
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

Madeira on Marco Island 
Marco Island, Florida

www.hines.com



Asset Problems

Zoning board denial
 Local attorney and civil engineering firm unable to  
 achieve modest upzoning from 10 to 12 stories
 Planning board denied the project

South Florida: A hotbed of condo  
association litigation 
 Owner budgeted $750,000 for potential litigation 
 associated with transitioning project from  
 developer to the condominium association
 Comparable projects in South Florida typically   
 budget between $750,000 and $1 million

Category 3 Hurricane Wilma damage
 Project incurred $9 million in builder’s risk  
 insurance claims
 Insurance carrier denied claims completely

General contractor not focused on value
 GC was not aggressively bidding to sub- 
 contractors
 GC had hired inexperienced foundation sub-  
 contractor from out of state that would put critical  
 path items severely at risk and delay completion   
 of project
 Defective roofing installation

Managing Risk  Maximizing Value
In 2001, a local attorney was hired to manage a modest rezoning of an 8.5-acre site located 
on Marco Island, Florida.  The rezoning hit a major obstacle, culminating in the planning 
board’s denial of the rezoning application to increase the height of the project. Hines was 
engaged to act as Development Manager of the 101-unit luxury condominium project and 
to reverse the planning board’s denial of the requested zoning changes. In close partner-
ship with the owner, Hines successfully increased height entitlements from 10 to 16 stories, 
resulting in a more architecturally significant project with higher sale prices and $35 million 
additional profit to the owner. Hines delivered a first-class project within budget and on an 
accelerated timeline, allowing ownership to avoid the downside of Florida’s condo bubble.   

‘‘The unique design and construction of 
the Madeira on Marco Island is extremely 
well done and is very much in agreement 
with the construction documents. 
                –  WJ Johnson & Associates 
  Condominium Association Forensic Engineer
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Turnaround Strategy
Focus on value through significant upzoning
 In close partnership with the owner, achieved city  
 commission approval and a significant height   
 entitlement increase from 10 to 16 stories
 Created approximately $35 million in excess  
 profits for the project due to the incremental  
 height value

Successful transition with no litigation
 In conjunction with the owner’s commitment to first-  
 class design and construction, Hines development  
 management process eliminated litigation risk
 Successfully transitioned to the condominium  
 association with no litigation and a cost 75%  
 below the original transition budget
 Achieved Certificate of Occupancy in less than 90  
 days, accelerating ownership transition

Negotiated settlement with insurance 
carrier
 Worked with the insurance carrier to negotiate a  
 settlement of $3 million ($2 million net of 
 deductible)

Utilized Hines development best practices
 Delivered over $500,000 in savings from rebidding  
 subcontractor work 
 Replaced inexperienced, out-of-state foundation  
 subcontractor with an experienced local sub- 
 contractor and maintained schedule
 Advocated for re-roofing and quickly completed  
 project with no unit owner complaints or  
 cancellations
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