TPt T PP

h

-

pue spuoq’ 1UALIIISACH

w12)-8U0] JO UON(Iq 00€$ O 7} SEM SIU) MBUY O, ‘PIES ABU) ,'MaIA 8U} MES PUE U] PBYIEM 3M UBUM,,
dn Anq 01 ue(d spaq ayL ‘Aeg eyuog Je Jomo} eUads3 U} 12 0PUO3 J00J-UIE | JiaY} Ul Addey AiaA aie UBWaIO [IBS) PUB oBP
2ayreur Sursnoy

'Sl 9} BAlAAI pUB SMO[
utoﬁzﬁmn .ﬁs..m adeduow
aAup djay 01 Aepsaupapy
uonoe  Areufploeiixe
SAAIAsaY [BI9pa Ayl w0y
auaq o1 A a1noA A[jea
S
pIfos ‘qof poo8 e 108 aa,noA
I —  NDIONIHSYM

sS8ld pajejoossy eyl

umop sajes abefLiow
8AUP PINoo UoRdy |

yoyreur |

- OATADI &

014998 | P i . - 300
Spad J13SLIAB SSYT0 Y N Ava vLNog | VLS Y3

600Z ‘22 HOUYIN ‘Avanns ||

aye)sH [eay

‘LI G'|$ o} SI1aAj 1o4 Uy ‘Ryunwiwog sae] Jewoy 1o | "adeg aLp ul AyunLuLUOD [eAopueS
sjuswede sAng Auedwiog  jopou paysiun B S OZaly UL Uum A8jasys WioH aiqgeq 1eaiN
i.w __Em._a__.._ TIJHIWNOD €19 1 %33M 40 INOH T300N -~ CI9 1 STHINIHL FHL NI

3LUOL MU B 10} U21eas 10 Saulpeay 1saje| ay) 89S L) 'ssasd=-smaul ¢( |




G4 | THE NEWS-PRESS, REAL ESTATE, SUNDAY, MARCH 22, 2009 ***

COMMERCIAL CONNECTION

Commercial real estate business is changlng

Brokers looking more
to leasing, not selling

Can you smell it?
Change is in the air.

Conventional financing
for most commercial real
estate acquisitions today
remain close to non-exis-
tent. Commercial real
estate brokers are looking
more to leasing and prop-
erty management to ride
out this economic storm.
As students of the real
estate market, we are see-
ing some pretty interesting
changes in values and the
manner in which business
is being conducted.

The root of these
changes is motivated sell-
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ers who must sell.
Investors possessing cash
and intestinal fortitude are
getting some great deals
out there, For example, a
national home builder
paid $13.5 million for a 40-
acre parcel on Colonial
Boulevard in Fort Myers
behind Brothers

in December 2005. A local
doctor/investor recently
bought that same parcel
for $3.3 million cash in
October 2008. When a sell-
er tells you he needs to
close next week, your

leverage as a buyer is pret-
ty strong.

And so it goes in this
changing marketplace
where commercial brokers
seek out motivated sellers
who need to sell — such as
banks with foreclosed
properties on their books.
Brokers with RTC experi-
ence from the early 1990s
savings and loan crisis are
dusting off their old
resumes in anticipation of
many comm foreclo-
sures over the next few

years.
The hotel industry is
getting whacked more so
than other segments of the
commercial real estate
market. People are staying
home, playing it safe and

thinking about their
future. Business travel is
down dramatically. Sud-
denly it seems to be taboo
to stay in fancy resort
hotels as public displays of
ostentatious living. Public
companies need to book
their annual conferences
ina Motel 6 or Econo-
lodge while dining at Waf-
fle Houses in order to
avoid being politically
incorrect these days. You
can imagine how owners
of hotels such as Hyatt,
Hilton and Radisson must
{ee‘kfi'la e
t happens in Vegas

... when no one goes to
Vegas? It can't be pretty.

This downward spiral of
the hotel industry is

worldwide. Average room
rates compared to last year

are down 20 percent in Los

Angeles, down 23 percent
in Paris, down 27 percent
in New York, down 28 per-
cent in Dubai, down 32
percent in Rome and
down 36 percent in Lon-
don.

Global sales of hotels in
2007 totaled roughly $120
billion. Industry experts
are hoping global hotel
sales reach $10 billion in
2009. Luxury and upscale
hotels are frantically cut-
ting rates to attract busi-
ness. Average room rates
in London are down to
$140 per night. When the
dust finally settles, big
hotel chains should get

bigger. Big hotel chains
have massive infrastruc-
ture with large marketing

ets.

Smaller players and
ind ent hotels oper-
ate at a distinct disadvan-
tage when going head-to-

head with reputable
national ﬁ;g%me]s in
today's diminished mar-
ket. Industry experts
expect to see many con-
versions from small inde-
pendent to national flag
chains as a path to survival
over the next few years.

sor at Sperry Van Ness.
Contact him at 826-4174 or
at marka@svn.com.




