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 Meridian Design Build 
recently started construction 
on a 307,850 SF speculative 
industrial facility for Land and 
Lakes Development in Mount 
Pleasant, Wisconsin. Th e 32’ 
clear building off ers 40 loading 
docks, 4 drive in doors, 242 auto 
parking spaces and 94 trailer 
stalls. Th e facility is designed to 
accommodate up to 6 tenants.  
 Th is is the second project 
Meridian has constructed within 

the 60-acre Mount Pleasant 
Business Park. Th e fi rst building, 
now leased to Goodwill 
Industries, was sold by Land and 
Lakes Development to Zilber 
Property Group in 2017.
 Architectural services are 
being provided by Partners in 
Design and civil engineering 
work is being completed by 
Pinnacle Engineering. 

Meridian Starts Construction on Spec Building in SE 
Wisconsin

system. With the new garage and train transit 
improvements, the expectation is terminal 
traffi  c will be lessened by 1.3 million vehicles 
a year. Th e on-airport Northeast Cargo 
Facility expanded to 780,000 square feet 
in 2017 maintaining O’Hare as one of the 
country’s busiest cargo ports of entry. Also, 
in planning are two new on-airport hotels, up 
to 600 additional rooms, and the renovation 
of the existing O’Hare Hilton with a design to 
accommodate trade shows. 
 On the north side of Elk Grove, the new 
I-90, eight lane “smart road” opened in 2017 
complete with digital road sensors, pavement 
condition monitoring stations and digital 
sign updates every half-mile. Th e new I-90/
Elmhurst Road “divergent diamond” full 
interchange also opened in 2017.  All of these 
improvements provide far better truck and 
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O’HARE continues on page 4

What’s “New” in the Elk Grove and O’Hare Industrial 
Submarket
Roadway, Airport and Power Improvements Help Corporate Competitiveness
By: Brian Carroll, CCIM
Executive Managing
Director of
Newmark Knight Frank 
(NKF)

major part of 
the O’Hare 
i n d u s t r i a l 

submarket, Elk 
Grove Village is 
home to the largest 
industrial park in
the country cover-
ing 3,000 acres, six square miles, and home to 
3,600 companies employing 100,000 people. 
Totaling approximately 100 million square 
feet, just below 10 percent of the overall 
Chicagoland industrial base, the Elk Grove 
Business Park and the O’Hare submarket 
began in the late 1950’s and continues to be 
relevant to the business and industrial world 

today due to a lot of “new” in 2017 and 2018.
 Th e diverse industry mix of the Elk 
Grove and O’Hare submarket, with O’Hare 
International Airport as the center, drives 
regional, national, and global economic 
growth. New benefi ts to the submarket, such 
as airport, roadway and power improvements, 
continue to help corporate competitiveness. 
 Th e O’Hare Airport launched a $10 billion 
modernization program in 2005 to improve 
airport capacity and effi  ciency. Th e program 
has brought forth (to-date) three new east-
west runways with a fourth in planning now. 
Th e modernization continues with the 2018 
delivery of a new fi ve-story parking garage 
consolidating the rental car service to three 
fl oors of the structure. Th e airport train 
transit system transporting people to parking 
and terminals will be extended to the new 
garage and will install 36 new rail cars to the 
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new, possible international market.  A broker 
with the SIOR designation can call upon 
their network to get valuable market insights 
and retain a local broker who can represent 
their client. In the process, the client keeps 
their trusted broker, and is able to work with 
someone with local knowledge who is fully 
vetted. 

Relationships and referrals –
the constant cornerstones
 Th e key to bridging local trust with global 
expansion is to have a network of broker 
professionals whom you can trust to provide 
the same level of service that you would. Th at’s 
when being a member of an organization like 
SIOR pays dividends. Brokers and clients alike 
know that working with an SIOR designee 
means that the in-market broker has the deal 
volume, experience, ethical reputation, and 
market knowledge that puts them at the top of 
their fi eld.  
 SIOR provides brokers with a platform 
to off er global services to their clients. Th e 

By Daniel Smolensky, SIOR, 
Principal, Taurus Modal 
Group, 
President SIOR Chicago

s the indus-
trial sector 
modernizes 

and industrial busi-
nesses look to com-
pete and grow, their 
real estate needs can 
evolve from local to 
global. When clients 
turn to their industrial or offi  ce real estate 
brokers and talk about expanding into a new 
market, the brokers must be prepared to tap a 
wide network for market information to make 
deals happen. Th ey may also have to work in a 
diff erent, more virtual context than they have 
in the past. 
 In my new role as president of the 
Chicago Chapter of Society of Industrial 
and Offi  ce Realtors (SIOR), one of the things 
I’m considering is how supply chains and 
distribution lanes continue to realize dynamic 

change, and how we as brokers have to adapt 
to better serve our clients. Industrial real 
estate brokerage was once a relationship 
predicated mostly on handshake agreements, 
face-to-face meetings, and deep connections 
inside a local market. Today communication 
is becoming more digital and global, and 
relationship maintenance has moved from 
the golf course to a webinar. But the need to 
adapt doesn’t mean brokers can’t apply what 
has made them successful and trusted earlier 
their careers. Th e same skills can be applied in 
a new way, to grow their business and that of 
their clients in the future.  

Trust and shared values
 Every real estate transaction hinges as 
much on the people involved as it does the 
property and terms being negotiated. When a 
company has established a strong relationship 
in a given market with a local broker, they 
oft en turn to that person to represent them in 
the markets where they are expanding. 
 Th e original local broker may not have 
the ability or licensing to handle a deal in the 
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