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POWERPARTNERS

Washington Federal.
invested here.

Washington Federal is a national bank, but we've tried to act more like a
reliable next door neighbor. Ever since we got our start back in 1917, we've
been helping to build healthy, thriving communities. And, as active members
of our communities, we're truly invested in clients like you - delivering simple,
straightforward banking solutions to help you make the most of your money.
We know our success depends on your success. That's why we work hard to
develop long term relationships with our business clients, from commercial
real estate financing to treasury management services.

MOUNTAIN POWER

ELECTRICAL CONTRACTORS

We earned our stellar reputation from over 25 years of hard work, unwavering
commitment, and a willingness to collaborate. Mountain Power Construction
specializes in outside power line construction, with extensive experience in
Transmission, Distribution, Substation, Boring, Drilling and Renewable Energy
Construction — and we also offer Fiber Optic Services. We're based in Post Falls,
Idaho and serve clients throughout the Western and Midwestern United States.
Although we have a storied past that we're proud of, we continue to look to
the future. We consistently innovate and unearth ways to improve upon every
facet of this industry. And we have the right people in place to take us forward
— folks who work every day to create unique solutions and deliver trustworthy,
valuable insight.

HOLLAND & HART. PN

Holland & Hart’s real estate lawyers are known throughout the Mountain
West for connecting buyers, sellers, developers, builders, lenders, investors,
landlords, and tenants with legal support to finance, acquire, divest, manage,
develop, and lease real property assets nationwide. Whether it is the acquisi-
tion and development of one of the largest mixed-use projects in the United
States, the lease of a retail site in a shopping center, or anything in between,
Holland & Hart’s real estate team provides efficient and practical representa-
tion for our industry clients.

BUSINESS
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Mark and Betty Heath have been in the contract furniture industry since
1979. In 1985, they established Business Interiors of Idaho. As their business
continued to expand, Mark and Betty built and moved into their current
showroom at 176 S. Capitol Boulevard in downtown Boise. Business Interiors
was founded on customer service and continues to base their success off of
satisfied customers. Business Interiors can assist your organization with a com-
prehensive bid, space planning and installation.

CONSTRUCTION

inc.

RADIX has developed a simple business philosophy, which incorporates the
values of “Partnering, Quality Assurance & Full Disclosure.” The success of any
project is dependent on the cooperative non-adversarial efforts between the
Owner, the Architect, the Engineers, the Interior Designers, RADIX and the
Trade Contractors and Suppliers. RADIX's proactive management style begins
during the conceptual stage of the project, continues through the design de-
velopment stage, the construction stage, and the project’s completion and
warranty period. This approach focuses on providing construction manage-
ment and general contracting services designed and developed to meet the
individual project needs and budget of the Owner.

NEXTITLE  ))

A TlTI_E & ESCROW CO.

NexTitle is a regional full-service title and escrow company with its new
corporate headquarters in Meridian, Idaho. NexTitle has a full-on commer-
cial team comprised of sales, escrow, and title personnel that are experi-
enced, smart, and driven. Whether it's a purchase and sale, new construc-
tion, or refinance, NexTitle has the team, technology, and customer service
necessary to provide your clients the best title and escrow experience around.
In addition to Idaho, NexTitle has offices in Washington, Oregon, California,
Nevada, Hawaii, Arizona and Alaska.

BRS Architects has been teamwork focused since inception. Understand-
ing the value of teamwork and how it relates to project success is one of the
most distinguishing characteristics of BRS. From the initial kick-off meeting,
through project completion, the firm's approach to design and project admin-
istration is based on a collaborative effort. Through all aspects of a project,
BRS utilizes this approach by maximizing the talents, skills, and experience of
all the members of the project whether they are a BRS employee or an outside
consultant. This team centered approach provides the client with the highest
value for their project by enhancing efficiency, providing better communica-
tion, and creating a highly effective method for problem solving.
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PRESIDENT’S
MESSAGE

It is with great honor and privilege that I serve as the 2017
Idaho CCIM Chapter President. I must admit a very per-
sonal connection to CCIM, which is my late grandfather be-
came an honorary member in 1969 when CCIM expanded
from its roots in California across the United States. Like
many people who witnessed the Great Depression, Grand-
daddy Don was an extremely hard worker and he loved the
real estate business. He was the most gregarious and hon-
orable person I've known and was one heck of a storyteller.
Is there any wonder CCIM wanted him as an ambassador?

What is a CCIM? The acronym stands for Certified Com-
mercial Investment Member. To obtain the designation an
industry veteran must attend nearly 200 hours of course-
work, pass a series of exams related to financial and mar-
ket analysis, submit an extensive portfolio of experience and
be recommended by their industry peers. In short, CCIM
designees are experts and leaders in commercial real estate.
There are over 13,000 members across the globe and the

please join our Idaho CCIM Chapter. No designation or
CCIM training is necessary. LeAnn Hume and Roger Tit-
mus are our Membership Committee Chairs.

The goals of the Idaho CCIM Chapter are to provide a so-
cial avenue to get to know industry peers outside of busi-
ness, provide balanced discussion about current affairs and
to deliver applicable continuing education related to finan-
cial analysis and market diagnostics.

Thanks to our incredible cast of 2017 Power Partners:
Holland & Hart, Radix Construction, BRS Architects, Busi-
ness Interiors of Idaho, Mountain Power, Washington Fed-
eral Bank and NexTitle. We couldn’t be a success without
your generous support.

If you or your company ever require professional advice
or analysis related to commercial real estate, please seek a
member of our organization as you can be assured they are
one of the finest in the trade.

Scott Raeber
2017 CCIM
Idaho Chapter President

CCIM Institute is celebrating its 50" Anniversary.
If you are not a CCIM but are an enthusiastic and dedicat-
ed person to a field which relates to commercial real estate,

Sincerely,
Scott Raeber
2017 CCIM Idaho Chapter President

Board Members - ldaho Chapter

Scott Raee, cam

President Vice-President

Mike Erkmnn, cam

David Gronbeck L
Treasurer

Gl
w
i

Steve Cannariato, CCIM
Education Chair

WHY USE A CCIM?

There are countless benefits to working with a CCIM.
Commercial real estate investment requires the counsel
of a qualified professional. A Certified Commercial Invest-
ment Member provides clients with the assurance that
every decision will be made in the best interest of their in-
vestment objectives. When assembling a commercial real
estate investment team, start with a CCIM

CREDIBILITY

CCIM is the most prestigious designation commer-
cial real estate professionals can achieve within the indus-
try. Graduate-level education, coupled with industry-lead-
ing technology tools, practical proven experience, and in-
depth knowledge of their local markets, gives CCIMs the
ability and the credibility to conduct business confident-
ly and successfully. By partnering with a CCIM, you effec-
tively utilize the top-level, most reliable performers in the
industry: with an average of 19 years of experience, 70%
of CCIM members hold executive-level positions and 90%

Roger Titmus, CCIM
Membership Committee

Colin Hudson, CCIM
Programs Committee

of members refer clients to other business services. When
you use a CCIM, you choose the most credible profession-
alin the business.
COMMUNITY

Today there are CCIMs in every state, across Cana-
da and Mexico, and in more than 30 countries around
the world. Domestically, the network encompasses more
than 1,000 markets, from large metropolitan areas to
small cities and towns. A truly global network, CCIMs are a
powerful force in markets large and small. When you use a
CCIM, you choose a trusted community of real estate pro-
fessionals that are consistently sought for their depend-
ability, intelligence, success and confidence.

INTEGRITY

CCIM designees are bound to the strictest ethical
guidelines and standards of practice in the industry to-
day. In addition, each CCIM has successfully completed
a graduate level program comprised of 160 hours of ed-
ucation. If you ask around the industry, you'll learn that
companies and other real estate professionals are more

Devin Ogden, CCIM
Immediate Past President

Nicole Davis, CCIM
Executive Director

eAnn Hume, CCIM
Secretary

e

Mike Greene, CCIM
Past President

likely to seek out experts who possess the CCIM desig-
nation, as they know CCIM stands for trust, knowledge
and reliability. When you use a CCIM, you choose experts
with integrity.
MEASUREMENT

Overall, CCIM’s global network enables members to
close thousands of transactions annually, representing
more than $200 billion in value. But closing transactions
is only part of what CCIMs can do. In addition to holding
deal-making occupations in every property sector, CCIMs
are also found in leasing, asset management, develop-
ment, lending, financing, property management, site se-
lection and corporate real estate positions. So, whatever
assistance your real estate project requires, a CCIM can
help you achieve a better result. In fact, only 6 percent of
all commercial real estate practitioners hold the elite CCIM
designation, which reflects not only the caliber of the pro-
gram, but why it is one of the most respected designa-
tions in the industry. When you use a CCIM, you choose a
professional who produces measurable results
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Some Investment Advice

By Matthew Naumann

The current expansion of the
U.S. economy started in mid-2009.
Growth in that time has been slower
than in most past recoveries and the
Fed has kept short term interest rates
artificially low in hopes of stimulating
faster economy expansion. The Fed
changed course over the past year
and is increasing short term rates,
partly to restrain growth, but most-
ly to return rates to a more normal-
ized level. Increased interest rates and
their impact on commercial real es-
tate are becoming common topics of
discussion and speculation among
commercial real estate professionals.
While higher rates have a down side,
they can also be a sign of improve-
ments in the overall market.

Higher rates generally mean high-
er debt service costs for borrowers.
Additionally, spreads between in-
terest rates and capitalization rates
come under pressure to compress
during periods of increasing rates.
However, rising interest rates signal
a strong economy. Rates rise because
of growth in gross domestic prod-
uct, low unemployment, and overall

inflation. The Fed’s willingness to
raise rates signifies that the economy
has recovered enough that it no lon-
ger requires the support of artificially
low interest rates.

Thanks to overall growth in the
economy, tenants have more mon-
ey in their pockets and they can pay
higher rents for the real estate they
occupy. Our local market has seen
this in the retail sector over the past
few years due to growing consumer
confidence and increasing spending,
with a few exceptions caused by shift-
ing consumer behavior, not weaken-
ing market fundamentals. The office
sector, which has been slower to re-
cover since the last recession, is start-
ing to feel the impact of the improved
economy as evidenced by the success
of projects such as Eighth & Main,
the Clearwater Building, Simplot
World Headquarters, and the numer-
ous projects underway around the
Ten Mile interchange. Our industri-
al market has been remarkably con-
strained on the supply side because
rents did not justify new development
despite expansion in the overall econ-
omy. That phenomenon is showing
signs of changing, too, which should

result in increased market activity in
the industrial sector.

Rising interest rates should also
discourage over-leveraged specula-
tive development and overbuilding in
general. Developers will look to limit
their exposure to increasing debt ser-
vice costs on vacant buildings, which
should improve the position of own-

assume rents will continue to grow,
as well. Be conservative with lever-
age and you should be able to handle
the changes.

Our advice to owners is to con-
sider locking in rates for longer
terms, if possible. Rates are still
near historic lows and debt is wide-
ly available.

Allinvestors need to pay close attention to the
fundamentals of their real estate. Know your
markets and submarkets.

ers of existing buildings. This should
also slow the rising cost of construc-
tion, both the costs of materials and
labor, which is a positive for investors.
Capitalization rates are at histor-
ic lows for most asset classes. How-
ever, it appears that we are at or near
the bottom as these rates have start-
ed to tick up slightly for some sectors.
This is not surprising as capitalization
rates typically rise with interest rates.
Our advice to buyers is to be re-
alistic in their underwriting assump-
tions. Assume rates will rise but also

All investors need to pay close at-
tention to the fundamentals of their
real estate. Know your markets and
submarkets. Understand your ten-
ants. Pay close attention to your in-
come and expense statements. Grow
rents where possible, and control
expenses, and, perhaps most impor-
tantly, keep a healthy balance sheet
and be prepared for the future. ll

Matthew Naumann is an asso-
ciate broker at Cushman ¢ Wake-
field Commerce.
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Irrlgatlon (ompany Shares

Tayler W. Tibbitts
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By Tayler W. Tibbitts

Real estate brokers routinely work
with legal documents like purchase
and sale contracts and deeds. An as-
tute broker can greatly aid a client
by understanding the legal nuts and
bolts of the transaction with which
he or she is assisting. One such le-
gal issue that has been flying under
the radar until recently is the differ-
ence between water rights and irri-
gation company shares in the con-
text of real property conveyances.
This article briefly highlights the is-
sue and provides some insight on
how to make sure one’s client is get-
ting all he or she pays for in the pur-
chase and sale contract.

Thelssue

The basic rule in a real property
conveyances is that unless specifi-
cally excluded, water rights go with
the land. However, there is an im-
portant legal difference between wa-
ter rights and shares of stock in an
irrigation company. This difference
has spawned a number of disputes
in Idaho courts about whether irri-
gation company shares also go with
the land, even when not mentioned
in a deed.

i

Irrigation companies are designed
to make applying water to land easi-
er. A landowner and water right hold-
er will typically transfer his or her wa-
ter right into the irrigation company
in exchange for stock. The irrigation
company holds the water right in trust
for the benefit of the land, and the
landowner now becomes a sharehold-
er in the irrigation company. The rub
is this: while water rights have been
unequivocally treated like real prop-
erty in Idaho, stock shares are typical-
ly considered personal property. And
just like a seller’s tractor, for example,
personal property will not go with the
land unless specifically included in the
purchase contract and/or deed.

This issue has recently percolated
to the surface before two Idaho Dis-
trict Courts.

The Disputes

D.L. Evans Bank v. Ballentyne
Ditch Company

In this case, a landowner and
stockholder in an irrigation compa-
ny encumbered his land with a note
to his bank by executing a deed of
trust. The deed of trust specifically
mentioned that stock in an irrigation
was also encumbered with the land.
When the landowner defaulted on

o Making Sure Your Clients Get What
o They Pay Forin a Real Estate Contract

the note, the bank foreclosed on the
deed of trust and acquired title, but
the landowner refused to transfer the
stock he held in the irrigation compa-
ny to the bank.

When litigated, the Court ac-
knowledged that the irrigation com-
pany stock shares did not fit the typi-
cal real property mold under the law,
but recognized that since the deed of
trust specifically mentioned the stock,
it went with the land. Therefore, the
shares must go with the land acquired
by the bank through the foreclosure.

Eagle Creek Irrigation Company v.
A.C. & C.E. Investments

The Court in this case addressed
a different question. What happens
to irrigation company shares held
by a landowner when a deed does
not specifically transfer them with
the property?

Like the above case, the landown-
er and stockholder in an irrigation
company encumbered his property
by deed of trust. The bank eventual-
ly foreclosed on the deed of trust, and
the property was subsequently sold
at a trustee’s sale to the ultimate buy-
er. Neither the deed of trust nor the
trustee’s deed mentioned irrigation
company shares as being transferred
with the land.
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As a result, when neither the orig-
inal landowner and shareholder nor
the irrigation company would recog-
nize the ultimate buyer as the right-
ful holder of the irrigation compa-
ny’s stock, the court was asked to an-
swer the question posed above: to
whom do these irrigation company
shares belong?

The court held that despite the
stock certificates not being specifi-
cally mentioned in either the deed
or deed of trust, they should be

treated just like a water right and go
with the land. In reaching this deci-
sion, however, the court noted that
there were potentially conflicting de-
cisions made by the Idaho Supreme
Court that could lead to a different
outcome if that court read its deci-
sions differently.

Word to the Wise

The outcome reached in both of
these court cases was similar: irri-
gation company shares go with

the land unless specifically exclud-
ed. But there is still a level of uncer-
tainty surrounding their decisions
since the Idaho Supreme Court is the
court that will have the last say on
the question.

As a result, a careful and prudent
real estate broker, when drawing up
or filling in the blanks on a real estate
purchase and sale agreement would
do well to (1) determine whether
the landowner holds water rights or
stock in an irrigation company; (2) if

the later, be sure to include the stock
in the list of items conveyed with the
real property on the contract; and (3)
carefully review any transfer docu-
ments prepared by the title compa-
ny or attorney to ensure that water
rights and irrigation company shares
are being transferred. ll

Tayler Tibbitts is the Idaho Opera-
tions Manager for NexTitle and a li-
censed attorney. He and his family re-
side in Boise.
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Experrence Kesults.

THE MOST CCIMS IN IDAHO. ¢

ESTATE

MIKE
KELLER

MICHAEL
BALLANTYNE

PETER
OLIVER

DAN
MINNAERT

JOHN

GREENE STEVENS

For over 25 years, our locally owned, independent
commercial real estate firm has built a team that features
the most accomplished professionals in the business. With
our group of CCIMs, you can rest assured that we're ready to
accomplish your goals.

| CONTACT US TO EXPERIENCE RESULTS.

-_—

tokcommercial.com

208.378.4600
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Greg Gaddis

With the election of our new
president, a few questions seem to
be common in the business com-
munity. How will Donald Trump’s
policies affect my business and my
client’s businesses? When will these
changes take place? How do we pre-
pare for and adjust to these changes?

The answer to these questions
may take a while to manifest them-
selves. In the meantime, our local
businesses should consider their
commercial real estate with an eye
toward an uncertain future. Putting
specific processes in place for acqui-
sitions or renewals of leased space is
critical to securing predictable real
estate costs.

The best leases capitalize on this
process and the resulting predict-
ability. There must be a clear and

consistent process by which to seek,
evaluate and secure real estate, and
this process must result in predict-
able future outcomes as they relate
to both the financial and flexibility
aspects of a long-term lease.

Process

Whether negotiating a renewal or
a new lease, leverage is key. Leverage
is established in the following ways:

« Engaging a Tenant Representa-
tive to work for you on your side
of the table.

o Starting the process early...in
some cases as much as two years
prior to a lease expiration date

 Gaining a full understanding of
the current real estate market and
landlord motivations.

Begin the process by taking an
early look at future needs and desires
of your business. Once you have a
thorough knowledge of your future
needs, look to the current market for
a solution. This may include a tour of
available options and, in a tight mar-
ket such as ours, meetings with ap-
propriate developers. The question
of whether to lease or buy should be
addressed at this time as well.

If a renewal of the existing lease is
possible or desired, there may be val-
ue in creating a visible search cam-
paign in order to create some noise
in the market about your potential
actions. On the other hand, a reloca-
tion may involve some covert action
in order to preserve the upper hand
or confidentiality.

Local market intel can provide
additional leverage. Is the landlord
facing a refinance or hoping to sell
the building soon? Is the building
losing or gaining a significant tenant
in the near future? These can be im-
portant bits of information and care
should be taken to understand the
other side’s motivations.

At the correct time in the pro-
cess, a proposal should be request-
ed from the current landlord and/
or prospective landlords. Asking for
a proposal rather than ‘making an
offer’ is a key step in the process to
preserve leverage and maintain a
clear and detailed understanding of
the options available in the market.
Receiving detailed information on
all aspects of a property will help a
business make an informed decision
about which is the best facility for
its needs.

Predictability:

As you negotiate, the aim should
be to secure a lease that provides
as much predictability as possible.
Most leases come off the press with
financial and flexibility terms in the
landlord’s favor. By understand-
ing a company’s need for a predict-
able future, a property owner can
usually agree to negotiate a win-
win document.

In order to obtain a predict-
able lease, some key points should
be carefully crafted. These points
can include:

o Clear language as it relates to oc-

L4

cupancy, rent and lease commence-
ment dates. This is especially im-
portant if tenant improvements
are involved.

o Predictable rent escalations

o Clear expense language regard-
ing who pays for various proper-
ty expenses.

o Clear, process driven options to
renew, expand and even options ter-
minate or purchase in some cases.

o Clear language on who takes care
of what, when and how as it relates
to building maintenance.

If the preferred location’s deal
terms contain acceptable language
regarding the above, and the fi-
nancial details are acceptable, a fi-
nal lease will be drawn up to reflect
these intended terms. A thorough
legal review would be the next step
in mitigating risk and ensuring pre-
dictability, and I always advise our
clients to engage a good real estate
attorney at this point. You can be
sure the other side has one!

In uncertain times, the above
process is time tested and worth the
extra effort. Remember, once signed,
a lease is a long-term commitment
and you will be bound by its lan-
guage. Kind of like an election re-
sult! W

Greg Gaddis is a principal with
Tenant Realty Advisors. TRA is Boi-
se’s only commercial real estate firm
specializing in the representation of
tenants and buyers.
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Design of space must evolve to an adaptable, organicapproach

HAWORTH"

By Mike Bahr, Mark
Bridgman, Kaj Helstrand,
Stefan Kiss and Mike O’Neill

Design projects are often an educat-
ed guess about the future. Whether it’s
an office, higher education, healthcare,
or hospitality environment, the space is
planned with assumptions about what
activities and technology might look
like five to eight years ahead. Often, due
to the cost of reconfiguration, the re-
sulting space remains unchanged for
a long while. These costs create pres-
sure to “get it right” the first time. After
all, nobody wants to build the case for
an expensive reconfiguration of space
two years after a project is completed.
This conventional approach to develop-
ing space can be described using a “ma-
chine” metaphor.

Interiors designed using the ma-
chine metaphor have spaces and fur-
nishings that are static, but well-craft-
ed to work together in a predetermined
manner, like the internal parts of a me-
chanical watch. These spaces work well
until change is required. They are costly
and difficult to change because each part
was so closely designed to work with the
others. There is no flexibility “built in”
to the system. While the machine met-
aphor can still be a successful way of or-
ganizing space for some organizations,
it is less successful for those that need

Colliers

INTERNATIONAL

240 W Taylor Avenue | Meridian

Rare find! Two industrial buildings totaling
+80,000 SF on 7.25 acres with a large
rail spur. Easy 1-84 access. For sale/lease.

— — —
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213 N 9th Street | Downtown Boise

Excellent ground floor restaurant or
retail space. Available immediately in a
top-tier building close to everything.

Learn more about these and other listings at 208-345-9000 or www.colliers.com/boise

—— ——
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to respond quickly and efficiently to fre-
quent change.

At Haworth, we suggest an “organic”
metaphor as a process for creating, man-
aging, and maintaining space. The or-
ganic metaphor is that of a living thing,
with internal systems that adapt in re-
sponse to environmental changes.

Organic Workspace anticipates the
need for change

Like a living organism, Organic
Workspace gracefully adapts to change
over time

Create a space that “builds in”
adaptability to change

Build flexibility into your work-
space strategy and reduce costs

Adopt work policies that provide ex
work time and support work in on-site
locations, as well as training on how to
most effectively use new planning mod-
els and spaces.

Engage employees in develop-
ing the right workspace strategy (and
help them manage change), which
can include their input into the plan-
ning process and review of initial de-
sign configurations.

Use a planning model that offers
greater variety of workspace types
and overall flexibility - not a rigid
solution that tries to anticipate every
unique need.

Integrate flexible building systems,
such as raised access floor systems, to
allow routing of under floor HVAC,

Calderwood Park | Boise

Acquire an established multi-tenant
retail center on Overland Rd. in a strong
growth market. Huge upside potential.

1204 6th Avenue N | Nampa

Newly remodeled flex office/industrial
space for sale. Conveniently located next
to Downtown Nampa and the freeway.

power, and data.

Accommodate changes to how
space is partitioned, by using de-
mountable walls and furniture systems
instead of drywall or other tradition-
al solutions.

Select furnishings that work to-
gether and can be reconfigured, sup-
porting “mix and match” as planning
needs evolve.

The investment in Organic Work-
space is truly realized when the time
comes to change the space. The “ma-
chine metaphor” space must at-
tempt to absorb change within its rig-
id framework—while Organic Work-
space gracefully accommodates change
through some of the following tactics:

Optimize your investment be-
tween internal and external resourc-
es for managing the reconfiguration
of sub- architectural elements and fur-
nishings. The best approach might be
a mix of both, since (with the proper
training) internal facilities teams can
react quickly to the need for change.

Consider temporary storage of un-
used furnishings. Since the footprint
of the space can flex more readily with
an organic model, plan to store un-
used furniture for reuse in other loca-
tions, a sustainable practice that can

Accelerating success:"

also increase financial flexibility and re-
duce costs.

Reconfigure the space as need-
ed—and to test new ideas. An Organ-
ic Workspace approach better facilitates
change and can be used as a test bed for
emerging ideas and planning concepts
without the usual time and disruption
to employees.

Engage employees in the ongoing
workspace change process through
regular review of workspace goals and
strategy, and by soliciting their feedback
on work and space needs.

This article has been edited for
length. Il

Mike Bahr, Mark Bridgman, Kaj
Helstrand, Stefan Kiss and Mike
O’Neill are part of the Haworth Re-
search Team. Haworth research in-
vestigates links between workspace
designand human behavior, health
and performance, and the quality of
the user experience. We share and
apply what we learn to inform prod-
uct development and help our cus-
tomers shape their work environ-
ments. To learn more about this topic
or other research resources Haworth
can provide, visit www.haworth.com.

;I

877 Main Street | Downtown Boise

Beautiful and prominent office space
for lease. Offers the best parking in
downtown 2:1,000. High-end finishes.

7479 S Cole Road | Boise

o6+ acres prime development land with
utilities stubbed in. Zoned for mixed use.
Call for Offers Due Wednesday 5/31/17.

o
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Brian Wonderlich

Brokers beware. The Idaho Su-
preme Court recently held that bro-
kers can be liable for, knowingly or
unknowingly, giving a client mis-
leading information about a prop-
erty, even when the contract with
the client expressly states the broker
does not have a duty to investigate.
Brokers will be well served to under-
stand this decision and how to pro-
tect themselves from becoming sim-
ilarly liable to a client.

In that recent case, Path to Health,
LLP v. Long, a holistic health busi-
ness in Idaho Falls hired a real es-
tate broker to locate a property for
its operations. One of the properties
shown to the client was a four-unit
condominium designed for use as

Clay Karwisch

Anna Eberlin

commercial office space. According
to the client, they asked the broker
about zoning, and the broker told
them that he had checked the zon-
ing and repeatedly assured the client
they would be fine. The client ulti-
mately purchased the property.
After closing, the client learned
that the property was not zoned
for commercial use. The seller and
the other businesses in the building
were instead operating under condi-
tional use permits, which could not
be transferred. The client ultimately
filed suit against the broker and his
brokerage. Under the terms of the
Buyer Representation Agreement,
the parties had agreed that “Broker
will not investigate the condition of

FERAANAG 1B

il

any property including without lim-
itation the status of permits, zon-
ing, ... or compliance of the proper-
ty with applicable laws ... and Client
must satisfy themselves concerning
these issues by obtaining the appro-
priate expert advice”

In its decision, the Idaho Supreme
Court did not consider the language
in the contract controlling, and in-
stead considered the statutory duties
that every broker owes to clients. In
Idaho, if a buyer or seller enters into
a written contract for representation,
that buyer or seller becomes a client,
and the broker then owes that client
certain duties. Those duties include
the duty to exercise reasonable skill
and care and to promote the best
interests of the client in good faith,
honesty and fair dealing. Brokers
also have a duty to disclose to the cli-
ent all adverse material facts actually
known or which reasonably should
have been known by the broker and,
when appropriate, advise the client
to obtain professional inspections
of property or to seek appropriate
professional advice. These duties are
mandatory and cannot be waived.
Brokers, however, have no duty to
conduct an independent inspection

'I; ! L b
LR RIS
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of properties.

Because the parties entered into a
Buyer Representation Agreement in
this case, the broker was subject to
these duties. While the Broker had
no statutory or contractual duty to
independently investigate the zon-
ing of the property, the Court found
that the absence of such a duty did
not give the broker license to mis-
lead the client by providing false in-
formation. Consequently, despite
the rather clear language in the con-
tract that the broker had no duty to
investigate the zoning of the prop-
erty, the Court held that accepting
the truth of the allegations made by
the client, the broker made a mis-
representation that the zoning of the
property was consistent with the cli-
ent’s needs. That constituted suffi-
cient evidence for the client’s suit to
proceed to trial.

One of the key takeaways from
Path to Health, LLP v. Long is that a
broker’s statutory duties cannot be
waived even if the contract explicitly
contains such a waiver. Further, the
case makes clear that a broker can-
not rely on its lack of an affirmative
duty to independently investigate
matters such as zoning when a client
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specifically asks about those matters
and the broker provides information
in response. Thus, a broker should
consider carefully whether they are
comfortable providing a substantive
response and, if the broker decides
to do so, ensure the information is
accurate. Further, as a best prac-
tice, brokers should ensure that they
document their responses in writ-
ing whenever a client seeks advice
on matters like this. Such documen-
tation need not be formal, but can
simply be a follow-up email after a
discussion confirming what was dis-
cussed and reiterating the response
or that the client should seek other
professional advice if they have con-
cerns about specialized matters such
as legal, tax, environmental or struc-
tural matters.

In the Path to Health case, the
broker could have recommended
that the client obtain a zoning con-
firmation letter from the applica-
ble governmental authority, order
a zoning report from a zoning dili-
gence company, or obtain a zoning
endorsement in its title insurance
policy. By documenting such rec-
ommendations, brokers can ensure

that there is a written record of their
advice and they can help prevent
clients from forming a misunder-
standing regarding the condition of
a property. Importantly, it can also
help brokers protect themselves
from liability in the event of unfore-
seen issues with the property after
closing.

Brian Wonderlich is a litigation
partner at Holland & Hart who helps
clients solve complex real estate and
commercial disputes and represents
clients in matters before or involv-
ing government agencies. He can be
reached at bcwonderlich@holland-
hart.com

Clay Karwisch is an associate at
Holland & Hart whose practice fo-
cuses on commercial real estate trans-
actions. He can be reached at cwkar-
wisch@hollandhart.com.

Anna Eberlin is an associate at
Holland & Hart who represents cli-
ents in a wide variety of transactional
matters, including the areas of com-
mercial and real estate transactions,
financing, and corporate work. She
can be reached at aeeberlin@holland-
hart.com.

Experience Matters | Call Your Broker

Buying and selling commercial real estate is no walk in the park and you don't have to do it alone.
When you're ready to make a move, call your commercial broker.

PioneerTitleCo.

COING FEYOND

£

Locally owned and operated since 1949.
[ARNREAIELa {0im

Share your #CallYourBroker and #PTCHappyClosings photos with @pioneertitleco on Instagram and Facebook.
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GET ON BOARD! Pub

By Victor Ferral

It's no secret that the Treasure Val-
ley and City of Boise are experienc-
ing a period of unprecedented activi-
ty and growth. What does the chang-
ing Boise skyline, major residential
developments, and the ever-increas-
ing job opportunities mean for the
way we move about the valley and the
city? According to the U.S. Census
Bureau, the City of Boise experienced
a 37 percent population growth from
1995 to 2015, but ridership has de-
creased over that same amount of
time! This little-known fact is some-
thing that the valley’s transit agency,
the Valley Regional Transit (VRT), is
well aware of; however, that doesn’t
mean it’s not relevant to the valley’s
residents. It's important for the Trea-
sure Valley to address public trans-
portation now more than ever as it
should prepare for a larger popula-
tion, increased business opportuni-
ties, and to continue to accomplish
the City of Boise’s Lasting, Innova-
tive, and Vibrant (LIV) initiative. A
brief examination of public transit
systems in the Pacific Northwest can
provide an insight in bringing togeth-
er architectural urban forms, place
making, and safe, convenient rid-
er experiences.

As Boise continues to grow, there
is an opportunity to implement spe-
cific rider oriented areas like a tran-
sit mall. Located in the heart of Port-
land, TriMet.org explains how the
Tri-County Metropolitan Transpor-
tation District of Oregon (TriMet) in-
novatively placed stops on the right-
hand side of the street for rider safety,

O Eagle Riverside Park & Ride
Hi

Maple Grove

Collister

(atalpa

Bergeson

BOISE “,
AIRPORT

Routes and times subject
to change without notice.

installed clear and large signage for
easy way finding for the commuter’s
next stop, and construct-

ICtransitin

retail destinations by adding services
during peak hours, more frequent
trips, and extended

ed shelters that are both
convenient and safe.
They provide protec-
tion from the elements,
are well-lit, and incor-
porate the appropriate
displays into the design
for the convenient use
of the rider. For exam-
ple, driving down Over-
land Road in Boise, a lot
of stops are just a bench
with an advertisement
on its back rest. With some ingenuity,
this becomes an excellent opportuni-
ty to provide a positive design feature
for the cityscape.

Let’s look at Spokane, Washing-
ton, where they are also experienc-
ing record growth and development.
Their city has congested roads sim-
ilar to our own Eagle Road in Me-
ridian. The population increase has
significantly affected traffic volume
which in turn not only makes com-
mutes longer, but also strains the lo-
cal government’s resources on road
repairs and maintenance. How has
public transit been a solution for the
residents of Spokane to be less-auto-
mobile dependent? According to the
Spokane Transit Authority (STA),
voters last year approved the STA
Proposition #1 that allowed for “lo-
cal sales and use tax of up to 0.2% to
help maintain, improve, and expand
public transit” By investing with the
commuter’s convenience first, the
STA is improving the access of en-
tire communities to hospitals, health
centers, schools, universities, and

Victor Ferral

hours of operation.

The expanding fa-
cilities and resources
of Boise State Univer-
sity, the recently ex-
panded law school for
the University of Ida-
ho, and the future con-
struction of the down-
town College of West-
ern Idaho campus are
transforming the city
into a college town.
Gary Wildish wrote on the topic of
how the Lane Transit District (LTD)
found in Eugene, Oregon has con-
stantly strived to connect services
and neighborhoods in its communi-
ty to the University of Oregon. From
introducing the nation’s first tran-
sit system to be accessible for people
with disabilities in 1985 to including
the nation’s first hybrid electric buses
in 2000. LTD receives a large amount
of funding from the State of Oregon
in the form of a state payroll tax ded-
icated to public transit. That funding
helps them maintain a large fleet of
buses and vans, increased bus routes,
and allows them to continue to pro-
vide a wide range of service hours
throughout the week and on week-
ends. With its strong, diverse student
population, investing in their mo-
bility throughout the city was key in
determining what amenities assisted
and promoted public transit rider-
ship. Not only is this helping the uni-
versity, but it brings life and connec-
tivity to the community as a whole
for Eugene.

the Treasure Val

Y

The American Public Transporta-
tion Association (APTA) states that
the benefits of public transit play a cru-
cial role from providing solutions to
the country’s challenges in economics,
energy, and environmental preserva-
tion to helping provide a better quality
of life to all. Without a doubt, the sub-
ject of public transportation is a com-
plex matter in the Treasure Valley. The
demand for a more reliable, conve-
nient, and comfortable public transit
will only continue to grow. However,
the examples mentioned here demon-
strate that there are ways to provide
funding for successful, sustainable
public transit services and amenities
that can begin to reduce our automo-
bile dependency, increase our mobility
from neighborhood to neighborhood,
and help maintain the economic de-
velopment that the valley is enjoying.
The cities of the valley - Boise, Gar-
den City, Meridian, Eagle, Caldwell,
Nampa, Star and Middleton - can all
come together and be part of the solu-
tion to improve the current state of
public transportation. The Treasure
Valley is still in the early stages of this
growth and the time is now to address
this need. H

Victor Ferral has been with BRS
Architects since 2014. He works on
a wide range of project types includ-
ing educational, government, and
commercial. He assists with model-
ing, drafting, preparing documents
for construction, and the construc-
tion administration process as well.
When he is not busy at the office, you
can find him playing soccer, traveling,
and enjoying the Boise nightlife.
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Don't Let Underwriting Leave a Bad Taste in Your Mouth

By Bryan Churchill

How many 12 letter curse words do
you know? I can think of one..., Un-
derwriting! Now this one won’t lead
you to sample the latest culinary de-
lights offered by your Mom, courte-
sy of Irish Spring, however it can taste
just as bad.

The underwriting criteria that
many financial institutions follow to-
day can seem like a moving target,
with no consistency from transaction
to transaction. It can leave us won-
dering if this is function of the finan-
cial institution, government regula-
tion, or just a clear and concise effort
to make your life miserable. There are
a number of factors that play a part in
establishing an institutions credit pol-
icy for underwriting purposes. These
can include, federal and local regula-
tory restrictions, financial tolerance
levels within the institutions, the need
to deploy capital while at the same
time protecting the integrity of the as-
set base. As a lender, I work directly
with customers to help meet under-
writing guidelines and obtain financ-
ing for their projects, so I see firsthand
the concerns that arise.

From global cash flows to the ra-
tio of debt to tangible net worth, many
of the same basic principles will ap-
ply to each and every transaction. The

\ anENR
i Contractor
y oftheYear

primary overarching points that al-
most all lenders will consider with
each request remains founded in what
is commonly referred to

it's over, more than likely, concessions

will have been made on all fronts.
Perhaps of more interest at the pres-
ent time is how the cur-

as the five “C’s” of lend-
ing. These include the
Capital and Conditions,
which will grade the his-
toric financial perfor-
mance of a company
and/or guarantor, as well
as what the funds will be
used for. The Collater-
al (if applicable), will be
reviewed to assess the
leverage position vs. the
value of the asset being
offered as collateral. The financial Ca-
pacity to repay the debt will also be an-
alyzed. And perhaps most importantly,
the Character of the company and/or
guarantor will always play a major roll
when a financial institution considers
any request.

A weakness or shortfall in one of
these key categories, with the excep-
tion of “Character”, can still result in
the financing of a project, depending
on the strength in the other categories.
However, if this is true for more than
one category, it will more than likely be
a “pass” for the lending institutions. I
am not saying that some of these trans-
actions won't get done, however it will
be along and arduous road, and before

1444 S Entertainment Ave, Suite 300 | Boise, ID | (208) 429-6740

PHOENIX | BOISE | IRVINE | SANJOSE | SALT LAKE CITY | ORLANDO | HAWAII |

Bryan Churchill

rent market conditions
here in Idaho are poten-
tially affecting credit pol-
icies. It is true that mar-
ket conditions can cer-
tainly impact what is an
acceptable credit risk
at any given time. Lo-
cally we have seen such
a strong market on al-
most all fronts over the
past few years, because of
this, the one area of con-
cern that is beginning to loom over us
is the possible saturation in certain as-
set classifications. These saturations
can be felt internally by financial in-
stitution, or within the market itself.
When these constraints are beginning
to be felt, it could affect the level of
leverage available to the borrowers, the
pricing for that loan request, or even
the access and availability to that type
of credit.

Here is a basic example of an asset
class saturation. Let’s say a local mar-
ket had a need for 2,000 residential
rental units, to fill these needs build-
ers and investors began to buy land
and plan their projects. Within a year
that market has 5,000 units in various

stages of construction and lease up.
We would find ourselves with a sur-
plus of 3,000 units, which could cre-
ate a number of problems, i.e. vacan-
cy rates increasing, surplus driving
the market rents lower and lower,
debt servicing constraints leading to
default. We can all agree that this is
not a market we want to live in, or
problems we want to deal with.

The credit policies and underwrit-
ing guidelines established by most
financial institutions are set to not
only protect that institution, but also
the borrower, and consequently the
integrity of the market as a whole. As
such, the best choice we can all make
is to work together to understand the
markets we have here in Idaho, and
how we can best service them. We
do this through sharing information,
and open lines of communication,
which will keep us all well informed
of the needs in the communities we
live in. H

Bryan Churchill is vice president of
commercial real estate at Washing-
ton Federal. He is a second-genera-
tion Idahoan residing in Eagle with
his wife, Carrie, and their 3 children.
He has been with Washington Feder-
al for 15 years, and in banking/lending
for over 20 years. Additional organi-
zations include serving as the current
Loan Committee Chair for the ICRC.

CONSTRUCTING WITH INTEGRITY ‘
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Commercial construction trends to look for in the future

By Dave Ward

The following is my prospec-
tive on what I believe will be some
noticeable trends that will shape
the commercial construction in-
dustry this year and in the future.
They include:

Collaborative Project
Delivery Methodology

It is my belief that the days of de-
sign-bid-build project delivery pro-
grams are winding down. Collab-
orative approaches are expected be
more common and gain ground.
Too often in a competitively bid
construction project, contractors
are awarded a project based purely
on their bottom line, without being
involved in any upfront planning or
discussion of design intent. Not only
can this lead to unrealistic requests
and expectations from the client,
because there hasn’t been a con-
versation about factors that could
impact the construction schedule
and budget, but it can also create
an adversarial relationship from the
start. Design-Build and Public-Pri-
vate Partnerships are two of the
most often cited methods that are
altering the industry, and are like-
ly to gain ground. The design-build
process consolidates the design and
construction phases and allows the
owner, architect, contractor and
other project stakeholders to collec-
tively determine project goals, cost,
risk-sharing, and compensation. On
the public-sector side, Public Pri-
vate Partnerships (P3s) involves a
government entity hiring a group
from the private sector to design, fi-
nance and build projects. The group
will then operate and maintain the

facility for years before turning it
over to the Owner.

Streamlining Processes
In today’s market a commer-
cial construction firm must be con-
stantly looking for ways to effective-
ly streamline its business processes.
It is a business with a lot of moving
parts, which requires a continuous
effort of collaboration and coordina-
tion with clients, architects, munici-
palities/building officials having ju-
risdiction over the project, multiple
subcontractors and suppliers, and
a myriad of other entities including
staff members with an interest in the
project. To accomplish the some-
times-daunting task of managing
these disciplines, it is vital to have
well-thought-out project controls,
procedures and systems in place to
keep everything running effective-
ly and efficiently. These goals can
only be achieved by recruiting sea-
soned construction and administra-
tive professionals, who have the pas-
sion for the construction industry,
then providing them with the train-
ing and tools that they need to be
successful. After trained, these em-
ployees will be introduced to work
environments where-by each em-
ployee is encouraged and incentiv-
ized through a collaborative effort
to continuously evaluate the latest
technologies. Equipped with these
tools, we as a design/build construc-
tion team will always be research-
ing innovative ways to improve our
business practices, thus allowing us
to be cost efficient and provide bet-
ter services to our clients. Examples
of our successes in this area includes:
o Opver the past several years our es-
timating department moved to an

entirely digital construction bid-
ding process — an effort that in-
cluded training our staff, subcon-
tractors and suppliers to use this
new technology. By going digital,
we eliminated many costly and
time consuming steps, especially
reprographic, and travel expenses.
 Last year our field operations
group introduced drone technol-
ogy. This tool is now helping us
with improving many aspects of
our business.

« Justrecently, we were able to over-
haul our cost code procedures, and
eliminated a number of redundan-
cies, saving considerable account-
ing and administrative man-hours.

o Presently, we are evaluating new
advancements in construction re-
lated software, which will provide
interfaces to bridge our bidding, ac-
counting, and project management
software, thus saving us valuable
time and money.

Labor Shortages

One trend that the industry na-
tionwide would hope improves, as
employers struggle to staff their
projects, but instead continues to
be one of most serious concerns is
skilled labor shortages. This trend
is a direct result of more than 40%
of the skilled construction materi-
als and crafts workforce were forced
to leave the industry for other jobs
during the recession cutting near-
ly 2.3 million jobs. Unfortunately, a
significant portion of those workers
haven’t returned. A lack of techni-
cal training in schools and less em-
phasis on the trades are also con-
tributing to less workers enter-
ing the industry. These factors are
creating a significant struggle for

construction firms seeking employ-
ees. And, as a result, are leading to
higher project cost and impacts to
project schedules.

Material Costs

Another major trend that Con-
tractors are dealing with now is ma-
terial cost and delivery lead times.
This industry too was impacted as
well by the recession. Material in-
ventories are at an all-time low,
as manufacturers struggle to find
skilled craftsmen, or train crafts-
men to meet the present high vol-
ume construction material needs.
Due to competition for the inven-
tories available, material prices will
continue to rise.

In Summary, there is some pos-
itive news projected for the con-
struction industry. Respected an-
alysts are forecasting a continuing
demand for construction, combined
with nagging shortages in labor and
material, which will continue to im-
pact construction firms and proj-
ect budgets. The forecast for total
construction put in place for 2017
is $1,234.5 billion, a 6.3% increase
over 2016. This improved growth
is expected to carry over into 2018
where construction spending will
improve another 7.2%. Total resi-
dential construction is expected to
grow 7.4% in 2017 to $501.7 billion,
and total nonresidential construc-
tion is forecast to increase 5.5% to
$732.8 billion. W

David Ward is president of Ra-
dix Construction Inc. and a licensed
Construction Management Profes-
sional with more than 45 years of
“hands-on” domestic and foreign con-
struction management experience.
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What is the (CIM designation?

A Certified CommercialInvestment Memberisarecognized expertinthedisciplines of commercial
and investment real estate. A CCIM is an invaluable resource to the commercial real estate owner,
investor and user, and is among an elite corps of more than 9,000 professionals who hold the CCIM
designation across North America and in more than 30 countries.

LOCAL CCIM CHAPTER

THE IDAHO CCIM CHAPTERIIS A PRIVATELY

INCORPORATED CHAPTER OF THE CCIM INSTITUTE.

An affiliate of the National Association
of Realtors, the CCIM Institute has been a
recognized global leader in professional
education for more than 30 years. CCIM’s
membership includes: brokers, agents, cor-
porate real estate officers, REIT investment
executives, pension fund managers, devel-
opers, asset managers, investment counsel-
ors, appraisers, property managers, mort-
gage bankers, attorneys, accountants, and
others in allied fields.

The Idaho CCIM is: Dedicated to en-
hancing the technical knowledge,

READ IDAHO BUSINESS REVIEW EVERY DAY...
IT'S NEWS YOU CAN USE TO GROW YOUR BUSINESS!
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IDAHO BUSINESS REVIEW

TO SUBSCRIBE CALL 800-451-9998
OR VISIT IDAHOBUSINESSREVIEW.COM

CCONSTRUCTION

professional skills and business relation-
ships of every CCIM designee and candi-
date member through the creation and
consistent delivery of unique and out-
standing educational, mentoring and net-
working opportunities.

Professionals who have earned the
CCIM designation are required to continue
their standing with the CCIM institute on a
yearly basis to be allowed the privilege of
continuing to use the CCIM acronym behind
their name. Candidates are officially pursu-
ing their designations and have access to

the incredible tools and resources avail-
able through the CCIM institute to those in
good standing. Chapter memberships for
the Idaho CCIM chapter do not require of-
ficial affiliation with the CCIM institute and
are available for $50 per year. Chapter mem-
berships are designed to bring commercial
real estate industry professionals together
for educational and networking opportu-
nities. Membership in the local chapter is
comprised of commercial brokers, title com-
panies, appraisers, real estate attorneys and
bankers, just to name a few.

Bill Beck
208.333.7070

Congratedationd!

Tenant Realty Advisors
congratulates Greg Gaddis for
attaining his CCIM designation!

Karen Warner
208.333.7055

Greg Gaddis
208.333.7052

950 West Bannock Street, Suite 530 Boise, ID 83702 | www.TenantRealtyAdvisors.com
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CCIM MEMBER DIRECTORY

DESIGNEES

MICHAEL J. BALLANTYNE, CCIM MIKE ERKMANN, CCIM

mjb@tokcommercial.com
Thornton Oliver Keller
Commercial Real Estate

mike@naiselect.com
NAI Select
5531 N. Glenwood St.

250 S. Fifth St., 2nd Floor
Boise, ID 83702
(208) 378-4600

Boise, ID 83714
(208) 229-2020

ROBERT BLEWETT, CCIM
bob@highlandrealty.net
Highland Realty, LLC

201 W. Main St.
Grangeville, Idaho 83530
(208) 983-2935

W. DARROW FIEDLER, CCIM
darrow@kw.com

KW Commercial

1065 S. Allante Place

Boise, ID 83709
310-600-0757

GARY BUENTGEN, CCIM GREG GADDIS
gary@icrellc.com greg@tenantrealtyadvisors.com
Intermountain Commercial Real Estate Tenant Realty Advisors

380 E. Parkcenter Blvd. Suite 290
Boise, ID 83706
(208) 286-2264

950 W Bannock St. #530
Boise, ID 83702
(208) 869-9294

TRICIA CALLIES, CCIM
callies@mindspring.com

.| KW Commercial & Realty Asset
Management, Inc.

1715 W. Bannock

Boise, ID 83704

(208) 412-4771

RHONDA GARLAND, CCIM
rhonda.garland@paccra.com
Cushman & Wakefield Pacific
398 S. Ninth St., Suite 260
Boise, ID 83702

(208) 287-9500

STEVEN H. CANNARIATO, CCIM
stevec@hcollc.com

Hawkins & Cannariato

855 Broad St., Suite 300

Boise, ID 83702-7153

(208) 908-5595

MICHAEL P. GREENE, CCIM
mikeg@tokcommercial.com
Thornton Oliver Keller
Commercial Real Estate
250 S. Fifth St., 2nd Floor
Boise, ID 83702

(208) 947-0835

KEVIN CUTLER, CCIM JUDITH HOBBS

kevin.cutler@svn.com judy@rqgidaho.com

SVN| High Desert Realty Quest

Commercial 117 W. Main St.

700 S. Woodruff Ave. Ve Rexburggdf@' 83440

Idaho Falls, ID 83401 : 208-356-8787 (o

(208) 535- &520
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DESIGNEES

COLIN HUDSON, CCIM
hudsonc@slhs.org

- Colin Associate

2512 El Rancho Drive

Boise, ID 83704

(208) 381-2355

LEANN M. HUME, CCIM
leann.hume@paccra.com
Cushman & Wakefield Pacific
398 S. Ninth St., Suite 260
Boise, ID 83702

(208) 287-8436

J.MARTIN IGO, CCIM
jmartin.igo@gmail.com
The Igo Company

1734 E. Braemere Road
Boise, ID 83701

(208) 383-1133

MICHAEL KELLER, CCIM
mtk@tokcommercial.com
Thornton Oliver Keller
250 S. Fifth St, 2nd Floor
Boise, Idaho 83702

(208) 378-4600

PAUL F. KENNY, CCIM
paul@kenny-bogue.com
Paul Kenny & Matt Bogue
Commercial Real Estate
200 W. River St., Suite 301
Ketchum, ID 83340-5102
(208) 726-1918 EXT 17

AARON KRAMIS, CCIM
Aaron.kramis@mpcmiil.com
Mountain Pacific Commercial
Mortgage, LLC

225 N. Ninth St. | Suite 530
Boise, Idaho 83702

(208) 472- 2870!)
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i BRAD KNIPE, CCIM
btk@knipejanoush.com

Knipe Janoush Knipe, LLC

1661 Shoreline Drive, Suite 200
Boise, ID 83702

| (208) 342-2500

WESLEY J. LEISY, CCIM
wes@wesleisy.com

Idaho Rocky Mountain Real Estate
210 W. Burnside, Suite E
Chubbuck, ID 83202

(208) 221-280

LEW MANGLOS, CCIM
lew.manglos@colliers.com
Colliers International

755 W. Front St., Suite 300
Boise, ID 83702

(208) 472-2841

HOYT MICHENER, CCIM
hoyt@michenerinvestments.com
Michener Investments

1412 W. Idaho Street, Suite 110
Boise, ID 83702

(208) 336-3202

HEIDI A. MICKELSON, CCIM
Heidi.mickelson@svn.com
Sperry Van Ness

PO Box 2590

Ketchum, ID 83340

(208) 726-0854

DAN MINNAERT, CCIM
dminnaert@tokcommercial.com
Thornton Oliver Keller
Commercial Real Estate

250 S. Fifth St., 2nd Floor

Boise, ID 83702

b4
(208) 378-4600
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KENT MOMMSEN, CCIM
kent.mommsen@paccra.com
Cushman & Wakefield Pacific
398 S. Ninth St., Suite 260
Boise, ID 83702

(208) 287-9491

DEVIN OGDEN, CCIM
devin.ogden@colliers.com
Colliers International

755 W. Front St., Suite 300
Boise, ID 83702

(208) 472-1668

PETER OLIVER, CCIM
peter@tokcommercial.com
Thornton Oliver Keller
Commercial Real Estate
250 S. Fifth St., 2nd Floor
Boise, ID 83702

(208) 378-4600

ANDREW LEE PROPST
andrew@parkplaceid.com

Park Place Property Management
280 E. Corporate Dr,, Ste. 260
Meridian, ID 83642

(208) 377-3227

SCOTT W. RAEBER, CCIM
scott.raeber@colliers.com
Colliers International

755 W. Front St., Suite 300
Boise, ID 83702

(208) 472-2817

MARKW. SCHLAG, CCIM
marks@tokcommercial.com
Thornton Oliver Keller
Commercial Real Estate
250 S. Fifth St., 2nd Floor
Boise, ID 83702

(208) 947-0817

JOHN STEVENS, CCIM
john@tokcommercial.com
Thornton Oliver Keller
Commercial Real Estate
250 S. Fifth St., 2nd Floor
Boise, ID 83702

(208) 724-0064

JAY C. STORY, CCIM
story@storycommercial.com
Story Commercial, LLC

950 W. Bannock St, Suite 1100
Boise, ID 83702

(208) 841-8320

MIKE SWOPE, CCIM
swoperealestate@aol.com
Swope Investment Properties
2244 Swallowtail Lane

Boise, ID 83706

(208) 331-3531

ROGERTITMUS, CCIM
Stinker Stores, Inc.
rogertitmus@gmail.com
3184 Elder Street

Boise, ID 83705

(208) 337-2830

STEVE VIGLIATURO, CCIM
stevevigccim@aol.com

Premier Properties Real Estate Co.
460 East Oak Street, Suite A
Pocatello, ID 83204

(208) 232-5025

BRENT WILSON
brent@tokcommercial.com
Thornton Oliver Keller

900 Pier View Dr., Ste. 204
Idaho Falls ID 83402-4972
(208) 881-1108

ROD WOLFE, CCIM
r.wolfe@murphybusiness.com

Murphy Business & Financial Corporation
800 W. Main Street, Suite 1460

Boise ID, 83702

(208) 286-2300

-; ¥ | BEN ZAMZOW

y bmz@rmcos.com
) Rocky Mountain Companies
) 350 N 9th St., Ste. 200

Boise, ID 83702

.::"' @4,_1 (208) 345-7030




Joe Aburusa, Bank of the West, (208) 387-8008,
Joe.Aburusa@bankofthewest.com

Michael J. Ballantyne, CCIM, Thornton Oliver Keller,
(208) 378-4600, mjb@tokcommercial.com

Antoine Bixby, [daho Homeland Real Estate,
(208) 220-1715, tony@bixbyteam.com

Robert W. Blewett, CCIM, Highland Realty, LLC,
(208) 507-0531, bob@highlandrealty.net

Matt J. Bogue, CCIM, Paul Kenny and Matt Bogue
Commercial, (208) 726-1918, matt@kenny-bogue.com

Gary Buentgen, CCIM, Intermountain Commercial
Real Estate, (208) 286-2264, gary@icrellc.com

Tim Bungard, Pioneer Title Co., (208) 377-2700,
tbundgard@pioneertitleco.com

Jon Bussell, Pioneer Title Co., (208) 377-2700,
jbussell@pioneertitleco.com

Tricia Callies CCIM, KW Commercial Realty Asset
Management, (208) 387-0004, callies@mindspring.com

Steven H. Cannariato, CCIM, Hawkins & Cannariato,
(208) 376-6800, stevec@hcollc.com

Holly Chetwood, Thornton Oliver Keller Commercail
Real Estate, (208) 310-1375, holly@tkocommercial.com

Kevin Cutler, CCIM, Sperry Van Ness | High Desert
Commercial, (208) 535-8520, kevin.cutler@svn.com

Keith Demaline, Bank of the West, (208) 387-8008,
Keith.Demaline@bankofthewest.com

Anna Eberlin, Holland & Hart, (208) 342-5000,
AEEberlin@hollandhart.com,

Laura Eckert, CSHQA, (208) 343-4635,
laura.eckert@cshga.com

Mike Erkmann, CCIM, Mark Bottles Real Estate
Services, merkmann@markbottles.com,
(208) 377-5700

W. Darrow Fiedler, CCIM, KW Commercial,
darrow@kw.com, (310) 600-0757

Greg Gaddis, Tenant Realty Advisors, (208) 869-9294,
greg@tenantrealtyadvisors.com

Steven Gallafent, CCIM, Gallafent Group @ Re/Max
steve@gallafentgroup.com, (208) 234-4444

Rhonda Garland, CCIM, Cushman & Wakefi eld/
Commerce (208) 472-5303,
rhonda@garlandgroupllc.com

Karena Gilbert, Thornton Oliver Keller, (208) 378-4600,
karena@tokcommercial.com

Michael P. Greene, CCIM, Thornton Oliver Keller
Commercial Real Estate, (208) 947-0835,
mikeg@tokre.com

David Gronbeck, Lee & Associates, (208) 319-1008,
davidg@leeidaho.com

Jesse Hamilton, Pioneer Title Co., (208) 377-2700,
jesse@pioneer1031.com

John Hanks, (208) 404-4141, jhanks@citlink.net

Kent Hanway, CSHQA, (208) 343-4635,
kent.hanway@cshga.com

Jon Hoeger, Broadbent Group, (208) 407-9546,
jjhoeger@hotmail.com

Colin Hudson, CCIM, St. Luke’s Hospital,
(208) 381-2355, hudsonc@slhs.org

LeAnn Hume, CCIM, Cushman & Wakefield/
Commerce, (208) 287-8436, leann.hume@comre.com

J. Martin Igo, CCIM, The Igo Company, (208) 383-1133,
jmartin.igo@gmail.com

Cameron Murphey, Steed Construction, (208) 378-
7300, cameron.murphy@steedconstruction.com

Gil Judkins, CCIM, Premier Properties, (800) 249-5025,
Gil@giljudkins.com

Michael Keller, CCIM, Thornton Oliver Keller
Commercial Real Estate, (208) 378-4600,
mtk@tokcommercial.com

Paul F. Kenny, CCIM, Paul Kenny & Matt Bogue
Commercial Real Estate, 208-726-1918,
paul@kenny-bogue.com

Diane R. Kiehn, CCIM, US Bank, (208) 383-7120
dkiehn@cableone.net

Bradford T. Knipe, CCIM, Knipe Janoush Knipe, LLC,
(208) 342-2500, btk@knipejanoush.com

Aaron Kramis, CCIM, Mountain Pacific Commercial
Mortgage, LLC, Aaron.kramis@mpcmiil.com,
(208) 472-2870

Wesley J. Leisy, CCIM, [daho Rocky Mountain Real
Estate, (208) 221-2800, wes@wesleisy.com

Alan Malone, (208) 286-4712, alanm81451@aol.com

Lewis Manglos, CCIM, Colliers International,
(208) 472-2841, lew.manglos@colliers.com

Debbie Martin, DK Commercial, LLC, (208) 955-1014,
debbie@dkcommercial.com

David McDonald, CCIM, Idaho CommercialBrokerage,
(208) 861-1800, david@icbre.com

Richard McGraw, Coldwell Banker / Tomlinson Group,
(208) 880-8889, rickmcgraw54@gmail.com

Heidi A. Mickelson, CCIM, Sperry Van Ness,
(208) 726-0854, heidi.mickelson@svn.com

Hoyt Michener, CCIM, Michener Investments,
hoyt@michenerinvestments.com, (208) 336-3202

KK Lipsey, CSHQA, (208) 343-4635,
kk.lipsey@cshga.com

Daniel Minnaert, CCIM, Thornton Oliver Keller
Commercial Real Estate, (208) 378-4600,
dminnaert@tokcommercial.com

Kent Mommsen, CCIM, Cushman & Wakefield |
Commerce, (208) 287-9500,
kent.mommsen@comre.com

Ross E. Nelson, CCIM, Nvestment Real EstateServices,
(208) 484-4476, rossnelson@cableone.net

Peter O’Brien, Cushman & Wakefield Commerce,
(208) 287-9481, peter.obrien@comre.com

Devin Ogden, CCIM, Colliers International,
(208) 472-1668, devin.ogden@colliers.com,

Douglas S. Page, CCIM, Sperry Van Ness/High Desert
Realtors, (208) 390-5759, Douglas.Page@svn.com

Gale Pooley, CCIM, Analytix, (208) 514-4705,
galepooley@msn.com

Andrew Propst, Park Place Property Management,
(208) 377-3227, andrew@parkplaceid.com

Scott Raeber, CCIM, Colliers International,
208-472-2817, scott.raeber@colliers.com

Mike Ranieri, Pioneer Title Co., (208) 377-2700,
mranieri@pioneertitleco.com

Kevin Raymes, Steed Construction, (208) 378-7300,
kevin.raymes@steedconstruction.com

Mark W. Schlag, CCIM, Thornton Oliver Keller
Commercial Real Estate, (208) 947-0817,
marks@tokcommercial.com

Laura Squyres, Holland & Hart, (208) 342-5000,
Idsquyres@hollandhart.com

John Stevens, CCIM, Thornton Oliver Keller
Commercial Real Estate, (208) 724-0064,
john@tokcommercial.com

Jay C. Story, CCIM, Story Commercial, LLC,
(208) 841-8320, jay.story@storycommercial.com

Tony St. George, tony@alpineig.com, (208) 578-4403

Mike Swope, CCIM, Swope Investments,
(208) 331-3531, swoperealestate@aol.com

Roger Titmus, (208) 334-0233,
rogertitmus@gmail.com

Steve D. Vigliaturo, CCIM, Premier Properties Real
Estate Co., (208) 232-5025, stevevigccim@aol.com

Rodney R. Wolfe, CCIM, Murphy Business & Financial
Corporation, (208) 286-2300,
rwolfe@murphybusiness.com

Brian Wonderlich, Holland & Hart, (208) 342-5000,
BCWonderlich@hollandhart.com

Steve Zabel, Bank of the West, (208) 387-8008,
Steven.Zabel@bankofthewest.com
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Debra Kay Martin David Gronbeck Rick W. McGraw Laurie Reynoldson
Debbie@dkcommercial.com davidg@leeidaho.com Rickmcgraw54@gmail.com laurie@tokcommercial.com
DK Commercial, LLC Lee & Associates Coldwell Banker / Tomlinson Group Thornton Oliver Keller
1880 South Cobalt Point Way 802 W. Bannock Street, 12th Floor 408 S Eagle Road., Suite 103 250 S. Fifth St., 2nd Floor
Suite 200 Boise, ID 83702 Eagle, ID 83616 Boise, ID 83702
Meridian, ID 83642 (208) 319-1008 (208) 880-8889 (208) 947-5514
(208) 995-1014

Denise Hanson-LaFever Pete O’Brien Nick Schuitemaker
Holly Chetwood dlafever3@gmail.com peter.obrien@comre.com nick@tokcommercial.com
holly@tkocommercial.com Coldwell Banker Tomlinson Group Cushman & Wakefield Thornton Oliver Keller
Thornton Oliver Keller 6706 N Salvia Way 398 S. Ninth Street, Suite 260 250 S 5th St Ste 200
250 S Fifth Street, 2nd Floor Meridian, Idaho 83646 Boise, ID 83702 Boise, ID
Boise, ID 83702 (208 ) 850-6493 (208) 287-9481
(208) 310-1375 Sherry Schoen

Jason Knorpp Michael Page sherry.schoen@cbcadvisors.com
Karena Gilbert jason@teknorinc.com michael@alpineig.com Coldwell Banker Commercial
karena@tkocommercial.com KW Commercial Alpine Investment Group LLC 1409 W Main Street Suite 110
Thornton Oliver Keller 1065 S Allante PI. PO Box 1271 Boise ID 83702
250 S Fifth Street, 2nd Floor Boise, ID 83709-1603 Ketchum, ID (208) 870-6933
Boise, ID 83702 (208) 283-8121 (208) 726-1780
(208) 378-4600 Brian Wilson

Al Marino Mike Pena brentw@hotmail.com
Tim Graver Thornton Oliver Keller mike.pena@colliers.com Thornton Oliver Keller
tim@primeidaho.com 250 S. 5th St., 2nd Floor Colliers International 900 Pier View Dr., Ste 204
Prime Commercial Real Estate Boise, ID 5700 E. Franklin Suite 100 Idaho Falls, ID 83402-4972
1406 N Main St Ste 215 (208) 378-4600 Nampa, ID 83687
Meridian, ID 83642 (208) 472-1666
(208) 322-4900
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Digital Marketing.

Nobody Delivers Like We Do.

Propel Marketing is a one-stop shop for all your online marketing
services, connecting local businesses with the people who matter most.
We help our customers improve their bottom line by providing cutting-
edge digital solutions and industry best practices.

With a full array of online marketing solutions, we can create the perfect
mix suited to boost your business. Some of our services include:

e Responsive and Website Design e Social Media Advertising
e Search Engine Marketing e Direct Email Solutions
e Search Engine Optimization e Live Chat Leads

e Digital Display

WEBSITES. MOBILE. SOCIAL. LISTINGS. SEARCH. SEO. REPUTATION.
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www.propelmarketing.com



