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THE WHY:

CURRENT MARKE T DATA

LEASING ACTIVITY: ASSET CLASS COMPARISON

Vacancy Rate

Comparison:

CLASS A
ASSETS

CLASS B
ASSETS

METRICS ARE NATIONAL
AVERAGES ONLY AND
REPRESENT DATA GATH-
ERED FROM Q2 2024

IH=0D

75"

of all leasing
activity is being
driven by

Class A/ Trophy
assets, which
represent only
25% of office
inventory on
average.

— AVISON YOUNG | 02 2024

10700

CLASS A LEASE TERMS:

30 mos

CLASS B LEASE TERMS:

Average lease
terms for Class A/
Trophy Assets are
nearly two years
longer in duration
compared with
their Class

B peers.

— CBRE[02 2024

25"

of new leasing
activity is
occurring in
new amenitized
Spec suite and
turn-key office
environments.

— CBRE 02 2024



THE WHY:

THE RIGHT AMENITY MIX

INCREASING QUALITY AND DRIVING
RENTAL PREMIUMS DIFFERENTIATION IS KEY OCCUPANCY RATES

Roof Terrace or o
Sky Terrace 5'2 /°

) 4
+23.3MSF -b0wmsF

Courtyard with 3 50/0

Outdoor Seating

Fitness Center with o
Shower Facilities 2-9 /0

(L:Eﬁ?ﬁed 2.8% Occupancy rates Occupancy rates of
of highly amenitied other urban Class
gf;t?::rging 2.2% buildings since A buildings since
the onset of the the onset of the
pandemic have pandemic have lost
Rent Premium to Class A in same Buildings with just Buildings with a gained 23.3msf. more than 50msf.
submarket (%) a fitness center fitness center plus
generatea 0.5% shower facilities
rent premium over carrya2.9% rent
peer assets. premium over
peer assets.

|_|ED JLL - Amenitized buildings generating higher rental rates and occupancies | 02 2024.



THE WHY

CURR

| DATA

NT MARK

2023 vs 2024

ANNUAL OCCUPANCY AND RENTAL RATE COMPARISON
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0%

POSEaT 1U30J3d

DENVER DETROIT LOS ANGELES NEW YORK SAN DIEGO SAN FRANCISCO
t(Cherry Creek

DALLAS

CHICAGO

Submarket)

Class B/C
Assets

Class A/
Trophy Assets

Market Data Providers: Cushman & Wakefield, CBRE, JLL, ULI, Avison Young, Cressa, NAI Hiffman (02/3, 2024).
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THE HOW:

TRANSFORMING YOUR SPAC

Services Offered Our Process
* Workplace Strategy | POSITIVE IMPACT
 Comparative Market Analysis
Critical Integrated Design
* End User & OCCUpant Surveys Thinking Practice Excellence
S Programming & Planning ¢ Question and resolve . S:rir:siﬂg ;(:rlrl]a:g;a\’;;th e Measurable results

our partners

* Feasibility Studies & Concept Development
e Cost Benefit Analysis
* Phasing Plans

Strategies Results

* Experiential Graphic Design
e Zoning & Code Analysis

Why How What

o Make optimized, e Leverage our diverse o Deliver positive impact
informed decisions expertise to to the project
create solutions

1=



THE HOW:

More Tech
Integration Visibility/Transparency
Amenity Matrix | 10/12/2022 outdoor s
r Space
Tenant Lownge Fitress Center Conference Cerer Food Dpticns Dther Ratings Lobby as an Create Community
ll!l—-l‘h-chlnmﬂ-: suT | Il"'lh.:.-' ::h‘:l—-;;h l:;.::t ll—wt-n::i—lm-w Mml"f’
e Dedicated Tenant
155 N. Wacker |wne| s Amenities Customized
151 N_Franiin | == | =
191 N.Wacksr | == | =
10N Wackar [une | s
One Morth Wacker |==| =
g 161 N Clark |raem | 48
E Wilis Towar n
E The Franklin | | Transparency
(Citadel Cantar |wes | =
00N, LsSaba [wem | Flexible Space
71 South Wacker |[we=|
AON Cantar [me | &= Creating
Tha 01d Past Offica | e[ n 'II-':::I::: Community Tech Tenant
- River Paint | | = Knowledge Program with Integration Lounge
s 150 M. Fiverside [ | = & & Lackingin
§ Bank of Amarica Plaza | = | = purpose Acti Amenities
Fr—— | Love lobby & Lively ve
BMO Tower |wm=| = arcade seating Relaxation
E—— Slightly small
- P T p— oy ., conference center
8 Fitness Center doesn't
H Fulton Market East | = | u provide enough service & fitness center
222 Broen Strapt | mm | ® (hours, cost, quality)
[
2 The Spiral |l Aged / Monolithic Many buildings are
One Vandertt [mem | = lobby design moving their
an [ am [wn [ms [wn |am = o [ o [om | e o o o e e | [ Lo Bl il B amenities to upper
m-:u—m-: h-—mr-— ::'l-lﬂ ::I::h;ll-;:' hm:.: El-aul—w:n::m Stackﬂoors
Tense Lownge Fitrvess Center Canferance Center Food Dptiors: Oiher Ratings Security, Security,
Big Picturs Big Picturs Big Picture Security
155 bas 2am o T oSt
common Tast Loenge
avenite Do Dae
L
e W e
negpenturty 0 oty
[ ] L]
Comparative Market Analysis End User Survey and Engagement
| RISK GRADE COMPETITIVE ANALYSIS RESULTS GRADE (50%) AGGREGATE
GRADE
€OST CONSTRUCTABILITY LOGISTICS TOTAL TRANSPARENCY ACTIVE CREATE COMMUNITY  FLEXIBLE SPACE RELAXATION TOTAL (WEIGHTED)
SCHEME A Existing Ameaity Imarovements |‘l {! 3 ‘ ’7 3 ‘ 9 | 4 ‘ 2 H 2 H 2 ‘ 15 16
SCHEMEB Loval 4 Amenity Adition [! 3 3 8 | _ 4 = 21 19
oo e RN s s || o ; 3 5 oo ||
SCHEME €2 Leval 28 Amanity Addition _ _ 3 6 | | 4 3 ‘ 2 H 2 ‘_ 16 14 Key - Compromised Performance
Acceptable Performance
pee——ll | IRl [ 3 ‘ « o || w L —
3 Average Performance
soec reisoeoee N s v 1 | s s S s || v S s
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Cost Benefit Analysis



THE HOW:

TRANSFORMING YOUR S

MAPPING "A DAY IN THE LIFE"

1=

4 >

Alexis

Tenant | GenZ | Legal Services

Alexis is a talented patent
attorney who relishes quiet
focus space and private
office environments to
complete legal briefs and
and confidential client
discussions. Being client
centric, she values dedicated
conferencing spaces where
she can host and present to
clients. In her free time she
enjoys health and wellness,
dedicated fitness and
outdoor activities

with friends.

Food Service
Lounge
Conference
Wellness
Outdoor Amenity
Leasable Space .

PAC

Alexis's Work Day

7:30 AM

Alexis arrives early to grab coffee and
fruit from the lobby café before heading
the Conferencing Floor to prepare for an
8:00 AM client presentation.

9:30 AM

After a 30-minute meeting in the office
with her paralegal to review client
contracts, she heads to the fitness
center for a 30-minute spin class prior
to her late morning meetings and client
lunch.

10:15 AM

Alexis heads back to her office for a
scheduled meeting with both in-office
and out-of-state colleagues to strategize
on anew international business client
account.

11:45 AM
Alexis heads down to the outdoor cafe for
lunch with a prospective client.

5:45 PM

Alexis heads to the new pickleball courts
for a fun, competitive game between
industry friends and colleagues.




THE HOW:

TRANSFORMING YOUR SPACE

MAPPING "A DAY IN THE LIFE"

Bill's Work Day

6:30 AM
Bill hits the gym for a workout to energize
the start of his day.

B . I | 8:00 AM
I Bill meets with his senior account
Tenant | Millennial | Financial Services Professional management team for their weekly
y i . ) roundup over breakfast
Bill is a Senior Vice President in the lobby cafe.
at a.flnanm.al serwces.flrm. 10:00 AM
He is classic type A: high Bill heads to the conference floor for a
dedication hlgh energy He new client presentation and executive
) ! M team introductions.
Is always on the move leading
his team, serving his client W oA
. Bill heads to his office for a one-on-one
accounts, and coIIaboratlng Food Service meeting and some focus time at his desk.
with fellow executives. He Lounge .00 PM
works hard, plays hard, and e Bill heads to the lobby restaurant with
somehow finds time to coach LLelEss the VP of Insurance Subaccount Sales for
Outdoor Amenity aclient lunch.
yOUth SOcCcer. Leasable Space .

3:00 PM

Bill heads to the roof deck for a one-on-
one with his peer to discuss a new in-app
sales feature.

5:15 PM

Bill dips in for a quick drink with
colleagues in the lobby bar before
heading home.

1=



THE HOW:

TRANSFORMING YOUR S

MAPPING "A DAY IN THE LIFE"

1=

I s

Guest | Gen X | Consultant

Lizis an entrepreneurial
independent consultant
who founded her own firm
mid-career. Her home is
her office, but she is often
on-the-go visiting clients,
giving lectures and leading
workgroups, and securing
new contracts.

Food Service
Lounge
Conference
Wellness
Outdoor Amenity
Leasable Space .

PAC

Liz's Work Day

9:00 AM

Liz arrives early for a meetingin her
clients office, she grabs coffee in the
lobby on her way up.

9:30 AM

Liz arrives in her client's office and meets
with their team in one of their huddle
rooms.

10:45 AM
Liz heads to the rooftop café to take a
few calls before her lunch appointment.

12:00 PM
Liz meets a client for lunch in the lobby
restaurant.

2:00 PM

Liz heads to the conferencing floor for a
meeting of Project Management Institute
(PMI), hosted by one of the firms who
lease space in the building, where she is
a guest speaker.

4:30 PM
Liz caps off her day with drinks with her
peers from PMI.




THE HOW:
ACTIVATED
TENANT
- XPERIENCES

Consider creating a mix of

social and quiet spaces that
accommodate workout,
conferencing and lounging and that
are activated by food and beverage
and engaging programming.

According to a study by JLL, by 2025, properties that
incorporate a diverse roster of amenities will experience 12%
higher demand from tenants versus their plain commodity
counterparts.

IH=0D
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Our team of Experiential Graphic
Design experts will help you

evaluate and deploy a strategy that
enhances the tenant experience

while differentiating your asset in

the marketplace.
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THE HOW:

WILLFUL
WELLNESS

For building owners and investors,
Willful Wellness means providing
the amenities and services that
today’s workers demand.

Thisisan opportunity to make
tenants feel safe, energized, and
loyal to your property with quiet
areas, connections to nature,
views, and access to plentiful
natural light, air, rotating or in
residence fitness and health
programming.

IH=0D




THE HOW:

WORK INSPIRING

LIV

- &

PLAY

In a competitive leasing landscape
it is essential for a building asset to
serve a multitude of functions

to provide tenant value and keep
them engaged with the property
inside and outside of work hours.

Consider opportunities to re-
purpose and add value for other
uses like entertainment, higher

education, experiential pop-ups,
high end dining or sporting venues.

IH=0D
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USX TOWER REPOSITIONING

DRIVING
RESULTS

HED's redesign of 88,000 SF at
U.S. Steel Tower—adding tenant
lounges, fitness areas, cafés, and
spec suites—has driven a surge
in new leases and occupancy.
The tower is now positioned

as Pittsburgh's premier office
destination.

Cushman & Wakefield:

"U.S. Steel Tower isideal for
forward-thinking tenants, offering
unmatched amenities and location
to meet the demand for modern,
flexible workspaces."
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READY 1O UNLOCK VALUE? LET'S TALK.

Leonora Georgeoglou Tim Gawel Rebecca Swanner Dan Ringler Sarah Davis
Igeorgeoglou@hed.design tgawel@hed.design rswanner@hed.design dringler@hed.design sdavis@hed.design
312.324.7492 248.233.0159 213.542.4585 619.398.3808 248.262.1629

Business Leader | Workplace Sector Leader | Workplace Sector Leader | Workplace Sector Leader|Workplace Workplace Strategist
Chicago Detroit Los Angeles San Diego Detroit

Kelli Herman

Ashley LaRocca

Jeff Joerling Patrick Slattery

1=

alarocca@hed.design
214.310.7333
Strategy & Development

Leader|Workplace
Dallas

kherman@hed.design
248.262.1517
Strategy & Development

Leader|Workplace
Detroit

jjoerling@hed.design
720.389.3605
Strategy & Development
Leader|Workplace
Denver

pslattery@hed.design
312.674.6913

Strategy & Development
Leader|Workplace
Chicago
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