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Introduction
The Chicago Urban Investment Sales Team provides 

institutional and private clients with the resources, tools 

and knowledge to garner the highest possible valuation for 

their assets. Our unparalleled knowledge of commercial 

corridors throughout Chicago coupled with our access 

to capital markets and best-in-class underwriting allows 

us to formulate strategies that achieve maximum value.  

We look at forward moving trends, underlying zoning and utilize 

our entire CBRE network of professionals across all product 

types in both leasing and capital markets to bring creative 

and thoughtful solutions to property disposition assignments. 

Our international reach is unmatched in the industry and  

our track record of achieving record-setting-pricing is proven. 

NORTH BRANCH MARKET 
STANLEY’S UP FOR SALE

J U LY  2 6 ,  2 0 1 8

Stanley’s Fresh Fruit & Vegetables has hired CBRE’s Keely Polczynski 
to represent them in the sale of their 61,000-square-foot property 
at the southwest corner of North and Elston Avenues, just steps 
from where developer Sterling Bay is planning to build a $5 billion 
campus of offices, residences, hotels and entertainment venues.

HIGHER PROPERTY 
ASSESSMENTS MEAN MORE 

WORK FOR LAWYERS 
J U N E  8 ,  2 0 1 8

Homeowners and businesses in Rogers Park and Lake View townships 
opened their mailboxes in May to see assessments valuing their property at 
more than they believed they could sell it for... CBRE Senior Vice President 
Keely Polczynski has heard from many of her clients in Lake View Township 
about the increase in their property tax bills. “It is a real concern . . . in some 
cases adversely affecting their ability to grow rents,” she says in an email.

ELMDALE PARTNERS 
BUYS RIVER NORTH 

OFFICE BUILDING, PLANS 
EXTENSIVE UPGRADES

A P R I L  1 6 ,  2 0 1 8

Elmdale Partners has bought a 22,000-square-foot building in 
River North, 314 West Institute Place for $4 million, and secured 
a $7.4 million mortgage from First Bank of Highland Park. Keely 
Polczynski of CBRE represented the seller in the deal.

VETERAN DEVELOPER 
BUYING  

IN FULTON MARKET 
O C T O B E R  5 ,  2 0 1 7

A longtime Chicago real estate developer best known for his work on large 
downtown office buildings is trying his hand in the thriving Fulton Market 
District. Mark Goodman, whose has spent three decades developing and 
investing in Chicago properties, has a contract to buy a 34,330-square-foot 
parcel at 310 N. Sangamon St. Keely Polczynski is representing the seller.

RETAIL BLOCK NEAR 
FULTON MARKET SELLS 

FOR $13.6 MILLION
S E P T E M B E R  2 0 ,  2 0 1 7

Blatteis & Schnur, a California investor has cashed out on a Near West 
Side retail property near the Fulton Market District for $13.6. The buyer, 
a private entity based in La Grange, takes over with the building fully 
leased.  Keely Polczynski represented the seller in the transaction.

TACO BELL WRIGLEYVILLE 
TO BE DEMOLISHED, AUTO 

BODY SHOP & TICKET 
RESALE SHOP TO SHUTTER

A U G U S T  02 ,  2 0 1 7

Wilmette-based developer Terraco has purchased the property at 
1035 W. Addison St directly across from the main entrance to Wrigley 
Field for a record $1200 per square foot. Keely Polczynski, Senior 
Vice President in CBRE’s Chicago office, represented the seller.

CANNON COMMERCIAL 
HAS HIRED THE CHICAGO 

OFFICE OF CBRE TO 
SELL JEFFERY PLAZA

M AY  1 2 ,  2 0 1 7

A Los Angeles investment firm has put two Chicago-area shopping centers 
up for sale. Cannon Commercial has hired the Chicago office of CBRE to 
sell Jeffery Plaza, a 113,300-square-foot property in Chicago’s South Shore 
neighborhood, and Canterbury Plaza, a 266,400-square-foot property in 
southwest suburban Markham. Keely Polczynski is the seller’s exclusive agent.

LOGAN SQUARE BLOCK 
COULD FETCH OVER $30 

MILLION 
N O V E M B E R  2 1 ,  2 0 1 6

The owners of three buildings along the 2700 block of North 
Milwaukee Avenue hired the Chicago office of CBRE to seek a 
buyer for the nearly 1.6-acre property, said CBRE Senior Vice 
President Keely Polczynski, the lead broker for the listing.

PRIME REAL ESTATE:  
ANOTHER FULTON MARKET 

MEATPACKER SELLS 
O C T O B E R  2 5 ,  2 0 1 6

The owners of El Cubano Wholesale Meats have sold their Fulton Market 
District building for more than $14 million, becoming the latest food company to 
cash in on high property values and leave the rapidly gentrifying neighborhood. 
Keely Polczynski, a CBRE senior vice president who represented El Cubano 
in the sale, marketed the deal as an opportunity to convert the building to 
retail and potentially office space, as well as to add a third story for a rooftop 
bar or another use. The building is at Fulton Market and Sangamon Street.

ANOTHER HOTEL PLANNED  
IN FULTON MARKET 

J U LY  2 1 ,  2 0 1 6

The developer of the proposed Hoxton hotel in the Fulton Market 
district is doubling down on the trendy neighborhood, unveiling 
plans for another 245-room hotel just a block away.



5 9 - 6 5  E .  O A K  S T .
As one of the most prominent locations in Chicago’s most elite retail thoroughfare,  
59-65 E. Oak Street is a legacy asset that had been operating below its maximum capacity for 
many years, yet demanded extremely high disposition pricing. In order to achieve this pricing,  
a redevelopment strategy for the property needed to be employed prior to the sale closing.  
This included negotiating buyouts of existing leases, negotiating with new tenants and 
pinpointing construction numbers all while maintaining the integrity of the sales process and 
protecting the sellers from disproportionate exposure. The process resulted in a record setting 
sales price to ownership and a employable strategy to the buyer that warranted mutual success.

CLIENT: JENEL MANAGEMENT/GELLAR FAMILY
APPROXIMATE PRICING: $50M

SIZE: 19,600 SF

4 6  E .  O A K  S T .
Implicitly associated with haute couture, Oak Street is a culmination of Chicago’s high fashion 
luxury brands. 46 E. Oak is a prime example of a property in the heart of that scene, but in 
flux with tenancy. CBRE was engaged to assist the ownership in the consideration of several 
new leases for the property from a myriad of national and international tenants. CBRE helped 
guide ownership to hold off on encumbering the property with a long term lease as CBRE’s 
intel indicated that the opportunity for a flagship retailer with a new ground up construction 
would prove to garner a much higher valuation. CBRE handled the successful disposition  
of the asset to an out of state pension fund and has since leased the project to maximize value.

CLIENT: L3 CAPITAL/IMPERIAL REALTY/OHIO STRS
APPROXIMATE PRICING: $17M

SIZE: 5,737 SF

High Street 
Investment

Flagship 
Retail



Maximizing 
Value in 
Emerging 
Markets

Marquee 
Corners

9 0 0  B L O C K  R A N D O L P H
In Fulton Market’s infancy, CBRE brought out the 900 Block Randolph, which totaled 
102,512 SF in 11 buildings situated on 68,000 SF of land encompassing almost an entire 
city block in a prime location where most of the existing structures were landmarked.  
During the marketing process, CBRE counseled buyers to bifurcate the deal into two parts: 
existing structures and developable land. By forcing buyers to value the existing structures 
separate from the developable land, CBRE could effectuate a quick close on the first phase 
to bring significant sales proceeds to the owners in short order while allowing a buyer to seek 
entitlements on the second phase to maximize the overall pricing. We worked in concert 
with a seasoned zoning attorney on a development rights agreements that was presented  
to buyers during a Best and Final round to vet out offers, resulting in the absolute best price in 

shortest amount of time for the sellers.

CLIENT: QUALITY FOODS
APPROXIMATE PRICING: $50M+

SIZE: 102,512 SF

ARTIST CONCEPTUAL DRAWING OF PROPOSED REDEVELOPMENTARTIST CONCEPTUAL DRAWING OF PROPOSED REDEVELOPMENT

8 0 0  W  F U L T O N  M A R K E T
CBRE was asked by Ownership to market 800 W Fulton Market, a highly visible corner 
property at literally the entrance to Fulton Market. The challenge was that Ownership had 
just closed on the property six months earlier and was seeking a 40% increase over the price 
they paid, turning off most astute buyers. CBRE was able to locate a 1031 buyer who put in 
an aggressive offer and drove pricing to a level that made the most logical buyer (the owner of 
the balance of the block) step up to not only win the bid via pricing but offer significant hard 
money at contract to ensure a successful closing.

DEAL SIZE: $12.5M
SIZE: 30,000 SF
PRICE PSF: $416



1115 W. FULTON (ASPEN FOODS) 
37,000 SF property sold to McCaffrey Interests in Spring 2015 who is 

redeveloping the structures to retail/office and signed Gallery Group Food 
Hall as anchor tenant

LAKE/HALSTED 
15,000 SF corner property that was heavily marketed by CBRE in Winter  

of 2016; Process resulted in ten written offers, pushing pricing and 
ultimately selecting buyer planning a major office tower on site

1600 N. PEORIA 
30,000 SF land site sold to Tucker/Related where a  

high-rise apartment tower is planned

945 W. RANDOLPH 
10,000 SF corner property 100% leased to  

La Columbe, Nando’s Peri Peri and Unami Burger on long term basis

1000 W. RANDOLPH 
15,000 SF corner property 100% leased to Anthropologie,  

SweetGreen, and Starbucks Princi concept, the first in Chicago

FULTON GREEN 
21,000 SF newer construction property 100% leased to  

Publican and Glazed & Infused

1043-55 W. FULTON 
15,000 SF land site at corner of Fulton Market and  

Aberdeen prime for development

1227-45 W. FULTON 
40,000 SF land site encompassing nearly an entire block  

across from Fulton West office development

942 W. FULTON 
15,000 SF office/retail property steps from  

Google’s Chicago office

1229 W. RANDOLPH 
Prime corner property in hot Randolph thoroughfare

946 W. RANDOLPH 
10,000 SF corner building one block from Morgan L Station,  

leased to Starbucks/StubHub

900 BLOCK RANDOLPH 
102,512 SF in 11 buildings situated on 68,000 SF of land  

encompassing almost an entire city block of Fulton Market

916-26 W. RANDOLPH 
30,000 SF two story property in historic district of Fulton Market. Property 
was sold for redevelopment and subsequently leased to Time Out Food Hall.

911-15 W. RANDOLPH 
12,000 SF property sold for redevelopment. 12,000 SF property sold for 

redevelopment, subsequently leased to Veggie Grill

1101-15 W. RANDOLPH 
15,000 SF corner property directly across the street from new  

McDonalds World Headquarters; sold for redevelopment; 
subsequently leased to Free People

310 SANGAMON 
35,000 SF land parcel 70 feet from 1K Fulton, slated for a 270,000 SF 

office tower

800-10 W. FULTON 
A two-level, 25,952 SF at the corner of Fulton and Halsted,  

literally the entrance to Fulton Market

1132-40 W. FULTON 
15,000 SF mixed-use building fully leased at time of sale

Recent Deals in      Fulton Market



Disposition 
Consulting

Iconic Real 
Estate

1 0 3 5  W  A D D I S O N
Directly across the street from the entrance to Wrigley Field, 1035 W Addison reaped interest 
from a myriad of potential buyers, however, pricing expectations were quite lofty for this 
location. In addition, initial meetings with the Alderman regarding this property indicated no 
additional FAR would be allowed, nor would certain logical uses for the area be permitted 
on site. Thus, CBRE had to search for a buyer willing to take zoning risk with deep tenant 
relationships beyond the norm. CBRE was successful in finding such a buyer and closed at an 

extraordinary and record setting price of over $1,400 per square foot.

DEAL SIZE: $5.8M
SIZE: 4,097 SF

PRICE PSF: $1,415

E L S T O N  L O G A N  P L A Z A
CBRE was hired to market this three-tenant property and during marketing, one of the 
tenants declared bankruptcy, one signed a lease down the street and made it clear it would not 
renew this location and one tried to significantly renegotiate its rent. Despite all this, CBRE 
created a competitive bid situation that included a buyer with a vested interest in this center, 

and drove pricing up to  bring a successful close to the seller at pricing above expectations.

DEAL SIZE: $25.25M
SIZE: 40,000 SF
CAP RATE: 6.97%



Exploiting 
Parking 
Inefficiencies

Capitalizing 
on Nuances 
in BOMA

B L O C K  Y 
( 1 3 0 1  W  M A D I S O N )

CBRE capitalized on a 266-stall parking garage with a management agreement set to expire 
to position this asset as value-add in an otherwise 100% leased center. The buyer pool was 

narrow, but a 1031 need was exploited to drive pricing and bring to a successful close.

DEAL SIZE: $14.2M
SIZE: 35,000 SF

CAP RATE: 5.97%

7 5 8  W .  N O R T H  A V E .
Yondorf Hall is an iconic property located at perhaps the finest corner in all of Lincoln Park. 
It represented a unique opportunity to reposition an asset with a three-year lease with 
Steppenwolf Theater for most of the building along with Fey Jewelers, who occupied the 
corner space. CBRE advised the client to extend the lease with Fey, who was arguably paying 
an above market rent in order to provide comfort to a buyer that the debt service would 
be covered and allow flexibility in executing a redevelopment plan for the balance of the 
building. CBRE also got architectural opinions supporting its position that floor plates could 
be re-measured upon recapturing the office space. This strategy resulted in pricing that far 

exceeded seller’s expectations and led to a successful closing.

CLIENT: CA VENTURES
APPROXIMATE PRICING: $10,050,000

SIZE: 40,000 SF



N O R T H  A V E N U E
Formally known as Father and Sons Plaza, CBRE re-named and re-branded the property to 
“The Shoppes at North Avenue” to reflect its redevelopment potential. Developed in 1992 
specifically for Marcello’s Father and Sons Restaurant, the plaza was a dated, suburban format 
with surface parking in a prime North/Clybourn corridor location with tenants such as Apple, 
Pottery Barn, Sephora, Forever 21, Crate and Barrel and more in the vicinity. CBRE showed 
the site as both a stabilized retail property as well as a mixed-use development to garner 

interest from a myriad of potential buyers and maximize pricing for Ownership.

CLIENT: BAUER FAMILY
APPROXIMATE PRICING: $30M

SIZE: 90,000 SF

ARTIST CONCEPTUAL DRAWING OF PROPOSED REDEVELOPMENT

Redevelopment 
Consulting

S H O P P I N G  C E N T E R 
P O R T F O L I O

CBRE began marketing a portfolio of 3 shopping centers for Cannon Management out of 
Beverly Hills, CA, who was closing its Midwest Management arm. The three centers were 
at different stages of stabilization, two of them were grocery anchored and one a complete 
redevelopment. CBRE marketed the properties to buyers that could handle a diverse portfolio 
and achieved Cannon’s goal of vacating the Chicago market at excellent returns to its investors.

CLIENT: CANNON MANAGEMENT
DEAL SIZE: $45,000,000

TOTAL SF: 675,000 SF
CAP RATE: 7.97%

Asset 
Repositioning



Vintage, 
Creative Office 
with Wacker 
Drive Address

1 2 1  W E S T  W A C K E R
121 West Wacker is a truly one-of-a-kind, fully repositioned asset that attracted international 
attention due to its Wacker Drive address. Outpacing historical trends, CBRE achieved a 
20-basis point premium to comparable properties for DRA and Sterling Bay due to the ability 
to craft the importance of the location along the river that offers tenants the highly demanded 
ability to have creative space with ample light-and-air that is so rare in the dense CBD core. 
The process ended in a record setting cap rate for vintage, creative office assets in Chicago 
and paved a pathway for future demand for the sector from both domestic and international 

investors looking for outsized returns. 

CLIENT: DRA & STERLING BAY
SALE PRICE: $118.5 M (290/SF)

RSF: 210,472 SF
CAP RATE: 5.8%

The Original 
Main-and 
Main: LaSalle 
Street Corridor

1 2 0  S O U T H  L A S A L L E
For decades LaSalle Street was the heart of the urban core and became synonymous with everything 
business and finance. Still to this day, the corridor remains one of the critical main-and-main locations 
due to its proximity to the courthouses and all forms of public transportation. However, as large 
corporate tenants continue to “right-size” and move into newer developments along the river, 120 
South LaSalle has been clouded by the fear of large blocks of vacancy coming back to the market and 
eating away at the in-place occupancy. During the process, the CBRE team effectively articulated 
the competitive advantages of 120 South Lasalle and the future opportunity the asset had for the next 
buyer, creating demand both from domestic and international investors. Ultimately, the marketing 

process ended in excellent pricing for the seller and an employable business plan for the buyer.

CLIENT: LINCOLN & STATE OF ILLINOIS
SALE PRICE: $155.5 M ($237/SF)

RSF: 656,080 SF
CAP RATE: 6.1%



Creative Office 
Portfolio

445 WEST ERIE, 542 SOUTH 
DEARBORN & 118 SOUTH CLINTON
CBRE’s strategy for the marketing process was to launch the deal as a portfolio sale with the 
option to purchase individual assets to increase pricing and drive demand from both private and 
institutional investors, who historically enjoy the ability to quickly acquire scale in Chicago’s creative 
office market. This strategy resulted in three rounds of competitive bidding whereby the seller 
sold two assets (445 West Erie and 542 South Dearborn) to a New York family office and the 
remaining asset (118 South Clinton) to an institutional investor. CBRE’s aggregation strategy drove 
heightened focused from investors that ultimately helped to increase the price per foot by roughly 

$20/sf and lowered the cap rate by 20 basis points, compared to selling the assets individually. 

CLIENT: WALTON STREET & R2
SALE PRICE: $39.1 M ($186/SF)

RSF: 210,472 SF
CAP RATE: 6.5%

Emerging 
Market 
Narrative

1 0 3 3  W E S T  V A N  B U R E N
Located in the heart of one of the fastest growing emerging markets for creative office product in 
Chicago, 1033 West Van Buren was a testament to the importance of crafting a compelling narrative 
for an asset that has yet to be proven. The building was originally purchased by Pizzuti Companies in 
tandem with their newly developed high-rise, luxury apartment tower that is located next door. As 
such, the building was never at the forefront of the previous owner’s mind, leaving the building sitting 
below 50% vacant for the duration of their hold period. However, the asset’s prime location in-between 
the exploding Fulton Market and the multi-billion-dollar redevelopment of Illinois Medical District 
made for a compelling story for its future potential. Leveraging this storyline and the explosion of new 
development, the CBRE team secured double-digit bids from private and institutional investors alike, 
which led to an optimal outcome for the buyer at a price per foot that exceeded the seller’s expectations.

CLIENT: PIZZUTI COMPANIES
SALE PRICE: $15.1 M ($183/SF)

RSF: 82,712 SF
OCCUPANCY AT SALE: 45%

ARTIST CONCEPTUAL DRAWING OF PROPOSED REDEVELOPMENT



6 2 6  W E S T  J A C K S O N
Truly ahead of the curve, 626 West Jackson was one of the first creative office repositioning 
efforts that Sterling Bay made in Chicago, and they spared no expense. However, due to the 
asset being vertically subdivided into three separate parcels, two of which were not being 
conveyed in the sale, the initial interest in the deal from institutional investors was not as 
robust as expected. To combat the confusion over the condo interest and drive investor focus, 
the CBRE team created a targeted marketing strategy and a detailed business plan for the 
“pathway to fee simple” that resonated deeply with the investment community. Ultimately, the 

process resulted in a record price per foot for creative office in the submarket. 

CLIENT: STERLING BAY
SALE PRICE: $18.9 M ($297/SF)

RSF: 63,547 SF
PROFILE: VERTICAL SUBDIVISION

ARTIST CONCEPTUAL DRAWING OF PROPOSED REDEVELOPMENT

Fully 
Repositioned 
Creative Office 
with a Twist



Keely Polczynski
Senior Vice President 
+1 312 861 7870 
keely.polczynski@cbre.com

PROFESSIONAL EXPERIENCE
Keely Polczynski is a 18-year veteran of CBRE where she is widely recognized as 
a leading investment properties expert. Her expertise is in understanding capital 
markets, knowing and accessing institutional and private capital investors, as well 
as underwriting and developing marketing strategies for investment properties in 
the Chicago area.

As a member of CBRE’s Investment Properties Group, which has been ranked by 
real capital analytics as the No. 1 Firm in U.S. commercial property investment sales 
activity for six consecutive years, Keely dominates the Chicago investment sales 
market. Focusing solely on the disposition of retail properties, she has sold over 200 
million square feet of properties valued in excess of $1 billion. With the esteemed 
honor of placing amongst the top 10% of all CBRE brokers nationally in 2016, 
2017 and 2018, Keely consistently delivers superior value to her clients by getting 
them premium pricing and attractive terms. She is regularly quoted in industry 
publications such as Crains, Midwest Real Estate News and Chicago Tribune. 

SIGNIFICANT ASSIGNMENTS
• 900 W. Randolph, Chicago, IL; $52,000,000
• One N. State Street, Chicago, IL; $51,400,000
• 59-65 E. Oak Street, Chicago, IL; $50,000,000
• North & Harlem/Six Corners, Chicago, IL; $45,000,000
• 945, 1000 Randolph & Fulton Green, Chicago, IL; $35,250,000
• Shoppes at North Avenue, Chicago, IL; $29,500,00
• Elston Logan Plaza, Chicago, IL; $25,250,000
• Canterbury Shopping Center, Markham, IL; $23,300,000
• Belden Centre, Chicago, IL; $18,000,000
• 46 E. Oak Street, Chicago, IL; $16,675,000
• 310 N. Sangamon, Chicago IL; $16,000,000
• Block Y, Chicago, IL; $14,200,000

PROFESSIONAL AFFILIATIONS
• Top 10% nationally 
• Top Retail Broker in Chicago Region - 2011-2018
• International Council of Shopping Centers 
• CBRE Women’s Networking Group 

EDUCATION 
•  Northwestern University, J.L. Kellogg Graduate School of Management; M.B.A.
• Murray State University, B.A., Finance

CLIENTS  
REPRESENTED
• Acadia Realty Trust
• Access Group
• ACG Equities
• AFFIA
• Archon Group
• Barnett Capital
• Beitler
• Blatteis & Schnur
• CA Ventures
• Cannon Management
• Craig Stevens Development
• Feil Organization
• Fortress
• Granite Realty Partners
• Imperial Realty
• JDI
• Jenel Management
• John Hancock Life 

Insurance 
• JP Morgan
• L3 Capital
• Madison Realty
• Malan REIT
• McCaffrey
• McCollom Realty
• Newport Capital
• Next Realty
• R2 Companies
• Raybec
• Republic Bank
• Sterling Bay
• Terraco
• Thor Equities
• Tucker Development
• Varde Group
• Wells Fargo

Ben Foley
Associate 
+1 312 297 7621 
ben.foley@cbre.com

PROFESSIONAL EXPERIENCE
Benjamin Foley is an Associate in CBRE’s Office Capital Markets - Institutional 
Properties Group. Based in the firm’s Chicago office, his team specializes in the 
representation of institutional owners in the disposition of office investment properties 
throughout the Chicago area and broader Midwest region. Ben’s responsibilities 
include new business development, investor communication, marketing collateral 
preparation, financial underwriting, and due diligence management.

During his tenure, Mr. Foley has been directly involved with successful investment 
real estate transactions with a combined value more than $1 billion and 
covering more than 5.5 million square feet of product. Mr. Foley and his team’s 
transactional expertise ranges from trophy high-rise office towers to boutique 
creative loft office buildings as well as the spectrum of suburban and secondary 
market office sales.

PROFESSIONAL AFFILIATIONS
• Institutional Office Capital Markets Group
• State of Illinois Licensed Real Estate Salesperson

EDUCATION
• Indiana University, Kelley School of Business; B.A., Finance

CLIENTS  
REPRESENTED
• Investcorp
• James Campbell Company
• Lincoln Property Group
• Pizzuti Companies
• R2 Companies
• Steelbridge Capital
• Sterling Back
• Stockbridge Capital
• TA Realty
• Walton Street



PROFESSIONAL EXPERIENCE
Charlie Scharf is an Associate with CBRE’s Chicago Urban Investment Properties group. Partnered with one of the 
top retail brokers in the city, Keely Polczynski, Charlie is responsible for handling retail investment properties ranging 
from the $1M-$10M. His expertise is in understanding the capital market forces effecting real estate, understanding 
commercial thoroughfares, as well as establishing deep relationships with private owners, investors and developers. His 
energy has proved accretive to the team’s success, as he acts diligently to garner the best possible results for his clients.

Charlie understands the urban fabric of Chicago, knows the leasing and sales environment, and endeavors to cast the 
most valuable perspective on any given listing.

Charlie is a graduate of DePaul University, and prior to joining CBRE, he spent several years working for Maserati of 
Chicago as its head manager, where he provided great success to their sales and marketing initiatives. Prior to that, he 
gained vast experience at Tesla Motors. 

SIGNIFICANT ASSIGNMENTS
• 942 W Fulton Market, Chicago, IL; $8,000,000
• 1229 W Randolph, Chicago, IL; $3,600,000
• 2739-45 W North, Chicago, IL; $3,000,000
• 3000 W Fullerton, Chicago, IL; $2,500,000
• 3925-27 N Lincoln, Chicago, IL; $1,950,000

PROFESSIONAL AFFILIATIONS
• Associate Board Member of Best Buddies Young Professionals Board
• CCIM Institute
• International Council of Shopping Centers
• Retail University

EDUCATION 
•  DePaul University; B.A., Marketing and Sales Leadership

Charlie Scharf 
Associate 
+1 312 935 1029 
charlie.scharf@cbre.com

Donald Baker
Senior Financial Analyst 
+1 312 297 7619 
donald.baker@cbre.com

PROFESSIONAL EXPERIENCE
Don Baker is an Associate Director in CBRE’s Financial Consulting Group 
with over 15 years of real estate experience. The Financial Consulting Group 
leverages the experience and local market knowledge of more than 30,000 
real estate professionals worldwide to provide custom analysis, which in turn 
empowers clients to make the most informed real estate decisions. Based in the 
downtown Chicago office, Don provides state-of-the-art financial and analytical 
consulting to corporations, financial institutions, REITs and real estate advisory 
companies. Utilizing his experience and knowledge of capital markets, corporate 
real estate and industry underwriting standards, Don develops financial solutions 
that benefit clients by identifying critical property level financial issues and areas 
for value creation. 

Don joined CBRE in 2006 and, prior to joining the Financial Consulting Group, 
served as a Senior Financial Analyst for the National Retail Investment Group’s 
Chicago team. In this role, he was responsible for the coordination of financial 
due diligence and underwriting. Don provides financial and analytical consulting, 
enabling institutional and corporate clients to make well-supported decisions in 
complex transactions. His primary responsibilities include performing thorough 
reviews and analyses of leases, mortgage documentation, historical income and 
expense data, marketing assumptions, budgeted cash flow projections, and a 
range of other project-specific information and data sets. During his tenure in 
the group, he assisted in the financial structuring and underwriting in over 300 
transactions with aggregate value in excess of $4.4 billion. 

Prior to joining CBRE, Don worked at Inland Retail Real Estate Trust, Inc., as 
a Senior Financial Analyst specializing in performing financial analyses for their 
portfolio and acquisitions. While at Inland, Don facilitated the financial analyses 
necessary to complete a $6.2 billion merger. In addition, Don has experience in 
corporate and property accounting, property management and leasing of retail, 
office and multi-family properties.

EDUCATION
• Benedictine University (former Illinois Benedictine College); B.A., Business 

and Economics

CLIENTS  
REPRESENTED
• Archon
• Archstone
• Bank of America
• BlackRock Realty
• CBRE Investors
• Centro Properties
• C-III Asset Management
• Cole Capital
• DDR
• DRA Advisors
• Duke
• FDIC
• General Growth
• GK Development
• Harris Bank
• Heritage Companies
• Inland Real Estate Corporation
• Investcorp
• Kimco
• Kite
• Lexington Realty Trust
• LNR
• Macerich
• MB Financial Bank
• McDonald’s Corporation
• Monroe Investment Partners
• New York Life Investment
• Phillips Edison
• Principal
• Prudential Realty
• Ramco Gershenson
• RBS Citizens
• Red Development
• Regency Centers
• Retail Properties of America
• TIAA
• TIAA-CREF
• Torchlight Investors
• Walton Street
• Westwood Financial Corp



Oliver Jackson
Capital Markets Operations Analyst 
+1 312 540 4640 
oliver.jackson@cbre.com

PROFESSIONAL EXPERIENCE
Oliver Jackson is an Analyst with CBRE’s Urban Investment Sales Team. Working for Keely Polczynski, one of the 
top sales brokers in the city, Oliver is responsible for providing specific and overall support for the team. Utilizing 
his financial acumen and Argus Enterprise training, he generates complex reports, reviews essential documents, and 
completes financial due diligence and underwriting. Oliver regularly and routinely creates a complete analysis of a 
property by aggregating  data from multiple sources to determine the subject property’s value. Oliver tracks sales and 
leasing activity in Chicago on a daily basis, allowing him to precisely evaluate the market’s appetite for a particular asset, 
make proper assumptions and help educate buyers during marketing. He also coordinates initial due diligent efforts, as 
well as assists buyers from contract to closing.

Oliver is a graduate of Lake Forest College, and prior to joining CBRE, he gained valuable internship experience in 
general contracting, development and disposition working on projects at Harvard Business School, Harvard’s John F. 
Kennedy School of Government and multi-million-dollar mixed-use developments in Boston’s growing Seaport District. 

SIGNIFICANT ASSIGNMENTS
• 1558 N. Elston, Chicago, IL; 65,000 SF, $20,000,000
• 201 N. Clark, Chicago, IL; 52,000 SF, $19,500,000
• 1132 W. Fulton, Chicago, IL; 15,000 SF, $10,250,000
• 942 W. Fulton, Chicago, IL; 11,861 SF, $8,500,000 
• 1229 W. Randolph, Chicago, IL; 6,506 SF, $3,600,000 
• 3000 W. Fullerton, Chicago, IL; 2,890 SF, $2,500,000 
• 3925-27 N. Lincoln Ave, Chicago, IL; 9,400 SF, $2,000,000 

PROFESSIONAL AFFILIATIONS
• ARGUS Enterprise
• State of Illinois Licensed Real Estate Salesperson
•  The Junior Council (Ann & Robert H. Lurie Children’s Hospital of Chicago)

EDUCATION
• Lake Forest College; B.A., Finance

PROFESSIONAL EXPERIENCE
As client services coordinator for the Urban Investment Sales Team, Ross Houston is responsible for ensuring efficient 
and effective administration, successful fulfillment of deliverables, and outstanding customer service for prospective and 
current clients. He also is responsible for the team’s marketing initiatives, including the publication design of various 
materials and coordinating marketing and advertising ventures with outside contractors.

Ross has his bachelor’s in Communication: Journalism from Truman State University and a master’s from Northwestern 
University in Sports Marketing. Prior to CBRE, he worked as a real estate leasing agent, where he specialized in the 
downtown area and gained valuable knowledge of market trends. He also served in the management offices of two hi-rise 
apartment buildings, where in addition to assisting with daily leasing and property management responsibilities, he ran the 
marketing and communication for residents and brokers alike.

EDUCATION
• Northwestern University; M.A., Sports Marketing
• Truman State University; B.A., Communication: Journalism

Ross Houston
Client Services Coordinator 
+1 312 540 4670 
ross.houston@cbre.com
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You should  conduct  a  careful,  independent  investigation  of  the  property  and  
verify  all information. Any reliance on this information is solely at your own risk. 


