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The Niagara®* Framework®

CREATING ETI%

INTELLIGENT,
e PERFORMA NC =

When your building performs to our standards, , , ,
ey . services resulted in annual avoided
. you know it’s the best it can be.
energy and operating costs of
Every day, ESI makes buildings work smarter, benefitting over $4.9 million for one customer.

owners, occupants and communities. An integrated, intelligent
Every building owner and manager is feeling the neéd — now more than ever — solution from ESI dramatically improves energy efficiency,
to reduce and control energy costs. Smart energy management solutions control delivers trouble-free performance and lowers operational

and manage energy-consuming systems such as HVAC, lighting and more while costs. All while reducmg environmental impact.

ensuring that these systems are optimized for maximum performance 'gnd energy

Our people, knowledge and innovation make us the best at

efficiency. Perhaps no other technology has had as profound an impaction smart what we do. And what we do is all encompassing. Whether
¥ solutions as the Niagara™ Framework®. you’re constructing a new building, renovating an existing
’ - A L - one, or simply want to improve operations and maintenance,
The Niagara®* Framework merges.«‘?r_)/l,llti-vendor automation systems and real-time we have the expertise and resources to provide a smart,
¢ integration into a single, extensible platform that monitors, manages and controls the whole-system approach.

power consumption of all building systems — driving energy efficiency and reducing ESI saved one customer over $8,000
_énergy costs. By taking into account all critical subsystems, streamlining devices - With a full-suite of S.erViceS: a comprehens.ive tec.hnOlOgy per week by implementing intelligent
into a common system, utilifnp measurement and verification tools and so much ' Offermg’ and eXp?rtlsg that.ls unmatched n the 1nd}JSFry’ - _

m()re, it's'easy to understand why the Niagara® Framework is the platform of choice ESI dgllvers practical, intelligent and sustainable building optimization  strategies  coupled

/'in thousands of buildings, plant.s and facilities in more than 40 countries worldwide. solutions that perform. with  fault detection algorithms.

See the energy savings of the Niagara®* Framework for yourself.

Visit www.tridium.com. SYSTEM SOLUTIONS MANAGED SERVICES | BUILDING EFFICIENCY SUSTAINABILITY PLANNING and DESIGN

* Powered by

l(lggmlvg:x EE Lowering the cost of building operations by
1 increasing building efficiency
. . Environmental 800.522.0372 www.thinkESI.com
Systems, Inc.
. . Proud member of

Building Solutions. Building Performance. InsidelQ

BUILDING AUTOMATION ALLIANCE




Yardi Voyager for Office, Retail and Industrial

SMARTER

YARDI Commercial Suite™

delivers a smarter approach to property
management — a single platform for the
entire real estate lifecycle that enables
managers to maximize NOI, drive asset value
for the owner and provide the best customer

service to tenants and their employees.

To learn more, call 800.866.1144 or visit www.yardi.com/commercialsuite

Smarter Solutions
for Places That Matter

Yardi Voyager plus Yardi Orion and the Yardi Commercial Suite

YARDI Voyager”

End-to-end software enables smart, highly efficient
management of the entire real estate lifecycle

YARDI Orion™ for SharePoint’

Out-of-the-box business intelligence dashboards, document management
and portals—built for SharePoint integrated with Yardi Voyager

YARDI Advanced Budgeting & Forecasting”

Make quick, highly accurate projections and forecasts to
help maximize profitability across your entire portfolio

YARDI Commercial CRM"

Shorten leasing lifecycles and deliver increased operational
efficiency in work practices to drive revenue enhancement

YARDI Procure to Pay”

Improve efficiency, cost savings and spend control by
automating your entire procurement and payable process

\ YARDI
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Jim Young
Founder and CEO
Realcomm Conference Group

“The old ways of doing
business will soon be
obsolete. It is no longer a
function of if, but when.
The technology is in place;
it is now a question of how
quickly each organization
can change its own culture
to take full advantage

of these new operating
paradigms.”

RealcommEDGE

Embracing the Real Estate
Technology REvolution

he thought of a revolution typically
conjures up images of Les Miserables,
maybe Che, but the fact is the real
estate industry is experiencing a real
REvolution of a more subtle nature.

This is Real-
comm’s 15th year,
and our journey
through the inter-
section of com-
mercial real estate,
technology, innova-
tion and operations
has been interesting. Since we started in 1999,
the topic of technology inside our industry, de-
spite its ups and downs, has grown consistently
and substantially.

While the real estate industry struggled
through the economic issues of the past five
years, technology has continued to mature at an
increasing rate. The growth has been explosive
in areas such as mobile technologies and cloud
computing, contributing to some of the most
significant new technologies appearing in com-
mercial real estate organizations.

Our theme last year was Fast Forward, sup-
porting the idea that technology was becoming
more widely adopted at all levels inside our
industry. We believe we are now at a critical
point where the speed these changes are taking
place is so fast we are at the beginning stages of
a REvolution—a point in time where things will
change so radically that there is no turning back
to the old ways. Proposed ideas and objectives,
ways of doing things that we used to just specu-
late and talk about are now being established as
best practices, such as:

* Real-time integrated ERPs

* Leases signed on iPads

» Paperless interactions with investors and

tenants (including payments)

* Mobile platforms redefining

organizational communications

¢ 3D visualized real estate portfolios

* COOs and other executives strategically

embracing technology

* New job titles such as Strategic Data

Analysts

REdefining Feal Estate Operations

wirh Technt

* Sophisticated analytics driving business
decisions

¢ Cloud platforms encroaching on
established infrastructure

¢ Company portals as a means for

organizing internal

communications

¢ Information from

multiple platforms

consolidated into

unified view

* Analytical data

tools now in the

hands of the non-technical end-user

logy, Autormation & [nnoeation

While not all of these trends are prevalent
in every real estate organization, we have seen
them successfully implemented individually in
enough companies to feel confident that they
do, in fact, represent the new trends.

The old ways of doing business will soon be
obsolete. It is no longer a function of IE, but
WHEN. The technology is in place; it is now a
question of how quickly each organization can
change its own culture to take full advantage of
these new operating paradigms.

The other REvolution that is taking place is
inside the Real Estate organization. Technology
has historically been limited to the activities
found in the IT department. Over the last few
years, automation and innovation continue to
creep into the activities of every department,
ranging from the receptionist to the CEO, forc-
ing everyone to rethink how technology can im-
pact how they do their job. This is a REvolution!

The coming year should be a very exciting
time, with a continued increase in the speed
and frequency in which technology, automation
and innovation is injected into a real estate
organization. This continual increase in rede-
fining business processes will ultimately lead to
a transformed real estate operating model. We
invite everyone to join in the REvolution and
help to radically redefine how commercial real
estate will be owned, operated and used for the
next 100 years!

Meet the Box With $5 Billion Inside

What LOBOS is Doing Now

¢ Improving Comfort, Efficiency & Peak Loads in Over
40 Million Sq. Ft. of Commercial Building Space

¢ Generating More than $3 Million in
Annual Energy Savings

¢ Providing Over 16 Megawatts of
Fully Automated Demand Response Capacity

What LOBOS is Capable Of

¢ Improving Comfort, Efficiency & Peak Loads in Over
33 Billion Sq. Ft. of Commercial Building Space

 Generating More than $5 Billion
in Annual Energy Savings

* Providing Over 25 Gigawatts of
Fully Automated Demand Response Capacity

LOBOS is Being Deployed in an
Additional 30 Million Sq. Ft. in 2013

Learn More at IBcon 2013, Booth #6556

www.enerliance.com




Anno Scholten,
C.E.M, C.D.S.M

President
Connexx Energy

“Most of these energy
management applications
are now SaaS- and Cloud-
based, utilizing web-based

dashboards as their main
User Interface. Having a
unique dashboard for each
application from the many
different manufacturers
has created an enormous-
ly complex dashboard
environment for the facility
manager.”

RealcommEDGE
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Facility Information Management
Dashboards: Understanding the
Complexities

nergy and Sustainability Management
Software for commercial buildings
has quickly become a crowded and
confusing market for building owners

(BAS) manufacturers and a plethora of smaller
start-up, venture backed companies.

Most of these energy management applica-
tions are now SaaS- and Cloud-based, utilizing

and operators. Today, a fa-

cility energy manager may
choose from many energy

and sustainability software
categories such as:

web-based dashboards as
their main User Interface.
Having a unique dashboard
for each application from
the many different manufac-

* Energy Efficiency turers has created an enor-
Analysis mously complex dashboard

¢ Energy Utilization environment for the facility
Analysis manager.

* Tenant Billing When you add the other

* Energy Bill two facility management
Management categories, Operations and Occupant Satisfac-

* Capacity Management
* Time of Use Pricing

tion, the number of dashboards quickly multi-
plies. These include applications such as:

¢ Automatic Demand Response

* Supply Management

* Demand Management

¢ LEED Analysis

¢ EnergyStar

* Carbon Usage Tracking

¢ Building Energy Kiosks

* Energy Benchmarking and Modeling
* Occupant Engagement

* Sub-metering

¢ Fault Detection and Diagnostics

* Advanced Metering Infrastructure

* Budgeting and Forecasting

* Lease Management

* Tenant Management

* Air Quality Management

* Building Information Modeling

* Conference/AV Management

* Fire, Life Safety

* Parking Management

* Digital Signage

* Maintenance and Work Order Management
* Vendor Management

If you are the operations and energy manag-

* Waste Management and Recycling er, you could be dealing with twenty to thirty
individual dashboards daily! This bewilderment
Within each of these categories there may be of dashboards is creating a new level of com-
twenty or more suppliers, with many focusing
on one or two categories and a few attempting
to provide a suite of many of these applications.
These suppliers range from very large orga-
nizations such as Energy Services Companies

(ESCOs), large Building Automation Systems

plexity. You now have more data than you have
ever had in the past for your facility, but they are
all operating in their own silos.

Integration
Many of these dashboards do not integrate with

Anno Scholten, C.E.M, C.D.S.M, is President of Connexx Energy, a leading developer of applications and
turnkey solutions that connect building and energy management systems together. He has spent the last
25 years driving innovation in building control systems and smart grid technologies. He has developed
leading edge, smart grid energy products for the commercial building markets and has been a major
contributor and leader in a number of critical standards efforts that have transformed building auto-
mation systems, including BACnet, LON, and oBIX.

each other or easily integrate data between them.

Each application runs in its own browser window, completely
independent from each
other. The facility man- = .
ager typically has a large e
collection of bookmarks to
find each dashboard and
requires bigger and multi-
ple monitors to display the
dashboards side-by-side.

The energy efficiency

()

structures, and has different colors, logos, help level, etc. Diverse
protocols require individual training on each dashboard for every

F:ﬂ__i;

dashboard won't seam-
lessly provide its data to
the Carbon Usage Tracking
dashboard. Energy Analyt-
ics applications can pro-
vide unique data analysis
which would be valuable
to the Demand Response
application, but the energy
manager has no easy way to integrate the two. (Even today we see
facility managers cutting-and-pasting data between two browser
windows.)

Connectivity
Each dashboard application provider installs their own data
connectivity gateway to the energy systems in the building such
as BAS, HVAC, Lighting, Central Plant, Metering, etc. Many times,
these gateways are proprietary and won'’t interoperate between
different dashboard suppliers.

Further, each gateway typically needs its own external network
connection and unique port requirements, causing extraneous meet-
ings and angst between the facility manager and his IT manager.

Security & Cyber Threat Protection

Each dashboard implements security and cyber threat protection
in their gateway inconsistently, if at all, and many use non-IT
industry standards. Each dashboard’s gateway introduces another
potential security hole in the IT management networks, requiring
extensive gateway and user security management by the facility
manager for each individual dashboard.

Data Ownership

Each dashboard stores a replication of the facility’s energy data

in its cloud separately. Facility managers understandably have
concerns: Who owns the data stored in those clouds? How can
they retrieve it if they terminate their relationship with the energy
application provider? This can lead to supplier lock-in, something
many facility managers have experienced in the past with propri-
etary protocol systems; these managers would prefer not to repeat
this occurrence with their energy management systems.

User Experience
Each dashboard implements a different navigation scheme, menu

e, o

operator. Web-based user interfaces can also be updated on the
cloud by a supplier overnight, possibly causing operator confusion
the next day on new layout and features.

User Management

Every dashboard requires its own user sign on/password man-
agement. They don't provide a unified, single sign-on access and
single, user management capability for all dashboards. As facility
managers handle personnel turnover, they must visit each dash-
board to remove, change and add operators.

Platform support

Every dashboard implements different browser platforms (Inter-
net Explorer, Chrome, Safari, HTMLS5, Flash, iOS, Android, etc.)
differently, some better than others. This typically forces the facil-
ity manager to either support the lowest common denominator
browser for all dashboards, or utilize multiple browsers (some of
which may be in conflict with corporate directives and support).

Mobility support

Most energy management dashboards do not support mobile
platforms (iPhone, iPad, Android, etc.) well, if at all. Very few have
native Mobile Apps and those that do have inconsistent interfaces.
This further magnifies the training issues for the facility manager
for each operator and the mobile platforms that the corporation
supports.

Metadata consistency

Metadata is all about the point’s physical and logical attributes;

its name, some meaningful description, its physical location, the

serial number of the attached equipment, etc. Unfortunately, every

dashboard implementation provides its own metadata. A tempera-

ture sensor’s name may appear as AHU1-2a SAT’ in the Energy
continued on page 8
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continued from page 7

Management System, or ‘Supply Temperature for Second Floor’ in
the Maintenance Management System, or ‘A2 T’ in the Facility Man-
agement System. This further complicates data integration for the
facility manager as he tries to discover
if they all represent the same piece of
equipment.

Support

Every dashboard IT issue currently
must be solved uniquely. When a specif-
ic dashboard stops working, the facility
manager must first ask for IT support to
make sure there are no issues with the
gateway connectivity, as IT departments
regularly change their access rules; or
the web browser required by the dash-
board needs an update; or it had been
updated, making it incompatible with
the dashboard.

Each dashboard provider administers software updates on a
different schedule, requiring advisories and notifications to the
facility manager on the latest software patch. With multiple, unique
dashboards, the facility managers are inundated with notifications
every week.

So, how do we help the facility manager with this complicated

dashboard environment? We start with the three most irksome
issues, Data Collection, Data Security and Data Ownership. Ideally,
there should be a single data gateway, or at a minimum, a single
technology data gateway. This gateway should not expose any part
of the network to the public
Internet and should implement
all IT industry standard security
processes. The gateway should
be fully protected against all
cyber threats and have full
audit capability of all remote
access. All energy data should
be normalized and stored in a
customer owned big-data cloud
and the customer would have
full control in providing man-
aged access to this data for each
energy management application
authorized.

Saa$, Cloud and Mobile tech-
nologies have rapidly evolved Energy Management Software over
the last ten years and will continue to do so. This has been a boon
for the market, as we now have a much greater choice of applica-
tions and manufacturers. However, we must ensure we coordinate
and simplify these technologies for the facility and energy manag-
ers who work with these systems.

COMMERCIAL
CONFIDENCE
SINCE 1971

For more than 40 years, MRI Software
has worked with property managers,
owners, and investors to help
streamline operations, drive leasing
efficiencies, and optimize

decision making.

Today, our commercial suite of
products help companies build-out,
lease up, maintain, retain tenants,
and forecast financials.

Commercial Management  Tenant Connect Portal  Budgeting & Forecasting ~ Workspeed Property Operations

Discover more at: www.mrisoftware.com/edge

E:EWorkspeeo’w

v

©2013 MRI Software, LLC. All Rights Reserved.

RealcommEDGE

MRIf

software

In touch.
In tune.
Intelligent.

Integratec.

Asset Management Software and Services

* Improve risk management

* Improve investor communication and clarity

* Focus your talent on managing investments
and relationships

*Qufsource non-core business processes

Clients/Markets

* Private equity real estate fund managers
and investors

* Real estate lenders and loan funds

» Affordable housing syndicators and
institutional investors

Proof across more than 50 clients

e Over 10,000 investment partnerships

* 630 funds and associated 7500+
lower tier partnerships

* More than $1 billion in neighlborhood
revitalization grants

Investor Central is our web-based real estate
asset management and reporting software.

Our data processing services are delivered
entirely by US personnel with a reliance on
electronic data capture and proprietary
advanced data processing systems.

Together, our software and services provide
a unique, proven and effective platform for
managing risk and reporting to stakeholders.

- 3

Integratec

Alternative Investment Management Software and Services

www.integratec.biz

Dave Czabala 404.250.4023
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SPOTLIGHT:

\

Casey Talon
Senior Research Analyst
IDC Energy Insights

“Early adopters in
commercial, government,
higher education and
retail real estate segments
have generated case studies
and data demonstrating
the broad business
benefits of developing
smart buildings; however,
widespread adoption of
enabling technologies
has fallen short of the full
market potential.”

RealcommEDGE
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Smart Buildings:

\

The Building Owner Point of View

uilding owners have a vital role to play

in determining the future of energy

management. At the macro-level,

energy consumption in buildings a
$200+ billion bill for our economy
every year. Energy efficiency has
been a growing interest area for
owners looking to save money
and boost their bottom line.
Smart building technologies have
emerged as the next generation
of energy efficiency solutions that
generate a wide variety of appeal-
ing business benefits.

The smart building technol-
ogies available in the market
today enable real time facility
optimization. This means that
sophisticated systems of auto-
mated controls change how the equipment in
a building operates to comply with business
policies and achieve new levels of efficiency
and energy management. The benefits of smart
buildings investments resonate with stakehold-
ers across business units. Drivers for investment
may vary from sustainability to pure economics,
but smart building solutions can generate wider
reaching benefits than traditional building
efficiency solutions. Smart building solutions
enable maximized occupant comfort alongside
operational efficiencies that yield significant
cost savings, which can support a wide array of
business priorities.

Early adopters in commercial, government,
higher education and retail real estate segments
have generated case studies and data demon-
strating the broad business benefits of devel-
oping smart buildings; however, widespread
adoption of enabling technologies has fallen
short of the full market potential. Despite early
market challenges, IDC Energy Insights projects

that 2013 will be the tipping point for the smart
buildings market and generate significant
growth in investment because building owners
are increasingly aware of how these solutions
help them manage costs and
reach their top business objec-
tives.

Across the board the “Great
Recession” generated new
constraints on businesses and
drove them to do more with fewer
resources. The slow recovery
has brought new focus on cost
containment and efficiency. From
predictive maintenance of HVAC
equipment to automated lighting
reductions for demand response,
smart building solutions help
building owners maximize cost
savings while providing an optimal occupant
experience. Furthermore the energy savings
generated when smart building solutions are
deployed can be translated into shrinking envi-
ronmental footprints, progress toward sustain-
ability goals, and the bottom line benefits of
pure cost savings.

The development of smart buildings is a stra-
tegic investment process; and today building
owners recognize the immaturity of installed
energy management systems in their facilities.
In fact, according to IDC Energy Insights 2013
Smart Building End User Survey, only 14% of
respondents self identify their buildings as ma-
ture smart buildings. This recognition of system
limitation signifies a broad opportunity for new
investment. There is investment underway that
will transform facilities into smart buildings.
There is commitment to investment, in fact 33%
stated they would use smart building technolo-
gies in the next six month or year. Furthermore,
they have money to back up their interests. Our

Casey Talon is a Senior Research Analyst for IDC Energy Insights’ Smart Building Strategies and Smart
Demand Management Strategies research advisory services. Ms. Talon’s research efforts focus on Smart
Building and Home Energy Management technologies and services, and the associated policy, regula-
tory, and business developments driving these markets. She also collaborates with other IDC Energy In-
sights analysts on custom research and client communications.

research indicates real momentum is underway in smart building
development.

The reason there is so much interest in smart building solu-
tions is because they help owners move from a project-by-project
system of efficiency improvements to deploying holistic ener-
gy management strategies. These new strategies help owners
prioritize new capital expenditures, ensure their existing systems
are operating to the best of their design, and give them new tools
for tracking efficiency improvements, operational changes with
unprecedented enterprise-level visibility. This next generation of
energy management solutions generates real value for key stake-
holders across the business. These smart building technologies are
tools to crack the numbers for the CFO, quantify the operational
impacts for the engineering team, and track occupant impacts
for the facility manager. It will be some time before we see a large
number of fully optimized, mature smart buildings; but building
owners are taking note of the benefits of these enabling technolo-
gies and integrating new systems in their facilities today.
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Optimize Workflow
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Is Your Building System Secure?

oday’s buildings have become in-
creasingly smart and inter-connected.
Every second, Supervisory Control
And Data Acquisition (SCADA) build-
ing systems controlling the world’s connected
buildings exchange gigabytes of data with each
other and the outside world. Interconnected
building SCADA systems bring many enhance-

installation, causing serious damage. Stuxnet
accidently broke out of the confinement
of the Natanz network and spread into the
Internet—which is how it was detected.

—1In October 2012, an incident occurred
in a US power utility where a turbine control
system was infected by a variant of the
Mariposa malware. The malware had been

have been slow to implement. There has been a longstanding criti-
cism that systems are not upgraded as quickly as possible and that
they are left running un-patched for days, months or sometimes
even years.

The main reason for this is simple enough. Upgrading systems
brings as much risk of outages as keeping with the status quo. Safe
upgrades are only possible when the upgrade has been tested.
Testing requires a testing approach, a test environment and effort.

Building
Manageme
Sysf

Elevator
Contro

secured network infrastructure. For each SCADA system the
firewall configuration should block incoming and outgoing
traffic by default. A secure VPN method may be implemented
to provide remote access. Figure 2 shows how such a configu-
ration might look.
3. System Standards: IT experts must define standards to specify:
a. Software and hardware configurations for servers and
desktops;
b. Remote server management facilities; and
c. Physical installation requirements.
All SCADA system vendors must meet the standards to be
considered for the bidding process.
4. Policies & Procedures: The IT experts create the IT policies

ments, including optimized resource utilization,
Anton Hofland, MSc improved facility management and increased
CEO service levels to building occupants.
20245sight But there is a risk with inter-connected build-

introduced to the SCADA system using a
USB device, which had been used to upload
software updates during a scheduled outage.

Sys

and procedures, which the SCADA system vendors must
comply with to be considered for the bidding process. Policies
should include:

Lighting
Contro
S)

System

Fixed Line
Telephone'
S

P

Lighting
Contro
Sys

ing SCADA systems, specifically the exposure
of SCADA system vulnerabilities to the outside
world, risking outside
interference (and conse-
quential damage) to the
system and the building.
Figure 1 shows an exam-
ple of building SCADA
systems and how SCADA
systems may have been
installed.

Enterprise Netwol

Traditional Connectivity

RealcommEDGE

Just how exposed are
SCADA systems? The
danger was highlighted
in 2012 when research
groups identified vulner-
abilities in several of the
most commonly used
systems in the SCADA industry. But even before
this research was published, inherent vulner-
abilities had caused serious damage. Three
examples are:

— An incident destroyed the pumps of a
local water company in the USA after hackers
logged into a connected SCADA system. It
seems the SCADA system was only protected
with a limited length password.

—The infamous Stuxnet worm deliberately
bridged an air gap in the Natanz installa-
tion in Iran in both directions, not once but
several times. Later versions of the worm
attacked the PLC systems of the enrichment

The infection delayed plant restart by approx-

imately three weeks.

There are two main reasons why SCADA sys-
tems are becoming increasingly vulnerable:

The first is commoditization of hardware and
operating systems. In the past, many systems
were running on specialized or proprietary
hardware, and used unique operating systems.
While ‘Security through Obscurity’ is not actual
security, specialized systems of the past would
have presented a higher barrier. Unfortunately,
today’s technology has well-understood weak-
nesses that present little or no barrier.

The second reason is the lack of under-
standing about the complexity and role of
these systems. End-users, implementers and
manufacturers of SCADA systems must realize
that these systems are no longer just electrical
systems. They are fully-fledged, connected IT
systems with all the advantages, disadvantages,
strengths and weaknesses therein. Nevertheless,
during construction of a project they are often
installed in the same way as their predecessors,
i.e. as electrical systems without protection.

How can these systems be protected?

Securing Building Systems by Upgrading

The first thought that comes to mind is to
ensure that a SCADA system has malware scan-
ners and is patched to the latest OS and appli-
cation release levels. While updating, patching,
and scanning for malware is sound advice, it
seems that those who operate SCADA systems

Anton Hofland is the CEO of 2024Sight. He has more than 20 years’ experience in IT, IT infrastructure
and enterprise networking, gained mostly in the financial industry. Prior to establishing 2024Sight he
was the Head of IT for Arcapita Bank in Bahrain. Previously he has worked for several major financial
institutions in the City of London. He has also worked in the area of telecommunications regulation and
has experience in the telecommunications industry. Anton holds a M.Sc. in mathematics and computer

science from Delft University, Netherlands.

Secure Zone

Enterprise Network.

Modern Connectivity

Ideally, you would replicate a system and then test on the repli-
ca. How is that to be achieved with your critical building system?
Even under the best of circumstances, testing an upgrade and the
upgrade implementation is a lengthy and costly process, which
requires careful planning. Since delay is inevitable, upgrading
systems as the sole remedy is not an effective option.

Building Secure Systems

The other option is to secure building SCADA systems by design.
To achieve this, the first and most important step is to accept that
today’s SCADA systems are IT systems, for which IT experts should
design the appropriate environment. While designing the environ-
ment, the following areas should be considered:

1. Physical Security: Invite IT infrastructure and IT security
experts to participate in the project during the early design
stages. Then it is possible to ensure that the physical security
and environmental requirements for the building SCADA
systems are met in advance, rather than being retrofitted later
with great difficulty (and at increased cost).

2. Infrastructure: Engage IT and IT security experts to help you
design the appropriate IT infrastructure. A properly designed
IT infrastructure will ensure that vulnerable building systems
are never directly facing:

a. The Internet;

b. Any other remote access connection;

c. Other building systems; or

d. Your enterprise network.
By means of a well placed and carefully managed set of
firewalls, the IT experts can design and operate a properly

a.Mandatory removal, disablement or renaming of default
accounts;

b.Password strength and password management;

c. Malware scanning;

d.Upgrading, patching and testing;

e. Interconnectivity and firewalling between building
SCADA systems, as well as enterprise and internet-based
systems;

f. Backup and recovery;

g.Remote access; and

h.Monitoring, including monitoring of administrative users
and the creation of administrative user accounts by third
parties.

5. Testing & Commissioning: Ask IT to define a set of testing and
commissioning criteria which every system must meet to be
accepted.

6. Responsibility: Appoint an organization to be responsible for
the management and monitoring of your building SCADA
systems, network and security, and seek their input during
development and construction.

7. Change Management: Re-evaluate all of the above during the
life span of the real estate project. IT develops much more
quickly than any real estate project, necessitating ongoing
adjustments and changes.

Conclusion

With a concerted plan combining technology, policy, and pro-
cedures, it is possible to design and implement a highly secure
approach for even the most vulnerable SCADA systems, without
having to sacrifice SCADA system connectivity. Building a secure
system, however, requires a transformation with respect to when
and how IT gets involved with a real estate project.

The following websites provide further information:
wwuw.ics-cert.us-cert.gov/ US Government Industrial Con-
trol Systems Cyber Emergency
Response Team

Repository of Industrial Security
Incidents

2024Sight publications

wwuw.securityincidents.net

www.2024sight.com/publications
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Trending in Real Estate Finance:
Is Your Finance Department Ready
for the Real Estate Recovery?

he Urban Land Institute and PwC

US noted in their annual Emerging

Trends publication that the commer-

cial real estate market will materi-
ally advance in 2013 with
“modest gains in leasing,
rents, and pricing” across
the United States.

As the industry gears up
for a recovery, thus cre-
ating a more competitive
environment, the finance
departments within major
property owners, REITs and
other organizations must be ready to manage
new properties and improve their reporting
game. The ability to quickly aggregate and
analyze data is a critical ingredient to effective
strategic decision making. Finance depart-
ments will be pressed for accurate data and
rapid analysis from multiple sources in order for
the company to take advantage of investment
opportunities.

Business Intelligence (BI), which has long
been considered an ambiguous term, is finally
emerging as a real tool for finance departments
to vastly improve reporting speed, accuracy
and depth. The goal for utilizing Bl is to reveal
the right information at the right time, to aid in
making decisions that have measurable impact
on the business.

Such an ambition takes more than just solid
technology, however, it also requires thoughtful
design and a clear understanding of the infor-
mation gaps within real estate organizations.

Trademark Property, an investor and develop-
er of regional malls, outdoor retail and mixed-
use properties, was among the first to use BI
to create a single source of trusted data that

replaces multiple silos of financial, property,
tenant and lease information, and reduces the
time involved with creating consolidated finan-
cial statements and management reports.

Case Study: Trademark
Properties

Since 1992, Trademark has
invested in or developed
over 10 million square feet
of retail properties worth
over $1.2 billion and cur-
rently operates more than
six million square feet.

As asset and leasing managers, the company

is constantly focused on making the most of
its existing investments, while expanding its
capacity to develop and manage more assets.

Trademark’s goals for utilizing BI included

reducing the time spent creating consolidated
financial statements and management reports;
reducing the amount of time spent aggregat-
ing and formatting data for sales, rent roll and
occupancy reports into the company’s profes-
sional standards; and finally, to empower its
team with accurate and timely information to
help make each staff member successful in their
role. Their implementation of a cloud-based
business intelligence solution enabled them to
produce the reports for consolidated financial
and real estate reporting as well as meet other
stated goals.

Using BI to achieve these goals entailed im-

provements in many areas, including:

* Reduction in time spent to produce key
financial and real estate management
reports (from weeks to seconds)

e Elimination of spreadsheets in month-end
reporting

* Ability to increase property portfolio by over 50% without
increasing accounting staff

* Thorough, fast and impressive reporting for meetings with
investors and partners

* Mobile access to mission-critical information via web
browser or iPad

“We have eliminated spreadsheets in our financial reporting
and caused the productive capacity and overall satisfaction
of our staff to increase dramatically,” said Doug Harmon-
son, Trademark’s Director of Research and Technology. “This
progress aligns well with our mission to make our team more
accurate, efficient, accountable, and informed.”

Trademark’s large distributed workforce can now use its BI
solution to access key reports and information on any browser.
“Our staff was immediately more productive and informed,”
added Harmonson. “Utilizing business intelligence has signifi-
cantly expanded the capacity of our staff and is transforming
our organization by giving us complete operational visibility.”

Also noted in the Emerging Trends report: Stephen Blank,
ULI’s senior resident fellow for real estate finance, mentioned
that investors “must keep in mind recent progress made in the
industry as they prepare for a slow but steady recovery”. With
this in mind, companies with robust reporting platforms that
can combine data from accounting, leasing, and valuation sys-
tems will be in the best position to take advantage of the market
as each opportunity will require a greater level of scrutiny.

Improve your Reporting!

Pre-built Real Estate Dashboards and Scorecards
Drill through financials - stop multiple reports

Job cost dashboards for real estate developers
Consolidate across multiple accounting systems
iPad Ready for leasing and property managers
ARGUS DCF integration coming soon!

Visit our web site at www.anterratech.com
for a FREE white paper on improving
real estate reporting.

c®

anterra

Visit our booth at the
Realcomm conference or call:
(832) 539-1400

Paul Throldahl is currently a partner at Anterra Technology. Anterra offers cloud-based business intel-
ligence for real estate, development and construction. Prior to that, Paul spent nearly four years as the
Senior Vice President of Global Sales at ARGUS Software. In addition to running sales and services, Paul
served on the ARGUS executive leadership team and led the sales integration of several key acquisitions.
Additionally, Paul has held senior sales and leadership positions at high growth software companies
including PhD Virtual Technologies, VoiceGenie and Trailblazer Systems.
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An Inside Look at
How Technology,
Automation and
Innovation are
Redefining Real
Estate Operations

An interview with Scott
Morey, General Growth
Properties, RJ Juliano,
Brandywine Realty Trust and
Darrell Smith, Microsoft

RealcommEDGE

ince 2008, financial pres-

sures on the real estate

industry to reduce expenses

by optimizing operational

costs have propelled the
topic of technology and automation
into mainstream discussions. From
improved business analytics and ‘big
data’ for smarter decision making, to
cloud computing and powerful mobile
technologies for a more efficient mobile
workforce, new technologies have per-
meated the marketplace. Not only are
they happening at an unprecedented
rate, they have matured and become
less expensive, fueling more widespread
adoption.

These changes are happening so
fast, one might easily conclude that the
commercial real estate industry is in
the midst of a technological revolution,
a period of dramatic change brought
about relatively quickly by the introduc-
tion of new technology.

RealcommEDGE invited Scott Morey,
SVP & CIO of General Growth Proper-
ties, and RJ Juliano, CIO of Brandywine
Realty Trust from the commercial real
estate sector, and Darrell Smith, Direc-
tor of Facilities & Energy for Microsoft
representing the corporate sector, to
weigh in on how their organizations
have been impacted by this revolu-
tion and what they see ahead for the
industry.

REALCOMM: R], what technology driv-
en initiatives have had the greatest
impact on your operations in the
past 12-18 months?

Juliano: It’s been a pretty exciting time
for the IT group at Brandywine. Four
projects come right to mind that have
been pretty impactful. The first is a
dashboard system we call ‘Search’
that allows instant access to almost
all company data. This was a huge
benefit in terms of quality of infor-
mation and ease of access, as well as

Darrell Smith, Microsoft

improved reporting and analytics.
Second is a project we call ‘The Lift),
which is one of the first automated
parking garages in the U.S. Histor-
ically, this would have just been
considered a traditional construction
project, but there is so much software
and technology embedded in the
building, it has become just as much
an IT project. Third, we are connect-
ing our portfolio of 220 buildings so
that we have better centralized con-
trol and remote access. And fourth,
definitely the mobile revolution and
handling the influx of smart phones
and tablets.

Scott Morey, General Growth Properties

REALCOMM: Have you seen recent changes

in the way executive leadership views
technology?

Juliano: Yes, I've definitely seen a trend

in senior management’s interest and
involvement. Consumerization and mo-
bile technologies have helped to knock
down many barriers and fears about
technology, changing perceptions AND
expectations greatly. Now, my challenge
is explaining that behind all the simplici-
ty and elegance of today’s apps there is a
great deal of architecture and engineer-
ing!

REALCOMM: How about from an Intelli-

RJ Juliano, Brandywine Realty Trust

gent Buildings perspective? Darrel and
Scott, have you seen an increase in the
level of awareness, interest and activ-
ity surrounding the smart, connected,
intelligent building topic within your
organization in the last 12-18 months?

Smith: Yes. Like everyone else, with the

increase in financial pressure, we looked
at ways to reduce energy costs, optimize

our building assets and lower labor costs.

With our Energy-Smart Building Project,
we have leveraged the cloud and are
using software to extract data from the
many disparate building systems within
our campus onto one platform. We are
now collecting half a billion—yes, that’s

billion with a ‘b’— data transactions
every 24 hours from 125 buildings that
occupy 15 million square feet and house
57,000 people. And the beauty of it is it
was more a retrofit that was a fraction of
the cost to deploy and seamless to the
building occupants. We did not replace
existing systems; rather, we installed a
software overlay that provides capabil-
ities that were lacking with the existing
systems. Now, I'm out there talking to
our customers and partners and they're
seeing the results, and the momentum
of connected smart buildings is gaining
some serious traction, both internally
continued on page 18
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and externally across all verticals, from worldwide utilities to
our federal EPG (Enterprise Partner Group).

Morey: I believe at some level, many companies are confident
that their buildings are already running efficiently. What has
happened over the last 18 months is there is a more common
understanding that technology can create increased visibility
and oversight on a range of property-specific functions like
energy, security, etc. As a result, the level of automation in the
industry around building systems and controls has increased
significantly. It is embedded in the day-to-day thoughts of
not just operators but also developers. With that foundation
in place, the industry is now turning a corner in finding more
innovative ways to combine these various technologies and
building control systems to enhance the experience for ten-
ants, employees and consumers. At GGP in 2012, we piloted a
couple of the newer energy management solutions to under-
stand both the financial returns and how well they integrated
into our operating model. Overall we are seeing more than a 20
percent return on investment. We are excited about the results
and will continue to look at proven solutions to incorporate
within our operating model.

REALCOMM: Give us your perspective on the four components of
a smart building: 1) energy efficiency, 2) operational efficien-
¢y, 3) tenant experience and 4) financial optimization. How
does your organization’s technology strategy encompasses
these four major components?

Smith: I will start with energy efficiencies because this is where a
company can have a significant impact on financials (low-
er costs) and lower carbon emissions (sustainability). The
business case for our Energy-Smart Buildings program was
anchored in return on investment. This stems from the ability
to use the operational data from the existing building systems
to optimize the assets and take actions that lower costs and
improve the employee (tenant) experience. The data has always
existed, but we lacked the ability to extract this data and apply
algorithms to make data driven decisions. With regard to Oper-
ational efficiency, the outcome from leveraging the analytics is

RealcommEDGE

the ability to optimize labor and focus on areas that have
the highest return. We are using fault detection to identify
either equipment not running as designed or where
equipment set points are outside our standard setting.
We are monetizing and prioritizing the faults and this is
optimizing our labor force. Also, there are new reporting
capabilities that have replaced many of the manual re-
porting efforts. The Tenant Experience or, in our case, the
Employee Experience, is very important to Microsoft. In
the past, we have used people in the building as sensors.
Calls from the employees would trigger equipment issues.
With the power of software, we can identify equipment
faults and make repairs prior to the employee becoming
uncomfortable. In fact, once the fault is identified, the
technician can stop at the warehouse, pick up a part and
make the repairs. Before, we would go to the buildings and
identify the issue, run to the warehouse and back to make
the repairs. This is a reduction in ‘windshield’ time of the
building engineers and operators and reduces labor hours.
Morey: I believe any good strategy and plan needs to find a way
to balance all four. If you focus on any one particular area and
ignore the others, there will be a significant loss in the value of
the program to the broader company. For example, if the focus
was solely on energy and operational efficiency, a solution
could be put in place that had negative implications on the
experience for the tenant, resulting in a far greater income loss
than the savings gained on reducing energy usage. Ultimately
the retailer and consumer experience within our properties is
extremely important and key to whatever we put in place.

REALCOMM: To what extent has technology deployment in your
company required organizational realignment?

Juliano: It’s definitely had some major impacts on our alignment.
When I came on board, buildings weren’t considered part of
the IT domain. That has completely turned around through the
deployment of centralized control and remote building access
systems. I now have staff dedicated to building infrastructure
and technology. Most recently, we have expanded the realign-
ment of marketing and media under IT. The intersection of
marketing, media and technology is massive and growing.

Smith: Our technology deployments have guidelines that help
drive alignment across the organization. I'm with the real estate
facilities group, so for me the most significant realignment has
been within my organization. In the past, we have always been
very ‘time based’ when it came to facilities maintenance—we
changed 26,000 air handler filters across the campus every
quarter because a timer went off. Now, with the new analytics
we get from our building systems, our maintenance has be-
come ‘condition based’, meaning we are writing algorithms that
give us the principles on when to change the air handler filters.
We're optimizing our labor and can actually prioritize our work
based on cost, customer experience and business continuity
versus business interruption over cost. It is important to note
that within our Energy-Smart Buildings Program, one of our
five team members responsible for deploying technology is the

Morey: Technology enables good behavior,

REALCOMM: What is the most exciting project

liaison with our overall IT group, and this role
is invaluable to the success of the project. IT re-
ally helps facilitate the deployment, so it’s very
important we have a strong relationship.

but cannot correct bad behavior. It is vitally
important that organizational structures and
the people residing within those positions are
aligned with the company’s overall strategy,
mission and values. Any changes in technology
that impact organizational models need to be
part of an existing plan which is only further
enabled by software. What we have put in place
has enhanced our business operating model.
The goal is to create additional time to focus
on value-added activities in the properties. So
instead of doing more paperwork or spending
time collecting data, the focus is on enhancing
and optimizing the assets through the informa-
tion at hand.

you're currently working on?

Smith: Everything! Definitely our Energy-Smart Building de-

ployment I mentioned earlier. What gets me excited is how the
capabilities continue to advance and how we are addressing
mobility and the cloud to create a disruption in the facilities
management industry. Another exciting focus over the last
couple of months has been mobility. We want to enable our
team with tablets and smart phones to automate processes and
drive labor efficiencies. In fact, we are piloting mobile solutions
coupled with MS Tags on the assets. I see exciting capabilities
coming from this pilot.

Morey: General Growth Properties is an exciting company to work

for. In the last two years we have spent a lot of time improving
the operating model and aligning IT to the broader company
strategy. Seeing the results of our efforts and the positive impact
it has made to our broader operating platform is exciting. We
have been innovative in looking at everything we do at an
enterprise level versus in silos. I have often seen companies
make changes for specific groups and not recognize the up and
downstream effects of those changes. By looking at the entire
life cycle of how we operate and making foundational changes
across those groups, I believe in the short and especially long
term we get better results.

Juliano: That’s a tough question because there are so many. In ad-

dition to the four I mentioned earlier, I'd have to add marketing.
I really have fun with that side of my brain. In my marketing role,
I'm responsible for making sure the brand and our marketing
and social media platform really interact. It might be surprising,
but there really is a lot of intersection with IT; it’s not only about
what the message needs to be and the visuals that go along with
that, but you then get into what helps define the strategy. It also
begins to produce new functions that need to be done or shifts
in functions, which in turn require new tools, new work flows,

new data access, new analytics. Half of my
monthly report to management is a social
media analysis about the tools we are using,
how they are integrating with our website,
and what information we are supplying to the
universe. We have a reputation for being easy
to work with; it’s my job to ensure our tools
and websites enable and deliver on that brand
reputation.

REALCOMM: How are you prioritizing and
selecting potential automation projects?
Morey: In the end it is about return on capital,
not just for IT projects but for any project
across the company. When there are cases of
IT projects that provide a superior return, they
become a priority for the organization.
Juliano: There is the obvious, measurable

ROI, which never goes out of style, but there is
also an ‘organizational’ ROI, where we look at
whether or not the potential automation will
eliminate the non-value add commodity work
so that we free people up for value-add work.
For example, in IT, we've gotten rid of a lot of the commodity
work by outsourcing or putting software in to handle certain
tasks. We're trying to do that for the rest of the business. We
completely reworked AP, AR and the related cash flow over the
last six years. Working with our CFO, we replaced the commodity
work of stamping invoices and cutting checks, refocusing people
on analytic work and their primary jobs. We're a public compa-
ny, so we've automated a lot of the audit, and we're trying to do
more of the regulatory reporting, as well. That kind of value-add
criteria drives the prioritization.

Smith: The Real Estate and Facilities Team answers to the CFO of

the company. Our investments are anchored in a financial re-
turn. We also apply principles with our investments in technolo-
gy solutions and include 1) beneficial 2) practical 3) scalable and
4) supported. If a solution does not meet these principles and
does not meet our financial return, we don’'t make the invest-
ment.

REALCOMM: How are you driving adoption?
Juliano: First, you listen. It’s easy to drive adoption when you're

giving people what they ask for to start with. My team spends

a great deal of time out of the nest with our engineers and
architects. I actually spend a lot of time with our tenants and
vendors. In the past, we were focused around the data center
and people came to talk to us occasionally. Now, I'm in the data
center once a year, and that’s usually to show the auditors that
it's locked. The other part of it is trying to always be looking a
couple of years into the future. It's understanding the business
problem we are trying to solve so if the technology changes and
new functionality becomes available, we don’t end up deliver-
ing a product that falls short of their expectations, which have

continued on page 20
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continued from page 19
changed during the process. It’s not
doing the $1 million two-year project if
you can help it. Instead, you're doing 24
one-month projects over two years. It’s all
about constant dialogue.

Morey: We all know that once a solution
is ready to be deployed, how it gets de-
ployed, how people get trained and how
the initiative is supported on an on-going
basis is critical. We spend a lot of time at
the beginning, during and after projects
to recalibrate and ensure the end solu-
tion meets the needs of the organization
and provides value.

Smith: I have a fundamental principle of
‘learn by doing’. It is with this guiding
principle that we explore new and excit-
ing technology and set stretch goals for
my team. This covers not only Technolo-
gy but other key programs. Microsoft has
an entrepreneurial feel where we have
latitude to explore and create.

REALCOMM: Do you have a strategic plan to encourage and
promote innovation in your organization?

Smith: Microsoft is an innovative company and I'm surrounded
by innovative people and products and services. As an employ-
ee, we are not asked to be innovative, it's expected. Microsoft

produces the most innovative hardware

and software solutions, and our Partners

are building their solutions on Microsoft

technologies. It’s the ability to leverage our

Partners’ solutions coupled with the power of

software that is having the biggest impact to

innovations.

Juliano: Yes. My team is constantly working

with other groups in the organization to in-

troduce new technologies and to look down
the road for next year. IT’s strategy is a mix of
two things; it’s a blend of our corporate strat-
egy with where we see the technology evolu-
tion/revolution going. It's watching for new
technologies as they evolve to determine if
they better address the business needs. It’s

a constantly moving thing. Some CIOs will

tell you they have a three-to-five year plan.

I'm sure they do. But ask them in three to five

years how much of that plan was actually

delivered. You've got to have a three year

plan, but you've got to revise it every year. I
certainly couldn’t have predicted five years ago that iPads were
going to be the center of the universe.

Morey: As a company we are committed to fulfilling our mis-
sion statement and following our core values, which are High
Performance, Attitude, Do the Right Thing, Together and Own
It. Using them as a foundation, we have a culture focused on
being better individuals and a better company. ®

Accelerate
Your Performance*

*car not included
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“The prestigious Harvard
Business Review named the
data scientist the “sexiest job
of the 21st century” which
almost certainly had to

be the first time the word
‘sex’ made the HBR pages
and definitely got people’s
attention.”

Data Scientist in RE and FM:
Sexiest Job in the 21t Century

“I'm too Sexy for My Job,”a Play in Two Acts.

Act One
ell Graeser, a research analyst, was
working diligently on a problem
that involved sorting through a
vast amount of information culled
from patient genome data on the campus of a
leading pharmaceutical company located in La
Jolla, California. Dell was originally hired to be
part of a team of data scientists who had similar
backgrounds, including advanced degrees in
computer science, mathematics, and physics;
he was also part of the first master’s program to
grant a degree in Analytics from North Carolina
State University. In the middle of searching for
DNA sequence anomalies, he received a text
message from his boss telling him he was to
meet with the staff that managed their global
real estate portfolio to discuss an urgent situa-
tion. This was curious—he had no idea why this
group of architects and ex-real estate brokers
would want to talk to him.

ActTwo

Tom Haworth, the VP of Global Real Estate for
this company, had received a stunning request
from the CFO the previous day. He usually
reported on the portfolio every quarter, but

he was now informed that due to a merger the
CFO was demanding that the real estate group
deliver hundreds of millions of dollars in savings
from real estate to satisfy Wall Street and the
shareholders.

Luckily, Tom had implemented an Integrated
Workplace Management System (IWMS) three
years previously, so he had accurate, reliable
data on the company’s real estate and was able
to merge that with the Computer-Aided Facility
Management (CAFM) data from the newly
acquired company. Tom realized this was a big
data set and that he needed skills found only
in the R&D group: he needed the help of a data
scientist.

The IWMS contained information on the total

cost of occupancy (TCO), lease expiration dates,
the capacity of each building and the demand
forecast of all the business units. The data was
structured in a geographical hierarchy from the
floor level, to building, to city, to country, up

to the region. The IWMS also contained all the
facility requests, projects, and work orders from
the last two years. Given this information, Dell
quickly realized that the well-organized data
allowed a full understanding of the portfolio
and now, working closely with Tom, he could
use this information to make the right strategic
decisions.

Dell was by nature a curious fellow, and
determined to rise up in the company. He used
a set of analytical tools he developed in his DNA
analysis work and was able to apply them to the
‘real estate challenge’. He quickly showed the
real estate (RE) team how some buildings were
highly utilized while others were not. His analy-
sis of trouble tickets identified where there were
problems with certain buildings, and his clever
use of utility billing data allowed him to execute
energy usage analysis.

Within two weeks, Dell had developed a heat
map showing the portfolio of buildings; those
that were underperforming were colored in red.
It was a surprise to the entire RE and facility
management (FM) team that so much informa-
tion was now available to them visually. Utiliz-
ing the heat map application, Dell showed how
each building’s KPIs compared to the average,
and to the best and worst buildings.

Now that Dell had the basic portfolio model
in place and some useful visualizations, he
could demonstrate the kinds of decisions that
could be made and how they could use the
data to create a more efficient portfolio while
reducing costs. The question from an analyti-
cal perspective was: “How can I rearrange the
configuration of my portfolio with the goal of
reducing the overall TCO, and what would be

continued on page 22

This article is part of the Big Data and Analytics Playbook Initiative created by Nancy Johnson Sanquist,
VP of Manhattan and IFMA Fellow and John A. Serri, PhD and VP of Strategic Initiatives for Manhattan
Software. You can find out more about the Playbook by contacting nsanquist@manhattansoftware.com.
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continued from page 21
the cost of getting to this final state?”

Dell proceeded to use his arsenal of modeling tools and devel-
oped an optimization scheme for real estate portfolios. He was do-
ing something that had never been done before. After eight weeks
of intense effort, Dell and the team came up with three compelling
options that would reduce their annual cost of occupying facilities
by 20%. This came to a savings of hundreds of millions of dollars
over a three-year

period.

Our DNA model- Designa
er (or data scien- Create an Data Align with
tist) had come a Analytic Strategy & Data
long way and saved Culture Phased Scientist
this company a Approach

substantial sum of
money, while also proviaing e inrormauon tnat wouid aluow tme
CFO, HR and VP of Real Estate to confidently move ahead with the
final plan.

In this realistic, but fictional story, Dell did not realize he was
paradoxically both ‘foot soldier’ and ‘master mind’ in a manage-
ment revolution fueled by the convergence of mobility, cloud
computing, new technology and social media—a phenomenon
recognized by Gartner as the ‘Nexus of Forces.! This convergence
is now seen as important to RE and FM. New skill sets are required
in our profession possessed by left-brain ‘sexy’ data scientists who
are joining forces with RE analysts who are usually characterized
as right-brained, visually oriented planners, designers and urban-
ists who are moving our profession from the transactional to the
transformative.?

The Sex Appeal of the Data Scientist

Sex appeal? What is that all about? The prestigious Harvard Busi-
ness Review named the data scientist the “sexiest job of the 21st
century”® which almost certainly had to be the first time the word
‘sex’ made the HBR pages and definitely got people’s attention. The
title was created by two corporate heads of data analytics, D.J. Patil
(LinkedIn) and Jeff Hammerbacher (Facebook). They defined data
scientists as those professionals who use evidence-based work to
make discoveries from the analysis of large amounts of both struc-
tured and unstructured data.

The question is this: What type of person is able to take massive
amounts of apparently unrelated data accumulated in different
places and make sense out of it while learning something new?
The challenge is to find that one person who possesses informa-
tion technology and analytical capabilities to extract data, but
who can also work with a team to ask the right questions about
the business they are analyzing. Fortunately for Dell, the former

requirement is more important than the latter. Nevertheless, Dell
needs to guide the right-brains on the team to ask the right ques-
tions. Part of Dell’s training at NCSU was just that: he had taken a
course in developing analytical models of business processes.

The RE and FM Data Scientist Manifesto
In order to make the data scientist relevant to RE and FM, we have
created a process model:

1. Create An Analytic Culture
As Tom Davenport, the
guru of big data and
analytics, has pointed
out, “Whenever we go to a
company that is really good
at analytics, we find that
an analytical orientation is
deeply embedded into its culture.” Think about our story of Dell.
The real estate group looked to the data scientist to help with a
problem that they recognized could be solved by using an analyti-
cal approach because it was part of the culture of the company.

Examples of analytic corporate cultures include Sportvision,
where CEO Hank Adams, uses words like ‘vectors’, ‘velocity’, and
‘granularity’ as he describes not a company designed for sports,
but a business of collecting data. They make complete digital
records of a sports game and then not only analyze that perfor-
mance, but use the information to predict the outcome of future
events. Or think of the Obama campaign, which had an embed-
ded analytics culture in which everyone involved in the election
collected data, measured performance and then adjusted mar-
keting and communications to realize the best results. (The team
included 100 data scientists.)

Determine if there is a culture of analytics in your company or in
parts of the business. If you are part of a financial firm, the enter-
tainment industry, or a consumer markets organization, there will
certainly be a centralized group that does analytics. The question
is whether your group can draw from the value of the data scien-
tists in the organization.

2. Design A Data Strategy And Phase Execution
A key area of importance is that you must have sufficiently accu-
rate and current information on all aspects of your real estate port-
folio to even think about working with a data scientist. This means
that you have already designed a data strategy for implementing a
real estate application, IWMS or CAFM solution.
Components of the data strategy include:
* Define how RE and FM will use data to make decisions on
real estate and facilities strategies (the vision). Perhaps it is
reducing costs by X%, or prioritizing the projects that will yield

1“The Nexus of Forces for RE and FM’ is a Manhattan series of white papers and a Gartner research paper which includes how this phenomena is
affecting mobility, space planning, as well as the integration of real estate and maintenance and can be downloaded at www.manhattansoftware.

us/news

2 A concept espoused by Jim Baker of Accenture, at a CoreNet Global Summit he presented with the authors in the Fall of 2012.

3 Davenport, Thomas H. and D.J. Patil, “Data Scientist: The Sexiest Job of the 21st Century”, Harvard Business Review (October 2012). http://hbr.

org/2012/10/data-scientist-the-sexiest-job-of-the-21st-century/ar/pr
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more profit centers, or determining which locations should be
focused on geographically.

Determine the data needed to meet these objectives by doing
assessments of data coverage, quality, integration, capture,
redundancy and visualization.

Define a plan to ensure you have the processes in place, the right
technologies (e.g., to better understand location information,
you may have to integrate with a Geographic Information
System (GIS) to expose visual patterns never realized before), the
resources and skill sets to get the required data.

3. Lure A Data Scientist To Re And Fm
RE and FM professionals must execute the second stage described
above before the data scientist can enter and do their work. If you
work for tech companies headquartered in Silicon Valley or similar
locales, it is likely you have this skill set at your disposal. However,
in other industries there may be a dearth of available prospects
and they are in high demand.

How do you lure them to the RE and FM side? A good data
scientist possesses skills in math, statistics,
probability and computational skills; in
addition they have a fierce curiosity which
drives them to dive beneath the surface of a
problem, come up with the right questions
and determine hypotheses to be tested
and analyzed. They enjoy a challenge and
welcome the opportunity to help create new
customer-facing products and services.

Retaining this valuable asset is important!
Provide them with the right environment
and tools; and since this is a highly skilled
individual, compensation must be compet-
itive. Furthermore, you cannot keep them
only in the FM/ RE box; the data scien-
tist needs to be part of the data analytics
community at large and remain an active
contributor to this group, to keep up to date
with new ideas and methods in the entire
company.

4. Execute Analytics And Make Decisions

The data is ready and the data scientist is
working alongside you. Now comes the fun
part. Mine your data set(s) and look at the
results. If it involves location data, which it
most likely will with a real estate problem, it
is worth linking the data to a GIS to view the
results on a map, which will show patterns
that would not be otherwise obvious in a
report. The more visual, the more interest-
ing the analysis.

5.Tell The Story
The last phase of the analytics project with
a data scientist is to tell the story publically.

Take advantage of the media (like this publication) in our indus-
try to explain to others how and why you mined various data sets
(most likely structured and unstructured) for analysis and how it
influenced your decisions. Since this is a new information arena
for RE and FM, innovative professionals need to hear from their
colleagues as to why they should go on this new adventure with
their sexy guide, the data scientist.

Conclusion

You may not have the skill set to be a data scientist like Dell, but
the purpose of this article was not to send you back to Stanford to
pursue an advanced degree in analytics. The point is to be aware
that this emerging skill set may be incredibly valuable to your RE
and FM organization. If your company management is not aware
of this sexy new job category, perhaps you can lead the way to
creating an analytical culture, as it will prepare your company for
one of the most interesting ways for business to be conducted in
the future.

o

IWMs=BIG DATA=BIG QUESTIONS=BIG PORTFOLIO ANSWERS

Information. Mobility. Cloud
computing. Social media. This
convergence of technology,
recognized as the ‘Nexus of Forces’
by Gartner, is critical to corporate

real estate and facility management.

P Learn why at www.manhattansoftware.us/realcomm-nexus

Download a collection of articles from Manhattan Software, including the
Gartner research report titled “Mobility & the Nexus of Forces: Creating the
New Experience.”

MANHATTAN
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Walmart International Real
Estate’s Global Technology

Program

ompanies large and small face chal-

lenges keeping up with technology

and harnessing its advantages. For an

entity as large and diverse as Walmart,
leveraging technology to allow
better and faster business deci-
sions required every resource and
a team of professionals working
together to create their success
story, which is now just over 50
years old. Currently operating in-
ternationally in over 6,100 stores
in 26 countries outside the U.S.,
standardizing and implementing
global best practices in the area
of real estate is enabling Walmart
to utilize this information at all
levels of the organization.

Brad Sill, Director of Systems & Strategy
International Real Estate,
Wal-Mart Stores, Inc. has
been on the front lines of this
interesting process since he
joined Walmart in 1999. With
a background in accounting
and computer science, his
duties began leading a team
tasked with improving pro-
cesses, procedures and systems in the prop-
erty management area of the US Real Estate
business. After moving to International Real
Estate over nine years ago, he began working
with the reporting, finance and systems teams,
including a two-year global implementation
of JD Edwards to international markets, until
another opportunity became available to take
real estate technology to another level within
the organization.

“The challenge I was given was to look at
other world-class real estate companies in order
to determine what systems strategy we should
look to adopt in taking our International Real
Estate systems to a new level,” explains Sill. “We
just knew as an organization, with our size and
portfolio diversity, we must operate differently

Brad Sill

in the future. We had to deliver a core set of
systems and capabilities to all our international
markets, utilizing the same technologies and
business practices across the globe while still
allowing localization where
necessary. That is part of our
Walmart Way of Working.” All
this while managing the other
equally important duties of

a program this large: vision
casting, budget preparation &
management, project manage-
ment, change management,
training, communications &
support, all critical for success.

Going through Walmart’s
processes first before even
looking at a single technology was key. Only
then did Sill begin selecting business partners,
gathering budget information and casting the
entire end-to-end vision based on a full set of
global business processes. “We did not want
to start this long journey until we were con-
vinced that we had about 80%+ of our processes
covered by technologies we had selected,” he
states. “This was too large of an undertaking to
have false starts.”

The guiding principle since then has been to
join with global technology providers, collab-
orating openly to keep them fully integrated,
with advanced analytics and KPIs as a core
part of the vision. “Partnering with the best is
the absolute most critical success factor in my
book,” affirms Sill. “Our partners have become
ingrained in our business. They have spent time
in each of our countries learning our global
business and the unique differences by market.
They have looked into the eyes of our country
teams, giving them a unique perspective to help
build our solutions. Their industry knowledge
and expertise were invaluable to both our vision
and our success.”

Executive leadership is another foundation
for success, a process that is ongoing. “Like
many corporate real estate companies, this is

not our core business,” says Sill. “So often it is either ignored or left

as a lesser priority in companies, which is understandable until
it reaches scale and then becomes an obvious issue. Fortunate-
ly, with a portfolio so large, our leadership made this a priority
and decided to invest in this area of our business.” Leadership is

maintained by an established Steering Committee that meets on a

monthly basis.

There is also a Program Management Office responsible for the
normal scope, budget, timeline, contract, and deliverable manage-
ment; project status updates; and change, training and communi-

cation standards.
The results are proof of systematic planning and execution.

Since 2010, multiple systems have been deployed in all 26 of their
markets outside the U.S., with more than 2,500 users to date and

growing daily.

What advice is offered for other corporate real estate organiza-
tions who are thinking of embarking on a similar journey? “I would

say three ideas stand out,” Sill responds:

1. View it as a Program, not a Project, a subtle but important
distinction. “Taking on an entire Program such as this is not
for the faint at heart. It takes tons of persistence plowing
through the challenges to have success, but keeping a

Program View (no matter the ebbs and flow of the individual
projects) keeps you on target. Never forget why the Program
exists, which for us is our country real estate teams. We wake
up every day with that purpose in mind.”

. Select the right business partners. “We would not have

achieved nearly this much or this fast without our world-
class business partners. We do not look for ‘vendors’ but true
partners, and there is a big difference between the two.”

. Collaboration, collaboration, collaboration. “Very early on,

I set the bar high to openly collaborate among all business
partners. They were asked to check their agendas and egos at
the door and help us as an organization move the ball as far
and as fast as we can together. In the true spirit of synergy I am
happy to say we have accomplished this and we are all better
off because of it and this is now ingrained in our Program
culture. It is now the only way we know to work.”

General Overview of Current
and Ongoing Projects

Project Management: Tools to track the steps necessary
to deliver on our Pipeline
of new store growth
goals by country, format,
banner and type at both
a milestone and detailed

task level (corporately, as well as at the country level).

Site Selection & Geospatial Analysis: Tools developed
to utilize country-specific demographic and trade area
information to analyze and select the best possible
store locations, as well as, advanced geospatial

analytics for operating performance.

Financial Analysis: Tools developed to evaluate project/
store financial projections and analysis in order to assist
Real Estate Committee review and approval; while
improving on our Post Opening Audit of projections

versus actual accuracy & portfolio analysis.

Design & Construction: Tools developed specific to
the D&C processes around document collaboration,
capital spend management, bidding & change order

management.

Property Management & Facilities Maintenance: Tools
developed for Property/Lease Management (landlord
receivables & tenant income receivables) and Facilities

Maintenance after a store has their grand opening.

Global Reporting & Analytics: Reporting and analysis
systems for Home Office, Regional and Country
leadership in order to achieve faster, improved and
more informed decision making, allowing for better

portfolio management.
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GSA Introduces New Lease
Automation Strategy

An interview with U.S. General Services Administration, Public Building Service’s Chris Wisner, Assis-
tant Commissioner, Office of Leasing, and Phil Klokis, Chief Information Officer

N REALCOMM: What are your
primary goals for automating
a lease? What made you decide

-

SA, the nation’s largest public
real estate organization, provides
workspace for more than 1.2 million

sion-making in the lease procurement process, such as doc-
ument generation, data population, and submitted tasks for
approval. Although the lease and its associated documents are
stored in a word document/pdf format, the data that is used to
build the lease is structured and reportable in our enterprise
data system.

The lease process is automated by the business process man-
agement engine. Basically, from a user standpoint, the system
prompts users to act on certain tasks regarding a particular
lease. Users then claim tasks and act on them appropriately. It’s
almost like using automated tax software in that data relating to
alease is captured and reported in a structured form. This data

The system restricts users from accessing sensitive data in the
system such as lease documents with strict access control mech-
anisms based on roles and involvement with individual projects.

Wisner: The business process management environment allows

us to make rapid changes to business processes. The new lease
technology system has a clause-builder function that allows us
to manage individual lease clauses within documents such as
Request for Lease Proposals and lease documents very effi-
ciently. This will significantly reduce the amount of time needed
to revise Request for Lease Proposals and lease documents to
reflect policy changes.

federal workers through its Public

Buildings Service. Approximately half of the em-

ployees are housed in buildings owned by the
federal government. The other half are located
in over 8,100 separate leased properties, includ-
ing buildings, land, antenna sites, etc. across
the country. More than 50 percent of those leas-

es are for 10,000 square feet or less. The size and

scope of this portfolio makes its management a
daunting task.

With a goal to replace
a legacy workflow
automation system in-
stalled in 2005 that had
become problematic
and costly to maintain,
the GSA team has em-
barked on deployment
of a new lease technol-
ogy solution that will
provide cost savings,
flexibility and nationwide standardization.

REALCOMM: What got you
started thinking about auto-
mating such a complex process
\ as leasing?

'y Wisner: The maintenance of

i ) paper files was time-inten-
sive, compartmentalized and
difficult to administer. The
shortcomings of manual and paper-intensive
leasing procedures led to the development
of eLease, a workflow automation tool. In
November 2005, eLease 1.0 was rolled out

to the GSA regions to support daily leasing
activities, advancing to a process augmented
with technology and some level of automa-
tion. The new real estate technology system
under development is the next logical step in
leveraging modern IT architecture, business
process management and managing organi-
zational change in the PBS organization.

A
Chris Wisner

to tackle something no one else
has ever attempted?
Klokis: The goals definitive-
ly are greater transparency,
consistency in process and
cost-effective outcomes. We started con-
sidering technologies, standards and best
practices that would enable us to make this
happen. We wanted to enable our users to
provide greater value to
our client agencies by
spending more time
engaging with them to
address their require-
ments as opposed to
dealing with processes.
Others have devel-
oped automated lease
acquisition software,
such as Tririga, Skyline,
etc.; however, unlike the
private sector commercial leasing, which is
governed by state and local laws, the Federal
government conducts leasing according to
Federal law and acquisition regulations. Find-
ing a commercial offering that meets Federal
requirements would require such extensive
modification as to be cost prohibitive. We
carefully evaluated a number of approaches
both based on commercial off-the-shelf, cus-
tom, and finally business process manage-
ment, which we selected. Business process
management is not a new concept, and has
been used effectively in many other govern-
ment and commercial organizations to gain
greater business flexibility and efficiency.

Philip Klokis

REALCOMM: Describe in detail how an auto-

mated lease will work. Will leases be stored
as ‘documents’ (Word) or part of an automat-
ed system (database)?

Klokis: Our goal this first year is to move more

quickly with automated rules-based deci-

is used for pre-filling documents (such as Word documents) and REALCOMM: How much will somebody be able to change the
monitoring the performance of the leasing operation through
key performance indicators. The tasks and data associated with

terms, or are you going for standardization?
Wisner: GSA’s national lease policy governs the ability to change

those tasks are defined through a collaborative process model-
ing environment using IBM’s Blueworks. Once the process flows
and associated tasks are completely modeled and approved, we
implement those in our business process management engine,
which is what provides the user interface and task execution
environment. In this case, we selected Appian.

REALCOMM: Will multiple people be able to access, view, and edit

the lease? How are changes handled?

Klokis: The data in a lease document is captured by various users

executing tasks in the appropriate sequence. From that stand-
point, multiple people contribute to editing the lease document.

the terms of certain clauses while requiring others, since many
of our clauses are required by statute. The clause-builder allows
Leasing Specialists to change certain clauses and, in some cases,
remove some clauses altogether. However, we are striving for na-
tionwide standardization and, with the launch of the new lease
technology system, we will be monitoring the use of various
clauses and allowing us to adjust the system appropriately. It's
an ongoing process.

REALCOMM: Will you have different strategies/systems based on

the size and complexity of the lease?
continued on page 38
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“Once a ‘perk;, advanced
connectivity is now a ‘must
have’ to attract tenants.”

RealcommEDGE

How Building Connectivity
Drives Asset Value

ot long ago, office building valua-

tions were primarily influenced by

competitive rental rates, a conve-

nient location, and ample parking.
But with the consumerization
of the Internet, and the 24/7
desire to be wired, advanced
connectivity—such as stream-
ing media, phone, WiFi and
video conference service—has
become a basic necessity for
almost every business.

Once a‘perk; advanced
connectivity is now a‘must
have'to attract tenants
Today, tenants expect high-speed advanced
connectivity when considering a commercial
space. And not just from one provider, but
multiple providers. According to Comcast’s 2011
State of Communications Services in Com-
mercial Real Estate Survey of nearly 500 U.S.
commercial real estate building owners and
property managers, over 90% say that access to
advanced communications services is the most
important selling point (behind only price,
parking and location).!

“Internet access is very important and the
higher quality the service and the more services
offered, the better,” says Rick Grimm, Senior
Property Manager at Cypressbrook Manage-
ment Company in Houston.

The July 2012 issue of the Cornell Real Estate
Review states that demand for office space will
be increasingly driven by the availability of
infrastructure to support companies’ technol-
ogy requirements. Offices with access to this
technology infrastructure are best positioned to
perform well in the digital economy.?

The race is on: gaining competitive advantage
with advanced connectivity

Advanced connectivity has become so crucial,
in fact, that cities and states across the nation
are now locked in a high-stakes race to improve

broadband capabilities to keep and attract busi-
ness, boost economic growth, and create jobs.

New York City is home to a range of industries
such as finance, fashion, media, real estate,
technology, and telecom. In
the past year alone, several
big names in the tech sector
including Facebook, LinkedIn,
Twitter, Skype, and other key
technology companies have
opened offices in the city. In
an effort to keep business-
es coming, Mayor Michael
Bloomberg announced in
2012 a suite of new initiatives
to expand broadband service,
which include a competition to build out fiber
wiring for commercial and industrial buildings,
and a crowd-sourced digital map highlighting
wired buildings citywide.*

“Broadband is the infrastructure of the mod-
ern age and a basic necessity not just for tech
businesses, but for every business,” says Deputy
Mayor for Economic Development Robert K.
Steel. “These initiatives will harness market
dynamics and create increased transparency
to incentivize the private sector to expand New
York’s broadband infrastructure.”

More than one third of respondents in the
Comcast survey stated that the topic of access
to advanced communications services is raised
in 75% of negotiations with prospective tenants
and 61% reported that having advanced commu-
nications in their buildings provides them with a
competitive advantage. As a result, many prop-
erty owners and managers are expanding their
connectivity options and using these technolo-
gies to gain a competitive edge and as a market-
ing tool for attracting and retaining tenants.

Mobile demand grabs headlines and

influences strategy

Thanks to initiatives such as Qualcomm’s ‘1000x
Data Challenge), IT strategists are looking at
innovative new ways to squeeze every drop

The Rail Yard platform of services enables building owners and managers to provide advanced connec-
tivity to their tenants without the hassle of managing multiple technology vendors. Learn more about
how to bridge the fiber gap’ and get your building powered by Rail Yard at railyard.com.

of bandwidth out of existing systems supporting mobile data
traffic. By taking a deep technical dive into analyzing exactly how
bandwidth is being used in a building and where congestion may
be occurring—whether it be voice, video or data transmission—
connectivity can be managed and allocated more efficiently. This
involves a second look at existing licensed models, which often
have underutilized bandwidth that could be reallocated, as well as
examination of every piece of the data pipe to assess how traffic
can be moved better, faster, cheaper. In addition, large quantities
of ‘neighborhood’ cells are being deployed in commercial build-
ings to accommodate increasingly high demand in a dense indoor
environment.®

IT executives across the country have shelved their plans for
handling steady year-over-year growth in bandwidth demand and
are instead setting their sights on how to address the 1000x increase
that is fast approaching. Nevertheless, at the end of the line—or at
the base of the tower—this mobile demand must be supported by a
robust network infrastructure, ensuring that ‘advanced connectiv-
ity’ will continue to be a key factor in IT decisions, whether they be
made at the city level or within a commercial building.

Access to multiple providers offers choices, mitigates downtime
Cloud computing and services development over the coming
years will constitute the bulk of all IT-related spend domestically
and across the globe. In 2015, public IT cloud spend is expected
to reach $72.9 billion, accounting for 46% of net new growth in
overall IT spending in five key product categories—applications,
application development and deployment, systems infrastructure
software, basic storage, and servers.®

With so much riding on the ability to access the cloud and stay
connected, businesses demand a safe, secure, and robust fiber
connection to mitigate network downtime. In the digital economy,
even short periods of network interruption can result in a host of
adverse consequences, such as lost sales, slow response times to
customer needs, and general loss of productivity.

Tenant access to multiple providers on site is fast becoming a
crucial element to the connectivity infrastructure. According to
the Comcast survey, one out of two respondents say that providing
multiple service provider options positively impacts occupancy
rates by up to 19%. Commercial spaces with multiple providers

continued on page 38
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“As other places in the

world strive to harness new
technologies, resources,
strategies and philosophies in
order to better compete and
stake their respective global
claim, a sort of digital divide
has been created.”

RealcommEDGE

Global Innovation and
the Need for Realignment

fyou attend Realcomm in June, or if you

have been to any recent Realcomm event

including IBcon or CoRE Tech, then you

know firsthand that the highest level
discussion and debate
that takes place revolves
around global innovation.
Innovation as a key driver
of economic growth, job
creation, and rising qual-
ity of life: who leads this
charge? Which countries
rank highest? How is that
ranking achieved? What
are the implications? How
do those global results
affect us?

Here in the U.S., global
innovation is alive and well. Sort of. The land
that gave us Thomas Edison, Henry Ford, Alex-
ander Graham Bell, the Wright Brothers—and
countless others past and present—continues
to show examples of global-scale innovation
in obvious and obscure ways. Today’s players
range from kids with a laptop and internet, to
Shark Tank contestants, to tech incubators, to
GE.

Yes, that GE, the same one that has been
innovating in America and around the world
for generations. In recent times, they have been
surveying global executives for their innovation
viewpoints, perceptions, and business influ-
ences, culminating in an analysis called the GE
Global Innovation Barometer. Here is how GE
describes it:

The GE Global Innovation Barometer, now
in its third year, explores how business leaders
around the world view innovation and how
those perceptions are influencing business strat-
egies in an increasingly complex and globalized
environment. The Barometer is an international
opinion survey of senior business executives ac-
tively engaged in the management of their firm'’s
innovation strategy. It is the largest global survey

of business executives dedicated to innovation.

When time permits, you will want to roll up
your sleeves to study this trove of insightful
and comprehensive information. Be sure you
have some time to think
through the implications
of what you read and
see. Keep in mind the
astounding amount of
time, effort and resourc-
es that went into this
research. Without giving
away too much, suffice
it to say that the U.S. is
not alone in the pursuit
of global innovation, nor
does the U.S. sit atop of
the range of results on
an international scale.

Is the U.S. competitive? Yes. Is the U.S.
amongst the global leaders by most measures
and metrics? Not even close.

So who is, you ask? Well some of the more
notable players in this year’s survey include (in
no particular order): Mexico, Malaysia, Ireland,
Nigeria, Poland, Turkey and Brazil, just to name
a few. The usual suspects are in there too, just
not where you might think.

The implications of this research, projected
out over years or even decades, are at once
somewhat obvious and obscure, perceived and
real, certain and uncertain. As other places in
the world strive to harness new technologies,
resources, strategies and philosophies in order
to better compete and stake their respective
global claim, a sort of digital divide has been
created. Those with an alignment of interests,
primarily digital in nature, growing apart from
those mired in the ways of yesterday, primarily
analog in nature.

I've actually experienced this global phe-
nomenon firsthand. In January 2004, I joined
a handful of other Realcomm community
members, led by Jim Young, on an exploratory

Geoff Kasselman is the President and CEO of Op2mize, a real estate services firm that uses Sustainable
Intelligence™ to craft innovative and energy-efficient clients solutions. Geoff is a LEED AR a Cisco Sys-
tems Registered Partner, an IBcon Advisor, and an accomplished author and public speaker.

smart building field trip to Asia, with several stops in China. We all
wanted to ‘parachute’ into Asia (China in particular) and see what
the fuss was all about.

It turned out they weren't building smart buildings after all. They
were building smart, connected CITIES.

But that’s not all. They were using digital tools to educate their
children to be engineers and entrepreneurs. They were empowering
younger, highly-educated, digitally trained and entitled decision
makers to use digital technology and information to make BIG deci-
sions for the subsequent digital generations who were coming right
behind them. This was an unprecedented alignment of digital inter-
ests and abilities that no one expected to see on such a widespread
basis. And this was in 2004.

I've since been back to China in 2005 and again in 2011. I've been
to over a dozen different Chinese cities in multiple regions of that
massive resource-rich land, each possessing an unmistakable blend
of energy, culture, growth and alignment that can only be fully ap-
preciated with the benefit of first-person exposure and hindsight.

Today, China has ‘jumped the shark’ by nearly every relevant
metric. They are not without notable socio-economic challenges,
including human rights issues, hyper-growth, excessive pollution,
and the real-time global education and awareness of their new
middle class, who is migrating to the big city in droves. Yet they build
30-story commercial buildings in 14 days. They graduate 500,000 en-
gineers per year (compared to 50,000 per year in the US). They build
SMART CITIES with an eye to the future.

So imagine a time where China and the U.S. rank merely in the
middle of the cluster of countries

local governments are starting to realign their decision-making and
assorted budgets and resources in order to compete more effectively
on a global scale.

To this end, Gartner has recently predicted that by 2017, the CMO
will spend more on IT than the CIO, and IDC predicts that what it
calls “the line of business executives” will control 40 percent of IT
spending by 2016. This is the C-suite coming together in new and
different ways, to re-align, in the name of innovation.

What does it all mean? Of course that depends on your perspec-
tive, where you choose to live, what you hope to accomplish in life,
what you want for your kids, what you want your legacy to be. I,
for one, will be in Orlando in June, and otherwise engaged with my
Realcomm community friends and peers, to discuss and debate this
ongoing phenomenon.

GE Global Innovation Survey
This year’s Barometer examines
what factors business leaders

GE

believe to be drivers and deter-
GLOBAL rents of innovation and analyzes
INNOVATION specific strategies and policies
BAROMETER

that enable innovation and drive
growth.

Visit ideaslaboratory.com/projects/innovation-ba-
rometer-2013 for complete survey.

on the global innovation stage.
Imagine a world where other
places, no matter how small or
remote or previously overlooked,

CISCO. TOMORROW starts here.

Right now, Cisco is working with the
most progressive city planners in
the world to solve some heavy-duty

can out-flank and out-position IS THERE A BUSINESS urban dilemmas, including pollution,
the presumed dominant players overcrowding and inadequate infra-
through sheer desire, nimbleness, ADVANTAGE TO BUILDING structures. By building on the Cisco”
necessity... and an alignment of THE END OF COMMUNITIES Intelligent Network, cities around the
unprecedented digital interests and AS WE KNOW THEM? world are providing residents with a
resources. THE SHORT ANSWER IS host of unigue municipal benefits as
Well there is no need to imagine 1 well. Like access to global experts,
(despite the GE tagline to the con- ﬁ . medical professionals and teachers...

trary). That time and place is NOW.
Back here in the U.S., we can be
proud of the technology, innovation
and energy economic trends that
have been clearly established as
sure signs of global competitive-
ness. Organizations big and small,
public and private, even federal and

from their living rooms. Is this really the
end of communities as we know them?
Check back in 15 years.

To learn more,
visit cisco.com/ca/scc_en
or cisco.com/ca/scc_fr

Twitter: @CiscoSCRE
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Robert Teel
Yardi

“Many commercial

real estate companies are
discovering that a built-in
CRM system, complete with
mobile capabilities and
designed for real estate,
within the core property
management system, offers
the best technology for
shortening leasing lifecycles
and driving revenue
enhancement.”
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The Benefits of an Integrated
Mobile CRM System

ou are an overloaded internal leasing

agent chasing a large number of

renewals after the year-end holidays.

Collecting the information you need
to proceed with each tenant is overwhelming.
OK, so the primary contact’s phone number
and email is easy enough to
find in your generic Customer
Relationship Management
(CRM) application. But the
dirty work involves tracking
down the details. First you
need to search through the
file cabinets for the lease
hard copy to look for option
details. Unfortunately, you
don’t have options and encumbrances pulled
into CRM from your property management
database. And it would be easier to find the full
lease document if your company had scanned
the documents into a document management
system and indexed them for easy searching.
Next, you need to call Accounting to find out if
there are any open AR balances because your
CRM system isn’t integrated with the property
management data. Finally, you need to update
the budgeting and forecasting team with your
pipeline...this annoying task involves marking
up a printed spreadsheet with expected deals
and market leasing assumptions.

Fortunately for those who have endured the
above scenario, the explosion of real estate-spe-
cific automation tools of the last several years
(e.g., property marketing, online tenant services
and rent collection) has extended to CRM as
well. CRM systems designed for real estate
provide a single view of customers and contacts
in a common global database for the entire
organization. Accounting, sales and administra-
tion can all view the same lease information in
real-time, which creates opportunities to close
deals more quickly and shorten cycle times for
processes like budgeting and forecasting. Fur-

thermore, the value of information sharing can’t
be underestimated when it comes to details like
tracking leads, customer interactions, leasing
milestones, tasks and other crucial information
contained in documents, emails and other
media. Providing a high level of service is not
possible when departments
aren'’t sharing interactions
and status.

Generic CRM systems
might seem like an attrac-
tive option, as they allow
commercial property man-
agers to create a system by
selecting a la carte from a
large ‘menu’ of configuration
elements designed to be customized for any
industry. However, this kind of a contact-and-
deal system is vulnerable to inefficiency and
error, as it requires interfaces among various
computer programs, spreadsheets and paper
records. When multiple people are involved in
a deal, one or more of the principals may be left
unaware of the most recent activity because of
the inherent delay of using disparate, inefficient
systems; and they might forfeit opportunities
to execute lease extensions or match available
space with tenants who need it. Similarly, sales
people might see the contact database, but
accounting or lease administration information
may be maintained elsewhere.

Many commercial real estate companies
are discovering that a built-in CRM system,
complete with mobile capabilities and de-
signed for real estate, within the core property
management system, offers the best technology
for shortening leasing lifecycles and driving
revenue enhancement. Such a system makes all
pertinent information available—lease and lead
tracking records, rent rolls, financial reports,
property management data, contacts, corre-
spondence—to anyone requiring it, whether
they be brokers, leasing agents, or managers.

Robert Teel is senior vice president of Commercial & Investment Management for Yardi. He oversees the
product direction and development of Yardi’s investment management, international and commercial

product lines.

This expedites deal approvals, as property managers or asset
managers need pertinent, up-to-date information to approve any
aspect of a deal.

“Being able to integrate our CRM activities with our accounting
system eliminates the duplicity of effort that’'s common with a
typical CRM system,” said Larry Webb, sales and leasing broker for
Clark Commercial Group of Kailua-Kona, Hawaii. “When separate
systems are used, even simple entries such as contact information
require people to log in to another system and manually enter the
data. With an integrated system, everything, including the terms of
alease, can be integrated seamlessly.”

A built-in CRM system offers the advantage of less interface time
when collecting complex information about leases and deals with-
in the property management system. Leasing agents and others
can see upcoming option and renewal option milestones. Emails
automatically upload to the property management system, elim-
inating multiple logins and data entry and offering a clear view of
the pipeline and historical data. With automation eliminating the
need to rekey, information in the database is both more accurate
and presented in a format that is compatible with the property
management system, outcomes that often are not possible with a
generic CRM system. In addition, the convergence of the leasing
pipeline with the property management system means that, when
alease is executed, the deal record converts automatically to a
tenant record without reentry of data.

A built-in system also provides deal templates that are captured
in the property management system, saving staff the time and
effort involved in customizing the laborious deal entry that charac-
terizes generic CRM systems. Integration with the budgeting sys-
tem allows deals to be compared with the budget for the space to
determine if the deal meets revenue projections. Generic solutions
often aren’t designed for real estate and fail to capture the essential
data points needed to complete a deal.

As a further example of the benefits of a built-in system, a
comprehensive record of all actions and communications with the
tenant, including AR aging information, is available in real time.
Property management companies can evaluate a tenant’s payment
history and other pertinent information to make an informed deci-
sion about whether to renew the lease, or perhaps under different
terms.

Such a system can also be a principal tool for enhancing rela-
tions with existing tenants and meeting compliance obligations.
The correspondence and meetings that comprise a company’s
history with a tenant can be tracked. CRM can be used to extend
optimal operational communication with tenants. For example,
workflow triggers and notifications ensure that tenant interac-

tions such as tasks, events and correspondence aren’t forgotten,
and the necessary follow-up is done. Managers can use CRM to
reassign tasks to another employee if the leasing agent or manag-
er is unavailable for a specified event or time, increasing tenant
satisfaction.

Mobile accessibility adds an added dimension of convenience
to an integrated CRM system. The most advanced CRM systems
allow a complete view of activity by providing direct access to the
property management and CRM data on an iPad, iPhone or other
mobile device. Brokers visiting their properties or other locations
can pull up property management data right on the spot, along
with leads, deals and leases, quickly and seamlessly.

Tenants often look months or even years ahead when making
their leasing plans—and they’re increasingly inclined to conduct
business on the move. Brokers, property managers and others
involved in the deal pipeline can gain distinct advantages with a
built-in, mobile approach to CRM that will let them keep pace with
the market, retain clients and recruit new tenants.
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Mike Basile
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“Can you look at a
consolidated report and
know where everything
came from?”
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Data Outsourcing &
Business Intelligence
Looking Beyond The Horizon

The Information Nightmare
he nightmares begin with users being
bound to silos, disparate systems,
and legacy software that they simply
refuse to give up. Excel spreadsheets
are scattered on shared network
drives. Individual’s hard drives
destroy your information land-
scape, despite the countless
emails singing the virtues of
adhering to policy. The frustra-
tion within upper management
rises because they cannot seem
to get a consolidated portfolio
report that makes sense. So
what do you do? You consider
outsourcing.

Why Outsource?

In this time of economic uncertainty, corpora-
tions do not want to make long-term commit-
ments to full time employees. The soaring cost
of health benefits, 401K’s, administration, and
real estate have made middle office employ-
ees much more expensive and at times, cost
prohibitive. Utilizing an effective outsourcing
model with a qualified vendor allows for the
rapid scale up or down of resources virtually
on-demand. Compared to a traditional hiring
cycle of searching for the right employee, you
could be months ahead of the game using an
effective outsource strategy. Outsourcing can
leverage best practices that are more difficult
to achieve in a large global corporate envi-
ronment. Outsourcing can lead to attaining

a greater expertise, lower costs, and higher qual-
ity. It can also free up top in-house talent and
allow them to focus on more strategic corporate
endeavors. These outsourced resources are an
extension of your company and are sometimes
referred to as the extended enterprise.

Business Intelligence & Why You Need It
Business intelligence (BI) is no longer an option-
al convenience in an overall corporate strategy.
In this market environment Bl is becoming a
critical component of successful businesses.
Technology professionals are
under increasing pressure to
operate more effectively. There is
a growing focus on streamlining
operations and reducing costs.
Relying on a stitched together
package of manual Excel spread-
sheets does not cut it anymore.
The industry is starting to
understand that data itself is
useless. However, when you
have the ability to organize
data into information, then you have a valu-
able commodity. Business Intelligence is the
pathway to turning data into information.
Strategic decisions can be made with a high
degree of confidence when there is information
to support them. Can you look at a consolidated
report and say where everything came from?
Most large corporate companies cannot.

An Outsourcing Case Study
A large insurance company with a sizable
international portfolio comprised of direct real
estate investments, debt, and CMBS derivatives
was having great difficulty in normalizing and
summarizing their risk exposures. Disparate
systems, timing issues, and FX fluctuations
complicated this problem. Their resident
Business Intelligence team (comprised of all
internal funded FTE’s) was unable to deliver
the analytics required to manage this business
accurately or in a timely fashion. Delays and
cost overruns were the norm.

Consider also the pressures involved regard-
ing the internal political ramifications of this

Hipercept delivers Technology Advisory, Consulting and Outsource Services that improve the profitability
and operational efficiency of real estate and private equity investors. The world’s largest investors of alterna-
tive assets trust Hipercept to provide strategic advice, project management, business analysis, custom devel-
opment, product implementation and outsource services. For more information, visit info@hipercept.com

team operating in a large company construct. Team leaders were
hesitant to aggressively realign staff, as that might be considered to
be a negative reflection of their own management abilities. So the
team struggled on, and as a result, productivity further eroded.

With an annual internal seven-figure run rate, excluding benefits
and other incentives, the insurance company could no longer
substantiate the cost involved, nor the risk factors associated with
reporting inaccurate data. Clearly, they were a prime candidate for
a managed outsource strategy.

The company engaged a BI outsource firm with extensive
domain experience in real estate and alternative assets and was
able to move this critical reporting function exclusively to them.

As aresult, they reduced their operating costs by half. The political
pressures that hampered progress were now alleviated, as the com-
pany was now able to hold their vendor accountable.

The key to this scenario was the successful integration of the
vendor into the internal workflow process. They brought them into
their internal trouble ticket system, included them in all confer-
ence calls, and made them feel like true partners in the develop-
ment effort. With vigilant monitoring, integration does not have to
be a painful transition.

The Steps
Strategic Assessment-Decide why, how, and in what form the

outsourced service supports your business strategy. Sometimes
components may be better suited to being retained internally. Not
everything is a candidate for outsourcing.

Business Case Development-Why am I doing this? Will this be
worth it? The answers will come from analyzing expected cost sav-
ings and other financial and operational benefits of the initiative.
Hire an experienced consultant to help you.

Vendor Selection-If you think you are choosing a vendor, you have
already failed. You are choosing a strategic partner. Keep in mind
that big is not always better. Small and mid-sized firms might give
you more personalized service.

Contracting-Make sure it captures the needs and expectations of
both parties. Compliance and risk factors must be addressed in
detail.

The Big Transition—Actively monitoring the migration is the name
of the game here. Strict measurement of initial performance will
stave off risks that could pop up down the road. Be aware that
failure to proactively manage this phase of the implementation of
the outsourced service could lead to decreased service levels, cost
overruns, compliance difficulties that were not contemplated pre-
viously, the need to switch vendors, or—worse—bringing the past
service back in-house. Alternatively, a well implemented outsource
transition will deliver cost savings and newfound flexibilities of a
scalable resource pool.

Is Your Data Keeping You Up at Night?

TurnYour Data Into Decisions That You

Don’t Have to Worry About.

HIPERCEPT

Trusted by Clients. Driven by Results.

www.hipercept.com

RealcommEDGE 35



36

Chris Saah

President
TecFac
RealcommEDGE

SsEINUIF

Is Your Business in the Cloud?

The power of collaboration can be a great tool in solving the technology issues that we all struggle with.
Featured below are brief, informal, ‘water cooler’ conversations I've had with some of the most innovative
technology professionals in our industry on how the cloud is being used in their organizations.

Chris Saah is President of TecFac, which provides IT support services to Transwestern and its clients throughout the US. Follow Chris

at www.twitter.com/csaahcio.

ith the provision of cloud-based
services maturing and expand-
ing by the month, one common
question is creating a big buzz ‘in
the trenches’: “How much should I utilize XaaS?”
The analysis
can be daunting,
as with any major
paradigm leap. It
is made even more
so by the constant
change in the type
and level of services
being offered and
the ROI model for
each. Here are a
few elements that
might be helpful to
keep in mind.

Total Cost of Ownership A quick cost survey
of servers and software will often lead one

to believe it is cheaper to build than to buy,
but TCO is not just a sales technique used

by vendors. Be sure to quantify monitoring,
maintaining, and administering your in-house
systems. Another consideration is the exper-
tise required to properly run your system. In
smaller shops, your IT generalists may find it
hard to stay current on all of the platforms you
run. Finally, think about the opportunity cost
of using your limited human resources to man-
age generic services that could be better done
by others, leaving your staff to focus on needs
more closely aligned with the idiosyncrasies
of your operation. You can’'t buy institutional
knowledge.

Agility/Scalability/Billability The advantages
of activating 20 phone lines with Lync service
or spinning up a server in an hour can be huge,
especially in our industry’s rapidly changing
environment. Additionally, being able to have
a well-defined cost per seat or platform makes
it much easier to allocate that cost to a busi-

ness unit, subsidiary, affiliate, or owner. That
fact, combined with the elimination of capital
expenditures, can make it much easier to get
approval for new services, especially when
they may be optional or discretionary. You no
longer need to
wait until adoption
reaches critical
mass to geta
project approved.
You can roll it out
incrementally to
those who want it,
and add new users
as adoption grows.
The Myth of
Geo-Redundancy
The purists among
us associate the cloud with geo-redundancy,
but those days are long gone. The term has
come to mean virtually any service delivered
over any network, hence the terms ‘private
cloud’ and ‘hybrid cloud’. Don’t assume that
just because you are looking at services from
top tier providers that this kind of reliability

is being offered. Ask. (In most cases you will
find it is not.) Witness the failure of Amazon’s
Elastic Compute Cloud US—East 1 and the
resulting outage of Netflix, Instagram, and
Pinterest in 2012 due to the major storms that
devastated the east coast. The expenditure to
build in geo-redundancy may double the price
of a service. That service may incorporate as
many, if not more, levels of redundancy than
your on-premise solution. But you cannot as-
sume survivability, and DR/BC planning has to
take into consideration the capabilities of the
services you purchase.

So whether you're considering backing up
data to a cloud service or moving your envi-
ronment to an XaaS service, 2013 may be the
right time to leverage the wide variety and ev-
er-growing cloud menu offerings, move some
of the basic functions off your plate, and spend
more time adding value to your business.

Cloud Use Studies Cases

Following are several examples of how the cloud is being used
within our industry from technology folks out there “in the
trenches.”

Kevin M. Moss, Senior Vice President of Information
Technology at DDR, is thrilled with the possibilities
that lie ahead for their ever-evolving cloud-based
solutions. “Our largest venture into the cloud has been

Kevin M.  with Salesforce.com and it has become a point of
Moss

convergence and a common interface where we can
leverage the power of ERP, ECM, and Bl in helping our people be
entrepreneurial at the point of customer contact. Cloud appli-
cations have definitely improved our time-to-market for new
functionality and have greatly contributed to an increased level of
engagement between the business and IT.”

Another Salesforce proponent is Stuart Appley, CIO
of Shorenstein Properties. “We went live on Salesforce
for our Investor Relations and Executive departments
and it’s been extremely well received,” reports Stuart,

-

Stuart who is embracing a number of Saa$ solutions. “We
Appley  continue to use Cloud services extensively as we have
seen very positive results from our use of SaaS$ over the last 5 years.
We migrated the whole company to Office 365 this year, with very

little disruption and have been very happy with it. They host our
email and Lync services, and we plan on moving our on-prem
Sharepoint installation to them next year. We also went live with
Chatham, a SaaS Loan Database that is now our system of record
for all our Mortgage, Fund and Corporate Debt. We continue to
use other SaaS products, including Workspeed, Angus, Nexus, ADB,
BCS and other benefit related services.”

Shorenstein’s cloud foot print is not limited to SaaS. “We ex-
panded our IaaS services to include Microsoft application testing,
using Skytap, in addition to our current GoGrid services, which we
use for hosting our Nexus test and development environments. We
also moved all our offsite long-term data backups to Amazon this
year, eliminating our tape backups and Iron Mountain services.
This year, we will be moving to DRaaS, using a cloud provider for
Disaster Recovery. We're excited about that project, as it will let us
remove all internal DR related capital and maintenance.” Having
seen the benefits to the business, Stuart has long-term plans to
move as much of their systems as possible to the Cloud: “Embrac-
ing the Cloud has enabled us to reduce our capital expenditures,
while also freeing up internal resources to work on more business
critical and value-add projects.”

Others take a more metered approach to the adop-
tion of cloud solutions. In his blog post, Hey You, Get
Off My Cloud, Ryan Allbaugh, CIO at Childress Klein,
identifies the need for BI as a key factor for determin-
ing cloud fit. Cost is, of course, another key factor:

Ryan
Allbaugh

“We have had a good number of successes with SaaS including
Angus Anywhere (GREAT company to work with), and some oth-
ers, but I think more importantly, we have had even more projects
where we identified it was not a good fit due to some reason or
another. It usually came down to cost of ownership (we are heavily

virtualized so additional hardware costs are usually nil or very
low).”

For Paul Quinn, collaboration with broader audi-
ences is the criteria he uses for determining which
of the applications at Duke Realty he’ll place in the
cloud. Paul’s examples include job postings, for greater

Paul exposure to applicants (and for interacting with appli-
Quinn cants), accepting and processing resumes, for access
to subcontractors (and subcontract bidding), vacant space listings,
for access to prospects, for utility bill processing, insurance certifi-
cates, and for business process expertise.

“I believe putting everything in the cloud does not
make business sense for all applications or processes,”
says Art McCann, who warns against moving to the
cloud just for the sake of doing so. “If I was starting a

company and wanted my incremental IT costs to rise

McCann

with my revenue, I would go this route. For an estab-
lished company you should evaluate very carefully. For example, if
you have terabytes of backup tape storage and you want to move
it to the cloud, you could spend around $100,000 monthly and be
able to tell your boss ‘we are in the cloud’. On the flip side, you are
spending way too much on your backup solution. Don'’t get caught
up in the hype and marketing buzz of cloud solutions!”

At Highwoods, where Art is CIO, he uses a ‘Selective Cloud’
approach that identifies applications or processes that require
frequent software updates, extensive IT time for care and feed-
ing, and frequent hardware upgrades. “One good example is our
HR System for payroll and workforce management. The system
required extensive IT time (tax and regulatory updates) to keep
it up-to-date and the hardware requirements were changing
frequently. We decided three years ago to put the application in the
cloud with our software provider. We had many discussions about
data security and the contract has very strict penalties if there is a
data breach.”

McCann’s approach summarizes a truth embraced by all of
our contributors: “Bottom line -the ‘Selective Cloud’” approach is
more scalpel than hatchet. Find the applications that drain your
time and money and consider them for the cloud where mature
offerings exist.” »
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continued from page 27

Wisner: We will be using the new lease technology system for all
lease types. We have various lease models that address the varying
sizes and complexities of the projects. The system implements
these models through pre-defined business processes: Simplified;
Streamlined Lease; Succeeding/Superseding Lease; Standard
Lease; and On-Airport. The system also has the flexibility to add
new lease models as lease and business processes evolve.

REALCOMM: Tell us about time and cost savings. How much faster
will you be able to execute a lease? Do you have estimates on
financial savings?

Klokis: We currently monitor our lease execution speed through a
Lease Cycle Time Report. The new system will be able to measure
cycle time and many other metrics at a much more detailed level.
Our hope is to have significant improvements in Lease Cycle
Time; however, we are not able forecast the extent of Lease Cycle
Time improvement at this time. The new lease technology system
will give us the data so we can make data-driven decisions on how
to optimize the process, or where to invest to increase the speed
of the lease process and value to our customers.

As far as time, we are looking at two different metrics on
time and financial savings: 1) IT Savings, which are composed
of development, modernization and enhancement costs and
operations and maintenance costs. These savings are tangible and
are measurable at this time; we are forecasting a reduction of 33
percent in development, modernization and enhancement costs,
and 2) Business Savings, which will be highly measurable once the
system starts reporting on business metrics.

In addition, we are seeing many ancillary benefits in both areas,
such as increased flexibility for system change, consistency of user
experience across diverse systems, more time for requirements
gathering, nationwide leasing process standardization, reduced
cost of business-driven change, and many more.

REALCOMM: Do you think the industry will follow your lead? What
are the major obstacles to a successful implementation?

Wisner: Although PBS has distinct rules, regulations, and an orga-
nizational structure that is different from the commercial sector,
we believe that this approach embraces the various technologies
and standards currently in industry without displacing them and
will influence industry business practices. The biggest obstacle
to a successful implementation is change management. GSA’s
vision for the next lease technology solution is vastly different
than the approach to systems our end-users are accustomed to.
We anticipate a learning curve as our regional offices move toward
more nationwide process standardization and away from regional
business process variances. GSA will support staff with training to
overcome these challenges.

REALCOMM: Who is helping you develop this platform (internally

and externally); and when do you expect to roll out your first
pilot?
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Klokis: Internally, we are working with our own Office of the Chief
Information Officer, and externally, we are working with Incen-
tive Technology Group, LLC. We will begin implementing the
application sometime in late spring or summer of 2013.

REALCOMM: What was the reaction from your organization
when you suggested this project? How will you drive the organi-
zational transformation necessary for the new processes?

Klokis: Response was generally supportive for a change to the cur-
rent system. Managing enhancements to the eLease application
had become so costly and cumbersome, that there was broad
consensus for the need to replace it. We were able to clearly
demonstrate lower life cycle costs, greater development and ap-
plication flexibility, and, ultimately, support to the end-users. In
general, the organization is positively disposed toward the new
lease technology system.

Wisner: Our hope is that the process that is instituted by the
system itself will drive the organizational transformation for any
new process. That is the experience of business process manage-
ment implementation in other organizations. *

continued from page 29

offer tenants more choice, needed redundancy, and a more com-
petitive environment in which to purchase services. In addition,
the availability of multiple providers offers tenants the flexibility to
change services to accommodate evolving business needs.

Yet despite year-over-year increases in telecom penetration
within the U.S. commercial market, 68% of commercial buildings
with 20 or more employees still lack access to direct fiber connec-
tion’. For building owners and managers, this ‘fiber gap’ represents
a strategic opportunity to keep and attract tenants and gain
competitive advantage by offering advanced connectivity from
multiple providers. ¢

Sources cited:

! Comcast Corporation, Press Release, Survey: 90% of Commercial
Property Owners and Building Managers Say Access to High-Speed
Networks and Services is a Top Priority for Tenants, Sept. 26, 2011

2 Cornell Real Estate Review, Commercial Real Estate in the Digital
Economy, July 2012

3The Data Center Journal, NYC’s Changing Commercial Tenant Land-
scape and Growing Broadband Needs, Nov. 5, 2012

4*NYCEDC, Expanding NYC's Broadband Connectivity, Sept. 18, 2012
° Qualcomm, 1000x: Mobile Data Challenge, Aug. 30, 2012

$IDC, Press Release, Worldwide and Regional Public IT Cloud Services
2011-2015 Forecast, June 20, 2011

"Vertical Systems Group, Access to Business Fiber Continues to Climb in
Europe and the U.S., March 30, 2012
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SPOTLIGHT:
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Jesse Foote
Research Analyst
Navigant Research

“With LED prices
continuing to fall and
quality improving every
year, building owners
might justifiably wonder
when the time will be
right to invest in this new

lighting technology.”

RealcommEDGE
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LED Lighting:

NULL

Impacts of a Disruptive Technology

hile few people currently

work in offices that are lit by

light-emitting diode (LED)

lamps, it’s likely that a signifi-
cant percentage of commercial building space
in the United States will be lit by LEDs within
just a few years. Penetration rates are forecast
to range from 20% to 65% by the year 2020.
Specifically, the Department of Energy (DOE)
forecasts that 36% of lighting will come from
LEDs by 2020, increasing to 74% by 2030. This
change is even more drastic when looking at
newly installed lights in construction projects.
Navigant Research forecasts that the LED share
of lighting in new construction projects will rise
from 6.5% in 2012 to 53% by 2020, as shown in
the charts below.

Commercial Share of Lighting Type for New
Construction: 2012 and 2020
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Source: Navigant Research

The rationale for this rapid shift is well
known. A May, 2012 article in RealComm Edge
(“The Future of LED Lighting Market Looks
Bright”), described the advantages that LEDs
already hold over incandescent and compact
fluorescent lamps in terms of life span, efficien-
cy, heat emission, temperature sensitivity, color
quality, and dimming capacity. Linear fluores-
cent lamps still compare somewhat favorably
to their LED equivalents, but new LED products
have begun to overtake this mainstay of office
lighting as well. More importantly, technology
developments continue to improve the efficien-
cy and quality of LEDs even as costs continue
to fall.

While the reasons for this sea change in
technology may be widely understood, the
consequences of the disruptive impact on the
lighting industry are less clear. Many smaller
lighting companies with a focus on LEDs stand
to prosper. All of the larger lighting companies
are scrambling to make sure they are well-po-
sitioned for the rise of LEDs, but it turns out
that this will not be enough. The problem is
that longer-lived LEDs will mean fewer sales of
replacement lamps. Total revenue from lamp
sales, including new and traditional technolo-
gies, will decline. In commercial buildings, for
example, Navigant Research forecasts that lamp
revenue will decline at a compound annual
growth rate (CAGR) of -8% through the year
2020. This decline will take place even as reve-
nue from LED lamps increases, as shown in the
chart on the next page.

The big lighting companies all recognize the
threat of a shrinking lamp market. Even more
than the transition to a new lamp technology,
this threat has become a significant disruptive
force in the industry. The outcome will have big
impacts on the products and services offered
to building owners, who will view this shift as
overwhelmingly positive.

Jesse Foote is a research analyst contributing to Navigant Research’s Smart Buildings program, with a

focus on energy efficient lighting technologies. He has extensive experience analyzing and implementing

a range of green building innovations. For more information, visit www.navigant.com.

Commercial Lamp Revenue by Lamp Type,
World Markets: 2011-2021
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Controls

LED lighting naturally lends itself to greater controllability. For
big lighting companies looking for new opportunities to expand,
lighting controls are an obvious target. Just like the tech giants of
decades past, such as HP and IBM, had to make the fundamental
shift from hardware to software/services, today’s lighting giants
are becoming providers of complete lighting solutions rather than
just the physical elements that emit the light. A prime example of
this is the new go-to-market strategy being rolled out by Philips
Lighting. The numerous brands that company has developed or
acquired now include everything from lamp components through
to enterprise software. Those brands are being unified so that
Philips can offer soup-to-nuts solutions to meet a wide range of
customer needs.

While external factors, such as stricter building codes and a
focus on efficiency requirements, are helping to drive the adoption
of more advanced lighting controls, this determined entry by the
lighting giants may prove to be the biggest game changer in terms
of bringing quality products into widespread use. Some excit-
ing developments in the controls arena that have already begun
include:

* Integrated sensors—With more lamp and luminaire vendors
also selling sensors and controls, these products will be inte-
grated in a more complete and seamless way.

e Improved wireless communication—Comprehensive solutions
from established lighting companies will reduce the risk (per-
ceived or real) that customers could end up with equipment
that does not communicate well.

* Easy, building-wide control—Smaller start-ups have generat-
ed a host of creative ways for building managers to visualize
and control the lighting across their buildings. Integrating this
software directly into the lighting products from the start will
greatly increase the number of actual users.

* Convergence with HVAC—As lighting companies look to

expand their product offerings, integration with other build-
ing-wide controls is a logical next step. While this capability is
already being offered by numerous vendors, very few custom-
ers actually take advantage of it. Big lighting companies that
see themselves as service providers will change this landscape.

Product Diversification

The disruptive impacts of LEDs on the lighting industry will

also include an explosion in product choices. Currently, lighting
companies report that the overwhelming focus of research and
development money spent on LED lighting is aimed at bringing
down the high cost of these products. Costs have been dropping
dramatically year after year, as much as halving in recent years,
but must fall further before widespread adoption will take place.
The DOE forecasts an additional 80% reduction in the dollar per
kilo-lumen cost by the year 2020. At some point in this period, the
payback period for the upfront costs of LEDs will meet even the
strictest corporate requirements. At that time, competition be-
tween lighting companies will shift. Rather than simply competing
to have the cheapest product, companies will have to compete on
functionality and beauty. Two developments to expect:

* Breaking the light-in-ceiling model—Lighting designers
already hate being required to bury a 100% downlight within a
dropped ceiling panel. With improved directionality and min-
iaturization, LED lighting will offer a huge range of alternatives.
One presenter at the February 2013 Strategies in Light Confer-
ence, speaking of this paradigm shift, posed the question: If
we're happy with sunlight coming in from a window in a wall,
why do we always have interior lighting from the ceiling?

¢ Flexible lighting, integrated design—Tiny LED lamps and flat
organic LED (OLED) panels bring the possibility that lighting
might not just move from the ceiling to other parts of the room,
but could actually be integrated into the architecture of build-
ing spaces. Acuity, Osram, Philips and others already have pro-
totype OLED products that begin to demonstrate this potential.
When these companies are freed from the constraints of the
current lumen cost war, customers can expect an explosion of
options that match form and function.

A Quandary for Purchasers

With LED prices continuing to fall and quality improving every
year, building owners might justifiably wonder when the time
will be right to invest in this new lighting technology. While the
economics are already starting to lean in favor of adopting LEDs,
it is certainly true that waiting 1, 3, or 5 years would allow a much
broader set of choices and lower prices. However, as any smart-
phone user knows, waiting for technology to slow down in today’s
world may no longer be an option. There is no reason to think
that advances in lighting products and services will be any slower
5 years from now than they are today—or that the advantages to
waiting will outweigh those of early adoption.
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Interactive Technology Provides
Richer Customer Experience

tits Technology Experience Center

in downtown Milwaukee, Johnson

Controls Inc. wanted an interac-

tive experience that would convert
guests into customers.

“We tried to create an environment where
people can come in and collaborate,” says Sher-
rie Williams, director of executive visit centers
for Johnson Controls.

The technology that would guide those

potential clients through
demonstrations of
Johnson Control’s HVAC,
automation and security
solutions would not
only have to be engaging
for guests, but easy to
manage, easy to control
and customizable for the
staff.

“We needed to under-
stand the different ways
the center would be used,
whether for one custom-
er or multiple custom-
ers,” says Williams. “We
had to think through
everything ahead of time
instead of redesigning on
the back end.”

That'’s what Williams
did—applying her

technical knowledge to help map out a system
that would provide a rich experience for guests
while also enabling ease of control for her and
the staff. What she shared with video communi-
cations partner AVI-SPL gave guidance to their
technicians and engineers so they could deliver

the hands-on experience—largely through
interactive video displays—that would convey
the depth and breadth of Johnson Control’s
expertise.

“We were adjusting gear all the time until it
went out the door so it would work exactly as
the client expected,” says AVI-SPL Project Engi-
neer Adam Stanton.

Throughout the Johnson Controls touring
area, AVI-SPL implemented solutions such as
AMX system control technology and Panasonic
projectors to automate processes and empower
staff while creating an interactive experience.

That interactivity extends from the six-dis-
play Global Welcome Wall to the Showcase,
which includes touch-sensitive screens that
deliver a user-controlled experience of Johnson
Controls solutions. Along the way, three paper-
less briefing centers empower guests to take
self-guided tours, and an Orientation Theater
screens a five-minute video that introduces
guests to Johnson Control’s expertise. Rather
than project the video on a traditional screen,
the team placed a reflective paint over a recess
in the wall, and creating a display area that im-
proves screen gain and provides vivid colors.

Johnson Controls now has the capability to
wow guests and secure building automation
projects. Users are in control of guiding their
tour, one tailored to demonstrate solutions that
improve the efficiency and cost-effectiveness of

their operations.

“It’s about getting stronger
relationships with our customers,
and having them touch and feel
the technology and understand
how we can impact their busi-
nesses,” says Williams.

At the Global Welcome Wall,
guests view a video story that has
been loaded especially for them.
So that visitors hear only the
audio that accompanies the vid-
eo story, Johnson Controls had
custom speakers installed sized

to the width of each display directly above the listening areas.
The Showcase welcomes visitors with a touch-sensitive vertical
display that tells the Building Efficiency story. From there, three

touch tables allow users to explore themes
of Leadership, Day in the Life and Lifecy-
cle. A control system handles the lighting
at the tables, and guests can see what the
most popular topic is via projector.

“Our technology tables enable conver-
sations,” says Williams.

Guests can also interact with topic
kiosks and interactive wall displays that
share product information and Johnson
Controls’ experience in solutions related
to energy and renewables through video,
files and images.

“Once you're in front of the interactive
tables and kiosks, the technology kind
of goes away, and you're on your own
self-discovery,” says Stanton.

Since its opening earlier this year, the
tour center has welcomed hundreds of
guests.

“The reaction has been amazing,”
says Williams. “They ask, ‘Who are your

partners?’ I always look at AVI-SPL as a
partner, not just a vendor.”

Through this collaborative effort,
Williams can control every device and

A
y

Connecting People
and ldeas With

display customized content from her
iPad. Understanding her vision and
addressing Johnson Controls’ needs
were key reasons for a successful
project. ®

AVI-SPL is the world’s leading video
communications technology partner,
specializing in designing, building
and supporting collaborative environ-
ments. AVI-SPL provides solutions and
services for professional AV installa-
tion, telepresence and video conferenc-
ing, digital media systems, managed

conferencing and content production. Headquartered in Tampa,
FL, AVI-SPL has 40 offices throughout the U.S., Canada, Mexico, the
United Kingdom and Dubai.

Cutting-Edge Technology

Being the world’s leading video communications partner means thinking

beyond integration. We understand how to design, build and support the

systems that provide efficiencies and increase collaboration between
people and the facilities where they work. Simply put, we work with you to
assess, develop, integrate, manage and support the solutions that empower

connections.

Video Communications Services

N

www.avispl.com/services

Visit AVI-SPL at the
IBcon Conference in Orlando, FL
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High Definition Buildings:
Creating Iconic Brands Through

Digital Signage

or over 100 years, architectural design
and height have been two of the main
features that distinguished iconic
buildings, buildings familiar to every-
one, landmarks where people wanted to work.
Whether an old refurbished building in Detroit
or the Burj Kalifa in Dubai, the physical aspect
of a building contributes greatly to its reputa-
tion, desirability and ultimately the income it
produces.
Over the last 30-40 years, signage has become
a more integral part of a building’s visual

44  RealcommEDGE

impact. For example, consider the newest
buildings in Las Vegas, New York, Hong Kong or
Tokyo. In many cases, the digital signage and
the lighting have redefined the 'personality’ of
the building.

In most cases, the brighter the lights, the clos-
er to the city center you are located. This area
remains a dynamic place where people want
to be, where the best businesses are located
and where the rents are the highest. Speaking
of rents, some could argue that the revenues
per square foot of digital signage have long sur-
passed the square footage of the building itself.

Recent years have brought a new generation
of digital signage placed on the exterior facade.
It is more elegant, classy, sophisticated and
higher definition. The visual aspect is impres-
sive and compelling. This new generation of
signage is meant to grab your attention and
capture your imagination, keeping your atten-
tion longer. It is not simply a screen bolted on
a building with non-stop graphic chaos, but
rather a very well thought out story that uses
the building as its canvas.

One company, who many consider to be one
of the global leaders in creating these iconic
building showcases, is StandardVision. A pio-
neer in the creation of blade-based LED media
facades for both new construction and retrofits,
StandardVision is the leader in the design and
manufacture of architecturally-integrated LED
lighting systems. They specialize in delivering
high-resolution images, viewable day and night,
without bulky solid screens interfering with the
architecture. They have an array of patented
products and technologies that have been used
in award-winning projects around the globe
and partner with the world’s top developers,
architects, artists, ad agencies and brands.

StandardVision does not just hang a sign on
a building but rather incorporates very high
definition, engaging media productions into the
very essence and design of the building. Their
goal is to make the signage and the building
one, and to create a personality for the building
that is comprised of both the traditional tools of

architecture and this new gen-
eration of digital technologies.
Project owners working with
StandardVision have one single
goal: they want their buildings
noticed, distinguished and
remembered. These iconic
buildings in many cases are also
defining the energy and scope
of the entire skyline and city.

What are the most import-

ant issues to consider when it

comes to a Media Facade or

a ‘High Definition Building’?

David Agnew, President of Stan-

dardVision, LLC, had this to say:

¢ Realize the importance of

having a content strategy
prior to designing or installing a media facade (i.e., know
exactly what you're going to use it for).

* Give due consideration to integration of the media facade
technology into the building’s facade (versus hanging a
rectangular screen on the side of the building).

* Be aware of the crucial need for knowledgeable local legal

Taman Anggrek (Jakarta)

counsel to help lead the way through the minefield of code
restrictions and entitlement issues.

f

With over 4,000 organizations in
more than 75 countries relying on
EMS software every day, we must
be doing something right! Find out

what you’ve been missing today. reports

TRANSFORM YOUR FACILITY WITH EMS™ SOFTWARE

workflow for all aspects of meetings and
events, including A/V equipment, catering and
more

¢ Understand how media facades will impact adjacent
properties.
¢ Understand LED media facade maintenance issues.

Buildings today are competing for attention and tenants, and
setting yourself apart from the competition is more important than
ever. No matter where you are, Detroit or New York City, a high
definition media experience on the building’s exterior is sure to
help build a brand and attract tenants. ®

4

room and resource utilization with
powerful business intelligence metrics and custom

event awareness with a web-based
calendar solution and automated reminders

GET THE COMPREHENSIVE SCHEDULING SOLUTION
YOUR ORGANIZATION HAS BEEN WAITING FOR:
OR

EVENT MANAGEMENT SYSTEMS
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e —
an accruent company

360Facility (an Accruent Company)

360Facility provides software to better manage your people,
property and assets. Servicing 750MM of sq. ft globally,
implementation is fast and easy.

Marcie Polansky

Marketing Campaign Manager
512.354.2575
mpolansky@accruent.com
www.accruent.com

Activelogix, LLC

Activelogix, LLC is a leading provider of enterprise automation
and Building Intelligence software and solutions utilizing the
Niagara Framework by Tridium.

Greg Barnes

Vice President
704.553.8510
gbarnes@activelogix.com

ADVANCED

POWER
CONTROL

Advanced Power Control, Inc.

Advanced Power Control, Inc. provides innovative, cost-
effective control solutions and web-based facility automation
across a spectrum of facility types.

Paul Czerwin
President/CEO
302.368.0443
pczerwin@adv-power.com
www.adv-power.com

AIC Wireless

AIC Wireless is the Industry Leader in Wireless Innovation for
Building Automation, HVAC Controls, Advanced Metering and
Exterior Lighting.

Vice President
229.344.3616
bpike@aic-wireless.com
www.aic-wireless.com

Automated Logic Corporation

ALC provides intuitive building management systems that
deliver both energy savings and occupant comfort, and ensure
customers reach their sustainable goals.

Marketing Director
770.795.5137
kmagee@automatedlogic.com

BAS Services & Graphics, LLC

BAS Services & Graphics (BASSG) has been developing
software solutions for BAS frameworks and focuses on work-
flow enhancement, visualization and analytics.

Alper Uzmezler
President
512.522.7741
alper@bassg.com

Building Clouds

Building Clouds and Opendiem Software Suite is the market
leader in providing the most cost effective solutions for global
building systems monitor and control.

Robert Wallace

President

866.580.3579
bob@buildingclouds.com

CS| Cubed - A Controlco Company

CSI3'is the global innovator in open solutions available on
the industry’s leading automation platform — Niagara AX
Framework, by Tridium, Inc.

Andy McMahon

General Manager
949.378.6149
a.mcmahon@controlco.com
www.csicubed.com

DGLogik, Inc.

DGLogik, Inc. is a technology innovation organization
providing cutting edge software and methodologies for
enhancing building performance intelligence.

Eugene Mazo

CEO

4154254563
e.mazo@dglogik.com

Eagle Technology

Eagle Technology, Inc. is a leading developer of CMMS and
EAM. We provide solutions to improve facility value, tenant
comfort and building efficiency. Free 90 day evaluation
available.

% Denotes Premier Provider Listing

Harry Kohal

Vice President Business Development

262.241.3845
harryk@EagleCMMS.com
www.eaglecmms.com
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= ECHELON

Echelon Corporation

Echelon is leading the worldwide transformation of the
electricity grid into an energy control network and enabling
smart, energy aware built environment.

Ron Bernstein

Senior Director Commercial Programs
408.938.5200
rbernstein@echelon.com
www.echelon.com

ENCcCELCIUM

ENCELIUM® Energy Management System from OSRAM
The ENCELIUM product line from OSRAM features the Energy
Management System (EMS), the most effective energy-saving
lighting control system on the market today.

Regional Sales Director
201.928.2400
gary.meshberg@sylvania.com

Environmental Systems, Inc. (ESI)

ESI provides performance-building solutions; automation,
systems integration, security, life safety, software applications,
energy services and building operations.

Paul Oswald

President

262.832.1313
paul.oswald@thinkESl.com
www.thinkESl.com

ESD

ESD (Environmental Systems Design, Inc.) is an MEP and
Technology consulting engineering firm that provides
consulting-engineering services focused on high-performance
buildings across the globe.

Senior Associate
312.476.6745
rknight@esdglobal.com
www.esdglobal.com

FIX Consulting, LLC

Confused? Technology can be overwhelming and very
confusing. We act as a Program Manager, and more
importantly a “Cost Control” Consultant for “Facility Nodes".

Principal
847.296.4000
bevillm@fixconsulting.com

ICONICS

ICONICS is a developer of award-winning building automation,
energy management and fault detection and diagnositc (FDD)
software solutions.

Oliver Gruner

Business Development Manager
508.216.1249

ba@iconics.com
www.iconics.com/home/solutions/building-

InsidelQ Building Automation Alliance

InsidelQ is an international network of independent
commercial building automation companies representing
common automation and security-system platforms.

Mark Balent
President
303.975.2100
mbalent@long.com

J2 Innovations

J2 Innovations is an emerging software and technology
company specializing in the human experience as it relates to
smart devices.

Scott Muench

Vice President Marketing and Business
Development

909.217.7040

scottm@j2inn.com

www.,j2inn.com

COMTRAOLS
In fowech

48  RealcommEDOGE

KMC Controls, Inc.
Designer and manufacturer of green BACnet building
automation systems and HVAC controls.

% Denotes Premier Provider Listing

Marketing Spc
574.831.8267
csilva@kmccontrols.com
www.kmccontrols.com

#*LUTRON.

Lutron Electronics Co., Inc.

Lutron Electronics designs & manufactures energy-saving
light controls and automated window treatments for both
residential & commercial applications.

Lori Clark
Marketing
610.282.7247
Iclark@lutron.com

M.C. Dean
M.C. Dean, Inc. is an engineering and technology service firm
for mission-critical systems and facilities.

Haritha Oduru

Marketing Administrator
678.546.6400
haritha.oduru@mcdean.com

PHILIPS
i teletrol

Phillips Teletrol

Phillips Teletrol is a leading provider of energy management
solutions. Lower costs and simplify operations with our
proven energy management solutions.

Kenneth Uhlman
Director
603.645.6061
teletrol@phillips.com

Siemens Building Technologies
Siemens Building Technologies improves facilities by making
them comfortable, safe, secure and less costly to operate.

Karen Sanchez

Marketing Manager, Data Centers
8479416284
karen.sanchez@siemens.com

SkyFoundry

SkyFoundry's SkySpark analytics platform automatically
analyzes building, energy and equipment data to identify
operational issues, equipment faults and opportunities.

John Petze

Partner

804.545.3116
john@skyfoundry.com

SWITCH

ATOMANTR

Switch Automation

The Switch Smart Hub is a cloud-based intelligent building
platform. The platform delivers building automation and real-
time energy and environmental monitoring.

Jarrod Pantehis

Business Development Manager - USA
619.955.3515
jpantehis@switchautomation.com
www.switchautomation.com

Triacta

Triacta’s intelligent building meters are suitable for stand alone
monitoring situations or high density regulated applications
that require precision measurements.

VP Sales and Marketing
613.256.2868
gord.echlin@triacta.com
www.triacta.com

TRID!UM *

Connecting minds and machines

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

Marketing Communications Manager
219.728.6976
jhardesty@tridium.com

WattStopper *

WattStopper

WattStopper believes in “Putting a Stop to Energy Waste”
and since 1984 has consistently focused on making energy-
efficient lighting controls for commercial and residential use.

% Denotes Premier Provider Listing

Rita Renner

Director of Marketing Communications
408.486.7526
rita.renner@wattstopper.com
www.wattstopper.com
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360 Visibility Inc.

360 Visibility Inc. is a Microsoft certified Gold Partner, with
expertise deploying Mircosoft 360 Property Management
software powered by Microsoft Dynamics NAV.

Marco D’Ercole

EVP

905.907.3603
mdercole@360visibility.com
www.360visibility.com

]
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AMTdirect

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

VP of Sales
704.896.3118
sales@amtdirect.com
www.amtdirect.com

ANGUS

‘ SYSTEME

Angus Systems Group
Angus Systems is setting the standard working for over 1.4
billion square feet of commercial real estate.

Vice President, Business Development
925.866.2010
sales@angus-systems.com

Arcestra, Inc.

Commercial Real Estate Visualized. Arcestra brings together
the tools and capabilities to manage, market and lease space,
so that you can make the best decisions.

Alfonso Licata
Chief Strategy Officer
416.275.3636
alicata@arcestra.com

ArchiDATA

ArchiDATA provides large property owners with an integrated
space and property management solution that combines a
virtual plan room and BIM to a FM solution.

Louise Morgan
Executive Vice-President
866.870.1770
Imorgan@archidata.com

ARGUS

SOFTWARE

ARGUS Software

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

Tam Vuong

VP of Marketing
713.341.3630
tvuong@argussoftware.com
www.argussoftware.com

ASSET RECORD"

Asset Record Company

Asset Record Company® believes that properties with
better information are more attractive. We deliver online
convergence for each unique parcel of real estate.

Josh Schwingler

Vice President
952.746.4659
josh@assetrecord.com
www.assetrecord.com

AwareManager

AwareManager is the innovative software solution that helps
run some of the world’s most prestigious properties with over
20 years of experience.

Meghan Brown

Account Manager
617.542.8555
mbrown@awaremanager.com
www.awaremanager.com

B4 Consulting, Inc.

B4 Consulting integrates business processes and technologies
globally for construction and real estate companies that want
to achieve operational excellence with SAP.

Industry Director/Construction & Real Estate

781.810.4350
pschell@b4-consulting.com

www.b4-consulting.com/industries/real-

‘ /| BIGCENTER
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Business Integration Group, Inc. (BIG)

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

% Denotes Premier Provider Listing

Simon Davis

Senior Managing Director, Client Solutions

888.288.8706
simon.davis@bigcenter.com
www.bigcenter.com

Business Solutions

Chatham Financial /@

Chatham Financial

Chatham Financial is the largest independent interest rate and
currency risk advisor, and a recognized leader in accounting,
valuations and debt advisory worldwide.

Tom Trinter

Product Manager
610.925.3130
ttrinter@chathamfinancial.com
www.chathamfinancial.com

CMP, LLC

CMP, LLC provides solutions and services to enable property
owners to take control of their property tax expenses leading
to greater returns on assets.

913.638.7714
cparrott@cmptax.com

ConEdison *
Solutions

Enemgy. Eficency. Experiss

ConEdison Solutions

ConEdison Solutions, a subsidiary of Consolidated Edison,
Inc. (ED), is a leading energy services company accredited be
NAESCO.

Kevin Martinsen

Director of Commodity Sales
914.286.7016
martinsenk@conedsolutions.com
www.conedisonsolutions.com

COUGAR> *

Budgeting. Forecasting. investor Reporting.

Cougar Software, Inc.

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

Director of Marketing
877.760.7688
andy.birch@cougarsoftware.com

Datex Media, Inc.

Datex Media specializes in providing business solutions to
property management companies that use software such as
MRI by creating custom web-based portals and reports.

Scott Mahler

President

818.707.9135
smahler@datexmedia.com

DocClarity *

COMNTENT MAMNAGEMENT

DocClarity

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

Thomas Frisina

President

440.582.9720
tom.frisina@docclarity.com

eSight Energy, Inc.

eSight is the most sophisticated yet intuitive energy
management suite available, helping organizations reduce
energy consumption, costs, and carbon by up to 30%.

Sara Volpe

VP of Marketing and Communications
847.701.2340
sara.volpe@eSightenergy.com

FISCHER & COMPANY

YA COMCEANTE FEAL 5 TRT S e

Fischer & Company

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

Bryan Seck

Senior Vice President
972.980.7100
bseck@fischercompany.com

Gensler Information Solutions

Gensler Information Solutions is the leading provider of
drawing-based services. If it involves a floor plan, we can
provide a solution globally.

Mitchell Wickland

Business Development Director
404.343.2631
mitchell_wickland@gensler.com

SIlnnoEra

InnoEra, Inc.

Document Mastery System from InnoEra,Inc. is a fully
configurable, web-based business intelligence platform for the
documentation management solutions.

% Denotes Premier Provider Listing

Avi Soni

CEO

781.365.1462
avi.soni@innoera.com
www.innoera.com
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+ Integratec Services

Integratec provides asset management reporting software and
outsourced data management services. We actively support
36 clients, 600 funds, and 10,000 investments.

Dave Czabala

Principal

404.250.4023
dczabala@integratec.biz
www.integratec. b|z

Integrated
Business
E— | Gystems

Integrated Business Systems

IBS is a respected provider of property management and
accounting software, with over three decades of dedication to
our product, services and clients.

Scott Donnelly

Director - Sales & Marketing
973.575.4950
sales@ibsre.com
www.ibsre.com

CONSULTING LLC

JDR Consulting, LLC

NYC based JDR Consulting LLC's is founded on building
relationships with clients as the top priority. We offer Yardi
Software Consulting and Financial Management.

Genita Ingram

Marketing Director
888.481.7755
gingram@jdrconsulting.net
www.jdrconsulting.net

LeaseRunner.com
Automated & Paperless Way To Lease Your Properties. Apply -
Screen - Lease - Collect.

Jitka Sykora

VP Business Development
303.558.7107
jitka@leaserunner.com
WWW. Ieaserurmercom

mclaren

software
an idox company

McLaren Software

Mclaren Software are leading suppliers of cloud-based project
collaboration, document management solutions and facility
document control applications.

Tim Taylor

Chief Marketing Officer
713.357.4710
tim.taylor@mclarensoftware.com
www.mclarensoftware.com

Millenia Group, LLC

Millenia Group is the leader in innovating and hosting
document management applications for the CRE industry. We
also provide paper to digital conversion services.

Michael Cipriano
President

630.279.0577
mcipriano@mgdocs.com
www.mgdocs.com

NetFacilities, Inc.

NetFacilities web-based CMMS, facility management, property
management, maintenance, and work order management
software. Unlimited users - One system, No limits!

Greg Christensen

Director, Business Development
562.437.3000 x121
gchristensen@netfacilities.com
www.netfacilities.com

NTrust Infotech

NTrust, a global provider of lease administration solutions and
back office services, is a proven partner to provide speed and
accuracy in lease data migration.

Srikanth Ramachandran
President

714.267.0025
sri@ntrustinfotech.com
www.ntrustinfotech.com

Open Box Software

Open Box Software specializes in custom enterprise Microsoft
Net solutions as well as MRI Software customizations and
support for the real estate industry.

Mark Fairweather

President and CEO

+27.21.713.9300
mfairweather@openboxsoftware.com
www.openboxsoftware.com
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Planimetron, Inc.

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

% Denotes Premier Provider Listing

Annette Wilde

Director

416.361.1620 x105
awilde@planimetron.com
www.planimetron.com

Business Solutions

Quberr-

Global Software

Qube Global Software

Qube Global Software provides proven yet innovative software

applications that excite the professional real estate user.

Matthew Sheldrick

VP Business Development
610.431.9080
msheldrick@qubeglobal.com
www.qubeglobal.us

Rent Manager

Rent Manager is a Residential and Commercial Property
Management Software solution designed specifically to help
today’s Real Estate professionals work efficiently.

Andy Williamson

Director of Sales & Marketing
800.669.0871
andy.williamson@rentmanager.com
WWW, rentmanagercom

Resolve Technology, Inc.

Shed some light on your portfolio with Resolve's business
intelligence and modeling solutions designed specifically for
commercial real estate. Part of CoStar Group.

Eric Forman

CEO

617.443.3100
eforman@resolvetech.com

www.costar.com/products/resolve. aspx

RestorePoint, Inc.

RestorePoint provides data protection & disaster recovery
services to commercial & corporate real estate companies in
North America and Europe.

Jeff Brathall

VP, Sales

678.341.4751
jbrathall@restorepoint.net
www.restorepoint.net

Rethink Solutions, Inc.

iTAM Link by Rethink Solutions is a secure, web-based,
property tax and assessment management software solution
for multi-property or multi-tenant portfolios.

Paul Bird

Senior Account Executive
8774544826
pbird@rethinksolutions.com
www.rethinksolutions.com

RETransform (An Annet Technologies Company)
RETransform is a certified Technology and Business Process
Outsourcing service provider to Real Estate companies. Our
solutions improve efficiency and reduce costs.

Rohan Bulchandani
Co-Founder and President
214.358.4330
marketing@retransform.com
www.retransform.com

SAP America, Inc.

Y SAP s the world's leading provider of business software

solutions*.

Johnny Clemmons

Industry Principal

610.357.1602
johnny.clemmons@sap.com
www.sap.com/industries/engineering-

constuction- operatlons/real estate-software. er

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

Chris Detrich

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

Skire, Inc.

Skire is the leading global provider of cloud-based Integrated
Workplace Management (IWMS) solutions for managing
capital projects, facilities and real estate.

Paige Ruhman
Marketing Associate
650.289.2810
pruhmann@skire.com
www.skire.com

WIZARD
sEaLuT

Wizard Software Solutions

Wizard Software creates software systems and web-based
workgroup and enterprise solutions for facility management,
construction, and real estate professionals.

% Denotes Premier Provider Listing

Mark Sorich

VP of Sales
773.832.0200x1112
mark.s@wizardsoftware.net
www.wizardsoftware.net
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Business Solutions

Consulting Services

| * Yardi Systems, Inc.
YARD' Yardi Systems has been committed to the design,
development, and support of real estate investment

management and property management software for more
than 28 years.

><T|LJM Xt.|um,ln_c.

Xtium delivers the most secure private cloud experience with
guaranteed application performance across the network.

Accenture

>
accenture Accenture is a global management consulting, technology

services and outsourcing company.

High performance. Delivered.
] * AvidXchange, Inc.
avidxchange AvidXchange revolutionizes the way companies pay their

Rpwisorgrg Fa By Coareorn Pay Ther Il

bills by offering a complete automation solution, from
eProcurement through ePayment.

a_m_mnmu IMTELLIGENGE Building Intelligence Group, LLC
We are a consultancy for building owners and managers
with a mission to help our clients gain the value of Intelligent
Buildings.

the world.

cal
. Founded in 1976, CGl is one of the largest independent
CG I information technology and business process services firms in

Computerized Facility Integration/CFI

Since 1990, CFI has been a premier RE/FM technology firm,
providing consulting, implementation & support services to a
wide range of clients from across the country.

ECFlEE-

Competeriaed Foibey bategrosion, LLC

EnergyPrint, Inc.
EnergyPrint helps building customers understand, prioritize,

A PRENT ; )
implement and measure energy and water across their
portfolio via a simple, hassle free dashboard.

[I + Hipercept
“ Hipercept delivers technology solutions that improve the
[] profitability and operational efficiency of investors and
HIPERCEPT managers of real estate.

54 RealcommEOGE & Denotes Premier Provider Listing

Brad Setser

Vice President
800.866.1144
brad.setser@yardi.com
www.yardi.com

Tom Kirk

Senior Account Manager
610.574.8974
realcomm12@xtium.com
www.xtium.com

Marty Newhouse

Smart Buildings Program Manager
703.470.8489
martin..newhouse@accenture.com
www.accenture.com

Tom Spencer

SVP, Sales & Marketing
7049718114
tspencer@avidxchange.com
www.avidxchange.com

Paul Ehrlich

President

651.204.0105
paul@buildingintelligencegroup.com
www.buildingintelligencegroup.com

Susan Balding

Director, Communications
703.227.4253
susan.balding@cgi.com
WWw.cgi.com

Robert Verdun
President
248.557.4234 x6201
bverdun@gocfi.com
www.gocfi.com

Priscilla Koeckeritz

President & CEO

651.357.9100
Priscilla.koeckeritz@energyprint.com
www.energyprint.com

Justine Thompson

Director, Business Development
919.931.1858
jthompson@hipercept.com
www.hipercept.com

d]i’ IntelligentBulldings

Intelligent Buildings

IntelligentBuildings provides strategic consulting for
stakeholders, owners and property managers in commercial,
institutional, government and corporate real estate.

Tom Shircliff

Partner

704.759.2710
tome@intelligentbuildings.com
www.intelligentbuildings.com

K Gé t’nnsultin

excellence | Plain and Slmp%

KG2 Consulting, LLC

Management, Technology & Training Consulting Services-Link
business strategy with operational reality to deliver innovative
solutions to complex business challenges.

Kofi Gamor

Managing Director
703.865.4436
dkgamor@kg2consulting.com
www.kg2consulting.com

STRATEGIES

NOI Strategies, LLC

NOI Strategies delivers business process optimization,
technology consulting, and outsourcing services that
maximize property, portfolio, and corporate performance.

Glenn Murray

Executive Director

516.280.5822
glenn.murray@noistrategies.com
www.noistrategies.com

T Selutiony, Optimized

N\ PRIMARY SUPPORT K
Y |

Primary Support Solutions, Inc.

Primary Support is an information technology firm specializing
in premium consulting, full service support, and customized
solutions to corporate real estate firms.

Stacey Loew

Solutions Development Manager
2127161777
sloew@primarysupport.com
www.primarysupport.com

REdirect Consulting

A provider of consulting solutions including systems selection,
implementation, customization, conversion and support for
leading applications including MRI'and Yardi.

Faraz Memon

Principal

212.220.8601
faraz@redirectinc.com
www.REdirectConsulting.com

SWC TECHNOLOGY PARTHERS

2

Event Managoment Systoms

Al ArcHIBUS ¥

SWC

SWC has more than 30 years of experience delivering
business intelligence and advanced analytics to midmarket
organizations, including real estate clientele.

Dean Evans & Associates, Inc.

Dean Evans & Associates is a leader in facility scheduling, web
calendar and resource management software, EMS Regics
survey and event registration software.

ARCHIBUS

ARCHIBUS, the #1 global provider of real estate, infrastructure
& facility management solutions with expenditures for
ARCHIBUS-related products & services over $2 B.

% Denotes Premier Provider Listing

Jeff Hoffmann

VP Software Solutions
630.286.8155
jeffhoffmann@swc.com
www.swc.com/realanalytics

Bryan Sorrentino
Director of Sales

303.740.4848
bryan.sorrentino@dea.com
www.dea.com

Anne Jaworski

Business Development
617.227.2508
anne_jaworski@archibus.com
www.archibus.com
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Data

“ DIGITAL MAP Digital Map Products Annie Schwab
PRODUCTS Digital Map Products is a leading innovator of web-based Director of Marketing
spatial solutions that bring the power of spatial technology to 949.333.5149
business, government, and consumer users. aschwab@digmap.com

www.digmap.com

IFMA’s WORLD WORKPLACE 2013
The Facility Conference & Expo

MRI Software, LLC Ablga|l Plumb-Larrick - T et ——— _
MRI Software offers business management solutions to the Marketing Manager - AN L v s

M R I global property management and corporate real estate 800.321.8770 - :
industries. abigail.plumb-larrick@mrisoftware.com bl L D E L

software www.mrisoftware.com

real,-\ml,-. % Realogic Analytics, Inc. Dale Vanderlaan

Realogi id b-based sof d [ti Presid
Yo ealogic provides web-based software and consulting to 312.4?65}71(?;; _ oct 2_4 I Phlladelphla, PA USA :
w s L AEN
o LB

Real Estate

commercial real estate owners and managers.
dvanderlaan@realogicinc.com d . =
www.realogic.net

SLOAN V STREET Sloan Street Advisors / ITRA Global Debra Stracke Anderson CCIM, SIOR
nnnnnnnnnnnnnnnnnnnnnnnnnnn Sloan Street Advisors/ITRA Global provides transactional President and CEO
representation, brokerage and consulting services exclusively 703.758.7479

for corporate tenants and buyers worldwide. debrasa@sloanstreetadvisors.com

www.sloanstreetadvisors.com

" Save the date!
Oct. 2-4, 2013

St 1= Streamline Networks, LLC Don Masters For more than 30 years, IFMA’s
N rearnl ﬂ% Distributed Antenna System (DAS) design, financing, President World Workplace has been leading
m——t— installation and operation for commercial real estate, 813.463.5080 groundbreaking discussions on the
healthcare, hospitality, and public/private institutions. don.masters@streamlinedas.com management of facilities, FM teams
www.streamlinedas.com .
.......................................................................................................................................................................... and workplace projects.
Wireless Information Networks Thomas Crotty
m,I:'TIIHﬂIlfI Wireless Information Networks (WIN) is the Nation’s leading President/CEO As more employers recognize the
E['#I] provider of indoor Distributed Antenna Systems (DAS) for 630.325.6254 direct impact of efficient facility
S Multi-Tenant High Rise Office Buildings. tcrotty@indoorcellular.com . S management on business profitability,

www.indoorcellular.com/ ) ;
we’re making sure you have what you

need to Advance Business and Get
Results.

Join us this year in Philadelphial!
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Deliver Value Beyond Returns

Investor value is more
than just returns...

Increase investor value

and enhance investor
relations with informed
investment strategies,
intelligent performance
measurement, smart analytics
and full transparency to
enhance value and exceed
investor expectation.

YARDI Investment Suite™

An end-to-end software platform that automates
the entire real estate investment management lifecycle

YARDI Investment Management”
Complex deal structures with automated accounting,
performance measurement and investor reporting

YARDI Advanced Budgeting and Forecasting”
Budget projections and consolidated cash flows with accurate,
flexible forecasts and valuations

YARDI Investor CRM"

Easy tracking of communication, opportunities
and deals for prospects and investments

To learn more, call 800.866.1144 or visit www.yardi.com/investmentsuite V YARDI



