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A look back on 2019

Operational intensity is a phrase that seems to perfectly capture the 
investment environment we find ourselves in today 
At the asset level, where asset and active property management have become even 
more critical amid compressing returns. At the fund level, where heightened com-
petition for deals and capital commitments demand even greater time and attention. 
And at the corporate level, where expense growth continues to outpace revenue 
growth requiring all real estate investment managers to do more with less.  

Such operational intensity isn’t a phase of the current commercial real estate cycle, 
which will pass with time.  

Today’s real estate investment management industry is increasingly complex 
From regulation and compliance, to increased consolidation, diverse product offerings 
and investment strategies, emerging capital sources, and of course the management of 
asset, portfolio, fund and investor data — running a real estate investment management 
business requires more resources today than just 12 years ago at the start of the 
financial crisis. Of course, no one has all the resources he or she wants.  

But there is one important resource at your disposal: your NAREIM membership 
Over the past year, NAREIM members have shared insight and intelligence on some 
of the biggest challenges impacting their businesses — and shared best practices and 
potential solutions to mitigate those risks. 

During our two Executive Officer meetings in the Fall and Spring and through our 
seven professional-level meetings held throughout the year, NAREIM members have 
delved deep into transformative industry trends — and their own internal processes 
— to understand how they can drive efficiencies in their teams, and ultimately drive 
performance for their investors. 

Discussions and best practices have been wide-ranging 
From the adoption of published performance rankings for data errors, asset energy 
use or deadlines for critical corporate processes, to ideas on how to systematically 
validate and underwrite proptech solutions, to analyzing employee data as a retention 
tool, NAREIM members have focused on the best practices of investment manage-
ment, not just the markets.  

The driver behind the value of NAREIM, though, is its members 
As former NAREIM chairman, Pat Halter, said in 2010: “We, collectively, are the 
experience for each of us individually.” 

With 90 member firms, representing more than $1tn of assets under management, 
NAREIM saw member attendance at NAREIM meetings increase by 26% year-over-
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year, on average providing a rich forum for NAREIM’s unique style of candid Q&As and 
roundtable discussions.  

Such success is due to the individual members who volunteer their time, intelligence 
and industry contacts to take part in each meeting’s planning committee to ensure 
the content is not only targeted, but also challenges our assumptions about the way 
we do our jobs and underwrite markets and deals.  

Over the coming year, we will prioritize strengthening NAREIM’s brand and reputation 
in the market, pushing ourselves to further improve not only membership and meet-
ing networking and attendance, but most importantly the collective experience for all.  

On behalf of the NAREIM Board of Directors, led by Amy Price of BentallGreenOak, 
we thank you for your continued support and look forward to more engaging con-
versations in the year ahead. 
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Planning committee 

Ari Abramson, Continental Realty Group 

Dan Ethridge, The Brookdale Group 

Tess Gruenstein, Bailard, Inc. 

Jack Kern, Yardi

Acquisitions & Dispositions 
February 26–27, Chicago

• Co-working space grew by 62% between 2017 and 2018, with large corporate 
tenants seeing value in having a portion of an office building flexible. One 
investment manager described negotiations with a large enterprise to lease 80% 
of an office project. The potential tenant would only take the space if a flexible 
space provider, such as WeWork, took the remaining 20%. The key driver was the 
large corporation’s future ability to utilize the co-working space for its own tran-
sitional needs. 

• Senior executives need to “kill or nurture a deal early” by being actively involved 
in pipeline calls and deal reviews.  

• Organizational education around evolving risk appetite and investment 
committee perspectives on commercial real estate outlook should be “con-
stant” and communicated across the firm and departmental groups. “The risks 
we took two months ago, may not be the same risks we take today,” explained one 
investment committee member.  

• Opportunity zone funds are likely to become an alternative to 1031s — and 
could mean increased competition for real estate investment managers owing to 
their cheaper cost of capital. At the time of the Acquisitions & Dispositions 
meeting, regulations surrounding funds still needed clarification, but the structure 
was expected to be a “flexible wrapper” for new and creative investments in real 
estate and businesses across the US — with the opportunity expected to attract an 
estimated $100bn of capital. 

• More than 8,700 opportunity zones had been identified as of early 2019, but a 
majority of investment was expected to target traditional real estate 
markets, not least gateway and key secondary markets, that were already 
undergoing gentrification.
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Innovation Summit 
April 3–4, Chicago

• Fail fast. Innovate to remain relevant and there will be failures along the way. 
Course-correct as you go and do it quickly. 

• Innovation doesn’t happen organically. It needs to come from the top, with C-
suite commitment and resources. 

• 70% of a data strategy is about solidifying and integrating data and systems. 
Once that hard work is complete, analyze the data for acquisition, asset and port-
folio management strategies. 

• Understand the amount of time you spend collecting and organizing the 
data, versus analyzing the data. 

• Flexible office solutions accounted for 58% of net absorption in 2018, a 152% YoY 
increase. 40% of demand for coworking space came from new tenants; more 
than 60% came from existing office-users, meaning landlords were at heightened 
risk of losing a portion of their existing tenant base to flexible space competitors. 
As a result, investment managers shared the following strategies:  

• Tenants and employees value simplicity and surprise: simplicity in ease of 
executing leases, and surprise in working alongside people from different 
industries, countries and cultures in your building. 

• Overall market location has never been more important as businesses target 
specific talent pools. But submarket location has never been less important. 
Areas that didn’t exist as office markets 10 years ago are now thriving 
because of building amenities and new restaurants around them. 

• New metrics to understand firms and real estate locations include: 
absentee and retention rates, time to hire, stress levels, sick days, ideas 
generated per month, patents per square foot, in addition to traditional 
financial and operation metrics. 

• The goal for open-plan density ratios is a 6:1 concentration ratio, where for 
every six people you need one private room.
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Planning committee 

Kathleen Briscoe, Dermody Properties 

June Munshi, CenterCap Group 

Jonathan O’Day, GLP Properties 

Jane Page, Lionstone Investments 

Amy Price, BentallGreenOak 

Robert Saunders, Kaufman Jacobs
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Sustainability  
April 29–30, Chicago

• Gamification helped one firm save $3m in energy bills over three years 
across a small portfolio of office buildings. By introducing an energy challenge 
among its property managers (both internal and third party), the firm created a 
monthly league table judging utility bill data. The best performing property 
managers were given a dinner with the executive team, a trophy and firm-wide 
recognition. The data was normalized to allow for non-standard usage. Frequent 
publication of the results was key. 

• Use catastrophe scoring — the risk metrics of earthquakes, weather, flood and 
terrorism assigned to a building — to help understand potential adjustments in 
insurance premium pricing. 

• New carbon cap mandates introduced in New York and Washington DC could 
result in fines of six figures annually for owners of buildings, notably those over 
25,000 square feet. 

• Carbon cap rules could result in a move away from triple net lease assets for 
certain property types, and towards full service leases.  

• More than nine out of 10 investment managers and institutional investors include 
ESG criteria in their investment decisions. Risk mitigation is now an overriding 
factor driving ESG deals and fund commitments. As a result: 

• Future institutional investor reporting is expected to include asset-level data 
to track asset changes and performance, with the data supporting an 
investor’s overarching ESG strategies.  

• Tenants are expected to become an increasingly important voice within 
ESG reporting, as health and wellness becomes a larger part of the ESG 
strategy and as technology allows occupiers to test their own CRE space for air 
quality and noise pollution.
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Planning committee 

Christopher Cayten, CodeGreen Solutions 

Jack Davis, RE Tech Advisors 

MaryEllen Dolan, National Real Estate Advisors 

Alexander Hlavacek, Inland Institutional Capital 

James Kennedy, JPMorgan Asset Management 

Jennifer McConkey, Principal Real Estate Investors 

Anna Murray, BentallGreenOak 

Anne Peck, AEW Capital Management 

Tim Preisenhammer, Carbon Lighthouse 

Michelle Winters, Goby
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Data Strategy 
May 14–15, Chicago

• To succeed, data strategy has to be owned by the firm’s senior business 
leaders, not the IT group. In developing a firm-wide data strategy that drives 
investment analysis and returns, ensure the business retains ownership of any 
strategy and create business analyst roles to act as the bridge between the business 
and technology. Equip the role with the power to improve how acquisitions, asset 
and portfolio management teams access the data they use day in and day out.  

• C-suite executives must understand the objectives of any data strategy, the 
questions they want data to answer and to support the changes required to collate 
and clean the existing data in internal systems for data to prove valuable to the 
firm — and a good return on investment. 

• When outsourcing, understand how the data will come back to you and in 
what format. In contracts, specify the precise format how the data is to be 
returned and how the data will be delivered. Do as much data validation as poss-
ible upfront, as contract renegotiation is almost impossible. 

• Ensure someone owns each piece of data and produce regular data quality 
reports. Highlight data errors and make the respective owners accountable. 

• Utilize S&P data to create tenant exposure views by parent company. 
Mapping by parent company also enables investment managers to use credit rat-
ing data and to standardize naming conventions for tenants. 

• When developing a master data development strategy, focus on data elements 
with the most overlap between data sources. For instance, in looking at the 
core data sources for any investment manager — investments, CRM and corporate 
— investment vehicles/products and investor reporting will typically be the 
elements with most overlap and should receive the greatest attention initially. 
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Planning committee 

James Cliver, AEW Capital Management 

John D’Angelo, Deloitte 

Joe Ehrenfeld, USAA Real Estate 

Tiffany Gherlone, UBS 

Karen Gillen, RealFoundations 

Kristy Heuberger, LaSalle Investment Management 

Alan James, RealPage 

Hue Lam, Juniper Square 

Tom Lee, RealPage 

Brad Natale, EverWest Real Estate Investors 

Brent McFerren, RealFoundations 

Douglas Pearce, Waterton 

Daryl Pitts, Pereview/Saxony Partners 

Bill Sechen, Harrison Street Real Estate Capital 

Brandon Sedloff, Juniper Square 

Bennett Weaver, Morgan Stanley Real Estate 
Investors 

Jeff Wilson, Pereview/Saxony Partners 

Grant Wood, Juniper Square
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Asset & Portfolio Management 
June 10–11, New York

• Hire a dedicated community manager to organize and lead activities and the 
social marketing of properties to drive engagement and branding. This can help 
drive retention and rental income.  

• Where operating partners are struggling with institutional reporting requirements, 
split the reporting/accounting duties of JV partners from the operating 
roles and bifurcate the fee stream accordingly. As reporting requirements 
continue to increase, one manager highlighted the best practice as one way of 
allowing operating partners to concentrate on their core competencies.  

• Use third-party data entry firms to input asset-level information into 
internal systems. Employ data quality teams to ensure internal data is con-
sistent and accurate. 

• Offer tenants cash incentives to replace carpet in multifamily units with 
engineered vinyl plank flooring. 

• Install smart home technology, including thermostat control, to improve tenant 
amenities but also to control the heating and cooling of vacant apartment units 

• Evaluate proptech solutions by introducing a mini “Shark Tank” committee, 
comprising members from key functions across your firm. Allocate committee 
members a function (finance, operations, asset management, etc) and make them 
the only point of contact for all proptech pitches and emails. Every six weeks, the 
committee meets with each member for 10 minutes about the best idea they’d 
seen. Invest “play money” to the best idea, and the idea with the most investment 
would be invited into the firm for a demonstration. 

• Use S&P parent company naming conventions to help structure tenant 
exposure. 

• Insert FYI, AR (Action Required) or RR (Response Required) at the start of 
every email subject line.
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Planning committee 

Christopher Baker, Zeller Realty Group 

Chris Barbier, Yardi 

Arsalan Barmand, Carbon Lighthouse 

Bruce Cameron, Berkshire Global Advisors 

Haley Donato, Continental Realty Group 

Keith Dunkin, RealPage 

Adam Falcheck, DLJ Real Estate Capital Partners 

Allison McFaul, LaSalle Investment Management 

Shannon Richardson, JLL
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Architecture & Engineering 
September 24–26, Austin, Texas

• Cities across California — including Los Angeles, Santa Monica, Oakland, 
Pasadena and West Hollywood — have put thousands of building owners on notice 
to assess, plan for and complete the upgrade of seismic measures. Retrofitting 
costs for non-ductile concrete buildings are anticipated to be at least $25 
per square foot and up to $150 per square foot. The estimates from seismic 
retrofit experts do not include the costs of finishing the space post-seismic retrofit 
or the potential loss of rent.  

• The cap-ex for seismic retrofitting is expected to be significant for other 
types of properties as well. Estimates for unreinforced masonry buildings (often 
older brick properties and stone-clad assets) range from $20 per square foot to 
$110 per square foot. The costs will render some assets unsuitable for value-
added renovation, but could provide buying opportunities as owners look to exit 
the requirements. 

• By 2030, around 7% of the US fleet, or 18 million cars and trucks, will be 
electric vehicles. However, number of charging stations lagging considerably 
behind EV growth — with Level 1, 2 and 3 charging stations located at consumers’ 
homes, place of work or leisure venue as opposed to gas stations located near 
major transportation routes. 

• Regulations surrounding the forever chemicals perfluoroalkyl and 
polyfluoroalkyl substances, commonly known as PFAS and PFOS, are starting to 
emerge in key states, such as New Jersey, and are having a significant impacting on 
deal underwriting.  

• The chemicals, dubbed forever chemicals owing to their inability to degrade over 
time, are used in everyday household items such as microwaveable popcorn bags, 
food packaging and Teflon cookware. They have been widely used in light and 
heavy manufacturing processes, airports and military bases but can also affect 
buildings such as car washes. Regulations are requiring strict clean-up of 
prior contamination, which can prove costly, particularly when groundwater 
has been affected. 
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Planning committee 

Tracy Allen, ECS  

Vincent Amendola, BlackRock 

Belinda Bail, BentallGreenOak 

Brian Bennett, Northwestern Mutual 

Marc Bourdages, Partner Engineering & Science 

Mary Czaja, UBS 

Jeffrey Fraulino, UBS 

Jenalyn Groeschel, Northwestern Mutual 

Beh Herter, Nuveen Real Estate 

James Kennedy, JPMorgan Asset Management 

Steven Majich, BentallGreenOak 

James Mascaro, Dermody Properties 

Anne Peck, AEW Capital Management 

Kevin Stubbs, Principal Real Estate Investors 

Jody Tomlinson, Invesco Real Estate 

Grant Walker, ECS  

Christopher Wilson, LaSalle Investment 
Management
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Talent Management 
October 2, Chicago

• Real estate investment management firm capital raising and AUM are growing, in 
turn driving demand for managers to offer more diversified products. The 
diversification of investment vehicles is creating significant staffing 
challenges, with questions raised of whether firms could staff vehicles with 
dedicated or existing employees.  

• Digging deep into the latest trends in compensation, members discussed salary, 
bonuses and non-carry long-term incentives. Best practices included: 

• Articulate bonus and performance goals clearly, upfront at the start of the 
year with regular “level-setting” discussions throughout the year. The key is for 
the annual performance review to align with an employee’s progress through 
the year.  

• One member explained how they use the word “promise” when setting 
bonus targets with the employee signing up to a set of promises they would 
deliver to the corporation. The word encourages greater engagement, they said.  

• Education around business performance is advocated by many members, with 
some talking to employees about allocation policies, management owner-
ship and corporate performance overall to set the context for total com-
pensation awards.  

• Outsourcing is a growing trend among managers, with the outsourcing of fund 
administration growing from 17% of firms four years ago to 31% in 2019. The 
driver was a focus on core competencies.  

• ESG reporting is now a corporate-wide responsibility, with one member devel-
oping ESG plans for each deal — and attaching them to the Investment Committee 
memo. Asset managers are responsible for developing the plan, as well as execu-
ting the ESG plan alongside acquisition teams. Bonuses are tied to the success of 
the plan.  

• Managers are looking to alternative capital sources, not least retail capital and 
defined contribution plans. However, firms ideally need staff with DC experi-
ence to successfully win over commitments — and a lot of patience, with DC 
plans often needing a minimum six to seven meetings before even being interested 
in committing capital.
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Planning committee 

Amanda Adams-Moreno, Lionstone Investments 

Jeffrey Gnoinski, PGIM  

Deena Goodman, PGIM 

Lisa Kizina, National Real Estate Advisors 

Dave Kutayiah, Clarion Partners 

Jennifer Licciardi, Berkshire Residential Investments
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Executive Officer  
November 12–13, Newport Beach, California

• Talent is the biggest challenge facing C-suite executives running real estate 
investment management firms. Two-thirds of members cited talent and human 
capital issues, not least retention of existing professionals, as key areas of 
focus over the coming year. 

• Employee headcount is also expected to increase significantly in the next 12 
months. Three-quarters of the industry underwrote staffing increases during 
2019, with one in three firms expecting to see headcount numbers rise by more 
than 7% in the year to the end of 2019. 

• When it comes to data, standardization is more important than trying to find the 
perfect software or solution. Go off-the-shelf as much as possible. 

• Utilize your portfolio managers more; they are a natural aggregation point for 
the data the business needs to see and use. One manager took a portfolio manager 
and made them the lead on data strategies for the firm’s business functions. 

• In an M&A deal, management needs to ensure a sharing of culture, to talk 
about the regional differences between offices and teams located in different 
markets, and to reinforce the value and importance of each team in the organization.  

• The hardest part of integration relates to teams and people — don’t under-
estimate the importance to your teams on the ground of management visiting  
all your offices and communicating what’s happened post-M&A, and listening  
to feedback. 

• A quarter of all renters in co-living spaces sign leases with just a virtual tour.  

• Adaptability and convertibility of co-living back to traditional multifamily 
is a critical component of the downside scenario required to underwrite loans for 
co-living.
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Planning committee 

Russ Bates, Cedar Hall Capital 

Scott Brown, Fulcrum Advisors 

Bruce Cameron, Berkshire Group 

Carla Clements, Juniper Square 

Bruce Gelman, Kirkland & Ellis 

Cathy Helmbrecht, PwC 

Rahul Idnani, Nuveen Real Estate 

Matt Lynch, UBS 

Chris McEldowney, New York Life Real Estate 
Investors 

Will McIntosh, USAA Real Estate 

June Munshi, CenterCap Group 

Kristin Renaudin, Stockbridge Capital Group
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Legal & Compliance 
November 21, Chicago

• Political contributions at state and local levels were typically banned by real 
estate investment managers. The majority of cash contributions to federal, 
state and local candidates and PACs require pre-clearance by compliance 
teams and executives. 

• Discussions of in-kind contributions, such as volunteering time or providing 
a personal residence for fundraising events, are a key focus for NAREIM 
members. The majority deal with them on a case-by-case basis, but report a 
greater focus by compliance chiefs on employee activity. Resources that help 
track and monitor political contributions among employees and their partners 
include Opensecrets.org, Followthemoney.org. and CompliSci. 

• Create a conflicts of interest committee related to political contributions. 
Resolve corporate and fund conflicts, such as affiliated party transactions, end of life 
issues for assets and funds, principal trades. Run a conflicts of interest register. 

• Designate a corporate ethics officer. 

• Senior leadership must be involved in and promote conflicts training. There should 
be penalties for non-compliance.  

• Focus on the JV partnership termination clause, not least the pricing 
surrounding a buy-sell provision. A lack of clarity on the exit can be costly on the 
back-end if litigation ensues. Ensure you have clauses related to the removal for 
any criminal investigation related to the operator partner.  

• To check your data security, first understand all your data flows through your 
systems. Make a list of the transfer of data through your systems and review all 
the contracts you have relating to them. You will likely discover more data flows 
than you have formal contracts for, because employees may be signing up for 
tools themselves without running them through a central repository. 
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Planning committee 

Bruce Boruszak, Pinetree Commercial Realty 

Bruce Gelman, Kirkland & Ellis 

Jeff Morandi, Berkshire Residential Investments 

Gordon Repp, LaSalle Investment Management 

Amanda Vega, Rialto Capital
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Capital Raising & Investor Relations 
December 4, Chicago

• Institutional investors and consultants always prefer to be contacted by email in 
the first instance. If you don’t hear back within two weeks, follow up.  

• If an investor or consultant offers a quick “No” to your product, accept it’s 
not a fit for their current portfolio. 

• Most consultants are happy for you to reach out to others on their team and in 
the wider firm. Just let your primary point of contact know who you’re 
speaking with.  

• Diversity and platform are much more important than you might 
think. Investors calling on managers to provide greater detail on employee changes, 
succession strategies and corporate efforts to tackle diversity within the firm.  

• Managers are urged to look beyond government data, including statistics from 
the Bureau of Labor, to new — deeper and broader — data sources such as 
LinkedIn and corporation citizenship reports highlighting corporate social 
responsibility strategies, goals, programs and progress. 

• According to institutional investors, the marketing deck must have: a paragraph 
in an email why they should open your book; full track record; your edge as a 
manager; deep and unique understanding of your edge/differentiation; description of 
property operating platform, if applicable; returns by fund; returns by assets by fund, 
in Excel form; joiners, leavers and succession strategies; experience of the team and 
platform; diversity strategy; and use of leverage, including subscription lines.  

• Investor nice-to-haves include: quarterly update calls with all investors with 
open Q&A; executive summary in dashboard format providing snapshot of per-
formance during the quarter/year (capital calls/distributions, gross and net 
returns, IRR/TDWI, performance against original underwriting, significant events 
since last report); and most favored nation clauses.
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Planning committee 

Alex Abrams, StepStone Real Estate 

Chris Barbier, Yardi 

Jon Dishell, Gemini Rosemont Commercial  
Real Estate  

Adam Falcheck, DLJ Real Estate Capital Partners 

Howard Fields, Inland Institutional Capital Partners 

Jessica Hobbs, Mesa West Capital 

Lou Jacobsen, Juniper Square 

Greg Michaud, Voya Investment Management 

Gwynne Murphy, Clarion Partners 

Daryl Pitts, Pereview/Saxony Partners 

Tyler Scheppman, Dermody Properties 

Jace Swank, Yardi
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Global Management Survey

Real estate investment management firm capital raising and AUM are growing, accord-
ing to the findings of the 2019 NAREIM/FPL Associates Global Management Survey.  

Net AUM increased by 7% YoY, with three out of four firms reporting overall increases. 
Firms also raised more capital between 2017 and 2018, growing by 5% YoY.  

The Global Management Survey is a survey of management practices and enterprise 
benchmarking for the real estate investment management industry produced 
annually by the industry association, NAREIM and FPL Associates. The survey was 
conducted in Q1 2019 and reflects data as of year-end 2018. Other highlights include: 

• Commercial real estate continued to attract investors, as reflected in the 
continued growth in asset valuations and capital raising success. 60% of same-
store survey participants reported an increase in capital between 2017 and 2018.  

• However, the “haves vs. have-nots” dynamic continues, with positive fundraising 
driven primarily by the largest firms. Same-store survey participants with 
$10bn in gross AUM experienced a capital increase of 7%, while firms with less 
than $10bn experienced an 8% decline. 

• The median Global Management Survey participant sponsored 12 active 
investment vehicles in 2018, up from 10 vehicles in 2012 (a 20% increase) 
and a more than 70% increase since pre-recession 2008 when managers reported 
seven active vehicles.  

• Fewer participants were investing in just one strategy (whether core, core-
plus, value-add or opportunistic). Only 23% of participants offered one strategy in 
2018 compared to 30% in 2012. Further, 77% of participants reported investing in 
two or more risk strategies in 2018 versus 70% in 2012. 

• While Global Management Survey participants continued to raise more than half 
their capital (51%) from public and corporate pension funds, there was an 
increased focus on alternative sources, including defined contribution plans 
and retail capital. 

• Survey participants that had a product targeting defined contribution 
pension plans secured 80% more capital YoY, raising $1.8bn in 2018 versus 
$1bn in 2017.  

• A third of the industry outsourced fund administration; an additional 22% are 
actively considering outsourcing, with the primary driver (91%) the need to focus 
on core competencies and real estate investing.
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Responses for the 2019 survey were collected  
from 61 participants in the first quarter of 2019. 
Data was collected on strategic, financial and 
organizational design practices for real estate 
investment managers and private equity firms.  
Of those participating in the survey, 62% were 
independent real estate investment management 
firms, while 16% were affiliates of insurance 
companies and 22% were affiliates of non-
insurance companies.

RESEARCH Big trends

Global Management Survey
A comprehensive study of management practices and enterprise benchmarking 

metrics in the real estate investment management/private equity industry

2019
Participant Report of Findings



Compensation Survey

Compensation and benefits continue to be the key driver of expenses at real estate 
investment management firms. According to the 2019 NAREIM/FPL Associates 
Compensation Survey, 74% of participants added full-time employees (FTE) during 
2018 — with 2018 recording the largest percentage of increases in FTE in the past 
five years. Other highlights from the survey include: 

• Only 18% of survey respondents reported reducing FTE during 2018, com-
pared to 27% and 30% in 2017 and 2016, respectively. 

• A quarter of firms reported an increase in headcount greater than 10% in 
2018, likely the result of increased need for new investor commitments, a growing 
asset base, an appetite to deploy capital, and staffing demands for corporate oper-
ations functions.  

• For the fifth year in a row, investor relations was frequently reported as a 
function with material YOY staffing increases. 

• Human resources, IT and accounting also grew in FTE during 2018. 

• As in prior years, professionals in traditional functions such as development, asset 
management and investor relations/capital raising are in demand, as are 
professionals in debt and property management. 

• Career development remained the top priority for employees with half of all 
companies reporting employees are more concerned with career development 
opportunities than they were a year ago, and focused on retention of talent. 

• 60% of participants were as concerned with keeping employees motivated and 
engaged as they were last year.  

• Over 30% of participants indicated an increase in employee concerns over 
compensation, in line with 2018 survey results. 
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Responses for the 2019 survey were collected from 
39 participants in the second quarter of 2019. Data 
was requested for 191 positions, with sufficient data 
received for 120 positions. Of those participating in 
the survey, 46% had gross AUM of more than 
$20bn; 20% had between $7.5bn and $20bn AUM, 
while 34% had less than $7.5bn AUM.

RESEARCH Big trends
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Spring 2019 issue 

• Second in command: Real estate through the eyes of the COO 
NAREIM speaks with Beth Zayicek of Invesco Real Estate, Paul Nasser of 
Intercontinental Real Estate Corp, Wayne Fitzgerald of BlackRock and Rahul Idnani 
of Nuveen Real Estate on the changing COO role 

• Talk dirty data to me 
Matt Hooper and Daryl Pitts, Saxony Partners  

• Late-cycle construction due diligence 
Chris Ghatak, Partner Engineering & Science  

• Opportunities in student-built housing 
Thomas Errath, Harrison Street  

• Driving asset value during a time of economic change 
Brendan Millstein, Carbon Lighthouse  

• DIGITAL drivers in core European real estate investing 
Indraneel Karlekar and Rachel Shone, Principal Real Estate Investors  

• Tools for managing dry powder 
Robert Teel, Yardi Systems  

• The rise of ESG in real estate 
Jem Hudson, State Street  

• The comeback kid: Brick-and-mortar retail  
Scott Onufrey, ALTO Partners  

• Best practices in creating a strong culture  
Kathleen Briscoe, Dermody Properties  

• Real estate impact investing: Four key insights  
Lee Menifee, PGIM Real Estate  

• Member profiles 
Alok Gaur, LaSalle Investment Management 
Tiffany Gherlone, UBS Asset Management 
Lauren Young, PCCP 

• Riding the industrial wave through late cycle  
Zinuo Wang, NAREIM Fellow  

• If Amazon can use process optimization, so can real estate managers  
National Real Estate Advisors
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DIALOGUES MAGAZINE Big read 

How managers are taking control of their 
data to drive asset and fund performance

A SUPPLEMENT TO INSTITUTIONAL REAL ESTATE AMERICAS, MAY 2019

ALSO IN THIS ISSUE

Using family income research 
to find student housing deals
How technology can protect
corporate culture
Affordable housing and the growth
of real estate impact investing 

Dialogues is NAREIM’s platform for member thought 
leadership. It is published by and distributed with 
Institutional Real Estate Americas twice a year.  

Spring 2019, distributed with the May issue of IREI 

Delivered: 6,193 

% opened: 24.9% 

% clicked: 3.9% 

Clicked to opened ratio: 15.6%



Fall 2019 issue 

• The shift to retail capital 
NAREIM speaks with Erin Green and Josh Anbil, FPL Associates 

• Value add in a day  
NAREIM speaks with TGM Associates 

• Driving sustainability through partnerships  
Jennifer McConkey and Joe Wanninger, Principal Real Estate Investors 

• Keeping it in the family 
NAREIM speaks with Ron Zeff, Carmel Partners 

• Opportunity zones and affordable housing: Perfect together?  
Paul Fiorilla, Yardi Matrix 

• Future-proofing our portfolios 
Anna Murray, BentallGreenOak 

• Data is the new leverage 
Alex Robinson, Juniper Square 

• Member profiles 
Christopher Baker, Zeller Realty Corporation 
Maria Oliva, Pathway to Living (Waterton) 
Anne Peck, AEW Capital Management 

• Opportunity zones: The way forward 
Ramakrishna Kaza, CIM Group and NAREIM Fellow
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DIALOGUES MAGAZINE Big read 

Dialogues is NAREIM’s platform for member thought 
leadership. It is published by and distributed with 
Institutional Real Estate Americas twice a year.  

Fall 2019, distributed with the October issue of IREI 

Delivered: 5,592 

% opened: 25.8% 

% clicked: 3.8% 

Clicked to opened ratio: 14.5%



Members are invited to poll fellow NAREIM members for best practices 
on market trends and internal practices. There were four member 
surveys conducted in 2019.
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MEMBER SURVEY Big questions

Almost two-thirds of real estate investment managers have seen property insurance 
premiums increase by more than 15% YoY. 

One-third of respondents to the member poll — conducted in November 2019 — said 
their insurance premiums had risen by more than 20% YOY, while another 27% of 
managers said their premiums were up by between 15% and 20%. A further 22% said 
premiums had risen between 5% and 10% YOY. 

To what degree have you seen insurance premiums for commercial and multifamily 
assets increase (or decrease) YoY? 

 

Multifamily has been the property type most affected, with insurers citing individual 
and industry loss experiences from recent extreme weather events, as well as declin-
ing capacity in the market. 

In which property type are you seeing premiums increase the most? 

 

Highlighting factors driving premium increases or denial of coverage, NAREIM 
members said these were mainly due to losses, including market, catastrophic, 
hurricane and water. Other factors include lack of capacity; inflation and higher 
restoration/construction costs, which are also driven by the strong economy; lack of 
providers; increase in amenities at residential properties; YoY large non-modeled 
catastrophic claims; contraction in market by key players; decade of loss ratios 
greater than 100%; hurricane risk; and higher claims across the country. 

20%+ increase (33.33%)

15% to 20% increase (27.78%)

10% to 15% increase (11.11%)

5% to 10% increase (22.22%)

0% to 5% increase (5.56%)

Other (11.11%)

Equal increases all property types
 in which you invest (16.67%)

Multifamily/residential 
(including student housing and 

senior living) (72.22%)

Office (0%)
Retail (0%)

Hospitality (0%)
Industrial (0%)

1 Property 
insurance 
premiums 
Two-thirds of GPs 
polled see 15%-plus 
property insurance 
premium increases YoY
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MEMBER SURVEY Big questions

To provide coverage, insurance companies are asking real estate investment 
managers to increase the deductible. Other requests include asking managers to per-
form renovations, repairs and upgrades of systems — including electrical, plumbing 
and hazards — which reduces insurers’ potential liabilities and increases the 
insurance property value; implement active risk mitigation and control practices, 
including providing more specific property data to underwriters.  

To mitigate the impact of premium increases, a majority of managers indicated they 
are not considering self-insurance. However, one manager that self-insures cited self-
insuring the first $250,000 above the deductible, effectively raising the deductible 
from $300,000 to $350,000. Another manager is increasing the maximums of 
liability coverages. 

For managers considering self-insurance, they are looking to structure property loans 
going forward by: 

• Owners would only be able to self-insure wholly-owned managed properties. JVs, 
partnerships and fund properties almost always need to be externally insured. 

• Having early discussions with potential lenders, and establishing strong com-
munication and transparency. Fronting is a possibility, but will add costs and the 
carrier market has contracted. 

• Managing self-insurance externally under a program that they would share with  
a leader. 

• Maintaining lender-friendly deductibles. 

• Negotiating higher deductibles in loan documents. To the extent actual 
deductibles are higher than the loan allows, have an insurer cover the difference, 
backed with an indemnity from the insured. 

• Calling out the possibility of self-insurance in the loan applications and then in 
the documents.

Property insurance premiums 
continued

2 Data 
protection  
Most members polled 
are not addressing  
data privacy

Only 42% of members polled in a June said they had or were in the process of adopt-
ing new policies to address the California Consumer Privacy Act (CCPA) and con-
sumers’ Personally Identifiable Information (PII). 

Slightly more than half of members (57%) had revised or were in the process of revis-
ing third-party contracts to address the protection of consumer data.  

For members that had revised third-party contracts, some key provisions or protections 
included were GDPR, data retention, breach response and a data protection agreement 
in support of strengthening vendor management practices. 

Tenant data from multifamily and hospitality assets, when collected and retained by 
third-party agents, are addressed in property management contracts.
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MEMBER SURVEY Big questions

In a June 2019 poll on the new IRS Rule IR-2019-58 relating to the EIN application 
process, members said they were naming a responsible party and providing an 
owners employer identification number (EIN). One firm said they have increased the 
separation of information transfers, i.e. sending email and phone numbers separately. 
They have also purchased LifeLock as an identity theft protection measure for all sig-
ning parties and limited the parties signing documents to a select few.  

The responsible party named include: 

• Head of transaction services group (legal and closings). 

• In-house counsel or portfolio controller.  

• CFO. 

• An owner of the firm.

3 EIN 
applications 
Firms are complying 
with new EIN 
regulations

4 Outsourcing  
Members provide 
recommendations for 
outsourced CFO 
services

In a member poll in February 2019, RealFoundations, Etonien and Chatham Financial 
were recommended as outsourcing providers for various finance functions, including 
fund accounting and a temporary CFO. 



Class of 2019–2020

The NAREIM Fellows program was expanded in scope and renamed after the late Jeff 
Barclay, the former chairman of NAREIM and founder of the Fellows program and 
formerly of Goldman Sachs and Clarion Partners.  

Selected from the strongest and largest nomination pool to date, the five members 
of the 2019–2020 class of Barclay Fellows are: 

• Peter Laskey, MBA Class of 2021, University of Wisconsin-Madison, Wisconsin 
School of Business 
Peter has expertise in the revenue management of hospitality assets at 
Bedderman Lodging and Portfolio Hotels in Chicago, and plans to work in devel-
opment and acquisitions upon graduation.  

• Ricardo Leite, MBA Class of 2020, Columbia Business School 
A native of Brazil, Ricardo seeks to apply his work experience at GIC in Brazil and 
KKR’s direct lending team in New York to act as a bridge between local GPs and 
international LPs.  

• Ermias Nessibu, MBA Class of 2020, UCLA Anderson School of Management 
With prior stints at GCM Grosvenor Capital and Kennedy Wilson, Ermias hopes to 
launch a real estate private equity firm geared towards value-add investments in 
underprivileged communities or underappreciated submarkets with strong 
fundamentals. 

• Yuling (Elaine) She, MSRED Class of 2020, Massachusetts Institute of Technology 
Elaine has built a breadth of experience in investment, asset and fund 
management through stints at China Merchants Capital, Henderson (China) 
Investment and Sino Land in Hong Kong. 

• Arvin Taneja, MBA Class of 2019, University of Chicago Booth School of Business 
Through his graduate studies and work at Ascendance Partners, Arvin hopes to 
design an impact investment strategy where communities are revitalized through 
hands-on ownership.  

The 2019–2020 class of Barclay Fellows are invited to join the discussion and net-
work with decision-makers and professionals within the real estate investment 
management community by: 

• Attending NAREIM’s Executive Officer Meeting from November 12–13 at Balboa 
Bay Resort in Newport Beach, California, together with a $1,500 contribution to 
travel, hotel and expenses; 

• Mentoring with a senior executive within the NAREIM family; and 

• Contributing to the biannual Dialogues magazine, which is distributed alongside 
IREI magazine and is read by more than 6,000 real estate professionals.

2019 NAREIM YEAR IN REVIEW 21

BARCLAY FELLOWS Big talent



2020 priorities for NAREIM 
 

NAREIM will continue to actively recruit new members to the association promoting its 
focus on real estate investment management benchmarking and business strategy.  

As the industry faces the need to invest even more in its people, technology and skill-
sets, NAREIM is uniquely positioned to help firms benchmark their investment and 
operational strategy against peers — and to share best practices that drive perform-
ance at the asset, fund and corporate level. 
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Member recruitment 

LOOKING AHEAD

In 2020, NAREIM and FPL Associates will launch a standalone Diversity and Inclusion 
(D&I) Survey to help real estate investment managers benchmark and drive strategies 
to increase diversity in their teams, in their talent pipelines and across the industry.  

The survey builds on the foundations of the annual NAREIM-FPL Associates 
Compensation Survey, which in 2019 revealed: 

• The number of women in executive management positions in the industry 
increased 33% between 2017 and 2019, rising from 12% to 16%. 

• Women make up 41% of full-time employees (FTE) and increased their rep-
resentation at senior and mid-level positions over the past two years, but saw a 
4% decrease at junior levels. 

• Asians represent the largest minority within real estate investment management 
at 10% of FTEs, with Hispanic and African-Americans comprising 6% and 4%, 
respectively. Caucasians account for 78% of FTEs.  

The D&I Survey will provide an industry benchmark for gender and ethnicity across 
seniority and job functions. It will also provide case studies and best practices for 
inclusion and employee engagement strategies, such as on parental leave, improving 
diversity into the recruitment pipeline, and reporting diversity and ESG at the corpor-
ate level. 

Diversity and Inclusion 
Survey

NAREIM is hiring a head of programming in the first quarter of 2020 to help lead 
meeting and member content — and to ensure further sharing of business strategy 
best practices among members.  

The head of programming will work closely with members on planning the agendas 
and content for NAREIM’s nine meetings each year and help members develop best 
practice councils focused on solving key challenges within the real estate investment 
management industry.  

Head of Programming 
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LOOKING AHEAD

 

In 2019, NAREIM expanded the Job Fair to include undergraduate as well as graduate 
students from universities across the US.  

Working with university career centers, professors and student groups, as well as 
diversity-focused groups such as The Goldie Initiative and ULI Chicago Women’s 
Leadership Initiative, NAREIM will continue to focus the October Job Fair towards giv-
ing members access to business and real estate-focused students from diverse back-
grounds. Join us in Chicago on October 6 for the 2020 Job Fair. 

Job Fair

NAREIM will launch its new website in 2020 providing members with easier access 
to NAREIM news and information, research reports and meeting presentations, as 
well as to the member portal and database.  

As part of these digital efforts, NAREIM will work with members to develop an online 
dashboard for the annual NAREIM-FPL Associates Compensation Survey aggregat-
ing more than a decade of compensation and benefits data into one tool for faster 
analysis and forecasting. 

Website
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