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The national economy in 2003 began with a slow start as continued
economic uncertainty was compounded by the looming war with Iraq.

These circumstances combined to constrain corporate America’s capital expenditure decisions. Despite that the
national recession officially ended in November 2001, the economy continued to shed jobs through 2003 and many
dubbed it a “job loss recovery.”

The national economy was a study in contrasts in 2003, continuing the decline, striking bottom, then breaking the
grips of recession and beginning its recovery. The first half of the year saw the economy grow at a sluggish pace,
while continuing to shed jobs. Even with interest rates and inflation at historically low levels, the economy continued
to suffer from weak capital investment by the business sector. Uncertainty leading up to the Operation Enduring
Freedom caused many consumers and businesses to postpone expenditures until the geopolitical climate improved.
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Despite the overall sluggishness, certain sectors of the economy
extended their strong performances into 2003. Sustained low
interest rates maintained the boom of home purchases and
refinancings begun in 2002, and consumers continued to prop
up the economy through purchases of new electronics,
automobiles, and home furnishings; many taking advantage of
zero percent financing incentives being offered.

Mid-year 2003 saw the economic recovery begin to pick up
steam with third quarter annualized real Gross Domestic
Product growth of 7.2 percent. As consumers maintained their
level of spending, businesses began hiring again and investing
dollars into capital projects, and the federal government
continued to increase spending on various defense and
homeland security measures. All of these activities reignited a
sluggish national economy and have laid the groundwork for
continued and accelerated growth in 2004.

Over the past few years, automotive manufacturers have
invested billions of dollars and now employ over 150,000
workers in the Southeast and that pace does not show any sign
of letting up. However, competition has been stiff among the
Southeastern states for these facilities, with the State
governments offering up generous incentives. Reports indicate
Ford Motor Company is negotiating with Georgia to open
another manufacturing facility and among other incentives the
State will use part of an $80 million bond offering to fund the
purchase of the land for the plant. Nissan is investing $250
million in its Murfeesboro, Tennessee facility to produce its
Pathfinder sport utility vehicle, boosting Nissan’s investment in
Tennessee to $2.75 billion. Honda completed a $400 million
factory outside Birmingham, Alabama in 2001 and the next year
expanded it to almost triple the size. Daimler-Chrysler and BMW
recently expanded their respective facilities in Alabama and
South Carolina, more than doubling initial capital investment in
both locations. Daimler-Chrysler chose a site near Savannah,
Georgia for its newest manufacturing facility, mainly due to the
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State of Georgia offered a $322 million incentive package. But, those plans were recently postponed indefinitely by
the company. Although not in the Southeast, Toyota announced it has chosen San Antonio, Texas the site for
construction of the $800 million Tundra plant.

The annual G8 Economic Summit, a meeting of the leaders of the eight major industrial nations, will be held at Sea
Island, Georgia next June. State officials expect the economic impact from this one event to be $300 to $500 million
to the areas along the Georgia coast. And, it will focus much international attention on the Southeast.

As expected for the five southern states in this forecast, Georgia, Tennessee, South Carolina, North Carolina and
Virginia, the outlook for an accelerated recovery is good. With a total population of 33.6 million and 17.3 million
employed, the Gross State Product for the five-state region (Year 2001) measured $1.146 trillion or 11.3 percent of
the national total. The unemployment rate for the region stood at 5.0 percent, a full percentage point below the
national average.

Atlanta led the charge by creating more than 65,700 jobs in the 12 months leading up to September 2003, more than
any other MSA and almost triple of the next highest MSA, Las Vegas at 23,700 new jobs. However, as Atlanta
experienced substantial job losses during the recession, the area has tremendous ground to regain.

The State of North Carolina ranked top on Site Selection Magazine’s Business Climate rankings. Charlotte’s key
industry driving the market remains financial services. As home to Bank of America and Wachovia, this financial
sector provides over 20 percent of area jobs and added jobs at the rate of 2.2 percent over the 12 months prior to
September 2003. But as Charlotte has grown, it has diversified its economic base making it much less vulnerable
than in the past.

Forbes Magazine recently ranked Raleigh-Durham third on its list of Best Places for Careers and Business. And,
The Milken Institute ranked Raleigh-Durham as the 12th best performing city in the nation, up from 20th the previous
year. Employment within in the Triangle Region is highly diversified, although services, government, retail and
wholesale trade, and manufacturing are the most significant sectors.

Columbia, the South Carolina State capital, is another fast growing southeast market showing an increase in
population of 19% since 1990. Unemployment is low at 4.2 percent, 140 basis points below the national average.
However, the area lost 8,200 jobs over the 12-months preceding October, 2003.

It has been announced that Greenville will be the home of Clemson University’s International Center for Automotive
Research. The research campus will house a graduate engineering center, state-of-the-art research and testing
facilities and private industry R&D operations, and is being backed by BMW, IBM, Clemson University, and local
governments. The ICAR campus will prove to be a boon for Greenville’s economy over the next decade.

With unemployment at 3.9 percent, rising job growth and positive net absorption in all property types, Nashville has
already begun to show signs of recovery. Nashville has a well diversified economy that has allowed it to weather the
economic downturn gracefully.

Memphis is in the midst of a revitalization unlike most others, in that this transformation has been led by residential,
not commercial development. And, much of the focus has been along the area fronting the mighty Mississippi River,
led by the Riverfront Development Corporation. The momentum of the revitalization efforts are leading to a renewed
corporate focus on the Memphis CBD.

Richmond economy is on the road to recovery with its unemployment rate is down to 3.7 percent, 190 basis points
below the national average and job growth has been positive. Richmond is home to six Fortune 500 companies and
has been ranked one of America’s hottest cities for business relocation by Expansion Management magazine. e
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While the recession is in the rearview mirror, the road to
recovery has been long and flat. And as a lagging
indicator, the Atlanta office market is not likely to
experience sustained growth until late 2004.

Despite signs of economic improvement, Atlanta’s office market will only
experience slight, steady improvement in 2004 and will not return to

equilibrium until at least 2005. Through the end of 2003, Atlanta’s office market continued its downward slide with
vacancy rising for nine straight quarters. According to local economists, the recession in Atlanta ended in April 2002,
but the recovery has not been vigorous. And since the office market tends to lag the overall economy by 12 to 18
months, the office market will not experience a full recovery until late 2004 and into 2005.

Market at a Glance
2003 Year End

CBD Suburb. Total

Rentable* 16,584 123,123 139,707
Vacant* 2,833 28,466 31,299
Vacancy Rate 17.0% 23.1% 22.4%
Absorbed* -240 -268 -508
Under

Construction* 0 825 825
Rental Rate**

Class A $22.00 $22.27 $22.25

Class B $17.04 $16.45 $16.51

*Square feet in thousands; excludes owner-occupied, medical, government

** Weighted average asking rent/SF/year Full Service

Vacancy Rates
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Job growth is the key to the office market recovery. Georgia
State University’s Economic Forecasting Center conservatively
expects Atlanta to add 41,300 jobs in 2004. Unfortunately, the
majority of these jobs will not be “office” jobs, leading
performance of the office market throughout 2004 to be
lackluster at best. Until the pace of corporate hiring increases,
demand for office space will remain weak.

While there is still an abundant amount of sublease space
available, it consistently declined throughout 2003 to
approximately six million square feet and should continue a
steady decrease during 2004. Supply continued to outweigh
demand, but speculative development slowed considerably as
construction is less than a fifth of the amount two years ago.

The unknown factor impacting the timing of an office recovery is
“shadow” space. Because this space is merely underutilized,
there are no accurate measures of the total amount of shadow
space, but some estimate it may be as high as five percent of
leased space or five million square feet. As companies begin to
grow, they will employ the shadow space before taking any of
the 37 million square feet of available direct or sublease space.
This phenomenon will serve to delay the timing of the office
market recovery.

Urban markets will continue to be preferred over suburban
markets, as the trend of urban revitalization remains popular. In
addition, mixed-use communities will continue to be attractive as
transportation issues are a burden on many commuters. With
the Atlantic Station project underway as well as King &
Spalding’s decision to anchor Symphony Center, Midtown is
Atlanta’s development focal point and will continue to have a
significant impact on real estate in Atlanta.

While the office market will not experience drastic change in
2004, in the long term, Atlanta is well positioned in its role as the
hub of business activity in the Southeast and one of the top
cities for corporate relocations. e
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The Atlanta industrial market continued to soften in 2003; however, the big
picture indicates the worst is behind us. Like many major cities, Atlanta

was hit hard by the recession as evidenced by the decade-high vacancy rates and prolonged negative absorption.
Throughout 2003, Atlanta’s industrial market clearly favored the tenant. Landlords were forced to offer attractive
concessions in order to maintain their occupancy levels as well as to entice new tenants.

Despite an elevated level of sublease space, it consistently declined throughout 2003 and was at approximately five
million square feet at the end of the year As the demand waned, construction cooled considerably and most
speculative plans were put on hold. Industrial investment opportunities continued to be a promising investment

during 2003 as investors scoured the city for investment-grade
warehouses, a solid real estate investment.

The state of the economy will continue to challenge the
commercial real estate industry in 2004. However, according to
Georgia State University’s Economic Forecasting Center, Atlanta
is expected to add 41,300 jobs in 2004. Unfortunately, the
majority of these jobs will not be in the manufacturing sector, but
in the service producing industry. Jeffrey Humphries, Director of
the Selig Center at the University of Georgia, believes that it is
not a supply problem, but a demand problem within the
manufacturing industry. He feels that we will see a turnaround in
the manufacturing sector by the end of 2004. Until then, Atlanta
will remain a tenants’ market. The key to taking advantage of
Atlanta’s soft market is good credit. Landlords will continue to be
flexible and accommodating with credit tenants.

Concessions will remain prevalent and lease rates will remain
flat throughout the year. In addition, sublease space will continue
to be absorbed and eventually will subside as the leases expire
and are returned to the landlords. This trend will continue to
drive down effective rental rates; however, rates should stabilize
in 2004.

The investment market will remain active and will likely increase
as investors seek investment-grade property and buyer/seller
expectations converge. Warehouses, in particular, will be a hot
commodity in 2004 as they are typically cash cow type
investments. In addition, buyers will be willing to pay top dollar
for stable, leased properties. While Atlanta is not expected to
experience drastic economic change this year, Atlanta’s long-
term prospects are good as it will continue to be the center of
distribution in the South and one of the top cities for corporate
relocations nationwide. e

Market at a Glance

2003 Year End

Total*

Vacant*

Standard R&D/
Industrial Flex

418,619
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63,898 482,517

54,366 9,429 63,796
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Absorbed* -528 35 -493
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The Charlotte industrial market continues to experience recession, as
vacancy rates remain at 10-year highs and prices remain depressed.

Landlord concessions such as free rent and short lease terms are now the norm, while sellers are settling on prices
well below building replacement costs or tax values. With less than 100,000 square feet currently under construction,
development has all but halted. Continued corporate cost cutting and consolidation has generated more sublease
space, driving lease rates down further and actually increasing vacancy rates higher. Job losses in the manufacturing
sector have exacerbated these grim conditions, as many low-wage jobs have moved overseas. Though interest
levels in industrial properties have increased, relatively few transactions are actually occurring. A major economic
upturn could stabilize the market, but any recovery should not be noticeable until late 2004.

Despite the down market, tenants, buyers and investors will
have excellent opportunities to capitalize on lower lease rates
and property prices, more concessions, and record-low interest
rates. State and local governments are offering tax incentives
and job growth tax credits, realizing that they are an effective
way to attract new businesses to the region. Healthy businesses
stand to benefit most as they capitalize on cheaper real estate,
more tax incentives and abundant displaced labor.

The Charlotte industrial market is facing several long-term
challenges. Textiles, furniture and fiber optics are just a few
manufacturing industries in a slump. Pillowtex and Cone Mills
represent two of many massive textile bankruptcies. This
migration of industry has left idle many older, functionally
obsolete manufacturing buildings. With low ceiling heights, multi-
stories, and a lack of dock doors, these buildings cannot
compete with modern industrial facilities. This phenomenon,
occurring in outlying counties and older industrial sections of
Charlotte, partially explains why specific submarkets like the
Southwest, with more older buildings, are experiencing a huge
vacancy, while the North submarket, with newer inventory,
remains relatively strong. As Charlotte continues to shift away
from manufacturing toward services, the Charlotte industrial
market will gravitate to be more warehouse and distribution
oriented.

As the economic landscape changes in the Charlotte region,
opportunities abound. Developers are purchasing older
buildings at low prices and re-developing them for new uses, or
back-filling them with new tenants at low rates until the market
rebounds. In the short-term this provides much-needed
economic stimulus. In the long term it increases economic
diversity, making the economy more resilient to future
recessions.e

Market at a Glance
2003 Year End

Standard R&D/
Industrial Flex Total
Total* 114,751 15,512 130,263
Vacant* 13,009 3,740 16,749
Vacancy Rate 11.3% 241% 12.9%
Absorbed” -207 -418 -625
Under
Construction* 0 85 85
Rental Rate** $3.25 $7.75  $3.79
*Square feet in thousands; includes owner-occupied
** Weighted average asking rent/SF/year Triple Net
Vacancy Rates
Standard Industrial —@— R&D-Flex
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Charlotte’s retail market ended 2003 on a vigorous pace.
Unprecedented absorption is predicated to follow as the
large construction pipeline slowly enters the market.

The retail boom in the Charlotte area has shown few signs of slowing.
Developers are rapidly adding new space to keep up with tenant demand

as absorption continued to out pace new completions of over 450,000 square feet lowering the vacancy rate from
8.3 percent to 7.6 percent over the past year. The concentration of new development will continue to follow the
rooftops located in the residential growth areas along the newly opened corridors of the 1-485 outer belt. Targeted
growth areas are located in the southeast, southwest, east and northern corridors.
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With regional planners placing an emphasis on density and transit corridors, the trend of building mixed-use and
smaller neighborhood centers will increase and redevelopment of older centers in established markets will continue
to be a trend. Saks Fifth Avenue surprisingly announced plans to open a store in the planned 120,000-square-foot,
mixed-use specialty center, The Village of Seven Eagles, instead of Charlotte’s upscale regional center, SouthPark
Mall. Auxiliary retail centers are planned for the area around Taubaum Center's 1.2 million-square-foot regional
Northlake Mall under construction at the I-77 and 1-485 interchange in north Charlotte.

Living in the uptown has become increasingly popular for young
professionals driving developers to re-think residential space into
their mixed-use developments. This past year, Harris Teeter, a
regional grocery chain, opened a smaller prototype store due to
consumer demand for a grocery option in this area. Opening in
2004, the estimated 2,500 students predicted to enroll in
Johnson & Wales University over the next five years should
further increase demand. The new $250 million NBA
entertainment complex under construction will also present
growing opportunities for retailers in the CBD.

Median Household Income, 2003 , _
National retailers, some new to the Charlotte market, have the

$54,000 negotiating advantage over small independent tenants, but the
$52,000 landlords clearly hold the overall negotiating power. Until
$50,000 - demand starts to recede, landlords will continue to receive
$48,000 - asking rates. Although tenant concessions can be found, most
646,000 4 landlords offer few if any. Small tenants unable to meet market
644,000 rates in the most active areas will find opportunities in the older

us. ' Charlotte Class B centers.

Source: Claritas

Worries about potential overbuilding are eased by the amount of
pre-leasing seen by developers, but landlords could face lower
vacancies as the 1.4 million square feet of space in the
construction pipeline enters the market by 2005. Mature retail
centers are already seeing a few challenges as larger retailers
are vacating to newer and larger stores located in the super
centers along the interstate corridors. The five-year high
unemployment rate of 6.5 percent has shown little effect on
consumer confidence, but could affect the market if job losses
increase. The Charlotte area has seen a slight improvement to
the economy during the last half of 2003, which will continue to
move the retail market in a positive growth direction. e
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As potential sellers hold on to property in the current low interest rate
environment, investment opportunities will remain in relatively short

supply. Most owners seek an improved rent environment before they sell in order to maximize asset value. The
exception is in retail product, which relates to a sense that this product is at its peak in terms of tenant demand,
occupancy, new product delivery and buyer demand. Retail transactions were diverse in 2003 ranging from the sale
of Eastland Mall, one of Charlotte’s first malls to Birkdale Village, a premier mixed use, new urbanism center.
Capitalization rates ranged from sub 8 percent to double digits.

Office product sales have trended toward sales of older product to opportunity funds. Institutional buyers look but
have not been competitive enough to execute. Until the vacancy rate approaches equilibrium in the 10 percent range,
it is not likely we will see significant office trading activity. Capitalization rates have averaged in the 8 to 10 percent
range on stabilized net operating income for 2003 sales. Charlotte continues to face an unfounded institutional bias
that it is too dependent on the banking industry. While this perception is appropriate for the CBD it is not
appropriately applied to the suburban office markets. Product is moving both in the suburbs and the CBD, but most
interest is in the suburban markets.

Opportunistic industrial/flex buyers have been rewarded with early tenant occupancies. The oversupply of industrial
product coupled with a bleak outlook for demand suggests that the peak buying opportunity for this product may
have passed.

LAND

2003 was a record year in Charlotte for single-family housing permits, up 6 percent from the previous record year.
With new sales on a record pace, this trend does not look to be slowing at anytime in the near future. Going forward
into 2004, single-family residential developers will continue to be active in acquiring and developing land throughout
the Charlotte region. Developers will continue to face challenges associated with issue such as availability of utilities,
off site transportation improvements, connectivity, and zoning and subdivision approval.

The multi housing market is beginning to stabilize with vacancy rates falling and surplus product being absorbed.
While land for speculative development is in short supply, developers will be more actively looking for opportunities
in 2004. This trend is especially true along the mass transit corridors where land use zoning will support higher
density for multi housing development.

Demand for retail land remains high as the residential boom continues. The development of single-family housing
communities in and around Charlotte will continue to be strong throughout next year and more supporting new
neighborhood retail centers are expected to follow. Office and industrial developers will find opportunities with build-
to-suit clients, but increased vacancies have limited land acquisitions for speculative office and industrial
development. This trend will continue to be a challenge for developers, but should stabilize by year-end.®
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The historically stable Columbia office market followed
the national market through the first quarter of 2003,
but as the national picture began to improve, Columbia’s
recovery appeared to fall behind.

A few Columbia landlords executed leases with higher lease rates, more
traditional build-out allowances and traditional rent concessions. However,

that has been the exception rather than the rule. 2003 has been a year of tenant victories with record-setting lease
terms. Despite a few minor exceptions, the majority of landlords are granting substantial tenant concessions.
Recasting existing tenants’ leases became more common in 2003 and the trend is expected to continue in 2004. In
an effort to entice tenants to extend their lease term and to avoid negotiating against competing buildings, landlords
are renegotiating leases prior to expiration at lower rates. In many cases, landlords have increased improvement
allowances as an additional incentive to a new, lower rate.

Market at a Glance
2003 Year End

CBD Suburb. Total

Rentable* 5,085 7,380 12,465
Vacant* 854 1,586 2,440
Vacancy Rate 16.8% 21.5% 19.6%
Under

Construction* 363 140 503
Rental Rate**

Class A $17.31  $16.99 $17.20

Class B $13.00 $12.91 $12.96

*Square feet in thousands; excludes owner-occupied, medical, government
** Weighted average asking rent/SF/year Full Service

Vacancy Rates

CBD —@— Suburban

22% A

18%

14% A

10%

T T T
2001 2002 2003 2004
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Asking rates will continue to soften through the first half of 2004.
For the first time during the recent slowdown, the Columbia
market will experience increasing supply while demand
decreases. A Class A property to be delivered in the first quarter
of 2004 will add more than 350,000 square feet to the Central
Business District. While the positive effects of a healing
economy may finally be felt in a lagging Columbia market during
2004, vacancy is expected to rise nonetheless.

Another factor adding to landlords’ woes has been the
increasing number of tenants desiring to own property. This
trend increased as interest rates plunged to their lowest rates in
over 40 years. Many tenants elected to survey the market for
purchase or build opportunities, despite that the less risky
alternative is to renegotiate with their existing landlord or turn
their focus toward leasing otherwise available space.

On the flip side, however, very aggressive landlords offering
extraordinary lease terms have attracted firms that own their
property to consider leasing. And other firms that are outgrowing
their owned facilities are electing to lease rather than purchase
or build a new facility. This reversal has been a small consolation
to the landlords of the Columbia market.

With an improving economy, companies may now begin to
loosen the reigns on capital expenditures therefore increasing
business activity. As real estate is a lagging indicator and the
Columbia market appears to be lagging the nation, this market
will not see a substantial recovery until 2005 and will experience
yet another year of aggressive landlord action to attract and
retain tenants. Look for tenants to have many successes until the
cycle begins to slowly turn.e
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South Carolina Midlands industrial market of 2003 revealed a state of
stability in the wake of many economic challenges for the greater

Southeast region. Newly expanded manufacturing activity helped reinforce the local economy and brought
considerable stabilization to market, versus a rise of higher vacancy.

Compared to other industrial prominent cities in the Southeast Region, Columbia faired extremely well, with a rise
of only 10 basis points among the general industrial vacancy rate for 2003. The most significant attribute was the
result of positive activity in the Midlands industrial area. The key activity was among Richland County, with the reuse
of the former AMBAC manufacturing facility by American Standard subsidiary Trane. Trane brought approximately
440 new manufacturing jobs to the community, thus further helping to improve unemployment levels and stabilization
to the area. Other announcements in the Midlands included a new metal coating plant by MC2 Finishing Solutions
in Fairfield County and expansions by both Lang Mekra in Fairfield County and Buck Technik in Richland County.

Total inventory of industrial space rose slightly as new development was brought to market. This was predominantly
among build-to-suit and owner occupied properties. The new facilities brought a total of 420,000 square feet more
to market, resulting in an inventory level of approximately 31 million square feet of Industrial space by year-end.
Speculative construction of industrial product was virtually nonexistent in greater Columbia in 2003. Our expectation
is that this trend will remain constant during 2004. Warehouse/distribution space accounted for 51 percent of the
total inventory, while manufacturing and flex space are 46 percent and three percent, respectively.

In a proactive stance to fuel future activity, the local government is gaining in aggressiveness by providing resource
and incentives to market. As example, Calhoun County announced plans to develop a new 394-acre industrial park.
The site is located south of Columbia on Interstate 26,
approximately nine miles from Interstate 77. This development
offers as a solid future location for infrastructure and distribution

use. Fairfield County acquired approximately 400 acres of
additional land to provide for expansion of the existing Walter
Brown Industrial Park located near Interstate 77, just north of
Columbia. This awards tenants with access to expansion as the
economy prospects are set to improve in the coming years. Yet
another resource of interest in 2003 was the Midland’s Technical
College. It opened its new Center of Excellence for
Technology in the Carolina Research Park. The training offered
at this 50,000-square-foot facility will provide the highest levels
of advanced manufacturing and information technology
education available in a two-year college. This technical college
will allow business, education and government to work together,
to build a highly qualified technical workforce that will provide
local businesses with a successful productivity rate among
manufacturing in the future.

Columbia is primed to experience change in the coming year, for
the positive. Local industry will not see a bustling of growth or
complete sustained recovery, but rather moderate growth and
expansion among manufacturing and distribution users. e

Market at a Glance
2003 Year End

Total* 30,650
Available*® 2,820
Availability Rate 9.2%
Gross Activity 2,040
Under Construction* 340,000
Rental Rate** $3.30

*Square feet in thousands; includes owner-occupied
** Weighted average asking rent/SF/year Triple Net

Vacancy Rates

Standard Industrial —@— R&D-Flex

16%
15% - ./0—0*.
14% -
13% -
12% -
11% -

10% T T T
2001 2002 2003 2004
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The 2004 retail forecast for Columbia appears to be
encouraging. New tenants are opening locations in our
market, new growth areas are emerging and rental
rates are at an all time high.

In addition to new growth, we are seeing a resurgence of retail growth in
areas like downtown Columbia, the Vista and Five Points. These areas

have benefited from the planning of years past as well as the vision of private developers who have targeted these
urban areas for their investments.

Redevelopment along Main Street in downtown Columbia, primarily from a residential standpoint, has generated a
need for retail tenants and restaurants.

The Vista continues to thrive as a retail and restaurant corridor. New retail building have opened in the past year and
occupancy is on the rise.

Five Points has attracted national chains such as Starbucks Coffee to complement the local tenants who have long
recognized Five Points as a shopping and dining destination. The redevelopment of the lone grocery store in the
area should help this trend to continue.

IRMO/HARBISON

The Irmo/Harbison area continues to be one of the strongest retail submarkets in Columbia. Columbiana Centre,
the areas most vibrant regional mall, continues to attract new and upcoming retail tenants that other areas of town
have not seen. Restaurants compete for the few remaining retail sites and the prices for these sites have neared the
$15-$18 per square foot range. Continued residential growth in this submarket should keep the Irmo/Harbison area
near the top of the list for retailers looking to locate in the market.

LEXINGTON

The Lexington submarket also has seen significant growth over the past year. National retailers such as Kohl’s,
Office Depot, Ross Dress for Less and TJ Maxx have opened locations in the Lexington submarket in the last twelve
month’s. Again, strong residential growth and a good public school system contribute to the continued development
of this Columbia submarket.

NORTHEAST COLUMBIA

Northeast Columbia is rapidly becoming one of the most desirable locations for retailers in the Columbia market.
New retail developments are popping up in mass in this area, including the new Village at Sandhills, a lifestyle center
being developed in the heart of Northeast Columbia. New grocery anchored centers have also been developed as
well as specialty retail shops that are generating rents in the $17 per square foot range. Big box retailers such as
Target, Wal-Mart, Circuit City and others anchor this area from a retail perspective and with available land for
residential development; Northeast Columbia should continue to see strong retail growth throughout 2004.

SOUTHEAST COLUMBIA
Although Southeast Columbia has not generated much activity

Average Rent by Center Type in recent years, it is reviving in many ways. The area near the
In-Line Shop Space, $/SF/Yr. NNN intersection of Interstate 77 and Garners Ferry Road has seen
new retail buildings being built as well as older properties being
Unanchored Strip redeveloped for national tenants. National big box users are
Neighborhood | ] rep03|.t|on|ng .them.se.lves in this market and developers continue
i to build retail buildings nearby to try to accommodate the

Community[ ] retailers who tend to follow this big box growth.

Regional Mall |

Overall, the retail forecast for 2004 is positive for both tenants

$0 $10 $20 $30 $40 _ .
and landlords alike. We should continue to see strong growth

and new developments with rental rates continuing to rise.e
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The Columbia multi housing market remains soft in the midst of a
cautious economic recovery. There are some positive signs indicating that

overall market conditions are improving. Rent concessions are still present, but appear to be conservative compared
to some larger markets. One month of free rent had been a staple in Columbia, but in certain areas, the “one month
free rent” standard has been abandoned. However, properties in lease-up have utilized aggressive tactics by
Columbia’s standards in order to gain tenants, including two months free rent.

Average monthly asking rents have continued to inch upward. After increasing from $609 to $618 from 2001 to 2002,
rents at mid-year 2003 were at $622 on average. Overall vacancy rates have been affected by new units coming on
line, but most stabilized, Class A properties report encouraging occupancy rates. Vacancy rates jumped from 8.0

percent in 2002 to 9.6 percent at mid-year 2003.

Sales activity has been sparse in such a small market with only
one sizable transaction during 2003. Columbia offers stability to
ownership entities because of the consistent nature of its
economy. Columbia’s job market is anchored by Fort Jackson,
the University of South Carolina, Blue Cross Blue Shield, and
the large number of jobs associated with being the state capital.
Compared to recent fluctuations in national employment figures,
Columbia has weathered the economic instability quite well.

Columbia has become a target for many regional developers
looking to zero in on third-tier markets that have not been
victimized by the level of overbuilding faced by the second-tier
markets. However, Columbia is a small enough market where it
could become oversaturated in a short period of time. National
builders cannot convince their capital sources that Columbia can
be a profitable market, with the exception of student housing. A
144-unit student housing project was completed in 2002 and
another large project is scheduled for completion in 2004.

As in other markets, developers have looked for creative multi
housing opportunities. Downtown living continues to grow in
popularity and local developers will continue to convert old
office buildings in the Central Business District into for-rent and
for-sale product. There is currently a Main Street office building
slated for a conversion into 70 to 80 apartment units during
2004.

Columbia’s booming Northeast area continues to grow and
apartment development is attempting to meet the growing
demand. There are approximately 321 units under construction
and another 457 units planned for construction, in the Northeast
area alone. This area will continue to be the hot-bed of
traditional garden-style developments in Columbia for the
coming years. e
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While Greenville’s CBD continues to anchor the regional
office market, the suburbs continue to struggle against
oversupply. Spartanburg is emerging as an excellent
choice for headquarters relocation.

Office space in the Greenville-Spartanburg market now totals almost 9.5
million square feet. The three Upstate submarkets reveal three very

distinct areas, each with a unique set of forces driving current and future market conditions. Greenville-Spartanburg
has followed the overall decline of the national office market for the past three years, as demonstrated by the current

vacancy level of 21.1 percent.

The Greenville CBD is the region’s healthiest submarket, where vacancy rates are relatively stable, having increased
only 0.7 percent over last year. Class A vacancy rose slightly as expected as the result of the First Union/Wachovia
merger. Nevertheless, the CBD remains the location of choice for many Greenville firms. During 2004, the CBD will

Market at a Glance
2003 Year End

Greenville  Spartan-

Greenville CBD  Suburb. burg  Total
Rentable* 3,061 5,282 1,145 9,488
Vacant* 474 1,528 142 2,144
Vacancy Rate  15.5%  28.9% 124%  22.6%
Absorbed* -2 9 147 136
Under

Construction* 0 0 150 150

Rental Rate**
Class A $19.56 $16.99  $12.57 $17.80
Class B $1549  $14.71 $12.52  $14.96

*Square feet in thousands; excludes owner-occupied, medical, government
** Weighted average asking rent/SF/year Full Service

Vacancy Rates

—#— Spartanburg CBD —@— Suburban
30%
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welcome a significant amount of new space in mixed use and
residential developments, a fact that demonstrates the expected
long-term stability of this submarket. Additional commercial and
residential development is expected to be underway in the South
Main area of Downtown by year-end 2004. The slow and
controlled pace of new office development in the CBD will allow
the market to maintain stability and avoid oversupply.

Greenville’s suburban office market has suffered record-level
vacancy increases for the past three years. Since 2001,
speculative office construction has added almost 400,000
square feet to the market, of which nearly 240,000 square feet
remain vacant. This, along with a sluggish economy and
corporate indecision, has contributed to the deterioration of
market conditions in the suburbs.

In Spartanburg, headquarters relocation is the driving force of
new construction. Advance America and Extended Stay are now
settled into new facilities, while QS/1 and First South Bank will
be added by year's end. These two projects represent the
region’s only office construction slated for completion in 2004.
The fact that virtually all new development in Spartanburg has
been built-to-suit has contributed to lower vacancy levels and
positive absorption in that submarket.

Medical office space has enjoyed relative stability in this market.
Construction is concentrated around the Greenville Hospital
System, Spartanburg Regional Healthcare and Bon Secours St.
Francis Healthcare medical campuses.

For 2004 and beyond, the outlook for the office market is
tenuous. Speculative construction will be held at bay at least
until 2004 or 2005, when the economy may show signs of solid
recovery. Class B tenants will continue to migrate into Class A
space as rents and concessions will remain highly competitive.

©2003 Grubb & Ellis
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The Greenville-Spartanburg area has long been known as the industrial
anchor of South Carolina, typically being the chosen location of dozens

of new, expanded or relocated firms each year. In recent years however, the expansion of local firms has played the
largest role in the growth of the local market, with relatively few new tenants entering the area. Speculative
construction has been minimal in light of atypical levels of economic uncertainty, plant closings and job losses.

General industrial space, at 42.9 million square feet, began to stabilize at the end of 2003, as vacancy decreased
from a high of 11.6 percent to the current rate of 10.2 percent. Warehouse space, at 43.4 million square feet,
followed suit, decreasing from 17.9 percent to 15.9 percent in the last year.

R&D/flex Space has taken a wild ride over the past three years.
The volatile nature of this property type has resulted in huge
fluctuations in vacancy. At 4.8 million square feet, vacancy has
ranged from a high of 26.6 percent to the current 20.2 percent.
This decline in vacancy is a sign that perhaps this group is
becoming somewhat more stable.

Approximately 646,000 square feet of new space will be added
to the market by the end of 2004. The majority of new space will
be owner-occupied or build-to-suit, while speculative
construction accounts for roughly 20 percent. The largest
additions will include the 260,000-square-foot Glaxo SmithKline
building and the 153,000-square-foot distribution facility built by
Warehouse Services. The largest speculative building to be
delivered is the 84,000-square-foot “Matrix Spec Building” in
southern Greenville.

Even though Upstate economic development activity levels have
been in a temporary lull, quite a buzz was created with the long-
awaited announcement of the International Center for
Automotive Research (ICAR) in Greenville. This announcement
represents historical cooperation between the State of South
Carolina, Clemson University, BMW, and developer Rosen and
Associates.

The automotive industry has been a key economic driver in the
Upstate for the past decade, and is expected to gain
unprecedented strength as ICAR becomes reality. Initially, ICAR
will house a new graduate school of automotive engineering for
Clemson, funded by a $10 million gift from BMW. The park will
eventually house research and development firms and possibly
a wind tunnel facility. It is expected that ICAR will create a
synergy that will bring additional firms to the region, either
directly or indirectly involved in the automotive industry. The
long-term result may be a significant transformation of the
character and composition of the upstate economy and
industrial market. e

Market at a Glance
2003 Year End

Standard R&D/
Industrial Flex Total
Total* 86,305 4,835 91,140
Vacant* 11,245 977 12,222
Vacancy Rate 13.0% 20.2% 13.4%
Absorbed* 1,732 293 2,025
Under
Construction® 592 54 646
Rental Rate** $3.01 $7.39  $3.49
*Square feet in thousands; includes owner-occupied
** Weighted average asking rent/SF/year Triple Net
Vacancy Rates
Standard Industrial —@— R&D-Flex
30%
25%
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Although new construction will provide enhanced
shopping opportunities for local residents, the underlying
challenge of big-box vacancies continues to dominate the
Upstate retail market.

Growth in the Upstate retail market is once again on the upswing after a
four-year period of minimal construction, primarily in neighborhood retail

centers. For 2003, roughly 1.4 million square feet of space were added in Greenville and Spartanburg, while no new
centers were delivered in Anderson. At 600,000 square feet, Spartanburg’s recently completed Dorman Centre was
the biggest newsmaker for the year. Other new retail properties included Greenville’s Home Depot, Sam’s Wholesale
Club, Kohl’'s and the Publix-anchored Pelham Commons neighborhood center. In Spartanburg, deliveries included
the Wal-Mart on East Main Street and two Ingles supermarkets.
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For 2004 through 2005, growth will continue at a similar pace, as the construction of community retail centers will
dominate the picture, all of which will be in Greenville. For Anderson and Spartanburg, it appears that significant
construction will cease for the next twelve months or longer. Two notable retail projects are slated for Woodruff Road
at the 1-85 interchange in Greenville. If both projects come to fruition, 800,000 or more square feet of big-box and
shop space will be added to that already popular retail corridor. On Wade Hampton Boulevard in Greenville, North
Hampton Market will deliver a new Target and small shop space, and the Taylors Square redevelopment will be
completed. Simpsonville’s Fairview Road is a hot spot for retail growth, where Ross, TJ Maxx and Target will be
located. The Cherrydale area continues to attract new retailers and is the chosen location of a new Lowe’s.
Projected delivery for Greenville totals 515,000 square feet in 2004, followed by 795,000 square feet in 2005.

While it may appear that the retail market is growing at a healthy pace, the ever-increasing number of vacant big

boxes continues to plague the Upstate landscape. Several of the retailers previously mentioned relocated into new
centers. The empty big boxes left behind in these moves account
for a high proportion of the dramatic vacancy increases
experienced in the affected trade areas.

The most dramatic and visible vacancy increase was seen in

Vacancy Rates Spartanburg, where the annual vacancy rate nearly doubled
Greenville —:— Spartanburg from last year’s 10.7 percent to the current rate of 20.2 percent.
nderson U@t ota
24% Although increases in Greenville and Anderson were less

notable, the overall rate for the three-county area jumped from
10.3 to 14.2 percent. With vacancy totaling 1.6 million square
feet in the three-county area, more than 65 percent of all vacant
space is in the big box category. The challenge to attract second-
generation users grows stronger and more critical each year.e

18%

12% -

6%

2001 2002 2003 2004

Market at a Glance
2003 Year End

GREENVILLE SPARTANBURG ANDERSON TOTAL

Vacant Vacancy Vacant Vacancy Vacant Vacancy Vacant Vacancy
Center Type GLA SF Rate GLA SF Rate GLA SF Rate GLA SF Rate
Strip 973 69 7.1% 264 36 13.6% 28 0 0.0% 1,265 105 8.3%
Free-Standing 2,479 346 14.0% 821 197 24.0% 197 0 0.0% 3,496 543 15.5%
Neighborhood 5,428 528 9.7% 1,908 445 23.3% 1,391 365 26.3% 8,727 1,338 15.3%
Community 1,004 4 0.4% 1,307 365 27.9% 527 74 14.1% 2,838 443 15.6%
Power 715 221 31.0% 204 82 40.2% 1,082 1 1.0% 2,000 315 15.7%
Regional 2,046 363 17.7% 1,097 8 0.7% 660 45 6.8% 3,803 416 10.9%
Total 12,645 1,531 12.1% 5,601 1,133 20.2% 3,885 495 12.7% 22,129 3,160 14.3%

*Square Feet in Thousands
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Strong demand for high quality investment properties continued through
2003 and will hold steady for 2004. A decline in the development pipeline

of new projects combined with continued low interest rates have pushed cap rates down even further than those
seen in 2002.

There is a new disconnect with investment properties. In previous years sellers were asking prices higher than
buyers were willing to pay. During 2003, 10-year treasuries moved up but cap rates continued to move down on both
leveraged and all-cash purchases. This movement flies in the face of conventional wisdom of a direct correlation in
the movement of cap rates and interest rates.

In recent times, institutional buyers have been losing out to leveraged buyers with low interest rate debt available to
them. We may see this trend reverse if interest rates continue to increase. Thus far, the rise in interest rates has
been cushioned by lenders tightening their spreads over treasuries due to strong demand for real estate debt by the
capital markets.

The national volume of capital flows into real estate dipped only slightly in 2003 over 2002. Institutions have been
net sellers in 2003; while private firms, typically using leverage, have been net buyers. REITs have become more
active buyers since they have had less difficulty raising capital as stock prices began to increase and returns turned
positive.

Office properties continue to be the largest component of the investment market. Although sluggish leasing has hurt
many properties, most well leased properties have sold at full price. Many buyers have acquired poorly leased office
properties with the intent of repositioning them in hopes that the vacancy rates have bottomed out.

Investor demand for industrial properties remained strong throughout 2003. Single-tenant long-term leases continue
to be in the highest demand, thus further reducing their acquisition cap rates. Flex and multi-tenant industrial
properties were in less demand with their pricing remaining stable. Many less desirable and vacant industrial
buildings are being snapped up at huge discounts by bottom fishers who hope that improved market conditions are
just around the corner.

Retail properties have also seen strong demand and have posted higher unleveraged returns than other property
types. The average cap rate for strip centers has fallen 150 basis points over the past two years fueled by healthy
consumer spending. REITs have been net buyers of retail properties while institutions and private investors have
been net sellers.

The apartment sector has been very hot for the past two years in spite of increased vacancies. Cap rates remain
fairly stable and are the lowest of the core property types, in the range of 7 percent. Even though unit prices fluctuate
widely due to quality and age, overall prices have continued to increase.e
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2004 may be the year of recovery for the Memphis office
market. The East submarket will be the one to watch for
the most improvement.

The East Memphis submarket should see the most improvement as more
service firms upgrade their locations and addresses. We forecast a

rebound in East Memphis rates by the second quarter 2004 and look for significant increases by fourth quarter 2004,
provided the Southwind/385 market stabilizes.

The Memphis office market should be in recovery mode throughout 2004. The lack of demand from either new
corporations or local expansions will continue to keep the market in check. Rates will continue to soften in the Class
B market and will range from $16.50 to $18.50 per square foot as tenants take advantage of lower Class A rates.
Class A rates will remain at $19.50 to $23.50 per square foot in 2004.

There appears to be no recovery in sight for the Downtown/CBD
submarket as the South Main area adds additional supply to an
already struggling submarket. Effective rates should drop
throughout the year, as demand remains sluggish.

Market at a Glance
2003 year end

CBD Suburb. Total

Rentable* 2,680 14,502 17,182
Vacant* 375 1,580 1,955 Class A space in the 385 submarket and quality Class B space
Vacancy Rate 14.0% 10.9% 11.4% in the East Memphis submarket will provide tenants their best
Absorbed” 30 120 150 opportunities in 2004. The vast oversupply in the 385 submarket
Under ' will yield significant savings as the East Memphis Class A
Construction 0 0 0 market continues to tighten. Class B space in the East Memphis
Rental Rate™ market will provide tenants the ability to upgrade locations
Class A $17.80 $20.50 $19.45 arket wil p h y P9
Class B $15.60 $17.50 $16.55 without incurring additional rental costs.
*Square feet in thousands; excludes owner-occupied, medical, government
™ Weighted average asking rent/SF/year Full Service The Southwind/385 market will continue to suffer as several
developers face significant lease rollover risk. The current
Vacancy Rates oversupply coupled with a deluge of available subleases spells
another tough year for owners. This market could bottom out by
CBD —@— Suburban .
18% fourth quarter 2004 provided two planned developments stay on
17% 1 hold.

16% -
15% 1 Free rent, moving allowances, above market tenant improvement
14% A

allowances, cash incentives, and operating expense caps are
the primary concessions. Expect tenant improvement dollars to
2001 | 2002 | 2003 2004 remain above standard while rent abatement subsides along
with any cash incentives.

13% 1
12%

Net Absorption

i There should be no new construction in any Memphis submarket
Sq. Ft. in Thousands

in 2004. The existing oversupply of space combined with
300

significant rollover risk in 2004 and 2005 should keep developers
200 1 at bay. The market does not expect to see any substantial build
100 4 to suit activity despite interest rates remaining at record low
0 levels. Build to suits should be confined to small tenants looking
-100 - at personal investment diversification.
-200 A
-300 . . Lease terms will lengthen in lease terms for office tenants in
2001 2002 2003 2004 2004. Tenants will be taking advantage of lower rates while

locking in some flexibility with cancellation options. e
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Leasing at the end of 2003 increased and brought in major tenants.
Hewelett Packard leased an additional 710,000 square feet and

Thompson Digital Media leased 1.2 million square feet of space. The major drivers of the Memphis industrial market
in 2004 will be the renewed interest by Fortune 1000 companies to focus on increasing the efficiency of their logistics

and transportation operations.

The biggest question for Memphis’ recovery will be whether or not companies will move their operations across the
state line to Mississippi and take advantage of new economic incentives. The substantial increase in Memphis
property taxes, particularly in Shelby County, has forced many companies to consider relocating to Mississippi.

The most active submarket in the Memphis area in 2004 will be
Desoto County, Mississippi. The emergence of North
Mississippi as a new frontier of industrial development has been
in the making for the past decade. Aggressive state economic
incentives and relatively low property tax rates have made
Mississippi an attractive alternative.

The Memphis industrial market should stay in equilibrium
throughout 2004. The Class A market should see signs of
improvement in 2004. However, the oversupply of Class B and
C space will continue to hamper the market’s recovery. Effective
rates should stabilize as demand increases and new
developments deliver additional supply in the last half of the
year. Class A bulk distribution rates will range from $2.70 to
$3.00 per square foot and Class B will range from $2.00 to $2.50
per square foot. Warehouse Class A will range from $2.85 to
$3.25 per square foot and Class B will range from $2.40 to $2.75
per square foot.

Incentives will continue to affect the market in 2004. Free rents
combined with above market tenant improvement allowances
are the primary concessions. Expect tenant improvement dollars
to remain above standard while rent abatement subsides.
Quality Class B space will provide tenants their best opportunity
in 2004.

Lease terms will lengthen for industrial tenants in 2004. Tenants
will be taking advantage of lower rates while locking in some
flexibility with cancellation options.

During 2004 there will be less than 1.4 million square feet of new
construction in the Southeast and Desoto submarkets. The
existing low vacancy in Class A space should inspire new
development. There will be no substantial build-to-suit activity
despite interest rates remaining at record low levels. e

Market at a Glance
2003 Year End

Standard

Industrial

Total* 88,186

Vacant* 16,900

Vacancy Rate 19.2%

Absorbed* 395
Under

Construction* 750

Rental Rate** $2.25

*Square feet in thousands; includes owner-occupied
** Weighted average asking rent/SF/year Triple Net

Vacancy Rates
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There will be revitalization in the retail sector of the
Central Business District in 2004. The Germantown and
Cordova submarkets will continue to be prime locations
for retail.

The Germantown and Cordova submarkets will continue to be prime
locations for retail in 2004. Demand will continue to outpace new supply.

Super Target is developing a new store on Trinity Road and Germantown Parkway in Cordova. This will be the first
Super Target for Memphis.

Colliersville and Germantown’s rental rates will also increase due to the strong demand for new and existing
developments. Hacks Cross Road and Winchester will also experience new development in 2004. East Memphis
rental rates increased substantially in 2003 and will continue to tighten due to the lack of available space.

Kohl's is increasing its presence in Tennessee by building on three sites in Cordova, Collierville and Southaven.
Home Depot, Lowe’s and Target are also considering additional stores in the Memphis MSA as well.

Highway 64 strip centers in Bartlett will increase in vacancy and rental rates will continue to soften during the year
as new space is delivered in the Highway 64/Germantown Pkwy area. Another growth area during 2004 will be along
Highway 64, east of the 1-40 intersection.

2004 will bring revival to the Central Business District retail
sector particularly around the Main Street area. This area is
driven by tax incentives to renovate older properties into

Rent Range by Center Type

In-Line Shop Space, $/SF/Yr. NNN

Unanchored Strip | residential properties that include retail on the first floor. The
. Central Business District also lacks large blocks of space so the
Neighborhood i trend will continue with smaller, specialty spaces typically
Community 1 occupied by homegrown entrepreneurs.
Regtonal el . ,:ll The DeSoto County market will continue to grow along the

o $5 $10 815 $20  $25  $30 I-55/Goodman Road corridor. Restaurants, shopping centers,

auto dealers, and a movie theater have fueled the phenomenal
growth in this area. Older strip shopping centers to the west
continue to suffer from the oversupply of space. New
$47,000 developments will continue also along the Highway 78/Goodman
Road corridor as users surround various big box retailers.

Median Household Income, 2003

$46,500

46,000 - 5 q . .
$ Desoto’s home sales continue to increase in the Southaven and

$45,500 -| Olive Branch areas. Sales could slow if interest rates rise and
starter homes become less affordable.e

$45,000 T
us. Memphis

New/Expanding Tenants

2003/2004
Merchant Store Type Location(s)

Kohl's Discount Department Store Multiple Locations
Home Depot Home Improvement Northeast

Lowe’s Home Improvement Collierville

Kroger Grocery Kirby

Super Target Discount Department Store Germantown Pkwy

Super Walmart Discount Department Store Germantown Pkwy
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User demand will continue to be weak during the first half of 2004 but is
expected to increase in the latter half of the year. Retail continues to be

the strongest sector with the lowest vacancy rate and completion of new projects. Demand has been elevated for
both small office buildings (20,000 square feet or less) and retail strip centers.

Speculative construction in 2004 will be stagnant for the office and industrial markets until the economy improves;
however, built-to-suit buildings are always a possibility. Home improvement and discount department stores will
continue to be the trend in Memphis. Target is looking at two additional sites as Kohl’s builds three new stores.

The lack of investment-grade industrial product in Memphis will keep the level of investment muted in 2004. Expect
some sale-leaseback transactions and merchant developer portfolio turnover in the coming year. The recent
purchases of Clark Tower (650,000 square feet), First Tennessee (411,000 square feet), White Station Tower
(276,000 square feet), Brinkley Plaza (220,000 square feet) and Tower Il at International Place (208,000 square
feet) leave little institutional-grade product ready for disposition. Small businesses should continue to increase their
purchases in 2004 though prices are peaking.

Capitalization rates for large Class A office buildings with long-term credit tenants will continue to hover in the 7.5
to 8 percent range during 2004. Some market activity will stem from institutional owners that are unable to obtain a
critical mass of assets likely causing them to exit the market.

Retail capitalization rates for anchored grocery shopping centers may go below 8.5 percent and yields for the
smaller strip centers may push below 9.5 percent. Unanchored strip centers will remain popular for owners and
users and they offer owners quick returns in prime locations. Several of these types of properties are under
construction in the Northeast and Germantown submarkets.

Office condominiums in the 2,500 to 7,500-square-foot range are also in high demand by users. Despite the

apparent attractiveness of these purchases due to historically low interest rates, a cost comparison with the highly
competitive office leasing market shows that it is generally more cost-effective to lease in Memphis.e

Key Investment Transactions

2003

Sales Price
Buyer Seller Property Type Property Name (Millions)
In-Real Management, Inc. Trizec East Office Clark Station Tower $40.1
Crocker Realty Trust Realty Advisors East Office International Place Tower Il $35.0
BKG Group Kaufman Realty Group East Office White Station Tower $20.1
FT Building, LLC Bankruptcy Court CBD Office First Tennessee Bank Bldg $15.2
TIC Properties, LLC Harrahs Operating Co. East Office Cherry Road $18.5
Dividend Capital Trust IDI Industrial Chickasaw Distribution Center  $14.3
Property Sale vs. Previous Sale
2003
Building Name 2003 Sale Price (mil.) Previous Sale Date Previous Sale Price (mil.)
Clark Tower $40.1 1998 $54.0
White Station Tower $20.5 1998 $18.4
International Place Tower I $35.0 2002 $30.2
First Tennessee Bank Bldg $15.2 1985 $36.7
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Nashville has sparked the interest in several companies,
which will relocate their headquarters in 2004. The Cool
Springs and Brentwood submarkets will show the
quickest rebound this year.

2003 announced several new corporations relocating to the Nashville
MSA which include CareMark RX, Asurion and Louisiana Pacific. Asurion

decided on space in the Airport submarket and CareMark RX will occupy subleased space in the Central Business
District in 2004. Louisiana Pacific is showing interest in the Central Business District and the Cool Springs
submarkets and will relocate to Nashville in the next twelve to eighteen months. The Tennessee Lottery will also be
establishing its headquarters in Nashville in 2004 and will be looking to occupy 55,000 to 90,000 square feet.

This renewed interest in Nashville is a positive sign for its economic recovery. The vacancy rate in 2003 climbed to
16 percent, up 200 basis points from 2002 mainly due to two owner/user buildings changing to multi-tenant status.

Market at a Glance
2003 Year End

CBD Suburb. Total

Rentable* 5,951 19,278 25,229
Vacant* 925 3,075 4,000
Vacancy Rate 155% 16.0% 15.9%
Absorbed* -175 350 175
Under

Construction* 0 270 270
Rental Rate**

Class A $19.00 $19.25 $19.13

Class B $14.65 $15.65 $15.15

*Square feet in thousands; excludes owner-occupied, medical, government

** Weighted average asking rent/SF/year Full Service

Vacancy Rates

CBD —@— Suburban
18%

17%
16% -
15% -
14%
13%
12% -
1% -
10%

9% T T T
2001 2002 2003 2004

Net Absorption

Sq. Ft. in Thousands

400

-400 T T

2001 2002 2003

26 Southeast

2004

In 2004, with new businesses coming into Nashville, the vacancy
rate should start to decline by the second half of 2004. There
are several indicators that the recovery is on a slow upswing in
Nashville. Unemployment remains below the state and national
levels at 3.9 percent (September 2003). The State of
Tennessee’s unemployment rate is at 5.4 percent where the
nation is at 6.1 percent (September 2003). Another indicator is
that the Professional and Business Services and Educational
and Health Services’ employment sectors are gradually
improving.

It appears that there is no recovery in sight for the Central
Business District in 2004 and this possibly could extend
throughout 2005. More sublease space will revert to direct space
and major tenants will be vacating this market during the next
couple of years. The lack of demand by professional firms
coupled with bank downsizing should keep incentives plentiful
and effective rates down throughout 2005. Corporate relocations
and expansions by law firms may keep the market from further
erosion.

The Brentwood and Cool Springs submarkets should see the
quickest rebound in 2004 as several significant tenants consider
relocations and expansions. The lack of new construction
combined with single digit vacancy rates in Class A space
should propel these submarkets into recovery.

There will be a continued softening in the Class B and C markets
as tenants take advantage of lower market rates and upgrade
their locations. Class A rates and concessions should bottom out
by the second quarter 2004 though Class B and C rates should
erode throughout 2004. Tenants will continue to find increased
tenant improvement allowances and other concessions while
landlords will be challenged to maintain rental rates while
maintaining satisfactory occupancy levels.e
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The most active industrial submarket in 2004 will be the Southeast
Corridor, mainly due to the large amount of big block space that is

available. This submarket is particularly attractive to distribution and logistics firms due to its ease of interstate
access. Combine that with rock bottom rates and a shift in the economy and these blocks of space will begin to move
in 2004. For example, an undisclosed company is looking to lease 500,000 square feet at 400 Sanford Road in the
Southeast submarket. Smaller buildings in this area are still in demand and will continue to see leasing activity during

2004.

Rental rates have bottomed out on bulk space at $1.95 to $3.10
per square foot. Rates will remain flat for this type of space due
to the large availability, but should start improving the latter half
of 2004 as demand steps up.

The Central Business District’s industrial submarket continues to
decline. There are no large spaces available and the
attractiveness of this area is in decline due to security and
accessibility issues.

Leasing and sales activity improved at the end of 2003 and this
will continue into 2004. Lease terms will continue to average five
to seven years. Tenants are looking to lock in longer terms at
lower rental rates. Sublease space should start to show
absorption as tenants expand without increasing their rental
rates.

The manufacturing sector in Nashville is finally starting to
stabilize and should start showing improvement in late 2004.
Nissan in June 2003 announced a $250 million expansion to
bring production of the Pathfinder sport utility vehicle to its plant
in Smyrna. In addition to more than 1,400 new manufacturing
jobs directly tied to Nissan and its suppliers, the MTSU study
predicts the project will create nearly 2,200 other jobs in sectors
including trade, construction, transportation and services.

In 2003 there was 1,931,679 square feet of new construction.
Approximately, 650,000 square feet will be delivered in 2004.
MidSouth Logistics VI, 350,000 square feet with a possible
expansion of up to 760,000 square feet, and South Park
Distribution Center C, 240,000 square feet are set for completion
in 2004. Any new construction will be contingent on tenants pre-
leasing space.

Concessions for tenants will continue throughout 2004 and
possibly into 2005. Landlords are offering free rent, free build-
out, and in some cases tenants are getting credit to their rent by
not taking their build-out money. e

Market at a Glance
2003 Year End

Standard

Industrial

Total* 136,400

Vacant* 10,510

Vacancy Rate 7.7%

Absorbed* 800
Under

Construction* 500

Rental Rate** $3.25

R&D/
Flex Total
10,500 146,900
1,630 12,140
15.5% 8.3%
-100 700
0 500
$8.00 $5.62

*Square feet in thousands; includes owner-occupied
** Weighted average asking rent/SF/year Triple Net

Vacancy Rates

Standard Industrial

—@— R&D-Flex

18%

10%

] ./.\—.\.

6% T
2001 2002

2003 2004
Net Absorption
Sq. Ft. in Thousands
2,000
1,000 -
0
-1,000 -
-2,000 -
-3,000 ; .
2001 2002 2003

2004
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2004 will continue to be a landlords’ market in
Nashville. There is a large demand for retail space and
landlords are getting two to three offers on each
availability.

Currently there is approximately 1.6 million square feet of retail
construction in the Nashville MSA that will be completed by the end of

2003 through 2004. The vacancy remains steady even though new construction continues to come online. Most
construction is already leased thus does not increase the vacancy rate, and new construction is contingent on

commitments from anchor tenants.

2004 will be another strong year for grocery-anchored centers. Publix opened seven stores in 2003 and plans to
open 25 more in Middle Tennessee in the next couple of years. Due to the influx of Publix stores, Kroger has begun
remodeling its current stores and will be opening a new store in the Glen Brook Shopping Center.

Super Wal-Mart will complete construction on another store in Donelson in 2004. The Super Wal-Mart was
completed in 2003 on Hamilton Church, a corridor of Davidson County that has previously been neglected. With
Super Wal-Mart’s doors open this should bring new retail to this area and should extend into Rutherford County.

There is strong demand for retail space and this trend will continue into 2004. However, housing has become less
affordable in Davidson County due to property taxes increasing causing a shift in residential growth to areas outside
Davidson County and the retail market followed suit. Retail growth has matched population growth patterns in
Williamson County and that was the primary market for retail growth in 2003. Unfortunately much of the land has
been built out and there is little room for new construction.

The growth areas in 2004 and beyond are Rutherford, Wilson and Sumner counties. Belk will open an 80,000 square
foot store in Sumner County. Wilson County will see construction of Lebanon MarketPlace, a 400,000 square foot

shopping center in 2004 with a new Home Depot. Also, Carolina
Holdings plans to develop a 650,000 square foot retail project in
2004 in Wilson County.

Median Household Income, 2003 Rental rates will remain strong in 2004. Class A space will run
approximately $16 to $18 per square foot in Sumner and Wilson
$50,000 . - . . . .
counties. Williamson and Davidson will continue to bring over
$49.000 7 $20 per square foot. Rutherford counties small retail Class A
$48,000 space will be at approximately $22 per square foot.
$47,000
$46,000 A continued trend Nashville will see in 2004 is growth of small
$45.000 : casual food services. These franchised restaurants are usually
us. Nashville 2,500 to 3,000 square feet of casual dining space.
Source: Claritas
2004 will continue to be a landlords’
New/Expanding Tenants market in Nashville. There is a large
ALK AL demand for retail space and landlords
Mel’c_hant Store Type Locétion(s) _ are getting two to three offers on each
Publix Grocery Multiple Locations availability. Tenants will not receive
Super Wal-Mart Discount Department Store  Multiple Locations .
. . . concessions or any other extras. The
Target Discount Department Store  Multiple Locations tandard | il ) o b f
Home Depot Home Improvement Lebanon S eas.e w Contlrllu.e 0 e-at e
Lowe’s Home Improvement Lebanon years and will not be giving option for
Pier 1 Home Fashions Hermitage shorter lease terms.
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2003 was a very slow year for investment sales in Middle Tennessee.
While it may be puzzling since there was great investor demand,

abundant capital for investment and low interest rates, the fact is that there simply wasn’'t much product for sale. This
is due to owners having a lack of investment alternatives and deciding to refinance at low interest rates.

A higher volume of investment sales transactions is expected in 2004. More product will come to market as buyers
and sellers price expectations become more aligned than they were in 2003.

If economic conditions and interest rates remain similar to the present, capitalization rates for high demand
properties should be in the eight to nine percent range. There is currently much more demand for high-grade real
estate than for lower grade properties and buyers are willing to pay a premium for properties that have long-term
leases to credit tenants. This trend will continue throughout 2004.

As for new construction, very little speculative office and warehouse development is expected to take place in 2004.
As always, some build-to-suits may come on line. On the retail side, development will be anchor tenant driven,
primarily by Kroger and Publix. It is possible that construction will start on seven or eight new shopping centers and
Kroger will continue to renovate their stores so they can better compete with Publix.

The Nashville multi housing market remained soft in 2003 and will likely continue this way until the economy
strengthens. Weak demand for multi housing has been caused by the soft economy and competition from single-
family homes. Looking forward, barriers to entry due to
extremely limited site availability will result in low construction
levels providing a foundation of strength for the market. We
expect a period of strong rent growth when the economy turns.
In spite of flat to declining net operating incomes, prices have
held steady or even increased because of incredibly strong
investor demand. Recognition of barriers to entry in Nashville
has made the area attractive to investors.

2003 Occupancy Rate

Industrial |

User demand for space is weak across all property types. In Multifamily
terms of occupancy, retail can currently be viewed as the Office-:|
strongest product type. However, there will be some excellent i
opportunities in 2004 for astute office and industrial buyers. e Retail |

T T T T T T T
78% 80% 82% 84% 86% 88% 90% 92% 94%

Key Investment Transactions

2003

Sales Price
Buyer Seller Property Type Property Name (Millions)
JP Morgan Chase & Co Affiliate Crescent Resources Office Six Corporate Centre $18.8
B&M Management Sentinel Real Estate Multi-Family Polo Park Apartments $17.5
DRA Advisors LLC Shorenstein Realty Investors Office One Century Place $52.8
Dividend Capital Trust Panatonni Development Distribution Bridgestone/Firestone $37.8
JP Morgan Prudential Real Estate/ Multi-Family Wynchase at Aspen Grove $51.0

Trammell Crow Residential

DLC Management Corp Crow Holdings Retail Bell Forge Square $11.3
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The road to recovery is a long one, but after two years
of steadily increasing vacancies and anemic demand,
things are definitely looking up for the Raleigh-Durham
office market.

2003 got off to a slow start as continued economic uncertainties and the
looming war with Irag kept business owners from making major decisions.

The tide turned in the second quarter, however, as the economy began to show signs of improvement and the
Raleigh-Durham office market witnessed positive absorption for the first time in more than a year. Vacancy rates
have stabilized, increasing just 50 basis points since the end of 2002, and sublease space is slowly beginning to
burn off. Absorption is still fluctuating between positive and negative territory, but the bleeding of space has slowed
significantly, and a number of deals in the pipeline should help Raleigh-Durham end 2003 in the black. Speculative
construction remains minimal, but a number of large-scale renovation projects will hit the market in 2004, combining
with new space to add 1.4 million square feet to Raleigh-Durham’s office inventory. With nearly 70 percent of the
space already pre-leased, the region will post some significant
positive absorption figures as the product comes on line.

Market at a Glance

e 2004 will bring increased job growth to the region, even in the

beleaguered tech sector. Major players such as IBM and

CBD Suburb. Total . o
QUALCOMM have announced plans to add jobs, and the hiring

Rentable* 3,338 33,747 37,085

Vacant* 314 7,762 8,075 of temporary technical workers has picked up, a possible
Vacancy Rate 94% 23.0% 21.8% precursor to more permanent hiring. Despite an anticipated
Absorbed* -15 248 233 resurgence in demand, Raleigh-Durham’s vacancy rate will fall
Under at a slow pace through 2004. The tech-heavy Cary and
Construction*” 336 1,096 1,432 Research Triangle Park (RTP) submarkets will keep market-wide

Rental Rate**

vacancies elevated, while individual submarkets such as
Class A $18.71 $18.81 $18.80

Class B $13.19 $15.46 $15.12 Raleigh, Durham and Chapel Hill will improve more quickly. One
Square oot n thousands: excludes owner-occupied, mecical, government submarket to watch in particular is Downtown Raleigh, where
** Weighted average asking rent/SF/year Full Service revitalization efforts are gaining momentum thanks to the
anticipated completion of Progress Energy’s 19-story tower, as
well as plans to reopen Fayetteville Street Mall to traffic and to

Vacancy Rates
construct a new convention center.

CBD —@— Suburban
25%

20% ./0——‘\‘ While conditions in the Raleigh-Durham office market will

improve in the next year, tenants will maintain the upper hand
15% well into 2004. Face rents fell only slightly through 2003, but
landlords remained aggressive with concessions, keeping
effective rates approximately 20 percent below asking rates.
That trend will continue until vacancies fall closer to the 10

10% A

5% T T T
2001 2002 2003 2004

percent mark. The abundance of affordable available space,
. however, is not all bad news for Raleigh-Durham. Some
Net Absorption prominent companies, including R.H. Donnelly and Infineon

Sq. Ft. in Thousands . X
Technologies, have recently chosen Raleigh-Durham over other

areas to establish or expand operations, due in part to the ability
to get up and running quickly. While Raleigh-Durham’s
unemployment rate has improved to 4.2 percent, the area
0 remains ripe with talented workers in search of jobs, another
feature that will make the region attractive to companies looking
to expand.e

2,100

-2,100 T T
2001 2002 2003 2004
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While nationwide industrial vacancy stabilized just shy of 10 percent in
the second half of 2003, the Raleigh-Durham market continued to

struggle with vacancies north of 25 percent for flex and warehouse space combined. Activity from smaller users
began to pick up late in the year, but it was not enough to offset additional lease expirations from companies such
as IBM, Nortel and Ericsson. The few sizeable deals that did occur were primarily the result of companies trading
or downsizing space and yielded little positive net absorption. As a cost-effective alternative to office space, the flex
market stands to improve more quickly than the warehouse sector. With just 32,000 square feet of speculative
construction underway, flex vacancies are likely to fall closer to 20 percent in 2004 as job growth and general activity

pick up.

Conditions in the warehouse sector are much more tenuous and
are not likely to improve significantly before 2005. Unlike other
North Carolina markets, Raleigh-Durham lacks a significant
manufacturing and distribution base; warehouse space has
historically been filled by high-tech and telecommunications
firms and the third-party logistics companies that support them.
Most of the space available today was vacated by the very
companies that drove construction to record levels in the late
1990s. IBM and Nortel alone are responsible for approximately
2 million square feet of vacant space. The long-term outlook for
the warehouse sector, however, is not entirely bleak. While
recovery will be slow, there are signs that the worst may be over.
Conditions in the tech sector are showing signs of improvement,
and there are few major lease expirations anticipated in the next
12 months. Just one building is scheduled to come on line before
the end of the year, and no speculative construction is on the
books for 2004. This lack of new product will help owners
backfill existing vacancies as demand improves.

Additionally, the State is using tobacco settlement money to
facilitate growth in the biotech industry, which could help
broaden the region’s tenant base for both flex and warehouse
space. KBl Pharma has purchased the former Mitsubishi plant in
Durham for use as a biomanufacturing facility and plans to
expand its work force by as many as 550 people over the next
five years. Pharmaceutical giant Diosynth plans to invest at least
$100 million dollars to expand its existing US headquarters,
located in Research Triangle Park. While it may take years for
the Raleigh-Durham Industrial market to recoup its losses,
conditions should slowly begin to improve by late 2004. Current
weaknesses in the market, such as discounted lease rates and
an abundance of available space, could ultimately aid recovery
by making it easier for economic development officials to attract
new and expanding industries. e

Market at a Glance
2003 Year End

Standard R&D/
Industrial Flex Total
Total* 19,833 13,877 33,710
Vacant* 5,590 3,200 8,790
Vacancy Rate 282% 231% 26.1%
Absorbed* -1,262 -254 -1,516
Under
Construction* 0 32 32
Rental Rate** $4.15 $8.76 $6.95
*Square feet in thousands; includes owner-occupied
** Weighted average asking rent/SF/year Triple Net
Vacancy Rates
Standard Industrial —@— R&D-Flex
30%
25%
20%
15% T
2001 2002 2003 2004
Net Absorption
Sq. Ft. in Thousands
1,000
500 -
0
-500 -
-1,000 -
-1,500 -
-2,000 T T
2001 2002 2003 2004
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Consumers saved the day once again as the Raleigh-
Durham retail sector withessed another year of robust
demand and single-digit vacancy rates.

The Raleigh-Durham retail sector continued to experience explosive
growth throughout 2003, and the pace is not expected to slow anytime

soon. The delivery of two regional malls totaling 2.6 million square feet in 2002 fueled further retail development and
prompted owners of older centers to expand and beautify facilities or, in at least two cases, to raze buildings
altogether to make way for extensive redevelopment. Between 2001 and year-end 2004, approximately 6.8 million
square feet will have been added to the Raleigh-Durham retail sector, increasing the size of the market by 25
percent. The dramatic growth has given area residents a wealth of new shops and restaurants from which to choose,
including such retailers as Aveda, The Cheesecake Factory, Nordstrom and Ann Taylor Loft. Also spurring on retail
development are a growing population with increasingly sophisticated tastes, a red-hot housing market and healthy
consumer spending thanks to recent tax cuts and continued low interest rates.

With record-high vacancies in the office and industrial markets, the retail sector has grown in favor with investors in
recent months. Grocery-anchored centers in particular have become the investment vehicle of choice, driving prices
to record levels. There is some concern, however, that these
centers could face difficulties two to three years down the road
as the result of an anticipated shake-out in the supermarket
industry. Smaller grocers are facing increased competition from
discount stores such as Target and Wal-Mart, and the majority of
construction currently underway in Raleigh-Durham consists of
large centers anchored by these retail giants. By the end of
2004, the region will have two new Wal-Mart stores and five new
Target stores, some of which will be super centers that offer
groceries at discounted prices. As a result, demand for grocery-
2001 2002 2003 2004 anchored centers will likely wane after 2004, and investors may
choose instead to put their money in the recovering office sector
or back into the stock market.

Retail Inventory
Sq. Ft. in Thousands

35,000

30,000

25,500

Net Absorption
Sq. Ft. in Thousands
The Raleigh-Durham retail sector has maintained single-digit

vacancy rates and impressive absorption figures throughout the
2,000 1 economic downturn, and indications are that 2004 will be
1,500 - another robust year. While interest rates may rise slightly in the
next twelve months, they are expected to remain low, and any
increases should be tempered by improved job growth and
continued gains in the stock market. These improving economic
conditions will give consumers the confidence to spend
generously through the holiday season and beyond.e

2,500

1,000 -

500 -

2001 2002 2003 2004

Key Shopping Centers Under Construction

2003 Year End

Center Name Center Type Size (SF) Anchors Developer

Alexander Place Power 404,790 Super Wal-Mart, Kohl's Faison & Associates

North Hills Redevelopment Community 560,000 Target, Marquis Cinema, Kane Realty Corporation

JC Penny

Patterson Place Power 325,870 Kohl’s, Kroger, Petsmart Boulevard Properties

South Square Mall Power 150,000 Super Target, Sam’s Club Faison & Associates
Redevelopment

Poyner Place Power 475,000 Super Target Crosland

32 Southeast
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After a record setting fourth quarter of 2002, in which over $195 million in
investment property traded, investors caught their breath in the first

quarter of 2003 as just $13 million in transactions occurred. A lack of consumer confidence and uncertainty leading
up to the invasion of Iraq resulted in limited investment activity early in the year. In the second quarter, however,
investors purchased over $173 million in office, multi housing, retail and industrial properties. The brisk pace came
as the 10-Year Treasury Note dropped to less than 3.25 percent, and the conclusion of major combat in Iraq gave
investors more confidence.

While the stock market made some notable gains in the second quarter, investors continued to pour capital into real
estate. This hyper demand for quality, stable properties, coupled with low interest rates, continues to keep downward
pressure on capitalization rates, which as a whole are now at historical lows. In the Raleigh-Durham market,
however, only grocery-anchored and net-leased retail properties, and well-leased institutional quality multi housing
and office properties are witnessing these low capitalization rates. The reality of high vacancies and concessions in
the office, industrial and multi housing sectors is keeping

capitalization rates for most investment sales at more normal

levels. Investment Volume
In Millions
After an active second quarter, trading slowed in the third $320
quarter as only $21 million in investment property transacted. $300
The 10-Year Treasury Note moved 135 basis points, which $280 -
wreaked havoc with buyers of institutional type properties. No $260 -
institutional properties traded in the third quarter, and only one $240
property traded for more than $5 million. These rapid 5220 |

movements in interest rates caused a brief disconnect between 6200 ' '
buyers and sellers. Sellers were hoping to capitalize on the low, 2000 2001 2002 2003
non-recourse interest rates offered by commercial lenders;

buyers were not able to achieve the leveraged returns they were

seeking due to rising rates and had to either back off the Average Sales Price
investment offering or submit a lower offer. Dollars Per Square Foot

*Estimated

Industrial —@— Office

With interest rates still relatively low, the remainder of 2003 $140

should be active for investment property transactions. While $1201 .\././‘
$100

there remains a lack of offerings for industrial properties, well-

leased office properties should continue to attract investors. The $801
leasing market is close to bottoming out, and the forecasted $60
. - . . . $40
increase in job growth and demand, in tandem with continued 620
low interest rates, should promote strong investment activity in 2000 2001 2002 2003
2004.=
*Estimated
Key Investment Transactions
2003
Sales Price
Buyer Seller Property Type  Property Name (Millions)
ISCI ING/Clarion Partners Office First Union Plaza $38.0
The Dilweg Companies Cornerstone Real Estate Advisors  Office Capital Center $17.8
The Dilweg Companies Highwoods Properties Office Highwoods Office Center $11.4
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Despite little speculative construction, weak absorption
will cause the Richmond office market to remain stuck in
the over supply portion of the real estate cycle during
2004 keeping downward pressure on rents.

The Richmond office market has been treading water over the past 12
months, awaiting evidence of positive job growth. There was very good

news early in the year, including the announcement of Phillip Morris taking 240,000 square feet at the former
Reynolds Metals Headquarters and the planned Richmond headquarters of a combined Wachovia Securities and
Prudential Securities. These announcements were quickly offset by the bad news of Circuit City placing a 170,000-
square foot building on the market and Capital One placing 450,000 square feet in two buildings at Short Pump up
for sale. By January, 2004, Capital One will vacate another quarter million square feet of leased space in the area,
as its total occupied space reaches more than 1 million square feet in seven buildings on its West Creek campus.

Market at a Glance
2003 Year End

CBD Suburb. Total

Rentable* 6,902 17,780 24,682
Vacant* 1,193 2,542 3,735
Vacancy Rate 17.3% 143% 15.1%
Absorbed* 42 281 323
Under

Construction* 209 71 280
Rental Rate**

Class A $21.70 $17.78 $19.17

Class B $14.52 $14.94 $14.72

*Square feet in thousands; excludes owner-occupied, medical, government
** Weighted average asking rent/SF/year Full Service

Vacancy Rates

CBD —@— Suburban
21%

18%
15% - ./.\.—.
12% A

9% -

6% T T T
2001 2002 2003 2004

Net Absorption

Sq. Ft. in Thousands

400

300 A

200 A

100 -

2001 2002 2003 2004
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Lease renewals, both downtown and suburban, are a serious
game of chicken for landlord and tenant with rental rates under
pressure and incentives increasing. The downtown market is
waiting to see what happens at Riverfront Plaza where the two
anchor tenants, Hunton Williams and Wachovia Securities, are
at renewal time. The Class B market downtown and suburban is
furiously competitive with not enough tenants to go around.

The pipeline of space coming to market for lease or sale over the
next 24 months is substantial with major blocks coming back
from Capital One, Carmax, Owens & Minor and Anthem. This
will keep a damper on the speculative construction market with
little chance of a turnaround in the foreseeable future. A number
of owner-occupied projects, however, are planned or underway
including a 110,000-square-foot building for Virginia Credit
Union at Waterford Office Park and a 40,000-square-foot
expansion by Performance Food Group in West Creek.

Demand for small office buildings to purchase remains strong,
but the supply of available product is short in all submarkets.
New office condominium projects are springing up to fill the void
while interest rates remain low. Developers of new projects are
generally pre-selling units before construction with shell rates in
the range of $125 to $135 per square foot.

There was less than 50 acres of office land developed
throughout the area in 2003 and almost all of that was by users.
With virtually no new speculative office construction, the supply
of well-located office park land remains good. Values remain
steady, with only a slight decline for secondary locations.

Looking further out, the soon-to-be-completed Route 288
portion of the loop around Richmond will have a major positive
impact on the office market. When things do turn around and job
growth is more strongly positive, Richmond will offer a
tremendous supply of well-located office park land with excellent
highway access to the entire metro area.e
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The economic recovery, albeit “jobless,” is helping the industrial sector by
creating a modest need for inventory, machinery and equipment

expansion creating a commensurate need for more space.

On the supply side, some owners of functionally obsolete buildings are selling at deep discounts in order to liquidate
now rather than face an uncertain future. Examples include a Curtis Paper manufacturing facility (131,000 square
feet for $13.30 per square foot) and a Weyerhaeuser property (160,000 square feet for $8.28 per square foot). Many
similar properties are being converted to storage, or new owners hope to find low-end manufacturing users. Despite

more realistic expectations on the part of many property owners, this sector is still experiencing stress.

In speculative construction, Devon USA continues to dominate
Class A space with 1.2 million square feet built or under
construction in Chesterfield County. They plan to build more than
1 million square feet of warehouse space in Hanover County’s
Northlake Business Park with the first building scheduled for
delivery in 2004. Hollingsworth Companies has a 108,000-
square-foot building currently available in Prince George County
with plans to construct more.

Flex development was modest with just a few projects under
way, primarily north of Richmond. Crescent Business Center
delivered 109,000 square feet and Hanover Business Center in
Ashland completed 80,000 square feet.

Industrial land sales are weak. Only well-located parcels with
good highway access, utilities and zoning have maintained
value.

Notable transactions in 2003 included:

* Graybar’s development of a 180,000-square foot distribution
center and Showbest Fixture’s purchase and expansion to
80,000 square feet of a vacant building for manufacturing,
both in the east near the airport;

» Flexicell's purchase of a 65,000-square-foot building to
expand its manufacturing operations in the north; and

* Antioch Company’s 169,000-square-foot lease for distribution
and assembly in the southside.

Another positive trend was increased activity from out-of-town

companies, such as Magellan Systems for production of high-

performance fibers and BWI for distribution of millwork products.

Looking ahead, Richmond’s industrial market should see
continued strengthening through increased net absorption and
fewer company closures. e

Market at a Glance
2003 Year End

Standard

Industrial

Total* 60,411

Vacant* 8,816

Vacancy Rate 14.6%

Absorbed* -310
Under

Construction* 0

Rental Rate** $3.95

*Square feet in thousands; includes owner-occupied
** Weighted average asking rent/SF/year Triple Net

Vacancy Rates

Standard Industrial

20%

R&D/

Flex Total
8,486 68,897
1,200 10,016

14.1% 14.5%

310 0

0 0
$7.62 $4.38
—@— R&D-Flex
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0,
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2001 | 2002

2003 2004
Net Absorption
Sq. Ft. in Thousands
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Richmond’s two new open-air “Lifestyle” centers are
attracting shoppers who had eagerly awaited the arrival
of upscale retailers such as Nordstrom, Saks Fifth Avenue
and other new market entrants.

Only two regional malls opened in the entire country in 2003, and both of
them were in the Metro Richmond area. Short Pump Town Center and

Stony Point Fashion Park opened to large crowds on rainy days within two weeks of each other in September. Both
are “Lifestyle” centers with an open-air design and numerous upscale retailers and restaurants new to Richmond.
Both centers were primarily responsible for the record 2003 net absorption of more than 2 million square feet.

Rental rates continue to push upward in the hottest locations along the major corridors. In Short Pump, the “hottest”
of the hot areas, prospective tenants are being quoted rates in the range of $35 to $38 per square foot. With
Richmond’s median household income more than $5,000 above the national average, demographics indicate there

is plenty of spending money available.

Vacancy Rates
All Product Types & Submarkets

9%

8%

7% A

6% T T T
2001 2002 2003 2004

Net Absorption

Sq. Ft. in Thousands

2,500

2,000 -

1,500

1,000 -

500 -

2001 2002 2003 2004

Median Household Income, 2003

$54,000

$52,000

$50,000

$48,000

$46,000

$44,000 T
u.s. Richmond

Source: Claritas
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Despite the addition of almost 2 million square feet of new retail
space, vacancy continues to hold steady in a very healthy 8
percent range. There is likely to be some increase in vacancy in
the less desirable locations and properties, but no dramatic
increases are foreseen at this time.

There will be a slowdown in new construction for the foreseeable
future with the exception of the 250,000-square-foot Shops at
Stratford Hills, anchored by Ukrop’s and Target, which broke
ground in the Fall and will be completed in late 2004. The trend
of developing small strip convenience retail centers of 10,000 to
20,000 square feet on out-parcels of existing centers will
continue through 2004, and there is interest in urban retail
locations in close proximity to Virginia Commonwealth University.

Recent consolidations in the banking industry have caused a
number of surplus branches to be placed on the market. The
best locations are getting multiple offers, mostly from small local
banks looking to expand.

With a slowdown in new construction, there will be opportunities
to backfill vacancies along problem corridors and reposition
older centers that lost tenants to the new malls. Opportunities
also exist to sell well located and maintained properties.

Land prices along the main retail corridors remained steady over
the last 12 to 18 months. With the exception of user-driven sales,
the predominant land purchasers have been developers
constructing small anchor-less, strip centers that are typically
leased by regional or national restaurants and service
companies.

Richmond'’s retail market did not experience a recession period
and the construction boom of the last year is not likely to create
any serious problems. Supply and demand should remain
balanced.e
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Investment sales of retail properties broke several records in 2003. Retail
property sales volume was the highest during 2003’s first half than any

other similar period since 1995. Additionally, Inland Real Estate paid the highest per square foot price for a major
shopping center at $260.76. While office maintained a respectable showing, industrial sales volume was down 40
percent from its nine-year average and multi housing continued its deep slide in volume from 2002.

It appears that the Richmond region has continued its climb towards greater total volume, as the first half of 2003
posted the third highest total ($260 million) since 1995. Based on expected closings before the end of the year, 2003
may go down as the biggest volume year since we began keeping detailed statistics in 1995. Much of this success
is attributable to several large transactions in retail and office. In
fact, out of the $260 million total, 50 percent occurred in four

property sales with only two different buyers. .
Richmond Investment Volume

Merchant builders had a great year in retail as three power In Miions

centers and one entertainment center sold to the Inland Real $460

Estate Group. Unlike the past several years, few small $450 -

freestanding properties traded. 640 |

Capital One is impacting the office sales market as well as office $430

vacancy. Their occupancy of 25 percent of the Forest Office $420 -

Park was significant in that property’s sale. Highwoods sold two $410

three-building complexes that were 100 percent leased to 2000 2001 2002 2003

Capital One. Capital One also has two of its owned buildings on
the market, which may transfer in 2004’s first half. They will
vacate these properties in favor of their new West Creek

Average Property Sales Price, 2003

Dollars Per Square Foot

campus. $140
$120 -
Industrial and multi housing sales volume was weak at best. $100 -
While industrial properties have shown a relative growing trend, $80 1
. . . . $60
multi housing is headed to a possible record low year. 540
$20 - ,_l
2004 is projected to be another banner sales year as the 0 T T
Office Industrial Retail
economic recovery begins adding jobs at an increasing pace.e
*Estimated
Key Investment Transactions
2003
Sales Price
Buyer Seller Property Type  Property Name (Millions)
Forest Park Associates LLC Koala Richmond Realty Office  Forest Office Park $35.0
Holdings Co. Inc.
FSP Innsbrook Corp. Highwoods Realty LP Office  Highwoods I $38.1
Inland Southast Short Pump LLC Short Pump Entertainment LLC Retail Downtown Short Pump $33.0
Inland Southeast Creeks LLC Richmond Developers LLC Retail The Creeks at Virginia Center $39.0
5301 Lewis Road LLC Cadmus Communications Corp. Industrial 5301 Lewis Road $3.0
Bellwood Investments LLC Noland Properties Industrial 2500 Bellwood Road $3.5
Fox Rest Apartments LLC Fox Rest Associates LP Apartment  Fox Rest Apartments $10.3
Old Bridge Apartments LLC Kingsway Investment Apartment  Old Bridge Apartments $8.9
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Corporate America continues to struggle to meet both public and private
shareholder requirements for profits, growth and competitive advantage.

This stems from a recent and current period of economic uncertainty, intense global competition, heightened
geopolitical tensions and severe profit pressures. Corporate real estate continues to play an increasingly critical role
in enabling the enterprise to meet these objectives. Balancing short-term financial needs with mid- and long-term
business needs is at the core of the challenge for CRE. CRE remains a very difficult challenge due to strategic
uncertainty and the short-term nature of business planning coupled with relative long-term commitment lengths of
real estate. The defining issue is whether the partners that corporate leaders have trusted in previous cycles can
provide the solutions to help them meet these ever changing business objectives and competitive environments.

While industry participants debate whether opportunities for improvement to corporate bottom lines are becoming
limited as efficiencies increase, the extent to which CEO'’s are looking for real estate’s contribution to the enterprise
bottom line is never ending. Many firms have yet to adopt the knowledge and industry practices for strategic
planning, portfolio rationalization and cost reduction processes to achieve this objective. For those that have been
successful, the ongoing challenge is to address the changing dynamics of the workplace, human resource, business
and infrastructure needs to support the competitive advantage of the enterprise. The spectrum of strategic planning
encompasses many different facets, such as (1) incremental; (2) standardization; and/or (3) value based. The
strategic dilemma is due to real estate requiring long lead times for planning, large and visible expenditures, and
assets that are difficult and expensive to exit or alter as needs change. Consequently the integration with a
knowledge-rich provider can assist CRE departments in resolving these issues.

A recent Grubb & Ellis Corporate Services forum identified a list of key actions for companies that can provide some
of the greatest impact on financial results.

CRE AS ENABLER OF CORPORATE BUSINESS PLANS & STRATEGIES

» Interviews with business unit and corporate stakeholders to integrate a corporate portfolio strategy
» Successful communication of portfolio implications to business units and senior management
* Integrating a business understanding into the CRE process

» Portfolio optimization and rationalization for all occupants

« Consolidation and co-location planning

« Financial underwriting and balance sheet analysis

* Risk Management

+ Reduction of overall portfolio and transaction costs

» Identification and aggressive disposition of surplus space

» Restructuring of current space to increase efficiencies of occupancy

» Creating metrics and benchmarks to measure portfolio performance and business unit support
* Creating short- and long-term business plans for portfolio

* Process re-engineering and value creation

But what of the future? The function of CRE is to enable the business units to be successful and enhance their
competitive advantage. This includes business, financial, portfolio, transaction, and work place solutions. The
strategic contribution for CRE and global service providers will rest in value added solutions and effective
implementation on behalf of the enterprise. Consequently the talent and knowledge capital of CRE groups and
providers will increasingly be more intelligent and effective in making these financial and operational contributions
to their customers, enterprise and bottom line.e
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TRENDS TO WATCH
During 2003, the lagging economy promoted a wait-and-see outlook,

even though it has begun to show signs of sporadic recovery. Companies continued lay-offs, restructuring and never
ending tightening of fiscal budgets even further. Clearly, proactive CRE business and portfolio approaches have
made material contributions to the enterprise’s performance. However, this effort will need to continue to show
increased measurable contributions to the enterprise in future years. In 2004 we expect an increasing amount of
aggressive actions in the way all real estate occupiers manage their portfolios, as organizations seek to improve
performance. The following are three trends to watch in 2004.

1. LABOR-BASED PORTFOLIO OPTIMIZATION

From 2000-2003, corporate users of real estate focused on immediate and incremental cost-cutting activities. As
leases expired, firms consolidated into larger locations to increase efficiencies. During 2003, corporate users took
a more proactive, strategic approach to controlling total operating expenses, with labor and real estate as the
cornerstones of this strategy. We expect this to continue.

Companies are seeking to optimize both operations and portfolios. By evaluating fotal labor/workforce issues—
recruiting costs, quality of labor, absence and turnover, productivity, retention programs, policies and procedures,
and wages and benefits—coupled with an understanding of real estate and infrastructure needs, corporate
executives are developing proactive business cases for optimization, along with associated asset re-allocation
strategies. Locational decisions are based on the most advantageous business operations, as a whole. This
proactive approach not only seeks to cut costs, but also to better align the workforce and operational goals.

2. CORPORATE REAL ESTATE “RISK” MANAGEMENT

With the consistent management of risk of long-term commitments to support increasingly changing global business
plans, the difficulty for CRE will continue to grow. CRE is challenged with managing a number of major
components of real estate risk, such as (1) duration issues of commitment; (2) terminal value of the assets when
the business direction changes; and (3) market risk of costs.

Understanding market cycles and associated timing of new commitments will be critical in reducing the risk of long
term high market costs. Parallel work in incremental, standardization and value-based strategies will enhance
business performance. In addition, accurate demand forecasting will provide a proactive framework for the years
ahead.

3. AGGRESSIVE SURPLUS ASSET STRATEGIES

Most CRE departments have remaining assets that have little or no demand from the market. The “low hanging fruit”
was quickly resolved early in the current economic cycle, and most other surplus assets have been disposed of.
What is left will cause a visible problem for CRE departments in 2004. Consequently, the normal marketing
strategies of tracking and/or trailing the falling market pricing will need to change. On a collective basis for Corporate
America, it is a very large amount of obsolete or third tier space that clearly has litle or no demand, and is an
unpopular weight on the corporate balance sheet.

To address these assets, corporations will need to establish aggressive pricing processes and approaches that
allow it to get in front of market pricing. The consistent corporate strategy has been to reduce its liability and
risk, and thus clean the enterprise and balance sheet of these remaining liabilities. With the increased visibility and
exposure, we anticipate corporations to begin to bring a large amount of space on the market that will lead the local
market pricing until the liability is eliminated.e
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The economy’s performance will drive investment real estate in 2004
more than in the previous three years. Despite the sluggish economy and

weak leasing market fundamentals since 2001, investor demand for real estate has been strong, aided by low
interest rates and large inflows of capital. With a recovery on the horizon, sales levels and investor returns in 2004
will be more closely aligned with the strength of the economic recovery, interest rates and the performance of the
leasing market.

The abundance of capital earmarked for real estate in recent years is due to the poor performance of equities versus
the upper-single-digit returns afforded by real estate. With a recovery ahead, some capital will return to equities at
the expense of real estate. However, the recovery should boost the weak leasing market, which investors largely
ignored in recent years as they paid high prices to secure yields as low as 5-6%. The owners of poorly performing
assets with variable rate mortgages cannot hold out indefinitely, compensating for high vacancies with low debt
service, if interest rates rise soon. A recovery that brings improved leasing activity will soften but not entirely mitigate
the blow of rising interest rates. Private investors relying on debt may move to the sidelines in 2004, making way for
institutional investors whom they out-bid over the past few years.

OFFICE

More than any other sector, the fate of the office market in 2004 depends on job growth. Employment increases
should encourage more leasing, which will help building owners offset upward adjustments in their mortgage rates.
But if interest rates rise before leasing activity improves, the hit to the bottom line may be unbearable for some
owners, generating more delinquencies. The recent and promising job creation numbers offer a glimmer of hope for
2004, but not a strong one given the usual lag in the real estate market’s recovery.

INDUSTRIAL
This property sector is very sensitive to economic shifts, suggesting that it will bounce back more quickly than the
office market. Owners can look forward to improved leasing and firming cash flows in 2004.

RETAIL

During the 2001 recession and jobless recovery of 2002 and 2003, consumer spending remained surprisingly
resilient, supporting retail leasing and investor demand. The economic recovery will only increase consumer
spending and retail leasing. Grocery-anchored centers will continue to offer strong cash flows and a safe position in
any economy. But investors should cast a wary eye on properties that are susceptible to competition from new super-
center and neighborhood market formats introduced by Wal-Mart and other discounters.

MULTI HOUSING

Investors have been willing to overlook massive job losses and interest-rate-driven home purchases over the past
three years, focusing instead on the favorable demographics of the Echo Boom Generation, which is nearing
apartment-renting age. Despite growing construction levels in many markets, look for investor demand to remain
strong in 2004 as the economy puts new renters in the market and rising interest rates limit home buying. e
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The retail property market is at the top of its game in terms of both
leasing and investment, especially compared to the other three core

property categories. Consumers have carried not only the retail market, but the entire economy through the
recession of 2001 and the jobless recovery of 2002 and 2003. Business capital spending fell off a cliff in 2000 and
has only recently begun to pull itself up from the bottom, draining demand for office space and, to a lesser extent,
industrial space. Multi housing properties, which usually hold up well during a downturn, have been buffeted by
mortgage rates at 40-year lows, which have drawn renters into the ownership market. This leaves retail properties,
which largely were ignored by institutional buyers through most of the 1990s, at the top of investors’ buy lists,
particularly grocery anchored centers, which are considered to be recession-proof; everyone has to eat, as buyers
are fond of reciting. But a more pertinent question is: are they Wal-Mart-proof? And if they have survived the
onslaught of the super center format, will they survive a second wave of Wal-Mart Neighborhood Markets, designed
to capture the dollars of the traditional grocery store customer? So far, investors are betting that they will, particularly
infill centers in developed trade areas that offer a measure of protection from competitors.

Of all retail concepts, power centers have traveled the furthest the fastest in the hearts of investors. Thought to be
susceptible to downsizing big-box retailers and Internet sales, power centers that have survived the big-box
shakeout are now viewed as attractive candidates for acquisition, especially for investors unable to find suitable
grocery-anchored properties. Malls have further bifurcated into the Class A fortress malls that are secure from
competition and Class B and C malls that will require substantial dollars for renovation, redevelopment into open-air
or Main Street formats, or demolition and reuse for residential or industrial development, depending on their trade
area.

Unanchored strip centers, once thought to be terrible investment candidates due to their propensity for overbuilding,
now present very favorable acquisition targets in gentrifying central and mid-city neighborhoods where household
income is high and competition from other retailers is low. Similarly, the decades-long efforts of city planners and
municipal governments to revitalize their downtowns is bearing fruit, not just in the 24-hour markets like Boston and
San Francisco but in smaller, 24-hour wannabe markets like San Diego and Indianapolis. Investors can find mixed-
use opportunities with street-level retail in both new and rehabbed buildings—a product type that may be particularly
attractive to private buyers.

The retail property market is likely to get even stronger in the coming year. While some analysts suggest that
spending will decline as the tax cuts and wave of mortgage refinancings pass into history, the majority view holds
that spending will rise as the recovering economy puts more people to work, which will provide additional support
for an already healthy property type.e
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In our 2003 Forecast, Grubb & Ellis predicted that insurance and risk
management issues, indoor air quality, energy management and

globalization would be the major trends facing the property and facility management industry. These issues continue
to dominate the landscape. As we look forward to 2004, we see the following challenges and opportunities facing
real estate owners and managers.

CORPORATE FACILITY MANAGEMENT

THE EVOLUTION OF OUTSOURCING

The pace of outsourcing real estate and facilities functions continues to accelerate. Since the early 1990s,
corporations and institutions have outsourced hundreds of millions of square feet of space to third party real estate
providers who specialize in providing a full range of real estate and facilities services. Countless other companies
are expected to follow suit. With a lackluster economy and increasing pressure on corporate earnings, we expect
the outsourcing trend to continue in earnest for corporations with significant real estate portfolios. Outsourcing of
transaction management services, lease administration services and facility management services continues to be
a proven and viable option for achieving significant cost reductions, enhanced productivity and increased
shareholder value.

Along with the increased pace of outsourcing, we also see a fundamental shift in the way companies view their real
estate portfolios and the role of the facility manager. Corporations are increasingly viewing real estate and facility
management not as cost centers but as an integral part of the overall corporate strategy. This trend has had a major
impact on the role of traditional facility managers, as companies look to facility management providers for an
increasing amount of value-added services above and beyond traditional maintenance and engineering. These
services range from strategic occupancy planning, workplace strategy and space utilization to a variety of office
services such as printing, document management and mailroom operations. Facility managers will be expected to
play a much more active and strategic role as companies look to drive efficiencies in their overall occupancy costs.

For those companies looking to outsource real estate and facilities functions, a carefully planned and well designed
outsourcing program will result in a host of tangible benefits to a company’s internal business units and its bottom
line.

CENTRALIZED FACILITY SUPPORT SERVICES

As companies scrutinize their real estate portfolios for cost reduction opportunities and operational efficiencies,
centralized facility support services will continue to play a fundamental role in helping companies achieve these
goals. A centralized and coordinated approach to facility management enables companies to integrate processes,
technology and people, resulting in substantial cost efficiencies and measurable gains in productivity and quality.
Centralization of services eliminates redundancies in personnel, allows for the consistent utilization and support of
proven technologies, and ensures consistent processes and reporting throughout the real estate organization.
These benefits can be realized by any company in any industry, but they are especially profound for companies with
large and geographically dispersed real estate portfolios.

TECHNOLOGY SOLUTIONS

The rapid advance and maturation of web-based solutions and mobile technology will have a major impact on how
corporate real estate portfolios are managed and operated for years to come. Technology touches virtually every
aspect of real estate, from building automation and infrastructure to portfolio reporting, purchasing, work order
management and lease management. These advances create critical opportunities for companies to streamline their
real estate processes, eliminate redundancies and increase productivity without substantially increasing capital
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investment. Companies that strategically and successfully deploy web-based technologies and mobile solutions will
realize these tangible benefits and stay in closer touch with their customers, vendors and their portfolio as a whole.

PROPERTY MANAGEMENT

PREPARING FOR THE UNEXPECTED

Several high-profile incidents over the past few years have forced property owners and managers to remain
especially vigilant in the face of a variety of threats, new and old. War, terrorism, natural disasters, high-rise fires,
and even massive power outages have put emergency plans and emergency response personnel to the test. The
headlines serve as continual reminders that these threats are ever present. Owners and managers of real estate
will continue to place a high priority on establishing and implementing effective emergency plans to ensure that
properties, facilities and occupants are equipped to handle a wide variety of emergency situations. These threats
also continue to have a dramatic effect on property insurance costs. Though property insurance rates are beginning
to stabilize from their post-9/11 levels, this is small consolation to property owners and managers who have had to
assume significantly higher deductibles—and risk—to avoid massive rate increases.

BUSINESS CONTROLS/SARBANES-OXLEY

The increasing focus on the control of internal activities by public corporations in the wake of scandals in recent
years is having a significant impact on their service providers. As corporations and accounting firms grapple with the
more stringent reporting and audit requirements of the Sarbanes-Oxley Act of 2002, companies will increasingly
require their service providers to establish and document internal accounting and operational controls on behalf of
their clients in the areas of accounting, purchasing, and financial reporting. This trend is already having a substantial
impact on the cost of doing business for public companies and their service providers. Service providers should
expect an immediate and increased demand for information on their internal business controls and processes.
Those providers who have developed and implemented strong internal control programs will have a major
competitive advantage.

PUBLIC/PRIVATE PARTNERSHIPS

Just as corporations have turned to real estate service firms to provide solutions for their portfolios, governmental
entities are gearing up to follow suit. Budget constraints have placed increasing demands on federal, state and local
governments to reduce operating expenses and generate revenue from their extensive real estate assets through
leasing, disposition or converted use. Many government agencies are shifting their strategy of transferring unused
assets to local governments and are now dealing directly with private developers and managers of real estate in
order to generate returns. These assets include a variety of closed military bases, hospitals, and other vacant or
obsolete properties.

The U.S. General Services Administration, which manages a large portion of the government’s real estate portfolio,
is also looking increasingly to property management firms to manage its occupied portfolio. This strategic initiative,
which is expected to expand quickly over the next few years, is driven largely by an effort to reduce costs and deal
with the challenge of an aging workforce within the GSA that is expected to retire over the next five years.e
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Atlanta: Chip Cathey, Research Analyst; Jesse Long, Financial Analyst
Charlotte: Regina Robertson, Research Coordinator

Columbia: Aaron Dupree, Research

Greenville: Hara Knight, Client Services/Research Manager

Nashville: Erin Donahue, Director of Research & Marketing

Raleigh: Elizabeth Raiford, Marketing/Research Coordinator
Richmond: Lynn McDaniel, Vice President

Region: Kevin Fairris, Regional Client Services Manager

Senior National Marketing/Research Team: Bob Bach, National Director, Market Analysis; Chris McDougall, National Manager,
Research; Sherri Prestangen, National Director Affiliate Research Services; Suzanne Tarkington, National Director of Marketing
and Sharon Abar, Public Relations Director, Western Region

Federal Reserve Bank, U.S. Census Bureau, Bureau of Labor Statistics, Bureau of Economic Analysis, Metro Atlanta Chamber of
Commerce, Charlotte Chamber of Commerce, Columbia Chamber of Commerce, Greater Greenville Chamber of Commerce,
Research Triangle Chamber of Commerce, Richmond Chamber of Commerce, Nashville Chamber of Commerce, Spartanburg Area
Chamber of Commerce, Greenville Area Development Corporation, South Carolina Department of Commerce, Upstate South
Carolina Regional Alliance, Atlanta Business Chronicle, Nashville Business Journal, Memphis Business Journal, The
Business Journal (Raleigh-Durham), Atlanta Journal/Constitution, The News & Observer, The Tennessean, Nashville Post,
The Greenville News, The Greenville Journal, The Memphis Commercial Appeal, Shelby County Assessor’s Office, Courthouse
Retrieval, Carolina’s Real Data, PeerMark, Claritas, CoStar Group, Dorey’s FirstCLS, Real Capital Analytics, Prudential Real Estate
Investors, Merrill Lynch, Lend Lease
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ty Solutions Worldwide

Grubb & Ellis provides the local market knowledge and responsiveness of a boutique real estate
company with the global reach and resources of a large international organization.



