
Hines180 is 

designed to turn around 

underperforming real estate 

assets which require significant  

strategic overhaul. The program 

is delivered by Hines’ outstanding 

teams of investment analysts, 

property managers, engineers, 

leasing and marketing  

professionals.



For more than 60 years, Hines has been known for 
signature office, residential, retail, industrial and land 
developments of the highest quality. Lesser known, 
but no less impressive, is the firm’s track record in 
solving tough real estate problems and turning around 
underperforming assets–some involving equity stakes 
and many for third parties.  Founded by mechanical 
engineer Gerald D. Hines, the firm’s culture is anchored 
by a commitment to efficiency and its people are at 
their best when they are creatively and passionately 
engaged in maximizing the potential and value of a real 
estate project.  The 4,500+ men and women of Hines 
around the globe stand ready to assist with your real 
estate challenges and discuss how our experience, in 
partnership with you, can help achieve your objectives.

TURNAROUND SERVICES

  Analysis and Valuation

  Asset and Portfolio Management

  Marketing and Leasing

  Investment Sales

  Zoning, Entitlements and Financing

  Construction and Development Management

  Property and Facility Management

  Engineering Services and Sustainability Advisory



3 West Security Desk

Unlocking Real Estate Value
Today’s challenging commercial real estate environment demands new, comprehensive 
solutions—solutions based on Hines’ deep experience in the acquisition, management, 
marketing and leasing of underperforming real estate assets.

Office      Retail      Living/Housing     Industrial/Logistics

Why Hines?
Tenured Team Hines’ senior officer tenure, which 
averages more than 20 years, provides multi-cycle 
knowledge and shared historical problem-solving skills. 
The firm sets the standard for experience and trustworthy 
leadership, with an average Executive Committee member 
tenure of more than 30 years.    

Vertical Integration Hines’ central and regional 
resources are experts in all disciplines relevant to today’s 
real estate challenges. From engineering to marketing, 
construction, accounting, asset management, finance, 
insurance, public relations and development management, 
every client can utilize the full complement of Hines 
professionals to gain a comprehensive and integrated 
action plan.
 
Global Footprint Hines has over 3,900 employees 
worldwide with locations in more than 200 cities. With this in-
depth local presence and broad experience, Hines can tackle 
complex national portfolios as well as local one-off projects.*

Track Record Hines is one of the most trusted and 
stable names in real estate, with a history of sound business 
management practices, significant capital reserves and a 
workforce of tenured executives since its beginning in 1957.

Ownership Approach Hines’ business is split evenly 
between third-party assignments and investment joint 
ventures. We deliver a portfolio of leading real estate 
services for our clients and partners and approach every 
asset with an ownership mentality, unlocking value through 
our multidisciplinary framework.

* Data as of 12/31/2017

Harris Bank Complex
Chicago, Illinois

www.hines.com



Asset Problems
Strategic Direction not focused on Real 
Estate Value
 Managed as bank headquarters for 50 years
 Not focused on real estate value maximization

Negative Market Perception 
 Tenant brokers: “Tired bank building”
 Building lobby dominated by retail bank presence

Major Rent Roll Deterioration
	 230,000	s.f.	law	firm	vacating	in	10	months
	 Near	term	expirations	of	additional	160,000	s.f.
	 Heading	towards	68%	occupancy	(market	83%)

Operating Expenses 23% Above Market
 Short term risk: leasing vacant space at below   
 market net rents
 Long term risk : anchor tenant expense stop

No Systems Redundancy
 North American HQ of bank with mission critical  
 operations relying on antiquated systems without  
 redundancy

Managing Risk  Maximizing Value
The pending loss of a 230,000-square-foot tenant and the strategic decision by  
Harris Bank to divest of their owned real estate caused them to seek a buyer for their 
1.2-million-square-foot complex. Hines acquired the property on behalf of National 
Office Partners Limited with investment partner California Public Employees Retire-
ment System (CalPERS). In two years, Hines successfully repositioned the asset,  
unlocking a significant increase in value. The building has become a symbol of the 
opportunities that can be found in transforming existing buildings.

‘‘Hines’ ongoing expertise in transforming
our headquarters has validated our
decision to select Hines as both the buyer 
and landlord for our property and has  
enhanced our experience as a tenant. 
 –  Harris Bank

 72% 91% vs. Class A CBD 83% vs. Class A CBD 89%

 363,000 sq. ft. 7,500 sq. ft. = High risk profile = Low/Stable risk profile

 $10.69/sq. ft. $8.64/sq. ft. * $2 above Class A market *Equal to Class A market

 316,000 MMBtu 140,000 MMBtu  = 56% reduction

 0% 100%
 2 69
 $114 million $199 million
 ($95/sq. ft.) ($166/sq. ft.)
  As of 9/30/2008 appraisal

Occupancy

Near Term Lease Roll

Operating Expenses

Energy Consumption

HVAC Systems
Redundancy

ENERGY STAR Score

Asset Value

Before 
Hines

After
Hines

’’

Turnaround Strategy
Developed Business Plan Focused On 
Value Creation
 Brought real estate “ownership mentality”  
 to project

Created Marketing/Branding Plan
 Branding  focused on real estate, not the bank
 Separated building lobby from retail bank 

Mitigated Leasing Risk
	 415,000	s.f.	of	leases	signed	in	two	years
 Unique knowledge of tenant needs enabled an   
	 early	10-year	extension	of	160,000	s.f.	tenant

Utilized Hines’ Engineering Intellect
 Reduced utility costs by smarter energy 
 purchases, demand management, and systems  
 optimization
	 Reduced	operating	expenses	23%	 
 Improved quality of service to tenants

Completed Central Plant Cross-Connect 
 Full central plant systems redundancy 
 implemented at minimal capital cost
 Protected tenant operations
 Enhanced long term asset value
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