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BY RISA POLANSKY

With the economy in a tail-
spin, and business slow as a
result, local commercial real
estate organizations are going
“back to basics.”

In planning for her 2009
term as president of Commer-
cial Real Estate Women – Mi-
ami,  Danet Linares had a
theme in mind: “Close the
Deal,” which she called a
“natural” follow to past Presi-
dent Gayle Bainbridge’s “Make
the Ask.”

But as the economy crashed,
financial markets faltered and
business ground to a near halt,
“I started thinking, really, how
do you close the deal?” said
Ms. Linares, senior vice presi-
dent, director of real estate
services for Foram Group.
“You have to go back to ba-
sics.”

She changed the theme and is
focused now on promoting a
return to fundamental business
practices.

BY YUDISLAIDY FERNANDEZ

A Miami-Dade-Monroe
Florida Chapter of commercial
real estate experts hope to pro-
vide a clear picture of the
industry’s outlook for 2009 at
its annual conference this month.

Certified Commercial Invest-
ment Member, known as CCIM,
is a group of commercial Real-
tors hosting the 2009 Commer-
cial Real Estate Outlook Con-
ference on Jan. 21 with more
than 300 commercial real estate
agents expected to attend.

CCIM is also a designation
based on education and perfor-
mance only possessed by about
16,000 Realtors worldwide, said
Chapter President Edward
Redlich, also vice president of
commercial real estate services
firm ComReal Miami Inc.

The conference, hosted in
Miami for the third straight year,
is to be held at Coral Gables’
Riviera Country Club. The cost
for members is $39 and non-
members $69. The registration
deadline is Jan. 19.

Mr. Redlich said the CCIM
Florida Chapter offers member-
ship to non-CCIM designees
who want to join for network-
ing and education opportunities
for an annual cost of $200.

This year’s conference,

dubbed “Back to the Basics,”
has a nine-speaker lineup of
commercial real estate heavy-
weights unveiling their market
forecasts for 2009.

Some questions in the minds
of practicing commercial real
estate agents, Mr. Redlich said,
are how the credit markets will
behave, what will happen to
interest rates and “what sur-
prises and trends can be ex-
pected.”

The following speakers will
offer their insights into the com-
mercial real estate market:

Keynote speaker Stanley
Geberer, who leads the real es-
tate research team for the firm
Fishkind Associates Inc., hopes
to answer some of those ques-
tions in his economic prediction
for 2009.

Manuel de Zarraga, execu-
tive managing director for Holi-
day Fenoglio Fowler’s Miami
office, is giving a presentation
on the opportunities available in
the credit and lending markets.

W. Allen Morris is present-
ing an outlook on business for
developers in 2009. He is CEO
of The Allen Morris Co. and is
currently developing Class-A
office project Ponce de Leon
Towers in Coral Gables.

Gary Ralston, president of
Florida Retail Development, is

reporting on retail trends in the
horizon.

Michael Cannon, executive
director of Integra Realty Re-
sources, is discussing the badly-
hit residential market and how it
will impact the commercial
market’s performance this year.

Tony Puente, senior vice
president of Fairchild Partners
Inc., is giving a preview of what
the office market looks like for
Miami-Dade and Monroe coun-
ties in the months to come.

Tom Dixon, president of
Dixon Commercial Real Estate,

is sharing with fellow commer-
cial Realtors what to expect in
the way of real estate assess-
ments for 2009.

Mr. Dixon said that there are
likely to be “lower values for
commercial properties because
the valuations of buyers and
sellers, and in turn the property
appraisal, will be based more on
the income the properties will
produce rather than the specu-
lation of ability to resell it at a
higher price in the future.”

He is also predicting that the
decline in sales activity due to

stringent financial requirements
and the drop in rental rates that
has resulted in lower values
should – if the millage rate
doesn’t go up – reduce taxes
for 2009.

The conference also includes
presentations on local retail,
office and residential markets
and how they will affect com-
mercial market activity.

Mr. Redlich said he is confi-
dent the conference, as in pre-
vious years, will sell out.

He said some Realtors attend
not just to get an outlook on
commercial trends for the year
but to network and build new
relationships with other profes-
sionals.

“These are people who are very
involved in the profession and are
all about educating themselves,
so it’s a great place to meet oth-
ers in the industry,” he said.

Now more than ever, he said,
commercial realtors need to
have a strong team of real estate
professionals, lenders, attor-
neys, appraisers and accoun-
tants assembled.

“During these times you have
to understand the profession and
serve your clients.”

Details:
www.chapters.ccim.com/
floridamiamidademonroe.

Now is the time to cultivate
relationships and look to ex-
perts for analysis and pointers,
Ms. Linares said.

She plans to put together
topical programs in varied real
estate sectors to educate mem-
bers and potentially draw in
professionals  in  dif ferent
fields.

Speakers slated for this year
include real estate economist
Hugh Kelly, University of Mi-
ami President Donna Shalala and
Miami-Dade Aviation Director
José Abreu, among others, she
said.

The goal is to “provide an
educational opportunity for
our members, where you have
a great venue for network-
ing.”

Staying plugged in can help
position professionals for
growth, Ms. Linares said.

“When you become informed,
you’re better able to help your
client,” she said, and “people
hire you because of what you
know.”

The Miami-Dade/Monroe
chapter of commercial real es-
tate professionals holding the
Certified Commercial Invest-
ment Member (CCIM) designa-
tion is also encouraging mem-
bers to get “back to the basics”
– the theme of this year’s out-
look conference.

“We have to go back and
understand the fundamentals
and what the foundation of the
business is,” said Chapter
President Edward Redlich,
vice president of ComReal

Miami commercial real estate
services.

During recent boom years,
many jumped into the real estate
game without proper knowl-
edge, experience and creden-
tials, he said.

As the bottom falls out, “ev-
erybody, including our custom-
ers and lenders, they want to
see real deals, real opportuni-
ties, they want to deal with real
professionals… now people are
going to be very careful of who
they do business with.”

This month’s “Back to the
Basics” outlook conference is
to cover trends, opportunities
and threats and feature experts
in retail, office, industrial, capi-
tal markets, distressed real es-
tate and other fields and topics.

After “one of the most unpre-
dictable years ever,” Mr. Redlich
said, “we’re trying to figure out
what’s going to be anticipated
for 2009.”

From there, it’s about “build-
ing relationships, understand-
ing the market, understanding
the properties,” he said.

The local CCIM chapter is
open to all, even those without
the designation, and hosts quar-

terly luncheons featuring speak-
ers, as well as networking func-
tions.

Alice Lucia, past president of
the South Florida Chapter of the
National Association of Indus-
trial and Office Properties and
senior vice president of Jones
Lang LaSalle, said in an e-mail
that “networking = deal mak-
ing.”

The organization plans this
year to host more member-only
networking socials than in the
past, she said.

General meetings featuring
panel discussions are to be open
to non-members, and the orga-
nization has upped its non-mem-
ber fees for the events “in an
effort to reestablish how im-
portant it is to be a member,”
Ms. Lucia said.

For the first time, the asso-
ciation is offering members a
payment plan for dues – “a true
proactive approach to the cur-
rent economy for our member-
ship,” she said.

Becoming a member of pro-
fessional organizations in times
like these is critical, said Ms.
Linares of Commercial Real
Estate Women – Miami.

“It’s not just going to lun-
cheons,” she said. The groups
allow opportunity to become
involved in various committees
and spearhead programs and
initiatives.

When others in the field see
you in action, it could spark
deals or partnerships – or at
least build professional refer-
ences for the future, she said.

“By people seeing you work
in that committee, that trans-
lates to how you are in busi-
ness.”

‘When you become
informed, you’re
better able to help
your client, and people
hire you because of
what you know.’

Danet Linares

Now is time to go ‘back to basics,’ real estate groups say

Real estate professionals to peer into 2009 crystal balls

Edward Redlich, president of the local CCIM chapter, says now is the
time to have a strong team of real estate professionals to lean on.
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