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ous to you or it might be a record 
your customer must disclose. 
Being sensitive to disabilities 
allows us to be more intuitive of 
our customers, an opportunity 
to go out of our way for our cus-
tomers. This might be as simple 
as offering an arm going up the 
steps or knowing that this indi-
vidual would be made happy by 

the occasional visit to see how 
they are feeling physically or 
emotionally. It is important to be 
friends with our customers and 
to really know them.

n Familial status/marital sta-
tus. Here we cannot choose to 
lease to someone because they 
are a family or because they are 
single. We all know the example 
of not steering the families to 
specific buildings or to the first-

floor for noise control, but what 
it really teaches us is to simply 
ask “What is important to you 
in your apartment home?” With 
this we don’t have to worry about 
assuming the customer’s needs; 
instead, we are giving them an 
opportunity to tell us – we just 
need to be sure to listen.

n Race/creed/color/sexual 
orientation/sex. Sometimes 
these classes are obvious and 

sometimes they are not. This is 
the time to again be very sensi-
tive to our customers and where 
we need to be very aware of 
everything we say. It is tough, 
but we really must always think 
before we speak – saying some-
thing as simple as “sir” might not 
be right. One time I was out to 
dinner with some friends when 
we told the hostess that one of 
our mothers was going to arrive, 
gave her name and to have her 
directed to our table. Unfortu-
nately, the hostess thought my 
friend’s mother was a man and 
never asked for a name – she sat 
in the entry area for a long time 
before we went to look for her. 
We truly cannot assume any-

thing!
n National origin and ances-

try. This is a very hot topic these 
days. Regardless of our views of 
immigration laws, for or against, 
we must leave that at the door 
when we go to work. We must 
once again be very sensitive to 
our customers. These classes are 
not always obvious; we cannot 
discuss our personal views with 
our customers, no matter how 
close we may feel. We must treat 
everyone the same – if we can 
do this, we can be confident we 
have done our best, especially 
if how we treat everyone is to 
see where the opportunity is to 
provide additional service and 
care.s

Green Building

Dozens of water and 
energy audits are 
under way for com-

mercial buildings throughout 
Denver as the result of a recent 
ResourceSmart Colorado meet-
ing that brought together a group 
of building owners, Denver 
Water, Xcel Energy and NAIOP 
Colorado. 

As a groundbreaking partner-
ship among NAIOP Colorado, 
Denver Water and Xcel Energy, 
ResourceSmart Colorado strives 
to improve energy and water effi-
ciency in Colorado’s real estate 
sector. One of the first steps to 
improving efficiency is to better 
understand current usage and 
determine potential savings. 
Some 80 percent of the building 
owners who attended the recent 
meeting took this step by signing 
up for energy and water audits 
of their buildings.

“Denver Water and Xcel Ener-
gy offer tremendous, simple effi-
ciency programs; however, the 
key decision makers are often 
unaware of these programs,” 
said Kathie Barstnar, executive 
director of NAIOP Colorado. 
“ResourceSmart Colorado is 
tackling this challenge by arm-

ing these indi-
viduals with 
the informa-
tion they need 
to improve 
efficiency and 
reap the asso-
ciated ben-
efits.”

D u r i n g 
the meeting, 
building own-
ers had the 
opportunity 
to learn about 
the numerous 
p r o g r a m s , 
rebates and 
i n c e n t i v e s 

available for improving their 
buildings’ water and energy 
efficiency. From earning up to 
$40,000, or $21.50 for each thou-
sand gallons of water saved 
annually, by participating in 
Denver Water’s Cooling Tower 
Incentive Program to earning up 
to 30 percent in bonus rebates 
by participating in Xcel Energy’s 
Commercial Real Estate Energy 
Efficiency Assessment, build-
ing owners can and should take 
advantage of these easy oppor-
tunities. 

“I am very interested in learn-
ing how we can improve our 
buildings’ energy and water effi-
ciency while potentially cutting 
our bottom line,” said Jonathan 
Bush, principal at Littleton Capi-
tal Partners. “There are likely 
many other owners who, like 
me, were not previously aware 
of these programs. From both 
a business and an environmen-
tal standpoint, it makes sense 
to know where we stand and 
then determine how we can 
improve.”

From the efficiency newcom-
ers to the more seasoned green 
veterans, building owners are 
realizing that there are many 
benefits to going green. As a 
green building leader, Forest 
City is well aware of the advan-
tages – financial, environmental 
and strategic – to implement-
ing green practices. Forest City 
has not only committed itself 
to sustainability, but also it has 
made sustainability one of the 
company’s core values.

“We are highly committed to 
sustainability and a key com-
ponent of that is improving our 
buildings’ efficiency,” said Kem 
Blue, regional vice president 

and general manager of Forest 
City. “We have found that high 
performance green projects and 
buildings usually result in lower 
operating costs, improved mar-
ket positioning, increased tenant 
and customer satisfaction, and 
improved productivity. Efficien-
cy is good for the environment, 
our business and our tenants. It’s 
a win-win-win situation.”

Forest City’s Northfield Sta-
pleton is just one of the many 
examples of the company’s 
commitment to efficiency and 
sustainability. With LEED-CS Sil-
ver certification, Main Street at 
Northfield Stapleton boasts high-
efficiency plumbing fixtures, 
daylight harvesting, evaporative 
cooling, high-efficiency irrigation 
and more. Collectively, North-
field Stapleton’s high-efficiency 
plumbing fixtures reduce water 
usage by more than 645,000 gal-
lons per year – enough water 
to fill a bathtub 18,000 times. 
The buildings’ solar panels gen-
erate approximately 7,163 kilo-
watt hours annually – enough 
electricity to supply an average 
home for one year. Yet, Forest 
City is not content to rest on its 
laurels. Rather, the company con-

tinues to try to find new ways of 
improving its buildings’ energy 
and water efficiency. 

“We continue to foster our long-
term commitment to positively 
affecting the environment,” said 
Ryan Messerli, assistant general 
manager of Forest City Commer-
cial Management. “As a result 
of our involvement in Resource-
Smart Colorado, we have made 
water audits of several facilities 
a higher priority.”

For those who worry about 
the upfront costs of some water- 
and energy-efficiency initiatives, 
Messerli offers words of encour-
agement.

“We believe the capital markets 
will likely put a premium on the 
overall value of any project that 
has been built green or under-
gone green retrofits,” said Mes-
serli. “Further, not only do we 
find value in efficiency, our ten-
ants certainly do as well. Many 
companies and business own-
ers have increased knowledge of 
energy efficiencies that result in 
reduced store operating costs.”

To learn more about Resource-
Smart Colorado, visit NAIOP 
Colorado’s Web site, www.
naiop-colorado.org.s

ResourceSmart Colorado helps building owners get green
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tor of community operations for 
companies including Greystar, 
JPI Management and Fairfield 
Residential. She has maintained 
budgets and cost controls, super-
vised leasing and maintenance 
staff and implemented market-
ing plans, among other profes-
sional skills.

Taylor also has extensive expe-
rience in the apartment commu-

nity industry, including roles as a 
property manager, business man-
ager and marketing specialist for 
various apartment and residen-
tial properties. She has overseen 
leasing teams and implemented 
successful leasing efforts, imple-
mented and maintained budgets, 
managed all aspects of business 
operations and spearheaded 
marketing efforts during her 
career.s

people who manage buildings 
are no longer just ‘property 
managers’ – they are enterprise 
leaders, managing their assets 
like businesses,” said Sandra 
Boyle, executive vice president 
of development and project 
management, Glenborough LLC. 

The Outstanding Building 
of the Year (TOBY) Awards 
closed out the conference, 
recognizing 14 commercial 
properties honored for excellence 
in building operations and 

management in categories 
based on asset type or size. The 
Denver group proudly cheered 
for Seventeenth Street Plaza, 
managed by Myra Napoli, in 
the Earth Award category, and 
the 1125 17th Street team in 
the 250,000-SF to 500,000-SF 
category. Mindi Romoff, manager 
of 1125 17th Street, passed 
away in May after a brave battle 
with cancer. Although neither 
building took home the big prize, 
reaching the International level 
of the TOBY Awards was a 
significant achievement.s
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Providing you innovative  
solutions and unparalleled 
seamless services for over 
62 years.

303-288-2635
1-877-288-0650
www.douglasscolony.com

Commerce City - Headquarters
Colorado Springs
Greeley 
Glenwood Springs

We’ve got you covered
from the ground up.
Roo�ng       |       Metals       |       Solar       |       Waterproo�ng
New Construction
Re-roo�ng
Steep/Pitched
Custom Residential

Metal Roo�ng
Metal Wall Panels
Composite Panels
Sunscreens
Steel Trusses
Custom Flashings

Crystalline
Thin Film

Below Grade/Vertical
Horizontal
Garden
Terraces/Plaza Pavers
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