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J.M. Huber Corp., the giant provider of 
additives and minerals for everything 
from toothpaste to paper, is moving its 
nearly 60,000-square-foot Atlanta office to 
Cumberland Center II.

Crocker Partners LLC, the real 
estate firm that owns 
Cumberland Center II, 
signed J.M. Huber Corp. to a 
10-year, 55,716-square-foot 
lease.

J.M. Huber is currently at 
1000 Parkwood Circle, 
owned by Parmenter Realty 
Partners.

It marks one of the largest 
leases, other than renewals, 
so far in 2010, joining online 
classified powerhouse 
AutoTrader.com (3003 
Perimeter Summit); the Atlanta office of 
Greenberg Traurig LLP (107,000 square 
feet) at Cousins Properties Inc.’s 
Terminus 200; GE Energy (107,000 square 
feet) at Eola Capital LLC’s Parkwood 
Point; Novelis Inc. (103,000 square feet) at 
Tishman Speyer’s Two Alliance; and Wells 
Fargo Insurance Services (58,000 square 
feet) at Buckhead’s Prominence building.

While it’s uncertain what kind of incen-
tives Crocker Partners offered, the largest 
deals in the northwest Atlanta office 
market can typically generate $30 to $40 a 
square foot in tenant improvement allow-
ances and at least one month of free rent 
for every year of the lease.

The J.M. Huber Atlanta office also 
houses company divisions Huber 
Engineered Materials and CP Kelco. 

Studley Inc.’s Andy Lechter and Josh 
Hirsh represented J.M. Huber. Jeff 
Bellamy of Jones Lang LaSalle Inc. 
represented Crocker Partners.

The deal gives J.M. Huber capacity to 
expand by up to 30 people in coming years, 
potentially increasing its office to 230 
employees. 

 SIGN OF THE TIMES. Atlanta’s third-
largest law firm is putting two floors near 
the top of Bank of America Plaza back on 
the market.

Troutman Sanders LLP wants to sublease 
the 43rd and 44th floors of the 55-story 
Midtown tower. The firm says it will nego-

tiate on the rate, which is expected to range 
from $25 to $27 a square foot. 

The term of the sublease would end in 
May 2020.

In 2004, the law firm renewed and 
expand its presence at Bank of America 

Plaza to 307,000 square feet, 
one of the biggest deals of 
that year.

But, the legal landscape, 
and the U.S. economy, have 
changed since then.

Troutman Sanders, 
which has 253 attorneys 
and 644 staff in its Atlanta 
office (according to Atlanta 
Business Chronicle’s 2010 
Book of Lists), is the latest 
law firm to downsize its 
real estate footprint.

Once responsible for the biggest leases 
in the city, law firms are cutting back 
across the board in the wake of the worst 
downturn since the Great Depression. 
Many have targeted their real estate costs, 
typically their second-biggest expense, 
behind only personnel.

In Midtown, where rents in the 
prominent office towers can exceed 
$30 a square foot, a law firm that shrinks 
by a few floors can save several million 
dollars a year.

In the past year, Midtown law firms King 
& Spalding LLP, Bryan Cave LLP, Holland 
& Knight LLP, and Nelson Mullins Riley & 
Scarborough LLP have attempted to sub-
lease their space.

Layoffs depleted the legal industry in 
2008 and 2009, when the economy sank 
into the Great Recession. Firms carried 
out most of their cuts then.

But, the economy isn’t the only reason 
law firms have been shrinking. The way 
the firms do business is changing.

The days of giant support staffs are 
coming to an end. Often, there were one or 
two attorneys for every legal assistant. 
Now, the ratio is closer to four attorneys 
per assistant. 

Record-keeping departments are being 
moved to less expensive space.

In the past, almost every law firm had a 
library. Now, any attorney can research 
documents on a laptop.

Also, especially in markets with costly 
real estate, more firms are doing away with 
larger offices for partners. Some firms are 
even putting two associates in one office.

The trends coincide with a larger move-
ment under way in Corporate America: 
Every chief financial officer is looking for 
ways to reduce real estate expenses.

NEW FIRM GROWING. Joel & Granot 
Real Estate LLC/Corfac International 
recently hired George Edwards and Eric 
Carlton.

Edwards, who has worked in commer-
cial real estate for more than 30 years, 
joins Joel & Granot as a senior vice presi-
dent. Carlton, who has been in the 
business for about six years, will become 
a vice president with the firm.

Joel and Granot launched their com-
pany this year.

Joel is president of the Atlanta 
Commercial Board of Realtors. Granot 
was a top producer at the former Atlanta 
office of GVA Advantis.

FUELING EARLY SPECULATION. AGL 
Resources Inc. (NYSE: AGL) is seeking a 
new lease that could approach 230,000 
square feet.

The company, which has about that 
much office space in Midtown’s 20-story 
10 Peachtree Place, is working with the 

commercial real estate brokerage 
Cushman & Wakefield of Georgia Inc. Ian 
Henderson, John Izard and John Winter 
have the assignment.

AGL Resources will probably consider 
intown buildings for its new lease. 

Among the likely contenders in 
Midtown: Promenade II, the 38-story 
tower that once served as a major office 
for AT&T Inc. 

Other candidates include Campanile, the 
20-story tower once owned by AT&T, later 
scooped up by Transwestern Investment 
Co. near the height of the market, and 
then foreclosed upon after the real estate 
market crashed.

Campanile, predominantly vacant, still 
maintains one of the best sites in Midtown 

and is fetching offers from various suitors, 
including Cousins Properties Inc. and 
Tishman Speyer.

AGL Resources might also consider 
Buckhead, where the owners of the new 
Phipps Tower and 3630 Peachtree are 
trying to fill the majority of their 
buildings.

It could also renew in 10 Peachtree Place.
AGL Resources could come to a deci-

sion by the end of this year, though
its lease at 10 Peachtree Place will not 
terminate until 2013.
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Bank of America Plaza: Troutman 
Sanders just put two floors on the market 
for sublease.

The Canadians are coming
In just shy of six months, Atlanta is on 

the verge of having the largest U.S. 
office of Canadian commercial real 

estate firm Avison Young.
It might achieve that designation as 

early as July 9, when Avison Young’s 
acquisition of Atlanta-based Hodges 
Management and Leasing Co. is 
expected to be finalized.

The deal brings about 36 people from 
Hodges (which manages 18 million 
square feet of Southeastern real estate 
assets valued at $850 million) to Avison 
Young. The Canadian firm also recently 
hired former CB Richard Ellis Inc. 
industrial brokers Brent Weitnauer and 
Chip Watson.

“By the end of the year, I could easily 
see us getting to about 50 people,” said 
Steve Dils, the former Grubb & Ellis Co. 
market leader, who launched the Avison 
Young Atlanta office in late January.

Since then, the former NFL quarter-
back has been on a demanding 
recruiting trail that might impress even 
die-hard college football coaches. For 
months, it involved almost daily break-
fasts, lunches and dinners with potential 
hires, and sometimes the day didn’t end 
until Dils fired off a final e-mail at 3 a.m.

The hard work has paid off.
The Atlanta office will be larger (fol-

lowing the Hodges acquisition) than the 
three other U.S. offices that Avison 
Young opened during the past 18 months 
in Chicago (17 people), Washington, 
D.C. (15), and Houston (2).

When Dils left Grubb & Ellis to build 
an Atlanta office for a Canadian firm 
largely unknown in the Southeast, he 
admitted, “a lot of people thought I was a 
little crazy.”

But, Avison Young was betting on sev-
eral trends in commercial real estate 
that could help fuel its growth in the 
United States, including an increasing 
number of brokerages that were over-
leveraged following the free-flowing 
lending environment of the mid-decade 
and the commercial real estate crash 
that followed.

Dils also focused on recruiting senior 
brokers who sought greater ownership 
in a company but whose entrepreneurial 
spirit might have been muted at the giant 
commercial real estate firms.

“It would have been much harder to 
do this if the market was like 2005 or 
2006, when everything was going gang-
busters ,” Dils said. “People got so busy 
they didn’t have time to sit down and 
think about what they wanted to do at 
their stage in their life.”

Avison Young, a private company with 

about 500 brokers, primarily in Canada, 
is in the midst of a rapid U.S. expansion. 
Atlanta is going to be a key office for that 
growth.

“I’d like to see us have 20 transaction 
folks in the second year,” Dils said.

In the next few months, he said, addi-
tions to the Atlanta office, “will likely will 
be individual brokers coming over from 
other firms, or possibly teams of 
brokers.”

The Hodges acquisition made sense 
for both sides.

Avison Young wants to expand. 
Hodges wants a larger platform.

“It was a growth opportunity for us, a 
perfect fit,” said Chet Koenig, a Hodges 
principal. “We were considering how we 
would have sustained growth, and that 
[ambition] coincided with Avison Young 
coming to Atlanta.”

For Watson, Avison Young offered “a 
place where you could have an impact 
and have input,” he said. While he was 
happy at CB Richard Ellis, a powerhouse 
in commercial real estate, and business 
was above average, “Steve and I have 
always been close,” Watson said, “and it 
gave me the chance to work with [him] 
and really grow something from 
scratch.”

If you have news for Real Estate Notes, 
contact Douglas Sams at (404) 249-1055;

fax, (404) 249-1058; 
or at dsams@bizjournals.com.
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Heavy recruiter: Steve Dils, on the 
recruitment trail for months, wants the 
Atlanta Avison Young office at 50 people 
this year. 
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