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Younger buyers help drive RV sales

By Shelley Widhalm
news@bizwest.com

As Baby Boomers age, they opt to
travel the country in one of their pre-
ferred modes of transportation: rec-
reational vehicles. But they are not
alone. Younger generations, including
Generations X and Y, have caught the
RV bug.

“Originally, it was Baby Boomers
who used to do this. Now, they have
grandchildren,” said John Terrell,
salesman at Camping World of Long-
mont, in business since 1966. “They
grew up with parents and grandpar-

ents doing this, and now they are
doing this. It has more of a genera-
tional aspect to it.”

In the mid-1980s, the predominant
age for RVbuyers was 54 to 70 and now
it’s 35 to 53, though some of the older
buyers already own their RVs and
are not purchasing, said Randy Biles,
president of Pikes Peak Travel Land,
Inc., an RV dealership in Colorado
Springs and a member of the National
RV Dealers Association in Fairfax, Va.,
representing the manufacturing arm
of the RVindustry.

“We're on three generations of RV
ownership at the same time,” Biles

said. “It’s the easiest way to travel.
You get to see scenery you normally
wouldn’t get to see.”

Prior to the recession, which struck
the RV industry from 2007 to 2009,
the majority of RV buyers were Baby
Boomers and the previous generation,
Biles said. After the recession, the mil-
lennials, or Generation Y, entered the
RV market in large numbers, influ-
enced by their parents, he said. Gen-
eration Xers also have an interest in
the RV lifestyle, but not at the level of
the millennials, he said.

RV sales began increasing in 2009,
particularly with the sale of travel

trailers and fifth wheels, with arecord
in 2017 in the number of shipments
from manufacturers to dealers, Biles
said. That year, manufacturers sold
504,000 RVs to dealers, but during the
recession, sales were down at 300,000
or less, he said. Economists that track
the RV industry expect sales to be
about 539,000 in 2018, Biles said, cit-
ing numbers from the RV Industry
Association in Reston, Va.

The sales numbers can be attribut-
ed, in part, to a healthy economy and
lowinterest rates with the anticipation
they may increase, making it a good
time to buy, said Tim Jackson, presi-

the |_| NCOLN center




www.bizwest.com

dent and chief executive officer of the
Colorado Auto Dealers Association, a
Denver-based advocacy organization
for new and used car dealerships.

“People like to, especially in Colo-
rado, get out and see the countryside
and see the great outdoors, so going
RVing is very popular,” Jackson said,
adding that vacationers and travelers
are upgrading from tents and rented
cabins to RVs. “It’s always been popu-
lar with seniors. It’s gaining interest
among young families because they
can go RVing together.”

Baby Boomers prefer fancy, more
luxurious RVs, while millennials see
RVsasatool for an outdoor experience
and drive the vehicles, such as SUVs
and pickup trucks, that make it easy
to do so, Biles said.

“They recognize they can take off
and go to places they want to go, stay
at locations they want to stay and
work on their own schedules,” Biles
said, adding that many campgrounds
are offering the features millennials
like, such as swimming pools and
other amenities and Wifi connectiv-
ity. “They’re not into spending money
for the fancy luxury items, but they do
want the convenience features. They
do want the connectivity. They want
the entertainment systems.”

Terrell began seeing sales increase
about five years ago and continue to
rise since then, he said.

“The industry definitely has been
and still is increasing year after year,”
Terrell said. “I think people are enjoy-
ing the outdoors more than ever. The
national parks are setting record-
breaking admittance rates.”

That'’s because taking a trip by RV
has several benefits, including a way
to spend time with family and friends
in aless expensive mode of travel, Ter-
rellsaid. Anightin an RV campground
can cost $20 to $40 or a little more a
night, while ahotel stay can costin the
low hundreds, he said.

“The Boomers made it what it is
today,” Terrell said, explaining that
after World War II, families became
more interested in doing activities
with their families, including spend-
ing time outdoors. “The beauty of the
outdoors, the quality time with family,
there’s no price tag on that.”

RVs provide personal space, where-
as a hotel or motel has several visitors
over the span of time, Terrell said.

“It’s theirs. They know who slept
there before,” Terrell said. “It’s like a
home away from home.”

Campgrounds are becoming
more comfortable for travelers — for
instance the south end of Carter Lake
in Loveland recently was expanded
with 21 campsites and new hook-
ups, Terrell said. The improvements
totaled $1.3 million with more park-
ing, an extended boat ramp and other
additions.

“It’s quality of life, really,” Terrell
said. “It’s a nice way to be together
in the outdoors and unplug from the
everyday rat race we're all subject to.”

TheRVindustryis workingwith the
National Park Service and the camp-
ground industry to improve camp-
grounds, Biles said. More RVers want
to use the campgrounds in the parks

than are spaces available, he said. In
response, several camping facilities
are in the planning stages this year to
put in the RV infrastructure through
new funding allotments, he said.

“Today, we're seeing a more favor-
able acceptance of RVing. It’s the best
we've seen in along time,” Biles said.

The Great Outdoors RV in Evans
has sold more campers so far this year
thanithasin previous years, said Mait
Parker, general manager of the com-
pany, which sells towable campers
thatinclude travel trailers, fifth wheels
and popup campers.

“There are a lot of younger people
buying,” Parker said, adding that the
majority of customers are in the 30- to
50-year range. “We see a lot of people
who are even a little bit younger or

COBIZ Financial

Proud to support our community's growth

Colorado Business Bank

For Velocity Global, the need to effectively process
payments and support its banking capabilities for
overseas clients was ever-growing. CEO Ben Wright
chose to partner with a community bank that could
offer extensive international reach to simplify this
journey—Colorado Business Bank.

“There was a point early on when we were
receiving wire transfers from our clients around the
world," Ben recalls. “Through conversations with
our banker, we realized that there was a better way

even older coming through buying
campers, t00.”

Parker sees customers upgrade
over the years, starting with popup
campers and, as their incomes allow,
investing in travel trailers or fifth
wheels. Customers make the invest-
ment because they want to spend
time with their families, travel in an
affordable way, explore the outdoors
and escape technology, he said. Some-
times, they want to have a place of
their own, but don’t want to pay for a
cabin or second home and be tied to a
specific location, Parker said.

“People like the independence of
being able to go wherever they want,”
Parker said. “A lot of times people
worked really hard all their life and
theywantto take abreak and enjoyit or

Headquartered in Denver, CO and providing
services in over 185 countries around the
world, Velocity Global is reinventing the way
companies expand overseas.

Some companies want international capabilities.
Some companies need international capabilities.

our clients.”

to get our receivables faster. This new way not only
helped make us more efficient, but it also helped

“From day one, Colorado Business Bank has

been a trusted global partner. We wouldn't have
experienced the early stages of growth were it not
for the financial guidance Colorado Business Bank
and our banker provided to us."”
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are retiring and want to explore things
they want to explore. It’s a good way to
do that without breaking the bank.”

Melissa Anderson, manager at
Summit Adventures RV, which sells
used RVs in Longmont, sees a large
number of young families purchasing
RVs, aswell as parents purchasing RVs
for their children, she said.

Over the past five years, sales at
Summit Adventures have steadi-
ly gone up, Anderson said. They
increased by 30 percent from 2016 to
2017 and are about the same in 2018 as
they were in 2017, she said.

“Most of our buyers are looking
for a deal and had shopped around,”
Anderson said. “We get a lot of people
in their fifties, smart, savvy buyers
who know how to shop.”

COBIZBANK.COM e PART OF COBIZ BANK © MEMBER FDIC
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The Union Bar and Soda Foundation preserved a bit of green on the west side of the new Fort Collins restaurant.

Old meets new

at Union Bar and Soda Fountain

By Dallas Heltzell
news@bizwest.com

FORT COLLINS — Does the idea of
combiningabarservingalcoholwitha
family-friendlydinerandsodafountain
sound a bit odd? Union Bar and Soda
Fountain co-owner Ty Fulcher says it
shouldn’t—ifyou'reatallfamiliarwith
American history.

“Alotofsodafountainswereinspired
off of apothecaries, the old drug stores
that were using tinctures and soda
waters for medicines,” Fulcher said.
Mineral springs that bubbled up from
the Earthwerebelieved tohavehealing
powers, “and the pharmacies added
soda fountains.”

Fromitsfocusonfun, bubblydrinks
toitssparklingsodas, shakesand malts
and classic diner food, Union—which
opened Feb.28in Old Town FortCollins
—isastepbackintime, atributetothat
slice of Americanhistory, rightdown to
the vintage green mixer displayed on
awall that was used to make fountain
drinks at Sol & Dicks in Fort Collins in
the 1940s.

“Union’samodern take on a classic

American soda fountain and diner,”
Fulcher said. “Malts and milkshakes.
Egg creams. Phosphates. All our sodas
are made here and made to order.
Our craft cocktails have beautiful
garnishes, fresh flavors — more of a

bright, patio sipping type drink.”

The bar keeps to the old-phar-
macy theme, serving “over the
counter” non-alcoholic drinks and
“prescription only” adult beverages.

Along with the shakes and malts,

www.bizwest.com
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The Union Bar and Soda Fountain features drinks made the way they were in the heyday of the soda fountain during the 1940s and
1950s.

“Our food side is inspired by diners
aswell,” Fulcher said. ChefJoel Ryan,
who ran The Kitchen’s kitchen for its
firsttwo years and also had been cor-
porate chef for Oracle’s Broomfield
campus, “came up with a bunch of
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If you go

Union Bar and Soda Fountain
250 Jefferson St., Fort Collins
970-825-5558

unionbarsodafountain.com

classics. His fried chicken we fea-
ture on Mondays. He’s also come up
with some great burgers, a Monte
Cristo and a croquet monsieur,” a
sandwich on toast with béchamel,
egg and ham.

Breakfast items are served all day,
and one of Fulcher’s favorites is the
“Blue Collar American,” featuring
two fried eggs, potato hash, pecan-
wood-smoked bacon, toast and jam
for $8.95.

The menu features such items as
house-made doughnuts, a vegetar-
ian mushroom-walnut burger and
a sea salt-caramel milkshake. And
where else could you find a ginger or
hibiscus float or amaple-flavored egg
cream, the New York favorite made
not with eggs but with milk, syrup
and soda?

Soda fountains reached their hey-
day in the 40s and ‘50s as commu-
nity gathering places, and that social
aspect comes naturally for Fulcher
and partner Ryan Houdek. The pair
also opened the popular Social base-
ment speakeasy on Old Town Square.
“I had worked for Ryan previously at
The Melting Pot and always tried to
open my own place,” Fulcher said,
“and he’s been a business mentor for
years.” Houdek also owns the Rodizio

COLORADO
FOOTBALL

COURTESY PHOCO PHOTOGRAPHY

The outdoor patio provides a popular place on a summer eve.

Grill location in Old Town.

“We thought Social was an instant
success, but thisis even more,” Fulcher
said.Inaspring2017 articlein the Fort
Collins Coloradoan, the pair said they
expected between 5,000 and 8,000
customers per month at Union — but
after just five months, Fulcher said,
“we’re just about to hit 100,000 guests
through the door.”

Union can seat 175 people inside
and 125 on the patio, and crowds
like that mean jobs for “just under
80 employees,” Fulcher said. “We're
doing 1,000 (customers) on Saturdays
alone, so we've got to have a strong
staff to keep it running.”

Union sits on the site of what had
been Jefferson Park, a 29,000-square-
foot private parcel owned by the

Union Pacific Railroad, whichleased it
back to the city. The park had become
infamous as agathering place for tran-
sients, and the railroad put it up for
salein 2013, but with a deed restriction
that said it couldn’t be used for a park,
day-care center, homeless shelter “or
anything like that around the train
tracks,” Fulcher said. That restriction
meant the city wasn’t interested in
buying it, so Blue Ocean Enterprises
scooped it up in 2014 for possible use
as aparkinglot.

However, when the city and its
Downtown Development Authority
partnered with the developers of the
Elizabeth Hotel across the street to
build a parking garage, Blue Ocean,
thereal estate investment firm started
by OtterBox founder Curt Richard-
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son and his wife, Nancy, approached
Fulcher and Houdek.

“The price gotoutofhand asalease,
though,” Fulcher said, “so we offered
to buy the land from Blue Ocean. So
we built a 6,200-square-foot building,
but we utilized all 29,000 square feet
by keeping the west area grassy — we
wanted some greenness still in Old
Town — and on the other side of the
building is where we did our patio.

“That patio is definitely in demand
in summer.”

Fulcher and Houdek haven’t
brought in live music yet, or even a
jukebox. “There are outlets on the
patio, though, and we do have arecord
player that we end up throwing some
vinyl on,” Fulcher said. “But the side
to a record is only 20 minutes or so,
and then you've got to go over and flip
it. When we’re busy, that doesn’t work
sowell.”

The future looks bright, given
Union’s proximity both to Old Town
and the burgeoning River District, the
Elizabeth Hotel and the new Ginger
and Bakerrestaurant, two doors down
inanold feed mill. Butdoes that mean
expansion for the Union Bar and Soda
Fountain?

“Right now, we're just focused on
keepingitrunning, and to keep seeing
the fun happen,” Fulcher said. “It’s
so entertaining and rewarding to see
ages of 3 on up to 95 enjoying it — the
3-year-olds loving the ice cream and
the 95-year-olds reminiscing about
whentheydiditwhen theywereyoung.

“Any time you can evoke an emo-
tion through our food and drink, we’ve
done our job at that point.”
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Terry Precht, president of Vergent Products Inc. in Loveland, says that the current tariff situation “frustrates me completely.”

Tariffs affect NoCo bottom lines

By Shelley Widhalm
news@bizwest.com

Terry Prechtworries thatifhehas to
keep raising his prices, he may have to
cease operations at Vergent Products
Inc. in Loveland.

Precht, president of Vergent Prod-
ucts, expects to see his material costs
increase, mainly from tariffsimposed
by China, resulting in a price increase
he eventually will have to pass on
to his customers. Vergent Products
relies heavily on electronic compo-
nents — 60 percent of the product
cost comes from parts — to manufac-
ture electronic systems for customers
worldwide.

“It’s a difficult situation and one
that frustrates me completely,” Pre-
cht said. “If I'm put in that much of a
competitive position — my product is
up 15 percent — that’s not something
I canregain with my clients.”

Prechtisnotalone as Northern Col-
orado manufacturers worry about the
impact tariffs and countermeasures
will have on their bottom line — they
may have to increase prices, reduce
availability of their goods and ser-
vices, and make cuts in employment.

Beginning in March, the Trump
administration rolled out tariffs on
imported products, including steel

and aluminum, pushing for more pro-
tective measures of U.S. industries.
China, Canada, Mexico and European
countries responded with retaliatory
tariffs on hundreds of imported U.S.
goods, many of which are steel, alumi-
num and agricultural products. Sev-
eral industries are affected from auto,
aerospace and agriculture to manu-
facturing, construction, landscaping
and even printers using newsprint.

One of thefirsttobe affected is agri-
culture, said Troy Schneider, a corn
and wheat grower from Joes, Colo.,
and vice president of the Colorado
Corn Administrative Committee and
member of the U.S. Grains Council.

“We, in agriculture, feel we're on
the frontlines. ... When there’s a tariff
placed on a product by a foreign coun-
try, they look at first putting a tariff
on agricultural products,” Schneider
said, adding that one of every three
acres of corn produced is exported
and, of the remaining, 35 percent is
used as a feed source for meat prod-
ucts. “It’s alittle scary.”

Growers also face tariffs on their
end products, such as fertilizer and
farm equipment, and a decrease in
trade, driving down the price of the
products they send to market, Schnei-
der said. Since May, corn dropped 40
to 60 cents a bushel from the tariffs

and other factors, he said.

“We’re affected on both ends on our
inputs and the sale of our products,
too,” Schneider said.

Precht also expects product sales
to be affected. He received notifica-
tion from his parts suppliers to expect
price increases but not specifically
when, he said. Once he receives that
notice, his customers will see a higher
price within 30 days because of his
turnaround rate, he said.

“It’s going to be fairly fast,” he said.

Precht worries that once he raises
prices, his customers will do one of
two things, either order less or find
another supplier who doesn’t have to
pay atariff.

“All that does is put me in a less
competitive position, which poten-
tially causes me to lose business,”
Prechtsaid. “It puts me at a significant
disadvantage and not one caused by
me. ... It does not indicate to me the
U.S. government s supportive of man-
ufacturing. They don’t care.”

Some manufacturers purchased
as much material as they could in
anticipation of the retaliatory tariffs,
though smaller companies cannot
investinsignificantamounts of inven-
tory, Precht said. Vergent Products
stocks up in advance on its supplies
to address the lag time from order to
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receipt, which is nearly one year in his
business, he said.

Noffsinger Manufacturing Co. in
Greeley responded by buying up an
extrasupply of steel, the main compo-
nent of the conveyor belts it produces,
said Dean Herl, chief executive officer
of Noffsinger, a manufacturer of con-
veyance products for root crops.

“There was a lot of panic buying,
and we bought what we could at a
price that worked for us,” Herl said.
“The mills are booked out into Octo-
ber at this point, so the lead times are
way out, along with the price going
up.”

Noffsinger regularly purchases
steel several months ahead from a
Pueblo steel mill, plus a few alterna-
tive sources, and in October 2017 pur-
chased enough to last eight months.
The company again purchased steel
early this year to last through Decem-
ber. The next purchase will be early
in the fourth quarter of 2018 for 2019
deliveries, Herl said.

“As much as we hate to sit on that
much inventory, it was a decision we
made,” Herl said. “We committed to
and we contracted delivery as far out
as what the mills will allow us.”

Herl made the advance purchases
after seeing the price of domestically
produced steel increase by 40 percent
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since fall 2017, but he also believes
the price will settle, he said. Canada
imposed a 25 percentretaliatory tariff
in early July 2018, not helping matters,
he said.

“Itseems alittle bit opportunistic to
us. (The steel mills) know the demand
is going up and the prices went right
up with that,” Herl said. “We are try-
ing to absorb as much of it as we can.
Hopefully, when this gets straight-
ened out, we'll get more of a true trade.
It certainly hasn’t been that way for a
long time.”

Walker Manufacturing Co., a pro-
ducer of commercial mowers in Fort
Collins, is affected by tariffs on lawn
and garden equipment from its sale of
products in Canada.

Before the tariffs went into effect
earlier this year, Bob Walker, owner
and president of Walker Manufactur-
ing, saw a temporary surge in busi-
ness, but now expects sales to slow
down in response to the Canadian
tariffs, though it is too early to say for
certain, he said. Canada is a smaller
market of about 5 percent in a busi-
ness that exports 25 to 30 percent of its
total output, but a loss there will hurt
overall sales, he said.

“Those machines are expensive. If
you add a tariff, it pushes up the price,”
Walker said, adding that he has seen
an increase of 20 percent in the price
of steel, mainly due to tariffs.

Some of the components of the
machines Walker Manufacturing
builds include parts that have content
from China that the company pur-

chases from a U.S. company, Walker
said. The company has raised prices,
but the three components with those
increases, including belt drives, will
not significantly affect the overall
price of the machines, which have a
thousand parts, Walker said.

Walker hasn’t had to raise prices
yet, but if he does, customers may
respond by waiting to purchase and
making due with older equipment,
he said. The company reviews prices
every September and expectstodo the
same thisyear, instead of employinga
mid-year price increase, he said.

“We don’'thave bigenough margins
tolosea 3,4 or 5 percent priceincrease
and absorb it,” Walker said. “We still
charge close to the cost.”

Advance Tank & Construction Co
has had to pass on the cost of tariffs to
customers wanting tanks to be built,
said Jim Clay, president of the Welling-
ton-based company.

The company, which fabricates
and constructs large diameter stor-
age tanks, has seen an increase in
the cost of raw steel material, used for
parts such as plates, beams and bars,
Clay said. The cost of steel plates, for
instance, increased 75 to 100 percent,
he said.

“We pass that coston directly to the
owners of projects,” Clay said. “That
makes the projects more expensive.”

In the last couple of months, Clay
has seen aslight slowdown in projects,
with some customers opting to hold
off on projects in anticipation of prices
lowering again, he said.
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Walker Manufacturing’s production floor in Fort Collins.

“The construction side of our busi-
nessisalwaysup and down alittle bit,”
Claysaid, adding thatinresponse, the
company cut 60 to 70 of its staffin the
last two to three months and now is
at 350.

Lehman Printing Center in Ber-
thoud has had to increase prices to
its commercial customers but not on
its newsprint as a result of Canadian
paper tariffs, said Randy Sannes, pro-
duction director at the printing center.
The printing press does not buy paper
from Canadabut from U.S. paper mills
that had to increase production and

subsequently raised their prices by 20
percentin thelast sixmonths, he said.

“We've been able to absorb quite a
bit of the costs over these few months,”
Sannes said. “We really haven’'t made
any adjustments yet. We're hoping we
don’t have to.”

Co’s BMW Center has not had to
increase prices of the vehiclesitsells as
aresult of the steel tariffs, said Marissa
Banninga, marketing manager of the
Loveland car dealership.

“At this moment we haven’t been
seeingan effect,” Banningasaid. “Our
pricing hasn’t changed on anything.”
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G ONE ON ONE

SeonAh Kendall: Economic Health Manager,

Each month BizWest invites a busi-
ness leader to reflect on the issues
affecting his or her industry. This
month, BizWest asked SeonAh Kend-
all, economic health manager for the
city of Fort Collins to discuss her role in
business sector of the community.

BizWest: As economic health
manager for the city of Fort Collins,
you're in a position to help maintain
or improve the business climate in
the city. In your experience, what is
the single greatest tool that a city like
Fort Collins has to accomplish that?

SeonAh Kendall: The city can be
most effective through collabora-
tion and staying engaged with our
business partners. If we don’t have
the tools to address problems facing
businesses, we steer them to resourc-
es to ensure they’re making connec-
tions that will help them thrive. In
the region, we work closely with the
Larimer Small Business Develop-
ment Center, the Fort Collins Area
Chamber of Commerce, Larimer
County Workforce Center, Colorado
State University, Front Range Com-
munity College and other partners.
Nationally, we participate with such
groups as the International Eco-
nomic Development Council and the
Economic Development Research
Partnership to learn and share best
practices that we can apply in our
communities.

BW: What are the major strengths
of the Fort Collins economy at the
midpoint of 2018?

Kendall: Regionalism is a major
strength for Fort Collins and north-
ern Colorado as a whole, ensuring
that we're addressing major challeng-
es to the economy that don’t respect
municipal boundaries. For example,
transportation, climate and talent are
all being addressed at the regional

COURTESY CITY OF FORT COLLINS

SeonAh Kendall: Economic Health Manager, City of Fort Collins

level. Cooperating on economic
development at the regional level
means we're doing what'’s best for
the entire region, not just individual
communities.

We also have a very strong
startup community and an inno-
vative entrepreneurial culture.
Our businesses are really taking
the lead on innovation and think-
ing outside the box. They’re taking
control of their own destiny. We
have so much talent in this com-
munity that when people leave an
HP or an Otterbox or a Woodward,
they’re choosing to stay in Fort
Collins and using knowledge and
innovation to become entrepre-
neurs themselves.

BW: What are the biggest issues or
challenges that the city faces, either
short term or long term?

AN T

Ackerman

Accounting You Can Trust

Professmnal Affordable Approachable

Accounting LLC

ackermanaccountingllc.com e info@ackermanaccountingllic.com

w

WG

¢ D
» Y

Call us Today for a Free Consultation

(970) 294-4932
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Fort Collins, CO 80525

Kendall: Two major issues are
talent and housing affordability.
We are facing a shortage of talent
and diversity in skills and educa-
tion within the talent pool for our
employers. The entire region has
shifted from attracting/chasing the
next big company to attracting tal-
ent. Fort Collins has been on this
journey since 2014 through the Labor
Force Analysis project, and we are
working with our regional partners
to address this. Housing affordability
has also emerged as a major issue for
the region. Wages haven’t necessarily
kept pace with the cost of living, and
as we continue to attract new talent,
we must continue to evaluate how we
provide a welcoming environment
for all incomes and housing levels.

BW: The nation, state and region
have experienced an incredible peri-

RESOURCES FOR

BUSINESSES.

At Farmers Bank, deposits stay
here to support your customers,
your neighbors and your friends.

/-\_\_

Farmers
BAIN KK

713 S. Lemay Ave. » Ft Collins
9 20,
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City of Fort Collins

od of economic prosperity since the
lastrecession. It won't likely continue
forever. What is Fort Collins doing to
prepare for downturns that inevita-
bly occur?

Kendall: A diversity of industries
and adaptability/innovation have
helped Fort Collins weather past
downturns. The city will continue to
help businesses navigate challenges
and opportunities now and into the
future. The city is active in multiple
regional partnerships and initiatives to
assist with the region’s long-term eco-
nomic health. For example, the NoCO
Manufacturing Partnership and the
NoCO Health Sector Partnership work
with economic developers, workforce
developers and industry to get future
talent excited about careers in manu-
facturing and health care. We're also
participating in Talent 2.0, whichisa
regional approach to address access,
educational alignment and barriers
to a strong workforce. As many folks
retire, how do we transfer their knowl-
edge to new and future leaders? We
want to do that through great mentor-
ship/entrepreneurship opportunities
and an untapped talent pool.

BW: What industry has been the
brightest spot in the Fort Collins
economy over the past five years?

Kendall: Strength in multiple
diverse industries has helped the Fort
Collins economy survive and thrive.
The bright spot has been the people.
The people who run our businesses
and work here aren’t just corporate
citizens — they’re residents of our
community.  am proud to work in a
community where businesses and
residents are invested in making sure
Fort Collins is successful because
they work and play here.
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Hey Colorado,
we love your work,

No, really we do. We’re Pinnacol Assurance, Colorado’s workers’compensation experts.
We focus only on workers’ comp, and we work only in Colorado. In fact, we partner
with 57,000 companies, and cover nearly one million workers. And with dedicated
teams specializing in specific industries, we have the knowledge and expertise to keep
your company strong.

From Colorado. For Colorado. P’NNI‘\COL

Talk to your agent, or visit pinnacol.com to learn more. WORKERS’ COMP INSURANCE
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G REAL ESTATEXCONSTRUCTION

Xceligent's exit creates void for brokers

c Catylist Research Search My Lists Reports Jordan Bowman @

By Paula Aven Gladych
news@bizwest.com

Cantral Associates « Mew List cord Uy Report o

The unexpected Chapter 7 bank-
ruptcy of Xceligent, a listing service
for the commercial real estate mar-
ket, has turned that industry upside
down and sent Realtors scrambling
to find a reasonably priced alterna-
tive.

Nathan Klein,
partner and com-
mercial brokerage
manager for LC
Real Estate Group

Eighty-Eighty Central

‘B080 N/ Central Expy, Dallas

Bldg 5A L
100 Belt Line Rd, Addison

LLC in Loveland, Nay n-,ﬁnh 11”

said that the big - &Hﬁia r-ﬁf = ) ] l Bl

problem with the NATHAN KLEIN BR e G airis oo

demise of Xceli- A ke

gent is that it was universally adopt- Wike ..

ed by brokers in Northern Colorado
and many independent brokerages
in Denver and had the best and most
current local data available. Most of
that data, at least in Northern Colo- The knoW‘Gdge
rado, was provided by the brokers ™
themselves. mGl'ket
Unfortunately, inits bid to expand
quickly into larger markets like New
York, Xceligent began to cut corners.
One of those was by padding its own
information database with informa- _— - sntorniy Propety 18
tion it stole from the CoStar data- 3
base. CoStar, a national and more
expensive commercial real estate
listing service, sued and essentially : :
put Xceligent out of business. intelligence. Tools Ry
As part of its lawsuit, it sent cease Insighit i_)_m — quip vourself with  Cannect to the
and desist letters to all Realtor asso- Capitalize on the  Gain 8¢ AP P
ciations that had adopted Xceli- s gtour  GHA ;
gent as their listing service saying professionals, to  thatkeepsYOu LR Lol o, professionals. A
they would “sue their pants off” if Aekamyp b Satany i ' R
they continued using comparison il
data from the Xceligent system, .
said Klein. Because Xceligent had -
acquired Commercial Search, a 100
percent broker load system, most of
the data in the Xceligent system for

¥, CoStar

Your source for commercial real estate

COURTESY WWW.CATYLIST.COM, WWW.COSTAR.COM
NoCo was owned by the brokerages Commerecial real estate brokers have sought alternatives after the demise of Xceligent, a widely used listing service.
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themselves which
caused major
consternation in
the industry.

Jim Neufeld,
commercial bro-
ker with Re/MAX
Commercial Alli-
ance in Greeley,
said that Xceli-
gent’s demise was a very big deal for
Northern Colorado brokers. He said
he gotan email from Xceligentin the
middle of December saying it was
filing for bankruptcy and going out
of business.

“So Xceligent has all the listings
for the Northern Colorado and Den-
ver areas. [t was in 30-some states. It
was a huge service and this was a big
deal. Now ourlistings are gone. What
the heck are we going to do? There is
no backup. CoStar is a backup but it
is so expensive that many brokers
don’t use them,” Neufeld said.

He pointed out that Xceligent
used to cost his company less than
$100 a month but CoStar costs a few
hundred dollars a month.

“We all relied on it. If we wanted
to show properties to an oil company
in Greeley, we would go to Xceli-
gent, pull up a list of properties and,
boom, we were on our way. All of a
sudden that’s gone,” he said.

A new search service called Cat-
ylist Commercial Property Data-
base has jumped into the hole left by
Xceligent, but “it is not as big or well
organized as Xceligent was,” Neufeld
said. That company has had to start
from scratch by re-entering all com-
mercial properties for the Northern
Colorado and Denver markets. For
Northern Colorado alone that s esti-
mated to be several thousand prop-
erties. In Denver, itis between 40,000
and 50,000 properties.

It could take months or years for
Catylist to catch up to where Xceli-
gent was, Neufeld said. That compa-
ny is trying to expand into the same
states Xceligent was serving. In the
meantime, CoStar is trying very hard
to get Xceligent’s former customers
to sign up with them.

Because of the vacuum left by
Xceligent’s departure, there are
holes in the data and brokers now
have to do property searches the old-
fashioned way, by combing through
county websites, exporting the data
into Excel and creating graphs from
there.

“It is time consuming,” Neufeld
said.

“It’s been kind of a chore. If you
take CBRE or Cushman or JLL, they
have their own databases and their
ownresearch departments. We don’t
have that. This is particularly bad for
small brokers,” he said.

RE/MAX has 15 commercial bro-
kers in NoCo and Denver.

Neufeld adds that he doesn’t
believe he has recovered yet from
Xceligent’s bankruptcy.

“I can’t find good analytics or a

JIM NEUFELD

“So Xceligent has all
the listings for the
Northern Colorado and
Denver areas. It was in
30-some states. It was a
huge service and this
was a big deal. Now our
listings are gone.”

Jim Neufeld, commercial broker,
Re/MAX Commercial Alliance,
Creeley

good replacement. It has been kind
of a big deal. I want to say it has
been devastating. Too strong a word?
It has had a significant impact to
Northern Colorado brokers.”

The comps are the greatestloss to
the market because brokers used to
be able to go back and search Xceli-
gent to see what industrial proper-
ties sold for in the prior year, even
break it down by price per square
foot. Now they have to dig through
the data to find that information
themselves.

CoStar also bought LoopNet a
few years ago, one of the largest
national online commercial prop-
erty search databases, that many
Colorado brokers subscribed to as
part of their portfolio of databases.
The price of that service used to be
about $150 per month to list LC Real
Estate Group’s entire portfolio. Now,
because CoStar has a monopoly, it
is costing $40 to $50 per listing per
month.

Klein said that would cost him
over $1,800 a month if he continued
his subscription.

“It’s a shame because it definitely
penalizes our clients because it is
one less listing for public search. I
see LoopNet being less valuable by
the day. I talk to many colleagues
who feel the same way. They also
have dropped their LoopNet sub-
scriptions. It might make sense if you
are a national investment broker,
listing $2 million deals. Those list-
ings tend to be short term in nature
and bigger so they have more dollars
to pay for advertising,” Klein said.

LC Real Estate Group, in contrast,
has an office building that has 18,
2,000-square-foot suites. The build-
ing is a permanent listing because
there is always an office turning
over. That listing alone would cost
the company hundreds of dollars on
LoopNet.

Klein said that LoopNet offers
five- or 10-listing packages, saying
that brokers could use the package
to market their biggest clients. He
refuses to do that because all of his
clients are important to him. He
doesn’t want to be the one to have
to tell his smaller clients they aren’t
important enough to merit a listing
on LoopNet.

“That is not how I want to run my
business,” he said.
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Boulder valley real estate: Parsing fact from ‘fake news’

forgiven for wondering if facts

no longer matter or actions no
longer have consequences. Whether
one watches the national news or
alocal city council study session
where members declare that they
want fewer visitors (both tourists and
locals from neigh-
boring cities), itis
clear we are living
in strange times.

Despite all of

the uncertainty,
there are still a few
facts left out there
(atleast where
real estate is con-
cerned), and from
them we can draw
some reasonable inferences.

I n this day and age, one could be

BOULDER VALLEY
REAL ESTATE
JAY KALINSKI

The Facts:

1. Home prices throughout Boul-
der Valley are reaching all-time
highs.

At the top of the list, the average
single family home in:

Boulder now costs over $1,250,000

The suburban plains now costs
almost $850,000

Louisville and the suburban
mountains now cost over $750,000

Boulder County now costs
$767,000

Likewise, the average attached
homein:

Boulder now costs over $540,000

Louisville now costs over $400,000

Longmont now costs over
$350,000

There are no places left in Boul-
der County or Broomfield where the
average condo is less than $340,000.

2. Local housing inventory is at
historic lows

The inventory of homes through-
out Boulder County is at or near his-
toric lows..

At the end of June, there were 858
single family homes on the market
in Boulder County. To add some
perspective, the inventory of homes
on the market at the end of June 2006
was 2,763, more than three times as
many homes as there are now. There
are many reasons for this, includ-
ing the fact that people are choosing
to stay in place longer, increasing
prices/lack of affordable places to
move to, strong anti-growth policies,
etc. Looking at the economic, politi-
cal and structural factors at play, it
appears that this scarce inventory is
going to be the new normal.

3. Despite the high prices and low
inventory, demand remains high

We gauge the strength of demand
for homes using several indicators,
including months’ of inventory, the

“Economists say that

a balanced housing
market has about six
months’ of inventory,
with more inventory
being a buyer’s market
and less being a seller’s
market.”

average time a home spends on the
market, and the number of expired
listings (homes that failed to sell on
the market).

Economists say that a balanced
housing market has about six
months’ of inventory, with more
inventory being a buyer’s market
and less being a seller’s market. At
the end of June, Boulder County
had about 3.3 months’ of inventory,
compared to 3.8 at this time last year.
In the first half of 2016, the average
home spent 65 days on the market
(from listing to closing). So far this
year, that average is 57 days, 12.3
percent faster. Last year at this time,
there were 33 expired listings, com-
pared to only 26 this year, which is a
drop of 21 percent.

Taken together, these factors
demonstrate that demand is get-
ting stronger, even in the face of
rising prices and declining choices.
And when you consider net migra-
tion to our area and plentiful jobs, it
also appears that demand will keep
increasing and homes will continue
to appreciate until . .. when?

What is it that will cool our market
and when will it happen?

There are several issues that have
the potential to slow our market.
First, interest rates continue to rise
and as they do they will drain buyers’
purchasing power. Second, as prices
have risen faster than wages over
the last decade, there may come a
point where home prices have to stall
in order to allow buyers’ savings to
catch up. Third, a macro-level event,
such as arecession, international
watr, etc., could cool the entire econo-
my and affect our market.

The set of variables is too complex
to predict accurately what the precise
cause(s) will be or when it will come,
butit will come. The good news (if
you own real estate here) is that there
is no better place to invest in real
estate than here — even in a down-
turn.

Jay Kalinski is broker/owner of Re/
Max of Boulder.
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Real estate execs predict
continued price escalation

By Doug Storum
dstorum@bizwest.com

BOULDER— Real estate prices con-
tinue to climb in Boulder, begging the
question: When will the cycle take a
downward turn?

Commercial and residential chief
executives who work the area have
expected a downturn for some time,
but right now, they’re not seeing it.

“I thought it was over awhile back,”
said Jim Loftus, principal of Loftus
Developments, “But there may be two
or three years left ... prices and rents
continue to escalate.”

Loftus wasn’t the only one at Biz-
West’s CEO Roundtable on Real Estate
and Construction thinking Boulder is
the exception to the rule of cyclical ups
and downs.

“When we lose value, it’s usually
less than most (other places)” said Ste-
phen Tebo, founder and owner of Tebo
Development Co.

That may be because Boulder still
is a bargain for outside investors with
plenty of cash, and the cachet ofa Boul-
der address for large businesses is as
desirable as ever.

Steve Kawulok, managing director
of SVN/Denver CommercialILLC, said
his firm analyzes investments made in
commercial properties, and that two-
thirds of recent deals are “fresh money
coming into the Boulder Valley.”

Lynda Gibbons, chief executive of
commercial real estate firm Gibbons-
White Inc., agrees. “Acquisitions are
still strong ... there are manywilling to
payup.... An 18-month dip? Idon’t see
one coming.”

Scott Holton, principal of Element
Properties, said, “There’s always some-
one with cash, a 1031 exchange, or
someone willing to pay more.”

Most agreed that banks are slowing
theirlending, cautious that there could
be a downturn coming.

“There’s still a lot of private equity
out there,” said Jeff Wingert, president
and chief operating officer of W.W.
Reynolds Co., and increasing sale
prices of commercial properties are
being driven by outsider demand. But,
he said, there are fewer deals coming
through. “I see it slowing as interest
rates increase.”

Developing new buildings is anoth-
er matter, though, as scarcity of avail-
able land, increasing cost of materi-
als and labor and the Boulder City
Council’s heightlimitations and newly
enacted fees for an affordable housing
fund are making a cauldron of mud
thatdevelopers are finding hard to stir.

The affordable-housing linkage fee
for new commercial developments
in Boulder was raised from $9.53 per
square footto $12in November 2016.In
May, the council voted toraiseitto $30,
the second-highest affordable-housing
linkage fee in the nation, behind Palo
Alto, Calif’s fee of $35. The recent $18
increase will beimplemented at a pace

of $6 per year for the next three years.

Seeing the increased fees on the
horizon, some developers are hurrying
up their development schedule. Becky
Gamble, CEO of Dean Callan & Co.,
said Crescent Real Estate may speed
up its timetable for projects within
Flatiron Park, a business park on the
east side of Boulder, where Crescent
has multiple holdings.

Commercial leasing

Lease rates, driven by increased
Boulder County property taxes, have
reached the point that they are driving
out many small companies who can’t
afford them. Stephen Tebo said triple-
net expenses in downtown Boulder
can be as high as total leases in sur-
rounding towns. In a triple-net lease
agreement, the tenantagrees to pay all
real estate taxes, building insurance
and maintenance on the property in
addition to any normal fees that are
expected under the agreement such as
rent and utilities.

Residential

Home pricesin the region continue
to increase, with no signs of stopping.
Todd Gullette, managing broker of
Re/Max of Boulder, said home prices
continue to appreciate, a trend that
started in 1978 at an average annual
appreciation rate of 5.7 percent. Gul-
lette said from January to June this
year in Boulder County, the average
sale price of a home was up 10.5 per-
cent, and the average median price
increased 7.5 percent. In the city of
Boulder, the average sales price was
up 12.7 percent and the median price
was up 5.7 percent.

Stephanie Iannone, owner/manag-
ing broker of Housing Helpers, said
Boulderislosingits millennial popula-
tion because of the high home prices.

“Boulder workers opt to move out,
to Frederick, Firestone and Denver,”
shesaid. “Whatwe are left with is older,
more established, wealthy people are
movinghere. That’s thecommunitywe
are creating.”

Participants

Keith Burden, principaland manag-
ing broker, Burden Inc.; Becky Gam-
ble, CEO, Dean Callan & Co.; Lynda
Gibbons, CEO, Gibbons-White Inc.;
Todd Gullette, managing broker, Re/
Max of Boulder; Scott Holton, prin-
cipal, Element Properties; Stephanie
Iannone, owner/managing broker,
Housing Helpers; Steve Kawulok,
managingdirector, SVN/Denver Com-
mercial LLC; Jim Loftus, principal,
Loftus Developments; Stephen Tebo,
founder/ owner, Tebo Development
Co.; Jeff Wingert, president/COO W.W.
Reynolds Cos. Moderator: Christopher
Wood, BizWest Media LLC. Sponsors:
George Berg, Mark Changaris, Becky
Rigo and Peter Schaub of Berg Hill
Greenleaf Ruscitti. Jim Cowgill and
Jeremy Wilson of EKS&H.
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Engineering Firms

Ranked by number of licensed engineers

www.bizwest.com

No. of licensed Phone
engineers Website Person in charge,
Rank Firm No. of employees Services provided Year founded Title
Stantec 30 303-410-4000
1 370 Interlocken Blvd., Suite 300 290 Design, engineering and project management. www.stantec.com
Broomfield, CO 80021 1954
Tetra Tech Inc. . 17 Planning, design, cqnstructjon manggement, and operations. An integrated ~ 303-772-5282 Dan Batrack, president/
1900 S. Sunset St., Suite 1-E 110 approach to deliver innovative solutions in the water, natural resources, www.tetratech.com CEO
Longmont, CO 80501 environment, infrastructure and energy sectors. 1966
Northern Engineering 16 Civil engineering, land surveying, town engineering, land development, 970-221-4158 Nick Haws. president &
3 301 N. Howes St., Suite 100 45 entitlements, stormwater management, utilities, site development, www.northernengineering.com CEO P
Fort Collins, CO 80521 transportation improvements, infrastructure, master planning. 1987
ESC Engineering Inc. . ! . ! i 970-224-9100
4 3540 John F. Kennedy Parkway ;g m’:l]?cri’ gllimf]géﬂitice()sntiﬁ)(ljis?ﬁ;??ﬁélgzspd integration and GIS for uilites, www.thinkesc.com Kevin Hartig, president
Fort Collins, CO 80525 pas, ' . 1978
Ayres Associates 15 Full-service engineering firm providing consulting services in a variety of 970-223-5556 T 2, [, e
5 3665 JFK Parkway, Building 2, Suite 200 o4 disciplines, including water resources engineering, municipal engineering, WWw.ayresassociates.com o residént '
Fort Collins, CO 80525 urban planning, and GIS services. 1967 P
Anderson Consulting Engineers Inc. 970-226-0120
6 375 E. Horsetooth Road, Building 5 123 Civil engineering, water resources and environmental consulting. www.acewater.com Brr:gilgzéln/?nderson,
Fort Collins, CO 80525 1998 p
Farnsworth Group 10 Water and wastewater engineering, civil engineering, survey, GIS, energy 970-484-7477
7 1612 Specht Point Road, Suite 105 30 services, MEP engineering, commissioning, sustainability consulting, www.f-w.com
Fort Collins, CO 80525 architecture. 1891
Olsson Associates . A ) ) . 970-461-7733 . )
8 1880 Fall River Drive, Suite 200 29 Orlz§é)crl[soﬁers comprehensive engineering solutions for public & private www.olssonassociates.com rKr::nzlcekren’ office
Loveland, CO 80538 PrOJects. 1956 9
KL & A Inc. 970-667-2426 '
9 421 E. Fourth St. 22 Consulting structural engineers. www.klaa.com Grrssgi d}gzgsley, CEO/
Loveland, CO 80537 1994 p
Studio NYL Structural Engineers Inc. 8 Structural design and facade consulting for a wide variety of building types and 303-558-3145 Julian Lingham;
1 0 2995 Baseline Road, Suite 314 16 materials including concrete, steel, timber, masonry, aluminum, structural www.studionyl.com Christopher OHara,
Boulder, CO 80303 glass and FRP. 2004 principals
HL-AEL s I.nc. 8 Transportation/traffic, water & wastewater, structural design, planning, land 970_377_3602 Jeff Temple, area
A0 BT D, (61 0 ST 13 development, municipal engineering and construction management wyjub:comt manager
Fort Collins, CO 80525 ' ' 1955
Interwest Consulting Group L . ' ' 970-674-3300
! 7 Civil engineering design and consulting services for land development and ! )
1 2 1218 W. Ash St., Unit A 15 transportation projects throughout the Front Range. www.interwestgrp.com Terry Rodrigue, owner

Windsor, CO 80550

Discover the power
of banking made simple.

Because running a business is complicated enough.

¥ Jvh‘ﬂl\

e Full line of commercial loan products
e Deposit accounts to fit your needs

e Mobile banking anytime anywhere, online cash management

e Credit card processing, instant issue debit cards
e SBA Preferred Lender

Banking made simple

so you can get back to what really matters

%/IS Bank

Banking Made Simple.®

2425 35th Avenue e Greeley ® 970-673-4501
520 Sherman St ¢ Fort Morgan ¢ 970-867-3319

Member @
Fm www.fmsbank.com  k=d
LENDER

2002

Serving Seniors for More than 80 Years

Choosing a senior living community for yourself or a loved one is a daunting task: How

people caring for my parent?

do I know if it’s reputable? What if my needs change over time? Will there be competent

One time-tested way to research your options is talking to people who have personal or
professional experience in this area. Ask friends, neighbors, physicians, therapists: How

long has the community been in operation? Do the residents appear well-cared-for and
happy? What is the staff longevity/turn-over rate?

The Good Samaritan Society is proud to be a long-standing provider of senior housing
and care services in Northern Colorado for more than 80 years:

o Bonell Communities in Greeley = 81 years

o Fox Run Senior Living in Greeley = 11 years
o Fort Collins Village = 45 years

o Loveland Village = 45 years
o Estes Park Village = 15 years

o Water Valley Senior Resort in

Windsor = 10 years

For more information about which Good
Samaritan Society community provides which
levels of care, please visit www.good-sam.com/

NoCo or call 888-497-3813.

&

amarltan

oc1ety

COMMUNITIES OF

NorTHERN COLORADO

@ All faiths or beliefs are welcome. |
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Colorado Civil Group Inc. 7 Municipal engineering and land development services with specialties in 970-278-0029
5110 Granite St., Unit D 7 arterial roadways, potable water distribution, sanitary sewer collection, storm  www.ccginc.us Dave Lindsay, president
Loveland, CO 80538 drainage, master plans and construction. 2007
CTL Thompson Inc. Material testing, construction observation, structural & foundation design, 970-206-9455

1 4 400 N. Link Lane 25 geotechnical investigations, septic design, environmental engineering, www.ctlt.com x\qlgzgeeTrhompson, branch
Fort Collins, CO 80524 asbestos testing, phase | and Il site assessments. 1971 d

Composite Technology Development Inc. 6
15 2600 Campus Drive, Stite D :
Lafayette, CO 80026-3359

Scott, Cox & Associates Inc.

16 15305505t ' 5
Boulder, CO 80303

Earth Engineering Consultants LLC

Global supplier of advanced materials; deployable systems; pressure vessels;
7 composites; testing services.

Land surveying, civil engineering, geotechnical engineering, construction
materials testing and special inspections.

Geotechnical engineering, construction observation and testing, geotechnical 970-545-3908

303-664-0394
www.ctd-materials.com
1988

303-444-3051
www.scottcox.com
1959

James Smith, CEO

Donald Ash; M. Glassgow
IV, principals

1 7 4396 Greenfield Drive go modeling, highway quality-control testing, concrete mix designs, asphalt mix — www.earth-engineering.com Eterl]\?enl%\’,i\g ﬁgpegér?ﬁgrner;
Windsor, CO 80550 designs, highway smoothness profiling. 1993 ’
Lamp Rynearson & Associates 5 Civil design, municipal infrastructure, land development, transportation, 970-226-0342 Frank Kohl. senior surve

1 8 4715 Innovation Drive, Suite 100 23 wastewater, drinking water, land survey, water-rights engineering, water- www.lra-inc.com roiect maha er Y
Fort Collins, CO 80525 supply planning, water-well design, aquatics. 1959 proj d
Interwest Consulting Group 5 303-444-0524

1 9 P.0. Box 18330 17 Professional, structural, electrical, mechanical, traffic, fire protection. www.interwestgrp.com Terry Rodrigue, president
Boulder, CO 80308 2002
Professional Engineering Consultants . . - - . . 970-232-9558

20 420 Linden St., Suite 110 \;32 gﬁghzrgrcveil(lz,ezlectncal, structura and civil engineering design, planning and www.pec.com Rod Young, president/CEQ
Fort Collins, CO 80524 y : 1965
PCD Engineering Services Inc. f q 1 " q P q 303-678-1108

h . Mechanical, electrical, plumbing design, forensic engineering/expert witness, S \ . .

323 Third Ave., Suite 100 L . -l o www.pcdengineering.com Peter D'Antonio, president
Longmont, CO 80501 10 commissioning, energy analysis, building-performance verification. 2000
Martin/Martin Inc. Full-service civil and structural consulting engineering firm supported by 970-295-4722

22 1600 Specht Point Road, Suite 117 10 investigative engineering, survey, and construction management/owner’s www.martinmartin.com
Fort Collins, CO 80525 representative services for large and small projects. 1988
BG Buildingworks Inc. . . R - 970-221-5691

23 257 Linden St., Suite 200 g xf&ﬁig:ﬁ]’ig%};ﬂfal’ el o, VEseleta, el el i www.bgbuildingworks.com Dan Koelliker, president
Fort Collins, CO 80524 g 1991
Atkinson-Noland & Associates Inc. 4 Structural engineers specializing in in-situ nondestructive testing and 303-444-3620 Michael Schuller

24 2619 Spruce St. 8 evaluation services; material testing; design of repairs; and forensic services  www.ana-usa.com resident ’
Boulder, CO 80302-3808 for existing and historic masonry structures. 1975 P
Brown Civil Engineering " ! . - L . 1 303-551-8910

25 ; 4 Provides environmentally responsible civil engineering design and consulting I . Margaret Brown,
1300 Plaza Court N., Suite 101 . : . www.browncivilengineering.com -
Lafayette, CO 80026 7 services to governments, architects, and professionals throughout Colorado. 2007 president

Region surveyed includes Boulder, Broomfield, Larimer and Weld counties and the city of Brighton. Researched by BizWest

* Includes Greeley location.

E""'"'TL was excited to be part of the design for this Fort Colllns icon. We
worked closely with the architect, owner, and contractor to provide
structural and geotechnical engineering services.

During construction, our field testing and enwronmental"e_ i
departments supported the contractor in their efforts. Congratul
Lyric, on your new home!

400 NORTH LINK LANE
FORT COLLINS, CO
PH: 970.206.9455

GEOTECHNICAL
MATERIALS TESTING
STRUCTURAL

ENVIRONMENTAL
EARTH RETENTION

www.ctlt.com
fc@ctlthompson.com

Proudly serving Northern Colorado for 25 yeatrs.

GEOTECHNICAL ENGINEERING

CONSTRUCTION MATERIALS
TESTING

CONSULTATION SERVICES

970-545-3908

WWW.EARTH-ENGINEERING.COM
4396 GREENFIELD DRIVE | WiNDSOR, CO
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ply drives demand
industrial real estate

By Paula Aven Gladych
news@bizwest.com

Industrial real estate seems to be
the one bright spot in commercial
real estate currently, with demand far
exceeding inventory.

“We are supply-constrained across
the board with construction costs
and rents that don’tjibe,” said Nathan
Klein, partner and commercial bro-
kerage manager for LC Real Estate
Group LLC in Loveland. Because of
that, the costfeasibility for speculative
construction is not there, he said.

“While we’ve got a little bit of con-
struction going on, it is not wide-
spread. It has to be end-user driven.
I've seen end users reluctant to build
at $200 per foot for a metal building.
It’s crazy. Those that have to will; they
certainly will. Business pressure at
some point outweighs the cost,” Klein
said.

He points out that it takes about 18
months to get a new industrial build-
ingthrough city approvals, design and
construction.

“If we rely on end-user construc-
tion to supply the market, it is a long,
slow process. For me, it is a natural
supply constraint, not an artificial
one. It suggests that the market ought
to stay pretty good for a while until
something changes, either rents keep
climbing for it to make sense for more
spec construction or we will find more
decent space at an affordable price,”
he said.

Demand is high for both the sale
andlease ofindustrial buildings, Klein
said. Anyindustrial building that goes

up for sale gets multiple offers. For
example, a million dollar industrial
building by the Northern Colorado
Regional Airport garnered six offersin
three days of its listing.

“We have clients on the sideline
waiting to find something. This is
not glamorous real estate. It is pretty
ugly industrial,” he said, adding that
he believes it is a really interesting
dynamicin the marketplace forindus-
trial because there needs to be some
spec construction to get the market
caught up but the more that happens,
the more lease rates will be held down
and the less sense it is going to make.

“Itisaninteresting circular series of
events on whatit takesbutI think most
of our clients are banking in the near
term we are going to continue to see
modest rent increases based on lack
of inventory,” he said.

According to a Northern Colorado
Industrial market summary prepared
by CBRE for McWhinney, Northern
Colorado has 30,823,051 square feet
of inventory in 750 buildings. In the
first quarter of 2018, there was a 5.2
percent availability rate with a 6.6
percent vacancy rate and a weighted
average asking rate of $9.74 triple net
per square foot.

Nationally, there was 7.58 percent
availability in the industrial market
witha4.5 percentvacancyrate. Indus-
trial properties were asking $6.92 per
square foot. In Denver, the asking
rate was $7.67 per square foot with 8.2
percent availability and a 5.8 percent
vacancy rate.

“I think we will see continued
appreciation of existing product, at

least in the short- to median-term
future,” Klein said. “It’s good for any-
body who owns real estate and it is a
good time to buy real estate even. We
have some people concerned about
it being overheated or overpriced. 1
look at the fundamentals. It is defi-
nitely expensive;itisnot cheap.Itisan
expensive time to buy but there are a
lot of fundamentals that suggest we're
not done. There is still room to grow.”

McWhinney, a large developer in
Northern Colorado, is still developing
industrial properties on spec.

The company is developing build-
ings that are between 24- and 32-foot
clear and range from 100,000 to
170,000 square feet.

“We're exploring doing some larger
format developments as well,” said
Ashley Stiles, McWhinney’s vice presi-
dent of commercial development for
Northern Colorado, which has mixed-
use developments in Broomfield and
Loveland.

In Loveland, McWhinney is on its
third industrial building in Centerra,
which is a master planned communi-
ty. It has 350,000 square feet in indus-
trial between those three buildings.
All of those buildings were built on
spec, Stiles said.

In Broomfield, the company
recently completed a 153,000-square-
foot industrial building that already
has three tenants occupying 50 per-
cent of the building.

“We arestill actively marketing that
space. We've seen really great inter-
est,” she said.

Part of the reason McWhinney’s
properties do so well is that they are

CENTERRA
INDUSTRIAL
BUILDINGS

3706-3720 Aldrin Dr.
Loveland, CO 80538

JOEL BLOCKER FOR BIZWEST
McWhinney’s newest industrial building, Center Industrial, sits off Rocky Mountain Avenue and East 37th Street near the Northern Colorado Regional Airport. The industrial build-
ings offer more than 83,000 square feet of flexible space for tenants.

integrated into master planned com-
munities. Industrial buildings are sur-
rounded by many amenities, includ-
ingtrails, outdoor activities, retailand
restaurants and housing.

“Itfeels alittle more inclusive of the
entire community than just stand-
alone industrial parks. It is one of our
competitive advantages,” she said.
“There’s a lot to do in our community
for those businesses and their employ-
ees who work there, which is some-
thing thatisreally appealing to folks.”

Thebusinesses interested in indus-
trial space run the gamut, she said.
In Centerra, one tenant is a manu-
facturing and distribution facility
and another does auto glass repair. In
Broomfield, one tenant is using part
of its space for offices and the other
part for research and development.
Another is a distribution company
for lighting equipment. A large fitness
user has also expressed interestin the
Broomfield development.

“We are seeing a broad range of
uses and different company types,”
Stiles said.

Many developers won’t build
industrial space on spec currently
because they are worried about the
lease up risk, Stiles said.

“We are watching the market
demand for space and what inventory
is in those submarkets. Nobody is fill-
ing these needs,” she said.

McWhinney went spec because of
the size of tenants it was attracting.

“Really, if you can figure out how
to finance it and buy yourself enough
time to lease it up, it is really the way
to go. It allows the tenants to make
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decisions they didn’t feel like they
could, particularly around timing,”
Stiles said.

She compares the industrial mar-
ket to the multifamily development
market. For years there were no new
multifamily developments and then,
recently, multifamily development
has blossomed.

In the Denver market, the can-
nabis industry has taken up most of
the older industrial product on the
market, fueling the demand for new
industrial to fill the needs of everyone
else, Stiles said. Much of the industrial
development is taking place along the
major transportation corridors, like
along I-25 and I-70.

Jim Neufeld, abroker with RE/MAX
Commercial Alliance in Greeley, said
that the industrial market in his area
is kind of frustrating and confusing
rightnow. Greeley relies on the oiland
gas market for much of its industrial
tenants and many of those are picking
up and moving to Wyoming because
they are worried about Colorado poli-
tics and the proposed ballot Initiative
97, which would require a 2,500-foot
setback around all oil and gas drilling
operations. Add to that the high cost
tobuild anindustrial building and the
“riskis so high,” he said.

Mike Eyer, vice president of CBRE
Brokerage Services in Fort Collins,
said that vacancy rates are at all-time

lows. Depending on which buildings
are included in the averages, vacancy
rates sit somewhere between 3 percent
and 5 percent.

“The challenge in the market right
nowis alack of functional product for
tenants in unique companies. Lease
rates probably haven’t caught up to
support new construction so there’s
not alot of new speculative construc-
tion going on. The market continues
to be really tight and it has actually
had an impact on leasing activity as
it has slowed down a bit this year,”
Eyer said.

He added that there is still “pent up
demand for industrial space but just
the lack of product has kept that on
the sidelines.”

Lease rates are going up, he said,
but they haven’t maintained the same
pace as construction costs.

“I'think alot of developers look at it
asarisky proposition to build specula-
tive space because they are not confi-
dent the market will absorb it with the
lease rates needed to get fair return
on the money,” Eyer said. “Something
will give eventually. I'm not smart
enough to say when it is going to be.”

McWhinney and Schuman Com-
panies Inc. have both been successful
with their speculative buildings. Eyer
said that as others see these projects
succeed, more people will be willing
to take on the risk.
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Median home prices in June
increase in all but one market

By Doug Storum
dstorum@bizwest.com

LOVELAND —The median price
of single-family homes increased
from April to June in all but one
market in Northern Colorado and
Boulder Valley that are tracked by
Loveland-based multiple-listing
service Information Real Estate Ser-
vices Inc.

For the second month this year,
the median home price in Boulder
exceeded $1 million. The lone mar-
ket to record a decline in median
home prices from April to June was
Loveland/Berthoud.

The least expensive market in
June was Greeley/Evans at $301,000,
but it was the first time the median
price exceeded $300,000.

In Boulder, the median price in
June was $1,104,500, but not as high
as April when it reached $1,247,000.
There were 72 sales from 167 list-
ings. Average time on market was
56 days, the shortest cycle so far
this year.

In the Estes Park area, which
includes Allenspark, Meeker Park,

Raymond and Riverside, the medi-
an price was $520,000 based on 41
sales from 155 listings with an aver-
age time on the market of 80 days.

The median sale price during
June in Longmont was $435,000,
the third-highest price per month
this year, with the highest being
$448,000 in April. There were 115
sales from 218 listings with an aver-
age time on the market of 49 days.

In Fort Collins, the median sale
priceinJunewas $420,500, the high-
est price so far this year. It also was
the mostactive marketin theregion
with 340 sales from 779 listings, but
the number of listings was down
from 917 for the same month a year
ago. Average time on the market was
62 days.

In the Loveland/Berthoud mar-
ket, the median home price declined
from $406,500 in April to $389,557 in
June. There were 238 sales from 469
listings with an average time on
market of 62 days.

In the Greeley/Evans market,
there were 180 sales from 219 list-
ings in June — the most sales and
listings in a single month this year.
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Think outside
the box.

Our Global Banking team will help you

build an international strategy that sets

your business up for success. We start with

a relationship-focused approach and
customized comprehensive solution sets,
including foreign exchange and global trade.

Contact us today at 888.464.7804
or visit us at firstnational.com/global

(i) First National Bank

GLOBAL

BANKING GROUP

Member FDIC
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OUR PEOPLE OUR CLIENTS  OUR COMMUNITIES

CONSTRUCGCTION

GENERAL CONTRACTOR | CONSTRUCTION MANAGER

EDUCATIONAL
HEALTHCARE

R&D TECHNOLOGIES
OFFICE/PROFESSIONAL

WWW.ELDERCONSTRUCTIONING.COM

WINDSOR | 970.744.4731

Picture the Perfect Bank from
Bankers who Share your Vision

Kelly Haney Ted Ray Judy Thornton Gail Grant

Mortgage Originator Wealth Advisor Cash Management Northern Colorado

970-660-9023 970-660-9027 Consultant Group President
303-225-6267 970-660-9019

% Great Western Bank

Not a I ba n kS are AtGreatWestern Bank relationships are the

foundation of our strength, so come see how our

created eq ual. approach to Making Life Great can benefit you.

www.greatwesternbank.com

SERVING: Boulder, Broomfield, Cherry Creek, Colorado Springs, Denver, Erie, Fort Collins,
Greeley, Lafayette, Lakewood, Littleton, Longmont, Louisville and Loveland

@Mmﬂhm‘
= FDIC

www.bizwest.com
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DEREGREMAN

M 11 Professional Service Technicians
W Two Drivers for Parts AS.AP

W Work Performed Only With Approval of
Estimates

M Largest Independent Truck Shop in
Northern Colorado

M Fastest Turn-Around Time to Keep Your
Trucks on the Road: We average a 2 day

turn-around! . .
. _ W Four Mobile Service Trucks
M Service Consultants for Personalized

Capile W Same day field inspections and/or 1 day

diagnosis

WE CAN REPAIR ANY KIND OF TRUCK, TRAILER, BOOM TRUCK, TRACTOR,
FORKLIFT, COMPRESSOR, GENERATOR AND EARTHMOVER.
CALL US AND ASK! WWW.DSNC.BIZ

» Fort Collins
1828 . Mulberry Street
JD/ESEL SERVICES 970-221-9280
OF NORTHERN COLORADO

Johnson’s Corner, Johnstown
4778 Marketplace Drive | 970-278-4500

'y




www.bizwest.com BizWest | August2018 m 23

ELIST

Utility Providers

Ranked by number of customers

No. of
customers Website
No. of % electric % water Email Person in charge, Title
Rank Company name employees % gas % sewer Phone/fax Year founded
Northern Colorado Water Conservancy
District 800,000 0% 100% U TE TS 1 Eric Wilkinson, general manager
220 Water Ave 115 0% 0% ERTSREE TR 1937
Berthoud. CO 8051 3 800-369-7246/970-532-0942
Platte River Power Authority " 0 0 WWW.prpa.org -
2000 E. Horsetooth Road ;gg,OOO 3)00/% 8;’ communications@prpa.org #38‘705 Frisbie, general manager/GEQ
Fort Collins, CO 80525 ° ° 970-226-4000/970-229-5244
City of Greeley Water & Sewer Department " www.greeleygov.com/water : .
1100 10th St., Suite 300 132;000 83’ 1883’ water@greeleygov.com 1Bg;tOKn|ght, ulley i Gliesia
Greeley, CO 80631 ° ° 970-350-9811/970-350-9805
Xcel Energy 100,000 51% 0% | David E ident, Xcel Energy - Colorad
1800 Larimer , b b www.excelenergy.com avid Eves, president, Xcel Energy - Colorado
225 49% 0% 303-245-2254/303-245-2292 1869
Denver, CO 80202
Fort Sollins Utiities 77,301 93% 45% s Kevin Gertig, executive director
od St 400 0% 45% gov. 1882
Fort Collins, CO 80522 970-212-2900
United Power Inc. " o 9 www.unitedpower.com
500 Cooperative Way 13’1629 (1)00/0 " 80;“ unitednewsline@unitedpower.com ‘:%g% Parker, CEO
Brighton, CO 80603 ° ’ 303-659-0551/303-659-2172
Atmos Energy Corp. o ® www.atmosenergy.com . . .
1200 11th Ave LSé,OOO %’00/ 80? darwin.winfield@atmosenergy.com ?Szgm AT, IR @ A2 5 e
Greeley, CO 80631 ’ ’ 1-888-286-6700
Poudre Valley Rural Electric Association Inc. o 0 WWW.pvrea.com
7649 REA Parkway gg,OOO 800/0 " 84’ pvrea@pvrea.com #gzgv adsworth, CGEO
Fort Collins, CO 80528 ° ° 800-432-1012
Longmont Power & Communications 38.753 100% 0 www.longmontcolorado.gov/Ipc Tom Roiniotis, general manager, Longmont Power &
1100 S. Sherman St. 62' 0% ° 00/° Ipc@longmontcolorado.gov Communications; Tom Roiniotis, general manager
Longmont, CO 80501 ’ ’ 303-651-8386/303-651-8796 1912
Loveland Water & Power " o 0 www.cityofloveland.org/lwp .
200 N. Wilson Ave. ?2221 5 2)00/0 h ;14) sustainloveland@cityofloveland.org ?geé/;a Adams, director
Loveland, CO 80537 ’ ’ 970-962-3000/970-962-3400
Town of Estes Park — Water and Electric o ® www.estes.org L . .
1 1 170 MacGregor Ave. ;2,927 807/; 35} % townadmin@estes.org I;E;nl; Lancaster, town administrator; Todd Jirsa, Mayor
Estes Park, CO 80517 ’ ° 970-586-5331
Nextngh? (angmont Power & o o www.longmontcolorado.gov/Ipc Tom Roiniotis, general manager, Longmont Power &
1 Communications) 15,423 0% 0% Ipc@longmontcolorado.gov Communications
1100 S. Sherman St. 38 0% 0% perong g
303-651-8386/303-651-8796 1912

Longmont, CO 80501
Regions surveyed include Boulder, Broomfield, Larimer and Weld counties.customers.

* Represents number of meters served by PRPA's owner municipalities of Estes Park, Fort Collins, Longmont and Loveland.
** 2016 data.

Researched by BizWest

Poudre

Valley

2018 Electric Co-op
Utility of the Year

PVREA has been named 2018 Power Players Electric Cooperative
Utility of the Year by the Smart Electric Power Alliance (SEPA) for the
Coyote Ridge Communlty Solar Farm project — a solar array__ -_ ned

Your Touchstone Energy® Cooperative 7(:#

pvrea.coop

2 ‘
i R
\ \

“On behalf of all our members, staff and our Board of Directors,
we say thank you. One hundred thirty-two under-resourced
#% families in Northern Colorado now receive solar power from
Coyote Ridge Community Solar Farm.”

-PVREA VP, Member Relations David White
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Silverline Services

Achieving Excellence!

¢ Licensed electrical contractors

e Custom fabrication

e Powder coating

o Chain Link / Metal Fence fabrication and install

c%: Manllfts skid steers, flameless heaters etc
Al)d much_ moref— call’i‘or mfﬁrmatlon and pncmg

www.silverline-services.com
1287 Diamond Valley Dr. Windsor, CO 80550

970-381-6080

Get in touch! & K3

AMIDSUWMER NIGH‘?&S
nms CAI-NAP <&

"3 Poudre
1 ity Pst & Feed
N' Supply

www.bizwest.com

-Offices

-Tenant Finish
-Restaurants
-Breweries
-Medical/Dental
-Ground Up

CONSTRUCTION, INC. _Retail

(970)224-9200

A local commercial geheral contractor
specializing in design build.

www.thunderpup.com

September S, 2018 * GrM

¥ » Embassy SuitesLoveland * x

“DELIGIOYS GUISINE!
ADOPTABLE PET PARADE!
LIVE &SILENT AUGT[O%SII

AND LIVE MUSI

All proceeds benefit Larimer Humane Society
and homeless animals in Northern Colorado.

120 per person
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Officials of Trammell Crow Residential recently participated in a groundbreaking ceremony for Diagonal Crossing, a mixed-use
development in northeast Boulder. From left, Jason Bentley, president of construction; Rick Hessler, superintendent; Rob Jouvenal,
vice president of construction; Cal Keiter, lead superintendent; Jarvie Worcester, managing director; Jordan Orr, development as-
sociate; and Daniel Pittenger, analyst.

Developers break ground
for Diagonal Crossing

By Doug Storum
dstorum@bizwest.com

BOULDER — Developers recent-
ly held a groundbreaking ceremony
for Diagonal Crossing, a mixed-used
apartment community that will be
constructed near the Diagonal High-
way at the northern entrance to Boul-
der.

For the past month, earth-moving
equipment has been used to prepare
the site.

Trammell Crow Residential, a
national multifamilyreal estate devel-
oper, said it is donating three of the
six parcels that make up the 20-acre
site to nonprofit organizations Studio
Arts, Meals on Wheels and Naropa
University, which will utilize the space
for communityart classes, ameal-dis-
tribution facility and faculty housing,
respectively.

Oftheremainingthree parcels, one
will have 250 market-rate apartments,
one with 85 “affordable” apartments
and another with retail space.

The affordable apartments will be
developed and owned by a partner-
ship of Boulder-based Allison Man-
agement Inc. and Denver-based Koel-
bel and Co.

Jarvie Worcester, managing direc-
tor of Trammell Crow Residential’s

Mountain States Division, said “the
vast majority of Boulder’s housing
stock consists of single-family homes
and smaller buildings converted into
apartments, and the demand for qual-
ity apartment housing has grown well
beyond the available homes in the
market.

“We believe the Diagonal Cross-
ing community will help meet the
demand while also creating hous-
ing opportunities for the firefighters,
nurses, police officers and others who
work to serve and protect the commu-
nity. We're also thrilled to give back to
the community by donating parcels
to three wonderful local nonprofits.”

Studio Arts is an art-education
organization that provides ceramics
programs the Boulder Pottery Lab
and partners with similar arts orga-
nizations.

The Boulder chapter of Meals on
Wheels provides meals to people in
need in the city, regardless of age or
income.

Naropa University is a Buddhist-
inspired private liberal arts college
based at 2130 Arapahoe Ave.

As the master developer, TCR will
handle the logistics for all six parcels,
includingutilities, landscaping, roads,
sidewalks and streetlights. The project
is expected to achieve LEED Silver

certification.

Diagonal Crossing will consist of
studio, one- and two-bedroom apart-
ments. Community amenities will
include a 6,000-square-foot clubhouse
and fitness center, outdoor swimming
pool and spa, bike storage, B-Cycle
station and alandscaped center prom-
enade with public art displays.

Apartment interiors will be
equipped with quartz countertops,
tile backsplashes, stainless steel appli-
ances and nine-foot ceilings. Many
will feature covered parking and stor-
age lockers.

The project site is on vacant land
at 3600 Colorado Highway 119 and is
bordered by Independence Road to
the south, 47th Street to the west and
Highway 119 to the east. Two out-lots
at the community will connect to
green space and a multiuse recre-
ational trail.

Trammell Crow paid $7.5 million
for the 20-acre parcel in 2017.

The site, commonly called McK-
enzie Junction, has proved to be a
challenge to developers. The site has
been looked at by several develop-
ers during the past decade, having
drawn interest from a big-boxretailer,
home developer and a private busi-
ness interested in building a sports
complex.
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Conga leases 88,000 square feet
for HQ at Atria office complex

BROOMFIELD — Software firm AppEx-
tremes Inc., doing business as Conga, has
leased approximately 88,000 square feet
for its global headquarters in Atria, a Class A
office complex in Broomfield.

Conga will consolidate multiple offices in
the region to its new headquarters at 13699
Via Varra Road.

Conga’s current headquarters occupies
30,000 square feet at 390 Interlocken in
Broomfield.

The company is expected to move into
Atria in March 2019, after an extensive build-
out of the property.

Conga specializes in products that auto-
mate and streamline data-management
tasks, document generation and contract
management. The company serves more
than 8,000 customers.

Atria recently was completed by Denver-
based Etkin Johnson Real Estate Partners.
It consists of two 88,293-square-foot office
buildings on 15.5 acres. Congaiis the first ten-
ant of Atria and will occupy the north building.

N.Y. investors pay $18M for Life
Time health-club building

BROOMFIELD — A group of investors in
New York has paid $18 million for the property
that houses Life Time Athletic Flatirons, a
health club in Broomfield.

Pan Am Equities Inc., using the entity LT
Flatiron LLC, bought the property at 300 Sum-
mit Blvd. from Minnesota-based Lifetime Inc.,
which used the entity LF Real Estate Co. Inc.,
in the transaction, according to public records.

Life Time will continue to operate the health
club under the sale-leaseback deal.

Pan Am Equities Inc. develops and oper-
ates real estate properties. The company pro-
vides development, ownership, construction
and property-management services.

Life Time Fitness in 2017 acquired the for-
mer Lakeshore Athletic Club facility for $10.75
million and in December of that year spent $10
million renovating the building. Chicago-based
Lakeshore Athletic Clubs built the health club
in 2003 for an estimated $26 million.

Life Time operates 138 facilities in 28 states
including five in Colorado: Broomfield, Cen-
tennial, Parker, Westminster and Colorado
Springs.

Neenan Co. design-build partner
on Tammen Hall redevelopment

FORT COLLINS — The Neenan Co.,
based in Fort Collins, has begun construc-
tion on an affordable senior-housing project
in Denver’s City Park West neighborhood.

The Tammen Hall redevelopment project
is on the Saint Joseph Hospital campus.
The Neenan Co. is the design-build partner
for the renovation of the historic landmark
being developed by MGL Partners and Sol-
vera Advisors LLC.

The property will provide 49 rental apart-
ments for income-qualified seniors 62 years
of age and older.

Located at 1010 E. 19th Ave., the eight-
story, 52,000-square-foot facility will feature
common areas on the first floor, one- and
two-bedroom apartments on the second
through seventh levels, and the top floor will
include a common area and rooftop patio
for residents. The project is planned for
completion in mid-2019.

“We're thrilled to support such a mean-
ingful project among Denver’s thriving
development scene,” said David Shigekane,
president of The Neenan Co. “Not only are
we helping to preserve an important piece of
Denver’s heritage, but the project will surely
play a significant role in Denver’s future.”
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Buyer’s market or seller’s market? It depends

orthern Coloradoisina
seller’s market, right?
Hard to argue otherwise.

Afterall, the region’s supply of homes
for sale has held low for several years
running, demand maintains a steady
simmer, and average prices keep
climbing.

From a30,000-
footview, that’s a
reasonable assess-
ment. Butidentify-
ingaseller’s market
or buyer’s market
requires a closer
look—maybe even A ,
ascloseasaneigh-  RESIDENTIAL
borhood, acity BRANDON WELLS
block, or a specific
property. Through
thatlens, you'll see that Northern
Colorado is a patchwork of seller’s and
buyer’s markets.

Traditionally, abalanced market
is defined as six months of supply—
meaningitwould take sixmonths to
sell all available homes at the current
pace of sales. Less than six months gives
the advantage to the sellers, resulting
in more competition for less supply,
and upward pressure on prices. When
the supply dwindles down toward one
month, you see multiple offers from
buyers, and the elimination of contin-
gencies.

Abuyer’s market occurs when supply

Transactions and average real estate sales

This chart compares June statistics for real estate sales in Northern Colorado from 2016, 2017 and 2018:

Total sales Total sales  Total sales 1-year % Avg.Price Avg.Price  Avg.Price  1-year % Change

Sub-Market June 2016  June 2017  June 2018 change ('17-'18)  June 2016  June 2017  June 2018 ("17-'18)
Fort Collins 347 374 342 -8.56% $385,831 $403,626 $429,593 6.43%

Timnath 16 18 37 105.56% $610,135 $623,024 $679,129 9.01%

Wellington 43 38 34 -10.5% $321,366 $320,509 $331,889 3.55%
Greeley/Evans 228 22 217 -3.98% $252,442 $290,164 $301,241 3.82%
Loveland/Berthoud 222 237 247 4.22% $350,714 $388,421 $394,275 1.51%
Windsor/Severance 117 115 142 23.48% $364,973 $448,783 $424,258 -5.46%
Ault/Eaton/Johnstown/ 90 122 129 5.74% $322,604 $368,683 $380,428  3.19%
Kersey/LaSalle/

Mead/Milliken

Estes Park 37 30 31 3.33% $377,789 $499,587 $518,863 3.86%

Totals 1,100 1,160 1,179 1.63% $344,176 $382,379  $399,909 4.58%

Source: IRES
is greater than sixmonths. That'’s when the seller’s markets are the strongest original price.

buyers enjoy more houses to choose
from, and consequently more lever-
age on price. The spread between the
originallist price and the eventual sales
price gets larger, as sellers are forced to
adjust their pricing strategies to make
their properties more competitive.
With these descriptions, we can
begin to recognize the patchwork we
discussed earlier. Different locations
and price points are experiencing dif-
ferentlevels of demand. Using price
ranges as a guide, let’'s examine where

s
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and where some buyer’s markets exist
across Northern Colorado:
$300,000-$500,000. Understand-
ably the most popular price point for
buyers, and definitely a seller’s market
wherever you go. In Fort Collins, Gree-
ley and Loveland, the supply ofhomes
in thisrange was at one month orless as
of June, and sellers were getting about
101 percent of the original list price. In
Berthoud, there was a three-month
supply of homes in thisrange, and the
average sale fetched 100.3 percent of the
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$500,000-$700,000. Supplies in this
segment ranged from 1.6 months (Fort
Collins and Greeley) to four months
(Loveland and Berthoud). Butthe
seller’s percentage oflist price was less
predictable —as high as 101.3 percent
in Loveland and aslow as 97.6 percent
in Greeley.

$700,001-$1 million. Signs ofa
buyer’s market for those shoppingin
this price range. Only in Fort Collins
was supply atless than sixmonths (4.4
months). Greeley, Loveland and Wind-
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Real estate inventory: attached homes : -
and detached homes Join us for the museum’s only fundraising

This chart compares June statistics for real estate inventory, including attached homes and
detached homes, in Northern Colorado from 2016, 2017 and 2018:

event, an evening of 60s mod-themed fun!

- R

1-year % C T T T .
Sub-Market June 2016  June 2017  June 2018  change ('17-'18) % ¥
Fort Collins 347 486 448 -1.81% .
Timnath 48 62 90 45.16%
Wellington 79 52 38 -32.65% I 0 H T AT T HE u E u m
Greeley/Evans 275 209 201 -3.82%
Loveland/Berthoud 304 446 369 -17.26% . - a
Windsor/Severance 206 304 277 -8.88% | MOOH Landlngs & Martlnls
Ault/Eaton/Johnstown/Kersey/la- 193 305 282 -1.54% X ° .
Salle/Mead/Milliken
Estes Park 116 103 89 -13.59% %‘é * PRESEHTED By *
Totals 1,568 1,967 1,705 13.32% FOUNDATIONS
Source: IRES ~ _COUNSELING, LLC
XK
sor all reported atleast seven months dition will always rise to the top of the ¥
of supply. But Greeley sellers got 100.6 supply chain.
percent qf their asking price, whi'le the The ongoipg challgnge is that every- Se ptem ber 28 , 2018
Fort Collins sellers only brought in 96.2 one holds their home in the highest
percent. regard and typically has a hard time at the Fort Collins Museum of Discovery
$1 million-$1.3 million. A small looking objectively at its location, price, *

sample size here, so only Fort Collins
had enough sales in this price range to
warrant analysis. The supply was 8.5
months, and percentage oflist price was
just 85.5 percent.

Anumber of variables, including
location, price, and the condition of the
home, will help or harm any property
from bucking the statistical trend. A
house in this marketlocated in a highly
desirable location and in superior con-

and condition. Knowingyourlocal
market supplyis critical as you get ready

. $T3VIP ~ $55/$45 FOR MEMBERS o

tosell or buy. Reading headlines can Tickets E ailabIgét fcmod.or’g/ natm
be deceptive and lacks the hyperlocal = .

focus necessary to establish realistic

expectations. FORT COLLINS [ £} (3]
MUSEUM OF 408 Mason Court

Brandon Wells is president of The Dl SCOVERY 970.221.6738

www.fcmod.org

Group Inc. Real Estate, founded in Fort
Collins in 1976 with six locations in
Northern Colorado.
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Crossing the chasm to revenue and profit

ntrepreneurial ventures bring
E to market and diffuse new

products and services. The
end goal, never to be forgotten, is to
sell enough at a profit that the firm
makes money. Also these pursuits
of passionate purpose deliver real
rewards of meaning and connections.
Delivering financial results is difficult.

The Problem

Everett Rogers developed a theory
on how, why, and at what rate new
ideas spread. Diffusion of Innovation
explains that diffusion is the process
by which an innovation is commu-
nicated over time among the partici-
pantsinasocial system. Technology
makes its way through the population
inabell curve distribution called the
technology adoption life cycle.

The Innovators, as explained
by Geoffrey A. Moore in his book
Crossing the Chasm, are technology
enthusiasts and the first customers
for anything thatis brand-new. “They
don’thave any money. Only with their
endorsement can a discontinuous
innovation get a hearing, and so we
often “seed” (read “give”) products
to this community to gain their sup-
port.” These techies desire to explore.

The early adopters are visionaries
who have an extraordinary influence
because they will bring real money
to the table. Yeteach “visionary

American
Cancer
Society’

S

with special guests

demands special modifications that
overtax the R&D resources of the
fledgling enterprise.” They desire to
exploit the new capability.
Innovators jump on the product at
first, followed by early adopters, the
early majority (pragmatists) and late
majority (conservatives), to finally
reach the laggards
(skeptics). These
various players
have different
interests. An
entrepreneurial
venture needs to
go after the early
market, which
represents just
16 percent of the
adoption. This

ENTREPRENEURS
THERESA M.
SZCZUREK

typically takes a minimum of 10 years.

This summary (https://four-
minutebooks.com/crossing-the-
chasm-summary/) states, “People
in the early majority are much more
pragmatic. They don’t want big
changes and huge innovations, but
rather incremental improvements
based on using proven products and
solutions. The majority wants to buy
from established brands, but without
having the majority buy your prod-
uct, you can’'t become an established
brand. This dilemma is what Moore
calls “The Chasm” and it’s something
all companies must overcome, if they

ever want to see their product become
successful and reach the majority of
the population.” How do you cross
the chasm?

The Solution

Moore and fourminutebooks sum-
marizes:

1. The chasm is a gap between
visionary early adopters and the prag-
matic majority.

2. Crossing the chasm requires
securing a specific niche as a beach-
head first.

3. Position yourself as a market
leader in your niche by making a
strong claim.

“When you contrast yourself with
amarket alternative (the traditional
way of doing things) and a product
alternative (a competitor, who uses
the same technology, but in a differ-
entindustry), you can easily position
yourself as the leader in the new, com-
bined field. This claim will allow you
to focus exactly on your initial niche
and eventually take the majority of
the market share there, so you can
then expand and dominate the rest of
the market as well.”

Example

Fourminutebooks gives this exam-
ple. “Dropbox could’ve positioned
itself by saying: ‘For private PC users,
who are sick of carrying files from one

PC to the next via USB stick, we offer
ahardware-free file syncing solution.
Our service makes your files available
on any device with an internet con-
nection, justlike YouTube does with
video, but with any type offile you
choose.””

Another example is Radish Sys-
tems’ initial focus on health care.
For health-care businesses that
have callers frustrated by cumber-
some automated phone systems and
dreading interactions with hard-to-
understand live clinicians, Radish
offers ‘voice with visuals’ self-service
and live assistance. True visual IVRs
(Interactive Voice Response systems)
aka virtual nurses offer callers from
any phone with access to a browser
via the Internet the ability to see, hear,
and store complex information. This
is similar to what conferencing firms
do with video, but with any phone call
compatible with existing infrastruc-
ture while sharing any visual.

Summary

Entrepreneurs need to cross the
chasm by focusing on a specific niche
to become its market leader. Then
expand.

Theresa M. Szczurek, Ph.D., is a seri-
al technology entrepreneur and Certi-
fied Management Consultant. Reach
her at tms@RadishSystems.com.

TYLER FARR

Chancey Williams ana the
Younger Brothers Band

Saturday September 15, 8:00 p.m. Tickets are on sale at
Budweiser Events Center

www.CBBNoCo.com

Help Country Conquer Gancer with a

Special Benefit Concert

for the American Gancer Society Starring




www.bizwest.com

BizWest | August2018 ® 29

Richmark projects to transform Greeley

By Jeff Thomas
news@bizwest.com

GREELEY — For Pam Bricker, and
the board of the Greeley Downtown
Development Authority, there have
always been three main ingredients
for a successful downtown: live, work
and play.

“We’ve done really well on work,
very good on play, but not so good on
live,” said Bricker, executive director
of the DDA. “That was a top goal of the
board.”

But it now appears a significant
milestone in attaining that goal will
start to be realized this summer, as
three new redevelopment projects
centering on multi-family residential
by Richmark companies will begin
going through city review. The first
project, known as South Maddie, is a
walkable, mixed-use development at
1540 Eighth Ave., and was scheduled
for a special use review by the Greeley
Planning Commission on July 24.

There are three developments in
or near this block of Eighth Avenue
proposed by Richmark, wholly owned
by the locally prominent Richardson
family. The first up is South Maddie,
which will include 83 residential units,
but all properties will require a special
usereview, because the currentzoning
is a commercial high-intensity zone,
said Kim Meyer, a Greeley planner.

On the opposite side of Eighth Ave-
nue, a property known as Lot 164, has
seen preliminary proposals for 57 resi-
dential units, Meyer said. A property
on the northeast corner of 17th Street
and Eighth Avenue, known as Lot 172,
has seen preliminary proposals for 81
units.

Meyer said the company seems
eager to begin building as plans have
already been submitted for the South
Maddie building. At least two of the
buildings will include ground-level
retail development, as well.

“It'sbeen awhile since we've seena
project of this size and impact down-
town,” Meyer said. “Essentially, it’s
putting feet on the street, so you can
pull in some more businesses. We're
hoping this is kind of the ember that
starts things happening downtown.”

The building plans, of course, can-
not be approved until after the special
usereview. Meyer said therewasalsoa
neighborhood meetingJuly 19, includ-
ing nearby landowners, together with
company officials and representatives
from the city and the DDA.

DDA Board Member Drew Notes-
tine, from Thomas & Tyler real estate,
said Richmark may be planning to
open its leasing office for all three
locations in the South Maddie build-
ing. Notestine reiterated that residen-
tial was a No. 1 priority for the DDA
board.

“We're excited. Our vacancyrate in
Greeley, I think, is 2 percent, so cer-
tainly it is needed,” he said. “Having
more bodies living downtown is good
for redevelopment as awhole, sowe'’re

COURTESY RICHMARK COS.

An architectural rendering shows a portion of South Maddie, a mixed-use develop-
ment that Greeley-based Richmark Cos. wants to build on several blocks of Eighth

Avenue in downtown Greeley.

a little more than excited about the
prospectof more housing downtown.”

The Richardsons did not return
calls concerning these projects, or
the many other downtown proper-
ties they have acquired in the last
several years. News reports said the
familylargely divested its energy hold-
ings and went on a real estate buying
spree beginning in 2014, ultimately
becoming the largest private land-

owner downtown, falling only slightly
behind Weld County as the largest
landowner.

Most of the properties were bought
along the Eighth Avenue corridor, but
thathasn’tbeen the family’s onlyreal-
estate investment activity. Arlo Rich-
ardson participated in the $31 million
downtown hotel, The DoubleTree by
Hilton Greeley at Lincoln Park, and the
family also built $20 million worth of
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luxury hotels south of Aims Commu-
nity College.

The new mixed-use/apartment
buildings along Eighth Avenue will
also have the benefits of tax incen-
tives from both the city and the DDA.
The city approved the properties for
incentives for blighted properties,
and the buildings will probably be the
first business to receive tax increment
financing from the DDA.

The TIF program essentially estab-
lishes the value of the property today,
and will forgive the increase in city
and DDA taxes that result from rede-
velopment until 2032 — an amount
expected to exceed $2 million.

“Basically, they are not paying
taxes on the increased value,” Bricker
said. She added that the TIF program
going to her board’s No. 1 short-term
goal downtown basically made for an
easy decision.

“Thisis very, very important to us,”
she said.

Indeed it may already be paying
dividends, as the owner of the Moxi
Theater, Eli Corliss, also recently
announced the redevelopment of a
property at 806 Eighth Ave., next door
to the theater. Corliss and Wing Shacks
owner Brian Siegfried plan to open a
restaurantwithlate nighthours called
Tequilaand Tacos, aswell as develop a
new box office for the theater.
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COURTESY DARBY KEENEY
“I'd like us to be known as some of the
finest whisky coming out of Colorado.”
— Craig Engelhorn, co-founder and
partner, Spirit Hound Distillers.

COURTESY DARBY KEENEY
Copper mugs for Spirit Hound’s Gin
Mule mug club all have owners. Each is
engraved with the owner’s name choice
or graphic. Gin mules are the tasting
room’s best-selling item.

Spirit Hound shows dogged determination

By Dallas Heltzell
news@bizwest.com

LYONS — “Hound dogs are relent-
less,” said Craig Engelhorn. “When
you put a hound dog on the trail, it
doesn’t give up.

“Sowe're relentless, too. We're spir-
ithounds.”

They are indeed. Engelhorn, along
with partners Wayne Anderson, Matt
Rooney and Neil Sullivan, steered
their fledgling Spirit Hound Distill-
ers through one of the worst floods in
Colorado history. And this summer,
they toasted the fact that their busi-
nesshasnotonlysurvived but thrived.

Perhaps the worst day of the Sep-
tember 2013 deluge that sent the St.
VrainRiverroaring through Lyons was
Friday the 13th. But nearly five years
later, on Friday the 13th of July, at 1:13
p.m. — that’s 13:13 in military time
— Spirit Hound released its first four-
year-old whisky. Of course, it came out
of Barrel 13.

Still, Engelhorn doesn’t attribute
Spirit Hound’s success to luck.

“I'd like us to be known as some
of the finest whisky coming out of
Colorado,” he said, spelling “whisky”
without the “e” to honor the Scottish
tradition. “We’re not goofing around
here. We knew what we were doing in
craft beer and we're carrying that to
craft whisky.”

Engelhorn and Anderson knew
each other from the original Oskar
Blues in Lyons. “I was the original
brewer,” Engelhorn said, “and Wayne
worked on the floor as manager, and
then as sales director when they
became famous for their canned-beer
revolution.

“I'told WaynelI think distilleries are
anew thing, and he took me up on it.
The other two guys were also thinking
about a whisky distillery, but we said
the town’s too small for two, so let’s
pool our efforts.”

The name Spirit Hound was cho-
sen because one partner, Rooney, is a
veterinary surgeon at Aspen Meadow
Veterinary Specialists in Longmont,
and “Wayne justhad a hound dog that

COURTESY DARBY KEENEY
Spirit Hound partner and co-founder Wayne Anderson mills grain for brew day. Grain
for the Lyons distillery is grown and malted by Colorado Malting Co. in Alamosa,
owned by the Cody family.

had passed away, so we took a picture
of it to a local artist and told her to
make a logo. Some of us wanted the
word ‘spirit’ in there, so Spirit Hound
came together.

“We originally were planning to
build our distillery in the back of
Matt’s vet clinic because that was the
only place we had,” Engelhorn said,
“but we all lived in Lyons. We wanted
to be in Lyons. The Red Hill Motorcy-

cle Werx property was for sale, and for
a year and a half we negotiated with
him and finally got it.

“It'sthe perfectlocation, on the way
up to Estes Park and Rocky Moun-
tain National Park, so there’s a huge
amount of traffic.”

Spirit Hound held its grand opening
on Dec. 1, 2012, but just a few months
later the businessmen faced what they
thought at the time was a major snag.
The Federal Emergency Management
Agency redrew its flood-hazard maps
“and put us in the floodplain,” Engel-
horn said. “So in order to keep our
mortgage, we were forced to get flood
insurance. I was angry. I said, ‘I don’t
want to pay $1,600 for flood insurance!
It'll never flood here.” But we had to
doit.

“But what happened? We ended up
probably the only business in Lyons
that was flooded that actually had
flood insurance! It saved us.”

Especially when your brand new
businessisknee-deep in muddy water.

“The mighty St. Vrain pretty much
pulled the rug out from under us,”
Engelhorn said. “The last thing you
need is a natural disaster to hand you
your ass, but we got it anyway.”

Even with insurance, he said, “we
spent a tremendous amount putting
the business back together. We only
had six barrels of whisky and one bar-
rel of rum. The barrel of rum was sit-
ting on the floor and more than half
submerged in flood water. I thought it
was a total loss, but it was a tight bar-
rel to begin with. We packaged it up
because we needed cash flow.

“I had the fire department come
down and sign the first two cases.

Please see Brewing, page 33
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9t0 10:15 a.m. | Forecasts | Plenary

Residential Forecast: What do the latest numbers tell us about the
residential market in the Boulder Valley? We'll examine sales numbers,
listings, average and median prices and much more.

Commercial Forecast: Office, retail and industrial space is filling up
throughout the Boulder Valley. We'll take a look at major developments
and sales, as well as the latest vacancy and leasing statistics.

10:30 to 11:50 a.m. | Big Tech Settles In | Commerical

Boulder's tech economy long has always attracted global brands such
as IBM Corp., but what major technology companies are entering and
expanding in the market today? We'll examine the surging Boulder
tech scene, including expansions by Google, Twitter, Microsoft, Uber
and many others!

10:30 to 11:50 a.m. | The Impact of Blockchain | Residential

of houses on the market. What impact are these platforms having on
the housing market in the Boulder Valley, and how should Realtors
respond?

12:05 to 1:25 p.m. | Keynote addresses | Plenary
Brad Blackwell, EVP Housing Policy and Homeownership Growth

Strategies, Wells Fargo
John Covert, Senior Director West Region, MetroStudy

R 15,2018

GETYOUR TICKETS
fallrealestateconference.com

1:40 to 2:50 p.m. | Breaking Ground | Commercial

Communities throughout the Boulder Valley are seeing a wave of new
commercial construction, with some projects in the planning stage and
others already emerging from the ground. Our panel of development
directors will provide a complete rundown of the region’s top projects.
This panel is a huge hit year after year!

1:40 to 2:50 p.m. | Wrestling with Supply | Residential

Boulder Valley faces a critical shortage of housing, with supply falling
far short of demand. Lack of inventory, issues with infill development,
height limits, accessory-dwelling units and zoning add to the challenge.
What policy changes would developers like to see to address the prob-
lem?

3 to 4 p.m. | Icons of Real Estate | Plenary
BACK BY POPULAR DEMAND! Development, investment and ownership

of commercial real estate require knowledge, instinct and strategic
thinking. So how do the region’s commercial experts do what they do?

Blockchain technologies are allowing for a shared, nationwide database Ask questions of the Boulder Valley's top real estate developers,

investors and owners to learn their best practices and valuable advice.

Stay tuned to fallrealestateconference.com for more details on our
speakers and VanEd credit registration.

TITLE SPONSORS SUPPORTING SPONSOR
~ <~
RE/MAX ¢ ELEVATIONS mm(/? WEITE EKS H
oF BOULDER.® Jinsm UNION hesrpuand
ASSOCIATE SPONSORS
BERG HILL GREENLEAF RUSCITTI FIRSTAMERICAN TITLE
BOULDER CHAMBER OF COMMERCE GOLDEN TRIANGLE CONSTRUCTION
EIDE BAILLY KEYS COMMERCIAL
FIDELITY NATIONALTITLE MCWHINNEY




32 m BizWest | August 2018 www.bizwest.com

CONGRATULATIONS

BRAVS:

ENTREPRENEUREI

HONOREES AND FINALISTS

THURSDAY, AUGUST 23, 2018

7:30-9:30a.m. (networking begins at 7 a.m.) > > G ET YOU R TICKETS <<
EMBASSY SUITES, LOVELAND bizwest.com/events/events/2018-bravo-entrepreneur-awards/

py

2018 Honorees for special categories

Bravo! Emerging Entrepreneur
Honoree: Ashley Colpaart, The Food Corridor

Bravo! Entrepreneur - Regional Spirit Award
Honoree: Northern Colorado Water Conservancy District, Brad Wind, General Manager

Bravo! Entrepreneur - Lifetime Achievement Award
Honoree: Forney Industries

2018 Bravo! Entrepreneur area awards finalists

One honoree from each area befow will be announced at the awards breakfast.

Finalists:

Bravo! Entrepreneur - Fort Collins
Amy Prieto, Prieto Battery
Bonnie Szidon, Ranch- -way Feeds
Dr. Don Wells, Associates in Family Medicine
Bravo! Entrepreneur - Greelex/
Ronna Rice, Local Hive éFormerl Rice’s Honey)
Chalice Springfield, Sears Real Estate
Ken Whitney, Anderson & Whitney
Bravo! Entrepreneur - Loveland
Robert Grieve, Heska Corp.
Terry & Diana Precht, Vergent Products
Brian Peterson, ECI Site Construction Management

Bravo! Entrepreneur - Outlying Areas
Paul Harter, Aqua-Hot Heating Systems Inc.
Leo Ha den, Hayden Outdoors
JonTurner, Highland Meadows Heron Lakes Development LLC, Timnath Ranch

Title Sponsors

EKs H Flood and Peterson G) First National Bank

MARKETING © COMMUNICATIONS

Supporting Sponsor

CPANR  Joumney

FLOWERS

Associate Sponsors

Better Business Bureau DaVinci Sign Systems
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Brewing, from 30

They saved a lot of lives in Lyons. We
gave the chief Flood Rum Bottle No. 1.
The rest of those cases, we auctioned
asafundraiser for the Lyons Volunteer
Fire Department because they lost a
building and an engine in the flood.

“Ineverin mylife thoughtI'd be the
beneficiary of Red Cross meals. Those
people and the Salvation Army kept
us alive.”

Spirit Hound began its cleanup and
held a Halloween party for the town.
They took cash donations, Engelhorn
said, “and later, when people would
come in the door that I knew had lost
their car or house, I'd pull out some
money and say, ‘Here.

“We actually got openin December
2013 but it took us until spring before
things were back to normal.”

While they waited for their whisky
toage, hesaid, “wesold gin, Coors and
infusions in our tasting room, and
we sold our moonshine that didn’t
require any aging. Our clear spirits
carried us when we didn’t have any
brown spirits to sell.”

Their moonshine is “the raw spir-
it for our barley-malted whisky,” he
said. “It has not touched any oak. It
becomes a baseline for people tasting
our whisky - to give people an idea of
where we're coming from. It’s exactly
the same spirit, but it doesn’t go into
abarrel.

“The gin comes from the berries
of the Rocky Mountain juniper that
grows right here in our backyard,” he

g

said. “I've also enlisted my customers
as gin purveyors. You bring me a bag
of juniper berries and I will give you a
gindrinkinreturn.”

But the whisky is Spirit Hound’s
passion, Engelhorn said.

“Iunderstand how to ferment malt-
ed barley, so I told my partners, ‘Let’s
make a malt whisky.  had a source of
Colorado malt” — Colorado Malting
Co. in Alamosa — “and we convinced
them to build a smoker to peat-smoke
the malt. Typically Scottish malts are
dried over peat fires, so we decided to
putalittle peat into our whisky. That’s
a bit unusual for Colorado whisky.”

Spirit Hound also is in its second

¥

Join us for the museum’s only fundraising

event, an evening of 60s mod-themed fun!

—
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MGHT ar rue MusEum

Moon Landings & Martinis
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September 28, 2018 -

at the Fort Collins Museum of Discovery -

. STSWP  $55/545 FORMEMBERS

Tickets available at fcmod.org/matm —

FORT COLLINS

5 MUSEUM OF
~~o DISCOVERY

IR

408 Mason Court
970.221.6738
www.fcmod.org

If you go

Spirit Hound Distillers
4196 Ute Highway, Lyons
303-823-5696

Spirithounds.com

year of aging four-year rye; look for it
in 2020.

Its spiritsare sold in about 700 loca-
tions around Colorado, as well as in
Nebraskaand Kansas. “Wejuststarted
inTexas, too,” Engelhorn said. “Welike
to grow in a smart fashion. We don’t
like to get ahead of ourselves. The
goal for us is to be a regional distiller.
I don’t see us being gigantic. We just
want to sell enough product to be a
successful employer. We have about 12
to 14 employees, and we want them to
make a good wage and have benefits.
Especially in a small town it’s tough
to do that.”

The partners could have followed
the path of some distilleries and put
their own label on an out-of-state
wholesale distributor’s product while
they waited for their own whisky to
age, but they didn’t want to.

“Oh, sure, I could buy in Indiana,
bringitback hereandslap alabel onit.
It saves a lot of time,” Engelhorn said.
“But can we call it ‘craft’ if it’s coming
from a big guy? When the consumer
finds out they’ve had the wool pulled
over their eyes, it’s bad for me.

“We were in business for three

BizWest | August2018 ® 33

years before our first drop of whisky
came out.”

How to tell the difference? “There
are visible clues,” he said. “Assuming
people are following labeling rules,
it’s pretty simple. Look for the words
‘Distilled by’ on the bottle. If it says
that, they more than likely distilled it.
If it says ‘Produced by’ or ‘bottled by,
then buyer beware.”

Spirit Hound employs 12 to 14 peo-
ple. Its 3,700-square-foot building,
including the distillery and tasting
room, also has an outdoor patio with
alawn. “I callitthe mini-Mishawaka,”
Engelhorn said. “It’s right next to the
water, with a Lyons sandstone stage.
We have alot of good local music. Sat-
urdays in summer, we always play a
band out back. In winter, we have live
musicindoors on our loft; we call it the
Treehouse.”

Engelhorn has noticed that some
craftbreweries have closed recently as
the market in Northern Colorado and
the Boulder Valley became saturated.
Could that happen to craft distilleries
as well?

“We're like the beer curve in the
‘90s, but we're hitting it a lot faster,”
Engelhorn said. “We’re going to see
some distilleries start to drop out in
the next couple years, because a lot of
people are jumping in right now.

“But it’s up to us to help support
the industry by keeping our quality
up,” he said. “If I put out a bad bar-
rel, it sours people’s desire for craft
whisky.”

“These LEDs offer a personalized

lighting experience and

individually adjust for maximum

energy savings.”

Stu Reeve | City of Fort Collins Energy Manager

THIS IS THE

FUTURE OF

LIGHTING

Call 970-416-4251 or visit fegov.com/lighting-rebate.

City of B

Utilities

ZllEfficiency Works"

Auxiliary aids and services are availahle for persons with disabilities. V/TDD: 711
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Techstars, Nature Conservancy launch cohort

By Jensen Werley
jwerley@bizwest.com

DENVER—Techstars, an accelera-
tor for startups, and The Nature Con-
servancy have 10 companies starting
today in the first Techstars Sustain-
ability Accelerator.

The 10 startups will gather over the
next three months while receiving
mentorship for scientists and subject-
matter experts from The Nature Con-
servancy while getting business and
technology mentorship from Tech-
stars’ network of experts.

The program will culminate in a
Demo Day on Oct. 17 in Denver.

The 10 companies in the program
are:

Aqulytics (Lima, Peru) — a data
collaboration platform for the sustain-
able management of water, promoting
open and transparent data worldwide
to combat the effects of freshwater

HOLE SPONSORS
Alphagraphics

Anderson & Whitney, PC
Bank of Colorado

Cintas Corporation

First FarmBank

ADDITIONAL SPONSORS

Aims Community College

American Eagle Distributing-
Budweiser

Anadarko Petroleum

Bent Fork Girill

BizZWest Media

Golf Tournament

A% techstars

SUSTAINABILITY ACCELERATOR

IN PARTNERSHIP WITH

TheNature
Conservancy

pollution

Conserve With Us (Washington,
D.C.) — an online conservation fun-
draising and engagement platform
mobilizing capital and communities
to conserve natural resources.

FlyWire (Honolulu) — a firm with
patented video technology that helps
transition commercial fisheries to be

First National Bank
FMS Bank

Great Western Bank
Guaranty Bank & Trust

Hampton InnSuites/Candlewood
Suites Greeley

Coan, Payton & Payne, LLC
Colorado Oil & Gas Association
Contemporary Cook Catering
Energy Proud

Fairacres Manor

FASTSIGNS Greeley

@& TOYOTA -vce s

)\

—

certified sustainable.

Lotic Labs (Chicago) — an envi-
ronmental data science platform
to drive financial stability in the
water sector in the face of climate
change and weather volatility; the
platform allows for rapid design
and testing of financial contracts
including weather insurance and

Thank You

Title Sponsor

John Elway Chrysler Jeep Dodge

green bonds.

Nikola Power (Denver) — a clean
technology solutions provider that
improves renewable energy project
economics through optimized deci-
sion making in project design, opera-
tions and finance for energy storage
application.

Node (Seattle) — a technology
platform to deliver sustainable and
healthy homes; the platform leverages
standardized components to allow
four people without specialized train-
ing to assemble an entire sustainable
home in under a month at 50 percent
of the cost and 25 percent of the time
usually needed.

StormSensor (Seattle) — cre-
ates the first smart urban watershed
by providing customers, including
municipalities and large facilities,
the information they need to identify,
trackand prevent pollution and flood-
inginreal time.

Greeley

Chamber of Commerce

State Farm Insurance Companies

RAM UCHealth
Kaiser Permanente Unified Title Company of Northern
Leprino Foods Company Colorado

North Colorado Medical Center
New American Funding

High Country Beverage - Coors
Human Bean

KFKA 1310 AM Radio

Martin Marietta Materials

Old Chicago Pizza & Taproom
Olsson Associates

PepsiCO Pepsi Beverages Company
Pioneer Press of Greeley, Inc.
Roosters Men’s Grooming Center
ServPro of Greeley/Windsor

The Tavern at St. Michael’'s Square
Windsong Memory Care
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Outdoor Foundation receives $ 1M gift, plus more

By BizWest Staff
news@bizwest.com

BOULDER — The VF Foundation
has pledged $1 million to the Outdoor
Foundation, the philanthropic arm of
the Outdoor Industries Association
based in Boulder.

VF Corp., based in Greensboro,
N.C,, is the parent company of brands
such as Lee, Wrangler, The North Face,
Timberland and Vans.

VF’s pledge is meant to support the
Outdoor Foundation’s goal of invest-
ing in communities to help kids and
families get outside. VF is joined by
Patagonia and Thule, which have
made significant multiyear pledges.
In addition, REI has committed to a
future investment, according to an
announcement from the Outdoor
Foundation.

Gettingkids and familiesinto areg-
ular routine of exercising and playing
outside is a challenging goal. Accord-
ing to the Outdoor Foundation’s 2018
Outdoor Recreation Participation
Report:

91 percent of Americans say get-
ting outside for their health is moder-
ately to extremelyimportant, but their
actions do not reflect this.

“The generous support
from VF Foundation,
Patagonia and Thule
will go to communities,
organizations and
programs focused on
reversing the decline of
outdoor participation.”

Amy Roberts, executive director
Outdoor Industry Association

20 percent of Americans partici-
pate in an outdoor activity only once
perweek, and 50 percent of Americans
areactive outdoors only once per year.

Less than 21 percent of children
are active outdoors once or more per
aweek.

The focus of the Outdoor Founda-
tion is to create Thrive Outside Com-
munities that bring together coor-
dinated programming for kids and
families of diverse backgrounds. The
foundation hopes to weave the out-
doors into the lives of people to help
build healthy individuals and healthy

communities.

“VF’s outdoor brands, most notably
The North Face, are proud supporters
of Outdoor Industry Association and
have had a strong partnership with
OIA over theyears,” said Steve Rendle,
chairman, president and chief execu-
tive officer of VF Corp. “Through-
out our longstanding relationship,
we have continually seen important
work being done by OIA and its foun-
dation to advance the spirit and pas-
sion of the outdoor industry. With this
founding-partner gift from VF Foun-
dation, we express our deep gratitude

and hope that it inspires others to join
in support.”

“The connection to the outdoors is
broken, as both adults and children
are overscheduled and over-screened
with TVs, smartphones, video games
and busy lives,” said Amy Roberts,
executive director of Outdoor Indus-
try Association. “The generous sup-
port from VF Foundation, Patagonia
and Thule will go to communities,
organizations and programs focused
on reversing the decline of outdoor
participation. It is our hope that this
support will inspire other outdoor
businesses to invest in this critically
important work.”

“In today’s world, there are too
many barriers to access quality, safe
and close-to-home outdoor experi-
ences with positive, affordable pro-
gramming by trusted community
partners,” said Lise Aangeenbrug,
executive director of the Outdoor
Foundation. “We plan to change that
through our focus on investments
in multiple organizations working
within communities to get kids and
families connected to the outdoors
and reap the benefits this provides.
Thisfunding will help us make getting
outside a healthy habit for all.”

BETTER BUSINESS

For 55 years, CITYWIDE BANKS has been a
trusted partner to Colorado businesses. Our
team knows your needs and your community.
Get the card that can help your business and
reward you along the way.

CITYWIDE BANKS
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You may review the full Terms & Conditions of the Cash Back Reward’s program at our reward’s site: www.savvy-rewards.com.
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BUSINESS ANSWERS FROM THE EXPERTS

TECHNOLOGY ENERGY SAVINGS

Is your business prepared for a
Cyber-Security Attack?

The reality of our
marketplace today is that all
businesses must understand
the risks/consequences
of cybersecurity attacks.
Protecting an organization’s
data used to be more about
recovering from a physical

.

Scott Warner

disaster (flood/fire/tornado Vel Sals
or internal challenges like Connecting Point

malicious behavior/technology

failures/end-user errors). And

while this process is critical, the technology to
prevent and recover from those challenges is better
than ever and is more of a standard expectation for
business leaders and IT professionals.

The growing challenge is dealing with the
constant and complex risk of cyber-security attacks.
The risk of an attack has increased 60% over the
last 12 months. Cyber-threats carry operational
and financial risk, and while headlines focus on the
attacks of larger organizations, 1/3 of attacks are
directed at business with less than 250 employees.
As a small business owner, it's a costly error to
believe your business is a less relevant target. The
reality is that all data is important to somebody
and your network is never 100% secure. Smaller
organizations are easier targets as their policies and
procedures to prevent/recover from these attacks
are less robust.

However, there are some foundational steps that
every business should take to reduce the risk of a
cyber-attack. Each step involves additional planning
and discussion:

1. Implementation of IT standards and best
practices

+ Routine network maintenance (security patching/
updates for servers/applications/end user devices)

+ Robust IT security services (firewalling/antivirus/
email security/password management, data
encryption services/multi-factor authentication
services/etc.)

- Data protection/backup (automated local/offsite
backups, routine testing of backups and restore
capabilities)

2. Employee Education & Training

« Create a process for helping your employees

understand the risk of cyber-security attacks and
their role in mitigating that risk.

3. Disaster Recovery/Cyber-Attack Planning
+ Developing a Disaster Recovery plan is an
important process and with the increasing threat of
cyber-security attacks, recovering from a cyber-
attack needs to be a specific part of your planning
process.

4. Cyber-Security Insurance
+ Knowing that most organizations will experience
some level of cyber-security attack, the process
of risk mitigation includes the implementation
of cyber-security insurance. Speak with a trusted
advisor or industry expert about the components
of a Cyber-Security policy.

Work through these steps to reduce the risk
associated with cyber-attacks and better protect
your business, employees and customers.

If you feel you need help in these areas,
Connecting Point can help assess and evaluate your
business.

Scott M. Warner

Vice President, Sales - Connecting Point

2401 17th Street

n 5 Greeley, CO 80634
Connecting 5" it @RI | 5703952317 direct line
- 970-356-7224
Scott.Warner@CPcolorado.com

City Efforts Show Marked Improvement
through Building Energy Scoring
Initiative

The City of Fort Collins has made
great strides in energy conservation
through efforts that began in 2008.
Qualifying City of Fort Collins buildings
use benchmarking and energy scores
to track improvements and cost-savings
over time with the help of ENERGY STAR®

Portfolio Manager®. Stu Reeve
Energy Manager
In 2012, the City’s Parks, Forestry City of Fort Collins
Operation Services

and Cemeteries Shop received an
ENERGY STAR score of 61 out of 100.
After upgrading the hot water system,
replacing the end-of-life heating, cooling
and ventilation units, and automating
more building controls, the facility
received a score of 80 in 2016. These new

efficiencies resulted in a reduction of : =
Kirk Longstein

more than $16,000 in annual utility costs. .
Project Manager
Even better news came in spring Fort Collins Utilities |
2017, as the score improved to its current gy SaneD
rating of 87 out of 100. These gains came
from making high-efficiency choices, FgPltOfCOllinS

tracking the progress with ENERGY STAR 7~ N\t~
Portfolio Manager and leveraging Fort

Collins Utilities energy-efficiency rebates.

As an added bonus, employees have said their work spaces are
more comfortable.

With the ENERGY STAR benchmarking tool, the City of
Fort Collins is able to meet its energy efficiency and Climate
Action Plan goals, reduce energy costs and improve the indoor
environmental quality of City-owned facilities. However, the
advantages go beyond energy performance, as benchmarking
through ENERGY STAR also considers indoor air quality, lighting,
building comfort and reduced utility costs. The Portfolio
Manager tool also provides a baseline that shows how City
buildings compare nationwide and offers a variety of efficiency
opportunities, including no- and low-cost options that can
maximize a building’s overall performance.

Fort Collins Utilities offers the same opportunities the
Parks, Forestry and Cemeteries Shop successfully used to guide
local businesses through its Building Energy Scoring (BES)
Initiative. BES supports building performance by establishing
a score, benchmarking to similar buildings, and tracking
results of improvement projects and efficiency upgrades over
time. Businesses, regardless of size, can use benchmarking to
understand their buildings’energy use and track and identify
opportunities to reduce energy-related costs.

All of a building’s attributes, such as size, use, number of
people, number of computers, and others, are entered into the
ENERGY STAR Portfolio Manager. The building then receives a
score ranging from one to 100, with the highest performing
building at 100. A building that scores above 75 can apply for
ENERGY STAR certification by using a third-party engineer.
ENERGY STAR reviews and approves the application. When
the application is approved, businesses earn the prestigious
ENERGY STAR Label with recognition and public relations
options.

Learn how your business can get started with the ENERGY
STAR Portfolio Manager (energystar.gov/benchmark) or with a
free facility assessment from Fort Collins Utilities (fcgov.com/
facility-assessment). Businesses can also learn about other
efficiency programs, financial incentives, technical assistance,
training and educational opportunities available from Fort
Collins Utilities (fcgov.com/business-efficiency).

Fort Collins Utilities would like your feedback on its BES
initiative. Please take the survey at fcgov.com/ BES-feedback or
contact Kirk Longstein by phone at 970-416-4325 or send an email
to klongstein@fcgov.com.

LAW

Revocable Living Trusts for
Second Homes

Many residents of
Colorado own real estate
in other states. If you
own a condo, townhome
or other piece of real
estate in such popular Tim Brynteson
destinations as Florida, Partner
Arizona or California, you
may want to consider
holding the property in a Revocable Living
Trust located here in Colorado. While many
people will not opt for a Living Trust as
their preferred estate planning vehicle
for various reasons, if you own property
in a different state, you should consider
forming a Living Trust for the sole purpose
of holding the real estate. The reason is to
avoid the necessity of opening a probate
proceeding in the different state.

While the Colorado probate system
is fairly inexpensive and simple to
navigate, other state systems can be
more complicated and expensive, not
to mention simply the need to hire an
attorney and navigate a different state’s
system.

When you die, someone must have
the authority to sell your real property. In
Colorado, opening a probate proceeding is
required to Personal Representative (“PR.)
being appointed. The PR. is issued “Letters
Testamentary” which provides them the
authority to sell property from your estate.
If you own property in another state, your
estate’s PR. will need to go to Arizona (as
an example) and open what is called an
“Ancillary Probate” to receive the authority
to sell any real property in Arizona.
However, if your Arizona property was
owned by a Living Trust you established
here in Colorado, your successor Trustee
has the authority, without the need of
opening a probate, to sell any property in
the Living Trust — even in Arizona. If you
already have a Living Trust as your primary
estate planning vehicle, just transfer the
property into it. If you do not currently
have a Living Trust, but own property in
another state, you may want to consider
this option to ease administration of your
estate after your death.

B Y
OTIS, BEDINGFIELD & PETERS, LLC

ATTORMNEYS AT LAW

Tim Brynteson, Esq.

Otis, Bedingfield & Peters, LLC
970-663-7300
thrynteson@nocoattorneys.com
www.nocoattorneys.com
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Industry: State leads nation in regulation

Ken Amundson
kamundson@bizwest.com

GREELEY—Industryand state reg-
ulatory officials say that Colorado is
ahead of the nation inits regulation of
theindustry asitaffects safety but the
work isn’t done.

EricJacobsen, senior vice president
of Extraction Oil & Gas, the producer
with the No. 3 production acreage in
the state, said technology is largely
responsible for the industry’s track
record.

“Our industry ranks No. 7 out of 83
industries in terms of safety. Industry
six is, like, data processing. Construc-
tionhas farand away the highestnum-
ber of workplace fatalities. Oil and gas
has fewer fatalities than brewing,” he
said. “We carrysafetyasavalueimbed-
ded deeply in our culture. Our goal is
zero injuries.”

Jacobsenwasamongthosetoappear
onapanel discussion aboutregulation
andsafetyinthe oiland gasindustry at
the annual Energy Summit, a BizWest
event, held Tuesday at the DoubleTree
by Hilton Greeley at Lincoln Park.

Julie Murphy, executive director of
the Colorado Oiland Gas Conservation
Commission, said the safety record of
theindustryhascomeaboutintheface
ofwidespread expansioninproduction.

She said Colorado this year has
seen a 12 percent increase compared
with 2017 in oil production and a simi-
lar expansion in natural-gas extrac-
tion. Meanwhile, the population has
increased, resulting in more potential
opportunitiesforconflictbetweenresi-
dents and the industry.

In2017, Weld County was the fourth
in the nation for growth with a 20
percent increase in population in the
past decade.

During that decade, she said, the
COGCC has reorganized and taken
on new responsibilities — setbacks,
wildlife mitigation, inspections of
areas that haven’t been inspected for
awhile and flow-line regulation.

“We're all trying to live together in
astate that is very diverse politically.”

She said Colorado leads all states
in environmental regulation of the
oil and gas industry and frequently
is consulted by other states that are
working on their own regulations.

Jacobsen said there always will be
opportunities to advance safety regu-
lations, and he hopes that government
regulators focus on the aspects of the
industry that are most important. He
also encouraged industry representa-
tives to continue to work to be out in
front of government regulation — to
improve as anindustry before govern-
ment sees a need to regulate.

He cited two activities that have

CHRISTOPHER WOOD | BIZWEST

Julie Murphy, executive director of the Colorado Oil and Gas Conservation Commission, at BizWest’s Energy Summit, July 2018.

“Our industry ranks No.
7 out of 83 industries

in terms of safety.
Construction has far
and away the highest
number of workplace
fatalities. Oil and gas
has fewer fatalities than
brewing.”

Eric Jacobsen, senior vice president
of Extraction Oil & Gas

made a big difference in the safety
of the industry. First, he said rapid
construction of pipelines have made
transportation of oiland gas safer than
whatwould be the case if the industry

“Construction industry
standards could be
applied to the oil and gas
industry if equipment in
use is typically used in
construction.”

Sue Combs, a partner with
Holland and Hart

had to rely on trucks to transport the
resources. Pipelines have eliminated
millions of truck miles, he said, and in
some cases eliminated tank farms in
the region.

Second, removing legacy, vertical
wellsis another advancement, he said.
Several thousand vertical wells are
eliminated each year and replaced

with horizontal wells that reduce the
surface exposure of the industry.

Federal regulation

A third member of the regula-
tion and safety panel, Sue Combs, a
partner with Holland and Hart law
firm, discussed regulation from the
Occupational Safety and Health
Administration. She said OSHA
has made the oil and gas industry
an emphasis in Region 8, which
includes Colorado.

Combs, who lives in Jackson,
Wyo., said Colorado, unlike Wyo-
ming, is afederal OSHA state, mean-
ing that safety regulation comes out
of federal offices instead of state.

She said federal uncertainty
since the 2016 election has affect-
ed enforcement. OSHA still has an
acting administrator, for example,
which means that priorities for the
agency have not yet been set.

Still, numbers of inspections
have increased in the region, she
said, in the past year.

She advised oil and gas opera-
tors to pay attention to their entire
operations. Construction indus-
try standards, she said, could be
applied to the oil and gas industry
ifequipmentin useis typically used
in construction. She also said that
companies that operate at worksites
with multiple employers could have
exposure from activities of workers
who work for other employers.
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Wyo's Buchanan addresses political realities

By Ken Amundson
kamundson@bizwest.com

GREELEY — Ed Buchanan, Wyo-
mingsecretary of state, acknowledged
the political realities for elected offi-
cials in dealing with issues facing the
energy industry.

In order to help energy industries
maintain economic viability, the
environmental issues also need to be
addressed, he said.

Buchanan delivered the keynote
address at the 2018 Energy Summit,
a BizWest event, held Tuesday at the
DoubleTree by Hilton Greeley at Lin-
coln Park hotel and conference center.

Buchanannoted that Wyomingand
Colorado face similar issues and also
differences in how energy companies
operate and are regulated.

“These are years of radical change
for us in the energy industry. Shifts
in the industry in the entire west and
the U.S. in general have affected both
states,” he said.

“We all face the same market and
regulatoryhurdles, and we're better off
facing them together,” he said.

He said educational institutions
have a role to play in the industry. In
Wyoming’s case, the state invested
“10s of millions of dollars” in creating
the energy research and educational
center at the University of Wyoming.
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Theresultof thatinvestmenthasbeen
new innovationin energy production,
specifically ways to capture carbon
from the coalindustry and ways to use
that carbon to create other products.

Coal, not oil, is the primary energy
resource in Wyoming. The state pro-
duces more coal than any other state
—about40 percent of all coal produced
in the nation. And as an extension
of that resource, about 25 percent of
all electricity produced in the nation
results from burning Wyoming coal.
“We rely on innovation to make the
mostofthisresource,” he said. “The fact
of matter is that OPEC countries rest on
their laurels and produce energy in the
mostinefficient manner, withnoregard
for environment.

These innovations will keep us
competitive,” he said.

Wyoming relies more heavily than
does Colorado on its energy indus-
tries, even though Colorado produces
more oil than Wyoming. The miner-
als economy accounts for 70 percent
of assessed valuation in Wyoming,
he said. Colorado’s economy is more
diverse.

Because of the massive role played
by energy in the state, Wyoming has
placed an emphasis on finding solu-
tions to theissuesraised by regulators,
he said, which includes making coal
burning power plants more environ-
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Ed Buchanan, Wyoming secretary of state

mentally friendly.

Buchanan said the state has cre-
ated an Innovative Test Center at
the Dry Fork Station in Gillette. It set
up an “X prize” activity in search of
technologies that would add value to
carbon-based resourceslike coal. Five
companies from around the world
will conduct their research at the test
center to find ways to capture carbon
and use it for other products.

Captured CO2, for example, can
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be used to enhance recovery of oil
from what were previously thought to
be depleted fields. Fertilizer, tooth-
paste, concrete, carbon fibers, build-
ing materials and more products are
resulting from this research, he said.

Buchanan said he applauds the
innovation in the industry and said it
is evidence that markets themselves,
not regulation, are what is most effec-
tive at making the adjustments need-
edin the industry.

STEPPING UP YOUR BUSINESS

AGENDA




40 ® BizWest |August 2018

www.bizwest.com

Energy sector touts economic, charitable impact

By Christopher Wood
cwood@bizwest.com

GREELEY — Colorado’s oil and
gas sector contributed $31.38 billion
into the state’s economy in 2015, with
232,900 jobs, according to a2017 study
by PricewaterhouseCoopers. And part
of thatannual economic impactis felt
by donations to charitable organiza-
tions, projected at $5.2 millionin 2017.

The economicimpactofthe energy
sector — and its impact on nonprofits
— was the message from two panels
at the Energy Summit, Tuesday, at
the DoubleTree by Hilton Greeley at
Lincoln Park. The eventwas presented
by BizWest.

“The benefits of oil and gas to Colo-
rado communities areimmense,” said
Dan Haley, president and chief execu-
tive of the Colorado Oil & Gas Asso-
ciation, highlighting a soon-to-be-
released study of charitable activities
by the oil-and-gas sector that found
$5.2 million in charitable donations
during 2017.

“This is just what we were able to
collect from our members, so you
know that that number is much high-
er,” he said.

Haley sat on a panel titled, “In the
Community,” highlighting theimpact

Please see Nonprofits, page 41 Dan Haley, president and chief executive of the Colorado Oil & Gas Association.
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of the oil-and-gas sector on nonprof-
its. The panel also included Ray Tsch-
illard, director of the Poudre Learn-
ing Center; Bob O’Connor, executive
director of the Weld Food Bank; and
Susan Fakharzadeh, senior manager,
community relations at PDC Energy
Inc. and chairwoman of the Boys and
Girls Club. The panel was moderated
by Craig Rasmuson, vice president,
communityrelations, SRC EnergyInc.

Haley referenced a snapshot of
charitable activities by oil-and-gas
companies in May:

¢ ExxonMobil donated almost $1
million to higher-education institu-
tions in Colorado and $50 million
nationwide.

* Noble Energy partnered with the
Rocky Mountain Raptor Program to
protect birds in areas in which the
company operates.

¢ PDC Energy matched donations
at KFKA radio’s program benefiting
United Way of Weld County. Employ-
ees also packaged 20,000 pounds of
food for the Food Bank of the Rockies.

e Extraction Oil & Gas announced
thatitwould alter its drilling schedule
near a Greeley school.

¢ Anadarko partnered with the Red
Cross Mile High Chapter to install
100 free smoke alarms in at-risk com-
munities.

“We give back to the communities
where we live and where we work,”
he said. “This is happening every day
throughout the state and throughout
the year.”

Tschillard of the Poudre Learn-
ing Center discussed the PLC Ener-
gy Institute, which works to inform
teachers about energy derived from
oil and gas and have them develop
lessons that they can implement in
their classrooms. The Poudre Learn-
ing Center is located at 83rd Avenue
and West F Street in Greeley.

Bob O’Connor, CEO of the Weld
Food Bank, said the energy sector
has donated 10.9 million meals to the
Weld Food Bank in the past five years,
totaling about $2.1 million in value,
along with more than 10,000 volunteer
hours from the energy sector.

He said energy companies have
donated for a new building for the
Weld Food Bank, anew truck and new
ovens, and was instrumental in pro-
viding relief for the 2013 floods.

“We never forget what the energy
sector has done,” he said. “Without
[that] support, this would not be the
same community.”

Susan Fakharzedah, senior man-
ager, communityrelations, PDC Ener-
gy Inc,, said a standard donation of
$5,000 turned into $12,000 raised for
the Food Bank of Weld County to help
purchase turkeys over the holiday
season, with PDC matching contribu-
tions up to $5,000.

“We took a standard contribution
and by pulling together a web of peo-
ple, we made it a lot bigger,” Fakhar-
zedah said.

An “Economic Impact” panel pro-
vided insights about the scope of the
sector in Northern Colorado. The

panel was moderated by Kathleen
Sgamma, president of the Western
Energy Alliance.

Kathleen Staks, executive director
of the Colorado Energy Office, said
thatrenewable sources of energy have
increased in terms of their share of
the overall Colorado energy portfolio,
with coal dropping from 44 percent to
26 percent in the coming years.

That’s partly because of state man-
dates for renewable energy, but also
because of plans by Xcel Energy to
retire coal plants and launch natural-
gas plants, even as the utility brings on
more wind and solar projects.

She said that renewable-energy
projects bring jobs across the state
for manufacturing and construction,
with the state employing 57,591 clean-
energy workers in 2017.

“Clean-tech jobs are on the rise,
and theyare spread across all 64 coun-
ties,” she said.

Overall, the energy sector accounts
for almost 10 percent of state gross
domestic product, she noted, adding
that, “Our energy demand is actually
pretty flat.”

Tom Parko, director of planning
services for Weld County, said con-
flicts are increasing between energy
companies and residents, especially
those who move into the county
from outside the area. He said the
county works hard to inform new
residents about both the energy and
agricultural sectors to avoid prob-
lems.

He said that the mining sector —
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whichincludes oil and gas—accounts
forabout 10 percent of the Weld Coun-
ty economy, while ag accounts for 21
percent. He said 60 percent of Weld
County’s property-tax revenue is
derived from the energy industry.

“Since 2012, miningalone account-
ed for 12 percent of the total job growth
on average per year,” he said, with oil
and gas accountingfor 7 percent of the
job growth.

“It’s huge in terms of what kind of
impacts it means for Weld County,”
Parko said.

Cathy Shull, executive director of
Pro 15, which advocates on behalf of
northeastern Colorado, said that as
oil and gas production increases, the
industry has become more attractive
to potential employees seeking the
industry’s higher-paying jobs.

That’s made it difficult for other
industries — including dairies and
other ag producers — to find and
retain workers.

Shull said that energy develop-
ment — including wind farms — has
brought manyancillary developments
to the 15 counties that Pro 15 repre-
sents, including new hotels, commu-
nities and other amenities.

She said that the Ports to Plains
Alliance, a federal transportation cor-
ridor linking Mexico to Canada and
including eastern Colorado, would
link the oil-and-gas regions of Texas
with those of Canada.

“It will provide a huge boost to our
economy in northeastern Colorado,”
she said.

Beneath the vibrant surface of
Boulder and Broomfield counties
are real 1ssues of need.

This year over 1,500 local children
will experience homelessness.

“Our business community needs to give where we live.

| give to Foothills United Way because its innovative, new model gets
organizations to think and act together to solve what none of us can do alone.”

- Marc Painter

Boulder Real Estate & Finance Attorney for 30+ years | Foothills United Way Tocqueville Society Contributer

Foothills United Way

www.UnitedWayFoothills.org
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ADM to acquire Rodelle vanilla company

By BizWest Staff
news@bizwest.com

FORT COLLINS — Archer Dan-
iels Midland Co. (NYSE: ADM) has
signed an agreement to acquire Fort
Collins-based Rodelle Inc., an origina-
tor, processor and supplier of vanilla
products.

Rodelle, founded in 1936, origi-
nates, processes and sells premium
vanilla products, including organic
and traditional extracts, beans, alco-
hol-free flavor and paste. The com-
pany also sells non-vanilla products,
including flavorings, extracts, spice
blends and organic spices.

Rodelle provides ingredient solu-
tions to major food and beverage mak-
ers, as well as directly to consumers,
with a retail brand that can be found
in the baking aisle of most grocery
stores in North America. The com-
pany’s sales last year totaled approxi-
mately $40 million.

Rodelle owns a stake in Mada-
gascar-based Federation Sahanala
Vanille — a joint venture between
Rodelle and a partnership of local
associations that now includes more
than 2,100 registered vanilla farmers.
Thejoint ventureis capable of produc-
ing industry-leading volumes of certi-

Please see Rodelle, page 43

JOEL BLOCKER FOR BIZWEST
Rodelle Inc., a Fort Collins-based company that produces vanilla extract, baking essentials and spice blends, gets most of their
vanilla beans from Madagascar, which produces more than 80 percent of the world’s vanilla beans.

__Whéh':__SepTe_mbé'r 5,2018;-

' 4:30 p.m. - 7:30p.m.

. .. Where: Boulder JCC,
. 6007 Oreg Ave:, Boulder

= '.;For over 20 years, ’rhe Boulder Chomber __ 
- has recognlzed outstanding women in

.-our communl’ry as part-of our annual

- Community. Be part of the legacy and

Jan Berg Connie

; Fodin < o ] ; Carol Drigs ; :
'_celeb_rq’non, Women Who Light the - BRI  Norihrop N MindS

! Grumman
Consultant . Pearl

: join us for ono’rher yeor of upllfhng

- revelryl

Regls’rer now o’r

boulderchamber com/wwltc201 8

Carmen ; Cante Waste Win
Ramirez : ) Zephier

City of 5 ¥ Emerging
Longmont = : Youth Leader

Kirsten Wilson
Motus Theater

Thank You Co-Presenting Sponsors!

Q PREMIER

CORDENPLHARMA
MEMBERS AENPH
CREDIT UNION BOULDER CHAMBER




www.bizwest.com

Rodelle, from 42

fied organic vanilla. Rodelle also has
a strategic partnership with Gourmet
Gardens, providing sourcing of vanilla
in Uganda. By removing the third par-
ties that are typical in other vanilla
processor supply chains, Rodelle is
able to offer competitive pricing and a
reliable supply.

“With the acquisition of Rodelle, we
are continuingto grow our value chain
by enhancing what is already one of
the most comprehensive portfolios
in the flavor industry,” Scott Olstad,
president of ADM’s North American
WILD Flavors business, said in a pre-
pared statement. “Not only is vanilla
one of the most popular and endur-
ing flavors, but Rodelle’s integrated
supply chain will allow us to offer an
unparalleled range of certified organic
and natural vanilla ingredients for
today’s health-conscious consumers.
The addition of Rodelle will give us
immediate capabilities in both the
retail and commercial vanilla mar-
kets, and we see significant opportu-
nities to expand the business. We're
looking forward to working with the
great Rodelle team to help build on
their impressive success.”

Rodelle has about 70 full-
time employees and operates a
65,000-square-foot extraction and
processing facility in Fort Collins that
was built in 2008 and expanded in
2014, and includes labs for testing and
research and development.

“We are extremely excited to have
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“Rodelle will be able

to leverage even more
value for our customers,
employees, farmers and
shareholders.”

Dan Berlin, co-founder, Rodelle

reached this agreement, and look for-
ward to joining the ADM team and
contributing Rodelle’s expertise in
vanilla products to another well-
established flavoring industry compa-
ny,” said Joe Basta, Rodelle co-founder.
“The Rodelle brand and our loyal cus-
tomers will benefitgreatlyfrom ADM’s
technical expertise and commercial
capabilities. The core of our business
will remain unchanged, and our cus-
tomers can expect the high-quality
vanilla and baking ingredients they
have relied on for over 80 years.”

“We see a natural synergy between
Rodelle’s vertically integrated supply
chain that brings consumers closer
to vanilla farmers and ADM’s global
reach and technical expertise in the
flavor and food ingredient industry,”
added Rodelle co-founder Dan Berlin.
“In joining forces with ADM, Rodelle
will be able to leverage even more
value for our customers, employees,
farmers and shareholders.”

ADM anticipates completing the
transaction, which is subject to regu-
latory approval, in the third quarter.
Terms of the deal were not disclosed.
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Hemp expo expands
with show in Nashville

By BizWest Staff
news@bizwest.com

LOVELAND — Sponsors of the
NoCo Hemp Expo, which sold out
earlier this year when heldin Love-
land, are taking the show on the
road with anew event to be held in
Nashville, Tenn.

The inaugural Southern Hemp
Expoisscheduled for Sept. 28-29 at
the Fairgrounds Nashville.

“The South is a leader and will
continue to be a leader in hemp
production,” said Colorado Hemp
Co. co-founder Morris Beegle, who
produces the NoCo event. “We are
very excited to bring this dynam-
ic gathering of industry movers
and shakers to the region.” The
theme of the Southern expo will be
“Bringing Balance Back to Mother
Earth.”

“The 2018 NoCo Hemp Expo
was far and away the biggest and
besthemp event we have produced
yet,” Beegle said in a prepared
statement. “The interest level for
this plant and all that it can do is
overwhelming. We are excited to
launch this expo in the Eastern
U.S.” Beegle said the NoCo event

“The 2018 NoCo Hemp
Expo was far and away
the biggest and best
hemp event we have
produced yet.”

Morris Beegle, co-founder, NoCo
Hemp Expo

has outgrown the Loveland facil-
ity and will be moved to Denver in
March 2019. “Our shows are firmly
grounded in the country’s stron-
gestregions for hemp production.”

With increasing acceptance
and popularity of hemp for food,
fiber and its therapeutic non-
psychoactive cannabinoid CBD,
domestic production of hemp, or
cannabis sativa, is reaching new
heights, he said. U.S. hemp-based
product sales grew 16 percent to
reach $820 million in sales in 2017
and are expected to surpass $1
billion in sales in 2018, led primar-
ily by hemp-derived CBD, food,
personal care and industrial prod-
ucts, according to the Hemp Busi-
ness Journal.
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Millennials difficult”
Entitled”? Not so much

illennials — Entitled!
Ignorant! Immature!
Difficult to manage!

NOOooo!!!

I'wish I could eliminate the word
Millennial from our work vocabulary.
I talk to two to three clients a week
who complain about their Millennial
employees, and it’s driving me crazy.
Itis not about the generation; it’s
about their age. For those of you who
are 40-plus years old, your managers
used to complain about you, too.

I'am a Gen-Xer, and I drove my
manager crazy when I first started
working. My first month working at
IBM, I remember asking my manager
when I was going to be promoted into
management. HA —how entitled of
me!

He didn’troll his eyes and scoff at
me like most of the managers I coach
do to Millennials today. I was lucky
to have a very good manager at IBM
who gently taught me what I needed
to do to reach that promotion. He
treated me with respect, but also
showed me how much Ireally had to
learn before I was going to be ready
for such a great responsibility.

There are two

them inappropriately. Mislabeling
them means that we don’t find ways
to engage them and help them be suc-
cessful.

We are also frustrated with how
little they know of the norms. “How
dare they send an email to the CEO?”
or “The gall of them to think that
they could organize a customer event
without planning?” (these were the
two questions I had to answer this
week for my HR
clients). Believe it
or not, the young
employeesin
question had no
idea that these
two things were
not acceptable
norms. When we
have more matu-
rity and more
experience, we
know these things intuitively, butit’s
common for new employees who've
had little work experience to fully
comprehend and grasp these basic
norms. Part of our jobs as manag-
ers in our organizations is to teach
our young colleagues how to have

ajob and not

KENDRA
PROSPERO
ABOUT WORK

things we need get frustrated

to do if we really . by them when
wanttogetalong  lngeneral, I find the they don’t know
as multi-kgfenera- incoming generations ;I?Celse tlilings. hWe
tion workforces. . idn’t know those
First, it’s best to to be amgzmg. Half things either!
understandwhat ~ my team is made up of In general, I
ruppencase | Millennials, and Ilove  Sndhelncoming
and focus on what they bring to the amazing. Half my
those transitions  tgble.” team is made up
inlife more than of Millennials,
labeling the gen- and Ilove what
eration. Second, they bring to the
seasoned manag- table. Yes, I've had
ers need to teach to do more coach-

our young colleagues how to have a
job, as well as teach them what we
need them to do in the job.

Think back to when you were 22
and starting work (come on,  know
you can remember). Almost all peo-
ple in their 20s are idealistic, ambi-
tious, high energy, and excited to
have our adultlives begin. We arrived
at our first company eager to contrib-
ute, make our mark, and watch as our
careers exploded. This is the feeling
that every talented 20-something
feels. As seasoned managers, we con-
fuse their idealism with ignorance
and immaturity. We treat their ambi-
tion and desire to make their mark
as entitlement. We see their desire
to have a career path as difficult to
manage. This lack of understand-
ing around our youthful colleague’s
general life milestones make uslabel

ing than with my older workforce,
but once they have context around
their job, they have done more for my
company than I ever expected.

This struggle is not a new one.
The poet Hesiod (a contemporary of
Homer in eighth century BC) said, “I
see no hope for the future of our peo-
ple if they are dependent on frivolous
youth of today, for certainly all youth
arereckless beyond words. When I
was young, we were taught to be dis-
creet and respectful of elders, but the
present youth are exceedingly disre-
spectful and impatient of restraint.” It
sounds like what we say today!!

Kendra Prospero is the CEO and
founder of Turning the Corner, a
Boulder-based organization that does
recruiting the way it should be done for
Jjob seekers and companies.
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What to consider before your child goes
back to college

As the school year approaches, for many
young adults this means
going back to college.

To ensure your college
student has a worry-free
year, below are a few tips
to consider before the
school year begins:

Lynda Mitch
Personal Insurance
Account Executive

- Renters insurance. If your college
student is living on campus, their
possessions should most likely be covered
under the family homeowner’s insurance
policy. However, if your child will be
living off-campus renters insurance will
safeguard their possessions in the event
of damage, stolen or loss. Many property
managers will require proof of renters
insurance in order to finalize a lease.

- Value of personal property. In the
age of technology, a student’s personal
belongings can be extensive and very
expensive. Should items be damaged
or stolen, it is important to have well
documented value of each item.

- Car insurance. Your child should still
be covered under the family automobile
policy however; attending an out out-of-
state college may change the rate. You will
also want to verify that the current auto
insurance policy meets the new state’s
insurance requirements.

Before your student leaves for college,
we recommend speaking with your
insurance agent or broker to make them
are aware of any changes.

Flood and Peterson
Lynda Mitch, CIC, AAI

Personal Insurance Account Executive
Phone: (970)356-0123
Email: LMitch@floodpeterson.com

AN ADVERTISING FEATURE OF BIZWEST

i ThoughtLeaders

BUSINESS ANSWERS FROM THE EXPERTS

Columbine Health Systems — We care.
We make a difference, it Matters.

When my mother was a
resident with Columbine
Health Systems, she
came out of her shell
and blossomed with the
help of our talented staff.
Either as a Nurse, Cook,
or Housekeeper, our
employees make positive
connections and alleviate the stress of
family or friends who know their loved
ones are in good hands.

Jeff Goody
Recruitment Manager

Columbine offers career opportunities
in clinical roles such as: Personal Care
Provider, Certified Nursing Assistant (CNA),
LPN, RN, Physical, Occupational Therapy
and Speech Language Pathology.

We offer a full range of important entry-
level to experienced roles such as; Cook,
Dietary Aide, Housekeeper, and more.

For employees who work over 24 hrs. +
per week, we offer a full range of benefits
including; PTO, Health, Vision, Dental, 401K,
as well as discounts from our Pharmacy
and other community providers. There are
three opportunities for raises your first year
of employment...

The best benefit is you work with
great people who also want to make a
difference!

For job seekers interested in becoming
a CNA, we offer Nursing Assistant Training
at our Geriatric Education Centre. Full Time
Day classes take only 2 > weeks!

We are looking for those who mirror our
mission — We Enrich Our Community, We
Inspire, and We Care. No matter the role,
our expectation is for employees to have
passion for older adults and to put the
needs of our customers first.

To apply, please go to our website
Columbinehealth.com. Go to the JOIN
OUR TEAM button. There you will find
information about current career openings,
our application, and all of our benefits.

There is a good reason why Erica, RN
with Columbine West Health & Rehab, said
it best, “I felt like | was coming home to
Columbine, you all make everyone feel like

Jeff Goody

Recruitment Manager
Columbine Health Systems
802 W. Drake Road, Suite 105
970-492-6230

Why Business’s Need an Employee
Handbook

Whether you have one
or 500 employees, having
an employee handbook
will not only benefit
the employee, but the
employer as well.

Courtney Burke
Payroll Consultant
Payroll Vault

Having a handbook
will ensure that every
employee gets the same information
about the company’s culture, their values,
and the rules for the workplace.

Employees will get a better
understanding of what is expected of
them, and they will know where to turn if
they have a problem.

This is also a great place for the
company to display the benefits they
offer and when the employee is eligible
for them.

Having a handbook can also protect
an employer. If an employee was to
file an unemployment claim with the
employer objecting, the employer would
need to verify that the employee had
been warned they were violating a rule.
With a handbook, the employee would
have been informed of the rules upon
hiring and with proper documentation,
the employer has a better chance of
prevailing. The same goes if an employee
was to file a lawsuit.

After an employer has provided
employees with a handbook and
reviewed it with them, each employee
should then sign an acknowledgement
agreement. The employee is signing
that they have read the handbook,
had someone review it with them, and
they have had the opportunity to ask
questions about the content. This is the
key to ensure defense against any claim
from a previous or current employee.

Contact us at (970) 691-8346 or
courtney.burke@payrollvault.com to
discuss an employee handbook for your
business.

Payroll @) Vault

Courtney Burke

Payroll Consultant

325 Cherry Street, Suite 110

Fort Collins, Colorado 80521
970-691-8346
courtney.burke@payrollvault.com
www. payrollvault.com
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Internet sales-tax ruling will change the course of business

n June 21, the U.S. Supreme

Court decided for the state

in South Dakota v. Way-
fair Inc., reversing two of the most
significant court cases regarding
sales and use tax, Quill and National
Bellas Hess. In both Quill Corp. v.
North Dakota and
National Bellas
Hess v. Depart-
ment of Revenue
of Illinais, it was
decided thata
retailer must have
aphysical pres-
ence in a state
beyond just ship-
ment of goods
to a state to have
nexus (a responsibility to collect and

GUEST COLUMNIST
RYAN SANGER, CPA

ON THE JOB

remit sales/use taxes). However, in
South Dakota v. Wayfair, the court
decided that in today’s increasingly
electronic world, physical presence is
no longer required for nexus.

To simplify the court decision,
internet retailers will now have to
start collecting and remitting sales
taxin all jurisdictions they sell into.
Not only will this add a flow-through
tax burden, it will also add potentially
hundreds of filings to most businesses
with interstate commerce. While this
case specifically relates to internet
retailers, it is sure to have wide rang-
ing implications to all facets of inter-
state commerce in the coming years.

There are some small silver lin-
ings in this case. The Supreme Court
did state in its decision that it feels

PAID ADVERTISING CONTENT

ACCOUNTANTS

Andrea Fuller | Promotion
Anderson & Whitney, P.C.

Andrea Fuller, CPA, was
promoted to shareholder at
Anderson & Whitney, P.C.

in June.

A graduate of the Univer-

sity of Northern Colorado,

Andrea has provided finan-

cial and compliance audits
and assists with tax prepa-

ration services for a variety
of Anderson & Whitney cli-

ents for ten years.

Andrea enjoys live music, golfing, scrapbooking and
watching Green Bay Packers football.

LinkedIn: https://www.linkedin.com/in/andrea-fuller-
2707b385/

COMMERGIAL GONSTRUCTION

Justin Tuck | Promotion
Brinkman Construction
Justin  Tuck has been
promoted to a Project
Executive for Brinkman
Construction. He holds a
bachelor's degree in Fi-
nance from Colorado State
University and is a LEED
AP professional.

Having started in the indus-
try as a laborer, Justin has
held positions with increas-
ing responsibility since high
school. As a Project Manager and Senior Project
Manager, Justin led many higher education, multi-
family, and office projects to successful completion.
Most recently, he managed the 500,000 SF mixed-
use redevelopment project in downtown Loveland,
Colo., The Foundry.

In his new role as Project Executive, Justin will be a
senior leader in the organization, actively promoting
company initiatives and fostering the skills and ca-
reer objectives for personnel reporting to him. He will
provide strategic leadership of multiple projects and
teams. As a Project Executive, his involvement will
begin in the early project pursuit and setup strategy
with the preconstruction department and will con-
tinue through all phases of the project including the
post construction warranty phase.

FULLER

TUCK

Aubry Teeters | Promotion

Brinkman Construction

Aubry Teeters has been promoted as a Project Ex-
ecutive for Brinkman Construction. She’s a LEED
Green Associate with extensive experience in gov-

ernment, healthcare, and
office products across the
country. She holds a bach-
elor's degree in Architec-
tural Engineering from the
University of Colorado.
During her tenure at Brink-
man Construction, Aubry
has led many Denver-
based projects from pre-
construction to success-
ful completion including
INDUSTRY RiNo Station and the adaptive reuse of
the historic former Gold Star Sausage building. She
is currently overseeing one of Brinkman Construc-
tion’s largest healthcare projects, the Eating Recov-
ery Center in the Lowry district in Denver.

As Project Executive, Aubry will provide high-level
management direction to project teams and accept
the overall responsibility for the success of multiple
projects from pursuit through completion. Aubry will
hold key relationships with clients during all phases
of projects and will be
actively involved in the
promotion and career
management of person-
nel reporting to her.

TEETERS

Andrew McAlister |
Promotion

Brinkman Construction
Andrew  McAlister has
been promoted to a Proj-
ect Executive for Brink-
man Construction. He has a bachelor's degree in
Building Construction from Auburn University.
Andrew’s diverse industry background spans a wide
range of project types from large university projects
to small tenant finishes. At Brinkman Construction,
Andrew has played an integral part of large multifam-
ily and senior living projects across Colorado. He has
a proven track record of leading teams to complete
projects on time and on budget.

In this new role, Andrew will expand his oversight
to multiple projects and teams. He will be the main
point of contact with clients during all phases of the
project, providing a seamless experience from pre-
construction through closeout. In addition to assum-
ing responsibility for the success of multiple projects,
Andrew will be actively involved in the development
and career management of project managers in the
organization.

NONPROFIT

Claire Bouchard | New Hire

United Way Of Larimer County

United Way of Larimer County is pleased to welcome
Claire Bouchard as its new Vice President of Com-

MCALISTER

the thresholds South Dakota set are
within reason ($100,000 of in-state
sales or 200 separate transactions
into the state, annually) and that
unreasonable thresholds could still
be found unconstitutional. For that
to happen, a case would again have
to make it through various appeals
and be held in front of the Supreme
Court once again; that said, there will
hopefully be some sort of checks and
balances regarding states and the
thresholds they enact. South Dako-
ta’s law also prohibited retroactive
application of the requirement.

One of the more important results
of the Supreme Court overturning
Quill and National Bellas Hess is that
ithas opened a door for Congress to
now write new legislation provid-

munity Impact.

Claire Bouchard has lived
and worked in Larimer
County for more than 14
years. Before joining Unit-
ed Way she held multiple
community engagement
positions in the area, in-
cluding national market-
ing director for SAFE-
built; co-founder of Slate
Communications, a Fort

o

BOUCHARD

ing anational standard for online
retail. Some forms of this legislation
are already starting to move into
Congress. Over the coming months,
this will be an area for business
professionals to watch, as new laws
signed in by Congress could drasti-
cally impact the future landscape of
interstate commerce as a whole, and
internet retail in particular. Anylack
of action by Congress will provide
the states and local jurisdictions

the opportunity to enact laws and
enforce as they wish.

Ryan Sanger, CPA, is a tax partner
at Anton Collins Mitchell LLP with a
specialization in sales and use tax.
He can be reached at 970-352-1700 or
rsanger@acmllp.com.

Collins-based marketing and creative firm; and Pub-
lic Relations Coordinator for the City of Fort Collins.
Claire is passionate about connecting commu-
nity members to organizations to increase capacity
within our communities. She brings deep commu-
nity content expertise, a commitment to high qual-
ity work and collaborative teams, and more than a
dozen years of public and private sector experience
to the Vice President of Community Impact role.

She has three grown children and loves exploring
Northern Colorado trails on bike and foot.

RAWLINS

National Bank

Member FDIC

Taking Care of Business Since 1899

be competitive.

We know how important healthy and diverse
businesses are to successful communities.

As a community bank, we are focused on helping
businesses and individuals succeed. We understand
what businesses need to grow and how to help them

We won’t be here one day and gone another - we are
with you for the long haul.

With over 100 years of experience, we have plenty
of ideas to help businesses be successful!

Stop by or call:
2001 Main Street, Longmont, CO 80501

303-772-2296
www.rnbonline.com

Rawlins National Bank has been Taking

Care of Business since 1899.
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Don’t hold on to something when you should let go

fter tripping over a cord
A and plunging backward, I
learned the urgency of let-

ting go. My memory recorded the
stumble but nothing else —not
the fall or hitting ground. Like a
train passing through a tunnel, my
brain went blank for a few seconds.
Because I held

on to something
I'should have
released, my life
would go through
significant pain
and financial
expense.

Lesson #1: If
Emperor Napo-
leon had let go of
his obsession to
invade Moscow (in winter) he might
have remained on the throne until he
died. He also wanted to conquer Eng-
land, America and even Australia. A
century later, Hitler made the same
mistake — couldn’tlet go and sent
armies to Moscow. If Richard Nixon
had let go of his desire to wipe out the
other party, he would have served out
his second term instead of resigning.

Your finest achievements require
you to let go of something else. You
release the comfort of high school

LEADERSHIP
RICK GRIGGS

to head to college or your first job;
you leave trusted colleagues to take
a promotion; a great relationship
sometimes requires letting go of one
that’s just OK. Often, our first reflex
iswrong—we hang on and squeeze
tighter. This automatic response can
be deadly.

Let go ... when the same sales pitch
produces fewer sales and weaker
relationships. How you landed past
clients won'’t always work with new
ones. How you persuaded investors
and partners might be less successful
as markets evolve. Things change —
release the old and update how you
see your world.

Let go ... when the same people
keep pushing you to overindulge.
Balance and moderation are worthy
guideposts, yet we all have memories
of certain friends or team members
who always seem to be there when
we throw caution to the wind and
get aticket, a warning or a crushing
hangover.

Let go ... when your body moves
into a new phase where bones and
tendons heal more slowly. Admit that
what you used to do is not what you
should do now. Your new workouts
might release the jarring and pound-
ing in favor of more stretching and

VIDEQ VIDEQ VIDEO

ISN'T THAT WHAT EVERYONE'S TALKING ABOUT?

“Lesson #1: If Emperor
Napoleon had let go of
his obsession to invade
Moscow (in winter) he
might have remained on
the throne until he died.”

balancing.

Let go ... of things you cannot
safely or skillfully perform at home
or at work. You don’t have to avoid
all power tools or mountain bicycles
butit’s worth adding safety features
and insisting that someone else is
involved when you clean gutters or
overhaul a product.

When I took that fall, my reflexes
insisted on hanging on to something
— anything. The smart thing was to
let go of the switch but I held on. The
safe thing was to release the handle
but I held tight. Unfortunately, it
was my own hand that kept the lawn
mower running as I fell backward.

Doctors, nurses and friends swore
that I was lucky. It took a few days
butI finally agreed when I saw the

surgeon’s handiwork. I know now

to practice letting go ahead of when
needed. Whether the conference
room or the backyard, rehearsal will
combat natural reflexes.

Epilogue — Lesson #2: Days after
leaving the hospital, my mental
doom and gloom lifted when the
doctor pronounced, “This is healing
well.” I felt optimism and whole-
ness. With alimp I turned to that old
mower with evil intent and revenge
in my blood. Wrench in hand and
wire cutters at the ready, I began
dismantling the mower with blood-
thirsty intent. Off with the handle
and electric wiring — it felt great.
And then the stubborn wheel assem-
bly slipped from my hand smacking
my reconstructed toe. Words came
out requiring apologies to neighbors.
With near unbearable pain, a second
life and business lesson crashed into
consciousness —it’s best let go with
gentleness and serenity rather than
vengeance and resentment.

Rick Griggs is the former Intel Corp.
training manager and inventor of
the rolestorming creativity tool. He
speaks on mastery, balance and inno-
vation. rick.griggs83@gmail.com or
970.690.7327.

ARE YOU READY TO BUILD SALES & GENERATE LEADS USING 21ST CENTURY
MARKETING TECHNIQUES FOR A BRIGHTER AND MORE PROFITABLE FUTURE?

V3M

]
-DIA MARKE TING

Producing Videos. Producing Sales. Producing Results.

CALL NOW FOR A FREE CONSULTATION ABOUT THE POWER OF VIDEO

(888) 989-V3MM [8366] | WWWVIMM.COM | ACTION@V3IMM.COM
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The Northern Colorado Bioscience Cluster will host
its annual summit beginning at 1 p.m. Aug. 15 at the
Embassy Suites Conference Center in Loveland. The
Immunology Summit will feature current research,
collaboration and applications in the bioscience in-
dustry. The summit is offered without charge to par-
ticipants.

A Longmont-based talent-procurement company
is seeking information from people who have made
the switch from one sector of the workplace — for-
profit, nonprofit or government — to another. The
company, interSector Talent, will compile data from
people who are willing to offer their experiences to
provide a snapshot of sector switching. Those who
have switched from any sector to any other sector
can offer their insights at: https://goo.gl/sWom5M for
the survey, which will close on Aug. 15. Findings will
begin to be released in September at the Social En-
terprise World Forum in Edinburgh, Scotland.

Sponsors of the NoCo Hemp Expo, which sold out
earlier this year when it was held in Loveland, will
take the show on the road with a new event, the
Southern Hemp Expo, to be held Sept. 28-29 in
Nashville, Tenn.

Three lions that were expected to be euthanized
have instead moved from their zoo in South Korea
to The Wild Animal Sanctuary at Keenesburg. In
February 2015, the lions at the Children’s Grand Park
Zoo in Seoul were the subject of controversy when
one or more of them killed a zookeeper who was in
their pen installing new equipment.

A popular seasonal pop-up bar operating out of a
tent in Fort Collins each summer since 2011 is barred
from serving the general public. Larimer County of-
ficials told Paddler’s Pub, operated by the Mountain
Whitewater rafting company, that it could only serve
rafting patrons. The bar, created to serve rafters af-
ter their trip and the general public, has clashed with
Larimer County officials in the past. Paddler’s Pub is
in the process of applying for special events permits
so it can host concerts and the general public. The
biggest land use code the pub is breaking is lack of
plumbing and parking. Paddler’s Pub uses portable
bathrooms and has said connecting to city sewer
lines about a mile away would cost around $2 mil-
lion. Paddler’s Pub had previously gotten permission
to open to everyone on May 12 and had been open
daily to the general public but then got a code com-
pliance letter listing several violations. Paddler’s Pub,
located at 1329 U.S. 287, said it will remain open
daily despite the change.

CLOSING

Fort Collins craft brewery Three Four Beer Co.
closed July 29 after releasing three more beers and
holding a farewell party. The company had been in
existence since 2015 but didn’t start brewing its own
beer until mid-2016.

Broomfield-based Ball Corp. (NYSE: BLL) will dis-
continue production at its beverage packaging plant
in Cuiaba, Brazil. Customers currently supported by
the Cuiaba plant will be supplied by other Ball facili-
ties in Brazil, the company said.

SKEYE Brewing, a Longmont craft brewery, closed
in late June. The brewery had launched a GoFund-
Me campaign June 5, seeking $10,000 to keep the
brewery open. As of late June, the campaign had
raised $485 from eight donors.

CONTRACTS

AktiVax Inc., a Boulder-based drug-products com-
pany, secured a contract worth as much as $55
million to develop an improved auto-injector for
nerve-agent antidotes. The contract from the U.S.
Department of Health and Human Services is worth
at least $15 million over 18 months but can be ex-
tended for four years for up to $55 million. AktiVax
will work with HHS to develop a new device that can
easily administer a drug to reverse damage inflicted
by organophosphates, a class of chemicals that in-
cludes nerve agents such as Sarin and VX.

KromaTiD Inc., a Fort Collins-based biotech compa-
ny, has joined the National Institute of Standards and
Technology Genome Editing Consortium, a newly
launched public/private partnership. The consortium
supports the emerging gene-editing market and
regulatory-agency needs for standardized measure-
ments of gene edits, editing byproducts and the risks
of using genome-editing technologies in research,

commercial and therapeutic products. Through a
cooperative research and development agreement,
KromaTiD will transfer dGH technology to laborato-
ries at the National Institute of Standards and Tech-
nology and other consortium members. KromaTiD is
a spinoff of Colorado State University.

The University of Colorado Boulder Integrated Re-
mote and In Situ Sensing (IRISS) Initiative and Boul-
der-based specialized engineering firm Black Swift
Technologies are partnering to provide a new service
to atmospheric researchers. The service will allow
researchers to rent unmanned aircraft systems and
expertise at-cost from CU IRISS and Black Swift.
Through the program, researchers can focus on their
work rather than what type of drone and sensors they
need to gather data, what certifications they need to
get approval from the Federal Aviation Administra-
tion, all of which can be cost- and time-prohibitive.

DH2i Co., a Fort Collins-based company that pro-
vides disaster-recovery solutions for Windows, Linux
and Oracle databases, signed a strategic-alignment
agreement with Red Hat. After testing and validation,
DH2i will become a Red Hat Technology Partner and
certified on Red Hat Enterprise Linux 7.

Banner Health and rideshare-company Lyft are part-
nering to offer Lyft as a transportation option for pa-
tients seeking medical treatment at two of Banner’s
hospitals in Colorado — McKee Medical Center in
Loveland and Banner Fort Collins Medical Center in
Fort Collins. The service also will be available to pa-
tients seeking treatment at most of Banner Health's
hospitals in Arizona, plus urgent-care sites, centers,
clinics and specialty-care locations in Arizona and
Colorado, where Lyft operates. Financial terms of the
partnership were not disclosed.

The city of Boulder signed a contract with Tri-State
Generation and Transmission Association for the
sale of hydroelectric power generated at five of the
city’s eight hydroelectric plants. The deal is a 10-year
agreement with an option to renew for another five
years. It's expected to generate about $500,000 per
year in revenue, which will offset water utility capital
improvements and operating costs that would other-
wise be paid through higher water rates for custom-
ers. The city previously had sold hydroelectric power
to Tri-State from the Boulder Canyon Hydroelectric
plant. This agreement renews the contract for Boul-
der Canyon and adds four facilities: the Kohler, Max-
well, Orodell and Sunshine plants.

EARNINGS

AeroGrow International Inc. reported that sales for its
fiscal year that ended March 31 were up 37 percent,
and its loss was up slightly compared with the previ-
ous year. Boulder-based AeroGrow (OTCQB: AERO)
manufactures and distributes in-home garden sys-
tems. The company recorded total revenue of $32.3
million and an operating loss of $448,000 for the year.

Guaranty Bancorp, a Denver-based bank-holding
company that is in the process of being acquired,
posted $13.3 million in profits for the second quar-
ter that ended June 30. The bank posted a profit of
$10.1 million in the first quarter of this year. Guar-
anty Bancorp (Nasdag: GBNK) is on track to be
acquired by Texas-based Independent Bank Group
Inc. (Nasdag: IBTX) in a $1 bilion deal expected to
close during the fourth quarter of this year. Guaranty
has 32 branches in Colorado, including Berthoud,
Boulder, Fort Collins, Greeley, Longmont and Love-
land. Guaranty’s second quarter 2018 return on av-
erage assets was 1.52 percent compared with 1.21
percent for the same quarter in 2017.

Fast-casual restaurant firm Noodles & Co. reported
a loss of $5.9 million, or 14 cents per share, for its
second quarter that ended July 3. Broomfield-based
Noodles (Nasdag: NDLS) posted a 4.1 percent in-
crease in revenue for the quarter to $117.4 million,
up from $112.8 million in the previous quarter. The
loss included a $3.4 million charge for final assess-
ment related to data-breach liabilities and a $300,000
charge for the settlement of Delaware gift-card liti-
gation. It also incurred $1.5 million of costs related
to the seven restaurants that closed in the second
quarter. For the first two quarters of 2018, the com-
pany reported a net loss of $9.5 million, or 23 cents
per diluted share, compared with a net loss of $28.7
million for the first two quarters of 2017.

KUDOS

Winners of the 2018 Bravo! Entrepreneur awards will
be recognized at a breakfast in their honor on Thurs-
day, Aug. 23, at the Embassy Suites in Loveland.

Bravo! is a BizWest event to recognize the spirit of
entrepreneurship among business founders and ex-
ecutives in the region.

2018 category winners are: Emerging Entrepreneur,
Ashley Colpaart, The Food Corridor, Fort Collins; and
Regional Spirit Award, Northern Water, Brad Wind,
general manager; Lifetime Achievement Award,
Steve Anderson, Forney Industries. Area Award
for Fort Collins goes to Bonnie Szidon, Ranch-way
Feeds, with finalists Amy Prieto, Prieto Battery, and
Dr. Don Wells, Associates in Family Medicine. Area
winner for Greeley is Chalice Springfield, Sears Real
Estate, with finalists Ronna Rice, Rice’s Honey, and
Ken Whitney, Anderson & Whitney. Loveland winners
are Terry and Diana Precht, Vergent Products, with
finalists Robert Grieve, Heska Corp., and Brian Pe-
terson, ECI Site Construction Management. Winner
for outlying areas is Paul Harter, Aqua-Hot Heating
Systems Inc., with finalists Leo Hayden, Hayden
Qutdoors, and Jon Turner, Highland Meadows,
Heron Lakes Development LLC, Timnath Ranch.
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Tickets for the event are available at early bird pricing
of $44.49. The event will start with breakfast at 7:30
a.m. on Aug. 23 and conclude by 9:30.

Windsor-based Poudre Valley Rural Electric Asso-
ciation won the 2018 SEPA Power Players Electric
Cooperative Utility of the Year award at the Smart
Electric Power Alliance (SEPA) awards dinner in
Washington, D.C. PVREA won for its Coyote Ridge
Community Solar Farm project — a collaboration
with GRID Alternatives and the Colorado Energy
Office to construct a solar array designed with
parameters ensuring all income levels and group
types have an opportunity to participate in renew-
able energy.

Hiltons on Canyon, the Embassy Suites by Hilton
and Hilton Garden Inn that opened last fall near 28th
Street and Canyon Boulevard in Boulder, was named
Dual-Brand of the Year in the 2017 Hilton North
American Development Awards.

CEO

Roundtable

price escalation

Properties.

Real estate execs see continued

Participants of BizWest's CEO Roundtable on Real Estate and Construction
are, from left, Keith Burden, Burden Inc.; Jason Kruse, Colorado Group;
Mark Changaris, Berg Hill Greenleaf Ruscitti; Becky Gamble,Dean
Callan & Co.; George Berg, Berg Hill Greenleaf Ruscitti; Stephen Tebo,
Tebo Development Co.; Steve Kawulok, SVN/Denver Commercial LLC;
Becky Rigo, Berg Hill Greenleaf Ruscitti; Jim Cowgill, EKS&H; Lynda
Gibbons, Gibbons-White Inc.; Todd Gullette, Re/Max of Boulder;
Stephanie lannone, Housing Helpers; Jeremy Wilson, EKS&H; Jeff
Wingert, W.W. Reynolds Cos.; Peter Schaub, Berg Hill Greenleaf Ruscitti;

Jim Loftus, Loftus Developments. Not pictured, Scott Holton, Element

Sponsored by:
EKS&H
Berg Hill Greenleaf Ruscitti
BizWest

Go to www.bizwest.com/ceo-roundtable for details.

BizWest photo /Doug Storum

EKS&H

AUDIT | TAX | CONSULTING

Pay BEERG HILL
ey GREENLEAF RUSCITTI

BizWest

BOULDER VALLEY ¢ NORTHERN COLORADO

For more information about the CEO Roundtable contact
Jeff Nuttall at 970-232-3131 or jnuttall@bizwest.com
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Health premium increases
track lower for new year

By BizWest Staff
news@bizwest.com

DENVER—The Colorado Division
of Insurance, part of the Department
of Regulatory Agencies, released pre-
liminary information for proposed
health plans and
premiums for 2019
for individuals
and small groups.
And the increase
in rates will be the
smallest in years.

The division Py
of insurance said CONWAY
that the same
seven companies that offered on-
exchange, individual plans in 2018
are returning for 2019 — Anthem (as
HMO Colorado), Bright Health, Cigna
Health and Life, Denver Health Medi-
cal Plans, Friday Health Plans, Kaiser
Foundation Health Plan of Colorado
and Rocky Mountain HMO. All coun-
ties in Colorado will have at least one
on-exchange company selling indi-
vidual health plans.

“I'm very pleased to see that we
kept the same seven companies sell-
ing on-exchange plans,” said Interim
Insurance Commissioner Michael
Conway. “Last year we worked hard
to keep them in Colorado, and I think
thatworkisreflected in their decisions
for 2019.”

For 2019 individual plans, the aver-
age premium increase request is 5.94
percent across all companies and lev-
els. In the small group market, the
average premium increase request is
715 percent. The rates noted, said the

division of insurance, are averages
across all plans and all companies,
meaning some consumers will have
higher or lower premium increases.

The requested average premium
increase for individual gold plans is
6.85 percent and is 12.30 percent for
silver plans. For bronze plans, the
requested average premium increase
is 0.9 percent.

For the first time in years, an insur-
ance company is requesting a rate
decrease for individual market plans
for 2019, the state reported. Both com-
panies under the Anthem umbrella,
HMO Colorado and Rocky Moun-
tain Hospital and Medical Service,
requested average decreases: 044
percent for HMO Colorado, and 2.64
percent for Rocky Mountain Hospital
and Medical Service.

Conway said the division’s efforts
this year have concentrated on main-
taining and furthering the stability
achieved last year. “Moving forward,
we will be doubling down on our
focus to address and attack the ever-
increasing healthcare costs that drive
premiums and push coverage out of
reach for many. For too long Colo-
rado consumers have been forced into
the uncomfortable and oftentimes
impossible position of paying for ever
increasing healthcare costs,” Conway
said.

Conway said that changes at the
federal level have made stability in
the local markets more difficult. A
change in July, for example, froze a key
Affordable Care Act program designed
to discourage insurers from favor-
ing healthy people over less healthy

“Iinformed the
insurance carriers

that we will require
that they account for
their respective risk
adjustment receivables
or payables as they are
reflected in the July 9,
2018, federal report.”

Michael Conway, Interim Insurance
Commissioner, State of Colorado

ones. “As we have in the past, we will
find a solution to this most recent
announcement,” Conway said. “To
that end, I informed the insurance
carriers that we will require that
they account for their respective risk
adjustment receivables or payables as
they are reflected in the July 9, 2018,
federal report. I will take any sub-
sequent steps that are necessary to
protect Coloradans and to maintain
market stability.”

The Division of Insurance will
spend the summer reviewing the pro-
posed plans to make sure the request-
ed premiums are neither too high nor
too low, and ensuring that the plans
comply with the Affordable Care Act
and state laws, Conway said.

Additional details on the submitted
plans are available on the Division of
Insurance’s web page, https://www.
colorado.gov/pacific/dora/health-
insurance-0

Unemployment edges up slightly in region

By BizWest Staff
news@bizwest.com

DENVER — Unemployment
increased in the Boulder Valley and
Northern Colorado in June, but the
labor market remains extremely tight,
with unemployment rates remain-
ing below 3 percent, according to the
Colorado Department of Labor and
Employment’s monthly jobs report
released Friday.

Boulder County’s jobless rate
climbed to 2.7 percent in June, com-
pared with 2.1 percent in May and 2.6
percent in June 2017. The county has
186,314 employed, with 5,187 people

looking for work.

In Broomfield County, the unem-
ployment rate also climbed to 2.7 per-
cent in June from 2.2 percent in May
and 2.7 percent a year ago. The survey
found 38,471 people employed in the
county last month, while 1,081 work-
erslacked employment.

Larimer County’s 2.6 percent
jobless rate compared with 2 per-
cent in May and 2.5 percent in June
2017. A total of 198,403 workers were
employed in the county, while 5,228
were unemployed.

Weld County’s 2.7 percent unem-
ployment rate in June compared with
2.2 percent in May and decreased

from 2.8 percent in June 2017. A total of
159,586 people were employed in the
county, while 4,482 were jobless.

Boulder, Broomfield and Weld coun-
ties all matched the state’s jobless rate
of 2.7 percent, with Larimer beating it.

Employers in Colorado added
4,200 nonfarm payroll jobs from May
to June for a total of 2,729,600 jobs,
according to the survey of business
establishments. Private sector payroll
jobsincreased 3,700, and government
increased 500. May estimates were
revised up to 2,725,400, and the over
the month increase from April to May
was 9,700 rather than the originally
estimated 7,700.
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Regional chamber confab
set Aug. 8 at CSU stadium

Nine area chambers of commerce will
join for a Northern Colorado regional busi-
ness after hours from 5:30 to 7:30 p.m.
Aug. 8 at the new on-campus Colorado
State University stadium now known as
Canvas Stadium. The stadium is located
at 751 W. Pitkin St. in Fort Collins. Mem-
bers from the Berthoud, Evans, Fort Col-
lins, Greeley, Johnstown-Milliken, Love-
land, Longmont, Wellington and Windsor
chambers, and the public, are invited to
the event that is celebrating community
collaboration. Admission is $15 if registra-
tion and payment are received in by 5
p.m. on Tuesday, Aug. 7. Cost is $20 at the
door. Register by calling 970-482-3746.
During the registration process, members
will indicate which chamber they are rep-
resenting.

0Oil and gas sector’s
economic impact cited

Colorado’s oil and gas sector contribut-
ed $31.38 billion into the state’s economy
in 2015, with 232,900 jobs, according to a
2017 study by PricewaterhouseCoopers.
Part of that annual economic impact is felt
by donations to charitable organizations,
projected at $5.2 million in 2017. The eco-
nomic impact of the energy sector — and
its impact on nonprofits — was the mes-
sage from two panels at the Energy Sum-
mit at the DoubleTree by Hilton Greeley
at Lincoln Park. The event was presented
by BizWest. ExxonMobil donated almost
$1 million to higher-education institutions
in Colorado and $50 million nationwide.
Noble Energy partnered with the Rocky
Mountain Raptor Program to protect birds
in areas in which the company operates.
PDC Energy matched donations at KFKA
radio’s program benefiting United Way
of Weld County. Employees also pack-
aged 20,000 pounds of food for the Food
Bank of the Rockies. Extraction Oil & Gas
announced that it would alter its drilling
schedule near a Greeley school. Anadarko
partnered with the Red Cross Mile High
Chapter to install 100 free smoke alarms in
at-risk communities.

Report: loT for utilities has
$5.1B global market potential

A new report from Navigant Research
shows that the global market for Internet
of Things solutions when it comes to
utilities is expected to grow to $5.1 bil-
lion by 2028. Although the solutions are
still maturing, the report suggests utilities
should embrace the Internet of Things
market for key pain points such as generat-
ing assets, transmission and distribution
system equipment, smart meters and data
analysis. “Many of the tools are outdated,
sit in silos, and were never designed for
the complexities of today’s smart grid,”
Neil Strother, principal research analyst
with Navigant Research, said in a prepared
statement. “More advanced utility loT
analytics solutions have entered the market
and can be applied to legacy systems and
new data flows using edge computing,
cloud computing, machine learning, and Al
to unlock valuable insights and drive opera-
tional efficiencies.” The full report shows
that early adoption of loT solutions can help
cut costs while demand is flat or declining.
loT technologies can also enable disparate
systems to operate on the internet and inte-
grate data for enhanced business value.
It also allows for the advanced analytics
necessary for distributed energy resources
like solar panels.
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Look for the opportunities
within the adversities

e’re surrounded by
threats and challenges
every day. Customers

switch. Employees leave. Competi-
tors surprise. Government regulates.

So how on earth can these contain
opportunities?

It’s easy to see potential when a
new market opens up, or you discov-
er a great technology, or a competitor
exits. But you have to be much more
optimistic to see how a threat can be
turned around. .

It’s actually ' a
about your philos- .
ophy as aleader
and how you
choose to respond
to events.

Suppose that ;
a huge national SMALL BUSINESS
ADVISER

competitor enters e, DIERSCHOW
your space.

They’re more

efficient, and they have economies of
scale you could only dream of.

Yes, you're being pressed into
some uncomfortable decisions. Let’s
faceit, though, it was only a matter of
time before you'd have to look at this.

serving you well anymore.

Consider the case of losing a big
customer. Ouch!

This is the time to ask: What did
we learn? Did we not pay enough
attention to their shifting priorities?
Are our products out of step? Did a
competitor surprise us?

Remember that running a busi-
ness is a dynamic, ever-changing
affair. It's about learning, adjusting,
designing, and creating. Every day.

Yes, this is painful. I get that. It’s
hard work that you hadn’t planned
on.

But with every change, you have
the chance to design for a better
future. Perhaps not with as healthy a
bottom line, but I would hope that’s
not your only measure of success.

Your goals should also encompass
delivering true value to customers,
great jobs for employees, a healthier
society, and security for your family.
The money is just there to help you
achieve those far more important
goals.

That perspective is important,
because it helps you make more
balanced decisions. Yes, pay close

The time is now. attention to prof-
You can'focus “Your go als should also itability and cash
on deepening ] . flow. But there
relationships encompass dellvermg are few com-
with your best true value to customers, panies thatare
customers. You . defined purely by
can shift your great JObS for employeesa those financial
productlineand g healthier society, and measures. Even
exit the areas . . »»  inthefinancial
where you don't security for your family. industry,
compete well. Gobackto
You can even pur- your core prin-
sue powerful new ciples. What
partnerships. does “serving customers” mean in

Or suppose that one of your key
employees just left. Yes, that hurts,
both for the company and for you
personally.

The opportunity is to look at how
work is allocated and skills are devel-
oped. You'll be more attentive this
time to not being so reliant on a single
individual, and you have the chance
to evaluate which areas will be more
useful in the future. Now may be the
time to phase out processes that aren’t

the future? What does “creating an
enduring company” look like? How
will we continue to “give value to our
stakeholders?”

Sometimes you're just forced to
change. Threats happen. But you'll
be far happier when you look for the
opportunities that are hidden within.

Carl Dierschow is a Small Fish
Business Coach based in Fort Collins.
His website is www.smallfish.us.

CNBC: Colorado ranks as Top 5 state for business

By Jensen Werley
jwerley@bizwest.com

Colorado is the fifth-best state for
business, according to a new ranking
from CNBC.

The state scored 1,564 points out
of a possible 2,500 points in CNBC'’s
list of America’s Top States for Busi-
ness.

There were 10 categories on which
states were scored: cost of doing
business, workforce, quality of life,
economy, infrastructure, technol-

ogy &innovation, education, business
friendliness, access to capital and cost
of living.

In addition to ranking No. 5 over-
all, Colorado was in the top 10 for
categories such as workforce, quality
of life, economy, and technology and
innovation.

The top states were Texas, Wash-
ington, Utah, Virginia and Colorado.
Rounding out the top 10 were Minne-
sota, Georgia, Massachusetts, North
Carolina and Florida.

In 2017, Colorado ranked No. 6.
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Gl STARTUPS

ItyDity co-founders Emily Satterlee and Jonah Brockman

[tyDity startup hits right tune,
matches musicians, producers

By Jensen Werley
jwerley@bizwest.com

FORT COLLINS — Emily Satterlee
wants to empower musicians.

As a singer-songwriter herself,
she knew one of the great stumbling
blocks to recording music was find-
ing a producer. Sometimes the artist
and producer click and the intimate
process of recording creates exactly
what both the musician and producer
have in mind. Other times, it can feel
transactional and ultimately result in
something unsatisfying.

After learning a bit about produc-
tion, Satterlee took a technological
approach to making the musicrecord-
ing process better for all parties.

The result was ItyDity, a Fort Col-
lins-based startup that provides a
marketplace and matchingservice for
musicians and producers.

“It’s the only artist-run market-
place and network that intimately
works with artists to help them craft
their vision and song-match them
with the perfect producer to create
a market-ready track,” Satterlee told
BizWest.

Here’s how it works: Artists can go
to ItyDity’s website and upload demos
of songs or upload videos describing
how they want it to sound by citing
influences, other artists they want to
emulate or even styles and effects they
like. Each songis then posted as a proj-

ecton ItyDity, and producers can sub-
mitarequest towork on a project, stat-
ing why they’re drawn to the song or
the artist’s vision. The musician then
selects afew producers they would feel
excited to work with. As an additional
element, Satterlee and her co-found-
er, music producer Jonah Brockman
— who together interview all the pro-
ducers before they join the network
— throw in some wild card choices
they think might be a good match
that the artist maybe didn’t consider.
Those selected producers then move
into the last phase of the bid process,
uploading their own rough draft of
what they would do with the song. The
artist then blindly listens to the tracks
withoutknowing who produced itand
makes a selection. The artist and the
producer selected work together to
finish the song.

The final selected producer is paid
for the work. Projects start at $699,
although some artists are encouraged
to incentivize their project by offer-
ing more. ItyDity takes a $99 cut of
the sale. Satterlee said that based on
her and her co-founder’s experience,
$699 was a reasonable price point for
afinished, radio-ready track.

“For artists, one of the value-adds of
ItyDity is that a new artist starting out
doesn’t know what to expect to pay,”
Satterlee said. “It can be intimidating
finding a producer on Craigslist and
not having a trusted third-party. We

COURTESY NAOMI GRIFFIN

find that most people don’t balk at the
price point of $699.”

While the benefit to artists, espe-
cially first-time artists, is the security
of a third-party platform rather than
searching through Craigslist, and the
end result of a market-ready song,
producers also benefit from using
ItyDitty. New producers can use it to
build up their portfolio, while estab-
lished producers can useit to find new
artists they're excited to work with. It’s
also great for producers who don’tlive
in major music cities like Nashville or
Los Angeles to work with talent.

For Satterlee, working out of Fort
Collins was an intentional choice.

“Fort Collins’ music scene is why
we're there,” she said. “The Music
Districtis amusic-focused co-working
space and events center run by musi-
cians in all aspects of the industry.
It’s a unique and unparalleled music
ecosystem thatdoesn’t existanywhere
else in Colorado.”

Satterlee said originally she
thought she might need to move to
L.A. to launch her startup.

“But some friends were like,
‘There’s something brewing here; talk
to the people at the Music District.
They launched around the same time
as ItyDity. As soon as  met with them,
they were so gracious and gave us alot
of early support.”

In fact, Colorado has made a state-
Please see ItyDity, page 53
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Innosphere invests
in med-device startup

Innosphere, an incubator based in
Fort Collins, invested in medical-device
startup Aspero Medical Corp. in Boulder.
The amount of the investment was not
disclosed. Aspero Medical is developing
an endoscopic device that can be used by
doctors treating patients with gastrointes-
tinal diseases.

Innosphere seeks applicants
for incubator program

Fort Collins-based incubator Inno-
sphere is seeking science and tech
startups for its fall entrepreneur program.
The programs will focus on getting the
companies ready for investment, working
with experienced advisers, exit planning
and top-line growth, among other neces-
sary skills. The application for both the
startup and scale-up program is Aug.

15. The cohort begins in September and
companies usually stay in it from 18 and
24 months.

Sunrise invests
in Little Secrets

Sunrise Strategic Partners, a Boulder-
based accelerator of emerging brands
co-founded by Steve Hughes and Trilantic
North America, invested in Little Secrets, a
clean-label chocolate brand made without
artificial colors or flavors. Sunrise did not
disclose the size of the investment.

2 Longmont firms
win startup grants

Two Longmont businesses won $3,000
Advance Longmont Startup Grants
through the Longmont Economic Devel-
opment Partnership. They are: Left Hand
Yoga, 1811 Hover St. Suite H, in Long-
mont, a four-month old yoga studio; and
Family Village, 360 Terry St., a destination
for mothers re-entering the workforce. The
Advance Longmont Startup Grant pro-
gram assists local startups that have been
in business for less than two years.

Venture-capital funding
Increases in Boulder area

Venture-capital investment increased
in Boulder County during the second
quarter. The area recorded $161.49 million
across 14 companies, up from $121.67
million a year ago. VC deals in Boulder
in the second quarter of 2018 included
funds raised by Wunder Capital, Sphero,
GoodBelly, OnKure and KM Labs. The VC
numbers come from the latest PitchBook-
NVCA Venture Monitor.
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ItyDity co-founders Emily Satterlee and Jonah Brockman in studio.

ItyDity, from 52

wide effort to increase its music influ-
ence. The Colorado Music Strategy
was launched through a private-pub-
lic partnership via Colorado Creative
Industries and Fort Collins-based
Bohemian Foundation to increase
revenues for Colorado musicians and
businesses. It also aims to raise Colo-
rado’s stature nationally as a state for
musicians and artists.

Recently, ItyDity won a chance to
meet with Techstars’ music accel-
eratorin L.A., after placing second ata
pitch competition during Fort Collins
Startup Week. The company has been
bootstrapped, and Satterlee said the
plan s to continue that. In addition to
taking a portion of the fee a producer
gets for making a song, ItyDity is con-
sidering taking aroyalty fee and facili-
tation fee. However, Satterlee said
the company plans to keep it lower
than the record industry standard:
while ItyDity’s service fee is $99, many
record labels have it set at 30 percent.

ItyDity is also looking at onboard-
ing more producers. So far, there are
about 300 producers on board.

Amain goal of ItyDity is preventing
dissatisfaction from the artist or the
producer. The platform has built-in
communication tools to help the art-
ist feel out producers before making a
final selection. And if the two do butt
heads, ItyDity steps in as a moderator
to help work out the issue. If an issue
can’t be resolved or if the final prod-
uct just isn’t what the artist wanted,
ItyDity has third-party mixing and
mastering specialists who can help
make it right.

Thereisalsoanalgorithm thathelps
eliminate any possible collaborations
that won’t be good matches, such as
a religious artist who wants to only
workwith a producer of the same faith.
However, while many music platforms
mightrely onalgorithmsand machine
learning to predict what a user might
want, Satterlee said ItyDity is very

“For artists, one of the
value-adds of ItyDity is
that a new artist starting
out doesn’t know what
to expect to pay.”

Emily Satterlee, co-founder
ItyDity

much hands-on. She or Brockman
interviews every person who signs up.
It'swhatallows her to make those wild
card recommendations.

“My main concern is always to be
able to get a high-quality final result
for the artist,” she said. “That means I
like to be more hands-on and notleave
it to an algorithm. You don’t need
an algorithm at the end of the day.
The final process is the artist select-
ing based on the creativity of another
human’s submission.”

Ultimately, Satterlee said ItyDity is
looking to solve a real problem in the
music industry.

“In this new era of the DIY musi-
cian and professional studios shutting
down at massive rate and not operat-
inglike they used to, they’re not doing
artist development or using resources
to match artists to producers. It’s left
artists in a vulnerable state on how
to navigate production on their own.”

She said ItyDity is looking to fill
thatroleasatrusted third-party. What
is more, producers are frustrated
because of the widespread afford-
ability of home recording equipment,
unqualified producers are diluting the
business.

“This is anew era and a new atmo-
sphere in the DIY age of musicians,”
she said. “We’re removing roadblocks
that currently exist and are allowing
both parties to reach their maximum
potential.”
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By COMMENTARY

Trump Administration
should step back
from destructive tariffs

Enough, Mr. President.

We understand that some countries — particularly China —
engage in trade practices that damage U.S. interests, particular-
ly the protection of intellectual property. Others might provide
systemic subsidies to key industries or adopt policies deemed
unfair to U.S. farmers or manufacturers.

Concerns such as theft of intellectual property by China
should be addressed. Strong measures must be taken to cease
the practice and protect U.S. companies. Additionally, issues of
hidden subsidies to key industries by trading partners should be
tackled in negotiations, as should barriers to U.S. agricultural
exports.

But the tariffs imposed or threatened by the Trump Admin-
istration go far beyond anything that is reasonable, and pose a
real danger to the current robust economy, just as some analysts
predict a slowingin 2019.

In other words, we don’t need this.

Thus far, President Trump in March imposed a 25 percent
tariff on steel and a 10 percent tariff on imported aluminum,
with initial carve-outs for Canada and Mexico. Those exemp-
tions ended May 31, when the Administration imposed those
tariffs on the two countries and the European Union.

Trump also has threatened to impose a 25 percent tariff on
automobile imports and has imposed a series of tariffs on $50
billion worth of imports from China, including aerospace, auto-
mobiles, communication technologies, materials and robotics.
He also has threatened tariffs on another $200 billion worth of
Chinese goods.

The list goes on.

Already, foreign trading partners have imposed retaliatory
tariffs on everything from lawn mowers to orange juice, agricul-
tural produce to seafood, motorcycles to Levi’s.

Pain already is working its way through the U.S. economy;,
including the Boulder Valley and Northern Colorado. As Shel-
ley Widhalm reports in this edition, companies ranging from
Walker Manufacturing Co. in Fort Collins to Advance Tank &
Construction Co. in Wellington have been affected by increas-
ing costs, lack of available products or materials and overall
uncertainty.

Protectionist actions have roiled financial markets and
prompted consternation by the president’s Republican allies in
Congress. The president’s July 25 announcement that he would
provide $12 billion in emergency assistance to help farmers hurt
by newly imposed retaliatory tariffs served only to heighten
Republican concern.

Fortunately, Trump appears to be moderating his position,
reaching agreement with the European Union to forego addi-
tional tariffs and to work toward removal of tariffs and unfair
trade practices.

But the president could easily alter course once again, and
trigger an all-out trade war that would damage manufacturers
and agricultural producers.

We hope that doesn’t happen, for the sake of the Boulder Val-
ley, Northern Colorado, and the global economy.

www.bizwest.com

How long will this economy last?

OK, I'should probably just end this
column right here, because the question
posed in the headline is so impossible to
answer thatI won’t even try.

Umm... sorry, I
couldn’t stay away. Pre-
dicting the unpredictable
is too much fun, so here
we go!

True, no one knows ' .
howlong the current U.S. PUBLISHER’S
economic expansion—  NOTEBOOK
now inits 109th month, CHRISTOPHER WOOD
the second-longest
in history —will continue. If the current
expansion lasts past July 2019, it would sup-
plant the longest period of economic growth
set during the 1990s, so we've got that going
forus.

Still, many economists point to sometime
in 2019 as the period during which a reces-
sion is most likely to occur. They base that
on multiple factors, such as the length of the
current expansion, inversion of the yield
curve, etc. An inverted yield curve reflects
aninterest-rate environment in which short-
term interest rates exceed long-term rates,
which some consider a predictor of reces-
sion.

Gotthat? (I have tolook it up every time
I'hear the term.) But I sometimes wonder
whether economists are making it up as they
go along, anyway.

After all, it’s not like economists have had
much success in predicting economic per-
formance. Just take alook at the predictions
from the Federal Reserve in October 2007:
The Fed’s Open Market Committee provided
economic projections of the Federal Reserve
governors and Reserve Bank presidents,
predicting growth in real gross domestic
product nationwide of 1.6 percent to 2.6 per-

BW POLL

Would you support an increase in the state sales tax
to address Colorado’s transportation-funding shortfall?

YES. 53% NO. 47%

centin 2008, climbingto 2.2 percent to 2.7
percentin 2010.

The reality? Real GDP contracted by 4.3
percent between the fourth quarter of 2007
and the second quarter of 2009, according to
the Fed. It was thelongest economic down-
turn since World War II.

Admittedly, the current expansion has
garnered some additional tailwinds, with
the Tax Cuts and Jobs Act 0of 2017 providing
an enormous stimulus to the US. economy.
The stock market is booming. Millions of
new jobs have been created. Unemployment
remains near historic lows —just 2.6 percent
in Larimer County and 2.7 percent in Boul-
der, Broomfield and Weld counties!

Other factors — the Trump Administra-
tion’s tariffs, increasing interest rates, an
overvalued stock market or sharp increases
in energy costs could drag the economy
down.

And itwill happen, whether thatbe in
2019, 2020, 2021 or whenever. And, like in
2007, the cause could be something com-
pletely unexpected. Will the Chinese real
estate market collapse? Will crypto cur-
rencies be the next bubble to burst? Did the
financial markets learn their lesson from
the subprime mortgage crisis? Will excessive
federal spending finallylead to inflation, fol-
lowed by sharper spikes in interest rates?

We'll know eventually, I suppose. In
the meantime, we can only encourage our
elected officials, lenders, borrowers and
regulators to do better than they did the last
time around.

Oh...Ialmost forgot: My non-economist
prediction is that all of the above factors —
joined with increased political turmoil in
Washington, D.C., will begin to take a toll on
the economy, and that we will enter areces-
sion before or after the fourth quarter of 2019.

See whatI did there?

Christopher Wood can be reached at 303-
630-1942, 970-232-3133 or cwood @bizwest.
com.

Next Question:

Are tariffs imposed by President
Trump on imported products good or
bad for the U.S. economy?

Yes
No

Visit www.BizWest.com
to express your opinion.
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Boulder business reasserts community leadership role

he Boulder Chamber, after
T months oflistening to and

working with business and
community leaders in focused conver-
sations, recently announced a major
initiative — “Boulder Together” — to
help address three persistent and
urgent issues: inadequate affordable
housing, insufficient transportation
options and a dearth of qualified people
to meet our workforce needs, across all
industries, for today and tomorrow.

In many ways, Boulder Together rep-
resents the reassertion of aleadership role
for the businesses community that has
lied dormant in recent years, but has well-
established roots in shaping the commu-
nity we love. It may seem like a humble
beginning, but the cornerstone for found-
ing of the Boulder Chamber entailed a
paradigm shift in diversification of our
local economy through business com-
munity inspired construction of the
Boulderado Hotel. Consider further what
Boulder would be today without business
leaders from the Boulder Chamber step-
ping forward to purchase theland that
facilitated development of the first federal
laboratories. These are community shap-
inglegacies, and there are many more
torecount, which are arguably every bit
as pivotal as open space preservation to
shaping our cherished community fabric.

Sowhy do we step forward today as
Boulder businesses to reassert our his-

toric leadership position?

The issues of housing, transportation
and workforce readiness have never been
more pressing and demand immediate
action.

Traditional civic processes, while
properly deliberate by nature, are often
further handi-
capped by political
divisiveness and
limited public fund-
ing.

The dynamic,
innovative nature of
the business world
is well-suited to
develop programs,
systems, and tools
that offerimmediate
relief and long-term solutions.

Stated most succinctly by Gerry
Agnes, Elevations Credit Union president
and Boulder Chamber Board director, in
arecent Daily Camera article on Boulder
Together, “This is about figuring out how
we marshal the assets of the business
community to make a significantimpact
on... (the future of) the communityasa
whole.”

Aside from the historiclegacy of busi-
ness leadership in our own community,
business helping resolve big community
needs is not a new concept. Examples
abound across the Front Range, such as
the Fort Collins business community

BOULDER’S
BUSINESS CENTER
JOHN TAYER

advancing programs to educate and train
thelocal workforce. The Longmont busi-
ness community is bringing innovative
financing proposals and technical exper-
tise to the table in the drive to expand
housing options. And it's Denver business
leaders at the forefront in addressing
regional and statewide transportation
issues.

And Boulder businesses are already
takinginitiative on their own. One
example is Google’s $41.7 million invest-
ment in financing for affordable housing.
Other companies are taking action to
make work commutes more convenient
through the exploration of creative
final mile systems thatimprove tran-
sit effectiveness. And in the workforce
development arena, one only has to turn
to the 2017 Boulder Chamber Innovative
Business of the Year, Techtonic Group,
and their apprenticeship program that s
increasing STEM opportunities outside of
the traditional education system.

Asbusiness leaders take more respon-
sibility to address the greatest challenges
of today through Boulder Together, we
won't be going it alone. In the spirit of
the proverb — “If you want to go fast, go
alone. If you want to go far, go together.”
—we understand that collaboration is
the most effective way to develop more
effective long-term solutions. That’s why
the Boulder Chamber takes such pride
inits partnership with the Community

Foundation to develop a diverse pool of
tomorrow’s leader through the Boulder
County Leadership Fellows program.
That same spirit was demonstrated in the
recent panel the Boulder Chamber spon-
sored for the CU Conference on World
Affairs, titled, “Community Collabora-
tion Across Sectors,” featuring business/
nonprofit/public sector examples of
cooperative efforts for the common good.

Because of the urgency of the issues
we're highlighting through Boulder
Together, the need for solutions is simi-
larly urgent. That is what we, as business
leaders, along with ourlocal partners,
commit to achieve over the next four
years. In many ways, itis the fulfillment
of our Boulder Chamber tagline, We Build
Community Through Business. Boulder
Together, though, is not the exclusive
domain of business leaders. Instead, it
represents a coupling of the renowned
Boulder innovation ecosystem with our
culture of collaboration and civic inge-
nuity to address our most pressing chal-
lenges.

We owe it to ourselves and to our com-
munity to come together in tackling the
challenges of today for a brighter, Boulder
future.

John Tayer is president and CEO of the
Boulder Chamber of Commerce. He can be
reached at (303) 442-1044, ext 110 or john.
tayer@boulderchamber.com.

Office rents stagnant? Not when triple nets are counted

have a public service announce-

ment for office tenants, landlords,
and investors: Office rent is not as stag-
nant as it may seem.

Recently, it has been widely publi-
cized that office rent hasn't moved in
years. While some data sources could
lead you to believe this, digging into the
data shows there is more to that story.
Itis important for both commercial
space tenants and landlords alike to
understand what goes into gross rent,
and how a shift in the makeup of gross
rent has led to an inaccurate picture
of commercial rent trends. So, for the
benefit of tenants, landlords, and any
potential investors in commercial real
estate, we'd like to dig alittle deeper on
the true status of office rents in North-
ern Colorado.

Ifyouare alandlord in Northern Colo-
rado, perhaps you yourselfhas observed
seemingly stagnant base rent on your
commercial office space. Let not this
micro snapshot of seemingly stagnant
commercial office space rents tobe a
deterrent from investing in commercial;
this does not signal that commercial
office space is no longer a good invest-

I s this thing on? Good, because we

ment.

Here is the more accurate picture
atamacro level: Unless you're living
under arock, you are well aware of the
increasing price of real estate along the
Front Range as the
economy overall has
rebounded from the
2008 recession (and
of course commer-
cialreal estate is not
exempt from this
increase).

Such growth
coupled with other
economic factors
has significantly
driven up property values around the
state and especially in our northern
region. Despite some of the issues that
come with accelerated growth and
prosperity, many of us are fortunate to
live in our thriving communities. Local
government would just feel left out of the
partyifitdidn’t partake in the prosperity,
increasing property tax commensurate
with the value appreciation we all have
enjoyed.

When there is an increase in property
tax, there is an increase in what s called
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triple nets, also known as NNN. NNNs
are costs that go beyond the tenant’s base
rent and include property taxes, insur-
ance, and common area maintenance.
Anincrease in property taxes results
inanincreasein NNN costs, and these
costs are passed along to the tenant as
an expense atop base rent. Together,
these make up the gross rent for the ten-
ant. Simply put, the increase in property
taxes hasresulted in an increase in NNN
expenses, leading to a tenant’s gross
office rent expense.

OK, so NNN costs have increased, but
whywould that cause an apparent stag-
nation of office rents? The accelerated
rate at which the taxes have increased
have put downward pressure on base
rents that property owners can success-
fully charge.

From a tenant’s perspective, their
gross rent expense continues to rise with
each new property valuation. So while
their base rent may not show much ofan
increase, their monthly rent invoice from
theirlandlord sure doesn’t feel like rent
stagnation.

Need alittle data to validate what
we're saying? A recent Waypoint sample
study found a 33 percent average increase

in property taxes between 2012-2017 of
Fort Collins Class A office space. More
broadly, according to a study conducted
by the city, between 2016-2018 alone,

all commercial office space in Fort Col-
lins experienced a 16 percent increase
in property valuations. Obviously, these
massive increases cannot continue for-
ever. In the short term, however, base
rental rates will take the hit, as NNN rates
continue to raise the total gross rent that
tenants are paying.

After an extended period of value
appreciation, property values (and tax
assessments) should stabilize, and we
would expect to see alittle buoyancy in
base rents with only 5.2 percent office
vacancy rate in the northern Colorado
market. At that point, investors in com-
mercial real estate will again be able to
realize a more normalized increase in
base rents/net operating Incomes. Until
then, sit tight and understand that there
ismore to the story than one data source
may suggest.

<mic drop>

Nick Norton is a broker associate with
Waypoint Real Estate in Fort Collins.
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At Brinkman Construction, we invest in great people,
so they can invest in you.

Y
BRINKMAN
== CONSTRUCTION ==

Fort Collins | Denver

www.brinkmanpartners.com

Commercial | Multi-Family | Office | Retail | Healthcare | Mixed-Use | Industrial



