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CONTACT US
MSP INVESTMENT SERVICES GROUP
MARK KOLSRUD, SIOR, CPM
Executive Vice President
Direct 952 897 7790

PETER LOEHRER
Associate
Direct 612 799 9871

Mark.Kolsrud@colliers.com

Peter.Loehrer@colliers.com

PETE CARBONNEAU
Associate
Direct 952 374 5860

LYDIA PAASCH
Sr. Property Marketing Strategist
Direct 952 374 5822

Peter.Carbonneau@colliers.com

Lydia.Paasch@colliers.com

COLLIERS | MINNEAPOLIS - ST. PAUL
1600 Utica Avenue South | Suite 300
St. Louis Park, MN 55416
www.colliers.com/msp

Copyright © 2021 Colliers International.
The information contained herein has been obtained from sources
deemed reliable. While every reasonable effort has been made to ensure
its accuracy, we cannot guarantee it. No responsibility is assumed for any
inaccuracies. Readers are encouraged to consult their professional advisors prior to acting on any of the material contained in this report.
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COLLIERS’ MSP INVESTMENT
SERVICES GROUP
CLIENT FOCUSED // PROCESS ORIENTED // RESULTS DRIVEN

The Colliers’ MSP Investment Services Group provides acquisition and disposition services throughout the Midwest.
We take a holistic approach to the brokerage business, melding traditional brokerage services with modern advisory practices. This includes a local, on-the-ground presence with national platform capabilities. Our goal is to help you maximize
your return on investments.
Our national network of investment sales advisors cover all major markets and capital sources. Through collaboration and
information-sharing, we reach a wide national investor pool at the private and institutional levels to ensure that our clients’
property receives maximum exposure and attention.

COLLIERS’ MSP INVESTMENT SERVICES GROUP
Mark Kolsrud, SIOR, CPM
Executive Vice President

Colliers International | Minneapolis - St. Paul

Peter Loehrer
Associate

Pete Carbonneau
Associate

Lydia Paasch
Sr. Property Marketing Strategist
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MEET
OUR TEAM

MARK KOLSRUD, SIOR, CPM
Executive Vice President

PETER LOEHRER
Associate

As the Executive Vice President for Colliers’ Investment Services

As an associate for Colliers’ MSP Investment Services Group, Peter

Group in Minneapolis-St. Paul, Mark leads the team to success

Loehrer is focused on the full spectrum of single and multi-tenant

through proven processes with over 30 years of commercial

office & industrial acquisition, disposition, and equity-raise

brokerage experience. Mark specializes in industrial, office,

opportunities for both private and institutional quality clients. The

medical-office, and single-tenant net lease sales; both locally and

Colliers platform and local team provides the expertise and capacity

nationally. Since 1984, Mark has transacted in excess of $2.5 billion

to work with owners, investors, developers and institutional clients

in investment sales.

throughout the Midwest.

LYDIA PAASCH
Sr. Property Marketing
Strategist

PETER CARBONNEAU
Associate
As an Associate for Colliers’ MSP Investment Services Group, Pete

As the Senior Property Marketing Strategist for the MSP

specializes in single tenant and multi-tenant office and industrial

Investment Services Group, Lydia Paasch specializes in the sale of

investment sales. He is committed to involvement at every stage of

single and multi-tenant office and industrial properties. Lydia’s

the disposition process – beginning with the physical and financial

primary role is to manage the sales process from prospect to

assessment of the property and following through with due

closed sale by acting as main point of contact with brokers, clients,

diligence and closing. From underwriting the property to following

designers, vendors, and research groups to establish and achieve

ever changing market conditions, Pete applies a hands-on approach

each client’s goals.

to see clients through every step of the sale process.

“ We solve for the client experience.”
Colliers International | Minneapolis - St. Paul
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TEAM
STRUCTURE
Sales Brokers
Execution Team

Leasing Specialists

MARK KOLSRUD

COLLIERS LEASING TEAM

PETE CARBONNEAU

PETER LOEHRER

• 43 local leasing brokers

PETE CARBONNEAU

• 7,049,377 total square feet listed

COLLIERS’ FINANCIAL
CONSULTING GROUP

• 471 leases signed in 2020

• Conduct thorough up-front due diligence

• Assist with negotiations

• Provide additional market clarity and
credibility to support a stabilization and
exit strategy

• Prepare ARGUS and underwriting/
valuations

• Conduct property tours

• Assist with property and market tours

Process Cordination &
Marketing & Support

Research

Debt Specialist

COLLIERS RESEARCH
DEPARTMENT

COLLIERS’ MORTGAGE FKA
DOUGHERTY FUNDING

• Design and prepare marketing materials

• Provide market data

• Provide brokers with debt possibilities

• Create and distribute marketing reports
to clients

• Assist in investor presentations
supporting continued positive market
fundamentals

• Size and price debt possibilities

• Communicate story to buyers
• Conduct bidding process

LYDIA PAASCH
• Manage marketing campaign and timeline

• Conduct buyer due diligence

Colliers’ Investment
Services Group
CISG
• Monthly calls regarding national buyer
and seller behavior
• Introduce opportunity to investors
nationally and globally
• Pooling of resources to create
comprehensive buyer and capital source
database on a global scale

Colliers International | Minneapolis - St. Paul

Financial Analysis

• Provide consultative services to
prospective buyers

Colliers has built its reputation around teamwork. We have
assembled a team of seasoned investment professionals
and leasing experts who will successfully work together
to provide national, regional and local expertise. The
above is an organizational chart describing our team for
assignments along with corresponding responsibilities of
each team member.

MSP Investment Services Group
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SINGLE TENANT
PROPERTY
VALUE DRIVERS
Investor groups will value property occupied by a single tenant primarily based on the length of
the lease and the creditworthiness of the tenant. Secondary value drivers are the structure of
the lease and the strength of the underlying real estate.

Lease Term

Tenant Credit

• 10 to 20+ YEARS remaining at the time of
sale

• S&P rated BBB- or Moody’s rated Baa3 or
better credit, also called investment grade

• Tenant Tenure at the facility will be
scrutinized

• Three years trailing financial statements
showing a strong and growing revenue stream

• “Stickiness” or likelihood of renewal is key

• Efficient revenues and low levels of debt,
Goodwill will be considered a long-term liability
• For sale/leasebacks: reinvestment of
proceeds back into the company

Lease Structure

Bricks and Mortar

• Absolute Net lease is preferred, triple Net
will increase bidder pool

• Large and easily re-tenanted spaces are
preferred

• Rental rates in-line with the market with
annual increases

• Proximity to highways, residential areas, and
retail corridors

• Tenant financial reporting, estoppel, and
SNDA provisions are a must

• Lack of buildable development pads nearby

• Lack of Tenant purchase or termination options

• The cost of deferred maintenance will be
credited to the buyer at sale

• Transparent renewal option terms

• Restoration clauses in case Tenant vacates

WHAT IS A
SALE / LEASEBACK?
A Sale/Leaseback is a bifurcated transaction in which two things happen: a) a business that owns its
own real estate sells that property to an experienced investor and b) that business executes a longterm lease with the investor for the same space.
Sells Property

A win/win scenario:
the owner/user
provides long term
durable cash-flow, the
investor provides the
owner/user with the
market value of the
property.

Pays Rent

OWNER / USER
“The Seller”

INVESTOR
“The Buyer”

Pays Market Value

Leases Back Property

Key Advantages of a Sale / Leaseback
For many businesses, whether they be private, public, national, or local, real estate ownership may not considered
part of their core strategy, yet it remains one of their largest headaches and expenses. A Sale Leaseback provides the
opportunity to quickly raise low-cost capital while simultaneously removing a burdensome line item from the balance
sheet.

The Question:
Would you rather own
and manage your own
real estate or have
its market value in
machinery, equipment,
or a lighter debt load?

Colliers International | Minneapolis - St. Paul

Immediate LowCost Capital

Improve Financial
Health

Insulate from Risks
and Costs of
Ownership

Prepare for Sale
or Restructure

MSP Investment Services Group
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WHY PEFORM A
SALE / LEASEBACK?
Immediate
Low-Cost Capital

Improve Financial
Health

•

To purchase equipment, machinery, tech, or
cometing businesses

•

By paying down debt, reducing debt-to-equity (or
EBITDA) ratios

•

Without loan covenants, interest rates, or penalties

•

•

To pay settlements, overhead, bonuses or payroll

By removing a large fixed asset from the balance
sheet

•

By the ability to add rent payment to their tax
deduction

Insulate from Risks and
Costs of Ownership

Preparing for a Sale or
Restructure

•

Casualty, environmental and regulatory risks and
obsolescence

•

Selling the real estate separately from your business
maximizes value

•

Functional obsolescence reducing value

•

•

Oversupply by local developers reducing sale value

Acquiring a company & selling the real estate can
reduce investment basis in acquired business

•

Increase liquidity to buyout partner(s) or restructure
existing ownership

NOW
IS THE
TIME!
There has never
been a better time
to perform a Sale
Leaseback for a
variety of reasons:

Colliers International | Minneapolis - St. Paul

Low Interest
Rates

Tight Debt
Markets

Immediate Access
to Capital

The Fed recently announced
that they will be keeping
interest rates at rock bottom
through 2021 which will put
upward pressure on pricing.

With traditional sources of
debt drying up as lenders
underwrite a riskier lending
environment, businesses will
have more trouble finding
debt a viable way to finance
purchases.

With futures uncertain and
volatility at a high point,
companies with excess
capital to spend on M&A
activity, potentially purchasing
competitors at a discount.

MSP Investment Services Group
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MARKETING
PLAN
Pre-Marketing

Our team will utilize our
access to current and
emerging investors and
capital including:

As soon as we have been awarded an assignment, and while we finalize
the marketing materials, our recommendation would be to quietly market
each asset to our top 10 most likely prospects. This creates a sense of
awareness to these particular investors causing increased attention to the
asset.

Existing Colliers Minneapolis
database of more than 3,000
investor contacts
Real Capital Markets database of
approximately 10,000 qualified
investor prospects

Marketing Process
We suggest marketing each asset without an asking price. From start to
finish, including our preparation of marketing materials, we would expect
to have a closing date within five months of commencing an assignment.
Below is an estimated timeline of events.

CISG contacts from 3+ countries

Marketing Timeline

1

Marketing Launch
week 2-7
• Deliver marketing materials;
contact interested parties
• Conduct tours
• Meet with prospective buyers
• Initiate conversations with
prospects
• Contact new prospects; conduct follow-up discussions
• Generate weekly marketing
reports

Prepare Marketing Materials
week 1-2
• Sign listing agreement
• Collect due diligence documents
• Evaluate property
• Create marketing materials
• Finalize marketing plan
• Plan tours

Colliers International | Minneapolis - St. Paul
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3

Best & Final
week 8-9
• Recommend buyer or
“Best & Final” candidates, if necessary
• Collect offers
• Contact candidates
• Collect Best & Final
offers
• Recommend and select
buyer

Call For Offers
week 7
• Call for Offers
• Discuss offers
with client

4

5

Due Diligence
week 11-15
• Schedule key dates
• Final due diligence documents available
• Confirm receipt of due
diligence items by buyer

Executed Purchase
Agreement
week 10-11
• Negotiate and sign
Purchase and Sale
Agreement
• Send out
due diligence
documents

6

7

Closing
week 15-19
• Review closing
documents
• Submit booking
package
• Celebrate Closing!

MSP Investment Services Group
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MARKETING PLAN
& PROCESS
The following is a summary of the proposed process and the corresponding time line:

PHASE 1 - Advisory/Analysis
› Property Inspection and Market Evaluation

Weeks 1-2

› Gather and Analyze Property Data (i.e. physical, financial, and lease)

Weeks 1-2

› Prepare drafts (both hard copy and electronic) of all marketing material:

Weeks 1-2

o
o
o
o

E-Brochure and Hard Copy Brochure
Real Capital Markets Data
Full Offering Memorandum
Property Website (if necessary)

› Search and prioritize team’s investor and sold databases and target the most active and logical prospects.

Weeks 1-2

› Send out announcement letter with Brochure.

Weeks 2-3

› Prepare data, read and abstract leases, calculate, analyze and finalize the property’s value using a 10-year discounted cash flow

Weeks 1-2

analysis.

› Evaluate all electronic marketing resources including Real Capital Markets (on a confidential basis at Owner’s request).

Weeks 2-3

› Email to select Colliers International Institutional Investment Brokers for input on any new or obscure prospects in the market.

Weeks 1-3

› Discuss with ISG-Colliers International during monthly conference call.

Weeks 2-3

› Meet personally or by conference call with ownership to verify data, marketing material and the property pricing strategy.

Weeks 2-3

› Reach consensus on final marketing material, offering strategy, and target price.

Weeks 2-3

› Send final copies of marketing materials for production and distribution to initial prospect list.

Weeks 2-3

PHASE 1-A - Colliers Pre-Due Diligence
› Coordinate with Owner and Owner’s legal staff the specific terms and conditions that will be in the purchase and sale agreement and should
be detailed to bidders prior to making offer (i.e., reps and warranties, indemnifications, closing costs).

› Estimate any capital costs necessary over both near term and long term and establish if they are landlord or tenant responsibilities (for internal use only) and if any should be completed prior to marketing.

› Prepare material for due diligence library and verify it contains all pertinent information regarding the property for review by investors prior to

bids. This library should contain copies of any leases, an updated survey and title report, copy of existing or new environmental report, historical operating statements, etc.

› Review all ongoing lease negotiations to determine effect on value along with consideration for associated costs.

PHASE II - Active Marketing
› Continue telephone follow-up and reaction tracking on letter/brochure mailing.

Weeks 3-6

› Begin distribution of marketing material to targeted prospects.

Weeks 2-3

› Coordinate property and market inspections.

Ongoing

› Provide written reports and conference calls to ownership.

Ongoing

Colliers International | Minneapolis - St. Paul
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PHASE III - Negotiations
› Establish offer deadline date per broker/owner final strategy.

Weeks 45-5

› Provide additional monthly written market reports.

Ongoing

› Prepare Bidding Instructions Letter.

Week 5

› Coordinate offer submissions and summary matrix.

Ongoing

› Prepare evaluation report and matrix of offers submitted with recommendations.

Ongoing

› Coordinate Best and Final Process and summary report with recommendations.

Weeks 7-8

› Choose winning offer—move to Purchase Agreement.
			

Weeks 9-10

PHASE IV - Due Diligence and Closure
› Manage and advise on the entire Due Diligence process, materials, and issues.
› Monitor and assist with negotiations and execution of Purchase and Sale Agreement.
› Provide all required property information and data for buyer to complete underwriting of the investment.
› Coordinate and conduct all subsequent tours of the property and market for the buyer and buyer’s representatives.
› Coordinate all Due Diligence inspections, including:
o Engineering
o Structural
o Environmental
o Appraisal
o Lender (if any)

› Interface with buyer’s and seller’s legal counsel during entire negotiations and Due Diligence process.
› Coordinate, track, and document the completion of all aspects of the Due Diligence process within designated time period.
› Coordinate all necessary time tables and document flows to facilitate the closing of escrow.
o Municipal or planned community approvals
o Proration calculations
o Service, management, and leasing agreements
o Closing statement and documents

TIMETABLE

We expect to fully execute the analysis, marketing, and sale effort on the property within a 5 month timeframe, but we have commonly been able to transact within 45 days with certain clients.
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SELECT TEAM SINGLE-TENANT
TRANSACTIONS

PROPERTY

Bayer Crop Science Facility
Shakopee, MN

PROPERTY

DecoPac Global Headquarters
Shakopee, MN

Brennan Industrial STNL Portfolio
PROPERTY Multiple Locations

SIZE

136,589 sf

SIZE

334,988 sf

SIZE

24 locations, 3,369,943 sf

PRICE

$17,550,000

PRICE

$28,250,000

PRICE

$175,000,000

PRICE PSF $126

PRICE PSF $84

PRICE PSF $52

CLIENT

CLIENT

CLIENT

Ryan Companies

Anoka Industrial, LLC

Brennan Investment Group

Building & Land
PROPERTY Bluestem
Eden Prairie, MN

Commons
PROPERTY Allina
Minneapolis, MN

Portfolio
PROPERTY Wildamere
Multiple Locations

SIZE

350,000 sf building; 41 acres

SIZE

418,279 sf

SIZE

13 locations, 2,715,295 sf

PRICE

$28,600,000

PRICE

$67,500,000

PRICE

$110,000,000

PRICE PSF $83

PRICE PSF $161

PRICE PSF $40

CLIENT

CLIENT

CLIENT

CNL Financial Group, Inc.

Liberty Property Trust

Ryan Companies

Building
PROPERTY Hill-Rom
Shoreview, MN

Campus
PROPERTY Abbott
Minnetonka, MN

PROPERTY

WinField United Building
Story City, IA

SIZE

111,173 sq ft

SIZE

280,289 sq ft

SIZE

411,294 sq ft

PRICE

$12,000,000

PRICE

$22,300,000

PRICE

$21,037,000

PRICE PSF $118

PRICE PSF $80

PRICE PSF $51

CLIENT

CLIENT

CLIENT

Eagle Ridge Partners

Colliers International | Minneapolis - St. Paul

Eagle Ridge

Pella Corporation
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Iron Works
PROPERTY Crown
Blaine, MN

Companies
PROPERTY GLS
Brooklyn Park, MN

BAE Systems
PROPERTY Fridley, MN

SIZE

67,172 sf

SIZE

163,975 sf

SIZE

585,225 sf

PRICE

$13,479,000

PRICE

$12,000,000

PRICE

$46,800,000

PRICE PSF $180

PRICE PSF $73

PRICE PSF $80

CLIENT

CLIENT

CLIENT

Mortenson

GLS Companies

Hyde Development

Park Court
PROPERTY 435
Lino Lakes, MN

Building
PROPERTY Gannett
Maple Grove, MN

Headquarters
PROPERTY CSI
St. Paul, MN

SIZE

265,516 sf

SIZE

192,924 sf

SIZE

150,800 sf

PRICE

$16,050,000

PRICE

$14,400,000

PRICE

$21,400,000

PRICE PSF $60

PRICE PSF $75

PRICE
PSF $171
Offering Memorandum

CLIENT

CLIENT

Investment Opportunity
CLIENT
Cardiovascular Systems, Inc.

Sentinel Real Estate Corporation

Cabot Properties

1001 Third Avenue South

Data Center Property

PRESENTED BY:

Dan Peterson
Senior Associate
DIRECT +1 952 897 7731
EMAIL dan.peterson@colliers

Tim Huffman
Executive Vice President
+1 404 877 9288
tim.huffman@colliers.c

DIRECT
EMAIL

1001 THIRD AVENUE SOUTH | OFFERING MEMORANDUM

COLLIERS INTERNATIONAL P.

1001 3rd Ave
PROPERTY
Minneapolis, MN

PROPERTY

Christopher & Banks Corp HQ
Plymouth, MN

Value Distribution Center
PROPERTY True
Harvard, IL

SIZE

210,000 sq ft

SIZE

1,331,727 sq ft

SIZE

541,542 sq ft

PRICE

$13,650,000

PRICE

$30,000,000

PRICE

$22,800,000

PRICE PSF

$65

PRICE PSF $22.50

PRICE PSF $42

Christopher & Banks Company

CLIENT

CLIENT

CLIENT

Colliers International | Minneapolis - St. Paul
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THE COLLIERS
DIFFERENCE

COMMUNITY FOCUS

SUSTAINABILITY

We act on our belief that ‘helping people is good business.’
Giving back is an essential part of who we are. We
donate our time, talents and resources to causes that are
meaningful to our employees, their families, our clients and
community. We’re also deeply committed to socially and
environmentally responsible business practices—the kind
that keep our communities healthy while supporting the
long-term success of business.

With our own LEED® Gold Certified headquarters, we are
committed to environmental stewardship and dedicated
to helping clients find a balance between environmental
impact and budgetary constraints.

LOCALLY-OWNED
With roots in the community for 40-years, we live and
breathe commercial real estate in the Twin Cities. Our
tenured presence in the area gives us a local perspective
unlike any other.
DIVERSITY
We value diversity. Our commitment to embracing diverse
ideas, diverse employees and offering diverse service
lines helps us bring fresh perspectives to the table for our
clients.
COLLABORATIVE AND FLEXIBLE
Working together leads to a better outcome, every time.
Through careful listening, flexibility and the ability to
quickly adapt, we can deploy our integrated services in an
intelligent, strategic way that ensures exceptional results.

Colliers International | Minneapolis - St. Paul

EXPERTISE BEYOND REAL ESTATE
Being experts in real estate is just one part of our job. To be
successful, we also need to know the ins-and-outs of our
clients’ business. We have experts on staff in virtually every
industry, ready to develop an intelligent strategy that works
for your company.
MARKETING
Our in-house marketing team is unlike any other in
the Twin Cities commercial real estate industry, with
specialists equipped to deliver a professional, innovative,
and personalized marketing plan that will efficiently and
effectively reach your target market.
RESEARCH
Specialized market insight is vital to any real estate
transaction, and helps you make the smartest decisions
for your business to maintain and increase profitability.
Our research department provides reliable, up-to-date
information and state-of-the-art real estate maps for
multiple platforms.

MSP Investment Services Group
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DEFINED BY OUR
SPIRIT OF ENTERPRISE
With a long-standing history in the Twin Cities and a worldwide network of resources
through Colliers International, we provide local commercial real estate expertise and a
global reach that’s unique to this market.
We tailor our comprehensive knowledge and fully-integrated suite of services to
successfully address the ever-evolving needs of each unique client, all while applying
the passion and integrity we’re known for.

Local Expertise

Comprised of

15,400

Global Reach

Comprised of

15,400
professionals

professionals

Revenue

Managing

Established in

(US$)

(square feet)

countries

$2.7B

2B

69

Revenue

Managing

(US$)

(square feet)

$2.7B

Lease/sale transactions

68,000

2B

Transaction value

$116B
(US$)

All statistics are for 2017, are in U.S. dollars and include affiliates.

Established in

69

countries

Lease/sale transactions

68,000

Transaction value

$116B
(US$)

All statistics are for 2017, are in U.S. dollars and include affiliates.
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MINNEAPOLIS / ST. PAUL
MARKET

A ROBUST ECONOMY
Consistently ranked as one of the world’s best places to
do business, our thriving economy is built on a strong
foundation of well-respected companies and a highlyeducated workforce.
Referred to as the Twin Cities, Minneapolis-St. Paul is the
country’s 16th largest metropolitan area and the 10th largest
by GDP. Approximately 65% (3.6 million) of the state’s
population resides in the 13-county metro area. 2017 was
the first year since 2001 in which more people moved into
Minnesota than those moving out of state. In addition to being
the cultural center of the state (second only to New York City
in live theatre per capita), the Twin Cities is instrumental in
driving the state’s economy as well.
Areas within the Twin Cities region offer different strengths
that support the regional economy. Industry clusters provide
a large share of jobs in the metro and give the state a
competitive advantage in the U.S. and global economy.

Biosciences

Manufacturing

Data Centers

Clean and
Renewable

Banking and
Finance

Health Care
Services

Source: Forbes, Metropolitan Council, MN Department of Employment and Economic Development

1st

2nd
MILLION

among the 30 largest metros in Fortune
500 companies per 1 million people.

in labor force participation.

3rd

in number of Fortune 500 company
headquarters per 1 million people.

3rd

nationwide in S&P 500 companies
per 1 million people.

Minneapolis ranks #1 for best parks in
the Nation in 2020.
Highest five-year business start-up
survival rate in America according to
U.S. Bureau of Labor Statistics-2020

Minnesota represents a diverse economic landscape with strong core industries. We have an
exceptional base of talent and expertise - not to
mention a long record of success - in several key
industries and sectors.

EMPLOYMENT
4%

4%
19%

6%

SETTING THE PACE >>

9%

11%

Employment
by Sector

19%

Minneapolis is growing almost five times faster than
Chicago, according to the U.S. Census. “The key
difference is that Minneapolis has maintained a strong
economy, far outpacing Chicago and other cities
throughout the nation.
(The Chicago Metropolitan Planning Council)

13%

15%

Education & Health Services

Leisure & Hospitality

Trade, Transportation and Utilities

Financial Activities

Government

Construction

Professional & Business Services

Other Services

Home to 39 of the
top 500 Colleges and
Universities
*walletHub

Moving to the
Midwest dramatically increases most
companies’
odds of success

Manufacturing

THE TWIN CITIES INFLUENCE AS CENTER
OF THE MIDWEST >>
America’s heartland, the upper midwest
region of the U.S. offers a strong economy,
affordable cities and some of the lowest
unemployment rates in the nation. The
Midwest is considered a prime opportunity
for outside business investment.

*www.venturebeat.com

Hospital System
in the US (Mayo
Clinic)

2ND most stable
economy in the US

NEXT BEST
THING
for startups

(The Chicago Metropolitan Planning Council)

Colliers International | Minneapolis - St. Paul
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OUTSTANDING PLACE
TO LIVE
SPORTS

QUALITY OF LIFE
Ranked as the 2nd fittest city in the U.S. by the American Fitness
Index, Twin Cities residents embrace the outdoors during all four
seasons. The metro area leads the country in health, fitness and
recreation and was most recently named 2nd overall on Forbes’
quality of life measurement in 2018 and is ranked least stressed state
according to WalletHub.

The Twin Cities metro is one of the
only cities in the United States that
is home to all six professional sports
teams. The state-of-the-art facilities
that house these teams are ranked as
some of the best in the nation.

PARKS & TRAILS
ARTS & ENTERTAINMENT
Minneapolis-St. Paul’s strong arts and
culture scene is vibrant and one of the
state’s best kept secrets. A wide variety
of art museums, festivals, live music
venues and award-winning restaurants
keep Minneapolis-St. Paul’s arts and
culture scene thriving. USA Today cites
the Twin Cities as one of the top theater
destinations in the U.S.

TALENT
Minnesota ranks 3rd as most
Independent state in U.S. based on
government, job market and trade
in 2018 according to WalletHub.

For five straight years, Minneapolis
has been recognized as having the
best park system of any city in the
United States, according to The Trust
for Public Land’s national ParkScore
index. St. Paul follows at a close
2nd. The Grand Rounds Scenic
Byway offers 51 miles of paved trails
showcasing parks, gardens, historical
sites, beaches, golf courses and
diverse neighborhoods.

The Twin Cities is routinely recognized as
providing among the highest quality of life in
the nation—by Forbes, Business Facilities
Magazine, Outdoors Magazine, C.Q. Press, CNN
Money, BizJournals and Expansion Magazine.
Just to name a few.
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CONTACT US
COLLIERS’ MSP INVESTMENT SERVICES GROUP
CLIENT FOCUSED // PROCESS ORIENTED // RESULTS DRIVEN
MARK KOLSRUD, SIOR, CPM
Executive Vice President
Direct 952 897 7790

PETER LOEHRER
Associate
Direct 612 799 9871

PETE CARBONNEAU
Associate
Direct 952 374 5860

LYDIA PAASCH
Sr. Property Marketing Strategist
Direct 952 374 5822

Mark.Kolsrud@colliers.com

Peter.Loehrer@colliers.com

Peter.Carbonneau@colliers.com

Lydia.Paasch@colliers.com

colliers.com/msp

Colliers | Minneapolis-St. Paul
1600 Utica Avenue South | Suite 300

SUBSCRIBE TO OUR BLOG
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St. Louis Park, MN 55416
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