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BY KYLE OLsoN, REAL ESTATE FREELANCER

t is not news to anyone that
Michigan faces some of the most
challenging economic condi-
tions of any state in the country.
Much of the direct impact for the
last several years sidestepped the real
estate industry until recently. But
the job losses, company closures, and
general uncertainty have begun to
take their toll on real estate industry
in the form of long listing times and
significant concessions in both sell-
ing prices and commissions. Add
to that an apparent indifference to
businesses and individuals shown
by the legislature in passing tax in-
creases. That particular indifference
was underscored by the repeal of the
service tax and replacement of the
“lost” revenue with a “surcharge” in
the new Michigan Business Tax.
Many commercial REALTORS®
have been critical of the new tax, and
adding a “surcharge” as an easy way
to bring more taxes into the govern-
ment just adds insult to injury. “...
the new instability created by the
new Michigan Business Tax (MBT)
is a real impediment to progress and
growth. Users are cautious to com-
mit as they wait to see the impact
of the new tax,” said Chris Becker-
ing, a member of the Office Group
for Grubb & Ellis Paramount
Commerce in Grand Rapids.

The seasoned REALTOR®,

whether residential or commercial,
will tell you that there are cycles
in every industry and if you can
survive these times, you can be
successful at any time. Instead of
bemoaning the situation, success-
ful professionals find ways to turn
the situation to their advantage.
The impact of MBT on com-
mercial real estate means vacant
warehouses and factories, a glut of
empty office space, and low demand
for new development. So how do
those who are in the business for
the long haul make it through the
down times? It depends on who
you ask and the makeup and dy-
namics of their local economy.
“Real estate is a cyclical business.
This is nothing new. We are past
the lowest point and I see a slow
but steady increase in industrial us-
ers. The next peak in our market
should be in 5 to 7 years,” predicts
Rick Birdsall, a sales associate in
the Industrial Properties division of
Signature Associates in Southfield.
Rolling with the times means be-
ing flexible. “I have expanded my
business into other areas of com-
mercial real estate,” Birdsall also
stated. “Success has been made in
industrial redevelopment and urban
infill sites.” He is currently working
with a robotics manufacturing user, a
number of small start-up companies,

and a LEEDs green development.
Jim Olsen, an associate broker with
Signature Associates in Muskegon,
said, “We continue to work smarter
and take a different tack than in a
good market. You have to be more
aggressive in finding buyers, and
the sellers have to be educated on
the market. Sellers and landlords
are making concessions that are not
made in a strong market, so we have
to structure deals to fit the times.
Chris Beckering believes percep-
tion has become reality when it
comes to the economic conditions of
Michigan. “The Grand Rapids office
market continues to experience mod-
est net absorption despite the closing
of mortgage companies, user hesi-
tance due to a negative tax environ-
ment for businesses and completion
of new construction projects,” he said.
When asked how his area is adapt-
ing, Beckering said, “Community
stewards are teaming strategically
with generous benefactors, develop-
ers, and local units of government
to facilitate creative and visionary
public/private partnerships. The
continued private investment, phil-
anthropic support and growth of
the life sciences industries drives
growth on the west side of the state.”
Grand Rapids is fortunate to have
several benefactors that are investing
in projects to revitalize the downtown
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mately 17 percent, Detroi¥
over 20 percent, and Kalama$
at over 22 percent. The nationa
average was about 14 percent.
The percentage of vacant indus-
trial property was also above the
national average (7 percent). Of
Michigan statistics, Grand Rapids
had 9.5 percent vacancy, Detroit
13 percent, and Kalamazoo was
also the highest at 19 percent.
As far as a forecast for 2008, an
article in Crain’s Detroit Business

getting back to basics is more creative

ake you stronger!
es are good for custom-
Milliken, “our business
vice business, and the secret
uccess is providing better ser-
ice...and working a longer day.”
Creativity, optimism, personal
service, and hard work are key at-
tributes to surviving in Michigan’s
economy today. Those are also
attributes that will keep buy-
ers and sellers coming back to
use REALTORS®, no matter
the shape of the economy. MAR
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