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Beloved members,

I am humbled and honored 
to write to you as the 2019 
Chair of the greatest CoreNet 
Chapter in the world.  What 
we do collectively as a chapter 
is quite remarkable and we 
should all take a moment now 
and again to reflect on the 
experiences, connections and 
opportunities we create and 
enjoy together. 

As a board, we 
want to emphasize 
our commitment 
to sustaining and 
enhancing the value of 
our association in a time 
when the real estate 
profession, and the 
association model itself, is in a state of transition.  Our 
goal this year is to effectuate structural and practical 
changes to increase and vary the opportunities for all 
of our members to engage in professional, personal, 
and socially mindful ways.  In the coming months 
you will see the use of data and technology simplify 
connectivity - yes, you will all have access to the 
first, fully functional NYC Chapter App and may have 
already enjoyed our new website!  Furthermore, to 
piggyback on past missions, the ability to curate 
your CoreNet experience will increase, creating a 
more a direct feedback loop designed to influence 
the Chapter’s future programming, content, and 
engagement models.

On a personal note, CoreNet has become an 

irreplaceable force in my real 
estate education, as well as 
my personal/professional 
branding and network 
formations.  I hope that 
everyone will intentionally 
participate and receive the 
same, broad value that I have; 
but you should each have 
your own membership goals.  
Our vision is that you come 
to CoreNet for what you need 
and tell us how we can help 
optimize your experience. 
A transparent relationship 

between the organization and its members will vastly 
increase the value of the association to you, and the 
value of your contribution back to the association. 

I’ll leave you with this,
“Together - one of the most inspiring words in the 
English language.  Coming together is a beginning.  
Keeping together is progress.  Working together is 
success.” 
- Edward Everett Hale. 

And so, I look forward to working
with as many of you as possible in
the coming months and years.

Your grateful,

 
Jason Aster
Senior Vice President 
KBA Lease Services

LETTER FROM 
CHAIRMAN

 Jason Aster
KBA Lease Services
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evolution of 
sweatworking

We all know the workday  
is no longer 9 am to 5 pm, 
and work is accomplished 

in a variety of environments, 
not just at one’s desk. As the 
lines blur between work time, 

social time and personal 
time, “sweatworking”—

networking while working 
out—has become a popular 

way to meet business 
contacts and foster key 
relationships with them.
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What happens on the run 
stays on the run. There’s a 
level of trust that develops.

INDUSTRY
SPOTLIGHT

BY: 
Rebecca Fielding, Unispace

INTERVIEWEE: 
Caitlin Carlson, Furthermore

We all know the workday 
is no longer 9 am to 
5 pm, and work is 

accomplished in a variety of 
environments, not just at one’s 
desk. As the lines blur between work time, social 
time and personal time, “sweatworking”—networking 
while working out—has become a popular way to meet 
business contacts and foster key relationships with 
them.

To learn more about the value of sweatworking and 
its unwritten rules, we talked with Caitlin Carlson, Sr. 
Deputy Editor at Furthermore. As the digital publication 
and editorial arm of Equinox, Furthermore offers 
lifestyle tips for members and potential members to 
enhance their lives and become their best selves, 

which now includes knowing where, when and how to 
conduct business in a fitness club atmosphere.

Carlson, who has run 10 marathons and is herself 
Furthermore’s target audience, says that for her, fitness 
was always at the forefront of her life. “I was lucky 
to grow up in a family that valued fitness. My mom 
encouraged me to take up running at a young age, and 
I ran my first marathon with her.” This early stimulus led 
to a passion for running that she turned into a career, 
first interning at Runner’s World magazine in London 
and then working in editorial positions at Women’s 
Health, Shape and Men’s Fitness in New York.

Now at Furthermore, which is available online, on social 
media channels (@furthermore), and as a subscriber 
newsletter, Carlson is focused on discovering and 
sharing not just fitness content, but also beauty, 
nutrition, travel, health, and style. “People who are high-
performing in fitness tend to perform at work as well,” she 
said. “Fitness is where people find this community, and it 
bleeds over to the professional space.” 

According to Carlson, sweatworking is not really a new 
thing; it’s just happening more and more. Often, it starts 
with people taking classes together. “You can invite 
someone to a class or meet someone new in a class 
and then go have a coffee or juice together afterward.”

At Equinox, sweatworking has contributed to its own 
real estate expansion. “Equinox started with one club 
on the Upper West Side and now has 98 locations,” 
says Carlson. As the internet exposed new ideas of 
how and where people can work, non-traditional 
places outside of home or office have become more 
popular. This includes Equinox’s own communal 
lounge spaces, touted by its membership advisors 
as great places to sit down and quickly catch up on 

EVOLUTION OF
SWEATWORKING
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emails and get some work done before or after a 
workout. Consequently, these lounges have jumped in 
size from 100-200 square feet on average to over 700 
square feet and will likely continue to grow. “Members 
are asking for it.”

Further underscoring the growing trend, Equinox 
recently partnered with Industrious, the largest 
premium flexible workspace provider in the U.S., 
to offer workspaces co-located with fitness club 
locations. The first will be at Hudson Yards. 

Like Equinox, many fitness centers and boutique 
workout studios consider themselves “much more 
than a gym.” Health and fitness are a way of life; 
as people’s time becomes more and more scarce, 
sweatworking is a way to be productive even as you 
fit in a workout. Essentially, it’s a way to multitask, 
and now there’s no need to sacrifice a workout for 
a business meeting. It’s evolving to working out and 
networking simultaneously. 

“Our style contributor is based in Amsterdam, and 
came to visit,” says Carlson. “Instead of going to 
coffee shop, we did a weightlifting superset and talked 
during rest breaks.”

“The Furthermore team is also taking a yoga class 
together with a woman we recently did a photo shoot 
with. We can do a workout together but also connect 
on a professional level.” She adds, “It’s a really great 
way to connect with existing coworkers, too.”

It’s certainly true that shared physical activity can 
promote relationship building and can help develop 
closer bonds. “What happens on the run stays on the 
run. There’s a level of trust that develops.” 

But what about networking with members of the 
opposite sex, which in the real estate industry, is 
unavoidable? According to Carlson, “It’s okay with the 
opposite sex, too. It’s about doing something scalable 
and picking the right workout for you both.”

Certain classes like strength training with dumbbells, 
which you can choose according to your fitness 
level, or a quick stretch class, can be great options 
for sweatworking. Additionally, there are ways to burn 

calories and get fit without dripping sweat, making 
it easier to grab a juice and head somewhere for 
conversation. In fact, Carlson heeds that “it’s best to 
save the business conversation for after the workout.” 
Sweatworking etiquette still mandates that you not 
disturb others in class.

What about attire? “Apply the same principles as you 
would in any other business interaction. You want 
to show up looking your best.” So stick to workout 
appropriate gear that’s on trend and in good condition, 
rather than that ratty old concert tee you got 10 years ago.

But why bother sweatworking when there are so many 
easier options, like social media or texting? “There’s 
always a value to in-person conversations and face-
to-face communication,” says Carlson, “Seeing facial 
expressions and reading body language is something 
you can’t get digitally. Actual in-person meet-ups will 
never go away.” 

And neither will sweatworking. According to Carlson, 
it’s evolving to incorporate holistic wellness and 
regeneration, and will continue to expand as people 
realize the health benefits. For example, Equinox 
is currently partnered with HigherDOSE, offering 
specialty spa services like infrared sauna and color 
therapy at certain locations. “This is an amazing way 
to connect with a friend or contact, because you’re 
regenerating your body, and at same time, nothing 
task-oriented has to be done, leaving space to 
brainstorm,” says Carlson. 

Also, educational workshops on food and nutrition are 
becoming more popular. The same goes for group runs 
like a recent event in Boston done by Furthermore and 
Asics. “People make really good connections at these 
events,” Carlson attests from her experience attending 
and hosting. “There are relatable people in the crowd.”

So perhaps it’s time to look beyond the coffee shop or 
business lunch and invite that new business colleague 
to do some yoga with you or join you on your morning 
jog. Or ask if they’d like to attend a nutrition class 
with you. Who knows? You might just make a deeper 
connection with them and secure that big deal.
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Do age and experience matter 
in the world of networking?  

 

Do we get better at it through 
the decades or lose our touch?  

 

Do our methods change as the 
seasons pass? 

 

We sought to answer these 
questions by reaching out to  

the four generations  
in the workplace today. 

Networking 
through the 
Generations
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Do age and experience matter 
in the world of networking? 

Do we get better at it through the decades or lose our 
touch? Do our methods change as the seasons pass? 
We sought to answer these questions by reaching out 
to the four generations in the workplace today. Yes, four 
—from Baby Boomers to Gen X, through Millennials, 
down to the newest Gen Z. The expectation was 
that differences would be the norm, but throughout 
the interviews, a few themes emerged as consistent 
throughout all of the generations—being curious, 
giving first without expectations, making networking a 
habit and the importance of in-person encounters in 
the digital era. Surprisingly, we found more alike in the 
generations than different. Even though the themes 
were similar, each one manifested in a slightly different 
way within the contemporaries.

Let’s meet our networkers:

Pat Hedley 
The Path Ahead, Advisor to Knotel, and Author of Meet 
100 People (Boomer)

An investor and advisor to growth 
companies, Hedley also authored 
the book, Meet 100 People, a 
how-to guide to building and 
expanding our networks. She 
spent nearly 30 years with 
General Atlantic, a global growth 
equity firm where she held a 

number of roles including investor, head of global 

marketing and head of human capital. She learned the 
value of networking in her prospecting work looking for 
great investments and her work building out General 
Atlantic’s network of talent and resources. 

Lee Kosmac 
Left Tackle Capital (Boomer)

Kosmac’s (Boomer)  varied career 
began in education as a teacher, 
pivoted into publishing, included 
a venture with her own marketing 
consulting practice, transitioned to 
the world of systems software as a 
senior executive, and then moved 
into the real estate industry as the 

senior managing director and chief of staff to the CEO at 
Newmark Knight Frank. Kosmac continues to build and 
leverage her extensive network in pursuit of her passion 
for promoting diversity, leadership competency, 
effective corporate governance and mentoring as the 
Co-Founder of Left Tackle Capital, a new accelerator 
for diverse fund managers in both private and public 
asset classes.

Jon Schickedanz
The Alliance Labs (Gen X)

A former music director and 
composer running a creative digital 
development and maintenance 
company, Schickedanz moved to 
sales 18 years ago and discovered 
the key to building a book of 
business was about connecting 
with people and creating trust and 

accountability. 

Ludovic Huraux 
Shapr (Millennial)

Huraux  has not always considered 
himself a natural networker but 
realized early on that he needed 
relationships beyond the world of 
finance from his first post-college 
position. He put in the time, asking 
friends for introductions and 
working hard to make connections. 

As the CEO of Shapr, a networking app that helps 
professionals make meaningful connections throughout 
the globe, Huraux has now built his entire career on 
helping others to network. 

CASE
STUDY

BY: 
Wanda Dunaway, Shaw Contract

INTERVIEWEES:
Pat Hedley, The Path Ahead
Lee Kosmac, Left Tackle Capital
Jon Schickedanz, The Alliance Labs
Ludovic Huraux, Shapr
Ashley Rigby, Herman Miller
Brandon Yang, New York University

NETWORKING THROUGH 
THE GENERATIONS
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Ashley Rigby 
Herman Miller (Millennial) 
As a Sales Manager leading the government, 

education, and healthcare teams 
for research-based furniture 
manufacturer Herman Miller, 
Inc., Rigby  is passionate about 
creating spaces that promote 
learning and help cultivate a 
growth-mindset. She also co-
founded Jam Program, which 

helps women develop courage, curiosity, and 
community one networking “Jamboree” at a time. It’s 
a book club, without the books.

Brandon Yang
Student, NYU (Gen Z)
Yang is currently a senior at NYU’s Schack Institute 

of Real Estate. He interned for 
Panasonic’s North American 
headquarters and their corporate 
real estate team last summer 
and will be returning as a full-
time analyst after graduating in 
May. Yang’s professors were 
in the real estate industry in 

various capacities (developers, real estate finance 
professionals, real estate attorneys, etc.) and taught 
him to network in the marketplace.

Be Curious
Curiosity was the number one trait our contributors 
cited as indispensable to growing a social and 

professional web. Authenticity. Having a genuine 
interest in people and really listening to them. 
Schickedanz (Gen X) believes this is a skill that can be 
learned. “Me me me is dull dull dull.  People, for the 
most part, are interested in people who are interested 
in them. Learn to enjoy learning about others and 
work to help them create the lives that matter most to 
them.” If you don’t know where to start, take Kosmac’s 
(Boomer)  

recommendation by asking “who are you?” as an easy 
way to “start the storytelling process and open the 
door to insight.” 

Inquisitiveness also leads to a more diverse network, 
according to our Millennials. “My favorite connections 
are often with professionals that understand a lot 
about a field I know less about. I switched my mindset 
from ‘what can I gain from this conversation’ to ‘what 
will I learn from this conversation,’” espouses Huraux 
(Millenial). It can be easy to meet people who are 
just like us. Power networkers extend their thirst for 
knowledge beyond their inner circles. Rigby  (Millenial)
is a “huge champion for diverse networks” and states 
that she “makes it a point to develop meaningful 
relationships in my family, my neighborhood, inside my 
organization, outside of my organization, and inside 
and outside my industry. Being kind, authentically 
interesting and interested works for any generation. I 
network to create a meaningful, well-connected and 
human-centered life. My network grew, in tandem with 
my curiosity and confidence.”

Our Boomers assert that the best way to show 
interest in people is to give them full attention. Hedley 
says, “I have lots of advice on this topic [regarding 
networking] but probably my most sage advice is to 
listen well. Listening well is an underrated skill. You 
cannot bond and truly understand someone unless 
you get to know them. As they say, it is more important 
to be interested than interesting.”  Kosmac (Boomer) 
encourages the continued development of “deep 
listening skills” to ensure potential connections are 
“respected, acknowledged and heard” which leads to 
the expansion of a meaningful network. Attentiveness 
is not lost on our newest entrants to the workplace. 
Yang  (Gen Z) advises that “being an avid and active 
listener is crucial in any networking situation.”

 
My favorite connections  

are often with professionals that 
understand a lot about a field I know 

less about. I switched my mindset 
from ‘what can I gain from this 

conversation’ to ‘what will I learn from 
this conversation’

Huraux (Millenial)

Me me me is dull dull dull.  People, for 
the most part, are interested in people 

who are interested in them. Learn 
to enjoy learning about others and 

work to help them create the lives that 
matter most to them.

Schickedanz (Gen X)
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Be Generous
Genuine curiosity naturally leads to generosity, 
according to our networkers. Huraux (Millenial) gives 
“without the expectation of receiving anything in return” 
and advises “every time you meet someone new, see 
how you can share knowledge, offer an introduction, 
or help them with a question they are trying to answer. 
I also spend 75% of my networking effort meeting up 
with people that I already know and finding out what 
new projects they are working on and how I can be 
helpful.” It is clear from speaking to our responders 
that the only way to become a great networker is to be 
a benefactor. Rigby  (Millenial) states it well. “I became 
a great networker by staying true to myself and with 
a deep and genuine interest in helping others — my 
customers, my colleagues, and friends succeed.” 

Schickedanz’s (Gen X) approach is to give first. 
“I haven’t found anyone antithetical to someone 
genuinely looking to help someone build their 
business. If I can fundamentally help someone else, 
the benefits are always win/win.” Kosmac (Boomer) 
puts it bluntly — “‘Givers’, those who sincerely offer 
to help, will stand the test of time.  ‘Takers’, those who 
are only looking for self-gain, will be short lived.”

Make it a Habit
In his book, Outliers, Malcolm Gladwell postulates that 
consistency is key to being good at something. Our 
advisors say the same principle applies to becoming 
a great networker. Developing a process and a 
routine ensures that building a network stays front 
and center instead of becoming buried in everyday 
life. As someone whose career is focused on helping 
others to network, Huraux (Millenial) advises others 
to “make networking an everyday habit. Build your 
network slowly and regularly, instead of trying to make 
connections only when you need them to get ahead. I 
now make it a priority to meet at least one new person 
a week, long before I have a specific ask in mind, and 
to spend time learning from that person over coffee.” 
Being proactive and making a conscious effort is 
essential, especially for those who are not naturally 

strong networkers. “It is important to set a regular 
schedule to stay in touch with your current network, 
whether in person, by phone or email. Set a regular 
cadence, whatever is right for you and the relationship. 
A meeting without a follow-up is like planting a seed 
and then not watering it. Networking requires thought, 
effort and attention.” says Hedley (Boomer). 

Digital vs. IRL
For those non-Millennials, IRL is short for In Real Life, 
and it’s no surprise that more recent generations 
tend to lean in to digital tools to initially meet and 
stay in touch with their connections. Platforms like 
LinkedIn help Yang  (Gen Z) stay in the loop with his 
connections and easily connect with them. However, 
everyone also recognizes face-to-face meetings as an 
essential practice that will never go away. “I think more 
people will realize that they need to build authentic 
and meaningful connections offline to feel inspired 
and make a difference in their careers,” says Huraux 
(Millenial). 

His app, Shapr, elegantly combines both digital and 
real life experiences by encouraging users to swipe 
through potential candidates, contact them through 
the app, and then meet for coffee or lunch. 

Hedley (Boomer) speaks of the importance of seeking 
“community and in-person relationships.” Going a 
step further, Rigby  (Millenial) hopes “there will be 
more opportunities to put our phones down and check 
them at the door, along with our coats.” 

Whether capitalizing on connections for career pivots 
like Kosmac (Boomer), building a business out of 
helping others network like Ludovic (Millenial) or 
Hedley (Boomer), or using relationships to score an 
internship like Yang (Gen Z), these social butterflies 
count networking as key to their success. They show 
that the interconnection of people stands the test of 
time. Rigby  (Millenial) summed up the heart of the 
matter with this introspective - “I don’t see networking 
as something I ‘do’.  It’s just who I am. I network to 
create a meaningful, well-connected and human-
centered life.”

‘Givers’, those who sincerely offer 
to help, will stand the test of time.  

‘Takers’, those who are only looking for 
self-gain, will be short lived.

I think more people will realize that they 
need to build authentic and meaningful 
connections offline to feel inspired and 

make a difference in their careers.
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Kosmac (Boomer)

Huraux (Millenial)
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Real estate is 
about life, [it]
covers almost  
all aspects of 
where we live, 

where we work, 
and how we play.

Dean Mencius, a recent graduate of NYU’s Real Estate Program, is on a mission to bridge the gap between East 
and West by helping businesses on opposite sides of the world understand how to navigate each other’s real 
estate complexities. Born in China, Dean studied Political Science at Nanjing University. After graduation, he was 
hired as an analyst at a government-owned conglomerate supervised by the Chinese State Council. Instrumental 
in real estate development, as well as finance, asset management, and sales, Dean quickly rose to become the 
youngest executive in the system. Recognizing an opportunity to act as a liaison between corporations in the U.S. 
and China on real estate matters, Dean decided to move to New York to pursue a graduate degree in corporate 
real estate at NYU. 

“Real estate is about life,” Dean says. He is passionate about the real estate industry since it “covers almost all 
aspects of where we live, where we work, and how we play.” 

The transition to New York has been a challenging and exciting chapter of his life. As Dean says, “Always take 
advantage of the student status; you are allowed to make mistakes with this title.” This statement is particularly 
apropos to Dean’s situation. As someone from a different part of the world, brand-new to New York, Dean has had 
to rely solely on his networking skills and new connections to help him get established. 

STUDENT
INTERVIEW
BY: 
Rebecca Fielding, Unispace

INTERVIEWEE: 
Dean Mencius, New York University
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      How did you get involved in CoreNet?

I know CoreNet has exposure in China and Hong 
Kong, but I did not get involved until coming to the U.S. 
This is my first year joining, just before graduation. [A 
few professors] introduced me to the organization and 
encouraged me to join. Specifically, my NYU Schack 
professors Alan Di Sciullo and Brian Schwagerl 
encourage me to get out there and meet people. 
Schack Institute of Real Estate has connections with 
professional organizations like CoreNet, ULI, RICS, 
NAIOP, CREFC, NRC, MBA of NY, etc. I am involved in 
them to gain industry insights.

       How has being involved with   
                         CoreNet  supported your career  
                          and educational goals?

In New York, my short-term goal is to get my feet in the 
US financial real estate industry. In the long run, I want 
to become an expert in real estate capital markets, 
including the US and China.

CoreNet has been very helpful in terms of helping me 
navigate the market. It is a totally new market to me. 
I came from a society of hierarchies; this is a society 
of networking. In China, everything is run through the 
government, so I was used to people approaching me 
all the time because I worked for the authority. I didn’t 
have to network.

It’s a more transparent system here [for real estate 
development], a totally different animal with new rules. 
Being part of CoreNet helped me identify the nuances 
of this system, and I have met a lot of helpful people.
  
Additionally, I was accepted into the CoreNet 
Mentorship Program where I continue to develop 
Western-style professional relationships with my 
American mentors and colleagues. The program’s 
leaders: Pat Hildebrandt, Lisa W. Speltz, Beth Portnoi 
Shaw, and my mentor John Robbins, offered me 
fresh motivation and stellar references. The CoreNet 
community really cares about my growth and 
adjustment in the U.S. They helped me avoid detours 
and encouraged me to step outside my comfort zone. 
I appreciate all they have done for me.

1

2

What are some challenges you’ve 
faced being in a new place?  
How have you been able to  

establish a professional network? 

Real estate is a business built on relationships. It sets 
the bar high for solid communication skills. For me, 
the first challenge is my language barrier. English is my 
second language. In real estate, English is even more 
specific, like a new language set and glossary. I had 
to pick up the whole language system of real estate 
within two years in school, to synchronize knowledge, 
apply to test the waters, and win businesses. I locked 
myself into the library’s individual study room and 
read ambitiously. I practiced public speaking at 
Toastmasters. I also volunteered so people would get 
to know me better and trust me.  

A second challenge was my mindset. I came from  
a society of hierarchies with a different set of rules and 
norms. The US is more well-structured, transparent, and 
the power is from the bottom, democracy-based. The 
most difficult thing was to change my mindset. In the 
U.S., there is no over-arching entity. Instead, real estate is 
about relationships, ‘looking across’ to each other. 

I had gone from being an executive to a student: from 
my castle to an arena. I had no weapons in my hands, 
nothing to leverage when I began networking. I could 
only think about “what’s their takeaway, how can I add 
value to them?” My former mindset had to change. 
In China, it’s about “how can I convince powerful 
people sitting on the top.” In the U.S., I network with 
as many people as possible in different layers of 
society. It took time for me to navigate the values of 
the Chinese market, which recognizes authority and 
the US market, which honors freedom.

Two years ago, I still had a knowledge gap in terms of 
real estate capital markets. The Chinese market has 
only been capitalized (privatized) for 40 years and is 
structured differently. I needed to study hard in order 
to understand the whole picture of this privatized 
market; to identify the nuances between the two 
systems before networking with professionals in the 
U.S. 
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What does the term “networking” 
mean to you and why is it important 
to you as a student?

Networking is making relationships that make business 
happen. When I was at NYU, I was a new student in 
a new market. So, I had to network with practitioners 
and professionals to navigate the market, and also to 
apply what I’ve learned in school in this field. 

I began networking by asking people for informational 
interviews. After graduation, I will need a job so it is 
good to know people to help. Always, I am thinking 
‘How can I leverage the people I know here to manage 
my business between US and China in the future?’ In 
the future, I want to be NY-based. 

In addition to being active in 
CoreNet, do you find social media 
as an effective tool and why?

Social Media has been very helpful. New Yorkers are 
busy. To some, grabbing a coffee is a luxury. Social 
media is an effective way to connect or strengthen 
relationships without having to consistently meet. 
Professionally, I rely on LinkedIn. Socially, I rely on 
Instagram. In China, LinkedIn has a different version 
and Instagram is banned, as social media is regulated 
there. I adopted the use of social media and find the 
knowledge sharing aspects to be very helpful in this 
transparent country. I was initially amazed that people 
would talk and share experiences and make their 
voices heard through a public platform. It makes the 
market more accessible. I put in a lot of energy into 
learning and am still learning. 
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Do you think the way you network 
will be different in 5 years? 10 years? 
How do you imagine the future  
of networking?

I believe that people will always need face-to-face 
meetings. It is human. Unlike stocks or bonds, real 
estate projects are physical. They are real, and you 
can touch them. People in the real estate field should 
appreciate tangible and sophisticated interpersonal 
interactions to build up the architecture of their 
business vision. I personally prefer one-on-one 
meetings because they allow me to directly integrate 
and honor the high-level sophistication of different 

relationships or cultures. Relationship in Chinese 
language is called “Guanxi.” Building up Guanxi or 
relationships is complex and a time-consuming 
process. 

Networking in 5 or 10 years can be more digital, but 
relationships can always be built on trust. In the future, 
any networking approach that succeeds at building 
trust scores. Regarding my own networking picture, 
over the next 5 years, I will learn how to manage 
and navigate more swiftly and effectively; then in 10 
years I wish to turn what I’ve learned toward helping 
maximize their potential.
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THE   NEXT WAVE

Rockefeller Group is one of the most trusted names in real estate 
– a leading developer, owner and investor, known for pioneering 
large-scale urban mixed-use development. For nearly nine decades 
the company has been trusted for its financial strength and stability, 
and today remains committed to the selective development of
innovative, high-quality properties that create long-term economic 
and civic value. Experience More at RockefellerGroup.com
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Gus Field has thirty plus years in the real estate 
community, and most recently joined Tishman 
Speyer to support its clients and increase its 
visibility and reach in New York City as Senior 
Managing Director. We spoke with Field to learn 
how he approaches “networking” and, in the 
process, learned his approach to life and work.

1. Tell us a bit about  
your background

I came out of college in 1984 completely unsure about 
a career path. I spent 3 years at a communications 
company where I met my wife-to-be, and then started 
working at Cushman & Wakefield in February of 1988. 
31 years later, here we are. I began a new chapter last 
May when I joined Tishman Speyer.

2. How did you learn  
to network?

By virtue of Darwinism - survival of the fittest. At 
Cushman & Wakefield I was given a list of buildings to 
physically canvass, a phone book, and a telephone. 
My survival was predicated upon connecting with 
people.

3. What different kinds of networking do you 
employ?

I don’t think about “networking” as something tactical. 
Networking is joy in getting to know, learning about and 
from other people, and developing good relationships. 
Building relationships is the core of a life well lived. And 
there are innumerable ways to develop relationships. I 
start every weekday buying coffee at Dunkin’ Donuts. 
I’ve made friends with everyone behind the Dunkin’ 
Donuts counter with a smile, greeting and thanking 
them. I approach business and social “networking” 
with no purpose other than to make my interactions 

Gus
Field

BY: 
Beth Portnoi Shaw,
Carlton Architecture

INTERVIEWEE: 
Gus Field, Tishman Speyer
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with people a positive part of their day, and to expand 
my life experience through learning about and from 
other people. When I do that well everything else falls 
into place. 

What are ways I connect with people? Enjoy coffee 
together, a good meal, sharing a good book, organizing 
a group to see a good band, jamming together (I play 
guitar), skiing, golf, introducing good friends to good 
friends.

4. You spent 30 years as a broker with 
Cushman & Wakefield; has your networking 

methodology changed since moving to the 
landlord side?

One thing that’s changed since I’ve joined Tishman 
Speyer is all of my former competitors (brokers) are now 
my partners, and all of my former partners (ownerships 
— I counted on them to take good care of my clients) 
are now my competitors! As such I’m spending a lot 
more time with my former competitors, which I’m really 
enjoying. I’ll always keep my friendships throughout 
the ownership community, even amidst spirited 
competition. I’m super fortunate to have worked with 
so many talented people over the course of my career 
to date.

5. How do you see social media and 
mobile networking changing the face of 

networking over the next 5-10 years?

I only touch the tip of the iceberg in terms of familiarity 
with and use of social media. But how great is it 
to be able to keep in touch, share experiences, and 
communicate with people anywhere in the world in 
any time zone through a simple app on your phone? 
Amazing! I can only imagine how we’re doing this ten 
years from now.

6. What advice would you give to both 
experienced networkers and novices      

entering our business?

Network and connect intensely. Your world, life 
experiences, and business directly correlate to the 
quantity and quality of people with whom you connect. 
Nurture your network and relationships. Live well and 
include others in your endeavors!

Field emphasized that material things mean nothing, 
and the only really important thing in life are relationships 
we have with one another.
 

Material things mean 
nothing, and the only 

really important thing in 
life are relationships we 
have with one another.

Field
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FUN
FACTS

BY: 
Beth Portnoi Shaw, Carlton Architecture
Sonya Verny, IA Interior Architects
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The ABC’s of 
Networking
Networking isn’t natural for all of us; not everyone is hardwired  

to work a room. But it’s really all about making meaningful  

connections—something that is both innate and coachable. 

CORPORATE 
LEADER INTERVIEW
BY: 
David Mock, Milrose
 INTERVIEWEE: 
Beth Berman, Compellications™
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Networking isn’t natural 
for all of us; not everyone 
is hardwired to work a 

room. But thankfully for many 
of us, it’s something that is 
coachable.

As  Beth Berman, Founder of CompellicationsTM, 
explains “the goal [of networking] is to connect with 
people first, before pursuing our own agenda. One 
way to do that is to be ‘refreshingly human’.”  

Berman’s diverse background in sales, marketing, job 
search coaching, and leadership naturally led her to 
her current role as speaker, workshop facilitator, and 
coach. “I grew up in an entrepreneurial family, and 
the idea of heading up my own consultancy was very 
appealing.”

“I also had reached a point where the culmination 
and combination of learning, lessons and practical 
experience allowed me to do what I really love, which 
is really to facilitate. I love bringing people together in 
a way that connects them, moves them forward, helps 
them grow and succeed.” As an entrepreneur working 
with other entrepreneurs, Berman’s  work always has 
an element of “how I can help you.”

When it comes to networking, Berman’s key strategy 
is to “help first.” But “as far as optimizing networking 
strategies, there are some basic relationship-building 
concepts that apply directly to networking.” 

According to Berman, it’s easy once you 
know your ABC’s.

 

 

As in  most situations, make sure you do your homework. 
Before  walking into a networking opportunity, “do your 
best to prepare,” says Berman. “Know who’s going to 
be in the room. Learn what they like, who they are, 
where they play, what’s important to them—as much 
as you can.” 

Of course,  it is unlikely to know everyone who’s 
going to be in the room in advance, but “even if you’re 
walking into a networking situation and you just know 
the organization that’s sponsoring the event, you know 
what brought those people together,” says Berman. 
“You should have a general understanding of what the 
people in that group are likely to care about.”

This may initially seem counter-intuitive. After all, you’re 
at a networking event to represent your company, so 
shouldn’t you talk about your business? Berman thinks 
not. “People tend to go into situations with their own 
agenda in the forefront, but it’s always best to try 
and listen first.” “Put the other person’s interests and 
proclivities up in front, so you can in an authentic way, 
weave your way into what’s relevant and create the 
connection.” 

Of course, it’s helpful to  remember that you’re talking 
to people, so it’s important to be a personable person. 
“Find the commonalities that make someone want to 
step off the elevator, or schedule a meeting with you, 
or want to be on your team,” says Berman. “It’s easy 
to set the stage for your world, but when you can listen 
first, you can create a message in context that will be 
heard and potentially acted upon.”

Always
Be
Conscientious

Always
Be
Courteous

Know 
your

audience.

It’s a lot easier 
to listen than 

it is talk. So 
listen first.

The ABC’s of 
Networking
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Make it a fact-finding mission by asking questions and 
then carefully listening. “Listen first—and be genuinely 
interested,” says Berman. Sharing a favorite phrase 
from a client, Berman advises: “Listen generously 
without agenda, without your own goals in mind. Listen 
to what’s important to other people, so you can find 
ways to connect with them and find roads in through 
the things that they might care about.”

“Try to connect or make referrals,” offers Berman. 
“The more you can give first and add value, the more 
likely people are going to want you in their world and 
think of you in return. You create goodwill and show 
that you are a good person, that you are connected, 
and that you are a person of action.”

She adds, “Too many people squawk, come tell you 
their story, about their quota, about their goal—and it’s 
all about them. The more you can focus on the other 
person in that conversation, the better.”

And that’s not just lip service. “I learned early on that 
successful people come to networking events with two 
pockets,” says Berman. “One is for the few people I 
want to continue to be in touch with and the other is 
the throwaway pocket, the ditch-it pocket, because all 
someone has done is talk AT them, rather than taking 
the time to learn about them.”

The same goes for digital networking, Berman 
emphasizes. “Don’t EVER introduce yourself to 
someone or connect with someone on any platform by 
telling them what you can do for them, in terms of what 
you can sell them. Offer to do something that helps 
them,” she advises. “People who start with a sales 
pitch are not people I connect with. Because they have 
no interest in learning about me, my world, or how they 
might add value. Their goal is the same as the guy at 
the networking event who’s shoving their card in my 
face, and I’m putting it in the ditch pocket.”

In today’s digitally-driven era, “People can check you 
out virtually immediately,” Berman points out. “They’re 
looking at you on LinkedIn, and they’re looking at you 
on other social media; they’re going to see who you’re 
connected to. It’s really important to keep an authentic 
picture of who you are.”

“When people do spend that 5 or 10 seconds looking 
at you,” says Berman, “make sure the most important 
things are going to stand out—things that reflect 
how you will ultimately be in their world. Who you’re 
connected to, what you’ve done, what your specialties 
are, but also what you stand for. As a company and as 
an individual, it’s really important to lead with ‘This is 
who I am and why you want to be in my world.’”

Keep your online photos and materials current, Berman 
advises. It’s also critical to be honest. “Put yourself out 
there for not only who you are—but who you REALLY 
are. If you’re a very serious person, don’t try to be a 
funny person, and vice versa,” she says. “If you’re a 
hugger and you’re an energetic person, and you’re 
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Always
Be
Constructive
& Helpful

Always
Be
Credible

Once the 
connection is 
made, make it 
your mission  

to help.

People can check 
you out virtually 

immediately. 

The more you can give first 
and add value, the more 

likely people are going to 
want you in their world and 

think of you in return.

Berman
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going to bring great things to people, don’t use words 
that suggest cold indifference and won’t connect.”

Online networking protocol isn’t all that different than 
that of in-person networking. Be a personable person. 
“Share other’s successes, their posts; recommend 
other people,” Berman advises. “The more people see 
you celebrating and raising other people up, and able 
to get beyond yourself, the more attractive you are to 
them. If you’re only posting your own successes, the 
sense is, ‘It’s about that person; it’s not about me.’”

Social media can be a platform to promote thought 
leadership as well, whether it’s to share your own 
insights or those of people you admire.. “Putting 
messages and posts out there that add value, that 
teach or delight, that may surprise people or make 
them laugh in the middle of the day—those are ways to 
engage, and you never know who’s going to respond,” 
Berman explains.

Similarly, more than half of all recruiting efforts are 
conducted online, with up to 70% of employers looking 
at social media profiles. So above all, says Berman, 
“Don’t ever post something in a moment of rage or 
sadness. Just remember that what you put up, even if 
you take it off, is out there forever.”

In today’s digital, on-the-go society, “We’re constantly 
looking at snippets on phones and are therefore 
barraged with information all the time,” says Berman. 
“The more you can get your message through clearly 
and concisely, at the appropriate time, the better.” 
That means, “Use sixth-grade English, with the fewest 
words at the most basic level, so that things can sink 
in and resonate,” she adds, “so people don’t need to 
process while they’re listening to you.”  

Remember, as in Tip #2 above, that “The goal of the 
‘elevator pitch’ is to get people off that elevator, to 
plant the seed for a meeting, to carve out time for a 
real conversation,” says Berman. “There are lots of 
ways to go about it.” Perhaps you start with something 
you already know might be of interest to them. “Often 
we just pose a question,” she explains. “’You know 
how it’s a nightmare to commute in this area? We 
can help with that.’ Or maybe something catchy, like 
‘I’m like crazy glue for your business.’ It’s an opening 
statement.”

“ALWAYS BE CLOSING”: A fundamental rule in 
Business 101, courtesy of Blake, played by Alec 
Baldwin in Glengarry Glen Ross, circa 1992. After all, 
you’ve got to be ready when opportunity strikes, right?

“I don’t believe in that,” Berman counters. “It’s really 
about the relationship. And I don’t think you’ll have 
many friends if you’re always closing.” 

However, opportunities may pop up in the most 
unusual places when you least expect it, Berman 
admits. “You could be at a party, a game, a show, 
and the conversation first takes place on a personal 

Always
Be
Careful

Always
Be
Clever

 
When it comes 
to social media 

sharing...

Conversation 
can lead to 

opportunity.
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Get your message 
through clearly 
and concisely.

Just remember that what 
you put up, even if you take 
it off, is out there forever.”

Berman

Always
Be
Conversing



AUGUST 2019 page 24

level. But, it’ll eventually get around to ‘What do you 
do?’If you can find a way to connect with other people, 
eventually you’re going to get there, even if you start 
with their family, their life. These are all opportunities.”

It’s important to seize those opportunities, says 
Berman. “People are very well connected these days. 
We’re only a few degrees of separation from one 
another.” So don’t be afraid to use those connections 
to your advantage. “If you are speaking with someone 
at a non-business event, certainly they may know 
someone that’s relevant to you—that might be a 
potential opportunity, a potential partner, a potential 
employer, a potential customer,” says Berman.

“There are always opportunities to explore, not even 
necessarily at that time; set up a future conversation,” 
she adds. “There are myriad possibilities for 
a conversation to lead to opportunities and 
introductions.”

Which leads us back to the beginning; listen first and 
help second. “Once you know about someone,” says 
Berman, “you can be in the position to help first. And 
that happens everywhere you go.”

Imagine what your company could accomplish if 
everyone in it was a great networker? “It’s important for 
leaders to really set the stage very clearly for who the 
company is, where they want to go, and how they plan 

to get there,” explains Berman. “Involve your people, 
starting at the leadership level, but then make sure that 
everyone along the way—all the different departments 
and divisions—are aligned with who you are, your core 
values, who you’re marketing to, and your formula or 
proven process.”

Berman states “pulling people together and aligning 
them with what naturally lights them up, what the 
company is about, and what the company stands 
for—beyond the profit margin,” is all critical to long-
team company success. Additionally, “assigning clear, 
relatable goals, and measurements and scorecards 
can make sure you are on track—that’s really powerful.”

“But it all starts with clarifying and communicating 
your vision, making sure everyone can see what that 
vision looks like, getting your people excited about it, 
and then working together to achieve it.” 

Berman’s  thorough list of ABCs may feel like a lot to 
remember, and all of these principles may take time to 
practice and perfect—but remember that essentially, 
it’s just about maintaining the human element 
throughout. Be  genuine and imagine yourself in the 
other person’s place. Networking is, above all, about 
relationships.  As Berman sums it up: “Overall, get real 
and stay real.”
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Always
Be
Coaching

Motivate, 
align and 
empower 
your staff. 

You could be at a party, 
a game, a show, and the 

conversation first takes place 
on a personal level. But, it’ll 

eventually get around to ‘What 
do you do?’

Berman
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DOCK

Brooklyn  
Navy Yard

MICHAEL  
RUDIN

BUILDING
HIGHLIGHT
BY: 
Marlene Manzella, IBM
INTERVIEWEE: 
Michael Rudin, Rudin Management
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E
nter Michael Rudin of Rudin 

Management. At 33 years old, he is 

both a millennial and an educated 

real estate professional in one of New York’s 

most storied real estate families.  Part of the 

family business’ fourth generation, along 

with his sister Samantha, Rudin is eager 

to shake up the commercial market and 

establish a new wave of office development 

in the city. Rudin spoke with us about how 

one of his projects, Dock 72 at the Brooklyn 

Navy Yard, reflects the modern work 

environment in the New York market.

The Rudins had been looking to get involved 
with a project in Brooklyn for quite some time, 
but it took the right deal to really spark their 
interest. While collaborating with WeWork on 
110 Wall Street, they learned about Dock 72. As 
the company’s first Brooklyn project, Dock 72 
is, according to Rudin, “a unique opportunity to 
deliver the first true ground-up office building in 
Brooklyn in almost 20 years.” Despite obvious 
growth in the commercial sector in Manhattan, 

“Brooklyn has been relatively underserved, so the 
opportunity to deliver a technologically advanced, 
amenity-rich, state-of-the-art office building in 
Brooklyn was attractive,” Rudin explained.  “It 
is a pioneering location. Other parts of Brooklyn 
might have been more office-oriented, but the 
Brooklyn Navy Yard was yet to be tested, and that 
was exciting for us. It checked a lot of the boxes 
in terms of fundamentals of the deal that we look 
for. The economics made sense, and the location 
was interesting. We got comfortable with it, liked 
the deal, and ultimately decided to get involved.” 

As Rudin says, the project is “a true collaborative 
effort.” Rudin Management joined forces with 
Boston Properties, WeWork, Brooklyn Navy Yard 
Development Corporation, Cushman & Wakefield 
and CBRE, managing architect Perkins Eastman, 
exterior design architect S9, and interior architect 
Fogarty Finger. 

The 225-acre Navy Yard is most often recognized 
as the birthplace to some of America’s mighty 
warships like the USS Arizona and the USS 

Brooklyn has been 
relatively underserved, 
so the opportunity to 

deliver a technologically 
advanced, amenity rich, 

state-of-the-art office 
building in Brooklyn was 

attractive.

The way people work is constantly and 

rapidly evolving, and we’ve seen the 

typical corporate work environment 

adapting as a result. In New York, 

however, the world of commercial 

real estate has remained relatively 

stationary, with advancements largely 

limited to more shared amenities. To 

diversify offerings, building owners and 

landlords are responding with new ways 

to think about office space and how 

it functions for tenants—particularly 

companies in the technology, creative, 

media, advertising, and information 

sectors that desire to attract next-

generation employees. 
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Missouri. However, the Navy Yard now more 
accurately represents the past, present, and 
future of New York City industry, innovation, and 
development. “The Navy Yard has been going 
through an incredible transformation over the 
last 15 years,” said Rudin. “Our project is one of 
four that are either under construction or recently 
opened.

“We’re just very excited for the future of the 
building, of the Navy Yard, and the neighborhood,” 
Rudin said. “This master plan and revitalization 
effort will really change the surroundings.”

“A lot of young, smart people are living in the 
outer boroughs,” said Rudin. “Companies, in their 
search for hiring new employees, will begin to 
establish locations where a significant percentage 
of their employee base will be able to walk or bike 
to work or be in close proximity to where they

live. There is a growing talent base that’s living in 
Brooklyn and Queens, and companies are looking 
to open locations that appeal to their workforces.”

An MTA report by the late William Wheeler, former 
Director of Special Project Development and 
Planning, supports that notion. “Millennials own 
fewer cars and drive less than their predecessors,” 
remarked Wheeler in the report. “They’d rather 
walk, bike, car-share, and use public transportation 
— and want to live where that’s all easy.”  

In addition, there are also opportunities to 
attract talent from the larger metropolitan area 
to commute to Dock 72, Rudin explained. A 

recently-announced expansion of the city’s ferry 
system will include a new stop at the front door 
of Dock 72. Starting this summer, the stop will 
directly connect the Brooklyn Navy Yard to Wall 
Street, 34th Street, Long Island City and Astoria, 
along with secondary transfers to Coney Island, 
Rockaway, the Upper East Side, and the Bronx. 

Brooklyn Trending Up
In recent years the luxury and market-rate 
residential markets expanded into the outer 
boroughs, seemingly under the standard tenet of 
real estate that if you build it, they will come. The 
most populous borough, Brooklyn, is projected 
to continue in its post-2000 growth spurt and 
achieve a population of 2.72 million in 2030. Rudin 
noted there is a “surge in development along the 
Brooklyn waterfront” and many experts anticipate 
that the residential market in those areas is 
increasing to a level where it can support more 
office market growth.

Dock 72 isn’t designed just for technology and 
creative companies, but also for more traditional 
sectors like financial services and law. Dock 72 
will be a great location for an offshoot of these 
more traditional companies looking to co-locate 
and be near creative and artistic areas to stimulate 
employees.

Dock 72 rents are within the range for office space 
throughout Brooklyn. “Industry City rents, we’re 
told, are in the $30s and $40s [per square foot]; 
downtown Brooklyn is in the $40s, $50s and $60s; 
DUMBO is in the $80s; and Williamsburg is in the 
$50s-$70s,” noted Rudin. “Our rents range from 
the mid to upper $50s at the base to high $60s in 
the upper part of the building.”

Partnering on the Dock
The leasing responsibilities are shared equally 
with Boston Properties, who is partnering with 
Rudin Development for the first time on this 
property. “Their wherewithal and capabilities 
on the construction side were a big part of it,” 
explained Rudin when discussing the mitigation 
of risk. 
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And what about WeWork’s 
involvement? 
One-third of Dock 72 is leased by WeWork. 
“WeWork’s input has been instrumental in the 
programming and design of Dock 72. Given their 
involvement from the beginning of this project 
— having hired the original architect to design 
the project and taking it through a certain level 
of approvals with the Navy Yard and the Public 
Design Commission — they have more intimate 
knowledge of the project than a typical anchor 
tenant would,” said Rudin. “They are a co-
developer. In their relatively short history of rapid 
growth they’ve learned what works and what 
doesn’t. They are very involved in the programming 
and curation of the amenity spaces, and how the 
building should work—not just for their members, 
but for all tenants.”

A Unique Bridge Between the Past 
and the Future
As one of NYC’s largest ground-up developments 
outside Manhattan, Dock 72’s amenities are 
undoubtedly first-rate. The 675,000-square-foot 
building designed to evoke the image of a boat 
offers two entrances -- one to water and one to 

land. It offers 18,000 square feet of private outdoor 
terraces, rooftop gardens, an outdoor basketball 
court, a 200-person rooftop conference center, 
as well as 14-foot floor-to-floor heights and an 
eight-foot continuous glass windows overlooking 
Brooklyn and Manhattan. 

Perhaps most intriguing, Dock 72 will be operated 
through a mobile tenant app brainstormed 
and developed by Rudin Management’s own 
subsidiary technology company, Prescriptive 
Data. “We plan to offer it at all our buildings, but 
Dock 72 will be the first,” said Rudin.

Rudin Development has positioned itself as 
one of a few key developers paving the way for 
ground-up development in the outer-borough 
office market. Established in 1925, the real estate 
company is also one of the oldest still in the hands 
of its founding family. 35 of their 36 properties 
exist in Manhattan, with only one residing in the 
Bronx. Dock 72 and the migration in Brooklyn may 
be an indication of what’s on the horizon for Rudin 
and his team. They’ve been around for nearly a 
century, but for Rudin Management, this is just the 
beginning.
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SPONSORSHIP COMMITTEE:   
Sponsorship Appreciation Reception 
 

Thursday, October 25, 2018 
Italian Wine Merchants | 108 East 16th Street

Over 80 sponsors attended the Chapter’s Annual Sponsors Appreciation event hosted by the Sponsorship 
Committee. Ted Moudis, Chair of the Sponsorship Committee, thanked the sponsors for their continuous 
support of the Chapter. Guests celebrated the successful year with Board Members and peers. 

TAMI SIG:

KICK-OFF EVENT 
 

Monday, November 5, 2018

GroupM | 3 World Trade Center
 
The CoreNet TAMI SIG hosted a private tour of GroupM’s new office space at 3 World 
Trade Center. Afterwards guests enjoyed cocktails, networking and a conversation 
that helped shaped future TAMI events. 

MEMBERSHIP COMMITTEE: 

New Member Breakfast
 

Tuesday, November 13, 2018
Wednesday, March 20, 2019
Mohawk Group | 125 West 25th Street   

New CoreNet NYC Members celebrated their joining 
of the organization with the CoreNet NYC Chapter 
Membership Committee and Board of Directors at 
the quarterly New Member Breakfast. Members 
learned about Chapter initiatives and resources by 
networking with committee leaders and other
new members.
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YOUNG LEADERS COMMITTEE: 

Lunch with A Leader  
Series Featuring Vito 
Bacarella, UBS
 

Tuesday, December 4, 2018
Newmark Knight Frank | 125 Park Avenue

The CoreNet NYC Lunch with A Leader hosted 
their fourth Lunch with A Leader event featuring 
Vito Bacarella, CoreNet NYC Board Member and 
Managing Director at UBS. Vito Bacarella joined 
UBS in May of 2006 as Managing Director of Branch 
Real Estate for Wealth Management Americas. In 
his role, Vito oversees a 4.5 million square feet real 
estate portfolio spread over 400 locations in the US, 
spanning coast-to coast, as well as South America. 

COMMUNITY OUTREACH:  

Streetwise 
Tuesday, November 27, 2018
Streetwise Partners | 300 Madison  

Members of the CoreNet NYC’s Young Leader’s 
Committee volunteered with StreetWise Partners. 
StreetWise Partners pairs business professionals 
with mentees who are unemployed/underemployed 
in order to provide them with the skills, resources, 
and access to networks they need to secure 
and maintain employment. CoreNet has been 
participating in StreetWise events since 2016 and 
CoreNet members have always reported back with 
positive experiences and praised StreetWise’s 
structure to help so many mentees. During the 
event, members conducted three mock interviews 
in the roles of “HR Manager,” “Line Manager” and 
“CEO” to provide feedback to motivated, job-
seeking mentees, preparing them to ace their next 
job interview!

COMMUNITY OUTREACH: 

Special Olympics 
Bowling  
Sunday, November 18, 2018
Frames Bowling Alley | 550 9th Avenue  

CoreNet NYC volunteers teamed up with Special 
Olympics, an international organization that changes 
lives by promoting understanding, acceptance and 
inclusion between people with and without intellectual 
disabilities. Their goal is to provide year-round sports 
training and athletic competition in a variety of 
Olympic-style sports for children and adults, giving 
them continuing opportunities to develop physical 
fitness, demonstrate courage, experience joy and 
participate in a sharing of gifts, skills and friendship 
with their families, other Special Olympics athletes 
and the community. CoreNet members were there to 
support and cheer on the athletes.

PUBLIC POLICY COMMUNITY:  

Affordable Housing,  
Public-Private Partnerships  
and Workforce Retention
 

Thursday, November 29, 2018
Museum of the City of New York | 1220 5th Avenue  
 

The CoreNet NYC Public Policy Community held a 
discussion on affordable housing. Subject matter 
experts discussed the challenges of providing 
affordable housing to meet the needs of City residents 
as well as employers seeking to retain an economically 
diverse workforce. Topics included assessments of 
the City’s capability to meet affordable housing needs 
and how private partnerships may be deployed to 
expand affordable housing availability. This included 
consideration for the preservation of NYCHA housing 
stock and availability of private capital an expertise 
to address affordable housing objectives for the City. 
Panelists also considered models used across the 
country to address affordable housing needs.
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STRATEGY & PORTFOLIO PLANNING: 

Who Wins CoreNet NYC Chapter Awards and Why?
2nd Annual Event

Wednesday, December 5, 2018 
Teknion | 641 Avenue of the Americas  
 

Following the success of last year’s event, The Strategy and Portfolio Planning Committee and guests joined the 
2018 Project of the Year finalists in an interactive, round table conversation and explored the driving forces – from 
corporate strategy, portfolio planning, finance and sustainability to the attraction, performance, wellbeing and 
retention of talent that shape corporate Real Estate projects at top-performing companies.

Lease accounting standards have arrived, putting leases on the balance sheet, and the intricacies of real estate decisions 
are receiving new scrutiny from the CFO, the CEO and investors. Corporate real estate teams must understand the 
changes that are coming, not only to make informed real estate decisions, but also to educate partners in finance, 
accounting, legal and the C-Suite.

This session brought together experts in the field to discuss what CRE teams need to do on “Day 2” now that lease 
accounting changes have been implemented. Our panelists have experienced lease accounting changes from the 
front lines and shared lessons learned and best practices on how to successfully and efficiently navigate the new lease 
accounting landscape.

WORKSHOP COMMITTEE:

New Lease Standards Are 
Here, What Do You Need to 
Know?
Thursday, December 6, 2018
State Grill & Bar | 21 West 33rd Street 
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PUBLIC POLICY COMMUNITY:   
A Tour of Farley & Moynihan Train Hall at Penn Station 
 

Thursday, December 13, 2018 
Farley & Moynihan Train Hall at Penn Station | 330 West 34th Street

The CoreNet NYC Public Policy Community hosted an exclusive insider’s tour of the Farley and the Moynihan Train Hall at 
Penn Station. Situated across from Madison Square Garden on Eighth Avenue, the new Daniel Patrick Moynihan Train Hall 
will be a critical part of a redevelopment of the entire Penn District. CoreNet NYC members and peers received an inside 
look of this state-of-the-art transportation facility that will increase the concourse space of Penn Station significantly, 
relieve platform congestion, and transform the travel experience for hundreds of thousands of Amtrak, Long Island Rail 
Road, New Jersey Transit, and Metro-North riders. 

SUSTAINABILITY COMMUNITY: 

Major CRE Leaders Cut Their Carbon Footprint:  
Here’s How & Why 
 

Tuesday, December 11, 2018 
Humanscale | 1114 Avenue of the Americas
 
The CoreNet NYC’s Sustainability Community held a discussion on how and why Goldman Sachs, Iron Mountain, 
Bank of America and Lenovo are driving initiatives to reduce their carbon footprint and mitigate their effects on 
climate change. These CRE leaders offered the audience with how-to’s, lessons learned, and the opportunity to 
network and ask questions.
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SPECIAL EVENTS COMMITTEE:   

2019 New Year’s Party  
 

Thursday, January 10, 2019
The Museum of Modern Art 
11 West 53rd Street 

This year, CoreNet NYC members and guests 
from the corporate real estate industry gathered 
to celebrate their past and future achievements in 
the New Year. The members-only event featured 
networking opportunities with top industry 
professionals in addition to the impeccable 
artwork of some of the most recognized modern 
artists in the world. The 2019 New Year’s Party 
was particularly special as it was the first year the 
chapter held the annual party at the MoMA.  As a 
staple of NYC’s landscape, the venue made the 
perfect backdrop for the organization’s gathering.
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LAW SIG:   
Roundtable Dinner 
 

Tuesday, February 5, 2019 
Ocean Prime| 123 West 52nd Street

The CoreNet Law SIG held a kick-off dinner to discuss 
ideas and topics for future Law SIG events.

TAMI SIG: 

Round Table Dinner 
 

Monday, January 28, 2019 

Manhatta | 28 Liberty Street
 The CoreNet TAMI SIG committee hosted a dinner at 
Manhatta, Danny Meyer’s new restaurant in the newly 
renovated Gordon Bunshaft/SOM 28 Liberty Building 
downtown. Located on the 60th floor, guests had 
a view of the Statue of Liberty, Brooklyn and all of 
northern Manhattan.

WORKSHOPS COMMITTEE: 

WELL Design: A Deep Dive
 

Friday, January 25, 2019 
The Woolworth Building | 233 Broadway 

The Workshop Committee hosted an interactive 
workshop in an office designed to WELL. Participants 
sat at the table with experts to discuss case studies, 
live walkthroughs and ROI value of WELL design. 
Focusing on acoustics, air quality and illumination, 
participants worked on improving their skills and 
understanding through a deep dive into the tangible 
and intangible metrics of WELL.



AUGUSY 2019 page 36

PA
ST

 E
V

E
N

T
S

WOMEN’S GROUP:    

A Voice in the Room and a Seat at the Table  
 

Tuesday, February 12, 2019
Convene | 101 Park Avenue, 41st Street

The CoreNet NYC Women’s Group hosted a panel discussion exploring 
what’s next for the real estate industry in light of the “Lean In” and “Me Too” 
movements. The panel was moderated by Pay Wu, Strategy & Operations 
Executive, and included Melissa Armenti, Director of Global Real Estate and 
Corporate Services at Lazard, Raymond 
Quartararo, Head of Global Planning, Design 
and Construction within Global Real Estate 
at JPMorgan Chase & Co., Gagandeep 

Singh, GVP, Global Real Estate & Workforce Planning at Gartner, and Kathryn 
Sollmann, author of Ambition Redefined, speaker and coach, and as participants. 

COMMUNITY OUTREACH:   

Special Olympics Basketball 
Volunteer Opportunity  
 

Sunday, February 10, 2019 | Sunday, February 24, 2019
Business of Sports School | 439 West 49th Street

CoreNet NYC volunteers teamed up with Special Olympics, an international organization that changes lives by 
promoting understanding, acceptance and inclusion between people with and without intellectual disabilities. Their 
goal is to provide year-round sports training and athletic competition in a variety of Olympic-style sports for children 
and adults, giving them continuing opportunities to develop physical fitness, demonstrate courage, experience joy 
and participate in a sharing of gifts, skills and friendship with their families, other Special Olympics athletes and the 
community. CoreNet members were there to support and cheer on the athletes.
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YOUNG LEADERS COMMITTEE:  

10 Things You Can do
Today to Wow Tomorrow
 

Tuesday, March 5th, 2019

Allsteel | 79 Madison Avenue, 14th Floor
 
Guest speaker Frances Cole Jones discussed the power 
of storytelling for information retention, how to increase 
listener buy-in, the importance of understanding— and 
optimizing— your tonal quality and body language, ways 
to actively promote camaraderie in meetings and more.

EXTERNAL RELATIONS COMMITTEE:    
PropTech: The Future  
of Real Estate 
 

Wednesday, February 27, 2019 
Humanscale | 1114 6th Avenue, 15th Floor

The CoreNet NYC External Relations Committee hosted a lively and interactive panel discussion with leaders in the 
PropTech industry. PropTech companies are using technology in new and innovative ways to develop products and 
services that are disrupting how real estate is managed, sold, invested, leased and designed. 

TAMI SIG:   

Tour of Studio Space  
at Rockefeller Center
 

Monday, March 25, 2019

Rockefeller Center | 600 Fifth Avenue
 
The CoreNet NYC TAMI SIG hosted an evening of 
networking and tour of Tishman Speyer’s new co-
working space at Rockefeller Center.

COMMUNITY OUTREACH:

Special Olympics Basketball Volunteer Opportunity 

Sunday, March 24, 2019
Hunter College – B4 Level
68th Street and Lexington Avenue

Special Olympics is an international organization that changes lives by promoting understanding, acceptance 
and inclusion between people with and without intellectual disabilities. Their goal is to provide year-round sports 
training and athletic competition in a variety of Olympics-style sports for children and adults, giving them continuing 
opportunities to develop physical fitness, demonstrate courage, experience joy and participate in a sharing of gifts, 
skills and friendship with their families, other Special Olympics athletes and the community.
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PUBLIC POLICY COMMUNITY:    
Economic Development: The 
Role of Incentives in  
The Future Growth Of New 
York 
 

Thursday, March 28th, 2019 
Haworth | 125 Park Avenue, 2nd Floor

There has been vast commentary in the wake of Amazon’s 
decision not to invest in their second headquarters in New 
York City. The debate has raged again over the extent to 
which incentives influence business decisions and whether 
they are properly targeted to businesses and industries that 
offer the greatest economic and social benefit. The Public 
Policy Community hosted a panel of professionals with 
experience in the design, negotiation and impact of City and 
State Economic development, as well as the range of public 
and private partnerships that make it a success.

FINANCE SIG: 

The NYC Sector Face-Off: 
Finance, Tech and Talent 
 

Thursday, April 4th, 2019

The Smile | 26 Bond Street
 
The CoreNet NYC Finance SIG Committee hosted 
an intimate evening with Doane Kelly, Vice Chairman 
and Heidi Learner, Chief Economist at Savills. The 
sectoral composition of the New York Metro market 
is rapidly transforming as the historical dominance 
of Finance is challenged by the emergence of the 
Tech sector as a legitimate market leader. Doane and 
Heidi led the audience in an interactive discussion 
of the intensifying war for talent and the competitive 
posture of financial services firms. The discussion 
included the impacts of Amazon’s campus reversal, 
short and long-term.

PROGRAMS COMMITTEE: 

Think Like A Futurist:
How to Leverage Artificial Intelligence 
in Our Lives Ahead
 

Wednesday, April 10, 2019
Grand Hyatt | 109 East 42nd Street  
 

The CoreNet Programs Committee hosted a provocative keynote with 
futurist Amy Webb, who provided a data-driven analysis of the emerging 
technologies that need to be on your radar. Founder of the Future Today 
Institute, Fortune 500 and Global 1000 advisor, professor of strategic 
foresight at NYU Stern School of Business, acclaimed international 
speaker, and bestselling author, Ms. Webb took us through the findings 
of her newly released Tech Trends Report, which has now garnered more 
than 7.5 million cumulative views.
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SPECIAL INTEREST GROUPS: 

An Evening with Chris Kelly Co-Founder at Convene
 

Tuesday, April 23, 2019
Convene | One Liberty Plaza
 

The CoreNet NYC SIG Committees hosted an Evening with Chris Kelly. Chris discussed his
company Convene, his career trajectory and his personal approach on the future of Corporate
Real Estate.

COMMUNITY OUTREACH:   

Special Olympics Track & 
Field Volunteer Opportunity   
Sunday, April 28, 2019
Riverside Park | 72nd Street and Riverside Drive

CoreNet NYC volunteers teamed up with Special Olympics, an international organization that changes lives by 
promoting understanding, acceptance and inclusion between people with and without intellectual disabilities. 
Their goal is to provide year-round sports training and athletic competition in a variety of Olympic-style sports 
for children and adults, giving them continuing opportunities to develop physical fitness, demonstrate courage, 
experience joy and participate in a sharing of gifts, skills and friendship with their families, other Special 
Olympics athletes and the community. CoreNet members were there to support and cheer on the athletes.
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SPECIAL EVENTS COMMITTEE:    
2019 Annual Dinner 
 

Thursday, May 2, 2019 
American Museum of Natural History
Central Park West & 79th Street

CoreNet NYC’s Special Events Committee hosted a sold-out 
2019 Annual Dinner. The Chapter was particularly excited to 
bring this highly anticipated event back to the American Museum 
of Natural History where the annual dinner was previously 
hosted in 2015. The dinner was attended by more than 800 
top professionals in the real estate, design and construction 
industries, as well as CoreNet NYC Members. The premiere 
event consisted of a cocktail reception followed by a seated 
dinner where CoreNet NYC Chair, Jason Aster welcomed 
everyone with opening remarks. The dinner concluded with a 
desert reception which ended the night on a sweet note. 
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COMMUNITY OUTREACH: 

Special Olympics Track & Field Spring  
Games Volunteer Opportunity
 

Sunday, May 12, 2019
Riverside Park | 72nd Street and Riverside Drive
 

CoreNet NYC volunteers teamed up with Special Olympics, an international organization that changes lives by 
promoting understanding, acceptance and inclusion between people with and without intellectual disabilities. 
Their goal is to provide year-round sports training and athletic competition in a variety of Olympic-style sports 
for children and adults, giving them continuing opportunities to develop physical fitness, demonstrate courage, 
experience joy and participate in a sharing of gifts, skills and friendship with their families, other Special Olympics 
athletes and the community. CoreNet members were there to support and cheer on the athletes.

COMMUNITY OUTREACH:   

Streetwise Partners  
Speed Networking  
Volunteer Opportunity  
Tuesday, May 14, 2019
PwC | 300 Madison Avenue
 

Members of the CoreNet NYC’s Young Leader’s 
Committee volunteered with StreetWise 
Partners. StreetWise Partners pairs business 
professionals with mentees who are unemployed/ 
underemployed in order to provide them with the 
skills, resources, and access to networks they need 
to secure and maintain employment. CoreNet has 
been participating in StreetWise events since 2016 
and CoreNet members have always reported back 
with positive experiences and praised StreetWise’s 
structure to help so many mentees. During the 
event, members conducted three mock interviews 
in the roles of “HR Manager,” “Line Manager” and 
“CEO” to provide feedback to motivated, job-
seeking mentees, preparing them to ace their next 
job interview!

STRATEGY & PORTFOLIO PLANNING  
COMMUNITY:   

Amazon: 
The Deal Unwound
Wednesday, May 22, 2019
Allsteel | 79 Madison Avenue, 14th Floor 
 

The Strategy & Portfolio Planning Community hosted 
a panel to explore lessons learned from Amazon, 
juxtaposing Amazon’s business drivers and tax 
incentives with potential for greater NYC job and 
revenue creation – all critical factors for making major 
development decisions.
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Emerging Tech for Workplace Violence Prevention
& Mitigation  
Wednesday, May 29, 2019
Tishman Speyer Studio | 600 Fifth Avenue, 2nd Floor 

Being prepared for violence and active assailant events in various 
situations, including the workplace, is becoming an essential emergency 
response practice. Workplace violence is one of the leading causes of 
job-related deaths, accounting for 17% of workplace fatalities in 2016 
according to the Bureau of Labor statistics. As seen in recent events, 
these incidents happen quickly and without warning. To help employees 
react appropriately, real estate teams are developing robust response 
plans using the latest technology. The CoreNet NYC Technology 
Committee convened to learn about the technology trends in workplace 
security and violence response that help companies protect their most 
valuable asset, their employees.

CoreNet Eastern Regional 
Symposium
Monday, June 3 - Tuesday, June 4, 2019
Boston University - George Sherman Union |  
775 Commonwealth Avenue
 

CoreNet Global hosted the Eastern Regional 
Symposium at Boston University with peers from 
CoreNet Mid-Atlantic, Philadelphia, New Jersey, New 
York, Connecticut/Westchester and New England 
Chapters. With 400 people in attendance, the event 
was large enough for 2 days of programming and 
small enough for high quality networking. 

YOUNG LEADERS COMMITTEE: 

Chelsea Piers Golf Clinic
 

Thursday, May 30, 2019
The Golf Club at Chelsea Piers | 59 Chelsea Piers
 

The CoreNet Young Leaders joined PGA-certified 
golf instructors while networking with other CoreNet 
members. Guests received professional golf 
instruction and had the opportunity to practice their 
game at the driving range. 
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COMMUNITY OUTREACH:   
Streetwise Partners Mock
Interview Volunteer Opportunity
 

Thursday, June 6, 2019 
Morgan Stanley | 1585 Broadway

Members of the CoreNet NYC’s Young Leader’s Committee volunteered with StreetWise Partners. StreetWise Partners 
pairs business professionals with mentees who are unemployed/ underemployed in order to provide them with the skills, 
resources, and access to networks they need to secure and maintain employment. CoreNet has been participating in 
StreetWise events since 2016 and CoreNet members have always reported back with positive experiences and praised 
StreetWise’s structure to help so many mentees. During the event, members conducted three mock interviews in the 
roles of “HR Manager,” “Line Manager” and “CEO” to provide feedback to motivated, job-seeking mentees, preparing 
them to ace their next job interview!

PUBLIC POLICY COMMUNITY: 

Opportunity Zones
 

Thursday, June 13, 2019
WeWork | 85 Broad Street, 30th Floor

The New York metropolitan area has become a major 
player in the opportunity zone incentive arena – a real 
estate investment tool program established by the 
Federal 2017 Tax Cuts and Jobs Act to encourage 
long-term investments in low income communities. 
Although the regulations are still being crafted by 
Congress, the December 31, 2019 capital investment 
deadline is quickly approaching. The Public Policy 
Community hosted a panel discussing the opportunity 
zone regulations in place, and their impact on, and 
benefit to, the corporate real estate community.
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Essex Crossing Site Tour  
Friday, June 14, 2019
Essex Crossing Development | 88 Essex Street 
 
The Young Leaders Committee held a site tour of Essex Crossing mixed-use development in 
the Lower East Side. The development includes more than 1,000 new residences, 400,000 
square feet of office space and 450,000 square feet of retail space over nine sites. The sites 
are all connected by a new park, bike paths, an above-ground green space and below-ground 
marketplace.

WORKSHOPS COMMITTEE:

The Professional’s Pivot
Friday, June 21, 2019
State Grill & Bar | 21 West 33rd Street

The CoreNet NYC Workshops Committee hosted a workshop to help you professionally pivot. Plan your next 
steps, a new role, a new company, a new venture, or a new stage in life. In this workshop guests learned how to 
clarify their values and goals, identify gaps in where they are and where they want to be as well as develop an 
action plan.
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The 2019 Chapter Awards were presented in four 
categories, Corporate Real Estate Executive of the 
Year, Service Provider of the Year, Young Leader 
of the Year and Projects of the Year. Each category 
recognized a chapter member’s involvement or 
influence on the trajectory of the corporate real estate 
industry. The evening consisted of a cocktail and 
networking reception followed by the presentation of a 
Chapter update given by CoreNet NYC leadership, as 
well as the announcement of the volunteer and chapter 
awards recipients. The Chapter update outlined goals, 
initiatives, successions in leadership and the chapter’s 
strategic plans moving forward. The night’s purpose 
was to recognize the level of commitment put forth by 
CoreNet NYC volunteers by awarding a “Star Volunteer” 
from each of its seventeen committees. Recipients 
were nominated by fellow committee members for 
their integral and dedicated involvement with the 
Chapter and their role in its success. The event was 
attended by CoreNet NYC leadership including Angela 
Cain, CEO of CoreNet Global and David Kamen, Chair 
of CoreNet Global, CoreNet NYC members and more 
than 200 professionals in the construction and real 
estate industries.

SPECIAL EVENTS COMMITTEE: 

2019 Corporate Real Estate Awards for Excellence 
 
Wednesday, June 26, 2019
Manhatta, Bay Room | 28 Liberty Street, 60th Floor

SUSTAINABILITY COMMUNITY:

Well AP Summer School Series

Tuesday, July 9, 2019 | Tuesday, July 16, 2019 | Tuesday, July 23, 2019
Herman Miller | 251 Park Ave South, 2nd Floor

The Sustainability Community hosted a WELL AP exam study series, designed to provide an overview of WELL Certification 
and to review the key categories of the WELL exam: air, water, nourishment, light, fitness, comfort, mind. The classes will 
include various strategies of how to succeed on the exam. Classes included case studies of WELL projects will facilitate 
an understanding of the categories and how they are implemented on projects. Guests also reviewed practice exams that 
reflect the style and type on the WELL AP exam.
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COMMUNITY OUTREACH:

Special Olympics Summer Softball Volunteer Opportunity

Sunday, July 14, 2019 | Sunday, July 28th
Central Park’s Great Lawn

Special Olympics is an international organization that changes lives by promoting understanding, acceptance 
and inclusion between people with and without intellectual disabilities. Their goal is to provide year-round sports 
training and athletic competition in a variety of Olympics-style sports for children and adults, giving them continuing 
opportunities to develop physical fitness, demonstrate courage, experience joy and participate in a sharing of gifts, 
skills and friendship with their families, other Special Olympics athletes and the community.
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SUSTAINABILITY COMMUNITY:

Employee Productivity:
Explaining and Quantifying 
the Impact of Indoor
Air Quality

Monday, July 15, 2019
WeWork | 115 West 18th Street, 2nd Floor 

The CoreNet New York’s Sustainability Committee learned 
about the CogFx study and learn about how to unlock better 
cognitive function, health and well-being in the corporate 
real estate industry. Harvard’s Dr. Joseph Allen presented 
his research and discussing the implications of his findings for the future of our business.

YOUNG LEADERS COMMITTEE:

Summer Meet & Greet

Tuesday, July 16, 2019
Arlo Soho Rooftop | 231 Hudson Street

Members of The CoreNet NYC Young Leaders hosted their Summer 
Meet & Greet with cocktails and conversations at Arlo SoHo Rooftop. 
This event is designed to introduce prospective members to the 
Chapter’s programs and initiatives and connect young processionals 
in the Corporate Real Estate community. 
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SPECIAL EVENTS COMMITTEE:

2019 Golf Outing

Monday, July 22, 2019
Century Country Club (Best Ball Format)
233 Anderson Hill Road | Purchase, NY
Old Oaks Country Club (Scramble Format)
3100 Purchase Street | Purchase, NY

CoreNet NYC hosted peers across the industry for our Annual Golf Outing and Dinner Reception! The event 

was held at two courses, the Century Country Club and the Old Oaks Country Club in Purchase, NY. This year’s 

outing included a full day on the course followed by a cocktail reception and seated dinner where the Chapter 

announced the contest winners. The outing also featured a silent auction where attendees bid on exclusive 

items such as New York Rangers tickets, trophy passes to the June 2020 U.S. Open Tournament, a trip to Napa 

Valley with a private wine experience and a week-long getaway in Tuscany. The highly anticipated event was 

attended by over 300 leading professionals in the real estate and construction industry as well as CoreNet NYC 

members and leadership. 
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YOUNG LEADERS COMMITTEE:

Improvisation Fundamentals 
and Fun!

Thursday, July 25, 2019
Improvolution NYC
115 Macdougal Street, Studio 3C 

The CoreNet NYC Young Leaders hosted an introduction to learn the fundamentals of improvisation 
class. This class taught the basic tools, rules, and philosophy, through games, drills, and simple scenes 
with a uniquely character-based “Groundlings”- inspired approach. Guests learned what makes improv 
work, why it’s effective in business and how it’s best used to enhance your presentation skills.

COMMUNITY OUTREACH:

Streetwise Partners Speed Networking Volunteer Opportunity

Wednesday, July 31, 2019
KPMG
345 Park Avenue

StreetWise Partners is a non-profit organization with a mission to harness the mentoring resources of the private 
sector to reduce unemployment within disadvantaged communities of New York City and Washington, D.C. StreetWise 
Partners pairs business professionals with mentees who are unemployed/underemployed in order to provide them 
with the skills, resources, and access to networks they need to secure and maintain employment. CoreNet has been 
participating in StreetWise events since 2016 and members have always reported back positive, rewarding experiences 
and praised Streetwise’s structure to help so many mentees in their careers. 

WOMEN’S GROUP:

Summer Networking 
Event

Wednesday, August 7, 2019
Gramercy Terrace at The Gramercy Park Hotel
2 Lexington Avenue
 
CoreNet NYC Women’s Group hosted 

its highly anticipated Annual Summer Networking Event at the exclusive 
Gramercy Park Hotel rooftop. This year, CoreNet NYC’s Women’s Group 
partnered with non-profit, Bees Trees Water, an organization committed 
to creating clean water solutions for people at risk by providing a mini-
ecosystem around water – with bees to pollinate the world and trees to 
provide clean air. Bees Trees Water will be able to help over 15,000 people all 
over the world from the funds raised at the event. Bees Trees Water is also a 
registered charity with Amazon Smile.
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PUBLIC POLICY COMMUNITY: 

Grand Central East Side Access
Project
 

Tuesday, August 27, 2019
8:30 AM - 11:00 AM

Grand Central Terminal

89 East 42nd Street | New York, NY 10017

Please join us as the MTA provides a tour of the much-anticipated East 
Side Access (ESA) project currently under construction.

This is one the the largest transportation infrastructure projects currently 
underway in the United States, and will extend the Long Island Railroad 
to Grand Central Terminal, and will supplement existing service to Penn 
Station on Manhattan’s west side, and the Atlantic Terminal in Brooklyn, 
reducing commuting time by as much as 40 minutes, and serving 
approximately 162,000 commuters a day.

The new terminal will comprise of eight tracks and four platforms, with 
new communication, utility and ventilation systems. Ancillary buildings 
and the new Sunnyside station in Queens will additionally support the 
new rail infrastructure.
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COMMUNITY OUTREACH:

Special Olympics Summer Softball Volunteer
Opportunity

Sunday August 25, 2019
9:00 AM – 10:30 AM

Central Park’s Great Lawn
New York, NY 10024

Special Olympics is an international organization that changes lives by promoting understanding, acceptance 
and inclusion between people with and without intellectual disabilities. Their goal is to provide year-round 
sports training and athletic competition in a variety of Olympics-style sports for children and adults, giving 
them continuing opportunities to develop physical fitness, demonstrate courage, experience joy and 
participate in a sharing of gifts, skills and friendship with their families, other Special Olympics athletes and 
the community.

The committee is looking for 10 volunteers to assist the athletes with the softball practices. CoreNet members 
attended last year and reported back raving about the practice in the beautiful, sunny weather. There is no 
experience necessary, just a positive attitude and loads of encouragement! Please also be prepared in 
appropriate clothing and footwear. 

WORKSHOP COMMITTEE:

Building Your
Professional Brand

Thursday, August 29, 2019
11:00 AM – 1:00 PM
LinkedIn Corporation
350 5th Avenue | New York, NY 10118

Are you interested in learning the 
nuisances and tools available for 
professional brand building to further 
your career and entrepreneurial 
endeavors? Join us at LinkedIn and 
understand how to craft your story 
further develop your online presence 
and elevate your identity and 
relevancy.
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WORKSHOPS COMMITTEE:

CoreNet Global Professional
Development: Optimizing Service Delivery & Outsourcing

Thursday, September 12, 2019
9:00 AM – 5:00 PM
Friday, September 13, 2019
9:00 AM – 4:00 PM
Empire State Realty Trust | One Grand Central Place
60 East 42nd Street | New York, NY 10165

Explore successful models for strategically outsourcing services to leverage a vendor’s specialized experience, 
operating efficiencies, and economies of scale. Discuss best practices in determining which functions might be 
outsourced, selecting partners, enabling transitions, and managing the ongoing relationships. Class teams will 
debate various models, approaches, strategies, compensation structures, and performance management metrics. 
Explore the challenges and risks inherent in any service delivery partnership. Share experience and best practices 
for managing and continuously improving the relationship. The intent is to provide participants with a roadmap 
for creating and maintaining successful partnerships from both the end user and service provider perspectives. 
This professional development seminar is also eligible as an elective for both the MCR and the SLCR designation 
programs, as well as counting for MCR renewal credit.

Give Us Feedback on
CoreNet InSite Redesign
 

We hope you like the new design of InSite, CoreNet NYC 
Chapter’s Newsletter. We will be sending out a survey to all 
NYC Chapter members to gather feedback so we can make it 
even better for our next volume. Stay tuned!
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GET TO KNOW SOME OF OUR 
PLATINUM SPONSORS

Ted Moudis has had a distinguished 30-plus year career in architecture. In 1990, he founded Ted Moudis Associates 
(TMA). Ted’s business acumen and leadership have propelled his firm to be a widely recognizable and respected 
presence in the industry. Ted Moudis Associates is ranked by Interior Design as one of the top 40 design firms 
nationwide. Headquartered in New York with an office in Chicago and a formal Alliance with London-based MCM 
Architecture, TMA designs innovative workplaces built for longevity, productivity, and enjoyment. Among his many 
noteworthy clients are National Football League, BMO, IPG Mediabrands, Altice, Blackstone, Citco Group of 
Companies, AstraZeneca, and MetLife. Ted’s extensive and diverse experience in architectural interiors includes 
workplaces for media, technology, financial, consumer product, and professional services firms, with projects 
spanning the globe. He inspires the best in design and performance, delivers beyond what is expected and 
endeavors to achieve the highest standards for every client. Ted has developed a strong client base that continues 
to call on the services of Ted Moudis Associates. He has earned the respect of his colleagues and the loyalty 
of many clients due to his day-to-day involvement, insistence of quality control, and belief in providing superior 
services and technical expertise with high quality design.

TED MOUDIS ASSOCIATES

Corgan is a leading architecture and design firm with a human-centered approach, a deep technical experience 
and a reputation for great service to our clients, our people and our communities. Consistently ranked as one of 
the top five architecture firms, we listen to our clients and transform their insights into structures and spaces that 
inspire, inform and innovate. For eight decades, Corgan has developed special expertise in aviation, commercial, 
critical facilities, education, healthcare and interior design projects. Our approach to all these spaces is singular: 
to create unique environments where our clients thrive.  For more information visit corgan.com.

CORGAN

Herman Miller is a globally recognized provider of furnishings and related technologies and services.  Since its 
inception in 1905, the company has relied on innovative design to help people do great things. The global design 
leader has evolved into Herman Miller Group, a family of brands that collectively offers a variety of products for 
environments where people live, learn, work, and heal. The family of brands includes Colebrook Bosson Saunders, 
Design Within Reach, Geiger, HAY, Maars Living Walls, Maharam, naughtone, Nemschoff, and Herman Miller. For 
more information visit www.hermanmiller.com/about-us 

HERMAN MILLER 

CBRE Group, Inc. (NYSE:CBRE), a Fortune 500 and S&P 500 company headquartered in Los Angeles, is the 
world’s largest commercial real estate services and investment firm (based on 2018 revenue). The company has 
more than 90,000 employees (excluding affiliates) and serves real estate investors and occupiers through more than 
480 offices (excluding affiliates) worldwide. CBRE offers a broad range of integrated services, including facilities, 
transaction and project management; property management; investment management; appraisal and valuation; 
property leasing; strategic consulting; property sales; mortgage services and development services. Please visit 
our website at www.cbre.com.

CBRE
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Knotel is the world’s leading flexible office provider. Founded in 2016, Knotel is now in 200+ locations with over 
3 million square feet across New York, San Francisco, Los Angeles, Paris, Washington, D.C., London, Berlin and 
São Paolo. As the complete office solution, Knotel gets, builds, runs and optimizes space for companies. Knotel 
caters to established and growing brands, so business leaders can focus on building the future. Knotel was named 
a Business Insider Top 50 Startup and New York’s Hottest New Workspace Model by AllWork. To learn more, visit 
knotel.com. 

KNOTEL

With a strong history of craft and innovation, Haworth provides customers with award-winning furniture and interior 
architecture to help create beautiful rooms and achieve business goals. Research, knowledge and design are at 
the center of Haworth’s strategy and foster a deep understanding of built environments, culture transformations, 
technology coordination and agile workplace needs. The company is committed to protecting and restoring the 
environment; creating economic value; and supporting and strengthening communities. Founded in 1948 and 
headquartered in Holland, Michigan, U.S.A, Haworth remains family-owned and privately-held serving more than 
120 countries through a global network of 650 dealers and 7,500 employees. 

HAWORTH 

Turner & Townsend is the largest independent Program/Project/Cost Management company in the world. With 
a true global footprint and extensive capital projects experience, we’re experts in managing the many moving 
parts involved in complex programs and projects. At the heart of our approach is a focus on better outcomes 
for our clients. With an independent view, we bring clarity and rigor to help teams work better together, make an 
investment case stronger, raise the standards of program/project delivery and maintain schedules and budgets. 
It’s how we’ve made the difference for more than 70 years. New York is our North American regional headquarters 
- and we’re proud to be working locally on some of the largest and most challenging capital programs and projects 
for a diversity of clients. We are committed to professional service excellence in New York City, and have been 
doing so for 25+ years. Turner & Townsend was just named a 2019 CoreNet Global Professional Excellence Award 
finalist, along with Warner Media, for Warner Media’s New York Headquarters at 30 Hudson Yards project. We are 
also a CoreNet NYC Platinum Sponsor.

Creative Office Pavilion (COP) has partnered with clients since 1986 to create workspaces across all industries.  
With over 325 employees and spanning seven locations throughout the Northeast, COP is proud to be the largest 
member of the Herman Miller Certified Dealer Network.  Representing over 350 lines of furniture and architectural 
products, COP offers a full range of services to ensure projects are designed, managed and installed on schedule 
and in budget. COP strongly believes in the idea that the built environment has the power to transform the way 
people work.

TURNER & TOWNSEND 

CREATIVE OFFICE PAVILION

WB Wood, founded in 1905, is built on one clear premise: to execute simple brilliance.  Every 
day we aim to accomplish greatness for our clients through our passion for transformation 
and growth. We’re 100% on your team, working together with one focus in mind— your 
workplace conceived and delivered exactly the way you want it. At WB Wood, we work hard, 
think hard, play hard. We also care hard, and it shows.

WB WOOD 
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LEARNING SPONSOR

PLATINUM SPONSORS

TO OUR
SPONSORS.

 THANK
YOU

wb
WOOD



AUGUST 2019 page 55

GOLD SPONSORS

SILVER SPONSORS

BRONZE SPONSORS

Evensonbest

Knoll

Afd Contract Furniture Inc.

Arenson Office Furnishings

Syska Hennessy Group

Allsteel

Milrose Consultants, Inc.

Robert Derector Associates

Teknion

Consolidated Carpet

James E. Fitzgerald

L&K Partners, Inc.

M Moser Associates

Enterprise Florida, Inc.

IA Interior Architects

Plaza Construction

Avison Young

Arizona Commerce Authority

Office Resources, Inc.

Benhar Office Interiors

J.T. Magen & Company

Total Relocation Services LLC.

Waldner's Business Environments, Inc.

HLW

Bentley Mills
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Mission Statement: CoreNet Global’s mission is to advance the 
practice of corporate real estate through professional development 
opportunities, publications, research, conferences, and chapters 
and networking groups

CoreNet Global aims to broaden its network, raise the profile of 
corporate real estate, serve as the profession’s voice and thought 
leader and champion the profession’s development and maturity.

TO:


