
BY JOE CLEMENTS

BO S T O N — T h o m a s
Brennan says he has
seen the entire cast of

Cheers strolling down
Newbury Street at one time
or another, but thanks to a
commercial real estate
career launched there in
June 1984, Boston’s iconic
shopping boulevard is the
place where everybody
knows his name.

“Tom is the guru of real
estate on Newbury Street,”
proclaims L. Joyce
Hampers, owner of two pop-
ular day spas and president
of the Newbury Street
League. A nationally known business
leader, her first real estate deal on the
street 16 years ago was handled by
Brennan, as was her most recent, the $10
million purchase in February of 276 and

278 Newbury St.
“People feel they

can trust Tom,” Hampers says, adding. “I’d
never use anyone else.”

When he first arrived 25 years ago for a
job interview with the Back Bay’s Century
21 affiliate, Brennan had trouble finding
Newbury Street, the New Jersey native
reflected this week during an interview on
the 8-block strip where 90 percent of his
business is concentrated. The early years
were thin, so much so that he contemplat-
ed a different course. The seminal break
finally came in 1987 when he was hired by
C. Talanian Realty Co., a fixture on the
street since 1932. After encouraging
Brennan to consider a larger downtown
firm, owner Charles M. Talanian acceded
to a three-month trial when the young
broker persisted. 

“I guess it worked out all right,” laughs
Brennan, having handled hundreds of
leases and property transfers at C.
Talanian in the ensuing years, assignments
often featuring record rents and unfath-
omable sales prices. Landlord Marshall
Hall reaped $14 million in June 2007 for
111-115 Newbury St. as his final salvo in a
long tenure at Newbury Realty Co., credit-
ing Brennan for “surpassing my own
expectations” in negotiating that sale. Hall
terms him as “scrupulously honest and to
the point” in their many dealings.

“I have nothing but respect for Tom,”
relays Hall, calling him “a unique person in
a sometimes cutthroat business,” as exem-
plified in the lone case where he had a
problem tenant brought by C. Telanian.

“Between he and Charles they helped mit-
igate my losses … and when the smoke
cleared, I ended up with a great new ten-
ant for one of the highest prices per
square foot on the street at that time,”
Hall recites. Over the years,
he says, Brennan “brought
some of NRC’s best tenants.”

The broker cites Talanian
for sharing wisdom from
what is now a 40-year legacy
of full-time employment on
Newbury Street. The chief
executive “really showed me
the ropes of what the street
is all about,” Brennan says,
plus valued brokerage tech-
niques and people skills. “It
was a match made in heav-
en,” he says. “I couldn’t ask
for a better job.”

The ardor extends beyond
professional circles.
Talanian’s sister Gail O’Reilly
is a constant presence at the
137 Newbury St. headquarters, as is the
matriarch, Nevart Talanian, still going
strong in her 80s. “It’s like a big family,”
Brennan says, recounting Fourth of July
celebrations on the rooftop deck, accentu-
ated by Nevart’s “fabulous” Armenian
potato salad. “They have been there for
me 100 percent,” Brennan says, proudly
showing off a Rolex watch honoring his
20th anniversary in 2007.

Charles Talanian says Brennan exem-
plifies the company’s mission to pursue
deals strengthening Newbury Street ver-
sus one-off negotiations done merely to
generate fees. Brennan has thrived due to
his work ethic, says Talanian, and an abili-
ty to survive in down markets such as the
rough stretch that began last autumn. “It

takes a lot to put a good face
on when things aren’t going
so well, but Tom has always
been able to do that,”
explains Talanian.

Brennan also serves as
VP of the Newbury Street
League, an association pro-
moting networking and
unity. The group, which
Brennan has been a member
of for 20 years, communi-
cates concerns to city offi-
cials such as crime and
Mayor Thomas Menino’s
brief dalliance with making
Newbury Street a pedestri-
an-only thoroughfare. To
Brennan, the outreach has

kept Newbury Street from suffering as it
did during Boston’s brutal downturn in the
early 1990s. “To me, that was far worse,”
he says. “We had a lot more vacancies and
it was much dirtier.”

A student of the neighbor-
hood who traces Newbury
Street’s commercialization to
the Ritz Carlton opening in
1928, Brennan remembers that
anything west of Dartmouth
Street was considered undesir-
able when he started.
Talanian’s vision expanded the
scope another eight blocks,
says Brennan, enhancing an
international flair borne in the
1970s. The apex came in 2007
when a weak dollar sparked an
international buying spree dur-
ing the Christmas holidays.
Property sales were hot as
well, with more than $200 mil-
lion of product trading that
year.

Both consumer and real estate buying
frenzies have since peaked, and rents are
down. Even so, Brennan voices optimism
that Newbury Street will retain its cache
as the “Rodeo Drive of the East” in the
retail world. “I’m amazed how much the
phones have been ringing the past six
weeks,” he says, and the summer months
are expected to deliver the usual bevy of
celebrities and shopping mavens that
return annually regardless of the econo-
my. “A lot of people still believe in the
street, and they understand that if you
know what you are doing, you can be suc-
cessful here,” says Brennan, a notion the
broker embraces as much as anyone. “I do
hope to be here another 25 years,” he
says. �
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inside Interstate 495 in such communities
as Braintree, Cambridge, Medford and
Marlborough. Among the region’s most
experienced builders and owners of com-
mercial real estate, National Development
is often approached by landlords seeking
guidance, says Morrisey.

“We have a successful track
record we bring to the table,” he
explains.  Clients “like the aggres-
sive way we look at leasing, how
we lock in (existing) tenants and
the way we recruit new ones . . .
It’s an entrepreneurial flair that
works for us, and they want to take
advantage of it too.” Putprush,
who only recently joined PCG, was
attracted by its wide berth of skills
borne from a diverse investment
portfolio assembled during the
past 20 years. The property man-
agement arm will help in his efforts
to assist owners of distressed real
estate, says Putprush. “It’s a big
plus to the clients you are serving,”
Putprush says of PCG’s proven in-
house expertise.

“If you are an owner, you have
your eye on the ball a little closer,”
concurs Eastport Real Estate
Services President Robert M.
Bowen. Among the first locally to
step up its pursuit of third-party
business in the current cycle, Eastport has
secured nearly a dozen properties since
Bowen matriculated to the Waltham firm.
Eastport manages about 40 buildings and
1.5 million sf, with an average size between
20,000 and 70,000 sf. Both the average deal
and portfolio size are poised to increase as
the market matures and property owners
become more proactive. “The decision-mak-
ers have been a little locked up, but it seems
like that is starting to change,” says Bowen.

Others also express frustration at the
protracted pace being taken to address
under-water situations through takebacks
or repositioning campaigns, but that
expected surge is one reason cited for
pitching third-party management services.
“We are certainly looking at distressed
(properties),” relays Caldwell, and
Putprush notes that PCG is equipped to

handle foreclosures and other
fractured real estate. “We are very
good at solving problems,” says
Putprush, “and we are not afraid
of short-term assignments.” The
firm is “nimble” enough to be in
place within 24 hours, he relays,
and can accommodate a range of
requirements.

Eastport will also break out its
variant services. One client, for
example, has just an emergency
response program, and a triple-
net property selected Eastport’s
accounting expertise. “It all gets
back to flexibility,” says Bowen.
“That’s really what people are
looking for today.”

Bowen and others spoken to
say they are encouraged by a
greater appreciation among own-
ers for seasoned property manage-
ment assistance. “We like to say
that the most expensive thing in a
building is vacant space, and in a
market like this, people recognize
you are going to need an edge if

you want to fill it,” says Caldwell, adding
that property management “is no longer
seen as a commodity.” Many owners who
had self-managed are reversing course after
realizing the complexities of the industry,
and market participants spoken to express
hope that several requirements in play will
be determined in the coming weeks.

National is waiting on about 200,000 sf
of proposals, Morrisey estimates, and
Putprush reports PCG is also actively on

the prowl after picking up more than
175,000 sf in late 2008. The firm overall
handles two million sf, and Putprush says
PCG has the capacity to increase the figure
without compromising oversight. “We have
a lot of years (of experience) here amongst
us all,” says Putprush, himself active in the
workout industry created by the early
1990’s recession. During his tenure, PCG
President John R. Parsons Jr. has built and
acquired some 30 properties exceeding 1.8
million sf of office, industrial and retail
with a market value above $200 million.

The in-house inventory enables PCG to
strike favorable contracts for services, sup-
plies and utilities that can be passed on to
third-party clients, relays Putprush. The
same is true for National, Eastport and
other competitors such as GFI Partners of
Boston, whose management affiliate has
also been courting third-party contracts.
Paradigm’s history servicing multi-tenant-
ed buildings bodes well in the third-party
arena, says Caldwell, who adds that the
firm’s very name connotes a cultural shift
where landlords are “evolving from space
providers to service providers,” a process
that done right ensures happy tenants and
can even raise revenues. “Landlords are
responding to it now more than ever,” he
says of the Paradigm mantra.

For whatever reason, Paradigm
secured four substantial management con-
tracts this past summer, including 89
South St. in Boston and three office build-
ings in Cambridge’s Alewife district. The
Cambridge contracts at 100, 125 and 150
Cambridge Park Drive were awarded by
two separate owners, Archon Group LP
and Transatlantic Investment Management
Inc. “These assignments affirm that
Paradigm is viewed as an innovative prop-
erty management company with an
approach well-suited to the difficult condi-
tions that the Greater Boston market is
facing,” says Caldwell. The Boston building
is owned by Third Sector New England. �
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asking rate for the South suburban office
market is $20.62 per sf, although Class A
product has been closer to $23 per sf.

Sporting elements such as a three-story
atrium and ornate water fountain, 300
Ledgewood Pl. was designed to capture top
suburban tenants. Other aspects touted by

CM&G include a campus setting, conven-
ient highway access and a range of nearby
amenities, including hotels, restaurants and
retail. F.P. Giglio is a well-known owner and
operator of corporate and residential prop-
erties south of Boston, including 100 and
200 Ledgewood Pl., which together with the
newest structure comprise the developer’s
Ledgewood Office Park. The complex con-
tains 90,000 sf of Class A space total.

The Bulfinch deal contributed to a wel-
comed uptick for the South submarket in
the third quarter, with CM&G estimating
61,000 sf of positive net absorption to
bring the year-to-date total down to minus
144,000 sf. Tracking 13.7 million sf in the
submarket, CM&G estimates the direct
vacancy of the inventory at 18.4 percent.
The overall suburban average is 20.7 per-
cent for 123.2 million sf. �
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SAVE THE DATE
everyone deserves a place to call home

The Metropolitan Boston Housing Partnership celebration 
will acknowledge the generosity of  those community-minded 

financial institutions that invested in Boston Housing 
Partnership II and recognize the vision of  true partnership 
among the private, public and nonprofit sectors. It also will 
celebrate the donation of  more than 900 BHP II affordable 

rental apartments to partnering local community development 
corporations, thus ensuring their continued affordability.

For information regarding sponsorship opportunities, 
contact Carla E. Bennett at (617) 425-6705. 

Invitations will be sent six weeks before the event.

Metropolitan Boston 
Housing Partnership

Second Annual
FOUNDERS EVENT

CELEBRATION
Tuesday,

November 17, 2009

Reception 5:30 – 7:30 p.m.

 Program 6:00 p.m.

State Street 
Financial Center

1 Lincoln Street
36th Floor, Boston

Second Annual Founders Event
Celebration Honoring:

Boston Housing Partnership II Investors
A Private, Public, Nonprofit Partnership

ROCKLAND — One of suburban
Boston’s newest business addresses
has reached 100 percent occupancy

following a 4,000-sf lease at 300 Ledgewood
Pl. to the Bulfinch Group, a general agency

of the Guardian Life
Insurance Co. Built by
Braintree-based F.P.
Giglio Enterprises, the
three-story, 39,000-sf
office building is located
close to Routes 3 and
288 in the Ledgewood
Office Park.

“We are pleased to
welcome the Bulfinch
Group to Ledgewood
Place,” says F.P. Giglio
President Frank Giglio,
calling the firm  “indica-
tive of the caliber of ten-
ant we have been able
to attract to the proper-

ty since its completion in late 2007.”
Colliers Meredith & Grew EVP James
Elcock and AVP David Goodhue, exclusive

listing agents for 300 Ledgewood Pl., nego-
tiated on behalf of F.P. Giglio. Jones Lang
LaSalle SVP Bradley McGill and Associate
Michael Olson were brokers for the
Bulfinch Group, which also occupies space
at 140 Kendrick St. in Needham.

“We take pride locating in quality office
buildings that provide a productive busi-
ness environment for our professionals
and clients,” Bulfinch President Seth

Medalie says in a press release announcing
the agency’s new South Shore operations.
“In addition,” Medalie continues,” Frank
Giglio’s attention to detail and passion for
the property are a very good formula for a
long-standing relationship.” Financial
terms were not divulged, although the
Jones Lang LaSalle third quarter report
issued this week indicates the average

Giglio’s 300 Ledgewood Hits Milestone

continued on page 12
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David Goodhue

300 Ledgewood Pl., Rockland MA
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inside Interstate 495 in such communities
as Braintree, Cambridge, Medford and
Marlborough. Among the region’s most
experienced builders and owners of com-
mercial real estate, National Development
is often approached by landlords seeking
guidance, says Morrisey.

“We have a successful track
record we bring to the table,” he
explains.  Clients “like the aggres-
sive way we look at leasing, how
we lock in (existing) tenants and
the way we recruit new ones . . .
It’s an entrepreneurial flair that
works for us, and they want to take
advantage of it too.” Putprush,
who only recently joined PCG, was
attracted by its wide berth of skills
borne from a diverse investment
portfolio assembled during the
past 20 years. The property man-
agement arm will help in his efforts
to assist owners of distressed real
estate, says Putprush. “It’s a big
plus to the clients you are serving,”
Putprush says of PCG’s proven in-
house expertise.

“If you are an owner, you have
your eye on the ball a little closer,”
concurs Eastport Real Estate
Services President Robert M.
Bowen. Among the first locally to
step up its pursuit of third-party
business in the current cycle, Eastport has
secured nearly a dozen properties since
Bowen matriculated to the Waltham firm.
Eastport manages about 40 buildings and
1.5 million sf, with an average size between
20,000 and 70,000 sf. Both the average deal
and portfolio size are poised to increase as
the market matures and property owners
become more proactive. “The decision-mak-
ers have been a little locked up, but it seems
like that is starting to change,” says Bowen.

Others also express frustration at the
protracted pace being taken to address
under-water situations through takebacks
or repositioning campaigns, but that
expected surge is one reason cited for
pitching third-party management services.
“We are certainly looking at distressed
(properties),” relays Caldwell, and
Putprush notes that PCG is equipped to

handle foreclosures and other
fractured real estate. “We are very
good at solving problems,” says
Putprush, “and we are not afraid
of short-term assignments.” The
firm is “nimble” enough to be in
place within 24 hours, he relays,
and can accommodate a range of
requirements.

Eastport will also break out its
variant services. One client, for
example, has just an emergency
response program, and a triple-
net property selected Eastport’s
accounting expertise. “It all gets
back to flexibility,” says Bowen.
“That’s really what people are
looking for today.”

Bowen and others spoken to
say they are encouraged by a
greater appreciation among own-
ers for seasoned property manage-
ment assistance. “We like to say
that the most expensive thing in a
building is vacant space, and in a
market like this, people recognize
you are going to need an edge if

you want to fill it,” says Caldwell, adding
that property management “is no longer
seen as a commodity.” Many owners who
had self-managed are reversing course after
realizing the complexities of the industry,
and market participants spoken to express
hope that several requirements in play will
be determined in the coming weeks.

National is waiting on about 200,000 sf
of proposals, Morrisey estimates, and
Putprush reports PCG is also actively on

the prowl after picking up more than
175,000 sf in late 2008. The firm overall
handles two million sf, and Putprush says
PCG has the capacity to increase the figure
without compromising oversight. “We have
a lot of years (of experience) here amongst
us all,” says Putprush, himself active in the
workout industry created by the early
1990’s recession. During his tenure, PCG
President John R. Parsons Jr. has built and
acquired some 30 properties exceeding 1.8
million sf of office, industrial and retail
with a market value above $200 million.

The in-house inventory enables PCG to
strike favorable contracts for services, sup-
plies and utilities that can be passed on to
third-party clients, relays Putprush. The
same is true for National, Eastport and
other competitors such as GFI Partners of
Boston, whose management affiliate has
also been courting third-party contracts.
Paradigm’s history servicing multi-tenant-
ed buildings bodes well in the third-party
arena, says Caldwell, who adds that the
firm’s very name connotes a cultural shift
where landlords are “evolving from space
providers to service providers,” a process
that done right ensures happy tenants and
can even raise revenues. “Landlords are
responding to it now more than ever,” he
says of the Paradigm mantra.

For whatever reason, Paradigm
secured four substantial management con-
tracts this past summer, including 89
South St. in Boston and three office build-
ings in Cambridge’s Alewife district. The
Cambridge contracts at 100, 125 and 150
Cambridge Park Drive were awarded by
two separate owners, Archon Group LP
and Transatlantic Investment Management
Inc. “These assignments affirm that
Paradigm is viewed as an innovative prop-
erty management company with an
approach well-suited to the difficult condi-
tions that the Greater Boston market is
facing,” says Caldwell. The Boston building
is owned by Third Sector New England. �
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estate, says Putprush. “It’s a big
plus to the clients you are serving,”
Putprush says of PCG’s proven in-
house expertise.

“If you are an owner, you have
your eye on the ball a little closer,”
concurs Eastport Real Estate
Services President Robert M.
Bowen. Among the first locally to
step up its pursuit of third-party
business in the current cycle, Eastport has
secured nearly a dozen properties since
Bowen matriculated to the Waltham firm.
Eastport manages about 40 buildings and
1.5 million sf, with an average size between
20,000 and 70,000 sf. Both the average deal
and portfolio size are poised to increase as
the market matures and property owners
become more proactive. “The decision-mak-
ers have been a little locked up, but it seems
like that is starting to change,” says Bowen.

Others also express frustration at the
protracted pace being taken to address
under-water situations through takebacks
or repositioning campaigns, but that
expected surge is one reason cited for
pitching third-party management services.
“We are certainly looking at distressed
(properties),” relays Caldwell, and
Putprush notes that PCG is equipped to

handle foreclosures and other
fractured real estate. “We are very
good at solving problems,” says
Putprush, “and we are not afraid
of short-term assignments.” The
firm is “nimble” enough to be in
place within 24 hours, he relays,
and can accommodate a range of
requirements.

Eastport will also break out its
variant services. One client, for
example, has just an emergency
response program, and a triple-
net property selected Eastport’s
accounting expertise. “It all gets
back to flexibility,” says Bowen.
“That’s really what people are
looking for today.”

Bowen and others spoken to
say they are encouraged by a
greater appreciation among own-
ers for seasoned property manage-
ment assistance. “We like to say
that the most expensive thing in a
building is vacant space, and in a
market like this, people recognize
you are going to need an edge if

you want to fill it,” says Caldwell, adding
that property management “is no longer
seen as a commodity.” Many owners who
had self-managed are reversing course after
realizing the complexities of the industry,
and market participants spoken to express
hope that several requirements in play will
be determined in the coming weeks.

National is waiting on about 200,000 sf
of proposals, Morrisey estimates, and
Putprush reports PCG is also actively on

the prowl after picking up more than
175,000 sf in late 2008. The firm overall
handles two million sf, and Putprush says
PCG has the capacity to increase the figure
without compromising oversight. “We have
a lot of years (of experience) here amongst
us all,” says Putprush, himself active in the
workout industry created by the early
1990’s recession. During his tenure, PCG
President John R. Parsons Jr. has built and
acquired some 30 properties exceeding 1.8
million sf of office, industrial and retail
with a market value above $200 million.

The in-house inventory enables PCG to
strike favorable contracts for services, sup-
plies and utilities that can be passed on to
third-party clients, relays Putprush. The
same is true for National, Eastport and
other competitors such as GFI Partners of
Boston, whose management affiliate has
also been courting third-party contracts.
Paradigm’s history servicing multi-tenant-
ed buildings bodes well in the third-party
arena, says Caldwell, who adds that the
firm’s very name connotes a cultural shift
where landlords are “evolving from space
providers to service providers,” a process
that done right ensures happy tenants and
can even raise revenues. “Landlords are
responding to it now more than ever,” he
says of the Paradigm mantra.

For whatever reason, Paradigm
secured four substantial management con-
tracts this past summer, including 89
South St. in Boston and three office build-
ings in Cambridge’s Alewife district. The
Cambridge contracts at 100, 125 and 150
Cambridge Park Drive were awarded by
two separate owners, Archon Group LP
and Transatlantic Investment Management
Inc. “These assignments affirm that
Paradigm is viewed as an innovative prop-
erty management company with an
approach well-suited to the difficult condi-
tions that the Greater Boston market is
facing,” says Caldwell. The Boston building
is owned by Third Sector New England. �

MANAGEABLE
continued from page 1

Donald Morrisey

Rick Putprush

John Caldwell

asking rate for the South suburban office
market is $20.62 per sf, although Class A
product has been closer to $23 per sf.

Sporting elements such as a three-story
atrium and ornate water fountain, 300
Ledgewood Pl. was designed to capture top
suburban tenants. Other aspects touted by

CM&G include a campus setting, conven-
ient highway access and a range of nearby
amenities, including hotels, restaurants and
retail. F.P. Giglio is a well-known owner and
operator of corporate and residential prop-
erties south of Boston, including 100 and
200 Ledgewood Pl., which together with the
newest structure comprise the developer’s
Ledgewood Office Park. The complex con-
tains 90,000 sf of Class A space total.

The Bulfinch deal contributed to a wel-
comed uptick for the South submarket in
the third quarter, with CM&G estimating
61,000 sf of positive net absorption to
bring the year-to-date total down to minus
144,000 sf. Tracking 13.7 million sf in the
submarket, CM&G estimates the direct
vacancy of the inventory at 18.4 percent.
The overall suburban average is 20.7 per-
cent for 123.2 million sf. �
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