
CASE STUDIES

Liberty Northwest

When Liberty Northwest (Oregon’s largest workers’ 
compensation carrier) acquired North Pacifi c 
Insurance, the corporate mandate was to consolidate 
offi ces, but Liberty’s Lloyd District headquarters were 
fully leased and North Pacifi c had existing leases 
at numerous remote claims offi ces throughout the 
Northwest, as well as notable regional facilities located 
in Boise, Bothel and Beaverton.
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“The described series of 
transactions reduced Liberty 

Northwest’s real estate costs by 
$750,000 per year.” 

TEAM
Gordon King

Mike Holzgang
Brad Christiansen
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INTRODUCTION
In December 2001, Liberty Northwest, Oregon’s largest workers’ compensation carrier, acquired 
North Pacific Insurance Company. North Pacific then occupied a number of small claims offices 
throughout the Northwest, as well as three regional headquarters facilities located in Beaverton, 
Oregon; Boise, Idaho; and Bothell, Washington.

CHALLENGE
Prior to their acquisition of North Pacific, Liberty asked Colliers to provide a market analysis of 
competitive properties to determine a fair market lease rate for the short-term lease extension 
of the Beaverton office. This led to the negotiation of several lease buy-outs and/or subleases for 
smaller rural offices. Then, in January 2002, Gordon King represented Liberty in the relocation 
of the 18,030-square-foot former North Pacific district office in Bothell, Washington.

The final challenge required the year-end 2002 relocation of the Beaverton office to Liberty 
Northwest’s Lloyd District tower. Liberty needed 35,000 square feet of additional space in a 
multi-tenant high-rise that was 100% leased. This also required the integration of North Pacific 
Insurance Company into the spatial and functional design of Liberty Centre.

SERVICES
Mike Holzgang had previously located two major tenants at Liberty Centre, Paccess Credit 
and NACCO Credit. Using access to tenant leasing information in our tenant database and 
ongoing business relationships, we contacted all tenants to determine whether they would be 
interested in relocating. Fortunately, Paccess wanted to downsize within the Lloyd District. The 
consolidation of Paccess from 22,700 square feet at Liberty Centre to 16,300 square feet at the 
Lloyd 700 Building matched Liberty’s interest in reaching lease settlements with two tenants 
(Pharmica and Upjohn) that had offered sublease space to the general marketplace.

RESULTS
Liberty saved money at small, remote claims offices through carefully negotiated lease 
settlements, achieved a short-term renewal of the Beaverton office, relocated appropriate 
tenants to consolidate the Beaverton North Pacific office at Liberty Centre, and relocated the 
Bothell North Pacific office to Schnitzer Northwest’s North Creek Campus.

The described series of transactions reduced Liberty Northwests real estate costs by $750,000 
per year as well as provided $1 million in savings to Paccess for its 
relocation.
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INTRODUCTION
After many years of growth, Oregon’s largest credit union, presently OnPoint Community 
Credit Union (but at the time of initial engagement Portland Teacher’s Credit Union), made 
the decision to maximize service to its membership by selecting strategically determined branch 
office locations.

CHALLENGE
The initial assignment was to limit Portland to six branch offices that would serve the entire 
metropolitan area within an eight- to 12-minute drive time.

SERVICES
As various leases expired, a thoughtful and orderly relocation to new branch offices was 
orchestrated over a two-year period.  

Gordon King and Mike Holzgang cooperatively used specialized data services at the 
Metropolitan Services District to carefully map drive times, as well as various demographic 
models to first find the optimal location. They then identified the optimal physical structure 
and subsequently negotiated an appropriate lease transactions.

Additionally, Mike and Gordon represented OnPoint Community Credit Union in the 
relocation of its then 45,000-square-foot headquarters from the Lloyd District to the 
Montgomery Park Building and subsequently assisted in 56,000- and 78,000-square-foot lease 
renewals at this location.

RESULTS
Gordon King and Mike Holzgang continue to assist OnPoint Community Credit Union with a 
full array of real estate services, from placement of new branch office in Eugene for the director 
of real estate, to periodic studies of overall demographic changes and market conditions to assist 
in identifying any potential expansion or contraction needs.
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   1201 Lloyd Boulevard
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OnPoint Community Credit Union

OnPoint Community Credit Union (Oregon’s largest 
credit union) decided to act upon its decision 
to maximize service to members by selecting 
strategically-determined branch locations.

Integra Telecom

Integra Telecom (a locally headquartered provider of 
domestic and international high-speed internet and 
data service) decided to consolidate and relocate 
its headquarters, sales offi ce and data operations 
from Oregon’s Silicon Forest to the central city, but it 
sought to retain a “suburban-like” parking ratio and 
rental rates and to be located in a prominently-placed 
building that would enhance its business identity.
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City of Gresham

The City of Gresham (Oregon’s fourth largest 
municipality) was in search of professional assistance 
to systematically identify, analyze and negotiate the 
purchase of farmland for open space and community 
recreational facilities.
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“The process carefully 
considered, presented, 

negotiated and transferred 
nearly 100 acres of open 

space.”

TEAM
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INTRODUCTION
For two and a half years, Gordon King assisted the City of Gresham, Oregon’s fourth largest 
municipality, in the purchase of over 96 acres of open space farmland for community recreational 
facilities.

CHALLENGE
At the time of this assignment, the City of Gresham had just instituted the active purchase 
of open space and park facilities. Accordingly, the park staff team members were new to the 
acquisition process.

SERVICES
All logical sites were analyzed and presented to the Parks Division, and eventually to the 
Gresham City Council, for consideration.  Most notable transactions negotiated by Gordon for 
the City of Gresham parks purchase program included the 36-acre Southwest Park, the 22-acre 
Southeast Community Park and the 33-acre Gresham Sports Complex.

Additional services provided on behalf of the City of Gresham included consulting with the 
City Council with regard to a GSA/Forest Service requirement, acquisition of two park’s 
maintenance sites and negotiations on behalf of the Management Services Division for a new 
leasehold at the 501 Hood Building.

RESULTS
The end result of these services was an orderly acquisition process that carefully considered, 
presented, negotiated and transferred nearly 100 acres of open space and farmland for 
community recreational use.
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INTRODUCTION
For 10 years prior to working with Colliers, Providence Health System – Oregon, our state’s 
second largest employer, had worked directly with the owner of the Davis Business Center in 
anticipation of a need to expand the Providence Office Park.  Over the course of that time, 
the Davis family had entered into a land lease agreement with Home Depot.  Home Depot 
ultimately elected not to develop the site due to neighborhood resistance. 

CHALLENGE
Providence, recognizing an opportunity to control its property, engaged Colliers not only to 
provide a fair market valuation of the site, but also to negotiate on behalf of Providence to 
control the site in anticipation of future growth.

SERVICES 
Mike Holzgang had previously worked with Mr. Davis and understood some of the nuances of 
his personality and was able to discern the family’s needs in structuring a new transaction.  By 
utilizing resources including Colliers’ research department and a compilation of considerable 
information from local appraisers, Providence was able to get comfortable with the financial 
aspects of a land lease transaction structure to present to Mr. Davis.

At the time, Mr. Davis had multiple other parties looking at redeveloping the property.  This 
motivated all parties to reach agreement.  Colliers secured a long-term land lease transaction 
with a “put” option for the lessor and an option to purchase for the lessee, enabling both parties 
to address all of their intended goals.

RESULTS
Providence secured a market-rate transaction that enables long-term growth at the current 
campus.  For one year, Providence was not responsible for any payments related to the lease 
as a result of the remaining lease term between Davis Business Center and Home Depot.  
This enabled Providence to defray holding costs as they engaged in the planning process to 
ultimately consolidate their various business units into the Davis Business Center site.

Colliers was recently engaged to assist in interviewing developers for the eventual development 
of this site. The current plan, over the next three years, is to complete a 650,000-square-foot 
structure for consolidation of nine business and 
administration units from various Portland area 
locations.  Colliers is presently assisting with the 
development of internal rental rate pro formas.
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Providence Health System

Providence Health System – Oregon (Oregon’s largest 
healthcare provider) had been trying to acquire land 
for expansion of administrative offi ces that were 
located adjacent to the Providence Portland Hospital. 
In addition, Providence Health System had expressed 
the need for a freeway-visible 80,000 square foot 
medical clinic in the southern portion of metropolitan 
Portland.

CH2M Hill

CH2M Hill (an international engineering fi rm 
originally founded in Corvallis) sought to relocate its 
Oregon headquarters and consolidate with its sister 
corporation Industrial Design Corporation, while 
simultaneously meeting new corporate space design 
standards that required a 70% open/30% enclosed 
fl oorplan, an average space utilization per employee 
of 200 square feet or less, as well as the integration 
of “green” construction and building management 
practices.
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Kronos (formerly Unicru)

Kronos (a global provider of human capital 
management solutions) requested to explore 
opportunities throughout Portland’s westside suburban 
marketplace to upgrade both its facilities and image 
after growing from 136 to 270 employees.

UNICRU

2112 SW FRONT AVENUE
PORTLAND, OR
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AND PURCHASE OF

PERIMETER CBD BUILDING 
FOR MULTI-MEDIA FIRMS 

DIGITAL ONE AND
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“At closing, the buyers “banked” 
$1.0 million in equity.  The 

purchase required no out-of-pocket 
costs and a check for the first 

month’s rent and security deposit 
was credited to buyers at closing.”

TEAM
Brad Christiansen

Mike Holzgang
Gordon King
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INTRODUCTION
In the fall of 2004, two related businesses, Digital One and Mission Control, hired Colliers International to 
assist with a relocation because of the impending expiration of their sublease/lease agreements respectively.  
Digital One could not renew in the Parkside Center Building because of the upcoming placement of a major 
tenant, CH2M Hill Engineers (also a Colliers International client).

CHALLENGE
The immediate goal was the timely placement of Digital One in available and appropriate sublease space.  For 
the long term, Digital One had expressed a desire to be co-located with Mission Control, its affiliate.  The final 
objective was to purchase its new business location, which was achieved in December of 2007.

SERVICES 
Colliers International immediately identified all prospective sites for consideration close-in southwest, 
southeast and northwest Portland.  Where appropriate, owners were approached about selling each building 
that was considered for a lease.  Final negotiations placed the KOIN Tower’s recently vacated, high-ceiling 
theater space against the 2112 SW Front Avenue Building.  Since the Colliers Team had previously sold the 
2112 Building (on two occasions), extensive, site-specific research and due diligence materials were readily 
available.

Although initially unwilling to sell, the owner of the 16,000 square-foot 2112 Building agreed to a lease with 
an option to purchase.  The building was in relatively poor condition and in need of repair and replacement 
of the elevator.  Pursuant to the lease negotiated on behalf of Digital One and Mission Control, the Landlord 
contributed to one-half of the cost to replace the elevator in addition to the $60.00 per square foot tenant 
improvement allowance (approximately $1 million).  In order to control costs, Colliers recommended that the 
Tenant hire its own contractor and architect and agree to reimburse the Landlord’s contractors directly for 
renovation and improvement costs.

FOLLOWUP
Following occupancy, it was determined that the roof was near the end of its useful life.  As is customary for 
our service-oriented team, the post occupancy negotiation regarding this issue was handled at no additional 
cost.  These negotiations resulted in the Landlord/Seller paying for the replacement of the roof.

RESULTS
Digital One and Mission Control moved in a timely manner to completely renovated space and created the 
desired synergy between related businesses by co-locating in the same facility.  The 2112 Building provides 
below-ground parking allowing private access after hours.  The clients of both businesses rave about their 
creative space.

Digital One and Mission Control both obtained below-market rental rates, matched with the opportunity to 
own a downtown building at a price below its appraised replacement cost.  In December 2007, the “dream 
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goal” of owning an office structure was reached when the parties exercised their option 
to purchase using the equity created through their carefully structured leases and an 
“upswing” in office building valuation as the down payment.  The purchase price was 
fixed at lease commencement, allowing the buyers to use the equity appreciation to 
their advantage.  At closing, the buyers “banked” $1.0 million in equity.  The purchase 
required no out-of-pocket costs and a check for the first month’s rent and security 
deposit was credited to buyers at closing.
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PORTLAND, OR
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TEAM
Brad Christiansen
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INTRODUCTION

In the first quarter of 2006, the Girl Scouts – Columbia River Council, held a competitive 
interview process, with a total of eight (8) commercial real estate firms, to hire the most suitable 
firm to:  

(1) Facilitate the sale of its current headquarters; and 
(2) Acquire a new headquarters building to meet its local expansion requirements.  

The Corporate Services Advisory Group at Colliers International was chosen as the most 
capable service group to assist the Girl Scouts in this process.  

The Columbia River Council Headquarters had been located at 15171 SW Bangy Road in Lake 
Oswego for more than 15 years.  Commencing in February 2006, we began a thorough search 
of buildings in excess of 20,000 square feet along the western I-5 corridor. 

CHALLENGE

(1) As is the case with the majority of non-profit organizations, funding for the purchase in 
advance of completing the sale of its current site, presented a major hurdle.  The process 
required additional strategic and negotiating finesse and flexible terms to meet the Girl 
Scouts’ necessary timelines with regard to the purchase of the Overlook Building.  

(2) Marketing a nearly functionally obsolete, wood-framed building for an above-market 
target sales price also presented a unique challenge.  The solution – an auction-style sales 
program to maximize price and shorten the time frames, matched with the signature of a 
formal back-up offer – proved successful.

SERVICES 

Often, our Corporate Services Advisory Group becomes aware of “under the radar” 
opportunities for lease or for sale.  This was clearly the case for the Girl Scouts’ requirement.  
Prior to being selected to represent the Girl Scouts, our Corporate Services Advisory Group 
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was in negotiations on behalf of Brown and Caldwell Engineers, the largest 
tenant in the Overlook Center at 9620 SW Barbur Boulevard.  
Brown and Caldwell Engineers was looking to improve its identity, become 
more efficient in its spatial environment, and meet future expansion needs 
by moving to a Class A facility off of Macadam Avenue.  

Digital One/Mission Control

Digital One (an audio post-production business) had 
the goals of being co-located in “creative space” within 
the central city and owning an offi ce structure, but it 
had limited capital available for commercial real estate 
investment or development.

Girl Scouts

The Girl Scouts Columbia River Council (the council 
serving Oregon and Southwest Washington) aimed to 
sell its long-term headquarters and to acquire a new 
offi ce building to meet its expansion requirements.  
As with most non-profi t organizations, funding 
the purchase in advance of completion of the sale 
presented a major hurdle.


