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BEST OF BOMA AWARDS: A NEW PROCESS TO THE HONORED TRADITION
Written by: Tracy Schindeldecker, Harvard Maintenance & Katie Bongard, Transwestern

Mary Kay Ash, a business woman and founder of Mary Kay Cosmetics famously said, “Everybody wants to be appreciated, 
so if you appreciate someone, don’t keep it a secret.” With those words in mind, we challenge YOU! Who do you believe 
deserves to take home a coveted Best of BOMA award?

This year, the nomination process received a fresh new update; your nomination will be accepted without completing the 
profi le. Simplifying the process! Only limited details are needed for you to nominate a fellow BOMA member (Name, Title, 
Company, Contact Information). After the close of the nomination period, each nominee will be notifi ed anonymously of 
their nomination. It will be the nominee’s responsibility to write their own profi le outlining their achievements, attributes 
and contributions to our industry. We feel as through nobody can tell your story better than you. So, while the peer 
nomination and recognition hold strong, it’s the nominee that will present their career highlights to the judging panel. 

Eligibility Requirements:
1. Award candidates must be nominated by another BOMA member. Self-nomination entries will not be excepted. 
2. All nominees for Management Professional of the Year, Engineering Professional of the Year and Emerging Leader of 
the Year must be dues-paying BOMA members. You may confi rm membership by logging into the BOMA website and 
clicking on the “Directories” tab. 
3. All nominees for Service Provider of the Year must be employees of a dues paying Associate or Professional company 
AND have made signifi cant individual contributions to BOMA Greater Minneapolis. Contributions are defi ned as:
     a. Committee Membership - preferred
     b. Sponsorship
     c. Volunteering
     d. Monthly meeting attendance
     e. Trade show participation
4. All candidates must have at least fi ve years of experience in commercial real estate, with the exception of the Emerging 
Leader of the Year award. 
     a. Emerging Leader of the Year nominees must have LESS than 5 years’ experience in the industry. 
5. Winner will not be eligible to resubmit for a minimum of three years following their recognition. 
6. All nominees must complete and submit all nomination materials as indicated on the nomination forms.

Start thinking about who you would like to see recognized at our Best of BOMA Gala on February 21, 2019! g

The Best of BOMA Awards honor the people in our industry who exemplify the highest 
levels of professionalism. During our annual Best of BOMA Gala, we dine, celebrate 
and applaud building and individual excellence within Minneapolis’ commercial real 
estate community. However, before we get to that cold, February night, we need 
your help! On Tuesday, November 6th, nominations will open for candidates you 
believe possess the distinguishing qualities that make up the following categories: 
Engineering Professional of the Year, Senior Engineering Professional of the Year, 
Property Management Professional of the Year, Senior Property Management 
Professional of the Year, Emerging Leader of the Year, and Service Partner of the year. 
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THOR COMPANIES - THE REGIONAL 
ACCELERATION CENTER

Written by: Erin Hayden, THOR Companies

Project Summary: 
The Regional Acceleration Center is a four-story, $36 million 
office retail center located at the intersection of Plymouth 
and Penn Ave in North Minneapolis; less than three minutes 
away from downtown Minneapolis, with easy access to 
major transportation corridors and the urban mass transit 
system - including a new bus rapid transit line called the 
C-Line linking Target Field Transit Station to and through 
North Minneapolis ending at Brooklyn Park Transit Station. 

THOR Companies, in a public-private partnership made the 
largest private sector-led investment in North Minneapolis 
in over 25 years. The intent behind the construction of this 
building was to build an asset that benefits a community 
that has experienced a long history of marginalization, 
trauma, and disinvestment. THOR, as Minnesota’s largest 
minority-owned business, decided to make a transformative 
statement, written in concrete, glass and steel. A statement 
about the ability of private-sector-led commercial 
development as a tool for driving sustainable economic 
and community revitalization on the city’s much-neglected 
Northside.  To date, the project will catalyze an additional 
$100 million of new development at the intersection. The 
Regional Acceleration Center is aptly named due to the 
economic engine in hopes to serve as, by creating sustainable 
solutions for the community around it, by generating over 
300 FTE’s, and attracting much needed retail tenants to open 
or relocate their businesses to this building. The building is 
home to six black CEOs who are dedicated to uplifting the 
Northside and the Twin Cities region. THOR hopes that this 
will be a model for others to follow in emerging communities 
throughout the country and globe. 

Nature of the deal: 
Multi-National lenders couldn’t get their spreadsheets 
around the idea that this was a conventional mixed-use 
office/retail development in an up-and-coming area of the 
city- so they tended to view the project as a higher risk 
venture and consequently, reduced the market Loan-to-
Cost Ratios of 65-75% down to 50-60%, this increasing the 
cost of capital and putting the entire project at jeopardy. 
THOR Companies tapped into a more willing local/regional 
banking system to find a lender who understood the risk 
profile. The Senior Lender is Old National Bank formerly 
Anchor Bank who provided senior construction financing 
and a bridge loan. Local Initiatives Support Corporation 
“LISC” provided mezzanine financing and New Market Tax 
Credits through their New Markets Support Company and 
US Bank Community Development Corporation provided 
New Market Tax Credits as well. In order to remove on-going 
operation risk for our senior lenders and New Market Tax 
Credit partners THOR entered into a master lease agreement 
with Target Corporation for the 4th floor. As a major building 
partner - Target’s involvement allowed the underwriting 

of the project to move forward at pure market rate terms. 
In turn, Target subleased space to THOR Companies at 
market rates and partnered with Metropolitan Economic 
Development Association (MEDA) on a subsidized lease 
and Tenant Improvement Allowances over and above project 
funding. Target is also retaining 3,000 square feet of space 
for its own occupancy. Hennepin County helped bolster the 
project’s success by agreeing to a pair of condominium-
type purchase agreements: one conveying ownership of the 
entire fifth floor to the county, and another for a 440-stall 
block of structured parking slots and accommodate their 
area needs and the expansion of North Point Health and 
Wellness. 

What it contains: 
• 76,000 square feet of rentable space
• 8,400 square foot outdoor deck on the third floor, 

landscape, available to all tenants
• 1,100 square foot Richard A. Copeland Art and Training 

Facility, glass-encased, also available for community-
centered events and gatherings, located on the third 
floor

Tenants/Space Occupiers:
• THOR Companies, new corporate headquarters - 17,000 

square feet on the third floor
• Target Corporation - 3,100 square feet of shared space, 

collaboration and innovation center space
• MEDA, relocated headquarters - 13,500 square feet
• Hennepin County - 36,500 square feet of owned space 

on the fourth floor, to be occupied by North Point Health 
and Wellness, Hennepin County Health & Human 
Services, and the country Corrections Department. 

• Build Wealth MN - 3,800 square feet of ground-level 
retail space (financial services)

• M E & I, a fitness center (new concept, first location) - 
3,500 square feet first-floor space

• Sammies’s Avenue Eatery, a sandwich and coffee cafe - 
1,000 square feet of first-floor space

Project Facts:
• 17,500 square feet of concrete poured in the process of 

constructing the building
• The building is fueling a major growth in the size of the 

North Minneapolis workforce. The building will house 
about 300 employees among its various employers 
when it opens; additional employment growth is seen in 
the expansion of the North Point Health and Wellness 
Center set to take place over the next one to two years. g

CLICK HERE FOR MORE INFORMATION 
ABOUT HOW YOU CAN ADVERTISE 
YOUR COMPANY IN THIS PUBLICATION!
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ARE YOU CURIOUS ABOUT THE BOARD OF 
DIRECTORS’ STRATEGIC PLAN?
Written by: Tara Steinkraus, Duke Realty

Once a year, the BOMA Board of Directors gets together for 
an afternoon of planning and to discuss initiatives to focus 
on for the coming year. Since the planning session held on 
July 12, we’ve already accomplished quite a lot; the key focus 
being on workforce development. We’ve all experienced the 
shortage of people coming into commercial real estate and 
that’s why the Board has prioritized this goal. Here are some 
of the accomplishments we’ve already achieved:

In the past, BOMA staff  has attended college job fairs in 
partnership with some of our member companies, but has 
never had a BOMA booth specifi cally highlighting BOMA 
and commercial property management. BOMA has invested 
in a tradeshow booth to be used at college job fairs and has 
already attended the University of Wisconsin-Stout’s fall 
career conference held on September 26. In preparation for 
the job fair, marketing materials were designed and handed 
out to students to direct them to the BOMA website for more 
information and internship opportunities. 

     

BOMA has also invested in a promotional video to show 
college students who may be considering a career in 
commercial real estate. The idea is to partner with schools 
such as the University of Wisconsin-Stout, University of 
St. Thomas, and St. Cloud State University and get into 
classrooms and job fairs and start talking to students. The 
goal of the video is to introduce students to commercial 
property management and build awareness and excitement 
about this career path.  

The BOMA Young Professionals (BYP) program is thriving. 
The introductory meeting and kick-off  happy hour was 
held on September 6 for the 2019 class of incoming young 
professionals. They will attend courses once per month to 
learn about diff erent aspects of property management and 
network. 

The Emerging Leaders Council was established four years 
ago with the intent of helping BYP graduates transition into 
regular BOMA membership. The council’s goals include 
planning at least four networking events with at least two of 
them having a focus on community involvement. 

The Board feels a sense of urgency with the workforce 
development initiatives and now has tactics in place to 
continue working hard to make sure there’s a new generation 
of property managers in the future. It’s an ongoing and long-
term goal that we need your help with. You can help by 
attending job fairs at your alma mater with the BOMA staff , 
sharing opportunities where we can attend and present, and 
especially where we could get in at the high school level. 
Please reach out to us if you have ideas or suggestions. 

The Board also senses the urgency for workforce 
development among building engineers. Dunwoody College 
of Technology unveiled their new Facilities Operations & 
Management two year program this Fall. BOMA was used 
as a consultant in the creation of this program and we 
are excited to promote it to our members and high school 
students thinking about entering the technical workforce. 
Upon graduation, graduates will have gained an expertise in 
building systems and operations, stakeholder relationships 
and communications, preventative and predictive 
maintenance, and project management.  If you would like 
more information on this program, please click here. 

In addition to the workforce development initiatives, there 
are a few other items of note-worthy importance:
• Engaging in a variety of ways with newly elected offi  cials 

about the importance of commercial real estate
• Completion and ultimate approval of our by-law reviewal
• Continued expansion of partnerships with other 

commercial real estate organizations

The BOMA Board of Directors works hard each year to come 
up with a plan that keeps our organization on the forefront 
of the commercial real estate industry. g

Industry Insights Sponsor...
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EMERGING LEADERS PACK KITS FOR KIDS
Written by: Paige Morton, Cushman & Wakefi eld

Our Emerging Leaders events are hosted by our Emerging Leaders Council, but all members are invited to attend! g

On Tuesday, July 11, the BOMA Emerging Leaders Council 
hosted their third volunteer event, titled “Kits for Kids”, 
hosted at Colonial Warehouse in Minneapolis. Attendees 
assembled numerous bags full of goodies, including 
backpacks, toothbrushes, toothpaste, fl oss, combs, 
sunscreen, hair ties, barrettes, insect repellent, socks, 
children’s books, and fruit snacks, which were then 
donated to children entering Kindergarten in the fall. All 
items were donated by our generous event sponsors, 
Aspen Waste Systems and Cutting Edge Property 
Maintenance as well as many generous BOMA members. 

This event was also the kickoff  for this year’s Mentorship 
program, where a mentor and mentee are paired together 
to create a mutually benefi cial partnership and to grow 
each other’s network. Our Kits for Kids event had a great 
turnout for a great cause. Thank you to everyone who 
donated and participated!

NOVEMBER ENGINEERS & GENERAL MEETINGS - ARE YOU REGISTERED?
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E-COMMERCE & DISTRIBUTION WAREHOUSES 
AND LARGE INDUSTRIAL PROPERTIES HELP 
TO POWER THE TWIN CITIES WITH COMMUNITY 

SOLAR
Written by: Stephen Oman, Commercial & Industrial Solar 

Developer, IPS Solar

Imagine a time lapse flyover of the Twin Cities Metro area 
during the last 3 years. In addition to all the new construction, it 
would showcase an ever-increasing number of rooftop solar 
installations. You would see solar installations on shopping 
centers, such as Ridgedale Mall, big box retailers, such as 
Target or Kohl’s, and on more and more large manufacturing, 
industrial warehouses or Public Works buildings. 

Many of these recent solar investments are driven by 
increasingly attractive economics, but also sustainability 
goals and supply chain mandates. Industrial manufacturers, 
for example, have large rooftops that can help significantly 
reduce operational expenses and also meet green initiatives 
pushed down the supply chain from procurement managers 
or consumers. 

Despite the ever-growing number of large industrial, 
e-commerce and distribution warehouses built in the last 
five years, many of them inside the Twin Cities urban core, 
very few currently have a rooftop solar installation. 

So why hasn’t rooftop solar caught on with large e-commerce 
and distribution warehouses and large industrial properties, 
especially those located within that “last mile”?

Many property owners have looked at solar in the past, mostly 
from a cash purchase perspective. Solar didn’t make sense 
for them at the time, and among the most cited reasons: 

• I don’t know anyone who has done it, and I don’t want 
to be the first

• My roof is older, and the cost of a new roof is substantial
• The payback and rate of return didn’t meet our threshold 

to move forward
• My tenants aren’t interested in solar, even those with 

significant electricity bills
• Installing rooftop solar could inhibit a future sale of the 

property or my ability to attract new tenants
• What if I do solar today and then something better 

comes along down the road?
• Many of these concerns revolve around the life cycle of 

solar. Solar has a proven 25-year life cycle, and rooftop 
solar should be viewed as part of the long-term strategic 
overview for the property. While 25 years might seem 
like an awfully long time, those of use with college age 
kids appreciate how quickly 25 years can pass. 

Today is Different: Not only has solar decreased in cost by 
90+% over the past 10 years but new alternatives exist. If you 
could create a model for rooftop solar on large properties 

that didn’t require a case purchase, could that be a winning 
strategy to increase the penetration of rooftop solar on large 
industrial properties? 

For some owners, hosting a rooftop community solar garden 
is a viable path forward. You are helping to power the Twin 
Cities with community solar, and instead of making a capital 
purchase, you are monetizing your roof with a substantial 
and guaranteed income stream. The larger the garden, the 
larger the payment. 

There are also several intangible benefits:

• More and more cities are adopting greenhouse Gas 
Emission reduction and Carbon neutrality initiatives. The 
solar energy produced annually by one community solar 
garden can offset over 2.5 million pounds of CO2. Plus, 
you are directly helping Cities meet their sustainability 
objectives.

• More and more companies are being “scored” by their 
Customers on their sustainability initiatives. 

• By hosting a community solar garden, you are making 
solar energy subscriptions available to commercial 
businesses and public entities that want to subscribe to 
community. Perhaps even your tenants!

Qualifiers, you ask? A new and mostly uncluttered roof, 
50,000 square feet and larger, with a 25-year warranty. For 
properties that need a new roof anyway, you can offset a 
portion of the capital costs to replace the roof. 

Want to be in the forefront of helping to power the Twin Cities 
with Community Solar? Hosting a community solar garden 
puts you there. 

Added to the mix of cheap pricing and attractive financing 
options, solar’s federal tax credit is set to decrease over 
several years starting in 2020, so now is the perfect time to 
evaluate your solar energy. g
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MEMBER SPOTLIGHT: JOSH EDWARDS, HINES
Written by: Derek Rahm, Zeller Realty Group

 

Derek Rahm: What is your current position and employer/
building? 
Josh Edwards: Building Engineer with Hines at the Wells 
Fargo Center.  
 
DR: How long have you been a building Engineer? 
JE: 9.5 years. 

DR: How did you become a building engineer? 
JE: After leading Dunwoody, I got a job as a service 
technician with Hamlin Mechanical and quickly found I 
did not like that work environment. My friend Sean, also a 
Hines Building Engineer, told me about an opening with 
Hines and encouraged me to apply.  
 
DR: Where else have you worked prior to your current 
position with Hines? 
JE: I was a mechanical drafter and aluminum welder 
through high school and college. Then there was my short 
life as a service tech.  
 
DR: What has surprised you the most about being a 
building engineer? 
JE: I’m always surprised by the range of challenges that 
being a building engineer provides. One day you’re 
unclogging a sink or changing light bulbs and the next, you 
can be writing a new program for the automation system. 
And just when you think you’ve seen everything the 
building has to show you, something new will come up and 
offer a new challenge to troubleshoot and fix.  
 
DR: What is the weirdest/toughest problem you have had 
to deal with as a building engineer? 
JE: The weirdest problem I’ve come across was a blind 
snake that crawled through the plumbing and out of an 
executive’s personal toilet. I still have no idea how it got 
to the upper floors of a high-rise building. The toughest 
problem would be troubleshooting an electrical fault that 
took out the main fuse for a building I worked at before 
coming to the Wells Fargo Center. Half of the building was 
without power and we couldn’t restore it until I was able 
to find and isolate the cause. Which happened to be a bad 

ballast in a warehouse.  
 
DR: Tell us about your favorite part of being the President of 
the BOMA Engineers Association.  
JE: I really enjoy getting to meet and network with all 
our service providers and presenters at the Engineering 
meetings. 

DR: List some benefits of being a BOMA Engineers 
Association member.  
JE: Networking with service providers and other engineers 
is the biggest benefit I believe. The ability to draw 
knowledge and perspective from others has been a big help 
when I get stuck on problems. The monthly seminars are 
also a great way to expand your knowledge base. And let’s 
not forget the social events with free beer!  
 
DR: What advice would you give a new Building Engineer? 
JE: Join BOMA! Start networking and learning from others in 
our industry.  
 
DR: What would you tell someone considering becoming a 
Building Engineer? 
JE: Being a Building Engineer is great. The work is always 
changing and if you’re willing to look for them, the 
opportunities are never ending. You get to work with your 
hands and your mind. Also, most of the time you don’t have 
to work outside.  
 
DR: Do you sit on any other BOMA committees? 
JE: I also sit on the Service Providers Council.  
 
DR: Tell us about what you like to do with your free time.  
JE: I like working on cars, I’m currently restoring my 
grandfather’s Jeep whenever I can afford the parts. I’m also 
an avid video gamer and board gamer. g

Josh Edwards is the 
current BOMA Engineers 
Association President for 
2018 and Building Engineer 
at the Wells Fargo Center 
in downtown Minneapolis 
with Hines. I’ve known Josh 
through BOMA for quite 
some time and I was excited 
to sit down and learn more 
about him to share with you. 
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RUN/HIDE/FIGHT
Written by: Michael Sheehan, Hennepin County Sherrif’s Office

Active shooting incidents are causing alarm for people all across the nation. High-profile, tragic events like the shootings 
at Stoneman-Douglas High School in Parkland, Florida or the Mandalay Bay Hotel in Las Vegas have not only shocked the 
nation’s conscience, they have also served to raise awareness in the general population of a need to be prepared for such an 
event. 

We have seen several incidents in the Twin Cities area over the years, proving false the concept that “things like that don’t 
happen here.” Shocking incidents like the tragic shooting at Accent Signage in Minneapolis in 2012, the New Hope City 
Council shooting in 2015, and the false reports of a shooter at Orono High School this year serve to remind the public that 
active-shooters are a real threat that can happen anywhere. 

Active-shooter incidents on military installations in Fort Hood, Texas, Chattanooga, Tennessee, and the Washington Navy Yard 
have resulted in active-shooter plans, annual training and preparations across the entire Department of Defense enterprise, 
so it stands to reason that security and safety professionals in the civilian and private sectors are also taking steps to prepare 
for active-shooter incidents. 

Business locations are not immune to incidents of active-shooters. in fact, a study by the FBI identified 160 active-shooter 
incidents between the years 2000 and 2013 showed nearly half - 73 - occurred in a commercial environment. In the same 
study, the FBI determined that more than 60 percent of the active-shooter incidents ended before police arrived on the scene, 
demonstrating the necessity of having a plan of what to do during an active-shooter emergency before one actually occurs. 

Have a plan. 

Law enforcement and emergency services have adapted their tactics and best practices based on previous active-shooter 
incidents across the country over the years. Prior to the 1999 Columbine High School shooting, law enforcement would 
generally set up a secure perimeter before attempting to engage a shooter, and emergency medical services would enter the 
building once law enforcement had secured affected spaces. 

Now, the primary tactic of law enforcement calls upon any available armed personnel to engage and stop an active shooter as 
quickly as possible, and EMS personnel proceed into the active area with law enforcement personnel in order to treat victims 
as quickly as possible. This tactic was on display during the June 28, 2018 shooting at the Capital Gazette newspaper in 
Annapolis, Maryland - police responded to the emergency in about 60 seconds, and immediately engaged and disarmed the 
shooter, likely preventing further injuries or loss of life. 

It stands to reason that the sooner first responders are able to react, the more likely they will be to affect a positive outcome 
during an emergency. Working with emergency management officials, law enforcement personnel, and community partners 
offers business owners an opportunity to develop their own safety plans in order to better prepare their staff, stakeholders and 
tenants for an active-shooter incident, and bridge the gap between crisis and public safety response time. 

Run, Hide, or Fight. 

“Run, hide, fight” is a personal safety mantra everyone should know, much like “stop, drop, and roll”. 

Every active-shooter incident is different, and every individual potentially affected by an active-shooter incident is different, 
consequently, the decision to “run, hide, or fight” is highly personal and there is no right or wrong answer. If possible, practice 
all three scenarios so that the best course of action in any given situation may present itself. 

Run.
• If there is an accessible escape path, attempt to evacuate the premises - visualize an entire escape route 
• Leave behind personal belongings 
• Help others if possible but go, whether others choose to follow you or not 
• Keep hands visible, fingers spread apart, and follow all instructions from law enforcement personnel 

Hide. 
• If evacuation is not possible, find a place to hide where the active shooter is less likely to find you - use a “shelter area” if 

possible, something with cinder block walls
• Lock the door or barricade with heavy furniture, cover windows 
• Turn off lights; silence cell phones, including vibrate mode 
• Lie on the floor, remain silent
Do not answer phones, open the door, or communicate with any one until given an “all clear” from appropriate law enforcement 
or safety personnel. Identifying the “appropriate” personnel in advance should be part of your planning, so people who choose 
to hide will understand when a situation has been cleared. (Continued on next page)

Page 7



Fight.
• As a last resort, and only when your life is in imminent 

danger, attempt to disrupt and/or incapacitate the 
active shooter - consider attempting to disrupt and/or 
incapacitate the active shooter 

• Use aggressive force 
• Use objects in the environment (scissors, fi re 

extinguishers, chairs, etc.)
• Act as a group to overwhelm the shooter
• Commit to the action

Again, every situation is diff erent. The decision on which 
option to take is yours. But it is important to think about 
these things in advance, and practice if possible.

Resources:
There are many resources available for individuals, business 
owners and organizations to help facilitate planning and 
conversation about surviving an active-shooter incident. 

The video “Run. Hide. Fight.” was produced by the Houston 
Police Department in cooperation with the FBI, and off ers 
realistic scenarios and advice for surviving an active-shooter. 

The Federal Emergency Management Administration off ers 
an online course that goes into depth over a wide range of 
scenarios and information from a potential victim’s point of 
view. 

The Hennepin County Sheriff ’s Offi  ce Shield program 
off ers business owners a unique public-private partnership, 
including training and information sharing throughout 
network partners. 

The most important thing you can do, is to do something. 
Have a plan, have a conversation, and start thinking of ways 
to be prepared in case the unthinkable should happen in your 
home, your school, your church or your place of business. g

MEMBER SPOTLIGHTS: NEW BOARD MEMBERS
Written by: Ben Yarbrough, Colliers International

Ben Yarbrough: How did you get your start in the business?
Brenda Grams: I got a job as an administrative assistant at 
Cushman &  Wakefi eld right out of college. 
Liz Morrissey: I started in commercial real estate as a 
Tenant Relations Coordinator at International Plaza in 
2006. 
Deb Kolar: My mom worked for a residential developer and I 
needed a summer job in high school. I started in real estate 
when I was 16. 

BY: What is your current position?
BG: Property Manager at The Excelsior Group, managing 
West End Offi  ce Park. 
LM: I am currently a General Manager at Marquette Plaza. 
DK: General Manager of the IDS Center. 

BY: How long and in what capacity have you been involved 
with BOMA?
BG: I have been involved with BOMA for over 15 years. I 
have served on the TOBY (now Awards & Recognition) 
Committee and have acted as a local, regional, and 
international judge. I am currently serving on the Education 
Committee. 
LM: I have been a BOMA member for about 10 years. I have 
been a member of the Awards & Recognition Committee 
since 2015. 
DK: I have been a member of BOMA for quite some time, 
I don’t like to say the number of years, it makes me feel 
old! I have been involved in many ways. I was on the 
Board previously for 3 years, I participated and co-chaired 
the Special Events Committee, I was on the Education 
Committee for a short stint. I have participated and Chaired  
the Best of BOMA Committee for each of the fi ve years 
of the event. I have participated in the Lease a Member 
program. I think BOMA is one of the greatest resources for 
information and real estate contacts in our market. 

BY: Do you have specifi c priorities for your time on the 
Board?
BG: We are experiencing a severe shortage of upcoming 
building engineers. I’d like to work with the Board to recruit 
young people into this rewarding career. 
DK: I would like to see if we can bridge the gap and keep 

Brenda Grams
The Excelsior Group

Liz Morrissey
CBRE

Deb Kolar
Accesso Services, LLC

 (Continued on next page.)
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the interest of the seasoned professionals and the new-
comers in the industry. 

BY: What’s your life like outside of BOMA and work? Family 
and/or fun?
BG: I stay busy shuttling my 9 year old son to soccer 
and basketball games. I love it! I also enjoy camping and 
traveling with family and friends. 
LM: Outside of BOMA and work, I enjoy spending time with 
my husband Chris and our dog Bauer. We are expecting our 
fi rst child in December of 2018 and we are very excited. I 
also enjoy golfi ng and cooking. 
DK: I live in Andover and like most Minnesotans, I have 
fi gured out how to have fun in every season. I have a ski 
boat and two snowmobiles. The most relaxed anyone will 
ever see me is when I am on the water. I like to golf, garden 
and sit and read on my new deck! 

BY: Any recommendations for somebody newer to the 
business?
BG: Get involved and network, network, network!
LM: Get involved, network and get exposure to diff erent 
experiences. There is so much to learn in this industry and 
although you can’t be an expert in everything, utilizing the 
resources you have and the network you create can help 
you problem solve along the way. 
DK: Come to the meetings and sit with someone you don’t 
know. We can all learn a lot from each other. Our daily lives 
are so similar, it’s a great opportunity to bond with those 
that understand what you do for a living. 

BY: If you could travel anywhere tomorrow on vacation, 
where would you go? Have you been anywhere you 
wouldn’t want to go back (example: Wisconsin)?
BG: I would love to travel to Utah to visit the National Parks, 
that’s on the schedule for next summer, and New York City 
to see a play on Broadway! 
LM: I would love to travel to Ireland, Italy, Australia and New 
Zealand someday. I would also like to travel back to Isla 
Mujeres, Mexico. 
DK: My happy place is Hawaii - I think everyone should 
go at least once. It’s a long fl ight, but it is so worth it. My 
bucket list vacation is Australia. I will get there one day. g

HOW TO READ CONSTRUCTION DOCUMENTS: 
A SERIES

Written by: Cris Johnson, NELSON
In our previous article for BOMA Greater Minneapolis, we 
provided a brief overview of construction documents and 
their purpose during the design process. In this article, we’ll 
dive deeper into the space and pricing plans. 

Space plans are typically the fi rst drawings you will review 
during the design process. They are preliminary in nature 
and show the proposed layout of the space. They consider 
the program requirements the tenant or client may have 
suggested, how it relates to the space layout, and provide a 
general sense of what the fi nished product could be. 

A pricing plan is created after the space plan has been 
approved and includes the scope of work. It summarizes 
the design intent and identifi es specifi c items and 
construction guidelines for architectural, lighting, and 
electrical improvements. It also includes the proposed 
fi nishes within the space. Pricing plans off er the opportunity 
for further tenant buy-in and provide a common document 
for the bidding contractors to use in gathering preliminary 
construction cost estimates. Although pricing plans can be 
skipped in the interest of time, asking a contractor to price 
improvements off  a space plan leaves the scope of work 
open to interpretation and likely won’t take into account the 
client’s specifi c expectations. 

A variety of plans will be used during the construction that 
will help clients and tenants make informed decisions about 
their space and how they would like it to look and function. 
Understanding each plan and its purpose in the process 
can provide clarity for the designer, tenant, landlord and 
contractor. g
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PROJECT SPOTLIGHT: AT&T TOWER
Written by: Jami Klausen, Ryan Companies US, Inc. 

In late 2017, Phase 1 of the AT&T Tower lobby remodel was 
approved by building ownership, ASB Real Estate. The 
renovation would include the removal of the six, three-
story, art-deco glass columns dominating the lobby and the 
existing terrazzo flooring. More seating for approximately 
50 people in informal meeting areas was added at ground 
level as well as on two raised platforms and cabana seating 
was added to the skyway. Also added was a fireplace and 
new white terrazzo was installed, bringing a clean, modern 
look to the building. 

Peace Coffee signed on early in the design process as a 
coffee shop partner and a space was designed and built for 
them. 

Construction began in mid-April, with a strict completion 
date of September 3, 2018 so the lobby would open by 
the Tuesday after Labor Day. In May, building ownership 
approved the addition of Phase II; construction a 120 person 
conference center in an underutilized area of the back 
lobby. Along with approval, came the requirement that the 
conference center needed to be completed at the same time 
as Phase I. The conference center offers A/V technology 
and has a demountable partition allowing the room to be 
separated into two rooms, giving the tenants of AT&T Tower 
flexibility. 

Along with this remodel, a bike room was constructed off the 
building’s loading dock and had its grand opening on World 
Car Free Day. 

NELSON was tasked with working within the existing bones 
of the building and Crawford Merz remained cognizant of 
the shared atrium area between AT&T Tower and Oracle 
Center, owned and managed by two different entities. 

The 610,000 sf property was built in 1991 as Phase III of the 
International Centre complex and is located at Marquette 
Avenue and 9th Street. The building features 20,000 sf 
floor plates and has a shared 400 stall underground parking 
ramp. 

About Ryan Companies US, Inc.:
Ryan Companies US, Inc., a nationally recognized developer, 
design-builder and real estate manager, as specialized in 
fully integrated solutions for more than 80 years. Ryan builds 
lasting relationships with a project delivery model based on 
full-service customized solutions and total collaboration. 

About Ownership: 
ASB Real Estate Investments (ASB), a division of ASB 
Capital Management,LLC, is a leading U.S. real estate 
investment management firm with more than $7.4 billion (as 
of September 30, 2018) in gross assets under management 
from over 340 institutional clients. Headquartered in the 
Washington D.C. area, ASB invests in major urban markets 
across the United States, concentrating in office, multi-
family,retail and industrial properties. g
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Upcoming Meetings & Events Calendar

November 1, 2018 BYP Class - Leasing & Marketing 

November 7, 2018 Engineers Meeting - ADA Top 10

November 15, 2018 General Meeting - The Success of Harm 
Reduction Initiatives in Downtown Minneapolis

November 28, 2018 Medical Building Meeting - 2019 Market 
Outlook

December 5, 2018 Engineers Meeting

December 6, 2018 BYP Class

December 13, 2018 Holiday Party

Save the Date...
February 21, 2019 Best of BOMA Gala

February 27, 2019 Resource Fair 

Thank you to the Communications Committee for 
their eff orts in putting this newsletter together! 

Chair - Kristin Longhenry, Wildamere Capital Management

Board Champion - Deb Kolar, Accesso Services LLC

Cindy Auld, Xcel Energy

Lynette Dumalag, JLL

Kelly Jameson, St. Cloud State University

Tom Klaers, Clean Response

Derek Rahm, Zeller Realty Group

Samantha Shimak, CBRE

Tara Steinkraus, Duke Realty

Ben Yarbrough, Colliers International

Staff  Liaison - Mackenzie LaSota, BOMA Greater 
Minneapolis
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