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S
ustainability and circularity 
in commercial real estate is 
no longer simply a conversa-
tion about being “green.” For 
today’s property owners and 

managers, it can also mean find-
ing ways to control costs, maintain 
competitiveness, attract and retain 
tenants, and extend the useful life 
of an asset. As Colorado’s commer-
cial real estate industry looks for 
new ways to address these chal-
lenges, we must strive to move 
beyond the traditional “reduce, 
reuse, recycle” mindset and rethink 

how buildings are 
designed, operated, 
renovated, and 
reused. For property 
owners and manag-
ers, the challenge is 
turning these con-
cepts into strategies 
that make sense 
operationally and 
financially.

To better under-
stand where Colo-
rado’s commercial 
real estate market 

is headed, I sat down over coffee 
with Josh McIlwain, senior account 
executive with Ameresco, an energy-
efficiency solutions company. McIl-
wain is the sustainability chair for 
the Denver chapter of IFMA and a 
board member of the International 
Sustainability Committee for IFMA 
International. Here is what unfolded 
over our conversation.

S: Hi Josh!
J: Hi, Stefanie. Thanks for meeting 

today to talk about sustainability 
and circularity!

S: Of course – what a hot topic 

right now. I’m excited to get into it. 
First, can you briefly explain what 
sustainability and circularity mean 
in the commercial real estate indus-
try?

J: Well, for starters, I’m not a com-
mercial real estate professional, but 
as someone who’s spent over 20 
years serving the built environment, 
one of the most stubbornly persis-
tent paradigms held by the com-
mercial real estate industry is that 
sustainability and circularity are just 
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another cost that eats into the bottom 
line. Without trying to coin a new def-
inition for each term, essentially, sus-
tainability is meeting the needs of the 
current generation without sacrificing 
meeting the needs of future genera-
tions, and circularity is a concept that 
rethinks traditional “cradle to grave” 
mindsets in our supply chains.

S: Given these definitions, what 
does circularity actually look like in 
commercial real estate, and where do 
you see the greatest opportunities for 
Colorado properties?

J: What this actu-
ally looks like is 
commonly referred 
to as “triple bot-
tom line” thinking, 
wherein the impacts 
of a decision on eco-
nomic, social, and 
environmental fac-
tors are considered 

in a balanced manner, as opposed to 
being thought of as mutually exclu-
sive or as competing variables.

The built environment presents 
tremendous opportunities to improve 
our stewardship of resources within 
our influence and predominantly 
around buildings’ energy and water 
consumption as well as waste 
streams.

In Colorado, we have many oppor-
tunities for adaptive reuse, like the 
McConnell Building at the CSU SPUR 
campus (pictured here), which was a 
warehouse built in the 1930s and was 
converted to office space and com-
pleted in 2022. This is circularity in 
action, and there are countless other 
examples all over LoDo as well. 

S: Yes! Martin/Martin was the 
structural and civil engineer for the 
McConnell Building project. Such a 
cool example of adaptive reuse in the 
Denver market.

J: In any market, waste stream seg-
regation presents an opportunity for 
organizations to rethink their opera-
tions from top to bottom. For com-

mercial real estate, this primarily falls 
on the tenant to perform; however, 
building ownership can take the lead, 
which can make their leasable square 
footage more marketable or enticing. 
Of course, here in Colorado, we have 
local and statewide building perfor-
mance standards, which govern ener-
gy consumption, as well as waste and 
composting policies and programs as 
well.

S: So, there are some real-world 
examples of circularity in the Denver 
market, but we’re not seeing a whole 
lot of this just yet. What do you think 
is the biggest barrier preventing com-
mercial real estate owners and man-
agers from making sustainability and 
circularity a bigger part of their long-
term asset strategy?

J: In Colorado, we have many barri-
ers that decision-makers must con-
sider, and compliance presents addi-
tional cost burdens which run con-
trary to the status quo. In my view, the 
biggest barrier is a reluctance to try 
new things, so the desire to overcome 
and reconcile these seemingly con-
tradictory paradigms must become 
part of the long-term asset strategy 
itself. In fact, sustainable thinking is 
long-term thinking. Sustainability and 
circularity widen the lens from what 

the industry has been used to. There 
are ways for compliance measures to 
be met that improve the triple bottom 
line – even if it’s not always a perfect 
balance.

S: Well said. Sustainability and cir-
cularity are not necessarily the cheap-
est options right now, but the more 
we think long term, and the more 
these practices are put into action, the 
better the outcome down the road. 
When you think about sustainability 
in commercial buildings, how can we 
balance environmental goals with the 
realities of budgets and tenant expec-
tations?

J: In the second quarter of 2026, 
the downtown Denver office vacancy 
rate was reported at 38.6%, accord-
ing to CBRE (CBRE article "Denver 
Downtown Office Figures Q2 2026," 
7/15/2026), and as high as 26.6% for 
the Denver metro area as reported by 
Cushman & Wakefield (Cushman & 
Wakefield article "Denver Marketbeat 
Reports," 7/24/2026). Insufficient occu-
pancy revenue means that balancing 
the budget, servicing tenant obliga-
tions, and environmental goals are 
all going to be out of balance. Balance 
is the right word, but I often imagine 
it as like standing in the middle of a 
seesaw … during a hurricane and an 
earthquake. The real estate industry 
has weathered the pandemic, finan-
cial crisis, and a work-from-home 
revolution, and now must also man-
age environmental concerns from all 
stakeholders as well.

S: How can we aim to bring these 
goals into balance? 

J: Where there’s a will, there’s a 
way. In May of this year, I was asked 
to speak at Denver City Council on 
World FM Day for IFMA. One of the 
case studies I mentioned involved a 
building that took full advantage of 
all the rebates, incentives, and financ-
ing options before they expired. After 
fully electrifying the HVAC and pay-
ing the contractors, the owner had a 
surplus of over $400,000. There were 
half a dozen other success stories I 
mentioned as well. On a macro level, 
many paths to sustainability have 
been a bumpy road; however, where 
both sides (owners and tenants) work 
together, generally I’ve seen better 
outcomes.

S: Switching gears a little bit, tell 
us more about the “cradle to grave” 
concept you mentioned earlier when 
it comes to end-of-life deconstruction 
and what sustainable decommission-
ing can look like.

J: There has been much more 
focus on construction and demoli-
tion waste streams from the built 
environment, and I think that is an 
overwhelmingly positive thing. Words 
like “embodied carbon” are now more 
well understood than when they were 
introduced to the architect and engi-
neering community by the U.S. Green 
Building Council.

One of my favorite examples (and 
yes, I am biased) is the project that 
Ameresco did for the city of Boulder, 

where an entire hospital was decom-
missioned sustainably, and the site 
foundation restored. Steel from the 
framing was catalogued, inventoried 
and stored for reuse, including reuse 
of some of this steel in a new Boulder 
fire station.

At a panel I hosted in 2025, an 
international construction firm and a 
company that specializes in materials 
reuse were able to collaborate to take 
fiberglass electrical conduit leftover 
from a jobsite and repurpose it as 
masts for sailboats for a boat manufac-
turer.

There remain hard-to-reuse mate-
rials like the gypsum from drywall, 
which pose stubborn challenges, so 
then the thinking becomes how we 
can design materials into our buildings 
that don’t come with the same envi-
ronmental impacts? I’ve seen concepts 
of wall systems grown out of fungal 
forms, which self-deconstruct after 
building decommissioning. Many of us 
have also seen what’s possible with 3D 
printing of concrete walls, but concrete 
can also be infused with captured car-
bon dioxide, locking up the greenhouse 
gas “permanently.” 

S: These are awesome examples of 
finding new avenues and using new 
technology and materials for a more 
sustainable built environment. Any 
other big-ticket items for the commer-
cial real estate market to consider?

J: There is another great opportunity 
for circularity in reusing office furni-
ture following a tenant improvement 
or which is left over after a vacancy. 
It’s much better to rehome these prod-
ucts elsewhere than to pay to have 
them thrown away. Companies exist 
that catalog, inventory, and track these 
materials, as well as work with owners 
and tenants to keep them out of the 
landfill.

These are examples where com-
panies are constantly innovating the 
principles of circularity and sustain-
ability into our built environment. This 
represents a revolution that’s been 
brought about by improvements in our 
collective environmental psyche.

S: I love this. Even at the end of a 
building’s life, the existing materials 
can breathe new life. One last question, 
Josh. What would you say is one of the 
biggest sustainability issues we’re fac-
ing in Colorado?

J: I’ve just returned from the 2026 
Special Districts Association of Colo-
rado Conference – and no surprise – 
one of the most critical issues we are 
facing is water conservation due to 
the drought. We have many facilities 
that need to upgrade their plumbing to 
low-flow fixtures and that desperately 
need to repair leaks. Every year, across 
our state, facilities are losing millions 
of gallons of water from leaky pipes 
and fixtures. Costs for repairing the 
plumbing won’t always pencil. We all 
know deferred maintenance needs are 
a major challenge, but in light of the 
drought crisis in the state of Colorado, 
this is what we’re facing. The impact 
that we can make from an environ-
mental, operational, and also financial 
standpoint goes beyond simple recom-
mendations – it is a moral obligation.

S: Wow – that is a terrifying 
amount of water loss. It sounds like 
the commercial real estate indus-
try has an opportunity to think 
and act beyond the next lease cycle 
or near-term capital budget plan-
ning. Sustainability is more than a 
business strategy or a compliance 
requirement—it is a responsibility 
to the communities we serve and 
to the generations that will inherit 
the built environment we create and 
maintain today. Thanks so much for 
your time, Josh. It has been a plea-
sure.

J: Thank you, Stefanie. s

shorner@martinmartin.com

Horner
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The old McConnell Building was originally a 1930s warehouse.

Boulder Hospital decommission
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TWO BRANDS. ONE FUTURE.
GROUNDMASTERS.
INTRODUCING OUR NEW NAME & LOGO.

B
y 9 a.m., a property manager 
may have already worn the 
hat of a financial analyst, 
construction coordina-
tor, lease interpreter and 

relationship strategist. By noon, an 
unexpected building issue has rewrit-
ten his entire day. In commercial 
real estate, managing a property is 
no longer just a one-part job; it is an 
integrated platform from which every 
other asset piece operates.

Today’s property managers sit 
at the intersection of a financial 
expert; operations coordinator; risk 
preventor; construction and capital 
projects professional; technology; 
and human relationships strategist. 
As buildings become smarter and 
investor expectations rise, the career 
is evolving from building oversight 
to true asset operations. Property 
management involves making sound 
human assessments, while develop-
ing change enthusiasm navigating 
day-to-day in our modern real estate 
industry. 
n From building manager to asset 

operator. The modern property man-
ager may serve as an asset operator, 
financial manager, project manager, 
relationship builder, problem solver 
and risk manager – sometimes with-
in the same conversation. The role 
requires having fluency in budget 
preparation; understanding leases, 
phasing capital projects and building 
operating systems; initiating vendor 
contracts; and knowing a tenant’s 
priorities, current market conditions 
and their ownership’s objectives.

The general duties create a valuable 
line of sight across each portfolio. 
Managers see how building opera-
tions affect net operating income, 
how lease language shapes each 

tenant and day-to-
day decisions, how 
capital projects 
support ownership 
strategy and how 
property condition 
influences tenant 
retention and long-
term value.

Over time, the 
work stops look-
ing like a series of 
isolated problems. 
It becomes a con-
nected operating 

picture – and that is where it’s impor-
tant to recognize that property man-
agers are a key component in creat-
ing significant asset value.
n Technology should create capac-

ity for streamlined troubleshooting, not 
replace judgment. Artificial intelli-
gence is accelerating the evolution of 
our workplace and real estate indus-
try. It can support lease document 
review and abstraction, financial 
reporting, trends and data analysis, 
work-order management and pattern 
recognition – tasks that traditionally 
require substantial manual effort.

The most useful question is not 
whether AI can perform portions of 
the job. Rather, it is which tasks tech-
nology can be removed from a man-
ager’s to-do list so that more time 
can be devoted to impactful consid-
erations, expanded communication 
and the decisions that require depth 
when troubleshooting.

Technology may identify a trend 
in operating expenses, but a person 
must determine what caused it. AI 
may summarize a lease, but a person 
must understand how the obligation 
affects the property, the owner and 
the tenant. The opportunity is not to 

automate responsibility; it is to give 
professionals better tools for exercis-
ing it.
n Our evolving real estate market 

requires curiosity and continuous learn-
ing. Buildings themselves are becom-
ing more complex. Smart-building 
systems, advanced logistics facilities 
and the expansion of data centers 
are introducing new technical and 
operational demands. Traditional 
discussions about rent collection, 
expense control and capital planning 
increasingly occur alongside conver-
sations about energy performance, 
power availability, cooling, redundan-
cy systems, uptime and specialized 
operating infrastructure.

No manager will enter every 
assignment already fluent in systems 
or asset classes. The differentiator is 
a willingness to learn quickly, explore 
the precise questions and translate 
technical information into operation-
al and financial implications.
n Having curiosity is an operating 

advantage. Property management 
repeatedly presents unfamiliar situa-
tions: a new building system, a com-
plicated lease provision, a construc-
tion issue, a financial question or a 
new technology platform. The goal is 
not to pretend to know every answer. 
It is to become exceptional at finding 
the right one.

We have the courage to ask the 
engineer why a system failed. Ask 
accounting what is driving a finan-
cial variance. Ask the asset manager 
which metrics matter most to owner-
ship. Ask the contractor to explain 
the scope, not only the price. Those 
small lessons accumulate into expe-
rience, and experience becomes judg-
ment.
n Real estate remains a true “rela-

tionship” business. For all the atten-
tion surrounding automation and 
data, commercial real estate still runs 
on trust. A tenant remembers who 
answered the phone during a diffi-
cult situation. An owner remembers 
who presented a problem with a pro-
posed solution. A vendor remembers 
whether expectations were commu-
nicated clearly. A team remembers 
how a manager responded when 
plans changed.

Technology can help profession-
als communicate faster and operate 
more efficiently. It cannot replace 
credibility, accountability or trust.
n Property management is ready for 

its next chapter. Property managers 
carry the responsibility for significant 
real estate value, complex stake-
holder relationships and countless 
moving parts that most people never 
see. They solve problems that were 
not on the calendar, learn industries 
they never expected to encounter 
and translate information among 
engineers, accountants, contractors, 
brokers, tenants and owners.

The professionals who thrive in the 
next era of commercial real estate 
will have been curious enough to 
keep learning, humble enough to ask 
questions, resourceful enough to find 
solutions and confident enough to 
step into unfamiliar rooms.

Buildings will continue to get 
smarter. Technology will continue 
to evolve. New asset classes and 
operating models will emerge. Prop-
erty managers will evolve alongside 
them – not simply as caretakers of 
buildings, but as operators who help 
assets, tenants and businesses per-
form at their best. s

Mhockaday@colliersb-k.com

The modern property manager’s role expands
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Colliers
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F
or many commercial real 
estate owners, property man-
agement has historically been 
viewed as a day-to-day operat-
ing function. A tenant submits 

a maintenance request, a vendor is 
dispatched, an invoice is processed, 
and the repair is completed. That work 
remains essential, but it no longer 
captures the full value of the property 
manager’s role.

Today’s property manager operates 
at the point where building conditions, 
tenant relationships, lease obligations, 
vendor performance and ownership 
priorities meet. Because the manager 
is closest to the property, they often 
see risks and recurring issues before 
those concerns appear in a financial 
statement, insurance renewal, lender 
review or capital plan. That perspec-
tive makes property management 
an important part of protecting asset 
value.

Commercial properties are also fac-
ing greater scrutiny as operating costs 
rise and owners contend with insur-
ance pressure, lender requirements, 
capital needs, and tenant sensitivity to 
pass-through expenses. In this envi-
ronment, keeping a property function-
al is only the starting point. Owners 
also need to understand what is hap-
pening at the site, why it matters, and 
how today’s operating decisions may 
affect the property over time.

Consider a deteriorating parking lot. 
It may begin as a routine maintenance 
concern, but the condition can quickly 
affect tenant access, customer safety, 
premises liability, accessibility, com-
mon area maintenance recovery and 
future capital planning. A property 
manager who sees the broader picture 
can coordinate the repair while also 
documenting the condition, reviewing 
the lease and budget implications, and 

helping ownership 
decide whether the 
work is an immedi-
ate expense or part 
of a larger capital 
project.

A roof leak fol-
lows a similar path. 
Patching the leak 
may resolve the 
immediate com-
plaint, but owner-
ship still needs to 
know whether the 
problem is isolated 

or recurring, whether a warranty or 
insurance policy applies, and whether 
the repair signals a larger roof replace-
ment need. The manager’s value lies 
in carrying that issue from the first 
tenant call through the repair, docu-
mentation, follow-up, and long-term 
planning.

That continuity matters because 
each property and tenant use creates 
its own operating demands. A restau-
rant may raise questions about grease 
systems, hood cleaning, water use, 
or delivery traffic, while a fitness ten-
ant may bring longer operating hours 
and heavier parking demand. Indus-
trial users can introduce specialized 
equipment, storage practices, dock 
activity or electrical requirements. The 
property manager is often the person 
who must connect those day-to-day 
conditions with the lease, the vendor’s 
recommendation, and the owner’s tol-
erance for cost and risk.

The same perspective is essential 
when managing operating expenses 
and common area maintenance recov-
eries. Tenants want assurance that ris-
ing charges are accurate and permit-
ted under their leases, while owners 
need to recover legitimate property 
expenses. Clear coding, complete 

invoices, and a sound understanding 
of responsibility help the manager 
answer questions early and reduce 
the chance that an ordinary expense 
becomes a dispute.

Owners also need more than con-
firmation that a work order has been 
closed. They need context. A complet-
ed repair may affect the current bud-
get, qualify as a recoverable expense, 
require capitalization, influence a 
tenant relationship, or belong in the 
next insurance or capital-planning dis-
cussion. Since the property manager 
has followed the issue from the site 
level, they are often best positioned to 
explain those connections.

For Colorado properties, this role is 
especially visible. Hail, snow, freez-
ing temperatures, drainage problems, 
wildfire exposure and rapidly chang-
ing exterior conditions can turn 
a small concern into a significant 
expense. These risks are not theoreti-
cal; they surface in inspection notes, 
tenant emails, vendor reports, repair 
proposals, insurance conversations 
and budget meetings. Consistent man-
agement gives ownership a reliable 
record of how those conditions devel-
oped and how the property responded.

The difference between reactive and 
proactive management is often the 
difference between surprise and prep-
aration. In a reactive model, the owner 
may learn about a problem only after 
it becomes urgent, expensive, or dis-
puted. In a proactive model, the man-
ager identifies patterns, preserves the 
relevant records, explains the available 
options, and gives ownership time to 
make an informed decision. Risk can-
not be eliminated, but uncertainty can 
be reduced.

That reduction in uncertainty has 
real value. During underwriting, lender 
review, an insurance renewal, a tenant 

negotiation, or a sale, an owner may 
be asked to explain a building condi-
tion and show how it was handled. A 
clear repair history and documented 
decision process can demonstrate 
that the property is understood and 
actively managed. Without that infor-
mation, even a manageable condition 
can make the asset appear riskier 
than it is.

Effective asset protection does not 
require excessive reporting or unnec-
essary process. It requires a depend-
able operating rhythm in which open 
issues are followed through comple-
tion, important communications and 
records are preserved, recurring prob-
lems are elevated, and capital needs 
are identified early enough to plan 
for them. The purpose is clarity, not 
bureaucracy.

When that rhythm is in place, the 
property manager becomes a source 
of practical intelligence for ownership. 
The manager can help distinguish an 
isolated repair from a developing sys-
tem failure, a tenant complaint from a 
lease issue, and a short-term fix from 
a long-term asset need. Those distinc-
tions lead to better decisions about 
timing, cost, responsibility and risk.

Owners should therefore evaluate 
property management by more than 
response times and invoice process-
ing. The more meaningful question is 
whether the manager helps owner-
ship understand the property, antici-
pate problems and protect its long-
term value. The best property manag-
ers do more than maintain buildings; 
they connect daily operations to own-
ership strategy. s

kristina@drakeam.com

Managers’ new role: Protecting asset value

Kristina Lorson 
President, Drake 

Asset Management
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V
ariance reporting is a stan-
dard part of commercial 
property accounting, but 
simply knowing that an 
expense is over or under 

budget does not always tell the full 
story.

A variance report becomes much 
more useful when we look beyond 
the number and ask what actually 
caused it – and what that difference 
means for the owner.

For example, a property may 
show a favorable expense variance 
at month-end. At first glance, that 
may look like good news. But if a 
large vendor invoice has not been 
received or an expense should have 
been accrued, the property may not 
actually be performing under bud-
get at all.

That matters because ownership 
may be using those financial state-
ments to make decisions about 
cash distributions, upcoming proj-
ects, reserves or future spending. If 
the financials are temporarily over-
stating performance, those deci-
sions may be based on cash flow 
that is not truly available.

The opposite can also be true. 
An unfavorable variance does not 
automatically mean that something 
went wrong.

A utility expense may be higher 
because of seasonal usage, a rate 
increase or an invoice that includes 
charges from more than one period. 
Repairs and maintenance may be 
over budget because of a neces-
sary one-time repair rather than an 
ongoing operating issue.

Without context, an owner may 
see the variance and assume oper-
ating costs are increasing perma-
nently. With the right explanation, 

they can under-
stand whether 
the issue is tem-
porary, recurring 
or something that 
may need to be 
addressed.

The number 
identifies where to 
look. Understand-
ing the activity 
behind it tells us 
what is really hap-
pening.

That is why vari-
ance reporting works best when 
accounting and property manage-
ment are communicating consis-
tently.

Accounting can identify unusual 
activity, compare actual results to 
budget and review how expenses 
were recorded. Property managers 
can provide the operational context 
behind those changes. Together, 
those two perspectives can give 
ownership a much clearer view of 
how the property is actually per-
forming.

One of the most important parts 
of variance analysis is timing.

Commercial properties do not 
always receive invoices in the same 
month that services are performed. 
Utilities are a common example. 
Depending on billing cycles, a prop-
erty may receive an invoice several 
weeks after the usage occurred.

Without the appropriate accrual, 
one month may appear artificially 
favorable while the following month 
appears unfavorable when the 
invoice is finally recorded.

The total expense may eventually 
be correct, but the monthly finan-
cial statements no longer accurately 

reflect performance during each 
period.

For an owner, that can make it 
harder to understand the property’s 
true operating cash flow. It can also 
make month-to-month compari-
sons less meaningful and create 
questions about why net operating 
income appears to move unexpect-
edly.

This is why a useful variance 
explanation should do more than 
say an account was “over budget” or 
“under budget.”

It should explain what caused the 
difference, whether it is related to 
timing or an actual change in cost, 
whether it is expected to continue 
and whether any action is needed.

Those answers give ownership 
information they can actually use.

Variance reporting can also help 
identify trends before they become 
larger problems.

If repair costs are consistently 
exceeding budget, there may be an 
underlying building issue worth 
investigating. That could affect 
future operating costs or indicate 
that a larger capital project may 
need to be considered.

If utilities are consistently higher 
than expected, management may 
need to determine whether the 
cause is usage, rates, equipment 
or simply an unrealistic budget 
assumption.

These trends can directly affect 
an owner’s expectations for future 
cash flow and the amount of money 
that may need to remain at the 
property.

Favorable variances deserve the 
same level of review.

Consistently low spending may 
mean the property is operating 

efficiently, but it could also mean 
invoices are missing, work has been 
postponed or the original budget 
was too high.

That distinction is important. An 
owner should be able to tell the dif-
ference between true operating sav-
ings and expenses that have simply 
been delayed.

Variance analysis also plays an 
important role in budgeting.

Historical results show where 
prior assumptions were accurate 
and where they were not. If an 
expense consistently exceeds bud-
get year after year, carrying forward 
the same assumption may create 
unrealistic expectations for the 
property’s future performance.

At the same time, a one-time 
repair should not automatically 
become part of the property’s nor-
mal operating budget.

Understanding the reason behind 
past variances helps create better 
forecasts and gives ownership a 
more realistic expectation of future 
NOI, cash needs and operating per-
formance.

Ultimately, variance reporting 
should do more than explain why 
actual results differ from budget.

A strong variance report gives 
an owner context. It helps explain 
where cash is going, whether per-
formance is sustainable, what may 
affect future operations and where 
management may need to pay clos-
er attention.

The variance itself tells us where 
the numbers changed.

The real value is understanding 
what that change means for the 
property – and for the owner. s

CCalzado@elevateres.com

Variance reports: Why owners should care

Carli Calzado
Senior accountant, 
Elevate Real Estate 
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T
echnology is constantly 
evolving, which means the 
needs and wants of tenants 
are changing. If you’re look-
ing to modernize the tech-

nology on your property or advance 
the systems in your building, you’ll 
want to be aware of the most recent 
changes to the electrical standards 
outlined in the 2026 National Elec-
trical Code. 

The NEC is a nationally recog-
nized set of standards, developed by 
the National Fire Protection Asso-
ciation, that helps ensure electrical 
systems are installed safely and 
correctly in homes, businesses and 
industrial facilities. Each iteration 
of the NEC book focuses on improv-
ing electrical installations to make 
them safer for electricians, service 
technicians, and the people who 
rely on these systems. 

The NEC is updated on a three-
year cycle, with the latest edition 
being the 2026 NEC, which includes 
major changes that build on previ-
ous code books. The electrical code 
and standards evolve every few 
years to address new technologies 
or incidents, hazards or safety con-
cerns that have occurred. 

Below are three NEC changes 
property managers should be aware 
of when modernizing their facility. 
n Supporting EV charging infrastruc-

ture. Electric vehicles are continuing 
to become more and more popular, 
and many offices, apartment com-
plexes, and businesses are adding 
public and private charging stations 
to their lots. For commercial and 
multifamily properties, the 2026 
NEC edition requires additional 
safety features for new EV charg-
ing installations, including discon-
nect switches and clearly marked 

emergency shutoff 
devices that allow 
power to the char-
gers to be quickly 
turned off in case 
of an emergency. 

Why this mat-
ters:

• EV charging 
station projects 
may cost more 
because of the 
additional equip-
ment and signage 
required.

• Existing park-
ing garages or lots may need extra 
space set aside for emergency dis-
connects.

• These new requirements 
improve safety for building occu-
pants, maintenance personnel, and 
first responders.
n Energy management systems can 

reduce service upgrade costs. The NEC 
now allows buildings to use smart 
energy management systems to 
control and limit electrical usage 
during peak energy periods. This 
change allows for some properties 
to make electrical or technological 
improvements without having to 
upgrade their utility service. These 
smart energy management systems 
include power control systems and 
energy management systems.

For example, if you install multi-
ple EV chargers on your property, a 
power control system can automati-
cally slow charging speeds during 
peak hours to avoid exceeding the 
property’s electrical capacity, allow-
ing vehicles to continue to charge 
even during peak loads.

How do you know if a service 
upgrade can be avoided?

To determine whether a building 

can safely support a new load using 
smart energy management systems, 
an electrical engineer can perform 
a load and power control system 
analysis. 

The electrical engineer will evalu-
ate:

• The building’s existing electrical 
service capacity

• Current and historical electrical 
demand

• The size of the new energy load
• Whether the load can be 

reduced or delayed during peak 
demand periods

• The capabilities of the proposed 
energy management system

Overall, these recent NEC changes 
to smart energy management sys-
tems can help property managers 
avoid expensive electrical service 
upgrades by limiting energy loads 
during periods of high demands. 
This change was made to help 
properties meet their energy and 
sustainability goals and make it 
easier to integrating new tech-
nologies and systems into existing 
buildings.
n Electrical safety studies and equip-

ment labeling. The updates to the 
2026 NEC now place greater empha-
sis on electrical safety by requir-
ing more electrical equipment to 
be labeled for potential arc-flash 
hazards. To support this change, 
buildings will be required to get up-
to-date short-circuit and arc-flash 
studies when electrical systems are 
modified. 

Why this matters:
• More safety labels may be 

required for electrical equipment.
• An updated electrical study may 

be required after renovations, ten-
ant improvements or equipment 
additions.

• This change helps protect 
employees, contractors and mainte-
nance personnel when working on 
existing electrical systems.
n What is the risk if NEC isn’t fol-

lowed? As a property manager, you 
aren’t expected to study, review, 
and memorize codes and standards 
associated with electrical installa-
tions. To ensure your facility is fol-
lowing best practices and meeting 
modern safety standards, hire a 
highly rated electrical professional 
to service and upgrade your facility. 

The four risks:
1. Heightened risk of a safety incident 

occurring: The NEC is based on real 
incidents that have happened in 
buildings, homes, and project sites, 
and is designed to reduce the risk 
of electrical fires, shock hazards 
and arc-flash incidents. 

2. Failed inspections lead to delays: 
If an electrical installation doesn’t 
meet the requirements outlined 
in the latest NEC edition, the facil-
ity may fail inspection, requiring 
corrective work before it can be 
approved, used or powered.

3. Liability and insurance concerns: 
If an electrical incident occurs and 
the equipment is not up to code, 
the property owner may be held 
liable.

4. High costs in the future: While 
opting out of studies, documenta-
tion or safety upgrades could save 
you money initially, it often leads to 
more expensive upgrades later. 

As you modernize your facility to 
meet evolving technology needs, 
hire a licensed electrical profes-
sional who can ensure your facil-
ity meets recent code changes and 
standards. s

Damien.Pipes@EncoreElectric.com

Modernizing your facility safely & efficiently

Damien Pipes 
Life safety technical 

resource, Encore 
Electric

www.crej.com
www.mtechg.com


 
Page 10 — Property Management Quarterly — October 2026 www.crej.com

S
pec suites can compress the 
leasing cycle, lower barriers 
to occupancy and help office 
assets compete more effec-
tively – but only when prop-

erty teams are prepared to operate 
them as active leasing tools. That 
is especially true when prospective 
tenants increasingly favor move-
in-ready, highly amenitized spaces 
over white-box suites followed by a 
six-month custom build-out.

Turnkey suites can accelerate 
lease-up, but they also shift respon-
sibility to property management 
and engineering teams. Vacant 
suites require deliberate oversight 
to protect finishes, control carrying 
costs, prevent tour-day failures, and 
accelerate the move-in process. A 
coordinated plan spanning design, 
maintenance, and onboarding helps 
owners capture the value of their 
investment.
n Step 1: Design for operational effi-

ciency. Property managers should 
participate early in the design pro-
cess to help shape a floor plan that 
fits the market, including the right 
suite size, configuration, office-to-
collaboration mix, and circulation. 
Architecturally ambitious features 
may support the marketing vision, 
but they can also create unneces-
sary maintenance demands and 
erode operating margins over time.

Operational durability and effi-
ciency should be primary design 
criteria. Pair a thoughtful, market-
responsive floor plan with durable 
finishes, standardized paint colors, 
and energy-efficient lighting and 
controls. Consistent systems, acces-
sible utility controls, and readily 
available replacement materials 

lead to faster leas-
ing decisions, 
simplify the move-
in process, and 
reduce ongoing 
operating, repair 
and maintenance 
costs.
n Step 2: Maintain 

tour-ready condi-
tions. A completed 
spec suite is a 
marketing asset, 
not a space to 
lock and forget. 

Maintaining tour readiness does 
not require a large budget, but it 
does require defined routines, clear 
accountability, and coordination 
with the leasing team.

• Manage lighting and daylight: 
Leave blinds partially open to high-
light natural light, and coordinate 
tour times that showcase the suite 
without creating excessive glare or 
heat gain.

• Schedule routine inspections: 
Assign engineering or day-port 
staff to confirm that lighting is 
operational, temperatures are 
comfortable, plumbing traps are 
maintained, and surfaces are free of 
dust, debris and odors.

• Optimize HVAC before tours: Main-
tain setback temperatures during 
idle periods, then schedule a com-
fort override through the building 
management system, smart ther-
mostats or cloud-based controls. 
This improves the first impression 
without conditioning an empty 
suite around the clock.

• Keep high-visibility areas clean: 
Use biweekly service or pre-tour 
touch-ups for entry doors, glass, 

countertops, conference tables, win-
dow ledges and flooring. Removing 
fingerprints, insects, dust, stains, 
and odors protects finishes and 
prevents a minor issue from under-
mining an otherwise strong tour.
n Step 3: Prepare for rapid onboard-

ing. The value of a spec suite is fully 
realized only when the property 
team can support a fast move-in. 
For tenants seeking immediate 
occupancy, the period between 
lease execution and opening may 
be less than two weeks. Establish a 
repeatable onboarding process that 
coordinates telecom access, direc-
tory updates, key-card credentials, 
insurance and access requirements, 
an initial walkthrough, and comple-
tion of any remaining punch-list 
items. Standardized finishes and 

disciplined vacancy care make 
these final corrections faster and 
reinforce the building’s customer-
service reputation from day one.

Spec suites are increasingly 
essential to successful office leas-
ing – but design alone does not 
produce results. Property teams 
must treat each suite as an active 
asset from initial planning through 
tenant occupancy. Operationally 
sound design, consistent tour readi-
ness, and a disciplined onboarding 
process protect the owner’s invest-
ment, reduce carrying costs, sup-
port faster lease-up, and deliver a 
strong experience from the first 
tour through move-in. s

hnelson@hospitality-work.com

Spec suites: Streamline design to move-in

Hayley Nelson
General manager, 

Hospitality at Work
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I
magine you own a Class A 
office building in Denver. Your 
vacancy has been stubbornly 
high. A prospective tenant’s 
broker calls: The tenant’s real 

estate committee has one require-
ment before they’ll tour. Does the 
building have a wellness certifica-
tion? 

That conversation is happen-
ing. Metro Denver’s office vacancy 
sits near 28.7%, with downtown 
at 38.6%. But the numbers mask a 
sharp split: Class A space is absorb-
ing tenants while Class B and C 
product empties above 39% to 44%. 
Flight to quality is real. What’s less 
discussed is what “quality” means 
now.

CREJ covered what WELL certifica-
tion is back in 2017. This article is 
about the cost, returns and how to 
choose the right program for your 
building.

n Your tenants’ bar has risen. In 
2019, tenants asked about location, 
parking and lobby finishes. Today, 
request for proposal responses need 
air filtration specifications, day-
lighting documentation, and third-
party wellness certifications; certi-
fications tenants can show employ-
ees as proof the space is worth the 
commute. Hybrid work has made 
the office a destination rather than 
a default. IWBI’s WELL certification 
spans more than 6 billion square 
feet in 137 countries, with more 
than 180 Fortune 500 companies 
participating. This is no longer a 
boutique credential; it’s becoming a 
baseline expectation for Colorado’s 
tech and life sciences tenants.

n What certification will actually 
cost you. The most common rea-

son owners don’t 
consider wellness 
certification is 
cost. The numbers 
are more manage-
able than many 
assume. For WELL 
v2, budget for IWBI 
registration, con-
sultant fees, third-
party verification 
and recertification 
every three years. 
For a midsize Colo-
rado commercial 
building, total soft 
costs typically 

fall between $70,000 and $120,000, 
depending on building complex-
ity and existing documentation. 
Construction or retrofit premiums 
ran from under $1 per sf for build-
ings already in good shape to $1 
to $4 per sf for most, according to 
ULI’s Building Design+Construction 
research. Certification costs reflect 
your building’s baseline condition, 
design quality and the gap to meet 
requirements.

Not ready for full WELL? Fitwel 
is documentation-only, lower cost, 
and built for portfolio-level deploy-
ment. No third-party site verifica-
tion required. RESET focuses on con-
tinuous air quality monitoring and 
is gaining traction with tech and 
life sciences tenants asking about 
PM2.5 and CO2 data. A rigorous Fit-
wel certification will outperform a 
half-hearted WELL attempt.

Three ways it pays back
The return on wellness certifica-

tion comes from three places, and 
they compound.

n Rent premiums and occupancy. 
Buildings with healthy certifica-
tions are transacting at 4.4% to 
7.7% higher effective rents than 
nearby noncertified peers across 
10 U.S. cities, including Denver, per 
MIT’s Real Estate Innovation Lab. 
That tracks with CBRE’s finding 
that LEED-certified buildings have 
commanded a consistent 4% rent 
premium through pandemic-era 
market disruption. Wellness certifi-
cations extend the green premium. 
They don’t replace it.

n Tenant retention. This is the 
number most owners underesti-
mate. MIT Center for Real Estate 
research (drawn from more than 
104,000 survey responses across 
nearly 3,000 buildings) found that 
sustainability attributes are the top 
driver of tenant satisfaction. One 
point of improvement on a 5-point 
scale of tenant satisfaction corre-
sponds to an 8.6% higher likelihood 
of lease renewal. In a market where 
occupiers plan to reduce their 
footprint, keeping current tenants 
is more valuable than replacing 
them. Retaining one anchor ten-
ant through a renewal cycle often 
exceeds your certification invest-
ment.

n Your tenants’ productivity and 
their ask of you. Harvard’s COGfx 
Study found cognitive function 
scores were 101% higher in buildings 
with enhanced ventilation; in real-
world certified buildings, employees 
showed 26% higher cognitive scores 
and 30% fewer sick building symp-
toms. When a tenant’s chief financial 
officer understands that, certification 
stops being an amenity and becomes 
a workforce productivity argument.

Choosing the right program  
for your building

There is no universal answer. WELL 
delivers the strongest return on 
investment when baked into design 
and construction; for existing build-
ings, starting with Fitwel and budget-
ing WELL improvements into the next 
capital cycle is usually smarter. If you 
manage a portfolio, Fitwel’s documen-
tation-only model scales without per-
building verification costs. If you’re 
competing for a headquarters tenant, 
WELL’s third-party verification carries 
weight.

n Colorado is already moving in this 
direction. Denver’s Energize Denver 
Ordinance already requires commer-
cial buildings over 25,000 sf to reduce 
site energy use intensity by 30% by 
2030, with compliance checkpoints in 
place. The Green Buildings Ordinance 
mandates a sustainability compliance 
path at reroofing for buildings of the 
same size. If you own commercial 
property in Denver, you are already 
navigating regulatory pressure on 
building performance. Wellness cer-
tification is the next logical layer, and 
the same high-performance HVAC 
systems that help you meet energy 
targets also support the ventilation 
and filtration rates wellness certifica-
tions require.

The buildings that emerge from 
Colorado’s market reset with strong 
occupancy and above-market rents 
will not be the ones that waited for 
conditions to stabilize. They’ll be the 
ones that understood tenant needs 
and built it in while the competition 
was still deciding. s

trisha.parekh@meadhunt.com 
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S
ince late June, the Aspen 
Acres fire has burned over 
100,000 acres across Custer, 
Pueblo and Huerfano coun-
ties and destroyed or dam-

aged more than 850 structures. 
Those losses are being counted.

The ones nobody’s counting cover 
a much bigger area.

Smoke doesn’t stop at a fire 
perimeter. That plume ran for 
weeks, across towns and business 
corridors well outside the burn 
area, over buildings that never saw 
a flame. Their owners have every 
reason to think they came through 
fine. Some did. Others didn’t, and 
they won’t know for years.

n Colorado already ran this experi-
ment. Four and a half years after 
the Marshall fire, I’m still having 
the same conversation on the Front 
Range. An owner walks a building 
that survived, sees no char and no 
black soot, decides the property got 
lucky. Claim closed or never filed. 
Two years later, tenants are com-
plaining about a smell, occupancy is 
slipping and nobody can say why.

By then, the policy’s notice dead-
lines have run, and cleaning and 
tenant turnover have wrecked 
whatever evidence there was.

This isn’t a Marshall fire problem. 
It happened after East Troublesome 
and Cameron Peak, and it’ll happen 
again after this season.

n Smoke is more than smoke. A 
wildfire doesn’t have to reach your 
building to damage it.

Burning homes, cars, outbuildings 
and vegetation throw off ash and 
char, the gritty gray and black mate-
rial everyone recognizes. That’s the 
part people see and clean up. Rid-

ing along with it 
is fine particulate: 
smoke particles 
too small to see, 
plus gases and 
corrosive residues 
from burning plas-
tics, wiring, insula-
tion and treated 
wood.

It gets in through 
gaps around 
doors and win-
dows, joints in the 
exterior wall, any 
opening a build-

ing has. Buildings have plenty. Then 
it settles where you can’t reach 
it. Some of those residues attract 
moisture and go after metal, which 
is why corrosion and equipment 
failures surface a year or two later 
and keep getting worse.

None of it leaves the black stain-
ing people expect. A building can 
be contaminated and look spotless 
in the interior spaces, while the 
contamination is still present in 
the hidden areas: the HVAC system, 
above the ceiling tiles, inside wall 
cavities, and inside window assem-
blies.

n Your air system spreads it. Com-
mercial buildings are built to pull 
in outside air, condition it and push 
it through the building. During a 
fire and long afterward, that’s what 
they do. If the outside air is full 
of smoke, the air system delivers 
it floor to floor, suite to suite. The 
material settles inside and stays, 
and normal operation keeps put-
ting it back into the space people 
occupy.

Which explains a pattern I hit 

constantly. A tenant hires a clean-
ing crew, every visible surface gets 
wiped, ceiling tile gets swapped, 
and three weeks later the smell is 
back. The source was never in the 
room. It was in the equipment feed-
ing the room, and nobody opened 
that up.

n What preliminary testing actually 
costs. Here’s what I wish more prop-
erty managers knew: Finding out is 
cheap.

A preliminary screen for combus-
tion by-products, or CBP, runs about 
$5,000 on a commercial building. 
Three sample types do most of the 
work. Wipe samples pull settled 
residue off surfaces inside the air 
system and in concealed spaces. 
Tape lifts capture particulate right 
where it sits, so the lab can see 
what’s actually on the surface. Bulk 
samples take the material itself, out 
of insulation, dust or debris.

An accredited lab runs microscopy 
for char, ash and soot and screens 
for corrosive residues, compared 
against a building well outside the 
plume. Turnaround is a couple of 
weeks.

Five thousand dollars, against a 
commercial building. Run that math 
before deciding the question isn’t 
worth asking.

n Ask what they actually looked at. 
Most post fire inspections cover 
what’s visible and easy to reach. 
Fast, and no help at all on this 
question.

The places holding the best evi-
dence often never get opened. If 
nobody looks there and nobody 
pulls samples, a report can honestly 
say nothing was seen. That isn’t the 
same as no damage. The distinction 

tends to go missing between the 
consultant’s report and the cover-
age decision.

So, when you get a report telling 
you the building is fine, ask one 
question: What did you look at? If the 
answer leaves out concealed spaces 
and the air system, you haven’t 
been told anything.

n If you were downwind. Downwind 
covers more ground than people 
assume, and the window to do this 
properly is open now.

• Test the air system: Not a walk-
through. Wipe, tape and bulk sam-
ples, accredited lab, clean reference 
building.

• Open a few walls: Small docu-
mented openings in a handful of 
spots cost almost nothing against 
what’s at stake, and usually settle 
the question.

• Hire your own people: An engineer 
who understands air movement 
and a certified industrial hygienist 
do different jobs. You want both.

• Report it now, in writing: Policies 
carry notice requirements, and 
dated correspondence showing 
what was and wasn’t inspected is 
an owner’s best protection.

• Read your policy: Blanket lim-
its, ordinance and law, business 
income: all behave differently when 
the loss is chemical instead of 
structural.

Your building may well have come 
through the summer fine. I’d just 
rather see that on a lab report than 
take it on faith. s

joel@publicinsuranceadjustersofcolorado.com

Wildfire smoke: The damage you can’t see
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Mechanical   Electrical   Plumbing   Life Safety   Smoke Control

As “nuclear verdicts” reshape premis-
es-liability litigation, incident analytics 
are becoming a property owner’s best 
legal defense or their worst exhibit.

A
tenant is assaulted in a 
parking structure with a 
light that’s been out for six 
weeks. A resident is injured 
in an altercation at a com-

plex where a similar incident hap-
pened the year before, and nothing 
changed. Neither case turns on 
whether something bad happened. 
Both turn on a narrower question: 
Given what was known, was the 
response reasonable?

That question has a name in 
premises-liability law: foreseeabil-
ity. It has become the single most 
important factor in how negligent-
security cases are decided and, 
increasingly, in how large the ver-
dicts against property owners have 
become. 
n Foreseeability, not the incident, 

decides the case. A crime occur-
ring on a property is rarely enough, 
by itself, to establish an owner’s 
liability. Plaintiffs’ attorneys gener-
ally must show that the harm was 
reasonably foreseeable, that the 
owner knew or should have known 
a risk existed, and that reasonable 
steps were not taken in response. 
Depending on the jurisdiction and 
circumstances, courts may consider 
prior incidents, known threats, area 
crime patterns, existing security 
measures, and whether identi-
fied security deficiencies were 
addressed.

The pattern appears in a fre-
quently cited study of premises-
security litigation. Norman D. Bates’ 
2004 “Major Developments in Prem-
ises Security Liability III” analyzed 

1,086 reported 
cases from 1992 
through 2001. 
In that dataset, 
assault and bat-
tery accounted 
for 42% of cases 
and rape or sexual 
assault another 
26%. Apartment 
complexes and 
condominiums 
were the most 
frequently named 
defendants in the 

sexual-assault cases, while parking 
lots, with 289 cases, and apartment 
buildings, with 211, were the two 
most common incident locations 
overall. Apartment operating com-
panies saw a median jury award 
of approximately $1.5 million and 
$1.7 million, respectively, in out-of-
court settlements. Defendants pre-
vailed in 52% of the cases studied, 
compared with plaintiff verdicts in 
21%; the balance involved retrials, 
continuances or confidential settle-
ments. 

A verdict handed down in 
Escambia County, Florida, in 2025 
illustrates how costly a failure 
to respond to known risks can 
become. In Saldana v. Schultz, 
Case No. 2023-CA-000292, a jury 
returned a $50 million verdict on 
July 11, 2025, and final judgment 
for that amount was entered July 
16. Court filings confirm the $50 
million award, while plaintiff’s 
counsel argued that property man-
agement had received complaints 
concerning the neighboring tenant’s 
behavior and failed to take appro-
priate action or warn Saldana. The 
defendants disputed those allega-

tions and the foreseeability theory 
and subsequently sought a new 
trial, remittitur, or judgment in their 
favor. 

The size of the verdict is particu-
larly notable when compared with 
the broader litigation environment. 
Marathon Strategies’ “Corporate 
Verdicts Go Thermonuclear: 2025 
Edition” found that the median 
corporate “nuclear verdict,” defined 
as a jury award exceeding $10 mil-
lion, reached $51 million in 2024, 
up from $44 million in 2023 and 
$21 million in 2020. The $50 million 
Saldana verdict therefore landed 
almost exactly at the national 
median identified by Marathon for 
corporate nuclear verdicts that year. 

According to plaintiff’s counsel, 
the defendants’ highest pretrial 
offer was approximately $350,000, 
making the eventual $50 million 
verdict roughly 143 times larger. At 
trial, the jury was instructed to con-
sider whether the defendants knew 

or should have known of foresee-
able criminal conduct, whether they 
were negligent in failing to protect 
the tenant from that conduct, and 
whether that negligence was a legal 
cause of the damages. The defense 
later challenged that instruction in 
its post trial motion. 

That last point is especially 
important for property owners. A 
security assessment that identifies 
inadequate lighting, a compromised 
gate, a camera blind spot, repeated 
resident complaints, or another 
material vulnerability can create a 
record of notice. If the condition is 
documented but never addressed, 
that record may later become pow-
erful evidence that management 
knew of a potential risk and failed 
to respond. The value of a security 
assessment therefore lies not sim-
ply in identifying vulnerabilities, 
but in documenting what was done 

Foreseeability: Security-related verdicts climb

Jason Tuohy 
Managing director, 

NCS Systems
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F
or a multifamily property, 
seasonal holiday lighting 
is more than a decoration 
decision. It is a short-term 
exterior project that touches 

resident communication, shared 
spaces, access planning, and the 
calendar that follows the season. 
When those pieces are considered 
early, property teams can create a 
welcoming seasonal presentation 
without turning a visual update 
into a last-minute operational issue.

The most useful starting point is 
to define the purpose of the display. 
A property may want to make an 
entry easier to recognize during 
evening hours, create a more festive 
arrival experience for residents and 
visitors, or give a clubhouse and 
shared outdoor area a consistent 
seasonal appearance. That purpose 
should guide the scope. A focused 
display around a primary entrance, 
leasing office, monument sign area, 
or clubhouse exterior is often easier 
to plan and communicate than a 
broad approach that reaches every 
building.

The next step is to identify the 
surfaces that are actually shared 
and visible. Front entries, railings, 
covered walks, courtyards, leasing-
office facades, and community 
gathering areas can all play differ-
ent roles in the arrival experience. 
A simple site walk with a property 
map helps the team distinguish 
resident-controlled areas from com-
mon areas. It also helps identify 
where an installation team will 
need access and where residents, 
deliveries, and routine property 

work still need 
room to move.

Timing deserves 
as much atten-
tion as design. The 
weeks before a 
holiday season can 
become busy for 
property staff, resi-
dents and vendors 
at the same time. 
A practical sched-
ule begins with 
a target instal-
lation window, 

then works backward to reserve 
access, notify the people who need 
to know, and avoid conflicts with 
planned maintenance or commu-
nity events. For a larger property, an 
installation may be easier to coordi-
nate in phases, such as the leasing 
office and primary entry first, fol-
lowed by a clubhouse or a second 
shared area.

Clear communication makes the 
process easier for residents and 
on-site teams. A brief notice can 
explain the installation window, the 
locations involved, and whether a 
walkway, parking area, or entrance 
will have temporary activity. The 
message does not need to be elabo-
rate. Its job is to reduce surprises 
and give residents enough infor-
mation to plan around short-term 
work. Property staff can also use 
the notice to name the right contact 
for questions about access or build-
ing operations.

Property managers should also 
think about the display after it is 
installed. The best seasonal plan 

identifies who will monitor the 
shared areas during the season 
and how residents should report a 
concern. This does not require daily 
attention, but it helps the property 
avoid uncertainty if a strand is 
displaced by weather, landscaping 
activity or a busy event. A simple 
internal process for routing obser-
vations to the appropriate contact 
keeps communication organized.

Removal planning should be built 
into the project from the begin-
ning rather than left as a January 
task. Colorado winter conditions 
can make the post holiday calendar 
less predictable, so teams benefit 
from agreeing on a removal window 
in advance. That schedule should 
account for property traffic, resi-
dent move-ins or move-outs, snow 
operations, and any other exterior 
work that may be underway. A clear 
removal plan also helps the prop-
erty return common areas to their 
usual appearance in an orderly way.

For multifamily communities, the 
visual result should feel connected 
to the property’s character. A con-
temporary building may call for 
a restrained, consistent approach 
around its main entry. A family-
oriented community may prefer 
a warmer arrival area around a 
clubhouse or shared courtyard. The 
point is not to create the largest 
display; it is to make a deliberate 
choice about the areas that matter 
most to residents and visitors. Con-
sistency across those areas can be 
more effective than trying to light 
every visible surface.

Vendor coordination is another 

opportunity to reduce friction. 
Before the installation date, the 
property team can confirm the site 
contact, arrival instructions, staging 
location, access details, and the pre-
ferred method for communicating 
a question during the work. These 
small details matter because a mul-
tifamily property remains active 
while seasonal work is happening. 
When the team has a shared plan, 
routine property activity can con-
tinue with fewer interruptions.

Finally, seasonal lighting works 
best when it is treated as part of the 
property’s broader resident-experi-
ence calendar. The same planning 
conversation can consider holiday 
events, leasing activity, guest traffic, 
and the transition back to the regu-
lar winter appearance. That per-
spective keeps the project grounded 
in operations rather than treating it 
as an isolated decoration task.

A well-planned temporary 
holiday-lighting display can give 
a shared property a polished sea-
sonal welcome while respecting the 
realities of a busy community. The 
central ideas are simple: Define the 
purpose, choose visible common 
areas, plan the installation window, 
communicate clearly, and set the 
removal plan before the season 
begins. Those steps give property 
managers a practical framework 
for bringing seasonal character to a 
community without losing sight of 
the day-to-day work that keeps it 
running. s
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Ken Medina
General manager 

Holiday Light 
Professionals

www.cowboymoving.com
www.crej.com


 
October 2026 — Property Management Quarterly — Page 15www.crej.com

A
sk most property 
managers when the 
“maintenance sea-
son” is, and they’ll 
point to spring and 

summer: roof work, exterior 
repairs, landscaping, the 
stretch when weather coop-
erates and crews are avail-
able. Fourth quarter tends 
to get treated as wind-down 
time: Close out the year’s 
capital projects, finalize 
next year’s budget and hope 
the building holds until 
spring.

That instinct undersells 
what actually happens to a 
Colorado building envelope 
in the winter season: The 
Front Range’s freeze-thaw 
cycle – not a single hard 
winter, but dozens of thaw-
and-refreeze swings in a 
single season – is one of 
the more punishing things 
a building assembly experi-

ences here, 
and fourth 
quarter is 
when the 
cracks, lit-
erally, start 
to show.
n Freeze-

thaw is a 
Colorado-
specific 
problem. 
Along the 

Front Range, it’s common 
for a 60-degree afternoon in 
November to be followed by 
single-digit overnight lows, 
then repeat the following 
week. Water that works its 
way into a hairline crack 
in stucco, a compromised 
sealant joint, or a small 
gap in flashing expands 
roughly 9% in volume when 
it freezes. That expansion 
widens the crack. The next 

thaw lets more water in. 
Repeated dozens of times 
over a Colorado winter, this 
cycle turns small, cosmetic 
imperfections into structur-
al entry points, and it does 
it faster here than in cli-
mates with one long, steady 
winter.

The properties most 
exposed aren’t necessarily 
the oldest ones. They’re the 
ones where minor envelope 
issues from the summer – 
small sealant gaps, minor 

stucco cracking, slightly 
compromised flashing – 
were noted but deferred 
because they didn’t look 
urgent. Freeze-thaw is what 
turns “we’ll get to it” into a 
spring leak, a stained ceil-
ing tile, or a mold remedia-
tion line item nobody bud-
geted for.
n Budgets are finalized. 

Here’s the part that makes 
the timing matter beyond 
the weather: Fourth quarter 
is when most homeown-

ers associations and com-
mercial property owners 
are finalizing reserve con-
tributions and next year’s 
capital plan. That creates a 
real opportunity, and a real 
risk. Done well, a fall enve-
lope walk-through feeds 
directly into budget conver-
sations: Deferred items get 
prioritized with real cost 
estimates instead of vague 
line items, and boards or 
ownership groups can see 
the connection between 
“spend this now” and “avoid 
this later.” Done poorly, or 
skipped entirely, the budget 
gets finalized based on last 
year’s numbers, freeze-thaw 
damage shows up in Febru-
ary, and the fix becomes 
an unplanned, mid-winter 
emergency repair, usually 
at a steeper price than it 
would have been in October.
n What a fourth-quarter 

discipline actually looks like. 
A handful of practices sepa-
rate properties that manage 
this well from properties 
that get surprised by it:

• Conducting a prefreeze 
envelope walk, focused spe-
cifically on sealant joints, 
stucco and masonry crack-
ing, roof penetrations, and 
flashing, not a general con-
dition assessment, but a 
targeted look at the places 
water gets in.

• Prioritizing findings by 
consequence, not cosmet-
ics. A small crack in a high-
exposure, north-facing wall 
that holds moisture matters 
more than a larger crack 
somewhere that dries out 
quickly.

• Feeding those findings 
into the budget cycle while 
it’s still open, rather than 
treating maintenance and 
finance as separate conver-
sations that happen to run 
in parallel.

• Distinguishing what 
can wait for a spring repair 
window from what needs 
interim protection now; 
sometimes a temporary seal 
is the difference between a 
manageable spring project 
and a winter emergency.
n Reframing the fourth quar-

ter. The properties that han-
dle Colorado winters well 
aren’t the ones with the 
newest buildings; they’re 
the ones that treat the 
fourth quarter as an inspec-
tion window instead of a 
downtime window. Freeze-
thaw doesn’t announce 
itself with a single dramatic 
event the way a hailstorm 
does. It’s a slow, repetitive 
process, which is exactly 
why it’s easy to defer and 
expensive to ignore.

For property managers 
heading into budget season, 
the building itself is offer-
ing a preview of next year’s 
line items right now; it just 
requires someone to actu-
ally look before the ground 
freezes for good.s
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Colorado’s building envelopes are tested in Q4
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A
s winter approaches, it 
brings with it cold weather, 
snow, ice and freeze-thaw 
cycles. A common miscon-
ception is that cold weather 

causes roof issues; the reality is the 
expansion and contraction due to 
freeze-thaw cycles does the dam-
age. Colorado has rapid swings in 
temperature. According to National 
Weather Service for Denver, the 
temperature drops to freezing or 
below on about 156 nights a year, 
and only about 22 of those days 
stay below freezing the whole time. 
That means a roof in the Denver 
metro area thaws and refreezes 
approximately 130 times in a typi-
cal year, occurring dozens of times 
in a single winter season. 
n Freeze-thaw cycles don’t start the 

leak. Extreme temperature fluctua-
tions compounded with Colorado’s 
high altitude and strong UV expo-
sure push roofing membranes to 
their limits. Membrane materials 
expand and contract with tem-
perature fluctuations, and repeated 
cycling fatigues seams, flashings 
and welds faster than steady cold. 
Moisture that gets into a mem-
brane, seam or insulation layer 
expands, and that’s the physical 
wedge that turns a pinhole into 
a split. Freezing water expands 
roughly 9%, and it expands with 
enough force to widen whatever it’s 
sitting in. As cycles continue, roof 
membranes become weaker, likely 
resulting in water intrusion, causing 
interior damage and more costly 
repairs. How quickly a roof reaches 
that point depends heavily on 
what’s on the building – not every 

system responds 
to the same cycle 
the same way.
n Roof type affects 

performance. Differ-
ent types of roofs 
handle freeze-
and-thaw cycles 
differently based 
on their elasticity, 
seam strength and 
layer construction. 

TPO roof sys-
tems hold up 
well due to their 
seam construc-
tion. TPO heat-

welded seams resist the wedge 
effect of expanding ice better than 
glued systems, and these systems 
flex well under moderate ther-
mal changes due to their material 
makeup of rubber and plastic. 

PVC works the same way. PVC has 
a high elasticity, allowing the mate-
rial to remain soft and rubbery. If 
the PVC roof system has hot-welded 
seams, the chemical bond creates 
a strong seal preventing ice from 
lifting the laps apart, and the mem-
brane stays flexible across a wide 
temperature range.

Modified bitumen systems are 
multi-layer asphalt reinforced to 
handle shifting temperatures. 

Spray polyurethane foam roofing 
systems, a fully adhered and seam-
less system, handles freeze-thaw 
cycles well. Combined with a sili-
cone topcoat, the seams flex with 
the temperature changes to stop ice 
dam leaks. 

Ice dams, when the interior warm 
air creates meltwater, occur typical-

ly on buildings with gutters where 
the freeze-thaw cycle lets ice build 
up at the eaves and work its way 
under the roofing system and into 
the building envelope. On certain 
roof systems such as shingles and 
metal roofing, it may cause severe 
damage to the system if not main-
tained properly. Ice dams can be 
prevented by installing heat cables, 
a heated edge system or other prod-
ucts that reduce the ice buildup in 
the gutters and along the eaves of 
the roof. 

However, with all roofing systems, 
if not properly maintained these 
systems will fail. Recommended 
annual inspections are a way to 
prevent small issues from becoming 
much larger and prevent leaks to 
the interior of the structure. 
n Optimal roof schedule in Colorado. 

Another common misconception in 
Colorado is scheduling roof work in 
the fall, getting bids in September, 
installing in October or November, 
to “get it done before winter.”

The problem is freeze-thaw evi-
dence arrives in spring, not fall. To 
ensure you maximize the useful 
life of your roof system, it is best to 
schedule a roof inspection in March 
or April, after a full winter cycling. 
Damage caught in spring is dam-
age that’s had months to compound 
and can be addressed during warm-
er months. If your inspection hap-
pens in September, your roof has 
had five months of dry weather to 
settle and go quiet, and the roof can 
appear better than it actually is. 

Additionally, Colorado’s hail sea-
son runs from April to September, 
so having your roof inspected prior 

to the hail season also gives you 
baseline documentation for insur-
ance purposes. By June, the scope 
of work should be defined and your 
spot on a contractor’s schedule 
confirmed. For homeowner asso-
ciations, for example, this lines up 
with the budget and reserve cycle. 
A spring inspection gives a board 
something concrete to approve in 
the fall for the following season, 
rather than a rushed special assess-
ment in October.

June to September is the ideal 
time to schedule repairs or reroof-
ing. Temperatures are moderate and 
consistent, which is what mem-
brane installation, adhered systems, 
coatings, and SPF installation are 
designed for.

Winter work should be stabiliza-
tion: targeted repairs, drain clear-
ing, protecting the interior. Those 
are temporary measures holding 
the line until spring, not permanent 
fixes.
n What to ask for. Freeze-thaw 

cycles don’t create the problem; 
they compound the ones that 
already exist. Roof type and roof 
inspection and maintenance sched-
ules matter. When speaking with a 
roofing contractor, ask for a freeze-
thaw specific inspection: ponding 
water, seams, flashing, etc., get an 
estimate for the remaining useful 
life of your roof before committing 
budget, and have the contractor 
provide you with visual documenta-
tion of your roof’s condition. s
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Y
our roof can be easy to over-
look – until water shows up 
where it shouldn’t. Roofing 
systems face a variety of 
challenges throughout the 

year, including hail, high winds, 
snow, intense sun, significant 
temperature changes and damage 
caused by others. These conditions 
make regular inspection and main-
tenance especially important. 

As a firm filled with roofing 
experts, some of the most valuable 
conversations we have with proper-
ty managers aren’t about replacing 
a roof. They’re about helping them 
understand the condition of the 
roof they already have, identifying 
potential problems early and devel-
oping a plan for maintaining it.

Here are five issues property man-
agers should keep on their radar.
n Clogged drains and poor drain-

age. Water needs a way off the roof. 
Leaves, dirt and debris can accu-
mulate around drains, scuppers 
and gutters, restricting the flow of 
water. Poor drainage can also con-
tribute to ponding water.

Colorado’s weather can put drain-
age systems to the test. Snow and 
ice can accumulate during the win-
ter, while summer thunderstorms 
can deliver significant amounts of 
rain in a short period. Our region 
also has a well-documented history 
of severe storms that produce dam-
aging hail and winds.

Regularly scheduled maintenance 
in the spring and fall ensures that 
drains are open and properly func-
tioning. 

Why it matters: Poor drainage can 
contribute to premature roof-sys-

tem deterioration 
and water intru-
sion. A relatively 
simple mainte-
nance issue (clear-
ing the drains) can 
eventually become 
a much more 
expensive repair 
involving the roof, 
insulation or inte-
rior of the build-
ing.
n Deteriorating 

flashings. The devil 
is always in the 

details, right? Many roof problems 
occur at roof penetrations and 
flashings. Well-maintained flash-
ings help protect transitions, pen-
etrations, walls, curbs, satellites, 
antennas, security cameras, lighting 
and other areas where roofing com-
ponents meet.

Over time, flashing can deterio-
rate, loosen, become punctured or 
damaged by weather or rooftop 
activity. Once a flashing detail is 
compromised, water will find a 
pathway into the roofing system or 
the building.

One challenge for property man-
agers is that the visible evidence 
may not appear where the water 
entered. A ceiling stain inside the 
building may be the result of a 
problem somewhere else on the 
roof.

Why it matters: Identifying and 
addressing deteriorated flashing 
during a routine inspection can 
help prevent more extensive mois-
ture intrusion, insulation damage 
and interior repairs.

n Damaged edge metal. The roof 
perimeter is another area that 
deserves attention. Edge metal, cop-
ing and related components help 
protect the roof and keep it securely 
attached to the building during 
extreme weather events and high 
winds.

This can be particularly important 
in Colorado, where severe thunder-
storms and damaging winds are 
a recurring weather concern. The 
National Oceanic and Atmospheric 
Administration maintains extensive 
records of Colorado hail and dam-
aging wind events, underscoring the 
importance of considering severe 
weather when evaluating roof con-
ditions and designing proper repairs 
and solutions. Property managers 
should have perimeter conditions 
inspected for loose, damaged, cor-
roded or otherwise compromised 
components, particularly after sig-
nificant weather events.

Why it matters: Problems at the 
roof edge can contribute to water 
intrusion and roof-system dam-
age and are a leading cause of roof 
blow offs during high wind events. 
Addressing deficiencies before the 
next major storm can help reduce 
the potential for a small problem 
to become a major one. While an 
inferior edge system may survive 
a single high wind event, it may be 
damaged enough that it will not 
survive the next one. 
n Rooftop equipment penetrations. 

Commercial roofs are busy places. 
HVAC equipment, vents, pipes, elec-
trical components and other build-
ing systems frequently penetrate or 
interact with the roofing assembly.

Every penetration creates another 
detail that needs to be properly 
installed and maintained. Work 
performed on rooftop equipment 
can also disturb flashings or roofing 
materials.

Property managers should com-
municate with contractors perform-
ing rooftop work and make sure the 
roofing system is protected. Follow-
ing significant equipment installa-
tion or replacement, an inspection 
can help identify potential damage 
before it becomes a leak.

Why it matters: A roofing problem 
created during another building 
project can lead to unexpected 
repairs, tenant disruption and ques-
tions about responsibility for the 
resulting damage.
n Deferred maintenance. Perhaps 

the biggest roofing problem is sim-
ply waiting.

A small puncture, deteriorating 
flashing or blocked drain may be 
relatively straightforward to address 
today. Left alone, however, the con-
dition can worsen and allow mois-
ture or weather to cause additional 
damage.

The National Roofing Contractors 
Association emphasizes the impor-
tance of regular inspections and 
maintenance in helping optimize 
roof-system service life. Its build-
ing-owner resources also recom-
mend inspections following severe 
weather and prompt attention to 
conditions that can affect roof per-
formance.

For property managers, preven-
tive maintenance should be viewed 

Roofing problems PMs can’t afford to ignore

Ken Flickinger, 
RRC

President, 
buildingWorks 
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A
s a commercial property 
owner or manager in Colo-
rado, your daily responsi-
bilities require a constant 
balancing act between 

operating budgets, tenant satisfac-
tion, and long-term asset value. 
When budgets tighten, it is tempt-
ing to look for line items to cut 
or delay. Over the last few years, 
a troubling trend has emerged 
across the state: Property owners 
are increasingly crossing asphalt 
maintenance off their to-do lists, 
mistakenly viewing it as an option-
al aesthetic upgrade rather than a 
critical structural necessity.

In my 30 years in the asphalt 
paving and maintenance industry, I 
have watched market cycles come 
and go. Historically, the industry 
experiences what we call a “paving 
season” every five to seven years. 
During these specific years, the 
volume of new paving and major 
reconstruction spikes, while rou-
tine maintenance like sealcoating 
typically stays relatively flat. How-
ever, the landscape has fundamen-
tally shifted. Since 2021, we have 
witnessed a steep and sustained 
decline in property owners proac-
tively sealcoating and maintaining 
their asphalt, culminating in a stark 
drop-off locally this year.

Rather than maintaining their 
investments, property managers are 
deferring maintenance altogether. 
This shift away from routine care 
is setting up commercial properties 
for a catastrophic financial wake-up 
call. Understanding why this trend 
is so dangerous – especially here in 
Colorado – is the first step toward 
protecting your bottom line.

n The brutal real-
ity of Colorado’s 
climate. Asphalt is 
not a static mate-
rial; it is flexible 
and porous, mak-

ing it highly susceptible to the 
environment. Colorado boasts a cli-
mate that is notoriously harsh on 
pavement. We are famous for our 
300 days of sunshine, but at our 
higher altitude, those intense ultra-
violet rays relentlessly bake the 
asphalt. This UV exposure oxidizes 
the pavement, stripping away the 
essential oils and asphalt binders 
that keep the surface flexible. As 
it dries out, the asphalt turns from 
a rich, flexible black to a brittle, 
faded gray.

Once the pavement becomes 
brittle, our dramatic tempera-
ture swings take over. Colorado is 
uniquely punishing because of our 
rapid freeze-thaw cycles. It is not 
uncommon to have a 50-degree 
sunny day followed by a subfreez-
ing snowstorm overnight. When 
oxidized, brittle asphalt develops 
micro-cracks, snowmelt and rain 
seep beneath the surface. When 
the temperature plummets that 
night, the trapped water freezes 
and expands by roughly 9%. 

This expansion acts like a wedge, 
blowing apart the asphalt from the 
inside out and creating potholes, 
alligator cracking and severe struc-
tural failures.

Add in the heavy machinery 
of snowplows scraping the sur-
face and the chemical stress of 
commercial deicing salts, and an 
unprotected parking lot in Colora-
do can age three times faster than 

one in a milder climate.
n Demystifying sealcoat: Sun-

screen and rain gear for your lot. To 
understand why skipping main-
tenance is a mistake, it helps to 
understand what sealcoating actu-
ally does. It is remarkably straight-
forward but incredibly vital.

Think of sealcoating as a com-
bination of heavy-duty sunscreen 
and a waterproof raincoat for your 
parking lot. When a professional-
grade sealcoat is applied, it replen-
ishes the surface voids of the 
asphalt, locking in the vital oils 
and binders that keep the pave-
ment flexible. It creates a tough, 
protective barrier that blocks out 
the sun’s oxidizing UV rays, pre-

venting the surface from turning 
brittle.

Just as importantly, sealcoating 
repels water. By sealing the porous 
surface and filling in the micro-
scopic cracks that inevitably form, 
it prevents moisture from penetrat-
ing the subbase. If water cannot 
get in, it cannot freeze, expand, 
and destroy the pavement during 
our harsh winter nights. Further-
more, sealcoat acts as a shield 
against automotive fluids. Gas, oil 
and antifreeze leak from tenant 
vehicles daily. Because asphalt is 
a petroleum-based product, these 
leaking fluids will dissolve your 

Hidden cost of neglect: Prioritize asphalt maint.
Michael Lewis 

Owner and 
operator, Concrete 

& Asphalt 4 
Colorado 

By spending pennies on the square foot for sealcoating, you can easily double the 
functional lifespan of the asphalt.

Please see Lewis, Page 23
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F
ollowing our panel discus-
sion last month at the CREJ 
conference, I wanted to con-
tinue the conversation about 
the art of negotiation and 

highlight some of the key points we 
discussed.

When most people hear the word 
negotiation, they probably think 
about price. If you manage proper-
ties, you likely have had plenty of 
conversations with contractors that 
sound something like, “Is that your 
best price?” or “Can you sharpen 
your pencil?”

There is certainly nothing wrong 
with negotiating price. But after 
many years of working with con-
tractors and property managers, I 
have found that some of the most 
satisfying negotiations don’t involve 
getting the contractor to lower the 
price at all.

They involve finding a better solu-
tion.

When a project comes in over 
budget, the natural reaction is often 
to start cutting things. But cutting 
scope isn’t always the best answer. 
Instead, I think the better question 
is, “How can we spend the money 
we have in a way that creates the 
most value for the property?”

That is where negotiation and 
value engineering come together.

Take a parking lot. Not every part 
of a property necessarily deserves 
the same level of investment. The 
areas at the front of a building are 
often the first things tenants, cus-
tomers and prospective residents 
see. Curb appeal matters. The 
entrance, visitor parking and areas 
immediately surrounding the build-
ing can have a real impact on how 

tenants and future 
clients perceive 
the property.

The back of the 
building may be a 
different story. If 
an area is primar-
ily used for service 
vehicles, employ-
ees or deliveries, it 
still needs to func-
tion properly, but 
it may not require 
the same invest-
ment in appear-
ance as the front 
entrance.

I saw this play out on a multifami-
ly property where we were trying to 
fit into a more manageable budget. 
We started looking at the different 
areas of the pavement and realized 
that the asphalt under the carports 
was not as damaged as the drive 
lanes. We also knew these areas 
were more time-consuming and 
expensive to repair because of the 
awnings. The pavement under the 
carports had been protected from 
some of the elements and had not 
experienced the same deterioration 
as the exposed pavement.

We could have treated the entire 
property the same way. Instead, we 
looked at what each area needed.

The drive lanes were milled and 
overlaid, while the pavement under 
the carports was left in place and 
seal coated as a maintenance treat-
ment. We weren’t simply taking 
work out of the project to make 
the number fit the budget. We 
were changing the scope to put the 
money where it would provide the 
greatest benefit.

Nearly 10 years later, that pave-
ment is still in great condition.

The owner didn’t necessarily need 
the cheapest project. They needed 
the best use of the money they 
were willing to invest. Sometimes 
those are two very different things.

Maybe everything doesn’t need 
to be done at once. Maybe some 
areas can be addressed now and 
others later. Maybe one portion of 
the property needs more extensive 
treatment while another can simply 
be maintained. Maybe the original 
scope can be changed without sac-
rificing the overall objective. Talk-
ing through these options honestly 
with a trusted vendor helps the 
value engineering really take place.

The other part of the conversation 

is knowing when it makes sense to 
spend money in the first place.

If I owned a parking lot, I would 
crack seal it every year. I think crack 
sealing is some of the least expen-
sive insurance you can buy for an 
expensive asset. In many cases, it 
costs a fraction of what it would 
cost to replace the parking lot. It 
isn’t particularly exciting, but it can 
be one of the easiest ways to stay 
ahead of deterioration. Another 
advantage is that crack sealing can 
be done throughout much of the 
year.

Cracks give water a way into the 
pavement, and water can create 
much larger problems over time. 

Negotiate for best solution, not just lowest price

Kelly Proctor
Vice president, 

sales and 
marketing, DACS 

Asphalt and 
Concrete

If an area is primarily used for deliveries, it needs to function properly but may not 
require the same investment in appearance as the front entrance.

Please see Proctor, Page 23
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P
roperty managers have 
enough surprises without 
adding a tree to the list. Yet, 
trees are often one of those 
property assets that don’t 

get much attention until some-
thing goes wrong.

Here in Colorado, water is always 
something we have to keep in 
mind. Many may want to know: 
What is the status on drought 
conditions after this summer in 
Colorado? We live in a naturally 
dry, High Plains climate that aver-
ages only around 17 inches of pre-
cipitation each year. Following an 
unusually dry fall and winter and a 
winter snowpack that came in well 
below normal, drought conditions 
are now putting additional stress 
on trees across parts of the state.

And trees don’t read your main-
tenance budget. They respond 
to the conditions around them 
whether we are paying attention or 
not.

The current drought is creating 
more than a watering issue. Dry 
conditions increase the poten-
tial for forest and grass fires, and 
stressed trees can become more 
vulnerable to insect pressure. 
When a tree is dealing with pro-
longed drought, it has to make 
some choices about where to put 
its energy.

Unfortunately, that can affect 
what happens next spring. A tree 
that spends this fall and winter 
simply trying to stay viable may 
not have the same energy to push 
out healthy new growth when 

spring arrives. 
That is why wait-
ing until you see 
a major problem 
is not a great tree-
care strategy.
n A tree is an 

asset, not just 
landscaping. How 
can you protect 
it? A mature tree 
can take decades 
to reach its size. 
Once you lose one, 
you can’t simply 
replace it with a 

30-year-old tree from the nursery. 
You are replacing years of growth, 
shade, aesthetics and the value 
mature landscaping bring to a 
property. That makes preventive 
maintenance especially important 
for commercial properties.

Trees growing around park-
ing lots, sidewalks, buildings and 
construction areas already face 
challenges from compacted soil, 
limited root space and competing 
demands for water. Add an extend-
ed drought, and those trees can be 
pushed even further.

So, what should a property man-
ager do? First, take a look: Are trees 
thinning out? Are leaves browning 
or dropping earlier than expected? 
Are there dead branches that 
weren’t there last year? Are some 
trees struggling while others near-
by appear healthy?

Then look at the soil and irriga-
tion: Don’t assume more water is 
always the answer. Overwatering 

can create problems of its own, 
and irrigation designed primar-
ily for turf may not be delivering 
water where a tree actually needs 
it. The goal is not simply to put 
more water on the property. It is 
to understand what the tree needs 
and get the right amount of water 
to the right place.

A routine tree inspection can 
identify declining trees, structural 
concerns, irrigation issues, pests or 
other problems before they become 
emergencies. It can also help deter-
mine what actually needs to be 
done now and what can be moni-
tored.

That matters when you are man-
aging a budget. When you receive a 
tree care proposal, don’t automati-
cally choose the cheapest one.

Ask: Why is the work needed? 
What happens if you wait? Does 
the recommendation address an 
immediate safety concern, a health 
issue or a longer-term mainte-
nance need? You are not simply 

paying someone to cut a branch or 
water a tree. You are paying for an 
outcome.

Maybe that outcome is keeping 
a mature tree healthy for another 
20 years. Maybe it is preventing a 
safety issue. Maybe it is protecting 
the appearance and value of the 
property. Whatever the goal, a good 
tree care professional should be 
able to explain the path to getting 
there.

So, as we head into fall, take a 
walk around your property. Look 
at the trees. Look at the soil. Look 
at the irrigation. Pay attention 
to changes that may have gone 
unnoticed during the summer. The 
drought isn’t something we can 
control. But we can control how 
prepared we are to manage its 
effects.

You don’t have to be a tree 
expert, you just need to know 
when to call one. s

matthew.schovel@davey.com

Trees don’t read your maintenance budget

Matthew 
Schovel

Regional business 
developer, Davey 
Tree Expert Co.
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Are trees thinning out? Are leaves brown-
ing or dropping earlier than expected? Are 

there dead branches that weren’t there 
last year? Are some trees struggling while 

others nearby appear healthy?
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C
olorado snowstorms create 
more than an inconvenience 
for commercial properties. 
They affect tenant access, 
employee safety, deliveries, 

parking operations, business conti-
nuity and the overall experience of 
everyone entering a property.

For commercial property manag-
ers and owners, selecting a snow 
and ice management contractor is 
only part of the decision. Equally 
important is choosing the right con-
tract structure for the property.

The three most common options: 
Time and materials, per push/per 
event, and fixed-rate seasonal con-
tracts allocate cost and weather-
related risk differently. Understand-
ing those differences can help com-
mercial real estate professionals 
select a program that aligns with 
both operational requirements and 
budget expectations.
n Time and materials: Flexibility 

based on actual resources. Under 
a T&M agreement, the property 
pays for the labor, equipment and 
materials actually used during a 
snow event. Plow trucks, loaders, 
skid steers, sidewalk crews, hauling 
equipment, and other resources are 
typically billed at predetermined 
hourly rates, while deicing materi-
als are charged based on usage.

T&M can be particularly effective 
for large commercial campuses, 
industrial facilities, retail centers 
and properties with complex opera-
tional requirements because the 
contractor can adjust resources 
based on the conditions of each 
storm.

A lighter event may require lim-
ited resources, while a significant 

storm may require 
continuous opera-
tions and addi-
tional equipment.

The advantage 
is flexibility. The 
challenge is bud-
get predictability. A 
prolonged Colora-
do storm requiring 
repeated plowing, 
sidewalk service, 
and deicing can 
create significantly 
higher costs than 
anticipated.

Commercial managers consider-
ing T&M should understand equip-
ment rates, labor rates, material 
costs, minimums, mobilization 
charges, and how service hours are 
documented.
n Per push: A defined cost for each 

service. Per-push agreements estab-
lish a predetermined price each 
time the property is serviced. Pric-
ing is commonly structured around 
snowfall accumulation, with differ-
ent rates for various depth ranges.

This model provides commercial 
properties with greater visibility 
into the cost of an individual snow 
event while avoiding the commit-
ment of a full-season fixed price.

However, the definition of a 
“push” or “event” is critical.

Consider a retail center or office 
property that must be operational 
by 6 a.m. If crews clear the site 
overnight and snow continues 
through the morning commute, 
additional service may be required 
to maintain accessibility. Prop-
erty managers should understand 
whether those return visits con-

stitute additional pushes and how 
deicing, sidewalks, loading docks, 
parking structures and secondary 
areas are priced.

Clear contract language is essen-
tial. 
n Fixed rate: Predictable snow bud-

geting. A fixed-rate seasonal con-
tract establishes a predetermined 
cost for snow and ice management 
for the contracted winter season, 
subject to the specific terms of the 
agreement.

For commercial properties where 
budget predictability is a prior-
ity, fixed pricing can be attractive. 
Rather than having snow expenses 
fluctuate dramatically from month 
to month, ownership and man-
agement have a known seasonal 
expense.

The tradeoff is that a mild winter 
may result in the property paying 
more than it would have under 
T&M or per-push pricing. During an 
active winter, however, the same 
agreement may provide consider-
able financial protection.

Not all fixed-rate contracts are 
truly unlimited. Commercial man-
agers should review snowfall caps, 
blizzard clauses, deicing allowances, 
hauling provisions, seasonal accu-
mulation limits and other exclu-
sions before comparing proposals. 
n The real question: Where should 

the risk live? When evaluating snow 
contracts, commercial property pro-
fessionals should look beyond the 
projected seasonal price and ask a 
broader question:

Where do we want the financial 
risk associated with an unpredict-
able Colorado winter to live?

With T&M, the property retains 

more of that risk but gains flex-
ibility and pays according to the 
resources used.

With per push, the cost of an indi-
vidual service is established, but the 
total winter expense depends on 
the number and severity of events.

With a fixed-rate seasonal con-
tract, more of the weather-related 
financial risk shifts to the contrac-
tor in exchange for greater budget 
certainty.

There is no single contract struc-
ture that is right for every commer-
cial property.

A distribution facility operating 
around the clock has very different 
requirements from an

office building that primarily 
needs access during business hours. 
A retail center preparing for holiday 
traffic has different priorities than 
an industrial campus with loading 
docks and constant truck move-
ment.

That is why the conversation 
should begin with how the property 
operates, not simply how many 
acres need to be plowed.

An effective commercial snow 
program starts with understanding 
the property, its hours of operation, 
critical access points, tenant expec-
tations, safety priorities and budget 
objectives.

The best snow contract isn’t nec-
essarily the least expensive pro-
posal. It’s the contract that places 
the right resources on the property, 
establishes clear expectations, man-
ages financial risk and keeps the 
property operational when Colorado 
weather is at its worst. s

NStone@lmico.com

Choosing the right snow removal contract

Nicole Stone
Vice president, 

business 
development, LMI 

Colorado
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ADVERTORIAL

There is no shortage of technolo-
gy companies telling property man-
agers what artificial intelligence is 
going to do for our industry. I have 
been in property management long 
enough to know that what sounds 
great in a software demo does not 
always hold up once it hits a real 
portfolio, a real resident and a real 
Monday morning. That is a big part 
of why we decided to build our 
own version of what AI should look 
like inside a property management 
company.

My family has been in real estate 
and property management along 
Colorado’s Front Range for gen-
erations, so I have spent most of 
my career around the day-to-day 
realities of this business. Leasing, 
owners, residents, maintenance, 
renewals, accounting, move-ins, 
move-outs and all of the little emer-
gencies in between. 

My cofounder, Kristin Siegle, came 
from large technology companies 
where she worked with AI, data, 
risk systems and complex opera-
tions. Leslie, the AI platform we 
are building together, really came 
from putting those two worlds in 
the same room. We were not trying 
to build another chatbot or some 
flashy tool that demos well but then 
becomes another tab nobody opens. 
We wanted to answer a much 
simpler question: How much of the 
repetitive work that keeps a property 
management company busy all day can 
AI actually take off our plates?

Leasing was the obvious place to 
start. Anyone who has worked in 
this business knows how quickly 
a lead can go cold. A renter who 
reaches out at 8:30 at night does not 
really care that the office closes at 
5. He wants to know whether the 
property is available, whether his 
dog is allowed and when he can see 
it. If somebody else answers those 
questions first, there is a good chance 
that is where he is going. AI is very 
good at that type of work because 
it does not get tired, forget to fol-

low up, or care whether the inquiry 
came in at noon or midnight. 

Our leasing teammate can 
respond in seconds, answer ques-
tions based on the actual property 
information, schedule a show-
ing, send reminders and keep the 
conversation moving without one 
of our people having to live in an 
inbox.

Once we saw that working, the 
next question was pretty obvi-
ous: What else can we take off 
the team’s plate? That led us into 
renewals, move ins, move outs, 
maintenance, owner onboarding 
and even daily reviews of the books. 
A renewal can start well before the 
lease expiration instead of turning 
into a fire drill. A move out can trig-
ger the right notices and deadlines. 

A maintenance request can be 
gathered, categorized and escalated 
before somebody must manually 
sort through it. A new owner can be 
guided through onboarding without 
someone sending the same emails 
repeatedly. None of that sounds 
particularly glamorous, but prop-
erty management is not built on 
glamorous tasks. It is built on hun-
dreds of small things being done 
correctly and on time. Most prob-
lems in our business do not come 
from one huge mistake. They come 
from something getting forgotten, 
delayed or buried under 10 other 
priorities.

That is where AI becomes genu-
inely useful, but it is also where 
you have to be thoughtful about 
where it stops. I do not think the 
future of property management is 
handing every decision over to a 
machine. Anything involving real 
judgment, meaningful financial 
consequences or a sensitive owner 
or resident situation still needs a 
person involved. AI can prepare a 
renewal recommendation, but one 
of us approves the rent. AI can flag 
something unusual in a ledger, but 
a human decides what it means. AI 
can recognize that a maintenance 

request sounds urgent and esca-
late it immediately, but a property 
manager still decides what needs 
to happen. That is the real oppor-
tunity. It is not replacing property 
managers. It is letting good property 
managers spend more of their time 
actually managing.

If my team can spend less time 
chasing scheduling confirmations, 
copying information between sys-
tems, sending repetitive follow ups 
and checking whether a task got 
done, they can spend more time 
talking to owners, solving hard 
problems, negotiating, building rela-
tionships and making good deci-
sions. Those are still the parts of 
this business that matter most, and 
they are the parts that are hardest 
to automate well.

Being in Boulder has probably 
shaped the way we approach this 
more than we realized at first. 
We work hard, but we also live in 
Colorado for a reason. Around here, 
people want to build things, run 
businesses and solve problems, 
but they also want to ski, bike, run, 
climb, travel and get outside. I have 
never been especially interested 
in technology that creates another 
dashboard for somebody to moni-
tor. I am interested in technology 
that actually gets something done 
and gives people time back. 

That is also why we have focused 
on making Leslie work with the 
systems property managers already 
use. Most operators are not look-
ing to rip everything out and start 
over just because AI is the newest 
thing. They want tools that fit into 
the business they already have and 
make that business run better.

We are also in a unique position 
because we are building this inside 
an actual property management 
operation. We are not guessing 
what the problems are. We are liv-
ing with them. If something does 
not work, our team tells us. If auto-
mation saves an hour, we notice. 
If something looks brilliant from a 

technology standpoint but makes 
no sense to a property manager, we 
find that out pretty quickly. There 
are going to be a lot of big compa-
nies entering this space, and many 
of them already are. They have larg-
er teams, larger budgets and more 
resources than a small Boulder 
company does, but our advantage is 
that we know the work and we are 
building from inside it.

Over the next few years, almost 
every property management soft-
ware company is going to say it has 
AI. I think owners and operators 
should ask a few harder questions. 
What does it actually do? What 
work does it complete? What can 
it access? What decisions require 
human approval? Does it work with 
the systems we already have? And 
at the end of the day, did it make 
the operation better? AI in property 
management is no longer some-
thing that is five years away. It is 
already here. The important part 
now is using it in a way that actual-
ly makes sense for the people doing 
the work. That is what we are trying 
to build from Boulder, and if we can 
run a better property management 
company while getting everybody 
outside a little earlier in the pro-
cess, I would call that a win! s

AI in PM: Built in Boulder, Proven in the Field

Daren Roberts
Co-founder, Leslie 
AI, and property 

manager, New Age 
Real Estate & Property 

Management
daren@newagere.com

after they were identified. 
n What incident analytics actually 

reveal. This is where ongoing inci-
dent tracking earns its keep. At one 
multifamily community in Aurora, 
total incidents fell by more than 
half after security upgrades were 
installed, with vehicle theft and 
trespassing down 80% to 90%. But 
a closer look told a different story: 
Aggravated assault more than dou-
bled, simple assaults and domestic 
disputes stayed elevated, and van-
dalism rebounded by roughly two-
thirds. The property had succeeded 
in deterring opportunistic crime, 
even as interpersonal and behavioral 
violence quietly built up underneath 
that headline number. 

That distinction matters for fore-
seeability. A property that tracks this 

trend and adjusts patrol patterns, 
lighting or monitoring accordingly is 
building a defensible record of rea-
sonable care. One that only glances 
at the top-line “incidents are down” 
number, missing the resurgence hid-
ing inside it, is building the opposite: 
a record showing the risk was visible 
and nothing was done about it. 
n Why the verdicts keep getting big-

ger. Cases like Saldana aren’t outli-
ers. They’re the trend line. Nuclear 
verdicts, jury awards of $10 million 
or more, hit their highest total since 
2009 in 2025: nearly 200 nationally, 
totaling $25.6 billion, a 40.7% jump 
over 2024, according to Marathon 
Strategies’ annual “Corporate Verdicts 
Go Thermonuclear” report. Forty of 
those verdicts crossed the $100 mil-
lion “thermonuclear” threshold, and 
four topped $1 billion. The number of 
industries touched by a nuclear ver-

dict has climbed alongside the totals, 
68 in 2025, up from 55 in 2024 and 
48 in 2023, and insurers, once posi-
tioned only as the ones pricing this 
risk from a distance, are increasingly 
named as defendants themselves: 
Five nuclear verdicts against insur-
ance companies totaled $390 million 
last year alone. 
n Insurers are responding, owners 

should be, too. General liability and 
umbrella carriers have taken notice: 
Industry loss ratios on these lines ran 
58% to 62% in 2019 and now run 78% 
to 85%. Underwriters increasingly ask 
at renewal about incident history and 
formal risk reviews. Time-stamped, 
categorized incident data tells a fun-
damentally different risk story than 
a property that can only describe its 
security informally after the fact.
n Where to start. None of this 

requires overhauling a security pro-

gram overnight. The more defensible 
starting point is a foreseeability 
review: an honest look at incident 
trend lines, not just totals, measured 
against similar properties, paired 
with a plain assessment of whether 
current lighting, camera coverage, 
and monitoring would hold up to 
the question a plaintiff’s attorney or 
underwriter will eventually ask. Not 
“Did something happen,” but “Could 
you have seen it coming?" 

Verdicts in this area of law aren’t 
rising because courts have rede-
fined what a reasonable owner owes 
tenants and visitors. They’re rising 
because the gap between a docu-
mented, trend-aware program and 
an informal, reactive one has become 
far more visible, and far more expen-
sive, once a case reaches a jury. s 

jason@ncsisonline.com

Tuohy
Continued from Page 13

as part of protecting the property’s 
long-term value rather than simply 
another operating expense.

Why it matters: Deferred mainte-
nance can shorten a roof’s useful life, 
increase the likelihood of emergency 
repairs and make future capital plan-
ning more difficult and expensive

n Keep the roof on the radar. Prop-
erty managers already have plenty 
of building systems competing for 
their attention. The roof shouldn’t 
become a priority only after a ten-
ant reports a leak.

A proactive approach starts with 
understanding the condition of the 
existing roofing system, document-
ing its history, conducting regular 

inspections and addressing prob-
lems before they become emer-
gencies. Inspections following sig-
nificant hail, wind or other severe 
weather events can be particularly 
valuable.

The goal isn’t necessarily to 
replace a roof sooner. It’s to make 
informed decisions about main-
tenance, repairs, restoration and 

eventual replacement based on the 
actual condition of the system.

For property managers, that 
means fewer surprises, better capi-
tal planning and a better opportu-
nity to get the full-service life from 
one of the building’s most impor-
tant assets. s

flick@buildingworks.us

Flickinger
Continued from Page 17

www.crej.com


 
October 2026 — Property Management Quarterly — Page 23www.crej.com

PROFILE

National Women’s Small Busi-
ness Month offers an opportunity 
to recognize women’s contribu-
tions and reflect on the experienc-
es that shape us as leaders. It also 
reminds us of our responsibility to 
create opportunities for others to 
grow. 

When we founded ColeTaylor, 
we wanted to build more than a 
successful property management 
company. We wanted people to 
feel valued, trusted, and supported 
while doing excellent work without 
losing sight of the lives and rela-
tionships that matter beyond the 
workplace.

We have learned that leadership 
is not defined by position, recog-
nition, or having every answer. It 
is demonstrated through service, 
preparation, resilience, and a will-
ingness to invest in others. These 
lessons continue to shape our 
company and culture.

Leadership Begins with Service
Both of us were influenced by 

mentors who demonstrated that 
leadership is not about being the 
most important person in the 
room. It is about helping the peo-
ple around you succeed.

For those seeking to grow as 
leaders, our advice is simple: work 
hard and look for opportunities 
to add value. Learn every part of 
the business you can, including 
responsibilities beyond your initial 
role. Support your colleagues, share 
your knowledge, and accept work 
that stretches you.

Success is rarely achieved 
through competition with the 
person beside you. More often, it 
is built by learning together, shar-
ing opportunities, and recognizing 
that another person’s success does 
not diminish your own. There will 
always be room for leaders who act 
with integrity, pursue excellence, 
and consistently serve others.

This mindset is especially mean-
ingful in property management. 
Although our industry revolves 
around buildings, budgets, leases, 
and operating systems, the work 
is fundamentally about people 
and the relationships among team 
members, owners, tenants, and 
vendors. A leader’s role is not sim-
ply to direct the work, but to create 
an environment where people are 
equipped and encouraged to do 
their best.

Preparation Creates Confidence
Everyone experiences moments 

of uncertainty in a new responsi-
bility or unfamiliar situation. What 
sets leaders apart is their willing-
ness to learn, prepare and act.

Preparation turns uncertainty 
into action. We can ask questions, 
study the issue, and build the 
knowledge needed to contribute 
meaningfully. Confidence does not 
always come before an opportu-
nity. Often, it develops because we 
were willing to accept the oppor-
tunity before we felt completely 
ready.

Growth frequently begins with 
discomfort. Challenges teach us 
to adapt and recognize that we 
are more capable than we initially 
believed. We encourage our team 
to consider opportunities that feel 
intimidating. Stepping beyond 
what is comfortable can reveal 
strengths they have yet to discover.

Challenges Become Foundations
Important leadership lessons 

often emerge from mistakes, dif-
ficult seasons, and situations we 
would not have chosen.

Resilience grows when we allow 
difficult experiences to expand our 
knowledge and deepen our humili-
ty. Strong leadership means admit-
ting when we are wrong, accepting 
responsibility, learning from the 

experience, and moving forward 
with greater awareness.

We cannot always control our 
circumstances, but we can choose 
our response. Leading with grati-
tude helps us recognize the people, 
lessons, and opportunities that 
remain present, even during chal-
lenging times.

Our responsibility is not to make 
everything appear easy, but to 
ensure our team’s efforts are seen 
and appreciated. The strongest 
outcomes are almost always team 
outcomes, and investing in people 
is never wasted.

Supporting the Whole Person
A people-first culture extends 

beyond professional develop-
ment. Employees are whole people 
whose responsibilities, relation-
ships, and well-being continue 
beyond work.

Women often place tremen-
dous pressure on themselves to 
meet every need and fulfill every 
responsibility. Meaningful support 
includes professional advance-
ment, respect for boundaries, and 
recognition of employees’ lives 
outside work.

Support may mean encouraging 
someone to attend a child’s sport-
ing event, protecting time for a 
lunchtime workout, offering flex-
ibility during a difficult season, or 
listening when a colleague needs 
to talk. These gestures commu-
nicate something important: You 
matter here as a person, not only 
as an employee.

One of our managers recently 
said that the mentorship and sup-
port she received from our team 
helped her find her voice and con-
fidence as a leader. She described 
an environment that encouraged 
growth, new challenges, and belief 
in her abilities. Her reflection rein-
forced an important truth: culture 
is defined not by what a company 

says, but by what its people expe-
rience.

Building a Culture That Lasts
As business owners, we are 

proud of the company we are cre-
ating, but even more grateful to 
the people building it alongside 
us. We do not claim to have all 
the answers. We continue to learn 
from our team, our clients, and the 
challenges we encounter.

A shared commitment to our 
values keeps us grounded and 
focused on serving others rather 
than seeking recognition. It 
reminds us that leadership is a 
responsibility, not merely a posi-
tion, and that our greatest oppor-
tunity is to use that responsibility 
to help others grow.

During National Women’s Small 
Business Month, we celebrate the 
women who have founded com-
panies, led teams, mentored col-
leagues, and taken courageous 
risks. We also recognize the co-

workers, fami-
lies, mentors, 
and advocates 
who have sup-
ported them 
along the way.

Leadership 
grows through 
preparation, 
resilience, 
gratitude, and 
the people 
who walk 
beside us. 
Businesses 
that put 
people first 
build stronger 
teams, deliver 
better service, 
and create 
success that 
lasts. s

Leadership That Lasts: Investing in People,
Building Culture & Serving with Purpose

Jessica Cole
Partner, ColeTaylor 

Liz Taylor
Partner, ColeTaylor 

pavement on contact. Sealcoating 
provides a barrier that prevents 
these chemicals from eating away 
at your investment.
n The ROI of proactive mainte-

nance. The recent trend of deferring 
sealcoat to save money is a clas-
sic case of being “penny-wise and 
pound-foolish.” For property man-
agers, the math of asphalt mainte-
nance is irrefutable.

An asphalt parking lot is one of 
the most expensive capital invest-
ments on your property. Let’s com-
pare the costs over a 15-year life 
cycle. A property owner who invests 

in a regular maintenance program – 
crack sealing and sealcoating every 
three to four years – will spend a 
fraction of the cost of a full replace-
ment. By spending pennies on the 
square foot for sealcoating, you can 
easily double the functional lifespan 
of the asphalt.

Conversely, the owners who have 
skipped maintenance since 2021 
are accelerating their pavement's 
demise. When an unmaintained lot 
inevitably fails, the resulting damage 
cannot be fixed with a simple sur-
face treatment. Once the subbase is 
compromised by water and freeze-
thaw damage, property managers 
are forced into expensive milling 

and overlaying, or worse, a complete 
tear-out and reconstruction. These 
major capital expenditures cost 
exponentially more than a decade’s 
worth of routine sealcoating. 

Beyond the raw construction 
costs, a degrading parking lot car-
ries secondary financial penalties. 
The parking lot is the very first 
physical touchpoint a prospective 
tenant, customer or resident expe-
riences at your property. Faded, 
crumbling asphalt littered with 
potholes signals neglect, directly 
impacting property valuations and 
tenant retention rates. Furthermore, 
neglected pavement dramatically 
increases liability risks; potholes and 

uneven surfaces are prime catalysts 
for trip-and-fall lawsuits or vehicle 
damage claims.

The temporary savings realized by 
skipping a maintenance cycle over 
the last five years are rapidly evapo-
rating as properties face premature 
pavement failure. In Colorado’s 
unforgiving environment, your 
asphalt is under constant attack. 
Returning to a disciplined, proactive 
sealcoating schedule is not just a 
best practice for property aesthet-
ics – it is a critical financial strategy 
to protect one of your most valuable 
assets. s

m@concreteasphalt4co.com

Lewis
Continued from Page 18

The Federal Highway Administration 
recognizes crack sealing as a preven-
tive maintenance treatment that can 
help reduce water infiltration and 
extend pavement life.

I’m not suggesting that every park-
ing lot needs to be crack sealed on 
exactly the same schedule. Every 
property is different. But I do believe 

property managers should be having 
that conversation regularly rather 
than waiting until the pavement has 
deteriorated to the point where the 
only remaining option is a major 
capital project.

That is another example of nego-
tiation with an owner. The conver-
sation isn’t simply, “Do we want to 
spend money on this parking lot this 
year?” It is, “What can we do now 

to protect the investment we have 
already made?”

Sometimes the best answer is to 
spend less. Sometimes it is to spend 
more in an area that really matters. 
Sometimes it is to phase the work. 
And sometimes the best decision is 
to leave something alone because 
it doesn’t need to be replaced yet. 
These are the conversations that can 
create a true win-win – where both 

sides understand the options and 
the property owner gets the most 
value from the investment.

Negotiation isn’t about winning at 
someone else’s expense. It’s about 
finding the right partner and the 
approach that creates the most 
value for the property, the budget, 
and the long-term investment. s

kelly@dacs.com

Proctor
Continued from Page 19
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is ESSENTIAL to the PERFORMANCE of your INVESTMENT and to the value of your property
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Silva Management Partners
www.smpmanagers.com
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Nate Melchior
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Dan Meitus
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Jake Bostedt
jake@fourstarrealty.com 

Brandon Rich
brich@greystar.com 
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Eric Weisenstein
Eric.Weisenstein@hines.com 

Brian Lantzy
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Jill Muckler
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Mike De Sena
MDesena@LCPManagement.net 

R. Lane Cutter
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Bruce Backstrom
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Tom Bahn
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Jennifer Heede
Jennifer.Heede@nmrk.com

Danaria McCoy
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Mikael Rosenberger
Mikael@oakcreekpm.com
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Charlie@oakcreekpm.com

Lucie Rosner 
lucie.rosner@primew.com
 
Kade Sessions
kade@sessionsllc.com

Alfonso Silva
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Peter Katz
pkatz@trybeproperties.com 

Cathy Vannerson
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Lisa A. McInroy
lmcinroy@westdevgrp.com

Jen Faulkner 
jen.faulkner@zocalodevelopment.com 
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A
t the beginning of this year, I 
shared that the Denver Metro 

BOMA theme for 2026 would be 
“Grow Boldly – Building Better 
Together.” I wrote about my own 
career journey and the mentors, 
colleagues, and friends who helped 
shape it. I reflected on an impor-
tant truth I had learned along the 
way; growth is rarely linear, rarely 
comfortable, and almost never 
something we achieve alone.

As I write my closing article as 
President of Denver Metro BOMA, I 
can honestly say that those words 
were tested this year in ways I 
never could have imagined. 

Denver Metro BOMA began 2026 
with a solid, brand-new and shiny 
strategic plan full of ambitious 
goals, and a very clear vision for 
the future. And it was at that exact 
moment, when everything was 
buttoned up in a bow, that a year 
of growing boldly began. Stephen 
Shepard announced his departure 
in January as Executive Vice Presi-
dent of Denver Metro BOMA and 
suddenly we were faced with find-
ing the next executive leader for 
our association. 

As Board President, I had the 
privilege of leading an exceptional 
CEO Search Committee made up 
of industry professionals whose 
thoughtful guidance, steady com-

mitment, and care 
for Denver Metro 
BOMA shaped 
every step of the 
process. The search 
ultimately led us 
to Sara Reynolds, 
whose leadership 
experience, collab-
orative approach, 
and commitment 
to building strong 
organizations 
make her the clear 
choice to lead 

Denver Metro BOMA into its next 
chapter. 

The reality is that this was not 
the year we had planned. But it 
may have been the year we needed.

One of the themes I introduced at 
the beginning of 2026 was the idea 
that boldness is not about being 
fearless. It is about moving forward 
with purpose, even when the path 
ahead is unclear. Looking back, I 
cannot think of a better example of 
this idea than the leadership tran-
sition our organization navigated 
together. The transition challenged 
us, but it also positioned us to con-
tinue evolving and strengthening 
our impact for members across 
the Denver commercial real estate 
community. We are, quite literally, 
growing boldly.

While the CEO search became the 
most visible challenge of the year, 
it was also a year of growth for me 
personally and professionally. Cir-
cumstances in my own career chal-
lenged me in ways I could never 
have anticipated when I accepted 
the role of President. Those 
moments stretched me beyond my 
comfort zone and required new 
skills, perspectives, and resilience. 

What was further solidified for 
me is that growth rarely happens in 
isolation. We get to do it together!

“Building Better Together” became 
essential this year. Thanks to the 
dedication of our members, volun-
teer leaders, committee chairs and 
co-chairs, interim CEO Amy Sher-
man, and our hardworking staff, 
Erica Carvin and Amelia Humphrey, 
Denver Metro BOMA continued 
to thrive through uncertainty. 
Programs, committees, commu-
nications, advocacy, and member 
services carried forward without 
missing a beat.

One of my favorite moments 
came this summer when com-
mittee chairs and board members 
gathered for our Volunteer Round-
table. During this event commit-
tee leaders shared how they were 
actively working toward the goals 
and objectives established in our 
three-year strategic plan, finalized 

at the close of 2025. The plan cen-
tered around our pillars of Advo-
cacy, Education, Engagement, and 
Service. It was wonderful and ener-
gizing to be in a room of engaged 
volunteers all hashing out ideas to 
make the mission of our organiza-
tion a reality.

As my presidency ends, I find 
myself returning to the same mes-
sage with which it began.

Be brave enough to take on chal-
lenges that stretch us, humble 
enough to ask for help, and gen-
erous enough to lift others as we 
climb.

Growth will not always arrive in 
the form we expect. Sometimes it 
comes disguised as change, uncer-
tainty, or challenge. Sometimes 
it asks more of us than we think 
we can give. Yet when we rely on 
one another, remain committed to 
service, and keep moving forward 
together, growth becomes possible.

Thank you to everyone who 
made this year such an unforget-
table experience. Serving as Denver 
Metro BOMA President has been 
one of the greatest honors of my 
career.

Together, we have grown boldly. 
And together, I believe Denver 
Metro BOMA’s best days are still 
ahead.s

Association: BOMA

Grow Boldly – The Year We Needed

Tanya 
Bouthillier, 

RPA, LEED GA    
CBRE General 

Manager 

www.crej.com
www.bomadenver.org


 
Page 26 — Property Management Quarterly — October 2026 www.crej.com

Association: BOMA

Why Denver Adopted the 
Ordinance 

On September 1, Denver's Uni-
versal Recycling and Composting 
Ordinance entered a new phase. 
While commercial property man-
agers will feel the operational 
impacts, the ordinance is about 
more than adding recycling con-
tainers. Introduced by community 
members and approved by over 
70% of Denver voters in 2022, the 
ordinance is meant to keep valu-
able materials out of the landfill 
and keep them circulating in our 
community. According to Kel-
sie DeFrancia, Circular Economy 
Senior Administrator for Denver's 
Office of Climate Action, Sustain-
ability and Resiliency, this also 
marks an important step towards 

making recycling and compost-
ing a more consistent part of daily 
life in Denver, regardless of where 
someone lives, works, or visits.

Today, less than one out of every 
three pounds of waste generated 
in Denver avoids the landfill. The 
city's goal is to reach a 70 percent 
diversion rate by 2032. DeFrancia 
said improving access is central 
to achieving that goal. For many 
residents, particularly those living 
in multifamily housing, recycling, 
and composting have not always 
been readily available. The ordi-
nance is intended to make those 
services more consistent and 
equitable across the city. Commer-
cial buildings also play an impor-
tant role because they are where 
recyclable materials begin moving 

through the diver-
sion system.

Requirements 
differ by property 
type. Most com-
mercial office 
buildings already 
provide recycling, 
so many owners 
will see relatively 
modest operation-
al changes. Multi-
family properties 
will experience 
some of the larg-

est changes because recycling and 
composting services must become 
readily accessible to residents. 
Licensed food establishments and 
permitted events have separate 
composting requirements. Mixed-
use developments add another 
layer because each use, whether 
commercial, residential or food 
service, follows the rules that 
apply to its operations.

Preparing Buildings for 
Compliance 

For commercial property manag-
ers, compliance extends beyond 
placing containers in common 
areas. Recycling must be accessi-
ble to tenants, customers, employ-
ees, and contractors. Containers 
must be appropriately sized and 
serviced to prevent overflow. Sig-
nage, occupant education, and 
a waste diversion plan are also 
required.

The required waste diversion 
plan is intentionally straight-
forward. Rather than a lengthy 
report, it asks for practical infor-
mation such as the property's 

waste hauler and basic details on 
education being provided. DeFran-
cia said the city is expanding its 
online resources with standard-
ized templates, checklists, edu-
cational materials, and sample 
waste diversion plans to help 
owners comply. She encouraged 
building owners to revisit the web-
site regularly because new guid-
ance is being added each week.

The physical work remains sig-
nificant. Many commercial build-
ings were designed around a sin-
gle waste stream. Loading docks, 
waste rooms and janitor closets 
often have limited space. Adding 
recycling or organics collection 
affects cleaning procedures, col-
lection routes, staffing assign-
ments, and quality control. 

People Matter More Than 
Containers 

The biggest variable, however, is 
people. Even with well-designed 
collection systems, occupants 
place materials in the wrong con-
tainer. Experience from other cit-
ies shows ongoing education is as 
important as the containers them-
selves. Infrastructure makes diver-
sion possible. Occupant behavior 
determines whether it succeeds.

What Property Managers  
Should Do Next 

Property managers should begin 
by asking a few practical ques-
tions. Is there adequate space for 
collection containers? Are inte-
rior collection points convenient? 
Does signage help occupants sort 
materials correctly? Who monitors 
contamination and educates ten-
ants? If food-service tenants share 
waste enclosures, are responsi-
bilities clearly defined? Existing 
leases should also be reviewed to 
determine who pays for contain-
ers, contamination charges, and 
other compliance responsibilities.

Although September 1 marks an 
important milestone, DeFrancia 
describes implementation as 'a 
dial, not a switch.' The city is tak-
ing an education-first approach 
during this initial year, giving 
responsible parties an opportu-
nity to learn the requirements, 
correct deficiencies and improve 
before citations become the focus. 
Success will be measured by the 
number of waste diversion plans 
submitted, growth in participa-
tion across covered properties and 
long-term improvements in Den-
ver's citywide diversion rate.

For covered businesses, the next 
step is simple. Begin preparing 
your waste diversion plan through 
Denver's Accela platform as your 
business license comes up for 
renewal and take advantage of 
the city's growing library of tem-
plates, checklists, and educational 
resources. The objective is not 
simply to meet a September dead-
line. It is to build waste diversion 
into the daily operation of every 

The Recent Deadline Is About More Than Recycling

BJ 
Mandelstam    
CEO, Integrated 

Cleaning Services

Denver's Universal Recycling and Composting Ordinance is changing building operations 
while making recycling and composting the expected standard across the city. 
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W
hat exactly is El Niño? At its 
simplest, it is a period of warm-

er-than-average sea surface tem-
peratures across the tropical Pacific 
Ocean. That warmer water alters 
atmospheric circulation, shifting the 
jet stream and changing storm tracks 
across much of the globe.

Building owners should prepare for 
disruption instead of seasonal snow-
fall totals.  El Niño doesn't produce 
the same winter everywhere. The big-
gest winter risk is not seasonal snow-
fall. It is one disruptive storm. 

Now, before winter, is the time 
to review snow removal contracts, 
ice management plans, emergency 
communication procedures, staffing 
plans, and tenant notification pro-
cesses. A quiet start to winter should 
not create complacency. Colorado's 
most disruptive storms often arrive 
late in the season or even during 
spring.

We have over an 80% chance of 
having a strong El Niño this winter,  
so how will that affect Colorado?

Some regions respond predictably. 
Strong El Niño winters often bring 
wetter conditions across the southern 
United States, while Alaska, western 
Canada, and the northern tier typical-
ly experience warmer-than-average 
winters. Colorado sits between those 
competing weather patterns, making 
winter outcomes far less predictable 
than many headlines suggest.

There have been only 11 strong El 
Niño events since 1888, leaving a rela-
tively small historical record. Long-
range climate patterns change the 
odds of certain weather outcomes. 

They do not deter-
mine the timing, 
track, or inten-
sity of individual 
storms.

Colorado by the 
Numbers

• 11 strong El 
Niño events since 
1888.

• Average Den-
ver snowfall 
during strong El 
Niño winters: 59.9 
inches.

• Denver's long-
term average seasonal snowfall: 
56.6 inches.

• Strong El Niño winters average 
just 3.3 inches more snowfall than 
Denver's long-term average.

• Three of Denver's 20 larg-
est snow storms occurred during 
strong El Niño winters.

Why Colorado Is Different 
Headlines often imply that a 

strong El Niño guarantees a snowy 
Colorado winter. The historical 
record tells a much more nuanced 
story. Even the three strongest 
El Niño events produced dra-
matically different snowfall totals, 
reminding us that stronger El Niño 
conditions do not necessarily pro-
duce snowier Colorado winters. 
Rather than focusing on seasonal 
snowfall totals, property owners 
should focus on the potential for 
one or two disruptive storms.

The Christmas Eve Blizzard 
Denver Still Remembers 

Ask longtime Denver residents 
about the winter of 1982-1983 and 
many immediately remember the 
Christmas Eve Blizzard. What often 
gets forgotten is how dry much of 
that winter actually was. December 
recorded 27.1 inches of snow, but 
23.6 inches, nearly 90 percent of 
the month's snowfall, fell during 
a single 24-hour period. October, 
November, January, and February 
were relatively quiet before heavy 
snowfall returned in March, April, 
and even May. That is one of the 
defining characteristics of many 
strong El Niño winters. They are 
remembered not for consistently 
snowy weather, but for one or two 
storms capable of disrupting travel, 
businesses, and daily life.

Snowfall and Reservoirs Don't 
Tell the Same Story 

Winter weather affects more than 
transportation and building opera-
tions. It also influences Colorado's 
long-term water supply. Follow-
ing an exceptionally dry 2025-2026 
water year, Front Range reservoirs 
remain well below average. Denver 
Water notes that one snowy winter 
is unlikely to erase years of drought. 
Reservoir recovery depends on 
spring runoff, soil moisture, tem-
peratures, and the timing of snow-
melt, not snowfall alone. Even if this 
El Niño produces beneficial moun-
tain snowfall, meaningful reservoir 
recovery often requires multiple 
favorable years. Denver Water has 
emphasized that reservoir recovery 
depends on multiple factors, includ-
ing spring runoff, soil moisture, 
and temperatures, not simply the 
amount of snow that falls during a 
single winter. It's another reminder 
that Colorado's water outlook is 
shaped by multiple seasons, not one 
storm or even one snowy winter. 
The effects of drought are already 
extending beyond water supply 
forecasts. Earlier this year, Denver 
Water implemented Stage 1 drought 
restrictions and temporary drought 
pricing designed to encourage con-
servation and protect reservoir sup-
plies. While the additional charges 
primarily affect higher levels of non-
essential water use, they serve as 
a reminder that prolonged drought 
can influence operating budgets 
long after a single winter storm or 
even a single snowy season.

The Operational Takeaway 
Colorado winters rarely follow a 

script, and strong El Niño years are 
no exception. The smartest winter 
strategy is not preparing for record 
seasonal snowfall. It is preparing 
for the handful of storms capable 
of disrupting buildings, tenants, 
employees, and business opera-
tions. Long-range climate patterns 
help us understand risk. They do not 
eliminate uncertainty. Successful 
property managers prepare for the 
consequences of uncertainty, not the 
seasonal averages. s

El Niño Headlines Don't Tell the Whole Story
Colorado Property Owners Should Prepare for Disruption, not Simply More Snow

Marty Coniglio    
American 

Meteorological 
Society Certified 

Meteorologist
Weather & Climate 

Consultant, 
WXPERT LLC

Five Questions Every Property Manager Should Ask Before Winter

1. Is our snow removal contract designed for a major storm, not an average winter?
Review response times, trigger depths, equipment availability, and contingency plans for 

multiple back-to-back storms.

2. Do we have an ice management plan for the days after a storm?
The greatest slip-and-fall risk often occurs hours or even days after the snow stops, when 

melting and refreezing create hazardous conditions.

3. Can we communicate quickly with tenants if operations change?
Confirm procedures for weather alerts, delayed openings, parking restrictions, and emer-

gency notifications.

4. Are staffing and vendor plans ready for extended disruptions?
Verify staffing coverage, emergency contacts, and critical vendors before winter weather 

affects operations.

5. Are we monitoring forecasts for high-impact events instead of seasonal snowfall 
predictions? 

Seasonal outlooks provide context. Day-to-day forecasts drive operational decisions. Pay 
close attention when forecasters begin highlighting the potential for a major winter storm.

www.crej.com
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C
olorado voters are looking at a long 
ballot this November.  Voters will 

be asked to decide several significant 
policy questions this election ranging 
from natural gas, penalties for fentanyl 
crimes, road and bridge funding, right 
to hunt and fish, mail ballot voter ID, 
various tax policy questions and more.  
For the commercial real estate indus-
try, one ballot measure stands out for 
its potential intersection with building 
operations, energy policy and long-
term capital planning.

Initiative 177 – Right to Natural Gas, 
has qualified for the November 3rd bal-
lot. The measure comes before voters 
at a particularly consequential time. 
Colorado and Denver are implement-
ing building-performance and electri-
fication policies affecting commercial 
properties, the real estate industry is 
challenging portions of those policies 
in court, and a federal judge recently 
upheld separate Denver restrictions on 
certain natural gas equipment.

For building owners and develop-
ers, the debate is about more than 
the future of natural gas. It is increas-
ingly about what energy options will 
be available to commercial properties, 
what upgrades regulators may require 
and how owners should plan invest-
ments in buildings expected to operate 
for decades.

Initiative 177 – Right to Natural Gas
Initiative 177 is a citizen led effort 

that would amend the Colorado Con-
stitution to grant consumers the right 
to purchase natural gas for cooking or 
heating in homes and businesses and 
grant utilities and distributors the right 
to sell natural gas to consumers. The 
initiative must receive at least 55% of 
the vote to pass because the measure 
amends the Colorado Constitution.     

For commercial real estate, the 
measure lands squarely in the middle 
of a rapidly evolving building-energy 
regulatory landscape. Colorado’s Build-
ing Performance Colorado program, 
the Air Quality Control Commission’s 
Regulation 28 establishes energy and 
greenhouse-gas performance require-
ments for commercial and multifamily 
buildings of 50,000 square feet or more. 
Denver building owners also must nav-
igate Energize Denver, which imposes 
a separate set of energy-performance 
requirements on large buildings within 
the city.  

Initiative 177 does not expressly 
repeal Regulation 28, Building Perfor-
mance Colorado or Energize Denver. 
How a constitutional right to purchase 
and sell natural gas would interact 
with specific existing or future build-
ing-performance requirements could 
depend on the language of those regu-
lations and, potentially, future admin-
istrative or court interpretations.

For commercial property owners, 
that potential intersection is exactly 
why the measure deserves attention.

Both Regulation 28 and Energize 
Denver are facing legal challenges.  
That means commercial real estate 
owners are watching several moving 
pieces at once: implementation of Reg-
ulation 28, implementation of Energize 
Denver, federal litigation over building-
performance requirements, and now 

Initiative 177.
Litigation remains 

important for prop-
erty owners because 
its outcome could 
help define the lim-
its of state and local 
authority over exist-
ing-building energy 
performance.

Initiative 177 
seeks to establish a 
constitutional right 
to purchase and 

sell natural gas and prevent state or 
local restrictions inconsistent with that 
right. Its proponents have specifically 
described the proposal as protecting 
natural gas availability from govern-
ment bans or limitations.

If voters approve it, the interaction 
between that new constitutional right 
and existing or future building-perfor-
mance regulations could become an 
important legal and regulatory ques-
tion.

Initiative 177 supporters are likely to 
emphasize energy choice, affordabil-
ity and certainty that businesses will 
retain access to natural gas. Opponents 
may argue that putting such a right 
into the constitution could complicate 
state and local efforts to reduce build-
ing emissions and transition toward 
cleaner energy.

Commercial real estate profession-
als should evaluate both arguments 
through a more practical lens: What 
does the measure mean for capital 
costs, operating expenses, tenant 
needs and the ability to plan long-term 
investments with reasonable regula-
tory certainty?

Income Tax Policy Likely to be on the 
November Ballot – Initiative 195 and 
232 

Two competing citizen led initia-
tives regarding income-tax propos-
als have submitted proposals for the 
2026 ballot and are undergoing the 
Secretary of State’s signature-review 
process.  Both are likely to be on the 
November ballot.  

Initiative 195 would replace Colo-
rado’s current flat income tax with 
a graduated structure. Rates would 
rise at higher income levels, including 
income above $500,000, while rates on 
lower levels of taxable income would 
decline. Colorado Legislative Council’s 
fiscal analysis estimates the proposal 
could ultimately generate roughly $2 
billion in additional annual revenue 
under its forecast, with the measure 
allowing additional revenue to sup-
port areas including education, health 
care and early childhood programs.

Initiative 232 takes the opposite 
approach, proposing a 4.4% ceiling on 
Colorado’s individual and corporate 
income tax rates.

Neither is a commercial property 
tax measure, but both could matter to 
the industry. Commercial real estate 
typically follows employers, invest-
ment and population. Colorado’s tax 
structure can influence decisions by 
businesses, executives, corporations 
and investors about where to locate 
people and capital. At the same time, 

state revenue supports education 
and other services that contribute 
to workforce development and Colo-
rado’s competitiveness.

If either — or both — income-tax 
measures qualify, the real estate 
community should evaluate them 
through that broader economic lens.  
If both pass, the measure with the 
most votes will be implemented.  

The Secretary of State has until 
September 2, to make a final declara-
tion on petition-sufficiency for the 
November ballot certification.  

For Colorado commercial real 
estate, the 2026 ballot is shaping up 
to be less about property-specific 
regulation and more about the eco-
nomic and regulatory environment in 
which property is owned, developed 
and financed.

Initiative 177 is the clearest 
example with its interaction with an 
already complicated network of state 
and local building-energy rules and 
ongoing litigation over those rules.  
The energy policy is one to monitor 
as it may have important impacts for 
owners, developers and investors to 
follow.

The election will not resolve every 
question surrounding Colorado’s 
energy policy. Court cases, regulatory 
proceedings and future legislation 
will continue. But voters may decide 
something fundamental this Novem-
ber - whether access to natural gas 
for homes and businesses should 
become a protected right under the 
Colorado Constitution.

For an industry built around long-
lived assets and long-term capital 

Colorado’s 2026 Ballot 
What the Commercial Real Estate Industry Should Know

Jenn Penn
Dome Strategies, 

LLC 

www.crej.com
www.bomadenver.org
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THANK YOU TO OUR MEDIA PARTNER: COLORADO REAL ESTATE JOURNAL

THANK YOU TO OUR AD DESIGN PARTNER: DCPS

2026 Denver Metro BOMA Golf 
Tournament was a huge success! 
More than 60 sponsor representatives and 180 golfers came together at The 
Pinery Country Club for the annual golf tournament. From the first tee shot 
to the final awards presentation, the day was filled with great competition, 
meaningful networking, and a strong sense of community.

The 2026 BOMA Sporting Clays Tournament 
was held September 17, 2026 at Kiowa Creek 
Sporting Club with a great turnout!

www.crej.com



 
Page 30 — Property Management Quarterly — October 2026 www.crej.com

ACCESS CONTROL SYSTEMS
Advantage Security, Inc.

Jan Boldt

jboldt@asi-techs.com  

303-755-4407

www.advantagesecurityinc.com

Mathias Lock & Key

Dispatch

303-573-9000

dispatch@mathias1901.com

www.mathias-security.com

ASPHALT & PAVING
ALC Property Maintenance

Diana Fiore

Diana@alcpm.com

303-564-1018

www.alcpm.com

Asphalt Coatings Company, Inc.

Judson Vandertoll

jvandertoll@asphaltcoatings.net

303-340-4750

www.asphaltcoatingscompany.com

Coatings, Inc.

Drew Leskinen

aleskinen@coatingsinc.net 

303-423-4303

www.coatingsinc.net

Concrete & Asphalt 4 Colorado

www.concrete4colorado.com

Mike Lewis

m@concreteasphalt4co.com

Metro Pavers

Juan Evans

juane@metropavers.com

303-427-5575

www.metropaversinc.com

OnePRO Services

Bennett Polley

bennett@oneproservices.net

720-435-2359

www.oneproservices.net

CCTV/DIGITAL VIDEO  
SURVEILLANCE SYSTEMS
Advantage Security, Inc.

Jeff Rauske

jrauske@advantagesecurityinc.com

303-755-4407

www.advantagesecurityinc.com

Mathias Lock & Key

Dispatch

303-573-9000

dispatch@mathias1901.com

www.mathias-security.com

COMMERCIAL HIGH 
DUSTING FIXTURE CLEANING -  
EXTERIOR AND INTERIOR
Rocky Mountain Window Cleaning  

Inc., dba Squeegee Squad 

Bruce Sompolski

brucesompolski@squeegeesquad.com

720-408-0014

www.rockymountainsqueegeesquad.com

COMMERCIAL SEALANT/ 
CAULKING SERVICE 
Rocky Mountain Window Cleaning 

Inc., dba Squeegee Squad 

Bruce Sompolski

brucesompolski@squeegeesquad.com

720-408-0014

www.rockymountainsqueegeesquad.com

CONCRETE
ASR Companies

www.asrcompanies.com 

Jason Luce

720-519-5433

jluce@asrcompanies.com 

Concrete & Asphalt 4 Colorado

www.concrete4colorado.com

Mike Lewis

m@concreteasphalt4co.com

  

Metro Pavers

Juan Evans

juane@metropavers.com

303-427-5575

www.metropaversinc.com

OnePRO Services

Bennett Polley

bennett@oneproservices.net

720-435-2359

www.oneproservices.net

DISASTER RESTORATION
ASR Companies

Jason Luce

jluce@asrcompanies.com

720-519-5433

www.asrcompanies.com 

DOORS AND FRAMES 
Mathias Lock & Key

Dispatch

303-573-9000

dispatch@mathias1901.com

www.mathias-security.com

ELECTRICAL
Encore Electric

Encore Electric Service Team

303-934-1414

serviceteam@EncoreElectric.com

www.encoreelectric.com

RK Service 

Jeff Bushey

jeff.bushey@rkservice.com

303.576.9696

rkservice.com

EVENT & HOLIDAY DÉCOR
SavATree

Eric Shaub

commercialfr@savatree.com

303-306-3154

www.savatree.com 

EXERCISE EQUIPMENT
Advanced Exercise

Jody Huddleson

jhuddleson@advancedexercise.com

303-996-0048

www.advancedexercise.com

EXTERIOR LANDSCAPING
ALC Property Maintenance

Diana Fiore

Diana@alcpm.com

303-564-1018

www.alcpm.com

GroundMasters Landscape  

Services, LLC.

Roberto Nuanes

RNuanes@GroundMasters.com 

303-598-5515

www.groundmastersls.com

Martinson Services

Andrea Nataf

anataf@martinsonservices.com

303-424-3708

www.martinsonservices.com

OnePRO Services

Bennett Polley

bennett@oneproservices.net

720-435-2359

www.oneproservices.net

FACILITY MAINTENANCE
ALC Property Maintenance

Diana Fiore

Diana@alcpm.com

303-564-1018

www.alcpm.com

Ohana Building Services Group

Tristan Gardner

tristang@ohanabsg.com 

303-766-1880

www.ohanabsg.com

FIRE PROTECTION
Western States Fire Protection 

Company

Kevin Olmstead

kevin.olmstead@wsfp.us

303-792-0022

www.wsfp.com

FIRESTOPPING/FIREPROOFING/ 
EXPANSION JOINTS
Alternate Resistance Specialists, LLC

Stephen Kohara

stephen@arscolo.com

720-767-1661

www.arscolo.com

FURNITURE FOR PUBLIC SPACES
Streetscapes

James Shaffer

james@streetscapes.biz

303-475-9262

www.streetscapes.biz

GENERATOR PROVIDER  
& SERVICER 
Generator Source

Mark Marar 

markm@generatorsource.com  

720-756-2272

www.generatorsource.com  

GLASS
Horizon Glass

Lou Sigman

lsigman@horizonglass.net

303-293-9377

www.horizonglass.net

INFRARED INSPECTIONS
HOT/SHOT Infrared Inspections, Inc.

Kim Lewis

Kim.Lewis@hotshotir.com 

303-232-0090

https://hotshotir.com/

RK Service

Jeff Bushey

jeff.bushey@rkservice.com

303.576.9696

rkservice.com

INSULATION
iFOAM Southeast Denver

Mike Glassman

720-464-3893

MGlassman@ifoam.com

ifoam.com/southeast-denver-colorado

LOCKSMITHS
Mathias Lock & Key

Dispatch

303-573-9000

dispatch@mathias1901.com

www.mathias-security.com

MECHANICAL/HVAC
Murphy Company

Lindsay Williams

lwilliams@murphy.net

720-257-1615

www.murphynet.com

RK Service

Jeff Bushey

jeff.bushey@rkservice.com

303.576.9696

rkservice.com

Tolin Mechanical Systems Company

Sue Russell

srussell@tolin.com 

303-455-2825

www.servicelogic.com

Our Readers are Your Prospects
Reach property managers and building owners every issue. 

If your firm would like to participate in this directory, please contact Lori Golightly at lgolightly@crej.com or 303-623-1148 x 102

BUILDING OPERATING SERVICES & SUPPLIERS

The BOSS Directory

www.crej.com
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METAL ROOFING/WALL PANELS

Bauen Corporation

Joey Andrews

jandrews@bauenroofing.com

303-297-3311

www.bauenroofing.com

Douglass Colony Group

Kate Faulker

kfaulkner@douglasscolony.com

303-288-2635

www.douglasscolony.com

METAL SERVICES

Reidy Metal Services Inc.

Kelly Reidy

kreidy@aol.com

303-361-9000

www.reidymetal.com 

MOVING & STORGAGE

Buehler Companies

Tami Anderson

tami@buehlercompanies.com

303-667-7438

www.buehlercompanies.com 

Cowboy Moving & Storage

Michael Folsom

mike@cowboymoving.com

303-789-2200

www.cowboymoving.com

PAINTING

Cherry Coatings

Jim Diaz

jimdiaz@cherrycoatings.com

720-224-4357

www.cherrycoatings.com

Denver Commercial Coatings

Alex Doherty

alex@dccpaint.com  

303-525-2785

www.denvercommercialcoatings.com 

Preferred Painting, Inc.

Chris Miller

chris@preferredpainting.com

303-695-0147

www.preferredpainting.com

PARKING LOT STRIPING

Concrete & Asphalt 4 Colorado

www.concrete4colorado.com

Mike Lewis

m@concreteasphalt4co.com

Martinson Services

Andrea Nataf

anataf@martinsonservices.com

303-424-3708

www.martinsonservices.com

PHONE SYSTEMS 

SpokeIP

Lawrence Pederson

lawrencep@spokeip.com

303-376-7222

www.spokeip.com

PLUMBING

Murphy Company

Paul Gillett 

pgillett@murphynet.com 

720-257-1615

www.murphynet.com

RK Service 

Jeff Bushey

jeff.bushey@rkservice.com

303.576.9696

rkservice.com

PRESSURE WASHING

Concrete & Asphalt 4 Colorado

www.concrete4colorado.com

Mike Lewis

m@concreteasphalt4co.com

Rocky Mountain Window Cleaning  

Inc., dba Squeegee Squad 

Bruce Sompolski

brucesompolski@squeegeesquad.com

720-408-0014

www.rockymountainsqueegeesquad.com

ROOFING

ASR Companies

www.asrcompanies.com 

Jason Luce

720-519-5433

jluce@asrcompanies.com 

Bauen Corporation

Brett Sowers

bsowers@bauenroofing.com

303-297-3311

www.bauenroofing.com

CRW Inc. - Commercial Roofing  

& Weatherproofing

Pete Holt

pete@CRWroofing.com

720-348-0438

www.CRWroofing.com 

Douglass Colony Group

Kate Faulker

kfaulkner@douglasscolony.com

303-288-2635

www.douglasscolony.com

SECURITY SERVICES

Advantage Security, Inc.

Jeff Rauske

jrauske@advantagesecurityinc.com

303-755-4407

www.advantagesecurityinc.com

SECURITY SYSTEMS 

Avalon Communications

Nathan Werda

nathanw@avaloncomm.net 

734-306-8121

www.avaloncomm.net

SNOW REMOVAL

GroundMasters Landscape  

Services, LLC.

Roberto Nuanes

RNuanes@GroundMasters.com 

303-598-5515

www.groundmastersls.com

Martinson Services

Andrea Nataf

anataf@martinsonservices.com

303-424-3708

www.martinsonservices.com

OnePRO Services

Bennett Polley

bennett@oneproservices.net

720-435-2359

www.oneproservices.net 

SMS, Snow Management  

Services, LLC

Kimberly Jewell

Kim@smssnow.com

303-750-8867

www.smssnow.com

SOLAR

Douglass Colony Group

Kate Faulker

kfaulkner@douglasscolony.com

303-288-2635

www.douglasscolony.com

Namaste Solar

Rachel Mountain 

rachel.mountain@namastesolar.com

720-305-4468

www.namastesolar.com

SOUND MASKING

Margenau Associates

Adam Faleck

afaleck@margenauassoc.com

303-979-2728

www.margenauassoc.com

Soft dB - Sound Masking Systems

Alex Vargo

denver@softdb.com

720 470 0381

softdb.com/sound-masking/

STRUCTURED CABLING

Avalon Communications

Nathan Werda

nathanw@avaloncomm.net 

734-306-8121

www.avaloncomm.net

SUSTAINABILITY / BUILDING 

EFFICIENCY / COMMISSIONING

Ambient Energy

Renee Azerbegi

razerbegi@ambient-e.com

303-278-1532

www.ambient-e.com

Ampajen Solutions, LLC

Amanda Timmons

atimmons@ampajen.com

720-339-6164

www.ampajen.com

E Cube, Inc.

Joe Havey

jhavey@ecube.com

303-443-2610

www.ecube.com

Group14 Engineering, Inc.

Susan Reilly

sreilly@group14eng.com

303-861-2070

www.group14eng.com

SWEEPING

Martinson Services

Andrea Nataf

anataf@martinsonservices.com

303-424-3708

www.martinsonservices.com

TENNIS COURTS

Coatings Inc. 

George Tavarez

gtavarez@coatingsinc.net   

303-423-4303 

www.coatingsinc.net 

TREE AND LAWN CARE

SavATree

Eric Shaub

commercialfr@savatree.com

303-306-3154

www.savatree.com 

WEATHERPROOFING

ASR Companies

Jason Luce

jluce@asrcompanies.com

720-519-5433

www.asrcompanies.com

CRW Inc. - Commercial Roofing  

& Weatherproofing

Pete Holt

pete@CRWroofing.com

720-348-0438

www.CRWroofing.com 

Douglass Colony Group

Kate Faulker

kfaulkner@douglasscolony.com

303-288-2635

www.douglasscolony.com 

WINDOW CLEANING

Rocky Mountain Window Cleaning 

Inc., dba Squeegee Squad 

Bruce Sompolski

brucesompolski@squeegeesquad.com

720-408-0014

www.rockymountainsqueegeesquad.com

WINDOW COVERINGS

Golden Shades & Shutters, LLC

www.goldenshadesshutters.com

Michael Breaker

720-449-3970

gss411@goldenshadesshutters.com 

BUILDING OPERATING SERVICES & SUPPLIERS

The BOSS Directory

www.crej.com
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PROPERTY MANAGEMENT QUARTERLY
Colorado’s Only Property Management Publication
While the Colorado Real Estate Journal continues to run property management news in each edition of the digital newspaper, 
Property Management Quarterly features the most interesting managers, service and supply providers, and best practices. All 
property types are covered, including office, industrial, multifamily, retail, medical office, senior care and hotel. Property Manage-
ment Quarterly’s audience includes developers, investors, and property and facility managers. 
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1/4: 5”w x 7.25”h 
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To reserve ad space, please contact Lori Golightly at 
303-623-1148 ext. 102 or lgolightly@crej.com.

For editorial content, please contact Kris Stern 
at 720-331-4087 or kostern@crej.com.

2027 AD RATES
Full-page  $995 
Half-page  $595 
Quarter-page $395

ISSUE DATE  MATERIAL DEADLINE
January 6   December 16, 2026
April 7   March 24
July 7   June 23
October 6   September 22

ADDITIONAL FREQUENCY DISCOUNT
Additional frequency discounts will be  
applied in conjunction with ads placed in 
the main section of CREJ or in any of our 
other quarterly publications. 

AD SPECIFICATIONS
• E-mail a high-resolution PDF, PNG or JPG  
to Heather Lewis at hlewis@crej.com

• All images within the ad should be 300dpi 
or greater at full size; All fonts should either 
be embedded in the PDF document, or  
converted to outlines

• Ads should be setup using RGB color,  
no spot colors
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