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O u r  i n t e n t  i s  t o  a c h i e v e  1 0 0 %  o c c u p a n c y  t h r o u g h  a  l e a s i n g ,  m a r k e t i n g 
a n d  p o s i t i o n i n g  s t r a t e g y  c r a f t e d  a r o u n d  i n t r o d u c i n g  N o r t h w o o d  t o 

B r i c k e l l ,  a n d  r e i n t r o d u c i n g  T w o  a n d  T h r e e  B C C  t o  M i a m i .  

C O N N E C T
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A G E N D A

L e a s i n g  &  M a r k e t i n g
S t r a t e g y

C o n n e c t : 
T h e  N o r t h w o o d  S t o r y

A s s e t 
C o m m i t m e n t
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L e a s i n g  &  M a r k e t i n g  S t r a t e g y
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L e a s i n g  &  M a r k e t i n g  S t r a t e g y  |  S W O T

O P P O R T U N I T I E S

S T R E N G T H S W E A K N E S S E S

T H R E AT S
• Reintroduction of BCC to the brokerage 

community with emphasis on the availabilities 
and incentives to tour

• Direct outreach program to prospective tenants 
(tenants in the market or with upcoming 
expirations) and brokers working with tenants 
in our availability size range

• Capture post-COVID tenant base looking for 
smaller scale office buildings 

• Diversify tenant base and reduce WeWork’s 
footprint

• Create an identity for the office portion which 
has always been neglected 

• Introduce Northwood  brand to the CBD
• Playing from a position of strength with new 

leases and with any renegotiations 

• Exposure to WeWork giving back some or all of their space with little/no notice 
• Substantial increase in Class A supply at 830 Brickell which will lead to vacancies in the CBD
• Impact on the demand for office space due to COVID-19

• Best amenity base in the submarket
• Unmatched live-work-play atmosphere in Brickell
• Credit and recognizable tenant base
• Location, accessibility, and connectivity to public transit
• Flexible office configuration possible due to location of elevator banks

• Lack of broker engagement (broker events, 
tour incentives)

• Insufficient direct marketing of vacant 
spaces/availabilities

• Heavy traffic in the immediate area and no 
messaging from brokerage to counter

• Floor plate size is small for larger tenants
• No unobstructed water views
• Lack of “arrival” 
• Office identity overshadowed by other 

components of project
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L e a s i n g  &  M a r k e t i n g  S t r a t e g y 

• Suite 1103:  
2,074 sf Vacant 

• WeWork

• Suite 700 – 17,472 sf: 
Akerman giveback space

• Suite 601: 8,933 sf:  
Swire space 

3B C C 2B C C
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L e a s i n g  &  M a r k e t i n g  S t r a t e g y  |  S e l e c t  Te n a n t s  a c t i v e  i n  t h e  M i a m i  C B D

L LY
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L e a s i n g  &  M a r k e t i n g  S t r a t e g y  |  R e i n t r o d u c i n g  t h e  O f f i c e  S p a c e

Current Naming & Logo Approach Enhanced Naming & Logo Approach
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L e a s i n g  &  M a r k e t i n g  S t r a t e g y  |  C l a r i f y  M a r k e t i n g

Resolve Website Navigation
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L e a s i n g  &  M a r k e t i n g  S t r a t e g y  |  H i g h - I m p a c t  Te n a n t  Ta r g e t i n g

Video Box
Branded Gift
Brochure
3d Printed Building Replica
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L e a s i n g  &  M a r k e t i n g  S t r a t e g y  |  A  C o m p r e h e n s i v e  To u r  E x p e r i e n c e

A leasing team that excels at both the art 
and science of the tour:
Senior brokers lead every tour; the tour is 
carefully planned and executed to show BCC to 
its best advantage, and for large tour groups, 
there will always be two brokers.
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L e a s i n g  &  M a r k e t i n g  S t r a t e g y  |  C r e a t i n g  a n d   M a i n t a i n i n g  C o n n e c t i o n s
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C o n n e c t :  T h e  N o r t h w o o d  S t o r y
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T h e  N o r t h w o o d  S t o r y  |  O n e - o n - O n e  I n t r o d u c t i o n s
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L a n d l o r d  -  Te n a n t  E n g a g e m e n t  |  C o n n e c t i n g  N o r t h w o o d  t o  B C C  Te n a n t s
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C o m m i t t e d  Te a m
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C o m m i t t e d  Te a m  |  Te a m  O r g a n i z a t i o n

B r o k e r a g e

S t e p h e n  R u t c h i k  |  E x e c u t i v e  M a n a g i n g  D i r e c t o r

O p e r a t i o n s /  M a r k e t i n g  S t r a t e g y

B r i d g e t t e  Ta y l o r  |  C l i e n t  S e r v i c e s  A s s o c i a t e

B r o k e r a g e

J o n a t h a n  K i n g s l e y  |  E x e c u t i v e  M a n a g i n g  D i r e c t o r

B r o k e r a g e
To m  F a r m e r  |  D i r e c t o r

B r o k e r a g e

J a r r e d  G o o d s t e i n  |  S e n i o r  D i r e c t o r

B r o k e r a g e
R y a n  G o g g i n s  |  D i r e c t o r

B r o k e r a g e
I l y s s a  E t t e l m a n  |  A s s o c i a t e

R y a n  K r a t z  |  P r e s i d e n t ,  S o u t h e a s t  R e g i o n 

T y l e r  d e  l a  P e n a  |  S e n i o r  A s s o c i a t e

B r o k e r a g e

E x e c u t i v e  O v e r v i e w

M a r k e t i n g 
C a r m e n  A q u i n o  |  M a r k e t i n g  S p e c i a l i s t

Tr a n s a c t i o n s 
R e g e n a  B l u e  |  Tr a n s a c t i o n  C o o r d i n a t o r 
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C o m m i t t e d  Te a m  |  T h e  B r i c k e l l  E x p e r t s

C u r r e n t  a s s i g n m e n t s  i n  t h e  s u b m a r k e t

8 0 0  B r i c k e l l  A v e n u e  |  M i a m i ,  F L 8 0 1  B r i c k e l l  A v e n u e  |  M i a m i ,  F L

8 0 0  B R I C K E L L 8 0 1  B R I C K E L L

• Class B office building
• 209,122 SF RBA 
• 1981 Built  / 1996 Renov  
• 82% Leased

• Class A office building
• 415,150 SF RBA 
• 1985 Built / 2020 Renov  
• 95% Leased
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C o m m i t t e d  Te a m  |  O u t p e r f o r m i n g  D u r i n g  D i f f i c u l t  T i m e s
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CAPITAL IMPROVEMENTS

(11/2014) Penthouse leased.
No Upper bank space available
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C o m m i t t e d  Te a m  |  O u t p e r f o r m i n g  D u r i n g  D i f f i c u l t  T i m e s
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HISTORICAL VACANCY
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(11/2014) Penthouse leased.
No Upper bank space available
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T H A N K  Y O U

Q & A
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