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NEW APARTMENT CONSTRUCTION
How much is too much?

By Bradley A. Dulas

Over the last few years, new apartment con-
struction activity has ramped up across 

the United States, and in many major metropolitan 
areas, apartment construction pipelines have reached 
levels last witnessed two to three decades ago. Robust 
apartment demand, a modest amount of new supply 
added from 2009 to 2011, and tightening market 
conditions have supported new apartment devel-
opment. Meanwhile, greater availability of capital 
and attractive financing opportunities have further 
greased the wheels, fueling the pace and depth of 

development activity. New supply trends in the 
Twin Cities apartment market have closely mirrored 
trends witnessed at the national level, as operating 
fundamentals in the local market have remained 
among the strongest in the country. As a result, one 
of the biggest questions in the local market place is 
whether demand for apartment units will remain 
healthy enough to absorb the newly delivered units 
and avoid an overhang of new supply. 

To date, appraisers, consultants, asset manag-
ers, and other professionals have struggled with the  

continued on page 8
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 Property:  Star Tribune Land - Five blocks in east downtown Minneapolis (pictured below) 
Sold to two buyers in separate transactions completed within minutes of each other

 Sale date:  February 10, 2014

 Zoning:  B4N and B4S-2

 Seller:  Star Media Intermediate Holdings Company II

 Buyers: Ryan Companies US Inc. and Minnesota Sports Facilities Authority

 Sources: Certificates of Real Estate Value, Hennepin County, City of Minneapolis

 Sale Price: Land $38,500,000 
Demolition (estimated costs) $5,790,000 (does not include medallion removal and storage) 
Total price $44,290,000 
Price per square foot $85.27

 Land size: 538,377 square feet (does not include roadway and some alleys)

 Remarks: This sale included all of the land owned by the Star Tribune in east Minneapolis. The Star 
Tribune sold its land to two buyers, with the all-cash transactions occurring just minutes apart. 
The two buyers worked in concert to close the transaction. The agreement specified that the 
seller was not responsible for demolition of existing structures on the parcels. Additionally, it 
was determined that the Star Tribune did not need to remediate any pollution on the property. 
The closing was delayed several times due to legal issues but the sales price was not adjusted 
nor were any penalties incurred because of the delays. The price of the property was set 
approximately one year prior to the closing. The final price per square foot reflects the large, 
five-block size of the parcel being acquired.

MARKET TRANSACTION: REAL ESTATE
Star Tribune sells 5 blocks in downtown east

photo: startribune.com
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The recent real estate transaction transferring ownership of five east Minneapolis blocks to two buyers 
(details on page 2) was the first step in a massive mixed-use development project adjacent to the new Vikings 
stadium. The project has been called the largest in downtown Minneapolis in a generation. Redevelopment 
plans include an urban park that occupies almost two blocks, two office towers, three apartment buildings, 
underground parking, and a parking ramp with hotel and apartment structures built on top of the ramp. A 
rendering of the development plan is shown below. Additional details about what lies ahead for the five blocks:

LAND SALE PAVES WAY FOR $400 MILLION  
EAST MINNEAPOLIS DEVELOPMENT

•	 Two	17-story	towers,	consisting	of	1.2	million	
square feet of office space, will house 5,000 Wells 
Fargo employees.

•	 Three	apartment	buildings	will	contain	
approximately 200 market-rate apartment units.

•	 Underground	parking	for	the	apartment	units	will	
accommodate approximately 230 vehicles.

•	 A	six-level	parking	ramp	will	provide	approximately	
1,610 parking spaces for Vikings fans and be 
connected to the stadium by skyway.

•	 A	10-story,	150-room	hotel	will	be	built	above	
the parking ramp. The hotel will be topped by a 
17-story, 200-unit apartment building.

•	 The	urban	park	will	physically	connect	the	Vikings	
stadium to the core of downtown Minneapolis. 

•	 The	Wells	Fargo	towers	and	parking	ramp	will	be	
connected to the core downtown area with new 
skyways.

rendering of the development plan for the five blocks sold on february 10, 2014  photo: ryancompanies.com 
(view is from the opposite direction of the photo on page 2) 
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MARKET TRENDS AND INDICATORS

Sources: Appraisal Institute, Business Week, Value Line, U.S. Chamber of Commerce, Standard & Poors, Investment Dealers Digest, U.S. Government Census, Yahoo Finance, 
Bureau of Labor Statistics, Ibbotson Associates, and PwC Real Estate Investor Survey.
Shenehon Company makes every effort to ensure the accuracy of the information published in Valuation Viewpoint. Shenehon Company uses only those sources it determines are 
accurate and reliable, but makes no guarantee with regard to the information presented.

Investment
30 Year Treasury 3.7%
Aaa Bond 4.5%
Bbb Bond 4.9%
Commercial Mortgage 5.25–6.0%
Institutional Real Estate 5.75–7.0%
Non-Institutional Real Estate 8.0–10.0%

Investment
S & P Equity (Ibbotson) 10.7%
Equipment Finance Rates 10.0–12.0%
Speculative Real Estate 11.0–16.0%
NYSE/OTC Equity (Ibbotson) 14.6%
Land Development 15.0–30.0%
NYSE Sm Cap. Equity (Ibbotson) 22.8%

RATES OF RETURN AND RISK HIERARCHY

ECONOMIC INDICATORS
	 	 	 	 	 dec	 mar
Indicator	(5	yr.	avg.)	 2005	 2010	 2011	 2012	 2013	 2014
Inflation 3.4% 1.6% 3.1% 2.1% 1.5% 1.3%
Productivity 1.8% 1.5% 0.8% 1.9% 1.4% 0.5%
GDP 3.1% 3.0% 1.7% 2.2% 1.9% 2.9%
Consumer Confidence 107.2 62.0 70.8 72.2 78.1 82.3

UNEMPLOYMENT
	 	 	 	 	 	 	 	 	 mar
	 1990	 1995	 2000	 2005	 2010	 2011	 2012	 2013	 2014
US 5.4% 5.6% 4.0% 5.3% 9.4% 8.5% 7.8% 6.7% 6.7%
Northeast 5.0% 6.0% 4.0% 4.9% 8.4% 8.0% 8.1% 7.3% 6.6%
Midwest 5.7% 4.5% 3.5% 5.7% 8.7% 7.9% 7.2% 6.9% 6.4%
South 5.4% 5.4% 4.0% 5.2% 9.3% 8.4% 7.3% 6.7% 6.0%
West 5.1% 6.6% 4.6% 5.5% 11.0% 8.5% 8.6% 7.6% 7.2%
Minnesota 4.6% 3.6% 2.9% 4.5% 7.0% 5.7% 5.4% 4.6% 4.8%

ECONOMIC INDICATOR
	 	 	 	 	 	 	 	 mar
	 2007	 2008	 2009	 2010	 2011	 2012	 2013	 2014
New Housing Starts— 211,700 137,700 97,600 99,400 102,700 135,000 154,800 165,000 
Midwest Yearly Totals

P/E RATIOS IN SELECT INDUSTRIES
	 	 	 	 	 	 	 	 apr
Industry	(Year	end)	 2007	 2008	 2009	 2010	 2011	 2012	 2013	 2014
Basic Materials 14.1 15.2 21.6 27.4 19.7 12.6 20.0 16.3
Conglomerates 18.4 15.8 10.7 15.0 16.9 15.2 15.1 18.3
Consumer Goods 24.4 16.3 15.9 24.9 21.1 20.1 22.1 18.7
Financials 13.7 11.7 9.6 36.2 17.9 12.5 14.9 16.6
Healthcare 40.0 26.0 57.7 26.1 18.9 21.5 27.4 20.5
Industrial Goods 19.5 19.5 20.3 23.5 17.9 13.3 27.0 22.7
Services 28.7 24.2 20.1 26.6 27.1 20.1 27.5 35.6
Technology 38.4 23.8 16.4 45.2 20.2 18.1 30.9 21.8
Utilities 20.0 15.3 12.0 28.5 16.2 15.5 29.5 25.2
Composite 24.0 18.7 20.5 28.2 19.5 16.5 23.8 20.3
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Shenehon Company has completed many medical 
device valuations over the years. Lake Region Medical 
was an iconic company that few people knew about. 
The company is large and profitable, according to 
articles written about the sale. Nonetheless the 
question we ask ourselves is, “Was this a financial buy, 
a synergistic buy, or an innovation buy?” Although 
the company has been in business for a long time, 
the price-to-innovation adjusted earning ratio 
gives investors the company’s performance in the 
absence of the Research and Development costs. The 
company may have little to show in the short term, 
but in the long term, new products may hit the market 
in a very profitable way. Lake Region, however, is not 
a start-up company; it has been in business for many 
years. Therefore, price to innovation would have little 
relevance in this case, as long as it spends adequate 
money on R & D, which we assume it will.

The outlook for the future of the medical device 
industry is generally positive. New health care laws 
will expand demand for medical devices and the 
aging population will undoubtedly have more medical 
needs. The Affordable Care Act, however, has put a tax 
on medical devices in the amount of 2.3% of revenues. 

Dr. Aswath Damodaran compiled industry data of P/E 
ratios by sector, as of January 2014. The healthcare 
products industry consisted of 58 medical products 
companies with a compiled current P/E average of 
63.66. The top chart outlines the transaction using 
profit margin ranges from IBISWorld data. The bottom 
chart displays actual profit margins for all industries 
in the healthcare sector (left column) as well as the 
healthcare products industry (right column). Using 
the indicated profit margins of 6.9% to 10.5%, Lake 
Region sold for a P/E multiple of earnings between 

17.5 and 26.7. Assuming Lake Region Medical’s profit 
margin is within the profit margin range provided by 
the IBISWorld data, the transaction resulted in a P/E 
that is below the 63.66 P/E from Damodaran’s industry 
data. This indicates that the company was transacted 
as a financial buy with synergistic reasons opposed to 
an acquisition of a potential high-growth company.

Target: Lake Region Medical (Chaska, MN)
Buyer: Accellent Inc. (Wilmington, MA)
Transaction Date: March 14, 2014
Transaction Price: $390,000,000 (Cash and Stock)

ESTIMATED VALUE RANGE

Transaction Price (In Thousands) $390,000 $390,000
2013 Revenues (In Thousands) $212,000 $212,000
Profit Margin 10.50% 6.90%

Net Profit (In Thousands) $22,260 $14,628

Revenue Multiple 1.84 1.84
P/E Multiple Range 17.5 26.7

MARKET TRANSACTION: BUSINESS VALUATION
Accellent Completes Acquisition of Lake Region Medical

Lake Region Medical was founded in 
1947 by Joseph Fleischhacker, Sr. The 
company started out primarily producing 
fishing lures and tackle, and in 1960 
began manufacturing coils for Medtronic 
pacemakers. Today, Lake Region services 
the medical device market from its 

facilities in Minnesota and Ireland, which occupy more than  
1 million square feet of manufacturing-and-distributions space.

Accel lent Inc. provides 
fully integrated outsourced 

manufacturing and engineering services to the medical device 
industry, primarily in the cardiology, vascular and the advanced 
surgical markets. Its capabilities include precision component 
fabrication, finished device assembly, complete supply chain 
management, and engineering services. Accellent Inc. is 
headquartered in Wilmington, MA with operations throughout 
the United States and in locations around the world.
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Morningstar discontinued the publishing 
of its annual Ibbotson SBBI Valuation 

Yearbook at the end of 2013, so now what should 
valuation professionals use as a replacement?

Currently, there are two leading sources to replace 
the outgoing SBBI data source. The first option is 
the Valuation Handbook by Duff & Phelps; this is 
a new offering and is intended to be a comparable 
replacement for the Ibbotson SBBI Valuation Year-
book. The second option is the Implied Private 
Company Pricing Line (IPCPL) by Bob Dohmeyer, 
ASA; Pete Butler, CFA, 
ASA; and Rod Burkert, 
CPA/ABV, CVA.

The  Va lua t i on 
Handbook by Duff & 
Phelps offers valuation 
professionals source 
information in a similar 
format as the discon-
tinued Ibbotson SBBI 
Valuation Yearbook, so 
the transition should be 
fairly seamless. Valua-
tion professionals will 
still be able to have a 
breakout of each risk 
component within the build-up method to arrive at 
the weighted cost of capital (WACC). However, it is 
still too soon to definitively comment on this source.

The other option is the Implied Private Com-
pany Pricing Line, which was discussed in the 
September 2013 BVR Business Valuation Update 
newsletter (http://bvresources.com/freedownloads/ 
BVU_0913_PricingLine.pdf ). 

Using the Implied Private Company Pricing Line 
is an innovative way to assist valuation professionals in 

calculating a company’s WACC using the calculator 
(http://biz-app-solutions.com/IPCPL.asp), and all 
that is required is the company’s revenue. For exam-
ple, the cost of capital for a company with $100,000 
in revenue is 23.58%, while the cost of capital for a 
company with $100 million in revenue is 18.82%, 
assuming a 0% tax rate for both. The cost of capital 
difference between the two examples is 4.76%. 

However, based on what we have seen thus far, it 
appears that the Duff & Phelps data would be most 
likely used in a given valuation engagement, given 

that the IPCPL is only a 
recent development, and 
therefore not fully vetted. 

The argument by the 
authors of the IPCPL 
calculator is that it is 
easy to use and will 
create more consistency 
between valuation pro-
fessionals given that the 
only input is company 
revenue, and all other 
inputs are built in to the 
calculator. The authors 
are quick to point out 
that a 5% company-

specific risk premium is included within the cost 
of capital calculation output figure. Therefore, if a 
company-specific risk premium above or below 5% 
is required, the adjustment should be made to the 
figure provided by the calculator. 

IPCPL calculator is unproven, problematic
The issue is then with the use of the calculator and 
that any adjustment made to the figure provided 

THE END OF THE IBBOTSON SBBI VALUATION YEARBOOK
What is the best replacement?

 By Christopher D. Olson, MBA

continued on page 7
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by the calculator lessens the authors’ 
goal of consistency. On the surface 
it appears that the change in the cost 
of capital is a factor of a size adjust-
ment based on revenues. Additionally, 
when all risk factors are rolled-up into 
one calculation it is difficult to verify 
the resulting cost of capital. Simply 
to state that revenues were entered 
into the IPCPL calculator and adjust-
ments were or were not made to the 
resulting cost of capital calculation 
is not sufficient. If asked for the spe-
cific breakdown of the IPCPL cost of 
capital calculation by the court, IRS, 
or a client, the valuation professional 
would be hard pressed to provide the 
breakdown. 

This point is alluded to in a NACVA (National 
Association of Certified Valuators and Analysts) 
article, Implied Private Company Pricing Line Pro-
vides Cost of Capital Comfort (http://quickreadbuzz.
com/2014/01/02/implied-private-company-pro-
vides-comfort/). The article states, “The IPCPL is 
not yet prime time, but nevertheless, a valuable and 
relevant tool in every valuator’s toolbox. Its concept 
and principle are sound, but it is not yet vetted for 
litigation and peer acceptance.”

Another issue with the IPCPL is the idea that any 
company regardless of industry, customer concentra-
tion, or other company-specific risk factors should 
have the same cost of capital as any other company 
with the same level of revenue. The authors of the 
IPCPL do state that some adjustment to the cost of 

capital may be required for company-
specific risk factors. However, any 
adjustments to the IPCPL may result in 
an appraiser double counting some risk 
factors. Thus, it seems to me that the 
area where business valuation profes-
sionals adjust a subject company’s cost 
of capital with any degree of subjectiv-
ism is within the company-specific risk. 

So if using the IPCPL does not fully 
remove the need to adjust the figure 
calculated by the IPCPL calculator, 
why should the IPCPL calculator be 
adopted? The Ibbotson SBBI Valua-
tion Yearbook, and now the Duff & 
Phelps Valuation Handbook, provides 
the specific inputs for the build-up 

method, mainly the industry risk, equity risk pre-
mium, and small cap risk premium. The risk-free 
rate should be based on the 20-year Treasury Con-
stant Maturity Rate for the month that corresponds 
to the valuation date of the subject company. Com-
pany-specific risk factors should be derived specifi-
cally from those factors that add risk to the subject 
company.

As long as the IPCPL only provides an end value of 
the cost of capital, without listing the specific values 
for each risk in the build-up method, any use of it 
within a report may provide a different cost of capital 
than using the industry-accepted build-up method. 
The IPCPL may have a use as a reasonableness check 
for appraisers using the build-up method with the 
information provided by the Duff & Phelps replace-
ment to the Ibbotson SBBI Valuation Yearbook. V V

continued from page 6

WATCH FOR A REDESIGNED VALUATION VIEWPOINT NEWSLETTER

The next issue of Valuation Viewpoint will have an updated look that incorporates more color and offers 
more useful charts and graphics. Shenehon Company plans to deliver the updated issue of Valuation 
Viewpoint in fall 2014. 

“It appears that 

the Duff & Phelps 

data would be 

most likely used in 

a given valuation 

engagement.

”
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continued from page 1

question of how much new apartment construction 
is too much. In order to address this question, one 
is required to possess either A) a crystal ball or B) a 
reliable forecasting technique to anticipate apartment 
absorption levels as well as a knowledge of the mar-
ket’s apartment construction pipeline, existing inven-
tory, and occupancy levels. One forecasting technique, 
published in Real Estate Issues 1 and generating consid-
erable buzz in the industry, bears further investigation. 

In an article titled, “Using Historical Employ-
ment Data to Forecast Absorption Rates and Rent in 
the Apartment Market,” the authors 
describe a simple forecasting technique 
based on the relationship between 
net new jobs created and apartment 
absorption rates. Charles Smith, 
Ph.D., Rahul Verma, Ph.D., and Justo 
Manrique, Ph.D. suggest that if one 
divides average annual job growth 
figures by average annual absorption 
of apartment units in a given market 
area, one can forecast absorption rates 
over time for that market area. In the 
article, the authors further describe 
the technique they developed, based 

on the relationship between a single market indica-
tor and the demand for apartment units, and present 
a case study using the Houston market area. After 
analyzing the data presented and drawing a conclu-
sion using this technique, the authors imply that one 
new apartment unit is occupied for every 8.79 jobs 
created in the Houston market area. The authors fur-
ther conclude: “(t)his information is especially useful 
when appraisers, land planners, consultants or others are 
attempting to estimate how long it will take for a single 
new apartment complex to reach stabilized occupancy; 

or how long it might take for an entire 
overbuilt market to reach equilibrium in 
terms of balance in demand and supply.”

A slightly deeper statistical analy-
sis of the data presented in the article 
strongly implies this relationship does 
not fully capture or explain all relevant 
market tangibles and intangibles. In 
our review of the authors’ data, we 
conducted a simple regression analysis 
to test the strength of the relationship 
between job growth and apartment 
demand. A regression analysis is a  

continued from page 1

FIGURE 1

1 Volume 37, Numbers 2 and 3, 2012 of the Real Estate Issues  Counselors of Real Estate Charles Smith, Ph. D., Rahul Verma, Ph. D., and Justo Manrique, Ph. D.

“Apartment 

construction has 

reached levels last 

witnessed two to 

three decades ago.

” continued on page 9
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statistical tool for investigating rela-
tionships between variables, which in 
this instance are the number of new 
jobs and apartment absorption. Figure 
1 presents a scatter diagram and simple 
regression analysis using the data pro-
vided by the authors to reach their 
conclusion. Each point in the scatter 
diagram (Figure 1) represents employ-
ment and apartment absorption data 
for a single year from the 1980 to 2011 
period as included in the sample. As 
indicated in the scatter diagram, recent 
notable outliers in the Houston market 
area analysis include calendar years 
2003 and 2007. In 2003, over 15,000 
jobs were lost, yet apartment absorption totaled nearly 
6,000 units; however, in 2007, almost 100,000 jobs 
were created and negative absorption was recorded.

From this analysis, it appears the relationship 
between net new jobs and the apartment market is 
not as strong as the authors indicate. The regression 
analysis reveals a low R-squared value of 0.1383, 
meaning the explanatory variable (job growth) 
explains only 13.83% of the variance. An R-squared 
value is a statistic often associated with regression 
analysis that functions as a ‘goodness of fit’ indica-
tor. In a simple regression analysis, 
the R-squared value is mathematically 
equal to the proportion of variability 
in a data set. As such, an R-squared 
value is bounded between zero and 
one. An R-squared value of one, which 
serves a perfect score, is obtainable if 
the regression line perfectly fits the 
real data points, while an R-squared 
value of zero suggests an independent 
variable is essentially useless as a pre-
dictor of a dependent variable. A high 
R-squared value, which would suggest 
the independent variable explains the 
variation in the dependent variable 

quite well and indicates a strong rela-
tionship exists between the two vari-
ables, is important if one wishes to use 
a model to obtain credible results for 
forecasting purposes. 

Although a low R-squared value is 
not inherently bad, it does suggest that 
one should exercise caution before 
applying this technique as a means of 
forecasting future demand or adding 
this technique to one’s professional 
toolbox. Shenehon Company also 
performed a similar analysis, applying 
the authors’ technique to comparable 
employment growth and apartment 
absorption data for the Twin Cities 

apartment market. This analysis also suggested a 
low correlation between job growth and apartment 
absorption, with the statistical results from the analy-
sis of the local Twin Cities apartment market essen-
tially mirroring the poor statistical results gleaned 
from the regression analysis of data for the Houston 
market area.

Many find this forecasting tool to be simple, 
straightforward, and easy to understand; we agree. 
Further, we are of the opinion that employment 
growth can be a major driver of demand for apart-

ment units. We also agree that other 
“statistics linkages” that demonstrate 
a stronger relationship between a 
single market indicator and apart-
ment demand may exist. We believe, 
however, that apartment markets and 
broader real estate markets are too 
dynamic to rely on a predictive model 
based on a single market indicator 
that uses a cookie-cutter approach or 
arrives at a single-point conclusion. In 
this instance, the technique presented 
by the authors does not account for 
numerous important factors that may 

“Will demand for 

apartment units 

remain healthy 

enough to absorb 

newly delivered units?

”

“The apartment 

market is too 

dynamic to rely on 

a predictive model 

based on one market 

indicator.

”

continued from page 8

continued on page 10
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affect apartment demand, including the types of jobs 
created, the rent vs. buy economic tradeoff, interest 
rate levels, etc. Thus, the technique presented by the 
authors, as well as other single market indicator tech-
niques, are unlikely to provide credible 
or meaningful results. 

The process of forecasting is as much 
an art as it is a science. In our opinion, 
the most effective and prudent means 
of anticipating future market condi-
tions and evaluating investment deci-
sions is to conduct a thorough supply 
and demand scenario analysis. A 
supply and demand scenario analysis 
considers a wide range of possible out-
comes, and then requires one to assess 
the likelihood of potential outcomes 
by employing both qualitative and 
quantitative methods. In practice, we 
also believe one should reevaluate their 

assumptions and update a supply and demand sce-
nario analysis on a quarterly basis to reflect changes in 
the many external factors affecting apartment demand 
as well as other trends influencing the marketplace. 

Moreover, it is critical to study the 
conditions and trends at the macro 
(market) and micro (submarket, neigh-
borhood) levels, as market-level supply 
and demand trends will not uniformly 
affect all submarkets or neighborhoods 
within a larger market area. 

Coming soon: Twin Cities 
apartment market analysis 
In a future issue of Hot Topic (pub-
lished at www.shenehon.com), we will 
present a recent supply and demand 
scenario analysis to explore the near-
term outlook for the Twin Cities 
apartment market. V V

“Shenehon analysis 

shows the link 

between net new jobs 

and the apartment 

market is not as 

strong as reported.

”

SHENEHON CLIENT SURVEY PLANNED FOR SUMMER OF 2014

Please watch your email for a short 
Shenehon Company survey asking for 
feedback on the Valuation Viewpoint 
newsletter. We want to make sure our 
newsletter contains information that is 
useful to you so we are sending readers 
a nine-question survey that should take 
less than three minutes to complete. We 
appreciate you taking the time to help us 
with this survey.

Print option available: For your convenience, we have included the same survey on  
page 11 of this Valuation Viewpoint. If you prefer to complete the print survey on page 11, 
please disregard the email survey.

A token of appreciation:  Survey respondents who provide their name and contact 
information will be entered into a drawing for a gift card.

continued from page 9
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Please fax your completed survey to Shenehon at 612-344-1635

Shenehon Company is dedicated to keeping its customers informed on important real estate and business 
valuation issues. For more than 20 years Shenehon has produced a client newsletter, Valuation Viewpoint, one 
of the few in the United States covering valuations and appraisals. We want to make certain our newsletter is 
as useful as possible for our clients and are asking for three minutes of your time to answer a short survey. If 
you give us your name and contact information in question 10 of the survey, you will be entered in a drawing 
for a $50 Target gift card. Thank you for your help. We appreciate your time and input.

1. How often do you read the printed Valuation Viewpoint newsletter that is mailed to you? (circle one)

a. Always b. Usually c. Sometimes d. Never

2. How valuable to you are articles outlining a recent Real Estate Market Transaction?

a. Very valuable b. Valuable c. Somewhat valuable d. Not valuable

3. How valuable to you are articles outlining a recent Business Valuation Market Transaction?

a. Very valuable b. Valuable c. Somewhat valuable d. Not valuable

4. How valuable are articles on trends and insights related to commercial real estate?

a. Very valuable b. Valuable c. Somewhat valuable d. Not valuable

5. How valuable are articles on trends and insights related to business valuations?

a. Very valuable b. Valuable c. Somewhat valuable d. Not valuable

6. How valuable to you is the high-level Market Trends and Indicators data shown on page 1 (Office 
buildings, Retail Centers, Industrial Buildings, Apartments, Midwest Housing Starts, Productivity, 
Composite PE, U.S. Employment, Consumer Confidence Index)?

a. Very valuable b. Valuable c. Somewhat valuable d. Not valuable

7. How valuable to you is the detailed Market Trends and Indicators data shown on inside pages (P/E 
Rations in Select Industries, Economic Indicators, Unemployment by U.S. Region, Rates of Return and 
Risk Hierarchy)?

a. Very valuable b. Valuable c. Somewhat valuable d. Not valuable

8. Would you be interested in receiving the newsletter by email only (not receiving a paper copy)?

a. Interested b. Neutral c. Not interested

Comments related to question 8: ___________________________________________________________

9. Do you have suggestions for newsletter topics or ideas for making the newsletter more valuable?

Suggestions: ____________________________________________________________________________

10. Your name and contact information (to be contacted in case you are the winner of a $50 Target gift card)

Name  ________________________________________

Company  ________________________________________

Phone  ________________________________________

Email  ________________________________________

Valuation Viewpoint satisfaction survey
Print version
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Shenehon Company is a Real Estate and Business Valuation firm, serving both the private and 
public sectors throughout the United States. Our unique combination of real estate and business valuation exper-

tise allows us to provide a wide range of services and to offer innovative solutions to difficult valuation issues. Obtaining 
accurate and reliable industry information and expertise should play a key role in any decision-making process, and 
Shenehon Company is dedicated to equipping its clients with the tools necessary to make informed and knowledgeable 
decisions regarding their capital investments.

Areas of Expertise:
•	 Allocation	of	purchase	price
•	 Asset	depreciation	studies
•	 Bankruptcy	proceedings
•	 Charitable	donations
•	 Commercial	properties
•	 Condemnation
•	 Contamination	impact	studies
•	 ESOP/ESOT
•	 Estate	planning
•	 Feasibility	analyses
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partnership interests

•	 Gift	tax	evaluations
•	 Going	public	or	private
•	 Highest	and	best	use	studies
•	 Industrial	properties
•	 Insurance	indemnification
•	 Intangible	asset	valuation
•	 Internal	management	decisions
•	 Investment	counseling
•	 Land	development	cost	studies
•	 Lease	and	rental	analyses
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•	 Mortgage	financing
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properties
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•	 Potential	sales	and	purchases
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•	 Tax	abatement	proceedings
•	 Tax	increment	financing
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easements
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