











eras with digital recorders, and sat-
ellites feeding music and news to
lobbies are all computerized.

“We can learn everything there
is to know about a tenant at the
push of a button,” Swill asserts.

“When I started, we were writ-
ing budgets in pencil on a long
spreadsheet by hand,” adds Don
Cook, Cushman and Wakefield’s
managing director of client servic-
es, who has been with the firm for
22 years. “Today, we use extremely
sophisticated financial software,
and there’s unbelievable reporting
and tracking we can accomplish.”
Many firms also rely on digital sys-
tems to monitor and operate a facil-
ity remotely via the Internet, iden-
tifying and responding to an issue
almost instantaneously.

While technology has certainly
eased the burden associated with
some of the property manager’s
daily tasks, some managers point
out that, in some ways, these ad-
vancements have forced the indus-
try to become even more demand-
ing.

“It's all about instant gratifica-
tion today. Everyone is used to
having information at their finger-
tips, and that raises expectations.
Yet, somebody still has to turn on
a dime,” notes Violette. “It’s a busi-
ness full of constant demands from
clients.”

It seems the only thing that has
been emphasized as much as ad-
vancing technology and enhanc-
ing security in most industries is
finding new ways to protect and
preserve the environment - and the
property management industry is
no different.

Going Green

“What's old is new again - keep-
ing energy costs down has always
been a focus, but now there’s re-
newed focus because everybody
wants to ‘go green,”” Cook says.
“This is causing a lot of companies
and owners to look again at what
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When it comes to commercial real
estate, Whitesell breeds excellence.

Since 1957, Whitesell has successfully met the
diverse and complex needs of companies that
require technologically advanced industrial and
office and retail space.

From custom design and construction through
leasing and building management, Whitesell's
team of in-house professionals works directly with
clients to ensure uniformity of purpose, efficient
execution and exacting attention to detail.

Client satisfaction has been our #1 goal for 50
years. Quality endures.
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140 Campbell Avenue, Clifton, NJ

8,000 sf building on 12,566 sf lot. 800 sf office area, 14' clear ceiling,
1DI,12'x 12, 30" x 30" bay, gas heat, wet sprinkler system, M-2
industrial zoning. $1.09M sale.

12 River Road. Chatham. NJ

46,675 sf on 2.55 acres. 3 interior loading doors with levelators. Corner of
Watchung Avenue and River Road. Possible redevelopment site. $5M sale.

264 Union Boulevard, Totowa, NJ
6,000 sf professional / medical office. Includes covered garage with 12

parking spaces. B-2 commercial zoning. 1/2 mile from Route 46 and I-80.
$1.125M sale or $18 psf gross.

891 Newark Avenue. Elizabeth. NJ

5,000 - 2,000,000 sf (divisibility varies) industrial space with 26" - 40’ clear
ceilings, cranes, TB, DI and rail loading. Off Exit 13A of the NJ Turnpike.

93 Albert Street, Newark, NJ

"—l“' 8,000, 17,000 and 25,000 sf units. 5 TB docks, 4 DI doors, 24’ clear. Port and
gom 5 Newark Airport area.

Exclusive Broker
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In Any Direction Sheldon Gross Realty, Inc
can steer you to the property that is right
for your company’s growth and success.
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& OUTE 46-OFFICE SPACE
“airfield - Highway Visibility

ffice suites available from 2,600 sg. ft. to
kees) 000 sq. ft., will divide and finish to suit.
siness Park Setting — Ample parking.
cellent location at highway interchange.

WAREHOUSE/MANUFACTURING
Fairfield - Business Park Setting

41,158 Sq. Ft. — For Lease

Tailgate loading, 21’ ceiling, ample parking
Route 46 visibility at highway interchange.

For more information on these and other properties please contact us

SHELDON GROSS REALTY, INC.

80 Main Street, West Orange, NJ 07052
Tel. #973-325-6200 - Fax. #973-325-9090
E-mail: sgross@sheldongrossrealty.com
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they can do.”

The U.S. Green Building Coun-
cil was formed to help managers
do just that. Facilities in the Gar-
den State can apply for certification
with the council by making more
energy-efficient changes at their fa-
cilities, such as coating roofs with
aluminum to save heat, installing
new light bulbs designed to reduce
consumption and installing new
computerized HVAC, lighting and
even sprinkler systems.

“You don’t have to become a
fully ‘green’ building to be able to
take advantage of some of the great
things they’ve come up with,” as-
serts Michael Schoefel, partner at
Eastman Management. Livings-
ton-based Eastman provides land
development, acquisition, build-
to-suit, leasing, asset management
and property management services
atits 1.5 million square feet of prop-
erty. Some firms, such as Mack-Ca-
li, have implemented energy-mon-
itoring programs that will send a
notification via e-mail if there is a
deviation in expected energy us-
age.

One of the integral ways prop-
erty management firms often seek
to reduce energy costs is by re-
commissioning a facility. The pro-
cess requires managers to go into a
facility and look at it as if it were
a brand new building, not only to
make sure the existing systems are
operating properly, but to see what
can be improved or upgraded to
more energy-efficient standards.

“We go back into a building
with a clean, fresh eye,” Cook ex-
plains. “It's amazing what you can
find!”

Conclusion

As the Garden State’s commer-
cial property managers balance
their relationships with building
owners and tenants, while still
addressing a seemingly endless
amount of day-to-day tasks and re-
sponsibilities, they are still pushing



to make the industry more profes-
sional. Mendillo says one key to
the future of property management
is the formal training of property
managers. According to Schild,
more and more organizations are
offering trade education through
standardized courses taught by in-
dustry experts.

“Something that would really
benefit all property managers is en-
hancing education on management
and leadership skills,” says Schoe-
fel. With all of the technical knowl-
edge and the ever-changing need
for energy regulation, it becomes
increasingly important for proper-
ty managers to work with and for

Colliers Houston is the property manager for 317 Hoes Lane, Piscataway.

their teams of building owners and
tenants to provide for profitable,
successful commercial operations.

“Most property managers tend
to have strengths either on the fi-
nancial or mechanical side - a mas-
ter of spreadsheets or on heating
and cooling systems,” Violette ex-
plains. “You need a good support
staff of people who know their lim-
its, know their strengths, and can
balance each other out.”

“A property manager is like a
quarterback. Where coaches are on
the sidelines,” Schoefel concludes,
“property managers are there in the
thick of the play with their team,
working on it together.” §

Eighteen Columbia Turnpike, Florham Park, owned by Kushner Companies and managed by Kushner Properties.
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