[Intro Music]

Samantha: 
Samantha Lewis here to introduce our latest podcast. Our hosts today are Barry Render, author of the number one operations management title on the market, and Misty Blessley, professor of supply chain at Temple University.
Today, Barry and Misty will be interviewing David Aschenbrand, Executive Managing Director at Newmark.

Barry:
Hey, thanks for the introduction, Samantha. And Dave, thanks so much for joining Misty and myself today. You've had a great career. I thought the first question I'd ask you, just tell us a little bit about your background, and how did you get to the position, this important position you have right today?

Dave Aschenbrand:
Sure, and good morning, and thanks for having me. It's an honor to be here with you today.
I think the simplest way and shortest way to put it is that I am a logistician disguised as a real estate professional. Years and years ago, I got my first entree into the industrial vertical, running a territory for a systems integrator and material handling company, a local narrow aisle forklift dealership out on Long Island.

Spent about 5 years there. After that, 7 years working for a publicly traded transportation brokerage firm, buying and selling transportation capacity in the North American market.
After that, I did 10 years in the public refrigerated warehousing space, primarily commercial roles, but a mix of operations interspersed in there as well.
And then another 4 years at an infill industrial real estate developer running their cold storage platform. The idea being that they didn't need help with the actual real estate transactions, what they needed help with was walking the walk and talking the talk of a cold storage end user.

And in that regard, I would say they were pretty smart. You could situationally sense that folks were relaxing around an individual sitting across the table from them that understood the contortions one goes through when running a cold storage facility.  And now I lead Newmark's Cold Storage Practice Group. I'm a broker, expected to do all the stuff a broker is expected to do, but of equal importance is to… be, in this example, a public face for Newmark's cold storage platform, be a resource for the greater Newmark network, and be a subject matter expert to lead this, particular vertical within the Newmark umbrella.

Misty:
So, Dave, so we understand that Newmark is a big company. Can you tell us specifically about what you do at Newmark?

Dave Aschenbrand:
Sure. So, yes, Newmark is a big company, publicly traded. I think we're approaching 10,000 employees.  $9 billion in transactions, global firm. 

My role here, as I had sort of alluded to in the introductory phase, is to foster the transactions wherever they may be in the process of cold storage, food and beverage, temperature-controlled facilities that facilitate the storage importation, exportation, manufacture, and distribution of temperature-controlled goods. These days, that falls under mostly food, but there are some pharmaceutical, floral, even some military applications that would support temperature-controlled facilities. And whether that's be buying or selling the buildings, financing them, acquiring the dirt to build them, underwriting them, leasing them, all of the above associated with these buildings.

Barry:
So your clients look primarily to warehouse what kinds of things? Is it mostly food?

Dave Aschenbrand:
Mostly food. When you think about temperature-controlled or cold storage space, the lion's share of the commodities that flow through that are going to be food.

85% of which I think the last statistic I saw was going to be frozen versus refrigerated. Like I mentioned, there are some floral applications, there's going to be some pharmaceutical applications, even some military-type applications when it comes to certain types of lubricants and products that are going into manufacturing of that type of product. 

But even if you look at the e-commerce, the surge in e-commerce amongst temperature-controlled facilities, it's gonna be food products, mostly.

Misty:
When we talked in the past, you were mentioning a situation that you had in the Charleston area. Can you talk about that a little bit?

Dave Aschenbrand:
Sure, and again, we'll keep things fairly vague just to, you know, keep everybody's information private, but the general gist of it is that, you know, we see a lot of development in this space now, being looked at from a finance perspective, rather than a regional operations perspective, right? They look at a piece of dirt and an achievable rent based on the market, and what they think the market will support, and they then develop that site, and they tend to do well, one of, or multiple of several things. One, maximize the footprint, the floor area ratio, FAR, we call it in the industry. Jam as much building onto that parcel as humanly possible. They have to, right, to achieve certain returns.

They don't necessarily take into account trailer parking, or the number of docked doors, or the type of freight that's going to flow through the market IIs that market a local, you know, CPG type of, or manufacturing type of a market, or is it an import-export market, designing the building appropriately? How close is it to a port if it's an import-export market?

And you oftentimes see, well, they drew a radius around that particular port, and you could be an example of 45, 50 minutes outside of a terminal. And in that environment there's a potential that the CDL driver or the port logistics, if it is a port-based market. Where that could be a challenge. You know, the CDL driver median age, I think the last statistic I saw is north of 55 years old.  That population is dwindling, they carry a bigger stick than they ever have in the history of logistics. And being able to achieve rapid turn times into and out of a terminal that if, again, if that facility is being positioned into a market that is primarily a import-export market.

Being able to turn those drivers quickly, get them home at night with their families, keep them on staff, and turn your freight quickly and turn those containers quickly is going to be paramount. And when you position a building too far outside of that radius, you jeopardize being able to do so efficiently.

Misty:
So that 100% makes sense to me, and what you're doing is you're really solving a problem for them, so…

Dave Aschenbrand:
Trying to.

Misty:
That's great, and I know we were talking about the tool belt generation, and basically a change in mindset as we introduce AI into… into work, and people think that AI are going to take their jobs, but can you speak a little bit to that?

Dave Aschenbrand:
Look, I… And being a white-collar guy in the room, definitely a little afraid of what AI is going to bring. It's coming. None of us can avoid it anymore at this point. It's got its own self-fulfilling prophecy. 
 
What that means to the workforce and how it's going to dynamically change the North American business environment, it's anybody's guess, we've all got a front-row seat, but the one thing that I do point to that will, I think, be, and I use this term loosely, AI-proof, is the trades and or folks that need to use their hands for a living.

AI will play a role, in my opinion on how these buildings are configured, managed, the software that runs them, maybe even some integration into the automation of these buildings, and will be a great tool to leverage and make the buildings more efficient.

But I do think that there is a massive opportunity in this country for young folks, and I've been encouraging my own children to do so, with a mixed level of enthusiasm, but to engage in the trades. I think it's the one thing that AI is gonna have a hard time replacing.

And, and there's an area where I see a massive gap in the talent in this country. Skilled trades folks, and what is needed to fulfill them. And in fact, I think there was an announcement that the government is looking to deploy somewhere in the neighborhood of 600,000 blue-collar jobs within the military manufacturing space over the next decade.  And that is directly for electricians, welders, folks that can use their hands.

Misty:
So that speaks a lot to what facilities are gonna look like.

Dave Aschenbrand:
Yep.

Barry:
But let me follow up on that, Misty, because with you and I being in the academic side.

Barry:
Dave, can you comment on how you think that affects higher education?

Dave Aschenbrand:
And knowing your audience, this may come across as very unpopular, but I… I think the window for a return on investment of a sort of standard liberal arts four-year degree has likely closed or is closing in this country.

Unless you are pursuing higher education for something like engineering, law, medical, finance, things of that nature.  I just think you could have a less financial exposure from a tuition room and board perspective, on a trade, get out of school sooner, start earning money sooner,

And I just think that there's a better return on investment for that particular type of person.

Barry:
I was afraid you were going to say that, so let me get back to… let me get back to the warehouse industry.

Dave Aschenbrand:
Sure.

Barry:
My last question about this is you've been in this business for 20 years. How has a typical facility changed in the last 20 years?  Do they look the same as they did, or is it a whole different area?

Dave Aschenbrand:
I don't think you could pinpoint in the industrial vertical, something that looks more different.
The buildings are taller. The Europeans have been doing it for years, primarily because they don't have the land that we do, but also they recognize, especially in cold storage space.

That, you know, that extra layer, 2, 3, 4 of rack and insulated metal panel is, a way of driving a massive amount of efficiency in the building from a cost-per-pallet position perspective.

The dock packages in these buildings, the way that they interface trucks now no longer require a dock door to be open while a trailer backs in and then opens its doors.  The lighting, the LED lighting in these buildings these days, they no longer… well, they throw off a miniscule amount of heat relative to the old-school lighting packages that would come in these buildings. They're brighter, more efficient, and are replaced way less often.

The automation that's being deployed in these buildings didn't exist 20 years ago. You know, the inventory management software programs that are deployed into these buildings, the actual software that runs the refrigeration.

The list goes on and on. The efficiency of these buildings, the way that they look, the way that they function are light years ahead of way they were, just even from, like, the 80s and 90s.

Barry:
Very interesting.

Misty:
A comment and a last question for me. My comment is that I understand what you're saying. I do believe students have to walk out with a competency that they can employ on day one. Yes. 

But the last question that I have for you is that I know that you keep an eye on the Cold Chain Index, because I actually met you through the Global Cold Chain Alliance, who puts out the Cold Chain Index. Can you tell our listeners what that is, and what the Cold Chain Index means for the industry?

Dave Aschenbrand:
Sure, so that's a… it's a great time to plug the GCCA. It's a phenomenal group in this space. It's a mix of public refrigerated warehouse operators, end users, importers, exporters, manufacturers, general contractors, finance folks, real estate professionals, you name it, anybody associated with that cold chain, and a great resource for information, learning opportunities, and networking. The Cold Chain Index is an index that's released on a quarterly basis, where the members of the GCCA input their information into a centralized database.  And they publish, in a pie chart, the various cost burdens. The typical categories are supplies, repairs, electricity, then rent, mortgage, lease, and then labor.

And for the first time, in my experience, and I've been with them now probably close to 6 years, 7 years labor has taken over the top spot on that pie chart.

So, you know, this is something that you hear talked about constantly in the industry, labor, labor, labor. You're competing with, you know, a, as an example a large small parcel delivery service, home delivery service down the road, where it's a comfy 72 degrees in the building year-round.  Or versus somebody could work at a cold storage building that's minus 5.  It's hard hanging on to labor in that environment.

And right now, job growth has slowed, and so, you know, finding folks to, you know, work in these facilities is difficult.  The inflation pressures that those folks are under has required them to ask for, you know, higher salaries, higher hourly wages, and it has driven up that particular piece of the cost burden for the typical operator to the number one position for the first time in years.

Barry:
Great answer. 

Dave, Misty, and I would like to both thank you so much for joining us today. We had a great talk with you. You're a very articulate spokesman for the industry, and we learned a lot about it.

Dave Aschenbrand:
Appreciate that. Thank you very much.

Barry:
So thank you for joining us.

Misty:
Thank you.

Dave Aschenbrand:
My pleasure, thanks for having me.

[Outro Music]
