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Dearest CoreNet NYC Members,

I am honored to contribute to the 
incredible content produced by the New 
York City Chapter.  Before continuing, 
I’d like to recognize the exceptional 
dedication and creativity of the Newsletter 
Committee, whose tremendous eff orts 
have resulted in an array of diverse and 
engaging topics, such as the current issue 
“Fueling NYC.”  

Today, we are all experiencing a paradigm shift where 
business is valuing worker creativity and imagination 
more than ever. Our chapter members have supported 
this shift in the corporate real estate community by 
bringing innovative ideas to the workplace—helping 
shape how, where and with whom we can work.  

This year, my goal as your Chairperson was to use that 
same creative fuel to evolve our great NYC Chapter 
itself, building a more engaging and valuable community 
where all Chapter members can connect, grow, learn 
and belong. With amazing leaders at my side, we spent 
2019 rebuilding our chapter and volunteer framework 
from the ground up with a complete restructuring of 
the Board of Directors and our committees. Our new 
structure gives our volunteers greater autonomy so they 
can easily innovate, creating more impactful ways for 
our members to engage.

For existing volunteers who are already on our 
committees, thank you for your continued participation 
and for taking a direct role in this framework. We hope 
you enjoy this new and improved volunteer experience 
next year. We want to welcome any members who 
are interested in becoming new volunteers; your 
fresh perspective brings us diversity of thought and 
innovation. With our fresh start this year, all volunteers 
will be empowered to build interesting and informative 

content, produce educational and inspiring 
events, develop deep and enriching 
partnerships, give back to the community 
around us and inspire the next generation 
to play an even more pivotal role in the 
transformation of our industry. 

With the help of members and volunteers 
alike, we hope to build an incredible 
organization that continues to help you and 
thousands of others to achieve valuable 
personal and professional development in 

the corporate real estate industry.  

On a fi nal, personal note, this year has been a blessing 
for me.  I have had the honor of working with a truly 
remarkable team of leaders and advisors who have 
not only fueled me to be more creative but have gone 
well beyond the call of *volunteer* duty to support and 
ensure long-term success.  I’d especially like to thank 
Sheena G., Neil A., Marissa F. + Sarah B., Sara F., Dino 
P. + Frank M., Marc C. + Lynee H. with a little Ted M. + 
Chrissy H., Dan F., Marcus R., Tommy O., Paul D., Pay 
W., Vito B., Deb C., Gina R., Jeremy L. + Chelsea F. + 
Mark B., Kelly D., Barry A., Karen L., Cindy Q., Lou x 2, 
Lauren N., Gus  F. + Laura P., and of course Dale S.!

Warm regards in the winter months, 
your Chairperson, 

Jason Aster
Managing Director, Growth
KBA Lease Services

LETTER FROM 
CHAIRPERSON

Jason Aster
KBA Lease Services
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Bloomberg 
Bringing 
Sustainability 
In-House

Bloomberg 
Bringing 

:::

Bringing 
Sustainability 
In-House

Bringing 

In-House

:

“Sustainability” is a big buzzword in the world of 
corporate responsibility, but a true dedication to 
sustainability requires time, energy, and a bit of 
innovation. Bloomberg’s Head of Sustainable 
Business Operations, Michael Barry, has made a 
career of it – and the company, team culture, 
and environment have benefi tted.
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BY: 
Nick Bornheimer,  
Gunlocke

INTERVIEWEE: 
Michael Barry,  
Bloomberg

INDUSTRY 
SPOTLIGHT

S ustainability has come a long way 
since 2006, when Michael Barry joined 
Bloomberg’s corporate real  estate 

team. Even a year into his role, when Barry received 
a Leadership in Energy and Environmental Design 
Advanced Professional (LEED AP) credential, “it was 
really just about retrofitting lightbulbs and establishing 
recycling programs,” he says. “We were getting things 
going from the ground up.”

Now, as Head of Sustainable Business Operations 
for the company, he manages everything from on-
and-offsite renewables to waste management and is 
influencing company culture internally while touting 
Bloomberg’s total global emissions externally.
 
The shift to reducing waste and focusing on 
sustainability impacts how employees use the space 
and interact with each other—especially at Bloomberg’s 
headquarters at 731 Lexington Avenue. Elevators only 
stop at [roughly] 40% of floors, which means we’re 
saving energy while we’re fostering collaboration.  
Internal stairways between floors and a communal floor 
referred to as the “Pantry” encourages interaction and 
impromptu meetings. “There’s a lot of activity within 
the building,” Barry explains. 
 

Outside of offering an open space and area to 
congregate, the “Pantry” offers free food; quarterly 
rotations of new items and a variety of healthy options 
are available to employees and visitors alike. Most 
products fit into one of four clearly labeled bins: metals 
and plastics recycling, paper and cardboard recycling, 
compost, or waste. It’s important, too, that every waste 
station area has options for all types, says Barry. 
 
However, despite many advances in recyclable 
packaging, some kinds still end up in the bin destined 
for landfills. To further mitigate it, he says, “we started 
partnering with TerraCycle to collect food wrappers and 
have since diverted over 130,000 of them from landfills.” 
 
What about other single use items like tableware? “We 
buy compostable products, like ASTM6400-certified 
cups and utensils,” adds Barry. But it’s difficult, 
especially in New York City, to keep employees 
from bringing take-away packaging in with their 
lunch, especially those ubiquitous plastic bags. So, 
Bloomberg started recycling those, too. 
 
“We try to capture as much waste as we can,” he 
explains. “Right now, we divert about 70% of waste 
[from landfills], but our goal is 90%. We keep trying to 
get those numbers up.” One of the biggest challenges 
in increasing those goals, however, is securing full 
staff participation. Getting everyone to understand 
the personal benefits and overall global impact of 
Bloomberg’s waste program encompasses broad-
stroke education efforts.

BLOOMBERG: BRINGING 
SUSTAINABILITY  
IN-HOUSE



DECEMBER 2019   page 7DECEMBER 2019   page 7

Part of those eff orts involve working with Marketing 
and Facilities to redo signage to help better engage 
employees in the process. “We are currently working 
on our ‘Know Where to Throw’ campaign to help 
educate employees,” explains Barry. “Everyone still 
has to throw things out. So, we believe in constant 
education and communication to share the best ways 
to do that.”

Like anything with multiple policies and procedures 
in place, non-compliance can still sometimes be a 
hurdle, says Barry. “Some employees question it or 
are skeptical of the true impact of their waste habits. 
Which is why we are always happy to share how things 
work and off er to let people see the stats that are also 
shared in our annual Impact Report.”

They also streamline the waste process for building 
management. At 731 Lexington, they have diff erent bag 
colors for diff erent items—black, green, and clear—as 
well as separate areas for sorting and disposal. In 
addition, there are distinct zones for each of the waste 
streams to best avoid confusion and mitigate error. 

“It’s integral with how we design our offi  ces, and in 
New York City, it’s pretty easy,” says Barry. “It becomes 
trickier in places where we are a smaller tenant.” 
Although offi  ce waste is a big part of the sustainability 
equation, it’s only about 1% of Bloomberg’s overall 
global emissions.

According to Bloomberg’s most recent Impact Report, 
energy consumption is responsible for about 55% 
of emissions. To off set that, they take an innovative 
approach with things like off site renewables. For 
instance, warehouses in Springfi eld Gardens, Queens 
house a 1.5-megawatt solar system that in 2015 started 
transferring clean energy to the Lexington Avenue 
offi  ce using a “Remote Net Metering” program. The 
program enables sites with poor solar characteristics 
to benefi t from energy generated at sites with 
excellent ones.

Energizing Bloomberg’s staff  is also vital, and in the 
New York offi  ce specifi cally, “Coff ee is really important,” 
Barry explains with a chuckle. “They go through a lot of 
coff ee!” How much specifi cally? Projections estimate 
nearly 1,364,000 cups will be consumed at the 731 

Lexington headquarters alone in 2019. “We off er 4-5 
varieties, all for free, for employees and visitors alike,” 
adds Barry. “It’s certainly fun for employees who are 
here every day, but guests are often amazed and 
overwhelmed by the choices.”

He also points out that the internal caff eine perk is 
enhanced by an offi  ce environment that boosts well-
being and fuels employees externally as well. That’s 
why Bloomberg’s New York operations sought and 
received certifi cation by both the U.S. Green Building 
Council (LEED) and Fitwel. For 731 Lexington Avenue, 
Bloomberg worked together with building owner 
Vornado to earn three-star certification—Fitwel’s 
highest level—in 2017. 

Morale and engagement in the offi  ce are a bit 
more diffi  cult to quantify, but as Barry points out, 
“anecdotally, we get great feedback. We have a 
lot of access to light and the building encourages 
active behavior—people walk around and use 
stairways throughout the offi  ce. Also, lots 
of people cycle to work and use our bicycle 
storage room, as evidenced in our employee 
commute survey.”
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      How did you get involved in CoreNet?

My former Professor of Real Estate Law, Brian 
Schwagerl, introduced me to CoreNet. He 
recommended that I get involved with the 
local chapter and apply to the Annual CoreNet  
Academic Scholarship. 

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

This award undoubtedly reduced my tuition burden 
for the semester. It also illustrated that if you take 
committed strides towards your goals, there will 
be unexpected support along the way. Earning this 
scholarship led to an incredible advancement in both 
my academic and professional career. Becoming a 
recipient immediately introduced me to a rare network 
of Real Estate thought leaders. 

Since becoming a recipient, I’ve been able to network 
with the brightest minds and attend invaluable forums 
on subject matters such as: Affordable Housing, 
Public-Private Partnerships, Strategy & Portfolio 
Planning, Wellness Design, Artificial Intelligence, and 
Workforce Retention. In addition to this, I’ve gained 
invaluable mentorship from successful executives and 
leading professionals such as Cindy Quan, who has 
been instrumental in my professional growth within  
the industry. 

1

2

What are your thoughts on 
sustainability? 

Environmental sustainability solutions are extremely 
important. There has been a wave of excitement 
and concern around sustainability. In today’s world, 
there are things I’m afraid of, and there are things 
I’m excited about. I’m terrified of the climate-related 
disasters happening around the world and the 
increase in carbon emissions, but I’m hopeful of 

Albert Matlock, a Trenton, NJ native, is 
currently a student at Pratt Institute earning 
his Master’s Degree in Real Estate Practice. 
Albert discovered his interest in real estate after 
spending two years in Los Angeles working as 
a home accents purchaser for a department 
store while also working as a freelance installer 
for a commercial production company. These 
jobs exposed Albert to the world of design and 
construction, where he met several architects 
and contractors. The freelance gig brought out 
the entrepreneurial spirit in Albert, which he 
plans to foster in his future career as a real estate 
developer. “I enjoy studying real estate because 
it’s an industry that requires collaboration, 
yet, it’s intrinsically entrepreneurial…it’s 
competitive, tactical, requires a team, and each 
player is playing to execute.” Albert was awarded 
an academic scholarship from CoreNet to aid in 
his pursuit of a career in real estate.  

STUDENT
INTERVIEW

BY: 
Ben Nottingham, 
Ori

INTERVIEWEE: 
Albert Matlock, 
Pratt Institute
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Do you actively recycle? 

   Yes.  When I was younger, recycling 
    wasn’t an option. While growing up in New Jersey, 
each household was provided recycle receptacles, 
which my parents regularly used. This became a cultural 
norm. This responsibility was further enforced during 
my undergraduate experience where I volunteered 
as a Bonner Community Scholar at Terracycle, an 
innovative waste management company established 
in the heart of Trenton, New Jersey. Terracycle 
showed me how recycled goods could be creatively 
processed and thoughtfully reused. It wasn’t until I 
moved to Manhattan that I realized recycling is more 
diffi  cult based on where you live, so I’ve had to become 
more resourceful in my eff orts. Due to normal recycling 
practices being a little harder to do, my roommates 
and I do a lot of upcycling. The glass containers of 
any foods we buy are reused to provide food storage 
or hold new plants. We purchase staple food items 
in bulk (frozen vegetables, rice, beans, oats) to avoid 
single-serve containers. These practices, in addition 
to rarely ordering takeout, keep our personal expenses 
and waste relatively low. 

What are your thoughts on 
sustainable food sources like the 
Impossible BurgerTM, which is 
now being off ered at fast food 
restaurants?  

It’s not too shabby! I have tried it as well as some 
meatless product from Trader Joes. That being said,
I still prefer real meat. I do appreciate, however, that 
we have more options as consumers. I am all for 
options—the more the better. Every person should 
be able to make the most informed decision for their 
health and life.

How do you feel about Pratt’s 
eff orts to educate its students about 
sustainability and recycling?

Last month I facilitated a school-wide panel with 
industry professionals on the next chapter of 
sustainability relating to Well Buildings and Workplace 
Planning Strategies. Aside from providing information, 
I did a bit of research into the school’s initiative 
because it has so much educational programming on 
this subject. 

It is awesome that our school is doing its best to 
implement sustainability in everything that they do. 
Pratt holds an Annual Green Week, where they highlight 
sustainable design and environmentally-conscious 
work produced by students across disciplines looking 
to improve climate change. A lot of course work is 
presented from a sustainability lens. For example, 
they have a Masters in Sustainability Environmental 
Systems and Minor focus on Sustainability within the 
Social Science and Social Studies department. I think 
it’s great the school is increasing awareness. 

I’m hopeful of recent 
innovations of 

environmental technologies 
and initiatives, such as solar 
glass roof tiles, jobs growth 
within the green economy 

and the addition 
of stronger Environmental 

Social Governance 
(ESG) commitments.

recent innovations of environmental technologies and 
initiatives, such as solar glass roof tiles, jobs growth 
within the green economy and the addition of stronger 
Environmental Social Governance (ESG) commitments 
made by leading corporations.

 It wasn’t until I moved to 
Manhattan that I realized 
recycling is more diffi  cult 
based on where you live, 

so I’ve had to become more 
resourceful in my eff orts.



DECEMBER 2019   page 10

Manal Kahi is the co-founder and CEO of Eat 
Offbeat, a social enterprise that delivers authentic 
meals made by refugees who are now chefs in  
New York City. She has a passion for traveling, 
social impact, and great food (not necessarily in 
that order). She moved to NYC to pursue a career  
in environmental affairs but the hummus she  
found on grocery store shelves led her on a 
different journey. She co-founded Eat Offbeat to 
help New Yorkers discover authentic cuisines from 
around the world all the while providing recently 
resettled refugees, who are passionate about 
cooking, with a quality job and a place to thrive.  
We spoke with Kahi about Eat Offbeat and the  
story behind this unique catering company. 

Where did the idea for Eat Offbeat stem from?

The idea really came from my disappointment with the 
hummus sold in grocery stores in New York when I 
moved here as a graduate student in 2013. I had high 

standards, coming from Lebanon. So I started making 
my own based on my grandmother’s recipe, and as 
that became successful my brother and I thought we 
should find a way to sell it. When we thought of who 
could bring better hummus to New York, and in a 
context of an unfolding refugee crisis back home, we 
thought of Syrian refugees being resettled in NYC. The 
idea grew from there and we ended up doing catering 
instead, with refugees and immigrants from all over 
the world preparing authentic family recipes for offices 
and venues all over NYC.

Please explain some of the efforts your team 
takes on to fuel the city that never sleeps?

The chefs are typically at the kitchen as early as 5 
a.m. or 6 a.m. to get breakfast orders out and start 
preparing for the lunch rush. The kitchen is usually 
the busiest between 10 a.m. and 12 p.m., as chefs 
and delivery operators rush through the kitchen to 
prepare the different dishes, package them, and send 
them out the door. Once the lunch rush is over, the 
team starts preparing for afternoon cocktail hour 

BY: 
Nick Bornheimer,
Gunlocke

INTERVIEWEE: 
Manal Kahi, Eat Offbeat
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and dinner orders. Behind the bustling kitchen team 
though, there’s an entire operation that happens a little 
more quietly but just as heroically: the administrative 
team who designs and oversees our customers’ 
overall experience, coordinates every single order, 
converts new customers, optimizes delivery routes, 
and occasionally jumps in to support our kitchen team 
whenever extra hands are needed.

Why do you feel food is a powerful vehicle for 
building bridges?

Food is the easiest way to someone’s heart. For us, the 
ultimate sign of success is when someone tries our food 
and says, ‘Wow, I am lucky refugees are resettled near 
me, so I get to try this incredible food.’ Beyond creating 
that sense of community and acceptance, we want 
our chefs to become ambassadors for their countries 
and showcase their culture through a new lens, that of 
delicious food, rather than common narratives people 
tend to hear on the news.

How did your immigration from Lebanon help 
inspire the creation of this globally inspired 
catering company?

My brother and I grew up eating quality home-cooked 
food. We had an aunt and a grandmother who were 
both exceptional home cooks, and who often sourced 
ingredients from their own garden/backyard. I missed 
that when I moved to New York, and restaurant food 
never matched that “homey” feel. Home cooking and 
authentic family recipes have always been central 
to us at Eat Offbeat. Even as we grow and scale our 
processes, our chefs have managed to retain that 
magical ability to transmit that feeling of being home to 
our customers.

You partner with the International Rescue 
Committee (IRC) to source some of your chefs. 
How did that relationship form? 

The relationship started early on, before we even had 
a formal business plan. We reached out to the IRC as 
one of the main resettlement agencies in the country 
and asked for their validation of our initial ideas and 
directions. The partnership has remained strong  
ever since.

How much have you seen the company grow, 
and who is Eat Offbeat aiming to serve?

We started with a team of three chefs and are now a 
team of almost 30 people in total! We have served over 
150,000 meals to date. We mostly serve offices (team 
lunches, board meetings, corporate events) as well as 
large galas and/or individuals hosting dinners at home.

As you grow, how important is it to uphold  
Eat Offbeat’s mission? 

 
“To empower refugees with job 
opportunities, introduce New Yorkers to  
off-the-beaten-path food options, and 
help shift the refugee narrative.”

It is the most important thing. Nothing makes sense 
otherwise. We are not just another food business; our 
values are what drives us — and what makes our food 
so special! Our chefs are showcasing a different and a 
more positive story than the typical narrative: They are 
the heroes helping New Yorkers discover something 
new and different. 

How do you think Eat Offbeat fits into this 
melting pot? Have you considered taking this 
business model outside of New York?

NYC has been incredibly generous to us. It has all the 
ingredients we need. People are open and adventurous, 
they try everything, and when they enjoy our food and 
concept they tell their friends about us. We are barely 
scratching the surface of the market here in NY and 
want to continue growing here before we consider 
going elsewhere. It’s a welcoming city. We belong here.
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We live in a city defined by ingenuity 
and resourcefulness; as the old 
musical phrase contends “If I can 
make it there, I’ll make it anywhere.”   
The NYC food scene is no exception. 
Since everything costs a little more  
in the Big Apple, restaurateurs have 
to get a creative with their real  
estate needs. 

Let’s take a look at some of the 
businesses that are breaking 
out of the traditional mold.
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Creative Solutions to 
Feeding Hungry  
New Yorkers

Have ItHave It  Your Way:  
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Getting Better All the Time
Husband and wife team Jeremy and Jennifer 
Marshall opened Aquagrill in SoHo 24 years ago 
when the neighborhood was mainly a mecca for 
artists. It has taken some creativity for this seafood-
centric establishment to maintain its stable presence 
in the restaurant scene, despite rising costs for 
major expenditures like rent and wages. Jeremy 
Marshall says, “There are a lot of hidden costs to 
running a restaurant, like the commercial rent tax 
and a water bill for the flow in and out. Each year it 
was important to find new ways to make money.” 
 

One way they have been able to overcome these 
obstacles is by making their restaurant more of a 
destination by utilizing outdoor space throughout the 
entire year. What started out as umbrellas outside of 
the restaurant along the sidewalk grew to a canopy, 
and then to a zippered enclosure. They found that 
customers were willing to wait two hours for a seat 
outside in good weather, so installing air conditioners 
to extend spring and heaters to extend fall was a 
no-brainer. They first installed overhead heaters that 
brought some reprieve from the cold, but customers 

objected to chilly feet and 
legs. The next year, these 
complaints resulted in the 
installation of radiant heat 
in the floor to keep their 
patrons toasty all-over. 
 
More recently, Marshall’s 
biggest challenge is that 
more people are avoiding 
dining in restaurants 
altogether to eat in the 
comfort of their home. 
Home food preparation 
and grocery delivery 
services such as Blue 
Apron and Hello Fresh, 
as well as the multitude of prepared food options in 
grocery stores like Trader Joes, are enabling easy 
and fast dinner preparation. If someone craves their 
favorite dishes from local restaurants, delivery apps 
like Seamless enable delivery of the dish, ready to eat, 
straight to their door. Aquagrill took on the mentality 
of “If you can’t beat them, join them” and a few years 
ago, began its delivery service, which has helped them 
grow their revenues without the need for additional real  
estate costs.

Build It and They Will Come 
Jeremy and Jennifer Marshall of Aquagrill are 
not the only restauranteurs who are capitalizing 
on the popularity of outdoor space. Other food 
establishments are joining this trend through a 
program sponsored by the NYC Department of 

BY: 
Wanda Dunaway, Shaw Contract

INTERVIEWEES:
Jeremy Marshall, Aquagrill
Chris Taha, Summers
Tom Rowse, Hole in the Wall
Alexa Sarmanian, Zuul Kitchen
Phil Colicchio, Colicchio Consulting  
                              within Cushman and Wakefield
 

CASE
STUDY

HAVE IT YOUR WAY:  
CREATIVE SOLUTIONS TO 
FEEDING HUNGRY NEW YORKERS

There are a lot of hidden costs to  
running a restaurant, like the 

commercial rent tax and a water bill  
for the flow in and out. Each year  
it was important to find new ways  

to make money.”
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Transportation (DOT) called Street Seats, which 
allows restaurants to “share the road” so patrons 
are able to enjoy their meal or drink outdoors, even 
if the restaurant has no patio area.

How does it work? Street Seats is a citywide program 
where businesses or institutions that own or operate 
the ground floor of a building can apply to partner with 
the DOT to transform underused streets, sidewalks or 
parking spaces into their own vibrant and social spaces 
between the months of March through December. 
Approved partners are responsible for designing 
and maintaining the Street Seat while DOT provides 
operational elements, such as signage, wheel stop 
bars, striping on the parking lane, and/or temporary 
plastic bollards. It is a win-win; while the partner can 
expand its commercial footprint, a passerby can have 
a more convenient place to take a break and have a 
cup of coffee or snack. 

Chris Taha, owner of Summers café, became aware of 
this opportunity and thought it would be a great fit for 
his restaurant in Greenwich Village. “We were seriously 
missing free open public space for neighbors to meet 
neighbors at a little local spot.”

Initially, not everyone was on board with Taha’s 
alternative real estate idea. Residents were concerned 
about reduced parking and feared that vagrants would 
occupy the space. His answer: “I have a car and live in 
the neighborhood and find parking all the time, and we 
have not had one instance of vagrants occupying the 
space during off hours.”

Summers’ regular customers have traditionally 
been the locals—people that live in the surrounding 
buildings, typically stopping by on their way to work. 
The café has only a few interior seats, but the Street 
Seats installation has extended this space into an 
exterior lounge consistently filled with customers in 
the early hours of the day. Taha collaborated with artist 
Gregory Rukavina to design and build the outdoor 
space, drawing even more attention and creating a 
unique ambiance. Summers used to have 60% regular 
customers and 40% new customers; with Street 
Seats, this ratio has switched to the exact opposite. “It 
is great because our new clients convert to regularly 
recurring customers,” raves Taha. He looks forward to 
continuing the program next year; the neighborhood 
has been nothing but thrilled to have it and can’t wait 
to have it back next spring. 

Split Personalities
We all walk past storefronts and restaurants that sit 
empty for a majority of the day, only getting busy 
for the dinner crowd or maybe a lunch rush. Some 
restaurateurs are getting crafty about attracting a 
steady stream of customers, no matter the time. 

The neighborhood has been 
nothing but thrilled to have it 

and can’t wait to have it 
back next spring.



DECEMBER 2019   page 15

Take Hole in the Wall, which experimented with getting 
the most out of its Financial District space by creating 
two distinct restaurant concepts under the same roof. 
What was the Hole in the Wall café by day became 
an Asian fusion restaurant and cocktail lounge called 
Sugar Momma at night. Depending on the time of day, 
guests were able to choose their own experience. 
General Manager Tom Rowse says: “We’ve been 
operating our Hole in the Wall spaces for more than 
two years now and always like to make sure we’re 
pushing ourselves and exploring new ways to connect 
to food lovers.”

Our executive chef, Brent Hudson, has an elite 
background working with South East Asian cuisine. As 
far as a customer would know, we’re two completely 
different restaurants.” 

The concept sparked the attention of FiDi residents. 
“For an area with very minimal nighttime destina-
tions outside of Irish pubs and traditional restaurant 
concepts, we were able to make a splash with a 
contemporary offering”, says Rowse.

Hole in the Wall continues to look at new concepts 
to optimize their real estate. Sugar Momma is tem-
porarily closed as Rowse searches for a new location 
for it, but he is booking private events in the space 
for the holiday season. Rowse says it is “proving to 
be really popular.” In fact, they have also recently 
launched another concept: Ghost Burger Hole in the 
Wall now offers the use of its kitchen to make burgers, 
wings, truffle fries, and salads for this delivery-only 
business.

Membership Has Its Privileges
As both Marshall and Rowse mentioned, delivery 
services are making a great impact on NYC. Like 
Ghost Burger, many non-traditional food and beverage 
businesses are finding ways to creatively capitalize on 
the growing popularity of delivery and dining-in. 

Zuul Kitchen offers a “ghost” or “cloud” kitchen for 
restaurants to use so they can have greater kitchen 
capacity to service delivery orders with minimal 
disruption to overall restaurant operations. Zuul also 
offers delivery services so the restaurant does not 
have to bother. 

Corey Manicone and Sean Fitzgibbons started Zuul 
in early 2018 after learning about the challenges 
restaurants are facing to meet the demands of both 
dine-in and delivery business. Cooking food for 
delivery orders can interrupt the speed and service for 
customers in the restaurant. Once the food is prepared, 
managing delivery operations can be distracting and a 
logistical nightmare.

Alexa Sarmanian, Chief of Staff for Zuul Kitchen, 
explains that rather than a direct lease model, they 
have a membership model that provides a flexible  
and inclusive kitchen space for restaurants. Its 
member restaurants choose their delivery marketplace 
platforms (i.e. Seamless, Delivery.com or Caviar) for 
online ordering, and then rely on Zuul to coordinate 
the in-between.

In a ghost kitchen like Zuul, all the restaurant needs 
to worry about is the cooking. Zuul handles all of 
the logistics between the kitchen and the delivery 
service so the restaurant does not have to bother. 
The Zuul staff provides porters to perform duties 
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We’ve been operating our 
Hole in the Wall spaces for more than 

two years now and always like to 
make sure we’re pushing ourselves 

and exploring new ways 
to connect to food lovers. 
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such as washing dishes, runners to take the ready 
food from each kitchen’s back hallway to the front 
dispatch center, and expeditors to interface with the 
individual couriers.

Zuul has a unique outlook on delivery, opining that 
couriers aren’t treated well in brick-and-mortar out-
lets, having to elbow past people trying to dine in 
and brave the elements while they wait outside for 
orders. It’s different at Zuul where couriers receive a 
“big warm welcome” and receive the food they are 
delivering as soon as possible. 
 
In case the orders aren’t quite ready, there is an 
amenity suite where the couriers can charge their 
phones, grab a coffee or tea, or take a quick break 
before heading back into the elements.

The first restaurant to go live in the SoHo location 
was Sweetgreen in September 2018, and six other 
restaurants quickly joined. “The vast majority of 
members plan to maintain their brick-and-mortar 

presence and view a ghost kitchen as expansion—an 
added channel that allows them to maintain their brand 
and have immediate touchpoints with customers,” 
says Sarmarian.

Like any business, ghost kitchens have their own set 
of challenges. Sarmarian says that they work with 
savvy operators from diverse restaurants, each having 
their own distinct preferences and expectations on 
how things should run. From kitchen essentials like 
cold storage to dish pits, Zuul has to be adaptable 
to conform to everyone’s needs. It is also important 
that each operator is respectful of others in the shared 
space, which is especially difficult during peak hours. 
Zuul is NYC’s first ghost kitchen, and Sarmarian 
estimates its focus will be on the five boroughs for 
the foreseeable future. Although Zuul is New York’s 
pioneer, it appears this concept is quickly catching 
on; Uber CEO Travis Kalanick invested $400 million 
into CloudKitchens, which also provides space for 
delivery-only operations.

What’s Next?
We caught up with Phil Colicchio, Managing Director 
of Specialty Food and Beverage, Entertainment, and 
Hospitality for Colicchio Consulting within Cushman 
and Wakefield. His job is to consult with owners 
and developers to predict what level of food and 
beverage amenities each space needs to attract 
tenants. Colicchio looks at things strategically—where 
companies are going to spend their real estate funds 
and whether or not a developer is connecting with food 
and beverage as part of the development’s ecosystem. 
This generation doesn’t look at dining out as a treat. 
It’s more of a right, part of a lifestyle. That sensibility is 
super important for developers to understand as they 
plan amenity space. 

It’s different at Zuul where 
couriers receive a ‘big warm welcome’ 

and receive the food they are delivering 
as soon as possible. 
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In NYC, food and beverage is taking on a greater 
importance in commercial development. To gain 
elevated “artisanal” vendors that entice young 
professionals, Colicchio believes developers need to 
become capital partners who invest in making the city 
more affordable. The commercial real estate world 
is now adopting the model to which hoteliers have 
become accustomed. Once eschewing this type of 
arrangement, there is now an understanding by the 
developer that there is a need to build out on his/
her own dime instead of relying on tenants to pay for 
building improvements. It has become more common 
for developers to engage consultants like Colicchio 
Consulting, Convene and others to plan strategy and 
provide operational expertise.

Colicchio asserts that the perfect model is the “thing 
within the thing,” and it’s happening now Downtown. 
“There is a wonderful bar on Water Street called The 
Dead Rabbit that does something amazing. You can 
walk in the door and be transported to an absolutely 
wonderful experience in a proper Irish pub. Walk 
upstairs and once again you are provided with this 
incredible transition into a world of craft cocktails and 
a level of service which is beyond what you would 
have imagined. Transported twice without leaving the 
building. That is coming in a big way to the commercial 
real estate market.”

“We’ve been asked to build out spaces within office 
developments with usages such as a sushi den, 
speakeasy, curated library and sleeping pods,” reveals 
Colicchio. He is also seeing office owners coming 
to arrangements with groups like Airbnb to take out 

floors of office buildings to effectively create non-
branded hotel-type spaces that will require food 
and beverage amenities to make them work. “This 
is a very important advancement in our estimation 
for a number of reasons, but principally because the 

NYC visitor comes in all shapes and sizes. A person 
coming in for business for a week might rather stay in 
an apartment in a Midtown office building where he or 
she can go upstairs from the day’s meeting and click 
on the TV while enjoying room service or hang out with 
other like-minded travelers in the exclusive lounge 
over a cocktail and dinner.” These new amenities are 
important because lifestyles are changing with the 
new generations.

This generation doesn’t look 
at dining out as a treat. 

It’s more of a right, part of a lifestyle. 
That sensibility is super important 

for developers to understand 
as they plan amenity space.
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In addition to bringing new concepts 
like shared delivery sidewalk eateries, 
kitchens, corporate office speakeasies, 
and other experience-influenced trends in 
real estate currently include the ubiquitous 
food hall, unique venues like an omakase 
sushi den located in a hotel room (Sushi 
by Bou), private dinner clubs, and pop-
ups celebrating food and drink like the 
popular Rośe Mansion. It’s clear that NYC 
restaurateurs will continue to push the 
envelope and creatively fuel the needs of 
New Yorkers.
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FUN
FACTS

BY: 
Beth Portnoi Shaw, Carlton Architecture
Sonya Verny, IA Interior Architects
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BUILDING
HIGHLIGHT
BY:
Harry Dobelle, Gilbane
INTERVIEWEE:
Kevin Kontura, Skanska USA

Defi ned by some as “The World’s Most Famous 
Building,” the Empire State Building was the world’s 
tallest skyscraper for 40 years. Today, its four million 
visitors annually enjoy breathtaking 360-degree 
views of the skyline from the 86th fl oor Observatory 
and more. With the desire to provide an increasingly 
special experience for guests, Empire State Realty 
Trust (ESRT), the building owner, decided to fully 
renovate the visitor areas of this tourist attraction. After 
compiling direct feedback from visitors throughout the 
years, ESRT was ready to make major changes to the 
legacy building with special attention given to social 
media moments and instagrammable opportunities. 
As ESRT explains in a recent press release, “with keen 
attention to creating recallable, authentic moments, 
the Empire State Building’s second fl oor immerses 
guests in a series of exhibits, taking them on a journey 
from the building’s construction to its current place in 
pop culture history.”

It requires a number of talented individuals to work 
together to create such a unique and dramatic space 
and we had the opportunity to speak with some of the 
team at Skanska, the fi rm heading up the construction 
of the project. “Having the opportunity to work with 
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With keen attention to creating 
recallable, authentic moments, 

the Empire State Building’s second fl oor 
immerses guests in a series of exhibits, 

taking them on a journey from the 
building’s construction to its current 

place in pop culture history.

EMPIRE 
STATE 
BUILDING



Empire State Realty Trust to improve the most iconic 
building in New York and perhaps the world is a unique 
and humbling experience for all of us at Skanska,” said 
Kevin Kontura, Vice President for Skanska Building. 
“Working in such extreme conditions—1,250 feet off  
the ground—is no easy feat and also challenges us to 
innovate. We’re proud to play a role in improving the 
guest experience for the Observatory’s visitors, and to 
do that in the very same building where Skanska has 
our US headquarters.”

Skanska’s US headquarters occupies the Empire 
State Building’s 32nd Floor, which Skanska designed 
and retrofi tted to achieve LEED Platinum status in 
2008. Over the last eight years, Skanska has provided 
construction management services for more than 20 
separate renovation projects as part of the ongoing 
top-to-bottom redesign of the landmark building. In 
2017, Skanska led an innovative project that used a 
similar protective cocoon to allow Skanska workers to 
add 39 tons of new steel to the Empire State Building’s 
mast, tower, and antennas. More recently, in 2018, 
Skanska completed the redevelopment and relocation 
of a dedicated Observatory entrance that serves more 
than four million guests each year.

Having the opportunity to work 
with Empire State Realty Trust to 
improve the most iconic building 

in New York and perhaps the world 
is a unique and humbling experience 

for all of us at Skanska,
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COMMUNITY OUTREACH:   
Special Olympics Summer Softball  
Volunteer Opportunities 
 

Sunday August 11, 2019 • Sunday, August 25, 2019 
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. Its goal is to provide 
year-round sports training and athletic competition in a variety of Olympics-style sports for children and 
adults. The Special Olympics provides participants with 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. Volunteers assisted the athletes 
with the softball practices. CoreNet members reported back raving positive reviews about the practices 
in the beautiful, sunny weather. 

TECHNOLOGY COMMUNITY:  

Emerging Technologies in Real Estate 
 

Thursday, August 15, 2019

Canadian Consulate in New York | 237 Park Avenue, 20th Floor
 
The real estate industry is going through unprecedented change due to a 
number of drivers but none more impactful than technology. AI, Blockchain 
and Robotics technologies have ushered in the rise of PropTech with a 
new breed of companies 
impacting every corner of 
the real estate industry. 
The CoreNet “Emerging 
Technologies in Real Estate,” 
welcomed Zak Schwarzman 
(MetaProp, Partner) to explain 
the rise, history, dynamics, 
key stakeholders, and trends 
of the PropTech industry. The 
event showcased 6 PropTech 
companies that are using 
technologies and services 
to redefine the real estate  
industry today.
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WORKSHOPS COMMITTEE:   

CoreNet Global MCR  
Elective Optimizing  
Service Delivery and  
Outsourcing  
Thursday, September 12, 2019
Friday, September 13, 2019
Empire State Realty Trust | One Grand Central 
Place, 60 East 42nd Street

CoreNet NYC hosted a Global MCR elective 
where class teams debated various models, 
approaches, strategies, compensation structures, 
and performance management metrics. Participants 
explored the challenges and risks inherent in 
any service delivery partnership and shared their 
experiences and best practices for managing and 
continuously improving the relationship. This program 
provided participants with a roadmap for creating 
and maintaining successful partnerships from both 
the end user and service provider perspectives.

PUBLIC POLICY COMMUNITY:  

Grand Central East Side 
Access Project  
Tuesday, August 27, 2019
Grand Central Terminal | 89 East 42nd Street
  
CoreNet members joined the MTA on a tour of the 
much-anticipated East Side Access (ESA) project 
currently under construction. This is one of the 
largest transportation infrastructure projects currently 
underway in the United States, and it will extend the 
Long Island Railroad to Grand Central Terminal. The 
railway extension 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. The new terminal 
will comprise of eight tracks and four platforms, with 
new communication, utility and ventilation systems. 
With approximately 162,000 commuters a day, 
Ancillary buildings and the new Sunnyside station in 
Queens will provide additional support for the new  
rail infrastructure.

PROGRAMS COMMITTEE:   

Improvisational Leadership
 

Thursday, September 19, 2019
Grand Hyatt New York | 109 East 42nd Street  
 

The Programs Committee welcomed Jeffrey Golde, 
Columbia Business School professor, Fortune 1000 
consultant and facilitator of experiential learning, 
to speak to the CoreNet group about the power of 
improvisational skills in leadership. Drawing from his 
diverse background in acting, directing, teaching, 
and advising, Mr. Golde took us through simple and 
effective concepts that can help you, your team, 
and your organization engage to innovate, improve 
communication, and achieve better results.
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MEMBERSHIP COMMITTEE:  

New Member 
Breakfast 
 

Thursday, October 3, 2019 
Capital One Pavilion |  
299 Park Avenue
 
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. New Members had the 
opportunity to meet fellow new 
members, tenured members, and 
Board Members, and to learn 
about volunteer opportunities 
available within the Chapter. 

TAMI (Technology, Advertising, Media, Internet) SIG end users hosted a dinner at Oceana to discuss workplace design 
and strategy trends that the Technology, Advertising and Media industries are facing. The roundtable discussion was 
facilitated by Lenny Beaudoin, CBRE’s Head of Space Enablement Services.

TAMI SIG: 

Workplace Trends 
Featuring Lenny Beaudoin, 
Head of Space Enablement  
Services at CBRE
Monday, October 7, 2019
Oceana | 120 West 49th Street
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COMMUNITY OUTREACH: 

Coalition for The Homeless Volunteer Opportunity 
Wednesday, October 23, 2019
St Bartholomew’s Church | 325 Park Avenue

The Coalition for the Homeless is 
the nation’s oldest advocacy and 
direct service organization helping 
homeless men, women and children. 
Their belief is that aff ordable 
housing, suffi  cient food, and the 
chance to work for a living wage 
are fundamental rights in a civilized 
society. Since their inception in 1981, 
the Coalition has worked through 
litigation, public education, and 
direct services to ensure that these 
goals are realized. Every day, their 11 
frontline programs help more than 
3,500 people survive immediate 
crises and put them on the path to 
long-term stability.

YOUNG LEADERS COMMITTEE: 

Swerve Charity Ride
Thursday, October 17, 2019 
Locations: 
Swerve Fitness Midtown Studio
Swerve Fitness Flatiron Studio

The CoreNet NYC Young Leaders Committee hosted 
their second annual Ride for Breast Cancer Research 
benefi ting The Pink Agenda! The Pink Agenda is a 
nonprofi t organization committed to raising money 
for breast cancer research and care, and to spreading 
awareness of the disease among young professionals. 
Born of the belief that engaging today’s generation can 
go a long way toward fi nding tomorrow’s cure, The Pink 
Agenda fi nds, funds, and partners with people and 
programs that are improving the lives of those suff ering 
from breast cancer and conducting the groundbreaking 
research necessary to improve their odds. Together, the 
funds raised from our ride will support more than 350 
hours of life-saving research!
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PUBLIC POLICY COMMITTEE:   

NYC Congestion Pricing 
Tuesday, November 5, 2019
State Grill & Bar | 21 West 33rd Street

With the 2021 rollout for congestion pricing quickly 
approaching, the CoreNet Public Policy Committee hosted 
an event with policy experts and end-users to demystify 
and pose questions about this game-changing policy, its 
implementation, and its impact on New York City and real 
estate. The event explored topics like MTA’s funding streams, 
the logistics of implementation and rollout, implications for 
traffi  c, and the for-hire vehicle industry. First, presenters 
working in transit adjacent sectors and leaders in politics 
and fi nance provided a fast-paced overview presentation 
to fundamentally contextualize congestion pricing for 
audience members. The latter part of the event included a 
question and answer segment by various panelists focused 
on implications corporate real estate.

COMMUNITY OUTREACH:   

Streetwise Partners 
Speed Networking 
Volunteer Opportunity 
Tuesday October 29, 2019
Marsh & McLennan | 1166 6th Avenue 

StreetWise Partners is a nonprofi t 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 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 our 
members always report back with positive, 
rewarding experiences. 

SPONSORSHIP COMMITTEE:  

2019 Sponsor 
Appreciation Reception
Wednesday, October 30, 2019
Italian Wine Merchants | 108 East 16th Street

The CoreNet NYC Sponsorship Committee hosted their 
annual Sponsor Appreciation Reception to celebrate the 
successes of the year with the 2019 Annual Sponsors and 
Board of Directors. 

COMMUNITY OUTREACH: 

Streetwise Partners 
Mock Interview 
Volunteer Opportunity 
Thursday November 21, 2019 
Morgan Stanley | 1585 Broadway

The Community Outreach team organized 
another successful event with StreetWise 
Par tners, where CoreNet members 
conducted mock inter v iews with 
StreetWise members to prepare them for 
future opportunities. downtown. Located 
on the 60th fl oor, guests had a view of 
the Statue of Liberty, Brooklyn and all of 
northern Manhattan.
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STRATEGY & PORTFOLIO PLANNING COMMUNITY: 

Who Wins CoreNet NYC 
Chapter Awards & Why? 
3rd Annual Event
Wednesday, November 6, 2019 
Teknion | 641 Avenue of the Americas, 2nd Floor 

The Strategy and Portfolio Planning Committee joined 
the 2019 Project of the Year fi nalists in an interactive, 
round table conversation to explore the driving 
forces shaping corporate real estate projects at top 
performing companies. The discussion involved topics 
from corporate strategy, portfolio planning, fi nance, 
and sustainability, to issues around talent attraction, 
performance, wellbeing, and employee retention.

COMMUNITY OUTREACH:   

Special Olympics Bowling 
Volunteer Opportunity 
Sunday, November 10, 2019
Sunday, November 24, 2019
Frames Port Authority | 550 9th Avenue 

The Community Outreach Committee hosted a 
successful event with the Special Olympics to help 
support their mission to provide year-round sports 
training and athletic competition in a variety of 
Olympics-style sports for children and adults with 
intellectual disabilities. Special Olympics athletes 
participate in a sharing of gifts, skills, and friendship 
with their families, fellow athletes, and the community.  

WOMEN’S GROUP: 

A Voice in The Room and 
A Seat at The Table 2.0 
Tuesday, November 19, 2019 
Viacom | 1515 Broadway

The Women’s Group hosted another rendition of 
A Voice in the Room and a Seat at the Table 2.0 
event. The event featured a deeper discussion and 
review of pertinent topics, in an intimate setting, 
to encourage purposeful dialogue. Attendees 
participated in an open dialogue on the challenges 
they face in the workplace. Each group had the 
advice, counsel and leadership of a distinguished 
woman and mentor in the NYC CRE community.
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Upcoming Events

SPECIAL EVENTS:

New Year’s Party
Thursday, January 9, 2020 | 7:00 PM – 10:00 PM 
The Museum of Modern Art  | 11 West 53rd Street

Join us for our annual, members-only New Year’s Party 
and celebrate the successes of this past year and the year ahead! 
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Thursday, January 9, 2020 | 7:00 PM – 10:00 PM 
The Museum of Modern Art  | 11 West 53rd Street

Join us for our annual, members-only New Year’s Party 
and celebrate the successes of this past year and the year ahead! 

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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GET TO KNOW SOME OF OUR 
PLATINUM SPONSORS

MovePlan advises organizations across the globe on the challenges of workplace change, from zero-downtime 
relocations and space optimization, to change management and workplace strategies.
With over 30 years’ expertise, we are renowned for our global project management capability. From our hubs 
across fi ve continents, our highly experienced team has delivered projects in 40+ countries, with a high quality, 
‘white glove’ level of delivery and support.
Clients in sectors like fi nancial services, pharmaceuticals, education, technology, professional services and 
government trust us to develop their strategies and manage their projects smoothly and effi  ciently, with our 
practical expertise, state-of-the-art technology and proven processes.

MOVEPLAN

Cushman & Wakefi eld (NYSE: CWK) is a leading global real estate services fi rm that delivers exceptional value 
for real estate occupiers and owners. Cushman & Wakefi eld is among the largest real estate services fi rms with 
approximately 51,000 employees in 400 offi  ces and 70 countries. In 2018, the fi rm had revenue of $8.2 billion 
across core services of property, facilities and project management, leasing, capital markets, valuation and other 
services. To learn more, visit www.cushmanwakefi eld.com or follow @CushWake on Twitter.

CUSHMAN & WAKEFIELD

Linesight provides professional consultancy services, management support and strategic advice to the global 
construction industry. Since 1974 Linesight has built long-lasting relationships with some of the biggest companies 
in the world and has earned a reputation as a leader in the fi eld by continually evolving to best meet the needs of 
clients. Linesight’s knowledge and experience spans a multitude of sectors including Commercial, Data Centers, 
Life Sciences, Healthcare, High-Tech Industrial, Hospitality, Education, Residential, Retail, Transportation and 
Infrastructure, Energy and Oil & Gas. Linesight has 21 offi  ces globally with teams located across the USA, Europea, 
Asia Pacifi c and the Middle East. 

LINESIGHT 

JLL is a leading professional services fi rm that specializes in real estate and investment management. Our vision 
is to reimagine the world of real estate, creating rewarding opportunities and amazing spaces where people can 
achieve their ambitions. In doing so, we will build a better tomorrow for our clients, our people and our communities. 
JLL is a Fortune 500 company with annual revenue of $16.3 billion, operations in over 80 countries and a global 
workforce of nearly 92,000 as of June 30, 2019. For further information, visit jll.com.

JLL 

Mohawk Group’s Design Center located in NYC attained LEED v4 Gold and WELL Platinum level certifi cation 
early this year. The 13,000 square-foot Chelsea retail space designed by Gensler NY is one of the few projects in 
the world to be certifi ed under both programs and associated levels.  Fred Zebro the companies Regional Vice 
President stated, “We are one of 6 spaces in the US and 22 world-wide to achieve WELL Platinum and felt NYC was 
the best location for this fi rst project. The Design Centers open and modern aesthetic express’s our commitment 
to the New York community, innovation and sustainable design.”

MOHAWK GROUP



DECEMBER 2019   page 33

The Durst Organization builds, owns, and operates premier office towers and residential buildings that set 
new standards in environmental responsibility, comfort, service, and efficiency. For over 100 years, The Durst 
Organization has been a family-owned business committed to creating value by developing sustainable properties 
in which people live, work, and thrive. The company’s portfolio includes more than 13 million square feet of Class 
A Manhattan office space and 2,500 rental residences. To enhance the tenant experience, The Durst Organization 
recently invested over $400 million in substantial capital improvements to reposition 151 W 42nd Street, 1155 
Avenue of the Americas, and 825 Third Avenue. Find us at www.durst.org.

THE DURST ORGANIZATION

Colliers International is the fastest-growing commercial real estate organization in the New York Region. By 
combining the industry’s best infrastructure and innovation with diverse, recognized leaders from across the talent 
spectrum, Colliers provides a full range of services to real estate users, owners and investors, and assist clients 
via an entrepreneurial and enterprising culture that drives success each and every day. The firm’s global service 
platform supports and enhances New York’s expertise and experience, fosters the development and use of best 
practices, and ultimately provides clients with the information and guidance for smart decision making in the Tri-
State and worldwide.

Tishman Speyer is a leading owner, developer, operator and fund manager of first-class real estate around the 
world. Founded in 1978, Tishman Speyer is active across the United States, Europe, Latin America and Asia, 
building and managing premier office, residential and retail space in 29 key global markets for industry-leading 
tenants. The firm has acquired, developed and operated a portfolio of over 175 million square feet with a total value 
of approximately US $94 billion spread over 413 assets. Signature assets include New York City’s Rockefeller 
Center, São Paulo’s Torre Norte, The Springs in Shanghai, Lumière in Paris and OpernTurm in Frankfurt. Tishman 

COLLIERS INTERNATIONAL 

TISHMAN SPEYER 

Macro Consultants is a professional consulting and project management firm, providing services that are uniquely 
geared towards helping clients with every aspect of capital project management and business improvement. From 
strategic consulting services to PMO implementation, from due diligence to project closeout, Macro’s subject 
matter experts offer its clients a wide variety of resources to assist with their most pressing needs. With offices 
in New York, Philadelphia, Los Angeles, Washington DC, and Denver, Macro continues to expand its presence 
nationally and globally, transcending the prescriptive approach to professional services by managing the details 
and being passionate about what they do.

MACRO CONSULTANTS
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PLATINUM SPONSORS
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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 profi le of 
corporate real estate, serve as the profession’s voice and thought 
leader and champion the profession’s development and maturity.




