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Newmark Grubb Knight Frank is proud to present the following proposal to provide leasing services to Overseas 

Union Enterprises (OUE) with regard to the U.S. Bank Tower (USBT). 

Newmark Grubb Knight Frank recognizes the exceptional importance of this assignment, and the significance of 

the USBT (the Property) as a premier Los Angeles property. As the tallest building west of the Mississippi River, 

the USBT is iconic, and its success is critical to not only OUE, but to all of Downtown Los Angeles. 

OUR UNIQUE APPROACH 

With a current occupancy rate of 56.8 percent, the Property is under-performing and failing to maximize its 

tremendous potential. Beyond the undeniable distinguishing feature of its height, the USBT suffers from an 

unclear identity and an indistinct marketing approach. In order for the Property to attain 100 percent occupancy 

and reclaim its position as the dominant Downtown Los Angeles tower, it requires a bold and innovative new 

approach that will reintroduce the USBT to the market, and redefine its perception throughout the Los 

Angeles real estate community. Such a task will necessitate the advice, expertise and experience of a real estate 

firm that seeks to be more than just a mere service provider to OUE—it requires a firm and leasing team that 

will view its relationship with OUE as a true partnership and will be as dedicated to the USBT as OUE 

itself. 

Newmark Grubb Knight Frank is that firm. 

 

Furthermore, because of the singular nature of this assignment 

and opportunity, Newmark Grubb Knight Frank is prepared to 

pursue a co-brokerage relationship to represent the Property. 

Our firm possesses extensive experience in successfully 

partnering and collaborating with other real estate providers for 

particularly notable assignments, including such iconic properties 

as the Shard in London. Accordingly, we understand how to 

manage these relationships to provide seamless service to OUE, 

and ensure that both firms remain focused on your asset. 

Moreover, a co-brokerage approach will mitigate any potential 

conflicts of interest and enables us to leverage the relationships 

and acumen of both firms to the benefit of the USBT.  

OUR INNOVATIVE MARKETING STRATEGY 

As one of the most accomplished providers of Agency Leasing services in Los Angeles and throughout the United 

States, Newmark Grubb Knight Frank has developed a particular proficiency for reintroducing under-performing 

properties to the marketplace. We have successfully rebranded and fully leased such assets for a prominent 

roster of institutional property owners, including Goldman Sachs, Rockrose Development, the Blackstone Group, 

I. Executive Summary  

The Shard, London

In fact, because we possess the utmost confidence in our strategy for US Bank Tower and the 

potential of this Property, we will, if awarded this assignment, begin discussions to relocate Newmark 

Grubb Knight Frank’s Downtown Los Angeles Office’s to US Bank Tower. We believe that this 

approach will bolster our partnership and enable us to provide the most consistent and dedicated 

level of service to OUE. 
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SL Green Realty and Vornado Realty Trust. In fact, we recently developed and implemented a successful 

repositioning strategy for the USBT’s closest equivalent: New York City’s Empire State Building. In the 

following Proposal, we have included a case study detailing our achievements at the Empire State Building, 

which, up until recently, faced challenges similar to those of the USBT. However, through the combination of an 

innovative marketing campaign and extensive outreach to real estate professionals and tenants who previously 

would not have considered the property a viable alternative, we successfully reinvigorated New York’s most iconic 

building. As a result of our efforts, the Empire State Building is currently approaching 100 percent occupancy. 

We are confident that through a collaborative process with OUE and our co-brokerage partner, we can develop a 

similarly unique and successful marketing strategy for the USBT. In fact, as detailed in our response to question 

seven of this Proposal, we have already begun to develop numerous concepts for the rebranding and marketing 

of the Property. Some of these innovations and initiatives include: 

 Rebranding the USBT as a sophisticated vertical creative campus, the only one of its kind in Downtown Los 

Angeles 

 Soliciting tenants that fall outside of the typical Downtown Los Angeles industries; the dominant 

growing space users in Los Angeles include the entertainment, fashion, new media, creative and technology 

sectors, and we believe there is extraordinary potential in courting these types of users and introducing them 

to the new USBT and the increasingly dynamic virtues of Downtown Los Angeles 

 Developing unique and exciting building amenities that take advantage of the Property’s distinctive attributes, 

such as a restaurant or private club on the 71
st

 floor, a mid-building café (i.e., Starbucks Express), and 

a common area e-lounge on the 6
th

 floor 

 Fostering a strong sense of community at the Property, through the aforementioned café space and 

numerous business-to-business events for the Property’s tenants 

OUR SUPERLATIVE TEAM 

To ensure a comprehensive approach to this assignment, Newmark Grubb Knight Frank has assembled an 

expert, multi-faceted Team that is prepared to exceed all of OUE’s objectives for the USBT. The Team not only 

features our firm’s most active and experienced Downtown Los Angeles brokerage professionals, but also 

integrates personnel from our West Los Angeles office and leadership from throughout the United States. 

The Leasing Team will be led by Don Hudson, Executive Vice President and Managing Director of our firm’s 

Downtown Los Angeles office. With more than 30 years of experience, Mr. Hudson is considered one of the 

foremost real estate experts in Downtown Los Angeles. Having developed a focus on owner representation, 

Mr. Hudson has completed more than 5 million square feet of leasing transactions over the course of his career. 

His network of relationships throughout Los Angeles—and Downtown, in particular—will assuredly benefit the 

Property. He will be supported in this endeavor by Gibran Begum, Managing Director, Eric Hasserjian, Senior 

Managing Director, and Jay Luchs, Executive Managing Director. Like Mr. Hudson, Mr. Begum excels in providing 

owner representation services in Downtown Los Angeles, and has served as the leasing agent for such 

prominent properties as 801 South Figueroa Street, 523 West 6th Street, 888 West 6
th

 Street and 811 

Wilshire Boulevard. He will support Mr. Hudson in reaching out to tenants and brokers throughout Downtown 

Los Angeles. An additional perspective, however, will be offered by the contributions of Mr. Hasserjian. Operating 

from Newmark Grubb Knight Frank’s West Los Angeles office, Mr. Hasserjian has developed relationships with 

many of the creative companies that are based in that portion of the city, as well as with owners around 

the country, and he will leverage these affiliations, to attract a new kind of tenant to the USBT. Meanwhile, 

Los Angeles’ top retail leasing agent, Jay Luchs, will provide his expertise to identify and secure hip, prominent 

fashion, restaurant, and retail tenants for the USBT. Finally, it is important to note that this primary leasing team is 
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not currently representing any other properties greater than 100,000 square feet in Los Angeles and, 

consequently, will be 100 percent focused on the USBT assignment. 

In addition to the primary leasing team, executive oversight will be provided by Chuck Hunt, Executive 

Managing Director and head of our firm’s Southern California operations, and James D. Kuhn, our firm’s 

President and head of our owner representation practice. Located in the Downtown Los Angeles office, Mr. 

Hunt will support the USBT Leasing Team by applying his extensive knowledge of the local tenant community, as 

needed, as well as by offering them any of the resources that he manages. Mr. Kuhn will also contribute his 

experience and resources to the Leasing Team. As one of the architects of Newmark Grubb Knight Frank’s 

successful repositioning of the Empire State Building, Mr. Kuhn possesses particular insight with regard to the 

repositioning of iconic trophy properties. He has also previously led leasing teams for office portfolios, including 6 

million square feet of property for Goldman Sachs and 7.5 million square feet of property for Malkin Holdings.  

Further support will be provided by a dedicated tenant expert, Clayton Hovivian, Executive Vice President, as well 

as our leading professionals in the areas of financial analysis, market research, national landlord advisory, project 

management, capital markets and market research and marketing. Each of these individuals is a leader in their 

respective field and will provide valuable insight and resources to OUE in order to facilitate the successful 

development and implementation of a leasing campaign for the USBT.   

OUR COMMITMENT 

We trust that the breadth of expertise we have assembled for this assignment, as well as our willingness to 

pursue a co-brokerage arrangement and discuss relocating our offices to your property, has amply demonstrated 

our commitment to this project and our excitement at the prospect of reintroducing the USBT to the Los Angeles 

real estate community. 

The enclosed proposal provides further information on Newmark Grubb Knight Frank’s qualifications as a leader 

in the industry and as an expert leasing agent for properties in Los Angeles. The proposal demonstrates the 

depth of our in-house resources and, most importantly, showcases the accomplishments of the eminent 

real estate professionals we have chosen to execute this assignment. We are excited to present these 

creative concepts and proven capabilities to OUE, and we look forward to partnering with you to reinvigorate the 

iconic USBT. 
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1. What is the total square feet of real estate that your company acts as Landlord’s Representative 
segmented by product type (e.g., office, retail, residential, industrial and hotel)? Please provide a list of 
building names and addresses with corresponding square footage leased in that building. 

Newmark Grubb Knight Frank represents approximately 120 million square feet of commercial property 

throughout the United States. Given the magnitude of our assignments, to provide a comprehensive list of these 

properties would be overwhelming and impractical for this proposal. However, the following graphic illustrates 

some of our major ownership clients throughout the country. If OUE requires more specific information regarding 

our agency assignments outside of Los Angeles, we will be happy to provide a more extensive list upon request.  

PROMINENT OWNERS REPRESENTED BY NEWMARK GRUBB KNIGHT FRANK 

 

2. How much Class A office and retail square feet in Downtown Los Angeles does your company lease / 
renew as a Landlords’ Representative and Tenant’s Representative? 

Over the past few years, Newmark Grubb Knight Frank’s Downtown Los Angeles brokerage professionals have 

represented more than 2.5 million square feet of space as landlord and tenant representatives.  

  

II. RFP Questions 
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3. Does your company own any properties in DTLA? If so, please provide a list of building names and 
addresses? How do you ensure the correct amount of focus between owned and Landlord’s represented 
properties so that there is no conflict or preference? What measures do you put in place to prevent 
conflict? 

Newmark Grubb Knight Frank does not own properties in Los Angeles or anywhere in the United States. 

Accordingly, our firm does not possess ownership interests that would conflict with our ability to complete OUE’s 

assignment.  

4. Please list the properties represented by your company as Landlord’s representative by building name 
and address. If appointed, how do you ensure the correct amount of focus between the USBT and your 
other Landlord’s represented properties so that there is no conflict or preference? What measures do you 
put in place to prevent conflict? 

At Newmark Grubb Knight Frank, we seek to form long-term partnerships with our clients. This approach has led 

many of the world’s leading corporations and organizations to repeatedly select our firm to represent their 

interests. Prominent clients that include AEW Capital Management, AVP Advisors, and Alliance Commercial 

Partners can attest to the steadfast dedication of Newmark Grubb Knight Frank, in general, and the Team 

assembled to represent OUE, in particular. Newmark Grubb Knight Frank does not have any current agency 

leasing commitments greater than 100,000 square feet that would hinder its ability to complete this assignment. In 

fact, this Team intends to make the USBT its primary focus. As noted, we will discuss moving our current offices 

to the USBT in order to ensure that OUE’s property receives the immediate, comprehensive attention it requires. 

Moreover, for the duration of this assignment, the Downtown Los Angeles office Team members will not 

unilaterally accept or pursue any landlord-representation assignments that would impact their ability to provide 

diligent, dedicated service to OUE. If any potentially conflicting agency assignments arise during this time period, 

we will notify OUE immediately and seek your approval prior to pursuing the opportunity.  
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Snapshot of Downtown Los Angeles Properties (including competitive properties) 

The tables on the following pages detail properties relevant to the USBT; please note that Newmark Grubb Knight 

Frank does not serve as the leasing agent for any of the properties.  

DOWNTOWN LOS ANGELES LISTINGS – CBRE (PER COSTAR 4/26/2013) 

  

Downtown Los Angeles Listings

CBRE  per CoStar 4/26/2013

BUILDING 
ADDRESS

500 S Grand 
Ave.

400 S Hope St. 550 S Hope St. 1150 S Olive 
St.

617 W 7th St. 800 Wilshire 
Blvd.

700 S Flower 
St.

800 S Figueroa 
St.

TOTAL SF 253,211 701,535 590,207 567,861 218,016 220,767 678,000 126,700

LISTING 
AGENT

CBRE CBRE CBRE CBRE CBRE CBRE

CBRE

*Building is in 

escrow.   Upon 
closing CBRE

will likely be 

leasing agent.

CBRE

BUILDING 
ADDRESS

202 W 1st St. 500 S Grand 
Ave.

950 S Grand 
Ave.

1149 S Hill St. 220 W 1st St. 601 W 5th St. 888 W 6th St. 818 W 7th St.

TOTAL SF 310,535 220,522 309,000 292,853 265,508 284,954 109,796 405,768

LISTING 
AGENT

CBRE CBRE CBRE CBRE CBRE CBRE CBRE CBRE

Total SF of Listings: 5,555,233 Expiring Leases: 1,600,000 SF
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DOWNTOWN LOS ANGELES LISTINGS – C&W/JLL (PER COSTAR 4/26/2013) 

  

Downtown Los Angeles Listings

C&W / JLL per CoStar 4/26/2013

Cushman 
& 
Wakefield

BUILDING 
ADDRESS

930 Wilshire 

Blvd.
600 W 7th St. 811 W 7th St. 801 S Figueroa 

St.
888 S Figueroa 

St.
350 S Grand 

Ave.
660 S Figueroa 

St.
626 Wilshire 

Blvd.

TOTAL SF

Office 

Component

400,000 SF

489,722 120,000 458,149 374,106 1,415,445 320,000 156,333

LISTING 
AGENT

Cushman & 
Wakefield 

*Building is under 

construction.   
C&W is 

preleasing.

Cushman & 
Wakefield

Cushman & 
Wakefield

Cushman & 
Wakefield

Cushman & 
Wakefield

Cushman & 
Wakefield

*Building is in 

escrow.   Upon 
closing C&W will 

likely be leasing 

agent.

Cushman & 
Wakefield

Cushman & 
Wakefield

Jones 
Lang 
LaSalle

BUILDING 
ADDRESS

1200 W 7th St. 445 S. Figueroa St. 300 S Grand Ave. 600 Wilshire Blvd. 707 Wilshire Blvd.

TOTAL SF 724,469 627,334 1,034,134 311,036 1,104,578

LISTING 
AGENT

Jones Lang LaSalle Jones Lang LaSalle Jones Lang LaSalle Jones Lang LaSalle Jones Lang LaSalle

C&W Total SF of Listings: 3,733,755 Expiring Leases: 1,000,000 SF

Jones Lang LaSalle Total SF of Listings: 3,801,551 Expiring Leases: 700,000 SF
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DOWNTOWN LOS ANGELES LISTINGS – BROOKFIELD (PER COSTAR 4/26/2013) 

  

Downtown Los Angeles Listings

Brookfield  per CoStar 4/26/2013

Total SF of Listings:  8,457,795                        Expiring Leases: 1,284,424 SF

BUILDING 
ADDRESS

555 W 5th St.
601 S Figueroa 

St.
725 S Figueroa 

St.
777 S Figueroa 

St.
333 S Grand Ave. 355 S Grand Ave. 333 S Hope St.

TOTAL SF 1,303,703 1,151,488 915,316 1,017,268 1,404,714 1,154,306 1,511,000

LISTING 
AGENT

Brookfield Brookfield Brookfield Brookfield Brookfield Brookfield Brookfield
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5. Can you please discuss your leasing experience, accolades, certifications and credentials for office and 
retail space? 

LOCAL EXPERIENCE 

Newmark Grubb Knight Frank possesses some of Los Angeles’ most accomplished real estate professionals. 

Since 2009, our firm has completed 9 million square feet of lease transactions throughout Los Angeles, on behalf 

of clients such as Wedbush Securities, Lewis, Brisbois, Bisgaard & Smith, URS, Seyfarth Shaw, Green Dot Corp, 

Live Nation, 20
th
 Century Fox, UCLA, Deutsch, Relativity Media, Square Enix, Wells Fargo, Jefferies, Endemol, 

Legendary, ATK, Kiewit Pacific, PB Americas, and Qwest Communications, among others.  

Most importantly for OUE, Newmark Grubb Knight Frank has served as leasing agents throughout Los Angeles. 

Below, please find a rendering of some of the most important leasing agencies recently completed by 

professionals in our Los Angeles offices.  

A SELECTION OF RELEVANT EXPERIENCE 

  

A Selection of

Relevant Experience

445 S Figueroa St. 801 S Figueroa St. 888 W 6th St. Figueroa Plaza II

627,334 SF 458,149 SF 109,796 SF 307,556 SF

Warner Center 

Towers

Howard Hughes 

Center

Westwood 

Gateway

10100 Santa 

Monica Blvd.

1,953,677 SF 1,317,317 SF 929,879 SF 605,657 SF
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NATIONAL EXPERIENCE 

Founded in 1929 as a third-party agency leasing brokerage firm, Newmark Grubb Knight Frank has a 90-year 

history of representing owners and adding value to their properties. We have developed a comprehensive 

approach to agency leasing that we apply to every leasing assignment in which we are engaged. This creative 

strategy for successfully marketing properties has enabled us to develop a significant presence around the 

country. Below, please find a rendering of the square footage of all our current leasing assignments throughout 

the United States.  
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6. Can you please discuss a building you took on as a Landlord’s representative for leasing and made a 
significant difference for the owners? 

CASE STUDIES 

In the following section, please find several case studies detailing national and local assignments in which our firm 

repositioned and leased prominent properties, creating significant value for each property’s ownership.  

National 

 

Empire State Building (TF Cornerstone; previously W&H Properties)  

350 Fifth Avenue 

Size 2,850,000 SF 

Service(s) Provided: Agency Leasing 

Timing: 2009 – Ongoing 

  

 

Challenge 

In October 2009, Newmark Grubb Knight Frank was retained by W&H Properties for the exclusive office leasing 

and marketing assignment for the world’s most famous office building, the Empire State Building. Newmark 

Grubb Knight Frank, which had not pitched the assignment, was awarded the prestigious appointment after 

delivering outstanding results as the leasing agent for One Grand Central Place, another W&H Properties-owned 

building.  

Leasing activity at the Empire State Building had waned significantly in recent years, so W&H Properties was 

anxious to tackle a leasing campaign that worked. Newmark Grubb Knight Frank thus faced the daunting task of 

developing a revamped leasing strategy – within 10 days of appointment.  

Action  

Aware of the shortage of Midtown spaces that offered such large floor plates within the building’s price range, the 

team drew a plan to amass a block of half a million square feet of large floor plates; Newmark Grubb Knight 

Frank would consolidate the Empire State Building’s tenancy to create larger blocks of space that 

accommodated large block users. In addition to the risk associated with smaller tenants, current inefficiencies 

included gaps of unoccupied space resulting from several small tenants scattered across a single floor. Newmark 

Grubb Knight Frank directly approached 27
 
tenants in the base of the building in an effort to relocate them within 

the building or to buy them out so that a block of approximately 500,000 square feet could be amassed on floor 

sizes of 100,000 square feet and 52,000 square feet – a product that did not otherwise exist, especially in 

Midtown and within the price point.  

Simultaneously, Newmark Grubb Knight Frank realized the Empire State Building’s immense value as an 
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international tenant magnet. The team tracked all of the large credit international tenants in the market, marketing 

the building’s value exclusively to these target tenants. This immediately generated large-tenant activity, 

attracting credit tenants such as Li & Fung, which quickly leased half a million square feet at the base of the 

building. In addition to Li & Fung, the building currently names Swedish construction giant Skanska, Milan-based 

Funaro and worldwide air carriers Turkish Airlines, Air China and Lufthansa among its large international tenants. 

Also leveraging its financial services expertise, Newmark Grubb Knight Frank identified deficiencies in the 

facilities of the building’s current financial services tenants, ultimately convincing the Federal Deposit Insurance 

Corporation (FDIC) to expand  and double in size within the building. 

Furthermore, Newmark Grubb Knight Frank acted quickly to reform the building’s reputation for old spaces, and 

froze efforts to rent these old spaces at lower rates. Instead, the team accelerated the construction of the 

planned new pre-builts and stressed the long-term branding value of developing pre-builts that were even more 

elaborate and sophisticated.  

Result 

Within just 12 months, Newmark Grubb Knight Frank successfully leased in excess of 1 million square feet at the 

Empire State Building. The team continues to experience phenomenal success in procuring new international 

tenants while overseeing a vigorous tenant consolidation program.  

In essence, Newmark Grubb Knight Frank has effected a complete paradigm shift in leasing the Empire State 

Building. The building, which at one point reported 850 tenants, today reports only 189 tenants. Ongoing plans 

for improvement include reducing the number of tenants even further, to 100 tenants.  

The Empire State Building currently enjoys one of the highest conversion rates of showings to deals, at 

approximately 80 percent, compared to the typical 20 percent. 
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Local 

 

Warner Center Plaza III 

Los Angeles, CA 

Size: 585,848 SF  

Service(s) Provided: Agency Leasing 

  

 

Challenge 

The commercial real estate market in the greater Los Angeles area was extremely soft and, in addition, 

businesses in the San Fernando Valley were recovering from the Northridge earthquake.  Nevertheless, most of 

the prestigious Warner Center Properties (which were part of a master-planned project, comprising 21 buildings 

totaling 2.3 million square feet) were experiencing improved activity. However, one of the Properties, Warner 

Center Plaza III, which totaled 585,848 square feet and was conceived as the premier building in the San 

Fernando Valley, remained 90 percent vacant since its completion.  Ownership sought to attract quality tenants 

to the Property, increase occupancy and achieve premium rents.  

Action  

The Leasing Team, led by Don Hudson, worked with AEW Capital Management, an advisor to the ownership of 

the Property, to meet ownership’s objectives.  Their concentrated effort included producing marketing materials 

that clearly positioned Plaza III as a part of the extremely successful Warner Center Properties master-planned 

project and as the premier building in the West Valley.  These materials promoted the building’s image and the 

Project’s quality. Further, the Team engaged extensive outreach program to tenant brokers to improve 

awareness of the Property throughout the brokerage community.  To this group, Plaza III was positioned as the 

best and last quality alternative for prominent institutional tenants with significant contiguous space requirements.  

The Team’s marketing efforts capitalized on the Property’s low vacancy by highlighting leasing activity in the 

local and adjacent markets to enable the Property to appear as the only viable opportunity for prospective 

tenants in the market and to force those tenants to act quickly to secure this opportunity.  

Result 

Quickly, the market in which Plaza III resided tightened, changing perception about the Property. Plaza III 

reemerged in the tenant community as the premier building in the premier project in the Valley.  Ultimately, as a 

result of its strategic marketing effort, the Newmark Grubb Knight Frank team was able to increase occupancy, 

occupancy at Plaza III from a low 10 percent to more than 85 percent within 12 months of receiving the 

assignment.   
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 Pacific Center 

523 W. 6th street 

Los Angeles, CA 

Size: 425,000 SF  

Service(s) Provided: Agency Leasing 

  

 

Challenge 

Built in 1926 and renovated in 2003, the Pacific Center was perceived by the tenant and brokerage communities 

as a dated building with low occupancy and lackluster ownership. The Pacific Center’s new owner, Alliance 

Commercial Partners (Alliance), retained a Leasing Team, led by Gibran Begum, to help it add value to this 

Property by reintroducing it to the market as a vibrant and contemporary workplace. Alliance Commercial 

Partners hoped that the Team could increase the building’s occupancy and improve rents.  Additionally, Alliance 

needed to be formally introduced to the brokerage community as a new and well-funded owner that embraced 

brokers and completing transactions.   

Action  

The Leasing Team created a comprehensive marketing campaign that was designed to ignite interest in the 

Pacific Center among the tenant and brokerage communities. As part of this marketing program, the Team 

rebranded the Property by emphasizing its deep history and introducing it as a classic Los Angeles building. The 

Team recommended that special suites be created that could be immediately occupied. The classic aesthetic 

and robust amenities in these suites quickly attracted tenants to the Pacific Center. 

Moreover, the Team implemented a broker incentive program that succeeded in creating enthusiasm for the 

Pacific Center among the brokerage community. It was not long until many prominent Los Angeles brokers were 

directing their tenant clients to this Property. 

Result 

As a result of its rebranding of the Pacific Center and its aggressive brokerage outreach program, the Leasing 

Team was able to improve building occupancy in an 18-month period. The Team increased average rents at the 

Property by 32 percent, raising rents from $19 FSG to $25 FSG, with some floors in the Pacific Center achieving 

rents as high as $30 FSG.  
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Westwood Center (1100 Glendon Avenue) 

Los Angeles, CA 

Size 328,000 SF  

Service(s) Provided: Agency Leasing 

  

 

Challenge 

Built in 1965 and situated in the heart of Westwood, Westwood Center had an ideal location but was struggling to 

attract tenants because of its dated aesthetic. In 1999, Arden Realty, led by Eric Hasserjian, served as the in-

house leasing agent for the property while it underwent a $33 million dollar redevelopment and renovation. 

Because of the ongoing construction, the property became completely vacant, and the leasing team needed to 

quickly create and execute a marketing plan to lease-up the property after it had been renovated.   

Action  

In less than a year, Westwood Center transformed its design from old and visually unappealing building to sleek 

and spectacular. The property’s unique architectural aesthetic garnered top honors, including best architectural 

designations from the Westside Urban Forum and the Los Angeles Business Council. The property was also 

awarded the 2000 Los Angeles Urban Beautification Award and the 2000 Building Design and Construction 

Publication – Grand Award for reconstruction.  

However, because the renovation required the leasing team to relocate all of the tenants previously occupying 

Westwood Center out of the building, the leasing Team was confronted with unprecedented vacancies when its 

leasing campaign began after the renovation. The Team immediately launched a strategic marketing campaign 

that enabled it to define the marketing, pricing and incentive strategies to best position Westwood Center project 

for success.   

Result 

As a result of its swift, strategic efforts, the leasing team successfully leased 100 percent of the building within 12 

months of the renovation. 
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7. Please provide your marketing strategies and plan to fill up the existing vacancies. How would you 
position the office and retail space within the Property to drive the highest NOI? What office and retail 
tenants will you be targeting at to lease space at the Property? 

MARKETING STRATEGY 

We are proud to be considered for the assignment and are prepared to dedicate the time, materials and effort to 

assist OUE in maximizing the value of the USBT.  

Although the USBT is the most recognizable and iconic office building in Downtown Los Angeles, it has one of the 

slowest leasing velocities in the market. Our challenge will be to significantly alter the Property’s current poor 

perception in the marketplace in order to achieve higher rents and increased occupancy. 

APPROACH 

Because of the unique significance of this Property and 

assignment, Newmark Grubb Knight Frank is prepared to 

establish a co-brokerage relationship. This arrangement has 

been successfully utilized by our firm for other iconic properties, 

including the Shard in London. Furthermore, this approach will 

mitigate potential conflicts of interest and enable us to leverage 

the expertise and relationships of both firms to benefit OUE and 

add value to the USBT.  

OBJECTIVES 

The objectives of the leasing Team are to:   

 Reintroduce the USBT to the brokerage community as a vertical creative campus 

 Regain Trophy status as the “Platinum” Class A building 

 Retain all existing tenants at rents exceeding ownership’s expectations 

 Stabilize the asset within 9 months and increase occupancy to 90 percent in 18 months 

Although OUE will need to act aggressively to gain initial leasing momentum, during our lease-up, we plan to 

obtain the approximate rental rates detailed in the following table: 

Floor Base Rental Rate (per SF, per annum) Annual Rent 
Increases 

Rent Abatement 

Low-bank floors $23.00-$25.00 NNN 4% 1-1.5 Months per Year 

Mid-bank floors $25.00-$26.00 NNN 4% 1-1.5 Months per Year 

Top floors $26.00-$28.00 NNN 4% 1-1.5 Months per Year 

Retail TBD TBD TBD 

 

Please note that since the goal is to maximize rental rates, a rent abatement concession becomes a useful tool in 

achieving that goal and is used on a case-by-case basis on lease terms of 5 to 10 years.  As we gain leasing 

velocity in the Property, the leasing team will increase the rental structure.  
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To effectively market and lease the USBT, OUE will need an 

experienced real estate team with a proven track record of 

success in creating and implementing a marketing and 

leasing program that effectively rebrands the asset in order to 

achieve rents commensurate with its position in the 

marketplace.   

Led by Don Hudson, Gibran Begum, Eric Hasserjian and Jay 

Luchs, the proposed leasing team has proven experience 

representing owners in the greater Los Angeles market, in 

addition to extensive, relevant asset re-positioning 

experience.  The leasing team currently does not have any competing projects, therefore no buildings are 

off-limits because they are Newmark Grubb Knight Frank listings. 

The Newmark Grubb Knight Frank Leasing Team will immediately target the brokerage community to increase 

awareness of the USBT’s attributes and to create a buzz about the building’s excellent location and new 

ownership. The Team will offer brokerage incentives, such as touring gift cards, exclusive cocktail events on the 

roof and paying commissions within three days after lease execution. In addition, the team will provide 

prospective tenants a landlord build-to-suit, which will increase the lease-up velocity and give the needed 

momentum to compete with the Class A competitive set. We suggest a collaborative approach with the building’s 

Property Management group to assist in strategically reducing Operating Expenses. This effort will assist 

ownership to attract more sophisticated tenant prospects, 

elevating the building’s perception in the marketplace. 

In addition, the Leasing Team will begin to develop and 

implement its recommendations for rebranding the 

property to attract both traditional and creative tenants. By 

creating specific suites modeled for traditional and creative 

tenants, we will showcase the Property to both tenant 

types. We will also focus on re-designing the Property to 

include enticing, contemporary features, such as a mid-

building e-lounge, a private club or restaurant on the 71
st
 

floor, and other innovations that will reflect the Property’s 

new image as a vertical creative campus, the only of its 

kind in Downtown Los Angeles.  
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By utilizing its understanding of the market and experience within it, the 

Leasing Team will successfully address all challenges that the Property 

currently possesses, as well as emphasizing the Property’s strengths. 

Below, please find an overview of these strengths and challenges.  

Strengths 

 Property Features 

 Iconic fixture of the Los Angeles skyline 

 Tallest building west of Mississippi 

 Trophy Class A asset 

 Captivating architecture   

 One of the newest high-rise buildings in Downtown Los Angeles 

 Exceptional location in the transition area between Bunker Hill and 

Figueroa Financial Corridor 

 Available building monument signage  

 Proximity to a wide-range of restaurants, prestigious business clubs, 

major retail establishments and more than 5,000 hotel rooms and 

business support 

 Floor plate suitable for most typical Downtown tenants 

Challenges 

 Lack of visible marketing program 

 Not positively positioned in the brokerage community 

 Lack of recent leasing activity 

 No current broker/tenant outreach program  



 

  

  21  

 

MARKET ANALYSIS

PROPERTY DUE DILIGENCE

TARGET EVALUATION

 Gain consensus on objectives

 Develop strategic plan

 Analyze current market supply 
& demand, as well as timing of 
future supply

– Create peer group

– Compile comparable 
transactions

 Conduct physical due diligence 
of property to determine 
strengths & weaknesses, 
position in market

 Recommend a pricing 
approach post market analysis

 Determine return on investment 
based on pricing

 Examine target market

DEVELOPMENT

OF MARKETING

PROGRAM

 Create marketing campaign, 

associated budget and 

execution timeline

 Prepare marketing materials 

including floor plans, photos 

and a detailed analysis of 

property specs

 Formulate publicity plan

MARKETING PLAN

EXECUTION

 Commence marketing program

 Contact potential tenants 

 Contact brokers to increase 

exposure and maximize leasing 

prospects

 Hold broker events

 Give tours to brokers and 

tenants

 Solicit proposals

FINANCIAL ANALYSIS &

LEASE NEGOTIATION

 Prepare financial analysis of 
proposals and suggested 

responses

 Prepare responses to 

proposals and RFPs

 Negotiate terms

 Monitor status and progress of 

negotiations

- Create transaction trail

 Assist attorney on lease review 

and negotiation

 Continue to monitor 

marketplace

– Track potential tenants

– Track potential new 

competitive blocks of space

WEEKLY STRATEGY SESSION/REPORTINGWEEKLY STRATEGY SESSION/REPORTING

STRATEGY EXECUTION PROCESS 

Successful leasing agency assignments are dependent on the creation of focused marketing strategies that 

maximize exposure to the most appropriate user audience – a skill, like all sales-based talents, limited to only the 

most expert and experienced real estate professionals. Newmark Grubb Knight Frank has offered agency 

services to owners and sublandlords of commercial property since the firm’s founding in 1929. Our representation 

experience spans all properties types, from office to industrial, retail, land and mixed-use in urban and suburban 

locations, and encompasses assignments of nearly every size. We successfully target and land the most 

appropriate users for individual properties or blocks of space through creative marketing campaigns spearheaded 

by experienced brokerage professionals. 

Over the years, our methodology for leasing space has evolved, and been tailored to, the changing needs of each 

particular client. For OUE, our services as leasing agent at the USBT will comprise the following transition, 

strategy formulation and brokerage services. We anticipate that, based on the Team and its co-brokerage 

partner’s extensive knowledge of Downtown Los Angeles and relationships in the market, we will be able to make 

an immediate impact at the Property, while working with OUE to formulate a long-term strategy.  
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STRATEGY DEVELOPMENT 

Phase 1 of the leasing process for space at the USBT establishes goals, maps a strategic plan and sets the stage 

for OUE and the Newmark Grubb Knight Frank Leasing Team to re-enter the market from an educated position. 

In understanding its own goals for the project and how those goals align with the current market, OUE will avoid 

many of the roadblocks, delays and mistakes associated with previous marketing campaigns. However, our 

strategy development Phase will be designed to expedite the leasing process in order to ensure that we can 

immediately begin pursuing current tenants in the market. Meanwhile, the Newmark Grubb Knight Frank Team, 

as well as OUE and our co-brokerage partner, will begin simultaneously developing a long-term strategy and 

marketing campaign.  

Making decisions that result in successful agencies takes time and preparation – even if a client has already 

worked through many of its objectives in the past. Financial, timing and operational needs that can have an 

impact on OUE’s bottom line must be re-researched, analyzed and taken into account in any strategy preparation, 

and goals must be fully explored to determine the transaction parameters. By establishing your ultimate goals up-

front for the leasing of space at the Property, a consensus can be created between all decision makers on a 

course of action. For the Newmark Grubb Knight Frank Team, such agreements streamline the leasing process 

and allow for rapid response to potential tenants. Consensus building is an ongoing process, and one that is 

important to the formulation of a leasing plan that truly works. Criteria to be agreed upon initially include: 

 Pricing for leases by floor and size of transaction 

 Concessions to be made to tenants in the form of free rent, TI, etc. 

 Timing parameters 

 Type/size of users to pursue as tenants 

 Property management and administration 

The input of all stakeholders will be elicited and explored in building consensus. All parties will revisit and refine 

this consensus during the marketing process.  

After arriving at consensus for new qualitative, operational and financial objectives for the leasing of the Property, 

Newmark Grubb Knight Frank will embark on an extensive analysis of the building, market drivers, and economic 

and local real estate market trends as they relate to the Property’s current and future situation, as well as pricing. 

Through these analyses, the Newmark Grubb Knight Frank agency team will gain a truly thorough understanding 

of the Property’s position in the market as well as the market’s reception to the forthcoming leasing campaign. 

Newmark Grubb Knight Frank will work closely with OUE’s chosen co-brokerage team to create for OUE a co-

brokerage partnership plan that outlines specific duties of each team member, reporting schedules and lease 

execution objectives.   

1
MARKET ANALYSIS

PROPERTY DUE DILIGENCE

TARGET EVALUATION
1

MARKET ANALYSIS

PROPERTY DUE DILIGENCE

TARGET EVALUATION
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UNDERSTAND THE MARKET 

Analysis of Current Market Supply and Demand, Timing of Future Supply – While Newmark Grubb Knight 

Frank and OUE already understand the overall local market in depth, Team professionals will conduct an 

additional market analysis of the market and surrounding submarkets to expand their knowledge of the details key 

to successfully leasing the Property. Information to be gleaned from this examination includes competitive 

existing, future, and potential “shadow” spaces, tenants in the market and recent comparable transactions. This 

analysis will also help the team establish a suitable price for the space at the Property. As the marketing program 

progresses, the Newmark Grubb Knight Frank team, together with OUE, will monitor events in the market and 

adjust rental rates and target tenants as necessary. 

Building peer group analysis – Newmark Grubb Knight Frank will prepare a list of current, future and potential 

buildings competitive with the Property, and present insight about recent activity in those buildings. 

Comparable transactions – Newmark Grubb Knight Frank will collect information on and evaluate recently 

completed and pending comparable transactions in the 

local market. 

Tenants in the Market (TIM) – Newmark Grubb Knight 

Frank will continue to research prospective tenants in 

the market – both those actively pursuing options and 

those who have not yet entered the arena – and 

continue to provide Ownership with information on their 

size requirements, areas of interest, term expectations, 

and activity thus far. We will immediately implement a 

marketing plan to attract the most viable of these 

opportunities. To facilitate the determination of specific 

industries to pursue, the Newmark Grubb Knight Frank 

Research Department will compile and illustrate data 

on lease rollovers. 

Identify economic trends affecting real estate market – As demonstrated in the recent downturn, changes in 

the economy can have a major impact on real estate activity. Successful leasing programs, therefore, must both 

anticipate and compensate for fluctuations in the market. Newmark Grubb Knight Frank’s Research Group, 

staffed by a team of economists and real estate experts, tracks and analyzes demand drivers, cyclical patterns 

and industry trends, while monitoring leading and lagging indicators. Armed with accurate and timely information, 

our advisors can create and execute marketing strategies tailored not just to the Property’s capabilities but also to 

the particular tenant industries powering the market. 

While the real estate market is certainly still feeling the effects of the downturn, activity has picked up over the 

past few months as users look to take advantage of the perceived tenant friendly market – and improving 

economic fundamentals. This activity encompasses both firms acting out of necessity due to lease expirations, 

and those using owner’s flexibility as an opportunity to revamp their entire real estate strategies years ahead of 

time. For the Property, these trends translate into a larger target market for its available space as the normal 

limitations on a marketing plan – term expiration, location restrictions, etc. – no longer apply in a world where 

lower rental rates can balance out lower sublease revenues. 
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UNDERSTAND THE BUILDING 

At the same time the Newmark Grubb Knight Frank Team is evaluating the market and working to elicit your 

objectives for the leasing of space at the Property, they will also become more familiar with how the building can 

provide the services necessary for our target tenant base. Prospective tenants will want intimate details about its 

capabilities, infrastructure, strengths, challenges, history and expenses, among other information, as part of their 

due diligence. By meeting with your engineers, architects, property managers and internal leasing team before 

the Property re-enters the market, Newmark Grubb Knight Frank will have the knowledge necessary to answer 

questions and present the space in the best possible light. Marketing materials produced will include much of this 

information, giving prospective users a thorough understanding of the opportunity. Newmark Grubb Knight Frank, 

its co-brokerage partner, and OUE will also work 

together during this time to consider and define lease 

assumptions.  

Physical due diligence – With assistance from 

experts from the firm’s Property Management division, 

the proposed Newmark Grubb Knight Frank leasing 

team will perform a physical and mechanical building 

review, identifying positive and negative attributes of 

the space and building. The point of this exercise, 

aside from providing the team with the knowledge 

necessary for creating effective marketing materials 

and tactics, is to minimize or correct the negatives prior 

to identification by prospective tenants. 

ANALYZE THE TARGET AUDIENCE 

With a thorough understanding of OUE’s goals, the capabilities of the Property, and the local real estate market, 

the Newmark Grubb Knight Frank Leasing Team can move on to determining the exact target market for its 

leasing plan – in other words, creating a defined strategy and the methods to pursuing that strategy. 

As part of its evaluation of local market dynamics, the Newmark Grubb Knight Frank Team will have collected and 

analyzed data on the drivers of leasing activity in the Downtown Los Angeles submarket. Information on which 

type of tenants took what kind of space at what terms and which tenants remain in the market for space will assist 

the team in formulating the direction for the marketing plan. The building’s overall measurement, floor plate size 

and location will also help in determining which tenants to pursue for highest and best use, as will information on 

what kind of tenants occupy space in nearby properties. In collecting all this information, the Leasing Team will 

have the resources to determine likely tenants – and therefore focus efforts to only those candidates.  
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Creative Tenant Client List

ENTERTAINMENT & MEDIA

Access 360 Media 

Acme Film Works 

Amazon

ASA Entertainment 
Asia Networks

Bauer Martinez Distribution 

Becsey, Wisdom, Kalajian

Bitmax

Blitz
Bold Films 

Break.com

ClickStar

Catapult 

Climax Group 
Codehost, Inc. 

Craig Murray Productions

The Culver Studios

Danjaq

Digital Dimension 
Ebay

Eleven Eleven Films 

Endgame Entertainment

Endemol USA

Entity FX
Entourage (Mo Villa Prod.)

Foo Fighters

Funny or Die

Genesis Networks 

Go Go Luckey
HBO

IGE – Internet Gaming Ent.

Image Mertics

IMDB

Catapult Marketing 

Conductor-LA

Corbis Communication

Dailey & Associates

Destination Marketing 
Deutsch  

DNA Studio 

Golin Harris 

Graphic Orb

Hachette Filipacchi Medias 
Haas Publishing Company 

Icon Blue

ID Media/

Initiative Media

The Interpublic Group
IW Group

Jack Morton

The Lippin Group

Magna

McCann-Erickson
Mendelsohn Zien

Momentum 

MWW Group

OPHIR RF, Inc

PMK / HBH
Primeda

Radio & Records 

Rogers & Cowan

URi, Inc.

Weber Shandwick
Westwood One 

Zentropy Partners

John Robert Powers 

Kaleidoscope Films Group 

Kass & Stokes 

Kosmic Films

Kosmic Music 
Landscape Entertainment

Los Angeles Confidential 

Live Nation

Luka Productions

Monster Worldwide 
Numark/Alesis

POW! Entertainment

Relativity Media 

Revelations Entertainment

River Road Entertainment
ROAR

Silva Artist Management 

Splashlight Studio 

Threshold Visual & Sound

Triage Entertainment
Uncle

Williams Worldwide

Withoutabox.com 

ADVERTISING & PR
Adconian

Adlink

La Agencia De Orci

ASA Events

Bayard Advertising 
Blitz 

Bragman Nyman Cafarelli

Carat USA

Campbelll-Ewald

Deutsch

mc +pmc +p
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Based on our marketing plan for the Property, we will target traditional Downtown Los Angeles tenants, including 

law, financial services and other professional services firms, as well as non-traditional tenants such as new 

media, technology and other creative, open-plan companies. Our goal is to create a vertical campus at the 

Property that will appeal to new media, entertainment and technology firms. By reintroducing the USBT as a 

center of collaboration and creativity, we will be aligning OUE’s property with the current trends in Downtown Los 

Angeles, which in recent years has become a vibrant destination for entertainment and culture, as demonstrated 

by the development of the LA Live complex and the success of such events as the Downtown Art Walk. 

To further familiarize OUE with the creative tenants that we will be targeting, Newmark Grubb Knight Frank will 

accompany OUE on selected tours of properties in West Los Angeles and Orange County to identify and study 

properties that currently house creative tenants.  

Newmark Grubb Knight Frank, and this Team in particular, has actively represented many firms in these 

industries throughout the local markets, and has relationships with tenants both actively and passively looking for 

space. Following is a list of our experience with creative tenants: 

NEWMARK GRUBB KNIGHT FRANK CREATIVE TENANT CLIENT LIST 
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Further, because there is a chance that U.S. Bank will not renew the space it needs to retain its signage and 

branding on the USBT, we will, with OUE’s guidance, engage in an outreach program to large traditional and non-

traditional tenants to educate them about the incredible branding and signage opportunity that could become 

available at the USBT.  

Our strategies for reaching the most appropriate tenant for a particular space have resulted in successful leasing 

campaigns many times in the past. 

Select Tenants in the Market 

On the following pages, please find a selection of tenants in the Los Angeles market. While there are currently 2.5 

million square feet of viable tenants in the market, we have compiled two lists of prospective tenants that we 

believe would be of particular relevance to the USBT. The first list includes tenants in the Downtown Los Angeles 

market; the second list includes tenants in the West Los Angeles market that we would like to specifically target in 

our marketing campaign. As noted, these lists will be refined based on further discussions with OUE and a more 

thorough analysis of the current market.  

Select Downtown Los Angeles Tenants in the Market 

Tenant  (+/-) SF 

Deloitte & Touche 150,000 

Sedgewick LLP 50,000 

Davis Wright Tremaine 48,000 

White & Case 45,000 

SEC 45,000 

JAMS 40,000 

FINRA 40,000 

Chicago Title 23,000 

Liberty Mutual 22,000 

Ropers Majeski Kohn Bentley 20,000 

Steelcase Furniture 20,000 

Hayworth Furniture 20,000 

Akerman 15,000 

Co-Star 15,000 

NBBJ 12,000 

Electronic Transaction 12,000 
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Tenant  (+/-) SF 

Mendes & Mount 10,000 

XL Insurance 9,000 

 

Select West Los Angeles Tenants in the Market 

Tenant  (+/-) SF 

Comcast            200,000  

NWQ / Nuveen Investments             120,000  

Deluxe            100,000  

Antioch University              80,000  

BET Networks              75,000  

Mindshare               70,000  

AIG              66,000  

Bidz.com              60,000  

MTV Networks  (LOFT)              60,000  

SunAmerica              60,000  

Thompson Reuters                  50,000  

Sullivan & Cromwell LLP              50,000  

Oppenhiemer              50,000  

Nike                  47,950  

BLT & Associates              40,000  

Liner              40,000  

Media Temple              40,000  

Square Enix              36,000  

Stamps.com              35,000  

Stonefield Josephson              35,000  

Ascent Media               30,000  
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Tenant  (+/-) SF 

Avisha              30,000  

Alliance Bernstein              25,000  

Blank Rome LLP.              25,000  

Jack Nadel              25,000  

Moelis & Co.              25,000  

Schematic               25,000  

Macquarie Group              24,000  

University of Phoenix              24,000  

Everest College              22,500  

Apple              20,000  

Michelman & Robinson Legal                  20,000  

Napster              20,000  

Paycom/Epoch              20,000  

Silver & Freedman              20,000  

UBM Canon              20,000  
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Additional Tenants in the Market Data – Upcoming Expirations 

To further inform OUE about the current status of tenants in the Downtown Los Angeles market, below please find 

two graphs depicting the number of expiring leases and the amount of expiring square feet, respectively, in 

prominent properties in Downtown Los Angeles over the next five years. 
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With all its due diligence completed regarding the Property, market and prospective target users, Newmark Grubb 

Knight Frank will be prepared to create a marketing program that reintroduces and repositions the Property to the 

market. The Leasing Team’s initial contact with potential tenants will come from direct outreach and through 

marketing materials. Produced by Newmark Grubb Knight Frank’s in-house marketing and graphics department 

or an outside vendor, these sophisticated tools will create a favorable first impression with the target audience. In 

follow-up personal phone calls or visits, the Leasing Team will have the opportunity to communicate details and 

engage these targets in fruitful discussion. The proposed Leasing Team will work directly with our professionals or 

an outside vendor to develop appropriate materials for the successful marketing and positioning of the Property.  

CREATE MARKETING CAMPAIGN AND ASSOCIATED BUDGET 

To maximize the value of the asset, Newmark Grubb Knight Frank will implement a marketing campaign for the 

Property that will incorporate print, web-based products and public relations. Newmark Grubb Knight Frank will 

work with OUE to develop a multi-tiered strategy that increases awareness and generates interest among the 

target audience on a budget that meets your financial parameters. 

FORMULATE A PUBLICITY PLAN 

Publicity is an effective – and cost-free – means of promoting opportunities, and the Newmark Grubb Knight 

Frank Leasing Team will take full advantage of the relationship it has built with both online and traditional media 

outlets. A press release will be produced re-introducing the available space at the Property and announcing 

Newmark Grubb Knight Frank and its co-brokerage partner’s retention as leasing agents. Our external public 

relations firm will then distribute this document to appropriate publications following your approval. Our Team and 

our co-brokerage partner will work with the press to ensure effective, positive representation of the Property and 

its available space in the media. 

As OUE is still in the process of closing its acquisition of the USBT, Newmark Grubb Knight Frank will also be 

available to participate and augment your public relations program. We will assist in introducing you to the tenant 

and brokerage communities by emphasizing to them the excellence of the company that now owns the USBT.  

PREPARE MARKETING MATERIALS 

Newmark Grubb Knight Frank’s seasoned marketing and graphics professionals support sales and project teams 

by producing hundreds of custom flyers, space advertisements and custom web sites per year. They will work 

with the Property’s Leasing Team to develop new branding and advertising materials, including brochures and 

flyers. In addition, Newmark Grubb Knight Frank, in coordination with our co-brokerage partner and OUE, will 

design or re-design advertisements for the Property. To effectively market the available space, we will work with 

an architect to prepare both existing and proposed layouts that will be used for space brochures and flyers. 

Newmark Grubb Knight Frank will also collaborate with CoStar, View the Space (a video program that enables 

tenants to take virtual tours of the Property), and other third-party listing services to ensure that the space is 

appropriately advertised, marketed and monitored for the duration of this assignment.  

2
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Tools 

Newmark Grubb Knight Frank’s internal marketing and graphics department produces print materials from 

concept to completion, including design and print coordination. In addition, we offer a variety of custom electronic 

products, ranging from email marketing pieces to property websites. This array of products creates a recognizable 

identity and reaches potential tenants and brokerage professionals through a variety of mediums, thus forming a 

highly effective marketing campaign. Samples of some of the product designed by Newmark Grubb Knight 

Frank’s marketing and graphics team are included below. 

Newmark Grubb Knight Frank’s Property Marketing Tools: Samples 
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Additional Custom Marketing Concepts 

 Newmark Grubb Knight Frank Announcement Card – Distributed to Downtown, West Los Angeles, San 

Fernando Valley, Pasadena and South Bay brokers and tenants announcing the appointment of Newmark 

Grubb Knight Frank and its co-brokerage partner as the Leasing Team for the USBT. 

 iPad Tour Presentation – The Leasing Team on this assignment has a unique approach in touring with 

clients at their Class A Trophy properties; the iPad presentation offers an exclusively modern approach in 

providing prospective tenants property information. Not only does the iPad presentation provide immediate 

access to floor plans, comparables and stacking plans, but it also represents ownership’s first-class service 

platform at the properties. 

 Broker Incentives – The market typically pays between $1.00 and $3.00 per square foot, with a bonus for 

completing a transaction with terms greater than five years.  The Leasing Team advises ownership to offer a 

$1.00-$2.00-per-square-foot bonus on a case-by-case scenario. 

 Junior Broker Targeting – Junior brokers are the gatekeepers for small tenants and we will engage them to 

ensure maximum tour and leasing velocity. 

 Senior Broker Targeting – We will initiate exclusive, private meetings with select senior brokers who are 

currently representing key, targeted prospective tenants, in order to reintroduce them to the Property. 

 Targeted Advertising – Selected spots in the Los Angeles Business Journal, LA Times, and entertainment 

trades. 

 Social Media Integration – During our marketing campaign, Newmark Grubb Knight Frank will engage 

relevant social media platforms, such as Twitter, Facebook, LinkedIn and Instagram, to portray the exciting 

new atmosphere and aesthetic of the USBT to the community.  

 Property Video – On your custom property website, we will include a video that gives users a virtual tour of 

the USBT and introduces them to the many amenities it offers tenants.  

 On-Site Marketing Suite – We will work with OUE and the management team to develop an on-site marketing 

center, which highlights views, the quality of space, finishes and architectural renderings. We would maintain a 

regular schedule so that Don Hudson or Gibran Begum would be on site daily to handle last-minute and walk-

in tours. Before this suite is established, Mr. Hudson or Mr. Begum will be present daily at the Property’s 

management office.  

The most effective project positioning strategy is only as good as the canvassing and other sales support and 

effort it receives. The Leasing Team will give these goals, guidelines, policies and procedures top priority. The 

Leasing Team is educated on the stacking plans of all competitive buildings and will actively seek out quality 

tenants with upcoming lease expirations. There is no building the Leasing Team is not capable of pursuing.  

DEVELOP TIMELINE FOR MARKETING CAMPAIGN 

Newmark Grubb Knight Frank will work with OUE to develop a timeline that maximizes the exposure of the 

Property. 
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With all tools completed and a strategy determined, the Newmark Grubb Knight Frank team will actively re-

engage the market. 

INITIATE A CANVASSING CAMPAIGN FOR TENANTS AND BROKERS 

To re-introduce the Property to brokers and target users, the Newmark Grubb Knight Frank Leasing Team will 

employ a two-step approach: 

Tenant Solicitation  

Newmark Grubb Knight Frank will employ a direct mail campaign using both email and hard copy flyers and 

brochures. Each direct mail piece will focus on the Property’s amenities and seek to increase demand among the 

target audience. Users receiving these pieces will come from our proprietary “Tenants in the Market” report and 

lists of specific industry tenants, as well as information gleaned from foot and phone canvassing of neighboring 

buildings. Members of the Leasing Team will then follow-up these direct mail pieces with personal phone calls to 

and meetings with decision makers in target organizations to promote interest in the Property and set up tours. 

Broker Solicitation and Initiatives 

Most tenants looking for space have brokerage representation. To access these resources to the fullest extent, 

Newmark Grubb Knight Frank will implement an aggressive outreach program that targets both representatives 

with current applicable projects and those that have worked with appropriate users in the past. 

 Initiatives – Newmark Grubb Knight Frank will develop, for consideration, a program of broker initiatives to 

generate interest from them – and motivation for reintroducing the Property to their clients. This may include 

gift cards or cash incentives for showing space, or rewards for leasing a floor within a specific time frame. 

 Canvassing – All local brokers will receive the direct mail pieces, and those representing tenant candidates 

will be contacted directly by the Newmark Grubb Knight Frank Team or its co-brokerage partner. By reaching 

out to these professionals, our Team has the opportunity to tap all of their own and the firm’s relationships, 

regardless of whether the tenant we originally called about is a fit 

for the Property. 

 Broker Events – To increase awareness of the available space, 

Newmark Grubb Knight Frank and its co-brokerage partner will 

plan and coordinate a high-end, large scale function. 

Representatives of all broker teams at these firms will receive 

invitations for the event to ensure that no opportunity for reaching 

potential tenants is missed and that brokers actually tour the full 

space. We will also organize select brokerage firm breakfasts to 

offer a more personalized sell to brokers.  

Property Tours 

Don Hudson, Gibran Begum, Eric Hasserjian, or Jay Luchs will be present at property tours and will ensure that 

our marketing of the space details all positive attributes. In addition to broker events, Newmark Grubb Knight 

Frank will tour the premises with small groups of brokers to promote the space. We will work with Ownership to 
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ensure that the “Path of Travel” is as appealing as possible and we will arrange to have a member of the building 

staff at all showings to help answer field questions in real time. 

The Leasing Team understands the fundamentals of performing site tours as sometimes, brokerage professionals 

only get one opportunity to make a lasting impression on a tenant tour. For each tour, we will make sure basic 

preparations have been made to the space that we are showing. These include making sure the lights are on in 

the space, the window blinds are open, keys are in hand, and garbage is not present anywhere. We will also be 

sure to always have all marketing materials on hand during every site tour.  

The Newmark Grubb Knight Frank Leasing Team will actively follow up with potential users and brokers who tour 

space at the Property to solicit proposals. We will leverage our relationships with any firm in the market to ensure 

that the Property is thoroughly promoted. 

 
Newmark Grubb Knight Frank will provide coordination of all activities from the negotiation of primary business 

terms to the lease contract through to successful closing. During negotiations, we will pursue the following goals: 

 Focus on maximizing rent and other client objectives 

 Minimize the potential tenant’s ability to “re-trade" on the price 

 Maintain a compressed time frame to avoid a lengthy closing process 

 Provide OUE with sound strategic advice 

PREPARE DOCUMENTS 

In coordination with OUE and our co-brokerage partner, Newmark Grubb Knight Frank will prepare all responses 

to offers, Letters of Intent (LOI), and Request for Proposals (RFPs) using all relevant resources, with the 

understanding that these responses will ultimately form the basis for legal document drafts. We also suggest 

developing a pre-negotiated lease to expedite the leasing process for certain tenants under 10,000 square feet.  

PERFORM FINANCIAL ANALYSES OF PROPOSALS AND RESPONSES 

Professionals from Newmark Grubb Knight Frank’s Financial Services Group continually challenge themselves to 

refine and improve their analytical methodologies. The Financial Services Group evaluates the cash basis, pre- 

and after-tax ramifications (when relevant) for lease offers presented to illustrate the profit or loss in a consistent 

manner for all options presented. 
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WEEKLY STRATEGY SESSION/REPORTINGBI-MONTHLY STRATEGY SESSION/REPORTING

COMPARE QUALITATIVE VARIABLES 

In addition to comparisons to alternative leasing options and to the previously established pro forma for the space, 

we will compare all critical qualitative variables. Factors given considerable weight include the specific nature of 

the use and creditworthiness of the prospective tenant. Our combination and analysis of key elements will enable 

OUE to focus on the critical decisions that need to be made.  

NEGOTIATE TERM SHEET 

Newmark Grubb Knight Frank will use sensitivity analyses to guide negotiations of the best possible financial 

terms to substantially exceed initial benchmarks. We will also prepare a final term sheet as a tool for use by 

attorneys drafting documents and prepare a transaction trail showing the progress and status of all negotiations. 

MONITOR MARKETPLACE  

Newmark Grubb Knight Frank will implement a fluid, adaptive leasing plan based on marketplace activities, 

understanding that it will undoubtedly change throughout the course of our endeavor.  

Reporting – Newmark Grubb Knight Frank will conduct weekly leasing calls with OUE to discuss overall activity 

at the Property and specific transactions in process. Additionally, Newmark Grubb Knight Frank will create and 

deliver to you a bi-monthly leasing report that details all marketing and leasing activity at the Property. This will 

include an update of our marketing program (ad placements, direct mail, etc.) all broker phone inquiries, broker 

and tenant inspections, status of all pending offers, and leases out. If OUE chooses, Newmark Grubb Knight 

Frank will combine its leasing report with the report of its co-brokerage partners, so that one all-inclusive report 

can be deliver to OUE and discussed during our leasing calls.  

In addition, we will monitor all tenants in the market, assess our canvassing efforts to attract new tenants to the 

building, and review the status of all competitive spaces available. 

Strategy – It is imperative that our program remain fluid. Changes in the market (i.e., lease up, potential new 

space, factors affecting, tenant ability to conclude a deal, etc.) will determine the direction of our program and how 

we handle specific negotiations. Our ability to adapt to these changes quickly will determine our ultimate success. 

We will leverage success to augment rental achievements in subsequent negotiations.  
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8. How does your company track performances of your leasing agents?  

Newmark Grubb Knight Frank encourages an exchange of information, contacts and ideas among and between 

its teams of local and national brokerage professionals. At weekly meetings in each of our offices across the 

country, brokerage teams discuss current assignments in order to identify opportunities for collaboration and 

create a network of relationships. These meetings enable our teams to better understand local market activity and 

often to add value to their clients by introducing them to new prospective tenants or new space, depending on the 

context of a team’s assignment.  

In addition, our firm’s senior leadership is both active and collaborative. It meets regularly to discuss major 

projects being conducted across the country. Because this leadership is active in its respective markets, 

frequently conducting transactions for high-profile tenants, owners, and investors, it is able to form a robust 

network of information that can be utilized to benefit clients. For instance, our firm’s President and head of our 

landlord representation services, James D. Kuhn, actively pursues and performs assignments in New York City 

and nationally, distributing information about potential opportunities to the relevant leadership in our offices 

nationwide.  

9. How would you transition your leasing and renewal role into the Property smoothly and effectively? 

LEASING TRANSITION 

The transition process for the USBT establishes goals, maps a strategic plan and sets the stage for OUE and the 

Newmark Grubb Knight Frank Leasing Team to re-enter the market from an educated position. In understanding 

its own goals for the project and how those goals sync with the existing real estate climate, OUE will avoid many 

of the roadblocks, delays and mistakes sometimes associated with marketing campaigns. 

Making decisions that result in successful agencies takes time and preparation—even if a client has already 

worked through many of its objectives in the past. Financial, timing and operational needs that can have an 

impact on OUE’s bottom line must be re-researched, analyzed and taken into account in any strategy preparation 

and goals must be fully explored to determine the transaction parameters. By establishing OUE’s ultimate goals 

up-front for the leasing of space at the USBT, a consensus can be created between all decision makers on a 

course of action. For the Newmark Grubb Knight Frank team, such agreements streamline the leasing process 

and allow for rapid response to potential tenants. Consensus building is an ongoing process, and one that is 

important to the formulation of a leasing plan that truly works. Some of the criteria to be agreed upon include: 

 Pricing for leases by floor and size of transaction 

 Concessions to be made to tenants in the form of free rent, TI, etc. 

 Timing parameters 

 Type/Size of users to pursue as tenants 

 Property management and administration 

The input of all stakeholders will be elicited and explored in building consensus. To arrive at a consensus for new 

qualitative, operational and financial objectives for the leasing of the USBT, Newmark Grubb Knight Frank will 

embark on an extensive analysis of the building, market drivers, and economic and Downtown Los Angeles real 

estate market trends as they relate to the Property’s current and future situation, as well as its pricing. Through 

these analyses, OUE and the Newmark Grubb Knight Frank Leasing Team will gain a truly thorough 

understanding of the USBT’s position in the market as well as the market’s reception to the forthcoming leasing 

campaign. 



 

  

  37  

 

10. Can you please discuss your tenant and landlord relationship strategies? 

Our strategy for ensuring that every tenant in a property has a good relationship with ownership focuses on tenant 

retention. Specifically, in Downtown Los Angeles it is common for tenants to relocate often, usually because of a 

poor relationship with ownership. Our Leasing Team collaborates with the Property’s property management team 

to understand tenants’ level of satisfaction with ownership. We reach out to tenants individually, forming intimate 

relationships with each, in order to keep the tenants happy and accommodated. In addition, we host business-to-

business events for tenants within a property to foster a convivial, connected tenant community within every 

building we lease. Our methods are extremely effective at retaining tenants.  

11. Can you guide us through your due diligence process before taking on a building or an assignment? 

The first phase of our leasing agency process comprises an extensive analysis of both the Property that we will 

be leasing and the market in which that property resides. For a complete overview of this phase of our process 

please refer to our response to question 7 of this proposal.  

12. Please provide 3 current referrals on the Tenant Representation side and 3 current referrals on the 
Landlord Representation side. 

References 

Landlord Representation 

Broker Client Reference Contact Information Services Provided 

Don Hudson 
AEW Capital 

Management 

Thomas E. Mullahey 

Director 

601 S. Figueroa St., Suite 
2150 
Los Angeles, CA 90017 
T: 213-312-2610 

tmullahey@aew.com 

 Agency Leasing 

and Property 

Repositioning  

Gibran Begum 

Alliance 

Commercial 

Partners 

Larry Lance 
Partner/Portfolio 
Manager 

165 South Union 
Boulevard Suite 510 
Lakewood, CO  
T: 303-986-2222 

www.alliancecp.com 

 Agency Leasing 

and Property 

Repositioning of 

523 W 6th Street 

(“Pacific Center”) 

Eric Hasserjian 
AVP Advisors, 

LLC 

Richard S. Ziman 

Chairman 

10940 Wilshire 
Boulevard, Suite 1950 
Los Angeles, CA 90024 
T: 310-689-7711 

rziman@avpadvisors.com 

 Agency Leasing 

and Property 

Repositioning 

Jay Luchs  
KRE Capital 

LLC 

Matt Khoury 

Founder and 

Managing Partner 

315 S Beverly Drive, 
#201 

Beverly Hills, CA 90212 

T: 917-763-7307 

mkhoury@krecapital.com 

 Retail Agency 

Leasing 

 

http://www.alliancecp.com/
mailto:rziman@avpadvisors.com
mailto:mkhoury@krecapital.com
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Tenant Representation 

Broker Client Reference Contact Information Services Provided 

Clayton 

Hovivian 

Allen Matkins Leck 

Gamble Mallory & 

Natsis LLP 

Richard C. 
Mallory, Esq. 
Partner 

Three Embarcadero Center, 
12th Floor 
San Francisco, CA 94111-4074 
T: 415-273-7488 

rmallory@allenmatkins.com 

 Tenant 

Representation 

Clayton 
Hovivian 

Duane Morris LLP 

Frederick J. 
Strittmatter 
Director of Real 
Estate and 
Facilities 

30 South 17th Street 
Philadelphia, PA 19103-4196 
T: 215-979-1410 

fjstrittmatter@duanemorris.com 

 Tenant 

Representation 

Jay Luchs 
LVMH Moet 
Henessy Louis 
Vuitton, Inc. 

Adam Gang 
Counsel/Director 
of Real Estate 

19 E 57th Street 

NY, NY  10022 

T: 212-931-2744 

adam.gang@lvmhny.com  

 Retail Tenant 

Representation 

13. Please provide salient contract terms (i.e., term, termination provisions, proposed fee structure, 
miscellaneous costs, etc.). 

Brokerage compensation is a key marketing decision that affects the USBT’s opportunity to compete for available 

business in the market. The Leasing Team strongly feels that ownership should embrace a commission policy 

consistent with market conditions at the outset of the project. The following table illustrates our proposed 

compensation contract terms. We look forward to discussing these terms further with OUE and mutually 

determining the length of time of our contract.  

Transaction Type 
Lease Term 
Period 

Direct (No Outside 
Broker) 

Outside Broker 

Newmark Grubb 
Knight Team/Co-
Brokerage Partner  

Newmark Grubb 
Knight Team/Co-
Brokerage Partner 

Outside Broker 

New Yrs. 1-5 
Yrs. 6-10 

3-4% 
1.5-2% 

3% 
1.5% 

4% 
2% 

Expansions 
Yrs. 1-5 
Yrs. 6-10 

3-4% 
1.5-2% 

3% 
1.5% 

4% 
2% 

Renewals Yrs. 1-5 
Yrs. 6-10 

3-4% 
1.5-2% 

3% 
1.5% 

4% 
2% 

 

Please note: 

 Percentages detailed above are based on FSG rents. 

 We suggest offering a $1.00-$2.00-per-square-foot broker bonus for any outside broker lease-up on new 

transactions during the initial 12 months of the marketing campaign.   

mailto:adam.gang@lvmhny.com
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14. Please provide a proposed staff organization chart with management bios. Please separate leasing staff 
and corporate support staff and state the amount of time corporate staff will allocate to the project. Will 
the proposed staff also represent other properties? If so, what properties would those staff members also 
represent? How would you ensure the correct amount of focus between the Property and the other 
properties so that there is no conflict or preference? What measures do you put in place to prevent 
conflict? What would you propose as the split of commissions between the individuals on the leasing 
team? 

PROJECT TEAM ORGANIZATION 

Newmark Grubb Knight Frank has assembled a superlative, multi-faceted Team for this assignment—a Team that 

comprises members of our Los Angeles offices’ most experienced senior leadership. This impressive assemblage 

of professionals is reflected in the following organizational chart. On the following pages, please find professional 

biographies for each of the Team members.  

 

  

GIBRAN BEGUM                           ERIC HASSERJIAN
Managing Director                                    Senior Managing Director

Transaction Leader                        Creative Tenants Transaction Leader

INTEGRATED RESOURCES

NATIONAL LANDLORD ADVISORY
Steven Adamcyzk
Executive Vice President

DON HUDSON
Executive Vice President

ACCOUNT EXECUTIVE

MARKET RESEARCH
J.C. Casillas
Regional Vice President

TRANSACTION SPECIALISTS

Single-Point-of-Contact; 

Transaction Management 

FINANCIAL ANALYSIS
Larry Wass
Regional Director

CLAYTON HOVIVIAN
Executive Managing Director

TENANT ACTIVITY ADVISOR

JAMES D. KUHN                     CHUCK HUNT
President                                           Executive Managing Director

EXECUTIVE OVERSIGHT

PROJECT MANAGEMENT
Thomas Bartnett
Project Manager

CAPITAL MARKETS
Michael Kane
Executive Managing Director

MARKETING
Maricela Uribe
Marketing Coordinator

JAY LUCHS
Executive Managing Director

Retail Transaction Leader

Marketing and Leasing Strategy; Deal Negotiations; Site Tours
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Professional Biographies 

DON HUDSON 

Executive Vice President  

Newmark Grubb Knight Frank 

445 S. Figueroa Street, Suite 3300 

Los Angeles, CA 90071 

dhudson@ngkf.com 

T 213.596.2200 

F 213.488.0819 

RE License #00637048 

 

Years of Experience  

30 Years 

 

Areas of Specialization  

 Landlord Representation  

 Tenant Representation  

 

Partial Client List 

 Accenture  

 AEW Capital Management 

 Bank of America 

 Hammerson Properties 

 IBM 

 Mutual of Omaha 

 USC/Health Sciences 

 USC/Information Sciences 

 Korn/Ferry International 

 State Compensation Insurance Fund (CA) 

 Walt Disney Company   

 

 

Professional Background  

Don Hudson is the Executive Vice President, Managing Director of the 

Downtown Los Angeles office at Newmark Grubb Knight Frank. As a 

commercial real estate professional in the Los Angeles market for over 

30 years, Don provides his clients with strategic advisory and 

transaction services, completing numerous lease transactions 

throughout Southern California.  He has worked in Downtown Los 

Angeles for over 15 years and has complimented that experience by 

working in the San Fernando Valley for 10 years.  An expert in the 

development of office leasing and marketing strategies, he has 

consistently been recognized for his sales and leadership skills.   

Mr. Hudson is committed to helping his clients make the best strategic 

decisions possible to ensure that they met their business and real 

estate objectives.  He is focused on developing trusted, long-term 

partnerships with his clients – employing his market knowledge, high-

level relationships and negotiating expertise.   

Leasing Assignments  

 Warner Center Properties (2,300,000 square feet) 

 Figueroa Plaza II (300,000 square feet) 

 818 Building (370,000 square feet) 

 1100 Wilshire (325,000 square feet) 

 1000 Fremont (300,000 square feet) 

 Union Bank Plaza (600,000 square feet) 

 IBM Tower (600,000 square feet) 

 444 Building (100,000 square feet) 

Education 

 Bachelor of Science – Business, University of Southern California  

Professional Affiliations 

 Los Angeles Commercial Realty Association (LACRA) – Past Board 

Member 

 University of Southern California Board of Governors 

 Santa Monica Hospital Foundation Board 

 Valley Presbyterian Hospital – Development Board 

 Economic Alliance of the San Fernando Valley – Past Board 

Member 
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JAMES D. KUHN, FRICS 

President 

 

Newmark Grubb Knight Frank 

125 Park Avenue 

New York, NY 10017 

jkuhn@ngkf.com 

T 212.372.2200 

F 212.372.2410 

 

Years of Experience  

30 Years  

 

Areas of Specialization  

 Strategic Real Estate Advisory and 

Consulting 

 Investment Banking 

 Leasing and Management  

 Workouts 

 Asset Sales 

 

 

 

Professional Background  

James D. Kuhn joined Newmark Grubb Knight Frank as principal and 

president in 1992 after 15 years in partnership with Bernard Mendik as 

owner/manager, where he acquired 11 million square feet of office space 

and 6,000 apartments; the company was sold to Vornado in 1997. He 

then spent two years in partnership with Bear Stearns and Chuck 

Davidson of Steinhardt Partners, where he purchased distressed assets 

from the RTC, FDIC and other financial institutions. In addition to his 

administrative duties at Newmark Grubb Knight Frank, Mr. Kuhn chairs 

the National Capital Markets and Property Management boards. 

During the course of his career, Mr. Kuhn has been advisor, broker or 

principal in over $4 billion in transactions for 30 million square feet of 

commercial and residential real estate. As an expert in the acquisition, 

leasing, management, repositioning and liquidation of major investments, 

Mr. Kuhn is also experienced in joint venture and equity financing. He has 

acted variously as merchant banker, de facto advisor, partner and co-

investor with such firms as Bear Stearns, Goldman Sachs, The Equitable 

Life Assurance Society, J.E. Robert Companies, Lennar-Morgan Stanley 

and Steinhardt Partners, among others, including the Kuwait Investment 

Authority (KIA) and Abu Dhabi Investment Authority (ADIA). Mr. Kuhn’s 

clients include The Blackstone Group, Malkin Properties, SL Green Realty 

Corp., Vornado Realty Trust, LNR Property LLC, TIAA-CREF, LAMCO, 

AmTrust Realty Corp., Mount Kellett Capital Management, New York 

University, Hudson Yards Development Corporation, NYC School 

Construction Authority and the City University of New York. 

Memberships and Appointments 

 Vice Chairman, Board of Trustees of Syracuse University and its 

Executive Committee 

 Chairman, Advisory Council of the Whitman School of Management at 

Syracuse University 

 Chairman, Advisory Board of New York University Schack Institute of 

Real Estate  

 Member, Board of Trustees and Board of Directors, National Jewish 

Medical and Research Center  

 Member, Board of Trustees of Pratt Institute  

 Member, Board of Governors of Real Estate Board of New York (REBNY) 

 Co-Chair, Lincoln Center’s Real Estate and Construction Council 

 Appointed to the state of New York’s Unified Court System as a qualified 

receiver in eight New York counties 
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Endowments 

 James D. Kuhn Real Estate Center at the Whitman School of 

Management at Syracuse University  

 The James and Marjorie Kuhn Program to Foster Diversity in Real Estate 

at the NYU Schack Institute of Real Estate  

 Funded Syracuse University’s Architecture Program in New York City 

 Funded Syracuse University School of Visual and Performing Arts’ 

Student Film Fund 

 Leo J. Kuhn Lobby for the School of Architecture at Pratt Institute 

 James Kuhn Fund for Fencing at Stuyvesant High School 

 Grant to NYU Langone Medical Center for sleep apnea research 

 James Kuhn Fund for Underprivileged Children for the San Antonio 

Fencing Club 

Awards 

In 1994, Mr. Kuhn received the National Jewish Humanitarian Award and 

was guest of honor at the Real Estate & Construction Industries’ annual 

Winter’s Eve Ball, which benefited the National Jewish Center for 

Immunology and Respiratory Medicine. 

Mr. Kuhn received the NYU Real Estate Service Award of the Year in 

1984 and the Young Man of the Year award presented by the Real Estate 

Board of New York in 1985. 

Mr. Kuhn graduated from Stuyvesant High School in 1965. He was 

captain of the fencing team, second place finisher in the tri-state 

championship, and member of the 1964 City Championship team. Mr. 

Kuhn went on to fence at Syracuse University, winning tri-state 

championships in 1968 and finishing 12th in the country. Mr. Kuhn, after a 

25-year absence, returned to fence in the veterans division, where he 

ranked seventh in the country by the time he retired in 2001. 

In 2011, he received a Letter Winner of Distinction Award from Syracuse 

University for his achievement as a student-athlete in fencing. 

Education  

Mr. Kuhn holds both a B.B.A. in Finance and an M.B.A. in Real Estate 

from Syracuse University. He endowed its new business school with the 

dean’s office and established the Leo and Sunnie Kuhn Scholarship for 

Entrepreneurial Studies in the Syracuse University Whitman School of 

Management. 
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CHUCK HUNT 

Executive Managing Director, 

Southern California Region  

 

Newmark Grubb Knight Frank 

445 S. Figueroa Street, Suite 3300 

Los Angeles, CA  90071 

chunt@ngkf.com 

T 213.596.2201 

F 213.596.6801 

 

Years of Experience 

23 Years  

 

 

 

Professional Background 

As Executive Vice President and Regional Managing Director, Chuck 

Hunt oversees brokerage in the Southern California Region. He is also 

responsible for transaction services, management services, project 

management and corporate services, and oversees the profit and loss 

for these disciplines. 

Prior to joining Newmark Grubb Knight Frank, Mr. Hunt was with Eastdil 

Secured as managing director, with responsibilities including managing 

and directing all professionals within the firm. He assisted with business 

planning, strategies and business development. Responsibilities also 

included an active role in overall business development of the firm to 

maximize Eastdil Secured’s efforts. Mr. Hunt was integral in strategic 

planning for the firm’s office locations, recruiting and business strategy.   

With Grubb & Ellis prior as executive vice president of the Los Angeles 

region, he was responsible for brokerage operations, revenue growth 

and managing the profit and loss of the region. Mr. Hunt was with 

Cushman & Wakefield earlier in his career, overseeing all real estate 

operations, including brokerage, strategic advisory, asset management, 

property management, appraisal and Southern California client teams. 

An active industry and community leader, Mr. Hunt’s memberships 

include member of the ULI and past board member of NAIOP. 

Education 

Mr. Hunt graduated from Arizona State University with a Bachelor of 

Science in Marketing. 
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GIBRAN BEGUM 

Managing Director 

 

Newmark Grubb Knight Frank 

445 S. Figueroa Street 

Suite 3300 

Los Angeles, CA 90071 

gbegum@ngkf.com 

T 213-596-2281 

F 213-596-6881 

RE License #01455990 

 

Years of Experience 

10 Years 

 

Area of Specialization  

 Agency Representation: 

Landlord & Sublandlord 

 

 

Professional Background 

Gibran Begum is a Managing Director in the Downtown Los Angeles office of 

Newmark Grubb Knight Frank.  A business graduate of Pepperdine 

University, Mr. Begum has been an active and prominent member of the 

greater Los Angeles commercial real estate industry. In 2005, the Los 

Angeles Business Journal named Mr. Begum as one of the few selected 

designees in their acclaimed, “Who’s Who of Emerging Brokers.” Before 

joining Grubb & Ellis in 2010, Mr. Begum worked at Cushman & Wakefield in 

Downtown Los Angeles since 2004. 

Mr. Begum uses his experience in the multiple disciplines of commercial real 

estate to strategically provide a full-service platform to his clients.  His 

practice is focused on office representation which involves the servicing of 

creative centers, new media shops, corporations and professional firms.   

Experience 

Mr. Begum has represented many notable tenants which has enhanced his 

experience representing private and institutional building owners.  In this 

capacity, he has managed several of the prominent high-rise trophy, mid-rise 

boutique and historical creative assets in Downtown Los Angeles. 

 

Past Landlord Representation Projects (Downtown L.A.): 

 

801 So. Figueroa St. 

‘Fig Tower’ 

458,159 SF 

Mani Brothers 

 

523 West 6th St. 

‘Pacific Mutual‘ 

424,598 SF 

Alliance Commercial 

Partners 

 

811 Wilshire Blvd. 

349,213 SF 

Jamison Properties 

 

888 West 6th St. 

95,490 SF 

Somerset Mngmt, LTD 

 

1212 South Flower St. 

67,952 SF 

The KOR Group 

 

605 West Olympic Blvd. 

102,587 SF 

Standard Oil Investment 

Group 

 
Education 

 Bachelor of Arts. – Pepperdine University 

 Master of Fine Arts – A.F.I 
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ERIC HASSERJIAN 

Senior Managing Director 

 

Newmark Grubb Knight Frank 

1875 Century Park East Suite 300 

Century City, CA 90067 

ehasserjian@newmarkkf.com 

T 310.407.6582 

 

Years of Experience 

24 Years  

 

Area of Specialization  
Landlord Representation  

 

 

Professional Background 

Eric P. Hasserjian joined Newmark Grubb Knight Frank’s Los Angeles 

office in 2012 as a Senior Managing Director. Leveraging more than 24 

years of experience and strong industry relationships, Mr. Hasserjian 

leads the firm’s landlord representation business in Southern California. 

Mr. Hasserjian brings a landlord’s approach to the discipline, while 

capitalizing on the firm’s robust management platform, to develop and 

execute a comprehensive regional growth plan. To date, he has 

completed more than 1,500 lease transactions and has been involved in 

more than $7 billion in investment sales transactions.  

Mr. Hasserjian has a comprehensive background in leasing, property 

operations, acquisitions and dispositions, value-add repositioning and 

development of office product nationally. He has led multi-regional 

leasing and operations teams, focusing on strategic decision-making 

and achieving performance goals aligned with company objectives. 

Prior to joining Newmark Grubb Knight Frank, he was a Senior Vice 

President with Arden Realty, Inc., where he spearheaded the leasing of 

a 9.5 million-square-foot national office portfolio, generating $175 

million in revenue annually. Additional responsibilities included 

overseeing a 6 million-square-foot office portfolio in North and West Los 

Angeles and the leasing of a 7 million-square-foot office portfolio in 

West Los Angeles and the South Bay, which included aggressive 

property repositioning programs. As part of the senior leadership team, 

Mr. Hasserjian was part of the $1.8 billion portfolio disposition to Cabi 

Investment Corporation in 2007. He also worked closely with the firm’s 

acquisitions team to facilitate accurate due diligence and underwriting 

for select portfolios and transactions. 

Mr. Hasserjian is an executive member of the Los Angeles Commercial 

Real Estate Association. He served on the board of directors from 1998 

to 2001 and was co-chairman of the board from 1999 to 2000. 

Community involvement includes Operation Gratitude, Family Service 

of Santa Monica, Weingart Foundation and Vista Del Mar.  

Education 

Mr. Hasserjian graduated with a Bachelor of Science degree in 

business administration with an emphasis in marketing from the 

University of San Francisco. 
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JAY LUCHS 

Executive Managing Director 

 

Newmark Grubb Knight Frank 

Retail 

1875 Century Park East  

Suite 1380 

Los Angeles, CA 90067 

T 310.407.6585 

jay.luchs@ngkf.com 

 

 

Professional Background  

Jay Luchs, Executive Vice President at Newmark Grubb Knight Frank, 

specializes in the sale and leasing of investment properties, with a 

focus on representing international retail and fashion brands in finding 

store locations. He also represents other non-fashion retail brands, 

restaurants and office tenants. Mr. Luchs represents various landlords 

throughout Los Angeles and in other select cities in leasing their retail 

and office properties. 

Mr. Luchs’ core areas of work in Los Angeles include the Beverly Hills 

triangle, specifically Rodeo Drive, Beverly Drive and the adjacent 

streets, the Robertson Blvd-Melrose Avenue corridor, Malibu Village, 

Hollywood and West Hollywood retail areas, Santa Monica, Venice and 

Brentwood. He also has a growing presence in New York and 

Washington D.C., and has been the landlord agent for deals in San 

Francisco, Miami, Aspen and Chicago. 

Mr. Luchs has represented the following fashion brands in finding 

locations in Los Angeles: Celine, Lanvin, Missoni, Jimmy Choo, 

Christian Dior, Louis Vuitton, Isabel Marant, Bottega Veneta, Etro, Nike, 

Converse, James Perse, Alice + Olivia, the Kardashians’ DASH store, 

Rachel Zoe, Paul & Joe, Kitson, Lisa Kline, Tory Burch, Joseph of 

London, Beats by Dre, Vosges Haut-Chocolat, 100% Capri, Robert 

Rodriguez, Make Up For Ever, LVMH, Monika Chiang (a Chris Burch 

brand), Alexis Bittar, Petit Bateau, Boulmiche, Neil Lane, Temperley 

London, Herve Leger, Jigsaw, Lancel Paris, BCBG, bebe, Coco de Mer, 

Switch South Beverly Drive, Badgley Mischka, Dominico Vacca, 

Damiani, Benefit Cosmetics, Davante, Planet Blue, Westime, Vertu, 

Opening Ceremony, lululemon, Odd Molly, Benefit Cosmetics, 

Catherine Malandrino and others (Full List Available). 

Mr. Luchs has represented multiple restaurants including, e baldi, Koi 

(outside of LA), Sushi Roku, Magnolia Bakery, Crumbs Bakeshop, 

Georgetown Cupcakes, Philippe Chow, Craigs, Fresh Corn Grill and 

others. 

Education 

Mr. Luchs is a 1995 graduate of the University of Virginia in 

Charlottesville, Virginia. 
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CLAYTON S. HOVIVIAN 

Executive Managing Director 

 

Newmark Grubb Knight Frank 

Tenant  Advisory Group 

Law Firm Practice Group 

445 S. Figueroa Street, Suite 3300 

Los Angeles, CA 90071 

chovivian@ngkf.com 

T  213-596-2288 

 

Years of Experience 

28 Years  

 

Areas of Specialization  

 Tenant Representation 

 Global Corporate Services 

 

 

 

 

 

 

 

 

 

 

 

 

Professional Background  

Clayton Hovivian has more than 28 years of real estate brokerage and 

consulting experience. Mr. Hovivian specializes in tenant representation 

and he has been retained on a variety of assignments that include 

conventional leases, build-to-suit transactions, lease renegotiations, 

headquarter relocations/consolidations, subleases/expansions and 

sales of office buildings, to name a few.  He is a member of Newmark 

Grubb Knight Frank’s Global Corporate Services division, which offers a 

fully integrated, best-in-class service platform to fulfill the unique 

requirements of each client. The division comprises senior executives in 

each major market across the country that leverages the strength of 

local knowledge with intelligent and fully integrated services. Mr. 

Hovivian is also a member of the firm’s Law Firm Advisory Services 

Group that is committed to representing tenant’s diverse needs and 

marketing real estate decisions. The Law Firm Advisory Services Group 

collaborates with other members of the firm to ensure they provide time-

tested solutions to the issues facing the legal industry, and supply 

clients with up-to-date information on industry trends impacting real 

estate decisions today and in the future. Mr. Hovivian has earned a 

strong reputation for his expertise, unparalleled service and the proven 

results he delivers to his clients. 

Clients Represented 

 Arthur J. Gallagher on various assignments totaling 250,000  

square feet 

 Manning & Marder on various assignments totaling 200,000 square 

feet 

 Lewis Brisbois Bisgaard & Smith for its 163,000-square-foot facility 

in Downtown Los Angeles 

 Transamerica Insurance Group on various assignments totaling 

150,000 square feet 

Education 

Mr. Hovivian received a Bachelor of Science degree in Business 

Administration from the University of Southern California. 
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LARRY R. WASS 

Regional Director, Financial 

Services / Los Angeles Metro 

 

Newmark Grubb Knight Frank 

445 S. Figueroa Street, Suite 3300 

Los Angeles, CA 90071 

lwaas@ngkf.com 

T 213.596.2282 

CA License # 01252572 

 

Years of Experience 

15 Years 

 

Areas of Specialization 

 Lease Cost Comparisons 

 Discounted Cash Flow Valuations 

 Lease vs. Buy Decision Models 

 Lease vs. Build-To-Suit Decision Models 

 Development Profomas 

 Corporate Consolidation Models 

 ARGUS Cash Flow Models 

 Land Value Proformas 

 Sale/Leaseback Structures 

 Sublease and Lease Buyout Models 

 Replacement Cost Analyses  

 Landlord/Tenant Indifference Models 

 

Professional Background 

Mr. Wass has fourteen years of experience in the real estate industry. 

Prior to joining Newmark Grubb Knight Frank, Larry worked at 

Cushman & Wakefield as a Senior Financial Analyst for the Capital 

Markets Group. In this capacity, Mr. Wass works directly with the firm’s 

clients and brokers to evaluate risk, valuation, and the structuring of 

complex leasing and investment transactions, including value creation 

and preservation through the due diligence process. Larry also worked 

as an Associate Director for CB Richard Ellis in Los Angeles, California, 

where he co-managed the Southern California Investment Properties 

Division. His responsibilities included budget variance analysis, revenue 

reporting and market forecasting.  

Responsibilities 

Preparation of specialized presentations and proposals based on cash 

flow optimization, tax mitigation, GAAP/financial statement enhancement, 

and the most efficient deployment of the client’s capital resources.  

Education 

Mr. Wass earned his Bachelor of Science in Business Administration, 

with an emphasis in International Finance and Economics, from the 

University of Southern California. He is a licensed real estate broker in 

the State of California.   
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J.C. CASILLAS 

Regional Vice President,  

Director of Research & Marketing 

 

Newmark Grubb Knight Frank 

2321 Rosecrans Ave, Suite 4200 

El Segundo, CA 90245 

jcasillas@ngkf.com 

T 310.491.2007 

F 310.491.2060 

 

Experience 

 2008 to Present: Regional Vice President, 

Director of Research & Marketing, Newmark 

Grubb Knight Frank 

 2006 to 2008: Client Services Manager, 

Grubb & Ellis Company 

 2000 to 2006: Research Services Manager, 

Grubb & Ellis Company 

 1999 to 2000: Research Analyst, Grubb & 

Ellis Company 

 1998 to 1999: Database Coordinator, Grubb 

& Ellis Company 

 

Professional Background  

J.C. Casillas joined Newmark Grubb Knight Frank in 1998. He is 

responsible for the management of the firm’s Southern California 

research and marketing operations. Leading a team of researchers and 

graphic designers, Mr. Casillas is involved in the analysis and 

presentation of commercial real estate information for the region.  

As part of the management team, he works extensively with brokers on 

business development projects, client presentations, specialized 

research assignments and speaking engagements. Mr. Casilla’s market 

information and analysis has been featured in the Commercial Real 

Estate Quarterly, published by the Los Angeles Business Journal. He 

has been recognized as the leading source of local real estate market 

information by various organizations and universities, including the Real 

Estate Research Council of Southern California, L.A. County Economic 

Development Corporation, the San Fernando Valley Economic 

Research Center and the University of Southern California’s Casden 

Office and Industrial Forecast. 

Professional Recognitions/Affiliations 

 Spirit of Grubb & Ellis Award, for Outstanding Service to the L.A. 

Metro Region, 2011  

 University of Southern California’s Casden Office and Industrial 

Forecast Committee Member, 2009 

 Certificate of Appreciation, University of Southern California Lusk 

Center for Real Estate, 2006, 2007, 2008 

 Grubb & Ellis Client Services Employee of the Year, 1999 

Education 

Mr. Casilla’s received his Bachelor of Science degree in Public Policy 

and Management, with a minor in Business, from the University of 

Southern California.  
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STEVEN ADAMCZYK 

Executive Vice President -  

Property Management and 

Landlord Services 

 

Newmark Grubb Knight Frank 

500 W Monroe Street, Suite 2900 

Chicago, IL 60661 

sadamczyk@ngkf.com 

T 312.224.3102 

 

Years of Experience  

20 Years  

 

Areas of Specialization 

 Property and Facilities Management 

 Agency Leasing 

 Project Management 

 

Professional Background  

Steven Adamczyk joined Newmark Grubb Knight Frank in 2010 as the 

executive vice president – property management and landlord services. Mr. 

Adamczyk brings over 20 years of notable real estate industry experience 

and oversees the strategic direction, development and success of the 

Property management and landlord services group across the U.S., 

outside of the New York region. Mr. Adamczyk’s role highlights the 

accelerated expansion of Newmark Grubb Knight Frank Capital Group and 

the corollary growth of property management and landlord services 

nationally to contribute to the firm’s global full-service platform. Mr. 

Adamczyk will be working in partnership with the Capital Group to broaden 

and strengthen the firm’s relationships with the institutional investor 

community. He is additionally charged with ensuring a fully integrated 

property management and landlord advisory capability for delivering 

consistent, best-in-class services across the U.S. Mr. Adamczyk’s 

demonstrated leadership is underscored by an extensive background in 

property and asset management and leasing with a primary focus on client 

relationship management.  

Prior to joining Newmark Grubb Knight Frank, Mr. Adamczyk served as the 

managing director of Cushman & Wakefield’s Midwest Investor Services 

Group, overseeing a portfolio of nearly 20 million square feet positioned 

throughout Chicago, Minneapolis/St. Paul, St. Louis,  Detroit and northern 

Ohio. Mr. Adamczyk profitably doubled the size of the Midwest portfolio by 

leading a strategic reorganization and guiding a truly client-centric service 

delivery platform. Among his many accomplishments, Mr. Adamczyk and 

his Midwest team consistently earned client reviews which were year-over-

year among the highest in the United States.  

Mr. Adamczyk further honed his property management and leasing 

expertise as a former vice president for Trizec Properties, where he 

possessed full P&L responsibility for the company’s 2.5 million-square-foot 

Chicago office portfolio and a member of the company’s national accounts 

team. Mr. Adamczyk successfully led all asset repositioning and marketing 

initiatives for the Chicago portfolio, including personally closing lease 

transactions totaling 350,000 square feet. In addition to leading several 

successful corporate initiatives at Trizec, Mr. Adamczyk developed and 

implemented its national client development program. Prior to that, he was 

a vice president and group manager at Jones Lang LaSalle where he 

directed the Property management and leasing services in the Chicago 

area for a roster of high-profile institutional clients. 

Education 

Mr. Adamczyk received his Master of Business Administration degree from 

DePaul University in Chicago. 
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THOMAS A. BARTNETT 

Project Manager 

 

Newmark Grubb Knight Frank 

445 South Figueroa Street 

Suite 3300 

Los Angeles, CA  90071 

tbartnett@ngkf.com 

(213) 596-2222 

 

Areas of Specialization  

 Master Planning 

 Due Diligence 

 Acquisition and Disposition 

 Portfolio & Project Management 

 Move & Relocation Management  

 

Professional Background  

Thomas Bartnett has more than 35 years in aerospace contracts, 

construction and project management experience in all phases of 

commercial property improvements. Working closely with clients who 

include Fortune 500 companies, institutional investors, large owner 

occupied and small business operators Mr. Bartnett brings his knowledge 

and professional experience to ensure the successful implementation of 

our clients’ objectives.  

Thomas’s varied experience and hands on management style place him in 

a unique position to add value by ensuring all project elements are 

carefully managed in great detail, resulting in professional results. As a 

principal partner-owner in an LLP, Mr. Bartnett developed and delivered 

turnkey services to GSA/Federal Government offices, ranging from land 

acquisition, build-to-suit, move management, lease administration to 

property management.  

Major Clients Represented 

 Bank of America 

 Solec International-Sanyo 

 National Bank of Arizona 

 United Health Care 

 Littler Mendelson 

 RBS Securities 

 Kraft Foods 

 Sony-Ericson 

 BMW North Americas 

 Zurich Insurance 

Education 

 UCLA Extension, purchasing, contracts management studies. 

 Mt San Antonio College, Architecture, Fire Technology studies. 

 Certificates-Affiliations: Six Sigma, State of California pest control 

applicator, Habitat for Humanity, USGBC 

 

 

 

  



 

  

  52  

 

MICHAEL F. KANE 

Executive Managing Director 

 

Newmark Grubb Knight Frank 

Capital Markets Group 

445 S. Figueroa Street, Suite 3300 

Los Angeles, CA 90071 

mkane@ngkf.com 

T 213.596.2261 

C 949.294.8435 

 

Years of Experience 

23 Years  

 

Areas of Specialization  

 Investment Sales 

 Acquisitions 

 Dispositions 

 Investment Management 

 Valuation 

 

 

 

 

Professional Background 

Mr. Kane brings more than 20 years of real estate experience to the 

Capital Markets Group of Newmark Grubb Knight Frank. Prior to joining 

Newmark Grubb Knight Frank, Mr. Kane worked primarily at CBRE in 

brokerage and as a principal with CBRE Global Investors. Mr. Kane has 

performed more than $6 billion in acquisitions and dispositions of 

institutional quality properties throughout the Western United States. He 

is a proven leader in developing and executing new business practices 

along with generating and maintaining critical relationships throughout 

the United States. Mr. Kane has earned a strong reputation for his 

integrity, expertise, real estate knowledge, unparalleled client service 

and diversified track record. 

Mr. Kane’s most notable recent transaction involved the more than 

$200 million purchase of 400 S. Hope in Downtown Los Angeles, a 

value-add investment of a high-quality, Class A high-rise office building 

located on Bunker Hill and comprising more than 700,000 square feet of 

space. Mr. Kane also has experience with both buyers and sellers 

involving note purchases, partnership recapitalizations and loans. 

Clients Represented 

 AEW 

 American Realty Advisors 

 Angelo Gordon 

 Arden (GE) 

 Bentall 

 Berwind 

 Birtcher 

 Bixby Land Co. 

 Blackrock 

 Blackstone (EOP) 

 Brookhollow 

 Carlyle 

 CBRE Global Investors 

 Clarion 

 Cornerstone Advisers 

 DRA 

 

Education 

Mr. Kane received a Bachelor of Arts Degree in Finance from the Loyola 

Marymount University in Los Angeles, California.  

 Ford 

 Greenlaw Partners 

 Guggenheim 

 Invesco 

 Investcorp 

 Jamison 

 KBS 

 Koll 

 LBA 

 Legacy Partners 

 Lexington 

 Lincoln 

 LNR 

 McMorgan 

 Menlo Equities 

 MetLife 

 MPG 

 Northwestern 

 Praedium 

 Principal 

 Prudential 

 RREEF 

 Rockwood 

 Shidler (POPT) 

 Starwood 

 TA Associates 

 TIAA CREF 

 The Muller Co. 

 Tishman Speyer 

 Transpacific Dev. 

 UBS 

 USAA 
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MARICELA URIBE 

Marketing Coordinator 

 

Newmark Grubb Knight Frank 

445 S. Figueroa Street, Suite 3300 

Los Angeles, CA  90071 

muribe@ngkf.com 

T 213.596.2243 

F 213.488.0819 

 

Years of Experience 

20 Years  

 

 

 

 

Professional Background 

Maricela Uribe joined Newmark Grubb Knight Frank in 2011.  She 

provides marketing and graphics support as well as assist with the 

development of new marketing and presentation materials.  

Experience 

Before joining Newmark Grubb Knight Frank, Ms. Uribe worked in the 

Los Angeles office of Colliers International. She assisted various 

brokerage teams, (i.e., landlord representation, office/industrial 

investment and healthcare broker) with their marketing needs.  She also 

assisted the Regional Operations Manager with the administrative/office 

supervision for three Colliers offices. For six years, Ms. Uribe was the 

Chapter Administrator for the Society of Industrial and Office Realtors 

(SIOR) Los Angeles Chapter. She planned all of the meetings, golf 

tournaments and assisted the Board of Directors with any requests and 

projects. 

Education 

Ms. Uribe studied General Education at El Camino College. 
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Account Team Roles and Responsibilities 

The following table details the responsibilities and commitments of each of the Team members.  

Leasing Team Member Role / Responsibility 

 

Don Hudson 

 

Account Executive 

 Single-Point-of-Contact 

 Marketing Strategy 

 Transaction management, targeting unrepresented tenants 

 Manage deal negotiations and site tours 

 

Gibran Begum 

 

Transaction Leader 

 Marketing strategy and implementation, targeting the brokerage 

community  

 Deal negotiations 

 Site tours 

 

Eric Hasserjian 

 

Creative Tenants Transaction Leader 

 Marketing strategy and implementation, targeting creative tenants 

 Deal negotiations support 

 Site Tours 

 

Jay Luchs 

 

Retail Transaction Leader 

 Marketing strategy and implementation, targeting retail tenants 

 Retail deal negotiations 

 Retail Site Tours 

 

Clayton Hovivian 

 

Tenant Activity Advisor 

 Market Information 

 Reporting 
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Corporate Staff Team Member Role / Responsibility Time Spent on 
the USBT 
Assignment (%) 

 

James D. Kuhn 

 

Executive Oversight 

 Marshall national resources, as necessary  

 Provide prospective tenant opportunities from 

around the country 

As needed 

 

Chuck Hunt 

 

Executive Oversight 

 Quality assurance control 

As needed 

Larry Wass Financial Analysis 25 

J.C. Casillas  Market Research 25 

Steven Adamcyzk National Landlord Advisory As needed 

Thomas Bartnett Project Management As needed 

Michael Kane Capital Markets As needed 

Maricela Uribe Marketing 25 
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Conflicts 

The Leasing Team represents no other properties greater than 100,000 square feet in Downtown Los Angeles. 

For this reason, the Team will be committed to the representation of OUE and to the leasing of the USBT. Though 

the corporate staff supports other brokerage professionals outside of those on the Team, they will be available to 

the Team on a regular basis and, because of the importance of this assignment to our firm, they will make tasks 

related to the leasing at the USBT one of its top priorities.  

As stated previously, for the duration of this assignment, the Downtown Los Angeles Leasing Team members will 

not accept or purse any landlord representation assignments that would impact their ability to provide diligent, 

dedicated service to OUE. If any potentially conflicting agency assignments arise during this time period, we will 

notify OUE immediately and seek your approval prior to pursuing the opportunity.    

Commission Sharing 

Team Member Name Team Member Role Percent of Commission (%) 

Don Hudson Account Executive 40 

Gibran Begum Transaction Leader 35 

Eric Hasserjian Creative Tenants Transaction Leader 20 

Jay Luchs Retail Transaction Leader 80/20* 

Clayton Hovivian Tenant Activity Advisory 5 

 

*For retail transactions, Jay Luchs will receive 80 percent of the commission, with the remaining Team members 

splitting 20 percent of this commission.  
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15. How do you manage the turn-over of leasing staff and corporate support staff? How long does it take to 
back-fill open positions, and do you have interim staff available to fill the open positions? 

With a robust staff of more than 60 professionals, our Los Angeles offices are equipped to easily handle the rare 

event of a turnover in the leasing or corporate support teams. Should one of the Team members for this 

assignment leave our firm, we will notify OUE immediately, work quickly to replace this member with a person of 

comparable experience and expertise, and present our replacement recommendation to OUE for approval.  

 


