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Plante	  Moran	  CRESA	  is	  a	  full	  service	  real	  estate	  consul*ng	  firm,	  affiliated	  
with	  Plante	  &	  Moran,	  PLLC.	  

We	  are	  business	  professionals	  (architects,	  engineers,	  CPA’s,	  construc*on	  
experts),	  specializing	  in	  real	  estate	  with	  a	  dedicated	  team	  focused	  on	  the	  
special	  needs	  of	  public	  school	  academies.	  We	  offer	  a	  comprehensive	  and	  
integrated	  set	  of	  services	  to	  meet	  your	  needs.	  	  

Our	  work	  is	  based	  on	  in-‐depth,	  up-‐to-‐date	  market	  knowledge.	  We	  
apply	  our	  knowledge	  and	  exper*se	  to	  allow	  you	  to	  focus	  on	  your	  
objec*ves	  –	  teaching	  kids!	  

Meeting the Needs of 

Public School Academies 



Our Experience 



  Planning	  and	  Analysis	  

  Student	  Demographic	  Analysis	  

  Financial	  Modeling	  

  Real	  Estate	  Strategies	  

  Current	  Facility	  Use	  and	  Condi=on	  
Assessment	  

  Space	  Programming	  and	  Cost	  
Es=ma=ng	  

  Capital	  Campaign	  

  Confirma=on	  of	  Program	  Budget	  

  Confirma=on	  of	  Program	  Schedule	  

  RFQ/RFP	  Development	  for	  AE	  and	  Contractors	  

  Design	  and	  Construc=on	  Oversight	  

  Furniture	  /	  Finishes	  Coordina=on	  

  Move	  Coordina=on	  

  Project	  Close	  Out	  	  

Planning Phase 
Implementation Phase 



 Programming	  
  Start	  with	  the	  Financials	  

•  Review	  funding	  sources	  for	  Capital	  Projects	  
•  Compare	  leasing	  to	  purchase	  comparison	  (lease	  vs.	  buy	  analysis)	  

  Determine	  space	  requirements	  
•  Short-‐term	  (current	  enrollment)	  
•  Long-‐term	  (future	  grade	  level	  considera*ons)	  

  Determine	  building	  features	  
•  Number	  of	  classrooms,	  facility	  loca*on	  (grade	  level	  considera*ons)	  

 Review	  Demographics	  



 Budget	  
  Determine	  ALL	  project	  costs	  

•  Purchase	  /	  Leasing	  Costs	  
•  So\	  costs/	  professional	  fees	  
•  Due	  Diligence	  Costs	  
•  Construc*on	  Costs	  (renova*on	  vs.	  new	  construc*on)	  
•  Furnishings,	  Furniture,	  &	  Equipment	  
•  Technology	  (infrastructure	  and	  instruc*onal)	  
•  Moving	  and	  reloca*on	  costs	  

 Schedule	  	  
  Establish	  a	  realis*c	  schedule	  

•  Allow	  ample	  *me	  for	  due	  diligence	  
•  Avoid	  winter	  condi*ons	  if	  possible	  
•  Always	  Maintain	  “Plan	  B”	  Alterna*ve	  



 Target	  Areas	  
  Demographic	  Analysis	  
  Student	  Sca_er-‐Gram	  
  Future	  Growth	  (grade	  level	  considera*ons)	  

 Market	  Survey	  
  Crea*ve	  Thinking	  
  Not	  for	  Sale	  Property	  
  Listed	  Property	  
  Compara*ve	  Measures,	  i.e.,	  u*li*es,	  zoning,	  *ming	  

 Select	  Site	  
  Create	  Compe**ve	  Nego*a*on	  
  Due	  Diligence	  Process	  for	  each	  site	  
  Always	  Maintain	  “Plan	  B”	  Alterna*ve	  



 	  Enrollment	  Review	  Process	  

   Demographic	  Growth/Decline	  
•  GIS 
•  Nielsen-Claritas 
•  US Census Bureau 

  	  Core	  Base	  Sta*s*cal	  Area	  
•   Primary Area (District) 
•   Comparison #1  (County) 
•   Comparison #2 (State) 

  	  Cohort	  Survival	  –	  DS	  4061	  
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PHASE 	   	   	  CRITICAL	  ISSUES 	   	  COMMENTS 	   	  	  

Planning 	   	   	  Budget/Schedule 	   	  Engage	  buyer’s	  agent	  for	  
	   	   	   	   	   	   	   	   	  transac*on	  and	  planning	  

	   	   	   	   	   	   	   	  Include	  all	  costs,	  i.e.	  due	  
	   	   	   	   	   	   	   	   	  diligence,	  so\	  cost,	  fees,
	   	   	   	   	   	   	   	   	   	  equipment	  furniture,	  
	   	   	   	   	   	   	   	   	   	  moving,	  etc.	  

Site	  Selec*on 	  	   	  	   	  Parent/Student	  Convenience 	  Ingress/Egress	  	  
	   	   	   	   	   	   	   	   	   	  
	  Maximum	  exposure	  

Real	  Estate	   	   	   	  Hard	  Money 	   	   	  If	  possible,	  nego*ate	  a	  due	  
Transac*on	   	   	   	  So\	  Money 	   	   	  diligence	  period	  with	  no	  

	   	   	   	   	   	   	   	   	  hard	  money	  

	   	   	   	  Leverage 	   	   	  Op*on	  mul*ple	  parcels	  

Due	  Diligence	   	   	   	  Phase	  I 	  	  	  	  	  	  	  	  	  	  	  	  	  	   	   	   	  Minor	  contamina*on	  adds	  
(Dirt) 	   	   	   	   	  	  	  	  	  	  	  	  	  	  	  	  	  	   	   	   	  substan*al	  *me	  to	  overall	  

	   	   	   	   	   	  	  	  	  	  	  	  	  	  	  	  	  	   	   	   	  project	  schedule	  



PHASE 	   	   	  CRITICAL	  ISSUES 	   	  COMMENTS 	   	  	  

Due	  Diligence	   	   	   	  Surveys	   	   	   	  Easements	  and	  	  
(Dirt) 	   	   	   	   	   	   	   	  encroachments	  need	  to	  be

	   	   	   	   	   	   	   	   	  clearly	  iden*fied	  
	   	   	  	  
	   	   	   	  Easements 	   	   	  Not	  all	  easements	  are	  	  
	   	   	   	   	   	   	   	  recorded.	  	  U*li*es	  have	  
	   	   	   	   	   	   	   	  “prescrip*ve	  easement”	  
	   	   	   	   	   	   	   	   	  rights	  

	   	   	   	  Land	  Splits 	   	   	  Special	  survey	  needed	  –	  
	   	   	   	   	   	   	   	   	  ACT	  132	  

Due	  Diligence	   	   	   	  U*li*es	   	   	   	  Determine	  storm	  issues	  as	  	  
(Planning)	   	   	   	   	   	   	   	  soon	  as	  possible	  

	   	   	   	  Municipal	  Requirements	   	  Meet	  with	  County	  officials	  

Due	  Diligence	  
(Site	  Plan) 	   	   	  Special	  Land	  Use 	   	  Usually	  required	  by	  Approval	  

	   	   	   	   	   	   	   	   	  Municipality	  for	  drop	  
areas	  



 	  Real	  Estate	  Transac*on	  Trends	  

  Undeveloped	  land	  difficult	  to	  iden*fy/obtain	  in	  urban	  areas	  

  Increase	  in	  vacant	  space	  has	  created	  favorable	  lease	  rates	  	  

  Ins*tu*on	  growth	  has	  created	  the	  need	  to	  remain	  undisclosed	  during	  	  
purchase	  op*on	  nego*a*ons	  

  So\	  real	  estate	  market	  allows	  flexibility	  with	  property	  owners	  



 	  Real	  Estate	  Transac*on	  

  Disclosed/Undisclosed	  
•  Determine which is better for your approach 

  Dra\	  Lease/Purchase	  Agreement	  
•  Use legal council that has a real estate background 
•  Negotiations 
•  Hard money - Seller retains even if transaction does not complete 
•  Soft money - Money is returned to purchaser 

  Due	  Diligence/Extensions	  
•  Provide relief or extension if due diligence items show additional testing or 

review is required. 

  Closing	  



 	  Due	  Diligence	  -‐	  Dirt	  

  Environmental	  
•  Phase I (must include ACM, PCB’s, and lead) 

  Surveys	  
•  Boundary Survey 
•  Topographical Survey 
•  ALTA Survey 

  Soil	  Reports	  
•  Defines design for foundations, parking lots, playgrounds, etc. 



 	  Due	  Diligence	  –	  Site	  Planning	  

  U*li*es	  
•  Gas 
•  Electric 
•  Sewer 
•  Water 
•  Technology 

  Building	  Envelope	  
•  Right of Ways (ROW) 
•  Setbacks 
•  Curb Cuts 
•  Parking Requirements 
•  Signage 

  Easements	  
•  Public vs. private. 



 	  Due	  Diligence	  –	  Building	  Planning	  

  Conceptual	  Site	  and	  Building	  Plans	  
•  Engage civil engineer and/or architect 
•  Set meeting with Municipal Planner and Engineer 
•  Review facility with BCC and BFS 

  Site	  Plan	  Approval	  Documents	  
•  Pre-treatment of storm water 
•  More municipalities shifting costs to end-users 
•  Fewer curb cuts being allowed 
•  Updated parking requirements 
•  Signage 

  Site	  Plan	  Approval	  	  
•  Obtain approval prior to developing full set of documents 
•  Always Maintain “Plan B” Alternative 



 	  Recap	  of	  Presenta*on	  Goals	  and	  Objec*ves	  

  Planning	  Considera*ons	  
•  Have you reviewed your School’s financials to ensure long term success? 
•  Have you identified the “right” site/facility to meet educational goals? 
•  Have you reviewed the demographics in relation to the site/facility? 
•  Will the facility attract and retain students (and parents)? 
•  Have you established an appropriate budget and schedule? 

  Real	  Estate	  Considera*ons	  
•  Does the Lease vs. Buy model fit your School’s financial goals? 
•  Have you leveraged the market place to ensure the lowest qualified price? 
•  Have you accounted for all costs for the transaction? 

  Due	  Diligence	  Considera*ons	  
•  Have you secured site plan approval? 
•  Are there items that will make the project “unfeasible” in costs or time? 
•  Have you established a “Plan B?” 



Ques*ons	  /	  Answers	  



Paul R. Wills, AIA, NCARB has a diverse background with over 18 years experience in 
the design and construction fields with particular emphasis within the public sector. 
Paul joined Plante Moran CRESA in 2001 and is very effective in assisting clients with 
defining the parameters of a project and the delivery method that best meets the 
owner’s needs, assisting with selection of design and construction team members, 
working with legal counsel to develop favorable contracts, and monitoring project 
progress from pre-planning through completion.  

Paul has worked on successful education capital initiatives and projects totaling over 
$600 million. In addition to his educational sector experience, he has assisted 
numerous public sector clients across Michigan and Ohio on over 100 facility projects 
involving building assessments, conceptual programming, bonding approval, and 
building construction for school facilities, libraries and recreation centers. 

Education: 
Paul received his Bachelor of Science degree in Architecture from Lawrence 
Technological University in 1996 and his Masters of Architecture in 1997.  

Certifications: 
Paul became a Licensed Architect in 2001. He is a member of the American Institute of 
Architects and is certified by the National Council of Architectural Registration Boards. 

Paul R. Wills, AIA,  
NCARB, LEED AP 

Partner 

(248) 223-3316 
paul.wills@plantemoran.com 



Ben Smith 

Senior Associate 

(248) 223.3275  

benjamin.smith@plantemoran.com 

Ben brings a highly analytical perspective and commercial and institutional real estate 
thought leadership to a distinguished list of clients across multiple areas. He has extensive 
experience and expertise in wide array of commercial real estate matters with a particular 
focus on real estate investment and development, tax credit and incentive procurement, 
project capital structuring, senior living development, real estate portfolio planning, project 
feasibility analysis, and asset positioning.   

Ben has developed and implemented strategic real estate solutions for corporate, 
institutional, and investor clients.  Ben has overseen in excess of $700 million in real estate 
development and investment transactions, and has successfully negotiated and procured 
over $75 million in tax credits and incentives throughout the country, in addition to 
overseeing the development and financial structuring of a number of significant real estate 
developments. 

Ben’s background consists of both real estate advisory and development work involving a 
variety of complex transactions. In this capacity, he has deep expertise in real estate 
development financial analysis and structuring, debt and equity procurement, lease and 
purchase negotiations, project due diligence and entitlement, and real estate investment 
strategy. This background enables Ben to understand real estate from multiple 
perspectives, adding significant value to a wide variety of client engagements and 
transactions. 

Education: 
Ben graduated with honors from the University of Michigan with a Bachelor of Arts and a 
Master‘s Degree in Urban Planning (M.U.P.) 

Memberships: 
He is a Board Member for United Way Leadership Next, a member of the United Way’s 
Campaign Cabinet, and a member of the Detroit Athletic Club Community Outreach 
Committee. 


