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PRIME REAL ESTATE PROPERTIES
FOR SALE OR LEASE

WOLFGANG HERZ 305.970.7260

LATITUDE OFFICE - Sale and Lease
647 sq. ft. to 48,000 sq. f.

THE PLAZA ON BRICKELL - Retail 2,200 sq. ft.
to 8,500 sq. ft. for Lease

VUE ON BRICKELL- 1,200 to 2,600 sq. ft. for Lease
1800 BISCAYNE - Retail for Sale and Lease

17730 BISCAYNE - Prime Retail and
Offices for Lease

RESTAURANT - Turn Key - Business for Sale
HOTEL MIAMI BEACH - For Sale

CLAUDIA DEL TORO 786.554.3626

JUNCTION LOFTS - Retail and Office
7251 NE 2 Ave. 888 to 2,755 sq. ft.
For Sale and Lease from the Low $200's

CARMEN MORE 305.495.5469

NEW WATERFRONT RESTAURANT PAD -

Financial District - Sale and Lease

PRIME CORNER OUT PARCEL and
upcoming  landmark stand  alone
8,800 sq. ft. building off Brickell Ave.
for Sale and Lease

LIZA HIM 786.271.5519

LATITUDE ONE - TURN KEY office
suites for Sale and lease 647 sq. ft.
to 3,765 sq. ft.

1000 BRICKELL - Turn key office suite
for sale 1,309 sq. ft.

Cervera Real Estate, Inc., Since 1969 ® 1492 South Miami Ave. ® Miami, FL 33130 ¢ 305.374.3434  www.cervera.com

Now LEASING

Lakeside Business Center

LAKEVIEW OFFICES AND OFFICE / WAREHOUSES

Minutes from Coral Gables, South Miami and Pinecrest
5000 SW 75 Avenue on Miller Lake

N
M

MADDUX
AND COMPANY
Florida Real Estate

Story HF1G_240512 System MIAE

Lakeview Office
1,400 to 8,400 sq. ft.

Office /| Warehouses
8,700 to 24,000 sq. ft.

For further information, contact Scott \Weston, Broker
Phone: (305) 264-9661 « E-Mail: flaprop@madduxco.com
7250 SW 39 Terrace * Miami, FL 33155

by RCHIANG

COMMERCIAL REAL ESTATE SPECIAL
REPORT

Some doctors own
instead of renting

*MEDICAL, FROM 19

Weston, CEO of medical
real-estate specialist Kenneth
Weston & Associates. “So for
them to move from office to
office is
extremely
expensive.”

T h e n
there’s that
location fac-
tor: Physi-
cians need to
have their
offices close
to their
patients and, for many spe-
cialists, near a hospital.

Rozynes’ 37,000-square-
foot building, for example, is
on Sunset Drive near 87th
Avenue, close to Baptist and
South Miami hospitals.

Still, leasing was a bit slow
because of competition from
office condos. In 2007,
652,329 square feet of office
space sold, a good chunk of it
targeted at the medical
industry.

BUILDING EQUITY

Owning space can appeal
to physicians because of the
big investment they make in
equipment and because they
don’t move often.

“The clients they serve are
generally within a radius of
their loca-
tion,” said
Ford Gibson,
principal of
Miami-based
Gibson
| Development
Partners,
| which has fin-
ished two
medical office
condos and is developing a
third. “They can be in that
same location for a long
period of time.”

Gibson added that some
doctors like building equity
in real estate. A doctor on the
verge of retiring “can sell the
practice and retain the real
estate and rent it or sell the
real estate,” said Gibson, who
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A doctor on the verge
of retiring ‘can sell
the practice and
retain the real estate
and rent it or sell the
real estate.”

- FORD GIBSON,
Gibson Development Partners

is also looking at two medical
office rental projects.

The competition made
leasing of Rozynes’ building
a little slow, but the last ten-
ant moved in three months
ago. “I was a little blindsided
by the office condo market,”
she said. “But then as office
condos became more expen-
sive, this became more
affordable.”

LOOKING FOR YEARS

Despite the options, Dr.
Michael Pacin, founder of the
14-office Florida Center for
Allergy & Asthma Care, had
a hard time finding the right
office when he needed to
leave an 8,000-square-foot
space.

Pacin didn’t want to own.
“I don’t want to have to deal
with that,” he said. “And buy-
ing, from the business end,
you really don’t save any
money.”

After looking for years, he
moved the clinical practice
into a 4,000-square-foot
space in Rozynes’ building
and moved billing and busi-
ness functions — where loca-
tion doesn’t matter as much
— to Kendall.

Pacin is still looking for
more locations for his prac-
tice. “The renting market is
very tight.”

Whether rentals or con-
dos, Gibson and Weston cau-
tioned that not every project
is successful just because
demand is strong. Weston
said projects must be in fast-
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