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Cost-Effective Class Time
How to Maximize Staff Training While Minimizing Impact on the Bottom Line

By Eugene Gilligan

Commercial real estate finns coulu be forgiven
for taking carving knives to their training rro­
grams in the face of today's declining revenues.
But while many say they are looking at cost­
effective solutions to train their employees,
heavy investment in employee training con­
tinues to prevail.

"Cost effective" i the key, and changes have
been more a marte'r of substitution. For exam­
ple, companies are raking a new approach to

educational seminars ar trade conferences.
"We're being wi e and prudent with every

expense," saiu Cheryl Klem, chief of urgani,a­
tional development & human resources direc­
tor at real estate investment management firm
Buchanan treet Parmers. Rather than send
two employees to an educational course at a
conference, the company often sends just one,
with the understanding thar that person will
brief the other when dley re[Urn to the oAice.

1n addition, rather than outsollrcing tnlining
or hiring a dedicared person in house, compa­
nies arc tending to usc existing staff, including
senior executives, for both in-person anu elec­
tronic training, bringing in outside consultants

only for specialized reasons.
"We may geT an attorney in to talk ahout

tenanr bankruptcy because thar's become a
very illlIXJrtant issue/' said Arthur Pasquarella,
executive vice president & COO fm real estate
fund manager and owner BPG Properties.

In the case of sensitive legal issues like how
to address sexual harassmenr in rhe workplace,
as well, "we want to have sumeone whu i~ very

current with the law," said Margarer Plummer,
vice president of employee development for
multi-family REIT Camden Property Trust.

Thus, whlle real estare companies are ulti­
marely spending less on training than they were
in the middle of the last decade, according to

Kenneth Meyer, principal at Delaine Consulr-
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iog, cuts are being made on a targeted basis.

Apart from the grim real itI' of lower rev­
enues, Meyer says there are logical reasons for
cerrain curs. "We're nor seeing firms insrall ma­
jor technology sy tems, such as property man­
agement," he said. Such installations require
training, a does breaking in new employees,
also an area of reduced need.

Other areas are seeing little or no fall-off. For
example. companies are still encouraging em..

ployees to take cour es to maintain their pro­
fessional real estate or accounting designations.

Podcasts are perfect
learning tools for a
workforce that is,
more often than not,
in motion.

And as the U.S. gOl'ernment expands, many
firms ~Ire tmining their ernplnyee:-; in the hesr

ways to win and keep this bu iness.
"We're seeing programs being rolleu our thar

educate their people on the best way to deal
with thb new c1:t~s of ell 'tomer," Nleyer said.

To meet new marker realities, jane Lang
LaSalle Ine. is foeu ing on issue uch as "so­
lurion selling/I accnrc.ling to lv10nna Nevils,

the company's senior vice president of human
resource. This helps them better answer such
quesrions as, "How do you undersrand and
meet your client needs that aren'r transaction
ba cd?" she said.

Anorher provider sees increased demand
for financial Iiteracy across the real estate jobs
pectrum. "There's demand for more sophisri­

cated understanding of real esrate as an invest­
ment," said joseph Greenblatt, presidenr &
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CEO of multi-family management company
Sunrise Management and senior vice president
uf the Institute of Real Estate Management.
"Property managers, (or instance, want ro have

agoodgraspoffinancialanalysi ."
Many real estale firms are taking advantage

of rhe inreractivity and convenience thar e­
learning platforms provide. In fact, rhere are
numerous online educational opportunities,

including wehinars. clas:-;es rind other (lfferings.

Accounting, law and real estate finns have
audeu to the mix with their own programs, in
large ptlrt to stay connected with their cuStom·

er base. Thar has cut into attendance ar some
inuustry events despite the attraction tho e
evenrs offer in rhe form of professional credits.

E-learning tends to be both more cosr effec­
ri"e anu less rime consuming. Furthermore,
webinars can be anended in rwo- or three-hour
ses>tons stretched over a I ng period of time,
making them Illore flexible than training at
conferences, which mighr require two or thtee
full, consecutive day to earn the same profes­

sional credir.
"It really is a phenomenal advantage,"

Meyer said.
Online classe, can also be used to euucate

staff. jones Lang LaSalle's employees are mak­
ing increasing u e 0 its e-learning platform.
In 2009, employees logged 50,000 hours of
time ar JLL e-University, a 56 percent in­
crease over 2008.

Podcasrs are perfect learning tools for a
workforce that is, more often than not, in mo­
tion, Nevils said. Among those at jones Lang
laSalle, as parr of its "Summer of Develop­
menr" e-Ieaming platfunn, the finn recenrly
offered "Simply Strength ," Marcus Bucking­
ham's program that helps employees identify
work acriviries rhar make them feel strong, and
"Harvard Manage Mentor," a series of interac-
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"Training is always
better in person. We get
the full attention of our
attendees ... without
the distraction webinar
training tends to attract."

rive programs designed to enhance manager ca­
pabilitics in building high-pclformancc tcams.

And some real estate finns have found room
for more personalized e-programs. CB Richard
Ellis Inc., for instancc, has introduccd two new
e-Ie"ming platforms in the post ye"r "imed ar
professionals in different career tages. One
program, targcted toward sales profe sionals
wirh aboUT two years of experience, direcrs par­
ticipants to learn more about the company's
history and capabilities while teaching core
real cstate skills (understanding leases and rcal
estate finance basics) and how to d velop and
deliver effective selling presentations.

The other new platform, just unveiled in
January, consists ofsessions wirh the company's
top sales representatives. Other sales represen­
tatives have the opportunity to review the e
topics, which are centered on challenges fac­
ing today's commercial real esrate marker, with
their peers.
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De 'pite the growing interest in electronic
learning, though, some stUI find value in in­
person ptograms. Kyle Schoppmann, senior
managing director of CB Richard Ellis, note
that a program in the
company's New York
tri-state region office
called "The Wheel"
has attracted attention
rhroughout the com­
pany. The program rO­
tate a small number of
new hires through all of
the finn's service areas

throughout the course
of a year, in twO- to three-momh increments.

And real estate valuation finn Integra Re­
alty Resources runs a large training evenr ev­
ery fall, the Inregra Vegas Academy. "Train­
ing is always better in person. We get rhe full
attention of our attendees for several days,

without the distraction webinar
training tends [Q attract," 'aid Jef­
frey Rogers, Integra's president &

COO. "We find that our employees do better
when trained (in person) and webinar is used
as a follow-up. Also, with 800 employees in 59
uffices around the country, we get a lot of syn-

ergie bringing people
together from around
the country"

At Camden, rhe
majority of training
is conducted thtough
classroom instruction,

as well as through a
strong menroring pro­
gram. About 20 rer­
cenL of instructiun is

through e-!earOing.
Instructors provide €I uricher experiencell

[0

their students than they can recei ve through
an e-Iearning regimen, according to Plummer,
and human instructors are able to educate
students ahout Camden's culture, with rhe ad­
ditional benefit of being able to provide extra
help to a srudent who may be struggling with
the coursework.
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At BPG Properties, mentoring i considered
a strong piece of the training program, and it
is very much in person. In fact, it could be as­
sumed that the mentor and tudent are "joined
at the hip," noted Pasquarella, with the new
hire attending meetings and sales calls with
the mentor. And if the student flounder, it is
made very clear that the mentor is "not help­
ing," he said.

At the same time, the pupil can teach the
mentor some new way to do things. "l think
it's a program that goes up, down and side­
ways," aid Pasquarella.

Pasquarella, the 2010 board chair for The
Counselor of Real Estate, say uch an organi­
zation can al 0 provide training at the highest
levels. "It provides a forum for me to reach out
to my counterpart ," he said.

Joseph Ditchman, partner in Colliers Os­
tendorf-Morri , agrees. "We don't want our
employee to become stagnant," he said,
noting that the firm takes full advantage of
educational programs offered by NAIOP,
CCIM and CRE. Other learning opportuni­
ties can be found at Cleveland State Univer­
sity, which ponsors a robu t lecture eries
highlighting the city's top commercial real
estate executives.

Certainly, both e-learning and in-person
training have their benefit, and not everyone
ha settled on the best balance.

"We're eeing demand for e-Iearning;

it i cheaper and more convenient," Green­
blatt said. "But there is still demand for
high-touch learning."

The two questions that lie at the heart of the
issue, Greenblatt said, are how employees learn
in the most efficient manner and how their
companie want them to learn.

"The key is to procure the right training to
meet a company's evolving needs," Meyer said.
'Those that make the smart decisions will live
beyond the current economic challenge ." lID!
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