa, MasterCard and American Express
accepted.

4 hours of real estate continuing education credit
have been approved.

All Colorado Real Estate Journal conferences will adhere
to Colorado Department of Public Health & Environment
COVID-19 requirements.

7:00 - 7:25 a.m.
Check-In, Registration and
Networking

7:25-7:30 a.m.

Welcome and Opening Remarks

Steve Sessions, JD, RPA - Chief
Executive Officer, Sessions Group, LLC

Stephen Shepard, CAE - Executive Vice
President, Denver Metro BOMA

7:30-8:15a.m.
Broker Panel: Sales and Leasing
Market Forecast

(office, Industrial, Retail)

Whitney Hake - Senior Vice President,
Agency Leasing , Transwestern

Bill Woodward - Managing Broker, Skye
Commercial

Todd Witty - Senior Vice President, CBRE
Peter Pavlakis - Founding Partner,
Legend Partners

Moderator: Steve Sessions, JD, RPA -
Chief Executive Officer, Sessions Group,
LLC

8:15-8:45 a.m.
Building Efficiency
Amanda Timmons, LEED AP O+M,

Fitwel Ambassador - President,
Ampajen Solutions, LLC

Craig Johnson, MBA, SMA - Director,
Engineering Operations, CBRE

Greg Geiger, CEM, LEED AP O+M -
Portfolio Building Engineer, Conscience
Bay Company

Moderator: Joseph P. Havey, CEM,

LEED AP, RPA, FMA, SMA - Chief
Executive Officer, E Cube Inc.

8:45-9:15 a.m.
Post-Pandemic Return to the Office

Judy Duran - Senior Director, Property
Management, CBRE

Judith A. Purviance-Anderson, RPA
BOMA Fellow - Associate Director, Asset
Services, Cushman & Wakefield

Thomas D. Koch, CIH, MSEPM - Vice
President, Industrial Hygiene and EHS
Services, The Vertex Companies, Inc.
Moderator: Joseph P. Havey, CEM,

LEED AP, RPA, FMA, SMA - Chief
Executive Officer, E Cube Inc.

9:15-10:00 a.m.
Networking Break

10:00 - 10:30 a.m.
Legal Hot Topics

Amanda Halstead - Manager, Real
Estate Practice Group, Mills Schmitz
Halstead & Zaloudek

William R. Meyer - Shareholder,
Polsinelli

Moderator: Steve Sessions, JD, RPA -
Chief Executive Officer, Sessions Group,
LLC

10:30 - 11:00 a.m.

The Future of Colorado Energy and
Emission Policies Impacting

Commercial Buildings

Chris Brown - Vice President of Policy &
Research, Common Sense Institute

Grant R. Nelson - Principal, Integro
Strategic Finance

Moderator: Stephen Shepard, CAE -
Executive Vice President, Denver Metro
BOMA

11:00-11:45 a.m.
Property Management Panel:

Thought Leadership

Tom Bahn, CPM - Managing Director,
Stream Denver

Matthew Paviakovich, LEED AP OM -
Property Manager, Unico Properties LLC
Kade Sessions - President, Sessions
Group LLC

David W. Hewett - Executive Managing
Director, Olive Real Estate Group

Moderator: Simon Gordon - Managing
Director, CBRE | Property Management



www.crej.com
www.crej.com/events

July 2021 — Property Management Quarterly — Page 17

SPONSORS

2021
Property Management

CONFERENCE & EXPO
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TRADE ASSOCIATION SPONSORS

I Denver Metro INSTITUTE OF REAL ESTATE MANAGEMENT

Greater Denver Chapter

GOLD EXHIBITOR

— ML ioneer HOMEGUARD
Iww p g}gﬁ& LEEEE® Exterior Construction Services

Infrared Inspections Inc.

SILVER EXHIBITORS

Advanced Exercise Flynn BEC LP National Pavement Partners
Anchor Janitorial Glass Doctor Nubilt Restoration and Construction
Arrowhead Landscape Services, Inc. Green Cardinal Energy Peak Elevator

Asphalt Coatings Company, Inc. GroundMasters/Snow Management RD3 Inc.

Bellator Claims Resolution, LLC Services Roof Restoration, Inc.
Colorado Premier Restoration JR & Co, Inc. Streetscapes

CP&M Kastle Systems Swinerton

Denver Commercial Property Services  Kiewit SynchroMonitoring

DM Construction Lighthouse CDS LLC Turner Morris Inc.

Douglass Colony LMI Landscapes, Inc. The Vertex Companies, Inc.
Elevation Security LLC Martinson Services WeatherSure Systems, Inc.
Elite Roofing Master Rooter Plumbing

Emerald Isle Landscaping, Inc. MTECH Mechanical

Exhibitors: Space is limited to 40 tabletop exhibitors. First come, first served.
Reserve your exhibit space today by contacting Lori Golightly at Igolightly@crej.com
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The bee's knee Corporate eekeeplng SErvices

n 2019, Earth Watch Insti-
tute named the bee the most
important living being on
Earth in recognition of all that
honeybees do for the human
species. It’s well understood that
around 30% of food the average
person eats is pollinated by honey-
bees. Stated differently, this means
that one out of every three bites
of food the average human eats is
pollinated by a bee. Honeybees pol-
linate more than 100 commonly
consumed crops and contribute
over $15 billion to the U.S. econo-
my annually.
It’s also well understood that,
since 2008, each year we have

P. 303.375.0300
F. 303.375.0391

By offering a corporate beekeeping service, companies, building owners and property

managers have the opportunity to be socially responsible by contributing to something
larger than themselves.

e New Construction

e Roof Replacement

¢ Maintenance & Repair

¢ Architectural Sheet Metal
e Waterproofing

14700 E. 39th Ave.
Aurora, CO 80011

o consistently lost
between 40% and
50% of our domes-
ticated and wild
bee colonies in the
United States. This
is due to climate
change, disease,
use of pesticides
and insecticides,
and a lack of tra-
ditional forage.
Honeybees and
other pollinators’
plight isn’t fully
human caused, yet it’s safe to say
that we have played a large role

in their declining populations. In

David Mathias
Co-founder/
owner, Free Range
Beehives LLC

www.SuperiorBoofing.com

the past, the most
common practice
has been for bee-
keepers to profit
1 from the honey-
bee population by
' placing hundreds
and sometimes
even thousands of
hives on a small
patch of land, not
because it’s better
for the bees but
because it’s easier
on the beekeeper.

We developed a “distributed
apiary” along the Front Range of
Colorado. By offering a corporate
beekeeping service, companies,
building owners and property man-
agers have the opportunity to be
socially responsible by contribut-
ing to something much larger than
themselves. By placing beehive
colonies on commercial properties,
we promote little to no competition
between our hives while still allow-
ing them to pollinate our local
community. One bee from a single
hive is able to travel 2% miles from
its home, creating a beneficial
impact to an area just over 12,500
acres of land.

By participating, building owners
and managers make their buildings
more interesting and differenti-
ate themselves from other, similar
properties. Employees who work
in these buildings appreciate the
demonstration of social respon-
sibility and typically are more
productive for the companies that
inhabit the buildings.

We have found companies and

Samuel Mathias
Co-founder, Free
Range Beehives

building representatlves to be very
interested in receiving their honey
back, most oftentimes in branded
glass bottles. For example, we will
extract and bottle the honey gener-
ated from the hives so that clients
can give raw Colorado honey to
their tenants, vendors and custom-
ers. Raw honey hasn’t been heated
or pasteurized, and it contains nat-
ural vitamins, enzymes, powerful
antioxidants and other important
nutrients. Raw honey has anti-
bacterial, antiviral and antifungal
properties, and promotes digestive
health. Raw, local honey also con-
tains a blend of local pollen, which
can strengthen a person’s immune
system and reduce pollen allergy
symptoms.

As the market grows and build-
ing owners and property managers
look for ways to make their assets
more interesting, urban and corpo-
rate beekeeping grows in popular-
ity. For those owners and managers
looking for a practical, cost-effec-
tive way to incorporate sustainabil-
ity into their properties, beekeep-
ing can be an excellent amenity.

Buildings with honeybees
increase property values, can
contribute to green building cer-
tifications, command higher rent
premiums, increase occupancy,
lower churn and provide healthy
and attractive work environments
for employees and tenants - all
of which make properties more
attractive and enhance the asset. A

david@freerangebeehives.com
sam@freerangebeehives.com

CowboyMoving.com

DEPENDABLE LOCAL

303-789-2200

MOVING
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Roofing 101 term

nowing basic roofing terms

can help facility manag-

ers better evaluate propos-

als, talk to contractors and

communicate with owners.
Below is a list of some of the most
common roofing terms and their
definitions to help facility managers
make more comprehensive deci-
sions regarding their roof mainte-
nance.

W Blistering. Blistering is a buildup
of water vapor or gases that form a
bubble underneath a roofing mate-
rial’s surface. Typically occurring
in built-up and modified bitumen
roofs, blistering generally does not
pose a problem unless it is stepped
on or popped; then measures
should be taken immediately to
repair the opening.

If a blister is identified on a roof,
facility managers should leave it
alone and not try to fix it. If the
bubble is accidentally popped, facil-
ity managers should take precau-
tionary measures by covering the
hole with duct tape until a specialty
contractor with roofing experience
can get out there and assess the
situation.

B Tenting. Tenting is most com-
mon in EPDM or TPO roofs. Tenting
occurs when adhesives break down
or when not enough adhesive was
used, and the material is starting to
peel away in the form of a triangle,
similar to the side of a tent. Tenting
also may occur around curb flash-
ing on HVAC units.

Once tenting occurs, the roofing
system is breached and subject to
water penetration. Facility manag-
ers should contact their roofing
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. specialty con-

W tractor immedi-
ately when tenting
occurs to ensure
that repairs are
made according to
the manufacturer’s
guidelines.

M Alligatoring.
Similar to the
cracks seen on a
neglected, aged
asphalt parking
lot, alligatoring on
a roof has a similar
cracking and split-
ting appearance,
like an alligator’s skin. Alligatoring
is caused by the sun drawing out
and drying volatile oils within the
roofing materials. This type of oxi-
dation is a sure sign of an aged and
damaged roof.

B Ponding. Ponding occurs when
roof drains are clogged, and water,
leaves and twigs collect on the
roof like a small pond. Ponding can
cause serious structural issues,
as water can weigh more than 8
pounds per square foot. Ponding is
particularly damaging to modified
bitumen and built-up roofing sys-
tems that have multiple seams for
water and sediment to penetrate
and cause damage.

B Core sampling. Roofing contrac-
tors will take a core sample to
determine how many layers and
what types of roofing systems are
on a roof. A 12-by-12-inch piece
of roof, or a round core, is cut out
down to the roof deck and pulled
out to identify the various roofing
materials used and their thickness-

r-@gl
2 4.

Tanya Shepherd
Senior business
development
manager,
Western Specialty
Contractors

s to make informed decisions

Examples of alligatoring, membrane tenting and ponding water

es. If there are more than two roofs
identified, building codes require
that the entire roof be replaced. A
core sample can indicate a roof’s
age, thickness, composition and
whether it has been penetrated by
water.

B Flashing. Flashing describes
the vertical parts of a roof and can
include curb and wall flashing.
Flashing helps to divert standing
or wind-driven water or snow from

penetrating a joint in the roof, such
as around chimneys, vent pipes and
walls.

B Wrinkling. Wrinkling is similar
to blistering. It is simply a fold in
the roofing system material caused
by age, high winds or movement
of the building. Like in the bottom
of an above-ground pool, a wrinkle
may occur in the flooring material,

Please see Shepherd, Page 31

We've got your commercial property covered.
From the inside-out.

ASPHALT & CONCRETE | SWEEPING | SNOW.REMOVAL
A/ JANITORIAL | LANDSCAPING

PA___IINTING | WATERPROOFING | COATINGS

(303) 961-9149

PLANTSCAPES | HOLIDAY DECOR

sondra.lankston@denvercps.com

www.denvercps.com
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e

DENVER COMMERCIAL PROPERTY SERVICES
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Cool building coatings create energy savings

uild it tight, ventilate right.

This mantra is used with

new construction when

energy efficiency is a goal.

This is not true of most of
the existing buildings in America.
Our understanding of building
science and resultant codes has
evolved over time. We used to think
buildings needed to “breathe,” but
now we know that’s not true.

An airtight cool building reduces
operating expenses and increases
value and desirability. What has
been missing until now is a reason-
able cost method to upgrade our
existing buildings. I would like to
suggest insulation coatings, aka
cool building coatings, as a continu-
ous heat, air, moisture and weather
barrier for the exterior and interior
of buildings.

Air handlers move heat, insula-
tion stores heat; now insulation
coatings can block heat. Used cor-
rectly, insulation coatings keep a
building’s enclosure cool, dry and
air free, allowing the building to
work closer as intended. Cool pre-
serves and heat deteriorates.

B Success story. In July 2004, a
mostly sunny day in Denver, two
identical test sheds were built. One
was painted with typical white
reflective paint and the other with
an insulation coating. The third
party conducting the test was the
state of Florida Energy Office/Energy
Conservation Assistance Programs.
It used a method for “compar-
ing utility loads in standard con-
structed buildings.” The objective of
this analysis was to determine the
impact of the as-built conditions

and as-installed
components/equip-
ment on the utility
loads in occupied
buildings.

The results were:

e In every
instance, the field
test results concur
with the manu-
facturer’s pub-

Tim Hoeffel ;

Owner, Better ~ 1ished d’ata on the
Painting & product’s antici-
Coatings pated performance

curves obtained
using in-laboratory
test methods.

e In every instance, the building
coated with the heat-block coating
product enhanced the performance
of standard insulation products.

e These performance enhance-
ment properties were found to be
equally effective on both roof and
side wall applications.

e The differences created by the
insulation coating product concern-
ing load reductions produced by
thermal conduction, convection
and absorption were significant.
Additionally, significant reductions
in moisture infiltration also were
noted.

e Some 1,037 British thermal units
was reduced to 766 BTUs, 26% to
30%, to maintain the same comfort
level, depending on levels of direct
sun light (solar gain).

Tightening the enclosure while
reducing heat gain and loss is a
proven method for energy manage-
ment, especially when used as part
of a holistic energy management
strategy. Blocking all three meth-
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The thermal energy necessary to heat or cool a building with the coating product required
26% less energy than one without the coating during a test conducted in Denver.

ods of heat movement (convection,
conduction and radiation) allows
the existing systems to work more
efficiently and closer to intended
code while reducing thermal bridg-
ing and noise.

M A cooler coating for roofs and
walls. Reflective coatings reflect
visible and ultraviolet light, which
carry about 47% of the sun’s heat.
Infrared light carries the remain-
ing 53% of solar heat. This long
wave part of the spectrum is where
an insulation coating excels. The
Department of Energy’s Building
Technology Office is looking for
solutions to the IR problem.

Some manufacturers use IR reflec-

tive pigments, while others use spe-
cial types of ceramics. IR reflective
pigments allow “cool colors.” These
pigments repel about 30% more IR
light than normal pigments and
keep a wall about 30% cooler.

The ceramic-based coatings tend
to be more effective. The ceramics
normally come in micro and nano
sized particles with a hollow vacuum
in the center. As we know from insu-
lation, it’s the dead air spaces that
provide the best insulating quali-
ties. There are case studies showing
results from 30% to 70% reduction in
roof temperatures over long periods.

Please see Hoeffel, Page 27
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Set a new precedent for asset life-safety standards

e’ve got some great news
for property managers
across the U.S.: There’s a
new way to attend to and
improve on-site life safe-
ty, an ever-present priority. How
exactly? There are now emergency
phone providers that carry FirstNet
Ready phones for your property.
At a glance, this means in times of
need, tenants can get access to an
exclusive, highly secure and inno-
vative public-safety communica-
tions platform for a more reliable
response.

B What is FirstNet? FirstNet is the
only nationwide high-speed broad-
band communications platform
built with and for first respond-
ers. The network grew out of the
devastating losses from the terror-
ist attacks of 9/11, which exposed
glaring weaknesses in nationwide
communications systems. It allows
first responders and those who
support them to focus on the mis-
sion without worrying about their
service.

FirstNet is built for public-safety
personnel use on certified devices,
but it benefits us all. During emer-
gencies and large events, heavy
public use leads to overloaded net-
works, resulting in those networks
becoming inaccessible for some.
The existing system was failing
our first responders. With FirstNet,
public safety gets a “fast lane” that
provides increased bandwidth and
security for all public-safety com-
munication, which in turn can help
make us all safer.

B How can access to FirstNet
improve emergency response on your

Residential
Services

www.shakerpainting.com [

Communications

Now Offering

property? FirstNet
offers priority
access to callers.
During emergen-
cies, first respond-
ers need to be able
to communicate
without delay. It

is vital for police,
firefighters, EMTs

Allie Lewis and other first
Ludlum responders to have
Senior digital priority and pre-
marketing emption for their
specialist, Kings  aily needs. This
111 Emergency

is why FirstNet’s
wireless broad-
band network is
only available on approved devices
to public-safety personnel and
those who support them.

The network creates a more reli-
able and interoperable network.
Before FirstNet, first respond-
ers relied on more than 10,000
separate radio networks. These
networks often run into incompat-
ibility issues during emergencies,
creating confusion and delay when
they are needed most. Now, they
have access to a single interoper-
able Long-Term Evolution network,
dedicated solely to public-safety
communications.

FirstNet also provides readily
available capacity. Emergencies
aren’t the only times when pub-
lic safety needs capacity to com-
municate and send data. Planned
events like concerts, festivals and
sporting events draw crowds to a
single location, making it difficult
for public safety to get the robust

FirstNet is a dedicated network built for public-safety personnel, which assets can now
access with certified devices.

network capacity they need to

do their jobs. Network issues are
also a common occurrence during
natural disasters. Since FirstNet is
a dedicated core that is prioritized
in emergency situations, this will
combat these issues, providing
access to help for those who need
it most. It provides the needed
bandwidth to coordinate public-
safety resources and respond to
any incident.

The network connects and helps
protect first responders in rural
America. Of course, emergencies
can (and do) happen anywhere, not
just in high-population areas. The
network reaches locations where
coverage is often spotty or difficult
by using all AT&T LTE spectrum
bands and a special lane of con-
nectivity called Band 14 - nation-

wide, high-quality spectrum specif-
ically set aside for FirstNet. During
an emergency, this band, or lane,
can be cleared and locked just for
subscribers. It is also bringing more
reliable communications to rural
communities across the country,
covering over 2.71 million square
miles nationwide and growing.

In a nutshell, all of this allows
emergency dispatchers to get more
information quickly, helping them
make faster decisions, improving
life safety on your property.

B Which properties are good
candidates for emergency phones
utilizing FirstNet? FirstNet is not
required for your emergency
phones to meet code; it’s simply
an option for your property to be

Please see Ludlum, Page 31
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Cultivate tenant experiences for hybrid workers

he commercial real estate

industry is facing a critical

turning point, and the time

to embrace change is right

now. As the world continues
to reopen, we know that forever-
more people will continue to work
from anywhere.

In May, a local publication report-
ed that, for the past year, Denver’s
office market had more space
vacated than absorbed, according to
a market report from CBRE. At the
end of the first quarter, the market-
wide vacancy rate was 16.8%, the
highest it had been since 2010, and
downtown’s rate was 19.7%. A com-
ment from Hilary Barnett, a CBRE
vice president focused on down-
town office space, indicated CBRE
was seeing a significant uptick in
the market. “Big blocks of space to
space set up for smaller tenants is
drawing interest as companies pre-
pare to return to in-person work, at
least in part,” she said.

This news is promising and not
surprising as COVID-19 cases con-
tinue to decrease and vaccination
rates increase. Businesses are start-
ing to feel more comfortable about
having their employees return to
work at the office. However, the
reality is that many businesses are
going to need to remain flexible and
offer remote working options that
don’t require people to work in the
physical office.

A recent Gallup poll suggests that
45% of full-time workers in the
U.S. continue to work remotely for
at least part of their work week.
That number climbs to almost 70%

among white-collar
workers. Further,
30% of people
working remotely
would prefer to
keep working that
way as much as
possible, even after
health restrictions
are lifted. Many
other surveys

David Abrams how th >
Co-founder & CEO, SDOW the majority
HILO of workers want

to continue to

have flexible work
options. This desire and need for
flexibility will result in businesses
requiring less space, changing how
they utilize their space and, most
importantly, their need to focus on
the experience they offer employ-
ees to support and encourage the
return to the office.

What does all of this mean for the
future of tenant experience? Well,
it means that tenant experience is
more important than ever — not just
for business owners, but also for
building operators.

Just as business owners recognize
the workplace experience they offer
their employees is critical to driv-
ing engagement, we are seeing a
growing commitment from build-
ing operators to take on this chal-
lenge and consider what their role
is in the effort to make the physical
workplace safe and highly desirable.

The office is the physical heart of
an organization, where colleagues
come together to collaborate, con-
nect and build community. Recog-
nizing that people will continue to

QUALIFIED

RELIABLE

PROFESSIONAL

Buildings should strive to be the hub and home base from which all other external
workspaces extend out from to become the true center point of an organization’s con-

nection to its employees.

work from home, as well as spend
time in the office, commercial real
estate operators need to be thinking
about the experience they want to
offer their tenants in this new eco-
system of working from anywhere.
Buildings should strive to be the
hub and home base from which all
other external workspaces extend
out from to become the true center
point of an organization’s connec-
tion to its employees.

If the office is seen as the home
base, it is an office building’s
responsibility to play a role in
helping make the return to work
as exciting as it is important. Ten-
ants need to be reminded of the
many reasons why coming back
to the office is critical. Building

community, creating connections
with colleagues, networking and
attending events are just a few of
the many benefits of spending time
at the office that have been sorely
missed over the last year of work-
ing remotely and being socially dis-
tanced.

In particular, buildings should
consider developing a communi-
cation strategy to help reach and
engage tenants in real time, no
matter where they are. In response
to the safety and security concerns
resulting from COVID-19, many
buildings have introduced various
systems and protocols to ensure
the health and well-being of their

Please see Abrams, Page 27
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Lessons learned for tenant retention and relations

e all know losing tenants

costs property owners and

managers money.

Depending on the tenant

size and the market, losing
one tenant can cost from thousands
to hundreds of thousands of dol-
lars. Lost rent, tenant improvement
allowances and lease commissions
add up quickly - not to mention the
potential funding required to pre-
pare the newly vacated space for
showings, the effort of physically
listing the property on information
exchanges and the time require-
ment of showing the property to
potential tenants. This post-tenant
situation can drag on for months
and sometimes years, which can
further compound a problem that’s
already financially devastating. Con-
cisely, retaining existing tenants is
instrumental to operating a success-
ful investment property.

Successful tenant retention begins
with the first contact between the
tenant and the owner or its repre-
sentative, and not when the lease
is approaching expiration. This
relationship strengthening pro-
cess continues after first contact
as a full-time job of responding to

urgent and minute
items, providing
frequent and open
communication,
and maintaining
consistent profes-
sionalism. If it’s not
disruptive to the
businesses within
the building, having
cleaning and main-

Benjamin Yoder

Director of tenance operations
commercial performed during
management,  business hours is a
Dorman practical means of
Commercial Real P .
Estate providing evidence

of good and respon-

sive management,
increasing the tenant’s perception
of a professionally run property. In
circling back to responsiveness to
tenant inquiries, it’s crucial to note
that communication from ownership
and/or management is a substantial
factor in driving tenants’ percep-
tions; it’s imperative that owners and
managers respond as quickly and as
professionally as possible when ten-
ants reach out, even if simply provid-
ing a quick note such as: “Thanks for
reaching out. I don’t have an answer
for you right now, but I will get back

Treat them well and provide them the
service that will make them want to do
business with you again.

'BENEFIT
FROM||
MORE
THANS

29

YEARS

EXPERIENCE

TVIAIRGIINS O,IN

Complete Grounds Services

Retaining existing tenants is instrumental to operating a successful investment property.

to you as soon as I know more. I
appreciate your patience.”

Some landlords go so far as provid-
ing little “extras” such as periodical
newsletters, welcome gifts, seasonal
treats, global Wi-Fi, security cameras
and tenant outings. Remember, the
tenant is your customer. Treat them
well and provide them the service
that will make them want to do busi-
ness with you again. If you don't,
someone else will. As Warren Buffett
said, “It takes 20 years to build a repu-
tation and five minutes to ruin it. If
you think about that, you'll do things
differently.”

Even when factoring the costs of
tenant turnover, there are situations

when it is simply not in the best
interest of the owner to retain cer-
tain tenants. The overall tenant mix
and whether financial obligations
and other lease terms have been met
could be reasons to not renew. And
occasionally, you might have a tenant
that’s so challenging (impolite, bellig-
erent, consciously defiant, perpetually
displeased, etc.) that you just don’t
want to (and really shouldn’t have

to) deal with it any longer. As always,
current market conditions also
should be considered when making
the decision of nonrenewal with a
given tenant. A

byoder@dormanrealestate.com
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Ways to ensure a cleaner experlence for guests

ven as U.S. vaccination rates

increase and COVID-19 case

rates drop, many Ameri-

cans aren’t ready to stay

in hotels just yet — espe-
cially when the Centers for Disease
Control and Prevention said that
staying in hotels may not be the
safest route for travelers heading
on vacation. Now that short-term
rental occupancy rates have fully
recovered, achieving a 60.9% occu-
pancy in March, a 29.1% gain from
2019, renters are ready to adven-
ture again. As travel tensions and
restrictions begin to ease, Colorado
continues to be a top destination.

Entering a post-pandemic world,
property managers around Colo-
rado know that cleanliness is more
important than ever. As a company
that manages 400 properties across
Colorado, we developed the new
cleaning initiative, PMI Purify, as a
way to quell guest and owner anxi-
eties at the onset of COVID-19.
While hotels provide renters with

the luxury of locations and ameni-
ties, short-term rentals have an
arguable advantage in the vacation
industry’s future with their offer-
ings of privacy, a home away from
home feeling and the ability for
guests to enjoy the space’s entire
square footage. As travel revs up
again, and consumers feel safer
booking STRs, here are three steps
that property managers can use
to stay ahead of the curve when
it comes to new cleaning proto-

PAVING

cols as we enter
the future of the
short-term rental
industry.

W Document the
cleaning process.
Without proper
documentation,
it may be nearly
impossible to dis-
cern when a guest
was last staying
at the property, or
when it was last
cleaned. While we
use proprietary
software for housekeeping and
owners, short-term rental property
managers can use an app or soft-
ware to track the process. When it
comes to cleaning, one of the first
things property managers should
do is “air out” the space by simply
opening windows. We also utilize a
process called “Follow the Wall” to
ensure that franchisees make the
property’s cleanliness visible to the
eye, rather than just checking off of
a list. Additionally, short-term rent-
al owners should open the doors
while cleaning for added freshness
to avoid stagnant air.

M Leave the air conditioning on
in the summer. Although Colorado
property managers are fortunate
to not have to deal with humidity
as much as other regions, it’s good
to be aware that bacteria like to
grow in hot, humid environments.
Opening the windows, and doors

Marianne
Heders
Director of vacation
rentals, Property
Management Inc.

ASPHALT
& CONCRETE
SERVICES

ASPHALT

SERVICING THE

Property managers of short-term rental properties should stay ahead of the curve
when it comes to new cleaning protocols as traveling ramps up post-pandemic.

and turning on the air conditioning
can help deter airborne bacteria.
Always emphasize the importance
of finishing cleaning and sanitizing
a room before replacing items for
the next guest.

M Leave visual cues to show
renters that the property has been
thoroughly cleaned. After follow-
ing a cleaning process, guests who
stay at your properties should be
reminded of the extra measures
managers take with small details
around the property — small details
that make a big difference. Help

provide additional peace of mind
through a QR code that shows
guests the property’s cleaning his-
tory, remote controls sealed in
plastic and an airtight-wrapped
toilet seat that shows it’s been
cleaned.

No matter how you communicate
with housekeeping, owners and
guests, open communication will
prove prudent to the growth of the
short-term rental industry as we
move toward the future of property
management and rentals. A

economypavinginc.com

info@economypaving.com

Commercial

COLORADO FRONT RANGE

CONCRETE

Industrial

Retail
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Wellness

Indoor UV tech can mitigate contagion spread

n February, the Centers for
Disease Control and Preven-
tion released new guidelines
for reopening schools and

microorganisms.
Cleaning the air

of germicides and

limiting the spread

Bipolar lonization - How it Works

1. lonization starts by
imparting energy to a
neutral O, molecule

3(a). The POSITIVE ION “seeks”
pathogens and VOCs, and has a head
start over the negative ion counterpart

2(a). The O, molecule
becomes a POSITIVE ION

other public spaces. While
COVID-19 is a respiratory disease,
disinfecting the indoor air was not
one of the solutions on its list of
recommendations to stopping the
spread of the pandemic. However,
focusing on air quality is para-
mount to stopping COVID-19 in its
tracks. It’s not enough to move air
around and add ventilation when
we need to disinfect it. Disinfection
through either ultraviolet light or
ionization in the heating and cool-
ing ducts is the answer to safely
opening schools and businesses
more quickly and affordably.

The ability to disinfect air in any
size indoor space is proven and
available. Hospitals have been doing
it for decades. Property manag-
ers now are starting to turn to air
purification technology providers
to reduce “sick building syndrome”
and improve indoor air quality at
their buildings. This not only pre-
vents the spread of pathogens but
also reduces energy costs, which
translates into cost savings for the
needed economic recovery.

Much like sunlight does in the
atmosphere, improved indoor air
quality through ultraviolet or bipo-
lar ionization can deactivate air-
borne viruses. Ultraviolet reduces
the ability of pathogens to replicate,
and bipolar ionization devices cre-
ate millions of positive and negative
ions in the air that attach to and
inactivate the COVID-19 acellular

Asphalt Installation & Overlays - Remove & Replace Patching *
Concrete Installation - Curb & Gutter & Sidewalks - Infrared Patching *
Crack Sealing - Seal Coating - Pavement Marking/Striping

of pathogens may
become a world-
wide effort among
property owners,
landlords and
everyday home-
owners. Medical
experts say as
COVID-19 variants
continue to sur-
face, vaccines may
not achieve herd immunity soon
enough, and some form of coro-
navirus may live on like the flu for
decades. The “new normal” may be
high-tech, low-cost HVAC upgrades
as part of standard building safety
practices.

Ventilation and disinfection are
complicated when it comes to
aligning the right technology and
correctly integrating advanced fil-
tration, air quality meters, energy
recovery ventilators and econo-
mizers with building management
systems. A surprisingly small per-
centage of HVAC service providers
have the depth of engineering and
expertise to improve IAQ effective-
ly and affordably.

Many air quality companies have
developed indoor air quality as
a service models. One option is
to provide “mobile” disinfection
with portable devices that can be
installed so stand-alone or pack-
aged terminal air conditioners
disinfection can spread across the
multiyear IAQ as a service that can

Charie Szoradi

Chief technology
officer, Purge Virus

APEX PAVEMENT SOLUTIONS
YOUR ONE-STOP-SHOP

FOR ASPHALT & CONCRETE PROJECTS

Call or Email for a FREE Estimate

Thomas Peterson, PE. Executive

VISIT US AT:

607 10th Street, Suite
P: 303-273-1417 < E: i

“APEX PAVEMENT SOLUTIONS continues to grow in its stature in the paving industry of
Colorado. The company has steadily built a solid reputation for high quality and customer service.
President Brian Pike leads a dedicated team and we are proud of them as a member company.”

www.apexpvmt.com

Director, Colorado Asphalt Pavement Association

207 » Golden, Colorado 80401
nfo@apexpvmt.com

"

- plus O equals
2 (o]

2(b). The O, molecule
emits an electron

run less than $10 per room per
month.

B How ionization works. Ions are all
around us and serve as “ninjas” to
go after COVID-19. An ion is a par-
ticle, atom or molecule with a net
electrical charge, and it is created
naturally with energy from rush-
ing water, crashing waves, lightning
and sunlight. The concentration of
these naturally occurring ions is
much lower indoors than outdoors.

When ions come into contact with
a microorganism such as COVID-19,
they attach to the “spikes” on the
pathogen and disrupt its surface
proteins, rendering it inactive. Since
ion density is higher outdoors than
indoors, ions are the reason that
restaurants are encouraged to have
outdoor dining. The higher the con-
centration of ions, the higher the

3(b). The electron is
captured by another
0, molecule creating a
NEGATIVE ION

3(c). The NEGATIVE
ION “seeks”
pathogens

and VOCs

likelihood that they can connect
and inactivate COVID-19 that is
floating in the air.

Ionization technology can be eas-
ily retrofitted to existing HVAC duct
systems in properties that can dis-
tribute the higher density of ions to
every room in a building. The key
is to align the technology to the
size of the air handling system in
any given home, apartment, office,
school or building to inactivate
COVID-19. Independent research
has shown that airborne bacteria
and viruses - including COVID-19
- were reduced by 99% within min-
utes of exposure to the systems.

M Cost savings and climate change
relief. The energy savings often
more than cover the cost of the dis-

Please see Szoradi, Page 31

COMMERCIAL ROOFING
AND SHEET METAL

e Award-winning roofing
contractor serving
Colorado's commercial
and industrial building
owners and property
managers for over 35
years.

¢ Experts in TPO, EPDM,
PVC and Standing Seam
roofing systems.

¢ Specializing in new
construction, re-roofing,
sheet metal and roof
repairs.

Furestone
MASTER CONTRACTOR = 2021

www.bauenroofing.com
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Continued from Page 1

decided to close its doors at the
end of its lease term. After market-
ing the space for six months prior
to the end of the lease term in
hopes of finding a similar user, it
was determined that the space was
to be returned to shell condition.
The tenant vacated the space and
“didn’t want to deal with” removing
the climbing walls and other equip-
ment, leaving it to our team to “deal
with.” The tenant paid $3.50 per sf
in base rent and the landlord spent
$9 per sf just to remove the climb-
ing walls and other equipment. The
security deposit was minimal, and
we were only able to collect a small
portion of the remaining balance -
two weeks before the tenant filed for
bankruptcy.

It is not a given that you will col-
lect the overage above the security
deposit, so landlords often take a hit
on these unwanted expenses.

B So how do we avoid situations like
these? Following are six steps to con-
sider.

1.Is there sufficient lease language
that covers the condition in which a
space is to be turned over at the time
of move-out? Typically, you will want
it to interpret that a space is to be
turned over in the same condition as
move-in, less normal wear and tear.
Some leases call for “broom clean”
condition, but that can be viewed as
vague and up for interpretation.

2.1Is there lease language that
any tenant-performed alterations
to the space are to be preapproved
by the landlord? A good practice is
to provide written approval of the
requested alterations, along with a
stipulation that the alterations must
be removed and the space returned
to its original condition at the time
of move-out. There could be an
exception that the landlord gives
prior approval to leave the altera-
tions in place.

3. Get in contact with the ten-
ant at least 60-90 days prior to the
scheduled move-out date. Walk the
space with the tenant and discuss
the expectations of how the space
should be turned over at the end of
the lease. Take photos of the condi-
tions at that time. At 30 days, follow
up and schedule a second walk-
through, if necessary. Again, take
photos.

4. Coordinate repairs with contrac-
tors, building engineers, etc., for the
tenant, as requested. Make sure the
tenant understands the cost would
be out of its pocket. If the security
deposit is not enough to cover out-
standing expenses, a good prac-
tice would be to collect the money
upfront to avoid collections after the
tenant has vacated.

5. Continue your partnership
with the tenant until the space is
vacated. By setting expectations and
being involved during the move, you
are more likely to part ways peace-

Management

WW.Crej.co

After the tenant did some clean-up and the landlord painted, grinded the floors and
retrofitted the existing light fixtures to LED, the property was ready to be listed again.

fully and get the space back in the
expected condition.

6. Be sure to explain to the ten-
ant that if the agreed-upon condi-
tions are not met, the landlord has
the right to return the space to its
original condition at the tenant’s
expense, typically via a deduction
from the security deposit.

The No. 1 focus for a smooth
move-out is to be proactive. As

much as we are forced to be reac-
tive in this industry, this is one
instance where we can be proac-
tive. As property managers, we are
responsible for protecting our assets
and the financial performance of
our properties. Holding your tenants
accountable to their lease is half the
battle. A

adarvill@bkmmgmt.com

Muckler

Continued from Page 6

owner of the building and obtaining
approvals on policy changes are criti-
cal. Collaborating with teammates,
reinforcing new procedures and main-

taining an open line of communica-
tion will benefit the tenants and the
property overall. With a comprehen-
sive plan in place, property managers
can limit disruption and give clients
the exceptional service they deserve.

Adaptability is critical, and organi-
zations will have to prepare for both
the short- and long-term impacts
of the pandemic. New priorities
will become apparent, and new
approaches will be required. At every

step on the path toward the new
future of work, flexibility, adapt-
ability and responsibility will define
companies. A

jilLmuckler@am.jll.com
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Shaw

Continued from Page 15

W How does solar attach to my roof?
Flat rooftop systems are secured to
the roof by a hybrid system of bal-
last blocks in padded aluminum pans
and engineered mechanical attach-
ments to account for our winds
and the roof’s dead-load (structural)
capacity.

B Will my roof support solar? Flat
roof systems need about 5 to 6
pounds per square foot of available
dead-load capacity, while pitched
roofs with flush-mounted solar

Hoeffel

need about 3 pounds per sf. The
more dead-load capacity a roof has,
the fewer mechanical attachments
needed.

B When is a good time to go solar?
Ideally, your roof will have 20 years
of life left. It’s also a good idea to
consider other future energy-saving
upgrades, such as LED retrofit and
higher-efficiency HVAC, when sizing
solar systems.

B How long will it take to put solar
on my rooftop? Depending on system
size and array complexity, instal-
lation may only take four to eight

weeks. However, engineering, permit-
ting and equipment procurement
lead times can add six months or
more, so the norm from contract to
commissioning is eight to 12 months.

B Does solar make sense if | don’t
occupy my building? Solar is beneficial
to both property owners and tenants
in gross or triple-net leases. There
are two methods to overcome the
split incentive: Commercial Property
Assessed Clean Energy financing and
green leases.

B What is maintenance like? A
preventive maintenance visit once

per year is needed to maintain the
inverter warranty, and an unsched-
uled maintenance visit about every
two years is typical.

The most common maintenance
needs arise from system outages that
occur due to electrical anomalies in
the facility or inverters. Solar sys-
tems protect themselves from dam-
age by shutting down in such cases,
and issues frequently are resolved
with minimal troubleshooting and a
simple system reset.A

john.shaw@namastesolar.com

Continued from Page 20

M Insulation that doesn’t insulate?
Insulation coatings do not work the
same as traditional insulation. They
don’t meet the definition of insula-
tion because that requires a mini-
mum of 1-inch thickness. Coatings
are said to add insulation “value”
when used correctly. They reduce
the temperature gap between the
exterior and the interior of your
building.

Abrams

Reducing the delta T from a hypo-
thetical 130 degrees Fahrenheit on
the exterior wall to 75 F on an interior
wall, a 55-degree difference, to closer
to 90 F exterior wall temperature, a
15-degree difference, greatly reduces
the amount and speed at which heat
moves through the enclosure.

Lowering the daytime heat inside
the walls also reduces convection
loops in batt insulation. Convection
loops (air movement) lower the insu-
lation’s effectiveness. Storing less

heat in the insulation means the air
conditioning turns off more often.
And reducing the amount of humidity
moving through the enclosure means
less dehumidification. Condensation,
especially in the roof assembly, can
be avoided using proper design tech-
niques.

Interior use is primarily for the ceil-
ing. Since most of the heat collects
at the ceiling, having a heat-resistant
barrier there would make sense. They
are best used in an open ceiling or

drywall ceiling configuration.

These cool building coatings
increase profits with tenant comfort
levels and productivity and lower
the carbon footprint. Higher energy
efficiency may qualify you for higher
lease rates and asset valuation. Ser-
vices are normally written off in the
same year. Getting a better return on
your investment could be as simple
as switching to an insulation coat-
ing instead of the same old, same old
paint or roof coating. A

Continued from Page 22

occupants. Timely communication is
essential to demonstrate and remind
tenants as these measures occur.
Technology will be an effective tool to
significantly enhance any digital com-
munications strategy. A poster in the
lobby or a video screen in an eleva-
tor is not enough to reach everyone
immediately, especially when some
will be working outside of the build-
ing, at least some of the time. Build-
ings need to reach occupants well

before they even enter the building.

In fact, tech-enabled communication
should be seen as a driver of influenc-
ing a tenant’s decision to return to the
building workplace.

As the workplace repopulates, build-
ings need to find new and innova-
tive ways to demonstrate value and
elevate their tenants’ experience. The
more they give to the community,
the more likely tenants are going to
engage and make the workplace a
desirable place to be. This will benefit
the businesses that occupy space, as

well as the building itself, and help
position the office as an important
destination, one that is worth return-
ing to.

The opportunity to create a propri-
etary tenant experience will become
the new differentiator in commercial
real estate. It’s not about the physical
space, it’s about the experience that
people encounter when visiting or
working in the building. From in-per-
son or virtual health and well-being
protocols and programming to ameni-
ties, and from two-way communica-

tion to tenant appreciation events,
the opportunity to engage and delight
occupants is what will raise the ten-
ant experience buildings offer to elite
status.

It often has been said that commer-
cial real estate needs to learn from
the hospitality industry, and think
about what it can do each and every
day to earn the loyalty of its custom-
ers and make tenant experience job
No.1. A

david@hiloapp.com
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ACCESS CONTROL SYSTEMS

Advantage Security, Inc.

Manny Arias
marias@advantagesecurityinc.com
303-755-4407
fwww.advantagesecurityinc.com|

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

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
fww.noyesartdesigns.com

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

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

Avery Asphalt, Inc.

Andy Avery
andy@averyasphaltinc.com
303-744-0366
fwww.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
Wwww.coatingsinc.nef

Economy Asphalt & Concrete Services, LLC
Scott Hardy

scotth@economypavinginc.com
303-809-5950

Wwww.economypavinginc.com

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

CCTV/DIGITAL VIDEO
SURVEILLANCE SYSTEMS

Advantage Security, Inc.

Jeff Rauske
jrauske@advantagesecurityinc.com
303-755-4407

www.advantagesecurityinc.com|

oM

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

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.comy

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

Encore Electric

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

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

Weifield Group Contracting
Weifield Group Preconstruction Team
awilemon@uweifieldgroup.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 DECOR

SavATree

Matt Schovel
mschovel@savatree.com
Denver — 303-337-6200
Fort Collins — 970-221-1287
Favafree.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 .barfleff.cond

GroundMasters Landcape Services, Inc.
Kimberly Jewell
kim@groundmastersls.com
303-750-8867
fwww.groundmastersis.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 siiesourcecam.coml

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.nej

MC Buiilding Services

Jim McLure
jmclure@mccommercialrealestate.com
303-758-3336

Snow Pros Inc. Sitesource GAM
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

Frontier Fire Protection

Todd Harrison
tharrison@frontierfireprotection.com
303-629-0221
www.Tronfierfireprotection.com|

Integrity Fire Safety Services

Cody Refosco
cody.refosco@integrityfiresafetyservices.com
303-557-1820
www.Integritytiresaretyservices.com/

Western States Fire Protection Company
Kevin Olmstead

kevin.olmstead@wsfp.us

303-792-0022

fvvew. wsTp.cor
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
Isigman@nhorizonglass.net
303-293-9377
Wwww.horizonglass.nef

LIGHTING/INSTALLATION &

MAINTENANGCE
Amteck

Dean Stone
DStone@amteck.com
303-428-6969

lvww amieck.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.coml

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
pWWW.IKMI.COMY

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|
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The BOSS Director

BUILDING OPERATING SERVICES & SUPPLIERS

Douglass Golony Group

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

Superior Roofing

Mary Ayon
mayon@superiorroofing.com
303-476-6513
Www.superiorroofing.comn

METAL SERVICES

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

MOVING & STORGAGE

Buehler Companies

Tami Anderson
tami@buehlercompanies.com
303-667-7438
Wwww.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

Wwww.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.preterredpainting.comn

PARKING LOT STRIPING

CAM - Common Area Maintenance Services

Shanae Dix, CSP
shanae@camcolorado.com
303-295-2424
www.camcolorado.comnj

Martinson Services

Andrea Nataf
anataf@martinsonservices.com
303-424-3708
Wwww.marfinsonservices.com

PLUMBING

MAI Mechanical

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

Murphy Company

Paul Gillett
pgillett@murphynet.com
720-257-1615
Wwww.murphynet.com

RK Mechanical
Marc Paolicelli
303-785-6851
WWW . rKmi.cond

PRESSURE WASHING

CAM - Common Area Maintenance Services

Shanae Dix, CSP
shanae@camcolorado.com
303-295-2424
www.camcolorado.con

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.opgunpressurewasning.corn

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.comn

ROOFING

Bauen Corporation

Brett Sowers
bsowers@bauenroofing.com
303-297-3311
www.bauenroofing.con

CIG Construction

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

CRW, Inc. — Commercial Roofing
& Weatherproofing

Pete Holt

pete@crwroofing.com
720-348-0438
Wwww.crwrooting.com

Douglass Colony Group

Kate Faulker
kfaulkner@douglasscolony.com
303-288-2635
lwww.douglasscolony.comnd

Flynn BEC LP

Lauren Fry
Lauren.Fry@Flynncompanies.com
303-287-3043
www.flynncompanies.coni

Superior Roofing

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

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

Western Roofing, Inc.

Curtis Nicholson
cnicholson@westernroofingco.com
303-279-4141
www.westernroofingco.conj

Roof Anchorage/
Fall Protection

Applied Technical Services, Inc. (ATS)
Stefanie Horner

SHorner@atslab.com

571-302-6692

pfsTab com

SECURITY SERVICES
Advantage Security, Inc.

Jeff Rauske
jrauske@advantagesecurityinc.com
303-755-4407
www.advantagesecurityinc.corm

Allied Universal
Lorie Libby
lorie.libby@aus.com
303-369-7388
MWW ATS.Com

SIGNAGE

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

DTC Signs & Graphics

Jana Lundvall
jana@signaramadtc.com
720-259-0087
Wwww.dtcsignsandgraphics.cony

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 marfinsonservices.com

SMS, Snow Management Services, LLC

Kimberly Jewell
Kim@smssnow.com
303-750-8867

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

SOLAR

Douglass Golony 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 AT geTTaUasS0C.CoM

SWEEPING

GAM - Gommon 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
Wwww.marfinsonservices.com

Top Gun Pressure Washing Inc.
James Ballen

jamesballen@topgunpressurewashing.com

720-540-4880
Wwww.Topgunpressurewasning.com

Tennis Courts
Coatings Inc.

George Tavarez
gtavarez@coatingsinc.net
303-423-4303
www.coafingsinc.nef

TREE AND LAWN CARE

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

SavATree

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

WEATHERPROOFING

ASR Companies

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

Douglass Golony Group

Kate Faulker
kfaulkner@douglasscolony.com
303-288-2635
Wwww.douglasscolony.com

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

WINDOW CLEANING

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

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

oM
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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 Igolightly@crej.com or 303-623-1148 x 102
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MecCarter

Continued from Page 14

form of financing can provide a
powerful solution to finance eco-
nomically attractive building electri-
fication and decarbonization proj-
ects in existing and new buildings.

Given the urgency of the climate
crisis, it is imperative that we accel-
erate the process of electrifying and
decarbonizing our commercial build-
ings. When technology solutions
that empower building owners and
managers to time and cost-effective-

ly evaluate their investment options
are combined with financing that
makes these investments economi-
cally attractive, building electrifica-
tion and decarbonization becomes a
compelling choice.

The result: The challenging climate

goals set forth by the state of Colo-
rado and the Biden administration
are, thanks to C-PACE, fast becoming
a reality. A

bmccarter@paceworx.com
tphillips@copace.com

Shepherd

Continued from Page 19

but the pool is still able to hold water.
A wrinkle in the roofing material is an
aesthetic concern and does not neces-
sarily indicate that there is any water
penetration or that a repair is necessary.

B Splits. Splits are advanced open-
ings and generally occur on an aged
built-up roof where the oils have
dissipated and dried to form a large
crack. Splits also can occur in seams
as the result of an application error.
Splits should be repaired immedi-

ately as they are subject to damag-
ing water penetration.

For property owners and facility
managers, premature roof failure
equals unexpected and often signifi-
cant expenses. Understanding basic
roofing terminology will go a long

way toward developing a compre-
hensive plan and proper budgeting
to address any roofing issues before
they become problematic and more
costly. A

tanyas@westerngroup.com

Ludlum

Continued from Page 21

on the network. While all property
managers can benefit from having
their sites’ emergency phones on
the network, those most imme-
diately interested would likely
include:

e Properties located in a region
prone to natural disasters;

e Properties that haven’t been
able to go cellular with emergency

Szoradi

phones due to poor service in the
area;

e Remotely located proper-
ties where emergency personnel
response is less than ideal;

¢ Businesses that provide an
essential service; and

e Government buildings.

B How can property managers
upgrade their emergency phones to
attain access to the network? First-
Net-embedded solutions go through

extensive review, so property man-
agers will want to seek out FirstNet
Ready emergency phones, meaning
that they have passed the certifica-
tion process that deems the equip-
ment capable of FirstNet’s reliability,
security and performance standards.
The certification process is com-
plex and rigorous. Every aspect of
the equipment is examined and
tested. The procedure is lengthy
and detailed so that only the highly

functional devices that are proven
to work well with FirstNet are given
certification. As of now, our com-
pany is the only company that has
embedded FirstNet into its fully
turnkey emergency phone solution -
that includes monitoring at our ETL-
listed monitoring center staffed by
Advanced Emergency Medical Dis-
patch-certified operators - for use in
commercial and multifamily build-
ings across the United States.A

Continued from Page 25

infection. The additional byproduct
of cleaner indoor air is HVAC energy
savings. Clean indoor air reduces
the need to have as much outside
replacement air in the ventilation
system. Current ventilation stan-

dards lead to higher energy costs
with indoor air that is replaced with
outside air one to two times per
hour.

According to the U.S. Department
of Energy, buildings account for 40%
of U.S. greenhouse gas emissions,
and HVAC units are often the larg-

est energy consumers, accounting
for 35% of total building energy.
Bipolar ionization can reduce ven-
tilation rates by up to 75%. Overall,
it is estimated that purifying indoor
air could lead to a 12% reduction in
greenhouse gas emissions without
any changes in human behavior.

COVID-19 has accentuated the
need for all of us to take notice
of the benefits of healthy build-
ings. Studies show that sustainable
buildings offer the best of both
worlds - environmental preser-
vation and significant return on
investment for everyone involved. A

costs could
your next pro

UL
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While the Colorado Real Estate Journal continues to run a multifamily news section in each
issue of the newspaper, Property Management Quarterly features the most
interesting projects and people, trends and analysis, and covers all commercial property
types. The publication is mailed with the Colorado Real Estate Journal newspaper, a

3,500 plus distribution that includes developers, investors, brokers, lenders, contractors,
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YOUR
ASSETS

A preventive maintenance program

for your roofing system

not only maintains its health,

but also controls and extends

your long-term repair and replacement budgets.

With offices coast to coast

including right here in Colorado,

Flynn is North America’s largest contractor
for the total building envelope.

Learn more at Flynncompanies.com/repain _g—
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