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D . Disclosure of Pending Litigation as required by Section 3 .8 . Respondents must list and summarize all pending or 
threatened litigation, administrative or regulatory proceedings, or similar matters involving them . A Respondent must 
also list and summarize any past, present, or anticipated disciplinary proceedings or actions involving the Respondent 
before the New Hampshire Real Estate Commission, or its counterpart real estate broker licensing authority in any 
other state, regardless of whether they did or may result in any penalties or sanctions . This disclosure obligation 
extends to any licensed brokers employed by, formally affiliated with, or otherwise retained by the Respondent who 
would be assigned to this contract . The successful Respondent shall have a continuing obligation to disclose any such 
actions during the period of this RFP process and any contract resulting from this RFP .

As a global firm with more than 100,000 employees, from time to time CBRE is involved in 
litigation incidental to its business. As a public company, any material litigation is disclosed in 
our SEC filings. In the company’s opinion, no litigation to which CBRE is currently a party, if 
decided adverse to the company, is likely to have a materially adverse effect on CBRE’s ability to 
perform for the State.

E. State of New Hampshire Vendor Number, issued after filing a Vendor Application and W-9 Form, as required by 
Section 3.9 (to be included in Section 7.1 Proposal Certification)

Confirmed. CBRE’s Vendor number is 227927.

F. Debarment Affidavit, completed and signed under oath, as required by Section 3.10 (part of Section 7.1 Proposal 
Certification)

Confirmed. See following page. 

G. Proposed Strategies, Services, and Compensation as required by Section 5.2

Confirmed. See Specific Approach to Project section of this proposal, and Compensation section 
of this proposal. 

H. Proposal Certification set forth in Section 7.1

Confirmed. See following page. 

I . Original proposal and copies as required by Section 8 .1

Confirmed. As per the RFP and clarified in Addendum 1, we have submitted one (1) complete 
copy of the proposal with the proposed compensation structure as a separate document, via 
email.
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Discipline information is not available. Please contact the Real Estate Commission.

Person Information

Name: CBRE, INC

License Information

License No: 074562
Profession: Real Estate Commission
License Type: Firm
License Status: Active
Issue Date: 3/26/2019
Effective Date: Mar 26 2021 12:00AM
Expiration Date: 3/26/2023

Discipline Information

No Discipline Information
Employment Information

Profession: Real Estate
Commission Employee: ROGER A

DIEKER
Start
Date: 3/26/2019

Profession: Real Estate
Commission Employee: BIRIA D ST

JOHN
Start
Date: 4/1/2021

Profession: Real Estate
Commission Employee: JOHN E

FERRIS, JR
Start
Date: 4/1/2021

Profession: Real Estate
Commission Employee: CHRISTOPHER J

HEALEY Start Date: 3/26/2019

Profession: Real Estate
Commission Employee: RYAN W

MINIHAN
Start
Date: 4/1/2021

Profession: Real Estate
Commission Employee: SIMON J

BUTLER
Start
Date: 4/1/2021

Profession: Real Estate
Commission Employee: MICHAEL A TAMPOSI,

JR Start Date: 3/26/2019

Profession: Real Estate
Commission Employee: JOHN C

WILSON
Start
Date: 4/1/2021

Profession: Real Estate
Commission Employee: KAREN

GAZZARA
Start
Date: 3/26/2019

Profession: Real Estate
Commission Employee: ROBERTO CORDERO,

JR Start Date: 4/1/2021

Profession: Real Estate
Commission Employee: JOSHUA D

KULAK
Start
Date: 4/1/2021
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CHALLENGE

CBRE was selected to represent the State  in the disposition of a former 
correctional facility known as the  consisting of approximately 47 
acres adjacent to  

SOLUTION

After performing market analysis tasks and a broker opinion of value, CBRE recommended 
entering the market unpriced, to generate competition. The team prepared professional 
marketing materials and used our team’s networks and corporate platform to advertise the 
opportunity to buyers nationally. The disposition took over three years to complete due to the 
State’s extended approval process and an extensive due diligence process. 

RESULT

After one contract with an affordable housing developer fell through, ultimately CBRE led the 
State through a succcessful disposition process, ultimately selling the site for $4,300,000 to the 

 in June of 2019. 

C A SE S T UD Y :  

47  
ACRES

$4.3M 
SALE PRICE

3  
YEAR PROCESS

MULTIPLE 
OFFERS

13quAliFiCAtioNS & CAPAbilitiES



CHALLENGE

The  was seeking to raise revenues and 
monetize existing surplus assets at . The Authority had 
identified the properties to be sold and was seeking an experienced  team to thoroughly analyze 
the property’s potential, represent it in the market and attract the best offers from the most 
qualified developers. The first parcel, known as , was 424 acres and had wetlands 
elements as well as former well sites that needed to be addressed. The Authority was open to 
either ground leasing the site or selling it outright.

SOLUTION

The team commenced work by performing a thorough financial analysis of all the various 
disposition alternatives, including fee sale vs. ground lease and parcelization vs. bulk asset sale. 
CBRE recommended proceeding with a fee simple disposition of the  property 
to capitalize on existing demand from data center users. Following Board approval the team 
prepared and released a detailed Offering Memorandum in close consultation with the Authority. 
The property was aggressively marketed to a variety of users including industrial, warehouse/
flex, and data centers.

RESULT

The Authority received 10 competitive offers and following a call for Best and Final Offers 
selected the winning bidder. The property sold for roughly $558,000 per acre, $236.5 million in 
total, and the fee sale closed in November 2018. 

C A SE S T UD Y :  

424  
ACRES

$236M 
SALE PRICE

10  
OFFERS

DATA 
CENTER 
FINAL USE
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CURRENT STRATEGIC APPROACH WITH OTHER CLIENTS

A . Each Respondent should describe its experience with marketing and selling distressed or abandoned former 
government, educational, medical, and/or other institutional or industrial campus properties, if any .

To supplement the previously provided information, we have provided additional information 
about two particularly distressed former governmental campus/industrial properties  the 

 

The  dates back to 1874 and at times served as a hospital, sanitarium, 
dormitory, tuberculosis facility, a public health lab, a morgue, a juvenile detention center, a bird 
rescue sanctuary, and other uses. The Campus has primarily sat vacant since 2014 and has been 
declared surplus by the  in 2015 and again in 2018.

A 2017 County brokered deal to build housing at the complex was sunk after neighbors of the 
site sued the County for not conducting an environmental study on the impacts of housing 
development. That project would have delivered up to 870 housing units including 260 units for 
seniors and 162 affordable units, as well as amenities including a grocery store, amphitheater 
and dog park.

Taxpayer costs have mounted over the years as vandals and squatters beset the abandoned 
community hospital, and  voters last year ousted an incumbent supervisor in a race 
fueled by her record championing the site’s sale for housing development.

After it was sued by neighbors and lost in court, the County backed away from any direct 
mandate tied to housing or any other type of redevelopment. Meanwhile, County costs for 
security and maintenance for the site continue to rise. They reached $768,000 for the period 
between July 2018 and June 2019.

CBRE was engaged following a competitive procurement in 2020. The team provided the County 
with a detailed, by parcel assessment of potential development density and corresponding 
value, and represented the County in a national marketing campaign to sell the site in as is, 
where is condition. CBRE prepared highly custom marketing materials disclosing the complex 
history of the site and its potential for future development, along with hundreds of pages of due 
diligence documents.

CBRE delivered three offers to the County, which ultimately voted to accept one for $7.75 
million. Unfortunately the developer changed its deal terms during the due diligence period and 
submitted a revised offer that was not acceptable to the County, resulting in the transaction 
falling through. 

After a review, CBRE worked with the County to address the due diligence items and provide 
additional disclosures about the site. The County voted to approve CBRE re entering the market 
with an auction format in September 2021. 
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SITE PICTURES + SAMPLE MARKETING MATERIALS







B . Each Respondent should describe its general strategy for identifying suitable prospective buyers and pitching the 
redevelopment potential of distressed special use properties to developers and/or investors . Such general strategy 
should include, by way of example, a list of the types, classes, and geographical orientations of buyers that the 
Respondent believes ought to be targeted for purposes of marketing the Property .

CBRE’s marketing strategy is designed to support the State in obtaining the highest value 
for the Lakes Region Facility in as short a time as possible as described in the RFP. In general 
our strategy is to  

. 

CBRE’s execution will focus on both regional and national out of market developers to create 
maximum exposure and awareness of the redevelopment opportunity at the Property. Before 
going to market, CBRE will perform a market analysis to estimate the value range of the 
Property based upon the development potential. The Property’s development potential is a 
function of several considerations: use, density, site conditions, existing infrastructure, and 
capital market conditions. Working with the appropriate stakeholders from the State, CBRE will 
then create marketing materials and a sales “narrative” to promote the Property to developers. 
The categories below describe the major milestones of CBRE’s market strategy for the Lakes 
Region Facility:

 + Market Analysis: Development Potential, Use and Property Valuation

 + Disposition Strategy: Regional Marketing and Global Marketing 

 + Negotiation & Closing

MARKET ANALYSIS: DEVELOPMENT POTENTIAL, USE AND 
PROPERT Y VALUATION

Disposition of the Lakes Region Facility is a complex transaction given its size, location, existing 
facilities and the likely mix of uses.  CBRE’s market valuation will be based upon a mixed use 
development led by an institutional firm with the appropriate technical and financial capabilities.  

Using current market conditions in New Hampshire and greater New England, CBRE will evaluate 
the demand for a mix of likely uses, including but not limited to single family homes, multi
family, senior living, hospitality/resort and retail. Roger Dieker from CBRE’s Manchester office 
will provide local and regional market expertise to lead the teams evaluation of individual 
uses. Troudy Vaughan and Mark Bezold from CBRE Public Institutions and Education Solutions 
(PIES) have experience nationally providing state and local governments with services related 
to development advisory, land sales, and special property dispositions, and will assist the local 
CBRE team with best practices and process.  
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P R OP O SE D S T R AT E G IE S  &  SE R V IC E S

Each Respondent must describe in its proposal its comprehensive strategies for identifying a ready, willing, and 
able buyer for the Property, and for eliciting from that buyer the best firm offer to purchase the Property as-is, in 
its current condition, with all faults, at the highest price not less than its current market value . Such strategies may 
include, without limitation: consulting services to prepare and position the Property for a rapid sale, researching and 
analyzing relevant Property characteristics and details to inform and guide potential marketing activities, analyzing 
relevant real estate markets to inform and guide potential marketing activities, developing marketing and due 
diligence materials to be provided to prospective buyers, proposed advertising methods, likely and most effective 
media outlets, selection and identification of target investor/buyer groups, preparation of one or more offering 
memoranda or investor information packages, direct solicitation of investors, specific media outlets to be utilized, 
proposals for highlighting specific value-enhancing characteristics of the Property, proposals for addressing specific 
challenges presented by the Property (including, without limitation, any redevelopment concepts likely to be proposed 
to or discussed with potential buyers), and recommendations for showing the Property to prospective buyers. The 
Respondent must provide a reasonable amount of detail and coherent justification for each strategy component.

Our specific approach to securing a buyer for the State rests on a number of principles:

 + develop high quality creative marketing strategy designed to achieve the highest value in as short a 
timeframe as possible

 + cast as wide a net as possible in the potential offer pool to generate competition and leverage for the 
State

 + communicate to the market the development opportunity that exists at the Lakes Region Facility for 
profitable and productive reuse and redevelopment

 +  

 
 

 + a thorough due diligence process and full disclosure of same to provide buyers with as much 
information as possible given the State’s interest in an as-is, where-is sale

 Prior to marketing for sale the Property, CBRE will work with the State on the following 
“pre market” activities to ensure a successful outcome:

Market Analysis

Identify market trends and comparable 
transactions for the Property based on 
current market conditions and demand.

Development Potential & Valuation

Calculate a reasonable value range for the 
Property based upon  highest and best use, 
density, and phasing of redevelopment.  

Target Buyer List

Create a list of buyers whose profiles best 
fit the opportunity at the Lakes Region 
Facility.  This list will be in addition to CBRE’s 
proprietary list of global investors and 
developers seeking opportunities.

Market Strategy 

Develop Property specific branding and 
materials to market the Property, including 
offering memorandums, due diligence 
materials, and a property website.
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With CBRE, the State will have immediate 
access to real time comps, information from 
to the industry’s largest lease database, 
rent gap analysis, financial analytics 
programs, and the CBRE Mapping Center 
with proprietary CBRE Earth demographic 
data. We have several in house researchers 
focused on various regions in New 
Hampshire.

Upon engagement, the CBRE team will begin 
to gather data and synthesize information 
into useable formats for the State. At 
the direction of Roger Dieker and Troudy 
Vaughan and with data provided by the 
broker team, CBRE will perform market 
analysis based on different likely uses 
(for example, residential and multifamily 
development) and provide insights on the 
market conditions for each type of potential 

use, with comparable transactions providing 
insights on potential values that may be 
expected, market velocity, and major players. 

This data will inform modeling, forecasting of 
rates of return, land value, and development 
potential on any project. Specifically, the 
team will:

 + Review recent market activity relevant to 
the property (ie land transactions, recent 
development projects, or residential land 
transactions)

 + Opine on use types with highest value 
potential based on market observations and 
data

 + Provide comparable transactions to 
demonstrate market demand for similar 
assets and what the State may expect from 
the market

DEVELOPMENT POTENTIAL & VALUATION

Determining the highest and best use of any potential development or disposition site is an 
important first step to understanding its value and corresponding marketing approach. CBRE 
will study the parcel and provide a consulting report on its strengths weaknesses, opportunities, 
and threats. The report may take the form of a Broker Opinion of Value (BOV) to understand the 
highest and best use of the property and its potential value. A BOV typically includes a description 
of the property, its strengths, weaknesses, and opportunities, comparable recent sales, and a 
financial summary indicating a value range. Although a BOV is not an appraisal, it is an important 
tool to understanding the State’s potential value at the site as per any developer or buyer’s planned 
use and potential other uses.  The BOV process will lead to the State having the most informed 
perspective as you address the market.

The report will provide:

 + Area analysis including major drivers of economic growth in the area, demographic trends by 
population, incomes, employment, etc

 + Neighborhood analysis of conditions surrounding the parcel

 + Market demand for various use types

 + Other recent development projects and growth and development trends that could affect the market 
for development at the site

 + Specific site analysis including size, physical description developable area, ingress and egress, 
easements, zoning 

 + Allowable and likely density on the site

 + Corresponding value ranges
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OPTIONAL SERVICES - OTHER DUE DILIGENCE

CBRE’s Assessment & Consulting Services provides a full suite of real estate consulting 
services including property condition and environmental site assessments, facility assessment 
consulting, construction risk management and telecom advisory services for property owners. 

CBRE’s team of engineers, architects, environmental scientists and construction professionals 
can provide expert assessments of property and environmental conditions to inform the 
marketing strategy, support underwriting, and further present the property in its most complete 
life.

The Property Condition and Environmental Consulting platform has completed more than 
100,000 projects in the U.S., Canada and Latin America. Services include Property Condition 
Assessments, Zoning Compliance, Phase I Environmental Site Assessments and Phase II 
Environmental Site Assessment Oversight. CBRE professionals service the requirements of 
institutional mortgagees such as ASTM, as well as other specific formats under Fannie Mae and 
Freddie Mac and their “Green” Initiatives.

OUR SERVICES

PROPERTY CONDITION ASSESSMENTS

 + ASTM 2018-15 compliant

 + Debt and equity scopes tailored to meet client needs

 + Includes all aspects of site: roof, building envelope, interior, life safety, MEP and other building 
systems

 + Identified immediate needs, short term Issues and estimated capital expenditures for the term

ENVIRONMENTAL CONSULTING

PHASE I SITE ASSESSMENTS 

 + ASTM 1527-13 and AAI Compliant

 + Non-scope items:

 – Lead-Based Paint

 – Asbestos

 – Radon

 – Moisture / microbial Growth

 – Wetlands

 – Lead in drinking water

 – Business environmental risk

PHASE II SITE ASSESSMENT OVERSIGHT

 + Tailored scope specific to property, 
transaction and client requirements

 + Soil, groundwater, sediment/surface water 
and soil vapor assessments

 + Consultative support when findings indicate 
uncertain regulatory and liability potential
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After we create the necessary materials to launch a multi channel marketing campaign, we set 
the  streamlined process in motion in order to create a competitive environment. This phase in 
the process includes:

 + Market internally to over 9,000 CBRE brokers worldwide

 + Launch initial announcement blast through DealFlow

 + Email blasts and/or mailed announcement flyer

 + Accept inquiries and answer questions from prospective buyers

 + Court qualified investors and distribute Offering Memorandum

 + Conduct buyer site tours

 + Receive first round of offers

CBRE’s proprietary Deal Flow platform connects investors to the largest, most diverse for sale 
inventory, and we put this data to work to anticipate trends and drive our industry leading 
sales volume.  Deal Flow brings together a highly targeted audience of pre qualified buyers and 
matches them with global office inventory to accelerate performance and deal velocity. 

Combined with CBRE’s market insights and CBRE Econometric Advisors’ predictive analytics, 
CBRE Deal Flow connects properties and portfolios with the right buyers at the right time.

SOLD WORLDWIDE IN 
2020

SALES TRANSACTIONS 
WORLDWIDE IN 2020

ACCESS THE LARGEST REAL ESTATE NETWORK IN THE WORLD





















CBRE proposes two primary forms of compensation:

1) A flat $50,000 fee that is due and payable upon commencement of the active marketing      
            period, defined as the public release of an offering memorandum or other formal  
            marketing materials. This covers the brokerage team’s pre marketing efforts and any  
            travel expenses.

2)         Upon closing of the transaction, CBRE will be paid the greater of a) $50,000 or b) a 5%  
            commission on the gross purchase price of the property. 

OPTIONAL SERVICES

CBRE recognizes both the extent of the analysis conducted by the Lakeshore Redevelopment 
Commission, and the RFP’s comments about relying such information. In the event CBRE and 
the Department agree that additional due diligence materials are required (i.e. environmental 
site assessments, haz mat reports, etc.), CBRE and the Department will mutually agree upon 
a scope and fee for this due diligence. If CBRE is not able to perform the agreed upon scope 
in house, CBRE will subcontract with a third party and pass the cost through to the Department  
with no markup.  

 
Within 30 days after the expiration or termination of our Agreement or any particular 
engagement to provide the Services, CBRE shall provide the Department with a list of all parties 
with whom CBRE was engaged in active negotiations with respect to the sale for which fees 
could be earned under this Agreement. CBRE shall also provide the Department with written 
evidence of such negotiations. If within 180 days after such expiration or termination date, the 
Department enters into any agreement of sale or other written agreement with a party on such 
list for which a fee would have been earned hereunder, CBRE shall earn the fee provided for 
under this Agreement to the same extent as if the Services had not expired or terminated. Upon 
the expiration of the 180 day period, CBRE may present to the Department for its consideration 
an extension of the fee protection period for any existing transactions which remain active and 
imminent. The Department shall not be obligated to extend such period, but the Parties shall 
negotiate in good faith a fair compensation arrangement for the work performed by CBRE (or 
its Subagents) prior to termination. This paragraph shall survive the termination or expiration of 
this Agreement.

P R OP O SE D C OMP E N S AT ION
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