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Regular Session 
February 7, 2023 @ 4:00 PM 

10 Pier 1, Suite 209, Astoria, OR* 
_____________________________________________________________________________________________ 

The meeting location is accessible to persons with disabilities.  A request for an interpreter for the hearing impaired or 
for other accommodations for persons with disabilities should be made at least 48 hours before the meeting by calling 

the Port of Astoria at (503) 741-3300. 
*This meeting will also be accessible via Zoom. Please see page 2 for login instructions. 

Agenda 
1. CALL TO ORDER

2. ROLL CALL

3. PLEDGE OF ALLEGIANCE

4. COMMISSION REPORTS

5. CHANGES/ADDITIONS TO THE AGENDA

6. PUBLIC COMMENT – for items on the agenda, when not covered by a public hearing
This is an opportunity to speak to the Commission for 3 minutes regarding any item on the agenda.
Public comment received by the deadline will be read aloud at the meeting.

7. CONSENT CALENDAR:
a. Meeting Minutes –

• Finance Committee Meeting Minutes 12/14/2022 ................................................................. 3 

b. Financials – December 2022 .................................................................................................... 6 
c. Event Calendar – February 2023 ............................................................................................ 12 

8. ACTION:

a. Pier 2 West Rehabilitation – Intent to Award ........................................................................ 13 

b. Real Estate and Leasing Agent – Intent to Award .......................................................... 108 

9. PUBLIC COMMENT – for non-agenda items
This is an opportunity to speak to the Commission for 3 minutes regarding Port concerns not on the agenda. Public
comment received by the deadline will be read aloud during the meeting.

10. EXECUTIVE DIRECTOR COMMENTS

11. UPCOMING MEETING DATES:
a. Workshop Session – February 21, 2023 at 4:00 PM
b. Regular Session – March 7, 2023 at 4:00 PM

12. ADJOURN

https://www.portofastoria.com/CommissionMeetings/AgendaMinutes.aspx
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HOW TO JOIN THE ZOOM MEETING: 
 

Online:  Direct link: https://us02web.zoom.us/j/86905881635?pwd=amhtTTBFcE9NUElxNy9hYTFPQTIzQT09 
Or go to Zoom.us/join and enter Meeting ID: 869 0588 1635, Passcode: 422 

 
Dial In: (669) 900-6833, Meeting ID:  869 0588 1635, Passcode: 422 
 

This meeting is accessible to persons with disabilities or persons who wish to attend but 
do not have computer access or cell phone access. If you require special accommodations, 
please contact the Port of Astoria at least 48 hours prior to the meeting by calling  
(503) 741-3300 or via email at admin@portofastoria.com. 

 

 

https://www.portofastoria.com/CommissionMeetings/AgendaMinutes.aspx
https://us02web.zoom.us/j/86905881635?pwd=amhtTTBFcE9NUElxNy9hYTFPQTIzQT09
https://zoom.us/join
tel://15037413300/
mailto:admin@portofastoria.com?subject=Public%20Meeting%20Accommodation%20Request
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MEETING MINUTES 

DECEMBER 14, 2022 

PORT OF ASTORIA 

FINANCE ADVISORY COMMITTEE MEETING 

PIER ONE BUILDING 

#10 PIER 1, SUITE 209 

ASTORIA, OR 97103 

Call to Order: 

The meeting was called to order at 12:15 PM by John Lansing, Finance Committee Chairman. 

Roll Call: 

Committee Members Present: John Lansing; David Oser; Cliff Fick; Mindy Landwehr; Walt Postlewait; 

Commissioner Jim Campbell; and Finance, HR & Business Services Manager Melanie Howard. 

Commissioners Present: Robert Stevens and Frank Spence*. Dirk Rohne and Scott McClaine were not 

present for this meeting. *Commissioner Spence joined the meeting at 12:30 pm. 

Staff Present: Executive Director Will Isom. 

Also Attending: Steve Kraske of the Budget Committee.  

Chairman Lansing thanks the Finance Committee members for their efforts this year. The committee has 

done a good job listening, learning, and asking questions about how the Port, as an organization, addresses 

issues. Melanie Howard, Finance HR, & Business Services Manager, has done an exceptional job with 

financial reporting. Lansing comments that December is a time to build relationships with the new 

administration in Salem and newly elected officials at the city and county levels for the coming year.  

Presentation of FY22 Operating Report – Melanie Howard 

Finance, HR & Business Services Manager Melanie Howard discusses the Year End Summary Report. 

Howard prepared this report to focus on the financial performance and health of the Port. Presentation 

highlights include:  

• Howard refers to the Reconciliation of Audited and Budgetary Statements on page five of the Year-

End Summary report. The report explains that the information in the Audited Financial Statements

varies slightly from the monthly Commission reports. The report reconciles the monthly

Commission reports and the Audited Financial Statements.

• Mid-year financial reports are done on a modified accrual basis which accounts for the information

to look different than the Audited Financial Statements.

• Committee member David Oser inquires as to the amount of unrestricted operating funds the Port

has. Isom explains that in terms of restricted funds, most of the funds of the Port are operating

funds. Internally the Port earmarks funds, but they are not restricted funds. Oser suggests adding

information in the report to show which funds are earmarked to clarify available cash reserves.

• Howard continues to the Performance Summaries on page ten of the report. Revenues are up across

all revenue centers except for Piers, which can be attributed to the Harbor Fee loss.

• Operating changes are broken out year-over-year. Howard notes that the Landside General’s

increased revenue is attributed to the Airport Industrial Park tenant, The Scoular Company. The

graph on page 13 shows Property Revenue trends for the last four years.

• Page 14 shows the cruise dockage impact for the 2022 spring cruise ship season. Cruise ship income

has increased $451,000 year-over-year. Oser inquires if the Cruise agents have pushed back from
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the bundled fee structure now in place. Isom explains that the cruise agents initiated a standardized 

rate several years ago so they would know what fees to expect. This has translated to increased 

revenues for the Port. Postlewait notes that the consumer appreciates having a set price for 

budgeting. Committee member Bill Young notes that the community relies on the Port cruise 

calendar to plan for their businesses, and the calendar is not reliable. Isom explains that Terminal 

& Customer Support Manager, Susan Transue, updates the calendar as soon as the Port is notified 

about a ship cancellation. The issue is that there has been a lot of uncertainty from the cruise lines, 

and there have been a lot of late cancellations. The Port is discussing a greater cancellation fee. 

Currently, there is no difference in penalty between canceling months out or days out; there is no 

financial incentive for the cruise lines to cancel early. Before COVID, cancellations were minimal 

and weather-related. The loss of revenue due to late cancellations has been tough for the Port and 

the community. The Port is discussing an increase to the cancellation fee in relation to the date of 

cancellation. Postlewait inquires what the industry standard is for cancellation policies; the Port 

should adopt policies to be in line with other Ports. Isom answers that there is nothing uniform for 

West Coast Port fee and cancellation policies. Postlewait suggests that Susan Transue have 

quarterly meetings with her counterparts at the Ports to discuss this issue.  

• Marina income has increased $24,000 year-over-year and boatyard income has increased by 

$167,000 year-over-year.  

• Oser notes that the unrestricted net position has declined by roughly three million dollars over the 

last three years and inquires if this is worrisome for the Port. Isom explains that the last several 

years have been a general contraction of the Port’s revenues. As the Port moves forward, the 

groundwork has been made in terms of planning and streamlining processes. There will be a shift 

to a period of growth and increased revenues. Isom has spent a lot of time this past year laying the 

groundwork. The next phase will be actively and aggressively pursuing funding. The Port has assets 

across the board that are in need of investment, and maintaining infrastructure has been a 

considerable cost to the Port.  

• Commissioner Campbell inquires as to the financial effect of The Scoular Company lease on the 

Airport Industrial Park.  Howard explains that the base rent began at $2,000.00 per month in 2021, 

increased to $4,000.00 per month in 2022, and includes escalation and rate increases throughout 

the lease period.  

 

Discuss RFP for development of East Mooring Basin 

Executive Director Isom explains that the East Mooring Basin (EMB) is a unique asset. Isom has met with 

a number of groups interested in the development of the EMB. The Port has a lot of projects in progress, 

and Port leadership has spent considerable time laying the groundwork for things to come. Isom will be 

spending considerable time this year actively pursuing funding. Port grant writer, Shane Jensen, received 

feedback from Business Oregon that the Port needs to tell a story. The grant agencies are interested in how 

grant funding will affect the region. The Port must be clear in its priorities, and the top priority is Pier 2. 

Isom has concerns that it may not be the best time to move forward with the EMB. The Port has a 

responsibility to think of the community’s long-term needs. Discussion highlights include:  

• Commissioner Campbell notes that the breakwater was recently rebuilt by the Army Corps of 

Engineers. 

• Committee member Lansing comments that the EMB is not being utilized and putting pressure on 

the federal government to show that the causeway could be a foundation for 1800 slips, many of 

which would be small businesses.  

• Postlewait comments that Isom and his leadership team have done a phenomenal job in the past 

several years. Postlewait suggests that the Port articulate what we are looking for and to look for 

a public-private partnership. Postlewait suggests an ad hoc committee to figure out what the needs 

of the community are and build an RFP around those needs. 
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• Isom comments that last week he met with Jim Maul, previously of the engineering firm Maul

Foster & Alongi, and discussed grant opportunities. Environmental effects and job creation are

two major aspects granting agencies consider. Isom and Maul discussed the idea of packaging

infrastructure needs for one large grant request.

• Fick inquires how the EMB is generating lease revenue. Isom explains that the income is generated

from Waterfront East and not specifically the East Mooring Basin, which includes the Riverwalk

Inn.

• Commissioner Stevens suggests that the Finance Committee add cargo opportunities for the Port

to the next meeting agenda.

Adjourn 

Agenda items five through seven will be discussed at the next Finance Committee Meeting. Chairman 

Lansing adjourned the meeting at 1:47 PM. 

APPROVED: ATTEST: 

________________________________ ___________________________________ 

Dirk Rohne, Board Chairman Frank Spence, Secretary 

Board of Commissioners Board of Commissioners 

Respectfully submitted by: 

Stacy Bandy 

Executive Assistant/Administrative Coordinator 

February 7, 2023 

Date Approved by Commission 
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DECEMBER 2022 FINANCIALS NARRATIVE 

For July through December 2022, the Port is showing an operating gain of $272,268. This operating gain 
is trailing prior-year profits by $208,775 and is $505,465 below budget projections. Operating revenue 
YTD is at 90% and operating expense is at 100% of seasonally trended budget. Non-operating income is 
at 100% and non-operating expense is 65% of budget. Total net income YTD is $272,268, which is 
$242,846 ahead of budget expectations. 

The budget and prior-year deficits for dockage are $(325,204) and $(178,123), respectively. For the year-
to-date budget, $193,602 had been included for estimated Harbor Fee income; the total FY23 budgeted 
amount for Harbor Fee income is $380,000, none of which is expected to be collected. Looking at the 
prior-year differences, for July and December of 2021 the Port had billed for $198,900 of Harbor Fee 
income. 

Lease and rental income was $251,722 less than budgeted, primarily as a result of a partial deferment of 
the Bornstein warehouse loan; the decrease in income will be offset by a decrease to debt service. 

Gross Marina revenues were roughly 97% of budget and prior year with Boatyard gross revenues at 
roughly 122% of budget and prior year. Net profits from fuel sales were up $72,931 from prior year. 

Personnel services came in $86,368 under budget while materials and services were $75,782 over 
budget.  

Looking at non-operating totals, debt service expense is $751,659 below budget, as a result of a new 
debt deferment agreement with Business Oregon. Capital spending in December was primarily for 
boatyard stands, West Marina dredging, West Basin pile replacements, and Airport master plan projects. 

Fuel Sales Summary: 

Marina Fuel Unleaded Unleaded Unleaded Unleaded Diesel Diesel Diesel Diesel
Sales $ Sales Gal COGS Profit Sales $ Sales Gal COGS Profit

Jul - Dec 2022 438,601$    64,033  311,070$    127,531$    171,657$    31,459  118,127$    53,530$    
Jul - Dec 2021 397,878$    73,159  261,916$    135,962$    134,477$    38,600  86,278$      48,199$    

Airport Fuel Jet A Jet A Jet A Jet A 100LL 100LL 100LL 100LL
Sales $ Sales Gal COGS Profit Sales $ Sales Gal COGS Profit

Jul - Dec 2022 541,472$    96,100  384,510$    156,962$    93,926$      13,930  73,145$      20,781$    
Jul - Dec 2021 273,396$    69,966  180,476$    92,920$      46,154$      9,213   37,362$      8,792$     

-- --  --6 --
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 Port of Astoria
 Profit & Loss Actual vs. Budget

December 2022

Actuals Jul 
2022 - Dec 

2022

Actuals Jul 
2021 - Dec 

2021

Budget Jul 
2022 - Dec 

2023

Budget 
Variance 

Through Dec
% of Budget  
Through Dec

Full '22-'23 
Budget

Operating Revenues

Dockage & Vessel Service 368,306 693,510 546,429 -178,123 67% 1,226,657

Lease & Rental Income 1,293,023 1,087,724 1,544,745 -251,722 84% 3,118,224

Rebilled Expenses 948,979 813,660 993,522 -44,543 96% 1,713,380

Boat Haulout 358,601 287,435 293,184 65,417 122% 665,527

Marina Revenues 354,776 361,721 365,854 -11,078 97% 680,780

Fuel Sales 1,245,656 851,905 1,284,096 -38,440 97% 1,882,280

Ticket Revenues 2,145 4,660 7,360 -5,215 29% 9,540

Other Income 22,875 71,918 75,223 -52,347 30% 148,266

Total Operating Revenues 4,594,363 4,172,533 5,110,413 -516,051 90% 9,444,654

Operating Expenses

Personnel Services 1,337,493 1,253,226 1,423,861 -86,368 94% 2,820,490

Materials and Services 2,743,220 2,196,883 2,667,438 75,782 103% 4,481,686

Total Operating Expenses 4,080,713 3,450,108 4,091,298 -10,585 100% 7,302,176

Income from Operations 513,649 722,424 1,019,115 -505,465 50% 2,142,478

Non-Operating Revenues

Property Tax Revenues-Genl Fund 859,267 795,804 817,762 41,505 105% 890,248

Timber Tax Revenues 46,385 41,827 46,385 0 100% 198,811

Other County Revenues 128 36,045 37,869 -37,741 0% 39,500

Grants* 240,160 1,940,564 240,160 0 100% 1,940,763

Interest Income 2,538 1,029 9,650 -7,112 26% 18,303

Total Non-Operating Revenues 1,148,478 2,816,481 1,151,826 -3,348 100% 3,087,625

Total Non-Operating Expenses

Capital Outlay* 1,122,800 2,754,889 1,122,800 0 100% 3,959,368

Interest Expense 90,395 41,889 311,455 -221,059 29% 474,936

Principal Expense 176,664 45,796 707,264 -530,600 25% 1,135,728

Total Non-Operating Expenses 1,389,859 2,842,573 2,141,518 -751,659 65% 5,570,032

Net Income (Loss) 272,268 696,332 29,423 242,846 925% -339,929

*Capital Outlay/Grants year-to-date budget set to match Revenue/Expense, not seasonally adjusted.

Prepared by: Melanie Howard

-- 7 --



Port of Astoria
 Balance Sheet

as of December 2022

December 31, 2022

ASSETS

Current Assets

Cash & Cash Equivalents

Cash Funds 745

Operating Account #1442 1,738,773

Payroll Account #5344 25,121

Bornstein MMA #0004 63,325

Money Market #1259 262,542

Total Lewis & Clark Bank 2,089,760

Total Cash & Cash Equivalents 2,090,505

Accounts Receivable 356,570

Other Current Assets 2,603,558

Total Current Assets 5,050,633

Fixed Assets 35,731,756

Other Assets

Long-term Receivables 18,015,648

TOTAL ASSETS 58,798,037

LIABILITIES & EQUITY

Liabilities

Current Liabilities

Accounts Payable 655,395

Other Current Liabilities 15,877,729

Total Current Liabilities 16,533,124

Long Term Liabilities

Accrued Vacation Payable 142,253

Accrued Sick Leave 158,204

Notes Payable 13,785,573

Net Pension Liability 829,427

Lease Liability 725,809

OPEB Liability 85,017

Pollution Remediation AOC 4 Liability 2,966,175

Less Current Portion LT Debt -963,782

Total Long Term Liabilities 17,728,678

Total Liabilities 34,261,802

Equity

Retained Earnings 24,263,967

Net Income 272,268

Total Equity 24,536,236

TOTAL LIABILITIES & EQUITY 58,798,037

Prepared by: Melanie Howard
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Capital Projects
December 2022
Budget to Actual

Department Description
Adopted Capital 

Expenditure
Adopted Grant 

Funding
Adopted POA 

Expense

Expenses 
through 

12/31/2022

Grants Received
through 

12/31/2022

Expenses 
through 

12/31/2022
NET OF GRANTS

Budgetary 
Estimate of 

Remaining POA 
Expense

Priority
(1-10)

9=Comp
10=Remvd

WFW P2 West PS&E Documents;  CM/GC work to 100% Design 250,000   -  250,000  2,333   -  2,333  247,667   1

Airport Airport Master Plan 389,253   361,163   28,090   244,834   239,328   5,505   22,585   2

WFE - Marinas West Marina Dredging 496,250   -  496,250  167,900   -  167,900  328,350   2

WFE - Marinas West Marina Piling Replacement (25) 133,500   -  133,500  248,053   -  248,053  (114,553)   2

Administration 2022-23 IT Upgrades 30,000   -  30,000  20,133   -  20,133  9,867   3

Airport Backfill and Site Prep Behind Overbay 30,000   -  30,000  2,650   -  2,650  27,350   3

Airport Backfill and Site Prep Behind Recology 55,000   -  55,000  14,838   -  14,838  40,162   3

WFW
Fender Pile Replacement (25) Pier 1 West, Pier 2 East, Pier 2 
West 221,875   -  221,875  83,437   - 83,437  138,438   3

WFW
Security Upgrades: Trident equipment; Pier 1 Generator; Pier 1 
Booth; Cyber Security 200,000   150,000   50,000   2,200   -  2,200  47,800   3

Airport Hangar Maintenance 50,000   -  50,000  -   -   -   50,000   4

WFW Pier 2 East - Repairs based on ODOT reports 50,000   -  50,000  1,762   -  1,762  48,238   4

Airport T-Hangar Fencing 50,000   37,500   12,500   2,189   -  2,189  10,311   4

Airport Vegetation Management 30,000   -  30,000  16,315   -  16,315  13,685   4

WFW - Boatyard Boatyard Electrical Upgrades 10,000   -  10,000  7,030   -  7,030  2,970   5

WFW - Boatyard Boatyard Upgrades 650,000   455,000   195,000   136   -   136   194,864   5

WFW Fire suppression/system upgrades - Pier 2 20,000   -  20,000  -   -   -   20,000   5

Airport Gator Utility Vehicle 15,000   -  15,000  -   -   -   15,000   5

Airport Industrial Park 250,000   225,000   25,000   500   -   500   24,500   5

WFE Maintenance - Flatbed Truck 13,500   13,500   -   -   -   13,500   5

WFW Maintenance - Flatbed Truck 31,500   -  31,500  -   -   -   31,500   5

WFW Repave Gateway Avenue / Restripe 110,000   110,000   -   -   -   -   -  5

WFW Replace Cruise Ship Gangway Decking 15,000   -  15,000  -   -   -   15,000   5

Airport Terminal Building Upgrades 150,000   142,500   7,500   3,100   -  3,100  4,400   5

Airport Tide Gate Feasibility Study 99,600   99,600   -  2,894  -  2,894  (2,894)   5

Airport Utility Trailer 7,500   -  7,500  -   -   -   7,500   5

WFE - Marinas East Mooring Basin Causeway Design & Repairs 500,000   350,000   150,000   -   -   -   150,000   6

WFW - Boatyard Boatyard Stands 16,390   -  16,390  14,587   -  14,587  1,803   9

Airport Airport Generator 20,000   10,000   10,000   1,985   832   1,153   8,847   9

WFW Pier 1 Face Chip Seal 15,000   -  15,000  13,760   -  13,760  1,240   9

WFW Repave Pier 2 Entrance to Gateway 50,000   -  50,000  41,500   -  41,500  8,500   9

Misc 230,665   -  230,665  (230,665)   

 TOTALS 3,959,368   1,940,763   2,018,605   1,122,800   240,160   882,640   1,135,966   

DEPARTMENT AND PROJECT
CAPITAL PROJECTS & GRANTS

As Budgeted
CAPITAL PROJECTS & GRANTS

Actual Spending To-Date
REMAINDER & PRIORITY

Prepared by Melanie Howard
Rev 2/2/2023
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Su Mo Tu We Th Fr Sa
1 2 3 4

5 6 7 8 9 10 11
12 13 14 15 16 17 18
19 20 21 22 23 24 25
26 27 28

February 2023
Su Mo Tu We Th Fr Sa

1 2 3 4
5 6 7 8 9 10 11

12 13 14 15 16 17 18
19 20 21 22 23 24 25
26 27 28 29 30 31

March 2023February 2023

Jan 29 30 31 Feb 1 2 3 4
7PM Gearhart City 

Council Mtg

5 6 7 8 9 10 11
7PM Astoria City Council

Mtg
4PM Regular Session
6PM CB City Council 

Mtg

6PM Clatsop Cnty 
Commission

12 13 14 15 16 17 18
7PM Seaside City 

Council Mtg
6PM CB City Council 

Work Mtg
6PM Warrenton City 

Council Mtg

19 20 21 22 23 24 25
7PM Astoria City Council

Mtg
Presidents' Day - Office 

Closed

4PM Regular Workshop 
Session

6PM Clatsop Cnty 
Commission

26 27 28 Mar 1 2 3 4
7PM Seaside City 

Council Mtg
530PM Astoria Planning 

Commission
6PM Warrenton City 

Council Mtg
7:30AM AWACC 

Breakfast Mtg

SUNDAY MONDAY TUESDAY WEDNESDAY THURSDAY FRIDAY SATURDAY
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Construction Manager/General Contractor Request for Proposals for Pier 2 West 
Rehabilitation 

 
Proposal Scoring Sheet 

Weight Project Experience
Max 

Score
Min 

Score
Basis of Point Calculation Bergerson Orion

Number of Projects with Back-Filled Seawall 20 0
2 pts for each project that included back-filled seawall as 

part of the project 6 8

Project Cost - total of all projects 35 0

Max points to Proposer with greatest contract totals; other 
Proposers distributed proportionately; see 'ProjectEval' 

Sheet 8.75 35
Number of Projects using CMGC approach 0 0 2 pts for every project so employing 0 0

Dollar Amount of Change Orders that Reduced 
Project Cost 25 0

Max points to Proposer with greatest reduction in total 
contract price; remainder distributed proportionately. Zero 

points to Proposer with no reductions. 25 0

Location of Project 35 0

Max points to Proposer with greatest experience in areas 
closest to Astoria; remainder distributed proportionately; 

see 'ProjectEval' Sheet 35 7.0
25% Category Totals 115 0

Safety
Max 

Score
Min 

Score
Basis of Point Calculation

Other Metrics 20 0 See 'Safety' Sheet for Details 9.5 20

EMOD Rating 20 -30 See 'Safety' Sheet for Details 4.9 20
10% Category Totals 40 -30

Staffing and Staff Qualifications
Max 

Score
Min 

Score
Basis of Point Calculation

Education & Experience of Staff 30 0 See 'Staff' Sheet for Details 17.7 22.9

Key Staff Past Projects
25 0 See 'StaffProjects' Sheet for Details 25 21.2

Degree of Commitment to this Project by Key 
Consultant 15 0

Both Proposers committed 100% availability of key staff 
during project construction 15 15

16% Category Totals 70 0

Project Approach
Max 

Score
Min 

Score
Basis of Point Calculation

Project Approach Description 100 10 See 'Approach' Sheet 88 39
22% Category Totals 100 10

Project Schedule and Fees
Max 

Score
Min 

Score
Basis of Point Calculation

Schedule 40 0 See 'ProjSched' Sheet 25 25
Fees 40 0 See 'Fees' Sheet 27 14
Cost of Work 0 Not Scored as per RFP Amendment

18% Category Totals 80 0

Public Entity Experience
Max 

Score
Min 

Score
Basis of Point Calculation

Public Entity Experience 40 0 See 'PublicEntity' Sheet 24 28
9% Category Totals 40 0

Total Possible Points 445 311 255

Metrics Points
SELECTION SCORING MATRIX - SUMMATION SHEET

If both Proposers are within 10% of each other's score, then both will be deemed to be within the Initial Competitive Range; if not, then only the Proposal 
with the highest score will be within the Initial Competitive Range.

-- 13 --



Pier 2 West Rehab_CMGC Procurement_Scoring Summary_Primary Justification for Selection of Bergerson                                                           Page 1 of 2 
 

Primary Reasons that Bergerson Scored Higher in the CM/GC Selection Process 
 
 
1 Lower Price 
  Construction Fee at 8.25%  

(vs Orion at 13%) 
 Preconstruction Fee at $215,300  

(vs Orion at $300,000) 
 
2 Project Approach 

2.1 Document Familiarity 
Bergerson made several references to the design documents - especially the seismic discussion - 
that evinced detailed familiarity with them. 

Orion made fewer references to the design documents - and these were much more general in 
nature and evinced less familiarity with the documents. However, other portions of both the 
Proposal and interview discussion evinced a good familiarity with the design documents. 

 

2.2 Seismic Improvements  
Bergerson identified this issue and spent much time discussing it, along with proposing specific 
solutions. 

Orion did identify this issue but spent much less time discussing it, indicating that they may not 
have recognized its significance to this project. Their proposed solution was more general in 
nature (leaving the piles in place) and did not appear to be a complete solution to the problem. 

 

2.3 Seismic Improvements: Tie Back Conflicts 
Identification of alternative construction methods and potential problems with engineer-
proposed designs are basic purposes of the CMGC approach. Bergerson identified an issue 
(potential conflict b/w tie-back installation and deep-soil mixing ground improvements) where 
even KPFF did not. 

Orion did not identify this issue - or any other potential problem with the 30% design 
documents of similar significance. 

2.4 Alternative Design Identification and Discussion 
Bergerson identified and discussed the PND proprietary design as a potentially better design in 
general, but also identified this design as a potential solution to the specific seismic issues as 
well. 

Orion identified an alternative design in their Proposal but withdrew the suggestion at time of 
interview. 
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2.5 Seawall Installation 
Bergerson discussed the potential to install the seawall prior to all other possible elements of the 
Work as a way to increase efficiency - but they proposed that two IWWW would be necessary, 
and that a temporary retaining wall would have to therefore be built as a result (which increases 
cost). 

Orion discussed the potential to install the seawall prior to all other possible elements of the 
Work as a way to increase efficiency - AND they asserted that they could install the entire 
seawall in one IWWW, thereby reducing cost and overall timeframe. 

This is the only sub-category in which Orion exceeded Bergerson. 

2.6 Ability to Administer CMGC Contract Type 
Bergerson discussed this issue during the interview with sufficient clarity and depth to indicate 
they understood the importance of the issue. Further, they committed to subcontract with a 
consultant with several years of experience with the CMGC type of contracting. 

Orion did not discuss this issue; however, points were awarded based on inference of some 
ability to handle the CMGC type of contract based on sheer amount of other experience. 
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Port of Astoria – Real Estate Leasing Agent 

Notice of Intent to Award 

February 2, 2023 

On December 21, 2022, the Port of Astoria received three responsive, responsible proposals in 

response to its Request for Proposals for a Real Estate and Leasing Agent.  

Based on final scores, the Port hereby issues this Notice of Intent to award the contract for a Real 

Estate Leasing Agent to Popkin Real Estate, LLC.  

Written protests must be submitted to Executive Director Will Isom at admin@portofastoria.com 

by 5 p.m. on February 9, 2023, and must clearly state the basis for the protest. 

The contract is scheduled for provisional approval by the Port’s Board of Commissioners on 

February 7, 2023, conditioned upon the resolution of any written protests received by the end of 

the protest period. 
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Real Estate and Leasing Agent 

Proposal Evaluation Form 

 

Bids will be evaluated on “best value” based on the evaluation criteria as stated below.  A 100-
point scale will be used to create the final evaluation recommendation.   When assessing points, 
utilize a 1-10 scale which will then be multiplied by the weight assigned. 

 

Points Guidance 

10 Couldn’t imagine a better response 

9-8 Excellent, insightful response 

7-6 More than adequate response 

5-4 Adequate response, no special insights 

3-2 Inadequate response 

1-0 Totally inadequate response 

0 No response given 

 

 

Criteria 
Number 

Factor Weight 

1 Proposal Suitability 30% 

2 Demonstrated Experience 35% 

3 Cost and Value 35% 
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Real Estate and Leasing Agent 

Proposal Evaluation Summaries 

 

Evaluators: Melanie Howard, Will Isom, Matt McGrath 

Date Evaluated: 1/13/2023 

Marcus & Millichap 

Criteria 

 
 

Total 
Points 

Criteria 1 – Proposal Suitability 17 

Criteria 2 – Demonstrated Experience and Success 22 

Criteria 3 – Cost and Value 24.5 

TOTAL SCORE  63.5 

 

Popkin Real Estate, LLC 

Criteria 

 
 

Total 
Points 

Criteria 1 – Proposal Suitability 22.5 

Criteria 2 – Demonstrated Experience and Success 28.5 

Criteria 3 – Cost and Value 30.5 

TOTAL SCORE  81.5 

 

Cushman & Wakefield / APEX Real Estate 

Criteria 

 
 

Total 
Points 

Criteria 1 – Proposal Suitability 21 

Criteria 2 – Demonstrated Experience and Success 30.5 

Criteria 3 – Cost and Value 28 

TOTAL SCORE  79.5 
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REQUEST FOR PROPOSALS - 1 
 

 

PORT OF ASTORIA 

 

REQUEST FOR PROPOSALS (RFP) 

 

For a 

 

REAL ESTATE AND LEASING AGENT 

 

    

Proposal Contact: 

 

Will Isom, Executive Director 

(503) 741-3300 

admin@portofastoria.com 

  

  

    

Estimated Award Timeline: 

 

  Date of Issuance:  November 8, 2022 

Proposal Due Date: December 21, 2022 

  Tentative Date of Award: February 2, 2023 
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REQUEST FOR PROPOSALS - 2 
 

INTRODUCTION. The Port of Astoria is a public port district formed in 1910. The Port 

derives its authority from Oregon Revised Statutes chapter 777. It is governed by a locally 

elected Board of Commissioners. The Port is located on the Oregon coast in the northwest 

corner of the state, where the Columbia River meets the Pacific Ocean. Its geographic boundary 

includes the entirety of Clatsop County, Oregon.  

 

The Port owns and manages a combination of marine, marina, industrial, and aviation facilities. 

These facilities are primarily located in the City of Astoria (Port waterfront properties and 

infrastructure) and the City of Warrenton (airport and industrial properties). The Port offers 

services to commercial and recreational boaters at its two marinas and boatyard, and to 

commercial and cargo vessels, fish processing, cruise ships, and research vessels at its deep-draft 

marine terminals. It also operates the Astoria/Warrenton Regional Airport. The Port has 

industrial and commercial leasing opportunities on its properties at the Airport, Skipanon 

Peninsula, and waterfront locations.  

 

The Port’s Board of Commissioners recently approved an ambitious Waterfront Master Plan that 

contemplates a variety of expansions and improvements to Port facilities to benefit and promote 

the local economy, commercial interests, and tourism. The Master Plan can be viewed at the 

following link: Port of Astoria - Waterfront Master Plan. For more information about the Port, 

including its current Strategic Business Plan, see the Port’s website at Port of Astoria - About the 
Port of Astoria. 

 

PROJECT DESCRIPTION. The Port seeks an ongoing, long-term contract with one or more 

experienced, qualified individuals or firms to represent the Port in sales and purchases of real 

property, and to act as a leasing agent in procuring and negotiating commercial leases on behalf 

of the Port. 

 

COMPENSATION. The selected Contractor(s) will be compensated on a commission basis as 

set forth in the contract agreed to by the parties. Necessary vehicle mileage and meal and 

lodging expenses incurred in the performance of the contract will be reimbursed at actual cost.  

 

No Proposer, including the Contractor selected for award, if any, will be compensated for pre-

award costs. All pre-award expenditures are made at the Proposer’s own risk and expense.   

 

PROPOSAL FORMAT. Proposals must be in the form of a Proposal package that includes the 

following:   

 

1)  A narrative no more than ten (10) pages in length that describes the Proposer’s:  

(a) Project understanding; 

 

(b) Familiarity with the commercial real estate market in Oregon generally, and in Clatsop 

County in particular; 

 

(c) Project approach, including the Proposer’s methods and strategies for: 
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REQUEST FOR PROPOSALS - 3 
 

 

- Marketing commercial properties for sale or lease by the Port, including deliverables 

provided to the client; 

 

- Identifying properties available for possible purchase by the Port, including 

deliverables provided to the client; and 

 

- Negotiating purchases, sales, and leases of commercial properties; 

 

(d) Staff who will be performing the services described in this RFP;  

 

(e) Contractor qualifications, including any licenses and certifications required under Oregon 

law; 

 

(f) Examples of at least three (3) projects within the previous five (5) years that demonstrate 

experience and success in completing purchases and sales of commercial properties. For 

each example, include contact information for the client represented in the transaction. 

Specifically identify transactions completed on behalf of a public entity in Oregon; 

(g) Examples of at least three (3) projects within the previous five (5) years that demonstrate 

experience and success in locating prospective lessees and negotiating commercial leases. 

For each example, include contact information for the client represented in the transaction 

Specifically identify transactions completed on behalf of a public entity in Oregon; 

2)   A one-page description of compensation terms, including expected rates of commission on 

completed transactions, and reimbursable expenses. Describe any financial incentives or 

discounts available to the Port. 

PROPOSAL DELIVERY INSTRUCTIONS. Proposals must be submitted in the form of one 

PDF file that does not exceed 5MB size, exclusively by email to admin@portofastoria.com, with 

the subject line “Proposal for Real Estate and Leasing Agent.” Proposers are encouraged to 

confirm delivery with the contact person prior to proposal due date.  

 

Proposals must be received no later than the due date specified on the cover page.  Late 

proposals will not be accepted.  

 

PROPOSAL EVALUATION. The Port will create an evaluation committee to evaluate and 

score Proposals. Any attempt by a Proposer to improperly influence a member of the evaluation 

committee during the Proposal review and evaluation process will result in the elimination of 

that Proposer’s Proposal from consideration. Qualifying Proposals will be evaluated based on 

the following criteria, with no specific weight assigned to each:  

 

1) Proposal Suitability: Quality and clarity of the approach that will be used to successfully 

complete the project specifications. 
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REQUEST FOR PROPOSALS - 4 
 

2) Demonstrated Experience and Success: Staff expertise, qualifications, and past 

performance as they apply to the project specifications.   

 

3) Cost and Value:  Proposed costs for the services requested, considering industry standard 

and market rates.   

CONTRACT AWARD. In its sole discretion, the Port may select one or more Proposers for an 

interview, or award one or more contracts without conducting interviews. All contracts are 

subject to approval by the Port’s Board of Commissioners. The Port makes no guaranty that a 

contract, if awarded, will be exclusive to the successful Proposer. If an apparent successful 

Proposer and the Port are not able to execute a mutually acceptable agreement within ten (10) 

business days of the contract award, or such later date as the Port may authorize, the Port may 

terminate negotiations with the Proposer. If all Proposals are rejected, all Proposers will be 

promptly notified.  

RESERVATION OF RIGHTS. The Port of Astoria reserves all rights regarding this RFP 

including, without limitation, the right to:   

  

▪ Cancel the solicitation, or reject in whole or in part any or all Proposals when doing so is in 

the best interest of the Port or the public; 

▪ Modify the proposed timeline for this RFP with appropriate notice to prospective Proposers. 

The proposed dates represent a tentative schedule of events. All times are local;  

▪ Waive any minor irregularity, informality, or non-conformance with the provisions or 

procedures of this RFP, and seek clarification of any Proposal, if required;   

▪ Reject any Proposal that fails to substantially comply with all prescribed RFP procedures and 

requirements; 

▪ Engage contractors by selection or procurement independent of this RFP and/or any contracts 

awarded pursuant to this RFP; and 

▪ Negotiate with one or more successful Proposers to develop a Scope of Services and contract 

terms consistent with this RFP. 

QUESTIONS. All questions regarding this solicitation must be directed to the Proposal Contact 

listed on the cover page of this RFP. No other person or entity is authorized to provide 

information regarding this RFP and any information so obtained shall be of no effect. 
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Mark Popkin 

(503) 440-4200 

mark@popkinre.com 

Oregon License Number 970700183 

 

 
 

Dave Koller 

619-977-5040 

dave@popkinre.com 

Oregon License Number 201239725 
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Thank you for your consideration as candidates for the Port of Astoria real estate and 

leasing agents. We come to the table with vast local knowledge as well as the skill base that will 

serve the Port of Astoria in accomplishing the goals set forth in the Waterfront Master Plan.  

 

Whether facilitating housing projects or finding commercial space for our local business 

to meet their growing needs we take pride in the community. We have studied the waterfront 

proposal and are excited to see the West Mooring Basin area reach a higher potential and become 

a greater asset for the community. We support the Port’s vision of working waterfront businesses 

coupled with opportunities for local businesses to support travel and recreation. The property is 

well situated to attract a wide variety of local businesses.  

 

In 1997 Mark moved to Astoria Oregon to join his brother Larry in his growing real 

estate business. Mark fell in love with the community. Over the last 25 years, Mark has grown a 

successful real estate business and established connections far beyond Clatsop County. After 

doing hundreds of residential transactions, Mark saw the need for a commercial specific realtor 

in Clatsop County and began to take additional business courses. For the last decade, he has 

concentrated his career on commercial real estate on the Northern Oregon Coast. He is drawn to 

the business side of the real estate industry. Two years ago, Mark added Dave Koller to his team. 

Mark recognized Dave’s business talents and together they are a formidable real estate team. 

Dave has extensive contacts and great relationships on the coast with over 20 years’ experience 

operating a successful business and developing property in Seaside and Cannon Beach. He has 

experience negotiating commercial leases and developing commercial property from a business 

perspective. He has worked with the City of Seaside on several real estate development projects.  

 

What is best about Mark and Dave is that they care about their clients and community. 

Mark has sat on the Board for the local “Lunch Buddy” program and currently sits on the 

Seaside Housing Alliance. Dave currently sits on the board of the Astoria Regatta and the 

Astoria Yacht Club. Both are recognized in the community and are proud of the reputations they 

have established here.  

 

Mark has previously owned property on the Astoria waterfront, Pier 11 and the adjacent 

fish market. He is well versed in State Land Leases and the intricacies associated with selling 

and leasing properties on the Astoria waterfront. Most recently Mark is involved with the 

waterfront housing project on 30th St. known as North Post 66.  Mark also facilitated the 

transaction for the current Fort George waterfront location. This project was challenging and 

involved state and federal monitoring for clean-up. This transaction was a three-year process and 

required a skilled commercial agent. Mark was recognized by the Northwest Regional CCIM for 

the transaction of the year.  

 

Dave has been a user of the West Mooring Basin since he moved to the area over 20 

years ago and is familiar with the property and some of the complexities facing development. He 

owns a sailboat in the West Mooring Basin and has known the area holds a lot of potential not 

only for the Port but for the entire community. The mix use opportunities are numerous, and the 

Waterfront Master Plan will without a doubt enhance the area.  
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There is obviously a lot of work to be done and communication between associated 

parties will be important to ensure the process moves efficiently. We pride ourselves on 

communication and availability to our clients. Even before the structures are razed, the search 

should start for potential tenants and lease holders. We work as a team and each provide a unique 

perspective to both our clients and current development projects we are involved with. This 

knowledge will be helpful as the Port implements resources for future business. We have 

experience working with local municipalities and government organizations.  
 

 Through our proven success, locally and regionally, we feel like we are the most well 

qualified candidates to market and find solutions for the Port of Astoria. The following are not 

complete lists of our transactions or negotiations. Please feel free to ask for references or any 

additional necessary information.  

 

 

 

Best Regards, 

 

Mark Popkin and Dave Koller 
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The following is a list of some notable commercial transactions Mark and Dave 

closed in 2022: 

 

• Astor Court Apartments in Astoria ($1.4 million) 

 Sold to out of state buyer represented by us 

 

• Gearhart Storage in Gearhart ($1.4 million) 

 Distressed property with challenging circumstances 

 

• 470 Roosevelt in Seaside ($800,000) 

 Previously listed with another brokerage for over two years 

 Property was in the process of an ODOT “taking” 

 

• City Center Motel in Seaside ($1.1 million) 

  

• Commercial acreage on Dolphin Ave. ($600,000) 

 Property had easement complications 

 

• 397 and 261 Marine Dr. in Astoria ($400,000 and $450,000) 

Commercial locations in Astoria with existing commercial leases 

 

• Inn at Four Winds in Seaside ($2.6 million) 

Oceanfront Hotel 

 

• 1511-1535 Commercial St. in Astoria ($2.2 million) 

Current location of Roby’s Furniture 
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The following is a list of several commercial lease transactions we have negotiated recently: 

 

 

• Many of our commercial sale transactions involve the comprehension of the 

leases that effect the financing and their viability. 

 

• Negotiated a lease for Fort George Brewery with the Division of State Lands 

 

• Currently working with a client on a commercial lease with Columbia Bank 

 

• Negotiated the lease for Cleanline Surf Shop in Cannon Beach 

 

 

 

Compensation Terms: 
 
All closed sale transactions shall be at 5% with a 50/50 split between the listing and buying 
brokerages. 
 
All leases shall be at 5% of the overall value of the lease.  
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Investment Sales  Financing  Research  Advisory Services 

Port of Astoria 

Request for Proposal 

Commercial Real Estate Agent Proposal 

December 12, 2022 

 

Project Description: The Port seeks an ongoing, long-term contract to represent the Port in sales and purchases 

of real property, and to act as a leasing agent in procuring and negotiating commercial leases on behalf of the 

Port. 

 

Marcus & Millichap, the nation’s largest investment property brokerage, through its First Vice President, Will 

Stone, and staff, submits this proposal to serve as buying, selling, and leasing agent. 

 

Compensation: Varies depending on the size of the project. Typical commission is as follows: 

◼ $2,000,000 or less 6% 

◼ $2-$5,000,000 5% 

◼ $5,000,000 and larger 4% 

◼ Leases 5% on contracted lease payments 

◼ Or as negotiated on individual projects as needed. 

◼ There are no reimbursable expenses, generally. In the unlikely event something out of the ordinary 

arose, it would be requested and approved in advance. 

 

Proposal Format: 

See Attachment 1 describing Marcus & Millichap Advantage 

(a) Project understanding: Will Stone has lived on the Oregon Coast for the last 20 years and understands 

the coastal economy. He has listed and sold investment properties in Clatsop, Tillamook, Lincoln and 

Coos Counties. He has also completed projects in Washington, Idaho, Oregon, Utah, Arizona, Texas, 

Missouri, Virginia, Florida and elsewhere. He has a bachelor’s degree in economics and business and a 

master’s in business administration. He has a strong management background which clients appreciate 

because he views projects from the client’s perspective. His strong economic, business, and 

development background is applicable to the Port of Astoria project. 

(b) Will Stone has been marketing all product types of commercial and development properties since 2009 

throughout Oregon and the US. He has closed more than $200,000,000 in investment and development 

properties. He is available to clients and excellent at follow through. 

(c) He has worked in many product types included in the Port of Astoria property including hospitality, 

industrial, retail, land development and mixed use residential. 

(d) Marcus & Millichap is a national company committed to broadly marketing their listings through its 

network of 80 offices and 2000 brokers so that offerings are exposed to as many qualified buyers and 

developers as possible. The goal is to create a market for the listing so that the competition for yield the 

best offers. 

(e) Marcus and Millichap can market to potential development and investor clients throughout the Oregon 

Coast, Oregon, the Northwest and nationally and internationally as required. 
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Investment Sales  Financing  Research  Advisory Services 

(f) Will Stone has experience assembling development properties and is comfortable representing the Port 

in acquiring additional real estate properties. 

(g) Because Marcus & Millichap specializes in investment sales, Will Stone has some but not extensive 

leasing experience. Nonetheless, he is comfortable with leasing projects either working alone or with 

others. 

(h) Team members from Marcus & Millichap who would work on the project include: 

Will Stone: Broker and lead. 

David Tabata: Sales Manager, liaison to other Marcus & Millichap offices  

Jess Morse: Operations Manager, contract, technical and marketing support 

Rachel Lee: Marketing Coordinator, marketing materials and graphic design projects 

(i) Will Stone is an active, licensed real estate Broker. 

(j) Project examples: 

 

Sales and Acquisitions 

◼ Teen Challenge Pacific Northwest - Identified new nonprofit headquarters. CEO, Chris Hodges        

971-255-0658. Provided numerous possible headquarters sites to consider. The final selection was 

acquired after negotiating a 23% discount from the list price. 

◼ Deacon Development – Completed several assignments to acquire mixed-use development sites. 

Director of Development, Pete Snook 503-297-8791. 

◼ Old Mill RV Park, Garibaldi - Analyzed business financials and created opinion of value well above 

competitors’ bids and delivered multiple offers at or above the list price. Seller, Doug Rosenberg           

503- 842-4191. 

 

Leasing 

◼ Owner, Joe Green 503-970-2927. While selling two properties for the owner in Lake Oswego, Oregon 

and Tigard, Oregon, property vacancies were marketed for lease leading to the ultimate purchase by a 

building tenant. 

◼ Teen Challenge Pacific Northwest (2) - Identified and negotiated leases for a non-profit headquarters 

and a thrift store. CEO, Chris Hodges, 971-255-0658. 

 

I will be happy to interview for the assignment. It will likely serve to convince the management that Marcus & 

Millichap and I would be an excellent choice. 

 

Sincerely, 

 

 

 

Will Stone 

First Vice President Investments 

111 SW 5th Avenue, Suite 1950, Portland, OR 97204 

Office: (503) 200-2025  

Cell: (503) 989-5141 

Will.Stone@marcusmillichap.com 

License: OR: 890400169  

NYSE: MMI 
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THE M&M
ADVANTAGE
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MARCUS & MILLICHAP
PREMIER INVESTMENT SERVICES
Founded in 1971, Marcus & Millichap is the premier commercial real estate investment services firm in the United States. 

Our team of more than 2,000 professionals in the U.S. and Canada focuses exclusively on real estate investment sales, 

financing, research, and advisory services.

MORE THAN 

2,000
INVESTMENT
PROFESSIONALS

WE HAVE ACCESS TO  
THE INDUSTRY’S LARGEST 
POOL OF PRIVATE &  
INSTITUTIONAL  
INVESTORS, RESULTING 
IN THE MOST EFFICIENT 
PROCESS FOR MATCHING 
BUYERS AND SELLERS,  
LOCALLY, REGIONALLY, 
AND NATIONALLY.

WITH AN EXCLUSIVE FOCUS ON
real estate investment sales, financing, research, and advisory services

Founded in 1971 on  

a unique methodology

Largest pool of pre-qualified 

investors in the industry

Moves capital across  

our network of investment 

professionals

More than 2,000 investment  

professionals in the U.S. and 

Canada

1

-- 123 --



With our collaborative culture, cutting-edge technology and 

proven methodology, we efficiently match buyers and sellers 

both regionally and nationally to maximize your success.

MAXIMIZING RESULTS  
WITH OVER 80 OFFICES
THROUGHOUT THE  
U.S. & CANADA

MOVING CAPITAL,
MAXIMIZING VALUE

2
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WIDE RANGE OF CAPABILITIES, 
PROVEN EXECUTION PROCESS
Our proprietary platform and wide range of capabilities maximize our client results. As an industry leader  

in closed transactions and with a history of repeat business, we have had decades of process-driven success that will 

ensure your success.

$11B
TOTAL VALUE OF
RECENT LISTINGS

6.60
CLOSED TRANSACTIONS
EVERY BUSINESS HOUR

2,474
CLOSED FINANCINGS
IN 2021

MARCUS & MILLICHAP
CAPABILITIES

► Investment Sales and
Product Specialization

► Largest Collaborative Investment
Sales Force

► Local Submarket Client Coverage

► Industry Leading Technology Platform

► Real-Time Access to Transaction Data

► Access to Competitive Financing

► Largest Pool of Exclusive Inventory

PERFECTED 
PROCESS-DRIVEN 

EXECUTION
► Pricing, Marketing, and Positioning
Strategy to Drive Competitive Bidding

► Timeline-Driven Escrow
Management to Mitigate Risk

► Transaction Execution for 1031
Exchange Candidates

3
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THE MARCUS &  
MILLICHAP ADVANTAGE
At Marcus & Millichap, we tailor our investment strategies to meet the unique needs and goals of each client. To best serve our clients and to 

maximize value, we combine our collaborative culture with the world’s most advanced technology to create the industry’s most powerful proprietary 

marketing system.

Largest commercial real 

estate brokerage firm in the 

country, with specializations 

in all major property types 

and more than 2,000 

professionals collaborating at 

every stage

Access to the industry’s 

largest inventory of quality 

investment opportunities

Superior capital market  

expertise, precisely  

managed financing, and 

unparalleled access to the 

most competitive rates, 

terms, and capital sources 

through MMCC

Prominent capital market  

relationships with  

commercial banks,  

secured lenders, debt  

and equity funds, life 

insurance companies, and 

private and public funds

Provides clients with the 

latest local and national 

market trends based on 

real-time data to create 

optimal positioning, pricing, 

and marketing strategies

Industry’s most in-depth  

understanding of a  

variety of property types in 

numerous local and national 

markets, with over 

1,200 research products 

produced annually

Comprehensive advisory and  

consulting services to give 

you buy-sell-hold decisions 

based on real-time market 

knowledge and research

Maximizes value for our  

clients in each transaction 

and shapes long-term 

portfolio strategies

REAL ESTATE
INVESTMENT

SALES
FINANCING RESEARCH ADVISORY 

SERVICES

$11B
TOTAL VALUE OF
RECENT LISTINGS

2,474
CLOSED FINANCINGS
IN 2021

4
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SPECIALTY 
DIVISIONS
Because we cover a wide variety of property types, Marcus & Millichap gives you access to the industry’s largest investment inventory. Through property 

specialization and information sharing, our investment professionals cultivate relationships across the U.S. and Canada. We leverage these relationships to 

provide our clients with the insight and opportunities to maximize their investments.

LAND
& REDEVELOPMENT

MULTI HOUSING FINANCING

SELF-STORAGE

OFFICE

MANUFACTURED
HOUSING

SINGLE TENANT
NET LEASE

INDUSTRIAL

RETAIL

HEALTHCARE

HOSPITALITY

SENIORS 
HOUSING

STUDENT
HOUSING

AFFORDABLE
HOUSING

5
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THE MARCUS &  
MILLICHAP ADVANTAGE
When a client hires a local agent, the entire Marcus & Millichap team stands behind that agent. Each investment professional can 

leverage Marcus & Millichap’s carefully cultivated network of local, regional, and national contacts in order to provide clients with 

access to our unmatched product inventory, large client base that is sourced both internally and externally, and excellent capital 

sourcing. Through maximum controlled exposure, our local agents create a maximum result for each client.
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INVESTMENT OPTIONS 
AND OPPORTUNITIES
The success of Marcus & Millichap is based on our collaborative culture of information sharing across our network of more than 2,000 

investment professionals, which maximizes value for each of our clients.

Working with a unique platform that is antithetical to the concept of “pocket listings,” our investment professionals share all listings with 

the entire Marcus & Millichap team. Each professional specializes in a property type and has a database of local properties and owners, 

which is leveraged in every client assignment. Because each local agent specializes in a single product type in a specific geographic 

region, our clients are completely covered across the U.S. and Canada with every investment.

Our foundation of information sharing maximizes pricing for our clients and gives us the largest inventory of any firm in the industry.

THE SIZE AND ACCESSIBILITY OF OUR INVENTORY ENABLES YOU TO SELL YOUR 

PROPERTY AND QUICKLY MOVE INTO ANOTHER PROFITABLE INVESTMENT.

13,255
TOTAL TRANSACTIONS
IN 2021

$84.4B
VALUE OF RECENTLY
CLOSED TRANSACTIONS

7
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GAIN ACCESS TO THE NATION’S LARGEST EXCLUSIVE 
INVENTORY OF PROPERTIES FOR ALL PRODUCT TYPES

1,103 Net Lease & Retail

618 Multi Housing

315 Office & Industrial

526 Financing

277 Land

156 Hospitality

75 Healthcare

54 Self-Storage

38 Manufactured Housing

21 Seniors Housing

13,255
TOTAL TRANSACTIONS
IN 2021

$84.4B
VALUE OF RECENTLY
CLOSED TRANSACTIONS

8
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ADVISORY SERVICES ACROSS 
THE OWNERSHIP LIFECYCLE
Whether you’re looking to buy, sell, refinance, or hold, Marcus & Millichap leverages real-time market research to assess 

local and national trends, with specialized focus on individual property types. Backed by the collaborative culture of  

industry experts, your local investment professional will walk you through each phase of your investment strategy.

MANAGE & OPERATE ACQUISITIONDISPOSITION & EXCHANGE

INVESTOR CONCERNS
Is now the right time to sell?

How can I leverage the capital markets to 

maximize my results?

How do I optimize my position via a disposition?

What alternatives and associated investment 

returns would I have in the event of a sale?

INVESTOR CONCERNS
Is holding my asset the most profitable choice 

in this market?

How can I best take advantage of the capital 

markets to maximize my returns?

Based on my investment risk tolerance and  

objectives, what opportunities should I consider?

How should I position my portfolio for potential 

changes in market conditions?

MARCUS & MILLICHAP’S 
SOLUTIONS
Strategic “hold” analysis

Refinance and capitalization options

Quarterly investment return analysis

Ongoing market and submarket research

Ongoing product-specific research

MARCUS & MILLICHAP’S 
SOLUTIONS
Value and market positioning analysis

Disposition buyer financing

New acquisition financing

1031 exchange investment alternatives analysis

MARCUS & MILLICHAP’S 
SOLUTIONS
Pre-acquisition analysis

Financial investment analysis

Market and submarket research

Product-specific research

INVESTOR CONCERNS
When is the right time to buy?

What investment opportunities are available 

for my consideration?

What are the risks in the current market?

What are my financing options?

How will an acquisition impact my 

portfolio’s returns?

9
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December 20, 2022 

Port of Astoria 
Will Isom, Executive Director 
422 Gateway Ave #100 
Astoria, OR 97103 

RE: Request for Proposals (RFP) For a Real Estate and Leasing Agent 

Dear Mr. Isom and Selection Committee: 

We thank you for the opportunity to present for the Real Estate and Leasing Agent for the Port of Astoria (the “Port”). 
In order to service the Port in the most holistic, comprehensive manner possible, Apex Real Estate Partners and 
Cushman & Wakefield have partnered together to provide the best-in-class service and expertise.  

Apex and Cushman & Wakefield (the “Team”) are the two highest velocity commercial brokerage houses in the state 
of Oregon. The breadth and outreach of our companies encompass the Port of Astoria and extend throughout the 
state. Our partnership combines a comprehensive knowledge of the unique conditions required for government 
entities regarding budgeting, approval procedures, and funding challenges, to name a few. The formation of our 
Team, which is specifically catered to the Port, optimizes our combined ability to provide a complete spectrum of 
services. Our access to a wider array of resources and industry experience gives us a competitive advantage over 
other firms, making us a prime candidate for the aiding the Port in its real estate needs.  

Disposition, acquisition, landlord leasing, tenant leasing, master planning, and ground up development are all within 
our scope of work with municipalities and counties. Our atypical collective breadth of in-house resources in our shops 
include legal counsel, construction management, space planning/programming, financial analysts, marketing, and 
research.  

Essential to our decision-making process is the consideration of an equity lens during each stage of the real estate 
process. The purpose of the deployment of an equity lens is to be deliberately inclusive in our process and to support 
the Port as we strive towards more equitable outcomes and decisions. We are explicit in drawing attention to the 
inclusion of institutionally under-served and marginalized populations, with an emphasis on communities of color 
and an awareness for intersecting challenges and overlapping communities. The consideration of an equity lens will 
not tell us what action to take. Rather, it will facilitate discussion and reflection on equity considerations as we act 
and make decisions.  

In addition, to ensure that we remain market leaders in sustainable management practices as a firm and for our 
clients, we abide by a comprehensive Global Corporate Responsibility Program. We integrate environmental, social, 
and governance (ESG) priorities into our corporate operations as our firms strive to make a positive impact on the 
environment, local communities, and the long-term value of their assets. Our environmental commitment includes 
focusing on energy and resource management, green leasing and sustainable site selection, corporate responsibility 
and reporting, legal and regulatory compliance, corporate occupancy, client services, procurement, and employee 
training. This is an important step as we continue to evolve and innovate in ways our stakeholders prioritize. 

Apex Real Estate Partners 
415 NW 11th Ave, Portland, OR 97209 

503.595.2840 / www.apexcre.com 

Cushman & Wakefield 
200 SW Market St, Suite 200, Portland, OR 97201 
503.279.1700 / www.cushmanwakefield.com 
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We support global efforts to mitigate the effects of climate change and strive to maintain the lowest possible levels 
of energy consumption and resulting greenhouse gas emissions (GHG) in our offices and activities. While our global 
footprint has grown as we have expanded our business internationally, we have significantly improved our energy 
and emissions efficiency through ongoing improvements in energy controls, installation of energy-efficient 
appliances, and employee education and behavioral change.  
 
Sustainability, as defined across the three main pillars of economic, social, and environmental responsibility are at 
the core of our business operations. 
 
Cushman & Wakefield is a leading global real estate services firm that delivers exceptional value by putting ideas into 
action for real estate occupiers and owners. Your points of contact will be Executive Managing Director Matt Johnson 
and Executive Managing Director Mark Carnese. Cushman & Wakefield is among the largest real estate services firms 
with 48,000 employees in approximately 400 offices and 70 countries. In 2017, the firm had revenue of $6.9 billion 
across core services of property, facilities and project management, leasing, capital markets, advisory, and other 
services. Cushman & Wakefield has also implemented the Americas Diversity and Inclusion Council dedicated to 
developing strategies to recruit, develop, and retain diverse talent. Shawn Mobley, CEO of the Americas, leads the 
group and is expanding recruitment efforts for college level hires, promoting talent to leadership roles, and reporting 
metrics against the firm’s goals.  
 
Apex is the largest commercial real estate Minority-Owned Business licensed in the State of Oregon and Washington. 
Apex continually strives to improve the urban landscape in our real estate partnerships. We have been involved in 
the two largest “Net Zero” real estate development projects in North America: the Bullitt Center in Seattle, WA – the 
greenest commercial building in the world, and the PAE Living Building in Portland, OR – the largest mixed-use living 
building in the world. Apex also has a proven track record in working with many developers and tenants in achieving 
LEED Platinum, Gold, Silver, and other sustainability certifications.  
 
Your points of contact at Apex will be Executive Director Nathan Sasaki, Director Irfan Tahir, Broker Wes Mallard, and 
Broker Ali Davis. We will also work as a team with our highly experienced and creative in-house support staff, 
including our industry research team, marketing director, financial analyst, client services coordinator, and 
transaction director to ensure a smooth and seamless transaction. In addition, we have a 100% open-resource policy, 
and every broker and support staff member is available to assist the Port with any requests.  
 
Our approach is based on collaboration, cooperation, unique knowledge, and a national reach with a regional 
approach. We look forward to the opportunity to collaborate with the team at the Port of Astoria to achieve results 
that will exceed your expectations.  
 
Sincerely,  
 
Irfan Tahir   Matt Johnson Mark Carnese 
Director  Executive Managing Director Executive Managing Director 
Apex Real Estate Partners  Cushman & Wakefield Cushman & Wakefield 
 
Bruce Garlinghouse  Wes Mallard 
Broker  Broker 
Apex Real Estate Partners  Apex Real Estate Partners 

Apex Real Estate Partners 
415 NW 11th Ave, Portland, OR 97209 

503.595.2840 / www.apexcre.com 

Cushman & Wakefield 
200 SW Market St, Suite 200, Portland, OR 97201 
503.279.1700 / www.cushmanwakefield.com 
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Thank you for the opportunity to participate in the Port of Astoria’s RFP for a Real Estate and Leasing Agent. Real estate is local, 
and so is our team. The Oregon-based strategic alliance of Cushman & Wakefield (C&W) and Apex Real Estate Partners (Apex), 
your “Team,” has a proven track record of helping public agencies, mission-driven organizations, and some of Oregon’s largest 
companies with legacy real estate decisions.

Understanding of the Work
We believe this RFP provides the Port of Astoria (“Port”) a unique opportunity to let Apex and C&W proactively represent the Port 
in sales and purchases of real property, and to act as a leasing agent in procuring and negotiating commercial leases on behalf 
of the Port. Our Team has extensive understanding and  success with tenant and landlord lease representation, as well as the 
disposition and acquisition of land and buildings.

While much of this work is transactional, in order to achieve optimal results for the Port and your real estate portfolio, it has to 
be guided by strategy. We believe it is essential that our Team has an intricate knowledge of the Port’s Real Estate Strategic 
Planning/Master Planning, and as a result gain fluency in:

•	 The overarching real estate strategy to guide capital investment and maintenance going forward
•	 Thoroughly analyzing its portfolio to understand existing conditions and opportunities
•	 Potentially acquiring and disposing of certain assets
•	 Leasing vacancies
•	 Many other technical and strategic tasks to be identified collaboratively

Our Team has successfully guided other public sector entities such as governmental and public agencies, non-profits, and 
regulated industries through a similar process to ensure all real estate decisions are evaluated through objective and transparent 
criteria. This approach results in optimal outcomes and long-term strategic solutions that use real estate as a tool not only to 
satisfy space needs, but to achieve multiple agency-wide objectives.

Public sector work is nuanced, and as a result requires a unique project approach in order to be successful. Our unparalleled 
experience providing real estate services to the public sector has given us a thorough understanding of the unique challenges 
that real estate presents for public agencies: 

•	 Need for flexibility to adapt to uncertainty and fluctuations in budget cycles
•	 The requirement to have a transparent and defensible process
•	 The need for detailed documentation and prudent decision making
•	 Additional reporting which can be required for board review, education, and approvals
•	 Strategies are vulnerable to political change and influence
•	 Property-rich, cash poor financial situation
•	 Need to engage stakeholders on highly technical and complex real estate issues
•	 Balancing a transparent public process with the confidentiality often needed in real estate negotiations
•	 Challenges with short term budget constraints and long-term needs
•	 Significant amount of workforce retiring and facing recruitment challenges

Our combined holistic approach and transparent process enables our clients to make well-informed strategic decisions that 
are implementable and defensible at the board and stakeholder level. We provide optimal outcomes for our clients and ensure 
fiscal prudence while remaining cognizant of the regulatory environment, larger agency objectives, and additional pressures 
(unions, bonding capacity, public interest, boards, and funding sources). 

We are strategic thinkers grounded in market realities, and bolstered by our combined resources and industry knowledge, we 
are confident in our ability to serve the needs of the Port of Astoria and our shared community.  

Section 1.a. Project Understanding
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Our Team has a deep understanding and familiarity with the commercial real estate market in Oregon and in Clatsop County 
in particular. Our collective teams have unparalleled experience working with the local and regional real estate market and 
public entities. Our Team of experts has unmatched experience working on high-profile assignments in the public sector 
and collaborating with mission-driven institutions. We develop proactive strategies that guide long-term decision-making, 
contributing to our excellent reputation in the real estate community and knowledge of the local market. Our Team stands out 
from our competitors for our hands-on decision making experience as project managers and team leads. 

Our Team being Oregon based is what makes us uniquely qualified to assist the Port of Astoria with all of its real estate needs. 
Our brokers and staff live/work/play in Oregon. Unlike our competitors, our money remains in Oregon. We are invested in the 
success of our state and we know the market better than anyone.

We pride ourselves on our unparalleled commitment to our clients and the local economy. Our professionals are highly attuned 
to a real estate landscape that is continuously changing, and we are consistently praised for our thorough understanding of the 
local and regional market.

The following case studies showcase our expertise, skills, depth of knowledge in the industry.

Edlen & Co | Acquisition
•	 Our Team has partnered with Edlen & Co., a mission driven real estate investment and development 

firm that specializes in affordable housing and community services development, as well as 
Providence Health and Clatsop Behavioral Health to identify and acquire property in Clatsop County. 

•	 Currently, Edlen & Co. and Clatsop Behavioral Health is under contract to acquire a property for a new behavioral health 
facility in Astoria that was identified by our Team off market.  

○
NW Natural | Acquisition■| Warrington

•	 Our Team supported NW Natural in site selection for a mission critical and fully resilient facility 
using objective criteria. 

•	 We successfully identified a site, negotiated a very advantageous price and then closed on the property which met all of 
the identified criteria.

•	 The Public Utility Commission deemed it was a fiscally prudent decision by NW Natural, in part due to our throughout 
and transparent process.

●
NW Natural - Disposition | Astoria 

•	 Once we closed on the site, our Team market the prior location for sale using out extensive database.
•	 We identified several interested parties, and selected the highest offer that provided the most 

certainty.  
•	 We successfully closed on the transaction and were able to negotiate keeping the existing tower on site.

	
Citadel Apartments | Acquisition | Astoria

•	 Our Team, along with our partners acquired the 24 unit multi family project in February of 2022. 
•	 We have begun cosmetic renovations to the units and exterior of the property.  
•	 The property has averaged 95% occupancy during our period of ownership.  
•	 We will be completing structural upgrades to the property in 2023.

The Drifthaven at Gearhart■|  Acquisition ■| Gearhart
•	 Our Team  led a group of investors in the acquisition of a 12 room hotel in Gearhart Oregon.  
•	 We completed a full renovation of the rooms and grounds over a three month period.  
•	 The hotel has been re-branded to the Drifthaven Inn and recently received the 10.0 award from Hotels.com. 
•	 We retained all of the staff from the prior ownership.
•	

Shark Rock Commerce Center■| Acquisition ■| Astoria
•	 Our Team led a group of investors in the acquisition of the Shark Rock Center in Downtown Astoria.  
•	 We successfully negotiated a lease with Breaskside Brewery to open its first location on the Oregon Coast.  
•	 The new tap room will be completed in the spring of 2023. 

○
Our Team has active listings within Clatsop County.

•	 Former US Bank Office / Retail■| 408 Main Street, Tillamook | For Sale
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Our Team has a deep pool of resources locally and nationally that allows us to turn around the Port’s requests in an expedited 
manner. Any issues or concerns that may arise will be solved diligently and professionally. We provide strategic expertise 
throughout every stage of implementation and maintain staffing capacity to serve the Port throughout the duration of the 
project. Our collaborative methods and additional resources include (but are not limited to) the following: 

Valuation & Advisory: Government We conduct valuation 
and consultation services relating to federal, state, local, 
and tribal government entities. Studies and valuations are 
performed for acquisitions, pre-disposal redevelopment 
planning/positioning, and disposal of assets, land exchanges, 
and asset monitoring. Our team is experienced in preparing 
valuation assignments in compliance with the Uniform 
Appraisal Standards for Federal Land Acquisitions (Yellow 
Book Standards) and agency specific guidelines in addition to 
the Uniform Standards of Professional Appraisal Practice.

Lease Administration We offer a comprehensive “À La Carte” 
approach to lease administration services that provides 
consulting services, implementation services, ongoing 
management, and lease audit services. We recognize that 
effective and efficient management of real estate assets is 
nearly impossible without the right technology and data. Our 
platform systems include BIGCenter and Tririga, which provide 
ongoing lease administrative services.

Capital Markets We provides Capital Markets expertise 
throughout every stage of the acquisition and sales 
processes, helping clients finance, raise joint venture equity, 
and sell investment properties to meet strategic, operational, 
and financial goals for their real estate investments. Clients 
benefit from our global footprint and access to international 
capital, as well as local market expertise and experience of 
over 350 brokerage professionals in the Americas, bolstered 
by a national sales and finance platform that is in constant 
communication about trends and pricing. Services include 
investment sales and loan sale advisory, as well as equity, 
debt, and structured financing.

Financial Analysis We provide in-depth analyses on properties 
to compare leasing vs. owning, as well as qualitative and 
quantitative metrics between properties so that our clients can 
make the optimal choice when it comes to their real estate needs. 

Transaction Management Transactions follow a structured 
and rigorous process with required documentation for every 
transaction. Our Team will utilize a proven and tailored 
transaction management process to achieve the Port’s short 
and long term occupancy objectives. 

Real Estate Financing We have a long and trusted partnership 
with Melvin Mark Capital Group (MM), a full service mortgage 
banking firm who originates and services commercial real 
estate loans through their extensive lender network that 
includes life insurance companies, banks, credit unions, 
agencies, CMBS and others. MM delivers tailor-made capital 
solutions to achieve investment strategies and provide 
competitive loan terms for our clients. 

Research Cushman & Wakefield is a national leader in primary 
research and data-driven analysis. Our research professionals 

work full time to track key statistics, vacancy rates, rental 
rates, operating expenses, absorption rates, and construction 
trends. The information is gathered, verified, and entered into 
a proprietary database, a system that tracks nearly 10 billion 
SF of office and industrial real estate nationwide. 

Workplace Strategy Services We engage our clients’ talent 
with workplace program development, design, and change 
management solutions to ensure implementation. This 
includes leveraging our Xperiance per SF survey, analyzing 
over 100,000 datapoints from employees, managers, and 
leaders to understand how a flexible work environment and 
hybrid work can support an organization and their employees.

Sustainability & Wellness Advisory Group Wellness Advisory 
focuses on addressing wellness at the core of your business: 
company culture. Our ultimate goal is to incorporate Sustainability, 
WELL, and Fitwel services and to provide commercially focused 
sustainability advice that informs the real estate strategy. Our 
advice reduces cost, maximizes value, and supports delivery of 
your sustainability agenda.

Project and Development Services We have an in-house 
Project & Development Services (PDS) team that pursues the 
best solutions on behalf of our clients during the planning, 
development, and construction process. Our interdisciplinary 
team guides clients through the entire real estate decision 
making process, unearthing innovative facility solutions that 
are critical for productivity and success. 

Real Estate Asset Strategies Large public and private 
organizations often own hundreds, if not thousands, of 
individual properties, yet often lack a strategic plan that 
ensures that these assets support the organization’s 
core mission and goals. We work with public, private, and 
institutional organizations to analyze options and develop real 
estate strategies that enable them to create value, implement 
their core missions, attract and retain the best employees, and 
enhance the built environment.

•	 Portfolio Evaluation and Optimization
•	 Capital Investment Planning
•	 Disposition Strategies
•	 Lease vs. Own Analysis
•	 Strategic Planning and Visioning

Land Advisory Group Our Land Advisory Group serves 
institutional and private buyers and sellers of land. Our team 
is experienced with diverse land types including agricultural, 
energy, hospitality/resort, residential and commercial 
development, and natural resource. Our professionals offer 
a unique understanding of these properties, extending well 
beyond the physical attributes. Armed with extensive market-
specific knowledge and regulatory and entitlement expertise, 
our professionals provide clients the tools they need to 
evaluate the highest and best use of their land assets.

Section 1.c. Approach, Methods & Strategies
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Section 1.c. Approach, Methods & Strategies

DE&I Overview
We are committed to building a diverse and engaged workforce 
and supporting an inclusive environment where our employees 
can do their best work. Embracing new perspectives helps us 
solve problems, create opportunities, and develop new ideas. 
The rich tapestry of cultures, backgrounds, and experiences 
is an important part of our identity, and our Diversity, Equity & 
Inclusion (DE&I) efforts have received significant recognition 
as a result of our commitment. We are committed to DE&I for 
our companies, our clients, and the people who work in the 
properties we manage on clients’ behalf.

Our Employees
Our goal through fostering our employees’ training and 
development is not just to increase productivity at work, but to 
engage them in ways that acknowledge them as more than just 
a number in the organization. We reimburse costs to staff who 
wish to further their education in relation to their role.

We offer a full training program and host various workshops 
throughout the year to build awareness and understanding of 
appropriate inclusive behaviors, which we continue to expand.

We invest in workplace well-being to improve employee health, 
productivity, recruitment and retention, organizational culture, 
and employee morale.

Equitable Business Practices
Our Team embraces the values of diversity, equity, shared 
prosperity, and sustainability in authentic and meaningful ways. 
We look to create opportunity for minority professionals to gain 
experience and advance their career as exampled by Bruce and 
Wes who will be shadowing Matt, Mark and Irfan in an effort to 
gain experience that will further advance their careers. 

Apex is Oregon’s only commercial real estate firm that is a 
certified Minority-Owned Business Enterprise (MBE), and 
we consider diversity to be of paramount importance and a 
foundational value. Cushman & Wakefield is not a certified 
MBE, WBE, SDVOB, but has a long history of engaging MBE and 
WBE firms as subcontractors and have built and maintained 
significant relationships with the leading M/WBE firms in our 
business. Additionally, we source products from certified M/
WBE firms when competitive and track our spend per account 
to assist clients with their Tier I and Tier II accounting. Lastly, 
we have created an award-winning Veterans program to recruit, 
hire, and transition U.S. veterans into the civilian workforce. 

Our Team is also committed to providing affordable real estate 
fees for local non-profits by reducing or waiving our fees as well 
as giving monetary donations to their causes.

Diversity 
Our Team is committed to maintaining a workforce that is more 
diverse than our local population and to make the conscious 
effort to partner with minorities and minority run organizations. 

We utilize Oregon’s Certification Office for Business Inclusion 
and Diversity lists and NAMC Oregon vendor lists when looking 
for vendors to work with. Historically, the Commercial Real 
Estate (CRE) industry has been male-dominated with few 
opportunities for women and minorities. Although considerable 
efforts have been made industry-wide, there is still much work 
to be done to advance opportunities for diversity and equity 
in the commercial real estate workforce. At Apex, 40% of our 
team represents minorities and women. Apex has also received 
the Certification Office for Business Inclusion and Diversity 
(COBID) distinction through Business Oregon and holds an 
Equal Employment Opportunity (EEO) certification from the City 
of Portland. 

Key DEI Accomplishments
Employee Resource Groups (ERGs) are employee-led groups 
that foster diverse and inclusive workplaces aligned with our 
organization’s values, objectives, and business practices. ERGs 
enable colleagues with common interests or backgrounds to 
come together and offer one another support, information, and 
resources to ensure collective success. These groups can open 
new doors in all colleagues’ careers—they’re a critical part of 
our evolving commitment to diversity and inclusion.

Community Programs
We support organizations who have a clear focus on diversity, 
equity, and inclusion. Supplier Diversity is a business strategy 
that ensures a diverse supplier base in the procurement of 
goods and services. We are committed to diversifying our 
supply chain, and we approach our commitment as both a 
corporate social responsibility and a business driver that has a 
direct impact on our bottom line. 

We are committed to supporting economic development 
and driving greater equity and inclusion in the communities 
we serve by putting into practice organizational efforts that 
create a more diverse and inclusive supply chain. We identify 
opportunities to engage and partner with diverse suppliers such 
as minority, women, veterans, LGBTQ+, and disability-certified 
businesses. Some of these classifications only apply to the 
U.S.; however, we are engaging with a diverse mix of suppliers 
globally. Our team is a member of the National Minority Supplier 
Development Council (NMSDC), the National LGBT Chamber of 
Commerce (NGLCC), the Women’s Business Enterprise National 
Council (WBENC), WEConnect International, and United 
States Pan Asian Chamber of Commerce (USPAACC). These 
memberships allow us to utilize their knowledge, expertise and 
best practices to advance our Supplier Diversity Program and, 
in turn, we provide these organizations with our knowledge of 
the complexities and nuances that are unique to our industry.

Our organization engaged and partnered with one or more 
Nonprofit Organization, community-based organizations, 
racial equity advocacy organizations, educational institutions, 
and government agencies that serve and work closely with 
traditionally underrepresented or underserved populations. 

Our Team’s approach, methods and strategies are encompassed by equitable business practices. Along with our expertise, these 
practices are paramount to the success of our communities and are what set us apart from the competition. Our practices include 
(but are not limited to) the following: 
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Task Action Item Deliverables

Discover
•	 Define specialized expertise needed
•	 Assemble team & ascertain optimal solution 
•	 Establish timing & leasing or purchase objectives

•	 Assemble project team
•	 Client needs assessment & confirmation

Envision

Situational Analysis 
•	 Refine understanding of  Port’s real estate needs, Master Plan 

& financial requirements 
•	 Prepare summary analysis & report

Strategy Development 
•	 Identify locations
•	 Prepare preliminary budgets & pricing 
•	 Identify & analyze alternative transaction structures 

•	 Survey & market assessment
•	 Project schedule
•	 Initial financial analysis 
•	 Defined desired outcomes (Key objectives)
•	 Local market engagement strategy

Survey 
Market

•	 Conduct comprehensive market survey to develop range of options
•	 Analyze prevailing market conditions & forecasts 
•	 Match potential facilities with client’s requirements

•	 Market survey book of alternative 
locations 

•	 Market assessment & analysis 
•	 Summary & fact sheet of alternatives 

Analyze

•	 Equity lens evaluation   
•	 Market assessment
•	 Acquisition - Broker Opinion of Value (BOV) 
•	 Assess risks & benefits of site(s) 
•	 Determine: How well does the solution meet the criteria?  

•	 Detailed criteria analysis for developing a 
range of options 

•	 Financial analysis for valuation & cost of 
construction 

•	 Location option analysis
•	 Site analysis & BOV report  
•	 Site alternatives evaluation

Qualify 
& Select 
Alternatives

Tour / Request for Proposal   
•	 Preview options 
•	 Conduct tours of the most qualified options 
•	 Prepare & issue Request for Proposal or Letter of Intent 

Proposal Analysis
•	 Evaluate proposals 
•	 Present counter proposals 
•	 Perform financial analysis and cost of construction 

•	 Tour books
•	 Recommendations & alternatives 
•	 Short list of alternatives, Letter of Intent
•	 Physical, qualitative & financial analyses 

between leasing, owning & other 
alternatives over periods of time such as 
20 and 30 years 

•	 Counter proposals & tracking matrix

Negotiation

•	 Formulate negotiation strategies 
•	 Make final recommendation on the best option that meets 

current and future needs & present to management
•	 Review deal terms & conditions with client 
•	 Negotiate work letter 
•	 Negotiate final lease agreement or Purchase & Sale Agreement

•	 Negotiate with property owners
•	 Lease document or Purchase & Sale 

Agreement with comments

Closing - 
Acquisition

•	 Gather & track all due diligence materials
•	 Be available through Escrow and closing

•	 Escrow & documentation
•	 Mitigate any issues & resolve 

contingencies

On-going 
Services

•	 Prepare transaction summary book & value-added summary 
•	 Prepare critical date report 
•	 Monitor critical dates & notify client 

•	 Transaction summary book 
•	 Critical date report
•	 Value-added summary

Acquisition
Our acquisition experts will provide solutions for the Port that align real estate needs with your business strategy, financial goals, 
and operational objectives. We look beyond the immediate transaction to find a big picture solution, and we strike to transform 
real estate into an asset that houses your operations, attracts and retains top talent, and promotes creativity and collaboration. 
For every project, we provide exceptional levels of property due diligence, including physical inspections, buyer credit, character 
assessments, and market surveys and validations. 

In every assignment, we leverage industry-leading research and cutting-edge technology to understand the market, uncover off-
market opportunities, and develop innovative solutions. Our team’s role is to understand which factors the Port considers essential 
and to facilitate large scale goals by implementing the following steps. 

Below is an example of the process we will use for the Port which includes deliverables throughout the acquisition process. Please 
note that this process is fully customizable for the Port and can change based on your needs and feedback.

Section 1.c. Acquisition - Approach, Methods & Strategies
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Disposition Process
When it is time to sell a property, we recommend orchestrating a controlled-bid sale process to apply a date-certain benchmark 
and compress the marketing period to create a sense of urgency among buyers. This approach also effectively communicates 
the Port’s motivation. Before going to the market, we will likely conduct a Broker Opinion of Value (BOV) to assess the market 
conditions, followed by a pricing strategy and Offering Memorandum. This way, we can determine the best plan of action before 
marketing the site(s). Using our combined internal buyer database comprised of local and national investors, developers and 
owners/users, we will release the Offering Memorandum and Confidentiality Agreement to the market and contact buyers to 
promote the offering. 

Landlord Leasing Process
When it comes to filling a vacancy in your property, our brokers are highly attuned to the real estate market. We track thousands 
of tenants both regionally and nationally, as well as their lease expirations, desired neighborhoods, required size range, and 
contact person. Our market knowledge allows us to fill vacancies ahead of schedule, requiring as little down time as possible.

Disposition & Landlord Leasing Marketing Strategy
We will work with the Port to create a disposition/leasing timeline and marketing strategy that allows us to approach the 
marketplace most effectively. Our Team will develop an attractively organized and informative marketing package to broadcast 
in every market segment. Along with providing marketing materials for the property with a specific focus on the appropriate user 
groups, we will also confirm the most likely buyer/tenant for the property. The key to successfully marketing the property is to 
reach the most qualified buyers/tenants with comprehensive market exposure through multiple channels. 

We will release the marketing materials to the market using our combined internal buyer/tenant database comprised of local 
and national investors, developers, owner/users, brokers, and tenants. Additionally, we will contact prospects to promote the 
property, advertise, place signage, host virtual tours including Matterport tours, compile photo galleries, obtain drone footage, 
and create promotional videos. 

As groups express interest, our Team will work to determine a recommended buyer/tenant (with alternative options) and will 
carry out the negotiation process through escrow or tenant move. This process is highly documented and detailed for ongoing 
reporting and review by regulatory agencies and the public. Our methodical and multi-pronged marketing strategy to capture 
the attention of the target buyers/tenants is as follows: 
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Section 1.c. Disposition & Landlord Leasing - Approach, Methods & Strategies

Doing the “homework”
Pre-Marketing

Hit the Ground Running
Marketing Launch

Engage the Market
Marketing Campaign

As Offers Received
Negotiations

Delivering the Promise
Closing

•	 Assign scope confirmation
•	 Establish objectives & start 

project
•	 Execute Listing Agreement
•	 Tour property
•	 Property recommendations
•	 Market assessment
•	 Complete competitive 

analysis
•	 Compile due diligence
•	 Review building plans
•	 Create property description & 

focus on unique positioning
•	 Compile targeted prospects
•	 Financial analysis
•	 Operating expense analysis
•	 Create property collateral
•	 Develop Owner/Landlord 

preferred reporting system 
Schedule reporting calls/
meetings

•	 Alternatives & 
recommendations, including 
financial comparisons 
between leasing, owning 
& other alternatives over 
periods of time such as 20 & 
30 years

•	 Finalize project 
branding

•	 Create detailed 
mailing package

•	 Begin phone 
campaign

•	 Contact targeted 
prospects

•	 Leverage buyer/
tenant database

•	 Begin email 
campaigns

•	 Begin Targeted 
Geographic 
Mailers

•	 Alert top brokers
•	 Email broker blasts
•	 Broker calls & 

cooperation
•	 Circulate to 

internal brokerage 
houses

•	 Ongoing investor/
tenant outreach

•	 Property tours
•	 Review concerns 

after tours
•	 Continue follow-

up 
•	 Phone calls with 

prospects
•	 Track competition
•	 Detailed investor/

tenant reporting

Disposition
•	 Set offer date
•	 Receive offers
•	 Summarize & submit offer 

matrix
•	 Negotiate LOI terms internally 

with prospective buyers
•	 Push pricing 
•	 Assess potential buyer’s 

financial capability
•	 Execute Final LOI
•	 Draft PSA (Purchase & Sale 

Agreement), review for 
accuracy

•	 Final recommendations
•	 Finalize PSA
•	 Respond to any issues that 

arise during due diligence
Landlord Leasing
•	 Respond/review to Request for 

Proposals
•	 Provide recommendations (rate, 

TIA, space plan, concessions)
•	 Negotiate prospective tenants
•	 Assess potential tenant’s 

financial capability
•	 Final recommendations
•	 Execute Master Lease

Disposition
•	 Due diligence 

complete
•	 Escrow & 

documentation
•	 Earnest money 

to go to 
nonrefundable

•	 Title company 
closes escrow

•	 Seller receives 
proceeds

•	 Buyer assumes 
title

Landlord Leasing
•	 Finalize space plan
•	 Complete tenant 

improvements
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Cushman & Wakefield
Commercial Real Estate

Matt Johnson
Executive Managing Director

Qualifications
Licensed broker - Oregon

Real Estate Development 
Graduate Certificate

Master’s in Urban and 
Regional Planning

Cushman & Wakefield
Commercial Real Estate

 

 

Mark Carnese Executive Managing Director 

200 SW Market St, Suite 200 | Portland, OR 97201 
Direct +1 503 279 1764  
Mobile +1 503 970 6682  
mark.carnese@cushwake.com | cushmanwakefield.com 
Licensed in OR and WA  

Professional Expertise 
Mark Carnese combines his experience in real estate development, finance, appraisal and lending to provide 
comprehensive strategic solutions to clients who are leasing, acquiring or disposing of property. Since joining 
Cushman and Wakefield in 2000, he has successfully closed $250 million of transactions totalling 2.5 million 
square feet.  

Prior to Cushman, Mark worked for a developer and as a result understands how they think and operate. This 
insight provides our team an advantage when completing build-to-suits. Mark has been involved in over 20 
development projects, both on the side of developer and an advisor interviewing and selecting a developer.  

Consistently an annual Top Producer at Cushman & Wakefield, Mark has completed several of the Portland 
metropolitan area’s largest transactions. Mark currently serves as project lead for OHSU’s strategic planning 
and brokerage services combining detailed financial analysis, structured lease strategies, tenancy on asset 
valuation, and scenario-modelling to understand the ownership’s perspective.  

Global Clients Served 

• Tektronix, global designer and manufacturer of test and measurement solutions 

• Danaher, global diversified manufacturing and technology company 

• Precision Castparts, worldwide manufacturer of complex metal components and products 

• Waggener Edstrom Worldwide (WE), international public relations firm with offices in U.S., Europe and Asia 

Major Transactions  

• Oregon Health & Science University 

• Rockwell Collins 

• Stoel Rives, LLP 

• SAIF Corporation 

Professional Recognition  

• Cushman & Wakefield Top Five Producer: 2004-2019 

• Deal of the Year:  2017-NW Natural / 2018-Symantec-PacificSource 

• SIOR (Society of Industrial and Office Realtors) Office Deal 

• Portland Business Journal’s “Forty Under 40”: 2012  

Community Leadership  

• Candlelighters for Children with Cancer, President 

Education 

• BBA in Finance & Marketing, BA in Economics, Pacific Lutheran University 

 
  

Mark Carnese
Executive Managing Director

Qualifications
Licensed broker - Oregon

Bachelor of Business 
Administration in Finance & 
Marketing, Bachelor of Arts 
in Economics

Qualifications
Licensed broker - Oregon

Certified Minority Business 
Enterprise (MBE)

Apex Real Estate Partners
Commercial Real Estate

Irfan Tahir
Director

Lead Coordinators

Strategic Partners

Qualifications
Licensed broker - Oregon

Bachelor of Arts in English 
Literature

Wes Mallard
Broker
Role: Project Coordinator

Qualifications
Licensed broker - Oregon

Bachelors of Arts in 
Communications 

Bruce Garlinghouse
Broker
Role: Project Coordinator

Support

Michaela Parker
Sr Research Director

Susan Jahn
Sr Project Manager

Sujata Patel
Transaction Director

Nathan Oakley
Transaction Coordinator

Maelyn Leis
Client Services

Leslie Ellis
Research Coordinator

Research & Analytics Marketing Project Management Workplace Strategies

Kyndel Dollison
Marketing Specialist

Kevin Clover
Sr Graphic Designer

Emy Lewis
Marketing Director

Antonia Cardone
Executive Managing 
Director

Olive Ho
Dr. Director Workplace
Strategy

PORT OF ASTORIA

Section 1.d. Team Leads & Staff / Section 1.e. Contractor Qualifications
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Section 1.f. Acquisition / Disposition Experience

Our Team has extensive experience and success in completing purchases and sales of commercial properties on behalf of public 
entities in Oregon as demonstrated in the following transactions completed in the past 5 years.

Port of Portland / Prosper Portland (formerly Portland Development Commission) Public Entity
Master Planning / Site Evaluation / Acquisition Negotiation / Disposition / Development / Leasing
Contact Port of Portland | Joe Mollusky | 1.800.547.8411 or 503.415.6000
Propsper Portland | Bruce Allen | 503.823.3200

Cascade Station is a vibrant mixed-use development at the “gateway” to Portland International Airport (PDX), The 120-acre site yields 
800,000 SF of retail space, 1.2 million SF of office space and 250 hotel rooms, and is one of Portland’s premier retail destinations.

In representing the Port of Portland and Prosper Portland we have worked on the development of the Cascade Station from master 
planning through disposition and development. Over the course of the last 14 years we have worked on the development of 3 phases 
of the Port of Portland and Prosper Portland’s master plan for the station and surrounding areas. Since 2005 our involvement has 
included contribution to the master planning, acquisition of strategic properties, disposition, development, and leasing. 

State of Oregon - DAS Wilsonville  Public Entity
Wilsonville ■| 185,000 SF ■| Site Evaluation / Acquisition Negotiation
Contact Liz Beaty | 503.510.1705 | liz.beaty@das.oregon.gov

Our team was retained to help the State evaluate a potential acquisition of lease of a critical facility for the State, to include office, 
storage and lab space. Working through an analysis with the State it was determined that owning was a preferred strategy given 
the use of the building and penitential uses. Additionally, the building had to be seismically resilient so that if a major event were 
to occur the building could support the State in responding. We identified a building that met the criteria of the State, from both 
a location, and use standard. We developed a negotiation strategy and acquired the building, which is located in Wilsonville, for 
the State. We bought the building for a market price; however, were able to include in the purchase price (without paying more for) 
significant improvements to the building and lab space (estimated at over $20M), free furniture and the installation of an elevator 
to make the building ADA compliant. Currently the building is being used to store PP&E as the State responds to the COVID-19 
pandemic, and our team is engaged on two additional projects to expand the State’s emergency response ability.

Our team, working with the Department of State Lands, negotiated the sale of  778 acres in Bend, Oregon.  We utilized our extensive 
database and deep network of relationships to identify multiple potential buyers.  We qualified the buyers based on ability to close 
and term, and successfully negotiated an extremely fast close with the highest bidder.

Our team was engaged to help DAS acquire a warehouse or land to build a warehouse that would serve as a critical response 
structure for the State of Oregon.  We identified several buildings and land in the area which could accommodate the need.  After 
an evaluation of costs it would take to improve existing structure or do a build-to-suit it was determined a build-to-suit was the 
most cost effective solution.  We acquired the land at advantageous terms for the State.

Citycounty Insurance Services (CIS) Public Entity
Tigard / Tualatin  | Disposition / Portfolio Management○
Contact Patrick Priest  | 503.954.9431 | ppriest@cisoregon.org

CIS is an insurance organization insuring the various Cities and Counties in the area. At the time, they had split operations between 
Salem and Tigard, Oregon, with both buildings being purchased and renovated for their use. The goal was to sell both buildings 
and look for a more central, single location to accommodate their future needs. The priority was to move their equity into a new 
owned facility.

Our Team was first tasked to value the owned assets through a BOV process and then provide for estimated occupancy costs for 
the future home. This information was all reported back to the Board of Directors to validate if there was a viable project at hand 
and if the organization wanted to execute on our strategy. Ultimately our Team successfully sold both buildings with closing dates 
closely aligned, identified an ideal land site for a building to suite buildings and relocated the organization to temporary facilities 
while the process of a build-to-suit was completed.

TriMet Bus Layover Friendly Condemnation Public Entity
Portland Metropolitan Area
Contact Lance Erz | 503.962.2108 | erzl@trimet.org

Our Team has been engaged with TriMet on disposition and acquisition advisory for their portfolio, successfully disposing of 
excess land for a mixed-use development and currently under contract with another property to develop into affordable housing 
units. For acquisition, we represented TriMet on a facility to accommodate bus storage. 

After an exhaustive market search, no availabilities were viable, but our Team was able to identify a site that met TriMet’s criteria 
(even though it was not listed for sale). After making an unsolicited offer to the owner for $24,810,000 at market value, ownership 
declined. Nonetheless, we were able to facilitate TriMet acquiring the site through a friendly condemnation.
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Section 1.f. Landlord Leasing Experience

Our Team has extensive experience and success in landlord representation with locating prospective lessees and negotiating 
commercial leases as demonstrated in the following transactions completed in the past 5 years.

Landlord Partner with 3S Development
State of Oregon Public Entity
673 Market St, Medford |  688 Market St, Medford | 725 W Main St, John Day | 6035 NE 78th Ct, Portland
Contact: David Schaffer | dschaffer@melvinmarkcapital.com | 503.314.2541

Scope of Work
Our Team successfully partnered with 3S Development in the acquisition, project management and leasing of multiple office buildings 
for the State of Oregon. The very first project started in 2015 and continues to this day. The portfolio consists of four buildings totaling 
approximately 80,000 RSF. Our Team is responsible for the financial analysis, operating expense budget review, construction cost 
oversight, leasing and lease negotiations for the portfolio. Our staff supports all project team members during the lease up process 
and continue with assisting in reviewing operating expense budgets including capital improvement strategies.

Successful Landlord Relationship
Apex’s Nathan Sasaki is a principal of 3S Development. So, our clients get the advantage of an experienced leasing team and an 
experienced partner with a strong understanding of the details of building ownership. Our Landlord partners benefit from this 
perspective and experience.

Results
During a time when most landlord’s are experiencing significant vacancy our team has delivered for 3S Development. All the 
buildings are 100% occupied with the State of Oregon and the GSA. 

PAE Living Building |  The largest commercial building in the world built to achieve full Living Building Challenge (LBC) certification 
from the Seattle-based International Living Future Institute (ILFI)
SW 1st Ave & SW Pine St, Portland
Contact: Paul Schwer | paul.schwer@pae-engineers.com | 503.226.2921 

We teamed up with PAE Consulting Engineers, Walsh Construction, ZGF Architects and Gerding Edlen Development to build 
Portland’s first certified Living Building and the most sustainable mixed-use building in the world. This project seeks to achieve 
the highest levels of building performance and sustainability based on modern design and construction methodologies while 
thoughtfully incorporating characteristics of the Skidmore Old Town Historic District.

Challenges & Results
Apex assisted with locating a site that was positioned in the correct location for solar, power grid access, natural light, and in an 
area that is height restricted with a lower base floor area ratio. We evaluated the financial feasibility of a Living Building with base 
building costs higher than most standard office buildings. With this, Apex provided market leading analysis on land sales, lease 
comps, and tenant specific tax incentives.

Apex provided guidance on the building design and layout of common area elements for future leasing as well as offered direction 
on base floor plan construction to maximize lender and investor valuation.

Oregon Health & Sciences University (OHSU)
Multiple Projects, Portland Metropolitan Area 
Contact: Greg Gonzalez | 503.577.1792 | gonzalgr@ohsu.edu

Our Team is currently collaborating to represent Oregon Health Sciences University with all it’s real estate needs. As one of 
the five largest tenants in the Portland market (in addition to occupancy of owned space) makes OHSU one of the largest non 
governmental  footprints in the market. The scope of work includes landlord representation on the leasing or subleasing of space, 
tenant representation, council for acquisitions/dispositions as well as short term/long term planning. With over 60 properties/
locations the oversight of the account involves every component of real estate. Our scope of work including negotiations of leases 
and subleases  both on the landlord as well as tenant side, short and long term strategizing involving acquisition as well as 
disposition planning as well as assembly/partnership plays. 

General Services Administration (GSA) Public Entity
Multiple Projects, Portland Metropolitan Area, Washington & Idaho
Contact: Confidential 

Our Team has represented approximately 15 federal GSA transactions in the Pacific Northwest. This includes Oregon, Washington 
and Idaho. The services provided have been for numerous agencies, including the Bureau of Land Management, Forest Service, 
Social Security, Environmental Protection Agency, Federal Bureau of Investigations, etc. 

The project entails transaction management services, which includes identifying agency requirements, determining the 
competitive landscape prior to engaging the market, reviewing potential alternatives, including existing buildings and land for 
BTS and engaging the Landlords in a competitive procurement. 
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Section 2. Compensation Terms

Our Team has included a commission schedule which would be associated with transactions of real estate on behalf of the Port. 

Compensation is transactional based. Disposition fees are paid by Seller, Acquisition fees are paid by Seller, Landlord fees paid 
by Owner/Landlord, Tenant Leasing fees are also paid by the Owner/Landlord.

Our Team does not require or expect any expenses to be reimbursed by the Port. 

Commission-based categories
•	 Leasing as an Owner’s Representative and Tenant’s Representative.
•	 Disposition of Land and/or Buildings.
•	 Acquisition of Land and/or Buildings 

Commission-based guidelines
If the property, for sale or lease, is owned by the Port, then the Port will be responsible for paying commission and varies on the 
subject property.

Real property disposition. For the sale of any real property, the Port shall pay at closing as follows:

Sale price				    Commission
•	 $1 - $499,999			   6%
•	 $500,000 - $1,499,999		  5%
•	 $1,500,000 - $2,499,999		  4%
•	 $2,500,000 - $19,999,999		  3%
•	 $20,000,000 and above		  2%

This structure provides for full market compensation on small projects while acknowledging the economies of scale created by 
large projects. In the event that the buyer was represented by a real estate broker, they would be entitled to half of the above fee.

Acquisition Transactions
•	 For the purchase of any real property, commission fees will be paid by the Seller. 
•	 The Port will not agree to enter into a purchase agreement without the Contractor being paid a fee by the seller equal to at 

least half of the fee structure above for the sale of real property.
•	 If property being acquired is off market and the seller has no representation we would utilize the disposition schedule to 

determine fees the Port would be incurring.

Lease and Sublease assignments
•	 Contractor shall be paid 6% of the total lease consideration if the lessee is represented by a real estate broker and 4% if the 

lessee is not represented.  
•	 If the lessee is represented the fee would be split 2/3rds to the lessee’s representative and 1/3rd to Contractor.  
•	 Said fees shall be paid fifty (50%) percent upon lease execution and fifty (50%) percent upon commencement of the lease. 

Buy-out negotiations
Contractor shall be paid 5% of the total rental payment savings, less buyout costs if the lease is terminated.

Lease Renewals/Restructuring
This fee will be paid by the landlord (If Landlord is the Port). 

The fee paid by a landlord is 
•	 2.5% of years 1-5
•	 1.5% of years 6 – 10
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