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ROBERT J. NAHIGIAN, FRICS, SIOR, CRE, MCR
Robert J. Nahigian, FRICS, SIOR, CRE, MCR has thirty-nine years of real estate experience with thirty years exclusively in commercial and industrial as a developer, advisor, expert witness and broker of approximately $4.9 billion of real estate totaling 39 million square feet. He has served as a real estate mediator and arbitrator. Rob is the national recipient of the “2009 James Felt Creative Counseling Award”; Boston’s Commercial Brokers Association “2005, 2004 and 2003 Advisory Assignment of the Year”; “2001 Industrial Deal of The Year” and “Distinguished Achievements in Commercial Leasing”. He was honored by Banker & Tradesman as “Top 125 Business Leaders in Massachusetts”. He was featured by various publications as “Movers and Shakers of Real Estate”; “People to Watch in New England Real Estate”;  “Who’s Who in New England Real Estate”; “Who’s Who in the East”; “Who’s Who in America” and “Who’s Who in Residential and Commercial Real Estate”. He was appointed by the Governor to the Mass Highway Real Estate Review Board; elected to the Board of Advisors of an AMEX listed real estate investment firm; and appointed by the Mass. RE Licensing Commission to its Education Subcommittee.

Mr. Nahigian is currently, Principal of Auburndale Realty Co. He provides brokerage/advisory and expert witness services to public agencies, investment portfolio groups and corporations in New England, Missouri, Ohio, California and Florida.  

Formerly, Mr. Nahigian was Director, Office/Industrial Division of The Robbins Group in Cambridge, Massachusetts with office/industrial responsibilities in New England. Previous he was Vice-President of The Norwood Group in Burlington, Massachusetts specializing on build-to-suits/speculative developments. He was a City Planner in Bowie, Maryland; a planner with Perkins & Will, New York City and a junior planner with the Bethlehem (Pa.) Redevelopment Authority.

He serves (d) on the faculty of Boston University/MAR/SIOR, NAR Signature Series Speaker and CB Richard Ellis Leadership Center. He has lectured at; Harvard, MIT, Northeastern, Rutgers, Lehigh and DePaul Universities.  Mr. Nahigian is an invited speaker in the United States, Canada, Mexico, South America and Europe by Fiabci, Colliers, CoStar, NAI, ONCOR, CoreNet, CCIM, NAIOP, CRE, AMPI, Latin American Real Estate Conference and other realtor associations. Mr. Nahigian has co-authored four real estate books, over 330 professional articles and has developed over 130 realtor association courses. 

With SIOR, Mr. Nahigian served on National Budget&Finance, was the New England Chapter President; National VC, Training&Development; National Faculty Chair; National Co-Chair, 2001 Boston Convention; Nominating Committee; National Committee VP; National Education/Instructor Committee Chair; NE Regional Vice-President; Executive Committee; National Board of Directors; and EdFund (ex officio). He was awarded the 2004/2003/2002/1994 SIOR National Instructor of the Year.

Mr. Nahigian received his BA from Lehigh University and a Masters in Urban Planning from Columbia University. He has earned the FRICS, SIOR, CRE and MCR accreditations and was elected to LAI. Rob serves as the CRE National Editor-In-Chief and the CRE New England/NY Chapter President; has served on CRE national committees as Chair and Vice-Chair and the National Board of Directors. He serves (d) on MAR/GBREB Committees; Govt. Affairs and Education Curriculum. Rob is a Mass/NH licensed broker.

This module qualifies towards two points for Massachusetts real estate agent license renewal with a Massachusetts real estate approved school and instructor. Do not rely on the accuracies of any of the information provided. The author, the sponsor and the instructor cannot be responsible for errors in the preparation of the materials, nor the presentation of the same. The program is for educational purposes only and neither the author, the sponsor nor the instructor are providing advice, legal or otherwise which would be dependent on the facts and circumstances of any particular situation. The student should contact professionals, legal counsel or experts on updates, corrections or revisions on any information provided herein.
As a further disclaimer, any names or information should not be relied upon for professional or legal purposes or to aid in a business decision in real estate or any other field. The material presented may be inaccurate or may be improper for any business decision. Some examples in this presentation are good examples of practices that would be better to avoid.
Two-Hour Module

01. Architectural & MEP

02. The Skeleton

03. The Skin

04. HVAC

05. Electrical

06. Plumbing

07. Fire Protection

08. Controls

09. Low Voltage

10. The Site 


As a result of this module, the information will aid a commercial or residential broker working with downtown and/or suburban buildings and assisting office tenants on the design and functionality of a building that meets their physical needs. The information will be critical in assisting commercial tenants in understanding its economic benefits of certain building systems that can save money. The intent is to provide a broad base and elementary understanding of how an office building is constructed, how the systems work and provide the proper information to a tenant’s facilities manager through the broker. Both tenant/landlord brokers will be delivered new tools to arrange for more tenant-friendly building tours and to enhance the knowledge base of a tenant in its financial and physical decision. 



1.
“Mastering Office Leasing”

Society of Industrial and Office Realtors

1201 NY Avenue, NW, Suite 350

Washington, DC 20005

(202) 449-8200

www.sior.com
2.
“Construction, Design & Engineering” Section

New England Real Estate Journal
P.O. Box 55

Accord, Mass. 02018
(781) 878-4540
www.rejournal.com
3.
NAR Commercial

430 North Michigan Avenue


Chicago, IL 60611-4087


(800) 874-6500


www.realtor.org/RCA
4.
Building Owners and Managers Association (BOMA)

Commercial Brokers Association (CBA)

Greater Boston Real Estate Board

One Center Plaza, Mezzanine Level
Boston, Mass. 02108
(617) 432-8700

www.gbreb.com
5.
“The Office Building
 

From Concept to Investment Realty”

By John R. White, CRE, MAI
6.
“Flat, Hot and Tired” 
by Tom Friedman

THE ANATOMY OF A COMMERCIAL BUILDING: THE BASICS

1. Architectural & MEP (mechanical, electrical, plumbing) Systems  

· The material overview to the basics of mechanical, engineering and physical systems that commercial real estate brokers need to understand

· The Skeleton of an office building

· The “skin” and its components

· The Circulatory System, piping, air ducting, air flow

· The Brain or power for the building

· The external site conditions

2. The “Skeleton”: Foundations and Footings/The Frame/The Elevator & Stairs 

a. 
Foundations and Footings

· How the foundation and footings work as a system

· The geotechnical conditions of soil and water table that can affect a tenant’s load needs

· “Dead” and “Live” Load requirements critical to tenant’s office selection and critical to a broker’s knowledge in leasing of office buildings. This information is most critical in the initial leasing stages for a broker in assisting tenant requirements.

· Its impact on floor load capacity for the tenant use

· Discussion on the footings being the most critical to tenant needs, use and final building decisions especially for upper floor use

· Formwork and sheeting

· Piles and grade beams

· Up-down construction

· Key Issues of concern to brokers: Seismic compliance

b. 
The “Frame” 

· The frame supports the building, its impact on tenant use, office subdivision, floor load and aesthetics of exterior material

· How the frame impacts column spacing, tenant office configuration, office layouts, demised office locations on perimeter walls and floor load capacity of office equipment

· The frame’s impact on floor to floor heights and beam depths; impact on employee lighting, morale and fatigue issues, productivity, and leasing decisions

· Roof framing, the open web joist, decking, impact for satellite dishes and tenant telecom communications, and other concrete structures. 

c. 
Elevators & Stairs

· Two means of egress required from every floor and/or building (i.e. stair or door)

· How this affects tenants leasing multiple floors

· Two doors out of an office suite unless it is less than 100’ to the furthest point

· Elevator lobby doors must be tied into a fire alarm system so that nobody gets trapped in lobby

· Elevator types: Piston, cable and traction 

· How tenants value the speed of each type of elevator system and its impact on the needs of upper floor tenants, tenants with multiple floor needs and tenants with private elevator service to its space or with security issues

· The capacity of an elevator to meet tenant needs; passenger v. freight

3. “The Skin”: The Roof, Wall Cladding and Windows/Doors 

· Key issues of concern to brokers: having a well-insulated, dry building

a. 
The Roof
· The roof construction types: adhered, fastened and loose-laid, ballasted

· Impact to tenant’s wanting newer v. older buildings and new roof replacements vs. repair issues

· Impact to tenant’s functional use of space, water leak issues, property leasing issues, warranties and rental impact as well as operating expense impact

· Materials: built-up, EPDM (ethylene, propylene, diene monomer), Thermoplastic

· Flashing issues and impact to the tenant

· Focus on suburban office buildings

· “Green” roof in the cities and the tenant’s younger workforce desires for environmentally sound buildings

· How cities are favoring “green” buildings

· The benefits to the tenant; attractive/useful, rain water collection; heat island insulation

b. Wall Cladding

· Performance issues: “U” value of wall system and energy efficiency
· Quantity and type of glass that affects sun glare to the tenant, energy efficiency and impact on mullions and office layout configuration
c. Windows and Doors

· Window types: ribbon, punched, storefront and structural glazing; 
· Framing: mullion spacing, sun-shading
· Glass types: single/double/triple; low E/colored
· Impact on office configuration, demised offices, lighting to core space, perimeter offices and impact of sun heat on the AC (air conditioning) and operating expenses to tenant
4. HVAC: What is it for? 

· HVAC = Heating, Ventilation, Air Conditioning
· Impact on employee comfort, office equipment heat and the most critical complaint of office tenants in selecting space
· What’s a ton? Tonnage impact on tenant’s employee base and office density factors
· What’s a “cfm”? (cubic feet per minute)
· Packaged rooftop unit system: suburban office buildings, centralized, low first lost, high utility costs to tenant but low maintenance. Tenant’s ability to control after hours
· HVAC ductwork; VAV (variable air volume) & fan box; operating efficiencies and tenant controls; after hour usage and leasing benefits; diffusers for subdividing space
· Centralized approach that brokers understand for larger buildings, less roof area, lower maintenance, more efficient but higher first cost
· Fan coil system: higher first cost; efficient; little space required and less impact on floor to floor height
· Chilled beam: quiet, efficient, shallow and aesthetic
· Heat pumps: suburban office benefits, medical tenant benefits, what is a heat pump? Low first cost, high maintenance cost, noisy, can be efficient, least mechanical space needed. 
· High Rise Approach: low first cost, low space requirements, build as you go, high comfort level, metering and the tenant benefits for costs v. landlord
· Other considerations: zoning, metering and perimeter heating that impacts tenants comfort, perimeter offices, module layouts, winter v. summer sun issues, energy costs to tenant and the leasing decision
· HVAC for Laboratories: Safety, air changes, fume hoods, acoustics, neighbors, 24/7 operations, energy consumption, security and building height
· Key issues of concern to brokers: due diligence on quality of existing conditions: comfort, capital cost, operating cost
5. Electrical: What Does It Include? Power, Lighting, Fire Alarm 

· Key terms for brokers: Watt, kilowatt, kilowatt hour, foot candle
· How electrical is critical to tenant’s requirements on lighting for employee, equipment and employee productivity
· Lighting and fire alarm: light levels, fluorescent, LED’s (light emitting diode), photocells, dimming, emergency lighting, and heat generator, A/V (audio/visual) strobes and fire alarm panel. Impact to medical and office tenant occupancy issues. 
· Backup power: generator, UPS (uninterruptable power source) , server room, etc. and impact on tenant computers, blackouts, mill space occupancy, downtown and suburban office tenant needs, after hour usage
6. Plumbing 

· Water conservation and liquid waste
· Medical tenants, lab tenants and general office tenant users
7. Fire Protection 

· Sprinkler system: heads, insurance requirements for landlord, tenant needs, water curtains

· Protecting office equipment and people, wet v. dry v. foam

8. Controls 

· Pneumatic, electric, DDC (direct digital control) 

· Head-end, web-enabled, lighting controls

· Tenant computer needs, server, cell phone reception issues

· Key issues of concern to brokers: ability to manage/track operations

9. Low Voltage 

· Security

· Closet considerations such as size, spacing, cooling, efficiency

· Brown out issues to tenants

10. The Site: Parking, Zoning, Environmental 

a. 
Parking: Tenant/market parking requirements vs. zoning requirements

· Handicapped and loading

· Covered vs. surface and cost to tenant

· Lighting and security and impact to tenants with after-hour usage

b. Zoning: allowed uses, setbacks, height, variances and noise ordinances; impact to the leasing process and contingencies in LOI’s (letter of intent)

· Permits: impact to LOI drafts; building vs. zoning vs. sub (electrical, etc.)

· Key issues of concern to brokers: Is intended use allowed? 

· Conservation commission, planning boards, special permits, Chapter 91

c. 
Environmental: 21E, wetlands, storm water control/impact on LOI contingencies, occupancy timing and tenant needs
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