
 

News Release 

Industry Leaders Examine Capital Markets Impact on Commercial Real Estate  
NAIOP NJ Program Looks at Investor Willingness to Take Equity Risks and 
Innovative Financing Solutions for Repositioning Aging Assets  
 
BERKELEY HEIGHTS, N.J., April 12, 2022 — Industry experts and seasoned veterans 
shared their insights and perspectives on how developers and investors are tapping 
equity markets and using creative financing to build success during NAIOP New 
Jersey’s “Capital Markets Impact on CRE” dinner program.  
 
Rick Lechtman, first vice president, Capital Markets and Investment Sales with Marcus 
& Millichap, moderated the discussion with featured speakers Jeremy Neuer of CBRE, 
Michael Klein with JLL, Matt Schiller, Esq., of Murphy Schiller & Wilkes, Michael 
Goldstein with KABR; and Michael Sommer with Kushner. 
 
The “Hot Money” is Chasing Industrial 
Lechtman began the discussion by asking where the “hot money” is currently in terms of 
deals. “It’s very simple: the hot money is all chasing industrial,” said Neuer, executive 
vice president for New Jersey Capital Markets for CBRE. “Everything that can possibly 
be knocked down and developed into industrial is being knocked down and redeveloped 
in the State of New Jersey. So, the hot money is in industrial and apartments; after that, 
medical office and life sciences.” 
 
Neuer noted that retail is making a comeback and he sees a trend toward people 
returning to the office. Citing as an example that Pfizer recently leased 400,000 square 
feet, he said, “Every office tenant in the market wants their people back. Otherwise, they 
wouldn’t be taking new space.” 

Klein, a senior managing director with JLL Capital Markets, addressed the question of 
financing given current fluctuations in the market. “It’s going to be a bumpy time right 
now, and we don’t know where the rates are going to shake out. But people that are 
developing industrial, people that are buying – at this point a big vacant industrial 
building is worth more than an occupied industrial building, because it’s all about rent 
growth. With a value-add business plan in place there is no lack of liquidity to buy it and 
fix it up. That money is pretty frothy – it has not been as impacted as some of the 
longer-term financing.”  

Converting Suburban Office Campuses to Residential 
Industry experts agree that the future of office in New Jersey involves converting Class 
B suburban campuses to residential. As executive vice president of Development and 
Construction for Kushner, Sommer said his firm is actively developing nine different 
projects in the state, which are predominantly multifamily. “Three were office properties 
that were demolished, knowing that office is clearly no longer the highest and best use 
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of the property. We are very much focused on the redevelopment of these assets that 
really just don’t have a future in their current physical conditions.” 

Responding to Lechtman’s question about how to underwrite development projects in 
the face of rising expenses and uncertainty about where rental rates are going, KABR 
COO Goldstein said, “Development is a rollercoaster ride. You’ve got to have a 
phenomenal basis on the land, and you’ve got to be dynamic. Some companies will pay 
more for land, but in exchange they want the option to get the approvals first before they 
start the development process. Everyone’s strategies are a little different. But you have 
to have a capital structure that allows you to handle bumps in the road.” 

Controlling Development Costs by Taking a Vertical Approach 
In light of ongoing challenges related to building materials, labor costs and logistics, 
some developers are taking a vertical approach in order to better control costs and 
timelines. Goldstein said that when KABR started developing low-rise buildings, general 
contractors they spoke with would inflate the numbers. “We couldn’t get deals done, so 
we said ‘let’s just start our own general contractor company.’ It’s a hard process, but it’s 
been rewarding. We have been able to save a tremendous amount of money and also 
control the process.”  
 
With the exception of high-rise development, Sommer noted that Kushner is taking the 
same approach – and from an equity perspective, partners appreciate that there is 
greater control. “Goals are clearly aligned. When the GC is also the owner and sponsor, 
it creates a whole different perspective and makes everyone much more comfortable so 
long as the people producing the project have a track record.” 
 
Guiding Clients in a Competitive Market 
As an attorney dealing with the tail end of transactions, Schiller said current market 
challenges are impacting his ability to guide clients on both a business and practical 
level. “The reality is that, especially with industrial and multifamily, it’s an incredibly 
competitive market right now. If you are representing a purchaser, you’ve got to lock 
tight the LOI and make sure the deal terms are agreed on from the onset. If you are 
representing a tenant that is not in the real estate sphere, getting them to appreciate 
that there are going to be cost overruns, and they will be responsible for those cost 
overruns, is really important. Or if you represent a developer on a turnkey site, you have 
to be very concerned about whether or not they will be able to get the project built on 
budget and in the stated scope of time.” 
 
Schiller is also seeing more and more landlords pushing tenants into deals with less 
than favorable terms. “When you are representing an industrial tenant looking to go into 
a building right now, there is tremendous pressure on that tenant to say yes to terms 
that, in a normal market, you would not accept in your wildest dreams. But a lot of the 
time tenants think they have no choice, because someone behind them will agree to 
those terms.” 
 
No Lack of Liquidity 
Neuer noted that buyers today are largely private equity firms. “For institutions, most of 
New Jersey, not all, is red lined. They got burned and there is nothing you can do to get 
them to come back. We deal with mostly private owners that are based in the tri-state 



area. They can see, feel and touch it. The local equity is seemingly never ending, and 
wildly impressive. And when there’s someone new, everybody is chasing them.”  
 
At KABR, the majority of project funding is internal. “The Chairman and CEO – it’s half 
his capital,” said Goldstein. “The balance is from someone who wants to invest in real 
estate. It’s from friends and family. Our pitch is it’s all our own money, and we care 
about it immensely. We don’t have institutional capital, and that allows us to be 
disciplined in our investment strategy.” 
 
Most of Schiller’s clients are selling, not buying. “My clients have largely been in a 
disposition mode over the past couple of years, liquidating and getting ready for the next 
cycle. I’ve started to see them taking that capital and purchasing some loans and things 
along those lines. They have been using their own capital at this point and self-
financing, trying to stay out of the debt market.”  
 
Noting there has been cheap debt for a very long time, Lechtman asked how this has 
affected clients’ perspectives and deal execution. “At the end of the day, there is no lack 
of liquidity in the market,” said Sommer. “There is a ton of money looking to be 
deployed, and right now we are just in the price-discovery mode. If you are a high-
leverage buyer, that’s where you are going to get hurt. But if you are looking for long 
term financing, short term financing and everything in between, it’s still out there. You 
just need to adjust your expectations. I don’t think rates are going to go backwards from 
where we are. It’s the new normal.” 
 
Klein said JLL is also seeing considerable price discovery happening in the market. 
“Over the last three weeks we have been getting calls from lenders. They want to know 
where things are pricing, and where they should price things. And it’s a herd mentality. If 
bank A is doing it this way, chances are banks B, C and D are going to follow suit. For 
the last couple of years, the credit guy has been put in the corner. Now those guys are 
having their time in the sunshine again. They are saying, ‘I told you so.’”  
 

### 
 
Photo Caption: Pictured left to right are Rick Lechtman with Marcus & Millichap, Matt 
Schiller, Esq., with Murphy Schiller & Wilkes, Michael Goldstein with KABR, Michael 
Sommer with Kushner, Michael Klein with JLL, and CBRE’s Jeremy Neuer.  
 

 
About NAIOP New Jersey 

317 George Street, #220, New Brunswick, NJ 08901 

Follow NAIOP New Jersey on Twitter, Facebook, LinkedIn and Instagram 
 

Media Contacts: 

Emma Ackel / Christine Ziomek 

Caryl Communications 

201-796-7788 

emma@caryl.com / chris@caryl.com     

https://caryl.com/wp-content/uploads/2021/10/NAIOP_BP21-1.docx
https://u7061146.ct.sendgrid.net/ls/click?upn=4tNED-2FM8iDZJQyQ53jATUY1-2FkeyVwf-2FT9zWIQgvo6vCMzP1OSZII-2BNj1bwLdfPJJ9qAh_4WrFM7iZHvCecmI0gvHCFWG1NhD0dYjziM-2BqXcz4X4XgQSv54Tv6Hf3MAJEScpQOAE8wlHEEtmKM58iz9oc22CrKqabiiOZP49ES-2FiLuErwCewokYUSnQChIATWAafjnwidmyDDXwb3BJB2MiJiQabWVwkeSdtlSpywmxYvPy0hOBu7EuXK7tGBC0nGFud-2F1wX2AnL2T2obcc5bFD4cCJnRM7I9DvA6C3v5h94nwVM2fltekihfW-2F2YeuQtw1b8PkNWx5DIvZPPiUy2lhR-2BhYEOldiXzPG08lj6i0prgIfPEoJ-2BIfL9LzMUUrkzRmSCN4BRPJFKFAnNi0zwzKcB3Lg-3D-3D
https://u7061146.ct.sendgrid.net/ls/click?upn=4tNED-2FM8iDZJQyQ53jATUb8Hzhz9hTfMErRs-2Fni8h9gPyJGsL94PjSqnE-2FBgsPfRg98NZ60-2FpaOlBSkmFI4T8iVZkj2Q4sNIYPuUnoR4Qcc-3DHpGP_4WrFM7iZHvCecmI0gvHCFWG1NhD0dYjziM-2BqXcz4X4XgQSv54Tv6Hf3MAJEScpQOAE8wlHEEtmKM58iz9oc22CrKqabiiOZP49ES-2FiLuErwCewokYUSnQChIATWAafjnwidmyDDXwb3BJB2MiJiQabWVwkeSdtlSpywmxYvPy0hOBu7EuXK7tGBC0nGFud-2F1Qm5kpwRO0-2FD53GaB4NuZOV0sUso-2BDfvfwEmjDps63g3XEL0dt0B-2FF8zpEGMQGXnkrgiLoPvh0ebbLu-2B-2F-2FCVaRtkPkFZ5LWEdQEnLAxue-2F-2BJBsbN6Zz8LwPrTKkL6EeAuwhLHRCoEz9xnpVKOmFWfsg-3D-3D
https://u7061146.ct.sendgrid.net/ls/click?upn=4tNED-2FM8iDZJQyQ53jATUegha2L32XA5BGAQD-2FrrWT-2BxiJY-2BnfI02S-2FXlxNG-2F9wfilh4PX7h0s6DASGp8QyFDg-3D-3D5sW2_4WrFM7iZHvCecmI0gvHCFWG1NhD0dYjziM-2BqXcz4X4XgQSv54Tv6Hf3MAJEScpQOAE8wlHEEtmKM58iz9oc22CrKqabiiOZP49ES-2FiLuErwCewokYUSnQChIATWAafjnwidmyDDXwb3BJB2MiJiQabWVwkeSdtlSpywmxYvPy0hOBu7EuXK7tGBC0nGFud-2F1nPHkJs-2FS1Kj9xpZpb3oz6eBOJ-2FjS-2FQ76FUfW47-2FZdfAUdWm-2B3Ve182eWAZrzbFcOU1PryELQwg9-2Fh-2BY6nk7ab5D8lHwlSjZiaMRXCVMSMcM-2Bm9AMngdeeyuUIDMjbMW-2B6Ik-2BD9Km3KJS7pMJMPLBAg-3D-3D
https://u7061146.ct.sendgrid.net/ls/click?upn=4tNED-2FM8iDZJQyQ53jATUQbhiplhjyl4QcRwNc7RzVSxfNunQdhaAk6OnGRcFEJCzn2x_4WrFM7iZHvCecmI0gvHCFWG1NhD0dYjziM-2BqXcz4X4XgQSv54Tv6Hf3MAJEScpQOAE8wlHEEtmKM58iz9oc22CrKqabiiOZP49ES-2FiLuErwCewokYUSnQChIATWAafjnwidmyDDXwb3BJB2MiJiQabWVwkeSdtlSpywmxYvPy0hOBu7EuXK7tGBC0nGFud-2F10zOgmz-2Fr8k4b9-2B6d7az23DuW95vryqxLTPeP4B4rAKd-2BJtnDjWc32cBaSGTfxJoyLY87aEMDtzKrc4EL3empyXXWB6mQf2CASwAT8vYiD74UGRaYDkg5i5mN8DPJEwmhXP7NZ8BzZ3SE8yfIAgrTDg-3D-3D
mailto:emma@caryl.com
mailto:chris@caryl.com


 
 
 


