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New deliveries remain at a record low

Pullback on retail construction started after the Great Recession in 2008, and developers continue to be deliberate in their construction plans. Along with 
suppressed construction, demolished retail space has also helped push down availability. This increasing scarcity of supply has made it harder for expanding 
retailers to land desirable space.
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A
s we move further into 2025, 
the U.S. retail real estate 
market continues to exhibit 
remarkable resilience, under-
scoring the sector’s enduring 

appeal for investors and tenants alike. 
For the 15th consecutive quarter, net 
absorption remains positive, with 
4.5 million square feet of retail space 
absorbed by the end of September. 
This trend reflects sustained demand 
for quality retail space across the 
country, even as the overall market 
remains tightly constrained. With 
vacancy rates holding steady at a his-
torically low 4.1% through 2024, the 
landscape is competitive, signaling 
strong momentum for well-located 
retail properties.
n Challenges and opportunities 

amid rising construction costs. Even 
though the outlook is optimistic, the 

market is not with-
out its challenges. 
One of the most 
significant hurdles 
facing the retail real 
estate sector is the 
sharp increase in 
construction costs, 
a trend that has 
become more pro-
nounced since the 
pandemic. Rising 
inflation, elevated 
labor costs and 

soaring material prices have combined 
to push construction expenses to 
unprecedented levels. Cities like Den-
ver have seen retail construction costs 
climb by 124% since third-quarter 
2019, far outpacing the 17% growth in 
five-year rent spreads over the same 
period.

Despite these ris-
ing costs, the retail 
market has expe-
rienced its most 
robust rent growth 
since the aftermath 
of the 2008 Great 
Recession. This 
dynamic has led to 
a favorable environ-
ment for landlords, 
who are capitalizing 
on significant rent 

increases as tenants backfill spaces 
vacated by long-term leaseholders. As 
these spaces are re-leased at current 
market rates, landlords are benefit-
ing from higher rents and increas-
ing demand. This is especially true 
for assets that may include troubled 
tenancy as owners can backfill these 
lower-performing tenants with higher-

paying, more creditworthy users at 
their properties. 
n Investors respond to shifting 

market conditions. The investment 
landscape has been equally dynamic. 
In the third quarter of 2024, retail real 
estate saw a 49% jump in quarterly 
transaction volume, reaching $10.2 
billion. This surge can be largely attrib-
uted to the Federal Reserve’s decision 
to cut interest rates by 50 basis points 
– the first reduction in borrowing costs 
in four years. This rate cut has injected 
optimism into the market, particularly 
among investors who see an oppor-
tunity to lock in favorable financing 
while navigating the challenges pre-
sented by higher construction costs 
and lower available inventory.
n Denver: A market defined by 

Please see Schmidt, Page 12

Single-tenant net-leased MOBs become
increasingly popular to investors

MOBs as retail
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3615–3625 W. Bowles Ave.

Littleton, CO 80123

1,072 – 1,500 SF Available

Peter Kapuranis ext. 103

Columbine Valley Shopping Center

Retail Space for Lease

9106 W. 6th Ave.

Lakewood, CO

2,519 SF Available

Matt Landes ext. 101

Meadowlark Hills Union Exchange Building

8933 E Union Avenue

Greenwood Village, CO  80111

Executive Suites Available

$400.00/month 

Peter Kapuranis ext. 103

Westlake Plaza

1479 W. Eisenhower Blvd

Loveland, CO 80538

1,800 - 2,181 SF Available

Anchored by Safeway

Matt Landes ext. 101

Alameda Square

12790 – 12792 W. Alameda Parkway

1,200 – 2,500 SF Available

Below Market Rents

Peter Kapuranis ext. 103

J&B Building Company
Call 303.741.6343 ext. 100

or visit our website: www.jandbbuilding.com

www.jandbbuilding.com
www.crej.com
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5750 DTC Parkway

Suite 200

Greenwood Village, CO  80111

303.694.6082     

www.dhlb.com

25908 GENESEE TRAIL RD 
GOLDEN, CO

8,420 SF Iconic restaurant building available for sale. 

The building is situated on 1.86 acres and has great 

mountain views! Iconic restaurant location on I-70 

with its own exit. Offering stunning mountain and city 

views from just 30 minutes outside of Denver.

ICONIC RESTAURANT BUILDING 
AVAILABLE FOR SALE

Ken & Shawn

6670 & 6680 HOLMAN ST
ARVADA, CO

NEWLY BUILT OFFICE-FLEX WAREHOUSE-RETAIL 

CONDOMINIUMS. Own your Business Condo Unit 

or Own an Income Producing Condo up to 10,057 

square feet total.

 

Allen & Kristen

40TH AVE & CENTRAL PARK BLVD
DENVER, CO

New shop space coming soon to Central Park! 

Join WHOLE FOODS MARKET. 2Q 2026 Delivery 

with exceptional daytime and residential demographics, 

plus another 34,249 residential units approved in 

the trade area. Signalized intersection right off I-70.

2510 TENDERFOOT HILL
COLORADO SPRINGS, CO

7,814 SF Restaurant available for lease. Property 

size 1.99 Acres.  Zoning MX-M Mixed Use Medium 

Scale Colorado Springs. Property is well located 

on Lake Ave between I-25 and Highway 115.

Robin & Phil

AVAILABLE FOR LEASEAVAILABLE FOR LEASE

NEC 38TH AVENUE & YORK ST 
DENVER, CO

Retail spaces available for Lease with 

restaurant infrastructure. Spaces range 

from 2,683 SF to 33,347 SF. Come join 

Skiptown, Beat The Bomb, Rivian, Elemental 

Bakery & Cafe, Stick & Feather, Cohesion 

Brewing, RAD Power Bikes, Craft Collective, 

River Bear American Meats, Adults & Crafts, 

and many more at York Street Yards.

AVAILABLE FOR LEASE

Ken & Shawn

Robin & Phil

OFFICE-FLEX WAREHOUSE 
CONDOMINIUMS FOR SALE OR LEASE

PROPERTY MANAGEMENT

A
s commercial property owners 
look to continue to diversify 
revenue streams in the face of 
increasing costs, retail media 
networks are rapidly rising 

in the ranks of profitable ancillary 
income opportunities. While the name 
retail media networks would suggest 
the opportunity is limited to retailers, 
landlords and property owners have 
the ability to implement advertising 
opportunities that benefit not only 
their top line, but tenant sales and 
shopper sentiment as well. 

A RMN is generally defined as a type 
of advertising that uses a retailer’s dig-
ital and physical properties to promote 
products and services. Often a RMN 
leverages first-party customer data, 
like loyalty programs, to tailor offers 
and promotions to shoppers based on 
their patterns and past purchases. 

Retail media networks have been 
around for some time; however, adver-
tisers are beginning to place more 
and more dollars in the medium as 
they recognize the reach and return 
on advertising spend given the imme-
diate proximity to the point of sale. 
According to a 2025 Retail Media 
Network Market Report published 
by Solomon Partners, the combined 
retail media networks of Walmart and 
Target now have greater U.S. monthly 
audience reach than ABC, NBC, CBS 
and Fox combined. 

In a recent 2024 retail media net-
work study, eMarketer showed that 
U.S. omnichannel retail media ad 
spending grew by 20.4% to $52.3 
billion, which makes it the fastest-
growing ad channel. A Deloitte poll 
revealed that 64% of national retailers 
planned to implement a retail media 

network by the end 
of 2024.

When it comes 
to in-store RMN 
advertising, often 
advertisers are tar-
geting the bottom of 
the sales funnel by 
advertising inside 
stores where their 
products and ser-
vices are sold with 
a primary goal of 
sales conversion. 
However, according 
to research from 
the Association of 

National Advertisers, 68% of market-
ers are actively pursuing RMNs’ ability 
to influence mid- and upper-funnel 
objectives such as brand awareness 
and consideration. This is where com-
mercial property owners, especially 
shopping center landlords, have an 
opportunity – somewhere in the sweet 
spot of approaching potential custom-
ers just before they enter a store or as 
they are shopping for another related 
product or service.

For many large multiproperty portfo-
lio owners, creating a landlord brand-
ed and run RMN may make sense and 
will keep the majority of generated ad 
revenue in-house. However for small 
to medium-size firms, and depending 
on the capital and resources an owner 
is willing to invest in an emerging 
income opportunity, there are several 
RMN partners that are actively seek-
ing to invest in shopping centers with 
digital screens and a revenue split 
model that requires little owner capi-
tal investment and no direct involve-
ment in ad sales (other than placing 

certain restrictions or protections in 
place to avoid conflicts). There are a 
variety of deal structures and advertis-
ing revenue splits available to property 
owners looking to implement an on-
site advertising program.

There are also several opportunities 
to partner with tenants and leverage 
the existing retail media networks of 
major anchor tenants. Below is a list 
of some of the largest and most preva-
lent tenant RMNs.

• Walmart Connect
• Roundel (Target)
• Amazon Ads
• Best Buy Ads
• Sam’s Club MAP
• Orange Apron Media (Home Depot)
• Kroger Precision Marketing
• Sephora Media Network
• Lowe’s Media Network
For many large retailers, their RMN 

is becoming more and more essential 
to the bottom line. As of third-quarter 

2024, advertising revenue had grown 
to become almost a third of Walmart’s 
overall operating income of $6.7 bil-
lion. Tenants and landlords working 
together to create networks that add 
to the shopper’s experience versus 
overwhelm it is essential to success. 
Retail media networks are a very via-
ble path to increasing income. 

The opportunity for RMNs is not just 
exclusive to retail properties. Office 
and multifamily properties are also 
tapping into available income oppor-
tunities. 

Having a property management 
team in place with an expertise in 
marketing that can identify and navi-
gate the various RMN opportunities is 
essential to seizing the opportunities 
available to increase revenues. s 

dmccoy@newmarkmerrill.com

Generating income: Retail media networks

Danaria Farris 
McCoy

Vice president 
of operations 

and marketing, 
NewMark Merrill 
Mountain States

Village at the Peaks in Longmont is managed by NewMark Merrill Mountain States.

www.crej.com
www.dhlb.com
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STNL

S
ingle-tenant net-lease medi-
cal office buildings have 
become increasingly popu-
lar among private capital 
net-lease investors seeking 

diversification of their portfolios. 
Many investors with exposure to 
traditional STNL retail tenants such 
as drugstore, auto parts store, casu-
al dining, and dollar store compa-
nies have increasingly sought STNL 
MOBs. STNL MOBs provide a strong 
and reliable investment option for 
those looking to capitalize on the 
expansive health care industry, 
while offering investors similar 
lease terms, credit profiles, and real 
estate fundamentals that tradition-
al STNL retail properties possess. 
n What is a STNL medical office 

building? A STNL MOB is occupied 
and leased to one health care pro-
vider. These types of properties can 
be dentist offices, surgery centers, 
urgent cares, dialysis centers, doc-
tor’s offices or buildings occupied 
by larger medical groups and/
or hospital systems that provide 
a wide range of care. Many STNL 
urgent cares and dental offices are 
increasingly occupying high-profile 
retail locations, making accessibility 
more convenient for their patients, 
and the investments more attrac-
tive to private buyers.
n Why now? Many historically 

popular retail tenants such as Rite 
Aid, Walgreens, Red Lobster, TGI 
Fridays, Kneaders and Party City 
have recently had highly publicized 
struggles and/or bankruptcies. This 
has significantly reduced the value 
of these properties, and many STNL 
retail landlords have been burned. 

These abrupt and 
difficult store clo-
sures can leave 
landlords in costly 
situations as they 
look to reposition 
their properties 
with new tenants. 
We have recently 
sold a handful 
of STNL MOBs to 
private investors 
making their first 

MOB acquisition. 
n Long-term passive lease struc-

tures to strong regional or national 
tenants. STNL MOBs offer investors 
long-term passive lease structures 
often guaranteed by investment-
grade rated and/or publicly traded 
companies such as the University 
of Colorado Health system. Many 
investors prioritize properties that 
feature a long-term lease consisting 
of over 10 years and even as long as 
20 years. STNL MOBs offer similar 
credit profiles as some of the highly 
sought-after STNL retail properties, 
as many of the health care tenants 
are large health care organizations 
and hospital systems. The leases 
also typically feature minimal-to-
zero landlord responsibilities and 
strong rental increase schedules, 
often annually throughout the pri-
mary term and renewal options.
n Long operating histories. Most 

STNL MOBs are extremely spe-
cialized and require a significant 
amount of initial capital from the 
tenant and/or developer. This sub-
stantial initial investment leads 
many tenants to have prolonged 
operating histories at their loca-

tions. Relocating medical offices is 
not only costly, but also disruptive 
for patients who become accus-
tomed to going to a specific location 
for care. 
n E-commerce and recession-resis-

tant use. Following the pandemic 
and e-commerce’s prominence, 
STNL investors are attracted to uses 
and businesses that are e-com-
merce resistant and recessionproof. 
STNL MOBs are among the most 
resistant use to e-commerce and 
are recession-proof. In 2023, total 
health care industry spending 
in the U.S. was $4.9 trillion. This 
equates to $14,570 per person, or 
17.5% of the gross domestic prod-
uct, according to CMS.gov data. 
STNL MOBs are in high demand, 
and tenants in this space are 

expanding to meet the needs of 
the country’s expansive health care 
industry and aging population. 
n Future outlook. Moving forward, 

we anticipate the “retailization” of 
STNL MOBs to continue and the 
demand for these properties to 
increase. These assets offer inves-
tors familiar long-term and passive 
net-lease structures, as well as leas-
es guaranteed by either investment-
grade rated companies, publicly 
traded companies, or strong private 
companies. With a new set of eyes 
targeting STNL MOBs, we have 
received strong interest from both 
institutional and private investors 
competing for these assets. s

brandon@bouldergroup.com

‘Retailization’ of STNL medical office properties

At Evergreen, trusted partnerships and strategic relationships enable 

us to adapt to market changes and seize new opportunities. Our 

diverse portfolio includes premier Retail, Multifamily, and Industrial 

properties, all developed with a commitment to excellence.

Join us in shaping the future of real estate.

Evergreen - Celebrating 50 Years of Excellence

Offices in Phoenix | Los Angeles | Denver | Salt Lake City 

www.evgre.com

FOR MORE INFORMATION CONTACT
RETAIL OPPORTUNITIES:  Heather Wiseman | hwiseman@evgre.com | 303.656.8713

MULTIFAMILY OPPORTUNITIES:  Jeff Wikstrom | jwikstrom@evgre.com | 602.808.8600

INDUSTRIAL OPPORTUNITIES:  Brian Dietz | bdietz@evgre.com | 602.808.8600  

ERIE, COLORADO
MIXED-USE DEVELOPMENT

ERIE, COLORADO | OUTLOOK NINE MILE APARTMENTS
287 UNITS

COMMERCE CITY, COLORADO
59,000 SF | 6.9 ACRES

Brandon Wright 
Associate, The 
Boulder Group

Heartland Dental in Montrose sold in July for nearly $2.5 million.

www.crej.com
www.cms.gov
www.evgre.com
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This mantra has guided NewMark Merrill over the 

last several decades: through changes, challenges, 

varied economies and industry disruption. As a 

boutique-sized, but full service retail real estate 

firm, we offer both the benefit of large portfolio 

economies of scale paired with agile

decision-making capability and individualized 

attention from senior leadership.

Mountain States: 12110 North Pecos Street, Suite 260, Westminster, CO 80234  •  newmarkmerrill.com  •  720.438.2500

12M+ SF of retail assets
2,000+ tenants
95+ cities & growing

NMC

California | Illinois
Colorado

NewMark Merrill Companies, Inc. is passionate 

about retail real estate and its ability to make a 

difference. Through authentic relationships with 

local communities, hands-on engagement with 

our retailers and shoppers, and investments in 

industry-leading technology and data

collection, we can consistently provide the 

insights that lead to tenant success in our 

centers. This unique approach creates an

environment of mutual benefits for everyone, 

from our tenants and clients, to the people

who bring our centers to life.

www.crej.com
www.newmarkmerrill.com
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MARKET UPDATE

I
nstitutional investor demand 
for shopping centers is at an 
all-time high, while the supply 
of available shopping centers 
remains limited. This has cre-

ated a frenzy of activity for new-to-
market open-air retail centers across 
all asset types, from grocery-anchored 
centers to unanchored strip centers. 
The surge in investment interest is 
further supported by strong operating 
fundamentals, limited new construc-
tion, and shifting capital allocations 
from other commercial real estate sec-
tors.
n Strong underlying operating 

fundamentals. Retail real estate fun-
damentals have never been stronger. 
The sector entered the second half of 
2024 as the only major commercial 
property type with a vacancy rate 
below its pre-pandemic level, accord-
ing to Marcus & Millichap. Vacancies 
at open-air shopping centers have 
dropped to historic lows, reaching just 
6.2% nationally, the lowest level since 
CoStar began tracking the data in 2006. 
Core retail sales also hit record highs, 
with consumer spending remaining 
resilient despite economic headwinds.

This tight vacancy environment is 
largely a result of limited retail devel-
opment. Since the Great Recession, 
retail construction has remained well 
below historical levels, averaging just 
0.6% annual supply growth from 2009 
to 2023, compared to 2.5% per year 
before 2008. Rising construction costs 
make new development impractical 
unless offset by public subsidies, such 
as tax-increment financing. Conse-
quently, most retailer expansions are 
occurring within existing space, driv-
ing rental rates to all-time highs and 

boosting landlord 
pricing power.
n Retailers expand-

ing their footprint. 
Despite the rise of 
e-commerce, physi-
cal stores remain 
crucial to retail-
ers’ omnichannel 
strategies. Many 
brands now use 
their bricks-and-
mortar locations as 
fulfillment hubs for 
online orders and 
returns. Major retail-
ers are capitalizing 

on strong foot traffic in value-focused 
retail segments. 

Flexible work schedules have also 
altered shopping behaviors. With more 
employees working from home, day-
time foot traffic at grocery-anchored 
and neighborhood centers has surged. 
This trend has fueled leasing demand 
for services difficult to replicate online, 
such as nail salons, coffee shops, med-
ical offices and fitness centers.
n Increasing capital allocations to 

retail. The struggles in office commer-
cial real estate and the cooling of the 
multifamily, industrial and self-storage 
sectors have led institutional investors 
to significantly increase their alloca-
tions to retail. Furthermore, Marcus & 
Millichap reports that retail accounted 
for over 40% of all commercial trades 
in the $1 million-$10 million range, 
demonstrating strong demand from 
private investors, family offices and 
1031 exchange buyers. 
n The long-term investment trend. 

This surge in investor interest is not a 
short-term trend. Multiple factors sug-

gest that the retail investment boom 
will continue well into the future. 
Limited new supply and strong ten-
ant demand will likely drive further 
rent growth and appreciation. Our 
firm reports that new leases are being 
signed at rates significantly higher 
than those on expired leases, reinforc-
ing landlords’ pricing power.

Additionally, the sector is seeing 
rapid turnover of vacated big-box 
spaces. Retailers are backfilling loca-
tions previously occupied by strug-
gling chains, often at higher rents. 
Power centers and neighborhood cen-
ters with big-box moveouts are now 
prime investment targets, as investors 
expect to re-tenant spaces quickly 
and profitably.
n Retail investment sales outlook. 

Retail real estate is experiencing a 

resurgence in investor confidence, 
driven by strong operating funda-
mentals, constrained supply, and an 
influx of institutional and private 
capital. Unlike the predictions of a 
“retail apocalypse,” the data shows 
that bricks-and-mortar retail remains 
essential to both consumers and 
retailers alike.

With retail vacancies at historic 
lows, rental rates rising and capital 
flooding into the sector, this asset 
class is positioned for long-term sta-
bility and growth. As investors con-
tinue seeking opportunities in high-
performing retail segments, expect 
pricing to remain competitive and 
deal activity to accelerate throughout 
2025. s

drew.isaac@marcusmillichap.com

Institutional investors heavily targeting retail 

Drew Isaac 
Senior managing 

director, 
Investments, 

executive director, 
Retail & Net 

Lease, Marcus & 
Millichap

www.crej.com
www.scheinercg.com
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TYPE OF 

CAPITAL

SOURCE OF 

CAPITAL
EXPLANATION

RATES /

SPREADS

LTV /

COVERAGE
TERM AMORT. FOCUS TRENDS

LIFE INSURANCE 

COMPANY 

• Insurance
premiums
• Annuity and GIC
sales

• Non-Recourse
• Longer-term
fixed rate loan

150-225 bps over
the comparable US

Treasuries

• Up to 65% (select
deals)
• 1.25x Minimum
DCR (25-year am)
• 10% Desired Debt
Yield, will consider 
9%-10% Debt Yield 
for strong grocery-
anchored properties

3-30
Years

25-30 Years
Interest Only
available at
<60% LTV

• Grocery-anchored
centers
• Well located strip
retail or unanchored 
retail
• Top tier credit tenants
• Major metro areas

• Pent up demand for grocery anchored and
high quality unanchored retail centers
• Strip and unanchored retail are financeable
with strong operating history
• Partial to full-term I/O available for low
leverage loans
• Anchored retail without a grocer requires long-
term lease and/or strong tenant financials
• Even if loan has strong metrics, hard to
finance anything sub-80% occupancy with a
perm lender

CONDUIT (CMBS)

• Sales of
mortgage-backed
securities through
public markets

• Non-Recourse
• Longer-term
fixed rate loan

200-300 bps over
the greater of

swaps or treasuries

• Up to 65% LTV
• 1.30x Minimum
DCR on NCF
• 9.0% Minimum Debt
Yield on NCF

5 & 10
Years

25-30 Years

• Grocery-anchored
centers (majority of
income derived from
grocer)
• Internet proof infill
neighborhood centers
• Top tier credit tenants
• Major metro areas

• Pricing has compressed as their has been
more interest in the securitization market
• Structure around significant tenant rollover
• Full-term I/O available on some properties up
to 65% LTV
• Will allow borrowers to buy down the rate to
increase leverage

BANK 
• Corporate Debt
• Deposits

• Recourse
(some non-
recourse
available)
• Shorter-term
fixed and
floating rate
loans

225 -  325 bps over 
corresponding 

treasuries

SOFR + 250-400 
floating

• Up to 65% LTV
5-7

Years
Fixed

 Interest Only to
25-30 Years

• Grocery-anchored
centers (majority of
income derived from
grocer)
• Well located non-
anchored retail
• Major metro areas or
Colorado secondary
markets

• Banks are becoming an increasingly good
option for value-add retail opportunities with
some stable cash flow in place
• There is a continued focus on quality
Sponsorship and banking relationship potential
• Non-recourse more challenging to achieve
and most deals require deposit relationships
with the bank
• More flexible prepayment terms

DEBT FUND / 

BRIDGE LOAN

• Private Capital
• Institutional
Capital

• Non-Recourse
• Shorter term
bridge loans for
acquisition
and/or
repositioning

SOFR + 250-500 
bps

• Up to 75% LTC,
more appetite at 65%
• Going-in 1.0x DCR
preferred, some 
bridge lenders will 
lend on non cash-
flowing assets for a 
pricing premium

1 - 5
(3+1+1)

 Interest Only 
Years 1-3

• Value-Add
Transactions or
repositions
• Properties with heavy
near-term rollover
• Recapitalizations

• Lenders want a compelling story and logical
business plan for retail repositions
• Retail repositions with heavy near-term
rollover that aren't quite a fit for permanent 
lenders could be a good fit for light bridge, with 
pricing on the low end of the range
• Majority of debt funds will require an interest
rate cap; important to have these hedging
vehicles re-priced regularly

MEZZANINE/ 

PREFERRED 

EQUITY

• Private Capital
• Institutional
Capital

• Junior
financing
secured by a
pledge of, or
participation in
ownership
interest

12%-16%
• Up to 85% LTC
• 1.10x DCR 2 - 10

Interest Only
(in most cases)

• Neighborhood
Centers
• Strip Centers
• Second tier credit
tenants
• Secondary/Tertiary
Markets

• Preferred equity offers higher funding than
mezzanine, but at a higher cost
• Minimum investment is typically $5M but can
start as low as $1M when paired with senior
position

SOFR - Secured Overnight Financing Rate

REIT - Real Estate Investment Trust

DCR - Debt Coverage Ratio

DUS - Delegated Underwriter Servicer

LTV - Loan to Value Ratio

LTC - Loan to Cost Ratio

Recent Retail Transactions

2401 E. 2nd Avenue #600 , Denver, CO 80206  |   www.essexreca.com

PAUL DONAHUE

Principal
(303) 843-4021

pdonahue@essexreca.com

COOPER WILLIAMS

President / Principal
(303) 843-4581

cwilliams@essexreca.com

AIMEE LOVE

Principal
(303) 843-6002

alove@essexreca.com

BLAIRE BUTLER

Senior Vice President  
(303) 843-4024

bbutler@essexreca.com

EDGEWATER 

PUBLIC MARKET 

TERM LOAN

CREDIT UNION

$14.3M

LAKEVIEW  

VILLAGE

TERM LOAN

LIFE COMPANY

$8.9M
TERM LOAN 

LIFE COMPANY

$30.0M

ASPEN PLACE AT 

THE SAWMILL 

RETAIL PROPERTIES QUARTERLY

Financing Sources Matrix

www.crej.com
www.essexreca.com
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FINANCE

C
ongratulations! You’ve made 
it to 2025. The often-repeated 
mantra of 2024 – by surviv-
ing the economic turbulence 
to the new year – has finally 

come to fruition. Now, it’s time to get 
back to doing deals ... right? If only 
it were that simple. A new calendar 
year doesn’t automatically reset the 
market to normal. While there’s a 
sense that we can see the light at 
the end of the tunnel, the journey 
still feels far from over. The chal-
lenges of 2025 loom, and perhaps 
it is 2026 that’s the “magical” year 
everyone is waiting for.
n A roller coaster of rates. One of 

the biggest economic disruptions 
in recent years was the rapid rise 
in the federal funds rate. Between 
March 2022 and July 2023, the Fed-
eral Reserve raised rates 11 times, 
bringing them from near-zero to 
a range of 5.25% to 5.5%. These 
increases sent investors and lend-
ers into a holding pattern, trying to 
adjust to a more expensive borrow-
ing environment.

Then came the first rate cut in 
four years. In September 2024, the 
Fed lowered rates by 50 basis points, 
followed by two additional 25-point 
cuts in November and December, 
bringing the current range to 4.25%-
4.5%. Despite this easing, the long-
anticipated drop in borrowing costs 
has not materialized as many had 
hoped. Long-term interest rates 
remain stubbornly high, with the 
10-year Treasury reaching a 52-week 
high just weeks ago. It has only been 
higher once in the past 10 years, dat-

ing back to October 
2023, and now sits 
near 4.6% as of this 
writing.
n Deal making: 

Not the gold rush 
yet. Optimists 
pinned their hopes 
on 2025 as the year 
of the rebound – 
the gold rush of 
opportunity. How-
ever, reality may 
suggest otherwise. 

Both sellers and buyers have contin-
ued to kick the can down the road, 
waiting for more favorable financing 
conditions to sell, refinance, or buy. 
But the light at the end of the tun-
nel appears to keep moving further 
away. Maybe this will be the year, 
but there’s a growing sense that it 
might not be as transformative as 
many anticipated, at least in the first 
and second quarters.

That said, the market is showing 
signs of life. According to CoStar 
data, Colorado’s total retail trans-
action volume in 2023 hit $1.64 
billion – the lowest since before 
2013. In 2024, however, the market 
rebounded with a 30.4% increase, 
reaching $2.14 billion. While still 
below the 2021 peak of $3.6 billion, 
this figure is only 11.3% shy of the 
pre-pandemic sales volume of $2.41 
billion in 2019. This suggests a slow 
but steady recovery – maybe not the 
rapid resurgence some hoped for, 
but momentum nonetheless.

This begs the question: How soon, 
if ever again, will we see sales vol-

umes return to 2021-2022 levels?
n Retail still the darling, with shift-

ing landscape. Retail remains a 
standout in the broader real estate 
market, proving its durability 
through e-commerce disruptions 
and the pandemic. Despite head-
winds, the sector has remained 
strong from a fundamentals per-
spective, further strengthened by a 
lack of new construction, which has 
continued to boost existing assets. 
In Colorado, retail vacancies sit at a 
healthy 4%, with rental rates averag-
ing $24.08 statewide, according to 
CoStar.

However, challenges persist. Core-
sight Research recorded 51 major 
retail bankruptcies in 2024 – includ-
ing Party City and The Container 
Store – up from 24 in 2023. While 
overall retail sales grew 3.4%, perfor-
mance varied. High-ticket categories 
like electronics and appliances saw 
weaker demand due to consumer 
caution, per John Mercer of Core-

sight Research (via GlobalData). 
Walmart posted a 5.3% third-quarter 
sales increase, while Target trailed at 
1.1%.

Middle-market retailers struggled, 
caught between budget and luxury 
segments. The Container Store, for 
example, saw general merchan-
dise sales drop 18.7% in the second 
quarter before filing for bankruptcy. 
Meanwhile, off-price retailers like 
TJX capitalized on shifting consumer 
preferences, expanding aggressively 
to attract cost-conscious shoppers.

Economic uncertainty and high 
borrowing costs continue to loom, 
requiring retailers and landlords 
to remain agile. Adapting to these 
evolving market conditions will be 
key to sustaining momentum.
n What’s next? So, what now? “Stay 

in the mix to 2026” just doesn’t have 
the same ring to it. The truth is, no 
one has a crystal ball, and I would 

We survived until ’25: What comes next?

Bryce McNeely
Associate, 

investment sales, 
Blue West Capital

Please see McNeely, Page 12

www.crej.com
www.frontrangecommercial.com
www.apiexchange.com


 
February 2025 — Retail Properties Quarterly — Page 9www.crej.com

FEATURED LISTINGS
SINGLE-TENANT NNN LEASE FOR SALE NEW CONSTRUCTION FOR SALE MULTI-TENANT RETAIL FOR SALE MULTI-TENANT RETAIL FOR SALE

REVA Dental Implant Center 
Newly Renovated 

LAKEWOOD, C0 | $3,945,000

Starbucks 
New Dos Rios Masterplan Community 

GRAND JUNCTION, CO | $4,220,000

Country Square Plaza 
100% Occupied Neighborhood Center 

AURORA, CO | $7,221,000

Granada Park Shopping Center 
Top Performing Dollar Tree Anchor 

AURORA, CO | $11,500,000

NEW TO MARKET. COMING SOON. READY FOR OPPORTUNITY.
E X P LO R E  O U R  L AT ES T  I N V ES T M E N T  &  L E AS I N G  O P PO RT U N I T I ES

Y O U R  C O M M E R C I A L  R E A L  E S T A T E  A D V I S O R Y  L E A D E R S   |   7 2 0 . 9 8 9 . 1 0 3 1   |   B L U E W E S T C A P I T A L . C O M

0.22 ACRES OF LAND FOR SALE RETAIL/RESTAURANT FOR LEASE RESTAURANT FOR LEASE 2ND GEN RESTAURANT FOR SALE

3800 Kalamath Street 
Highlands Neighborhood 

DENVER, CO | $1,400,000

Greyhound Development 
RiNo Neighborhood

DENVER, CO | 2,000 SF

1660 Wynkoop 
Across from Union Station 

DENVER, CO | ±5,000 SF

Red Tops Rendezvous
Jefferson Park Neighborhood 

DENVER, CO | 4,536 SF

COMING SOON REPRESENTATIVE I MAGE

contact@axiore.com

L E A S E D

Denver’s Premier Boutique Commercial Real Estate Company

1060 Bannock Street Suite 300, Denver, CO 80204

3 0 3 . 5 9 2 . 7 3 0 0 |  w w w . a x i o r e . c o m

Contact Axio to discuss how we can maximize 

the value of your retail assets. We specialize 

in delivering unique solutions to make the 

impossible projects possible.

RESTAURANTS � RETAIL �  MIXED-USE � SHOPPING CENTERS � ASSET SALES

www.crej.com
www.amcap.com
www.axiore.com
www.bluewestcapital.com
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ARENA ADJACENT 

jordyconstruction.com

New Builds. 

Remodels. 

Retail Done Right.

For more information, contact:

Kristin Kyser
Director of Business Development & Marketing
303.880.3770
kristin.kyser@jordyconstruction.com

T
he next wave in shopping, 
dining and entertainment is 
happening at the ballpark. 
In previous generations, 
department stores served as 

the crown jewel of shopping cen-
ters, drawing crowds to enclosed 
malls with the promise of climate-
controlled comfort, safety and a dis-
tinctly American retail experience. 
The phrase “meet me at the mall” 
defined social gatherings, making 
shopping malls not just retail hubs 
but also cultural landmarks.

However, as traditional malls 
declined, in-person experiences at 
sports arenas evolved. Unlike retail, 
which faces increasing competition 
from e-commerce, live sports and 
entertainment remain irreplace-
able. Arena and team owners saw 
an opportunity – by expanding food, 
beverage, retail and entertainment 
beyond the ticket gates, they could 
enhance the fan experience while 
attracting additional visitors for 
dining, shopping and watch parties.

With major arenas hosting over 
200 events per year – including 
NBA and NHL games, concerts, 
and special events – these districts 
draw millions of visitors annu-
ally. This shift has transformed 
arena-adjacent developments into 
thriving destinations that operate 
year-round, independent of event 
schedules.

Successful arena-adjacent  
retail districts

Several high-profile projects 
showcase the potential of arena-

adjacent develop-
ments to reshape 
urban landscapes 
and drive econom-
ic growth.
n The Battery 

Atlanta – Truist 
Park (Atlanta). One 
of the most suc-
cessful examples 
is The Battery 
Atlanta, a mixed-
use development 
surrounding Truist 

Park, home of the Atlanta Braves. 
This project integrates restaurants, 
retail, office space and residential 
living into a single entertainment 
district, turning a Braves game from 
a three-hour event into an all-day 
experience. Even on nongame days, 
The Battery attracts visitors with its 
high-profile restaurants, bars and 
shopping options.

The district’s success lies in its 
diverse tenant mix – fine dining, 
casual eateries and experiential 
retail (such as golf simulators and 
escape rooms) appeal to a broad 
audience. 
n Downtown Commons – Golden 

1 Center (Sacramento, California). 
Another prime example is Down-
town Commons, the retail and 
entertainment district surrounding 
Golden 1 Center, home of the Sacra-
mento Kings.

DOCO features national and local 
retail brands, restaurants, and an 
outdoor plaza that hosts events 
even when the arena is not in use. 
By incorporating hospitality and 
office space, the development suc-

cessfully extends the arena’s influ-
ence beyond game nights, making 
it a key part of Sacramento’s urban 
renewal efforts
n Kia Center (Orlando, Florida) 

and the Orlando Sports & Entertain-
ment District. The area surrounding 
Kia Center, home of the Orlando 
Magic, is undergoing a transforma-
tion through the Orlando Sports & 
Entertainment District. This project 
integrates hotels, office space, retail 
and entertainment venues, creating 
a dynamic district that enhances 
the game-day experience while 
revitalizing the surrounding area.

How this impacts Colorado
Similar developments are emerg-

ing in Colorado, transforming the 
retail and entertainment landscape 
near major sports venues:
n Coors Field – McGregor Square. 

Located across the street from 
Coors Field, McGregor Square fea-
tures a watch bar, dining, and 
shopping where fans can gather to 
watch games outside the stadium.
n Ball Arena expansion. Kroenke 

Group, owner of the Nuggets and 
Avalanche, has plans to develop 
a 65-acre mixed-use retail hub 
around Ball Arena.
n Dick’s Sporting Goods Park. Also 

owned by Kroenke Sports & Enter-
tainment, plans are in motion to 
expand retail and dining options 
near the home of the Colorado Rap-
ids.
n Empower Field at Mile High. The 

Walton family, owner of the Den-
ver Broncos, is exploring ways to 
expand retail and lifestyle offerings 
at the stadium.

Why arena-adjacent retail works
Several key factors contribute to 

the success of arena-adjacent devel-
opments:

1. Built-in foot traffic: With arenas 
hosting hundreds of events annually, 
these districts benefit from a steady 
stream of visitors.

2. Extended dwell time: Fans and 
visitors spend more time in these 
areas before and after events, boost-
ing sales for restaurants, bars, and 
retailers.

3. Year-round appeal:  A diverse 
tenant mix ensures activity beyond 
game days.

4. Urban revitalization: Many arena-
adjacent projects contribute to city 
redevelopment, transforming under-
utilized areas into thriving entertain-
ment hubs. 

This trend presents a significant 
opportunity for commercial real 
estate firms specializing in retail and 
entertainment development. Our 
firm plays a key role in shaping the 
next era of arena-adjacent real estate, 
helping secure the right mix of retail, 
dining and entertainment concepts.

In a world where traditional retail 
faces challenges, arena-adjacent 
developments provide a proven for-
mula for success – blending sports, 
entertainment, dining and commerce 
into a seamless experience. As proj-
ects like The Battery, DOCO, McGregor 
Square and the Orlando Sports & 
Entertainment District demonstrate, 
the future of retail isn’t just inside 
the mall – it’s at the ballpark. s

SZall@zallcompany.com

Take me out to the ballgame: Experiential retail

Stuart Zall
President, Zall 

Commercial Real 
Estate

www.crej.com
www.jordyconstruction.com
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FINANCE

T
he retail sector of commer-
cial real estate remains resil-
ient, both in Colorado and 
across the country. Unlike 
other asset classes that have 

experienced fluctuating demand, 
retail has benefited from a persis-
tent supply-demand imbalance. 
Over the past cycle, minimal new 
retail development has left retailers 
competing for a limited amount of 
available space. As a result, vacancy 
rates remain low, and rental rates 
continue to grow in many markets.

However, despite these strong 
fundamentals, financing retail 
properties still presents challenges. 
Interest rate volatility continues to 
create uncertainty for both borrow-
ers and lenders. While some market 
participants anticipate rate declines 
in the coming years, others believe 
we are operating in a “new normal” 
of higher capital costs. Additionally, 
economic uncertainty and reces-
sionary concerns add further com-
plexity to the lending landscape.

The good news is that lender 
appetite for retail is stronger than 
it has been in years. Lenders recog-
nize retail’s positive fundamentals, 
and the relative difficulty of placing 
capital in other asset classes has 
made retail even more attractive. 
Multifamily and industrial invest-
ment sales remain sluggish, and 
the office market continues to be 
in flux. As a result, lenders have 
become more willing to compete 
for retail deals, giving borrowers 
more options to manage both inter-
est rate and economic risks when 
securing financing.

With that in 
mind, here’s an 
update on key seg-
ments of the lend-
ing market where 
we’ve seen signifi-
cant changes:
n Life insurance 

company lenders. 
One of the most 
notable shifts 
among life insur-
ance companies 
over the past year 
is their increasing 

willingness to finance unanchored 
retail centers. Previously, many 
well-located, well-leased neighbor-
hood retail properties were far more 
difficult to finance in the life insur-
ance company market.

In addition, life insurance com-
panies are offering increasingly 
aggressive prepayment flexibility. 
This not only helps mitigate inter-
est rate risk but also allows borrow-
ers to align refinancing timelines 
with major tenant renewals, provid-
ing greater strategic control.

Beyond offering some of the 
most competitive interest rates, life 
insurance company loans provide 
structural advantages that help 
investors mitigate economic risk. 
Unlike other lenders, life insurance 
companies generally do not impose 
ongoing “negative” loan covenants 
– such as periodic debt coverage or 
loan-to-value tests – that could trig-
ger a default. As a result, borrow-
ers are not at risk of nonmonetary 
defaults or unexpected principal 
paydown demands. For retail inves-

tors concerned about recessionary 
risks or tenant stability, this flexibil-
ity serves as a key safeguard.
n Floating-rate lenders. For retail 

owners who either expect inter-
est rates to decline soon or need 
the flexibility to refinance or sell at 
any time, floating-rate loans have 
become a more attractive option 
this year due to significant rate 
improvements. Declines in both 
index rates and credit spreads have 
made floating-rate loans – whether 
for stabilized properties or value-
add business plans – far more 
viable.

The secured overnight financing 
rate, which serves as the bench-
mark for most floating-rate loans, 
has fallen largely in step with the 
Federal Reserve’s rate cuts. Simulta-
neously, credit spreads have com-
pressed across the board, driven by 
increased competition among debt 
fund lenders.

Debt funds, which typically 
finance higher-risk deals – includ-
ing value-add, transitional and 
heavy-lift projects – have been the 
primary driver of this trend. Most 
debt funds rely on warehouse lines 
from large money center banks, 
and as their borrowing costs have 
declined with the Fed’s rate cuts, 
many have passed those savings 
on to borrowers to win more busi-
ness. This has triggered a competi-
tive race to lower credit spreads, 
which in turn has put downward 
pressure on pricing across the 
floating-rate market.

Because debt funds make up a 
sizeable portion of the floating rate 

lending space, their pricing moves 
have had a ripple effect, influenc-
ing even lower-risk, stabilized 
“core” assets, which are more com-
monly financed by life insurance 
companies and banks. While life 
insurance companies and banks 
remain more selective – favoring 
lower-risk properties with strong 
sponsorship – competition from 
aggressive debt fund pricing has 
helped push floating rate costs 
lower across the entire risk spec-
trum.
n CMBS lenders. As we enter 

2025, our team has significantly 
more confidence in the commer-
cial mortgage-backed securities 
market than we did a year ago. 
We’ve recently closed several size-
able CMBS transactions, all of which 
funded exactly as outlined in their 
loan applications – without any 
changes to pricing or “re-trades.”

A year ago, when we presented 
loan opportunities to CMBS lenders, 
the quoted credit spreads varied 
wildly from one lender to the next, 
making execution highly uncertain. 
While there are still meaningful dif-
ferences between lenders today, the 
market has become far more stable 
and predictable. This increased 
consistency has improved overall 
borrower confidence in CMBS as a 
viable financing option.

Although many borrowers and 
mortgage bankers still tend to view 
CMBS as a lender of last resort, the 
market offers distinct advantages 
– particularly its aggressive loan-to-

How retail lending has transformed for 2025

Advisors to the 

best names 

in retail+
SRS’ Denver team provides best-in-class 

real estate services to our clients in

Colorado and across the West.

TENANT SERVICES

OWNER SERVICES

CAPITAL MARKETS

DEVELOPMENT SERVICES

1875 Lawrence Street, Suite 850  |  Denver, CO 80202  |  303.572.1800SRSRE.COM/Denver

Please see Salzman, Page 12

Michael 
Salzman
Senior vice 

president, Debt + 
Equity, Northmarq

www.crej.com
www.srsre.com/denver
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Retail/Office/Flex Spaces Available
450 - 3,510 SF available

Affordable rates & flexible floor plans
Easy access to /from I-225 at Alameda or 6th Ave.

Strong visibility & ample parking
Local property management

Charles Nusbaum 303-454-5420 - License #EA40028301

Havana Office Park 
10,20,30,50 & 60 S. Havana St. 

Fully Restored Historic LoDo Building For Sale or Lease 
1810 Blake St.

9,375 RSF on three floors
1st floor available immediately and full building available for lease 9/1/2025

Great value add, owner/user or residential/work-live opportunity
Ultracool retail, office, restaurant, medical and/or residential

High ceilings, exposed brick, hardwood floors
Convenient access to light rail, Union Station, Coors Field,  

Ball Arena, DCPA & other attractions
Doug Antonoff, Antonoff & Co., 303-454-5417 - License #EA000970565

1528 Wazee Street Denver, CO 80202  n  O: 303.623.0200  n  F: 303.454.5400  n  www.antonoff.com

Located at signalized hard corner - high traffic location
Suitable for retail, drive-thru, office or apt. up to 5-7 stories 

Incentives for affordable housing!
Double sided billboard included  

Louis Lee 303-454-5416  License #EA000328361
Chris Katsaros 303-454-5413  License #FA100073099       

Capitol Hill E. Colfax Land For Sale or Land Lease
1801 E. Colfax Ave., Denver

Two High Impact Retail Spaces For Lease 
457 Wadsworth Blvd., Lakewood, CO

Fully built out nail salon - 1,900 RSF , Endcap office - 1,400 RSF
Spaces can be combined for total of 3,300 SF

Fantastic space suitable for retail, service, office & medical uses
Generous off street parking, Monument signage available

Easy access to/from Wadsworth and from 6th Avenue
+/-70,000 cars per day on Wadsworth

Doug Antonoff, Antonoff & Co., 303-454-5417 - License #EA000970565
Chris Katsaros, Antonoff & Co. Brokerage, Inc. 303-454-5413  

 License #FA100073099

North Range Town Center
15550 E. 103rd Pl., Unit 104, Commerce City

1,263 SF available - former Dry Cleaner
Exploding trade area with few retail spaces available!

Signalized intersection in Reunion Residential Development
Frontage road access

Available with 30 day notice
Jeffrey Hirschfeld Ed.D.  303-454-5425 -  License #ER001314346

Vacant Commercial Lot For Sale - $875,000
15535 E. 40th Ave., Denver

Gateway-Green Valley Ranch
.85 acre lot

Uses such as retail, residential or hotel uses allowed
Located in the Gateway Airport Gateway Zone District

Jeffrey Hirschfeld Ed.D.  303-454-5425 -  License #ER001314346

be wary of anyone who speaks to the 
future with certainty. What’s clear, 
however, is that the sentiment in the 
market is cautiously optimistic. And 
it seems that long-term interest rates 

will continue to remain “higher for 
longer” and all in the industry will 
need to accept and adjust moving 
forward. Investors, developers and 
brokers are adjusting to the “new 
normal” and finding ways to make 
deals work.

Retail’s continued strength, coupled 
with incremental improvements in 
sales volume, suggests that transac-
tion activity will continue to recover. 
While challenges remain, the ability 
to adapt and innovate will be criti-
cal. Whether 2025 turns out to be the 

breakout year or just another step in 
the journey, one thing is certain: The 
real estate market is alive, evolving, 
and ready for those willing to meet it 
head-on. s

Bryce@bluewestcapital.com

McNeely
Continued from Page 8

strong demand and limited supply. 
Looking more closely at Denver, the 
retail real estate market remains a 
standout performer despite slower 
population growth and broader eco-
nomic headwinds. While population 
growth in Denver has slowed, it still 
outpaces the national average, continu-
ing to drive demand for retail spaces. 
As of 2024, the city’s retail availability 
rate has hit a historic low of 4.8%, well 
below the 10-year average of 5.4%. 
This scarcity of available space is cre-
ating significant pressure on tenants, 
particularly national chains like quick-
service restaurants, convenience stores, 
and banks, which are competing for 
smaller, well-located spaces. Mean-
while, larger-format retailers, especially 
experiential tenants, continue to domi-
nate the larger space segment.

The construction pipeline in Denver 
remains limited, with the majority of 
new projects consisting of build-to-suit 
developments rather than speculative 
retail centers. This lack of new supply 
has helped keep the market tightly 

balanced, contributing to steady rent 
growth. As of the end of 2024, the aver-
age triple-net asking rent in the Denver 
metro area has risen to a record high 
of $27 per sf, a 3.7% increase year over 
year. Retail rents in Denver are now 
outpacing the national average, which 
has grown by only 1.9% over the same 
period. However, these rent increases 
are not keeping pace with construc-
tion costs, which continue to stifle new 
development. In some cases, new proj-
ects would require rents to be nearly 
double the current average to be finan-
cially feasible, which will likely limit 
new developments in the near term.
n Investment strategies in Denver’s 

tight market. The limited supply of 
retail space in Denver is transforming 
the investment landscape. In recent 
years, investors have shifted their focus 
toward smaller-format retail proper-
ties, which have seen a significant 
rise in popularity and unprecedented 
buyer demand. Larger transactions are 
becoming less common, as investors 
concentrate on value-add opportunities 
that typically offer higher cap rates.

As we look to 2025, Denver’s retail 

market is expected to remain tight, 
despite the maturation of a significant 
volume of commercial mortgages. 
In 2024, $929 billion in commercial 
mortgages came due – a 28% increase 
from the previous year. Looking ahead, 
another $570 billion in loans are set to 
mature in 2025. Many retail owners are 
operating their properties at histori-
cally high occupancy levels and rent 
rates, which provides lenders with a 
favorable outlook when refinancing. As 
a result, the market could see contin-
ued capital flow into retail assets, par-
ticularly as lenders remain confident in 
the sector’s stability. This also offers a 
prime time to sell, especially with the 
influx of capital seeking retail proper-
ties. 
n Looking ahead: Denver’s retail 

market continues to outperform. In 
summary, both the national and Den-
ver retail markets are positioning 
themselves for continued strength 
through 2025 and beyond. Despite the 
challenges posed by rising construction 
costs and a tightening supply of avail-
able space, the fundamentals of the 
market remain solid. Vacancy rates are 

low, rent growth is strong, and invest-
ment demand is robust. With Denver’s 
retail landscape becoming increasingly 
competitive, landlords and investors 
alike will need to remain agile to navi-
gate these market shifts.

For those who understand the intri-
cacies of the market – whether it’s the 
relationship between construction 
costs and rental growth, or the impact 
of financing conditions on investment 
strategies – the retail real estate sec-
tor presents ample opportunity. As we 
move forward, Denver continues to 
shine as a dynamic and attractive mar-
ket, offering strong returns for inves-
tors, landlords, and tenants who can 
capitalize on its unique conditions.

As always, the key to success in retail 
real estate lies in staying informed, 
adapting to changing market dynam-
ics, and leveraging strategic opportuni-
ties as they arise. Denver’s retail mar-
ket exemplifies these principles, and its 
future remains bright for those poised 
to seize the potential that lies ahead. s

Jason.Schmidt@jll.com
Austin.Snedden@jll.com

Schmidt
Continued from Page 1

value ratios and long interest-only 
payment periods. Given these bene-
fits, the stability and liquidity of the 
CMBS market play a crucial role in 
the overall health of commercial real 

estate capital markets.
n Final thoughts. Retail’s strong 

fundamentals, combined with a 
shifting lending landscape, have cre-
ated new opportunities for borrow-
ers. With life insurance companies 
expanding their retail appetite, debt 

funds driving competitive floating-
rate pricing and CMBS lenders pro-
viding more stability, retail owners 
have more financing options than 
they’ve had in years. While inter-
est rate uncertainty and broader 
economic risks remain, lenders are 

actively competing for quality retail 
deals, making now an opportune 
time for owners to evaluate their 
capital strategies and position them-
selves for long-term success. s

msalzman@northmarq.com

Salzman
Continued from Page 11

www.crej.com
www.antonoff.com
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BOULDER ECONOMIC COUNCIL 

Scott Sternberg
Executive Director
303-442-1044
scott.sternberg@boulderchamber.com
www.bouldereconomiccouncil.org
Targeted Industries: Aerospace, Bioscience, Cleantech, 
IT/Software, Natural Products, Outdoor Recreation

FIRESTONE, TOWN OF

Paula Mehle, AICP 
Director of Economic Development and FURA 
303-531-6265
pmehle@firestoneco.gov
https://www.firestoneco.gov/
Targeted Industries: Retail Trade, Accommodation  
and Food Services, Residential, Business &  
Professional Services, Sports & Outdoor Recreation,  
Health & Wellness, Technology

DOWNTOWN DENVER PARTNERSHIP

Kourtny Garrett
President & CEO
303-534-6161
kgarrett@downtowndenver.com
www.downtowndenver.com
Targeted Industries: Downtown has a strong and diverse 
concentration of industries, including: legal services,  
accounting, energy/natural resources, finance/insurance, 
engineering/architecture and broadcasting/telecommunications

DENVER SOUTH 

Thomas Brook 
President/CEO
303-531-8379
Tom@Denver-South.com
www.denver-south.com 
Targeted Industries: Aerospace/Aviation, Software  
and Electronics/IT, Health Sciences, Broadband and 
Internet, Engineering Services, Financial Services.

BERTHOUD, TOWN OF

Walter J. Elish
Business Development Manager 
970-344-5806
welish@berthoud.org
Targeted Industries: Aerospace, IT Software, Fabrication 
and Production Technology Manufacturing, Distribution 
and Electronic Commerce, Plastics, Food Processing 
and Manufacturing

AC-REP (ADAMS COUNTY REGIONAL ECONOMIC PARTNERSHIP)

Lisa Hough  
President/CEO
303-902-6920
lisa.hough@ac-rep.org
www.ac-rep.org
Targeted Industries: Advanced Manufacturing, Aerospace, 
Aviation, Business & Professional Services, Construction, 
Energy, Food & Beverage Production, Information
Technology, and Life Sciences

COMMERCE CITY ECONOMIC DEVELOPMENT

Brian Phetteplace
Interim Economic Development Director 
303-286-4844
bphetteplace@c3gov.com
www.c3gov.com
Targeted Industries: DIA Technology, Advanced 
Manufacturing, Logistics and Distribution, Business  
and Professional Services, Retail/Hospitality/Leisure

CHERRY CREEK NORTH BID  

Nick LeMasters 
President & CEO
303-394-2904
nick@cherrycreeknorth.com
www.cherrycreeknorth.com
Targeted Industries: Retail, restaurants, hotels,  
boutique office including legal, accounting, wealth  
management and residential uses.

BROOMFIELD, CITY & COUNTY OF

Jeff Romine 
Economic Vitality Director & Economist
303-464-5579
jromine@broomfield.org
www.investbroomfield.com
Targeted Industries: InfoTech, Finance/Asset 
Management, Global, Aerospace, Healthy Living/Foods 
and HealthTech. Community-focused targets include 
experience retailers and creative restaurants. 

ARVADA ECONOMIC DEVELOPMENT ASSOCIATION

Izabela Petrykowska 
Executive Director
720-261-7303
ipetrykowska@arvada.org 
arvadaeconomicdevelopment.org
Targeted Industries: Advanced Manufacturing, 
Aerospace, Bioscience, Energy, Engineering

COMMUNITIES OPEN FOR BUSINESS 
EDC DIRECTORY

FOUNTAIN, CITY OF

Kimberly Bailey
Economic Development / Urban Renewal Director
719-322-2056
kbailey@fountaincolorado.org
www.fountaincolorado.org 
www.furaco.org 
Targeted Industries: Manufacturing (specialized “niche” advanced, 
food/AG) - Transportation & Logistics - Homeland Security (military,  
law enforcement) - Entrepreneurialism - Renewable Energy - 

Motorsports Economy (tourism & entertainment)  

JEFFERSON COUNTY ECONOMIC DEVELOPMENT CORP.

Jansen Tidmore
President & CEO
303-202-2965
jtidmore@jeffcoedc.org
www.jeffcoedc.org 
Targeted Industries: Aerospace, Aviation,  
Adv Manu, Beverage Prod., Bioscience, Energy, 
Engineering, IT/Telecom

CAÑON CITY; CITY OF 

Rick Harrmann
Economic Development Manager
719-429-8132
rlharrmann@canoncity.org
www.canoncity.org/35/Business
Targeted Industries: Information Technology/Support; Cyber Security; 
Software Development; Distribution; Ag Tech & Manufacturing; 
Engineering; Aerospace; Fabrication; Manufacturing; Outdoor Recreation; 

Opportunity Zone Projects. 

COLORADO SPRINGS, DOWNTOWN PARTNERSHIP OF 

Jennifer Furda 
Board Chair 
719-886-0088
info@DowntownCS.com
www.DowntownCS.com
Targeted Industries: Retail, food-and-beverage,  
creative industries, tech/software, aerospace,  
cybersecurity, health and wellness, multifamily

COLORADO SPRINGS CHAMBER AND EDC

Cecilia Harry, CEcD 
Chief Economic Development Officer
719-575-4310
charry@cscedc.com 
www.cscedc.com 
Targeted Industries: Aerospace & Defense, Aviation 
Related & Specialty Manufacturing, Cybersecurity, 
Information Technology, Healthcare & Medical 
Technologies, Sports & Outdoor Recreation

FORT COLLINS, CITY OF

SeonAh Kendall, CPA 
Economic Health Director  
970-416-2164
Skendall@fcgov.com
www.fcgov.com/business 
Targeted Industries: Manufacturing, Information  
Technology, Bio/Life Sciences, Distribution & E-Commerce, 
and Professional Services 

www.crej.com
www.ac-rep.org
www.arvadaeconomicdevelopment.org
www.bouldereconomiccouncil.org
www.investbroomfield.com
www.canoncity.org/35/business
www.downtowncs.com
www.c3gov.com
www.denver-south.com
www.downtowndenver.com
https://www.firestoneco.gov
www.fcgov.com/business
www.cherrycreeknorth.com
www.cscedc.com
www.fountaincolorado.org
www.furaco.org
www.jeffcoedc.org
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NORTHWEST DOUGLAS COUNTY EDC

Ellie Reynolds 
President & CEO  
303-791-3500 ext. 4
EReynolds@NWDouglasCounty.org   
www.nwdouglascounty.org
Targeted Industries: Aerospace, Health Care,  
Outdoor Recreation, Professional Services, Technology

SUPERIOR, TOWN OF

Jill Mendoza, CEcD
Economic Development Manager
303-499-3675 ext. 141
jillm@superiorcolorado.gov
https://www.superiorcolorado.gov/ 
Targeted Industries: Entertainment, Hotel, Life  
sciences, Outdoor industry, Recreation, Retail, 
Restaurant, Taproom/tasting room, Technology

LONE TREE, CITY OF

Jeff Holwell
Director of Economic Development and Public Affairs
303-708-1818
jeff.holwell@cityoflonetree.com
http://www.cityoflonetree.com
Targeted Industries: Aerospace, Financial Services, 
Health Care, Professional Services, Retail, and 
Technology

LONGMONT ECONOMIC DEVELOPMENT PARTNERSHIP

Erin Fosdick  
CEO & President  
303-651-0128
erin@longmont.org 
www.longmont.org 
Targeted Industries: Aerospace, Bioscience, Food & 
Beverage, Information Technology

METRO DENVER ECONOMIC DEVELOPMENT CORP.

Raymond Gonzales 
CEO
303-620-8092
raymond.gonzales@metrodenver.org
www.metrodenveredc.org
Targeted Industries: Aerospace, aviation, bioscience, 
broadcasting/telecommunications, energy, financial  
services and information technology/software, health  
and wellness, food and beverage production.

NORTHGLENN; CITY OF

Allison Moeding 
Economic Development Director 
303-450-8743
amoeding@northglenn.org 
www.northglenn.org/biz
Targeted Industries: Advanced Manufacturing, 
Retail, Restaurants, Health & Wellness, and Hospitality

LOVELAND ECONOMIC DEVELOPMENT, CITY OF 

Marcie Willard
CecD
970-962-2604
Marcie.Willard@cityofloveland.org
lovelandeconomicdevelopment.org/
Targeted Industries: Advanced Manufacturing, 
Bioscience, Information Technology, Energy and Natural 
Resources, Aviation, Food and Agriculture, Health and 
Wellness

LAKEWOOD, CITY OF

Robert Smith
Economic Development Director
303-987-7732
rsmith@lakewood.org
www.lakewood.org
Targeted Industries: Healthcare/Bioscience, Professional,  
Scientific & Technical Services, Arts, Entertainment &  
Recreation, Transit-Mixed Use Development (TMU), Retail 
Trade, Federal/State Government and Public Administration 

If your community would like to appear in the EDC Directory, please  

contact Lori Golightly at lgolightly@crej.com or 303-623-1148 ext. 102

COMMUNITIES OPEN FOR BUSINESS 
EDC DIRECTORY

WESTMINSTER ECONOMIC DEVELOPMENT 

Stephanie Troller 
Economic Resilience Manager 
303-658-2318
stroller@cityofwestminster.us 
www.westminstereconomicdevelopment.us
Targeted Industries: Aerospace, Information & 
Technology, Life Sciences & Healthcare,  
Professional & Technical Services, Experiential  
Retail & Entertainment, Unique Dining 

THORNTON, CITY OF

Adam Krueger, CEcD 
Economic Development Director
303-538-7398
Adam.Krueger@thorntonco.gov
www.businessinthornton.com
Targeted Industries:  
 

WINDSOR, TOWN OF

Stacy Miller 
Economic Development Director
970-674-2414
smiller@windsorgov.com
www.windsorgov.com
Targeted Industries: Manufacturing; Retail Trade; 
Professional, Scientific and Technical Services;
Accommodation and Food Services

www.crej.com
www.lakewood.org
www.longmont.org
http://www.cityoflonetree.com
www.lovelandeconomicdevelopment.org
www.metrodenveredc.org
www.northglenn.org/biz
www.county.org
www.nwdouglascounty.org
https://www.superiorcolorado.gov
www.businessinthornton.com
www.westminstereconomicdevelopment.us
www.windsorgov.com
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2025 CREJ CONFERENCE SERIES

For more information on these events, including exhibitor and sponsorship opportunities, please contact Lori Golightly at 303-623-1148 ext. 102 or e-mail lgolightly@crej.com

Events will be held at The Cable Center - 2000 Buchtel Blvd. S., Denver, CO 80210

FEBRUARY 11, 2025 - MORNING FEBRUARY 11, 2025 - AFTERNOON

FEBRUARY 12, 2025 - MORNING FEBRUARY 12, 2025 - AFTERNOON

MARCH 11, 2025 - MORNING MARCH 11, 2025 - AFTERNOON

MARCH 12, 2025 - MORNING MARCH 12, 2025 - AFTERNOON

APRIL 8, 2025 - MORNING APRIL 8, 2025 - AFTERNOON

APRIL 9, 2025 - MORNING APRIL 9, 2025 - AFTERNOON

MAY 6, 2025 - MORNING MAY 6, 2025 - AFTERNOON

AUGUST 19, 2025 - MORNING AUGUST 19, 2025 - AFTERNOON

AUGUST 20, 2025 - MORNING AUGUST 20, 2025 - AFTERNOON

MAY 7, 2025 - MORNING MAY 7, 2025 - AFTERNOON

2025 Spring 2025 Multifamily

2025

2025

2025

Spring

2025          Health Care  2025

2025            Development,
Construction   Design

2025

2025

Affordable Housing 

2025

2025

Green Building
2025

Residential&Commercial
Land Development

2025

2025Fall 2025

Fall

2025Hotel

2025

         2025 Front Range
Commercial Real Estate 

        2025 Denver
Commercial Real Estate 

www.crej.com
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is ESSENTIAL to the PERFORMANCE of your INVESTMENT and to the value of your property

ContactSeniorMOB RetailIndustrial 
Flex

Industrial 
Distribution

Fort Collins 
/ Northern 

Front Range

BoulderColorado 
Springs

Metro 
Denver

COMMERCIAL DIRECTORY

Office 
< 100,000 sf

Office 
> 100,000 sf

Other

1st Commercial Realty Group
www.1st-Comm.com

CBRE
www.cbre.com

Central Management
www.centralmgt.com

Colliers International
www.colliers.com

Colorado Asset Advisors
www.coloradoassetadvisors.com

Colorado Asset Solutions
www.COAssetSolutions.com

Corum Real Estate Group
www.corumrealestate.com 

Drake Asset Management
www.drakeam.com

Dunton Commercial
www.dunton-commercial.com

Elevate Real Estate Services
www.ElevateRES.com 

ELKCO Properties, Inc.
www.elkcoproperties.net

Goodman Commercial Real Estate
www.goodmancommre.com

Griffis/Blessing
www.griffisblessing.com

Hines
www.hines.com

Hospitality at Work
www.hospitality-work.com 

Intelica
www.intelicacre.com

JLL
www.us.jll.com

LCP Management
www.lcpmanagement.net 

MDC Realty Advisors
https://mdcra.com/

NAI Shames Makovsky

Newmark
wwwnmrk.com

NewMark Merrill Mountain States
https://www.newmarkmerrill.com/

Olive Real Estate Management Services
www.olivereg.com

Panorama Commercial Group
www.panoramacommercialgroup.com

Prime West Real Estate Services, LLC 
www.primew.com 

Sessions Group LLC
www.sessionsllc.com

Transwestern
www.transwestern.com

Vector Property Services, LLC
www.vectorproperty.com

Western Asset Services
www.westernassetservices.com

HIRING THE RIGHT
PROPERTY MANAGEMENT COMPANY

Michael Polley
mike@1st-comm.com 
Tristan Sedbrook 
T.Sedbrook@1st-Comm.com 

Judy Duran
judy.duran@cbre.com

Jennifer Records
Jennifer@centralmgt.com

Robert Miller
robert.miller@colliers.com

Dave Hewett 
dave@coloradoassetadvisors.com 

Dixie Snyder, CPM 
Dixie@COAssetSolutions.com

Heather Lichtenfels
heather.lichtenfels@corumrealestate.com  

Perry Radic
perry@drakeam.com

Nate Melchior
nmelchior@dunton-commercial.com

Dan Meitus
dmeitus@ElevateRES.com 

Ken Cilia
ken@elkco.net 

Mark Goodman
mgoodman@goodmancommre.com 

Kerry Egleston
kerry@gb85.com

Eric Weisenstein
Eric.Weisenstein@hines.com 

T.J. Tarbell
ttarbell@hospitality-work.com 

Brian Lantzy
blantzy@intcre.com  

Jill Muckler
jill.muckler@am.jll.com

Mark Best 
mbest@lcpmanagement.net 

Bruce Backstrom
bbackstrom@mdcra.com

Tom Bahn
tbahn@shamesmakovsky.com

Jennifer Heede
Jennifer.Heede@nmrk.com

Danaria McCoy
dmccoy@nmc-mountainstates.com

Ingrid Richter
ingridrichter@olivereg.com

Rich Wilcox
Rich@panoramacommercialgroup.com

Brie Martin
brie.martin@primew.com 

Kade Sessions
kade@sessionsllc.com

Rene Wineland
rene.wineland@transwestern.com

Linda Mott
linda.mott@vectorproperty.com 

Lisa A. McInroy
lmcinroy@westdevgrp.com

Mixed-Use: 
MF/Retail

Land,
Association Mgmt.

Association Mgmt.

Association Mgmt.

Association Mgmt.

Retail / Community 
Engagement

Associations

Mixed-Use: 
Office/Retail

Mixed-Use

Commercial 
HOAs

Industrial Office/
Warehouse

mixed-use; 
associations 

Industrial 
Manufacturing, Life 
Science, Multifamily, 

Mixed Use

Corporate facilities 

Mixed-Use 

lllllll l

l llll l

l l lll l l l l

ll l l l ll

l l lll l l l ll

l l l l l l l

l l l l l l l l ll

l l lll l l l ll

l l lll l l

l l lll l l l ll

llll l

lllll l ll l
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llll l l
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l l lll l l l ll
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l l l l l l l ll l l

www.crej.com
www.1st-comm.com
www.cbre.com
www.centralmgt.com
www.colliers.com
www.coloradoassetadvisors.com
www.coassetsolutions.com
www.corumrealestate.com
www.drakeam.com
www.dunton-commercial.com
www.elevateres.com
www.elkcoproperties.net
www.goodmancommre.com
www.griffisblessing.com
www.hines.com
www.hospitality-work.com
www.intelicacre.com
www.us.jll.com
www.lcpmanagement.net
https://mdcra.com
www.wwwnmrk.com
https://www.newmarkmerrill.com
www.olivereg.com
www.panoramacommercialgroup.com
www.primew.com
www.sessionsllc.com
www.makovsky.com
www.transwestern.com
www.vectorproperty.com
www.westernassetservices.com
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ACCESS CONTROL SYSTEMS
Advantage Security, Inc.

Manny Arias

marias@advantagesecurityinc.com

303-755-4407

www.advantagesecurityinc.com

Mathias Lock & Key

Dispatch

303-573-9000

dispatch@mathias1901.com

www.mathias-security.com

ACOUSTICAL CEILINGS & TREATMENTS
Heartland Acoustics & Interiors

Jason Gordon, LEED AP

jason@heartland-acoustics.com

303-694-6611

www.heartland-acoustics.com

ASPHALT & PAVING
Asphalt Coatings Company, Inc.

Judson Vandertoll

jvandertoll@asphaltcoatings.net

303-340-4750

www.asphaltcoatingscompany.com

Brown Brothers Asphalt & Concrete

Shawn Bartlett

bartletts@asphaltconcrete.net

303-781-9999

www.brownbrosasphaltconcrete.com

Coatings, Inc.

Drew Leskinen

aleskinen@coatingsinc.net 

303-423-4303

www.coatingsinc.net

DCPS

Lauren Fry

info@dcps.com

720-575-3277

www.DCPS.com

Foothills Paving & Maintenance, Inc.

Michael Horn

mikeh@foothillspaving.com

303-462-5600

www.foothillspaving.com

Metro Pavers

Juan Evans

juane@metropavers.com

303-427-5575

www.metropaversinc.com

OnePRO Services

Bennett Polley

bennett@oneproservices.net

720-435-2359

www.oneproservices.net

Tendit Group

Quinten Larkin

970-889-3280

quintenlarkin@tenditgroup.com

www.tenditgroup.com

AUDIO VISUAL
C2 - Conceptual Connectivity

Tom Weiss

tom@C2team.com

720-341-6644

www.c2team.com

CCTV/DIGITAL VIDEO  
SURVEILLANCE SYSTEMS
Advantage Security, Inc.

Jeff Rauske

jrauske@advantagesecurityinc.com

303-755-4407

www.advantagesecurityinc.com

Mathias Lock & Key

Dispatch

303-573-9000

dispatch@mathias1901.com

www.mathias-security.com

COMMERCIAL HIGH DUSTING FIXTURE 
CLEANING - EXTERIOR AND INTERIOR
Rocky Mountain Window Cleaning Inc.,  

dba Squeegee Squad 

Bruce Sompolski

brucesompolski@squeegeesquad.com

720-408-0014

www.rockymountainsqueegeesquad.com

COMMERCIAL SEALANT/CAULKING SERVICE 
Rocky Mountain Window Cleaning Inc.,  

dba Squeegee Squad 

Bruce Sompolski

brucesompolski@squeegeesquad.com

720-408-0014

www.rockymountainsqueegeesquad.com

CONCRETE
Brown Brothers Asphalt & Concrete

Shawn Bartlett

bartletts@asphaltconcrete.net

303-781-9999

www.brownbrosasphaltconcrete.com

DCPS

Lauren Fry

info@dcps.com

720-575-3277

www.DCPS.com

  

Foothills Paving & Maintenance, Inc.

Michael Horn

mikeh@foothillspaving.com

303-462-5600

www.foothillspaving.com

Metro Pavers

Juan Evans

juane@metropavers.com

303-427-5575

www.metropaversinc.com

OnePRO Services

Bennett Polley

bennett@oneproservices.net

720-435-2359

www.oneproservices.net

CONCRETE POLISHING,  
GRINDING, SEALING 
Diamond Drilling & Sawing Company

Matt Wiersma

matt@ddscusa.com

303-733-3741

www.ddscusa.com

DATA CENTERS
C2 - Conceptual Connectivity

Tom Weiss

tom@C2team.com

720-341-6644

www.c2team.com

DISASTER RESTORATION
ASR Companies

Jason Luce

jluce@asrcompanies.com

720-519-5433

www.asrcompanies.com 

DOORS AND FRAMES 
Mathias Lock & Key

Dispatch

303-573-9000

dispatch@mathias1901.com

www.mathias-security.com

ELECTRICAL
Encore Electric

Encore Electric Service Team

303-934-1414

serviceteam@EncoreElectric.com

www.encoreelectric.com

RK Service 

Jeff Bushey

jeff.bushey@rkservice.com

303.576.9696

rkservice.com

EVENT & HOLIDAY DÉCOR
SavATree

Brad Maddy

bmaddy@savatree.com

719-444-8800

www.savatree.com 

EXERCISE EQUIPMENT
Advanced Exercise

Jody Huddleson

jhuddleson@advancedexercise.com

303-996-0048

www.advancedexercise.com

EXTERIOR LANDSCAPING
DCPS

Lauren Fry

info@dcps.com

720-575-3277

www.DCPS.com

GroundMasters Landscape Services, LLC.

Kimberly Jewell

kim@groundmastersls.com

303-750-8867

www.groundmastersls.com

Martinson Services

Andrea Nataf

anataf@martinsonservices.com

303-424-3708

www.martinsonservices.com

OnePRO Services

Bennett Polley

bennett@oneproservices.net

720-435-2359

www.oneproservices.net

Tendit Group

Nick Dohmen

720-417-4990

nicholasdohmen@tenditgroup.com 

www.tenditgroup.com

FACILITY MAINTENANCE
Tendit

Nick Dohmen

nicholasdohmen@tenditgroup.com 

720-417-4990

FENCING
DCPS

Lauren Fry

info@dcps.com

720-575-3277

www.DCPS.com

FIRE PROTECTION
Western States Fire Protection Company

Kevin Olmstead

kevin.olmstead@wsfp.us

303-792-0022

www.wsfp.com

FIRE STOPPING/FIRE PROOFING
Alternate Resistance Specialists, LLC

Stephen Kohara

stephen@arscolo.com

720-767-1661

www.arscolo.com

FURNITURE FOR PUBLIC SPACES
Streetscapes

James Shaffer

james@streetscapes.biz

303-475-9262

www.streetscapes.biz

GENERATOR PROVIDER  
& SERVICER 
Generator Source

Mark Marar 

markm@generatorsource.com  

720-756-2272

www.generatorsource.com  

GENERATOR/TRANSFER SWITCH 
MAINTENANCE AND REPAIR
Emergency Systems Compliance  

Services LLC

Jason Pastuch

Jason.Pastuch@MyPowerGeneration.com

719-641-5218

www.MyPowerGeneration.com

GLASS
Horizon Glass

Lou Sigman

lsigman@horizonglass.net

303-293-9377

www.horizonglass.net

INFRARED INSPECTIONS
HOT/SHOT Infrared Inspections, Inc.

Kim Lewis

Kim.Lewis@hotshotir.com 

303-232-0090

https://hotshotir.com/

RK Service

Jeff Bushey

jeff.bushey@rkservice.com

303.576.9696

rkservice.com

INSULATION
iFOAM Southeast Denver

Mike Glassman

720-464-3893

MGlassman@ifoam.com

ifoam.com/southeast-denver-colorado

LOCKSMITHS
Mathias Lock & Key

Dispatch

303-573-9000

dispatch@mathias1901.com

www.mathias-security.com

Our Readers are Your Prospects 
Reach property managers and building owners every issue. 

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

BUILDING OPERATING SERVICES & SUPPLIERS

The BOSS Directory

www.crej.com
www.advantagesecurityinc.com
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MECHANICAL/HVAC

Murphy Company

Lindsay Williams

lwilliams@murphy.net

720-257-1615

www.murphynet.com

RK Service

Jeff Bushey

jeff.bushey@rkservice.com

303.576.9696

rkservice.com

Tolin Mechanical Systems Company

Sue Russell

srussell@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

Douglass Colony Group

Kate Faulker

kfaulkner@douglasscolony.com

303-288-2635

www.douglasscolony.com

METAL SERVICES

Reidy Metal Services Inc.

Kelly Reidy

kreidy@aol.com

303-361-9000

www.reidymetal.com 

MOVING & STORGAGE

Buehler Companies

Tami Anderson

tami@buehlercompanies.com

303-667-7438

www.buehlercompanies.com 

Cowboy Moving & Storage

Michael Folsom

mike@cowboymoving.com

303-789-2200

www.cowboymoving.com

PAINTING

DCPS

Lauren Fry

info@dcps.com

720-575-3277

www.DCPS.com

Denver Commercial Coatings

Jim Diaz

jim@dccpaint.com

303-861-2030

www.denvercommercialcoatings.com 

Preferred Painting, Inc.

Chris Miller

chris@preferredpainting.com

303-695-0147

www.preferredpainting.com

PARKING LOT STRIPING

Martinson Services

Andrea Nataf

anataf@martinsonservices.com

303-424-3708

www.martinsonservices.com

Tendit Group

Mark Shomshor

720-672-1498

markshomshor@tenditgroup.com

www.tenditgroup.com

PHONE SYSTEMS 

SpokeIP

Lawrence Pederson

lawrencep@spokeip.com

303-376-7222

www.spokeip.com

PLUMBING

Murphy Company

Paul Gillett 

pgillett@murphynet.com 

720-257-1615

www.murphynet.com

RK Service 

Jeff Bushey

jeff.bushey@rkservice.com

303.576.9696

rkservice.com

PRESSURE WASHING

Rocky Mountain Window Cleaning Inc., 

dba Squeegee Squad 

Bruce Sompolski

brucesompolski@squeegeesquad.com

720-408-0014

www.rockymountainsqueegeesquad.com

Tendit Group

Jared Ospina

720-731-4923

jaredospina@tenditgroup.com

www.tenditgroup.com

ROOFING

AVI Roofing

Dave Knight

dknight@aviroofing.com

303-296-8551

www.aviroofing.com

Bauen Corporation

Brett Sowers

bsowers@bauenroofing.com

303-297-3311

www.bauenroofing.com

CRW, Inc. – Commercial Roofing  

& Weatherproofing

Pete Holt

pete@crwroofing.com

720-348-0438

www.crwroofing.com

DCPS

Lauren Fry

info@dcps.com

720-575-3277

www.DCPS.com

Douglass Colony Group

Kate Faulker

kfaulkner@douglasscolony.com

303-288-2635

www.douglasscolony.com

R3NG, LLC

Lauren Morley

Lauren@R3NG.com

303-671-5556

https://r3ng.com/

SECURITY SERVICES

Advantage Security, Inc.

Jeff Rauske

jrauske@advantagesecurityinc.com

303-755-4407

www.advantagesecurityinc.com

SECURITY SYSTEMS 

Avalon Communications

Nathan Werda

nathanw@avaloncomm.net 

734-306-8121

www.avaloncomm.net

SNOW REMOVAL

DCPS

Lauren Fry

info@dcps.com

720-575-3277

www.DCPS.com

GroundMasters Landscape Services, LLC.

Kimberly Jewell

kim@groundmastersls.com

303-750-8867

www.groundmastersls.com

Martinson Services

Andrea Nataf

anataf@martinsonservices.com

303-424-3708

www.martinsonservices.com

SMS, Snow Management  

Services, LLC

Kimberly Jewell

Kim@smssnow.com

303-750-8867

www.smssnow.com

Snowology, LLC

Bennett Polley

bennett@snowology.net

720-435-2359

www.snowology.net

Tendit Group

Nick Dohmen

720-417-4990

nicholasdohmen@tenditgroup.com  

www.tenditgroup.com

SOLAR

Douglass Colony Group

Kate Faulker

kfaulkner@douglasscolony.com

303-288-2635

www.douglasscolony.com

Namaste Solar

Rachel Mountain 

rachel.mountain@namastesolar.com

720-305-4468

www.namastesolar.com

SOUND MASKING

C2 - Conceptual Connectivity

Tom Weiss

tom@C2team.com

720-341-6644

www.c2team.com

Margenau Associates

Adam Faleck

afaleck@margenauassoc.com

303-979-2728

www.margenauassoc.com

Soft dB - Sound Masking Systems

Alex Vargo

denver@softdb.com

720 470 0381

softdb.com/sound-masking/

STRUCTURED CABLING

Avalon Communications

Nathan Werda

nathanw@avaloncomm.net 

734-306-8121

www.avaloncomm.net

C2 - Conceptual Connectivity

Tom Weiss

tom@C2team.com

720-341-6644

www.c2team.com

SWEEPING

DCPS

Lauren Fry

info@dcps.com

720-575-3277

www.DCPS.com

Martinson Services

Andrea Nataf

anataf@martinsonservices.com

303-424-3708

www.martinsonservices.com

Tendit Group

Jared Ospina

720-731-4923

jaredospina@tenditgroup.com

www.tenditgroup.com

TENNIS COURTS

Coatings Inc. 

George Tavarez

gtavarez@coatingsinc.net   

303-423-4303 

www.coatingsinc.net 

TREE AND LAWN CARE

DCPS

Lauren Fry

info@dcps.com

720-575-3277

www.DCPS.com

SavATree

Brad Maddy

bmaddy@savatree.com

719-444-8800

www.savatree.com 

WEATHERPROOFING

ASR Companies

Jason Luce

jluce@asrcompanies.com

720-519-5433

www.asrcompanies.com

AVI Roofing

Dave Knight

dknight@aviroofing.com

303-296-8551

www.aviroofing.com

Douglass Colony Group

Kate Faulker

kfaulkner@douglasscolony.com

303-288-2635

www.douglasscolony.com 

WINDOW CLEANING

Rocky Mountain Window Cleaning Inc.,  

dba Squeegee Squad 

Bruce Sompolski

brucesompolski@squeegeesquad.com

720-408-0014

www.rockymountainsqueegeesquad.com

Tendit Group

Jeremy Marthaier

720-641-7084

jeremymarthaier@tenditgroup.com

www.tenditgroup.com

WINDOW COVERINGS

Golden Shades & Shutters, LLC

www.goldenshadesshutters.com

Michael Breaker

720-449-3970

gss411@goldenshadesshutters.com 

BUILDING OPERATING SERVICES & SUPPLIERS

The BOSS Directory
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RETAIL PROPERTIES QUARTERLY
Colorado’s Only Shopping Centers Publication
While the Colorado Real Estate Journal continues to run retail news in each edition of the digital newspaper, Retail Properties 
Quarterly features the most interesting projects and people, trends and analyses, and covers development, investment, leasing, 
finance, design, construction and management. Retail Properties Quarterly’s audience includes developers, investors, brokers, site 
selectors, lenders, contractors, architects and property managers.
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To reserve ad space, please contact Lori Golightly  
at 303-623-1148 ext. 102 or lgolightly@crej.com.

For contributed articles, please contact Kris Stern 
at 720-331-4087 or kostern@crej.com.

AD RATES
Full-page  $995 
Half-page  $595 
Quarter-page $395

AD SPECIFICATIONS
• E-mail a high-resolution PDF file to  
  Heather Lewis at hlewis@crej.com

• All images within the ad should be 300dpi or greater at 
 full size; All fonts should either be embedded in the PDF  
document, or converted to outlines

• Ads should be setup using RGB

PREPAY DISCOUNT:
Receive a 10% discount for four-time inser-
tion orders prepaid prior to the first issue.

Receive a 20% discount for 12 or more ads 
across any combination of CREJ’s quarterly 
publications prepaid prior to the first issue.

ISSUE DATE   MATERIAL DEADLINE    

February 19   February 5

May 21    May 7

August 20    August 6

November 19   November 5

www.crej.com

