Evolving

real estate
businesses
aid clients
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Local commercial real estate
companies are evolving into one-
stop shops, able to handle any chal-
lenge a client brings them.

Customers ask brokers to help de-
velop land, manage shopping cen-
ters, sell businesses and provide in-
put on a growing
company’s fu-
ture space re-
quirements. Real
estate firms are
adding services
or bolstering ex-
isting ones to
meet these
needs.

CB Richard
Ellis/Sturges an-
nounced ‘i; h}a:d
acquired the

Bertels proqperty man-
agement arm of Steininger Develop-
ment last month — a deal that added
484.000 square feet to CBRE
Sturges’ property management port-
folio. A few wecks earlier, BND
Commercial announced it had ac-
quired accountant Joseph Bertels’
business brokerage firm, West Finan-
cial Services LLC. Business broker-
ages specialize in selling functioning
businesses to new owners.

The deals came five months after
Martin Goldstine Knapke added resi-
dential real estate sales and expanded
property development services. Fi-
nancial terms of the deals were not
disclosed.

Many local commercial real es-
tate firms already have or are in the
process of adding services, said Da-
vid Nugent, a partner in BND Com-
mercial. He said companies want to
position themselves as full-service
firms able to meet clients’ needs.

Bill Martin, president and chief
executive of Martin Goldstine
Knapke, said many property owners
have multiple needs. After a com-
pany buys a shopping center, it needs
someone o manage it.

When Martin started his own firm




in 2004, he had no property i I

ment department and had to refer
those requests to competitors. He ac-
quired an ownership stake in an es-
tablished firm. Goldstine Knapke
Co., two years ago and built a full-
service company from that founda-
tion.

Martin Goldstine Knapke handles
commercial and residential sales,
properly management, appraisals,
land development and financing.
Having many business lines allows
the company to fall back on other
sectors when one falters, Martin said.

“I've seen what it 1akes to with-
stand the test of time.” he said.

CB Richard Ellis/Sturges already

rovided property management. bro-

Kerage, consulting and other services
before its deal with Steininger Devel-
opment, firm President Barry Sturges
said. CBRE Sturges saw an opportu-
nity to add a quality operation to the
3.5 million to4 million square feet of
space it already manages, he said.
Steininger Development will contin-
ue to develop p ies.

Successful commercial real estate
firms adapt to meet their clients’
needs, Sturges said. CBRE Sturges
puts a lot of effort into staff training
toensure clients are satisfied, he said.

Other firms in the market consoli-
dated to fuel growth. Parke Group
President Diana Parent said her com-
pany acquired competing commer-
cial real estate firm Liberty Realty
Inc. last year to increase the size of its
business. Both firms provided a full
range of services on a small scale.

Companies can no longer afford
to provide limiled services, Parent
said. National real estate deals are be-
ing done online. Firms need to pro-
vide many services to compete with
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Pat Hart, property manager for CB Richard Ellis/Sturges, talks with Mark Nolot of Visionscapes at North-
brook Village. Local businesses like CB Richard Ellis/Sturges are adding services to meet clients’ needs.

out-of-town companies, she said.
“You have to be able to service the
client in different ways,” Parent said.
Nugent said new players in the lo-
cal commercial real estate field are
fueling the move toward full-service
brokerages and even adding non-tra-
ditional services. Three-year-old
BND Commercial brought in Bertels
to specialize in selling operating
businesses. Like other commercial
real estate firms, BND Commercial
had handled some business sales. But
the firm wanted Bertels to oversee

more complex transactions it had
turmed away before, Nugent said.

Martin Goldstine Knapke's deci-
sion to venture into home sales also
showed ingenuity, Nugent said.

“The people that are out there
leading some of these companies
aren’t necessarily going to think in
the box.” he said.

But Sturges said established full-
service firms have operated success-
fully in this market for decades.
CBRE Sturges has helped clients
manage their real estate portfolios,

develop residential and commercial
real estate projects and represented
tenants and landlords for more than
30 years.

The company affiliated with na-
tional firm CBRE in 1998. Quality
customer service keeps the firm com-
petitive in a changing market, he
said.

“You need to provide clients the
best service possible because if you
don’'t, your competition will,”
Sturges said,
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