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Key Takeaways 

 Demonstrate high impact, visible change – communicate the brand 

 Speed of execution – leverage your resources 

 Culture is key – training and sharing best practices 
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5-Star Worldwide …. 

Separates us from the competition 
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Demonstrate/Communicate High Impact, Visible Change 
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Speed of Execution 

CULTURE, TRAINING, BRANDING 
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Leverage your resources 
 

“New” Marketing Process: 

+ Leverage CBRE Americas Marketing platform 

+ Dedicated LA-based marketing leadership and an award winning  
    creative team that has national “chops” 

+ Customize creativity to increase visibility. Elevate brand awareness 
    within the brokerage and user community 

Property Marketing Center Specialty Teams and Centers of Excellence   

“Old” Marketing Process: 
+ Utilize local resources embedded in local brokerage offices 
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Culture is Key 

 Hire the best property management and leasing teams in the market 

– 5-Star Worldwide is not just an amenity base, it is a philosophy and way of doing business 

– The foundation of the 5-Star concept is tenant satisfaction and a standard of excellence 

– Each team member is a touch point for delivering this standard of excellence 

– Hold ourselves accountable with the annual Kingsley benchmark survey 

 Train the team so that everyone is focused on the same end goal – maximizing value 

– Master Connection Associates Training – bringing the 5-Star hotel concept to the office environment 

– Gary Collins Communications Training – our prospect tours demonstrate we do business differently 

– Vicky Medvec Negotiations Training – matrix negotiations pulls the discussion away from just talking about price 

– Onsite Peer-to-Peer Training – share best practices amongst various properties and markets 

 Foster and environment that rewards and encourages innovation 

– Create an environment where each team member is challenged to think like an Investment Manager or CEO of the property 

– Quarterly Regional Onsite Meetings – streamlining processes, and give the team the autonomy to explore new ways of doing things. 

– Quarterly National Leasing Calls – share new ideas and success stories 
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CASE STUDY:  One O’Hare Centre 

     
   

   
 

Results 

 Rebranding - Complete 

 Implement a $4.4 M capital improvement campaign.   

5-Star Worldwide Conference Center – Complete 

5-Star Worldwide Health Club & Wellness Center – 3Q13 

Deferred capital items – Ongoing 

Elevator modernization – Underway 

LEED certification – Complete 

HVAC Upgrades – Ongoing 

Exterior Courtyard Landscaping – Complete 

Facade caulking – 3Q13 

Update fire/life/safety system – Complete 

 Engage a new leasing team, aggressively market strength of new ownership and ability to execute at market lease terms.   
Address near term rollover. 

Colliers Leasing team engaged 

Spec Suite Program Launched 

Outperformed the market for two consecutive quarters.  11,600 SF of positive absorption in a market with negative absorption. 

 Conference Center revenue has increased by 150%. 

 Hosted successful tenant open house.  250 of 500 employees participated. 

 

One O’Hare Centre 
Rosemont, IL 
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CASE STUDY:  One O’Hare Centre 

 SCOT Analysis 
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CASE STUDY:  One O’Hare Centre 

 Signature 5-Star Center 
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CASE STUDY:  One O’Hare Centre 

     
   

   
 

 Fitness Center becomes Wellness Center 

 Personal Training 

 Boot Camps 

 Group Fitness 

 Weight Loss & Nutrition 

 Corporate Wellness 

 12 Week Fitness Challenge 

 Yoga 

 Pilates 
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CASE STUDY:  One O’Hare Centre 

     
   

   
 

 Value Proposition and Property Marketing Materials 

 Rediscover Distinction… 
Distinction is in the Details.   
An all inclusive environment, 
customized tenant services, 
ownership committed to  
tenants’ success, convenient 
commuting options and a  
variety of area amenities.   
One O’Hare Centre is truly a 
place where companies thrive. 

 
Interim Materials 

Customized website 

Building Brochure 

Pop Up Banners 

HTML Series 

Marketing Boards 

Guerilla Marketing Pieces 

Open House Invitations 

Broker Event Invitations 
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