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for the Benefit of Persons with intellectual disability

February 23, 2010 

Re: Mike Greene  

To whom it may concern: 

It is with great pleasure that I wholeheartedly write this recommendation for Mike Greene of 
Colliers International.  Due to Mike’s incredible and professional efforts, Special Olympics Idaho 
was able to locate and close on our new and permanent headquarters and athlete training 
center within just two short months.

Although, this was not an easy task, Mike helped Special Olympics Idaho negotiate an 
acceptable purchase price, helped us with identifying an appropriate professional for the 
building inspection, dealt with the existing tenants and finalized our relocation to our new home. 

We found Mike to be enthusiastic, resourceful and available to our many questions.  Our 
building has exceeded our wildest dreams! 

I am confident in recommending Mike Greene to you.  He offered an impressive knowledge of 
the Treasure Valley commercial real estate market while maintaining the utmost integrity and 
professionalism.  His ability to understand our needs and his commitment to excellence inspired 
confidence in our entire staff and Board of Directors. 

If you have any questions or need any additional information, please do not hesitate to contact 
me.   Please feel free to contact me with any questions or concerns.

Sincerely,

Laurie La Follette 
Chief Executive Officer 
Special Olympics Idaho
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MARCH 2013:  Mike Greene, CCIM, and Michael Keller, SIOR, CCIM presented the Selway 
Apartments for sale in late summer 2012.  Situated on 10.10 acres in the popular area of 
Ten Mile and McMillan in Meridian, Idaho, Selway Apartments are a 161,108 square foot 
residential apartment community consisting of 171-garden-style units built in 2009.  The 
owner/developer had a loan maturing and wanted to either sell or refinance.

Mike and Michael were tasked to achieve optimal asset pricing for the owner and were able 
to do so through an effective disposition strategy. With an institutional quality asset and an 
asking price of $17,500,0000, the brokers assembled marketing materials that would attract 
large, national and regional buyers to not only the investment offering, but the Treasure Valley.

•	 Institutional quality asset placed on market for sale.
•	 Connected with over 3,000 national, regional and local buyer.
•	 Call for Offers saw 9 offers submitted and a strong bidding process.

SIGNIFICANT ACCOMPLISHMENTS:

SELWAY APARTMENTS
OWNER REPRESENTATION

Utilizing cutting-edge real estate software technology, the team was able to successfully 
connect with over 3,000 potential buyers nationwide. The overwhelming response from 
investors demonstrated the high degree of interest in the Treasure Valley for properties of 
this type.  After engaging in over 150 conversations with prospective investors, Mike and 
Michael realized that the property was a perfect fit for a Call for Offers disposition. Sixty days 
later, in November 2012, the Call for Offers was concluded with nine offers submitted, and 
a very competitive bidding process between the two strongest offers commenced. Final 
negotiations lead to a regional investment group closing on the apartments in February 2013.
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JULY 2011 - OCTOBER  2012:  While enjoying an excellent location in West Boise, Emerald 
Corporate Park, a five building, 84,000 square foot office park struggled as the economy 
and then the commercial real estate market, slowed in 2008 and remained challenging 
through 2011.  Although the park offered tenants excellent visibility and easy access on 
Emerald St.  vacancy at the project was unacceptably high.  The average vacancy rate for 
the West submarket was hovering around 20% while the project’s vacancy soared to 54%.  
With these disparities in mind, the property’s owner sought a real estate team that could 
attract quality, long-term tenants and revitalize the office park’s position in the market. 

In September 2011, Thornton Oliver Keller’s Office brokerage team of Mike Greene and Greg 
Gaddis secured the property listing and promptly initiated an targeted marketing campaign 
aimed at filling the vacant space with quality, long-term tenants who were  particularly 
suited to the park and its location.  Emerald Corporate Park’s close proximity to I-84, Boise

•	 Vacancy rates reduced from 54% to under 30%.
•	 Over 20,000 SF leased in just over a one year period.
•	 Office park now attracts quality, long-term tenants.

SIGNIFICANT ACCOMPLISHMENTS:

EMERALD CORPORATE PARK
OWNER REPRESENTATION

Towne Square Mall, restaurants, retail and professional services were highlighted in addition 
to its visibility, on-site parking and flexible space configurations.  

Print media advertising, digital marketing and an extensive public relations campaign 
ensued with Mike and Greg heading all efforts directed at returning the property to 
profitability while enjoying a positive office user destination of choice for tenants looking 
to relocate.  In less than 12 months, vacancy had stabilized at under 30%.  New tenants 
to the park included Ada County, Core Realty, Progressive Insurance and LIFE Inc. (Living 
Independently Forever).  By mid-2012, the project had leased over 20,000 square feet 
of office space.  With the acquisition of these new tenants momentum at the office park 
has shifted.  Mike and Greg continue to market the project to the public and brokerage 
community and expect to see vacancy continue to decline.
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AUGUST 2012:  In August 2011, Thornton Oliver Keller was selected, through a rigorous 
Request for Proposal process, to direct the leasing of the Idaho Department of Land’s (IDL) 
commercial real estate portfolio.  The portfolio is  an impressive collection of six different 
office and retail buildings located in downtown Boise that total over 110,000 SF.  At the time, 
three of the buildings were struggling with vacancies that combined for 25% of the portfolio.  
Thornton Oliver Keller’s leasing team, led by Mike Greene, Ben Zamzow and Greg Gaddis went 
straight to work, applying innovative, long-term strategies designed to eliminate the vacancy 
issues.  Nine months later, the vacancies were nearly eliminated and IDL’s commitment to 
maximizing the long-term financial returns on its assets to fund public schools was realized.  
The unique approach that Thornton Oliver Keller’s team utilized is summarized below. Within 
TOK’s first year, the vacancy rate at these three properties decreased from 25% to less than 10%. 

The Sherm Perry building, a 9,203 square foot single level, multi-tenant retail building 
suffered from chronic vacancy.  At the time of the listing, occupancy was only 29%.  The 
leasing team facilitated a long term lease with an established restaurant/brewery user from 
the Bend, OR area, 10 Barrel Brewing.  The conversion to a single tenant restaurant facility 
has added substantial value to the portfolio and provided for long term, reliable cash flow 
to the endowment.

•	 110,000 SF commercial real estate portfolio vacancy rate of over 25%.
•	 Within one year, vacancy rate plummets to under 10%.
•	 Long-term, larger tenants targeted as vacant space is re-purposed to fit office users’ needs.

SIGNIFICANT ACCOMPLISHMENTS:

IDAHO DEPT. OF LANDS PORTFOLIO
OWNER REPRESENTATION

Capitol Park Plaza building, a 36,163 SF Class A, two story office building had approximately
11,000 SF of vacancy.  Thornton Oliver Keller’s strategy for this building was designed to 
find a strong tenant willing to lease the entire vacant space instead of dividing the space 
into multiple, smaller sizes which would involve more tenants, more property management 
tasks, and more turn-over.  The leasing team was able to secure a long-time local law firm 
which had previously only occupied one space for the company’s history.  This tenant, with 
static space needs and a willingness to take the entire space for the long-term, was a perfect 
fit for the project.

The Garro Building, a 30,741 SF Class B, five story office/retail building also suffered large 
vacancies.  The physical design of this building lent itself more toward smaller tenants.  With 
this marketing focus, a variety of tenants have been drawn to the project and vacancy is 
steadily dropping.

In under a year, the performance of the Idaho Department of Lands’ real estate portfolio was 
dramatically turned around.    The vacancy rate for the entire 110,000 square foot portfolio 
plummeted from over 25% to 8.4% (under market levels).  The team at Thornton Oliver Keller 
aggressively marketed the portfolio and secured leases which will benefit the Department 
of Lands’ funding abilities well into the future.
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