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The Niagara™ Framework®

CREATING

INTELLIGENT,
ENERGY-EFFICIENT

BUILDINGS

Every building owner and manager is feeling the need — now more than ever —

/ : to reduce and control energy costs. Smartéienergy management solutions control

and manage energy-consuming systems such as HVAC, lighting and more while

/ r'f ensuring that these systems are optimized for maximum performance and energy

fy / f"( / efficiency. Perhaps no other technolggy'has had as profound an impact on _s’mart

/ / ;; "e‘r}grgy solutions as the Niagara® thrﬁéwork@
¥ o

" The Niagara™ Framework merges multi-vendor automation $ystems and real-time
'integration into a single, extensible platform that monitors, manages and controls the
powe"r consumption of all buildingssystems — driving energy efficiency and reducing
energy costs. By taking into acc pt all critical subsystems, streamlining devices into
a/common system, utilizing measurement and verification tools and so much more,
it’s easy to understand why the Niagara®* Framework is the*platform of choice in
thousands of buildings, plants and facilities in more than 40 countries worldwide.

See the energy. savings of the Niagara®* Framework for yourself.
Visit www.tridium.com.

* Powered by
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COMMERCIAL REAL ESTATE SOLUTIONS

Microsoft Dynamics™ provides powerful systems
designed to help real estate professionals manage
complex business processes without the burden

of a large, expensive IT infrastructure.

Visit Booth 310 at Realcomm 2010 and see
the Microsoft Dynamics CRM solutions from our
partner Ascendix Technologies that helps you
develop and maintain mutually beneficial
relationships with your customers.
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REAL ESTATE ADVANTAGE™

A‘i Microsoft Dynamics

For more information on Microsoft Dynamics ERP & CRM
solutions visit www.microsoft.com/dynamics

©2010 Microsoft Corporation. All rights reserved. Microsoft Dynamics and the Microsoft Dynamics logo are either registered trademarks or trademarks of Microsoft Corporation in the United States and/or other countries.
Ascendix Technologies and Real Estate Advantage are trademaks of Ascendix Technolgies.
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LECG-SMART Real Estate Services

LECG-SMART leverages its deep real estate industry experience with its process and technology
capabilities to effectively solve key business problems around performance management, trans-
action processing, reporting, and organization structure. LECG-SMARTs clients include third-
party managed service operators, owners, owner-operators, investment managers, REITs, and
global real estate fund managers. LECG-SMART is poised to provide the solutions that will bring
the highest impact to our clients. Spanning the enterprise, our services demonstrate our depth
of industry knowledge and experience as well as our overall technical expertise.

The LECG-SMART Advantage

= Speed to Market: Our focused teams utilize an executive mindset to ensure reliable,
quality delivery in the shortest possible time.

= Real Estate Experience: LECG/SMART has worked with over 65 real estate investment
and management companies and REITs to solve process and technology challenges.

= Scale: With over 1,100 professionals in our 39 offices, LECG/SMART can deploy the
resources you need globally.

= Flexible Delivery Model: LECG/SMART's involvement can be tailored to meet your
individual needs. We can provide industry experts or work directly with your in-house
resources and/or third party advisors. In any of these scenarios, we take responsibility
for delivery.

Select Services
= Business Intelligence/Analytics Implementation & Support
= Business Process Re-Engineering
= Existing Systems Evaluation
= Investment Portfolio Lifecycle Management & Solutions
= |T Department Policies & Procedures Advisory
= Lease Audits
= Lease Flow Management
= Portal Design & Implementation
= Property Acquisition Lifecycle Management
= Real Estate Systems & Relationship Management
= Shared Services Design
For more information, contact = Sustainability

LECG-SMART at 610.964.4199 or = Tenant Contact Management
grasman@lecg.com.

LECG
SMART

LECG, a global expert services and consulting firm, provides independent expert testimony, original authoritative studies, and strategic and financial advisory
services to clients including Fortune Global 500 corporations, major law firms, and local, state, and federal governments and agencies worldwide. LECG's highly
credentialed experts and professional staff conduct economic and financial analyses to provide objective opinions and advice regarding complex disputes and
inform legislative, judicial, regulatory, and business decision makers. LECG’s experts are renowned academics, former senior government officials, experienced
industry leaders, and seasoned consultants. Attest services are provided through Smart and Associates, LLP, pursuant to an alternative practice structure. LECG is
not a licensed CPA firm. NasdaqGS: XPRT www.lecg.com
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“The key is to be able to
extract the data from

a host of disconnected
information systems
and organizeitina
meaningful way to foster
better management.”

RealcommEDGE

Enterprise Convergence
The Strategic Future of Real Estate IT

o outside observers, the real estate in-

dustry might seem to be a late adopt-

er in the use of strategic information

technology. While we have come a
long way in the last 10-15 years, when compared
to other industries (e.g., finance, insurance), we
have not achieved the same level of sophistica-
tion. Some would argue that, given the number
of business processes and the paper intensity,
greater automation is long overdue. The REIT
ownership structure and the institutionalism
and globalization of the industry continue to put
pressure on the information systems on which
we rely.

These information systems can be broken
down into three categories, or three Business
Enterprises that comprise the systems, process-
es, methodologies and business practices that
define real estate organizations. The first is the
General Technology Enterprise, which includes
everything from email to word processing; the
second is the Business Solution Enterprise,
which is made up of real estate specific auto-
mated business processes ranging from lease
automation to property management; and the
third is the Connected Facilities Enterprise—the
building automation systems, from traditional
lighting to integrated parking strategies.

Enterprise #1-General Technology

The first order of business is to set up the general
systems that allow a company to function in the
most basic way. E-mail, data storage, a commu-
nications infrastructure, desktop applications
and other general technologies are all required
for daily communications. Along with the ap-
plications that comprise this enterprise come
redundancy, back-up, business continuity and a
host of other management requirements.

Enterprise #2-Business Solutions
Once the basic automation and infrastructure

needs of an organization are in place, the next
group of applications is centered around the
various business processes associated with own-
ing and operating real estate—property manage-
ment, leasing, accounting, asset management,
lease automation, budget/forecasting, etc.

Enterprise #3-Connected Facilities

Over the last five years, the idea of “connecting”
the building to a network has begun to take hold.
Building automation has been around for a long
time, but the idea of running BAS applications
over an IP network has accelerated the concept.
This has resulted from a greater potential for and
benefits from data standardization as well as
the benefits of running building systems on the
same network as business and general applica-
tions. The platform consistent, and the potential
for data integration is much higher.

Levels of Enterprise Integration

Long before it became apparent that these en-
terprises could be integrated, there was discus-
sion on joining the applications within each
of the enterprises. Lease automation could be
integrated with client information in property
management systems, for example, or parking
systems could be integrated with access man-
agement. Once it became apparent that there
were commonalities in each application, and
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The following illustration represents the 3 major information enterprises found in a commercial or corporate real estate organiza-
tion. Each enterprise is important unto itself and is comprehensive and complex. At the end of the day, this diagram clearly illus-
trates that IT will potentially touch EVERY operation inside of a real estate organization. The level of strategic planning and careful
thought required to accomplish this will also need unprecedented executive and cross department collaboration. In the end we
can choose to throw more people and broken systems at our companies or we can choose to go to the next level of automation.
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compelling reasons to share the data, integration became a higher
priority. While some major industry platforms offer a good deal of
functionality there is always likely to be a need to customize the inte-
gration. For each enterprise, a “patchwork” of systems is needed, and
there are two main schools of thought as to how this might best be
accomplished— 1) stitch together unique best practice solutions, or
2) start with an enterprise that offers a majority of the functionality
and then add on unique applications where required.

The second level of integration comes when multiple enterprises
are added. Not only are there inter-application issues found within
each enterprise, there are also long-term implications. Consider

utility meter data making its way into rate tables and ultimately into
tenant invoices, or security data that is also housed in a tenant or
human resource database, or parking charges credited directly to a
GL, or work order information finding its way into property manage-
ment/tenant information systems.

While the complexity of this multi-enterprise industry road map
might deter some from attempting to develop a comprehensive
strategy, not to act is not an option. For years, information has been
“housed” in multiple disparate systems, inefficiently with poten-
tially conflicting and therefore unreliable information. The need to

continued on page 6
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J with your business.

Finally, the integration of IT systems with Building
Automation, Card Access, IP Cameras, IP Telephony
and more. CEPORT BSP (Building Services Portal)

aligns systems data with IT to adjust building
controls to your unique occupancy profile.

Helps you monitor workplace operations,
making adjustments to systems accordingly

Compares systems data to performance
models, allowing the most efficient solutions

Conforms to open IT standards so that

compatibility with
any IT environment
is possible

Right Information
delivered to the

Right Person in the
Right Format and

in the Right Time

to make better decisions
about how

to use energy _.
I.""\-..
Contact us now for

an online demonstration.

CeP)

ALIGNING
your BUILDING
with your BUS&ESS

RealcommEDGE

245 Fencl Lane
Hillside, IL 60162
847-213-5995
CePORTBSP.com

continued from page 5
re-enter and continue to manage multiple sources of the
same data only exacerbated the problem.

True Business Intelligence
This roadmap is complex, but so is real estate. In today’s
world, decisions are made from multiple spreadsheets,
often containing inconsistent information. If we could
achieve the level of integration demonstrated by the ac-
companying illustration, the efficiencies and business
intelligence would have a significant impact on the in-
dustry. The investment seems well worth the reward.
The key is to be able to extract the data from a host of
disconnected information systems and organize it in a
meaningful way to foster better management. The abil-
ity to spot trends before they occur (to see the future)
will enable more sophisticated operational manage-
ment. The center point of this data will be a repository of
systems including data warehouses, business intelligent
engines and other aggregation and display technologies
such as RSS, Dashboards, KPI, BPM and BAM (Business
Activity Manager). Gone will be the days of spreadsheet
paralysis, as we enter a time of increased efficiency,
transparency and overall greater sophistication.

Conclusion

While it might seem unrealistic to believe that we can
achieve this complex level of integration, both within
a specific enterprise as well as across the three unique
groups, the reality is we are, in a terribly disorganized,
inefficient way already doing this via disconnected re-
ports, documents, spreadsheets, e-mails and an army
of seemingly organized (but not really) BlackBerry ad-
dicts. Micro-automation of the individual via handheld
devices only addresses one small component of the en-
tire business process. Ultimately, this level of automa-
tion will become the norm, it is only a matter of time.
Those who do accomplish this next level of innovation
and automation could find a significant competitive
advantage, much like those found in other sectors such
as the automotive, finance or consumer electronic
industry.

The other significant factor in navigating this ambi-
tious roadmap is the level of executive support and
cross-department collaboration that will need to take
place. Information overlap and departmental data in-
tegration will definitely lead to a blurring of traditional
responsibilities; it could, in fact, lead to a new corpo-
rate structure. There is no way to predict what function
will take the lead in this transformation (other than the
fact that IT does possess the organizational and techni-
cal skills needed for large enterprise rollouts); however,
what is certain is that IT, PM and FM will be working
more closely to rethink how we design, build, lease, man-
age, transact and use real estate based on the strategic
impact of automation. We can throw more people and
broken systems at the issues confronting us or we can
move to the next level of automation. The better choice
seems clear! e
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Pacific Controls Global Command Control Center for Energy Services offers customers, business partners,
government and international agencies the ability to carry out measurement and verification of carbon
footprint for assets globally in real time using the ICT infrastructure. This 24X7X365 days unique service

is being offered to customers around the world, who requires managed energy services, which will result
in substantial reduction of energy consumption in assets. These services are being offered at a fraction of
the cost of traditional energy services currently available in the market, using state of the art ICT enabled
solutions developed by Pacific Controls.

Pacific Controls provides ICT enabled software and hardware solutions for managed energy services,
facilites management monitoring and integration of real time data to ERP. “Energy Performance” &
“Faciliies Management Monitoring” are provided “as a service”, allowing Pacific Controls customers to

- access it from anywhere in the world, and have managed services on .
[P has v isor usiari ¥ the Cloud from the Pacific Controls Command Control Centers. W

www.pacificcontrols.net PACIFIC CONTROLS
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DC:The New AC
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Are we about to withess the decline
of AC Power distribution?

wo years ago, not many people read
the press release that accompanied
the launch of the Airbus 380. If you'd
been one of them, you would have
learned how they saved deploying a .75 ton power
generator on board because of the decision to use
Organic Light Emitting Diodes (OLED) technolo-
gy. They also saved 7 tons of mains power cables.
OLED technology is set to change the dy-
namics of provisioning power services in of-
fice buildings of the future because it is a low
power DC voltage driven technology that does
not generate any heat. Buildings of the future
will need very little AC mains distribution as
they adopt an alternative DC power solution.
Leading the charge in this space is Power over
Ethernet (PoE)—an IP based solution that is
easily integrated into building severs for auto-
mated management and control.

Case Study: Xerox Manufacturing

Xerox Manufacturing in Venray, Netherlands had
a 25-year-old legacy ICT infrastructure that was
prone to security breaches and unplanned down-
time that plagued overall system performance
and staff productivity. A decision was made to
revamp the ICT infrastructure and migrate desk-
top computers to a thin client environment.
This would reduce hardware, software licensing,
and IT administration costs, as well as decrease
power usage. The reduction in power usage also
enabled the Venray facility to align more closely
with Xerox’s corporate emphasis on sustainabil-
ity and reduction of its carbon footprint.

“As a manufacturer of toners for printers, Xerox
has been promoting Green IT solutions to our
customers for many years. We have also strived
to ensure that our manufacturing operations re-
mained sustainable and environmentally friend-
ly. It was important for us to implement a new
ICT infrastructure that delivered on our Green
IT requirements,” said Wiel van de Pasch, Xerox
Manufacturing’s Technical Services Manager.

Xerox Manufacturing based its new infrastruc-
ture on Panduit’s Unified Physical Infrastructure

and a Cisco converged IP solution with a Citrix
thin client virtual desktop interface environ-
ment. The solution provided Xerox with a stable,
reliable and secure infrastructure that allowed
the company to achieve cost and energy efficien-
cies, while simplifying network management. It
turned system “adds, moves and changes” into
simple administrative tasks, significantly reduc-
ing IT maintenance requirements

The Xerox Manufacturing implementation
included a fully redundant 1 Gb/s fibre optic
campus-wide backbone solution with category
6 copper 100 Mb/s to all desktop locations. To
support thin clients at the desktop, Power over
Ethernet (PoE) was selected as the DC power dis-
tribution system.

Since all the systems deployed at the Verney
facility were IP-based, choosing an IP-based
power distribution system made for easy inte-
gration with other ICT systems. Copper cable
distribution points delivered 30 watts of man-
aged DC power over the category 6 cabling. On
installation, Xerox was able to remove their ex-
isting 140-200 watt PC desktop machines and
70 watt color monitors and replace them with
3.5 watt thin clients and 15 watt, 22-inch color
monitors from LG. This resulted in a whopping
90% power saving at the desktop! To further
maximize savings, the building IP-based access
security system was also linked to the PoE IP
management system, so that as staff entered or
exited the facility, their desktops were automati-
cally powered on and off.

“Xerox Manufacturing’s new PoE-powered
desktop, running with as little as 25 watts of
combined power for PC, monitor and IPT phone
(0 watts in standby power) might truly be the
greenest desktop on the planet. This is a signifi-
cant reduction if we take into consideration that
an average workstation with a desktop PC and a
telephone usually consumes about 150 watts.”
van de Pasch said.

When rolled out to Xerox’s 50,000 global users,
this translates into a total annual energy savings po-
tential of 14.5 GWh or over $1.4 million dollars. e

David Palmer-Stevens is Systems Integrator Manager EMEA for Panduit Europe focusing on the Green
Data Centre Initiative, Intelligent infrastructure Management and the new high power PoE solutions for

Thin Client OLED display implementations.



Cisco® Smart+Connected Real Estate: Redefine the Real Estate Experience

Today'’s real estate market is filled with opportunities. Market trends including workforce
globalization, environmental and social responsibility, and a growing worldwide population
favor building transformation. The next generation of real estate and building services will
turn workplaces and home spaces into environments that are personalized, efficient,
functional, and profitable. Cisco Smart+Connected Real Estate Solutions make new and
existing buildings more effective, efficient, and productive work places, more economical

to operate, easier to manage with centralized functions, and environmentally sustainable.

To learn more about Cisco Smart+Connected Real Estate Solutions, please e-mail us at
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Bob Peck:
Making GSA a Smart
Green Proving Ground
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s the primary landlord and real estate bro-
ker for the federal government, the General
Services Administration’s Public Buildings
Service (PBS) acquires space and man-
ages federal properties across the country. They own
or lease 9,600 properties in 2,100 communities in all
50 states and the US territories. Heading this agency
is Bob Peck, appointed the Commissioner
of Public Buildings for GSA by the Obama
Administration in 2009.

Peck was no newcomer to GSA, having ‘
previously served in this role during the 3/ spivitf
Clinton administration. As Commissioner, B[f]fg"!‘]‘gf”fn .
he is responsible for the nationwide asset
management, design, construction, leas-
ing, building management and disposal
for 361 million square feet of government-
owned and leased space, accommodating
1 million federal workers. He oversees an  RobMurchison
annual budget of more than $8.6 billion su‘ﬂhﬁﬂ‘c?f%c
and a workforce of 6,700.

GSA/PBS has a variety of space types including
federal buildings, courthouses, and land ports of en-
try. However, the majority of its properties are tradi-
tional office buildings. Like commercial landlords,
PBS charges market rent, does pro forma projections,
wrestles with operational expenses and has to real-
ize net income to cover necessary capital repairs. It
hires and manages operations and maintenance con-
tractors, negotiates tenant improvement allowances,
plans equipment refresh and everything else a tra-
ditional owner would do. PBS is largely self-funding
and, because of its size, is a major force in the real
estate industry.

Indeed, it is big enough to make markets ... and that
is exactly what Bob Peck has set out to do. “GSA will be
a ‘green proving ground.” We hope to find sustainable
product and service innovations from vendors that we
can evaluate and purchase in quantity so as to make
the market for the rest of the American building indus-
try,” commented Peck.

What is driving Peck in this direction? He has a keen
understanding of how the public and private sectors
work, and he understands both the realities of the
commercial market and the opportunity government
has to be an example and proving ground. It seems to
be a perfect fit since PBS is large enough to show statis-
tically meaningful results, functions nearly identically
to the commercial sector and has a lower risk profile
that allows for very progressive solutions. This also
serves taxpayers well—to foster and promote more
sustainable, cost-efficient real estate as well as clean
tech and green jobs. It creates a positive ripple effect
through the industry and the overall economy.

Not surprisingly, being a green proving ground

RealcommEDGE 11




San Francisco Federal Center is one of the greenest buildings in America and was designed to consume 50% less power

than a standard office tower.

is also in line with the Obama Administration’s goals that have
been expressed in Executive Orders (such as EO 13514—Federal
Leadership in Environmental, Energy and Economic
Performance), as well as existing legislation (such as the Energy
Independence and Security Act of 2007 (EISA) and the Energy

The most valuable
fract:on of a cent
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(312) 782-7325
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Policy Act of 2005). Meeting these goals
will require much more than tradi-
tional efficiency measures. It will re-
quire a game-changing, high-perform-
ance strategy that deals with the build-
ings, modern technologies, the people
who plan, build, and manage the port-
folio, and most importantly, the people
who occupy the buildings. It can’t be
implemented in a bubble; to be true to
the PBS mission statement, the agency
must “... provide superior workplaces
for federal customer agencies at good
economies for the American taxpayer.”
In short, it has to meet environmental
goals and maintain high levels of ten-
ant experience and value while mak-
ing money at the same time. This is not
very different from the commercial sec-
tor which, similarly, also has developed
social and environmental goals as part
of company values and has done so in
response to tenant demands. Thus, a
carefully measured and managed strat-
egy is the key.

GSA’s action plan is practical and includes immediate as well
as lasting results.

First, it will practice the 80/20 rule. The agency has determined
that nearly 80% of its energy, emissions and expenses come from
approximately 20% of the buildings in its portfolio, so that will
be the focus of the bulk of the effort. Second, it is setting perfor-
mance standards for filtering new expenditures (including a por-
tion of the American Recovery and Reinvestment Act stimulus
money), so that they are enabled for future flexibility and scal-
ability. Third, it will measure the performance of green proving
ground efforts and actively manage towards goals including the
Executive Orders. Finally, it will invest in the transformation of
people with industry-leading information dashboards, training
and collaboration.

This will be developed through an operations model that is
people and region-centric. Peck emphasizes “People are the
lynchpin of the strategy and the only way to achieve game-chang-
ing environmental, financial and operational excellence goals.
No technology can replace effective management, make neces-
sary building improvements and meaningfully collaborate with
tenants.” The PBS headquarters supports and enables its regional
network. New databases, analyses, dashboards and other tech-
nology will be designed and focused on empowering its eleven
regions to optimize performance and serve tenants because that
is where the rubber meets the road. The results will be continu-
ously monitored and posted for managers in both the central of-
fice and the regions.

A team of PBS executives is developing the technology and mea-
surements now and they will be used by the PBS Chief Greening
Officer (CGO). The CGO position has just been created with Scott
Conner from GSAs Rocky Mountain Region ‘acting’ in the posi-
tion. While sustainability and the reduction of energy and emis-
sions are paramount to PBS and the Administration, PBS still has
a laser focus on service, value and performance. Peck intends to




prove that those attributes and green are not mutu-
ally exclusive.

PBS CGO Conner will be working closely with all
the various PBS disciplines, as well as private sec-
tor practioners. From the operational side, he’ll
be working with the Facilities Management and
Services Program (FMSP) under the leadership
of Assistant Commissioner Larry Melton. FMSP
is where the smart building program is located.
“Sustainability and overall performance are about
the lifecycle and operational excellence and not
just a one-time specification, which is why it was
placed in FMSP.” says Melton. Melton has tapped
Frank Santella as the Project Executive for Smart
Buildings because “Frank has a facility and field
background and not specifically a technology back-
ground, which keeps us sensitized to the ‘so what’
of certain technologies and tactical plans.”

In IT, the PBS’s CIO, Diane Herdt and the GSA’s
CIO Casey Coleman have embraced the technology
requirements of today’s building systems and are contributing to
the technology standards of controls, such as data security and even
open protocols that encourage competition and innovation. They
are also making plans to provide IT backbones for building con-
trols systems such as HVAC, lighting and electrical metering in both
GSA-occupied and multi-tenant buildings. They are working with
leading IT vendors to develop the new services for this approach.
Herdt has already experienced this convergence of disciplines while
working with PBS Energy Director Mark Ewing, who has aggressive-
ly been rolling out smart electrical meters that require IT connectiv-
ity, security and management.

PBS’s CGO will also work
closely with GSA’s Office of
High-Performance Green
Buildings. This office sets
policies and standards for
building construction, op-
erations and maintenance
across government. It was
mandated by the EISA leg-
islation to ensure all feder-
al buildings meet sustainable design and energy-reduction targets
mandated in the Act. Kevin Kampschroer, a veteran GSA official and
a recognized leader in the sustainability movement, heads the of-
fice.

High-performance green building strategies invariably cross
business lines, budgets, geographies, vendor roles and other tra-
ditional lines. Owners and managers must be prepared to make
changes to the way they work internally, the way they make deci-
sions and what they look for in vendors. The traditional processes
in design, construction and management of buildings will not
hold up in the current environment of technology changes, rising
operational expenses and sustainability goals. With owner strate-
gies driving the process in the industry, architects, engineers, con-
tractors and new types of IT vendors will likewise need to be more
collaborative and flexible to work with their customers and help
drive the strategy and desired results.

Already a force in the market because of their size, PBS is also a
leader in high-performance, leading edge sustainability solutions,

President Obama signs Executive Order 13514 -
Federal Leadership in Environmental, Energy and
Economic Performance.

DEMVEP

The Denver Federal Center will install roof-mounted solar panels that will save over $300,000 in electricity per year.

innovative use of technology and transformation of its work force.
It has invited the industry to keep a watchful eye as it proves out a
bold, new model. e

Tom Shircliff and Rob Murchison are co-founders of Intelligent
Buildings, Inc. (www.intellgientbuildings.com) which provides
strategic technology consulting for real estate stakeholders. They
serve as real estate technology strategy consultants for the GSA/PBS.

1 =

.
il et
e — amanett || |

eSight Energy, Inc.

1931 N. Meacham Road, Suite 345

Schaumburg, IL 60173

Phone 847 701 2340 Fax 847 701 2341 Email sales@eSightenergy.com

www.eSightenergy.com

Available online and to install

RealcommEDGE 13



-

/

\' L9 g

The power of collaboration can be a great tool in solving the sticky technology issues that

we all struggle with. Featured on this page are two brief interviews conducted by Chris

Saah, CIO, Transwestern—brief, informal, ‘water cooler’ conversations with two of the

brightest, most innovative technology professionals in our industry addressing problems

that many of us are facing today.

Chris Saah Chris Saah is Chief Information Officer for Transwestern, one of the largest privately held commercial real estate and development
Chief Information Officer firms in the U.S. His IT department provides support to over 1500 team members at over 200 corporate and management offices.
Transwestern
Saah: One such project you mentioned was your
e-sign initiative. How is that going?
Paul Quinn is SEO (Strategic Quinn: On the e-sign front things are going ex-
Execution Officer) of Duke Realty tremely well. The application is for tenant fin-
in Indianavolis ish subcontracts, change orders, and pay appli-
pots: cations. We do approximately $200M in tenant
“We determined that - With Paul Quinn (Duke Realty) finish work and 1,200 jobs each year. That
we needed to expand ~ Saah: A few years back you took on the role of translates into about 8,000 subconFrach, 3,000
the role of the techs Strategic Execution Officer (SEO) at Duke change orders, and 10,000 pay applications an-
and created an Realty. How has that role evolved and how do nually. In our first full month after roll out we

initiative to bring
the buildings to the
techs, not the techs
to the buildings.”

14  RealcommEDOGE

you feel it is going?

Quinn: Not a lot has changed on the SEO front.
Finished projects roll off my list and new
projects roll on. The pace is much slower with
our overhead reductions. One interesting
recent development is with the departure of
our COO and a consolidation from five to three
regions. With maintenance reporting directly
to me ... and property management from a
policy, procedures, and training perspective ...
we are forming a new “Operating Committee”
consisting of the CEO, the three region heads,
and me that will meet once a month to
discuss in-the-trenches operating issues and
opportunities.

Saah: And have you backfilled the role of CIO or
does IT still report to you?

Quinn:IT still reports to me. I have four reports—
PMO, Development, BA, and Infrastructure.

Saah: Do you feel that the SEO role is a natural
segue for all CIOs, or were you uniquely
suited for this role?

Quinn: I did study business as well as computer
science but I don't feel like that uniquely
qualified me. I think that I, like most in the
CIO role, have always been oriented to finding
efficiencies within our organizations. However,
with the role confined to technology alone,
we are limited as to how much we can effect
change. The SEO role gives us reach within the
organization to affect the kinds of things that
can be game changers for our organizations.

signed 544 documents, which represented 85%
of all documents. We've held steady at 85% and
the document volume has grown to 900 docu-
ments/month. We've gone from an average of 7
days to fully execute and file documents to less
than 48 hours. The subcontractors love it and
we are seeing significant administrative over-
head savings in construction administration
and job cost accounting. We are in the process
of re-engineering to combine and/or central-
ize these functions.

Saah: That’s fantastic! Have you touched
building automation at all?

Quinn: We have. We determined that we needed
to expand the role of the techs and created an
initiative to bring the buildings to the techs,
not the techs to the buildings. We worked with
Tridium and Niagara AX and created a model
employing a WAN and central call center that
has allowed us to expand the reach of our
techs by 50%.

Saah: It would have been much more difficult,
if not impossible, to have implemented these
without the influence over the not-IT parts of
the organization that the strategic role gives
you.

Quinn: That’s correct. Were now able to go
the executive committee, propose these
initiatives, get sponsorship at that level,
and then have the dotted line influence and
exposure within the organization to insure we
can deliver the result. o



“People are people, and
everyone needs to have

a good working envi-
ronment and a sense of
ownership in the mission.
We try to insure that and I
think that has been a big
part of our success.”

Joe Rich is the Managing Director-
Information Technology for
i Tishman Speyer.

With Joe Rich (Tishman Speyer)

Saah: What challenges you are seeing this year
at Tishman?

Rich: We've been putting a lot of our focus on
business intelligence. We've got a lot of data and
we know we could be getting more out of it.

Saah: How’s that going? It’s been a real challenge
for many of us.

Rich: For us, too. We've really come to see our
need for data governance. It's like they say,
garbage in, garbage out. It just can't take
a week to get the information someone is
requesting. We realize we need to establish
standard, global naming conventions and
enforce them and we need a far greater
level of detail in some of the information we
collect. Again, this is not just data integrity
I'm talking about, but data governance.
We're establishing internal processes, and
explaining why we need certain data, what
the impact is of not having it, and what the
data can potentially be used for.

Saah: You've leveraged outsourcing in a big way
for your development team, haven’t you?

Rich: Yes, we have—both in development and in
our help desk. We have a team of about 50 in
South Africa that does all of our application
development and support, and a team of nine
in India that does our help desk.

Saah: You've been doing that for a while
now. Many people find outsourcing a real
challenge. How have you succeeded with it?

Rich: Well! These are long-term relationships
for us and we invest in them accordingly.
These teams are not simply “vendors”; we
view them as an extension of our staff here.
We've traveled there and talk regularly with
the people working for us. We want to make

sure they understand what they are doing and
why it is important to our operation. People
are people, and everyone needs to have a
good working environment and a sense of
ownership in the mission. We try to insure
that and I think that has been a big part of our
success.

Saah: It sounds like this is not something that
happens overnight.

Rich: Not at all. It took us 6-12 months to develop
our relationship with Genpact, our partner for
the help desk. And, of course, our users were
initially skeptical of any change. But now, our
people sing their praises. We've come to realize
that our India team knows our users around
the world better than our New York team
does because they are interacting with them
on a regular basis and they have developed
relationships with them.

Saah: What were the dynamics of building that
working relationship?

Rich: You have to give regular feedback. You have
to discuss what is going well, what needs
improvement, and keep the dialogue going. As
you read all the time, you can’t expect to just
throw a problem over the wall, outsource itand
expect it to go away. But if you see outsourcing
as an extension of your team, albeit with
reduced cost and management effort, it can
be a mutually successful relationship.

Saah: Back to application development for a
minute ... tell me about your operation in
South Africa.

Rich: Our partner for development is Open Box
Software based in Cape Town, South Africa.
We have a team of about 50 people there—half
focused on development and half focused on
support. They work with MRI, Angus, Prolog,
plus our 30 custom applications. Again this is a
relationship we have built for years and is really
an extension of our team. Another benefit of
these outsourced relationships is our ability to
bill our work to third parties for products and
services that benefit properties. e
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Cisco, IBM, HP:

Bringing Life to a Vision

ith expanded investment in in-

frastructure projects, especially

in the public sectors, we've seen

a number of very innovative
projects surface in the US recently. This activ-
ity is very encouraging.
It is possible that the
US could be incubating
some of the most inter-
esting global technology
initiatives of the decade;
these could, perhaps, put
to rest the notion that
America has lost its edge and has been relegated
to 2nd class in global innovation.

Over the past couple of years, there has been
significant merger and acquisition activity by
Fortune 500 companies looking to take part in
the burgeoning smart connected buildings/
cities/communities market: Johnson Controls—
Gridlogix, Honeywell-Tridium, Cisco-Richards
Zeta, Dell-Perot, HP-EDS, UTC-GE Security,
Oracle-Sun, just to name a few. As a result, the
stories of end-to-end data integration of appli-
cations revolving around automating buildings
and cities are starting to emerge, and it looks like
the payoff may be just around the corner.

Cisco announced last month that it is collabo-
rating with the city of Holyoke, Massachusetts to
help transform the nation’s oldest “planned” in-
dustrial community into a 21st century “Smart+
Connected Community.” Holyoke, with a popu-
lation of about 40,000, is known as the Mill City;
at one point, it had 25 operating paper mills. The
intent is to use technology to deliver urban ser-
vices and generate new economic opportunity,
while increasing the quality of education and
maintaining the population level.

We hear a lot about “connected” real es-
tate projects, typically new developments in
Asia and the Middle East, such as Bangalore in
India, Songdo in Korea, and the economic cit-
ies in Saudi Arabia. The choice of Holyoke actu-
ally mirrors IBM’s announcement last fall that
it will retrofit Dubuque, Iowa to be its first fully
integrated smart city. Dubuque and Holyoke are
comparable in size (60,000 and 40,000 residents
respectively), and each has been tapped as a

“... the stories of end-to-end data
integration of applications revolving
around automating buildings and cities
are starting to emerge, and it looks like the
payoff may be just around the corner.”

computing center. A master planned city retrofit
project in the US! Very interesting.

“The city of Holyoke has a deep history in in-
novation and is dedicated to the success and
well-being of its residents. In working with
Cisco to implement
next-generation  solu-
tions, Holyoke will be
well equipped with the
tools necessary to build

more collaborative,
modern and cultur-
ally rich environment
for work and play,” said Elaine A. Pluta, Mayor,
Holyoke, Mass. “We view the joint initiative with
Cisco as a way of giving back to our citizens and
ensuring that future generations can also enjoy a
thriving and sustaining community that they are
proud to call home.”

“Cisco’s vision for Smart+Connected Com-
munities is to transform physical communities
into connected communities that run on net-
worked information to help drive broad eco-
nomic, social and environmental sustainabil-
ity. We are honored to collaborate with Mayor
Pluta and the city of Holyoke to establish the
21st century neighborhood as an inspirational
model for cities seeking to transform themselves
through revitalization,” commented Wim Elfrink,
Chief Globalisation Officer and Executive Vice
President, Cisco Services. “We share a common
vision to use the network as the platform to cre-
ate a more collaborative and sustainable environ-
ment for the citizens of Holyoke.”

Just a few days after the Cisco/Holyoke deal
was made public, HP announced its ‘CeNSE’
(Central Nervous System for the Earth) blueprint.
Following in IBM’s “Smarter Planet” footsteps,
HP is planning to put trillions of sensors called
MEMS (micro-electro-mechanical-systems) on
everything in sight and reduce the resulting data
into actionable information for making a better,
greener world. Leveraging its ability to manufac-
ture these tiny sensors at minimal cost, they’re
looking to bring in-house the entire end-to-end
lifecycle of computing—from sensors to servers
to the consultants and integrators who'll tie it to-
gether and make it all work. e
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IT/AV Convergence
Offers Opportunities

ull convergence can be defined as
the integration of AV, IT, Security,
Information Transport Systems (ITS),
Telecom, and MEP, which is also re-
ferred to as all building automation. While this is a
nascent and emerging industry, experts from the
converging industries agree
that full convergence is in-
evitable. However, it is ex-
pected to take ten years for
this to occur. While MEB AV,
Lighting, Voice and Data,
and other trades will con-
tinue to exist autonomously for years to come,
there is increased cooperation and partnerships
between the trades beginning to occur now.
One trend that is emerging is an increase in
mergers between firms with complementary
skills, bringing multiple disciplines under one
roof and allowing the larger entity to have a
more complete offering. Over the last few years,
Architect and Engineering firms have brought a
variety of skills in-house that had traditionally
been outsourced in an attempt to capture more
of the profit associated with IT, AV, and other ac-
tivities. For example:
e MEP firm Jacob’s Engineering bought an
Acoustics/AV/IT firm in Dallas.

* EA firm Newcomb and Boyd has developed
AV capabilities.

¢ AE firm RTKL has built an entire division
dedicated to Telecom, Security, Acoustics,
Wireless, and AV from scratch.

Will IT Win Out as the Center of Convergence?

In the battle between IT and Facility Managers,
there is little consensus as to which group is bet-
ter positioned to be in charge after full conver-
gence. Today, roughly 98% of the opportunity
for automation is in the existing building market
and 90% of these are office buildings. Since the
opportunity today is far greater in existing build-
ings, this is setting the stage for Facility Manag-
ers to oversee full convergence.

“In the battle between IT and Facility

Managers, there is little consensus as

to which group is better positioned to
be in charge after full convergence.”

Arguments for Facility Managers Driving
Convergence

Although full building automation is possible
today, most building owners are opting for par-
tial adoption of smart technology. In the existing
building market, building owners are not mak-
ing the move to full conver-
gence, but rather focusing
on areas that give the great-
est return on investment or
cost savings, which means
updating HVAC and light-
ing systems first—giving
Facility Managers the greatest influence.

In most office buildings, building owners are
responsible for facilities operations whereas ten-
ants own and are responsible for IT. As a result,
building owners have a stronger focus on up-
grading facilities operations. This could change
with full building automation, but it is not yet
the standard.

It has become increasingly important to fo-
cus on energy reduction, but IT’s focus has his-
torically been limited to its own equipment. IT
does not typically have the time, the mandate,
or the resources to pursue building-wide en-
ergy reductions.

Security is increasingly coming under the re-
sponsibility of Facility Managers and not IT, es-
pecially in the existing building market. As a re-
sult, security associations, such as the American
Society for Industrial Security (ASIS), are actively
pursuing relationships with Facility Managers.
Facility Managers are characterized as end-users
of technology and their influence in the adop-
tion of smart building technology has been un-
derestimated.

Arguments for IT Driving Convergence

On the flip side, there are a number of arguments
suggesting that IT will win out in the race to be
at the center of the building automation control
system trend. Control systems and the network,
in general, are IP-based—the domain of IT.

Julia Pegg is the Director of Research at Acclaro Growth Partners, a strategic planning and market

research firm based in Potomac Falls, Virginia.



IT has familiarity in managing and integrating diverse protocols
and technologies. IT manufacturers and integrators are target-
ing commercial building automation, under the pretext of energy
management. IT firms’ initiatives are starting to aim at the larger
issue of energy reduction, of which building automation systems
(BAS) is a part. For example, Cisco and other IT firms are expanding
their product and service portfolios to include BAS. HP and Oracle
(enterprise software) intend to become more active in building au-
tomation in the future. Last year, IBM also increased its visibility in
this area. Companies such as BAE and Lockheed Martin are getting
involved in the Smart Grid business.

If a smart building were driven by the IT system, IT is a very in-
fluential group in a company and is used to being process-driven.
IBM and others come at convergence from a strong process orien-
tation and it is a natural tie into their efforts to help electric utili-
ties get on board with Smart Grids to help buildings with energy
management/savings.

IT integrators will realize they do not have the skill set to un-
derstand all different kinds of systems. However, with consultants
readily available, IT integrators will acquire, contract with, or align
with other contractors who can provide specific services.

Relative Importance of the Systems in Building Automation
MEP

Low Voltage Systems

High)

Importance of the System
5

MERP is the first system, after the basic mechanical engineering is
complete, that an architect is concerned with. This receives roughly
50% of the architect’s budgeted time, energy, money, and attention
during the design stage. Standard high voltage lighting, very basic
in design but very important to energy savings, is accomplished at
the same time with MEP. Voice and data account for the next 25%
of the budget, and all other systems (including specialty lighting)
account for the remaining 25%.

Because MEP is the first group at the table during the building
automation planning process, MEP engineers are a very influen-
tial group. However, in order for full convergence to occur, it will be
important for all trades to become involved early in the planning
process, which is not standard practice today. With other trades
coming in later in the design process, their feedback becomes dis-

ruptive because some decisions have already been made and de-
signs have already been developed by the rest of the project team
(specifically MEP engineers and architects). It is also disruptive if
there are budget implications that were not initially planned. So
the chance for success is greater if all trades are involved early in
the project.

The government has introduced incentives for building own-
ers to reduce emissions and improve sustainability of the envi-
ronment. These incentives primarily focus on HVAC and lighting
improvements, but they are driving adoption of smart building
technology, which is gradually moving the industry closer to full
convergence.

As more building owners realize increased energy and opera-
tional efficiencies from implementing smart building technology
the concept has gained credibility. Today’s economic climate has
put building owners in a position in which they are forced to figure
out how to lower costs. Technology will enable them to do this. e
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“Connecting a
building to the
Smart Grid without
considering the
tenant space will
produce less than
desirable results.”

20  RealcommEDGE

Connecting Smart Buildings
to the Smart Grid

aving or conserving energy by turn-
ing off the lights in a 250,000 sq. ft.
office tower (especially at night when
the cleaning crew and security
personnel are the only ones occupying
it) makes sense at a very ba-
sic level. One would think - -
that a simple concept -
such as ¢
ing energy in our
built environment
would be easy to
implement. Given
that energy (and,
not so indirectly, our
independence) is on ev-
eryone’s mind and the fact
that buildings consume 40+% of the total daily
energy dollars spent, one would expect it to be
a high priority.

To this day, however, common sense ideas
often have been met with a lackluster response.
Why is this such a low priority for many own-
ers? The answers are not hard to find: 1) during
boom times, making money trumps most other
priorities; 2) in many situations, it is the tenants
who pay the utility bills, and landlords have little
motivation to conserve; 3) real estate companies
struggle with “who” within their organizations
should take ‘ownership’ of this issue (IT, PM, FM
or Energy); 4) while executives promote “green”
for marketing purposes, commitment and exe-
cution is often superficial; and 5) many new en-
ergy efficiency technologies involve CAPEX or, in
some cases, initial impacts to OPEX investments
and, without the motivation of an ROI, never
make it past the budgeting process.

There have been bursts of interest in this topic
from within the built environment over the last
five to seven years. In fact, there are case studies
of real estate companies that have implemented
sophisticated technology solutions to monitor
and manage energy consumption with a much

conserv-

greater level of accuracy. Over the last
e thirty months, many of our
; trade associations have
— .L also joined in the battle
to conserve and have
begun to aggressively
educate their member-
ships about conserv-
ing energy. While all of these
“green” initiatives have been posi-
tive, there has been little discus-
sion of the role that technology,
automation and innovation can
play. Insulated windows are an im-
portant part of the strategy, but so is
a lighting strategy that can reduce energy

costs by 50%.

Enter the Smart Grid discussion
A few years ago, the discussion of the Smart Grid
started to heat up. Major companies (GE, IBM,
Siemens and most recently Cisco and Google)
started to beat the drum about the benefits of
being able to manage electricity in more sophis-
ticated ways. Instead of producing power in large
power plants and “broadcasting” the energy
down very old “asynchronous” (one way) power
lines, the idea emerged of a “networked,” very
smart, easy-to-manage electrical infrastructure
that connects to the network, for example, both
your refrigerator and the solar panel or wind tur-
bine in your backyard or on the roof of your of-
fice building. The idea is big; the benefits are big;
the issues are big. So are the challenges. While
the marketing of many of these large Smart Grid
companies would lead one to believe that the
technology is in place and everything has been
figured out, there are mountains of questions
ranging from privacy issues to standards (and
everything in between) which must be consid-
ered and resolved.

One of the big issues to be figured out is how
to “connect” a smart building to the Smart Grid



and what to do if we're starting with a building that is not so smart.
Who in a building takes charge of this issue? Responsibilities vary
depending on whether a build is owner occupied or multi-tenant-
ed and then there are many different levels of responsibility in the
landlord-tenant relationship. The legal structure and relationship
will influence who takes the lead on this important topic. But once
the “business” side of the equation is determined, you proceed to
the building technology and the relationship with the Smart Grid.
These are very important questions and, in many respects, are the
primary reasons that so many building owners have not initiated
energy plans. Other reasons for slow responses to this issue involve
the maturity of the technology (which is still evolving) and the regu-
latory role of local, state and federal government agencies.

Breaking It Down

Ifyou break the Smart Grid into three distinct categories, it gets a lit-
tle easier to understand: 1) middle infrastructure (i.e., the transmis-
sion lines, sub-stations etc.); 2) the power plants (traditional and
the emerging technologies; and 3) the end user (which translates
to the building). These are the major components of a Smart Grid.
When we isolate the building’s role, it’s easy to understand why this
is such a complex issue. It’s not only the connectivity of the building
to the Smart Grid, it is also the internal infrastructure of the building
that needs to be automated in order to create a completely digital,
transparent connection. Connecting a building to the Smart Grid
without considering the tenant space will produce less than desir-
able results. It gets even more complex when you take into account
all of the other building technologies that need to be considered for
integration into the building network—security, tenant communi-
cations, etc.—all while you're trying to figure out the connectivity to
the Smart Grid for energy management and conservation.

The benefits of the Smart Grid get very interesting when you con-
sider how a building owner could gain financially. Imagine yourself
at 30,000 feet looking down on NYC. Picture all of the buildings as
individual solar power plants that are able to sell unused energy
back to utilities via Smart Grid technologies. This could create a
very significant income stream for owners and operators once the
idea is adequately developed. (This concept was presented as a case
study at Realcomm 2008 by ProLogis, which had begun putting solar
power plants on the top of the very large, flat, well-suited roofs of its
industrial buildings. Realcomm Advisory Vol. 7 No.7 — 4/24/2008)

The bottom line is that the idea of smart buildings connecting to
the Smart Grid is an idea whose time has come. Whether adoption

is fueled by financial opportunities or by legislation, it is not going
away. In the early stages, as with all new technologies and ideas,
there are more questions than answers. However, Washington’s 3.2
billion dollar commitment to the Smart Grid is sure to advance the
topic and produce real results.

The question still remains, “How will buildings connect to the
Smart Grid?” e
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Commercial Real Estate Discovers
Banking Technology
Are You Maximizing Your Cash Flow?

ver the last two decades, financial
instruments have evolved rapidly,
and the complexities associated with
managing all aspects of these instru-
ments (e.g., cash flow, regulatory requirements,
reporting) have also increased. At the same time,
commercial real estate (CRE) companies have
expanded the types of projects into which they
have entered, and many have established a web
of LLCs, partnerships, and entities across their
portfolios. Often, each of these projects and
ventures has its own cash flow; and, in some
situations, they are not limited to one country
or currency. It is likely that there will be at least
one bank account in place for each entity; often,
there will be several. The reality is that CRE com-
panies are as much cash managers as they are
asset managers. Are these firms up to the task of
effectively and efficiently managing the financial
intricacies associated with the multitude of cash
related transactions occurring across their entire
enterprises?
What if we were to broaden this and ask a se-
ries of questions related to the entire treasury
space—how would your company stack up?

Y|N

v/| Does your company learn about its daily start-
ing bank balances and/or intra-day banking
activity by logging onto a bank’s website?

v/| Do you generate cash wires using a bank
website, an e-mail or a fax?

v/| Are daily/weekly/monthly financial invest-
ments managed only via a spreadsheet?

v/| Are the contracts in place with your banks
kept only in paper form and not reviewed in
the last 6 months?

v/| Isaspreadsheet used to derive and keep
track of payments related to all of your debt
instruments?

v/| Hasanyone analyzed the bank fees charged
within the last 6 months? 6 years? Ever?

Most CRE firms would answer “Yes” to at least

one of the above questions; many would answer
“Yes” to all of them.

Fragmented Process / Fragmented Technology
The treasury space encompasses a wide array of
services and responsibilities within a CRE com-
pany: cash management (e.g. wires, receipts,
and cash-flow projections); debt management;
short-term cash investments; general fund-
ing; and bank relations. Within many compa-
nies, the management of these moving pieces
is fragmented. Various departments oversee a
combination of spreadsheets, databases, and
websites in order to manage and monitor all of
these components. Not only is the technology
fragmented, the processes and responsibilities
are fragmented as well. This leaves the company
open to risk and potential financial loss, as there
is no single centralized engine or repository that
houses all of its information.

Treasury Work Station

A secret that investment banks have known for a
long time is the treasury workstation (TWS). Few
technology platforms offer returns on invest-
ment as tangible as TWS. Treasury organizations
within global investment banks such as Barclays
Capital are completely structured around one
TWS. Cash management, bank fees, debt issu-
ances, coupon payments, financial investments,
bank contracts are all captured within this single
system. An effectively utilized and integrated
TWS will house and process all treasury related
data and information in a neat package, and it
can access past and present information and
even predict future cash flow requirements. Its
greatest value, however, is its ability to maximize
the potential of cash flows, while at the same
time optimizing the cash flow process itself.

Speaking the Banks’ Language

Electronic messaging with banks is an integral
part of a TWS. It allows everything from wires, to
cash receipts, to bank balances (opening & intra-
day) to be captured within its own framework

Tamir Shafer is the Managing Director with NOI Strategies. Across a 15-year career, Tamir has managed
the international treasury operations at investment banks such as Goldman Sachs, Barclays Capital,
and Morgan Stanley, overseeing up to $250 billion of cash flow and related liquidity positions.



and makes it available for viewing on a customizable graphical
user interface (GUI) to those authorized. Over the years, banks
have established an intelligent network of messages they use to
communicate with each other and with their clients. The primary
global network is called SWIFT, and a multitude of this network’s
message types (MT) are available depending on what needs to
be transmitted. TWS can subscribe to these messages, and then
translate, generate, publish and display them for users. From a
financial perspective, since banks charge significant fees for the
use of their tools, TWS can reduce or eliminate many costs, as
electronic messaging is the ideal and least expensive method of
communication.

Integration & Functionality

Once a TWS has been integrated, its data can be scrubbed, ana-
lyzed, sliced and diced and reported on in an almost infinite
number of ways. It can provide general ledger postings while also
highlighting discrepancies between cash movements in a bank
account vs. internal expectations of these same cash movements.
Users can enter data into TWS that will be available immediately
for review and processing.

The capabilities go even further. Generally, it is easily customi-
zable so that GUIs can accommodate nearly any viewing request,
and modules can be added to enhance the core functions of the
TWS. One popular add-on is the ‘Standing Instructions’ compo-
nent, which allows frequently used payment instructions to be
maintained, allowing wires to be generated with programmed
payment instructions (e.g., to clients, vendors, and government
agencies). This reduces operational friction and increases effi-
ciency, while reducing the need for multiple data sources of infor-
mation. Another popular component is ‘Pre-Settlement’, which
permits a separate control group to review, modify, and release
messages to the bank and the general ledger. With this compo-
nent in place, all wires and postings have to pass through this
“control” mechanism before they can be completed—a built-in
risk mitigation control.

In Summary

TWS is a comprehensive tool that, when integrated properly, can
result in perpetual dividends. It is customizable and user friendly,
and the initial costs are not insignificant. The substantial func-
tionality it provides is a quantum leap over traditional methods.
Entire operational groups can be built around its utilization.
Treasurers can have a wealth of information at their fingertips in
real-time. Risks will be mitigated, fees will be reduced, efficien-
cies will take hold, and order will be restored. The positive impact
that a TWS will have to a firm’s net operating income will be con-
siderable, and, once it is fully integrated, it will be hard to imagine

how you functioned without it.

See your building in a
whole new light.

Redwood is pioneering an entirely new,
innovative, and smarter way to light and
control your building.
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Catherine Williams
Chief Executive of OSCRE

“As we emerge from
recession, are we
really ready to face
the demands of the
21st century real
estate market? Is real
estate keeping pace
with evolving trends?”

24  RealcommEDGE

OSCRE-Global Standards to Go By

ISCES and OSCRE Americas merged at

the end 0f2009 to begin the new decade

as ‘OSCRE’, with a truly global perspec-

tive and a vision of enabling the real
estate industry to work more effectively through
the use of cost-effective, standardized and auto-
mated electronic information exchange. Its mis-
sion is to offer the global leadership necessary to
deliver electronic standards for exchanging real
estate information and to provide guidance, a
platform, methodology and resources to enable
the real estate industry to use modern technol-
ogy effectively. OSCRE is a non-profit industry-
wide initiative whose members share a view of
a future in which rapid, concise and unambigu-
ous information exchanges carried out through
computer-based systems will be used through-
out the real estate industry resulting in signifi-
cant value enhancement.

The motivation behind the merger

PISCES, formed in 1991, had developed a stan-
dard for the investment market in the UK, pri-
marily to transfer property management data
into valuation and forecasting systems and for
performance analysis. In 1993, PISCES was con-
tacted by a group of corporate real estate profes-
sionals who were interested in similar standards,
and OSCRE Americas was formed.

The notion of OSCRE as a global umbrella was
contemplated then, but operationally, it and
PISCES remained two separate entities, albeit
sharing technical resources.

The recession, with its particular impact on
real estate, was the driver to formal merger, al-
though for organizations devoted to standardiza-
tion, it is arguable that maintaining two names
and two boards had persisted for far too long.

We operate in an increasingly global market,
and even if an organization has no plans to op-
erate globally, it is likely that the entities with
which it exchanges data with are or plan to be

global. There are other reasons why a global per-
spective on standards is important as well.
Standards created using a ‘local’ perspective
are more vulnerable to being superseded by ex-
ternal ones, resulting in wasted time and expense;
and, the existence of multiple local standards or-
ganizations, without global cohesion causes con-
fusion and discourages the use of standards in
general. Being global, we generate a larger mass
of participation and can share overhead costs
such as website, research and expertise, thereby
delivering greater benefit to local markets.

Industry Domain Groups for Effective
Engagement

It is vital for us to maintain strong relationships
with the diverse sub-sectors and local markets
that comprise the real estate market and we
need to be organized in such a way that we can
effectively identify specific data exchange chal-
lenges and prioritize the creation of solutions
to address them. To achieve this, we have struc-
tured OSCRE under industry domains, which
will be led and managed by nominated executive
members and a board of directors.

We already have a membership base and
standards for business processes in investment,
corporate real estate/facilities management and
residential conveyance/home buying, so this is
where we will begin; local geographies will be
represented within the industry domains. These
strategic groups will bring together the member-
ship, wider industry experts and trade associa-
tions to identify areas where data exchange and
data sharing is manual and/or problematic, and
will prioritize the creation of solutions in an
overall road map for each sector.

Need for Data Standards Grows

The severity of the recession continues to remind
us that we are living in a changed world. Not only
are we all under severe cost pressures, but also

Catherine Williams has over 20 years of experience in real estate and is the Chief Executive of OSCRE.



the global credit crisis has altered the very nature and structure of
capital markets. Identifying strategies for surviving and thriving in
this changed market is paramount. Analyzing positions, preserv-
ing capital and identifying and removing toxic assets from portfo-
lios will demand sustained focus and a strategic move away from
individual risk management silos to a more holistic, firm-wide risk
management strategy. Add to this a heightened regulatory climate,
increased accountability of owners for sustainability, and report-
ing on energy performance, and it is clear that we have moved to a
whole new level of data analysis and reporting.

Process analysis, meticulous data management and the applica-
tion of technology are essential to manage this additional burden
most effectively and to avoid the scenario of having trained real
estate experts less than optimally em-
ployed—filling in forms or entering,
checking and reconciling data.

How are we doing? If this recent face
book entry is anything to go by then it
would appear not too well:

AR N

“Thank god this week is over! Finally
finished reconciling CRC energy effi-
ciency data, now just need to register
about 250 electric meters with the envi-
ronment agency. What a wonderful job
I have—not!”

There is increasing demand for con-
sistent and accurate data, so is it really
acceptable to us that, in the 21st cen-
tury, portfolio and lease data sets are
often re-typed and stored in duplicate
or triplicate? The process inevitably in-
troduces error and reconciliation causes
a lot of unnecessary (and boring) work
that wastes valuable resources and adds
a great deal of cost to the process. I sus-
pect that most do not even try to quan-
tify this inefficiency or they would have
fixed it.

Mark Linne and John Cirincione,
writing about standards and the valua-
tion process recently rightly point out
that, “Real estate is one of the of the last
major components of the economy to
take advantage of the standardization
of data and the technological innova-
tion that has defined other sectors of
the economy.” What an admission!

There is clear evidence of a grow-
ing requirement for standards, and
OSCRE has already delivered several
that can be easily adapted for use in
multiple local markets. More impor-

We put more money in your pocket.
To find out how NOI Strategies can help you realize the

full potential of the cash flows you manage, please call
630.320.5030 or visit www.noistrategies.com

Consulting | Technology | Outsourcing

structures and processes in place to accomplish this. Developing
standards is deceptively complex, but the hard work has already
been completed. Collective expertise and collaboration is the key
to improving our industry.

OSCRE provides a transparent and neutral setting in which in-
dustry stakeholders can collaborate to envision, create, manage
and facilitate the implementation of these publicly available stan-
dards and best practices for real estate information processing. We
can keep the pitch even, turn on the floodlights and provide the
ball, but unless the teams show up with their kits, there is no game!
The greater the breadth of our membership, the more valuable and
useful the resulting solutions will be. Isn't it time you stopped be-
ing a spectator and started playing? e

Treasury Workstation
Automated Payments
Banking Services

Cash Flow Optimization

Debt Management

Ledger Integration

Regulatory Compliance

Bank Fee Audits

Commercial real estate cash management expertise. If you're in the business of managing properties, then you’re also in
the business of managing cash. And lots of it. Cash management is especially challenging for real estate companies due to
the way they are structured. Multiple bank relationships. Complex billings. International assets. Countless bank accounts.
But where there are challenges there is opportunity. In fact, you'll find few areas that provide an opportunity as significant
as optimizing your treasury, banking, and cash management. At NOI Strategies, our professionals stand ready to help your
company optimize working capital, automate processes, and improve its bottom line.
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tantly, OSCRE has the experience,
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“Commercial real
estate is beginning to
reach to IT for solutions
to many formidable
business problems; we
cannot squander the
opportunity.”

RealcommEDGE

ROl ... The New
Driver for Innovation!

echnology think the wheel.
Technology, or more accurately, au-
tomation has been around since the
beginning of time. People have either

gotten discouraged by the tra- ,., , . ,» .-

ditional way of doing things #&#& “=i"% &

or excited about the prospect . .';','I 2 ,.I.I.I.

of doing them in a better or gza ;4% yo-o!

different way. Whatever the #£B€ " re-ion

reason, at some point things e
RICO)

change, sometimes quickly

. sometimes slowly. Today,
when we say ‘technology’ we
think about laptops, iPhones,
servers, software, flat screens
and a host of other products
and services. In today’s world, technology is usu-

s i

ally associated with something electronic.

The first historic mention of an elevator (tech-
nology) was in 236 Bc, but it was not until 1850
AD that an elevator made its way into the actual
design of the contemporary buildings that we're
all familiar with. What prompted that commer-
cial real estate owner to install the first elevator?
Was it the prestige of having a taller building?
Were the tenants asking for it? Was the first im-
pulse truly visionary or was it based on econom-
ics? The same questions could be asked about
another new technology of the time—indoor
lighting. With so many unforeseeable risks, in-
cluding a building burning down, what prompt-
ed the first installation of electric lights?

Fast forward to 2010 and the technology we
discuss in relation to commercial real estate now
ranges from e-mail to building automation and
everything in between, and the job of discover-
ing, evaluating, selecting and managing technol-
ogy is more and more complex every year. The
technology/automation decisions confronting
real estate organizations today present a daunt-
ing task. Not only do these independent tech-
nology solutions have to deliver on their specific
promises, now they have to be integrated with
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hundreds of other applications.

Despite today’s challenging economic condi-
tions, technology remains one of the best de-
fensive (as well as offensive) options for an or-
ganization. Defensively, there
is no better toolset than au-
tomation to drive efficiency
and cost savings. The biggest
philosophical challenge is
to impel these efficiencies
at the same time people and
companies are looking for job
growth. We are undergoing a
major paradigm shift and ef-
ficiency must be achieved for
a company to be able to com-
pete. Individuals who lose manual mundane jobs
(often to technological advances) will have to be
retrained. From an offensive standpoint, auto-
mation can be used during an economic down-
turn to achieve a competitive edge; it causes us
to rethink and redesign the business processes
associated with owning, managing and transact-
ing real estate. This has historically been suc-
cessful. Not too long ago, we traveled to the store
to rent a video or to have film developed; now
we complete these tasks ourselves—and from
the comfort of our homes. In a few years, we will
likely make the same types of analogies within
our industry. (Think—putting a check in an en-
velope and mailing it versus electronic funds
transfer (EFT).)

Clearly, automation is a tool for managing
through troubled times, but we must be realistic
about and mindful of finances. A commercial real
estate organization struggling with increased va-
cancies, lease renegotiations, price devaluation or
debt restructuring can’t afford to make mistakes
when it comes to committing scarce financial re-
sources. Everyone understands the fundamental
value proposition of automation, but it still re-
quires prudent decision-making when it comes
to technology investments. Survey any organiza-
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tion and you could find hundreds of suggestions as to how to spend
“automation dollars.” The key is to develop a prioritization plan and
select projects that offer the “biggest bang for the buck.”

While we at Realcomm have been strong advocates for innovation,

stand the business-drivers behind good IT decisions; and we are
acutely aware of today’s financial realities. If we do this right, IT will
be viewed as having a much more strategic role in real estate com-
panies and they will be much better run as a result. o

we understand that innovation needs
to be in the context of overall financial
conditions. It doesn't make sense to
get excited about technology if there is
no way to cost-justify its deployment.
However, if you combine technological
innovation with the need for a reason-
able return on investment, the entire
process of adoption can be accelerat-
ed. It can force us to examine business
problems (the real “pain points”) and
seek solutions. This is what business is
all about. If IT professionals can strate-
gically impact their respective organi-
zations at a time when they really need
help, the role of those professionals
will be advanced within the organi-
zation. This could be a time where IT
makes significant strides in advancing
its relevance within a real estate orga-
nization.

If, over the next two to three years,
we focus on finding the biggest op-
portunities (on both sides of the
equation—increasing revenue and
decreasing expenses), if we develop
prioritization protocols that allow
low-risk, high-return solutions to
float to the top, and if we implement
strict ROI guidelines, there is a good
chance that IT can help lead our in-
dustry out of the current economic
situation. Our industry is beginning
to reach to IT for solutions to many
formidable business problems; we
cannot squander the opportunity.
This period is much different from the
dot-com “craze” of several years ago;
this time we have experience on our
side. We've waited for the technology
to mature; we are beginning to under-

Increase Building Efficiencies
and Performance

Panduit’s Connected Building Solutions
embody the next wave of operating
efficiencies and risk management. By aligning
and harmonizing critical systems, they provide
a highly integrated physical infrastructure that
connects smart devices across a building or
global campus to allow greater visibility,
control, and energy efficiency.

In collaboration with our technology partners,
Panduit combines best practice methodologies,
and physical and logical architectures, to offer
a comprehensive portfolio of solutions that
enable the integration of a broad range of
applications from security and lighting to HVAC
and IP networks. Panduit’s Connected Building
Solutions help businesses change the way

of thinking about and optimizing their

physical infrastructure.

Visit us at the Realcomm Marketplace
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Smart Cities, Intelligent
Communities and u-Cities

What's in it for you?

hat’s in it for you? It could be

higher prices and faster sales

for buildings or new commu-

nity economic development
with $100 million in new salaries for every 1000
new jobs. More innovation and industrial “clus-
tering” of companies, lower operating costs for
buildings and lower carbon emissions for your
community are other potential benefits. It de-
pends on your point of view, competitive drive
and interests.

The fact is that if you create one of the world’s
leading intelligent communities, invariably the by-
product will be economic growth with increased
land and real estate prices, and “new economy”
job creation. The list could go on and on.

What Are They?
The Intelligent Community Forum (ICF) annu-
ally selects the “Intelligent Community of the
Year” and its affiliation with the World Teleport
Authority hints at the origins of intelligent com-
munities. They evolved from districts around
“teleports” that were ground stations providing
the earthbound connections to satellite com-
munications systems. Developers and real estate
agents realized the business potential from the
connections between a better communications
infrastructure and superior opportunities when
they found they could charge more for their prop-
erties and sell them faster. Entrepreneurs wired
up the districts around these teleports with bet-
ter than average communications facilities con-
nected to the satellite ground stations, and this
gave residential and business tenants in the dis-
trict distinct advantages over other areas (higher
speeds and lower communication costs).

Smart Valley in California’s Bay Area and
Singapore’s Intelligent Island were important
intelligent community pioneering initiatives

in the early ‘90s, followed by Malaysia’s Multi
Media Super Corridor and Hong Kong CyberPort
in the late 90’s and early 2000’s. Now the world
is moving into “smart, intelligent or ubiquitous;
s-, i- and u-cities” with increasing urgency. The
equally increased momentum is being sup-
ported by initiatives around “Smarter Planet”
(IBM), “Connected Living” and “Connected Real
Estate”(Cisco) as well as other programs initiat-
ed by political leaders or private sector entrepre-
neurs like Richard Li, who promoted the concept
for Hong Kong CyberPort. The success of earlier
initiatives is also becoming better known and
the entire concept has gained credibility.

When the Exceptions Become the Rule

You would think that twenty years of historical
evidence on the benefits of smart communi-
ties would cause developers, politicians and
city economic development departments to
fall over themselves to join the parade. This has
not been the case until recently, with some no-
table exceptions. President Ma of Taiwan was
Mayor of Taipei when his city won the Intelligent
Community of the Year award in 2006. He was
so impressed with the benefits to his city that,
in 2008, after becoming president of Taiwan, he
began an i-Taiwan initiative to make the entire
country an intelligent nation. Singapore is now
in its third multiyear intelligent community pro-
gram with “IN2015: Intelligent Nation 2015”. This
will ensure that it remains among the leaders of
intelligent nations and communities.

Some municipal officials along with real es-
tate, development and construction industry
leaders are providing important leadership
around the world, but many in the ecosystem
are neither accepting nor promoting the bene-
fits of investing in these new opportunities. On
the other hand, Stockholm won the Intelligent

Bill Hutchison is a professional engineer and Waterfront Toronto’s Executive Director, responsible for ensuring
that Toronto’s 2000 acres of revitalized waterfront land becomes one of the world’s leading Intelligent
Communities. He is also a member of the international jury of the Intelligent Community Forum.



Community of the Year award last year and South Korea has the
massive Songdo and Incheon projects shown in Figure 1. Abu
Dhabi has Masdar and a
number of other initia-
tives on the drawing
board. The state of Ohio
began with an advanced
network originally called
Cleveland One that is
evolving across the state
as the foundation for its
intelligent community
initiatives. Toronto has
i-Waterfront, the larg-
est intelligent revitalization project in North America (Figure 2).
Kentucky is promoting the first u-city in the United States—the
Manhattan Harbor project in Dayton (KY).

It is generally accepted that buildings and their operations cre-
ate 50% of the world’s carbon footprint. Yet the real estate industry
was notrepresented as a distinct sector in the Copenhagen climate
discussions. Coordinated leadership is lacking. For new construc-
tion, creative new models are needed to encourage up-front in-
vestment in the intelligence of its buildings so society can reap the
subsequent downstream benefits of emissions reduction. When
and how do we get the industry to invest? The slow pace at which
many city governments are moving to introduce new building
codes and grant permit approvals, and the snail-like acceptance
of new criteria for those permits are problems around the world.
Even in the new, well-publicized Middle Eastern cities and com-
munities, “city hall” approvals often follow the same slow bureau-
cratic processes that plague many cities in the western world.

New investment models will have to allow developers to reap
some of the downstream benefits of the additional front-end in-

Figure 1

East Bayfront:
One of Waterfront Toromie's New Communities

Figure 2

vestments required for intelligent buildings. Some innovative new
models have been introduced in Songdo, South Korea and other
concepts are being explored in the Waterfront Toronto revitaliza-
tion initiative.

How Do We Get There?
A model helps to understand the requirements for and elements
of creating an intelligent community. The five layer Intelligent
Community Open Architecture “i-COA’® model in Figure 3 illus-
trates the main pieces of the puzzle along with the elements in each
layer.

The advantage of this model is that the activities and elements
within each

How Do We Create Intelligent Communities?
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Layer 1: Place. Figure 3

They promote iconic buildings and other structures designed to en-
tice the public. Dubai is an example of where Place has a high prior-
ity. Other communities have promoted high-speed ultra broadband
in Layer 2: Broadband; but these have been weak in their support
for new applications or content that capitalizes on the potential of
ultra broadband. The Utopia network of communities in the US ex-
emplified where weak support for applications and content result-
ed in low consumer acceptance of the network, until it increased
emphasis on content, applications and customer support.

In her seminal 1961 book, The Death and Life of Great American
Cities, Jane Jacobs argued that, “It is futile to plan a city’s appear-
ance, or speculate on how to endow it with a pleasing appearance of
order, without knowing what sort of innate functional order it has.
To seek for the look of things as a primary purpose or as the main
drama is apt to make nothing but trouble.” She would certainly have
endorsed the i-COA model, with its concept of looking at all of the
elements together when planning new communities or improving
on existing ones.

Layer 1 is one consideration when creating great cities, but cit-
ies have won the Intelligent Community of the Year award without
making significant improvements in their physical dimension. What
they have done is add some very substantial new communications
infrastructures in Layer 2, and then they have focused on Layers
3 & 4 to improve their collaboration ecosystems and create new
content and application opportunities enabled by their new com-
munications infrastructures. Layer 3 became a new “Collaboration
Ecosystem” in the i-COA model. These new initiatives in innova-
tion and business clustering supported creation of the new e-ap-
plications shown in Layer 4. It was this combination that won them
global recognition as Intelligent Communities of the Year.

Sometimes these new e-applications provided new support for
logistics services, as was the case in Singapore. In others (as well as
in Singapore), it has been health care, business collaboration, edu-
cation, government services, and community convenience services,
such as current information for transit. The question, ‘When will the
next bus arrive?’ can be answered on your mobile phone—a good
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example of a “convenience” application. Glasgow, Scotland, and
the cities of Fredericton and Moncton in New Brunswick, Canada
each installed new advanced communications infrastructures to
attract new industry and support the growth of existing ones.
Fredericton and Moncton sub-
sequently invested in new mod-
els for e-health, e-business and
other applications and both were
among the final seven intelligent
communities in the 2009 awards
from the Intelligent Community
Forum. Glasgow won the award
in 2004 after creating 60,000
new jobs while transforming its
economy from shipbuilding and
heavy industry to new knowl-
edge-industry jobs.

The importance of a commu-
nity’s collaboration ecosystem
is demonstrated by the contrast
between the Boston area and
Silicon Valley in California from
the ‘60s into the ‘90s. Both re-
gions had excellent academic
institutions and both were home to large IT companies. What
Boston lacked was a collaboration ecosystem. Companies that
were located along Route 128 around Boston did not collaborate
or create collaboration ecosystems with the same energy as those
in Silicon Valley. Collaboration over breakfasts, dinners and eve-
nings in the pubs in Palo Alto, San Mateo, Menlo Park and San
Jose are legendary. They provided the timely exchange of ideas
between venture capitalists, company executives, technology
leaders and academics. As a result, Silicon Valley outstripped the
economic growth of the Boston area by a large margin.

Opportunities provided by today’s new fiber optic and ad-
vanced wireless ultra broadband networks will allow innovative
communities to create new collaboration ecosystems. It will be
interesting to see which communities identify the opportunities
and aggressively move forward. Singapore is already laying the
foundation, as are Taipei, Seoul and other cities and communities
in Asia, Europe and the Middle East. Google’s recent announce-
ment of ten one-gigabit-per-second communities of 50,000 peo-
ple each across the US and the major fiber optic investment by
Verizon provide impressive opportunities for new collaboration
ecosystems.

Don’t Forget The Plan!

It is not only the speed of the network that is important; the
model matters a lot! Will it be a closed access network or will it
be open access (similar to a city street where anyone can use it
subject only to some “rules of the road”)?

In 2009, two very credible reports were published. One was in
the US, financed by the Federal Communication Commission
(FCQ), in response to a request from the Obama administra-
tion for background on the best communications infrastruc-
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Abu Dhabi’s Masdar

ture strategy for investing stimulus funds. The other was by the
Organization for Economic Cooperation and Development
(OECD). It produced a communications background report for
its 30 member countries in response to a request from coun-
try leaders who met in Seoul in
2008. Both studies ranked the US
and Canada in the bottom half
of the world’s top 30 countries,
and both strongly promoted the
benefits of open access public
networks as providing important
strategic advantages.

The Door to the Future is ‘Open’
Telcos and cable companies
have previously created closed
access networks and engaged in
“facilities based competition”.
When the cable companies were
able to get cable into homes,
they had won the “competition”;
they determined what content
was and would be available to
consumers. There was very little
open innovation with respect to content in the home or for com-
munity development. Today, an increasing number of commu-
nities and governments (including the national government of
Australia) are embracing the concept of open access networks.
This is because they recognize that open access networks will
provide the consumer with a wider choice of content in the
home, including virtual tours of local and distant museums, a li-
brary channel, opportunities to watch local kids playing soccer,
or whatever the local community activity happens to be. Local
interactive health services are already available in communities
with open access networks and their residents benefit from new
cultural and business opportunities for community innovation
and job growth.

New open access ultra broadband infrastructures with the next
generation of collaboration ecosystems will support the rise of
new Silicon Valleys. Unfortunately, political and business lead-
ers in many cities and countries around the world seem oblivi-
ous to their potential. Their communities are falling behind while
other leaders are creating important competitive foundations
with open access very high bandwidth networks that will win the
future as surely as digital cameras replaced film and the PC re-
placed the mini computer.

Now is the time for leaders in the property development, con-
struction and real estate industry to lead once again, as they did
when they actively promoted and led the creation of the original
smart districts around early teleports. They pioneered the early
intelligent districts. The opportunity now is to facilitate commu-
nity transformation, economic development, social innovation
and new jobs while showing environmental leadership with new
concepts in intelligent buildings. Vast profits and new opportuni-
ties will go to those who lead the way. o



We Make Software People Love To Use

Why Should You Settle for Anything Less Than Everything You Want?

To keep customers for over 2 decades
you nheed a great product and great
customer support.

“I've been using Rent Manager® for over 20 years now.
It's the best I've ever seen and it gets better all the
time. | would highly recommend it to anybody.”

Carol Foster
Modern Management Solutions

Rent Manager® has been serving the property management
industry for over 25 years with over 15,000 users around
the world.

f-\Rent Manager-

Available as both a stand alone produ
or web-based. [

|

Oy

Visit us at www.rentmanager.com or
call us directly at 800-669-0871 for a free demo.

LondonComputerSystems
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By Andrew Waller
& Bob Thompson
Remit Consulting

“«

.. itis important to
be more focused on
quality rather than
quantity in building
our social media
distribution network.”

RealcommEDGE

Using Social Media to Get

the Message Out

ocial media is everywhere. In a burst of

creative energy reminiscent of the first

dot com boom, it seems that every day

new sites and models push the bound-
aries just a bit further. For individuals, a cornu-
copia of channels offers an overwhelming choice
of possible interactions; however, for the com-
mercial user, the elephant in the room is how to
monetize these services. For many that elephant
will be white; for some, it offers the potential of
significant commercial advantage.

At first, to a property manager or a retail agent,
all this is of fringe importance, at best; it is easy
to laugh at the nonsense on Twitter. The key
questions, however, shouldn't be about what is
foolish or irrelevant about it, rather how a short
messaging service can be smart and useful for
both individuals and corporations. In the last few
years, traffic on Twitter has exploded, growing far
beyond the geeks and hardcore social network-
ers and into the corporate world. Younger people
particularly will be active social networkers and
are aware of the possibilities that it has—and
there is a broad spectrum of interests vying for
attention. At one end, there are purists to whom
any corporate involvement is an affront; at the
other, there are the dogged supporters of the sta-
tus quo, who believe the best way to deal with
change is to ignore it.

The Industry Must Engage With Social Media

Social media is still evolving and, despite the
numerous innovations and useful tools already
in place, many of the business models are un-
proven and often unprofitable. Yet, it is danger-
ous for the commercial real estate industry not
to engage. Based on the sheer volume of users
on the major networking sites (40 million us-
ers on LinkedIn alone), it is unlikely to go away.
Rather, it will evolve and should be approached
as a valuable marketing vehicle. At present it is
possible to experiment with this media cheaply
and, in many cases, for free. All that it costs is

resources and much of the “work” is an exten-
sion of the marketing and networking that your
team, if any of them are under 25, may already
be doing.

Case Study
One of our UK clients was interested in getting
maximum exposure within the property indus-
try for a whitepaper they had written. The Role
of Social Media in Commercial Property, as it
was called, was commissioned by the Royal
Institution of Chartered Surveyors (RICS). It ex-
plored the social media phenomena, giving ex-
amples of its use in commercial real estate and
suggestions for property professionals to learn
howto use it effectively. The paper was published
at the end of November. We were uncertain how
many commercial real estate people use social
media, but suspected that it is would be a low
number, and therefore prepared to reinforce the
launch with emails and more direct marketing.
We started low key, trailing the paper to the
Estates Gazette and Property Week (the two
main UK property journals) which both men-
tioned in related articles that the paper would
be forthcoming. From this, we logged about 30

Remit is an independent, international team of real estate experts with offices in the UK, the Netherlands

and Germany. You can reach Andrew at andrew.waller@remitconsulting.com or Bob at bob.thompson@

remitconsulting.com or visit the Remit website at www.remitconsulting.com.



people who would want an email link when it was published online.
After publication, we put a copy on our website and shortened the
URL. (We used a service called bit.ly, which not only shortens the
URL to 13 characters, but tracks hits and analyzes where they come
from. It also tracks across various social media platforms and sorts
by country.)

One Short Tweet For Man ...

The shortened link doesn’t take up valuable space in a tweet (lim-
ited to 140 characters). The first tweet with a link to the report was
posted on 23rd November and was picked up by 12 people. It was
a modest start. We sent emails to 30 individuals we thought would
be interested, and began getting some positive feedback, so we sent
out a second tweet: “Just sent out links to the RICS paper on Social
Media—very popular, thanks. If you haven't seen it—http://bit.
ly/4XA019”. A few other sites re-tweeted to their followers and the
website hits went up to 223.

After Twitter was working well, we turned our attention to web
portals. We uploaded the link to CREOpoint, a portal site that has
a good following in the US, and added a discussion thread about
the adoption of social media and a link to the paper. CREOpoint
picked this up and featured it on their front page, leading to a set
of discussion posts and 70 additional downloads. We added the
paper to two other portals—RE Orb, a UK based service, and BCO
Research Portal. Both of these are ‘slower burns’ and held the paper
on their sites for download, rather than just providing a link to our
own website.

Finally, Magnus Svantegard (based in Stockholm), an enthusi-
astic follower of innovation in real estate, wrote a blog about the
paper and added his own thoughts. He tweeted about his blog; we
re-tweeted and there was a new blip of downloads.

One Bunch of Tweets for Mankind

The “half-life” of marketing on many of the social media tools is
very short, as little as an hour on something like Twitter. This means
that to maintain any sort of momentum, we had to keep marketing.
However, the occasional tweet from CREOpoint (as the location of
the paper on the site changed) and an increasing number of emails
as people found the time to read and pass it on resulted in over 900
registered downloads by the end of the year.

What Does It All Mean?
This was not a comprehensive campaign. Knowing what we now
know, we would have :
* persuaded other Twitter followers to re-tweet our messages
across a wider targeted;

* sent daily tweets or re-tweeted at intervals to ‘catch’ those who
missed the first ones (the people with many followers who
you want to pick up on your tweets have many other tweets to
read);

* written our own blogs picking out key points from the paper

and tweeting these in support.

Nevertheless, this exercise generated many more downloads
than we had expected. Our initial expectation was that the number
of property professionals using social media would be low, and that
100 downloads would have been a good result. The RICS advertised
the paper through their e-newsletter and got 350 visits to their page
and 130 downloads of the paper.

Push or Pull

What was especially interesting and revealing about this type of mar-
keting was that people were going to the site to download a copy—in
contrast to the “traditional” email marketing method of including a
copy of the paper as an attachment (which, as everyone knows, clogs
email boxes and is often discarded). Tapping into the mood of the
moment and generating information that people will pull, rather than
pushing information at unresponsive recipients, creates a far higher
level of interest. Compared with a traditional response rate of 5-7%
(in a typical email campaign), this exercise, which began with a tweet
to a following of just 70 people, was much more effective. It is difficult
to prove if this initiative generated anything more than goodwill for
the RICS and Remit Consulting; however, as a means of developing a
wider range of relationships and spreading a particular message in a
short space of time, it was clearly successful.

Corollary

The success of this modest campaign underlines the need for orga-
nizations to engage more effectively with social media. It’s impos-
sible to gauge how much better our response might have been if we
had been more rigorous in our distribution to key users on Twitter
or if we had blogged it more vigorously. We now know, however, that
itis important to be more focused on quality rather than quantity in
building our social media distribution network.

Evaluating the impact of social media in this instance was rela-
tively easy in that we were able to monitor the number of hits to
the website and downloads of the paper. Success could be signifi-
cantly more difficult to assess when the message is broader or the
distribution more diffuse. In these instances (as regards a brand or
a particular product), mapping the social media universe could be a
useful exercise. Not only can the spread of the message be seen over
time, but any indirect feedback could be monitored and acted upon
in a timely fashion. e
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NEW SEMINAR SERIES! ENERGY & SUSTAINABILITY: SMART BUILDING TO SMART GRID
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(‘T;gtﬂﬂl SEMINAR CITIES & DATES: @

Atlanta, GA - April 28, 2010 Los Angeles, CA - Fall, 2010

Hosted by BOMA Atlanta .
Washington, DC - Fall, 2010

Boston, MA — May 20, 2010
New York, NY — Fall, 2010

Houston, TX - June 17, 2010 ‘s - T
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Chicago, IL — Sept. 28, 2010 e N
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FOUNDING EDUCATION PARTNERS: @Constellationmergy
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Controls oo ~ INSTITUTE PACIFIC CONTROLS

GOLD SPONSORS: CO-SPONSORED BY:
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$*LUTRON. Genea CBRE

CONNECTED BUILDINGS =
3-PART WEBINAR SERIES: %‘o

— Developing a Connected Building Strategy,
May 27, 2010

— Enabling a Connected Building,
June 24, 2010

— Connecting the Building Portfolio,
July 29, 2010

FOR MORE INFORMATION ON OUR SEMINARS OR WEBINARS |

. REGISTRATION, PLEASE VISIT WWW.REALCOMM.COM/SE
OR CALL JULIE DEVINE AT 951.302.1446.
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360Facility Kevin Dolhay
360Facility provides software to better manage your Director of Product Management
people, property and assets. Servicing 750MM of sqg. ft 8474484815

globally, implementation is fast and easy. kdolhay@360facility.com

Cisco Systems
Cisco Systems, Inc. (NASDAQ:CSCO) is the worldwide leader

Ray Rapuano
Real Estate Bus. Development Mgr

in networking for the Internet. Information about Cisco can 919.392.2334
be found at http://www.cisco.com. Irapuano@cisco.com
Encelium Technologies Eddie Johnson
Encelium is a technology development company VP Sales
specializing in addressable lighting control and energy 502.807.7492

amanagement systems for commercial buildings. EJohnson@encelium.com

Hirsch Electronics

Hirsch's award-winning building security systems enable
property owners and managers to improve tenant retention,
cut operating costs, and even increase revenue.

Robert Fitzgerald
949.250.8888
rfitzgerald@hirschelectronics.com

Johnson Controls, Inc.

Johnson Controls integrates technologies, products and
services to develop smart environments that create a more
comfortable, safe and sustainable world.

John Fleming

Director, Commercial Real Estate
905.474.5491

john.jfleming@jci.com

Bettina Skehan

Director of Marketing Communications
408.938.5266

bettina@lonmark.org

LonMark International

LonMark International is a global membership organization
created to promote and advance the business of open,
multi-vendor control systems utilizing I1SO/IEC 14908-1 and
related standards.

Trane Randy Amborn
Trane, a business of Ingersoll Rand, improves the Global Controls Marketing
performance of homes and buildings around the world. Communication Manager
651.407.4004
ramborn@trane.com

Gordon Echlin

Director, Channels and Marketing
613.256.2868
gord.echlin@triacta.com

Triacta
Triacta provides tenant submetering in commercial multi-
tenant buildings which reduce operating costs, increase
building value and qualifies for LEED points.
Marc Petock
VP Global Marketing & Communications
804.527.3114
mpetock@tridium.com

Tridium

Tridium is the global leader in intelligent building
automation technology and device-to-enterprise
integration solutions.

Watt Stopper/Legrand Stan Lynch
Watt Stopper/Legrands’ energy-efficient lighting controls VP of Sales/Tech Support
stop energy waste in both commercial and residential 800.879.8585

buildings. stan.lynch@wattstopper.com

*Denotes Premier Listing




Business Solutions

On-Domand Roal Estate
= Informatcn Solutions

AARGUS

asseteyeinc

74

avidxchange

X

AwareManager

A)gxe rion

COUGAR-

Budgeting. Forecasting. investor Reporting

DocClarity

HOSTED SOLUTIONS

FISCHER & COMPANY

n B2 COFTFTMNTE MEAL FISAST MILLITES

AMTdirect

On-Demand Real Estate Information Solutions—The
complete real estate management solution whether you
have 10 or 10,000 properties.

ARGUS Software

ARGUS Software creates universal software and service
solutions that reveal, optimize and realize value for the
commercial real estate industry.

AssetEye Inc
Leading provider of advanced software solutions for real
estate investors, advisors, asset managers, and developers.

AvidXchange, Inc.

Automate AP with Avidinvoice, the industry-leading SAS 70
certified workflow solution to increase visibility to pending
invoices and improve cash flow forecasting.

Aware Manager / Database International Group

We design, implement and support fully integrated property
and facility operations solutions for owners and managers
worldwide.

Axxerion USA

Powerful and easy to use web-based software for property
management, asset management, maintenance and project
management for real estate/workplace owners and users.

Business Integration Group (BIG)

BigCenter provides a scalable and cost effective Integrated
Workplace Management Solution (IWMS) that delivers
strategic insight for clients.

CEPORT, LLC
CEPORT, LLC is a full-service integrator and the creator of the
CePORT Building Services Portal.

Cougar Software, Inc.

Cougar™is the worldwide leader in forward-looking financial
analysis, investor reporting, and Corporate Performance
Management solutions for Real Estate.

DocClarity

DocClarity provides fully outsourced and managed
web hosted document management initiatives for the
commercial real estate industry.

Fischer & Company

Fischer & Company, a leading corporate real estate firm, helps
clients aggressively reduce real estate costs and maximize
operational efficiencies.

Millennia Group, LLC

Millennia Group provides comprehensive document imaging
and management services to help commercial real estate
companies better utilize their documents and data.

*Denotes Premier Listing

Scott Schubert

Head of Sales
704.896.3118
sschubert@amtdirect.com

Jennifer Andrade

Senior VP of Marketing
713.341.3630
jandrade@argussoftware.com

Stuart Siegel

VP Sales

212.904.1166
stuart.siegel@asseteye.com

Janine Skinner

VP of Sales

7049718118
jskinner@avidxchange.com

Jeff Thompson

Exec. Dir. | Special Business Unit
617.542.8555
jpt@awaremanager.com

Vida Sayadi

Business Development
800.766.5144
info@axxerionusa.com

Simon Davis

Managing Director, Client Solutions
888.288.8706
simon.davis@bigcentercom

John Greenwell

President

847.213.5990
jgreenwell@ceportbsp.com

Oren Rosen

President, North America
1.877.760.7688
oren.rosen@cougarsoftware.com
Thomas Frisina

President

440.582.9720

tom frisina@docclarity.com
Chris Landers

Director of Business Development
972.980.7100
clanders@fischercompany.com
Michael Cipriano

President

630.279.0577
mcipriano@mgdocs.com
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Leading the Way in Paperless A/P Management
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Netage Solutions

Intuitive Web-based CRM solution for real estate investment
firms that delivers integrated deal, contact, and investor
relations management capabilities.

Stuart Sheppard

Managing Director
617.393.2368
stuart@netagesolutions.com

Nexus Systems

Nexus Systems is recognized as the leading solution provider
of accounts payable e-invoicing automation software for the
real estate industry.

Open Box Software

Open Box Software is an off-shore software provider
specializing in custom enterprise Microsoft .Net solutions for
the real estate industry.

Planimetron Inc.

Planimetron is a real estate software and services company
focused on the requirements of commercial and corporate
professionals around the world.

Qube Global Software

Qube Global Software provides proven yet innovative
software applications that excite the professional real estate
user.

RE BackOffice Inc.

RE BackOffice provides support services to real estate agents,
brokers, developers, appraisers and property owners across
the globe.

Realogic Analytics, Inc.

Provides consulting, technology & software solutions. Our
unique solutions make Realogic an invaluable asset at any
point in the real estate life cycle.

Resolve Technology, Inc.

Resolve Technology provides business intelligence and
portfolio management solutions dedicated to the real estate
investment industry.

REVision
Full Service Real Estate Software Provider

SAP America, Inc.
SAP is the world's leading provider of business software
solutions*.

Sequentra Solutions

Leading integrated web based solution for Corporate Real
Estate including Lease Administration, Project Management,
Transaction Management and Dashboard Reporting

SiteStuff

SiteStuff, Inc. is the nation’s leading procurement company in
the commercial real estate industry.

*Denotes Premier Listing

Thomas Runyon

VP of Sales

703.524.9101
trunyon@NexusSystems.com

Malcolm Hall

President and CEO
+27.21.713.9300
mhall@openboxsoftware.com

Annette Wilde

Director

416.361.1620 x105
awilde@planimetron.com

Matthew Sheldrick

VP Business Development
610.431.9080
msheldrick@qubeglobal.com

Finn Johnson

President & CEO

412.567.0010 x201
finnjohnson@rebackoffice.com

Dale Vanderlaan

President

312.782.7325
dvanderlaan@realogicinc.com

Steve Fischer

VP of Sales

617.338.0456 x1021
sfischer@resolvetech.com

Matt Solimano

Partner

401.273.0500
msolimano@revision.com
Jay Irwin

Industry Principal
720.224.1752
jay.irwin@sap.com

Garrett Cannon

President, Sequentra
203.327.7272
garrett.w.cannon@jci.com
Chris Detrich

Director, Sales and Marketing
512.514.7832
chris.detrich@sitestuff.com




Business Solutions

Skire

SLOAN.

MONITORED SYSIENMS

\ YARDI

Skire, Inc. John Lee
Skire, Inc. is the leading provider of capital program, integrated Director of Marketing
workplace, and project portfolio management software. 360.993.0920

johnl@skire.com
Sloan Richard Nortier
Sloan is an industry leading commercial plumbing company Product Manager
dedicated to developing innovative solutions for saving 847.233.6338
water in domestic and international markets. rick.nortier@sloanvalve.com
Yardi Systems, Inc. Brad Setser
Yardi Systems has been committed to the design, develop- Vice President
ment, and support of real estate investment management 800.866.1144
and property management software for more than 28 years. brad.setser@yardi.com

Consulting Services

74

avidxchange
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AvidXchange, Inc. Janine Skinner
Automate AP with Avidinvoice, the industry-leading SAS 70 VP of Sales
certified workflow solution to increase visibility to pending invoices 704.971.8118
and improve cash flow forecasting.. jskinner@avidxchange.com
Building Intelligence Group LLC Paul Ehrlich
We are a consultancy for building owners, and managers President
with a mission to help our clients gain the value of Intelligent 651.204.0105
Buildings. paul@buildingintelligencegroup.com
Intelligent Buildings Tom Shircliff
Intelligent Buildings provides consulting and software services Marketing
for real estate development and management in commercial, 704.759.2710
institutional and corporate environments. tome@intelligentbuildings.com
JDR Consulting LLC Genita Ingram
NYC based JDR Consulting LLC's is founded on building Marketing Director
relationships with clients as the top priority. We offer Yardi 888.481.7755
Software Consulting and Financial Management. gingram@jdrconsulting.net
NOI Strategies, LLC. Glenn Murray
NOI Strategies delivers business process optimization, technology Executive Director
consulting, and outsourcing services that maximize property, 516.280.5822
portfolio, and corporate performance. glenn.murray@noistrategies.com
RealFoundations Tony Dodder
RealFoundations, a full-service management consultancy focused Manager
exclusively on companies in the real estate industry and the real 646.825.7962
estate function of large companies. tony.dodder@realfoundations.net
REdirect Consulting Faraz Memon
A provider of consulting solutions including systems selection, Principal
implementation, customization, conversion and support for 212.220.8601
leading applications including MRI and Yardi. faraz@redirectinc.com
Sequentra Solutions Garrett Cannon
Leading integrated web based solution for Corporate Real President, Sequentra
Estate including Lease Administration, Project Management, 203.327.7272
Transaction Management and Dashboard Reporting garrett.w.cannon@jci.com

*Denotes Premier Listing ~ RealcommE£DGE 39
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Angus Systems

Angus Systems is Setting the Standard by working for more
than 1.2 billion square feet of commercial real estate across
North America..

* Coldwell Banker Commercial
CBC is one of the leading franchisors of commercial real
estate services with over 250 companies and more than 3,000
professionals worldwide.

* Lucernex Technologies
IWMS, Lease Administration and Lease Analysis Software for
Corporate and Commercial Real Estate.

Qube Global Software
Qube Global Software provides proven yet innovative software
applications that excite the professional real estate user.

Sequentra Solutions

Leading integrated web based solution for Corporate Real
Estate including Lease Administration, Project Management,
Transaction Management and Dashboard Reporting

Todd French

Vice President, Business Development

1.877.442.6487

sales@a ngus-systems.com

Rick Davidson
President & COO
800.222.2162

rdavidson@cbcworldwide.com

Joe Valeri

President
972.468.0494
sales@lucernex.com

Matthew Sheldrick

VP Business Development

610.431.9080

msheldrick@qubeglobal.com

Garrett Cannon
President, Sequentra
203.327.7272

garrett.w.cannon@jci.com
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ADC

ADC builds turn-key wireline & wireless network solutions that
deliver high-speed Internet, data, video, & voice to residential
& business users around the world.

Cisco Systems

Cisco Systems, Inc. (NASDAQ:CSCO) is the worldwide leader in
networking for the Internet. Information about Cisco can be
found at http://www.cisco.com.

Montgomery Technologies
Montgomery Technologies is the technology manager for
some of the nation’s premier office building owners.

Panduit
Panduit provides structured cabling solutions for commercial
properties

WPCS International Incorporated

Design, project management, installation and maintenance
of infrastructure, enabling the deployment of advanced
technology.description

*Denotes Premier Listing

Danah Ditzig
Sr. Marketing Manager
952.917.0266
danah.ditzig@adc.com

Ray Rapuano

Business Development Manager

919.392.2334
rrapuano@cisco.com
Greg Jones

Principal
415.262.6146

gjones@montgomerytech.net

Darryl Benson

Solutions Development Manager

708.532.1800
dsb@panduit.com
Richard Fann

President

314.231.1200 x201
richard. fann@wpcs.com



When you partner with Genea, “13” will
prove to be a winning number for you, too.

)

Genea ranked #13 in Forbes.com’s 2009 list of America’s Most Promising Companies.

OFFICIAL
SELECTION

The numbers don't lie. You can expect to see increased revenue, ™
lower energy costs, more efficiency and productivity from every r‘ G e n e O
building in your portfolio. Even better — these results require little or no [\ J

capital outlay. Download our “13 Tips for Putting Smart Buildings to We Make Good Buildings Smart

Work” at www.geneaenergy.com/13_tips.

www.geneaenergy.com

With Genea on your side, your tenants along with www.geneaenergy.com/13_tips
everyone at the property comes out a winner. Give us a call. 714 694 0536




Grow with YARDI Investment Suite™
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CASH FLOWS

ISUALIZE RESULTS

Property management YARDI Investment Accounting™
is just the beginning... Automate and manage complex deal structures, consolidations and allocations
Cut costs, improve productivity, YARDI PropertyVMF™

and increase operational Quickly perform accurate valuations, cash flow analysis, NPV and IRR calculations

efficiency by integrating these YARDI Executive Dashboard™

investment management solutions Gain visibility to key performance metrics with out-of-the-box business intelligence

with your single, centralized YARDI PORTAL™

Yardi Voyager™ database. Provide investors access to published reports, ownership information, and holdings

Ask us about our rapid implementation program. V YARD'

To learn more, call 800.866.1144 or visit www.yardi.com/edge23
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PRE-CONFERENCE EVENTS JUNE 8

Las Vegas Hilton Hotel & Convention Center

The world’s leading conference
on Technology, Automation and Innovation for the commercial and corporate real estate industry
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JUNE 8 (BY INVITATION ONLY)

This event, now in its 7th year, has become a must attend event for senior
level real estate IT professionals. This is by far, the largest gathering of

real estate IT executives in the world. The topics are leading-edge and the
discussions and debates are insightful, making the overall educational
experience invaluable. Learn, network and collaborate with the leaders in our
industry. Contact Howard Berger (hberger@realcomm.com) for details.

JUNE 8 (BY INVITATION ONLY)

As technology plays a greater role in the management and operations of our
buildings, the relationship between PM/FM and IT is essential to success. The
PM/FM Summit will continue to explore the role of IT in building management,
including the benefit of “networked” systems, intelligent green building
technologies, wireless communications, process automation, and business
solutions for finance and administration. Senior real estate executives will share
their successes and failures, and propose new ideas for the next generation of
property and facility management. Contact Julie Devine (jdevine @ realcomm.com)
for details.

JUNE 8 (BY INVITATION ONLY)

OSCRE, an international consortium focused on delivering standards that
support streamlined, automated business processes throughout the entire real
estate industry globally will be holding its annual Board of Directors meeting at
Realcomm. Contact Elaine Groves (elaine.groves @ oscre.org) for details.

DATA
WAREHOUSE

IT ENTERPRISE ARCHITECTURE

Day 1 - June 9
ENTERPRISE CONVERGENCE:
THE STRATEGIC FUTURE OF REAL ESTATE IT

With the economy struggling for stability and the threat of the other shoe
falling, looming commercial real estate debt, and deleveraging, it would seem
a strange time to predict the resurgence of IT, especially in the real estate
industry. However, history has shown time and time again it is during difficult
times that the greatest strides in efficiency and innovation are made and we
learn to do more with less, becoming more creative and more competitive.

This general session will focus on the overall strategic importance

a converged IT platform has on the future of real estate operations.
Organizational realignment, extraordinary operating efficiencies, improved
tenant communication and unheard of transparency will be addressed by a
panel of industry visionaries.
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Kevin Kampschroer
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Greg Lindsay
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Art McCann

Kevin Moss

Craig Cuyar

Luke Lands

Steve Messaros

Wayne Pryor

Jim Whalen

Scott Zimmerman



Automate.Processes

Business Intelligence - Connecting the Dots
Developing a Comprehensive Document/Content
Management Strategy

Industry Vendor Update -

A Town Hall Meeting With Our Leaders
Tenants/Tenants/Tenants -

Using Technology to Maximize Occupancy

Managing the Money - Taking Cash Applications Digital
Automate.Processes - INNOVATION Showcase

Day 2 - June 10
2ND ANNUAL ENERGY EFFICIENT BUILDINGS SUMMIT:
THE CONVERGENCE OF IT AND CT

With the built environment consuming over 40% of the energy used
in the United States, it is easy to see why energy conservation and
sustainability continue to be important topics for the commercial
and corporate real estate industry.

Our 2nd Annual Energy Efficient Buildings Summit will focus

on the convergence of Information Technologies (IT) and Clean
Technologies (CT) and the cohesive effort it will take between

IT, Facility Management, Property Management and the Energy
team inside a real estate organization to deliver an effective
energy strategy. We will explore the “connected” aspect of energy
management concepts and look at the opportunities these two
converged markets will offer our industry.

Bring your team to Realcomm!

Maximize the value of Realcomm by bringing your team —
IT, PM, FM. Energy, Sustainability — there’s something for
everyone in your organization!

Connect.Facilities

Building Telecom & Wireless Infrastructure -

The New Competitive Benchmark

Uncovering the Real ROI for Smart/Green Buildings
Intelligent Energy Management -

Connecting the Portfolio

Building Automation Systems (BAS) Enterprise
Challenge - The Field Takes Shape

From CEO to Engineering -

Selling the Connected Real Estate Vision
Connect.Facilities - INNOVATION Showcase

Evaluate.Technology

Microsoft Executive Briefing - A 2010 Strategic Update
Virtualization - Discussion and Debate on This Ever
Developing Trend

Social Media for CRE - Opportunity or Nightmare?
Managing the Mobile Enterprise - The Empire Expands
Cloud Computing - Here to Stay or Another Fad?

Manage.Change

Now More Than Ever - Driving Automation

and Innovation in Your Organization

IT Budgets... Some Up, Some Down -

Insight for The Future

Business Process Outsourcing -

Accounting to Facilities...

What’s Next?

Calling All Business Units -

Developing a Strategic IT Plan

A Wide Range of Options —

Defining A Service Delivery

Model for IT

IT Governance - From Lofty Goal i T
to Organizational Requirement |
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Real Estate IT Professionals

Senior Technology Strategists
Property Managers

Facility Managers

Asset Managers

Energy | Sustainability Executives
Commercial Owners

Corporate Real Estate

Chief Operating Officers

Government | Institutional Owners
Developers

Architects

Engineers

Commercial Brokers

Commercial Real Estate Consultants
Tenant Representatives ! :
Construction Project Managers 3 :
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Register today - www.realcomm c.b,
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Jesse Carrillo
Vice President, CIO
HINES

Chris Saah
Clo
TRANSWESTERN

N

IT Director
Childress Klein Properties

Global CIO
Cushman & Wakefield

VP, IT
Federal Realty Investment Trust

Clo
Vornado Realty Trust

Global CIO
CB Richard Ellis

VP Sustainability Manager
Bank of America

Global CIO
Westfield

Clo
Prologis

VP, IS
The Taubman Company

SVP & CIO
Centro Properties Group

Clo
Highwoods Properties

Clo
Liberty Property Trust

SVP of IT
Developers Diversified Realty

Clo
Granite Properties

National Director, Sustain-
ability
CB Richard Ellis

SVP & CTO
AMB Property Corporation

SVP & CIO
Duke Realty Corporation

clo
Tishman Speyer

Director, Engineering
Glenborough LLC

Clo
Simon Property Group

VP, Real Estate Group
GE Asset Mgmt.

SVP, IT
The Irvine Company

Clo
Grubb & Ellis

SVP & CIO
Boston Properties

Clo
CenterPoint Properties




