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Who are we?

We are a turn -key development company

What do we do?

Expertise in turn -key building delivery:
A Real Estate Strategy

A RE Financial Services

A Design/Build Project Delivery - IBD

A Real Estate Management
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Net out the next 45 minutes?

Challenges in commercial real estate..

We will show you
A7 Strategies
AOur process

AExamples of where it has worked
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The next 18 months will continue to
be challenging to real estate..

Net % of CFOs who are more optimistic about financial prospects for their company now than
three months ago

More optimistic

Less optimistic

% of CFOs who think corporates will face the following factors for a year or more beyond the
end of the recession

Strong focus on cost control
Sluggish GDP growth

Tighter lending terms from banks

0% [ ] -
-4
-10% I l .
Rising unemployment
-20%
-30% .
Deleveraging
-40%
-50%

Elevated levels of risk aversion

2007 Q3 2007Q4 2008Q1 2008Q2 2008Q3 2008Q4 2009Q1 2009Q2

Significantly reduced availability of credit

Elevated levels of financial market volatility

The Deloitte CFO Survey
NO return to bLlS]neSS as LlSLlal Falling house prices

0% 20% 40% 60% 80% 100%

While optimism Is back, cost controls continue



What does this mean for real estate
world in the next 18 months?

A Organizations will be slow to move
o0 More guestioning by c-suite
ooWhat | want on th
oFocus on oliquidit

e booksbo
y & exit str

ALaser-focus on maximizing returns
0 Operating cost reductions
0 Reducing non -performing/no essential assets

ASpace reduction through rationalization projects
o Consolidations
o Alternative work styles
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Seven Strategies

1. Show everything as a funct.
sqguare footo

2. Document woRd ald cost reduct |
In performance

Think like the CFO of a tenant
Think like a landlord
Incorporate people cost into business case

Show increased marketability of new asset

N o O &~ W

Assemble a team with passion
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Strategy 1. Show everything as a
functi on of Ocost pe

ARent per SF

A Utility cost per SF

APersonnel cost per SF

APerformance (increased efficiency per SF)

ADemonstrate a project payback with LEED
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Strategy2: Document -wioRd alo
cost reductions / increased productivity

The MarketPlace

Energy

Productivity

Marketability

spacewerks
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Strategy 2: Document -wioRd alo

cost reductions | The

ANNUAL OPERATING COSTS

MarketPlace

: Traditional
Ongoing Costs \adto - MarketPlace
oLease
Utility - Gas 0.58 0.26 0.32
Utility - Electric 1.30 0.82 0.48
Utility - Water 0.09 0.03 0.06
Total 1.97 1.11 0.86

a Granger Group company



Strategy 2: Document -wioRd alo
cost reductions

Traditional | High Perf CC Savings
Electrical/Power $1.83 $0.28 $1.55
Telephone/Data $1.09 $0.32 $0.77
Mechanical/HVAC $2.45 $0.09 $2.36
TOTAL $5.37 $0.69 $4.68

* Sustainable Development Alternatives,

Every company,

Carnegie Mellon University (1999)

to some degree experiences c hur né

IFMA reports that companies have 35% churn rate.

.
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Strategy 2: Document -wioRd alo
cost reductions

Traditional Building

High Performance Call Center

Annual churn cost per SF $5.37 | Annual churn cost per SF $0.69
Office square footage 165,000 | Office square footage 165,000
Average churn % 35% | Average churn percent 35%
Term of analysis 10 | Term of analysis 10
10-year churn cost $3,101,175 | 10-year churn cost $398,475
10-year churn efficiency at the 35% average office churn rate $2,702,700
* Sustainable Development Alternatives, Carnegie Mellon University (1999)
Churn efficiency saves anestimated $2.7mi | | i on over

.
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Strategy 2: Document -wioRd alo
Increase productivity | The  MarketPlace

PERFORMANCE

Benefits 40% $ 20,000
1% increase in productivity $ 700

# of people per 100,000 SF 450

Total annual costs | $ 315,000

Total SF $ 3.15
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Side bar: A bit about Cap Rate

Capitalization rate (or "cap rate") is the ratio
between the net operating income produced
by an asset and its capital cost (the original

price paid to buy the asset)

The rate is calculated in a simple fashion
as follows:

{Capitalization Rate} = {annual net operating income}
/ {cost (or value)}}
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A bit about Cap Rate

Explanatory Examples
For example, if a building is purchased for $1,000,000 sale price and it produces

$100,000 in positive net operating income (the amount left over after fixed costs and
variable costs are subtracted from gross lease income) during one year, then:
*$100,000 / $1,000,000 = 0.10 = 1Q%he asset's capitalization rate is ten percent.)

We need to look at buildings like the funding sources.

/] ChQa IINB f221Ay3 4 GKS SELRYSYGAIf
valued in the similar manner.

spacewerks



Strategy 5: Incorporate people cost
INto business case

Annual cost Recruit and

. ) of real estate retain cost

O e saved _$3 per $4,575,000 $4,140,807

square foot in rent but
In a building that no

one wants to work in

and my biggest business
challenge is recruiting
the right t al

Annual salaries
and benefits
$59,351,567
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Strategy 6: Show increased
marketablility of new asset

Owners expect green buildings

be worth more é

Many expect green buildings
to cost | ess to run

Property Value
83% of owners expect green solutions to
make a long term impact on property value.

20% or more

15% to less than 20%
10% to less than 15%
5% to less than 10%

Less than 5%

Value vs. traditional

No impact

0% 5% 10% 15% 20%

Value vs. traditional

Operating Costs
89% of owners see an impact of green solutions on
operating costs.

20% or more

15% to less than 20%
10% to less than 15%
5% to less than 10%

Less than 5%

No impact

0% 5% 10% 15% 20% 25% 30% 35%
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Our process for showing business
case and real estate solution
INn one report
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Real estate

Design and
team

green team
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Business Decision Real Estate Execution

Business § Leadershi Develop | Desigy Bic
Case Alignment]
Defined

Business
Demands

Occup] Manage

Business
Change

RE Design Construction FFE/IT/AV Property

Build
Team Team team teams Manager

customer
loyalty

Develop
employee
commit.

Grow
the
business




Feasibility Study Process

Deep dive consulting engagement that allows
the client to envision their real estate solutions.

: L I’ Envisioning
*Understand project and development par: Charrette

+ Understand project business drivers
+ Create/establish design principles and di

spacewerks
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Space
Real Criteria &
Estate Adjacency Analysis:
Strategy Work flow,
. &. Right size,
Financial High

Models Performance

& Green

oOLock the
room share the
measures and co -
design the Real Estate
economics, space
designs , budget,
schedule and
del i ver abl
0

Success
Measures,
Stakehldrs

Employee

€ S E)
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Site, Shell &
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business Layout
tool 6 Budget, Concepts &
Scope, Models
Timing &
Performance

Customer &

Experience
?poge

Charette & Feasibility Process

A regimented multi -day charette
process to develop a financial
feasibility plan where organizational
drivers, spatial criteria and real estate
strategy are all supported.

The process:

A Understand market impacts, key
business needs, and drivers of user
groups and other stakeholders.

A Define scope, budget, schedule,
performance & gain alignment.

A Economic analysis tools - put real
facility cost into the clients

€ bperations budget to ensure

the project envisioned is truly

sustainable.

Measure performance.

Loan financing commitments and

identify equity sources.

AThenéa guaranteed
schedule is developed.

o I

B sPacewerks



Charette &
Feasibility
Process :
Example criteria
for Healthcare
Business Success
criteria inform
Space, Space
enhances Business
Success

Business Success Measures

Aa strategic approach to
expansion and growth

Afacility concepts that help
retain caregivers and
support recruiting the best
talent

Aa customer experience

that drives patient
satisfaction
AProcess and productivity
AReal Estate financial
model that aligns with
cash flow and
business forecasts
AFlexibility for use
of Capital

we shape our

Space Criteria

AFuture-Proofing floor plan

AEfficient Operations

Alntegrated Information
Technology

AEnergy Reduction

ALean Delivery

ASimplifying and ensure
compliance

AEase of Maintenance

ASupport of Start -Up

ASite, Shell and Layout

ABudget Scope and Timing

t bhuei yl dsi hnagpse; utsh.

Winston Churchill
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examples where it worked
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Maki ng 0Greeno work
Spreadsheet: Metro Health Village

Wyoming, M m
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Facility Type: Size:
Integrated Health Campus 170 acres
Speed of Delivery: Cost:

Under Construction $750 million
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Wyoming, Ml

Facility Type:
Professional Office Building

Speed of Delivery:
9 months

Size:
62,000 SF

Cost:
$13 million (2007)
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LEEDs Guidance for Multi-Tenant Buildings

April 25, 2007
What is LEED?
The Leadership in Energy and Environmental Design (LEED) Green Building Rating System™ is the nationally

accepted benchmark for the design, construction, and operation of high performance green buildings. LEED
gives building owners and operators the tools they need to have an immediate and measurable impact on their

buildings” performance. LEED promotes a whole-building approach

bility by recognizing perform-

ance in five key areas of human and envir

al health: inable site d

1t, water savings, energy

P

efficiency. materials selection, and indoor environmental quality'.

How does LEED Benefit My
Company!

Conducting business in a LEED certified building de-
creases utility costs, increases employee productivity and
preserves our natural resources. Encrgy costs make up
approximately 30% of a standard building’s annual
budget, representing the largest portion of the building’s
operating cost. Green buildings require tally less
energy and yield approximately 30-40% annual savings in
utility costs alone (60-80¢ per square foot per vear).

Building green  also
means increased em-
ployee  productivity
and reduced absentee
ratc. A study con-
ducted by Lawrence
Berkeley  National
Laboratory shows
that high performance
buildings yiclded an
increase in productiv-
ity of 5% with a de-

creasc in illness-
related  absenteeism
of 76%.

In addition to energy cost savings and improved em-
ployee productivity, building green also preserves the en-
vironment and ensures that future generations will be able
to prosper in a world of limited resources. Also, having a
green image n today's environmentally conscious culture
is a great marketing tool that many have alrcady em-
braced.

What is Required?

The majonty of the costs {design. matenial and documen-
tation) associated with LEED cerufication have been paid
for by the developer (Granger Group of Companics,
LLC).  The certification does, however, require a few
items which are a part of the tenant build-out and must be
accomplished by you, the tenant.  Each of the items listed
below must be utilized (with d ion available
upon request):

« Low VOC-emitting paints, scalants and carpets

« Water reducing technologies including bathroom sinks
with low flow acrators and auto shut-off sensors and
dual-flush toilcts.

dnrd Lioh

« Motion feature)

ing lights (

The typical incremental cost in tenant build-out, to in-
clude these items, 1s $3.000 for a 2.000 square foot suite
($1.50 per square foot). The real payback for the material
costs incurred is two to three years from utility savings
alone. Although only the items listed above are required,
1t is recommended that you take advantage of additional
LEED building principles to increase your triple bottom
line of cconomic. social and environmental prosperity.

Please contact the Granger Group of Companies. LLC at
616.248.3566 for further guidance on how to achieve a
higher performance workplace and for detailed specifica-
tions on the required items listed above.

THE GRANGER GROUP

@i of inieligs

! For more information and case studies on LEED certified buildings please visit www.usgbe.org/LEED
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A focus on sustainability for the user:
High Performance Call Center | Georgia

S — - — .
. aeaa  am T Facility Type:
S el T High Performance Call Center /
< = Operations Center
: el . : Speed of Delivery:
Pt SRbe il - T Simonthsor Phase 1

Size:
165,000 SF
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A focus on sustainability for the user:
High Performance Call Center | Georgia

Business Drivers - Developed and Aligned
Through Charrette Process

1. Location of educated, low cost Labor  Force

2. Recruit, Retain, Train 0o Empl oyer of CI
3. High Performance, Green Facility

4. Secure & Safe Facility

o | alldakout the employees €& . 0
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A focus on sustainability for the user:
High Performance Call Center | Georgia

\ @ FIRST FLOOR PLAN [ ] open office - 42,160 s 1. f ;
\ o i‘n'_ ;s > i closed office and support - 8,536 s.f. /
\ [7] refreshirecharge - 14,769 s f. /

. meeting space - 2,512 s.f.
- core - 5919 s.f.

FIRST FLOOR PLAN
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A focus on sustainability for the user:
High Performance Call Center | Georgia

SECOND FLOORPLAN
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