Blocking and Tackling, Not Chipping and Putting, Key to Survival

Industrial Experts Discuss the Market at AIRE Lunch

A panel of experts at the Association of Industrial Real Estate Brokers April meeting—brokers and developers each with at least 25 years of experience in commercial real estate—all concurred that conditions in the real estate market are among the most challenging and taxing they have ever seen.


In the almost hour-long discussion, Dennis Hiffman, NAI  Hiffman; James Swartchild, Paine/Wetzel Associates; James Stokes, Nicolson Porter & List; and Joseph Krusinski, Krusinski Construction Company offered their perspectives on recessions past and present, as well as ways to make it through these uncertain times. Mark Goode, Venture One Real Estate moderated the panel.


The discussion was billed as “How Previous Economic Downturns Affected Me and How I Got Thru Them".
In reflecting on the start of his career, Denny Hiffman said, “When we started, we did the 101 things, the blocking and tackling. We got organized, worked hard and did the right things.”

He advised, “this is not a time to go work on your golf game.”

“For those in the business now, with just a little experience, get the basics under your belt,” Hiffman said. He added that young brokers really have a great opportunity to lay the foundation for later in their careers.


Swartchild agreed and, highlighting an extended weather forecast calling for temperatures in the 70s, said that every broker serious about their profession should be at the office and on the phones, not out on the golf course.


According to first quarter statistics, the industrial vacancy rate continues to climb, with more markets now experiencing double-digit rates. That represents almost twice as many markets as one year ago. Additionally, leasing activity is slowing considerably.

In attempting to balance the ongoing slump with a silver lining, Jim Stokes said, “The good news is that we are here in Chicago. We never get to zero, and there is always something going on if you use your imagination.”


Krusinski acknowledged that the downturn has lead to belt tightening. In Krusinski’s situation, as a builder/contractor, they saw the slowdown earlier than the brokerage firms, and made their cuts/reductions late last year. 


“This one (recession) seems a little deeper,” Krusinski said.  He noted that having been through challenging times before, the company has “learned to diversify, reach out to different networks and focus on clients.”

