
Issue Highlights

Hoag Hospital Irvine, Glumac Irvine Office, and The 
Frontier Project Foundation were award winners on 
Thursday, November 18, 2010 at the CoreNet Global 
Southern California Chapter’s annual REmmy Awards 
and Charity Gala held at the beautiful Beverly Hills Hotel. 
The winners were chosen from 25 nominees representing 
new ideas in corporate real estate collaboration and team 
leadership, innovative workplace environment, and socially 
responsible sustainable practices.

Special thanks to the panel of global senior-level corporate 
real estate executive judges that determined the 2010 
winners. They included: Erica Chapman of adidas; Tom 
Colarusso of Staples; Frank Cuevas of Deloitte Services, 
LP; Jeff Elie of Kaplan; and Suzanne Heidelberger of 
Skadden, Arps, Slate, Meagher and Flom.

The 2010 winning organizations included:

Corporate Real Estate Team Leadership Excellence: 
Hoag Hospital Irvine. In 2008, Hoag REFCO 
commissioned TAYLOR and Jacobs to develop viable 
functional programming options, coupling these services 
with the distinct program requirements of the orthopedic 
joint venture, Hoag Orthopedics Institute. After nearly 
18 months of intense planning and an expansive $84 
million renovation, Hoag Hospital Irvine officially opened 
its doors to the community on September 1, 2010. The 
extensive redesign and full-scale modernization effort 
has transformed the existing facility into a state-of-the-art 

acute care general hospital that will immediately become 
one of the premier community health care facilities in 
Southern California.

Innovative Workplace: Glumac Irvine Office. As a 
forward-thinking MEP engineering firm and a leader in 
sustainable design - Glumac asked Gensler, who was 
contracted to design their new 10,000-square-foot 
office, to create a space that would translate their brand, 
improve workplace performance, and become a model for 
sustainability. Glumac utilized the latest MEP technologies 
to show how they can be both viable and cost effective. 
Every selection had a sustainable story, from the carpet 
tile with recycled content, to rapidly renewable bamboo 
veneer plywood. 100% of the energy used was offset by 
purchased renewable energy. Because of these innovative 
strategies, the space is exceeding California Title 24 code 
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I elevate the entire experience. 
When you see an event 
sponsored by Wahoo’s there 
is a brand expectation. People 
associate “food and fun” with 
Wahoo’s and people say “hey 
that’s part of my life.”

SNDA: The “dirty” little four letter 
word that every CRE should be 
using sooner and more often 
in today’s commercial lease 
negotiations.

Wing Lam

Dave Wensley

THREE SOUTHERN CALIFORNIA ORGANIZATIONS 
RECOGNIZED FOR LEADERSHIP EXCELLENCE 
AND SUSTAINABLE PRACTICES AT 2010 REmmy 
AWARDS AND CHARITY GALA
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Welcome New Members!  (as of January 2011)

Let’s take a look back at 2010. Early on in the year, we 
decided to focus our efforts on three basic premises – 
Purpose, People, and Profit.    

Purpose
Our purpose is to be regarded as the trusted voice for 
corporate real estate in Southern California. CoreNet 
has established itself as a reputable and professional 
organization and continues to be highly regarded 
within the industry. CoreNet’s dedication to community 
service is evidenced by the success of our 2010 
REmmy Awards Gala which raised $35,000 to help area 
youth prepare for successful careers through the Junior 
Achievement program. Additionally, CoreNet looked 
to add value to our membership by offering learning 
events throughout the year which addressed critical 
issues impacting the real estate industry. In 2010, 
CoreNet provided 14 learning events to our members.

People
CoreNet continues to attract the most talented and 
skilled professionals. Our membership grew from 300 
members in 2009 to 311 members in 2010, making us 

the third largest Chapter in the nation. Our members 
have been afforded wonderful opportunities to 
network, participate in quality training programs, and 
be an integral part of the future of our industry.  

Profit
We are proud to share that CoreNet has been 
able to reinvest in the chapter by remaining fiscally 
conservative in its work on behalf of its members and 
due to the strong support of its sponsors. By utilizing 
business principles, we can ensure our continued 
success in this area.    

Our Chapter has been instrumental in bringing 
together innovators in Corporate Real Estate, providing 
opportunities to network, and cultivating future leaders. 
CoreNet Global has recognized our success and will 
be traveling to our area to collaborate and exchange 
ideas. 2010 was an amazing year and we are confident 
2011 will even be better!

j immel@snyder langston.com michael.nuby@sce.com
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The Wahoo’s story begins in 1988, when the 
three Wahoo’s brothers, Wing, Ed and Mingo, 
combined their love of surf and food to create 
a restaurant with an eclectic Mexican/Brazilian/
Asian menu and a Hawaiian north-shore 
vibe. They decided to import the fish taco to 
Orange County, California, and give it a unique 
twist. They combined the fish taco with their 
Brazilian favorites and Asian inspired items. The 
brothers decorated the original restaurant with 
the donations of near-by surf companies and 
that’s how Wahoo’s Fish Taco was born. The 
company now operates 59 stores in California, 
Colorado, Texas, and Hawaii including three on-
campus stores at UC Irvine, USC, and California 
State University, Bakersfield. Newsletter Editor 
Jessica Spaulding Thompson talked with Wing 
Lam, one of Wahoo’s founders, on his approach 
to marketing and his thoughts on business 
success today. 

What part of your business do you look 
forward to everyday? 
For me, the best part of the day is organizing 
events and promotions, which entails all the 
steps from brainstorming, planning, and to its 
execution.  Aligning our brand with community 
events not only benefits those who are directly 
associated with the event but it can also create 
a secondary effect by driving traffic back to the 
stores.  If we exceed in executing every piece of 
that, then the byproduct will be that people will 
have a good experience with the brand and they 
will want to come back to the restaurant.  

What is the secret to your success? 
Part of our success is our ability to collaborate 
and network with different brands and 
companies. For example, when I come out to a 
surf contest, I bring my food truck to cook fresh 
tacos.  Parents say, “There is no surf contest like 
this.  This is the best contest we’ve ever been to 
and we didn’t have to do anything!  Our kids are 
eating well and having a great time!”  We have 
raised the bar on hospitality in the action sports 
community which has spilled over into the music 
industry.  Some of the bands we helped out back 
in the day are now some of the biggest bands on 
the planet including Lit, Blink 182, and Offspring. 
I elevate the entire experience. When you see an 
event sponsored by Wahoo’s there is a brand 
expectation. People associate “food and fun” 
with Wahoo’s and people say “hey that’s part of 
my life.”  

What is your message for business in this 
economy?
In business too many people say if I do this for 
you, what are you going to do for me? Instead, it 
should be what can we do together? At the end 
of the day, we’re all in the business of getting 
more customers because more customers 
translate into more money. And that’s true for 
any business. So if you take a back seat and say 
“how do we do this together?” then in the end 

Executive Interview:
Wing Lam, Wahoo’s
by Jessica Spaulding Thompson

continued on page 4

Thank You 2010
Platinum Sponsors

Allen Matkins Leck Gamble Mallory & Natsis 
LLP, founded in 1977, is a California-based 
law firm with approximately 220 attorneys 
practicing out of seven offices in Los Angeles, 
Orange County, San Francisco, San Diego, 
Century City, Del Mar Heights and Walnut 
Creek. The firm’s broad areas of practice 
include real estate, land use, construction, 
real estate finance, business litigation, 
corporate and securities, intellectual property, 
environmental, taxation, bankruptcy and 
creditors’ rights, and employment and labor 
law. For more than 30 years, Allen Matkins has 
helped clients turn opportunity and challenge 
into success by providing practical advice, 
innovative solutions and valuable business 
opportunities.
www.allenmatkins.com

The City of Ontario is Southern California’s 
Next Urban Center. Located just 35 miles from 
Los Angeles, Ontario is uniquely positioned as 
the “economic engine” of one of the fastest 
growing regions in the United States. Ontario 
is home to the LA/Ontario International Airport, 
and an incomparable transportation system 
of three major freeways and two railroads that 
provide access to the region, the nation and 
the globe. With a highly skilled local talent base 
and lower cost space than coastal counties, 
Ontario, California is the place to do business. 
For more information, visit
www.ontariocalifornia.us.

michael.nuby@sce.com

Wing Lam
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we’ll all get more customers because we did something totally different. 
Working together we created something a thousand times better than 
what was done before. 

Take trade shows. Anyone can do anything at these trade shows. 
But people always remember the great cocktail reception, the happy 
hour, the great bus ride. They always remember the little things that 
turned out to be a little more than what everyone else did. So it’s not so 
much the money. Instead, it’s the creativity behind it and it’s the value 
perception that you create. 

We spend very little cash in doing events because we bring so many 
good brands together. When we bring our resources and contacts 
together, we create something greater than anyone could have done 
simply with money.  That’s the difference.  

What is your advice to business leaders? 
Today, business success is about transparency and accountability. 
As a leader you must make sure that everyone on your team is 
accountable.  With a little more accountability you can run more 
efficiently. Accountability also creates greater expectations. What do 
you expect from your people and in turn what do they expect from 
the leadership? Transparency is important as well. Everything should 
be out in the open so that there are no hidden agendas. In a great 
company everyone is working together.

How important is it for a business to give back?
At Wahoo’s, one half of our marketing budget is dedicated to cause 
marketing, which is way more aggressive than you would find at most 
companies.  As I shared before, we find ways to partner with great 
companies. When we partner with great companies and are able to give 
back to the community at the same time, well that is a win, win for all.

Take for example the OC Marathon. That is a great event. It’s a great 
brand that benefits a lot of charities. But think about how excited you 
are to finish that marathon. What are the brands you see when you 
finish? Hopefully those are also the brands you will seek out to relive 
that sense of accomplishment.

How important is social media? 
You have to be quick on your feet. If all you do is rely on traditional 
marketing, then people can put you out of business and beat you to 
the punch. Anytime there is a piece about our company, the first thing I 
do is send it out to my people to repurpose it all over the place. Bottom 
line, we know that the younger generation is not getting their news 
or anything else via traditional mediums. So if you want movers and 
shakers to see what you’re doing you have to repurpose everything 
you do and you always have to share the links so that the material is  
available over the internet. It’s important and it’s very inexpensive.

Executive Interview: Wing Lam, Wahoo’s

REmmy AWARDS & CHARITY GALA:
Thank you to everyone who made it a great event!

continued from page 3
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Guest Industry Expert:
Dave Wensley, Allen Matkins
SNDA: The “dirty” little four letter word that every CRE should be 
using sooner and more often in today’s commercial lease negotiations CresaPartners is an international corporate real 

estate advisory firm that exclusively represents 
tenants and specializes in the delivery of fully 
integrated real estate services, including: 
Transaction Management, Project Management, 
Relocation Planning and Management, 
Strategic Planning, Workforce and Location 
Planning, Subleases and Dispositions, Lease 
Administration, Capital Markets, Sustainability, 
Supply Chain and Facilities Management. 
With more than 50 offices, CresaPartners is 
the largest tenant representation firm in North 
America. Internationally, CresaPartners covers 
more than 125 locations in 35 countries. For 
more information, visit www.cresapartners.com.

Herman Miller works for a better world around 
you—with inventive designs, technologies 
and related services that improve the human 
experience wherever people work, heal, learn, 
and live. Its curiosity, ingenuity, and design 
excellence create award-winning products 
and services, resulting in more than $1.3 
billion in revenue in fiscal 2010. Innovative 
business practices and a commitment to social 
responsibility have also established Herman 
Miller as a recognized global company. In 2010, 
Herman Miller was again cited by FORTUNE as 
the “Most Admired” in its industry and among the 
“100 Best Companies to Work For” in America, 
while Fast Company has named Herman Miller 
among its 2010 “Innovation All-Stars.” Herman 
Miller trades on the NASDAQ Global Select 
Market under the symbol MLHR.
www.hermanmiller.com 

Thank You 2010
Platinum Sponsors
continued from page 3

SNDA, the four 
letter acronym for 
Subordination, 
Non-Disturbance & 
Attornment, is often 
viewed as the tail 
wagging the dog 
in the corporate 
lease arena. But in 
today’s challenging 
commercial real 
estate environment 
it should enjoy 

a more elevated status and be given greater 
priority among CRE’s, landlords, and lenders 
as a critical element of the commercial property 
leasing process.

What is an SNDA and why is it so important 
today? Simply put, the SNDA is a three party 
agreement between a landlord, its lender, 
and a tenant that principally documents 
the relationship between the tenant and 
the landlord’s lender. The SNDA essentially 
accomplishes three things:  1) it provides that 
the landlord’s lender’s mortgage has priority over 
the tenant’s lease (i.e., as between the mortgage 
and the lease, the mortgage will control subject 
to the terms of the SNDA) (the “Subordination”); 
2) it provides the tenant with assurances that 
even though the landlord’s mortgage is superior, 
the tenant’s lease and rights to possession of 
the premises will not be disturbed by the lender 
should the lender foreclose on the property (i.e. 
the bundle of rights negotiated by the tenant 
in the lease will not be lost or altered by a 
foreclosure, except as provided in the SNDA) 
(the “Non Disturbance”); and 3) it provides that 
the tenant agrees to recognize the lender or a 
successor to the lender as the tenant’s landlord 
in the event of foreclosure (i.e., the tenant 
won’t exercise any right to terminate the lease 

by reason of a foreclosure or transfer of the 
property to a subsequent purchaser or lender 
assignee) (the “Attornment”).

Obtaining and negotiating an appropriate 
and commercially reasonable SNDA should 
be standard operating procedure for every 
CRE for virtually all commercial leases of any 
consequence where the company is making 
any significant investment in the leased 
premises and/or where there are material lease 
concessions bargained for that might be at risk 
to forfeiture in the event of foreclosure by the 
landlord’s lender – particularly if there is any 
perception or actual economic evidence that 
foreclosure risk is possible or even likely. Yet, 
the SNDA is often treated by CREs, landlords 
and lenders alike as a dirty and annoying 
afterthought to be reluctantly endured towards 
the end of the lease negotiation; something 
to throw together, often with a fair amount of 
tension and irritation among all three parties just 
as leases are going to print for execution. 

Why? Because in strong commercial real estate 
environments dominated by financially healthy 
landlords, low vacancy, low debt to equity ratios, 
rising real estate values, fewer tenant lease 
concessions and higher lease rates that easily 
support debt service and operating costs and 
provide positive cash flow, the significance of the 
SNDA is somewhat mitigated by the perceived, 
and generally real, low likelihood of commercial 
foreclosure. Thus, in such times (as we generally 
enjoyed from about 1997 through 2007) the 
SNDA often receives and may justifiably deserve 
less attention in the leasing process.

In today’s distressed economic environment, 
however, the SNDA should not be viewed 
as the tail wagging the dog or ignored as an 
afterthought.  Rather, the SNDA should have 

continued on page 8

Dave Wensley
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Young Leaders Column:
Stop Taking Up Space—
Resources for Exceptional 
Advancement for All Levels
of Experience
At the CoreNet Global Summit in Phoenix, 
Young Leaders participated in a panel 
discussion of key behaviors, actions and 
investments to advance their careers to a 
higher level. The panel consisted of four 
young leaders: Erica Chapman, adidas; John 
Wichman, Joyce Bros; Jessica Beers, UGL 
Unicco; and Stephanie Vondersaar, City of 
Ontario. They were joined by three seasoned 
professionals: Michelle Myer, Oracle; Michael 
Davidson, Bank of America; and Hans Gant, 
Metro Atlanta Chamber of Commerce. The 
panel discussed the results of the Young 
Leader Survey as well as the 5,10,3 formula 
of career advancement. 

Young Leader Survey
The Young Leaders of CoreNet Global 
have been identified by CoreNet leadership 
as a critical group within the industry. In 
September 2010, the Global Young Leader 
Committee created a survey to help CoreNet 
Global market and manage Young Leader 
groups at a chapter and global level. The 
purpose of the survey was to ensure that 
that each Young Leader has a voice in how 
the group grows and evolves. The survey 
respondents were primarily service providers 
and end users, with a small portion of 
economic developers.
Respondents were asked what they would 
like to see at future summits and local/
regional programs. At the top of the list were 
focus areas such as career advancement 
and leadership skills, as well as future trends 
in the workplace, innovation and industry 
best practices. 

5, 10, 3 Formula
Young leaders today are applying the lessons 
of work and space to add value to their 
enterprises. These 5 Key Behaviors, 10 Key 
Actions and 3 Key Investments will help both 
young leaders and seasoned professionals 
advance in any stage of their career.

Five Key Behaviors To Start Right Now
Be Accessible. Work is no longer a 9 to 5 
commitment, but that doesn’t mean that you 
can’t strike balance. Commit to deadlines 
with your team members and experienced 
leaders that are reasonable and won’t make 
you burn out. Being available will make you 
an asset to the team. Work with your mentor 
and experienced leaders to help maintain 
this balance.

Be Generous. The industry is small, and 
knowledge is power. Share your knowledge 
and be generous with time, documents, and 
knowledge, pay it forward because it comes 
back to help.

Put the Ego Aside. Be willing to do things 
that are “not your job” or “beneath your 
abilities.”  Contributing to the team and 
getting work done is the main priority.

Be Prepared. Before meetings, events, 
conversations, think through what you want 
to convey to your C Suite. Before every 
meeting, formalize the meeting’s Objective, 
Process, and what your role will be as well as 
the results. You will be more confident and 
authoritative. Before every CoreNet event, 
prepare questions for people that you plan 
to meet.

Pay Attention: Listen and watch; it is the 
best way to learn. Make eye contact, put 
down your blackberry. Listen to what your 
peers, team members and clients are saying. 
Understand what drives people – Finance? 
People? Process? Tailor your message 
and your solutions to enable your peer, 
client, stakeholders to succeed. Know your 
audience – in today’s world, anyone can be 
‘googled’ – learn something about them. 

Ten Key Actions To Take
Get Engaged. Take on a leadership 
position, outside of the office. Sweat Equity 
is your most important asset. Volunteer for 
committees- become active in your chapter 
so that you have every opportunity to engage 
with seasoned professionals. Go where no 
one has gone – get involved where help is 
needed the most.  If you are willing to help 
with tasks others shy away from, you could 
look like a hero and be noticed more quickly.  

Get a Mentor. Surrounding yourself with 
people you can learn from is crucial to getting 
where you want to be. Work with your mentor 
to improve your career. It isn’t easy but ask 
for constructive criticism – “How could I 
have handled this situation better.” A mentor 
will give specific ways for you to improve.
Check out the CoreNet Global Young Leader 
website for a “Young Leader Guide to a 
Successful Mentor Relationship!”

Proactively Communicate. Over 
communicate to your “higher ups” to build 
confidence. There is an element of balance 
here. Work with the seasoned professionals 
on your team to ensure you are striking the 

Stephanie Vondersaar
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Jones Lang LaSalle (NYSE:JLL) is a financial 
and professional services firm specializing in 
real estate. The firm offers integrated services 
delivered by expert teams worldwide to clients 
seeking increased value by owning, occupying 
or investing in real estate. With 2009 global 
revenue of $2.5 billion, Jones Lang LaSalle 
serves clients in 60 countries from 750 locations 
worldwide, including 180 corporate offices. 
The firm is an industry leader in property and 
corporate facility management services, with a 
portfolio of approximately 1.6 billion square feet 
worldwide. LaSalle Investment Management, the 
company’s investment management business, 
is one of the world’s largest and most diverse 
in real estate with approximately $40 billion 
of assets under management. For further 
information, www.joneslanglasalle.com.

An Edison International (NYSE:EIX) company, 
Southern California Edison is one of the 
nation’s largest electric utilities, serving a 
population of nearly 14 million via 4.9 million 
customer accounts in a 50,000-square-mile 
service area within Central, Coastal and 
Southern California.
www.edison.com

right level of communication. And, tailor your 
communications to ensure the message resonates 
through communicating with people in the manner 
in which they prefer to be communicated. 

Take Initiative. Keep up the enthusiasm, 
but focus it. Work with experienced leaders 
to Identify and “Sell” your great ideas. 
Young leaders can bring great value to their 
employer if they are able to shift through the 
inexperience and pick out the gems that can 
drive innovations or efficiencies. Young leaders 
are fearless in their approach to change but 
can’t necessarily factor in the political aspects 
to make the change seem viable and sell it.

Stand Up for Your Ideas. In a professional 
manner, push back more and challenge the 
norm. Far too often, given their youth, younger 
folks simply accept what they are told rather 
than challenge of status quo. There is no need 
to apologize for lack of experience or youth. 

Know What You Want.  Create your “big 
picture” of what you want to do with your life, 
and decide what large-scale goals you want to 
achieve. Second, break these down into smaller 
targets that you must hit to reach your lifetime 
goals. Finally, once you have your plan, start 
working to achieve it. Work with your mentor to 
track your progress to achieve them. Be specific 
in order to measure progress – have business / 
company goals and personal goals.

Actively Manage Your Network. Send 
proactive emails before conferences; send 
follow up notes after meetings. Think about the 
person you are going to have lunch with and 
take the time to think through how to make 
the most of the time investment. Consider 
handwritten notes. Connect people that may 
be able to help each other. Use linkedin.com to 
manage your network. This will only broaden 
your knowledge, your perspective and open 
doors for you in the future.

Take a Risk -Switch Careers. Be aware of 
your skill set, your core strengths. If you think 
that you are ready for a change, consider what 
other roles could benefit from your strengths, 
rather than making a lateral move into the same 
role with another firm. And when you are ready 
to move – “ask for the job.”

Add Value- Connect with Content.  Provide 
clients prospects and peers with valuable 
information that will actually help their daily work 
life, so they know that you have skin in the game 
and are committed to helping them succeed. 

They will return the favor. Have fun. Smile. 
People like to work with people that want to be 
there. Passion goes a long way.

Three Investments To Make This Year 

Learn The Core Business. A good 
understanding of the value of real estate or 
space and how alternative work structures 
will affect your business or your clients. 
Environment employees need to understand 
the cost of real estate and impact on a business 
and how this needs to lead to a changed 
mind set for how we perform work. You can 
understand the impact without understanding 
a company’s core drivers. Learn the drug 
discovery process, or the retail supply chain. 
This will only increase your value to your firm 
and your clients.

Pursue Formal Education. MCR-- Obtaining 
your MCR is crucial as you speak with your C 
Suite about current real estate trends and issues 
related to your bottom line. MBA/Masters Degree 
-- An advanced degree offers you the opportunity 
to network with people that are advancing in your 
field, and worldly knowledge goes a long way 
when your clients have similar interests.

Attend a Speaking / Communication 
Workshop.  There are certain “tricks” that 
you can learn and practice to be a stronger 
communicator. A one day workshop can 
make a world of difference, and if you can 
attend one that videotapes and critiques your 
presentations, it is not for the faint of heart, 
but worth the investment.  Insert yourself into 
situations where you are forced to speak publicly 
– volunteer yourself.  Practice makes perfect.

continued from page 5

Who is a CoreNet Global
Young Leader?

Individual practitioners 
serving the Corporate Real 
Estate Industry who have a 
membership in good standing 
and meet the age criteria of 35 
and under. Find out more at
www.youngleaders.corenetglobal.org.
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a prominent place near the top of the CRE’s 
lease closing checklist as a primary and 
integral element to the successful negotiation 
and documentation of any significant lease 
with material tenant lease concessions to be 
protected. No CRE should be content simply 
by having negotiated a meaningful bundle of 
economic and other lease concessions as are 
often readily available in today’s tenant-friendly 
market; not if that bundle of concessions is 
left at risk to foreclosure if a proper SNDA has 
not been obtained to document the landlord’s 
lender’s commitment to honor the specific 
concessions that the CRE worked so hard to 
secure for his or her company.

In the significantly more challenging economic 
times that we have been enduring throughout 
Southern California for the past two years, 
many, if not all, of the factors present in a 
healthy market that might otherwise mitigate 
against the importance of the SNDA are 
either absent or completely reversed greatly 
increasing the risk of commercial landlord 
defaults and lender foreclosures and 
placing far greater importance on the need 
for properly negotiated SNDAs to protect 
corporate tenants from losing valuable and 
heavily negotiated lease concessions.  

Real estate values have been declining, 
eroding landlord equity and jeopardizing 
lender required debt/equity ratios.  
Commercial vacancies in most Southern 
California markets have increased while lease 
rates have declined, placing more and more 
properties in cash flow/debt coverage risk. 
And loans negotiated 3 to 5 years ago in 
stronger economic times are now coming 
due when fewer lenders are in the market to 
lend, and those that are, demand restoration 
of cash flow and debt/equity ratios which 
requires significant cash infusions that many 

commercial landlords simply are not equipped 
to satisfy. So in this environment, the risk of 
commercial foreclosures and the potential 
for loss of negotiated and valuable tenant 
concessions is very real and the SNDA is, as it 
should be, elevated by many seasoned CREs 
and their counsel to a level of significance on 
par with the lease itself.

Is it easy to lock in suitable tenant concession 
protections in an SNDA in today’s market?  
Not typically, and CREs and their counsel 
have their work cut out for them on this front.  
The lending community has been equally 
rocked by the economic downturn and with 
fewer traditional lenders in the marketplace 
and with those that are around being very 
conservative as they wade back into the 
lending arena, battle lines are drawn between 
what corporate users justifiably seek in terms 
of protecting valuable lease rights and what 
lenders are willing to accept as potential 
obligations for themselves or a subsequent 
purchaser to absorb should their borrower 
default and they be forced to take over for 
their borrower as landlord. In fact, many of 
the unique and valuable lease concessions 
which are so highly coveted and available 
to corporate users in today’s distressed real 

estate market (such as options to terminate 
early, rights of first refusal, rights to purchase, 
rights to self help for landlord repair breaches, 
and rights to offset rent for landlord defaults) 
are exactly the type of tenant rights which 
rightfully give lenders fits and are difficult 
for lenders to accommodate, making the 
negotiation of a commercially reasonable 
SNDA which is acceptable to both the tenant 
and the landlord’s lender so challenging.
It can be done, but the key to success for 
all - landlord, lender and tenant alike - is to 
properly prioritize the importance of the SNDA 
given today’s market conditions, and begin 
the dialogue and negotiation between all three 
parties sooner, rather than later, in the lease 
process so that the SNDA is not left as the tail 
wagging the dog and the landlord, its lender 
and you, the CRE, don’t end up chasing your 
tails trying to button down the much needed 
SNDA at the eleventh hour to the frustration of 
all involved.

David Wensley is a Partner with the Orange 
County office of Allen Matkins Leck Gamble 
Mallory & Natsis LLP, one of the premier real 
estate law firms in California, and serves as 
Secretary on the CoreNet Southern California 
Chapter Board of Directors. With more than 25 
years of experience in commercial real estate law, 
David is particularly well versed in the negotiation 
and documentation of commercial leases, 
purchase and sale contracts, loan documents, 
and all manner of operating agreements for 
office, industrial and retail projects. David’s broad 
array of clients include landlords and corporate 
user tenants, land developers and purchasers, 
lenders and institutional investors, asset and 
property management firms and real estate 
industry consultants.

continued from page 5

Guest Industry Expert: Dave Wensley, Allen Matkins
SNDA: The “dirty” little four letter word that every CRE should be using sooner and more 
often in today’s commercial lease negotiations

In the significantly more 
challenging economic times 
that we have been enduring 
throughout Southern California for 
the past two years, many, if not all, 
of the factors present in a healthy 
market that might otherwise 
mitigate against the importance 
of the SNDA are either absent or 
completely reversed…

- Dave Wensley



9

Save The Date:
2011 Annual Golf Tournament

Ontario to hold State of the City Business 
Networking Event on March 16, 2011

The 2011 Annual CoreNet Global Southern 
California Golf Tournament will be held on June 
3, 2011 at the Oak Creek Golf Club in Irvine. This 
is an amazing day of business development, 
networking and great golf.

Make plans now to join us as a sponsor. This 
is a great way to build awareness of your 
company in front of a lucrative audience of CRE 
professionals and related industries.

More information will be available soon. If you 
have questions or would like to be a sponsor 
contact Brian Denton 310-902-3895 or at
brianmdenton@gmail.com.

On March 16, 2011, the City of Ontario will hold 
its State of the City event to provide a forward-
thinking discussion of what the City and its 
businesses are doing to plan for the future. Each 
year, this powerful business networking event 
is attended by more than 1,000 business, real 
estate, finance, community, and government 
leaders. The event includes a City presentation 
with video and panel discussion by high profile 
business executives all designed to provide 
critical insight into the City’s foundation for future 
growth. This year the event is titled ‘Thinking 
Ahead’ underscoring the City’s focus on planning 
for the future and proactive efforts to support 
business and the local economy. 

Located just 35 miles from Los Angeles, Ontario 
is uniquely positioned as the “economic engine” 
of one of the fastest growing regions in the 
United States. Ontario is home to the Ontario 
International Airport, and an incomparable 
transportation system of three major freeways 
and two railroads that provide access to the 
region, the nation, and the globe. With a highly 

skilled local talent base and lower cost space 
than coastal counties, Ontario, California is great 
place to do business.

We invite you to learn more on March 16. The 
Ontario State of the City event begins at 5 p.m. 
at the Ontario Convention Center located at 2000 
East Convention Center Way in Ontario.
To register, go to www.ontariosoc2011.com. 

Thank You 2010
Silver Sponsors

Thank You 2010
Bronze Sponsors
City National Bank

Gensler

Hesperia

Snyder Langston

Victorville

WELCOME 2011 SPONSOR

Rockefeller Development Corp.

Boeing

County of San Bernardino

HOK

Irving Hughes

Knoll

WELCOME 2011 SPONSOR

Cushman & Wakefield

If you are interested in becoming a CoreNet 
Global Southern California Chapter Sponsor 
for 2011, contact Tommaso Trinchieri 
323.575.2472 or at ttrinchieri@cbs.com.
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REAL ESTATE

Perspectives 
NEWSLETTER TEAM
Perspectives

REAL ESTATE

Without the dedication and 
commitment of the following CoreNet 
Global Southern California members, 
this issue of Real Estate Perspectives 
would not have been possible: 

EDITOR
Jessica Spaulding-Thompson
Spaulding Thompson & Associates
jessica@spauldingthompson.com

LAYOUT AND ART DIRECTION
Miguel Luna
949-636-5942
adsmiguel@yahoo.com 

CONTRIBUTING WRITERS
Jessica Spaulding-Thompson
Dave Wensley
Stephanie Vondersaar

CoreNet Global
Southern California
Administrator
Lisa Oakes
714.282.8480
800.305.0091 toll free
sccorenet@gmail.com
www.sccorenet.org

requirements by 70%. Through the installation of 
low flow plumbing fixtures, the design exceeds 
industry flow baselines by over 40%. The project 
is currently awaiting LEED-CI v2009 Platinum 
certification.

Corporate Citizen: The Frontier Project 
Foundation. The Cucamonga Valley Water District 
(CVWD) and The Frontier Project Foundation 
completed construction on a 14,000-square-foot 
LEED Platinum Certified sustainable resource 
center in September 2009. The Frontier Project 
showcases how sustainable design is economical, 
efficient, and inviting, and displays and utilizes 
sustainable innovations for Southern California 
living and working environments. The Frontier 
Project’s goal is to educate resident consumers, 
commercial builders, and sustainable advocates 
regarding the latest methods and technologies in 
water, energy, and site conservation. In addition, 
the CVWD created a ‘Campus Efficiency Team’ 
that identifies opportunities to improve efficiency 
and incorporate environmentally sustainable 
business practices. In 2008 they partnered with 
HMC Architects to develop a Sustainability Master 
Plan which encourages accountability for achieving 
measurable sustainability goals.

“All of the nominees are outstanding 
representatives of true corporate real estate 
leadership. We are honored to be able to recognize 
Hoag Hospital Irvine, Glumac Irvine Office, and The 
Frontier Project Foundation. These organizations 
are making a difference not just within their 
companies but within their communities. They’ve 
pushed the envelope and set the bar and 
that’s what this event is all about,” said Jo E 
Immel, president, CoreNet Global Southern 
California, and Business Development 
Associate with Snyder Langston. 

Award nominations and submissions were open 
to both members and non-members of CoreNet 
Global, regardless of the size or location of any 
nominee. Nominations and submissions were 
accepted in more than one category. 

“Now more than ever, we need to look to 
companies who are ready and willing to lead 
by example. Programs such as The Frontier 
Project Foundation are a great example of how 
we can educate residents, consumers, builders, 
and others on new ideas in sustainability. Plus 
companies such as Hoag and Glumac are 
everyday examples of best practices. We’re 
proud to recognize the amazing achievements of 
our colleagues,” said Stephanie Vondersaar, 
co-chair, 2010 REmmy Awards and Charity 
Gala, and economic development manager 
with the City of Ontario. 

Special thanks to the 2010 REmmy Awards and 
Charity Gala sponsors that included: Howard 
Building Corporation, Southern California Edison, 
Bentley Prince Street, CB Richard Ellis, Clune 
Construction, Gianni, Herman Miller, Jones Lang 
LaSalle, City of Ontario, County of Riverside, 
County of San Bernardino, Snyder Langston, 
Waste Management along with Turner, Associates 
Purchasing and OCB Reprographics. 

Special thanks also to the 2010 Event committee 
members including: Frances Pawlak, Co-Chair; 
Stephanie Vondersaar, Co-Chair; Brian Denton, 
VP Special Events; Gary Conrad, VP Special 
Events; Dennis Potts, Nominations; Chris Bald, 
Silent Auction; Jennifer Alexander, Silent Auction; 
Cathy Yamasaki, Silent Auction; Amanda Sattler, 
Junior Achievement; Yvette Kopoushian, Junior 
Achievement; Jessica Spaulding, Communications; 
Lisa Oakes, Administration.

THREE SOUTHERN CALIFORNIA ORGANIZATIONS 
RECOGNIZED FOR LEADERSHIP EXCELLENCE 
AND SUSTAINABLE PRACTICES AT 2010 REmmy 
AWARDS AND CHARITY GALA
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Calendar of Events

Special Thanks to everyone who joined 
CoreNet Southern California for bowling 
and networking at Lucky Strike Lanes!

Feb 23
5:30 pm
CRE Dinner
Pacifica del Mar, Del Mar
 
March 2
7:30 am 
USC Gould School of Law
2011 Real Estate &
Business Forum
Jonathan Club, Los Angeles
 
March 16
5:00 pm
Ontario State of the City 2011
Ontario Convention Center
 

April 6
5:00 pm
County of San Bernardino
State of the County 2011
Million Air, San Bernardino
International Airport 

May 1 to 3
Global Summit
Chicago, IL
 
May 12
Chapter Learning & Networking
Los Angeles

For registration information,
go to www.sccorenet.org



Junior Achievement given $35,000 by CoreNet 
Global Southern California
While the REmmys are an exciting opportunity to recognize corporate 
best practices, the event is also a major fundraiser for Junior 
Achievement of Southern California.

CoreNet Global Southern California awarded a total of $35,000 to 
this non-profit organization that helps to prepare young people for the 
real world by showing them how to generate wealth and effectively 
manage it, how to create jobs which make their communities more 
robust, and how to apply entrepreneurial thinking to the workplace. 
Students put these lessons into action and learn the value of 
contributing to their communities. 

“Junior Achievement is an amazing organization. They are helping to 
develop the next generation. I’m proud of a long-standing partnership 
with them that includes both financial support and chapter 

participation,” said Frances Pawlak, co-chair, 2010 REmmy Awards 
and Charity Gala. 

Paul McGunnigle, chairman of the board, Junior Achievement of 
Southern California, and CEO of Howard Building Corporation said, 
“CoreNet showed incredible charity. Not only in providing a financial 
gift to Junior Achievement of Southern California, but also by providing 
a forum for our message and support before, during, and after the 
program.  We received numerous pledges of money and time from 
individual board members. We can’t thank CoreNet enough.”


