
PRESIDENT’S LETTER 
Welcome to our last newsletter of the year. As the new Chapter President as of October, I want to thank Mike Giuttari for his efforts and 
hard work as Chapter President for the last two years coordinating Chapter events especially during COVID. It was a difficult time for him 
to serve as Chapter President but he weathered us through this storm.  
 
Looking back at the year, beginning in March and since that time, the stock market crashed from 29,568 to 18,213.  The pandemic has now 
continued longer than expected. The stock market has rebounded to over 30,000. The U.S. unemployment rate increased to over 14% and 
was at 6.7% in November. The U.S. COVID deaths are now over 290,000. That is more deaths than the U.S. deaths from 9/11, WWI and the 
Revolutionary War combined and almost half the total deaths in the Civil War. Now it seems we have a vaccine that is being disseminated in 
December, 2020 and Q1 and Q2, 2021. It was an election year that stirred the pot but it seems the dust has settled. There has been political 
unrest, the Black Live Matters movement, rioting, downtown cities being destroyed, movement to defund law enforcement, etc. but we seem 

to have more stability from last May and June.  
All of these factors have an impact on commercial real estate. Newbury Street in Boston and N. Michigan Ave in Chicago, both high end retail streets have faced 
the brunt of the issues. Many stores are vacant and are available for lease. The office sublet market in Boston has over 4 million square feet of availability.  
 
On the brighter side, the industrial market is at a demand peak due to e-commerce, while life science is thriving. Online sales set records on Black Friday and 
Amazon is taking down space as fast as the market can build it. That says nothing of the other high bay users out in the market seeking space. GMP 
manufacturing and cGMP manufacturing requirements are surging as Greater Boston has become not just the epicenter for life science R&D, but is increasingly 
connected to production. The lab market remains as popular as ever with a strong appetite from the investment community for ground-up development, 
conversion plays, and acquisition. Tenant demand has made up for any slowdown seen during the pandemic as the combination of record high venture capital 
funding, strong NIH grants, and partnerships and investment from Big Pharma have created a perfect storm. This industry is surging, setting the stage for future 
growth throughout our market. According to Colliers International’s Q3 2020 Lab Report, lab space in Boston were 7.6% vacant while 99.7% of lab space in East 
Cambridge are spoken for. Rents for life-sciences have reached $70-90 per square foot triple-net outside of Cambridge.  

We asked in our September newsletter “Will downtown residents and businesses decide to vacate urban settings as we experienced in the 1960s? Will commercial 
rents decline? How many foreclosures will we experience? Will there be a movement to the suburbs?” What we found was that the second home market both in 
Maine and Cape Cod have exploded with demand. Housing prices are up 25-40% from a year ago. The logistics and supply chain demand are at all time high with 
ships waiting off-shore in Los Angeles for a dock to unload products and there is a shortage of truck drivers.   
 
SIOR designees are in a unique position to help its clients work through this maze as we enter 2021. We expect a strong market with pent up demand as the 
vaccine takes it course over the next six months. Many members have been working from home but are consistently in touch with clients and attending a 
multitude of webinars. All this to stay abreast. Debt is still cheap and with over 4 trillion dollars in money market accounts, the real estate and stock market are 
experiencing an influx of capital. Many investors are turning to real estate assets to diversify away from the stock market to balance portfolios and hedge any 
fluctuations with the stock market.  
 
At SIOR, there has been continued webinars and programming to keep our members in tune to the coming changes. Our chapter has held its October golf event in 
person and four events were virtual. Our fall conference was virtual with very strong attendance. Business has re-ignited and many SIOR chapter members are 
experiencing a big uptick of advisory and brokerage business.  
Many of our members volunteer and work tirelessly on these events and I ask that you consider volunteering. I have reached out this quarter to our Board and 
Chapter members to hear from each of you on what you want from our Chapter that you consider value. I have heard from many of you on the types of events you 
want that will enhance the value of being an SIOR. I value your comments.  
 
I also want to congratulate Karl Norwood, SIOR of The Norwood Group for his 40 years as an SIOR and being an SIOR Emeritus. He has dedicated some many 
years to this chapter organization serving as a past president. He has mentored many brokers who are now SIOR members. Our chapter would also like to 
recognize and offer our condolences to the passing of our long-time chapter member, Mike Monks. He was dedicated to attending our chapter events and was a 
successful industrial broker in New Hampshire. He will be missed. 
 
I want 2021 to be a real turnaround year from what we have all experienced in 2020. We are looking forward to brighter days. 
Happy Holidays!  
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The New England Chapter of SIOR and the MA NAIOP Chapter held its annual commercial real estate forecast 
on November 12, 2020 from 8:30am to 10 am. The NAIOP and SIOR Annual Market Forecast is one of the 
industry’s leasing market updates. The speakers included Doug Poutasse, CRE and Head of Strategy and 
Research at BentallGreenOak who has recently in June been a panelist with Rob Nahigian, SIOR, CRE on 
Capital Markets for the Boston University webinar series. Doug began the program by providing a snapshot of 

the economy and the impact of CV19 and the election on the local real estate market.  
 
A panel of Greater Boston’s leading real estate experts then presented an analysis of the Massachusetts commercial sectors, with a special focus on 
office, life-science, multifamily, industrial and capital markets. The panelists included: Sue Hawkes on multi-family and Managing Director, The 
Collaborative Companies; Dave Martel on the Office market as Executive Managing Director of Newmark Knight Frank; Rachel Marks on the 
Industrial Market, Senior Vice-President of CBRE, Frank Petz on the Capital Markets as Managing Director of Colliers International and Bob 
Richards on the Life Science sector, Executive Vice-Chairman of Cushman & Wakefield. The panelists discussed the impact of COVID-19 on the 
industry and fundamentals behind the 2020 statistics, including emerging trends in specific markets, new growth areas and the general outlook for 
the future of commercial real estate. The event this year also featured a half hour of virtual networking before the program. Thank you to our many 
sponsors including RW Holmes Commercial Real Estate. 

Because of CV19, the Chapter held a virtual cocktail gathering on November 5, 2020. A number of chapter members from Maine, NH, MA and RI 
attended and discussed how CV19 has impacted the commercial real estate industry and transactions. Greg Klemmer, new in-coming Chapter 
President facilitated the event named “SIOR NE Member Cocktails and Happy Hour.” The event was held from 4pm to 5pm. At the time, RI and 
MA were in quarantine and RI was issuing fines for punitive violations. There were discussions about professional athletes that were contracting 
CV19 in the NFL and in professional golf such as Dustin Johnson. The Masters was only a couple of weeks away and there was a question of his 
involvement. There was also discussions about the upcoming Thanksgiving holidays and how people would navigate family gatherings. Rhode 
Island at the time was spiking with new Covid cases. Maine was reported by members as being in pretty good shape but the last two weeks there 
was a spike.  
 
Greg Klemmer, Chapter President, announced that the Chapter Board of Directors had just met prior to the cocktail gathering and he wanted to 
survey the chapter members to collect general feedback on what Chapter members wanted for value from SIOR. He wanted to schedule his 2021 
events that added-value to chapter members. The Board had discussed and planned the 2021 events but he wanted to hear the thoughts from 
Chapter members.  
 
There was also a discussion about continuing the use of Zoom in future months even if a vaccine has been 
created. The members who are an hour or more away from Boston found the use of Zoom as a way to keep 
members involved with chapter events and a way to attend. There was also a discussion of potential 
programs and topics as well as potential speakers that will attract a bigger SIOR member attendance. Some 
of the topics include MA CE credit related topics, highest and best use, Cannabis real estate transactions, 
how to perform due diligence as a broker and evaluation the risk in tenant financial statements.  
 
The event was about an hour and it was nice to see other members.  

With heavy hearts the Chapter learned that long-time member, Mike Monks, SIOR from NH passed away. Mike was 
President of Monks & Co. and specialized in industrial real estate. Earlier in his career, he was a broker with The Norwood 
Group and Karl Norwood. Mike was involved with Chapter SIOR panels in the 1980s with the SIOR End of the Year 
Events that the SIOR Chapter solely held in Boston.  
 
His recent obituary read that Michael Henry Monks, 71, of Nashua, NH, passed away peacefully on Saturday, October 17, 
2020. Born on November 15, 1948 in Brighton, MA, he was the son of the late Michael J. and Theresa (Delvin) Monks. 
 
Michael was a resident of Nashua for 16 years. He earned an undergraduate degree from Northeastern University and a 
MBA from NYU. After building a career in commercial real estate that spanned over 40 years and included establishing his 
own firm, he retired and continued his passion for international travel, exploring nearly 70 countries. He enjoyed spending 
time with his family and serving on the Board at the PLUS Company in Nashua. 
 
He is survived by his son, two daughters, and three grandchildren. Mike Monks was a fellow member of the Society of 
Office and Industrial Realtors (SIOR) and joined as a designee as Society of Industrial Realtors (SIR). He is a commercial 
real estate industry veteran whose ethics and high standards helped elevate the practice in New Hampshire and New 
England. Tom Farrelly, SIOR stated that there were many funny stories and fond memories of working on transactions 
with Mike. He was a fierce but fair competitor. As a solo practitioner Mike accomplished more than many much larger 
firms did. Mike is highly respected and will be missed! Mike was a long standing member and strong promoter of all that SIOR stands for. He will 
be missed. We all need to meet to raise a glass to our Friend Mike Monks very soon! 

LONG TIME SIOR CHAPTER MEMBER, MIKE MONKS, PASSES AWAY 

SIOR NE CHAPTER HOLDS VIRTUAL NAIOP/SIOR ANNUAL FORECAST  ZOOM: Nov. 12, 2020 

SIOR CHAPTER HOLDS VIRUTAL NOVEMBER COCKTAIL GATHERING ZOOM: Nov. 5, 2020 



Karl Norwood, SIOR is celebrating 40 years as an SIOR member since joining in 1981 and is a SIOR Emeritus. 
Karl’s dedication and hard work is an inspiration to the Chapter. He served as Chapter President in the mid-1980s. 
Karl is the founder and President of The Norwood Group in Bedford, NH. He founded the company in 1968 with his 
wife, Louise. Headquartered in Bedford, New Hampshire, the company provides specialized brokerage and 
development services throughout New Hampshire. The firm also provides outsourcing of real estate services to major 
corporations in North America. Karl’s remarkable life story starts as a milkman in NH that led to being a residential 
broker. From residential he and Louise started The Norwood Group that then added other divisions.  
 
Karl is also a CCIM and was Chapter President in the 1980s. He also earned his Counselor of Real Estate 
designation. The Norwood Group at one time was one of the largest real estate firms in New England with hundreds 
of brokers working in the residential division, commercial division and a Boston international division. Karl opened 
a MA commercial office in 1982 and moved the firm from brokerage into commercial and industrial development.  
Karl closed one of the largest brokerage deals in the 1980s in Greenland, NH. He developed corporate offices in 
Westboro, MA and flex buildings in Chelmsford, Billerica and Woburn, MA as well as other locations in NH. The 
firm joined the NAI family in the 2000s in which he serves as Principal of The Norwood Group.  
 

Karl Norwood's real estate experience is multi-faceted, from multi-family to office and industrial properties. His 
relationships with international clients have led to consulting assignments and joint ventures. The firm has developed, managed and/or owned over 
$100 million dollars of residential, commercial and industrial properties. In the last several years the firm has developed over 200,000 square feet of 
self-storage space. 
 
In 2008 Karl returned to residential real estate, opening up "The Norwood Group" office in Amherst, NH. His clients include, BBA Group, BTR 
Sealing Systems Group, Elliot Hospital, FCI USA, Inc., Home Depot, J. Jill Group, Marriott Courtyard, Signature Flight Support.  

Congratulations again to Karl. 

CONGRATULATION TO KARL NORWOOD, SIOR and SIOR EMERITUS 

 

The New England Chapter held a Zoom program was held on Thursday, December 17, 2020 and the topic was What 
you need to know as a professional dealing with cannabis. Approximately 35 participants attended including the SIOR 
National President Mark Duclos. Other SIOR members from update New York and non-SIOR members  
were welcomed. The event ran from 3:30pm to 4:30 pm and then a virtual cocktail discussion followed.  
 
The seminar was presented by John Connors of Vantage Builders and Camilo Basto of ABG Commercial Realty and 
allowed members to ask questions. As leading authorities on the emerging cannabis industry in MA, Vantage Builders 
and Camilo brought insight and answered questions about how to navigate this new entry into commercial real estate. 
The presentation spoke about the difficulties of obtaining a license and the time required, anywhere from 6 to 24 
months. John spoke as a contractor that he can feel a little nervous about being paid or paid on time as this field is still. 
Depositing rent checks in a FDIC bank or obtaining funds for tenant improvements is a challenge as cannabis is still 

federally illegal. Obtaining insurance is a challenge as well. The discussions brought some solutions as Century Bank, the new Bank of New 
England and Salem Five have been willing to lend in this environment with some caveats. Because of the short supply of lenders, the fees and 
interest rates can be at a premium.  
 
Both Greg Klemmer and Rob Nahigian spoke about their experiences having completed cannabis transactions. Greg completed a lease on the North 
Shore and Rob spoke about his negotiations with NETA on 100,000 square feet in Franklin, MA. Camilo voiced his opinion that he’d like the Feds 
to stay out of the industry as it can drive up competition if it’s regulated and eliminate small owners. Camilo said power and cost are the two major 
factors that decide site and geographical locations. There were discussions about the fact that states want to attract the cannabis industry as it 
generates a great deal of sales and income tax revenues. Camilo also stated that it adds to job employment, wage taxes, trucking services, etc.  
 
On the tenant improvements, Camilo said that almost always the tenant will conduct and pay for its own TI. The leases tend to be long-term and 
may include options to purchase. He also said that medicinal and recreational plants were basically the same type of plants but just had different 
branding tags. Because of the long-lead time to obtain permits and licensing, his experience is that these cannabis tenants will pay rent while they 
try to obtain licensing.  
 
At the end of the program Greg Klemmer announced that he is planning a January 20, 2021 program with Dwyer Brown architects on the new 
parking to office concept that will be touchless using iphones. He may also plan another cannabis zoom program as a part two to today’s program. 
The event then ended at 4:30 pm.  
 
A chapter holiday reception was held immediately after the event as a Post Seminar Holiday Cocktails starting as soon as the seminar ended.  There 
were approximately 12 SIOR members and guests that attended. The casual discussions included more about the cannabis program, how brokers are 
working from home, touring protocols and then some tenants are not wearing masks unless asked. There were discussions about CV19 and some of 
the members had family or themselves that had contracted CV19 and how they survived. There were discussions about how members felt about 
taking the new CV19 vaccine and the majority were in favor of taking it while a couple of members questioned its safety and wanted to observe its 
effectiveness. There was also a discussion about going back to the office. Many of the members had heard that some firms would not go back to the 
office until the summer and some not until next September, 2021. There was a belief that there would be at least 25% less workers in offices and 
that many firms may not want as much office space or may move to the suburbs. Some felt that there could be a split location decision of having 
two operations; suburbs and cities.  

SIOR NE CHAPTER ZOOM PROGRAM: CANNABIS & COMMERCIAL REAL ESTATE & VIRTUAL HOLIDAY COCKTAILS 



The New England SIOR Chapter held a Panel Discussion on October 29, 2020 from 11am to 
12pm with three construction/landlord panelists to discuss how to avoid the horrors of deals 
gone bad due to costs not meeting estimate expectations. Greg Klemmer, Chapter President, 
was the Moderator with three panelists. From the landlord perspective was Kevin McCall of 
Paradigm Properties. The contractor was represented by Kevin Quinn and Chuck Reilly of 
Dacon Corp. specializing on design/build and the Project Manager role was Bob Liptrot of 
Boston Industrial Consulting as an industrial planner. The Zoom event description 
challenged the commercial broker with, Does a broker tell his client to spend money up front 
detailing needs before negotiating a “deal” or do you get close to a deal then spend money 
figuring out true costs? This is a timeworn problem for brokers consulting with their clients. 

We’ve all heard about the horror stories of deals gone bad because costs came in higher than estimated.  
 
The three panelists were to provide three different perspectives on the proper way to navigate complicated improvements: whether a 
renovation or ground up construction. They shared their views on this important topic as many of the SIORS see a wave of cGMP, clean tech, 
high tech conversions and construction. The event objective was to educate the attendees on how not to waste time, not lose a deal and/or 
your reputation.  
 
Greg acted as Moderator and stated that no one knows how to budget accurately for tenant improvements (TI). Deals are being lost because of 
undervaluing TI and that the TI is then being limited by the landlord. Dacon then started the program. 
 
Dacon 
What are the biggest variable costs for renovations that derail deals? The largest TI issues are 
manufacturing, labs that are MEP systems, HVAC, plumbing, mechanical, electrical fire protection and 
plumbing (MEP). The cost estimates could be inadequate. For office investments, it is not so much a 
problem because it’s already there. Clients often don’t do due diligence and often buy before HVAC and 
due diligence because there’s a rush to buy. The consultant could have compressed expenses if they had 
seen these issues in a building in advance.  

 
Paradigm 
Kevin McCall stated that with a vacant office building, what can a broker identify that is not a cookie cutter deal and what 
value can a broker bring? There are no text book answers and experience is real important for any situation. Every deal is 
different and drives the problem. For office tenant improvements, start with the office broker. Plan for TI inventory that you 
can match to your space. Shell space is good open space but what is not good is that the tenant has to spend more time to 
figure out layout and they aren’t prepared.  
If it’s a build-to-suit, you still start with the end-user’s program. But if it’s bigger, then it’s more complicated to get to a base 

building and timing and then you need much more detailed process.  
 
Boston Industrial Consulting 
Bob started by asking what level of planning is appropriate before you look for space? He indicated that 
some tenants are prepared but most aren’t prepared on layout and details. You need some level of 
planning to reach a budget. Bob did a square footage tabulation and created a block plan to see if it fits 
the building at a high level then define if the budget is real or not. Tenants often do not have an 
appropriate budget. He suggested that you want to keep it at a block level and you need a good 
understanding of spatial needs right down to the department level. This process was executed at the due 
diligence level. Consulting was executed at the beginning of the due diligence.  
 
Greg then asked if a buyer of a building wants budget pricing within 90% what do you do? How do you get to 90% accuracy? What cost do 
you need to get that information? 
 
Dacon said that it took past work experience and they did a floor plan test fit. Dacon studied and made revisions with the budget prior to a 
closing. There are two aspects to create a budget. 1) Is creating a tenant program on requirements and equipment matrix; 2) Surprises are due 
to existing building conditions. Surprises are other building issues after you figured out the space plan.  
Kevin McCall said that it is real important to have a team that can ask the right questions because the tenant doesn’t know what they should 
know. 
 
Greg asked the following scenario, you have a tenant with its own team, how does a landlord deal with tenant’s team when the landlord has its 
own team? 
 
Kevin answered first and said it depends. He prefers that office tenants use his team. Some domestic office tenants aren’t sophisticated while 
the global tenant is. The landlord knows its own building, can be more efficient and save time with his own architect. He likes to select an 
architect that can be efficient and do something special especially in a competitive process with other buildings such as adding a nicer lobby 
or appearance and be hyper responsive to tenant needs. If the project is a build-to-suit then he wants Dacon involved so Dacon can ask those 
questions to get to a good level of pricing.  
 

SIOR CHAPTER HOLDS OCTOBER PANEL DISCUSSION ON TENANT IMPROVEMENTS, ZOOM: Oct. 29, 2020 



Bob Liptrot asked what should a broker look for in a building? He works with supply chain, warehouse and distribution. He looks at the 
quality of slab for forklifts, sprinkler systems for ESFR versus older systems that influences in rack sprinkler or heights of racking. There are 
other issues to consider like LED lighting, tiled flooring, etc. Base bay spacing is important. A new building has 50x50 column spacing while 
an older building has 30x40’ bays. It’s difficult to create an efficient layout. The quantity of docks are important. The old rule was 10,000 sf 
for 1 dock and now we question if we have adequate docks and overhead doors.  
 
For manufacturing we could live with conventional sprinklers since there were no high racking systems. But now we need ventilation, heavy 
slabs for equipment, power and air circulation. Is the core boring on slab different from the floor plans versus actual? A slab might be 4” in 
reality but the plans show 6”. HVAC, mechanical, electrical and power are all significant.  
 
Greg asked, Is there a vapor barrier under the floor? Should he place that question on the list? 
 
Kevin said that it can be a problem with vapor barrier. Any plans aren’t always what was built.  
 
Kevin Quinn from Dacon said that you have to spend money for due diligence. He had a slab that was 4” 
and it was designated on paper as 6”. The contractor short-sheeted the slab and now it’s a structural 
problem.  
 
Greg asked the panel, How often are plans inaccurate? 
 
Kevin Quinn said not often but it does happen and then it becomes an OMG moment and effects the 
entire chain. The age of the building can affect TI and not just inaccurate plans. The life expectancy is 
short and needs to be replaced.  
 
Greg asked about build-to-suits and gave a scenario. A 100,000 square foot shell and you know the costs so what’s the biggest variable cost?  
 
Kevin Quinn answered that the shell is the same but the site costs are a huge variable. You need geo-technical due diligence. You could find 
ledge, bad soils, a site that is not flat, etc. The site condition is one of the biggest variable costs. Till, ledge and high water table can kill a deal 
and can double or triple the budget. Your site could be a tree dump. You need a soil evaluation. When do you spend this due diligence 
money? Kevin said that you spend it right up front and it’s worth it. 
 
Greg then asked the panelists, Do you do pricing on your own or do you bring in a specialist? 
 
Bob stated that the most difficult part is getting out of your lane and know what you don’t know or do. You need to advise a specialist, to 
support your budget estimate and bring credibility to a budget.   
 
Kevin Quinn said that the number #1 value that we all have is “time” and we don’t want to waste time with clients that don’t want to spend 
money for specialists and due diligence. He will walk away from a client or project when he knows that the client does not want to spend 
money on furthering the due diligence. He said that he is in a different lane than Bob but that they try to complement each other in the field.  
 
Greg asked the panel, Is there an estimated dollar that panelists would budget for due diligence? 
 
Kevin Quinn said to expect $20-30,000 for due diligence for a build-to-suit or TI test fit. Bob said that he doesn’t want to put a dollar amount 
on due diligence because the size of the project will affect the price since TI budget are different. But a client has to know that they will have 
to spend money upfront to save money at the end. The due diligence is not a waste of money. He’s advocating up front work and it’s not a 
throw-away of money. He said that brokers should test the client’s reality to execute money to contract for due diligence.  
 
The Final Phase of the Program 
Greg asked the panelists to give their final thoughts on build-to-suit preparation. Kevin McCall stated:  
1. You need experience to ask the right questions 
2. The program is the key element and many programs are only two to three pages in length but it is not adequate. Tenants who give two or 
three pages don’t know what they are doing. You need a program summary that is 50-70 pages long so you can have it priced right so the 
landlord can quote a realistic rent. Or it’s a problem if its only two or three pages and you find out later with details that the cost is 2 or 3 
times more. Make sure you have a detailed program and priced well by the landlord. 
 
SIOR members then asked questions and Chip Detwiller advised the attendees that when you go into a building, admit you are a broker, that 
you don’t know the answers and don’t try to fool anyone.  Kevin McCall said that the process is complicated and a good broker value-add is 
to bring the right people to the table. John Connolly stated that it’s important to take into account whether the labor is union or non-union. It is 
a significant cost difference and a broker should know. Also the towns react differently to the same TI. Three towns might have different 
zoning, politics and risk assessment. Permitting is different and code regulations are different for 351 towns in MA. Bob finished the program 
by stating that codes and regulations have changed. Because you have something in a building now doesn’t mean that you will get this item in 
the future. Things change with regulations or someone installs something that isn’t regulation compliant and it will need to be changed. 

SIOR CHAPTER HOLDS OCTOBER PANEL DISCUSSION ON TENANT IMPROVEMENTS ZOOM: Oct. 29, 2020, Cont’d 



SIOR HOLDS ITS NATIONAL DESIGNATION COURSES ON ZOOM  FOR  NOVEMBER AND PLANS 2021 

GREG KLEMMER SURVEYS CHAPTER MEMBERS IN NOVEMBER AND DECEMBER  

The SIOR Broker Bootcamp Series is the industry’s best training program to learn the fundamentals of commercial real estate and 

enhance professional skills from the seasoned practitioners.  

 

This year’s course offerings were the electives and core courses needed to fulfill the education requirements 

for SIOR designation. 

All SIOR Applicants must complete the education requirement as part of the overall admissions requirement. 

The class offered at the SIOR Course Core Components of Commercial Brokerage fulfill this requirement. 

SIOR courses provide the industry's best training programs to learn the fundamentals of commercial real 

estate brokerage from seasoned practitioners. The November courses were well attended. David Linehan a 

New England Chapter SIOR Candidate was in attendance for the November courses.  

 
The topics and instructors included: 

• Construction with Don Ossey 
• Understanding the Commercial Lease Agreement with Bob Percival and Jim Hochman  
• Negotiating Skills with Rob Nahigian and;  
• Building a Commercial Real Estate Business with Paul Kluck  

 
The 2021 courses will commence the last week of February, 2021. SIOR will deliver its courses on Zoom that was successful in 
2020. In-class courses are tentatively planned in June and September in Charlotte and Dallas.  

Greg Klemmer started his new role as Chapter President reaching out to Chapter members to gather 
information on the type of programs and events that members wanted to experience that added-value 
to membership. He sent out a broad-based email in November stating that he wanted to increase the 
relevance of the Chapter and that relevancy started with having an engaged membership.  He stated 
that if he didn’t hear from members then he would make the effort to contact members.  
 
Greg asked, “All we want to hear is why do you keep your SIOR designation?  “Why be an SIOR and 
how can we, the Chapter, make the experience better for you?  What would you like to see that we 
aren’t doing?  What are we doing right?  Wrong?  Any feedback will help.  And, again, this is all 

about making your Chapter experience better.  We got some good feedback during our Zoom cocktail and we’d like to hear from the rest of 
the members.”   
 
While you ponder this, Greg said, last month we had a Zoom panel discussing how to manage the cost of complicated TI deals. The chapter 
had a great Zoom cocktail party.  Coming in a couple weeks is another Zoom on the intricacies of the Pot Growing business and how it is 
affecting commercial RE.  That will be followed in early January by a panel of architects and what is happening in a post-Covid world.  He 
wanted to use the feedback to assist in planning 2021.  

ROB NAHIGIAN, SIOR SPEAKS AT A NUMBER OF FALL EVENTS GIVES UPDATE ON LOGISTICS AND SUPPLY 
CHAIN TO THE SEATTLE COMMECIAL BROKERS ASSOCIATION AND SPEAKS TO RHODE ISLAND ASSOCIA-
TION OF REALTORS, BAC and MA NAIOP ZOOM: FALL 2020 

Rob Nahigian, FRICS, SIOR, CRE, MCR and New England Chapter Member, was asked to instruct and serve as a 
guest speaker at a number of events this fall. During September, Rob served as a speaker for the Rhode 
Association of Realtors on commercial leasing and lease clauses. He delivered four course for RI and MA CE real 
estate credit. SIOR NE Chapter members attended these RI events. On Sept. 21-22, Rob taught the SIOR 
Designation Zoom Course on Negotiating Skills that serves as elective credit for the SIOR designation. On 
November 3 and 5, November 18, November 20 and December 4 MA NAIOP Chapter engaged Rob to teach 4 
courses for its MA NAIOP Real Estate Certificate. Topics included Highest and Best Use, Due Diligence, 
Evaluating Risk in a Tenant’s Financial Statement and other topics. The MA NAIOP chapter teamed up with the 
WA NAIOP Chapter for two of these events. On November 9 and 10, Rob taught SIOR National Designation 
Course elective credit on Negotiating Skills. David Linehan, the SIOR NE Chapter Scholarship recipient was in 
attendance as a student.. On November 13, the Seattle Commercial Brokers Association invited Rob to serve on its 
all day Zoom panel. His topic was Chaos and Calamity with Logistics/Supply Chain Industrial Real Estate. Rob 
gave an update on the health of logistics supply chain nationally, on the west coast and then Seattle for 2020 and 
the impact of CV19 and E-Commercial. On December 1, Rob was a guest adjunct professor at the Boston Architectural College for Professor 
Dana Rowan. The Zoom class was on entrepreneurship and developing a small real estate firm, the challenges and successes. 
 



The New England Chapter of SIOR held its annual golf outing jointly with its RW Holmes Scholarship event. This year’s golf outing was 
held at Brae Burn Country Club in Newton, MA on Wednesday, October 7, 2020. The event started at 12:30 pm to be followed up with a 
cocktail reception, golf awards and the announcement of the RW Holmes Scholarship recipient The Scholarship goes 
to an upcoming commercial broker in the New England Chapter area that can be applied to an SIOR Designation 
course or convention.   
 
The golf event was a nice day for fall golfing. Approximately 28 people signed up for the golf outing including the 
SIOR National President Mark Duclos who traveled up from Connecticut to attend this event. Greg Klemmer the in-
coming chapter president welcomed everyone at lunch prior to teeing off. He thanked the sponsors Dacon and 
Vantage Builders for their support. The golf format and awards were explained to the attendees and box lunches 
were served as members teed off. The golf event completed at 5pm and a cocktail reception with awards ceremony 
was then held in the clubhouse at Brae Burn.  
 
At the clubhouse, approximately 26 people attended the ceremonies and scholarship portion of the day. Greg then welcomed everyone and 
first thanked Mike Giuttari as immediate past president for his hard efforts in his role as Chapter President over the last two years. This was 
the first event for Greg as the new Chapter President. Mike was giving a gift as a token of appreciation on behalf of the chapter. Greg then 
thanked Bob Cleary for arranging this event at his country club and Mark Duclos for attending as SIOR National President. Greg then 
announced that the Chapter had a full calendar coming up over the next few months. He remarked that the SIOR Global Conference was 
anticipated to be outstanding with elite speakers. The fall conference was to held in Boston this year on October 21-23, 2020 but now will be 
virtual. He spoke about the virtues of being an SIOR and said if you attend these SIOR conferences, you will never not want to join SIOR.  
 
He then announced that due to CV19, this was the first time that the golf outing and RW Holmes Scholarship event was merged. Typically 
the golf outing occurs in the Spring or mid-Summer and the RW Holmes event is a September or October event. The chapter breakfast series 
will start again as well. The first NE Chapter event will be a topic on tenant improvement costs and how deals are lost. There will be a panel 
of speakers from Paradigm, Dacon and Boston Industrial Consulting. Then the chapter may hold events with architects, or the Bank of New 
England with another bank on financing. The NAIOP/SIOR End of the Year Forecast will be held virtual in November as well. Greg then 

turned the program over to Bob Cleary to announce the golf winners.  
 
Bob Cleary welcomed everyone and then announced the winners. He thanked Greg for taking over as Chapter 
President. He asked everyone to volunteer to be on the Chapter Board of Directors and encouraged others to 
volunteer and help with other chapter events. He stated that the golf course was still tough even with CV19 protocols 
and the freedom of time with a wide open course. He thanked the scholarship nominees who were in attendance. The 
golf course is a par 72 and he said that there was a tight knit of scores. The winners were the first and second place 
teams on a net basis and then an award for closet to the pin. He first announced the runner-up with 11 under par at 
61. The team that was runner-up included Greg Klemmer and Mark Duclos. The first place score was a score of 12 

under at 60. There were 5 teams with the same score and so the winners would be sharing the awards. The low net winners included Mike 
Dalton and Dan Driscoll. Closest to the pin was Chuck Reilly of Dacon. The pin was the 6th hole at 144 yards. Several people were within 15 
feet but Chuck was within 5 feet and then putted for a birdie. The longest drive was Bob Cleary on the 18th hole in which he drove the ball 
within 100 yards of the flag. After the winners were announced, Bob then turned the program to Mark Duclos. 
 
Mark stated that being SIOR National President is a hectic job but he meets a lot of people. Because of CV19, his one year term has now 
become a two year term. He’s met more people than any other SIOR past president due to Zoom.  He said that our industry is all about 
relationship development and business development and SIOR is about developing relationship. In the past, it was physical meetings and now 
within 7 months, due to CV, it’s about connecting virtual and that’s the pivot of SIOR. SIOR is about connecting. The SIOR Fall conference 
was supposed to be in Boston this month and the last time Boston held the conference was during another bad time with Sept. 11th. Bob 
Cleary and Rob Nahigian were co-chairing the Boston event then and SIOR wasn’t sure who would show up for the October convention. But 
SIORs came through with a populated convention. The good news now is the Spring 2021 conference is in Indian Wells, CA. SIOR needs to 
offer the convention virtually and SIOR has the experience to now do that, both in person and virtually. Some members may not want to 
attend due to CV concerns or cannot physically attend. So SIOR will offer the convention in both formats. Virtual 
will be the basis of future options and they can now offer the convention to the European SIORs who cannot 
attend in person.  
 
Mark believed that the October 2020 convention was an absolute event to attend. Attendees will be able to 
experience round tables, general session speakers and he felt that it’s better online then in person even with the 
IAMC events.   Mark stated that people look to gain new knowledge, opportunities and relationships.  He has 
gained these factors meeting more people on Zoom than in person. He then thanked the scholarship past winner 
and current nominees that understood that SIOR was a way to extend your overall network. He expressed to 
current members that the convention was a way for us to extend our networks as well. He felt that the New 
England brokers see the world as Connecticut and Massachusetts but that it isn’t the world in reality. It is in fact global and SIOR will open 
up that world to its designees. The upcoming October conference will include speakers such as the former CEO of Ford Motor Co. Alan 
Mulally; Condoleeza Rice; and former actor and Emmy Recipient, Leslie Odom, Jr. SIOR has the 3 best speakers in the history of SIOR and 
the cost to attend is inexpensive.  
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There is a great deal of technological advancement and the content is good as well as the speakers. He asked members not to limit themselves 
to Chapter events and only local events but to give yourself an opportunity to dial in.  
 
Greg Klemmer then chimed in with his own personal story when he had his own company, SIOR was his network. Now he’s at Colliers and 
is still an SIOR. He said we need to respect the SIOR pin. He uses SIOR next to his name in correspondence and he gets responses on 
requests regardless of personal gain.  
 
Then the announcement about the R.W. Holmes Scholarship, named after Garry Holmes, SIOR father, Bob Holmes, who was a long time 
SIR (at the time) and New England Chapter President. Bob passed away on December 10, 1995. The scholarship goes to an upcoming 
commercial broker in the Boston area. The scholarship can be applied to an SIOR designation course or national convention. Bob founded 
R.W. Holmes Commercial Real Estate in 1976 as a one-man company after leaving the Nordblom Co. of which Rodger Nordblom was an 
SIOR. He was seen as an industry pioneer when he established one of the first Massachusetts suburban brokerage firms. His market insight 
and entrepreneurial spirit proved a success as RW Holmes has been at the cornerstone of some of the most monumental real estate deals in 
Greater Boston. Since his passing, his son, Garry Holmes, SIOR has led the firm and now Garry’s daughter, Elizabeth Holmes has joined the 
company and was the co-recipient last year of this scholarship with Dan Driscoll of Colliers International. She has taken her SIOR courses 
and is on her way towards earning the designation.  Bob Holmes was a past SIOR chapter president and sat on the SIR National Board of 
Directors.  
 
The scholarship is available by application only to an SIOR candidate that best exemplifies a commitment to the SIOR organization and has a 
consistent record of stellar professionalism as an office/industrial broker in the Greater Boston market. The broker must be active in 
commercial real estate brokerage for a minimum of three years. The selection is primarily based on merit including the following factors: 

• Performance in the industry and/or continuing education activities and performance 
• Commitment to a commercial real estate career 
• Communication skills 
• Professional/community service activities 
• History of employment 
• Two letters of recommendation (personal and/or professional references) plus a letter of recommendation from an active SIOR 

Chapter member. 
Greg announced that there were three candidates for this year’s scholarship. Greg stated that he has been an SIOR since 1996 and the cost is 
nothing compared to the economic benefits and personal relationships. He then announced the runner-ups being Shayne O’Neil of Cushman 
& Wakefield and Sean Hannigan of Colliers International. The recipient this year was Dave Linehan of Atlantic Commercial Real Estate.  
 
Dave thanked everyone for being named the recipient and that it was an honor. He will be attending the November SIOR designation course 
in a month. Dave has worked at Atlantic Commercial Real Estate, Foxboro, MA since 2016 and represents clients in lease and sale 
transactions. Prior he was a staff accountant at Walter & Shuffain P.C. in Boston preparing tax returns from September 2013 to September 
2015. In between he worked as a Lead Financial Advisor at New England Food Truck Strategies & Subsidiaries in Norwood, MA reviewing 
financial decisions and accuracy of financial statements. He earned his degree in Business Administration from the University of Maine and a 
MBA from Bryant University. He has served in commercial real estate for 4 years and mentors individuals looking to get into commercial 
real estate. He is a top performer at his firm and has grown the firm’s presence and market share. He does volunteer work for Your Options 
Medical and HEDUP.  He plans to attend SIOR conferences and strive his craft as a commercial broker. 
 
Greg congratulated Dave and said that Dave wants to bring value to SIOR. Greg wants to keep attracting young people into SIOR. He then 
thanked everyone for attending for the evening. We want to thank Bob Cleary, SIOR as a member of Brae Burn and for arranging this event. 
We would like to thank our sponsors, Vantage Builders, Inc. and Dacon for this event.  



2020 / 2021 Calendar 

December 17th Zoom - POT- WHAT YOU NEED TO KNOW as a Real Estate 
Professional 

 

January 20th Zoom – Dyer Brown Architects discuss the increased importance of a 
seamless digital, virtual, and physical space/presence for companies and how this 
will impact real estate facilities, brokers, architects and designers. 

 

February 18th - Board Meeting 

 

February 24th Zoom - Bankers to discuss the financing environment in the post-
Election and improving post-Covid world.   

 

March 24th Zoom - US Navy Seals discuss what Leadership is all about.    

April - SIOR National Spring Conference - dates and locations to be announced 

May 19th - Zoom Education Session - Topic and Presenters to be announced 

May 20th - Board Meeting 

June 16th - Zoom Education Session - Topic and Presenters to be announced 
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