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Delinquency Rises Across the Board

Perhaps no other subject is more discussed in commercial real estate
today than what is happening to property loans on the books of the
nation’s 8,000 banks. While the commercial mortgage-backed securities
market is fairly transparent, how banks are handling stressed borrowers
and how regulators are handling banks are less obvious. The subject is
of deep interest to a lot of people. Banks hold half of the $3.3 trillion of
commercial mortgage debt in this country. As the chart below illustrates,
rising numbers of commercial property borrowers are falling behind on
their mortgage loans. Public real estate companies and private equity
firms have raised roughly $75 billion in equity in anticipation of the day
when at least some of those borrowers default, Toby Cobb, co-head of U.S.
Commercial Real Estate at Deutsche Bank Securities, told a San Francisco
crowd Feb. 17. But it is by no means obvious when that will occur, at
what scale and what quality the offered assets will be. So far, quality
and gquantity have been a big disappointment. Kurt Altvater, the senior
vice president of the National Loan Sale Advisory Group for CB Richard
Ellis in San Francisco, and Andy Zighelboim, a senior vice president in
the Investment Services Group for brokerage Colliers International in San
Jose, both say the distressed assets they have seen thus far have largely
been second- and third-tier properties in second- and third-tier cities and
locations. The chop-licking is mostly in expectation of much higher-quality
properties, not unlike Emeryville’s Watergate office complex, which U.S.

Bank finally foreclosed on Feb. 18. Eyeballs will be peeled to see how
eager the bank is to sell or if it intends to hold the offices in expectation of
price recovery. Pundits have said that banks, with regulator blessing, are
holding off on foreclosures and extending loans for troubled borrowers
to avoid owning more real estate and facing massive write-downs of their
assets. The practice will elongate the downturn, they argue, and perhaps
not coincidentally, could deprive the bottom-fishing investors of some
juicy morsels. But, Tim Mahoney, a senior vice president in Middle Market
Real Estate for Wells Fargo Bank, says the practice, derisively called
“pretend and extend,” is “overstated.” Still, he says, at Wells, the bank’s
preference is not to own real estate. Borrowers with money and a plan
are viewed as favorable partners even if it involves short-term pain. “At
Wells we take a longer point of view, the next two or three years. We are
not naive about how difficult the market is, but | don’t think you mark to
market at the worst point in time,” he told a meeting of CoreNet Global’s
Northern California Chapter and ULI San Francisco on Feb. 18. “A phased,
multi-year solution” would be best. That approach seems to favor stressed
banks right now because it gives commercial properties and landlords
time to recover. But delay and better days are not an assured outcome.
Commercial property values may not rise for some time and the severity
of losses is expected to be great. That may leave banks and regulators
(and the rest of us) wishing they had acted sooner, not later. B
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Jones Lang Reports Fourth-Quarter, Annual Results

Business and real estate services company Jones Lang LaSalle Inc. reported
net income of $52 million on a U.S. GAAP basis for the fourth quarter com-

pared with $41 million for the fourth quarter 2008. Adjusting for restructur-
ing and certain non-cash co-investment charges in the quarter, fourth-quar-
ter 2009 net income would have been $63 million.

Revenue for the fourth quarter was $815 million, a 2 percent increase from
$797 million in 2008 although down 3 percent in local currency.

The net loss for the year ended Dec. 31 was $4 million compared with net
income of $84 million for the year ended Dec. 31, 2008.

Oakland Seeks Business Input on Commercial Needs

Oakland business people eager to give their two cents about what it takes to
make a buck in the port-side community can respond at www.OaklandBusi-
nessSurvey.com or by sending an e-mail to info@OaklandBusinessSurvey.com.

The annual survey, in its 17th year, poses questions about the challenges that
Oakland-based businesses have faced over the last 12 months surrounding
employee attraction, retention and training, regulatory barriers and other
factors. The survey is aimed especially at the commercial-industrial sector
and seeks to identify business retention opportunities. It is conducted by the
city’s Community and Economic Development Agency in conjunction with
contractor Purple Lynx, a local consulting firm.

Oakland City Center Earns Designation

Shorenstein’s 1300 Clay St. in Oakland City Center has been recognized
for exceptional operations and management by the Building Owners
and Managers Association International. The BOMA 360 Performance
Program evaluates properties in six major areas: operations and
management; life safety, security and risk management; training

and education; energy; environmental sustainability; and tenant
relations and community involvement.

Santa Clara County Home-Sales Pace Rises

Sellers and buyers closed escrow on 825 homes in January, a 15.06 percent
rise over the 717 in the same period last year, according to data from MLS
Listings Inc. “Multiple offers appear to be spreading into most price ranges
and neighborhoods,” said Karl Lee, president of the Santa Clara County
Association of Realtors. “We expect buying activity to continue intensifying
because interest rates remain historically low and the April 30 expiration
date for the federal home-buyer tax credit is approaching.” In January,
4,234 homes were posted for sale, a 35 percent drop from 6,530 in the

first month of 2009 but up more than 12 percent from December.

Grubb Gets Property Management Assignment

Commercial brokerage Grubb & Ellis Co. has been awarded the property
management of 49 Stevenson St., a 126,110-square-foot, Class A office
building in San Francisco’s financial district. Owned by Pacific Resources
Stevenson, the 15-story building was completed in 1989. The property is
anchored by multiple office tenants, including M+W Zander and Hitachi
Consulting, as well as retail tenant Yank Sing Restaurant. Dan Cressman, an
executive vice president in Grubb & Ellis’ San Francisco office, represented
Pacific Resources Stevenson in its recent purchase of the property.

Construction Industry Statewide Safety Conference Coming Up

The 2010 Safety Expo will be held March 30 through April T at Cosumnes
River College in Sacramento. The annual conference provides construction
industry safety and construction management education and training. m
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== === Announces 2009 Top Producers

o Zephyr Real Estate, the largest inde-
_u' pendent residential brokerage in San
Francisco, says Mollie Poe was its top
2009 producer. Following Poe are
William Kitchen, Michael Ackerman,
Robin Hubinsky, Bonnie Spindler,
Richard Meyerson, Christine Doud,
Debbie Dells and Britton Jackson.
Zephyr has six San Francisco offices
and had $1 billion in 2009 gross sales.

New Appointee to CoreNet Global Committee

Michelle Lagos, marketing manager at FME Architecture +
Design, has been named to the Young Leaders Committee of
CoreNet Global. She will serve as the Web site and communica-
tions chair of the 16-member committee. Lagos also co-chairs
the Young Leaders Group of the Northern California Chapter of
CoreNet Global and co-founded the Young Leaders’ Mentor-
ship Program in 2009.
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Premier Apartment Advisors Join Cornish & Carey

Cornish & Carey Commercial/ONCOR International has
expanded its multi-family investment services group.

Richard Knutson (top), John Leyvas (bottom), Jay Cross,
Stephen Pagones, Mike Pagones and Anthony Pappageorge,
a brokerage team formerly affiliated with Premier Apartment
Advisors, will be based in Cornish’s Oakland office, and

Vince McCarrie will be based in its Santa Clara office. They join
industry veteran Keith Suddjian, a senior vice president

in C&C’s Palo Alto office.

Knutson and Leyvas co-founded Moison Investment Co.’s East
Bay Group in 1997. The company became Premier Apartment
Advisors in 2006. The group has serviced private equity clients,
institutional investors, real estate investment trusts, developers
and others.

HOK names San Francisco Director

Marc H. Flax has been promoted to senior vice president and director of
HOK’s San Francisco’s Corporate/Commercial Business Unit. Flax has been
with HOK for more than seven years and previously led the Interiors practice
in San Francisco. He will assume leadership of the company’s San Francisco
private-sector practice, including management, project and program deliv-
ery, marketing, business development and client relations.

Cassidy Turley BT Commercial Crowns Top Producer for 2009

Michael Maffia, a managing director and partner in Cassidy
Turley BT’s Leased Investment Group based in its San Fran-
= cisco office, has been named the Top Producer for 2009. This

was Maffia’s third year in a row to receive the honor. Maffia

specializes in representing institutional and private buyers and
‘ \ sellers of both multi- and single-tenant leased investments

throughout the United States. Maffia completed 33 transac-
tions in 2009 totaling more than $148 million in value and more than 1.2
million square feet.

Blach Promotes in Pre-construction Services

ontractor and construction manager Blach Construction Co.
has promoted Juan G. Barroso to vice president of pre-
construction services. Barroso will oversee a staff of 13, lead
the company’s growing photovoltaic services and participate
in an expanded business development capacity. Barroso was
Blach’s chief estimator for five years. He and his team provided
estimating and other pre-construction services for more than
$500 million in projects annually.

Long-Time Zephyr Partner Retires

lilse Cordoni, sales manager at Zephyr Real Estate’s SOMA/
South Beach office and a partner in the Zephyr ownership
group, will retire from real estate sales management. Cordoni
began managing the company’s Noe Valley office in 1990 and
was instrumental in building both the Noe Valley and SOMA
offices. She is a former president of the San Francisco Associa-
tion of Realtors.

Dome Announces New Chief Financial Officer

San Francisco-based Dome Construction Corp., a pre-con-
struction and construction services company that specializes
in tenant improvements including health care and biotech, has
named Andrew Maurer its chief financial officer. Maurer is a
certified public accountant and holds a degree from the Uni-
versity of California, Berkeley, Haas School of Business.

IFMA Silicon Valley Seats 2010 Board

The Silicon Valley Chapter of the Interna-
tional Facility Management Association has
seated a new board of directors: Ed Novak
of CFM Works is the new president; Vice
President is Larry Morgan of SAP Labs Inc.;
Secretary is Claudia Folzman, Iron Construc-
tion Inc.; Treasurer is Terry Riecken, CMD
Builders Inc. New board directors include Kevin Klink of Grubb & Ellis; and
Eric Lee and Judith Sayler of Marketing Spheres. m
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High Hopes

By Sharon Simonson

Hamid Moghadam, chairman and chief executive officer of AMB
Property Corp., headquartered in San Francisco, is the 2010
honoree for the Spirit of Life Award from the City of Hope, an
independent research, treatment and educational institution
focused on cancer, diabetes, HIV/AIDS and other life-threatening
diseases. It is one of forty Comprehensive Cancer Centers
nationwide. The award recognizes Moghadam’s achievements

as an entrepreneur and as a contributor to his community.
Moghadam came to Northern California in the late 1970s to
attend the Stanford Graduate School of Business. Today he is a
Stanford University trustee and chair of the Stanford Management
Company. Moghadam co-founded AMB, an industrial real estate
company, in 1983. The company closed its initial public offering

in 1997. AMB owns and manages more than 155 million square
feet of operating and development properties in the Americas,
Europe and Asia. Its San Francisco Bay Area portfolio measures
nearly 11 million square feet, second in size in the Americas only
to Southern California. The company’s East Bay holdings are
typical of its global logistics business with occupancy driven by
the movement of goods. Its South Bay properties are atypical

in that they are driven by the technology business. AMB faced
adverse conditions in 2009 along with the rest of real estate, even
experiencing layoffs (a first in the company’s 26-year history) and
a significant dip with some recovery in its stock price. However,
Moghadam was upbeat on the most recent conference call.
AMB’s internal research is calling for positive net absorption in

its U.S. industrial markets in the third quarter and a rise in AMB
occupancy in the fourth. “For the first time since mid-2008 we
find that our large global customers are talking about growth,”
Moghadam said. He expects investment opportunities to increase
with rising interest rates. He also said AMB plans to grow by
creating new co-investment vehicles. “The trend we are seeing in
the private-capital business is major investors around the world,
after the experience of the last cycle, really want significant co-
investment,” he said. “They want to invest with operators, and we
are hearing an increased interest in working with specialists as
opposed to just capital allocators. We think we check all of those
boxes.” AMB is traded on the New York Stock Exchange.

How did you wind up in Northern California in the real
estate business?

HM > | grew up in Iran. My father was in the real-estate develop-
ment business, and | grew up walking sites and smelling concrete.
| knew from a very early age | wanted to be an entrepreneur, a
principal and in the real estate business. Would | have imagined
27 years ago that | would be where | am? | don’t know. It has
been a combination of good luck and adjustment. | came to the
United States to get an engineering degree [at the Massachusetts
Institute of Technology] and afterward | was ready to go back to
Iran. But that was around 1978 and there was the Iranian revolu-
tion, which made it difficult for me to return. So | went to business
school at Stanford. San Francisco is where we have maintained our
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headquarters even as we have grown into a global company and
there has been no reason to move. We now have 29 offices on four
continents, but we still have about 200 people in the Bay Area.

What led you to start AMB?

HM > | didn’t start with a focus on industrial real estate. Initially
our focus was on offices and then on shopping centers. We didn’t
get into the industrial space until after seven or eight years in the
business. We exited the office business because we didn’t see
the demographic support for demand continuing at the same
rate. We took that capital and put it into industrial and grocery-
anchored shopping centers. So we were two-thirds industrial and
one-third retail, and we refined our investment strategy in 1999
to focus solely on industrial real estate. Since then the company
has done quite well. We were doing better in late 2007, but along
with everyone else we were impacted by the global economic
crisis that began in 2008.

What do you see as the future of institutional
money management?

HM > A lot of businesses tied to financial services are going to go
through a lot of change because of the last 24 months. It is an in-
flection point. There has been a huge downturn and on the other
side are going to be winners and losers. Remember, your average
institutional investor has a variety of managers and strategies. No
one makes money every year all of the time. But there are going
to be companies that have been careless with investor capital,
and they are going to go out of business. Or conversely, there are
going to be companies that might have lost money but who acted
prudently, limited losses and made money on the upside. They
communicated well during the downturn, and these companies
will survive. | think we (AMB) are going to have one of our best
years in our capital-management business.

The company has a long-standing focus on converting infill
locations to other uses to create value. How does that apply
to your properties in the Bay Area?

HM > Industrial real estate is lowest on the food chain in any
neighborhood. No one likes trucks, diesel fumes and warehouses,
so to the extent that you covert to office campuses, retail or
apartments, you can enhance value. For example, we sometimes
invest in industrial sites and move them up the food chain. It’s a
huge opportunity in the San Francisco Bay Area. Not in a market
such as today’s, but over the years we expect that these proper-
ties will prove to be very good investments; municipalities also
like the results. For example, our headquarters in San Francisco
was once a dilapidated warehouse where people parked cars and
now it’s one of the most beautiful properties on the waterfront.

Why do you support City of Hope?

HM > Our industry has traditionally supported City of Hope. When
| was asked by Mike Covarrubias (chairman and chief executive of
San Francisco’s TMG Partners) to accept this honor and help out,

| did a little research. | knew City of Hope, but not in-depth. The
more research | did the more | liked them. They do something that
is unusual other than in a university setting: world-class clinical
care and world-class research. |
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Your Green Building Tool Kit
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Green leasing is becoming a key competitive factor in commercial
lease negotiations. At Hanson Bridgett, we've developed a green lease
rider that creates a competitive edge for owners and improves their lease
to reflect best practices in regulatory compliance, energy efficiency and
sustainable management.

Download our FREE green lease rider at
www.HansonBridgett.com/Green-Leasing

Proud member of:

Contact: RealEstate@hansonbridgett.com | SAN FRANCISCO NORTH BAY SACRAMENTO SILICON VALLEY



