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Class A Space Still In
Demand
Executive Summary

With significant contractions in the market from such firms like Cigna and Indy

Mac, the market posted negative absorption for the third straight quarter. Having

exposure to the current financial crisis plaguing the overall economy, the

Southern New Jersey office market has seen a deterioration of market funda-

mentals as vacancy creeps nearer the 15 percent mark and rents continue to

lose ground.

Developers have reacted to the current state of the market as only 34,000

square feet of space is coming out of the ground and on a built-to-suit basis at

that. This is a 76 percent decrease from construction activity just one year ago.

The silver lining to all this is the Class A sector. In spite of all the bad news

plaguing the area, tenants that are in the market are going to premier space

which comes at an average 24.5 percent  higher rent than Class B space. In

fact, with Class B suffering negative absorption on the order of 235,000 square

feet and Class C posting no significant positive absorption, Class A product type

seems to be the only kind still performing well. Proof can be seen in rental rates

which increased by $0.09 this quarter, a 36 basis point increase since 2Q08.

Furthermore, Class A vacancy dropped 176 basis points over the past three

months to settle at 13.75 percent as of the end of September.



© 2008 Grubb & Ellis Company

Some of the data in this report has been gathered from third party sources and has not been independently verified
by Grubb & Ellis. Grubb & Ellis makes no warranties or representations as to the completeness or accuracy thereof. 

Office Market Snapshot Southern New Jersey Third Quarter 2008

Construction Third Quarter 2008
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New Speculative Development New Build-to-Suit Development

Inventory: Office inventory includes all multi-tenant and single tenant buildings at least 20,000 square feet. Owner-occupied, government and medical buildings are not
included.

Construction Type: Speculative ("spec") construction is designed to attract tenants likely to be in the market when the project is leasing. Build-to-suit construction is
designed for a specific tenant.

Office Building Classifications: Grubb & Ellis adheres to the BOMA guidelines. Class A properties are the most prestigious buildings competing for premier office users
with rents above average for the area. Class B properties compete for a wide range of users with rents in the average range for the area. Class C buildings compete for
tenants requiring functional space at rents below the area average.

Vacancy and Availability: The vacancy rate is the amount of physically vacant space divided by the inventory. The availability rate is the amount of space available for
lease divided by the inventory.

Net Absorption: The net change in physically occupied space over a period of time.

Asking Rent: The dollar amount asked by landlords for available space expressed in dollars per square foot per year in most parts of the country and dollars per square
foot per month in areas of California and select  ed other markets. Office rents are reported as full service where all costs of operation are paid by the landlord up to a base
year or expense stop.

Average Weighted Asking Rent: An average market rent where the asking rent for each building in the market is weighted by the building size.

Office Market Terms and Definitions

Grubb & Ellis is pleased to announce that it was awarded 

exclusive leasing and management agency for 

8, 9, 10, 12 & 14 Stow Road
160,000 square feet of office buildings in Marlton, NJ 

by Claret Capital during the third quarter of 2008

Liberty Property Trust
Sale of 160,000 Square Feet

at 8, 9, 10, 12 & 14 Stow Road

Marlton, NJ

to Claret Capital

Major Transactions


