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C o r e n e t  G l o b a l  S o u t h e r n  C a l i f o r n i a  C h a p t e r

As a result of the Sarbanes-Oxley Act, greater financial 

transparency is generating increased scrutiny of many 

areas of expense and liabilities that were previously 

considered “not material.” In 2005, over 300 publicly 

traded corporations were required to restate at least 

one year’s earnings, due specifically to the accounting 

treatment of real estate on the financial statements. 

Whether this was the result of not straight-lining 

escalating rent expense over the years of a lease or 

not taking the loss write-down at the “cease-use” 

date of surplus space, the lesson was that real estate 

was in fact a very material financial obligation of the 

organization.

Financial statements summarizing the present financial 

condition of a business are the indisputable starting 

point for management and investment decisions. 

Bridging real estate transactions with corporate 

financial statements, this presentation will show you the 

importance of understanding the CFO perspective of 

corporate real estate within the framework of financial 

reporting.

• Is your corporation income statement or  

 balance sheet driven?  

• Do you know if you are creating off  

 balance sheet financings?  

• Does real estate round to zero in your organization?

Please join us on January 17 in Los Angeles or on 

January 31, 2007 in San Diego as we present this real 

estate finance seminar. Continental breakfast will be 

available at 7:30 a.m. and the session will conclude at 

noon. You may register now by visiting the Southern 

California Chapter’s website at www.corenetglobal.org, 

or by calling 800.305.0091.

This course will help attendees understand how 

real estate transactions impact corporate financial 

statements and key performance measures. It will focus 

on the critical importance of the ability to communicate 

real estate implications in financial terms. By way of 

simple example, if the CFO were to ask the size of a real 

estate portfolio, he would be more interested in knowing 

the total annual rental expense or book value of owned 

property than the total square footage, which is usually 

the real estate industry’s first response. 

In most cases, a corporation’s largest expense is 

wages and benefits for employees. In severe financial 

downturns, companies often resort to laying off 

employees as a fast stop-gap measure to reduce 

expenses. Unfortunately, most real estate is a long term 

commitment, which is an expense that is not as easily 

eliminated.

This seminar will define, in financial terms, what the 
opportunities or pitfalls can be in not understanding 
or taking advantage of the impact of real estate 

Real Estate’s Impact on Financial Statements
January 17, Los Angeles & January 31, San Diego
By Todd P. Anderson, MCR, SLCR, CAS and Stephen J. Barker CPA, MCR
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“They challenge us the same way they challenge 

themselves,” said Michael Condon, Senior Vice President 

at Colliers Seeley, who has worked with Toyota for 14 

years. “Yes, it IS in the DNA”, Condon said, echoing a 

sentiment of Sandy Smith, Toyota’s Corporate Manager-

Real Estate and Facilities. At Toyota, the goal of having 

highly responsive and thoughtful business practices 

and a commitment to sustainability is pervasive and 

has permeated into the cultures and practices of 

Toyota’s strategic 

business partners.

The first article in 

this series examined 

Toyota’s commitment, 

underlying philosophy 

and the steps the 

firm takes to meet 

its high standards 

for sustainability. 

At Toyota, this 

commitment does 

not begin and end 

with the selection 

of eco-friendly 

carpet and paint. 

Rather, it involves 

every aspect of its 

real estate functions. 

From site selection, design and development to facility 

management and the ordering of supplies, all internal 

functional groups, as well as the company’s strategic 

business partners, are challenged to meet and exceed 

established goals. This commitment places Toyota at 

the forefront of corporate environmental stewardship. 

In this article we take a closer look at how Toyota 

engages and challenges professionals, both internally 

and externally, to be true partners in achieving the 

corporate goal of highly integrated sustainable design. 

How does Toyota get it done? By challenging its 

internal and external functional partners to constantly 

strive to provide the best possible solutions for every 

project, at every facility and on each assignment, while 

simultaneously keeping a watchful and proactive eye 

out for sustainable opportunities. From what we could 

tell, they have a very receptive audience. Each of the 

individuals we spoke with repeated the same credo:  

“We do it because we believe in what they are doing.”

Sandy Smith, Debra Okamoto and the real estate team 

at Toyota rely on the firms they work with to support their 

vision and meet their goals. HB & A, the construction 

management firm that often acts as a right arm to Toyota, 

is engaged in so many 

of their processes that 

sustainability issues 

have become a matter 

of course. HB & A 

works hand in hand 

with Toyota on a daily 

basis when it comes 

to sustainable design 

issues. Its staff often 

researches design firms, 

creates conceptual 

budgets and tests 

sustainability decisions 

and impacts. As part 

of this effort, it has 

created a baseline of 

sustainability points from 

which report cards and 

environmental checklists are developed based upon 

USGBC concepts and the goals of the projects. 

Working with a team led by Gensler’s Don Elliott, Toyota 

has made a bold statement by providing sustainable 

design guidelines for its dealerships. This program, 

although not a requirement from corporate HQ, 

provides a great resource and strong platform from 

which dealers, working with local architects and with 

guidance from Gensler, can be more environmentally 

sensitive. Although a relatively new program, the use 

of these guidelines resulted in a LEED-registered 

dealership building in McKinney, Texas, which is 

currently in the certification process. In addition, it 

Message from the President & Chair
The fall real estate season for CoreNet Global 

Southern California is starting with a big bang. We 

just completed the most successful month of half-

day educational programs in our chapter’s history. 

Three classes were conducted covering three of our 

four geographic regions and bringing in over 100 

attendees. Our chapter submitted for “The Chapter 

of the Year” awards and is progressing well in leading 

the “Trailblazer” membership campaign for emerging 

leader members.

Our chapter continues to emphasize the need to 

expand our emerging leaders program. The strength 

of our chapter and CoreNet Global bears on the 

education and involvement of the next generation of 

leaders. As an incentive to build our constituent base 

of emerging leaders, CoreNet reduced its annual dues 

by $295 for end users ($450 for service providers) 

35 years old or younger. Ending November 1, this 

promotion offered a great opportunity for our younger 

leaders to get involved. 

One of our goals this year is to expand committees 

and committee participation and there are many 

avenues for those who want to get involved. Please 

contact Linda Patten for more information. 

For those already involved in our organization, we 

are now in the process of developing the Board of 

Directors for next year. Our Board is made up of at 

least 17 members and could be more with co-chairs. 

The Board is typically made up of an equal number of 

end users and service providers. As is common with 

most volunteer organizations a nominating committee 

will present a slate of recommended candidates to 

the Board for approval. This slate, once approved by 

the Board, will be presented to the membership. We 

encourage you to submit names of candidates or even 

yourself as a candidate to Dennis Potts, chair of the 

Nominations Committee.

Early November will be full of CoreNet events, as you 

can see from our Calendar. The two highlights are the 

November 9 Real Estate Gala for Charity where 100% 

of the profits will go to charity and the CoreNet Global 

National Summit in Orlando, November 12 thru 15. 

The Chapter is hosting a hospitality suite to promote 

business in California and involvement in our Chapter.

This year continues to move along well due to a lot of 

volunteer efforts and support from our sponsors.  

If you are considering using service providers, please 

give our sponsors an opportunity and let them know 

you support CoreNet Global. Our term only has six 

months remaining and we are moving with a lot of 

momentum!

Thanks to all CoreNet supporters!

Debra Okamoto, Chairperson  

and Dennis Potts, President
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Phyllis Dubinsky is a 

principal of PDK Market 

Strategies, a firm that 

specializes in strategic 

marketing and ahead of 

the curve thinking for 

service firms. 

Al Grazioli is a real 

estate developer and 

advisor.

Sustainable Design is Part of the Culture at Toyota
Part 2: Getting it Done Through Business Partners
Continued from summer newsletter

By Phyllis Dubinsky and Al Grazioli

continued on page 11

Toyota’s commitment to sustainable design does not begin and end 

with the selection of eco-friendly carpet and paint. 
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PLATINUM SPoNSoRSEvents Calender

Your Fortune 500 corporation just made 

an acquisition, doubling your headcount in 

a major city, but you are now spread out 

among 10+ facilities with redundancies and 

inefficiencies, not to mention multiple trailing 

lease obligations. Your bio-tech company is 

ramping up a new product for FDA approval 

that may (or may not) require a 200,000 SF 

manufacturing/R&D facility with specialized 

improvements at over $600 per square 

foot. Your company just went public, which 

will cause major headcount growth, and 

your building and the neighboring land are 

available for sale. Do you buy, lease, renovate, 

build, bank land, borrow or design a campus?  

Over the past few years, corporate real 

estate directors have been constantly 

challenged to balance opportunities in 

today’s dynamic capital markets environment 

with the operational and financial goals 

of their company. While some companies 

have stayed the course and continued 

with an ownership or leasing strategy 

driven by long-standing financial policies, 

others have implemented new strategies 

for selected properties, such as sale-

leaseback transactions to take advantage 

of aggressive capitalization rates and 

unprecedented values to raise capital, or 

shifting to an ownership position based on a 

perception of the company’s cost of capital.

Historically, many of these financial decisions 

have been driven by chief financial officers 

and treasurers, yet we find that corporate 

real estate directors have been taking a 

more proactive approach to understanding 

economic, financial accounting and tax 

consequences in order to recommend 

structures that best match up with their 

company’s operating and financial strategies. 

In this article we will focus on the spectrum 

of criteria for evaluating ownership versus 

lease decisions for both portfolios and 

individual property transactions, and the 

potential benefits of alternative leasing 

structures and sale-leaseback transactions.

Portfolio Strategy –  
ownership vs. Leasing
It is essential for corporate real estate 

directors to clearly understand the 

philosophies and objectives of the senior 

finance team within their organization, in 

addition to the operational objectives of 

the company as a whole and its different 

business units. Guidelines are commonly 

established for ownership versus leasing 

decisions, but operations and finance 

may have differing viewpoints regarding 

the most critical criteria. The following are 

the primary considerations that should be 

addressed by an organization to establish 

its guidelines and to put an efficient 

process for making decisions in place.

operations

Factors such as providing flexibility for 

a growing workforce or potential future 

contraction should be considered for any 

real estate decision. Although a company 

policy may favor ownership, certain 

locations warrant consideration for leasing 

if the particular business unit has volatility 

in staffing or production, or if there are 

indications of declining real estate market 

conditions or potential obsolescence.

Cost of Capital / Net Present Value Comparison

For any company, determining the appropriate 

cost of capital in preparing discounted 

cash flow/net present value comparisons 

for ownership versus leasing decisions 

is a critical variable. In general, there are 

two schools of thought to consider.

• Companies with large reserves of cash and 

short-term investments, along with a high 

investment grade debt rating, may lean toward 

ownership. They view the utilization of cash 

as merely reducing invested funds that earn 

nominal returns or utilizing a corporate debt 

facility that has a low interest rate relative to 

a rent factor on a lease. If, for example, the 

company can borrow at 6%, interest only, 

under an existing credit facility and the initial 

rent factor on a new facility is 8% of cost, there 

is a 2% spread in their cost of occupancy. 

Certain companies with a less favorable 

financial profile will still favor ownership, if 

they perceive an opportunity for property 

appreciation and prefer the control elements.

• A counter position to this approach is applying 

weighted average cost of capital (WACC) to 

such decisions, which typically results in a 

leasing decision, due to the cost of capital for 

ownership exceeding a rent factor. WACC is 

a calculation that blends the cost of equity 

(stock) and the cost of debt. The theory is that 

such decisions are longer term in nature and 

impact a company’s entire capital structure. In 

addition, ownership is viewed as an investment 

and should be measured against internal 

hurdle rates for core or new business activities. 

Companies that are growing organically or 

through acquisitions and those with lower 

investment grade or sub-investment grade debt 

ratings may lean in this direction. Certain higher 

rated companies with liquidity also will favor 

leasing for other reasons, such as operational 

flexibility and avoiding residual value risk.

It is not uncommon to encounter situations 

in which finance executives differ in their 

perspective, such as a treasurer leaning 

toward a cost of borrowing approach (prefers 

ownership), while a chief executive officer or 

chief operating officer may take a different 

posture by applying the WACC as the appropriate 

metric. In these circumstances it is helpful 

to review a range of options, so the client 

can view the sensitivity to varying discount 

rates and make an informed decision.

ownership vs Leasing – It Takes a Team to Decide Part 1
By Grant Freeman and Tom Turley, The Staubach Company

continued on page 8

December 6, 2006; 6PM
Holiday Evening Social
Location TBD

January 17, 2007; 7:30AM–NOON
Real Estate’s Impact on Corporate 
Financial Statements  
with Todd Anderson, Senior Managing 
Director, Cushman & Wakefield,  
and Stephen Barker, President,  
Boeing Realty Corporation
AT & T Center, 1150 S. Olive, Los Angeles

January 24, 2007; 7:30AM–NOON
Project & Construction Management  
with Gordon T. Greeby, President,  
The Greeby Companies, Inc. 
Countrywide, 450 American St., Simi Valley

January 25, 2007; 7:30AM–NOON; 2PM  
Film School Tour with reception to 
follow (co-meeting with IFMA-OC)
Project & Construction Management  
with Gordon T. Greeby, President,  
The Greeby Companies, Inc. 
Chapman University, One University Dr., 
Orange; Bush Conference Rm., Beckman 
Bldg., 4th floor

January 31, 2007; 7:30AM–NOON
Real Estate’s Impact on Corporate 
Financial Statements  
with Todd Anderson, Senior Managing 
Director, Cushman & Wakefield, and 
Stephen Barker, President,  
Boeing Realty Corporation 
Biosite Campus, San Diego

February 8, 2007; 7:30AM–NOON
Performance Portfolio Management  
with Matt Werner, Principal,  
Trammell Crow Company  
& Frank Robinson, VP Corporate  
Real Estate, McKesson
Location: TBD

February 28, 2007; 7:30AM–NOON
Advanced Lease Negotiations  
with Tom McDonald, Senior Director, 
Cushman & Wakefield
Toyota National Headquarters,  
19801 S. Western Ave.,  
TCS North: conf. Rm. 1 & 2, Torrance

March 21, 2007; 7:30AM–NOON
Change Leadership: Strategy, 
Implementation & Best Practices  
with George Bouris, Principal,  
Deloitte & Touche
Toyota National Headquarters,  
19801 S. Western Ave.,  
TCS North: conf. Rm. 1 & 2, Torrance
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SPoNSoRS & CoRPoRATE 
LEARNINg PARTNERS

NASCAR raced into Fontana over Labor 

Day weekend as San Bernardino County’s 

Economic Development Agency launched 

its Opportunity, California campaign, with 

millions of race fans focusing on the California 

Speedway for the SONY HD 500. This 

race weekend dropped the flag on a new 

economic strategy for San Bernardino County, 

led by the Economic Development Agency 

and the County’s Board of Supervisors. 

“Opportunity is here. That’s why we’re driven 

to provide leadership for our cities and 

residents to enjoy a quality lifestyle while 

building upon a strong, educated workforce 

and a business base that includes both 

entrepreneurs and Corporate America. If 

you’re looking for a place to invest, grow a 

business or enjoy life, opportunity is here 

within the County of San Bernardino,” 

said County of San Bernardino Board of 

Supervisors Chairman Bill Postmus. 

San Bernardino County, the nation’s largest 

in land area, encompasses 24 cities as 

well as national parks, mountain resorts, 

and 10 universities and colleges. It’s one of 

the nation’s top performing markets (INC 

Magazine), home to three of the nation’s 

fastest growing cities (U.S. Census Bureau), 

one of the nation’s top 10 retail markets 

(Marcus and Millichap) and maintains the 

lowest office and industrial vacancy rate 

among major U.S. markets (Grubb & Ellis, 

1Q 2006). Its leading industries include 

logistics, medical care and manufacturing, 

making it a highly competitive region 

for new jobs and business growth. 

To build a more responsive agency that 

would better serve San Bernardino County’s 

economic goals, The Board 

of Supervisors reorganized 

four departments (Economic 

Development, the Redevelopment 

Agency, Workforce Development, 

and the Department of 

Community Development and 

Housing) into one cohesive unit. 

By bringing these departments 

together, the county can better 

utilize them to develop and retain 

jobs, attract new business and 

foster economic investment. 

“As we build our economic 

future, it’s critical that we invest 

our public resources in the most effective 

business development strategies available,” 

said San Bernardino County Vice Chairman 

Paul Biane. “Opportunity, California will be 

the most visible part of a comprehensive 

strategy to ensure our economic future.” 

Directed by the Board of Supervisors, 

the County of San Bernardino Economic 

Development Agency will market a broad 

range of opportunities to businesses and 

residents. “Our job now is to make sure people 

know about the immense opportunities within 

the County of San Bernardino and to do all 

we can to support business and job growth,” 

said Brian McGowan, economic development 

administrator, County of San Bernardino. 

The county facilitates local businesses’ 

competition on a global scale.   

NASCAR and opportunity Race into San Bernardino County
By Paul Herrera, County of San Bernardino Economic Development Agency, Collette Hanna, City of Victorville, Economic Development and Rob Kirner, The Staubach Company

Sandy Geynes, Guidance Software, and her husband, 

Dave, tour the garage with 96 car owner and Hall of 

Fame Racing’s Roger Staubach. 

Chris Jicha, San Bernardino County’s Economic Development 

Agency, and Dave Allen, Vice President & Director of 

Marketing for California Speedway, answer questions 

regarding California Speedway and Opportunity, California

Kasey Kahne crosses the finish line to win the Sony HD 500  

race at the California Speedway in Fontana, CA
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transactions on financial statements and key 
performance measures.

Key takeaways will include:

• Understanding on and off balance  
 sheet transactions

• Understanding the difference between  
 operating and capital leases

• Understanding the implications of key   
 financial accounting statements, such as  
 FAS 13 and 146

• Understanding the impact on key   
 performance measures, such as EPS,   
 EBITDA and ROA

• Communicating real estate decisions in  
 financial terminology

This seminar is an abridged version of the 
two-day Executive Development Program 
course “Real Estate Transactions’ Impact on 
Corporate Financial Statements,” required for 
candidates to receive the MCR designation. 
The material presented will be informative 
to both those with limited or no financial 
background, as well as those who have active 
financial knowledge and responsibilities.

This seminar will be interactive and will 
provide functional resources for attendees 
to use in the daily application of the material 
presented. We look forward to seeing you in 
Los Angeles on January 17th or in sunny San 

Diego on January 31st.

Todd P. Anderson is Senior Managing Director of 

Cushman & Wakefield, responsible for the development, 

integration and management of multi-service, national 

and global corporate accounts based in the Western 

United States.

Stephen J. Barker is President of Boeing Realty Corp., a 

wholly owned subsidiary that directs Boeing real estate 

strategies, acquisitions, dispositions, development and 

leasing worldwide.

Education...
Continued from page 1

From November 11–19, 2006, it is sponsoring its first mission to China, including 

visits to leading business centers in Hong Kong, Shenzhen and Guangzhou, as part 

of a proactive effort to facilitate international trade among local businesses. 

With the opening of the “Opportunity, California” FanZone, the County of San Bernardino played a 

prominent role in one of the nation’s premier sports complexes. The California Speedway and NASCAR 

delivered more than 100,000 race fans representing every state in the U.S. On Nextel Cup series race 

day, the California Speedway boasted a larger population than all but four of San Bernardino County’s 

24 cities. Gov. Schwarzenegger opened the race flanked by celebrities on the nationwide broadcast.

The county’s investment facilitated discussions with key decision-makers and led to contact 

with more than 300 leaders from businesses considered strategically important to business 

growth. Four luxury suites offered a venue for advancing discussions on how the Economic 

Development Agency could assist in job creation and private industry efforts.

The County of San Bernardino also staffed a FanZone tent to distribute information and assist 

with business and career inquiries. Nearly 1,200 people visited and spoke with EDA staff and 

Human Resources representatives. Many made use of computers featuring the county’s new 

Opportunity, California website highlighting business and employment information.

The sponsorship was an unmitigated success. During race week the County of San Bernardino 

Economic Development Agency drew more positive media coverage than in the two years 

since its creation. It was also a pioneering marketing move. No municipal, county or state 

government agency in the nation has adopted the private sector strategy of building their 

brand through a major sporting event. With the exception of the U.S. armed forces—which 

invests heavily as a NASCAR sponsor—there are few examples at the federal level. 

San Bernardino County and LNR Property Corporation hosted CoreNet’s Southern California 

Chapter throughout the weekend. Excitement revved high as area developers, corporate real 

estate executives and real estate professionals took in the day’s events and networked with 

colleagues. Additionally, owner of the DLP Texas Instruments 96 race car and Hall of Fame 

Racing’s Roger Staubach was on hand to give race-goers an exclusive tour of the garages. 
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PerspectivesREAL ESTATE

The Sheraton Universal Hotel played host to the 

2006 Southern California Trade Conference. 

Participants attending the conference, aptly dubbed 

“Going Global — Survive and Succeed in the Global 

Marketplace,” can attest to the fact that there is 

a wealth of opportunity and over six billion new 

customers to be had by succeeding in the global 

marketplace. International trade experts shared their 

insights, challenges and successes at the 9th annual 

conference held on October 20. 

The conference was designed to help companies 

throughout Southern California to expand their 

businesses outside the United States. It provided 

timely information on hot trends, financial tips, 

transportation issues and success stories in doing 

business internationally. 

The conference was sponsored by the Port of 

Los Angeles, Los Angeles World Airports, Valley 

International Trade Association, and the Economic 

Alliance of the San Fernando Valley.

“This conference hosts experts in their fields on 

‘what to’ and ‘how to’ market products and services 

effectively beyond our borders,” said Bruce Ackerman, 

president and chief executive officer of the Economic 

Alliance.

David Fleming, chairman of the Economic Alliance, 

and Barry Sedlik, undersecretary, State of California 

business, transportation and housing agency, opened 

the conference.

Gary Hutchinson, president and chief executive officer 

of Precision Dynamics, the largest manufacturer of 

custom identification wristbands used widely in the 

healthcare industry, was the keynote speaker. 

Hutchinson shared his 50-year-old San Fernando-

based company’s own foray into successful 

outsourcing. Faced with the possibility of being 

outmatched by the competition, Hutchinson made the 

decision five years ago to open a manufacturing facility 

in Tijuana, Mexico, to produce some of the parts for 

the wristbands more economically. As a result of this 

strategy, the company was not only able to increase 

its competitive edge in the marketplace, but the move 

promoted growth at the San Fernando location that 

was focused on IP and the creative engineering of 

the wristband technology, and it freed up investment 

capital. Precision Dynamics was able to open a 

European headquarters in Brussels, Belgium. Now the 

company has over 520 employees worldwide and over 

$70 million in revenues.

Several panels on goods movement, and importing 

and exporting products and services were presented 

by Steve Arnold, regional sales manager, FedEx; 

Mike Doucette, director of regional airports planning, 

Los Angeles World Airports; Tim Murphy, first vice 

president, international banking, Comerica Bank; David 

Mathewson, director of planning and environmental 

affairs, Port of Los Angeles; Sandy Stein, owner/

president , Alexx, Inc., and Ilse Metchek, executive 

director, California Fashion Association, to name a few.

9th Annual Trade Conference Held  
in San Fernando Valley 
Surviving & Succeeding In the Global Marketplace 
By Karen Pearson

The Economic 

Alliance of the 

San Fernando 

Valley is a 

501(c)(3) strategic 

private-public 

collaborative made 

up of businesses, 

government, 

education and 

community 

organizations. The 

Alliance’s dynamic 

mission is to grow 

and strengthen 

the economy of 

the San Fernando 

Valley region to 

improve the quality 

of life in all its 

communities.

L-R:  Delia Valdivia, international trade specialist, 

U.S. Commercial Service; Katherine Whitman, 

partner, Pomegranate International (global 

business advisory firm specializing in doing 

business in China, Europe and Latin America); 

and James Flanigan, business and economic 

columnist, and one of the Conference moderators.

L-R:  David Mathewson, senior director of planning 

and environmental affairs, Port of Los Angeles; Alan 

McCorkle, senior vice president, APM Terminals Pacific, 

Ltd.; Mike Doucette, director of regional airports 

planning, Los Angeles World Airports; Steve Arnold, 

Los Angeles Regional Sales Manager, International Field 

Sales, FedEx; James Flanigan, business and economics 

columnist (moderator).

L-R:  Michael DiBernardo, director of planning  

and research, and Sheila Gonzales, principal  

public affairs representative; both of the Port  

of Los Angeles.

Tom Turley is a Principal of The Staubach Company’s Los Angeles office. Tom’s responsibilities include assisting in the 

management of the Los Angeles office, leading the region’s efforts for corporate accounts, and acting as primary point of 

contact for major clients. Tom’s main focus is assisting large corporate users in the areas of strategy and negotiations on 

a local and national basis. He has represented clients on 5 million square feet in over 15 states. Tom is an alumnus of the 

University of California, Los Angeles

Grant Freeman, Managing Director, leads the western region for Staubach Financial Services, the capital markets advisory arm 

of The Staubach Company. He has extensive experience in strategic real estate planning, structuring, financing and analysis 

for large corporate real estate requirements, including build-to-suit projects, complex lease renegotiations, sale-leasebacks, 

acquisitions and dispositions. He works closely with an array of companies to help identify optimal financial and operational 

solutions. Grant holds a Bachelor of Science, Accounting degree from Pepperdine University, Malibu, CA.

Part 1 ownership vs Leasing...
Continued from page 5

Accounting and Income Tax Considerations

In addition, the financial accounting and income tax considerations need to be closely 

evaluated. For accounting purposes, ownership requires recognizing depreciation expense 

versus rent expense for leasing. A key variable in the comparison is also the opportunity 

cost of ownership, such that the equity invested has an alternative return that is foregone or 

additional interest cost has been incurred by borrowing. Applying an opportunity cost will 

typically result in a higher overall charge to earnings by owning. Also, for companies that 

consider EBITDA a more critical earnings metric than net income, ownership will typically 

be viewed favorably due to the depreciation expense being added back to earnings.

In addition, many companies prefer to keep real estate assets and related debt off 

their balance sheets to improve financial ratios, maintain borrowing capacity for 

other business activities, or simply for debt covenant compliance purposes.

Income taxes come into play in preparing after-tax discounted cash flow comparisons. 

Leasing is fairly straightforward in that rent is deductible in the year paid, while owned 

property is depreciated over 39 years, except for certain shorter-life components such as 

land improvements (15 years) and personal property (5 to 7 years). For companies favoring 

ownership, cost segregation studies can be strategically employed to substantiate shifting 

depreciation to shorter-life assets. In addition, for companies favoring leasing, paying for tenant 

improvement costs should be carefully evaluated, as a significant portion may be considered 

real property and subject to 39-year depreciation. It is important to note that qualifying leasehold 

improvements may currently be depreciated over 15 years, rather than 39, with a House and 

Senate Conference Committee deliberating over how long to extend this benefit beyond 2006.
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Jesse Bagley, Interior Office Solutions
Katy Biggerstaff, Amies Communications
Cheryl Bloodworth, Grubb & Ellis Company
C Ben Boyle, Northrop Grumman Corporation
Annie Chen, Amgen
Wade Clark, The Staubach Company
Tim Conlon, Toyota Financial Services
Tom Conzelman, CB Richard Ellis
R. Doney, CB Richard Ellis
Eric Franklin, Southern California Edison
Flora Fuller, Mindspeed Technologies
Rebecca Hall, Idea Hall
Adam Herig, Howard Building Corporation
Jo-E Immel, Snyder Langston
Jeffrey Ingham, Jones Lang LaSalle
Jan Karl, Trammell Crow Company
David Karpook, Bricsnet
Pamela Keefe, Haworth
Rob Kirner, The Staubach Company
Jason Krotts, Lowe Enterprises Real Estate Group
gregory Lee, City of Riverside
Marci Loftin, Johnson Fain
Ted Low, Kastle Systems
Clint McMorris, Toyota Motor Sales, USA
Kelly Marks, City Of Ontario
Wayne Mason, U.S. HealthWorks
Cherin Mooradian, Marshall Stevens
Brandi Mulvey, Amylin Pharmaceuticals
Nima Namdarshahi, Howard Building Corporation
Kelly Paul, Architectural Design & Signs
Ross Pupillo, Herman Miller
Rammy Rasmussen, Grubb & Ellis Company
Julie Robbins, Carrier Johnson
John Rocca, CB Richard Ellis
Macario Romerosa, Imgen
Milo St. Bernard
Scott Scharlach, Travers Realty Corporation
James Suber, Real Tech
Melissa Stella, Amgen
Kara Swedberg, Amylin Pharmaceuticals
Travis Thair, Sperry Van Ness
Jon Torgeson, Dudley & Associates
Stephanie Verabian, Toyota Motor Sales USA
John Visconsi, McGuireWoods
Stephanie Vondersaar, City of Ontario
Jason Waade, Cushman & Wakefield
Howard Weise 
Tiffany Westrich, Loring Cruz
Matt Wiley, Travers Realty ONCOR International
Matthew Yow, MBY Engineering & Assoc.
Craig Zund, White Cap Construction Supply
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Welcome New Members

seems this commitment, as evidenced by the building, has helped the dealer 

attract and retain employees. Employees were literally lined up around the block to 

work at this facility because of its incorporation of highly environmentally sensitive 

standards—truly an example of Toyota’s bold statement becoming bold action. 

And it doesn’t stop with dealerships. Eero Tanttu, Architectural Manager 

for MNB, an architectural firm in Portland, Oregon, has developed a similar 

program to maximize sustainable design principles at distribution centers 

throughout the United States. This program primarily deals with the effort 

to develop highly efficient energy uses at these facilities. It also has proven 

successful, as a distribution building recently received LEED gold certification.

Facility management also can contribute to these goals. Frances Amati, Senior 

Property Manager with Mar Ventures, who provides property management 

services at one of Toyota’s Torrance, California facilities, tells us that as a 

result of Toyota’s suggestion, Mar Ventures installed fully recycled toilet paper 

made from sugar cane pulp at the facility. From what we have been told, it 

is very soft. Even the restrooms can be made to be more eco-friendly!

Dan Heinfeld, president of LPA, designers of Toyota’s South Campus in 

Torrance, believes the freedom that Sandy and Deborah give their strategic 

partners to be creative and to promote eco-friendly ideas demonstrates 

their commitment to the principle of “kaizen,” or continuous improvement. 

Clearly, Toyota challenges itself and its partners to achieve the next level of 

innovation and their partners are responding, beautifully. Kaizen in action. 

Whether it’s the eco scorecard initiated at the start of each project or the post-

occupancy evaluations Toyota employs to challenge its staff and business 

partners to do it better next time, the message is clear— sustainable design 

principles are woven into every aspect of Toyota’s built environment. 

Perhaps Sandy says it best: “Toyota talks a lot about the role of business 

partners as opposed to vendors. There are lots of people who want to work 

with Toyota. What we are looking for are business partners who can help us 

achieve our objectives. We’ve worked with many different firms over the years, 

but there are some firms that have worked with us for 20 years because they 

get what it is that we’re trying to do. They understand continuous improvement. 

They bring new, creative ideas to the table. They help us be successful.”  

Thank you to the Toyota business partners who contributed to this article:

Frances C. Amati, Mar Ventures; Michael Condon, Colliers Seeley; Don Elliott, 

Gensler; Dan Heinfeld, LPA; Howard Howe, HB & A; Allen W. Mackenzie, 

Mar Ventures; Desiree Shier, HB & A; Eero Tanttu, MNB

Part 2  Culture at Toyota...
Continued from page 3

During the last 30 years, downtown San Diego’s redevelopment surge has had 

a tremendous impact on the city’s economy, culture and quality of life. The Navy 

Broadway Complex project is just one of the many exciting new projects to sail 

into downtown. The redevelopment project, consisting of 14 acres of land owned 

by the United States Navy, is part of the North Embarcadero Visionary Plan which 

will focus on the redevelopment of public space from Seaport Village to San Diego 

International Airport. Ultimately, the North Embarcadero Plan will help create a grand 

esplanade by adding more than 12 acres of waterfront property, parks and plazas. 

Often referred to as the City of San Diego’s “front porch,” the Navy Broadway 

Complex site is prime waterfront property. As such, it is also the subject 

of numerous discussions regarding the vision of its redevelopment. These 

discussions continue to run parallel to a real-time development process. 

The United States Navy is scheduled to enter into a lease agreement by January 

1, 2007. In the event the Navy does not enter into an agreement, the waterfront 

property will be placed on the military base realignment and closure list, or BRAC. 

In late March 2006, the Navy selected a developer, Manchester Financial Group, for 

the project. Since Manchester Financial Group has come aboard, a series of public 

meetings and workshops have been held to solicit and provide input on the project 

and its design. Additionally, these workshops will help San Diego’s Redevelopment 

Agency decide whether the Navy Broadway Complex design conforms to the original 

1992 development agreement between the city and the federal government. 

The original development agreement between the city and federal government is 

currently in its second extension. Time is of the essence as the BRAC process stands 

to take away local control of the property, jeopardizing a larger waterfront development 

and forcing the Navy Broadway Project to pull in its anchor and head back to sea.  

Redevelopment Sails into San Diego
Joined 7.7.06 through 10.27.06

Attention New Members: Please be sure to meet with your 
assigned Ambassador and share your goals in joining CoreNet, 
so that introductions can be made and goals achieved. For 
assistance, please contact VP of Ambassadorship, Frances 
Pawlak, Herman Miller, 949.933.4652.



CoreNet global Southern California Chapter  
Presents the 2006/2007 Corporate Real Estate Professional Development Series
Corporate real estate in the 21st century is emerging as a strategic 
management asset for many of the world’s most respected and 
recognized companies. It is becoming a tool for managing in turbulent 
times against the backdrop of challenging economies, constant 
technological change, globalizing operations, and the drive to add to 
shareholder value. CoreNet Global,the world’s premier professional 
association for corporate real estate executives, is helping leading-edge 
organizations achieve new levels of value through a comprehensive 
knowledge sharing and professional recognition agenda that positions 
real estate as a strategic benefit, no longer as simply a  
transactional necessity.  

CoreNet Global invites your company to become a Chapter Learning 
Partner of the Southern California Chapter. As a Chapter Learning 
Partner you will attend local CoreNet Global Learning and abridged EDP 
programs that provide continuing professional development credits. The 
Chapter Learning Program includes programming from the best of the 
Summits, CoRE 2010, abridged EDP programs and more. 

Each program provides important information for corporate real estate 
executives in four hour formats presented by CoreNet Global speakers. 

The purpose of providing this educational package is to make it easy 
for you and your staff to participate and benefit from local learning and 

networking opportunities at a reduced rate. As a Chapter Learning 

Partner, you’ll be able to attend all chapter events at no additional costs.

Why not join with the industry’s best practitioners to provide the 

leadership to create programs that drive innovation, adding value in times 

when your organization most needs these enhancements? Join the global 

movement in corporate real estate. 

CoRPoRATE CHAPTER LEARNINg PARTNER LEVELS (CRES oNLY): 

Gold: 8 people     $2,500

Silver: 4 people   $1,500

Bronze: 1 person   $500

The above represents number of tickets per event, except golf. Two golf

tickets are included at the Gold level.

BENEFITS FRoM APRIL 2006 To MARCH 2007

* 9 CoreNet Global Chapter Learning Program offerings at  

  various locations

* 3 “Partner Only” Industry roundtable events

* All chapter events  

For more information, visit:  

www.corenetglobal.org/chapters/socalif/ or call 800.305.0091.


