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SPECIAL REPORT

REAL ESTATE  
LEADERS

By MICHAEL AUSHENKER Staff Reporter

R
eal estate is one of Los Angeles’ 
most prominent industries. From 
developers to brokers to investors, 
there are thousands who consider 

real estate their profession. And despite 
some pandemic-related hardships, many 
are still bullish on the future. 

In this Special Report, we look at 
10 of L.A. County’s leading real estate 
professionals who closed notable deals 
or worked on big projects in the last year.
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310.367.3388
beth.styne@camoves.com

BETH STYNE
GLOBAL LUXURY REAL ESTATE

Beth Styne’s dynamic 40-year career in real estate represents the culmination of her leadership 
and sales experience; she knows the Los Angeles luxury housing market and she knows what 

today’s high-net-worth clients expect from a high-level agent experience.

711 ADELAIDE PL, SANTA MONICA, CA 90402  |  ASKING $6,995,000

3230 IREDELL LN, STUDIO CITY, CA 91604  |  SOLD FOR $5,900,0002020 OCEAN WAY, LAGUNA BEACH, CA 92651  |  SOLD FOR $7,225,000

602 N RODEO DR, BEVERLY HILLS, CA 90210  |  SOLD FOR $7,300,000

COLDWELL BANKER RE ALT Y  |   301 N. CANON DRIVE, BEVERLY HILLS, CA 90210

 C a lR E  # 0 0 8157 0 5

Not intended as a solicitation if your property is already listed by another broker. The property information herein is derived from various sources that may include, but not be limited to, county records and the Multiple 
Listing Service, and it may include approximations. Although the information is believed to be accurate, it is not warranted, and you should not rely upon it without personal verification. Real estate agents affiliated with 
Coldwell Banker Realty are independent contractor sales associates, not employees. ©2022 Coldwell Banker. All Rights Reserved. Coldwell Banker, Coldwell Banker logos, Coldwell Banker Global Luxury and the Coldwell 
Banker Global Luxury logos are trademarks of Coldwell Banker Real Estate LLC. The Coldwell Banker® System is comprised of company owned offices which are owned by a subsidiary of Anywhere Advisors LLC and 
franchised offices which are independently owned and operated. The Coldwell Banker System fully supports the principles of the Fair Housing Act and the Equal Opportunity Act.   #29894503
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P
ardee Properties employs 20 agents out 
of its Venice headquarters and offices 
in Culver City and Palm Desert. Agency 
founder Tami Pardee led her small team 

to achieve a sales volume of $875 million last 
year. Pardee personally tended to 100 of some 
450 sales.

Before launching the brokerage, Pardee 
got her undergraduate degree in marketing at 
Boston University and worked at Paramount 
Pictures.

What led you to start your company?
I founded it in 2004 when I had my first 

daughter. It’s been around ever since. I was 
working at Re/Max and I was working there for 
a little bit and I just realized that I didn’t like 
their logo. I wanted my own marketing and all 
that. I did my own branding there, which they 
allowed me to do but then didn’t want me to do 
because corporate did not allow me to do it.

What submarkets do you specialize in?
We cover all throughout Los Angeles. We 

just sold Los Feliz, Hollywood Hills, we’ve 

got a few in Brentwood right now, Mar Vista, 
Culver City. A majority of what we do is on the 
Westside down to Manhattan Beach. 

Superstar singer Doja Cat listed her 
Beverly Hills home for $2.5 million 
through your agency. Are these 
high-profile listings good for business?

Yeah, but the thing that’s really good for our 
business quite honestly is just doing right by 
our clients and making sure they have a good 
experience, because about 60% of our clients 
are return clients or referrals. That’s a huge 
amount. The average, I think, is 12%. So we 
do a lot of return business. We’re in a lot of the 
business networks in Los Angeles, too, so that 
always helps as well.

What do you like most about your job?
I love people. I love to help people live 

their best lives through real estate. Homes, 
when you buy or sell, is a big life change. So 
I consider myself instrumental in the journey 
of their life change: they’re married, they’re 
divorced, they’re moving out of state. It can be 
incredibly stressful for people and destabiliz-
ing. I feel that I’m very good at being steadfast 
and stabilizing and strategizing in order to get 
them the most money.

How did the pandemic impact your 
business?

It grew, actually. When I did the best at 
what I do was in 2008-10 (during the Great 
Recession). My business doubled because I’m 
calm and I’m confident. I’ve been in the real 
estate business since I was a kid, basically. I 
think when you’re going through a turbulent 
time or there’s a lot of unknown, you want 
to be with someone who can really walk you 
through it and be steadfast and strong and real-
ly strategize for you and ground you and have 

a plan. And that’s what I do. I always have: 
there’s Plan A and Plan B and Plan C. 

Were your parents in the real estate 
industry?

My dad was a builder. He built over 500 
homes. My mom was a designer. So I grew up in 
the real estate industry. I was cleaning job sites 
when I was 5 years old. I also know how houses 
are built. So there’s nothing about a house or a 
transaction that I haven’t seen or dealt with.

What are you seeing this year  
business-wise?

It’s gone up and down. The beginning of 
this year was really strong. After the first (in-
terest) rate hike, it slowed down a bit and then 

people were out again. It goes and stops and 
goes and stops a bit. We’re having a similar 
year to last year so that’s actually very good.

What has been your strategy for  
company growth? You have three  
offices now. Was that organic growth?

Super organic. Slow and steady. I want 
to make sure that the agents that work at our 
company and represent us as a brand are really 
strong so that the brand doesn’t get diluted. So 
it’s important to me that we keep the quality 
of what we do. I started out doing $30 million 
a year, (now) we’re almost $1 billion a year. 
I’m not growing to grow, I want to make sure 
people have a good experience. That’s what 
life’s about for them and for us.

P
arker Champion runs the daily opera-
tions at Champion Real Estate Co. 

The Santa Monica-based company 
was founded in 1987 by his father, chief 

executive Bob Champion. The company does 
both ground-up development and owns and 
operates acquired properties. 

Parker works alongside his brother, Garrett 
Champion, who heads the urban infill residential 
development activities consisting of multifamily, 
student housing and mixed-use development.

What is your role at the company on a 
day-to-day basis?

It’s had multiple iterations. When I made 
that commitment, I also got my master’s at 
USC. I headed up the leasing at the company. 
When I got my master’s, I saw the writing on 
the wall of retail taking a dive and so my first 
move at the company was I convinced Bob to 
sell all of his existing retail assets and exchange 
them using a 1031 exchange into multifamily 

assets. That took us through 2015. I became 
vice president overseeing operations and still 
running acquisitions and dispositions, and in 
2019 I ascended to the chief operating officer 
role and run all day-to-day operations here.

Your brother, Garrett Champion, also 
works at the company. What is his role?

He graduated from the University of 
Hawaii and had a really good work ethic. We 
kind of put him immediately to work doing 
project management. He’s gone through the 
construction side. He got an MBA. When I 
(was) promoted to COO, he became the head 
of acquisitions.

How did Champion get interested in 
student housing?

Being developers, we started seeing returns 
for traditional multifamily properties with-
in Los Angeles getting so crushed that we 
couldn’t see things pencil. With student housing 
and co-living, you can get much higher rents 
per square foot because you’re putting (in) 

much higher density. You’re putting at least two 
students in a bedroom so you’re going to get 
higher rents than you would with market rate. 

We built Victory on 30th, a 100-bed student 
housing project (at 1275 W. 30th St.). What’s 
made us stick with student housing is the annu-
al turnover that you get. In California, there are 
restrictions on how much you can increase rent 
annually for your tenants, whereas with student 
housing, because a student is leaving each year, 
I get a fresh bite of that apple to try to capture 
whatever rent growth the market allows. 

Now there’s downsides and complexities to 
that, because I’ve got to turn an entire building 
every single year and get it leased up every 
year and if I miss the lease-up window for 
students in September and I have a vacancy 
in October or November, I’ll have a vacancy 
for the rest of the year. It’s not without its own 
headaches, but we prefer that versus what 
we’ve been seeing in the traditional market 
rate world.

Where are your student housing  

assets located? 
A lot of it is around USC. We have a 

development at San Diego State University. 
We have another one at Cal State Fullerton. 
We bought one near Cal State Northridge. 
Outside of California, we have a development 
that we’re doing at the University of Washing-
ton in Seattle and more of the value-add kind 
of deals in Syracuse, New York, East Lansing, 
Michigan. and Winston Salem, North Carolina.

How did the pandemic impact your 
business at a time when students were 
not coming to campus?

We felt it a lot more on our market-rate 
portfolio than we did on our student portfolio. 
With our students, we cater to a more high-
er-end student. We do fully furnished units, 
very nicely renovated with utilities included. 
It’s a very white glove delivery. In exchange 
for that, as the students can’t qualify on their 
own, we’re getting parent guarantees, so we 
ended up keeping every single lease that we 
had because the parents didn’t want to ruin 
their credit by not moving forward with the 
lease. We ended up with a high occupancy even 
through the pandemic.

How have rent collections been?
Higher than our traditional multifamily but 

definitely off since pre-pandemic ... but not 
terrible.

What’s next for Champion Real Estate?
The market is causing us to pause a little bit 

as far as new value-add acquisitions. We are 
looking at development. Our San Diego State 
deal is probably four years out from being de-
livered. Similarly, we have a large development 
at USC that will be delivered in three to four 
years. That time frame still feels good to us to 
ride out any storm that’s coming.

Housing: Tami Pardee sold Doja Cat’s 
Beverly Hills home earlier this year.

THE QUEEN  
OF VENICE

TAMI PARDEE
Principal & Founder
PARDEE 
PROPERTIES
NOTABLE DEAL: 
Sold singer Doja Cat’s 
Beverly Hills home for 
$2.5 million

THE STUDENT  
HOUSING OWNER

PARKER 
CHAMPION
Chief Operating 
Officer
CHAMPION REAL 
ESTATE CO.
NOTABLE DEAL: The 
$43-million purchase 
of a 75-unit portfolio 
of single-family homes 
and duplexes in 
Winston-Salem, N.C.

Sold: Champion Real Estate Co. recently paid $43 million 
for the Villages at Wake Forest High in North Carolina.
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J
im Travers is an industry leader in 
tenant representation in the office  
sector. He works out of Cresa’s down-
town Los Angeles office. 

Over his career, Travers has negotiated 
more than $11 billion in real estate transac-
tions. Corporations he has represented include 
Bank of the West, Gensler, Lionsgate En-
tertainment, PennyMac, The Broad Founda-
tion, Wells Fargo, Warner Music Group and 
Macerich Co..

Where were you before Cresa?
I started as a commercial real estate 

broker in 1969 in New York City and I got 
my training there with a very prominent real 
estate developer that was building office 
buildings on Park Avenue and Sixth Avenue, 
so at a very young age I was able to get a 
very clear understanding on how to make 
office leases. 

I moved to Los Angeles unexpectedly in 
1973, where I worked for the Milton Meyer 
Company, which is now the Shorenstein 
Company. They are based out of San Fran-
cisco and they’re a major real estate compa-
ny that now has property all over the United 
States. I was a commercial real estate broker. 
They had just built the 5900 Wilshire Blvd. 
building on Miracle Mile. I was hired by 
them to help with the leasing, which we did. 

You also started your own company, 
correct?

In 1978. My goal was always to have 
my own real estate firm. And that’s when 
I changed the industry when I formed my 
company Travers Reality. I had under it “the 
tenant’s broker.” I was the first real estate 
broker in Southern California to officially 
stand up and tell the world that I would only 
represent tenants, never landlords. I was very 
clear it was a tremendous conflict of interest 
with the brokerage community representing 

both landlords and tenants. It was April 1, 
everyone laughed at me, you can’t make 
any money, you have to control property. I 
said, I understand that, (but) I believed in 
my philosophy. Sure enough, my first major 
deal was representing Exxon Corporation 
and moving (it) from Century City out to 
Thousand Oaks. 

Right now, I’m considered by my peers an 
icon or a G.O.A.T. because I’ve been so con-
sistent in representing major firms throughout 
the Los Angeles area. A lot of brokerage firms 
concentrate in certain districts, and my forte, 
I’ve been from downtown L.A. to Westlake 
(Village) and it’s been a very interesting ride. 
I haven’t changed my philosophy since 1978. 
In essence, I created an industry.

When did you join Cresa?
About nine years ago. That’s when it be-

came apparent that we needed a much wider 
bandwidth. Although many real estate firms 
wanted to purchase Travers Realty, it didn’t 
work out. I could not switch from being who 
I was to now being involved in a full-service 
brokerage firm, so Cresa was the obvious 
choice.

Since you’ve been with Cresa,  
what kind of firms have you been 
representing?

I just made one of the most prominent 
deals in downtown Los Angeles with a 
140,000-square-foot real estate transaction 
representing TCW (Trust Company of the 
West), who’s been a client of mine for 30-
plus years. They’re moving from 865 to 515 
S. Flower. 

This has been an extraordinary year in 
making deals of that size all over Los An-
geles. I did a major transaction in Century 
City with a law firm for 70,000 square feet, 
and I just made a major deal with the Irvine 
Company for 44,000 square feet at the 
Westwood Gateway building (in West L.A.). 
I’ve been virtually everywhere. This has 
been consistent with what I’ve been doing 
for all these years.

How has the office market changed?
Right now, the real estate market in the 

greater Los Angeles area is going through 
a repositioning. Interest rates that are being 
increased now by the Federal Reserve is 
having a tremendous impact on landlords 
because refinancing is coming up for a lot 
of buildings and the question right now is 
can the rental income stream that’s being 
generated support the increase in the debt 
service that’s being placed. So there’s a lot of 
indecision right now going on. 

J
ay Luchs, a vice chairman at Newmark 
Group Inc., specializes in high-end retail 
and luxury brand tenants in areas such as 
Beverly Hills, Malibu and West Hollywood.

Last December, he represented Bernard 
Arnault’s Louis Vuitton Moet Hennessey in 
the $200 million purchase of Efrem Harkham’s 
Luxe Rodeo Drive Hotel. He also transacted the 
sale of 457-459 N. Rodeo Drive to the Rueben 
Brothers for $122 million. 

Luchs has also represented KITH on its 
West Coast locations, as well as James Perse. 
Other retail clients include Fred Segal, Kitson, 
Aviator Nation, Ray-Ban, Christian Louboutin 
and Jennifer Meyer Jewelry.

How did you come to Newmark?
I moved to Los Angeles in 1995 after 

graduating from the University of Virginia. 
I’m from Potomac, Maryland, a Washington 
D.C. suburb. 

For the first five years, I was learning the 
entertainment industry. In 2001, I got into 
real estate. I was at a company called Insignia 
ESG, which two years later CBRE bought. So 
from 2003 to 2013, I was at CBRE. In 2013, 
I went over to Newmark and have been there 
ever since.

Were you doing retail and hospitality 
while at CBRE?

Yes. It’s just grown into a bigger business 
now with office, residential and other catego-
ries, but my main business has always been 
luxury brands, fashion brands and restau-
rants, from international brands to local. The 
neighborhoods of Los Angeles, some of them 
happen to be international, like Rodeo Drive. 

I cover Malibu, Brentwood, West Holly-
wood. If a tenant wants to look at L.A. for 
their options, that’s what I help them do is 
search the different areas and then present 
opportunities to them that are either on the 
market or in many cases I’m aware of what’s 
coming up in the future. And that’s where a lot 
of my business gets done is through relation-
ships with various landlords and tenants.

Are you doing a lot of leasing or do 

you also do sales?
I also touch upon sales, because of being in 

the business of knowing the local owners and 
who might sell. I also have some clients who 
have been very active buying, like LVMH, 
where I assembled four properties on Rodeo 
Drive, which they’re now building a Cheval 
Blanc hotel on. It just got approved by the city 
of Beverly Hills. I sold the Luxe Hotel on Ro-
deo Drive at the end of December, and Tower 
Records on Sunset (Boulevard) to a different 
client a couple of years ago. The list goes on, 
but I do a lot more leasing because there’s a 
lot more to lease. The sales on the higher end 
are usually few and far between. 

Can you talk about LVMH’s $200  
million purchase of the Luxe Rodeo 
Drive Hotel?

I represented LVMH in the purchase. Each 
lot has a value, and this was a double lot. It 
was a property that was likely better not as a 
hotel. I was looking at it like it was for a retail 
use and LVMH has a lot of brands so they 
could choose which of their brands they will 
put there. They already have a hotel going up 
the street. The Cheval Blanc, a block north, 
consists of four properties — two of them are 
on Rodeo Drive, two of them are on Beverly 
(Drive). The properties were over $450 mil-
lion of purchasing. It was an assemblage and 
they just got approved last week.

Could you provide more detail about 
the Cheval Blanc?

On the 400 block of Rodeo Drive, there’s 
the former Brooks Brothers location at 468 
N. Rodeo. There’s also 456 N. Rodeo next 
door, where Celine is in that location. Celine 
is owned by LVMH, so upon construction 
LVMH can take the whole property. Basically, 
four buildings that are assembled and they 
will be combining about an acre of real estate 
to build the Cheval Blanc. 

How much did the properties that will 
comprise the Cheval Blanc each cost 
LVMH?

The old Brooks Brothers building at 468 N. 
Rodeo was $245 million. The property next to 
it at 456 N. Rodeo was $110 million. The Mu-
seum of TV and Radio was in the $80 million 
range, and the one next to it was $30 million. 

Are there other transactions that you 
can discuss?

Tower Records is very special to me. The 
former owner went through years of trying 
to get it approved for something huge. I was 
able to find a buyer who had (the) long-term 
vision of holding the property as it is. Tower 
Records is special, as it has a lot of history. 
Luckily, this person I sold it to shared this 
love for Tower Records’ history. When I sold 
it to him, he told me that he was not going to 
develop it, we would lease it long term to a 
tenant, and he kept his word. 

Leased: Jim Travers represented 
Jeffer Mangels Butler & Mitchell 
in its renewal of 70,000 square 
feet at 1900 Avenue of the Stars 
in Century City.

Sold: Jay Luchs represented LVMH in its $200 million purchase of this property in Beverly Hills.

THE TENANT  
REP

JIM TRAVERS
Principal
CRESA
NOTABLE DEAL: 
Jeffer Mangels Butler 
& Mitchell renewal of 
70,000 square feet at 
1900 Avenue of the 
Stars in Century City.

THE RETAIL 
EXPERT

JAY LUCHS
Vice Chairman
NEWMARK GROUP 
INC.
NOTABLE DEAL: 
Represented LVMH 
in its $200 million 
purchase of Luxe 
Rodeo Drive Hotel in 
Beverly Hills.
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MORE SOLAR. 
LESS EMISSIONS.
Miles of rooft ops means gigawatts of solar power 
on the road to net zero emissions.*

With more than a billion square feet in our portfolio, weʼve got a lot of roof space―
space for a lot of solar panels. We r̓e currently at 375MW of solar capacity, on our way 
to 1,000MW by 2025. That will be enough to power over 300,000 typical U.S. homes.

Good for the environment. Good for the bottom line.

Adding solar takes a lot of work, but itʼs worth it because we r̓e doing it for our 
customers. As a leader in global logistics real estate, we can provide companies of 
all sizes with a clean and reliable source of energy that helps them achieve their own 
emissions goals and save money. We r̓e also embarking on a massive EV charging 
initiative backed by renewable energy to transform how goods move and provide our 
customers with additional value.

All in an eff ort to get to one critical number. Zero.  

*Science Based Targets initiative Net-Zero Standard

CURRENT 
CAPACITY

375 
MEGAWATTS

2025 
GOAL

1.0 
GIGAWATTS
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THEAGENCYRE.COM THEAGENCYRE.COM

MANAGING PARTNER, PALISADES
MARCO@THEAGENCYRE.COM 
310.488.6914 
LIC. #01362095

M A R C O  R U F O  

Global Listings - 
Fractional Ownership OpportunityFeatured Listings

1830 MANGO WAY | MANDEVILLE CANYON | PRICE UPON REQUEST

4260 LE BOURGET AVENUE | CULVER CITY | PRICE UPON REQUEST

+ MARCO RUFO

OVER 1.7 BILLION SOLD TO DATE

Contact me for additional listings not featured above.
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RANKED AMONG TOP 1.5% OF AGENTS NATIONWIDE 
BY REALTRENDS + TOM FERRY AMERICA’S BEST RANKINGS

OVER 25 YEARS IN THE BUSINESS

MANAGING PARTNER OF THE AGENCY PALISADES

$100 MILLION IN YEARLY AVERAGE SALES
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Z
ach Sokoloff joined Culver City-based 
Hackman Capital Partners in 2018 
and serves as the asset manager of the 
firm’s Television City Studios and Radford 

Studio Center assets. 
Hackman acquired Television City in the 

Fairfax District in January 2019 for $750 million, 
and Radford Studio Center in Studio City from 
ViacomCBS in December 2021 for $1.85 billion. 
Hackman plans to invest $1.25 billion to modern-
ize Television City.

Where did you work before Hackman 
Capital?

Before I joined Hackman Capital, I worked 
for Tishman Speyer in New York for about a 
year. I was working on helping to build out an 
internal coworking business at Tishman that has 
since launched — ironically given what I do now 
is called Studio. I always wanted to move back to 
L.A., build a life here, build a career here, build 
a family here, and had an opportunity to join 
(Hackman Capital’s Chief Executive) Michael 
Hackman. I was very fortunate, right place, right 
time, that it made sense in my life, and the rest is 

history. At the time that I joined, the only studio 
property that we owned was Culver Studios, and 
now we own 19 (studios) in total.

What was Hackman Capital investing 
in before studios?

Michael has had a really exciting career 
journey. He started the business in 1986 and 
was for a while doing liquidation sales and 
ultimately transitioned his way into a lot of 
industrial real estate opportunities. He owned 
at one point warehouse and logistics facilities 
around the country and was very early on a 
leader in seeing the opportunity to invest and 
redevelop Culver City, and that coincided with 
his vision to convert these warehouse industrial 
buildings into creative office uses. 

An early investment in Culver City that put 
the firm on the map was The Beats Culver City 
campus, which was subsequently bought by 
Apple. Initially, when presented with the op-

portunity to buy Culver Studios, it was 14 acres 
in the heart of Culver City. Just an unbelievable 
piece of land. That commenced our foray into 
studios. It’s also where we first met Rick Nel-
son, the CEO and founder of (studio operators) 
the MBS Group. We ultimately acquired the 
MBS Group in 2019.

Can you discuss the plans for CBS 
Television City and CBS Studio Center?

When we refer to the sales of Television 
City and Radford Studio Center, the seller has 
the confidence that we are long-term believers 
and investors in the entertainment industry and 
we want to preserve and expand and modern-
ize these studio facilities so that they continue 
to be these content-creation ecosystems for 
decades to come.

We were drawn to Television City because 
of its legacy and iconic nature as a studio. We 
always intended to keep it as a studio, and the 

plans we’ve put forth to the city and to the 
community demonstrate our long-term com-
mitment to that original use continuing into the 
future. The original stages at Television City 
were built in 1952. Think about the technolog-
ical advancements and content-consumption 
advancements that have occurred since that 
time. Investing in creating a studio facility that 
embraces technology and sustainability and 
adapts and evolves with the industry that it 
serves, that’s been our driving mission with our 
vision for the future of Television City.

Industry-wise, why did Hackman 
Capital want to get involved with 
soundstages?

Like most things in life, it’s a little bit of 
skill and a little bit of luck. The Culver Studio 
was 14 acres in the heart of an expanding and 
improving downtown corridor in Culver City. 
At the time, that was really compelling. 

What we’ve seen in Los Angeles and across 
the world is that the demand for content has 
exploded. Especially here in Los Angeles, 
you have the techtainment boom with Silicon 
Valley tech firms coming down to L.A. and be-
ginning to expand their footprint in media and 
entertainment, and that has led to this almost 
insatiable demand for content and for stages in 
which to make that content. 

We’ve ridden the wave of that industry 
expansion and our focus has been on acquiring 
the premier studios in the premier production 
markets, what we call first-call studios. Here in 
Los Angeles, we own Television City, Radford 
Studio Center, MBS Media Campus, Raleigh 
in Hollywood and the Culver Studios. We also 
own facilities in New York: Kaufman Astoria 
and Silver Cup Studios. In London, in Toronto, 
in New Orleans, in Ireland and Scotland, in 
each of these markets, we target the premier 
first-call studios.

C
aitlin Hoffman serves as vice president 
at Colliers where she and her team of 
Matt Heyn, Bob Rosenthal and David 
Solomon arrived in June from CBRE 

Group Inc. 
Prior to Colliers, Hoffman spent nine years at 

CBRE honing her expertise in the office market.  

How did you get into real estate?
I went to Ohio State University and stud-

ied real estate and finance. I always had some 
interest in getting into real estate. I actually in-
terned for CBRE between my junior and senior 
year and then I applied and was awarded a spot 
at CBRE’s Wheel program out of college. It’s 
a rotation program in which you rotate through 
four or five different service lines. I did my last 
two of four rotations with office leasing teams 
and I really enjoyed being able to partner with 
the landlords and come up with strategies. I 
ended up getting hired fulltime on a team with 
Matt Heyn. Nine years later, I’m still at it.

What is it about the office sector that 
attracted you to it?

I enjoyed the professionalism of it. I 
thought that it was really interesting to learn 
about different businesses and ways that entre-
preneurs and business owners are able to make 
money in this world.  

Can you talk about a CBRE transaction 
you worked on? 

We were on the landlord side of a lease in 
Glendale with ServiceTitan. At the time, when 
we did that lease, that part of the market — the 
suburban markets — weren’t as transitional 
in the creative office or tech space as you see 
in San Francisco and Santa Monica. So at the 
time, they were this cutting-edge tech company 
who wanted this open office environment. It 
was the first time I’ve seen a collapsible confer-
ence room that opened up into this break room 
employee lounge area. So it was really creative 
at the time for that market. They also created 
a program for their employees where they 
brought in lunch every day. The employees had 
an app that you could request your lunch order 
that would arrive in your lunch locker every 
day. It was something the market otherwise 
didn’t see very much of: tenants investing 
money in their space, the landlords were really 
excited about it because it was a little more 
creative than your traditional office space, and 
it became a showpiece for the building. As we 
know, ServiceTitan has since taken multiple 
floors of that building and expanded in the mar-
ket. It was a really cool deal to be a part of.

Did the office market change and 
evolve during the pandemic? 

Yes, and I don’t think we’ve seen the end 
of it yet. It’s a slow evolution as we navigate 
through this post-Covid environment. Especial-
ly in California, you’re seeing more flexibility 

on work-from-home and what that means for 
business owners and office space and office 
landlords. You’re seeing more of a hybrid 
schedule, but the majority of the office tenants 
still want some employees to be there and have 
some overlap of days and times that they are in 
the office to still maintain some kind of cama-
raderie and company culture. 

How did Covid impact your business?
(Business) definitely slowed down a bit as 

a lot of companies were having a hard time 
making decisions on how much space they need, 
who’s coming back to the office (and) when 
they’re coming back to the office. There’s be-
come a bit of aversion to long lease terms, espe-
cially renewals. Tenants are still trying to figure 
out what the next two to five years look like and 

it makes it difficult for them to make long-term 
commitments in office space. Building owners 
are trying to partner with their tenants to see 
how we can create a good environment for 
employees, that they maximize their time here. 
Are we adding fitness centers? Are we hosting 
lunches or food trucks? Is there a fitness class or 
community campus event that we can host? 

How and why did you make the leap 
from CBRE to Colliers?

Our whole team moved over. Covid gave 
us the opportunity to take a step back and 
think about how do we as brokers continue 
to compete and continue to grow. Colliers’ 
platform is a very large international company, 
but they’re very nimble. It has a very entrepre-
neurial spirit to it.

Rendering: Hackman Capital Partners has plans to add to Television City in the Fairfax District.

Leased: Caitlin Hoffman worked on Goldco’s 
lease at 24025 Park Sorrento in Calabasas.

THE STUDIO  
GURU

ZACH 
SOKOLOFF
Studio Asset Manager
HACKMAN CAPITAL 
PARTNERS
NOTABLE DEALS: 
Acquired Television City 
in the Fairfax District 
for $750 million.

THE TEAM  
PLAYER

CAITLIN 
HOFFMAN
Vice President
COLLIERS
NOTABLE DEAL: 
Recently negotiated a 
new 10,951-square-
foot lease and 
1,413-square foot lease 
expansion for Goldco at 
24025 Park Sorrento in 
Calabasas.
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T
race Chalmers is the founder and 
president of Chalmers Equity Group, 
an industrial developer based in Pico 
Rivera. The company has an internal 

construction division — C.E.G. Construction 
— and its own architecture and engineering 
division — O.C. Design & Engineering.

How did you begin in the industry?
I actually started at a small industrial 

brokerage company in 1983 when I graduated 
from UCLA. Did well as a broker. Decided 
that I didn’t want to be a broker all the time 
because it’s hard to differentiate yourself. 
So I started initially in 1987 as a developer 
building small apartment buildings in South 
L.A. I didn’t really have much money. I had 
like $40,000-$50,000 so I would buy a lot for 
$60,000-$70,000, get a loan and then build 
(small buildings). 

I did that until 1989. The market col-
lapsed with all of the savings and loans. So 
I couldn’t really do that, so I decided that 
I would go back to my industrial brokers 
and become a general contractor. I got my 
license. My first deal was a 5,000-square-foot 
bathroom remodel for Trammell Crow in the 
City of Commerce. 

How and when did CEG begin?
The company really started taking off in 

1993-94. That’s when I started buying some 
industrial land. I copied the model of Ed Ros-
ki at Majestic Realty. They had their own 
construction, their own architect, their own 
design. What we do is we handle everything 
for our clients and then we make a fee on our 
construction. Because we’re designing and 
building it, we’re getting that fee at the end 
so we’re not wasting a lot of time. It’s good 
for our clients because we manage the whole 
process. Having everything in-house is really 
critical. Now we’re a $60-$70 million con-
struction company, but most of our revenue 
comes from our properties. We have about 

2.5 million square feet of industrial. We just 
grew organically.

How do you finance projects?
What’s unique about CEG is that I don’t have 
any partners and I don’t use other people’s 
money, so it makes things much simpler just 
to say yes or no. We have a significantly high 
close rate on our deals because it’s just me and 
my CFO making the decisions.

What is the industrial market like now?
There’s something that’s unprecedented 

when you have construction inflation and 
what used to be $50 a square foot for industri-
al land is now going for $150. The good thing 
is that I have a lot of properties and my rents 
have all doubled. You never see rents just 
doubling.

Why is this occurring?
What’s behind it is that previously you’d 

buy something at Target and now everyone 
wants a box delivered to their house. So Am-
azon can only deliver so many boxes. They’re 
saying you just bought your bicycle or 
whatever but you’ve got to deliver it within 24 
hours. So all these warehouses, now they’re 
responsible for delivery and getting it there. 
Amazon and these companies are becoming 
more like brokers. You need all this ware-
house space so you can have 24-hour delivery.

Is the company 100% an industrial 
developer?
The answer is yes, we did a couple (of) cre-
ative office buildings downtown. But 95% of 
all of our projects are industrial.

How was CEG impacted by the 
pandemic?

We were an essential business. We were 
able to continue to build. Obviously, it had an 
impact on materials and supplies but we broke 
even on those couple of years. Initially, when 
Covid came, we were concerned about values 
and what would happen in the market. But 
quickly we realized there was a lot of demand 
and this shift toward delivery. So we sold the 
office buildings and put all that money into 
industrial. We bought about 15 acres in San 
Dimas, La Verne, Santa Fe Springs. Our av-
erage price was under $50 a square foot, and 
now it would sell for $150. 

What projects are you currently 
working on?

We have six or seven buildings that I own 
the land (for) that we’re developing. We have 
four or five other tilt-ups that we’re doing for 
our clients. We also have a significant experi-
ence in food construction, meaning freezers, 
coolers and processing rooms. So that keeps 
the wheels turning. We have a couple of big 
$15-$20 million food plants that we’re put-
ting up right now.

S
ean Hashem is one half of the duo that 
founded Beverly Hills-based Green-
bridge Investment Partners. Since he 
and Fareed Kanani launched Green-

bridge in 2012 the firm has been active in own-
ing and operating a total of 1.2 million square 
feet of commercial office buildings in California 
and Washington. Greenbridge recently started a 
multifamily division headed by Joshua Farahi. 

The firm owns more than $500 million in 
current assets plus $250 million in planned 
developments. It will launch its first institutional 
fund later this year.

What was your professional journey 
before forming Greenbridge?

I’ve been in the real estate business since 
1988. I started at age 18, and I brokered pretty 
strongly for 10 years. Around 1998, I started 
buying real estate. I did it with friends and 
family and I had some financiers that I worked 
with. 

I was a great value-add guy, and I knew 
how to transform a project. I started at really 
smaller brokerage firms: Lambert Smith 
Hampton and then Grubb & Ellis. Eventually, 
I went to South Park Group, but that was to 
start my journey buying real estate. I met my 
wife at that brokerage house. I got married 
and opened my first office. 

I had a company entity called Y2K Capital, 
(which) opened in 1999. I had great success. 
I had some good real estate and partnerships. 
After the Great Recession I decided I needed a 
more vertical organization with property man-
agement, a lending arm, project management, 
and (formed Greenbridge). We started raising 
funds on a deal-by-deal basis until we grew to 
a $500 million-plus portfolio.

How did you form your partnership 
with Fareed Kanani?

He was a former banker. I met him trying 
to get a loan for a project in Panorama City. 
The deal didn’t happen, but we kept in touch. 
We would see each other coincidentally at 

weddings and events. We would talk deals. 
I decided to bring him over and have lunch 
and said, look, let’s partner up, we have really 
good alignment between all the attributes that 
we have. He’s an MBA USC guy, and with 
my background in the business, we thought 
we could really parlay that into something 
special. Now we’re at a stage where we’ve 
had great success with our current assets. Now 
we’re moving towards raising our first insti-
tutional fund. We’ve already done all the pa-
perwork and we’re launching this year. We’re 
trying to raise about $500 million to purchase 
just above $1 billion worth of assets.

What is your company strategy?
We’re not volume oriented, we’re very 

disciplined, very specific. We’re West Coast 
guys for the most part, but we’ve done deals 
back East. For our lending (Greenbridge Fi-
nance), we’re across the U.S. For the finance, 
we’re $10 million plus for loans. We’re not 
bridge lenders.

Can you talk about some of your 
assets?

The majority of our assets are in Washing-
ton state between Seattle and Renton. We own 
the Seattle Design Center. We spent $60-plus 
million in transforming it. It’s a reputable 
design center today. It came a very long way. 
High occupancy, rents have continued to grow 
over the years. We’re kind of the nucleus of 
the design district in Georgetown, Seattle. 
We’re embarking on our 50th anniversary (for 
Seattle Design Center) in 2023. 

How about closer to home in L.A.?
We’re the largest owner in South Pasadena 

at 625 Fair Oaks. We have a planned senior 
housing assisted living and memory care play. 
We own the Star-News historical building. 
We have a project in Tarzana (Tarzana Health 
Systems) that’s about a 45,000-square-foot, 
two-story building that is ready for high-quali-
ty medical uses. 

Are there any assets that you are 
particularly close to?

In Koreatown, I just sold a property 
(3500 Wilshire Blvd. at Normandy for $22.5 
million) that I bought in May 2012. I really 
transformed it, I put my heart and soul into 
it. It was really in poor condition when I 
purchased it and I spent millions of dollars 
and put in a really high-end food hall. It ended 
up closing after a year (of) being open because 
of Covid. I let all the tenants go. I realized that 
it was TOC (Transit Oriented Communities) 
Tier 4 zoning, and so I sold it and the buyer 
will eventually develop it. 

Ktown is an incredible area. That was my 
true jewel box asset. It was personally owned 
by me.

Building: Chalmers Equity Group is working on a four-building, 420,000-square-foot Class A industrial 
project near downtown.

Deal: Greenbridge sold a property at 3500 Wilshire Blvd. in Koreatown in October.

THE INDUSTRIAL 
DEVELOPER

TRACE 
CHALMERS
President & Founder 
CHALMERS EQUITY 
GROUP
NOTABLE: Putting 
the finishing 
touches on its 
latest four-building, 
420,000-square-foot 
Class A industrial 
project near 
downtown.

THE OFFICE 
INVESTOR

SEAN HASHEM
Principal &  
Co-Founder
GREENBRIDGE 
INVESTMENT 
PARTNERS
NOTABLE DEAL: The 
$22.5 million sale of 
3500 Wilshire Blvd. in 
Koreatown.
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THE
JAY LUCHS
GROUP

SERVING LOS ANGELES IN THE LEASING AND SALE OF 
RETAIL, OFFICE AND RESIDENTIAL PROPERTIES.

jayluchs.com 310.407.6585
ALWAYS OPEN jay.luchs@nmrk.com
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Congratulations for your consistent
performance over 4 decades.

Truly amazing!

James Travers, Principal

Conflicts are real, advocacy matters.
cresa.com

James TraversJames Travers
Whos’ Who of Real Estate Whos’ Who of Real Estate 

Congratulations!

C
arl Muhlstein, based at Jones Lang 
LaSalle Inc.’s downtown Los Angeles 
office, has been active as a commercial 
real estate broker in L.A. for more than 

30 years, with an emphasis on the entertainment 
industry and creative office spaces. With his JLL 
colleague Kevin MacKenzie, he represented 
seller Viacom CBS in a massive transaction in 
which Culver City-based Hackman Capital Part-
ners purchased the 55-acre CBS Studio Center 
in Studio City for $1.85 billion in December.

What type of office product is favored 
now post-pandemic?

There’s been a lot of leasing activity in stand-
alone buildings where a tenant wants to control 
their entire environment. There’s also been a 
lot of pre-releasing and leasing in high-rises 
because the tenants need scalability. They like 
being near co-working because that offers addi-
tional scalability. Like in the Playa Vista district, 
there’s 1.3 million (square) feet there that had 

been successfully repositioned and Industrious 
maintains the co-working space. 

Are streaming wars and content-
creation companies impacting the real 
estate market?

Right now, there’s still a shortage of 
soundstages. Everyone is watching the stock 
prices and the economy and the M&A action 
of these companies. Warner Bros. and Discov-
ery – that’s a big merger — and we haven’t 
figured out the real estate implications yet. But 
there’s about 300 soundstages in the 30-mile 
zone, which from a union perspective, labor, 
commuting, logistics — everyone wants to be 
in the TMZ. And there’s a rush to build new 
urban-dense studios because L.A. has such a 
shortage of land. So you have projects ranging 
from downtown to Woodland Hills and every-
where in between. And not all of them will go 

forward, but time will tell. But we do have the 
critical mass. The ripple effect is that for every 
job on a studio lot there’s typically seven or 
eight jobs supporting that person. So this could 
be lawyers, caterers, carpenters, lighting com-
panies, wardrobe companies, casting compa-
nies. It’s probably the biggest industry in L.A. 
County, and I’m not sure (the) local govern-
ment treats it with the respect that it deserves.

The high price that CBS Studio Center 
garnered speaks to the demand for 
soundstages, doesn’t it?

We had bidders from all over the world 
looking at it, but it’s a relationship-logistics 
business. CBS Radford is one of the quintes-
sential television lots in the industry.  

Is there still a lot of runway for demand 
for more studios?

There is, but you have to keep in mind that 
Los Angeles is a television market. Very few fea-
ture films are done here. The streaming and the 
episodic television and “Dancing With the Stars” 
and “The Talk” and Oprah and all these shows, 
there’s still quite a bit of demand for stages. 

Features are more tax credit-driven, lon-
ger-term (projects) and Chicago, Atlanta, even 
New York and London have been capturing a 
lot more feature business. But the streaming 
business also is such like the budget for “Suc-
cession,” that’s almost like a feature film. 

But there’s not a lot of land to create 
soundstages. It’s more of an in-fill type 
situation.

It’s almost like building a business, I need 
an outlet in Atlanta, I need an outlet in London. 
I need this critical mass so that when I’m in 
front of the blue-chip users and renters of these 
stages, I have a selection. Which is why you’ve 
also seen a lot of the one-off successful family 
operations selling out to the bigger syndicates. 
It’s a business of scale. 

On the surface, there’s so much big 
activity in this space.

That’s fantastic, but that’s the last approved, 
zoned, ready-to-build site in all of Burbank. 
And think about this: the neighbors at Warner, 
Universal, Disney, have all been on those lots 
for 100-plus years. So they don’t trade them 
very often.

What’s prompting them to trade?
I think M&A and corporate, so Paramount, 
Viacom, CBS all of a sudden become one 
company, so do we need three studios in town? 
I sold Culver Studios for Sony in 2004 because 
they didn’t need two studios.  

Sold: Carl Muhlstein was involved in the 
$1.85 billion CBS Studio Center sale.

THE ENTERTAINMENT 
BROKER

CARL 
MUHLSTEIN
Executive Managing 
Director
JONES LANG 
LASALLE INC.
NOTABLE DEAL: 
Sold the 55-acre CBS 
Studio Center in Studio 
City for $1.85 billion.

THOMAS WASPER 
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IN TOUGH MARKET CONDITIONS, IN TOUGH MARKET CONDITIONS, 

YOU NEED AN EXPERT. YOU NEED AN EXPERT. 

© 2022 Cohen, Mark Howard, a mortgage broker, licensed by the CA Bureau of  Real Estate, DRE # 01016103, NMLS# 31132. All rights reserved. Not all applicants will qualify. Rates, programs,  
and APRs are subject to change without prior notice. All LTVs represented are based on appraised value. *Based on 2022 Scotsman Guide Ranking

SPECIALIZING IN RESIDENTIAL & COMMERCIAL LENDINGSPECIALIZING IN RESIDENTIAL & COMMERCIAL LENDING
E MarkCohen@CohenFinancialGroup.com     P 310.777.5401

COHENFINANCIALGROUP.COM

Discover Our New Niches

2ND TRUST DEED  
NO TAX RETURNS NEEDED

•  Owner occupied, second homes, investment properties

•  Loan amounts up to $1M

•  Interest only / 30 year terms

•  Minimum credit score 680

BRIDGE LOANS

•  No loan limits with collateralized property

•  Residential or commercial properties ok

NO INCOME OR ASSET 
VERIFICATION OWNER 
OCCUPIED CASH OUT REFI’S

•  Cash-out up to $3M

•  Interest-only for the first 5 years 
 

CONSTRUCTION LOANS

•  Residential or commercial

•  No loan limits

•  OK if property is currently under construction

C O H E N  F I N A N C I A L  G R O U P

The #1 Mortgage Broker in Los Angeles* 
can get your deal done.

Over 35 Years Of ExcellenceOver 35 Years Of Excellence

Negotiating deals in a tough market is our specialty.  
No matter the market conditions, we can help you achieve  
your goals. Partnering with Cohen Financial Group will give 
you the most aggressive loan products in the industry.  
Our specialties include: Conventional Loans, Non-Conventional 
Loans – including funding for foreign nationals – Commercial 
Financing, and Construction Loans.

Call us Call us to learn moreto learn more

310.777.5401310.777.5401
#1
Mortgage Broker 
in Los Angeles*
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J
ohn McMillan has worked as an indus-
trial real estate broker for 31 years. He 
currently serves Newmark Group Inc. 
as vice chairman, specializing in the Los 

Angeles/South Bay submarkets. 
Prior to joining Newmark in August 2016, 

he spent 24 years at Cushman & Wakefield. 
Professionally, he has closed more than 1,500 
transactions totaling over $5.5 billion.

How did you get into real estate?
I decided to graduate at the best time in the 

market possible — June of 1990. It was a terri-
ble real estate-driven recession that went on for 
about five years. Most everybody out there had 
hiring freezes or were letting people go. 

My uncle met Bill Lee of Lee & Associates 
at a Christmas party and told him what a hard 

time I was having getting into the industry. Bill 
said ‘have him come out and meet with me.’ 
And I did and he hired me on the spot. 

I started in January of 1991 and Bill had 
just opened the third Lee & Associates office in 
the City of Industry. I was there for two years 
and then my senior mentor Merv Kirshner 
— he was sort of an iconic industrial broker 
at the time — he was moving to Cushman & 
Wakefield and he said he’d get me a meeting 
with the manager. I liked working with Merv. 
He taught me everything I know. I moved over 
with him and I was at Cushman & Wakefield 
for about 24 years, and then I moved over to 
Newmark in August of 2016.

Have you always worked in the 
industrial sector?

I’ve done nothing but industrial. Sounds 
kind of nerdy, but I’ve enjoyed meeting all of 
the entrepreneurs out there that have started 
these amazing companies and actually make 
things here in the United States, in California, 
here in Los Angeles. We’re mostly doing ware-
house and distribution these days but we’ve got-
ten to see some amazing operations from people 
in the aerospace industry, the garment industry, 
food manufacturing. The ingenuity and creativi-
ty that goes into these manufacturing operations 
is just kind of fascinating. I generally felt more 
comfortable out in the streets in the industrial 
neighborhoods working with clients of mine 
who were warehouse/distribution-focused, 
manufacturing-focused. I held a lot of those 
jobs when I was younger working in college, 
doing drywall and as a plumber and a few other 
blue collar-type positions. It spoke to me.

Well, you bet on the right horse 
because industrial was the hot sector 

even during Covid.
Yeah, we’re finally the cool kids after 32 

years at this.

During your Cushman & Wakefield 
years, what kind of industrial 
transactions were you doing?

I started out in the Vernon/Commerce 
submarket and we continued to grow with our 
clients. Most of our team’s transactions occur 
within a 20-mile radius between downtown 
L.A. and the ports of L.A. and Long Beach. 
There’s about 630 million square feet in that 
little circle, which is one of the densest indus-
trial markets in the world. 

A lot of our clients felt we did a good job 
and wanted us to work with them in places like 
Santa Fe Springs and La Mirada and Carson, 
and so we just continued to grow our footprint. 
The largest (client) would be (a candy com-

pany), they also have a pet food company and 
food division. We’ve done 25 to 30 transac-
tions for now. They’ve asked us to help them in 
other markets and it all started from us helping 
them find an overflow warehouse for equip-
ment to service their pet food plant in Vernon. 

Are the ports-related transactions 
keeping you busy?

Absolutely. We have some huge projects 
coming. We brought in Danny Williams from 
Prologis, who is the largest industrial landlord 
in the world. Danny oversaw Prologis’ South 
Bay portfolio. He’s been a great addition to our 
team. His knowledge of the South Bay indus-
trial market is second to none. At Prologis, they 
had 17 or 18 million square feet in that market 
that he oversaw. Our differential for our team is 
that we cover the entire 20-mile radius of infill 
Los Angeles. These submarkets are huge. 

THE INDUSTRIAL  
SPECIALIST

JOHN 
MCMILLAN
Vice Chairman
NEWMARK GROUP 
INC.
NOTABLE DEAL: 
Locked down 
114,898-square-
foot lease with 
FDH Aerospace at 
5200 Sheila St. in 
Commerce on behalf 
of landlord Link 
Logistics.

THOMAS WASPER 

Leased: John McMillan represented owner Link Logistics in a nearly 115,000-square-foot lease with 
FDH Aerospace at 5200 Sheila St. in Commerce.
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