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CCIMs Forge Ahead
Despite the Economy

o1t
v9003

Multifamily Maintains
Its Focus ¢
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David Fisher, cOM
Sanor Vice President
Collers intamational
San Dwgo

Inspired by his CCIM
training, Fisher sealed o
hospdtabty deal despite a
weak asset and turbulent neqotiations.

In November 2007, Fisher was assigned
to represent the seller of & [24-room
branded hotel 1n northern California
The propesty had no after-debt cash Sow
and was located on the ste of an old aty
dump that was leaking methane gas,
which made markenng challenging and,
as Fiaher notes, "stunky " Bur one week
afier he started macketing the peop
erty, Fisher found a qualified buyer and
opened a double escrow that included the
land transfer The property was on a land
lease, but the owner promised to deliver
it fee umple, despite the fact he was smng
the underlyng land owner as well as the
city and the contractor who had added the
second hote] wing Nevertheless, his ch
ent assured hum that the deal was moving
right along, sa Fusher wok 2 well-deserved
vacatton That's when the wheels fell off,
he says

The buyer, fearing the land could not
be delivered, had lefi for the Phulippines
The seller and the buyer's attorney locked
horns, the lender left the table, and all
four attorneys began prepanng lawsuits
Back i San Dicgo, Fisher picked up an
old CCIM course bander, searching for
nspiration *I recall reading the words
professional focus, objective, personal

needs, and descnibing the benefit "

was an epiphany,” Fisher says. “I sug
gested that [the seller) . carry a secured
second |mortgage] with the buyer plac
g 20 percent down
only four years.” The buyer jumped ar the
offer, the bank was happy 10 accommadate

a new borrower given the added security

and nterest for

for their assumed loan, 0 d the attorneys
recesved orders o stand down Six months
after that first whiff of methane, the $9.57
mullion deal cosed
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These CCIMs
deliver despite
the uncertain
economy.

by Rich Rosfelder

As peedcred,

that i a 27-year career
aifficult,

tes as the most
psychologically exhausting, intel
lectually stamulating, messy, and dare | say
stinky assignment [ have ever accepted.”
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2008 was not an casy year

for CCIMs. But despate the challenges
they still closed transacnions in every com
mercial real estate sector and in every

S, region. Commercsal Inestment Real

Enate received more than §3 4 bil

oo 16 deals 1o connder for
this artiche — and that's only
# fracoon of the total aneual

volume for all desagnees

It was difficult to choose

xmang so many exemplary
subenassions, bue 1 the end
CIRE narrowed it down to
10 transactions that best rep-

resent the breadth and com.

plesity of the whole, These proj

ects prove that, unng thewr extenseve

and creativity, CCIMs

market




