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PRESIDENT’S LETTER
A MESSAGE FROM OUR MNCREW PRESIDENT
This year not only do I have the privilege of
serving as MNCREW’s chapter president, I
also serve as the board liaison to our Sponsor
Engagement Committee. What does that
mean exactly? That means that a group of
about 20 MNCREW volunteers meet
monthly to ensure that we are staying on task
with our goals set out for 2022 and engage
with those that are helping our chapter thrive.
Because of the generosity of our sponsors,
we can continue to be the premier CRE
networking organization and ignite the
commercial real estate industry through
the collective achievements and unique
strengths of women.
With that said, thank you to our wonderful
sponsors. You showed-up! You helped us
exceed our goal of $100,000 in sponsorship
dollars. Because of you we are stronger than
ever and here are some proud moments I
would like to share with you:
· Another sold out annual golf outing on a
perfectly hot Minnesota summer day. We
have perfected our golf outing to allow
enough time to golf 18 holes, but we only
must play nine! Yes, you heard that right, only
nine. That means we have plenty of time to do
what we do best, network with each other and
network with our tee sponsors. Our sponsors
also provided some of the most elaborate
prizes at our post-party. We had two spa gift
packages this year, one of them included a
room at the Four Seasons!
· We are at 267 members and growing. There
is momentum and we can feel it. Why do you
think that is? We’ve increased our activity on
our social media accounts, planned insightful
programs, and produced sold out events.
Maybe it’s that we are a remarkable group of
professionals that put networking first. We
are approaching record level membership
numbers and know that proper succession

planning and support from our sponsors will
be the key to our growth.
· In an effort for all our new members to learn
the opportunities MNCREW can offer, we
have created a new member breakfast
meet-up. Our Membership Engagement
Committee invites our newest members to
breakfast on the second Wednesday of each
month. This is an opportunity to engage with
other new members (yes, more networking)
and experienced members are invited to
share the benefits of membership at a local
level (MNCREW) and at a global level
(CREW Network). We’ve found that this
early engagement into MNCREW has
produced more committee participation and
a stronger feeling of connection to the group.
As this chapter grows, we will need more
passionate volunteers to keep our
organization thriving.
· Our families are growing! We had two
pregnant board members this year and for
both it is their first baby. To celebrate their
journey, each of them received a baby
shower at our board meeting. It’s an excuse to
order ridiculous desserts and an opportunity
for experienced working moms to provide
advice to the new moms. Whether it’s family
or career growth we elevate each other with
advice and humor.
· We have created a sustainable plan to be an
inclusive organization for networking,
mentorship, and career development. We
have hosted several sessions with board and
chair members to have real conversations
while navigating CREW Network’s DEI
playbook. We completed our exploratory
research, and our next steps will include
defining services needed to hire a DEI
consultant. We will also take advantage of
the opportunity to participate in CREW
Network’s Executive DEI Training that will
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guide us in creating a culture to ensure
member engagement and connection.
· We have 25 MNCREW members attending
this year’s CREW Convention in Chicago.
This is a record year for participation by our
chapter. For the growth and success of our
chapter, it’s important to collaborate with our
peers. It’s an opportunity to share ideas with
one another while learning about the latest
trends, technologies, and innovative projects
in our industry.
To those who are reading this newsletter and
are sponsors, we hope you are seeing the
value. The value in members who are taking
advantage of the education, leadership, and
mentorship opportunities. The value of your
organization being recognized on social
media and at our sold-out events. The value
in the programming that provides a multitude
of topics so that when you attend, you’ve
received enough information to become a
subject matter expert. And lastly the value
in networking!
It is my goal to help each one of you connect
with someone new, attain a lead that
motivates you or receive career advancing
advice. Please reach out and let me know
how I can help you!
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MNCREW ATTENDS 2022 CREW NETWORK
CONVENTION

Charity Vang
Social Media Coordinator
Denison Parking
612.367.8082

2022 M NCREW PRESIDENT

Heather Weerheim
Director of Business Development
Greiner Construction
612.741.6852

This year’s CREW convention will be bringing
together over 1,200 commercial real estate leaders
for deal making, business networking, industry
education and leadership development. Our
President, Heather Weerheim, is looking forward to
leading this year’s group to Chicago, Illinois. In its 27
years of existence, MNCREW will have its highest
attendance of 27 members. Coincidence?

E M I LY CL A R I D G E

MNCREW continues to support the development of
members by providing scholarship funds to attend the
convention. This year’s recipients are Emily Claridge
and Mythili Thiagarajan. We have interviewed both
recipients and our President to get their take on what
they’re looking forward to!

Q2: What do you hope to take away or learn
from this event?

Emily Claridge
Transaction Manager
Transwestern

Mythili Thiagarajan
Principal
Auromira Architects LLC

I hope to bring back ideas for the Rising Leaders
committee, as I am returning as co-chair of this group
next year.
Conferences like this always inspire me to try
something new and learn from the speakers and
other attendees.

H E ATH E R WE E R H E I M , M N CR EW
P R E S I D E NT

Q3: How did you hear about the scholarship
opportunity?

Q1: What are you looking forward to?

I have talked with previous scholarship recipients
who encouraged me to apply. I am so thankful for this
opportunity and will make the most of my convention
experience!

I’m most looking forward to our dinner out with our
MNCREW Chapter. It feels like a celebration for
our chapter. Our only obligation that night is to each
other and it’s so fun!
Q2: What do you hope to take away from this
event?

As a MNCREW member, the speakers and CREW
Network members always leave me feeling inspired
and energized to finish the year strong and create
goals for new year. All I need is one nugget or bit of
advice on how to do my job better. In my book, leaving
with this information on how to lead our chapter
more effectively is a convention success. I’ve been
attending CREW Convention regularly for the past
nine years and it hasn’t failed me yet.
Q3: What are the benefits to attending a
network convention?

BOARD OF DIRECTORS &
BOARD LIAISON TO M EM BER
ENGAGEM ENT COM M ITTEE

I am looking forward to meeting commercial real
estate professionals from across the country. I have
plans to meet up with Transwestern colleagues from
other CREW chapters and am excited to network
further with fellow MNCREW members.

—Charity Vang, Social Media Coordinator at
Denison Parking

As a MNCREW Chapter leader, I’m hoping to take
away advice on succession planning and strategic
growth from our peers who have chapters with 300+
members. During the Leadership Summit (one day
prior to the convention) we get the opportunity to
have guided leadership discussions and peer group
sessions to exchange ideas to grow and enhance our
chapters.
CO - CHAIR OF RISING
LEADERS

Q1: What are you looking forward to?

There are many benefits to attending CREW
Convention. For me, the networking with MNCREW
and CREW IA is all I need. But there’s more! The
keynote speakers are chosen with intention and the
attendees will walk away feeling like subject matter
experts.

If you would like to learn more, please visit
2022 CREW Network Convention.

M Y TH I LI TH I AGA R A JA N

Q1: What are you looking forward to?
As a MNCREW member since 2014, I am so
honored to be surrounded by some of the brightest
minds in our CRE Industry! CREW Convention is
a great way to meet more successful women from
the entire network across the nation and other
countries as well! I am also hosting the Architecture
+ Interior Design Peer Exchange session this year. It
is a wonderful opportunity to facilitate a discussion
between CREW members from small and large firms
and listen to their viewpoints on various challenges
that we are facing as an industry!
Q2: What do you hope to take away or learn
from this event?
As a small business owner, I view CREW convention
as a great networking opportunity and a tremendous
growth experience that can benefit my company as
well as our MNCREW chapter. As a member of the
MNCREW Board of Directors, I am hoping to bring
back ideas that can benefit our chapter!
Q3: How did you hear about the scholarship
opportunity?
I heard about this opportunity from other MNCREW
members and through the Wednesday Weekly.
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COMMITTEE SPOTLIGHT

MENTORSHIP PROGRAM
Don’t miss out on the great opportunity to connect
with other MNCREW members and make longlasting relationships. At MNCREW, mentorship is
about supporting and encouraging people. Here is
a recent mentorship story about Kortney Kenville
and Christy Lewis as they developed a bond
through their mentor and mentee match up.
Mackenzie Damerow

—Mackenzie Damerow, Associate Broker at
Hoyt Properties

Associate Industrial Broker
Hoyt Properties
612.338.3195

It has been an absolute pleasure getting to
know Kortney on a broader scale. I have truly
enjoyed my time with her and look forward to our
friendship growing. We shared many learning
moments and laughs together; invaluable. ”
—Christy Lewis, Mint Roofing
“The MNCREW Mentorship Program has given
me so much more than just a familiar face within
the industry. It has given me someone I can ask
candid questions to, count on for advice, talk
through hard situations, and guide me as I continue
my professional journey.
Over this year, Christy has helped me create goals,
figure out what works for me and my company
along with teaching me ways to alleviate burnout.
My suggestion to anyone considering is — you get
out of it as much as you put into it.”
—Kortney Kenville, Terra Construction
If you’re interested in being a mentor or mentee
next year, click here for the application.
Contact Marlee Benson or Kristy Dahlvang if you
have any questions.

Christy Lewis
Vice President, Sales & Marketing
Mint Roofing
“I have very much enjoyed being paired with
612.803.0275
Kortney in the MNCREW mentorship program.

In the very beginning, we set the expectations
and defined what a successful mentor/mentee
relationship meant to us. This proved to be very
successful.

Kortney Kenville

Kortney takes the initiative, schedules the time,
and puts in the work. She came prepared and open
to authentic discussion. Her positive energy and
tenacity are huge contributors to her success.
We effectively used the MNCREW playbook as
a guide.

Business Development
Terra Construction
651.724.2980
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SUZANNE HUWALD
It’s fun to be part of a group that elevates women.
Who or what brought you to MNCREW?

Suzanne Huwald
Business Development
Promotion Select
952.470.6166

Actually, a couple different things brought me
to MNCREW. I work with several companies
in the commercial real estate space and I
received recommendations from both clients
and friends in the industry that it’s a great
association for networking and relationship
building. So far, this has proven to be true. It’s
fun to be part of a group that elevates women.
Describe your involvement in MNCREW
Jamie Efnor, a salesperson from our office, and
I both joined right before COVID in March
of 2020. In 2021 we volunteered on the
Women Run the Cities Committee and this
year have been attending monthly meetings
and networking events and we sponsored
Handbag Bingo, MNCork, and the golf event.
We look forward to joining committees and
getting more involved this coming year.
Hobbies/Activities
I love the outdoors, walking, hiking, biking, golfing
and spending time with family and friends at our
cabin on Balsam Lake in Wisconsin. And, I have to
admit, anything that involves red wine... I’m there!
Travel

sons living in NYC and AZ most frequently.
Every year we immerse ourselves in the culture
of a different Big 10 school /city by going to
an out of town Gopher football game with our
tailgating crew. We love CA and WA wineries
and checking out new cities around the country.
This summer we visited Park City, UT and would
love to go back to see it covered in snow.
Education/Career Path
I graduated from Gustavus Adolphus College
in business with a marketing emphasis. For
10 years I worked in marketing, then chose
to stay home with my three boys. This was a
complete delight, however, also left me longing
for the marketing world. I starting selling
promotional items part-time for many years
while the boys were in school. Seven years ago,
I joined Promotion Select full time and have
been loving it! It’s the perfect combination of
using my creative marketing skills and meeting
new people to help them build their brand.
Carreer Advice/Favorite Mentor
My favorite mentor has to be my father. He is
the wisest person I know. I recently saw a quote
that really spoke to me: “Why not go out on a
limb, that’s where the fruit is.” —Mark Twain

Most of our travel revolves around visiting
family throughout the country. We visit our
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SHEILA MOZAYENY-HALE
It’s important to me that any organization I join is one that can
provide opportunities to be a proactive member.
Who or what brought you to MNCREW?

Sheila Mozayeny-Hale
Director of Interior Design
LSE
612.991.9288

I originally came to a MNCREW lunch after being
away from the corporate real estate world for several
years. I was looking for an organization to join that
would not only provide networking opportunities but
a community of peers and mentors as well. I attended
that first lunch on my own, and left with a table full
of new friends and contacts. I was then quickly
introduced to Claire Roberts and after our first
meeting, I knew MNCREW was the place for me.
Describe your involvement in MNCREW

focusing on interior design. I have been a Certified
Interior Designer for nearly 25 years and an active
member of our local chapter of IIDA having served
as a co-chair for several committees, President/
Past President and currently President Elect.
Hobbies/Activities
Anything that involves entertaining, cooking
and spending time with family and friends!
Career Advice
To always be curious and open.

It’s important to me that any organization I join
is one that I can provides opportunities to be a
proactive member. I have joined the Events and
the Education and Leadership committees and
while my schedule doesn’t allow me to be quite
as involved as I’d like at times, the community I’ve
gained from them is priceless. I also try to prioritize
MNCREW events and attend as many as possible.
Education/Career Path
I attended the University of Minnesota College
of Architecture and Landscape Architecture
graduating with a BA in architecture and minor
in art history. Early on in my career, I realized my
passion was for creating interior spaces that impact
the daily work lives of my clients and transitioned to
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PROFESSIONAL DEVELOPMENT

ESCALATION CLAUSE TIPS AND TRAPS FOR
BUYING A HOME (OR AN ISLAND)
A purchase price escalation clause provides that an offer
to buy real estate will automatically increase to exceed
any other offer by a certain amount (see examples below).
An escalation clause may be an effective way to make the
highest bid; however, an escalation clause should be used
only in appropriate circumstances and should be carefully
drafted to protect the buyer.
Example 1: Escalation Clause Without Buyer
Protections
Michele Loughrey Tschida
Attorney at Law
Hellmuth & Johnson, PLLC
952.746.2152

A potential buyer really wanted to ensure her offer would
be accepted. The buyer’s agent was eager to help the
buyer come out on top in a very competitive market.
The offer included the following provisions: Escalation
clause $2,000 above highest offer. Non contingent upon
inspection. Non contingent upon appraisal.
It is likely that this simple escalation clause would
accomplish its purpose: the buyer probably would be
the highest bidder.
What could possibly go wrong?
1. The escalation clause did not include a cap, so the
purchase price would automatically increase to an amount
$2,000 above the highest offer, regardless whether the
buyer was willing or able to pay that amount.

Kylie Kaminski
Attorney at Law
Hellmuth & Johnson, PLLC
952.460.9298

2. The escalation clause was combined with a waiver of
inspection, essentially offering to pay any price for the
home regardless of its condition.
3. The escalation clause was combined with a waiver of
appraisal, essentially offering to pay any price for the
home regardless of its fair market value.
4. If another offer was submitted with an escalation clause,
the two escalation clauses would result in the purchase
price spiraling upward to $2,000 higher than the cap
(if any) in the other offer.
5. If the offer was accepted by the seller, and if the buyer
was unable or unwilling to close the transaction, then the
buyer would be at risk of losing all of the earnest money,
or of being sued by the seller.
Thankfully, the buyer obtained legal advice before signing
the offer, and chose not to proceed with the proposed
escalation clause as written.
Example 2: Escalation Clause for Offer
to Purchase Unique Property
All parcels of real estate are unique, but some are more
unique than others. A family found an island the family
wanted to buy. The island included residential and
recreational areas. The family was able and willing to
pay more than the fair market value of the island.

1. If the seller received one or more additional bona fide
offers with terms acceptable to the seller, but which
resulted in net proceeds equal to or greater than the net
proceeds payable under the offer, then the purchase price
stated in the family’s offer would automatically increase
to an amount which would yield net proceeds equal to
$
in excess of the highest net proceeds under the
other offers.
• This provision protected the buyer by taking into
consideration not only the purchase price, but also other
terms and conditions that would affect the bottom line.
2. Notwithstanding any other provision to the contrary,
the purchase price under the offer would not exceed
$
— a specified amount (the “cap”).
• This provision protected the buyer by limiting the
maximum amount of the purchase price.
3. If one or more other offers caused the escalation of the
purchase price, seller must provide buyer with sufficient
documentation to justify the purchase price increase.
• This provision protected the buyer by requiring the seller
to provide evidence if seller actually received a higher
offer that resulted in a purchase price increase.
4. The escalation clause also established a process for
acceptance of the offer and documentation of the final
purchase price, whether based on the initial offer or
based upon escalation of the purchase price set forth in
the addendum.
• This provision protected the buyer by establishing a
framework to nail down the deal terms and prevent the
seller from later increasing the purchase price based
on an additional offer.
In many cases, an escalation clause is included in an
offer to buy real estate because the demand for housing
exceeds the supply, not because the property is unique.
However, the same care should be used in drafting an
escalation clause for an offer to buy a home as for an offer
to buy an island. An experienced real estate attorney
can assist a buyer with coordinating all of the terms and
conditions of the offer to help achieve the buyer’s goals
without undue risk.
– Please Note: The information in this article is provided
solely as general information and not as legal advice.
Receipt of this information or its use does not establish an
attorney-client relationship. Readers are urged to speak
with a qualified attorney when making decisions regarding
a specific legal issue.

The family’s offer included an escalation clause, but the
clause also included the following provisions to protect
the buyer:
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MNCREW 2022 Partners
Minnetonka
The Hutton House
Bde Maka Ska
Dominium
Finance & Commerce
Greiner Construction
United Properties
Harriet
Bell Bank
BKV Group
Kraus-Anderson Companies
Merchants Capital
Ryan Companies US, Inc.
Phalen
Anderson Companies
Art Partners Group
Bridgewater Bank
Colliers Mortgage LLC
Gardner Builders
Geosyntec Consultants
Nokomis
CBRE, Inc.
Colliers
LHB
MINT Roofing
Parameters
RJM Construction
Transwestern

Lake of the Isles
Allsteel
Atmosphere Commercial
Interiors
Henricksen
Hines
KOMA
Mohagen Hansen
Architecture | Interiors
Old Republic Title
Como
Absolute Commercial Flooring
Acre
Allied Parking Inc.
Associated Bank
Barna, Guzy & Steffen, Ltd.
Braun Intertec
BWBR
Commercial Partners Title
Core States Group
Davis
Frattalone Companies
Fredrikson & Byron, P.A.
General Office Products
JLL
Larkin Hoffman
Michaud Cooley Erickson
Minnesota Roadways Co.
Newmark
The Opus Group
Promotion Select
Servion Commercial Title
Stahl Construction
Stinson LLP
Winthrop & Weinstine, P.A.

Responsive support
you can bank on.
Discover Bridgewater Bank.

BWBMN.COM
Member FDIC

Design for the good
of humankind.

Proud MNCREW Sponsor!

Britney Krchnavy

bkrchnavy@parameters.com
612.968.5833

Contributions?
Questions or comments?
Please contact the Communications
Committee Co-Chair:
Mackenzie Damerow
612.338.3195
Michele Loughrey Tschida
952.746.2152

mncrew.org

