
701 East 22nd St.
Lombard, IL

OFFERING MEMORANDUM
Class A Office Building | 174,098 Square Feet | 97% Occupied | 7.6 Years Weighted Average Lease Term



DISCLAIMER
The material in this Investment Offering Introduction is confidential, furnished solely for the purpose of considering 

the “AS IS” acquisition of 701 East 22nd Street in Lombard, IL. The information is not to be used for any other purpose 

or to be made available to any other person without the express written consent of Agent on behalf of Owner. 

The material is based, in part, upon information supplied by Owner and, in part, upon information obtained by 

Agent from sources they deem to be reliable. Summaries contained herein of any legal documents are not 

intended to be comprehensive statements of the terms of such documents, but rather only outlines of some 

of the principal provisions contained therein. No warranty or representation, expressed or implied, is made 

by Owner, Agent or any of their respective related agents or entities as to the accuracy or completeness of 

the information contained herein. Prospective investors should make their own investigations, projections 

and conclusions regarding the Property. It is expected that prospective investors will conduct their own 

independent due diligence concerning the Property, including such engineering and environmental 

inspections as they deem necessary to determine the condition of the Property and the existence 

or absence of any potentially hazardous materials used in the construction or maintenance of the 

Property. No representations, expressed or implied, are made as to the foregoing matters by the 

Owner, Agent or any of their respective officers, employees, affiliates and/or agents.
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THE OFFERING 
JLL is pleased to exclusively offer for sale the fee-simple ownership interest in 701 East 22nd Street (the “Property”). The Property’s exceptional quality, 

investment grade tenant roster, on-site and surrounding amenity base and location in suburban Chicago’s best office submarket provide an outstanding 

opportunity for a future owner. The Property is 97.1 percent leased, has a weighted average lease term of 7.6 years, from September 2017, and features in-place 

rents that are 13.7 percent below market. 

701 East 22nd Street contains 174,098 square feet of net rentable area and is situated on a 6.4-acre site in the Eastern-East West Corridor submarket. Designed 

by Skidmore, Owings & Merrill and completed in 1980, the Property originally served as the corporate headquarters for Mid-Con Energy. In 2001, the Property 

underwent a major renovation that converted the building from a single tenant to a multi-tenant building. The Property features a multitude of on-site amenities 

including a fitness center, a deli, a 70-person auditorium and two structured parking decks with an enclosed walkway, allowing the Property to offer an above 

market parking ratio of 4.60 per 1,000 rentable square feet. The Property’s floorplates range in size from approximately 31,200 square feet to 55,800 square 

feet and provide maximum flexibility, allowing the Property to accommodate larger tenants in the market. 

The Property contains a superior tenant roster that includes an exceptional portion of investment grade tenancy. Tenants with investment grade credit occupy 

80.7 percent of the leased premises and the two largest tenants at the Property, Dental Network of America and Envoy, are both backed by investment grade 

credit that is rated A+. Further enhancing the Property’s stability, investment grade tenants at the Property have a weighted average lease term of 8.2 years, 

from September 2017. 

INVESTMENT SUMMARY

Property 701 East 22nd Street
Lombard, IL 60148

Square Feet 174,098

Occupancy 97.1%

Investment Grade Tenancy(1) 80.7%

In-Place NOI $1,971,900

WALT 7.6 years
(1) Percent of Leased Premises

701 E. 22nd St.
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INVESTMENT GRADE PROFILE
80.7 percent of the Property’s leased premises is occupied by tenants backed by investment grade credit, such as Dental Network of America, Envoy and 

Fiserv Solutions. 

SUPERIOR QUALITY ASSET
Amenity highlights include a conference center with meeting rooms and a 70-person auditorium, full-service deli, fitness center, two structured parking decks 

and a parking ratio of 4.60 per 1,000 rentable square feet. Recent lobby renovations include lounge-style seating and building wi-fi.

INSTITUTIONAL OWNERSHIP
The Property was converted to multi-tenant use through significant capital expenditures by institutional ownership, including $1.25 million from current 

ownership. The Property features an average occupancy of 93.6 percent since 2008, evidence to the institutional owners that continually maintained the 

Property’s meticulous condition. 

OAKBROOK CENTER AND YORKTOWN MALL
More than 3.3 million square feet of shopping and entertainment located within three miles of the Property. 

EXTENSIVE AREA AMENITIES
Yorktown Center is located directly behind the Property, Target is located next door, and there are 25 restaurants and nine hotels within one mile of the Property. 

MILLENNIAL SUBURBAN MIGRATION
Millennials are shifting towards homeownership; affordability and safety have been identified as the two most important factors when purchasing a home. 

 
CONVENIENT ACCESS

The Property is located within one mile of I-88, which provides access to virtually the entire Chicago MSA. 

SUBURBAN CHICAGO’S BEST SUBMARKET
More than $300 million of investment sales transactions in 2016 with extensive institutional ownership including groups like Blackstone, American Realty Advisors and Olympus. 

STRATEGIC LOCATION IN DUPAGE COUNTY
Economic force with nearly 40,000 businesses and 700,000 jobs.

DISCOUNT TO REPLACEMENT COST
Opportunity to acquire a Class A building at a significant discount to replacement cost. 

INVESTMENT
HIGHLIGHTS

Executive Summary
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The Eastern East-West Corridor is a preferred location for corporate users and serves as the headquarters for two Fortune 

500 companies, Navistar (281) and Dover (377). Some of the country’s most established companies such as Ace Hardware, 

AT&T, Dover, Ford, Microsoft and Wells Fargo maintain corporate headquarters or large corporate offices in the submarket. 

As evidence of its desirability, the submarket experienced more than 382,000 square feet of absorption in 2016 to lead 

all suburban office submarkets.

The Property’s excellent location in the Eastern East-West Corridor, exceptional access, numerous on-site 

amenities and unrivaled area amenities create a preferred location for corporate users. The offering presents the 

exceptional opportunity to acquire a Class A office building in a prime suburban location at a significant discount to  

replacement cost.

701 E. 22nd St.
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INVESTMENT GRADE PROPERTY
At 97.1 percent leased, 701 East 22nd Street benefits from a high caliber roster of tenants with investment grade credit or tenants that are backed by investment 

grade credit. Tenants at the Property backed by investment grade credit occupy 80.7 percent of the leased premises. Dental Network of America and Envoy are 

the two largest tenants at the Property, occupying 71.1 percent of the leased premises, and both feature S&P credit ratings of A+. The investment grade credit 

profile at the Property is diversified over a range of industries that includes healthcare, financial services and technology. 701 East 22nd Street’s significant portion of 

investment grade tenants ensures a future owner a secure, bond like cash flow stream and these tenants feature a weighted average lease term of 8.2 years  

from September 2017. 

MAJOR TENANT SUMMARY

MAJOR TENANT SUMMARY SF % OF NRA LEASE EXPIRATION
CURRENT GROSS 

RENT PSF(1)

S&P CREDIT
 RATING

Dental Network of America d/b/a Dearborn National 79,572 45.7% September-27 $22.37 A+

Envoy d/b/a Change Healthcare (2) 40,658 23.4% August-24 $23.25 A+

Draper and Kramer Mortgage Corp. (3) 17,819 10.2% March-24 $22.50 Private

Fiserv Solutions 16,086 9.2% March-19 $23.75 BBB

Total / Weighted Average 154,135 88.5% 7.8 Years $22.76

(1)Gross rental rate excludes storage space and is as of 9/1/2017. Dental Network of America’s rental rate is a weighted average of its three suites.

(2)Parent company is The Blackstone Group. Ratings to credit for this tenant refer to parent company.

(3)Suite 115 - 4,842 square feet expires on 2/28/18.
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SUPERIOR QUALITY ASSET
701 East 22nd Street affords a future owner the 
opportunity to own a superb quality, multi-tenant, 
Class A office building in suburban Chicago’s top 
submarket. The Property features an excellent 
amenity base that includes a 70-person auditorium, 
a conference center, a fitness center, a deli, on-site 
security and two structured parking decks with an 
enclosed walkway and above average parking ratio 
of 4.60 per 1,000 rentable square feet. Floorplates 
are approximately 31,200 square feet on the first and 
fourth floors and 55,800 square feet on the second 
and third floors. The Property’s large floorplate size 
is unique for the market, allowing it to more easily 
accommodate the needs of large tenants. Since 2001, 
more than $18.8 million of renovations have been 
invested into the base building, lobby, auditorium, 
conference center, security desk and garage. The 
Property has been meticulously maintained since 
inception by committed institutional ownership. 

INSTITUTIONAL OWNERSHIP
The Property was designed by Skidmore, Owings & 
Merrill as a single tenant headquarters building for 
Mid-Con Energy in 1980. In 2000, Romanek Properties 
purchased the Property in a vacant building sale 
after Mid-Con was purchased by Kinder Morgan, 
subsequently vacating the Property. Romanek spent 
millions of dollars to multi-tenant the Property with 
renovations that included the construction of two 
structured parking decks, a fitness center with locker 
rooms and showers, an expansive lobby and general 
construction on each floor to allow for multi-tenant 
occupancy. Prior to current ownership the Property 
was owned by a joint venture of GID and Spaulding 
& Slye. Current ownership has invested more than 
$1.25 million in capital expenditures since taking over 
the building in 2014. Notable capital improvements 
include roof replacements for the fourth floor and 
penthouse, parking garage repairs, chiller rebuilds 
and HVAC control upgrades, and fitness center 
improvements. The Property’s institutional ownership 
is evident by its strong historical occupancy which 
has never dipped below 83 percent annually in the 
last ten years, and on average has been 93.6 percent 
leased since 2008. 

OAKBROOK CENTER
The Property is situated approximately three miles 
west of Oakbrook Center, a super-regional shopping 
center that includes 160 retail stores, 2 million 
square feet of space and 12,000 parking spaces, 
making it one of the largest open-air shopping 
centers in the country. Oakbrook Center is located 
at the northeast corner of the intersection of West 
22nd Street and Illinois Route 83 and is anchored by 
Neiman Marcus, Nordstrom, Macy’s, Lord & Taylor 
and Sears, attracting a wide customer base from 
Chicago and the surrounding Midwest markets. The 
mall also offers a strong mix of fine dining restaurants 
exclusive to the market that complement Oakbrook 
Center and make it a vibrant evening destination. 
Select restaurants located at Oakbrook Center 
include Wildfire, The Cheesecake Factory, Seasons 
52 and Perry’s Steakhouse & Grille. In 2014, the 
prestigious Le Méridien hotel opened its first 
Chicago location at Oakbrook Center as part of a $25 
million development that today is one of the premier 
accomodation and event spaces in the market.

EXTENSIVE AREA AMENITIES
In addition to the sprawling Oakbrook Center, 701 
East 22nd Street is surrounded by an abundance 
of fine and casual dining restaurants, retail centers 
and hotels that corporate users can access within 
minutes. Yorktown Center, located directly behind 
the Property, features 150 stores, more than 17 
restaurants and two theaters, and serves as another 
popular Midwest entertainment destination. The 
shopping experience at the retail giant includes 
Carson Pirie Scott, Eddie Bauer, Express, GAP, 
JCPenney and Von Maur. The mall also offers an 
array of restaurant options highlighted by the likes 
of Brio Tuscan Grille, The Capital Grille, Harry 
Caray’s Italian Steakhouse and RA Sushi Bar 
Restaurant. Additional nearby dining options include 
casual options such as Freshii and DMK Burger 
Bar to upscale alternatives such as McCormick & 
Schmick’s Seafood & Steaks and Kona Grill. There 
are nine hotels within one mile of the Property 
including The Westin Lombard Yorktown Center, Le 
Méridien Chicago and Courtyard Chicago among 
others, providing cost efficient and luxury hotel 
options for business travelers. Additionally, a Target 
is located directly next door to the Property for 
added convenience. 

701 E. 22nd St.
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SUBURBAN CHICAGO’S  
BEST SUBMARKET

Chicago’s Eastern East-West Corridor 
submarket is a preferred location for 
many of the country’s most established 
companies. Ace Hardware, AT&T, Dover, 
Ford, Microsoft and Wells Fargo are 
national or international companies 
which maintain headquarters or large 
corporate offices within the Eastern 
East-West submarket. In 2016, there 
was more than $300 million of relevant 
investment sales transactions in the 
submarket, including Blackstone’s sale 
of Commerce Plaza I-III to Zeller Realty 
for $124 million, or $241 per square foot, 
which led the entire suburban office 
market on a per square foot basis. The 
Eastern East-West led all submarkets 
in absorption with more than 382,000 
square feet of space absorbed in 2016, 
43 percent more than the Northwest 
submarket which finished second in 
overall absorption. In turn, Class A space 
featured the lowest direct vacancy rate 
of 11.8 percent in the fourth quarter of 
2016, which was more than 90 basis 
points better than the O’Hare submarket 
which featured the next best direct 
vacancy rate. 

STRATEGIC LOCATION IN  
DUPAGE COUNTY

701 East 22nd Street is strategically 
located in the city of Lombard, Illinois 
within DuPage County, one of the 
nation’s wealthiest counties and 
second most populous county in 
Illinois. Serving as evidence of its 
desirability for corporations, two 
FORTUNE 500 companies – Navistar 
(281) and Dover (377) – maintain their 
headquarters in DuPage County. Dental 
Network of America, the largest tenant 
at the Property, chose to consolidate in 
DuPage County after an extensive multi-
market search, ultimately favoring 
the high demographics and excellent 
corporate presence in the region. 
The county also ranks first in Illinois in 
educational attainment with 47 percent 
of persons over 25 years of age holding 
a Bachelor’s degree or higher. DuPage 
County’s highly educated workforce, 
low commercial property taxes and 
proximity to O’Hare International Airport 
and Midway Airport are among the many 
reasons why the county is consistently 
chosen as a business location. Nearly 
40,000 businesses and 700,000 jobs 
make DuPage County an economic force 
in the Chicago MSA with properties such 
as 701 East 22nd Street benefiting from 
the county’s accelerating economic 
growth.

MILLENNIAL SUBURBAN 
MIGRATION

Despite the popular belief that Millennials 
are fleeing the suburbs for the urban 
lifestyle, there are plenty of indicators that 
point towards Millennials’ preferences for 
homeownership. According to Zillow’s 
2016 Consumer Housing Trends Report, 
47 percent of U.S. homebuyers are first 
time buyers and have a median age 
of 33, indicating that Millennials are 
shaping the future of residential real 
estate. A recent survey from Urban Land 
Institute and Demand Institute Housing 
and Community showed an expected 21 
percent increase of Millennials planning 
to move to the suburbs. Further, 
affordability and safe neighborhoods have 
been identified as the two most important 
factors when selecting a home, while 
proximity to public transit, an important 
city feature, was the second least 
important factor. Today, just one quarter 
of Millennial homeowners live in an urban 
area and nearly half of Millennials live 
in suburban communities, with eight 
in 10 adults under the age of 25 living 
outside an urban core. As the Millennial 
population continues to age, complete 
their education and start families, it’s likely 
that an increased number of Millennials 
will move to the suburbs based on 
homeownership preferences. This 
increase in homeownership will benefit 
suburban office substantially, leading to 
higher occupancy rates, increased rental 
rates and development opportunities. 

CONVENIENT ACCESS
701 East 22nd Street is easily accessible by 
car and offers exceptional transportation 
access to Chicago’s vast interstate 
network. The Property’s strategic 
location in Lombard is less than one mile 
from the full interchange of I-88 and 
Highland Avenue. Ingress and egress on 
22nd Street bypasses Butterfield Road 
congestion and provides efficient access 
to all area roadways during rush hour. 
I-88 connects the Property to I-290, which 
provides convenient access to downtown 
Chicago, approximately 21 miles from 
the Property. The Property is also well 
positioned to access both major Chicago 
airports and is located approximately 23 
miles from Chicago Midway International 
Airport, via I-55, and approximately 18 
miles from O’Hare International Airport, 
Via I-294. 

DISCOUNT TO  
REPLACEMENT COST

701 East 22nd Street represents an 
exceptional opportunity to acquire a 
Class A suburban office building at a 
significant discount to replacement cost. 
Reproduction of a new, Class A building 
in the Chicago suburbs with decked 
parking is conservatively estimated to 
be $350 to $400 per square foot. And 
the two most recent large corporate 
build-to-suit developments completed 
in Chicago (Astellas and Zurich) were 
completed in the $400 to $440 per 
square foot range. Coupled with an 
absence of new speculative office 
development, the market will continue 
to benefit from the positive leasing 
momentum occurring in the submarket 
as market conditions tighten, vacancy 
rates decline and significant upward 
pressure is placed on rental rates.

Executive Summary
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Address 701 E 22nd Street

County DuPage

City, State Lombard, IL

PIN 06-29-200-058

Year Built / Renovated 1980 / 2001 - 2003

Square Feet 174,098

Site Size (acres) 6.4

Floors 4

Average Floorplate (SF) First / Fourth floor - 31,231 SF, Second / Third floor - 55,819 SF

Finished Ceiling Height First floor - 9’8”, all other floors - 9’0”

Auto Parking 800 spaces. 721 decked spaces and 79 surface spaces. Total figure 
includes 16 ADA spaces

Parking Ratio 4.60 / 1,000 

Foundation Concrete slab-on-grade

Structure / Exterior Finish Perimeter steel reinforced concrete spread footings and steel reinforced 
concrete piers. Building exterior features aluminum paneling

Interior Walls Painted drywall

Roof Type Flat, single ply rubber membrane system. The fourth floor roof was 
replaced in 2016 and the third floor roof is original

Windows Double-pane tinted glass in anodized aluminum frames

Lobby Atrium lobby featuring suspended acoustical tile and a skylight ceiling

Restrooms Two sets on the second and fourth floors. Four sets on the first and third 
floors, with one ADA compatible on each floor. Each features mosaic tile 
flooring, painted gypsum wallboard and ceramic tile wall covering

Lighting 2’ x 4’, 3-lamp T-8s with electronic ballasts

Building Security Video cameras and on-site security personnel

Utilities

     Water / Sewer Village of Lombard

     Electricity Commonwealth Edison

     Gas Nicor

     HVAC Heating and cooling are provided by a central system that consists of two 
gas fired Cleaver Brooks, 6,277,000 BTU, hot water boilers, two Baltimore 
Air Coil 310-ton cooling towers, two Trane 350-ton chillers, heat exchangers, 
air handling units and central ductwork with VAV boxes. The system is 
controlled by a central building automation system and local thermostats 
control tenant suites. One of the chillers was rebuilt in 2016 and the other 
chiller was rebuilt in 2017. The building automation system was replaced 
in 2009

Electrical Service Main electrical service is provided by a 4,000 amp, 277/480 volt, three 
phase, four wire main switch gear

Emergency Power Two diesel-powered engine-generators with capacities of 310 kW

Vertical Transportation Four hydraulic passenger elevators and one hydraulic freight elevator all 
manufactured by ThyssenKrupp. The passenger elevators have a capacity 
of 3,000 lbs and the freight elevator has a capacity of 5,000 lbs. Two of the 
elevator cabs were replaced in 2002 and the remaining three elevator cabs 
are original 

Fire & Life Safety Wet-type sprinkler system and fire alarm control panel manufactured by 
Siemens and installed in 2002. A 40-HP electric fire pump and 1/2-HP 
electric jockey pump serve the fire sprinkler system

PROPERTY DESCRIPTION
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The Council of 
State Governments

Suite 110
4,079 SF 

11/30/26 Exp.

Vacant
Suite 101 / 120

5,107 SF

Michael’s on 
Main Café
Suite 118
1,965 SF

6/30/20 Exp.

M&J 
Management Office

Suite 100
371 SF

3/31/18 Exp.

Draper and Kramer 
Mortgage Corp.

Suite 115
4,842 SF

2/28/18 Exp.

Draper and Kramer Mortgage Corp.
Suite 125
12,434 SF

3/31/24 Exp.

Envoy
Suite 200 / 205

40,658 SF
8/31/24 Exp.

Sales Consultants 
of Oakbrook

Suite 250
4,206 SF

4/30/22 Exp.

Dental Network
of America
Suite 225
3,973 SF

9/30/27 Exp.

School Specialty
Suite 220
4,235 SF

8/31/20 Exp.

Dental Network of America
Suite 300
58,317 SF

9/30/27 Exp.

Fiserv Solutions 
Suite 400
16,086 SF

3/31/19 Exp.

Dental Network 
of America
Suite 450
16,414 SF

9/30/27 Exp.

FLOOR PLANS

Floor 1 Floor 2

Floor 4
Floor 3

17

Property Overview





LOCATION & MARKET OVERVIEW



 

Oak Brook
$132,778

Downers Grove
$83,513

Clarendon Hills
$105,720

Hinsdale
$162,722

Western Springs
$141,607

Wheaton
$85,705

Burr Ridge
$115,260

WOODRIDGE

GLEN

 

WESTMONT

ELLYN

WHEATON

WESTCHESTER

BROADVIEW

NORTH
RIVERSIDE

RIVERSIDE

OAK BROOKBUTTERFIELD ROAD

LYONS

BERWYN

FOREST
VIEW

COUNTRYSIDE

HODGKINS

WESTERN
SPRINGS

JUSTICE
BURR RIDGE

WILLOWBROOK

HINSDALE

CLARENDON
HILLS

DOWNERS GROVE
LISLE

SUMMIT

LA GRANGE

LA GRANGE
PARK

294

88

88

88

34

83
355

53

FAST FACTS 

336 square miles 

County Seat: Wheaton 

37.5 square miles of forest preserves 

One of the nation’s wealthiest counties 

Source: U.S. Census Bureau, Zillow 

701
E. 22nd St.

MEDIAN HOUSEHOLD INCOME

LOCATION OVERVIEW
701 East 22nd Street is located in the highly desirable Eastern East-West Corridor 

submarket of Chicago’s suburban office market. The Property’s strategic location in 

Lombard is within one mile of I-88, which connects the Property to virtually the entire 

Chicago MSA and offers access to Chicago’s vast transportation network, including 

I-290 and I-294, approximately seven miles east of the Property. Further, the Property 

is within half a mile of Highland Avenue which fronts Yorktown Center and runs north 

and south of the Property, offering convenient access to Chicago’s wealthiest 

suburbs. The Eastern East-West submarket is a preferred location for corporate 

users due to its market-leading amenity package, including the Oakbrook 

Center and Yorktown Center regional shopping malls, well-established work 

force demographics and proximity to affluent suburbs and modern suburban 

office park locations that offer abundant free parking. The Property is 

located approximately 18 miles from O’Hare International Airport, 23 miles 

from Chicago Midway International Airport and 21 miles from downtown 

Chicago, providing access throughout Chicago and worldwide.  

701 E. 22nd St.
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DUPAGE COUNTY 
Located just 20 miles west of downtown Chicago, 

DuPage County is the second most populous 

county in Illinois, behind only Cook County, with a 

population of approximately 929,000 people. DuPage 

County has long been known as one of the nation’s 

wealthiest counties and has transformed from a primarily 

agricultural economy into one rich in many different 

sectors of commerce. After experiencing a population 

boom of more than 17 percent between 1990 and 2010, the 

county is a leader in Illinois’ economy with a gross regional 

product (GRP) of $78.08 billion and an unemployment rate of 

just 4.3 percent (December 2016), well below neighboring Cook 

County’s unemployment rate of 5.6 percent (December 2016). 

With a 2015 per capita income of $39,336, and a median household 

income of approximately $79,658 compared to state and national 

averages of $57,574 and $55,775, respectively, DuPage County is 

a highly desirable location to live and conduct business. Serving as 

evidence of its desirability for corporations, two Fortune 500 companies 

– Navistar (281) and Dover (377) – maintain headquarters in DuPage 

County. Key industries in the County include healthcare, manufacturing, 

transportation and logistics, and professional services. DuPage County 

is home to eight award-winning hospitals including Advocate Medical 

Group and DuPage Medical Group, and approximately 70,000 healthcare 

professionals are employed in DuPage County. The County is also a leader in 

Illinois in educational attainment and 47 percent of persons over 25 years of age 

hold a Bachelor’s degree or higher. DuPage County’s highly educated workforce, 

access to affluent suburbs and proximity to O’Hare International Airport and Midway 

International Airport are among the many reasons why the County is consistently 

chosen as a business location. Nearly 40,000 businesses and 700,000 jobs make 

DuPage County an economic force in the Chicago MSA with properties such as 701 

East 22nd Street benefitting from the County’s accelerating economic growth. 

LARGEST PUBLICLY HELD COMPANIES IN DUPAGE COUNTY

COMPANY LOCATION # OF EMPLOYEES

Dover Downers Grove 27,000

Arthur J. Gallagher Itasca 20,240

Navistar International Lisle 14,200

Knowles Corp. Itasca 13,000

Devry Education Group Downers Grove 12,517

Treehouse Foods Oak Brook 6,181

AAR Corp. Wood Dale 5,800

Federal Sign Corp. Oak Brook 2,700

Hub Group Oak Brook 2,568

Great Lakes Dredge and Dock Oak Brook 1,928

FTD Cos. Downers Grove 1,807

A.M. Castle & Co. Oak Brook 1,667

Suncoke Energy Lisle 1,480

Retail Properties of America Oak Brook 245

Total 111,333

Source: Crain’s 2015 Book of Lists

DUPAGE COUNTY DEMOGRAPHIC PROFILE

Total Population 929,368

Gross Regional Product ($B) $78.08

Households 358,144

Median Household Income $79,658

Median Home Value $276,700

Per Capita Income $39,366

Persons Per Household 2.72

21

Location & Market Overview



LOMBARD
701 East 22nd Street is located in the village of Lombard, Illinois, approximately 21 miles west 

of downtown Chicago. Lombard features a population of approximately 44,000 residents 

that are spread over 10.5 square miles and surrounded by a network of major interstates that 

includes I-355, I-88, I-290 and I-294. In Lombard, 43 percent of persons over 25 years of age 

have obtained a bachelors degree or higher, which is evident by its 2015 median household 

income of $69,787 and per capita income of $34,524, 21 and 13 percent higher than state averages, 

respectively. Six public school districts makeup Lombard’s superior elementary and middle school 

system and District 44 serves the majority of Lombard, where the average teacher has more than 16 

years of teaching experience and more than half hold master’s degrees. Since March 2012, the median 

home value in Lombard has increased by 31 percent to $248,000 in February 2017, according to Zillow. 

During that same time period, the median home value in Illinois increased 19 percent, approximately 12 

percentage points less. 

Lombard is often referred to as “The Lilac Village” and is home to Lombard Park District’s Lilacia Park, an 8.5-

acre horticultural showcase that was landscaped by famous landscape architect, Jens Jensen, and features 

800 lilacs and 25,000 tulips. Since 1930, Lombard has annually hosted the Lilac Festival, which is a 16-day 

event that features an arts and crafts fair, tours of the park and Lombard’s Lilac Festival Parade. 

In recent years, Lombard has placed an emphasis on redeveloping and maintaining its infrastructure and during 

the summer of 2015, Lombard’s much anticipated Lombard Metra pedestrian underpass was completed after 

nearly a year of construction. The project was part of an extensive $9.7 million makeover of Lombard’s Metra 

station that also included the addition of canopies and shelters on the platforms, as well as new retaining walls. The 

project received the bulk of its funding through Metra and Union Pacific, which each contributed more than $3 million. 

Additionally, the Illinois Commerce Commission contributed $750,000 and Lombard contributed $290,000, primarily for 

aesthetic upgrades. The Metra station also revised its parking payment options by allowing riders to pay for parking on 

their mobile devices or at new payment stations which were upgraded to accept credit and debit cards. The pedestrian 

underpass provides safer transportation access for residents and the 1,300 commuters who utilize the station daily. 

In September 2016, the development of a walkable, mixed-use neighborhood on the 15-acre site just north of Yorktown 

Shopping Center moved a step closer to breaking ground when the village board approved a utility service agreement 

allowing for the construction of a $1.6 million sanitary sewer lift station to service the site. The developer agreed to cover the 

cost of the station, and in turn, Lombard will waive utility connection fees for select future projects in what is becoming known 

as the “Yorktown Commons” development. Construction on the first half of the project could begin as early as midyear 2017 and 

is expected to take 18 to 24 months. The first half of the project will include approximately 450 residential units with a development 

cost of $175 million. Amenities will include a fitness center, outdoor common areas and a parking garage.
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HIGHLAND AVENUE

CHICAGO METROPOLITAN AREA OVERVIEW
Chicago is widely recognized as one of the most important industrial, financial and cultural centers in the U.S., and it’s strategically 

positioned as a major technology/creative hub that will continue to attract innovative firms and top talent from universities 

across the country. The City features one of the world’s largest and most diversified economies, with nearly 4.6 million employees 

in the Chicago MSA and a gross regional product (GRP) of more than $640 billion. Chicago banks hold 40 percent of the total assets 

in the Midwest, making Chicago the financial center for the central region of the United States. Much of the world’s commodity 

trading takes place in Chicago and with the merger of the Chicago Board of Trade (CBOT) and the Chicago Mercantile Exchange 

(CME), the City is home to the most diverse and extensive global derivatives exchange in the world. Chicago is the global capital of 

futures trading, illustrating the City’s position as an integral link to international capital markets. Chicago’s economy thrives on a unique  

combination of mature and emerging industries. The City consistently ranks in the top five for GRP among 350+ U.S. metro areas in the 

following industries: Business & Financial Services, Manufacturing and Transportation & Distribution. Chicago is also a leader in a number 

of emerging industries including Biotech, Information Technology and Green Energy. 

Several of the world’s top universities and graduate 

schools, including The University of Chicago Booth 

School of Business and Northwestern University’s 

Kellogg School of Management, are located in the 

metropolitan area and churn out a consistent stream 

of highly-educated workers. The U.S. News & World 

Report 2017 outlook ranks Booth and Kellogg as the #2 

and #5 business schools in the country, respectively. 

Additionally, Booth’s part-time MBA program is ranked 

second and Kellogg’s is ranked third overall. With 158,000 

college students graduating annually from more than 130 

Chicagoland colleges and universities, the City was voted the #2 

“Best City to Get a College Degree” according to A.T. Kearney’s 

Global Cities Index. Chicago’s world-class universities in addition 

to its draw of graduates from the surrounding Midwest and Great 

Lakes universities, the city is rich with a highly educated, diverse 

workforce and a large millennial population. The healthy industry mix 

of companies along with more than 40 corporate headquarters, provides 

start-ups and other companies new market opportunities. Compared to 

New York or San Francisco, Chicago offers the 24-hour city lifestyle at 

a discount and with a higher livability ranking, in addition to boasting the 

highest investor returns in the country for tech company exits.

COST OF DOING BUSINESS INDEX

Atlanta

Houston

Chicago

Philadelphia

Los Angeles

Boston

San Francisco

New York City

90.0 92.0 94.0 96.0 98.0 100.0 102.0 104.0

Source: KPMG Competitive Alternatives 2016
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MILLENNIAL SUBURBAN MIGRATION
Despite the media’s portrayal that Millennials choose an urban lifestyle over living in a suburban location, recent surveys and statistics demonstrate a shift to suburban living among Millennials, largely driven by Millennials’ 

preferences for homeownership. According to Zillow’s 2016 Consumer Housing Trends Report, 47 percent of U.S. homebuyers are first time buyers and have a median age of 33, indicating that Millennials are shaping the future of 

residential real estate. Today, 83 percent of all homebuyers are seeking a single-family home as opposed to a townhouse, condo or duplex. This is likely due in large part to the fact that affordability and safe neighborhoods are the 

two most important factors when selecting a home, while proximity to transit, an important city feature, was the second least important factor. The common myth that all Millennials are short-term buyers seeking homes in trendy, 

urban neighborhoods isn’t exactly supported. In reality, just one quarter of Millennial homeowners live in an urban area and nearly half of Millennials live in suburban communities, with eight in 10 adults under 25 living outside an 

urban core. It’s important to consider how the Millennial generation is developing compared to Baby Boomers and Generation X. Millennials are delaying many milestones that precede homeownership, including completing their 

education and getting married or starting a family, which is causing Millennials to continue renting deeper into adulthood. However, six in 10 homebuyers are Millennials, and although Millennials represent a large share of the 

home buying community in the U.S., many are first time buyers or have not yet reached an age where they feel purchasing a home is necessary, so the full impact of the Millennial home buying community has yet to unfold. As the 

Millennial population continues to age, complete their education and start families, it’s likely that an increased number of Millennials will move to the suburbs based on homeownership preferences. This increase in homeownership 

will benefit suburban office substantially, leading to higher occupancy rates, increased rental rates and development opportunities.
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DICK’S Sporting Goods has a longstanding commitment to 
promoting sports within the community. We firmly believe  
that sports make people better by teaching them essential  
life skills, such as leadership, discipline and integrity, as well  
as by motivating them to challenge their abilities and reach  
their full potential. We accomplish these goals through several 
programs, including:

The DICK’S Sporting Goods Community Program was 
established in 2000 and is our flagship vehicle for community 
giving. This program supports thousands of youth sports 
leagues, teams, athletes and outdoor enthusiasts across the 
nation each year, inspiring and enabling sports participation  
for millions of young athletes. 

Our Sports Matter initiative addresses the growing issue  
of underfunded youth athletics through a public awareness 
campaign and a proprietary crowd-funding platform. During 
2014, Sports Matter raised more than $2 million in donations, 
and the DICK’S Sporting Goods Foundation matched $2 million  
of these funds, generating a total of more than $4 million for 
disbanded or financially challenged sports teams. The DICK’S 
Sporting Goods Foundation also partnered with Tribeca Digital 
Studios and director Judd Ehrlich to create We Could Be King, a 
documentary highlighting the issue of underfunded sports teams 
and raising awareness of the Sports Matter movement. The film 
aired on ESPN channels and ABC during the spring of 2014.

In 2015, we forged a groundbreaking sponsorship that 
established DICK’S as the Official Sporting Goods Retail 
Sponsor to the United States Olympic Committee (USOC)  
and Team USA. Through this partnership, we will support  
U.S. Olympic and Paralympic hopefuls who seek to represent  
the United States at the 2016 Olympic and Paralympic Games. 
Our role will include sponsorships of several Team USA athletes, 
sporting goods donations to U.S. Olympic Training Centers, and  
a new in-store employment program, which will provide flexible 
work opportunities to U.S. Olympic and Paralympic hopefuls  
who need to accommodate their training schedules.

COMMUNITY 
GIVING
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MORE REASONS TO STAY®

Embassy Suites Hotels by Hilton™ reinvented the upscale hotel experience by creating a superior all-suite 
lodging value, enabling guests to control their own experiences to meet their individual needs for specific 
travel occasions. Embassy Suites Hotels by Hilton offers a unique set of benefits and well-defined product/
service standards not available to guests of other upscale or all-suite hotels. For business travelers, it’s a place 
to recharge after a long day with all the space and business amenities road warriors need to stay connected. 
For leisure travelers, it’s a place that understands families, from our spacious two-room suites to our famous 
complimentary, cooked-to-order breakfast served every morning. Tying it all together are our team members, 
who are known for providing vibrant and innovative service—true hospitality service that is gracious, 
engaging and caring.

EMBASSYSUITES.COM

Embassy Suites Hampton Roads, VA

cariBBean
latin america

reinventing the experience.
reinFOrcing the BranD.
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$50 million, and in 1969 the company went public
as Ethan Allen Inc.

In the 1970s, Ethan Allen and Farooq Kathwari
began their association and formed KEA, a home
accessories company. Ethan Allen also went inter-
national, opening a store in Yokohama, Japan. In
1979, Interco, a St. Louis–based conglomerate,
acquired Ethan Allen.

In 1985, Farooq Kathwari became president of
the company and, in 1988, chairman and CEO. He
instituted a “one landed cost” policy, making
Ethan Allen value and advertising consistent
nationwide. Ethan Allen retailers began to sell
Ethan Allen furnishings exclusively. In 1989, Mr.
Kathwari led a leveraged buyout and took Ethan
Allen private again.

Throughout the 1990s, Ethan Allen rigorously
reassessed and reinvented itself. By 1992, only
one-eighth of the Ethan Allen furniture assortment
was Early American, and in 1993, Ethan Allen
was once more a public company.

In the 2000s, Ethan Allen reinvigorated itself
again, thoroughly projecting the attitude of the
design professional. The company renewed its
dedication to craftsmanship, quality, and attention
to detail, and the goal became making excellent
interior design attainable.

THE PRODUCT
Ethan Allen is committed to high-quality crafts-
manship — because one’s home is a very important

THE MARKET
In the home furnishings market, Ethan Allen
stands out in three significant ways: it is both a
manufacturer and a retailer, it is the world’s lead-
ing interior design company, and it offers high
quality at remarkable value.

Ethan Allen provides what savvy homeowners
want: professional interior design solutions and
service plus one-stop shopping to help them deco-
rate their homes with quality and style at reason-
able prices. With its unique, vertically integrated
business model, the company exercises unrivaled
control over all aspects of its business, from prod-
uct design and manufacturing through retail, cus-
tomization, interior design service, and delivery.
Ethan Allen home furnishings are sold in a net-
work of nearly 300 Design Centers and Design
Studios around the world and at its new state-of-
the-art website, ethanallen.com.

ACHIEVEMENTS
Ethan Allen is a trendsetting, award-winning, and
widely imitated leader in home furnishings and
interior design. It is a classic American brand with
an updated attitude, international reach, and an
excellent platform for global growth.

Ethan Allen has come of age as an interior
design authority, sought after by the design media
and clients alike. What began so humbly nearly
80 years ago has evolved into a standard that
Ethan Allen calls New Modern Living: personal,
practical, and confidently stylish.

Ethan Allen’s seven branded Lifestyles form
its interior design foundation. Ethan Allen’s
design team and product designers have created a
signature, three-dimensional interior design man-
ifesto: seven distinct stylish and eclectic vibes

that reflect the ways peo-
ple live and want to live.

The goal is to make it
possible — easy, even — for
clients to find their design
passion. Each Lifestyle,
with its fabrics, furniture,
and accessories, embodies
Ethan Allen’s fundamental
design philosophy: Classic
design. Modern perspective.

Ethan Allen values per-
sonal service. Every Design
Center and Design Studio
is staffed by a team of
carefully chosen profes-
sionals — some 3,000
worldwide — who offer
design expertise, service,
and advice on the house.
Ethan Allen clients who
shop its new state-of-the-
art website can get the
same personal service if
they choose to connect and
collaborate with a design pro online.

Ethan Allen enjoys over 90 percent brand
recognition and has successfully maintained its
brand equity over the years, while aggressively
expanding its consumer base to a younger — and
younger-minded — demographic.

HISTORY
In 1932 in New York City, Theodore Baumritter
and Nathan Ancell opened a wholesale business
that specialized in trellises, garden swings, and —
believe it or not — plaster gnomes. The partners
went on to buy their first furniture factory, in
Beecher Falls, Vermont, and began production on
a 28-piece line of Early American–style wooden
furniture named Ethan Allen, after the Revolu-
tionary War hero whose courage, independence,
and perseverance inspired them.

The Ethan Allen brand was a nearly instant hit,
as the Early American themes of pioneering spirit
and patriotism struck a deep chord.

After World War II, Ethan Allen became syn-
onymous with well-built, historically faithful
home furnishings. In 1954, the company shipped
its one millionth piece of furniture, a maple chest
of drawers, to the White House as a gift to
President Dwight D. Eisenhower.

In 1962, Ethan Allen revolutionized the home
furnishings industry by inventing the Ethan Allen
Gallery — stores where furniture was displayed
in room settings. By 1967, sales had rocketed to
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YORKTOWN CENTER AND EXTENSIVE AREA AMENITIES
Yorktown Center is located directly behind the Property, within a half mile, and borders South Highland Avenue and Butterfield Road. The enclosed regional shopping mall is anchored by Carson Pirie Scott, J.C. Penney and Von 

Maur. At the time of its opening in 1968, Yorktown Center was the largest shopping center in America. Today, the regional shopping mall features 150 retail stores, more than 17 restaurants and two theaters spread over 1.5 million 

square feet of retail space. In 2014, the mall underwent a significant $18 million renovation that including upgrading the food court with 200 additional seats, entertainment screens, remote work stations for shoppers and a family 

lounge. The renovations also included new signage in the mall and parking lot to provide better navigation for shoppers, as well as a new entrance designed to provide higher visibility from Butterfield Road. The mall is full of upscale 

restaurant options highlighted by Brio Tuscan Grille, The Capital Grille, Harry Caray’s Italian Steakhouse and RA Sushi Bar Restaurant. Nine hotels are located within one mile of Yorktown Center, providing both cost efficient and 

luxury hotel alternatives for business travelers. This includes the TownePlace Suites by Marriott which is adjacent to the Target that is located directly west of the Property. There are approximately 25 restaurants within one mile 

of the Property, providing tenants immediate access to fine dining and casual restaurant options. Select restaurants include Freshii, Uncle Julio’s, DMK Burger Bar, P.F. Chang’s, Weber Grill, Kona Grill and McCormick & Schmick’s 

Seafood & Steaks. A Starbucks is located in the Target directly next door to the Property. 

OAKBROOK CENTER
In addition to its direct proximity to Yorktown Center, 701 East 22nd Street is also located directly west of Oakbrook Center, approximately 

three miles from the Property and directly east of Illinois Route 83. First open to the public in 1962, the super-regional mall today 

includes 160 retail stores, spread over more than 2 million square feet of space and 12,000 parking spaces, making it one of the largest 

open-air shopping centers in the country. Anchored by Neiman Marcus, Nordstrom, Macy’s, Lord & Taylor and Sears, the mall provides 

a one-of-a-kind shopping experience and is surrounded by gardens filled with flowers, fountains, trees and ponds and attracts a wide 

customer base from Chicago and the surrounding Midwest markets. In 2013, Oakbrook Center completed a redevelopment that focused 

on enhancing the common areas and redeveloping an anchor building with additional specialty shops, including the first-to-Midwest 

market retailer PIRCH. This redevelopment, along with the four expansions since the mall’s opening, including the 1991 expansion that 

brought the first Nordstrom to the Midwest, have made Oakbrook Center one of the largest shopping centers in the nation. Oakbrook Center 

has an impressive lineup of both luxury and affordable retailers. Top merchants at the mall include Louis Vuitton, Tiffany & Co., Burberry, 

Omega, Michael Kors, J.Crew, Anthropologie, Coach, Crate & Barrel, kate spade new york, Hugo Boss, Tommy Bahama, Aritzia and Peek and 

Clarks. In addition to the 160 retailers located at Oakbrook Center, the mall also offers a strong mix of fine dining restaurants exclusive to 

the market that complement Oakbrook Center and make it a vibrant evening destination as well as shopping destination. Select restaurants 

include Maggiano’s Little Italy, Mon Ami Gabi, Wildfire, The Cheesecake Factory, Seasons 52 and the newest Old Town Pour House location. 

Perry’s Steakhouse & Grille opened its first Midwest market location at Oakbrook Center in 2013. Likewise in 2014, Le Meridien opened its first 

hotel in Chicagoland just steps from Oakbrook Center. Le Meridien Chicago – Oakbrook Center offers guests access to over 25 restaurants 

and luxury boutiques and is part of a $25 million transformation that reimagined the space with modern design and limitless opportunities. The 

hotel offers all of the benefits of the Starwood Preferred Guest Loyalty program and has been awarded a Four Diamond AAA Award. Guests 

can choose from either of the two restaurants located within the hotel, as well as an executive club lounge and luxurious spa suites for more 

relaxing alternatives. With 172 artfully designed guestrooms and 3,500 square feet of event space, including a 3,000 square foot Grand Salon 

featuring spectacular views and floor to ceiling windows, Le Meridien Chicago – Oakbrook Center is one of the premier accommodation and 

event spaces in the market. Oakbrook Center’s iconic position as one of the largest open-air shopping centers in the country offers world-class 

and destination retailers along with an extremely attractive market base that will enable the center to energize customers with the next generation 

of retail, shopper services, amenities and entertaining events and a captivating and enticing outdoor environment.

Drawing entry (please print)

Name

Address

City/State/Zip

Daytime phone (          )     

Evening phone (          )

E-mail address

By entering this information, you agree to be bound by official contest rules.

Would you like to be added to our mailing list?   yes        no
Would you like to be added to our e-mail list?   yes        no  WEB

Please print, fill out and insert this form into our dropbox before 8:45 a.m. 
on our store’s grand opening day. The winner will be announced at 8:45 a.m. 
and must be present to win. One entry per person. 

Please cut out form along dotted line.

Costco Wholesale
LOGO STANDARDS

To request a high-resolution Costco Wholesale logo, contact Costco Wholesale Logo Request
(costcologorequest@costco.com) or request by fax at (425) 427-3072.

All use of the Costco Wholesale logo and/or the Costco Wholesale brand is subject to the control of Costco
Wholesale Corporation. Usage of the Costco Wholesale logo must be approved prior to display.

COLOR
The Logo colors are Red PMS 186 (“Costco”) and Blue
PMS 286 (“Wholesale”). Four-color process equivalents
are acceptable.

CLEAR ZONE
A “Clear Zone” equivalent to the height of the three blue
bars must be left around the Logo.

MINIMUM SIZE
The Logo must be a minimum of 1.25” in width.

COLOR BACKGROUND
when placed on a color background, use the 
white outline version of the Logo, available from 
Costco Wholesale Logo Request
(costcologorequest@costco.com).

SINGLE COLOR
When only one color is available for printing, that 
color must be black. Never reverse the Logo out 
of black. The black Logo is available from 
Costco Wholesale Logo Request
(costcologorequest@costco.com).

THINGS TO REMEMBER

Never recreate or alter the Costco Wholesale logo.

Never crop the Logo to read Costco only.

Never use the Logo as a graphic element or word in a
sentence.

Never confine the Logo within a tight border or box.

To request the Logo, contact 
Costco Wholesale Logo Request
(costcologorequest@costco.com)
or request by fax at (425) 427-3072.

Height of three blue bars.
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THIS IS NOT THE COSTCO WHOLESALE LOGO

As a co-op, we share the financial success of  
our business with our members, employees and 
communities. Our efforts help ensure that future 
generations will be able to enjoy the outdoors. 
We invite you to join us in our commitment.

Get ConneCted. Learn about stewardship events 
in your community by visiting REI.com/stores. 
You can also discover meaningful volunteer 
opportunities with nonprofits that match your 
interests at REI.com/volunteer.

Work at reI. Be with people who share your 
values and passion for the outdoors. Work in  
a place where integrity, respect and fun all play  
a part in our success. To learn more about joining 
the REI team, please visit REI.com/jobs.

Share Your thouGhtS. How is REI doing in our 
stewardship efforts? Give us your opinion by taking 
our online survey at REI.com/stewardship. 

pitch in with rei
become a steward of the environment

We choose to print on Forest Stewardship Council 
certified recycled paper as part of our commitment 
to responsible forestry.

highlights from our 2007 report

stewardship
rei

our

where we live and play

Taking care of the environment is a natural 
extension of our love for the outdoors. As  
a business, we’re committed to reducing the 
negative impact our co-op has on the planet.  
We’re also using our actions in the marketplace  
to address some of the world’s biggest challenges.  

By making strategic investments and finding 
creative solutions, we’re using our business to 
drive change and create demand in areas such  
as renewable energy. These efforts are helping  
to build a stronger future for the co-op. 

Our stewardship work involves employees and 
members, and extends into the larger community. 
Through collaboration with nonprofits, industry 
peers and others, we share our experiences and 
learn from organizations that have implemented 
successful strategies. 

We hold ourselves accountable by publicly 
reporting results in three areas: community, 
environment and people. This brochure presents 
some of the exciting highlights of our progress  
last year. To read our complete 2007 stewardship 
report—and learn how you can join us— 
go to REI.com/stewardship.

how we care for the world

commitment
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WHERE THE LITTLE THINGS 
MEAN EVERYTHING.™

DoubleTree by Hilton™ is a place that’s a world apart from everything, yet with a feeling of the comforts 
of home. Full-service and full of warmth, DoubleTree by Hilton has more than 250 wonderful places to 
stay, occupying prime locations in gateway cities and getaway destinations around the globe. Every 
hotel greets each guest with our warm chocolate chip cookie welcome—a simple touch that sets the 
tone to create a rewarding experience for a guest’s entire stay.

DOUBLETREE.COM 

DoubleTree by Hilton  
Istanbul–Moda

2014 SUSTAINABILITY REPORT

This advertisement is not a franchise offering. Federal regulations and the laws of some states regulate the offer and sale of franchises. An offering will only be made in compliance with those regulations 
and laws, which may require providing you with a disclosure document.

© 2012 Hilton Worldwide Inc., 7930 Jones Branch Drive, mcLean vA USA 22102 September 2012
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place heel here

SIZE ’em right!

For shoe sizing accuracy:

Ready, set, measure!

Little feet grow fast! Measure them before your order.

Before starting, make sure your child
is barefoot.

Place print out on a hard, flat surface.

While standing against the wall, place 
heel where directed.

Read the first line past the longest toe.

Repeat for other foot. Order size that fits
the largest foot best.

1.

2.

3.

4.

5.

    

Print this page at 100% on 
8.5” x 11” paper.

Check to see if a credit card fits in
this space

If it does, you’re good to measure!

1.

2.

3.

youth

toddler

infant annual report 2012/13

Download the CPK app for your iPhone or Android to earn Pizza Dough® Rewards.
You can buy gift cards online or here in the restaurant.

cpk.com

Looking for more?

oUr menU ADVenTUre gUArAnTee 
We encourage the spirit of adventure, especially when it  
comes to tasting new flavors. So try something new —if it 
doesn’t thrill you, we’ll replace it with your regular favorite.

People called us crazy when we put 
barbecue chicken on a pizza…and they 
loved it. Since 1985, we’ve never stopped 
innovating and experimenting in our 
kitchens, always seeking new ingredients 
and techniques. We drizzle lime crema 
on our Spicy Chipotle Chicken Pizza, we 
caramelize onions for our Mediterranean 
Spring Rolls and we infuse our martinis 
with fresh herbs. Our passion is to craft 
and serve you unique dishes. Brace 
yourself, there is always a new food 
adventure at California Pizza Kitchen.

These menu items are made using gluten-free ingredients based on information from our suppliers. 
However, due to our current kitchen space, only the pizzas listed on our separate Gluten-Free pizza 
menu can be prepared using GIG’s certified procedures. These non-certified menu items are prepared in 
shared cooking and preparation areas and may not be completely free from gluten. Guests should inform a 
manager of any gluten intolerance and consider individual dietary needs when ordering.
Before placing your order, please inform a manager if anyone in your party has a food allergy and consult 
our allergen menu. 
Consuming raw or undercooked meats, poultry, seafood, shellfish, or eggs may increase your risk of 
foodborne illness, especially if you have certain medical conditions.
Additional nutritional information is available upon request in our nutritional guide.

Our Favorites

   M_2A_0714NP  

 

  PASTAS + SPECIALTIES 
 CHICKEN TEQUILA FETTUCCINE    
Our creamy jalapeño lime sauce with spinach fettuccine, red onions, bell peppers 
and cilantro. 

 ASPARAGUS + SPINACH SPAGHETTINI    
Fresh asparagus, spinach, housemade checca and Parmesan.
+ Grilled Chicken Breast      + Shrimp or Sautéed Salmon  

 JAMBALAYA FETTUCCINE    
Blackened chicken and shrimp, crawfish, Andouille sausage and Tasso ham 
in our spicy Cajun sauce. 

 FOUR CHEESE RAVIOLI    
Stuffed with Asiago, Mascarpone, Ricotta and Parmesan tossed in Pomodoro 
cream sauce with basil. 
+ Sautéed Mushrooms     

 PESTO CREAM PENNE    
Freshly made basil pesto cream sauce with sun-dried tomatoes and Parmesan.
+ Chicken       + Shrimp       + Chicken & Shrimp     

 KUNG PAO SPAGHETTI  
Our twist on a Chinese classic with garlic, scallions, peanuts and hot red chilies.
+ Chicken       + Shrimp       + Chicken & Shrimp     

 GARLIC CREAM FETTUCCINE    
Our garlic Parmesan cream sauce with fresh Italian parsley.
+ Chicken       + Shrimp       + Chicken & Shrimp    
+ Sautéed Mushrooms     

 BOLOGNESE SPAGHETTI    
Our slowly simmered traditional meat sauce sprinkled with Parmesan and parsley.
+ Sautéed Mushrooms   

 CHICKEN MILANESE    
Panko-crusted chicken breast topped with arugula and housemade checca, finished with 
California Olive Ranch extra virgin olive oil and shaved Parmesan. 

 CHICKEN PICCATA    
Pan-roasted chicken breast with spaghettini, lemon, capers and cream. 

Multigrain penne 
upon request.

TACOS + SANDWICHES
 Tacos served with tortilla chips and flame-roasted salsa.

  CARNITAS TACOS  
Slow-roasted pork topped with housemade avocado salsa verde, red onions 
and fresh cilantro.
+ Avocado     

 FISH TACOS    
Panko-crusted Mahi Mahi, shredded cabbage and housemade ranchito sauce.
+ Avocado     

 Sandwiches served with:
Choice of Ciabatta: Traditional or Parmesan Herb
Choice of side: Cup of Soup or Caesar Salad 

 GRILLED VEGGIE SANDWICH    
Grilled bell peppers, wild mushrooms and melted cheese with field greens, 
tomatoes and housemade sun-dried tomato aioli. 

 CALIFORNIA CLUB SANDWICH  
Oven-roasted turkey or grilled chicken breast with fresh avocado and Nueske’s 
applewood smoked bacon. 

 GRILLED CHICKEN CAESAR SANDWICH  
With shaved Parmesan, lettuce and tomatoes. 

 ITALIAN DELI SANDWICH    
Spicy Capicola ham, salami and pepperoni with Mozzarella, basil and lettuce 
with mustard herb vinaigrette. 
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AT&T Brand Guidelines at a Glance 2

Globe symbol AT&T logotypeGlobe symbol AT&T logotype

Corporate Signature

The AT&T signature is the heart of our identity. It’s the first way we connect to our  
customers, and it’s imperative that we use it correctly everywhere it appears.

The signature has two components: the globe symbol and the AT&T logotype. These 
two components are carefully drawn artwork and should never be redrawn or altered.

There are two configurations of the signature. The horizontal configuration is the  
preferred version. Use the vertical configuration when there is insufficient space to 
use the horizontal configuration.

Horizontal configuration Vertical configuration

point of view

Acxiom PrivateCloud™

On-demand computing for security sensitive organizations  

Cloud challenges 
The adoption of cloud computing has increased significantly in recent years given the benefits of speed, 
agility and capital expenditure savings. But the journey has not been without challenges. Security continues 
to be a major concern, and for good reason. Cybercrime costs consumers $110 billion per year and affects 
1.5 million people each day. Adequate governance controls, which help ensure the consistent delivery 
of quality IT services, are not applied in most cloud options, increasing risk to organizations. And the 
unique blend of skills required to manage today’s cloud environments are not readily available, preventing 
organizations from achieving the full potential of their investments.   

Acxiom Corporation | 601 E. Third, Little Rock, AR 72201 | www.acxiom.com
For Acxiom’s view on privacy, visit www.acxiom.com/privacy
© 2012 Acxiom Corporation. All rights reserved.
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ADVOCATE
SITES OF CARE

* A numeral within these symbols indicates the number 
   of sites of care at or near the same location.

Medical Groups*
Advocate Charitable Foundation

Home Health Care

Outpatient Centers*

Mental Health Counseling

Physician Office Buildings*

Schools

Other Sites of Care
Corporate Fitness

Occupational Health

Parish Nurse Ministry

Support Centers
Advocate Hospitals

Advocate Health Care – Sites of Care
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All U.S. Locations Except New Jersey: 
Tuition, Fees and Expenses, by Program, for Matriculating Students
Within each session, matriculating students in all programs except Medical Billing & Coding are charged $609 per credit hour. Matriculating students 
in the Medical Billing & Coding program are charged $450 per credit hour for all hours enrolled. All nonmatriculating students are charged $609 per 
credit hour. Tuition rates shown will remain effective through graduation for all matriculating students missing no more than five consecutive sessions 
of enrollment. Students readmitted to the University after missing six or more consecutive sessions of enrollment reenroll under prevailing tuition 
policies at the time they are readmitted. Tuition rates shown are also applicable to new matriculating students enrolling through the May 2016 session.

Information below reflects standard tuition rates. Information on tuition rates for military students as well as for alumni is available in the University’s 
undergraduate academic catalog, available via www.devry.edu/catalogs.
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Minimum Credit 
Hours

65 124 139 124 130 122  139 124 71 139 139

Tuition Per  
Credit Hour

$609 $609 $609 $609 $609 $609 $609 $609 $609 $609 $609

Total Tuition $39,585 $75,516 $84,651 $75,516 $79,170 $74,298 $84,651 $75,516 $43,239 $84,651 $84,651

Student Services 
Charge2 $160 $320 $360 $320 $360 $320 $360 $320 $200 $360 $360

Textbook and 
Equipment  
Expense3

$1,520 $3,040 $3,420 $3,040 $3,420 $3,040 $5,490 $3,040 $3,050 $5,490 $6,300

Total Program 
Cost4 $41,295 $78,906 $88,461 $78,906 $82,980 $77,688 $90,531 $78,906 $46,519 $90,531 $91,341

1program availability varies by location and delivery method; tuition and expenses (except for application fee) for Canadian residents enrolled  
in U.S.-based online programs charged in Canadian dollars at same price listed; application fee for all students charged in U.S. dollars 

2charged at $20 per session; charge is nonrefundable

3average estimated per-session expense for full-time students in all programs (except CET, ECT, EET, ET-C, ET-E, HIT and MBC) is $190; average estimated  
per-session expense for full-time HIT and MBC students is $240; average estimated per-session expense for full-time CET, ECT and EET students is $305;  
average estimated per-session expense for full time ET-C students is $350; average estimated per-session expense for full-time ET-E students is $390;  
ranges listed for ECT, ET-C and ET-E students include $80 per-course equipment charge for ECET, ECT and REET courses

4for matriculating students at current tuition rates; total tuition cost shown exemplifies program cost when calculated at credit hours shown and assuming  
attendance of eight credit hours per session for all but final session; students’ tuition expenses will vary based on credit hours taken per session; includes  
$30 application fee, nonrefundable student services charge, and average estimated textbook and equipment expense

5in Health Information Technology program, three required courses totaling eight credit-hours, HIT230, HIT272 and HIT272L, are provided at no tuition charge

6in the Medical Billing & Coding program, one required three-credit-hour course, HIT230, is provided at no tuition charge

SINKS ARE
MADE IN THE USA

4"

C

D

B

E

A

4" 4"

GENERAL
Fine quality sink formed of #20 gauge, type 304 (18-8)
nickel bearing stainless steel. Top mount.

DESIGN FEATURES
Bowl Depth: 7-1/4" ( 1 8 4 m m ) (PSRS(Q)3322), 7-1/2" (191mm)
(PSR(Q)2521 and PSR(Q)2522), 5-1/2" (140mm)(PSRADQ1919),
7-1/8" (181mm) (all others).
Coved Corners: 1-3/4" (44mm) vertical and horizontal radius.
Rim Height: 3/8"( 10mm)PSR(Q)2522; 5/32" (4mm) all others

Underside: Fully undercoated to dampen sound and reduce
condensation. 
OTHER
Drain Opening: 3-1/2" (89mm) (see back page for location).

Elkay 2222 Camden Court
Oak Brook, IL 60523

Printed in U.S.A.
©2010 Elkay

(Rev. 7/10) 1-187Delkayusa.com

Model PSR(Q)25214

In keeping with our policy of continuing product improvement, Elkay r eserves the right to change
product specifications without notice.

This specification describes an Elkay product with design, quality and functional benefits to the
user. When making a comparison of other producers’ offerings, be certain these features are not
overlooked.

SINK DIMENSIONS (INCHES)*

Gourmet Single Bowl Sinks
Models PSR and PSRQ Series,

and PSRADQ – A.D.A. Compliant Series
®

SPECIFICATIONS

THIS PRODUCT, AS CONSTRUCTED IS SUBJECT TO INTERPRETATION OF A.D.A. REQUIREMENTS.
THE UNOBSTRUCTED KNEE SPACE REQUIRED TO SATISFY A.D.A. STANDARDS MAY NOT BE DESIRABLE.

Sink complies with ASME A112.19.3-2008 / CSA B45.4-08.      
These sinks are listed by the International Association
of Plumbing and Mechanical Officials as meeting the
requirements of the Uniform Plumbing Code. 

Finish:  Exposed surfaces are polished to a Bright Satin finish.

1-3/4 R
(44mm)

1-3/4 R
(44mm)

PSR2222 PSRQ2222

PSR1517 PSRQ1517

PSR1716 PSRQ1716

PSR1720 PSRQ1720

PSR1722 PSRQ1722

PSR1918 PSRQ1918

PSR2219 PSRQ2219

PSR2521 PSRQ2521

PSR2522 PSRQ2522

PSR3122 PSRQ3122

Not Available PSRADQ191955L

Not Available PSRADQ191955R

PSRS3322 PSRSQ3322

1, 2, MR2 or 3 18

1, 2, MR2, 3 or OS4 21

1, 2, MR2, 3 or OS4 21

1, 2, MR2, 3 or OS4 21

1, 2, MR2, 3 or OS4 24

1, 2, MR2, 3, 4 or 5 27

1, 2, MR2, 3, 4 or 5 27

1, 2, MR2, 3, 4 or 5 30

1, 2, MR2, 3, 4 or 5 30

1, 2, MR2, 3, 4 or 5 36

1, 2, MR2, 3 or OS4 24

1, 2, MR2, 3 or OS4 24

1, 2, MR2, 3, 4 or 5 36

InsideOverall Each Bowl
Minimum

Model
U-Channel

L W L W D Cabinet
Number

Model
Quick-Clip

Number A B C D E L W Size
14-3/8

(365mm)
16-3/8

(416mm)
16-3/8

(416mm)

16-7/8
(429mm)

10
(254mm)

14
(356mm)

7-1/8
(181mm)

14
(356mm)

14
(356mm)

7-1/8
(181mm)

12
(305mm)

12
(305mm)

17-1/2
(445mm)

15
(381mm)

16
(406mm)

17
(432mm)

20
(508mm)

17
(432mm)

7-1/8
(181mm)

15-3/8
(391mm)

19-3/8
(492mm)

16-3/8
(416mm)

16
(406mm)

13-1/2
(343mm)

7-1/8
(181mm)

22
(559mm)

17
(432mm)

21-3/8
(543mm)

18-3/8
(467mm)

11-1/2
(292mm)

16
(406mm)

7-1/8
(181mm)

18
(457mm)

19
(483mm)

17-3/8
(441mm)

21-3/8
(543mm)

14
(356mm)

18
(457mm)

7-1/8
(181mm)

19-1/2
(495mm)

22
(559mm)

18-7/8
(479mm)

21-3/8
(543mm)

16
(406mm)

19
(483mm)

7-1/8
(181mm)

22
(559mm)
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(559mm)

21-3/8
(543mm)

24-3/8
(619mm)

15-3/4
(400mm)

21
(533mm)

7-1/2
(191mm)

21-1/4
(540mm)
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(635mm)

20-5/8
(524mm)

24-3/8
(619mm)

15-3/4
(400mm)
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(533mm)

7-1/2
(191mm)

22
(559mm)

25
(635mm)

21-3/8
(543mm)

30-3/8
(772mm)

16
(406mm)

28
(711mm)

7-1/8
(181mm)

22
(559mm)

31
(787mm)

21-3/8
(543mm)

18-7/8
(479mm)

13-1/2
(343mm)

16
(406mm)

5-1/2
(140mm)
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(483mm)

19-1/2
(495mm)

18-3/8
(467mm)

18-7/8
(479mm)

13-1/2
(343mm)

16
(406mm)

5-1/2
(140mm)

19
(483mm)

19-1/2
(495mm)

18-3/8
(467mm)

32-3/8
(822mm)

16
(406mm)

28
(711mm)

7-1/4
(184mm)

22
(559mm)

33
(838mm)

21-3/8
(543mm)

*Length is left to right. Width is front to back.

No. of 1-1/2”(38mm)
Dia. Faucet Holes
4"(102mm) Center

Cutout in
Countertop

(1-1/2"(38mm)
Radius Corners)

First Health® quick overview

80.03.803.1  (5/15)

In May 2013, Aetna purchased Coventry Health Care. As a result, Aetna acquired a number of individual and 
group health businesses from Coventry, one of which is First Health.

What is the First Health Network?
It is one of the nation’s largest and most respected preferred provider organization (PPO) networks.  
It consists of more than 5,000 hospitals, over 90,000 ancillary facilities and over 1 million health care 
professional service locations. 

We take great pride in our network of hospitals, physicians and professionals who serve our members with the 
highest level of care and service. We are absolutely committed to making sure you receive the latest information, 
technology and tools available when providing for your patients. To find out more, go to www.firsthealth.com. 

Our secure provider portal 
Coventry’s free online provider portal, directprovider.com, allows you secure access to claims and pricing 
sheets for First Health’s networks. And you can:   

• Search for claims by patient or physician
• View and print pricing sheets
• Research and correct misdirected claims

To register, you will need a tax identification number (TIN), health plan name and provider ID number. If you 
need help registering, please contact Net Support at 1-866-284-8041.

What does an ID card look like? 
First Health’s PPO network is accessed by over 350 different payers who, in turn, manage over 4,000 service 
groups. Each payer’s ID card will be a little different and reflect a payer-specific logo, electronic payer ID 
number and claims mailing information. However, all cards will have the First Health Network logo.

Sample ID card front and back
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GANNETT CO., INC.       7950 JONES BRANCH DR., MCLEAN, VA 22107         

2014     ANNUAL  REPORT

Creating a New Future

WWW.GANNETT.COM

AAs health care reform takes center stage in Washington, the nation is
engaged in the kind of debate not seen since the push for universal

health care in the early 1990s.

Like many other stakeholders, Health Care Service Corporation (HCSC)
— which operates Blue Cross and Blue Shield in Illinois, New Mexico,
Oklahoma and Texas — strongly believes health care system change is
needed. The country must get health care costs under control and
ensure that all Americans have access to quality, affordable health care.

President Obama and others in Washington are right in saying that we
have a unique opportunity now to improve the system, but the vast
majority of Americans also are right in saying that change should not
jeopardize those qualities that make the U.S. system the best in the
world — choice, innovation and competition.

HCSC’s Positions on Health Care Reform
There are many areas of reform that HCSC supports, which are outlined
below, but the company’s biggest concern remains with the idea being
advanced to establish a government-run insurance plan that would
compete with private insurers. HCSC believes that a government-run
plan, no matter how carefully constructed and limited, would eventually
squeeze out private competition and lead our country into a system in
which the government would control access to and set payments for all
health care.

HCSC also believes the country can accomplish what’s needed to
reform the system without establishing a government-run plan. More
than 165 million Americans rely on employer-provided health
coverage, including 21 million in the four states where we operate.
It’s projected that up to 120 million people would move from
private health insurance into a competing, government-run plan that
pays Medicare provider reimbursement rates.

That’s because private insurers would be forced to pay higher provider
reimbursement rates to make up for the low government rates —
creating an “unlevel playing field,” where the government’s price is up
to 40 percent lower than the private sector’s price in the market. In that
situation, the commercial market would soon collapse, leaving only the
government to provide health coverage. This situation would be
disastrous for choice, innovation and, ultimately, for cost containment.

Without a healthy system of private-sector competition, doctors,
hospitals and other health care providers would have nowhere to turn to
offset their lower reimbursement rates paid by government health care
programs such as Medicare, Medicaid and a public plan. Hospitals
already at risk would be driven out of business. The system would lose
its only real incentive for cost-containing innovation. And lower pay
would mean fewer doctors to treat the aging population — resulting in
longer waiting times for medical care.

The effect of long waiting times (or even rationing of care) is seen in
other countries like Canada that have a government-run health care
system. For example, compared to the single-payer system of Canada,

patients in the United States are twice as likely to receive lifesaving
dialysis, three times as likely to receive a needed coronary bypass,
and four times as likely to receive a required coronary angioplasty. In
addition, survivor rates are higher in the United States than Canada
for breast cancer, leukemia, colon cancer and heart disease.

In terms of HCSC’s positions on other health care reforms, below are
some of the issues being debated and commentary on how HCSC
views each one:

• HCSC supports a plan that requires health insurance companies to
offer coverage to all applicants. In other words, no one could be
denied coverage for pre-existing medical conditions. However, this
will only work if every American is required to carry health
insurance. Of course, it’s important that it be done carefully and as
part of overall reform. For example, minimum benefit levels must be
sensible, and the required insurance mandate must be enforceable.

• HCSC supports research to determine which medical interventions
are most effective. We believe that an independent entity should be
established to help determine which procedures, devices and
treatments deliver value in terms of cost and benefit.

• HCSC supports the alignment of incentives to promote better care
rather than just more care. HCSC, and our industry as a whole, has
taken the lead in this area through the establishment of cost
effective networks, tiered pharmacy coverage, disease management
programs and other value-related innovations. It’s important to note
that health insurance plans are the only part of the system that is
economically motivated and operationally organized to achieve this
goal. By integrating outcome-based incentives into the system, we
can go much further in this critical area.

• HCSC supports government efforts to improve consumer and
provider access to the information they need to make informed
decisions about care. We support efforts to expand health
information technology, increase the use of electronic health records
and create uniform standards for how health plans, providers and
members connect to each other electronically. HCSC has led the
industry in this regard through our enhanced medical care
management model, Blue Care Connection, and the work we are
doing with our health IT subsidiaries, MEDecision and Availity. We
support government assistance in achieving broad implementation
of efforts like ours.

As the country’s fourth largest health insurance company and the
largest customer-owned health insurer, HCSC will continue to
advocate for health care system change that enhances our members’
ability to have affordable and easy access to the right care at the right
time so they can be as healthy as possible. Likewise, on behalf of our
members, we also will object to any efforts that might diminish that
ability. We firmly believe positive change can be achieved if all
concerned make it their highest priority to find sustainable solutions
that work for all Americans. For more information about HCSC’s
health care policy perspectives, please visit our Web site:
www.hcsc.com/commitments/policy-perspective.html.

Health Care at a Crossroads
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John G. Stumpf, Chairman, President & CEO 
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Who We Are      

Newell Rubbermaid Inc., an S&P 500 company, is a global marketer of consumer and 

commercial  products with 2014 sales of $5.7 billion and a strong portfolio of leading 

brands, including Sharpie,® Paper Mate,® Rubbermaid Commercial Products,® Irwin,® 

Lenox,® Parker,® Waterman,® Contigo,® Rubbermaid,® Levolor,® Calphalon,® Goody,® Graco,® 

Aprica,® Baby Jogger® and Dymo.®

Our Vision & Strategy

Newell Rubbermaid’s Growth Game Plan is our corporate strategy to accelerate into 

a larger, faster growing, more global and more profitable company. As part of the 

company’s Growth Game Plan, Newell Rubbermaid is making sharper portfolio choices 

in order to drive growth in businesses with the greatest right to win. By investing in new 

marketing and innovation to accelerate performance and an executional powerhouse in 

countries around the world, growth is Newell Rubbermaid’s primary source of long-term 

value creation.  

Our Key Leaders

» Michael B. Polk, President and Chief Executive Officer

» William A. Burke III, Chief Operating Officer

» Mark Tarchetti, Chief Development Officer

» John K. Stipancich, Chief Financial Officer

» Paula S. Larson, Chief Human Resource Officer 

Our Key Segments           

Company Fact Sheet

NYSE: NWL

Sales in more than 

100 countries

2014 Net Sales

$5.7 billion

For more information, 

please visit us at 

www.newellrubbermaid.com

Newell Rubbermaid

3 Glenlake Parkway  

Atlanta, GA 30328  

(770) 418-7000  

Contacts

Investor Relations  

Nancy O’Donnell  

VP, Investor Relations  

(770) 418-7996 

Media

Nicole Quinlan

Senior Manager, 

Global Communications

(770) 418-7251 2014 Net Sales

©2015, Newell Rubbermaid

» Joseph W. Cavaliere, Chief Customer Officer 

» Richard Davies, Chief Marketing & Insights Officer
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J. C. Penney Company, Inc. 2010 Proxy Statement Part III

Perfect time for a 
new logo.
As Microsoft prepares to release an 
unprecedented wave of new products and 
connected experiences across PCs, phones, 
tablets, and TVs, we felt our logo should evolve 
as well, visually accentuating this new era.

 The new Microsoft logo is familiar and 
welcoming, drawing upon the heritage of our 
brand values, typeface, and colors. The symbol 
is built for the digital world, supporting the 
diversity of our businesses, representing and 
endorsing our products and services.

Microsoft visual identity guidelinesMicrosoft visual identity guidelines 3

Who you do business with is everythingTM

The Inland name and logo are registered trademarks being used under license. “Inland” refers to some or all of the entities that are part of The Inland Real Estate Group of 
Companies, Inc. which is comprised of a group of independent legal entities some of which may be affiliates, share some common ownership or have been sponsored and 

managed by subsidiaries of Inland Real Estate Investment Corporation.

2901 Butterfield Road, Oak Brook, Illinois 60523  |  inlandgroup.com  |  (630) 218-8000  |        @inlandgroup

The Inland Real Estate Group of Companies, Inc.

FACT SHEET
Information provided is current as of 

October 21, 2015

This is Inland®

 
The Inland Real Estate Group of 
Companies, Inc., headquartered
in Oak Brook, Illinois, is one of
the nation’s largest commercial real 
estate and finance groups, representing 
more than 45 years of expertise and 
integrity in the industry. As a business 
incubator, we specialize in creating, 
developing and supporting member 
companies that provide real estate-
related investment funds, including 
limited partnerships, institutional funds 
and nonlisted and listed REITs, and real 
estate services for both third parties and 
Inland member companies. 49

States
$1.6 Billion$1.28 Billion

$10.5 Billion in Institutional Transactions since 2000

$40 Billion

690

in Acquisitions  
to date

Owned and Managed Property in

Acquisitions

Inland Real Estate Investment Corporation and its affiliates are a leading 
sponsor of real estate investment programs.

$21 Billion in Capital 
Raised

Over

Investments

Inland Real Estate Acquisitions, Inc. has extensive experience acquiring 
diversified commercial real estate for investment.

(7 REITs – 3 nonlisted, 2 sold,
2 listed), (673 Private LPs, LLCs 
and DSTs), (10 Public LPs)

*Securities offered through Inland Securities Corporation, member FINRA/SIPC.

in commercial loans serviced

Since 2000, more than

Sponsored 
Investment 
Programs*

in commercial real 
estate sales and leases

Over

Owned and Managed

100’s of Millions
of Square Feet of Commercial Property

–– and ––

Over 66,000
Apartment Units

©2015 SMARTBOX and its logo is registered service mark of SMARTBOX, a subsidiary of SIRVA Worldwide, Inc. SB-Cor1 02/15

The Client
VITAS Healthcare, a pioneer and leader in the hospice movement since 
1978, is the nation’s leading provider of end-of-life care. With headquarters 
in Miami, VITAS operates 49 hospice programs in 16 states and the District of 
Columbia. VITAS employees care for terminally ill patients daily, primarily in 
the patients’ homes, but also in the company’s 34 inpatient hospice units as 
well as in hospitals, nursing homes and assisted living communities/residential 
care facilities for the elderly.

The Challenge
The decision to “go mobile” was deeply rooted in the positive impact 
mobile technology could have on VITAS’ patients, as well as the healthcare 
industry’s shift towards mobility. Tim O’ Toole, CEO of VITAS Healthcare, 
had the vision to build a mobile infrastructure and directed the IT team to 
�nd a solution to support it. “Hospitals all over the country are coming to 
the realization that the continuum of care has moved beyond the four walls 
of the facility,” said Patrick Hale, senior vice president and chief information 
of�cer, VITAS Healthcare. “It is now critical that care for patients extend 
into their communities and into their homes. We want to be the company 
that bridges this gap and delivers a combination of technology and business 
processes that address the challenges of end-of-life care. Mobile 
technology is how we will realize that vision,” he said. 

At VITAS, 80 percent of employees are engaged with delivering post-acute 
care in a patient’s home. Nurses have dynamic daily schedules where work 
is driven by crisis intervention. The speed with which VITAS caregivers 
arrive at a patient’s bedside to relieve suffering or counsel a family in 
distress is paramount. Likewise, the organization must coordinate and 
inform that caregiver as to the latest medical information to provide a 
seamless experience. 

VITAS specializes in care transitions - moving care from the hospital or an 
acute setting to the home. “With the advent of mobility we believed we 
could make our service even more effective,” explained Hale. “The �rst 
step in that direction was �nding a streamlined way to manage our 
mobile devices.”
    

VITAS Healthcare Selects AirWatch to 
Provide Seamless Patient Care

The Solution
To achieve its goals of providing caretakers with reliable, real-time data at 
the patient’s bedside, Hale and his team evaluated solutions from several 
enterprise mobility management providers and ultimately selected 
AirWatch® by VMware®. “The ease of administration and AirWatch® 
Content Locker were major factors in our decision to go mobile with 
AirWatch,” said Hale. VITAS is currently deploying more than 2,200 mobile 
devices, a mix of corporate-owned iPhones and iPads, to a range of 
employees, including physicians, chaplains, nurses, community liaisons and 
admissions liaisons.

Before implementing AirWatch®, VITAS admissions nurses carried binders, 
which stored the latest information from hospitals and local physicians 
about patient health and needs. As experts in care transitions, this “book” 
was critical to the nurses’ ability to visit hundreds of locations and keep 
track of referral sources, preferences and the rules in these facilities. 

Hale and his team digitized the “book” and put it in AirWatch Content 
Locker. Now, updates to referral sources procedures, addresses and contact 
information are done in one place and updated automatically, giving 
nurses more time to focus on the patient and reducing the amount of 
equipment they have to carry from location to location. Content Locker 
equips nurses with the latest data available at the touch of a button and 
enables nurses to make appropriate adjustments to their patient care 
schedules while in the �eld. 

VITAS has also expanded its use of mobile devices to assist in day-to-day 
pain care for patients. With AirWatch, nurses can record patient issues in 
real-time, leading to more immediate care for patients compared with the 
previous paper-based system. Additionally, when nurses are noti�ed that 
another patient in their facility requires attention, the patient’s 
information is already updated on their devices, enabling them to quickly 
attend to patient needs without making an extra trip. “Our nurses in the 
�eld love this new technology,” said Israel Perez-Siam, IT business process 
improvement center operations manager, VITAS. “On top of being able to 
get them away from a labor intensive paper process, this is the �rst time 
they are able to get live patient data at their �ngertips.”

info@air-watch.com  |  air-watch.com
© 2015 VMware, Inc. All rights reserved.

Solution Overview

• Client: VITAS Healthcare 

• Industry: Healthcare/Hospice

• Geography: North America

• Features: MCM, MDM, MEM 

• Devices: 2,200

For them.
For you.
For good.For good.
2014 Annual Report

SpeakUP
TM

The
Universal
Protocol
for Preventing Wrong Site, 
Wrong Procedure, and  
Wrong Person Surgery™

Guidance for health care professionals

Conduct a pre-procedure verification process
Address missing information or discrepancies before starting the procedure.

• Verify the correct procedure, for the correct patient, at the correct site. 
•	 When	possible,	involve	the	patient	in	the	verification	process.
• Identify the items that must be available for the procedure.
• Use a standardized list to verify the availability of items for the procedure. (It is not necessary to  
 document that the list was used for each patient.) At a minimum, these items include:
   q relevant documentation
     Examples:  history and physical, signed consent form, preanesthesia assessment
   q labeled diagnostic and radiology test results that are properly displayed
     Examples:  radiology images and scans, pathology reports, biopsy reports 
   q any required blood products, implants, devices, special equipment

• Match the items that are to be available in the procedure area to the patient.

Mark the procedure site
At a minimum, mark the site when there is more than one possible location for 
the procedure and when performing the procedure in a different location could 
harm the patient. 

• For spinal procedures:  Mark the general spinal region on the skin. Special intraoperative  
 imaging techniques may be used to locate and mark the exact vertebral level.
• Mark the site before the procedure is performed.
• If possible, involve the patient in the site marking process.
• The site is marked by a licensed independent practitioner who is ultimately accountable for  
 the procedure and will be present when the procedure is performed.
•  In limited circumstances, site marking may be delegated to some medical residents,  

physician assistants (P.A.), or advanced practice registered nurses (A.P.R.N.).
• Ultimately, the licensed independent practitioner is accountable for the procedure – even  
 when delegating site marking.
• The mark is unambiguous and is used consistently throughout the organization. 
• The mark is made at or near the procedure site.
•	 The	mark	is	sufficiently	permanent	to	be	visible	after	skin	preparation	and	draping.	
• Adhesive markers are not the sole means of marking the site.
• For patients who refuse site marking or when it is technically or anatomically impossible or   
 impractical to mark the site (see examples below):  Use your organization’s written, alternative 
 process to ensure that the correct site is operated on. Examples of situations that involve  
 alternative processes:
  q mucosal surfaces or perineum
  q minimal access procedures treating a lateralized internal organ, whether  
	 	 	 percutaneous	or	through	a	natural	orifice
  q teeth

  q premature infants, for whom the mark may cause a permanent tattoo

Perform a time-out
The procedure is not started until all questions or concerns are resolved.

• Conduct a time-out immediately before starting the invasive procedure or making the incision.
• A designated member of the team starts the time-out.
• The time-out is standardized.
• The time-out involves the immediate members of the procedure team:  the individual performing 
 the procedure, anesthesia providers, circulating nurse, operating room technician, and other 
 active participants who will be participating in the procedure from the beginning.
• All relevant members of the procedure team actively communicate during the time-out. 
• During the time-out, the team members agree, at a minimum, on the following:
  q correct patient identity
  q correct site
  q procedure to be done
• When the same patient has two or more procedures:  If the person performing the  
 procedure changes, another time-out needs to be performed before starting each procedure.
• Document the completion of the time-out. The organization determines the amount and type  
 of documentation.

This document has been adapted from the full Universal Protocol. For specific requirements  
of the Universal Protocol, see The Joint Commission standards. 

MAJOR NEARBY TENANTS
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701
E. 22nd St.

HIGHLY EDUCATED WORKFORCE
In order to support and grow the large, high-profile corporations in Lombard and DuPage 

County, companies must have access to top intellectual talent. Lombard is served by five 

high schools and is primarily supported by Glenbard Township High School District 87, the 

third largest school district in Illinois. Glenbard South High School ranked among the top 

50 best high schools in Illinois and the top 1,250 high schools in the U.S., according to the 

2016 rankings compiled by U.S. News and World Report. Additionally, Lombard is served 

by Montini Catholic, a preparatory high school located in the region that has a record of 

academic excellence. 75 percent of the school’s faculty hold masters degrees or higher and 

14 of the school’s faculty and staff members are alumni of MCHS. The Class of 2017, features 

an average ACT score of 23.9 compared to the Illinois state average of 20.7. The excellent 

high schools serving the region provide an incentive for corporate executives to reside in 

DuPage County, as opposed to downtown Chicago, in order to provide their children with the 

best education opportunities. 701 East 22nd Street provides an outstanding opportunity for a 

future owner to capitalize on Lombard’s abundant, well-educated workforce as approximately 

43 percent of persons age 25 or older hold a bachelor’s degree or higher compared to just 32 

percent and 30 percent for the state and nation, respectively. In addition to a strong education 

base, businesses benefit from the close proximity of other highly respected institutions of higher 

learning, including Elmhurst College, College of Dupage and Wheaton College. DuPage County 

overall is home to 19 accredited colleges and universities serving the higher education needs of 

residents and employers. 

In addition to the excellent quality of education offered in Lombard and DuPage County, the 

surrounding Chicago MSA contains some of the best public and private universities in the world. 

Greater Chicago is home to over 60 major public and private colleges including The University of 

Chicago and Northwestern University. According to 2017 rankings compiled by U.S. News and World 

Report, The University of Chicago Booth School of Business and Northwestern University’s Kellogg 

School of Management ranked as the nation’s second and fifth best MBA programs, respectively. Further, 

The University of Chicago and Northwestern University rank two and three, respectively, for part-time 

MBA programs. In recent years, The University of Chicago MBA graduates accepted jobs at the likes 

of The Boston Consulting Group, JPMorgan Chase, Goldman Sachs, Google and Apple among others. 

The median first year salary for these graduates was approximately $120,000. Likewise, Northwestern 

University MBA graduates accepted jobs at the likes of Bain & Company, Deloitte Consulting, ExxonMobil 

and Microsoft among others, and first median first year salaries ranged from $100,000 to $150,000 across 

various industries. 

701 E. 22nd St.
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SUBURBAN CHICAGO FORTUNE 500

2016 RANK COMPANY LOCATION

19 Walgreens Deerfield

81 Allstate Northbrook

94 Mondelez International Deerfield

111 Sears Holdings Hoffman Estates

122 US Foods Rosemont

123 AbbVie North Chicago

138 Abbott Laboratories Abbott Park

211 Illinois Tool Works Glenview

220 CDW Vernon Hills

281 Navistar International Lisle

283 Discover Financial Services Riverwoods

285 W.W. Grainger Lake Forest

286 Baxter International Deerfield

315 Univar Downers Grove

334 Tenneco Lake Forest

377 Dover Downers Grove

391 Anixter International Glenview

420 Baxalta Bannockburn

446 Packaging Corp. of America Lake Forest

456 Ingredion Westchester

471 Arthur J. Gallagher Itasca

477 Essendant Deerfield

Source: Fortune 2016

LOMBARD

WESTERN SPRINGS

HINSDALE

SOUTH ELMHURST

355

34

38

88

294

56

83

83

355

GRILLING TIPS 

GRILLING BASICS

Approaching the grill for the first time? Or maybe you’ve grilled before but were less than thrilled with the results. Either 
way, relax. With these tips you’ll soon be brandishing the tongs like a pro. 
 
 
Starting Up
 
Charcoal: On the charcoal grate, place crumpled newspaper or fuel cubes. Cover with charcoal briquets to form a pyramid. 
(If you are using lighter fluid, soak the briquets with a liberal amount. Tightly recap and store fuel container far from the grill 
and any flames. DO NOT ever add lighter fluid to a lit fire.) Light the charcoal. Charcoal is ready when briquets are coated 
with a light grey ash, in about 25 minutes.
 
Tip: For easy charcoal setup, use a quick-start anister such as the Weber Chimney Starter. Fill starter with briquets, place 
over fuel cubes or crumpled newspaper in center of charcoal grate, and ignite paper or cubes. In about 25 minutes briquets 
will be ready. 

When charcoal is lightly coated with ash, arrange coals evenly across charcoal grate for the Direct Method or place on 
either side of grate for the Indirect Method.
 
Gas: Open grill lid. Open tank valve. Turn front/first burner to High. Allow 2 to 3 seconds for gas chamber to fill. Push 
ignitor button firmly. The burner should light after only one or two pushes of the button. Once first burner is lit, turn middle/
next burner to High and repeat with other burners until all burners are lit. Close lid. Allow grill to preheat on High to 500-
550°F. Place food on cooking grate and adjust burners to temperatures and cooking method given in the recipe.

Note:
 

Always keep the bottom tray and grease catch pan of your gas grill clean and free of debris. This not only prevents  
dangerous grease fires, it deters visits from unwanted critters. A sprinkle of red pepper is another safe way to discour-
age animals. 
If a flare-up should occur, turn all burners to OFF and move food to another area of the cooking grate. Any flames will 
quickly subside. Then, light the grill again. NEVER USE WATER TO EXTINGUISH FLAMES ON A GAS GRILL. 
Do not line the funnel-shaped bottom tray with foil. This could prevent the grease from flowing into the grease catch pan. 
Grease is also likely to catch in the tiny creases of the foil and start a fire. 
For the first few uses, the temperature of a Weber gas grill may run hotter than normal. Once your grill is seasoned and 
the inside of the cookbox is less reflective, the temperature will return to normal. 
The handy food thermometer that comes with a Weber gas grill is an instant-read model. Placed in its holder, it registers 
the cooking temperature inside the grill. You can also remove it (wear a mitt) and use it as a probe to check the done-
ness of food. Promptly replace it in its holder after taking a reading on a piece of food. Never leave it in the meat dur-
ing grilling because the thermometer’s glass face could shatter.
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This medicine is available without 
prescription, however, you still need to  
use Blistex Cold Sore Cream carefully to  
get the best results from it.

• Keep this leaflet. You may need to  
 read it again.
• Ask your doctor or pharmacist if you  
 need more information or advice.
• You must stop using the cream and   
 contact a doctor if your symptoms  
 worsen or do not improve after 10 days.
• If any of the side effects get serious,  
 or if you notice any side effects not listed  
 in this leaflet, please tell your doctor  
 or pharmacist.

In this leaflet:
1. What Blistex Cold Sore Cream 
 is and what it is used for
2. Before you use Blistex Cold Sore Cream
3. How to use Blistex Cold Sore Cream 
4. Possible side effects
5. How to store Blistex Cold Sore Cream
6. Further information

1. WHAT BLISTEX COLD  
SORE CREAM IS AND WHAT  
IT IS USED FOR
Docosanol is an antiviral agent. Blistex Cold 
Sore Cream is a white cream used for the 
treatment of early stages of recurrent labial 
herpes simplex infection (cold sores) in 
adults and adolescents (over 12 years old).
To be effective, treatment with Blistex Cold 
Sore Cream must start in the early stages  
of a cold sore before the blisters appear. 
Start using Blistex Cold Sore Cream as  
soon as you get any of the symptoms of  
a cold sore such as redness, itching, pain, 
tingling or prickling. Continue using until  
the cold sore is healed, usually 4-6 days.
The cause of cold sores is a herpes  
simplex virus infection. The infection 
may break out when the immune system 
is weakened, during stress or during a 
menstrual period. The virus causes blisters 
or sores, mainly on the lips.

2. BEFORE YOU USE BLISTEX  
COLD SORE CREAM
Do not use Blistex Cold Sore Cream
• If you are allergic (hypersensitive) to   
 docosanol or any of the other ingredients  

 in the cream listed at the end of this leaflet   
 (see section 6).

Take special care with Blistex  
Cold Sore Cream
• Blistex Cold Sore Cream is intended for  
 cutaneous use only. Avoid getting the   
 cream in or close to your eyes as this  
 may cause irritation. If you accidentally  
 get cream in your eyes rinse them   
 thoroughly with plenty of water.
• Do not use this product if you have been   
 told you are immunocompromised (if your  
 immune system’s ability to fight infectious  
 diseases is known to be reduced, e.g.  
 by a serious illness such as leukaemia or  
 AIDS or if you may have had an organ  
 transplant). If you are immunocompromised  
 and you develop a cold sore consult  
 your doctor immediately. 
• Do not apply the cream if the cold sore  
 has already formed a blister or ulcer like  
 appearance.

Children
• Children under 12 years should not use  
 Blistex Cold Sore Cream. 

Using other medicines

It is unlikely that Blistex Cold Sore Cream 
affects, or is affected by, other medicines 
since Blistex Cold Sore Cream is intended 
for cutaneous use only, however do not 
apply other cold sore medicines whilst  
using Blistex Cold Sore Cream. 
Ask your doctor or pharmacist if you  
have any questions regarding how Blistex 
Cold Sore Cream is affected by, or affects, 
other medicines.
Please tell your doctor if you are taking,  
or have recently taken, any other medicines, 
including medicines obtained without  
a prescription.
Pregnancy and breast-feeding

Blistex Cold Sore Cream can be used  
during pregnancy and breast-feeding.
Driving and using machines

Blistex Cold Sore Cream has no effect  
on driving or using machines.

 
 

Read all of this leaflet carefully because it contains  
important information for you.
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DRIVING TECHNOLOGY TO PROVIDE EMERGENCY WARNING FOR FIRST RESPONDERS 

List prices effective 01.01.2012

progress

2012 sustainability report

SpeakUP
TM

The
Universal
Protocol
for Preventing Wrong Site, 
Wrong Procedure, and  
Wrong Person Surgery™

Guidance for health care professionals

Conduct a pre-procedure verification process
Address missing information or discrepancies before starting the procedure.

• Verify the correct procedure, for the correct patient, at the correct site. 
•	 When	possible,	involve	the	patient	in	the	verification	process.
• Identify the items that must be available for the procedure.
• Use a standardized list to verify the availability of items for the procedure. (It is not necessary to  
 document that the list was used for each patient.) At a minimum, these items include:
   q relevant documentation
     Examples:  history and physical, signed consent form, preanesthesia assessment
   q labeled diagnostic and radiology test results that are properly displayed
     Examples:  radiology images and scans, pathology reports, biopsy reports 
   q any required blood products, implants, devices, special equipment

• Match the items that are to be available in the procedure area to the patient.

Mark the procedure site
At a minimum, mark the site when there is more than one possible location for 
the procedure and when performing the procedure in a different location could 
harm the patient. 

• For spinal procedures:  Mark the general spinal region on the skin. Special intraoperative  
 imaging techniques may be used to locate and mark the exact vertebral level.
• Mark the site before the procedure is performed.
• If possible, involve the patient in the site marking process.
• The site is marked by a licensed independent practitioner who is ultimately accountable for  
 the procedure and will be present when the procedure is performed.
•  In limited circumstances, site marking may be delegated to some medical residents,  

physician assistants (P.A.), or advanced practice registered nurses (A.P.R.N.).
• Ultimately, the licensed independent practitioner is accountable for the procedure – even  
 when delegating site marking.
• The mark is unambiguous and is used consistently throughout the organization. 
• The mark is made at or near the procedure site.
•	 The	mark	is	sufficiently	permanent	to	be	visible	after	skin	preparation	and	draping.	
• Adhesive markers are not the sole means of marking the site.
• For patients who refuse site marking or when it is technically or anatomically impossible or   
 impractical to mark the site (see examples below):  Use your organization’s written, alternative 
 process to ensure that the correct site is operated on. Examples of situations that involve  
 alternative processes:
  q mucosal surfaces or perineum
  q minimal access procedures treating a lateralized internal organ, whether  
	 	 	 percutaneous	or	through	a	natural	orifice
  q teeth

  q premature infants, for whom the mark may cause a permanent tattoo

Perform a time-out
The procedure is not started until all questions or concerns are resolved.

• Conduct a time-out immediately before starting the invasive procedure or making the incision.
• A designated member of the team starts the time-out.
• The time-out is standardized.
• The time-out involves the immediate members of the procedure team:  the individual performing 
 the procedure, anesthesia providers, circulating nurse, operating room technician, and other 
 active participants who will be participating in the procedure from the beginning.
• All relevant members of the procedure team actively communicate during the time-out. 
• During the time-out, the team members agree, at a minimum, on the following:
  q correct patient identity
  q correct site
  q procedure to be done
• When the same patient has two or more procedures:  If the person performing the  
 procedure changes, another time-out needs to be performed before starting each procedure.
• Document the completion of the time-out. The organization determines the amount and type  
 of documentation.

This document has been adapted from the full Universal Protocol. For specific requirements  
of the Universal Protocol, see The Joint Commission standards. 
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EXCELLENT QUALITY OF LIFE

Residents and corporate users have access to more than 23,000 acres of public open space in 57 forest 

preserve sites and 92 miles of trails for walking, biking and jogging in DuPage County, including the 

Illinois Prairie Path and the Great Western Trail. The Ferry Creek Wetland Restoration at Summerlakes 

Park is a six-acre site that was preserved for the benefit of water conservation and wildlife resources 

and features a natural open setting with adjacent parks and fields for recreation for the community. 

DuPage County has long been committed to preserving park and forests for future generations. In 1915, 

the Forest Preserve District of DuPage County was created, the second forest preservation established 

in the state and among the first in the country. The Illinois Prairie Path is one of the County’s prized 

amenities and features a national recreational trail 55 miles in length stretching through DuPage and 

surrounding counties. 

DuPage County offers an expansive arts, cultural and educational scene. The City hosts exceptional 

dramatic and musical performances at Oakbrook Terrace’s Drury Lane Dinner Theatre. The theater has 

been one of Chicagoland’s main theaters for more than 60 years and features a seating capacity of more 

than 970 people. Since its opening, the theater has staged more than 2,000 productions, featuring more 

than 500 international celebrities. In 1986, the McAninch Arts Center (MAC) first opened and over the 

past few decades has become a cultural art and gathering place that offers exceptional entertainment 

and enriching programs to residents of DuPage County. Annually, the MAC puts on more than 200 

performances of plays, concerts and lectures in addition to featuring numerous art exhibits in both the 

Cleve Carney Art Gallery and MAC lobby area. Recently, the MAC completed a $35 million renovation 

which has allowed the new and improved MAC to host 2.5 scheduled events per day, seven days a 

week and 52 weeks a year. Additionally, DuPage County contains 43 public school districts that regularly 

win School Search and Bright Red Apple awards.  

SUBURBAN CHICAGO 500 FORTUNE PRESENCE
The Chicago metropolitan area contains 34 Fortune 500 headquarters, with an additional three Fortune 

500 headquarters located in Illinois, outside of the Chicago metropolitan area. Of the 34 headquartered 

in Chicago, approximately 65 percent are located in the suburbs, with the remaining 35 percent 

headquartered downtown. 

Two of the 22 Fortune 500 companies headquartered in the Chicago suburbs maintain their headquarters 

in DuPage County including Navistar International (281) and Dover (377). Fortune 500 companies have 

been drawn to the suburbs due to the excellent quality of life, large suburban office park settings, 

abundant free parking and convenient transportation access to surrounding suburbs, Downtown 

Chicago and O’Hare and Midway airports. Combined, the two Fortune 500 companies headquartered 

in DuPage County accounted for $17.17 billion in revenues in each company’s most recent fiscal year.  
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88

TRANSPORTATION ACCESS

Roads

701 East 22nd Street is well situated for commuting by car with exceptional access to two of the Chicago suburb’s major Interstates, 

I-88 and I-355, which further connect the Property to I-290, I-294 and I-55. The Property’s position directly north of Butterfield Road 

provides immediate access to the interchange of I-355 and I-88. I-88 connects the Property to I-290, which provides convenient 

access to downtown Chicago, approximately 21 miles from the Property. The Property is well positioned to access both major 

Chicago airports and is located approximately 23 miles from Chicago Midway International Airport, via I-55, and approximately 

18 miles from O’Hare International Airport, via I-294. 

The Property is immediately accessible via East 22nd Street, which fronts the Property to the north and is accessible via 

South Highland Avenue to the east and South Meyers Road to the west. Both streets run north and south of the Property 

and extend to Butterfield Road which provides access to Chicago’s vast interstate system. Additionally, a Pace Bus route 

is located along E 22nd Street and line 313 provides access to the Union Pacific West Metra station which provides 

further access to downtown Chicago. Line 313 also provides tenants convenient access to the surrounding suburbs. 

Airports

O’Hare International Airport and Chicago Midway International Airport connect Lombard to virtually every other 

city in America and most major cities around the world with direct flights. Combined, these airports operate more 

than 2,900 flights per day, generating approximately 540,000 jobs for the region and contributing nearly $45 

billion a year to the economy. Additionally, Chicago is unique among the nation’s big cities as a hub to three 

major carriers: United Airlines and American Airlines at O’Hare International Airport, and Southwest Airlines at 

Midway International Airport.

O’Hare Airport has long been one of the world’s busiest airports and in 2015, according to the MIT Airport 

Connectivity Quality Index, ranks first among all U.S. airports boasting the most connections. O’Hare is 

currently engaged in a $15 billion expansion and renovation that will further cement Chicago as one of 

the most attractive locations for business in North America and the Midwest’s center of commerce. In 

October 2013, O’Hare completed the $3.2 billion first phase of the expansion with the opening of the 

first of two new runways. According to the City of Chicago Department of Aviation, the new runway 

will allow for up to 90,000 additional flights annually and cut delays in half. In July 2016, Mayor 

Rahm Emanuel announced that major airlines have agreed to build up to nine new gates at the 

airport, allowing far more spots for passengers to board and exit planes. The $300 million cost 

for the new gates will be funded by existing passenger facility charges and could open as early 

as 2019. 
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CHICAGO METROPOLITAN OFFICE MARKET

SUBURBAN SUBMARKET STOCK
DIRECT 

VACANCY
AVERAGE 

ASKING RATE
% SUBURBAN 

STOCK

Eastern East-West  22,831,285 15.2% $25.49 22%

Western East-West  14,611,686 18.1% $24.15 14%

North (Cook County)  10,217,404 15.6% $28.22 10%

North (Lake County)  15,931,526 25.8% $25.71 15%

O’Hare  12,393,927 16.2% $24.98 12%

Northwest  27,167,960 21.2% $23.45 26%

Total / Wtd. Avg. Suburban Stock  103,153,788 19.0% $25.01 100%

Total CBD Stock  144,057,256

Total Chicago Office Market  247,211,44 

Source: Jones Lang LaSalle Research, 1st Quarter 2017

CHICAGO CLASS A OFFICE MARKET

SUBURBAN SUBMARKET STOCK
DIRECT 

VACANCY
AVERAGE 

ASKING RATE
% SUBURBAN 

STOCK

Eastern East-West  9,728,397 12.2% $28.63 18%

Western East-West  5,534,716 16.9% $27.16 10%

North (Cook County)  5,446,551 19.7% $29.69 10%

North (Lake County)  11,300,485 26.9% $25.50 20%

O'Hare  6,732,939 13.3% $29.57 12%

Northwest  16,499,980 14.9% $25.62 30%

Total / Wtd. Avg. Suburban Stock  55,243,068 17.4% $27.16 100%

Total CBD Stock  60,211,205 

Total Chicago Office Market  115,454,273 

Source: Jones Lang LaSalle Research, 1st Quarter 2017

SUBURBAN CHICAGO OFFICE MARKET
The Chicago metropolitan statistical area (“MSA”) contains more than 247 million square feet of multi-tenant office space, making it the third-largest office market in the United States. The suburban submarkets of Chicago contain 

approximately 103 million square feet of office space in six submarkets outlined in the table below. Approximately 54 percent of this is considered Class A space. 

Suburban office market fundamentals have reached their strongest levels since the previous cycle, as vacancy rates have declined significantly back to prior cycle lows and asking rents are approaching or exceeding 

prior cycle highs. For the first quarter 2017, Class A suburban office averaged a direct vacancy rate of 17.4 percent across all submarkets. Gross asking rents for Class A space averaged $26.86 per square foot and are 

approaching the peak of the previous cycle, when gross asking rents for Class A space exceeded $27.00 per square foot. Absorption has been very strong in the suburban office market over the last two years with a 

staggering 766,325 square feet of space absorbed in 2016, which is part of the more than 2 million square feet of space absorbed over the last two years.

701 E. 22nd St.
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EASTERN EAST-WEST CORRIDOR SUBURBAN SUBMARKET
The Property is strategically located in the Eastern East-West Corridor submarket, which 

encompasses the areas in Chicago’s southwestern suburbs, south of Illinois Route 64 and 

stretching west to I-355 and east past I-294. I-88 runs through the submarket which includes 

the cities of Oakbrook Terrace, Oak Brook, Elmhurst, Lombard, Downers Grove, Westchester 

and Westmont. With its desirable composition of wealthy suburbs where many executives 

reside, superb access to highways, public transportation that connect the surrounding suburbs 

to downtown Chicago and close proximity to both O’Hare and Midway Airports, the Eastern East-

West submarket is a preferred location for many of the country’s most established companies. Ace 

Hardware, AT&T, Dover, Ford, Microsoft and Wells Fargo are all large companies which have corporate 

headquarters or large corporate offices within the Eastern East-West submarket. 

2016 was a strong year for investment sales in the Eastern East-West Corridor and the submarket played 

host to more than $300 million of relevant investment sales transactions, eclipsing the 2015 total of 

approximately $280 million. The year was highlighted by three transactions: Blackstone’s sale of Commerce 

Plaza I-III to Zeller Realty for $124 million, Lincoln Property Company’s sale of 1 & 2 Mid-America Plaza to 

Equus Capital Partners for $78 million and TIAA-CREF’s sale of Parkview Plaza to Hamilton Partners and 

Millbrook for $47.5 million. All three transactions exceeded $175 per square foot and the Commerce Plaza sale 

led the entire suburban office market on a per square foot basis by a considerable margin at $241 per square foot. 

During the fourth quarter 2016, the Eastern East-West Corridor absorbed 52,563 square feet of office space, 

which contributed to its year-end total of 382,671 square feet, 43 percent greater than the Northwest submarket 

which finished second in overall absorption. Of the total office space absorbed, 122,225, or 32 percent, was Class A 

space. Significant leases in 2016 included Ensono’s 84,300 square foot renewal at 3333 Finley Road, Dental Network 

of America’s 79,572 square foot expansion/ renewal at 701 East 22nd Street (the Property) and Bway Corporation’s 

34,400 square foot lease at Oak Brook Regency Tower. During the first quarter 2017, the submarket featured the third 

highest gross average asking rent of $25.49 per square foot, with Class A space averaging a premium of $3.41 per square 

foot higher at $28.63 per square foot. Class A space in the Eastern East-West Corridor featured the lowest direct vacancy 

rate during the first quarter at 12.2 percent, 110 basis points less than the O’Hare submarket which had the next best direct 

vacancy rate, providing evidence of its desirability to tenants. 

EASTERN EAST-WEST
CLASS A GROSS ASKING RENTS

$26.38 
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LOMBARD
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HINSDALE

SOUTH ELMHURST

355

34

38

88

294

56

83

83

355

701 E 22ND STREET COMPETITIVE SET

BUILDING CLASS YEAR BUILT SIZE (SF) % LEASED ASKING RENTAL RATE (GROSS)(1)

701 E 22nd Street A 1980 174,098 97.1% $26.00

1 Oakbrook Terrace Corp. Center I B 1985 324,942 97.4% $26.50 

2 Oakbrook Terrace Corp. Center II B 1988 123,734 81.2% $25.00 

3 Oakbrook Terrace Corp. Center III A 1991 232,052 87.8% $26.50 

4 Highland Pointe A 1984 - 1986 388,604 93.8% $27.24 

5 Executive Towers A 1983 - 1987 693,867 90.8% $27.25 

6 One Imperial Place A 1985 165,410 86.6% $25.50 

7 Butterfield Centre A 1984 - 1991 271,905 93.4% $26.00 

Total / Wtd. Average 2,200,514 91.5% $26.65 
(1) Net rents have been adjusted to equivalent gross rents

COMPETITIVE PROPERTIES

701 East 22nd Street competes with other Class A and B office buildings 

in the Eastern East-West Corridor submarket. Given the Property’s Class A 

quality, excellent location, exceptional access and unrivaled area amenities, 

701 East 22nd Street competes with top buildings in one of suburban 

Chicago’s best submarkets. The following table provides a snapshot of the 

seven other properties that are considered to be the closest competitors 

of 701 East 22nd Street based upon their quality, age and location. The 

Property provides a future owner exceptional cash flow stability and the 

opportunity to push returns by rolling tenants to market rents as they expire.  

1, 2, 3

4

5

7

6

701
E. 22nd St.

701 E. 22nd St.
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DISCOUNT TO REPLACEMENT COST

While market rents in many submarkets have exceeded the levels seen in the prior cycle, construction costs 

never had a downturn and in fact are significantly higher now than they were at the peak of the prior cycle. 

Reproduction of a new, Class A building in the Chicago suburbs with decked parking is conservatively estimated 

to be $350 to $400 per square foot. The two most recent large corporate build-to-suit developments completed 

in Chicago (Astellas and Zurich) were completed in the $400 to $440 per square foot range. Coupled with an 

absence of new speculative office development, the market will continue to benefit from the positive leasing 

momentum occurring in the submarket as market conditions tighten, vacancy rates decline and significant 

upward pressure is placed on rental rates. 

REPLACEMENT COST COMPONENTS

COST CATEGORY LOW (PSF) HIGH (PSF)

Hard Costs

Core & Shell (1) $170.00 $180.00

Tenant Improvement Costs $55.00 $65.00

Sitework (2) $45.00 $55.00

Soft Costs $45.00 $55.00

Land Costs $35.00 $45.00

Total Project Costs $350.00 $400.00
(1) Primary variable is the curtain wall design

(2) Primary variable is on-site water retention and drainage

Source: Jones Lang LaSalle Research

SUBMARKET MAP

701
E. 22nd St.

35

Location & Market Overview





TENANT OVERVIEW



TENANT INFORMATION
701 East 22nd Street is 97.1 percent leased to a high-quality roster of investment grade and creditworthy tenants 

including Dental Network of America, Envoy, Draper and Kramer Mortgage Corp. and Fiserv Solutions. The 

Property’s tenancy is comprised of a variety of industries such as healthcare, financial services, technology and 

government, and features an excellent weighted average lease term of 7.6 years. Further, 80.7 percent of the 

leased premises is occupied by tenants backed by investment grade credit, such as Dental Network of America, 

Envoy and Fiserv Solutions. 

The Property serves as the headquarters location for Dental Network of America (S&P rated A+) and 

Draper and Kramer Mortgage Corp., and serves as the Midwest regional office for The Council of State 

Governments. Dental Network of America is the largest tenant, occupying 79,572 square feet, and recently 

renewed its commitment to the Property by expanding and renewing its lease through September 2027. 

The Property’s Class A quality, excellent location in the Eastern East-West submarket and impressive 

caliber of investment grade tenants provide a unique opportunity to acquire a Class A office building in 

suburban Chicago’s best submarket. 
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MAJOR TENANT SUMMARY SF % OF NRA LEASE EXPIRATION CURRENT GROSS RENT PSF(1) S&P CREDIT RATING

Dental Network of America d/b/a Dearborn National 79,572 45.7% September-27 $22.37 A+

Envoy d/b/a Change Healthcare (2) 40,658 23.4% August-24 $23.25 A+

Draper and Kramer Mortgage Corp. (3) 17,819 10.2% March-24 $22.50 Private

Fiserv Solutions 16,086 9.2% March-19 $23.75 BBB

Total / Weighted Average 154,135 88.5% 7.8 Years $22.76
(1) Gross rental rate excludes storage space and is as of 9/1/2017. Dental Network of America’s rental rate is a weighted average of its three suites. 

(2) Parent company is The Blackstone Group. Credit ratings for this tenant refer to parent company.

(3) Suite 115 - 4,842 square feet expires on 2/28/18.

Staffing

2.49%
Technology

9.52%
Government

2.41%
Healthcare

71.15%
F.I.R.E.Consumer Services

10.76%2.51%
Food and Beverage

1.16%

TENANCY BY INDUSTRY

MAJOR TENANT SUMMARY

TENANCY BY INDUSTRY
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 Headquartered at the Property since 2011, Dental Network of America engages in the design 

and administration of dental programs and dental networks. The company operates as a wholly 

owned subsidiary of Health Care Service Corporation, and is a claims and network administrator 

of various dental products for groups and individuals. Founded in 1985, Dental Network of 

America provides administrative and consultative support services such as proprietary network 

development, actuarial, underwriting, marketing and sales support to clients. In addition, Dental 

Network of America, through its subsidiary, operates independent dental PPO networks with various 

dentist access points, and leases its network to various benefit payers, including insurance companies, 

third-party administrators and self-funded union groups for use in their dental benefit plans. 

Health Care Service Corporation, a Mutual Legal Reserve Company, is the largest non-investor owned 

health insurer in the U.S. and the fourth largest overall. It offers a wide variety of health and life insurance 

products and related services, through its operating divisions and subsidiaries, which include Blue Cross 

and Blue Shield of Illinois, Blue Cross and Blue Shield of Montana, Blue Cross and Blue Shield of New Mexico, 

Blue Cross and Blue Shield of Oklahoma, Blue Cross and Blue Shield of Texas and Dearborn National. The 

company employs nearly 22,000 people and serves nearly 15 million members. Revenue from fully insured 

products totaled $31 billion in 2015, and was roughly $35 billion after accounting for administrative contract 

fees from self-insured employers.

 

DENTAL NETWORK OF AMERICA, LLC D/B/A DEARBORN NATIONAL
Rentable Area:   79,572 square feet 

Lease Commencement:  4/1/2011

Lease Expiration:  9/30/2027

Credit Rating (Parent): S&P (A+), Moody’s (A1), Fitch (A-)

Website:  www.dnoa.com 

701 E. 22nd St.
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Envoy provides electronic data interchange (EDI) services to participants in the health care 

market, including pharmacies, physicians, hospitals, dentists, billing services, commercial 

insurance companies, managed care organizations, state and federal governmental agencies 

and others. Founded in 1981, the company is based in Nashville, Tennessee and operates as 

a subsidiary of Change Healthcare, formerly Emdeon Inc., a leading provider of revenue and 

payment cycle management and clinical information exchange solutions. Change Healthcare was 

taken private by The Blackstone Group in 2011. 

Change Healthcare is one of the largest, independent healthcare technology companies in the U.S. 

and provides software and analytics, network solutions and technology-enabled services that help 

customers exchange mission-critical information, control costs, optimize revenue opportunities, increase 

cash flow and effectively navigate the shift to value-based healthcare. In June 2016, Change Healthcare 

and McKesson announced the formation of a new healthcare information technology company. The new 

company will be jointly governed by both companies and is expected to generate in excess of $150 million 

in annual synergies by the second year following the close of the transaction. 

ENVOY D/B/A CHANGE HEALTHCARE
Rentable Area:   40,658 square feet

Lease Commencement:  9/1/2013

Lease Expiration: 8/31/2024

Credit Rating (Parent):  S&P (A+), Fitch (A+)

Website:  www.changehealthcare.com
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Fiserv, Inc. (NASDAQ: FISV) is a leading global provider of information management and electronic commerce 

systems for the financial services industry, providing integrated technology and services that create value 

and results for clients. Fiserv’s 23,000 employees drive innovations that transform experiences for more than 

13,000 clients in 80 countries, including banks, credit unions and thrifts, billers, mortgage lenders and leasing 

companies, brokerage and investment firms and other business clients. The company helps clients solve 

complex business challenges such as increasing deposits, customer retention, and regulatory compliance, 

while providing the expertise, tools and guidance to help solve problems and meet business demands. 

Fiserv is a Fortune 500 firm, has been a member of the S&P 500 since 2001 and has been selected to Fortune’s 

World’s Most Admired Companies list each year since 2014. In 2016, Fiserv had total revenue of $5.5 billion, 

which represented a 4.8% increase year-over-year and $1.4 billion in operating income. Processing and 

services accounted for approximately 84 percent of total revenue and Fiserv has achieved positive year-over-

year revenue growth, each of the last five years. As of March 2017, the company’s stock was trading at an all-

time high of approximately $118 per share. 

Headquartered at the Property since 2004, Draper and Kramer Mortgage Corp., formerly 1st Advantage Mortgage, 

provides debt and home refinancing services. Founded in 1997, the lender operates as a subsidiary of Draper 

and Kramer, Inc. and offers loan programs, such as credit loans, high debt ratio loans, second mortgage loans, 

construction loans, investor loans, FHA and VA mortgages and mortgage programs. Additionally, the Draper 

and Kramer Mortgage Corp. provides various online application options. By investing in the latest technology 

and bringing the entire loan process in-house, from origination to closing, Draper and Kramer Mortgage Corp. 

has quickly become one of the top mortgage bankers in the state of Illinois. 

Draper and Kramer, Inc. is a vertically integrated property and financial services company with more than 120 

years of experience that provides debt and equity placement, residential and retail development, and various 

types of management including project, asset, risk and residential and property services management. In 2016, 

Draper and Kramer sold 180 N Jefferson Street for $96.5 million in a joint venture with GE Asset Management. 

The sale was one of the ten largest multifamily deals of the year and contributed to downtown Chicago’s 

record year for apartment sales in which total sales volume eclipsed $1.53 billion. 

DRAPER AND KRAMER MORTGAGE CORP. 
Rentable Area:   17,819 square feet 

Lease Commencement:  12/1/2004

Lease Expiration(1):  3/31/2024

Website:  www.1stadvantagemortgage.com
(1) Suite 115 (4,842 SF) expires 2/28/2018

FISERV SOLUTIONS
Rentable Area:   16,086 square feet 

Lease Commencement:  4/1/2006

Lease Expiration:  3/31/2019

Credit Rating:  S&P (BBB), Moody’s (Baa2)

Website:  www.fiserv.com

Ticker Symbol:  NASDAQ: FISV

701 E. 22nd St.
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Fiserv Solutions
Suite 400
16,086 SF
3/31/2019

Dental Network of America d/b/a Dearborn National 
Suite 450
16,414 SF
9/30/27

Envoy d/b/a Change Healthcare
Suite 200/205

40,658 SF
8/31/24

Dental Network
of America
Suite 225
3,973 SF
9/30/27

Sales Consultants
of Oak Brook

Suite 250
4,206 SF
4/30/22

D&K
Storage 1/2

543 SF
3/31/24

School Specialty
Suite 220
4,235 SF
8/31/20

Draper and Kramer Mortgage
Suite 125
12,434 SF
3/31/24

DNOA
Storage 3/4

868 SF
MTM

M&J Wilkow
Mgmt Office

Suite 100
371 SF

3/31/18

Vacant
Suite 101
1,629 SF

Dental Network of America d/b/a Dearborn National 
Suite 300
58,317 SF
9/30/27

The Council of State
Governments

Suite 110
4,079 SF
11/30/26

Draper and Kramer
Mortgage
Suite 115
4,842 SF
2/28/18

Micahel’s
on Main
Suite 118
1,965 SF
6/30/20

Vacant
Suite 120
3,478 SF

2018 20202019 2022 2024+

LEASED VACANT TOTAL

32,500 0 32,500

58,317 0 58,317

53,072 0 53,072

25,102 5,107 30,209

168,991 5,107 174,098

97.1% 2.9% 100.0%

STACKING PLAN

701 E. 22nd St.
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TENANT SUITE EXPIRATION RSF 2017 2018 2019 2020 2021 2022 2023 2024 2025 2026 2027 VACANT

Draper and Kramer Mortgage Corp. 115 2/28/18 4,842 4,842

M&J Wilkow Properties 100 3/31/18 371 371

Fiserv Solutions 400 3/31/19 16,086 16,086

Michael's On Main Café 118 6/30/20 1,965 1,965

School Specialty 220 8/31/20 4,235 4,235

Sales Consultants of Oak Brook 250 4/30/22 4,206 4,206

Draper and Kramer Mortgage Corp. 125, STO 1, STO 2 3/31/24 12,977 12,977

Envoy LLC 200/205 8/31/24 40,658 40,658

The Council of State Goverments 110 11/30/26 4,079 4,079

Dental Network of America (1) 225, 300, 450, STO 
3, STO 4

9/30/27 79,572 79,572

Vacancy 5,107

Annual Lease Expirations 0 5,213 16,086 6,200 0 4,206 0 53,635 0 4,079 79,572 5,107

Lease Expirations % 0.0% 3.0% 9.2% 3.6% 0.0% 2.4% 0.0% 30.8% 0.0% 2.3% 45.7% 2.9%

Cumulative Expirations 0.0% 3.0% 12.2% 15.8% 15.8% 18.2% 18.2% 49.0% 49.0% 51.4% 97.1% 100.0%
(1) Dental Network of America’s storage space is month-to-month and is assumed to expire with its office space.

LEASE EXPIRATION SCHEDULE
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TENANT SUITE
SQUARE 
FEET

LEASE 
COMMENCE LEASE EXPIRE

RENT STEP 
DATES

TOTAL ANNUAL 
RENT

ANNUAL 
RENT (PSF)

LEASE 
TYPE

PRO-RATA SHARE 
(OPEX & TAXES)

BASE YEAR 
BASE STOP

GROSS-UP 
(%)

M&J Wilkow Properties, LLC 100 371 4/1/15 3/31/18 4/1/17 $8,162.04 $22.00 Fully Gross N/A N/A N/A

The Council of State Governments 110 4,079 10/1/05 11/30/26 4/1/17 $93,816.96 $23.00 Gross 2.34% 2015 95%

4/1/18 $95,856.48 $23.50 

4/1/19 $97,896.00 $24.00 

4/1/20 $99,935.52 $24.50 

4/1/21 $101,975.04 $25.00 

4/1/22 $104,014.56 $25.50 

4/1/23 $106,053.96 $26.00 

4/1/24 $108,093.48 $26.50 

4/1/25 $110,133.00 $27.00 

4/1/26 $112,172.52 $27.50 

Michael’s On Main Café, Inc. 118 1,965 6/2/16 6/30/20 7/1/17 $5,670.00 $2.89 Fully Gross N/A N/A N/A

7/1/18 $5,953.56 $3.03 

7/1/19 $6,251.28 $3.18 

RENT ROLL

701 E. 22nd St.
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TENANT SUITE
SQUARE 
FEET

LEASE 
COMMENCE LEASE EXPIRE

RENT STEP 
DATES

TOTAL ANNUAL 
RENT

ANNUAL 
RENT (PSF)

LEASE 
TYPE

PRO-RATA SHARE 
(OPEX & TAXES)

BASE YEAR 
BASE STOP

GROSS-UP 
(%)

Draper and Kramer Mortgage Corp. 125 12,434 12/1/04 3/31/24 11/1/17 $285,982.00 $23.00 Gross 6.79% 2017 95%

3/1/18 $292,199.00 $23.50 

3/1/19 $298,416.00 $24.00 

3/1/20 $304,633.00 $24.50 

3/1/21 $310,850.00 $25.00 

3/1/22 $317,067.00 $25.50 

3/1/23 $323,284.00 $26.00 

3/1/24 $329,501.00 $26.50 

115 4,842 6/1/08 2/28/18 11/1/17 $111,366.00 $23.00 Gross 2.80% 2017 95%

Storage 1 160 1/1/11 3/31/24 2/1/17 $1,920.00 $12.00 Fully Gross N/A N/A N/A

Storage 2 383 1/1/11 3/31/24 2/1/17 $4,596.00 $12.00 Fully Gross N/A N/A N/A

Total 17,819

Envoy LLC d/b/a Change Healthcare 200/205 40,658 9/1/13 8/31/24 9/1/17 $945,298.56 $23.25 Gross 23.49% 2014 95%

9/1/18 $965,627.52 $23.75 

9/1/19 $985,956.48 $24.25 

9/1/20 $1,006,285.56 $24.75 

9/1/21 $1,026,614.52 $25.25 

9/1/22 $1,046,943.48 $25.75 

9/1/23 $1,067,272.56 $26.25 

School Specialty, Inc. 220 4,235 6/1/17 8/31/20 6/1/17 $110,110.00 $26.00 Gross 2.43% 2017 95%

9/1/18 $112,862.75 $26.65

9/1/19 $115,700.20 $27.32

RENT ROLL
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TENANT SUITE
SQUARE 
FEET

LEASE 
COMMENCE LEASE EXPIRE

RENT STEP 
DATES

TOTAL ANNUAL 
RENT

ANNUAL 
RENT (PSF)

LEASE 
TYPE

PRO-RATA SHARE 
(OPEX & TAXES)

BASE YEAR 
BASE STOP

GROSS-UP 
(%)

Sales Consultants of Oak Brook, Inc. 250 4,206 10/16/15 4/30/22 2/1/17 $96,738.00 $23.00 Gross 2.42% 2015 95%

d/b/a Miller Resource Group 11/1/17 $98,841.00 $23.50 

11/1/18 $100,944.00 $24.00 

11/1/19 $103,047.00 $24.50 

11/1/20 $105,150.00 $25.00 

11/1/21 $107,253.00 $25.50

 

Dental Network of America, LLC 300 58,317 4/1/11 9/30/27 4/1/17 $1,312,132.56 $22.50 Gross 33.50% 2017 95%

d/b/a Dearborn National 4/1/18 $1,341,291.00 $23.00 

4/1/19 $1,370,449.56 $23.50 

4/1/20 $1,399,608.00 $24.00 

4/1/21 $1,428,766.56 $24.50 

4/1/22 $1,428,766.50 $24.50 

1/1/23 $1,457,925.00 $25.00 

1/1/24 $1,487,083.50 $25.50 

1/1/25 $1,516,242.00 $26.00 

1/1/26 $1,545,400.50 $26.50 

1/1/27 $1,574,599.00 $27.00 

RENT ROLL

701 E. 22nd St.
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TENANT SUITE
SQUARE 
FEET

LEASE 
COMMENCE LEASE EXPIRE

RENT STEP 
DATES

TOTAL ANNUAL 
RENT

ANNUAL 
RENT (PSF)

LEASE 
TYPE

PRO-RATA SHARE 
(OPEX & TAXES)

BASE YEAR 
BASE STOP

GROSS-UP 
(%)

Dental Network of America, LLC 225 3,973 1/1/17 9/30/27 1/1/17 $87,406.00 $22.00 Gross 2.28% 2017 95%

1/1/18 $89,392.50 $22.50 

1/1/19 $91,379.00 $23.00 

1/1/20 $93,365.50 $23.50 

1/1/21 $95,352.00 $24.00 

1/1/22 $97,338.50 $24.50 

1/1/23 $99,325.00 $25.00 

1/1/24 $101,311.50 $25.50 

1/1/25 $103,298.00 $26.00 

1/1/26 $105,284.50 $26.50 

1/1/27 $107,271.00 $27.00 

450 16,414 1/1/17 9/30/27 1/1/17 $361,108.00 $22.00 Gross 9.43% 2017 95%

1/1/18 $369,315.00 $22.50 

1/1/19 $377,522.00 $23.00 

1/1/20 $385,729.00 $23.50 

1/1/21 $393,936.00 $24.00 

1/1/22 $402,143.00 $24.50 

1/1/23 $410,350.00 $25.00 

1/1/24 $418,557.00 $25.50 

1/1/25 $426,764.00 $26.00 

1/1/26 $434,971.00 $26.50 

1/1/27 $443,178.00 $27.00 

RENT ROLL
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TENANT SUITE
SQUARE 
FEET

LEASE 
COMMENCE LEASE EXPIRE

RENT STEP 
DATES

TOTAL ANNUAL 
RENT

ANNUAL 
RENT (PSF)

LEASE 
TYPE

PRO-RATA SHARE 
(OPEX & TAXES)

BASE YEAR 
BASE STOP

GROSS-UP 
(%)

Dental Network of America, LLC Storage 3 248 4/1/11 MTM 4/1/17 $3,553.50 $14.33 Fully Gross N/A N/A N/A

4/1/18 $3,660.10 $14.76 

4/1/19 $3,769.91 $15.20 

4/1/20 $3,883.00 $15.66 

4/1/21 $3,999.50 $16.13 

4/1/22 $4,119.48 $16.61 

4/1/23 $4,243.06 $17.11 

4/1/24 $4,370.36 $17.62 

4/1/25 $4,501.47 $18.15 

4/1/26 $4,636.51 $18.70 

4/1/27 $4,775.61 $19.26 

Storage 4 620 4/1/11 MTM 4/1/17 $8,883.75 $14.33 Fully Gross N/A N/A N/A

Total              79,572 4/1/18 $9,150.26 $14.76 

4/1/19 $9,424.77 $15.20 

4/1/20 $9,707.51 $15.66 

4/1/21 $9,998.74 $16.13 

4/1/22 $10,298.70 $16.61 

4/1/23 $10,607.66 $17.11 

4/1/24 $10,925.89 $17.62 

4/1/25 $11,253.67 $18.15 

4/1/26 $11,591.28 $18.70 

4/1/27 $11,939.02 $19.26 

RENT ROLL

701 E. 22nd St.
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RENT ROLL

TENANT SUITE
SQUARE 
FEET

LEASE 
COMMENCE LEASE EXPIRE

RENT STEP 
DATES

TOTAL ANNUAL 
RENT

ANNUAL 
RENT (PSF)

LEASE 
TYPE

PRO-RATA SHARE 
(OPEX & TAXES)

BASE YEAR 
BASE STOP

GROSS-UP 
(%)

Fiserv Solutions, Inc. 400 16,086 4/1/06 3/31/19 2/1/17 $382,042.56 $23.75 Gross 8.78% 2014 95%

2/1/18 $390,085.56 $24.25 

2/1/19 $398,128.56 $24.75 

TOTAL LEASED SPACE 168,991

VACANT SPACE Suite Square Footage

Vacant 101 1,629

Vacant 120 3,478

TOTAL VACANT SPACE 5,107

TOTAL LEASED SPACE 168,991 97.1%

TOTAL VACANT SPACE 5,107 2.9%

TOTAL SPACE 174,098 100.0%
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ENCUMBRANCE SCHEDULE SUMMARY

TENANT SUITE SQUARE FEET ROFO ROFR RENEWAL TERMINATION PARKING SIGNAGE

M&J Wilkow Properties, LLC 100 371 ü

The Council of State Governments 110 4,079 ü

Draper and Kramer Mortgage Corp. 115, 125, STO 1, STO 2 17,819 ü ü ü

Michael’s On Main Café, Inc. 118 1,965 ü

Envoy LLC 200, 205 40,658 ü ü ü ü ü

School Specialty 220 4,235 ü

Sales Consultants of Oak Brook, Inc.
d/b/a Miller Resource Group

250 4,206 ü ü

Dental Network of America, LLC 225, 300, 450, STO 3, STO 4 79,572 ü ü ü ü ü

Fiserv Solutions, Inc. 400 16,086 ü

701 E. 22nd St.
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TENANT SUITE SQUARE FEET DESCRIPTION

M&J Wilkow Properties, LLC 100 371 Termination Option: Either party may terminate lease without penalty with thirty (30) days prior written notice.

The Council of State Governments 110 4,079 Parking: Right to four (4) per 1,000 rentable square feet, of which one (1) is a reserved parking space.

Draper and Kramer Mortgage Corp. 115, 125, STO 1, STO 2 17,819 Signage: Monument signage rights.

Renewal Option: Right to one (1), five (5) year option with no less than nine (9) months prior written notice at 
market.

Parking: Right to four (4) per 1,000 rentable square feet, of which six (6) are reserved visitor parking spaces.

Michael's On Main Café, Inc. 118 1,965 Renewal Option: Right to one (1), one (1) year option with six (6) months prior written notice at market.

Envoy LLC 200, 205 40,658 ROFO: As long as at least two (2) years of term, or extension term, remain, tenant has the right to lease all rentable 
space on the second (2nd) floor other than the Initial and Expansion premises, with written notice within ten (10) 
business days of the ROFO Notice.

Renewal Option: Right to one (1), five (5) year option with twelve (12) months prior written notice at market.

Termination Option: Right to terminate effective the last day of the ninety-fourth (94) full calendar month with 
twelve (12) months prior written notice and payment of termination fee equal to the sum of three (3) months of base 
rent and additional rent as of the early termination date, plus the unamortized amount as of the early termination 
date of the following: all brokerage commissions, legal fees, rent abatements and allowances amortized on a 
straight line basis at a rate of seven (7) percent annually.

Signage: Monument signage rights.

Parking: Right to 5.5 per 1,000 rentable square feet, of which five (5) are reserved parking spaces.

School Specialty 220 4,235 Renewal Option: Right to one (1), five (5) year option with nine (9) months prior written notice at market.

Sales Consultants of Oak Brook, Inc.
d/b/a Miller Resource Group

250 4,206 Parking: Right to one (1) reserved parking space.
Renewal Option: Right to one (1), five (5) year option with nine (9) months prior written notice at market.

Dental Network of America, LLC 225, 300, 450, STO 3, STO 4 79,572 ROFO: Right to lease all vacant space on the fourth (4th) floor not leased by the tenant with written notice within ten 
(10) business days of the ROFO Notice.

ROFR: Right to lease all vacant space on the fourth (4th) floor not leased by tenant with written notice within five  
(5) business days of the ROFR Notice.

Renewal Option: Right to two (2), five (5) year options with no less than twelve (12) months prior written notice  
at market.

Signage: Monument and Building signage rights.

Parking: Right to 4.5 per 1,000 rentable square feet, of which thirty (30) are reserved parking spaces.

Fiserv Solutions, Inc. 400 16,086 Parking: Right to three (3) reserved parking spaces.

ENCUMBRANCE SCHEDULE
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FINANCIAL OVERVIEW



ARGUS
The ARGUS model for 701 East 22nd Street is located on the Due Diligence Website and was created based on 

the financial assumptions described in this section.

GENERAL ASSUMPTIONS
For the purposes of creating the ARGUS model, all information is input based on a calendar year basis 

commencing January 1, 2017 and ending December 31, 2017 in order to easily track projected income and 

expenses from the Property’s 2017 budget. The financial analysis and cash flow projection are presented 

annually over a 12-year period beginning September 1, 2017. Unless otherwise specified, the general inflation 

rate for all income and expense items is 3 percent per year. 

NET RENTABLE AREA
The total current Net Rentable Area (“NRA”) of the Property is outlined in the table below. 

SPECIFIC LEASING ASSUMPTIONS
The Property is currently 97.1 percent occupied. The projection assumes that vacant space is leased or held 

permanently vacant based on the schedule in the table below utilizing market leasing assumptions outlined in 

this section. As opposed to utilizing a vacancy factor, the projection assumes that the designated vacant space 

detailed in the table remains permanently vacant throughout the analysis period. These specific suites result in a 

static vacancy amount of approximately 2.9 percent. 

FINANCIAL OVERVIEW
MARKET LEASING ASSUMPTIONS

Occupied 168,991 97.1%

Vacant 5,107 2.9%

Total 174,098 100.0%

ASSUMPTIONS OF CURRENTLY VACANT SPACE

Suite Lease Date Size (SF) % of NRA Rent (PSF) TI (PSF)

Vacant Suite 101 Static Vacancy 1,629 0.9% N/A N/A

Vacant Suite 120 Static Vacancy 3,478 2.0% N/A N/A

Static Vacancy 5,107 2.9% N/A N/A

MARKET LEASING ASSUMPTIONS

LEASING 5-Year Office (< 10,000 SF) 10-Year Office (> 10,000 SF) Storage(1) Deli(1)

Gross Rental Rate - 2017 $26.00 $26.00 $12.00 $2.75 

Gross Rental Rate - 2018 $27.00 $27.00 N/A N/A

Annual Market Rent Growth Rates

2019+ 3.00% 3.00% 3.00% 3.00%

Reimbursement Method BY Stop BY Stop N/A N/A

Annual Escalations During Term $0.50 PSF $0.50 PSF N/A N/A

Lease Term 5 years 10 years 5 Years 5 Years

(Blended Term) 2017 - 2019 63 126 N/A N/A

(Blended Term) 2020 - 2022 62 123 N/A N/A

2023+ 5 years 10 years N/A N/A

Renewal Probability 75% 75% 75% 75%

Downtime (Months) 6 6 6 6

Tenant Improvements (PSF)

New $20.00 $40.00 N/A $10.00 

Renewal $10.00 $20.00 N/A $5.00 

Leasing Commissions (PSF)

New $8.75 $17.50 N/A N/A

Renewal $8.75 $17.50 N/A N/A

Gross Rent Abatement (Months)

New (2017 - 2019) 5 10 N/A N/A

New (2020 - 2022) 2.5 5 N/A N/A

Renewal (2017 - 2019) 2.5 5 N/A N/A

Renewal (2020 - 2022) 1.25 2.5 N/A N/A

New / Renewal (2023+) 0 0 N/A N/A

Growth Rates

General Inflation 3.00%

Expense Growth 3.00%

Management Fee (% of EGR) 3.00%

Capital Reserve (PSF) $0.15

(1) Storage space and deli rental rates assume 3% annual growth beginning in 2018
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REIMBURSEMENT REVENUE
The majority of leases at the Property are gross leases, with gross-up provisions equal to 95 or 100 percent, 

with the majority equal to 95 percent. Operating expenses and real estate taxes are reimbursed pursuant to 

each tenant’s specific lease provision. The Property incurs a 3 percent management fee, but for reimbursement 

purposes certain tenants pay management fees equal to 4 percent. Speculative office leases are projected to 

pay their proportionate share of operating expenses and real estate taxes over a base year, with a gross-up 

equal to 100 percent.  

The following expenses at the Property are projected to be variable with occupancy:

- Utilities

- Cleaning

- Management Fee

NON-RECOVERABLE EXPENSES
The projection does not assume any miscellaneous non-recoverable expenses. Investors are encouraged to 

make their own assumptions as it relates to miscellaneous non-recoverable operating expenses. 

REAL ESTATE TAXES
Taxes in DuPage County are payable one year in arrears (i.e. 2016 real estate taxes are payable in 2017). The 

annual tax bill is due in two installments. The first installment is equal to 50% of the prior year’s tax total and 

is due in June. The second installment contains all of the adjustments as calculated by the various taxing 

authorities and is due in September. The Property’s most recent full year tax bill for 2015 taxes payable in 2016 

equated to $415,484.60 or $2.39 per square foot. Real estate taxes are presented in the analysis on a cash basis 

and are projected to grow at three percent per year. Real estate taxes will be prorated on a cash basis so that 

the prospective purchaser will receive a proration based upon the cash actually paid in the year of closing. A 

numerical example will be provided upon request. Investors are encouraged to conduct their own review of 

real estate taxes. 

TENANT SERVICES INCOME
The Property generates additional income through tenant services income. This line item represents pure profit, 

net of expenses, and does not have a corresponding expense line item. The analysis projects approximately 

$11,016 of tenant services income in year one. This amount is projected to grow at 3 percent per year.

JANITORIAL INCOME
The Property generates additional income through janitorial income. This income is paid directly by tenants 

for additional janitorial services and nets out with the cleaning - direct reimbursement expense line item. The 

analysis projects approximately $14,933 of janitorial income in year one. This amount is projected to grow at 3 

percent per year. 

MISCELLANEOUS INCOME
The Property generates additional income through miscellaneous income. The analysis projects approximately 

$2,448 of miscellaneous income in year one. This amount is projected to grow at 3 percent per year. 

701 East 22nd Street Pin: 06-29-200-058

Tax Year Payable Billing Value (from Prior Year) Tax Rate (per $100 valuation) Total Tax Due Per RSF

2013 2014 $3,981,820 8.5836 $341,783.52 $1.96

2014 2015 $3,814,550 8.8423 $337,293.96 $1.94

2015 2016 $4,728,670 8.7865 $415,484.60 $2.39
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HISTORICAL OPERATING EXPENSES

2015 Actuals 2016 Actuals Year 1 Cash Flow

Total PSF Total PSF Total PSF

Utilities $313,597 $1.80 $291,542 $1.67 $318,062 $1.83

Repairs & Maintenance $153,273 $0.88 $214,355 $1.23 $118,939 $0.68

Cleaning (1) $242,621 $1.39 $288,653 $1.66 $333,841 $1.92

Grounds & Parking Lot $86,375 $0.50 $109,385 $0.63 $62,734 $0.36

Security & Safety $96,562 $0.55 $119,529 $0.69 $109,425 $0.63

Insurance $21,465 $0.12 $19,340 $0.11 $23,102 $0.13

Real Estate Taxes(2) $419,445 $2.41 $439,080 $2.52 $457,979 $2.63

Salaries & Benefits $332,441 $1.91 $329,298 $1.89 $343,362 $1.97

Administrative $23,920 $0.14 $30,080 $0.17 $29,447 $0.17

Management Fee $107,141 $0.62 $91,016 $0.52 $117,048 $0.67

Promotion $19,130 $0.11 $18,285 $0.11 $15,809 $0.09

Total Operating Expenses (3) $1,815,971 $10.43 $1,950,562 $11.20 $1,929,748 $11.08

(1)  For the Year 1 cash flow Cleaning includes approximately $15,000 of direct cleaning expenses that are directly reimbursed by 
tenants. This portion of the Cleaning expense nets out with the Janitorial Income line item. 

(2)  Real estate taxes are presented on a cash basis and amounts may include tax consultant fees. 2015 actual amount reflects a 
prior year adjustment.

(3) Non-recurring and owner-specific expenses have been removed from the Year 1 cash flow.
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CASH FLOW

Analysis Year 1 2 3 4 5 6 7 8 9 10 11 12 

Fiscal Year Ending September, PSF 2018 2019 2020 2021 2022 2023 2024 2025 2026 2027 2028 2029

Revenue

  Base Rental Revenue            $22.16 3,857,354 3,972,419 4,082,567 4,168,972 4,246,546 4,333,088 4,453,983 4,801,665 4,891,123 5,000,492 5,665,384 5,804,367

  Absorption & Turnover Vacancy  ($0.13) (23,459) (74,559) (984) (20,218) (21,303) (12,630) (82,711) (218,465) (25,282) (23,601) (489,136) (34,020)

  Base Rent Abatements           ($0.21) (36,550) (111,941) (121,159) (15,795) (16,643) 0 0 0 0 0 0 0

  Expense Reimbursement Revenue  $0.44 75,909 117,326 164,762 223,113 278,560 331,880 369,136 297,349 360,555 405,400 210,792 257,057

  Tenant Services                $0.06 11,016 11,347 11,686 12,038 12,397 12,772 13,154 13,547 13,955 14,375 14,804 15,248

  Janitorial Income              $0.09 14,933 15,380 15,843 16,317 16,807 17,312 17,830 18,365 18,918 19,484 20,069 20,669

  Miscellaneous Income           $0.01 2,448 2,521 2,598 2,674 2,756 2,838 2,923 3,010 3,102 3,194 3,289 3,388

TOTAL REVENUE $22.41 3,901,651 3,932,493 4,155,313 4,387,101 4,519,120 4,685,260 4,774,315 4,915,471 5,262,371 5,419,344 5,425,202 6,066,709

EXPENSES

  Utilities                      $1.83 318,062 325,847 337,968 347,740 358,154 369,223 377,823 384,584 402,722 415,237 411,439 440,150

  Repairs & Maintenance          $0.68 118,939 122,506 126,180 129,967 133,865 137,881 142,018 146,277 150,668 155,186 159,843 164,636

  Cleaning                       $1.83 318,908 324,945 339,418 348,861 359,296 370,722 376,849 378,926 403,611 416,594 396,314 441,210

  Cleaning - Direct Reimb.       $0.09 14,933 15,380 15,843 16,317 16,807 17,312 17,830 18,365 18,918 19,484 20,069 20,669

  Grounds & Parking Lot          $0.36 62,734 64,614 66,553 68,552 70,606 72,725 74,906 77,155 79,467 81,853 84,308 86,835

  Security                       $0.63 109,425 112,708 116,090 119,572 123,161 126,854 130,659 134,581 138,617 142,775 147,058 151,471

  Insurance                      $0.13 23,102 23,794 24,509 25,244 26,001 26,781 27,583 28,413 29,264 30,141 31,048 31,978

  Real Estate Taxes              $2.63 457,979 471,719 485,871 500,448 515,459 530,924 546,853 563,256 580,156 597,560 615,486 633,951

  Wages & Benefits               $1.97 343,362 353,661 364,272 375,199 386,455 398,050 409,991 422,291 434,959 448,007 461,448 475,292

  Administrative                 $0.17 29,447 30,332 31,242 32,179 33,143 34,140 35,162 36,217 37,303 38,423 39,576 40,763

  Management Fee                 $0.67 117,048 117,976 124,659 131,613 135,575 140,557 143,229 147,466 157,871 162,580 162,756 182,001

  Tenant Promotion               $0.09 15,809 16,284 16,773 17,277 17,793 18,328 18,879 19,443 20,028 20,630 21,247 21,885

TOTAL EXPENSES $11.08 1,929,748 1,979,766 2,049,378 2,112,969 2,176,315 2,243,497 2,301,782 2,356,974 2,453,584 2,528,470 2,550,592 2,690,841

NET OPERATING INCOME $11.33 1,971,903 1,952,727 2,105,935 2,274,132 2,342,805 2,441,763 2,472,533 2,558,497 2,808,787 2,890,874 2,874,610 3,375,868

CAPITAL

  Tenant Improvements            $0.37 65,163 402,150 0 65,219 52,575 0 376,013 1,016,450 65,219 50,988 1,970,513 65,163

  Leasing Commissions            $0.26 45,614 281,505 0 37,056 36,803 0 263,209 711,515 37,056 35,691 1,379,360 45,614

  Capital Reserve                $0.15 26,639 27,436 28,258 29,106 29,981 30,880 31,804 32,762 33,741 34,757 35,797 36,873

TOTAL CAPITAL $0.79 137,416 711,091 28,258 131,381 119,359 30,880 671,026 1,760,727 136,016 121,436 3,385,670 147,650

CASH FLOW $10.54 1,834,487 1,241,636 2,077,677 2,142,751 2,223,446 2,410,883 1,801,507 797,770 2,672,771 2,769,438 (511,060) 3,228,218

CASH FLOW 
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TRANSACTION GUIDELINES
The offering of 701 East 22nd Street is being distributed exclusively by JLL to a select group of pre-qualified 

investors. The prospective investor will be selected by Owner in its sole and absolute discretion based on 

a variety of factors including, but not limited to:

•  Offer Price
•  Financial strength
•  Level of discretion to invest funds
•  Ability to close in a timely fashion
•  Experience in closing similar transactions
•  Absence of contingencies
•  Level of Property due diligence completed
•  Thoroughness and conveyance of Property underwriting
•  Timeframe and amount of non-refundable earnest money deposit
•  Strength of commitment from lender and terms of debt, if any 

JLL will be available to assist prospective investors to arrange on-site inspections and to answer any 

questions related to information contained in this Offering Memorandum. 

OTHER KEY TRANSACTION GUIDELINES INCLUDE THE FOLLOWING:

•  All offers must be presented in writing and be net of all seller closing costs.

•  All offers must include the following:

  - The amount of earnest money deposit and timeframe to non-refundable status

  - An outline of the proposed schedule for due diligence and closing

  - A description of any physical or environmental assumptions which affect the price being offered

  - A list of any contingencies, including committee approvals, required to close  the transaction

- The Seller will be responsible for County and State transfer taxes and the prospective purchaser will 
be responsible for the city transfer taxes, survey and title insurance. Offers must confirm that the bid 
incorporates that the prospective purchaser will be responsible for the city transfer taxes.

• Real estate taxes will be prorated on a cash basis so that the prospective purchaser will receive a 
proration based upon the cash actually paid in the year of closing. A numberical example will be provided 
upon request. Offers must confirm that the bid incorporates such real estate tax prorations.

CONTACT DETAILS
Supplemental information regarding the Property, including the ARGUS model and other due diligence 

information is available on the due diligence website. All inquiries should be directed to the attention of 

one of the following representatives:

CONTACTS
JAMES J. POSTWEILER

Managing Director

Tel +1 312 228 2661

Jim.Postweiler@am.jll.com

PETER G. HARWOOD

Managing Director

Tel +1 312 228 2124

Peter.Harwood@am.jll.com

PRIMARY DEBT EXPERT
KEITH LARGAY

Managing Director

+1 312 228 3111

Keith.Largay@am.jll.com

MARKET EXPERT
JEFF SHAY

Executive Vice President

+1 630 203 8134

Jeff.Shay@am.jll.com

DISCLAIMER
The material in this Investment Offering Introduction is confidential, furnished solely for the purpose of considering the “AS IS” acquisition 
of 701 East 22nd Street located in Lombard, Illinois. The information is not to be used for any other purpose or to be made available to any 
other person without the express written consent of Agent on behalf of Owner. The material is based, in part, upon information supplied 
by Owner and, in part, upon information obtained by Agent from sources they deem to be reliable. Summaries contained herein of any 
legal documents are not intended to be comprehensive statements of the terms of such documents, but rather only outlines of some 
of the principal provisions contained therein. No warranty or representation, expressed or implied, is made by Owner, Agent or any of 
their respective related agents or entities as to the accuracy or completeness of the information contained herein. Prospective investors 
should make their own investigations, projections and conclusions regarding the Property. It is expected that prospective investors will 
conduct their own independent due diligence concerning the Property, including such engineering and environmental inspections as they 
deem necessary to determine the condition of the Property and the existence or absence of any potentially hazardous materials used in 
the construction or maintenance of the Property. No representations, expressed or implied, are made as to the foregoing matters by the 
Owner, Agent or any of their respective officers, employees, affiliates and/or agents.
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