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2011 Mid-Year Market Review – Are We Offi cially in Recovery Mode?
By: Jason E. Capitani, SIOR, CCIM

It is often times popular to cite market statistics and focus on specifi c projects or transac-
tions while providing a market review. From a business perspective, it is prudent to do 
so. One cannot forecast to the best of their ability without studying past market trends. 
Historically speaking, we learn from our mistakes. Today, I ask one question: Are we 
better off today than we were a year ago at this time? I challenge anyone to argue that we 
are not. Yes, the rate of foreclosure is still high. Yes, it is still diffi cult to secure fi nanc-
ing. Yes, many businesses are concerned that these signs of improvement are temporary. 
However, for every negative comment, there are positive responses. Although rate of fore-
closure is still high, the rate of absorption of foreclosed properties has risen appreciably. 
These properties are not sitting on the market like they have the previous 24 months. Al-
though it may be a struggle for some local businesses to secure fi nancing, it’s evident that 
traditional lending institutions, albeit some more than others, are far more accessible than 
they were in 2009 and early 2010. The SBA programs are propagated frequently and the 
qualifi cation process is not as cumbersome as years past. Although many area businesses 
are unsure about the near future, isn’t this to be expected? Considering what we have 
collectively endured over the past 36 months, isn’t it human nature to second-guess signs 
of a market recovery? I tend to think that this is evidence of our ability to learn from past 
mistakes. There is nothing wrong with proceeding in a confi dent, yet cautious manner.

The bottom line is activity has noticeably increased. More businesses are interested in 
purchasing and leasing properties. More businesses are in the market touring sites. We are 
all working on more transactions than a year ago. While the site selection process may 
linger, and the average life cycle for each transaction may drag three times longer than 
they used to, as long as the deal happens, we can all appreciate an improving economy. 
Properties may be trading or leasing at ridiculously low numbers, but isn’t this to be 
expected in a market that is fl ooded with buyer/tenant opportunities? The end result from 
a brokerage perspective is easy to admit: we are working much harder for less commis-
sion on each transaction. The fl ip side to this is at least our book of business continues to 
improve. As values begin to stabilize, and there are signs that they are about to, our rate of 
compensation will follow. The time has never been better to purchase or lease industrial 
and offi ce real estate. The local businesses who have weathered the storm and who have 
positioned themselves for a recovery will surely take advantage of the times. 

We used to say that the safest investment was in real estate. I believe we will recite these 
words once again. Are we offi cially in recovery mode? I don’t know. There are several 
prognosticators that will argue one way versus the other. What I do know, is the market is 
better than it was a year ago…and it continues to improve. I’ll take that over fancy graphs 
and statistics.
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Conferences

SIOR 2011 Fall World Conference
October 20-22, 2011 - Chicago, IL
Register at:
 http://www.siordata.com/Chicago/generalinfo.html 

Local Events

Metro Cruise
Saturday, August 27th, 2011
11:00 a.m. - 3:00 p.m.
1001 28th Street
Wyoming, Michigan
www.28thstreetmetrocruise.com
All owners of classic cars, muscle cars and hot rods are encouraged to attend the 
event.  Inquires can be directed to Chip Hurley at:  churley@macatawabank.com

2nd Annual SIOR Grand Prix
October, 2011 - Date TBD
Kart 2 Kart
Sterling Heights, Michigan

Back to Business 2011
October 17th, 2011
Dearborn Inn
Dearborn, Michigan
Guest Speaker:  Governor Rick Snyder
More details to follow
Event organized by:
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Inaugural “Bullets & Breakfast Bonanza”

Thank you to all of the participants who attended this successful event.  We look 
forward to seeing everyone again next year!
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Top left to right: John Kuiper, CCIM, SIOR, Colliers International; Rick Van-
denberg, Macatawa Bank; Bob Horn, SIOR, CBRE; Craig Rupnow, ATC; Steve 

Marcusse, SIOR, CCIM, Colliers; Brian Klaver, United Bank; 
Jeff Balgoyen, Nederveld; Jeffrey Klaasen, Kwekel 

Bottom left to right: Mike Marshall, ATC Associates; Chip Hurley, SIOR, 
CCIM, Macatawa Bank; Damon Root, Kwekel Co; Tim Kwekel, SIOR, CCIM, 

Kwekel Companies; Todd Kamps, CCIM, Kwekel
Not pictured: Tom Cronkright, Sun Title

Todd Kamps and Tim Kwekel, Chapter President
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Professional Designation
SIOR is the only broker organization that provides industrial and offi ce 
professionals with the prestigious SIOR designation. The designation 
signifi es that an individual has achieved the high professional standards 
and a level of competence and success. Many corporate executives con-
sider the SIOR designation as a prerequisite in choosing a service provider.

Personal Contacts
SIOR offers unique opportunities for developing lasting contacts among 
commercial real estate brokers and between independent industrial & 
offi ce property brokers and corporate real estate executives in North 
America and around the world.

Peer Prestige & Industry Clout
SIOR is the most highly respected industrial and offi ce professional Society in 
North America. Corporate real estate executives consider SIOR’s Membership 
Directory to be the “Blue Book” of commercial real estate 
professionals.  An online version of the Directory is available on the SIOR web 
site:click on Locate an Expert. Annual award programs recognize Society mem-
bers for transaction activity and contributions in voluntary leadership roles.

Business Referral Network
SIOR members are located in more than 526 markets in 21 countries. SIOR is 
the largest and most effective commercial real estate referral network in North 
America. Last year, SIOR members reported almost 600 cooperative transactions 
with other SIOR members, worth more than US$1 billion and comprising 33.2 
million square feet of space. The SIOR Network Works!

Information Network
SIOR offers many opportunities – at conventions, seminars, local chapter
programs, via e-mail, and through publications – to share the experiences, 
ideas, innovations, and trends in industrial and offi ce real estate.

SIOR Website Intranet
The SIOR members-only intranet provides numerous tools, including 
broadcast email, electronic mailing lists, and complimentary LoopNet 
access for listings. 

Professional Development
Through educational courses, seminars, and publications, SIOR enables 
real estate salespeople, brokers, managers, and corporate real estate
executives to acquire and expand their knowledge of economic and fi nancing 
conditions, technical innovations, and legal trends affecting the marketing of 
industrial and offi ce real estate. Participation on committees and leadership roles 
expands individual networking effectiveness and teaches successful leadership 
and motivational skills.
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Continuing Education
Most of the SIOR’s educational programs and conventions are pre-approved 
for real estate license renewal continuing education credit by most US states 
and the Real Estate Institute of Canada.

Public Relations
SIOR can assist members in building media relationships and enhancing 
personal business recognition on the local, national, and international levels. 
This service is complemented by an aggressive advertising campaign in major
US real estate publications.

Mediation and Arbitration
SIOR members can utilize a peer-based system for resolving business dis-
putes. The SIOR Code of Ethical Principles and Standards of Professional 
Practice is the industry’s leading standard of professional business behavior.

Professional Report
Members receive a complimentary copy of SIOR’s quarterly magazine, 
featuring excellent industry-related articles and monographs, plus SIOR 
member and chapter news.

Application http://www.sior.com/ 

Contact Admissions Chairperson 
RECRUITMENT/RETENTION DIRECTOR
Christopher L. Nagorski
Skyline Property Group
2146 Livernois Road
Troy, MI 48083-1636
Phone: 248-680-9900
Email: chris@skylineprop.com
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