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 under DEVELOPMENT 

Help NAIOP to help Santa again this year 
for Circle C  

 
Circle C operates four Group Home Pro-
grams and a Foster Care (Designated 
Family) Program for children and ado-
lescents, providing a family-focused en-
vironment of treatment and therapy.   
Circle C is a private, non-profit agency 
serving troubled children throughout the 
Pittsburgh area since 1967. All dona-
tions to Circle C are tax-deductible and 
very much appreciated. 

 
Commitments prior to 12/1/14 will be 

acknowledged 
 

Donation Levels:   
Bell $25  

Snowflake $50 
Shining Star $100 

 
Or  

bring an unwrapped toy or cash with you 
that evening 

     

Beer with a Councilman 
By:  Chic Noll, Desmone & Associates  

 
Dan Gilman is Councilman for Pitts-
burgh’s Eighth District, which in-
cludes much of Oakland, Shadyside, 
Point Breeze, and Squirrel Hill.  Dan 
recently shared his insights on de-
velopment in his district and around 
the city with NAIOP Pittsburgh’s 
Economic Development Committee.  
I caught up with Dan at a popular 
District 8 watering hole to hear 
firsthand his thoughts on working 
with developers, new projects, and 
life at city government. 
 
Q: You have one of the more com-
plex and exciting districts in the city.  
It encompasses large institutions, 
wealthy communities, and areas for 
new ventures.  How do you describe 
your district? 

I represent the economic center 
between Philadelphia and Chica-
go.  We’ve probably had about 
$2-2.5 Billion worth of develop-
ment in the last 10 years, with 
about $500 Million under con-
struction right now, just complet-
ed, or in the final planning stag-
es.  My council district is the 
heart of what the city’s economy 
really is.  It’s the growth at 
UPMC, Carnegie Mellon, and the 
University of Pittsburgh.  It’s the 
growth of the Google’s, the Ap-
ple’s, the incubators and acceler-
ators.  It’s those types of compa-
nies and institutions that are 
growing here. The people taking 
apartment space are young doc-
tors, new tech executives, gradu-
ate students – those are the peo-
ple moving in to the district.  Eve-
rything that Pittsburgh needs to 
be a global city in the 21st centu-
ry is happening in District 8. 

Con’t on Page 3 

Holiday Party 
Thursday, December 4, 2014 

5:30 – 7:30 p.m.  
The Duquesne Club 

NAIOP Members – $0     
Non-Members $50 

Includes Hors d’oeurves & 2 cocktails 
 

RSVP is required by December 1, 2014 



 

Lynn DeLorenzo 

Don Smith 

Randy Forister 

Steve Thomas 

Barry Stein 

 

 

RIDC— Open for Business  
By:  Chic Noll, Desmone & Associates Architects 

 

In 1955, the Allegheny Conference created the Regional Industrial Development 
Corporation of Southwestern Pennsylvania (RIDC). They could never have imag-
ined the ways in which RIDC would play a role in the redevelopment of Pittsburgh 
and its ongoing need for commercial and industrial real estate. Of course, the task 
at hand was very necessary. Cleaning up the brownfield’s and contaminated in-
dustrial sites from the abandoned steel mills was no small chore. As Pittsburgh is 
embarking on a path of accelerated growth and expansion, rivaled only in the sto-
ried history of steel and the Industrial Revolution, RIDC is positioned to assist and 
lead the growing demand for strategic, developable real estate. 
 
In the development of their highly visible projects such as the Almono site, the for-
mer Sony Plant, Innovation Ridge and numerous additional industrial develop-
ments in and around the region, RIDC is taking a more progressive approach in 

bringing these projects to the forefront of available real estate. 
With a strengthened balance sheet and a new teaming ap-
proach to development, RIDC is poised to grow their role in 
bringing new partners and new ideas to that important pur-
pose envisioned back in 1955. 
 
No better leader exists than Don Smith, identified from his 
work at the very core of innovation. Don brought two great 
universities together and their mission of bringing innovation 
to business and economics to real estate development. 
 
Early in his career, Don gained valuable experience with the 

State Department of Commerce and State Office of Planning. He became well 
versed in the intricacies of private and public partnerships. His technical policy 
experience from private sector experience with RAND has kept him focused and 
aware of the importance the private sector plays in any type of structured growth.  
 
Don found one of his most valued learning opportunities in the collaborative un-
dertaking by then Chancellor Nordenburg from the University of Pittsburgh and 
Dr. Jerry Cohen from Carnegie Mellon University.  He was chosen as the first Uni-
versity Director of Economic Development of both Universities. He helped to fos-
ter landing zones for innovation and collaboration that would bring together a 
wealth of innovation and brain power from each university. Organizations like The 
Digital Greenhouse, Innovation Works and the Life Sciences Greenhouse, all hav-
ing benefitted by his economic leadership, were in full operation bringing together 
great minds and fostering innovative, marketable products.   While serving on the 
board of RIDC, Don became acutely aware of the vital role real estate would play 
in catalyzing the growth of organizations such as Google, Disney, Intel and Apple.  
 
With Don’s leadership beginning in 2009, he undertook the task of changing the 
culture of RIDC to one that balanced its economic mission with the reality of need-
ing to meet its financial obligations. Don points out that without the resources 
available to financially stabilize the organization, successful development is a long 
way off. With an invigorated balance sheet, a new platform was begun to help pri-
vate developers share in the experience RIDC can bring to development. As stra-
tegic projects are identified, the ingenuity and resourcefulness of private develop-
ment will be needed to bring these projects to fruition. Don emphasizes that these 
partnerships must include regional and state participation. These agencies and 
leaders are uniquely qualified to assist by bringing their unique resources, both 
financially and structurally, to this new development methodology.  

Continued on Page 4   
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Beer with a Councilman Continued  contôt from Page 1 
 
Q: You have been around this district for a long time, and you ’ve seen a lot 
of development projects.  While you are new to district leadership, you served as 
Mayor Peduto’s Chief of Staff during his tenure representing District 8 on City 
Council.  What would you say is the role of city government in development 
around Pittsburgh? 

I consider myself a pro-growth progressive.  That means recognizing that you 
can be pro-development and pro-growth while holding on to progressive val-
ues.  Every development should meet the three “P’s” – profit, people, and 
planet.  That is to say we need to take care of the environment: strong storm-
water mitigation, green building technology, and be sensitive to what develop-
ment does to our infrastructure.  Taking care of people means paying your 
construction workers well and the workers in the building, and it also means 
being sensitive to the people that already live in the community.  Finally, you 
should be allowed to profit as a developer.  Too often developers and the 
community feel like these principles (people, profit, planet) are mutually exclu-
sive, but I think we’ve proven in this district it’s not true. 

 
Q: How do you help a developer navigate those expectations? 

I’m very hands-on.  I encourage developers to come to me first and I can 
communicate the concerns that I know are out there.  It will save time and 
money in the long run.  Developers should hear, for example, that Shadyside 
is very concerned with traffic on South Negley Avenue prior to their architect 
proposing a design that requires a curb cut that absolutely won’t pass muster 
with the community because of traffic issues.  I can help give the lay of the 
land, guide developers through the community process working with the 
neighbors, and then we can make sure that Government does not become 
the brakes on the project as we go through approvals – zoning, planning com-
mission, permits, utilities, etcetera.  To use a sports analogy, while the first 10 
yards may be difficult, that last 90 can be smooth sailing. 

 
Q:   Can you talk about the interest in development from investors and com-
panies outside of Pittsburgh?  Is that interest as prevalent as we think? 

It’s very prevalent. In my district there are two projects starting or about to 
start with developers out of Atlanta and New York City, and several others 
who have come to Pittsburgh to tour from all over the country.  Corporate in-
terest remains strong as well.  I had a conversation yesterday from a compa-
ny in New York that’s ready to commit to expansion in Pittsburgh in 2015.  
Another company from Boston is seriously considering expansion in Pitts-
burgh in the next two years.  I’ve had conversations with video game develop-
ment companies that are interested in coming to Pittsburgh.  Locally, we will 
start to see companies moving into the city from the suburbs.  In general, the 
U.S. is seeing a shift from suburbanization to urbanization, and more and 
more companies are considering urban locations for their home. 

 
Q:  What issues is the city dealing with now or in the near term that would 
impact developers, either positively or negatively? 

On the administrative side, it’s expediting the permit process.  We need to 
move to the point where it’s managed online, where you can pay with a check 
or credit card, and where developers have access to a round table of public 
representatives, so that when you file for a project you can quickly have ac-
cess to the authorities representing Building Inspection, Planning, water and 
sewer – at the end the developer can have a checklist of what they need to 
do.                                                                                       Con’t on Page 4 
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Beer with a Councilman Continued  conôt from Page 3 
 

There are horror stories of how long things are taking - of having to make four 
separate stops with four separate cashier’s checks – it’s been a real hurdle in 
development.  This needs to be a 2015 process and not one from 1985.  
We’ve made great strides on this in the last nine months and you will continue 
to see more progress in the next six months. 

 
Q:  When is government subsidy appropriate for projects?  

This frustrates some people, but a development that is going to move people 
from one side of downtown to another does not necessarily need government 
subsidy.  It should be used to bring new business, extend a tax base, provide 
affordable housing, or for projects that purely cannot stand on their own, like 
in the case of remediating environmental hazards or protecting historic struc-
tures.  When a developer is willing to take on the extra costs associated with 
remediation or historic preservation, the government can step in and help 
close that gap.  

 
Q:  Let’s talk about the short term: what types of projects would you most like to 
see built in the next few years. 

We need more flexible, co-working space in the city.  We already have great 
accelerators and incubators, but what we need is space for the company that 
today is four people but needs to grow to thirteen next year and to thirty-two 
by the following year.  These companies are really struggling to sign leases.  
They cannot afford now to sign a three year lease for the size of space they 
will eventually need.  There are great models in the U.S. of places that can 
easily accommodate tenant growth within their existing space – to move a 
wall over, move upstairs – we don’t have that in Pittsburgh yet and it’s a com-
mon complaint from start-up companies.  They spend too much time con-
cerned with real estate and it distracts them from developing their technology 
or raising capital.  I’m working really hard to bring that to Pittsburgh.  I also 
think we have some gateway/portal projects that can be very meaningful, like 
the Boulevard of the Allies or Craig Street and Centre Avenue as gateways to 
Oakland.  Those are areas that are underdeveloped given the significance of 
their locations. 

___________________________________________________________________________ 

 

COMPANY SPOTLIGHT   conôt from Page 2 
 
RIDC looks to extend this structure and assistance to the entire region. Don men-
tions that they are very interested in helping all 11 counties in Southwestern 
Pennsylvania understand where they can best use RIDC’s “revitalized” resources 
to support regional growth. Don points out that these future projects must be mar-
ket informed and allow RIDC to bring its unique structure to a project to aid in its 
successful completion. The market segments in which RIDC feels uniquely quali-
fied to support would be in the industrial, technical and manufacturing sectors. 
RIDC feels it is now more willing to do catalytic, speculative projects under the 
right circumstances to assist in bringing available land and square footage to 
market.  
 
Don is working to push aside any outdated perception that RIDC competes un-
fairly with private development. He hopes to champion the collaborative environ-
ment from his past experiences in economic development with Pitt and CMU. 
Such success should not be undervalued as our region is in need of leaders with 
this kind of track record. 
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NAIOP Pittsburgh and CoreNet Pittsburgh  
By:  Mary Margaret McCarthy, A/E Works 
 

Millennials and their Influence in the New Work Environment 
 
On Tuesday, October 14th, NAIOP Pittsburgh and CoreNet Pittsburgh introduced 
us to a fascinating concept - the millennial generation is forcing a shift in our life-
style and the work environment to which we have become accustomed. As the 
discussion unfolded, it became obvious that the impact of this generation will be 
as diverse as its cultural background. With their size outnumbering past genera-
tions, they will have an impact on everything from the choices of where and how 
we will live to how our society moves forward with a declining population. 
 
The presentation entitled "Millennials And Their Influence On The New Work Envi-
ronment" was lead by Ian Anderson, Director of Research and Analysis of CBRE 
Global Research and Consulting.  Lisa Adkins of Gensler, Tyler Noland, of 
PenTrust Real Estate Advisory Services and Michael Sharp of Continental Office 
Environments sat on the panel and contributed to the discussion. They are all 
uniquely qualified and able to provide experiences from their work life and person-
al experience as a part of this millennial generation.  
 
As Ian presented data and statistics of how this new generation of consumers 
would be selecting the places they preferred to live, where they wanted to work 
and at what cost, it became clear that they are not unlike the generations that pre-
ceded them in wanting the best of what life has to offer. This generation is very 
adept at using today’s technology to make choices with a much more educated 
and selective purpose in mind. With access to YouTube, Facebook, Twitter and 
countless other internet resources, social media has significant impact on what 
information the millennial uses to make decisions.   
 
This group of workers is defined as having been born between the years 1980 
and 2000 which means they are from 14 to 34 in age. There is approximately 85 
million millennials and they will represent 75% of the work force by the year 2025. 
They are a diverse population with 40% of them non-white. This generation has 
established a trend of fewer births per mother as the birth rate is on the decline for 
women between the ages of 20 and 29.  
 
According to Ian’s data, they earn above the average worker. Their income aver-
ages $58,000 annually. They seek value and they are socially conscious in their 
work life and their consumer choices.  They prefer to rent a home in the city ver-
sus the suburbs. These apartment homes will have less square footage. They are 
price conscious and prefer to buy through various distribution methods. We might 
even see a resurgence of the specialized retail store. Hat shops, tailors and 
cheese shops may be coming back to the city as this generation would rather 
touch and smell than “pick up”. 
 
When you look at the trends that the developer, designer and planner must em-
brace, Ian points out that transportation will be critical in selecting where they will 
live, work and play. Their career might resemble more of a profession as they pre-
fer a shorter time frame in choosing a place of employment. They want to learn 
and be challenged or they will identify new places to work as they are constantly 
connecting to others within this millennial generation. 
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NAIOP DL 2014 UPDATE 
By: Michael Sharp, Continental Office Environments 
 

“As commercial real estate professionals, our mission is to foster career growth 
through education, philanthropy, and long-term relationships.” 
 
This is the mission statement of the Pittsburgh Developing Leaders. Over the past 
3 years, the Developing Leaders program in Pittsburgh has grown from approxi-
mately 30 members to upwards of 100 members. These members are young pro-
fessionals in the industry under the age of 35. They are the future of the commer-
cial real estate industry in Pittsburgh and are eager to learn from the larger 
NAIOP chapter membership base.  
 
We are coming to a close of another very successful DL year. In 2014, we really 
tried to dig deep into the heart of our mission statement. The year has been filled 
with great successes. Below are some highlights from our year. 
 
“An Evening with Kevin Acklin” 
The event welcomed over 100 industry professionals onto the terrace at 
ReedSmith as the Mayor’s Chief of Staff, the City’s Chief Development Officer, 
Kevin Acklin discussed current issues that the new administration is working on, 
future initiatives, and talked about the future of real estate in Pittsburgh. 
 
NAIOP Mentor Program 
The program selected 12 DLs from a group of applicants. These individuals were 
paired with some of Pittsburgh’s most powerful real estate professionals for a total 
of 9 months. The mentors were on a rotating monthly schedule with each of the 
mentees. The program concluded this past fall and was a huge success. The 
feedback that was received from both the mentees and the mentors was extreme-
ly positive. The experience to develop both personal and professional relation-
ships with the best and brightest in the Pittsburgh market is an opportunity that 
should not be missed. The new mentor class will be underway shortly. 
 
Networking Happy Hours 
These bi-monthly happy hours are designed to provide the newer DL members a 
chance to kick back, relax, and meet some of the other DL members in Pitts-
burgh. These events are very informal and are at the root of our DL growth as 
each member is encouraged to bring a friend or colleague. These networking 
happy hours are a great way to meet new members with no pressure. 
 
Philanthropy 
For the past few years, the DL group has partnered at least twice a year with Hab-
itat for Humanity Greater Pittsburgh. A group of 15-20 volunteers spend a Satur-
day in the spring and fall working on a house construction project for an area fam-
ily in need. This is a great event and will continue to grow as the DLs continue to 
help those in need. In addition to our Habitat events, the DLs also hold 2 annual 
events: Bowling Fundraising event for Circle C and an annual 9-Hole Golf Outing. 
Both events yield well over 75 participants with proceeds going to charity. 
 
As the DLs begin to close out the 2014 year, be on the lookout for upcoming 
events and come meet the future of the industry! 

Page 6 Volume 11—Fall 



 

 
 
 
 
 
 
 
 
 
 

  

SAVE THE DATE 
 

MARCH 5, 2015 
David L. Lawrence Convention Center 

 
 

Sponsorships Available 
Contact Leo 412-780-3424 

Page 7 Volume 11—Fall 

MENTOR PROGRAM WRAP-UP 
By Mary Margaret McCarty, AE Works 

 
The NAIOP Pittsburgh Chapter recently wrapped up the first year of the Mentor 
Program, a great opportunity connecting young professionals with industry veter-
ans. The program’s inaugural class included 13 Mentors and 12 Mentees from 
the Developing Leaders group. Each month, Mentees were matched with a dif-
ferent Mentor to meet with for an informal exchange fostering professional and 
personal growth.  
 
The inspiration for a formal Mentor Program came about during a break out ses-
sion focused on Developing Leader mentoring initiatives at the 2013 NAIOP Na-
tional Meeting in Washington DC, attended by Dan Puntil and Tyler Noland. 
Chapter President Dan Puntil was excited to bring this idea to Pittsburgh, “I am a 
firm believer in giving back to your community and industry.  I think it is important 
that NAIOP takes a leadership role in giving back to the Pittsburgh real estate 
industry.  Providing an opportunity for our young men and women in Commercial 
Real Estate to get exposure and input from some of the leaders in our industry is 
a great start.” There has been a lot of positive feedback from those who partici-
pated in the program’s first year and it was a great learning experience for both 
the Mentors and Mentees.   
 
Tyler Noland served as the program’s Developing Leaders Representative and is 
looking forward to growing the program successfully over time, “I don't think 
these things have a blueprint. Most good programs change and evolve over 
time, sometimes in ways no one anticipated.  I hope it improves year after year, 
and I hope that's driven by the participants who go through it.”  
 
The Pittsburgh commercial real estate community has always had a strong rela-
tionship network, and both Dan and Tyler know firsthand the value of having 
mentors to learn from throughout their careers. Dan has learned from many in 
the industry along the way, “Over my 28 years in commercial real estate I have 
had the good fortune of working with many bright, talented and successful peo-
ple.  The fact is you learn a little bit from everyone.” Tyler adds, “My father taught 
me the value of surrounding yourself with good people. Hopefully the Mentor 
Program is a way for people to do that.”  
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KU RESOURCES 
 
Robert Kowalkowski joined KU Resources as a Senior Project Geologist.  He will 
be responsible for managing and implementing environmental consulting and 
remediation projects.  He has a M.S. in Geology/Environmental Geology and a 
B.S. in Geology, and brings over 16 years of environmental geosciences experi-
ence to the firm.  His background includes plan writing, client management, mon-
itoring well installation and decommissioning, groundwater sampling, soil sam-
pling, data reduction analysis, field maps, and development of geologic cross 
sections and profiles.  Bob brings to KU Resources his certifications and licenses 
in manufactured and field constructed above-ground storage tanks, underground 
storage tank removals, and as an asbestos supervisor. 
 
KU Resources, Inc. was formed in 1997 to provide environmental management 
and site development engineering services to commercial, industrial, and gov-
ernment clients. 
____________________________________________________________________________ 

R.A. Smith National, Inc. 
 
A  multi-disciplined civil engineering and surveying firm – Brookfield, Wis., has 
expanded its structural services division. On Friday, August 22, R.A. Smith Na-
tional, Inc. purchased selected assets of the structural engineering practice of 
Arnold & O’Sheridan (A&O), Inc. from a secured lender.  
 
R.A. Smith National has expanded its structural services to include structural de-
sign of facilities and parking structures in health care, higher education, justice 
and security, corporate, commercial and civic markets. These services will com-
plement the firm’s existing capabilities in public infrastructure (bridges, 
wastewater treatment facilities, retaining walls and other), as well as structural 
health monitoring.  
 
As a result of this transaction, the firm has hired the 11 individuals from A&O’s 
structural group, bringing the division total to 13. R.A. Smith National’s structural 
manager, Scott Ginal, P.E., S.E., has been promoted to director of structural ser-
vices. Scott will lead the expanded structural services division. 
___________________________________________________________________________ 

SAI Consulting Engineers 
 
This year is the 50th anniversary of SAI Consulting Engineers, Inc.  As a Pitts-
burgh, Pennsylvania-based firm, SAI launched its civil transportation engineering 
operations with assignments for highway and bridge design and bridge inspec-
tion in 1964.  Since then, they have grown from a handful of employees to an 
employee-owned corporation that is one of ENR’s top 500 Design Firms with 
over 150 employees in three offices located in Pittsburgh and Harrisburg, Penn-
sylvania, and Kissimmee, Florida.   
 
“This is a truly meaningful occasion for our firm and for all of our employ-
ees.  Since our humble beginnings, SAI has built a reputation on meeting our 
clients’ needs and providing true value in the services we offer.  I know I speak 
for everyone when I say we are very proud of the many accomplishments that 
we have achieved over these 50 years, and we look forward to many more years 
of successful projects and satisfied clients,” says Donald V. Gennuso, P.E., 
SAI’s CEO.   
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BURNS & SCALO REAL ESTATE SERVICES INC.  
Regus, the world's largest provider of flexible workspaces, has leased 14,000 
square feet at Zenith Ridge 2. The new office building under construction in 
Southpointe by Pittsburgh based Burns & Scalo Real Estate Services, Inc. 
(BSRES) will be home to Regus' latest project and will include offices, meetings 
rooms and access to its business lounges on flexible terms.  
  
Regus is at the forefront of the industry as shared workspaces become increas-
ingly popular, especially in Pittsburgh. "The entire Pittsburgh market has been 
one of the strongest performing office markets in the country and continues to 
see explosive growth," said Jeff Doughman, Executive Vice President, Regus-
North America. "Our current centers have maintained near 100% occupancy and 
the addition of a new center in Southpointe will complement our coverage in this 
dynamic market."  
  
Globally, Regus is home to a growing community of businesses that range from 
Fortune 500 giants to start-ups and entrepreneurs.  The common theme 
amongst Regus' clientele is no matter the size of the company, today's mobile 
workers want access to secure technology, business services and different 
workspaces that allow them to boost their productivity.  
  
The Zenith Ridge 2 project features a 150,000 square foot, five-story, LEED and 
Class G dual certified office building.  Regus will occupy the first floor once con-
struction is complete. Development at Zenith Ridge 2 is indicative of South-
pointe's dynamic expansion and will enable Regus to provide its clients premier 
office space. "For several years, I have seen a large demand for shared office 
suites in Southpointe and Regus is now capturing that audience by providing a 
first class facility in Zenith Ridge 2," stated Kelley Hoover of BSRES. "Zenith 
Ridge is steps away from two hotels and the new Southpointe Town Center, the 
perfect location for any business."  
  
Regus' new center will have a mix of open spaces purposely designed for col-
laboration, along with offices and meeting rooms for individuals who require a 
more private environment.  Regus was represented by CBRE broker Jamie 
Pivarnik. 
 

FirstEnergy 
Pennsylvania Utilities’ Bonus Rebates are Back.  Bonus rebates available for 
Government, Institutional and Non-Profit customers.  FirstEnergy’s Pennsylvania 
utilities (Met-Ed, Penelec, Penn Power and West Penn Power) are offering gov-
ernmental, institutional and non-profit customers a bonus cash incentive for en-
ergy efficiency projects for a limited time.  From November 1, 2014, to April 30, 
2015, they are offering a bonus rebate of $0.02 per kWh saved for lighting pro-
jects and non-lighting projects. 
 
Combining the standard $0.05/kWh rebate plus a bonus of $0.02 per kWh saved 
on all lighting and non-lighting projects means a total rebate of $0.07/kWh**. 

To qualify for this limited-time bonus incentive program, new applications must 
be paid or pre-approved, starting November 1, 2014, through April 30, 2015, and 
must be submitted via FirstEnergy's Pennsylvania utilities' application portal by 
visiting energysavePA-business.com and clicking “Apply Now”. 
 
More details on the bonus incentive can be found at energysavePA-
business.com.  
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Rosslyn Commons 
333 Baldwin Road 

Pittsburgh, PA  15205 

Phone: 412-928-8303 
Fax: 412-429-2645 

E-mail: melodee@naioppittsburgh.com 
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Mary Margaret McCarty 

Nate Phillips 

Kyle Prawdzik 
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Interested in joining the 

Marketing  Committee, 

please contact  

Leo Castagnari  

leo@naioppittsburgh.com 

or  

Maureen Ford 
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WELCOME NEW MEMBERS 

 

Principle Members Wanted 
 
NAIOP Pittsburgh is continuing a contest to get Principle Members into the 
Chapter.  As a member of the Chapter you know the benefits of education, net-
working and advocacy that it provides. 
 

YOU ARE THE BEST "SALESPERSON" FOR CHAPTER MEMBERSHIP 
 
The rules are pretty simple.  You must secure three new Principle Members by 
December 31, 2014.  If more than one person does so the person securing the 
highest number of memberships will win 10 complimentary registrations to ei-
ther Night at the Fights or the 2015 NAIOP Pittsburgh Banquet.  If there is a tie 
the winner will be picked at random. 
 
For your information a Principal Full Member is the first individual employed by 
an organization whose primary business is development, ownership, asset 
management or investment in industrial, office, mixed-use or related commer-
cial real estate. 
 
A Principal Affiliate Member is the second or third individual employed by the 
Principal firm, whose primary business is development, ownership, asset man-
agement or investment in industrial, office mixed-use or related commercial real 
estate, where all members belong to the same chapter.  Developing Leaders do 
not qualify as the second or third members. 
 
A Chapter-Based Corporate membership is for the fourth or subsequent individ-
ual employed by the Associate or Principal firm and all firm members belong to 
or are joining the same chapter.  Contact Leo Castagnari or Melodee Bright 
with any questions or membership materials. 

WƻƴŀǘƘŀƴ . DƭŀƴŎŜ [ŀƳƛ DǊǳōō !ǊŎƘƛǘŜŎǘǎ 

¢ƻŘŘ [Φ tŜǊǊƛƴŜ {ƛŜƳŜƴǎ LƴŘǳǎǘǊȅ LƴŎΦ 

Iƻƭƭȅ  /ƘǊƛǎǝŜ {ǘŜǇǘƻŜ ϧ WƻƘƴǎƻƴ t[[/ 

5ŀƳƻƴ  wƘƻŘŜǎ [ŀǊǎƻƴ 5ŜǎƛƎƴ DǊƻǳǇ 

¢ƘƻƳŀǎ  CǊŀƴƪ YŜǊƴƛŎƪ !ǊŎƘƛǘŜŎǘǳǊŜ [[/ 

wƻōŜǊǘ  5ŜbŀǇƻƭƛ ¢ƘŜ .ƭǳŜ .ƻƻƪ 

5ŀƴ  DŀǊŎƛŀ .ƻǿƳŀƴ /ƻƴǎǳƭǝƴƎ DǊƻǳǇ 

5ŀǾŜ  aŎaǳƭƭŜƴ CǊŀƴƧƻ /ƻƴǎǘǊǳŎǝƻƴ 

.Ǌƛǧŀƴȅ ²ȅƴƴŜ aŀǊŎƻǧ ¦ƴƛǾŜǊǎƛǘȅ ƻŦ tƛǧǎōǳǊƎƘ 

WƻŜ aΦ ±ŀǊŀŎŀƭƭƻ 5ŜǾŜƭƻǇŀŎ LƴŎΦ 

5Φ /ǊŀƛƎ  wǳǎǎŜƭƭ /ƭŀǊƪ Iƛƭƭ t[/ 

aƛŎƘŀŜƭ wΦ {ƘŜǊƳŀƴ /ƭŀǊƪ Iƛƭƭ t[/ 

YŜǾƛƴ w {ǇŜƴŎŜ /ƛǝȊŜƴǎ .ŀƴƪ ƻŦ tŜƴƴǎȅƭǾŀƴƛŀ 

CǊŀƴŎŜǎ  ¢ƛǎƘ ¦ƴƛǾŜǊǎƛǘȅ ƻŦ tƛǧǎōǳǊƎƘ 

.ƛƭƭ  tŀƭƳŜǊ CƛǊǎǘ bƛŀƎŀǊŀ .ŀƴƪ 

WƻǳǊŘŀƴ  ²ƻƻŘǊǳũ aƛƭƘŀǳǎ 

!ƴƴ  {ŜƪŜƭȅ t{L 

YŜǾƛƴ !Φ .ǊŜǧ [Ŝƴƴƻƴ {ƳƛǘƘ {ƻǳƭŜǊŜǘ 9ƴƎƛƴŜŜǊƛƴƎ LƴŎΦ 


