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Contrary to popular belief, corporations
that are headquartered in large
metropolitan areas are less lihely to
relocate tlran rapidly growing corporations
and those that are headquartered in the
Northeast and the MiddLe Atlantic states.
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f he relocation oI corporate headquarters has a
- I - major impact on a city s economic development
I and its real estate markets. Potentially loot-

loose headquarters are courted by real estate bro-
kers, olfice developers, consulting firms and, of course,
city ollicials. The threat of headquarters relocations
have impelled cities and states to offer ever greater
ta-x, expenditure and regulatory subventions to in-
duce corporations to stay put. But v'hich corpora-
tions stay and which go? Are certain kinds of lilms
headquartered in certain kinds of places more likely
to relocate their headquarters than others? This ar-
ticle aims to answer these questions by analyzing
the organization and location determinants of head-
quarter relocations.

Most research on colporate headquarter reloca-
tions has focused on the types ol places that gain or
Iose headquarters rather lhan the types oI firms that
relocate. Several studies have described the redis-
tribution of corporate headquarters within the ur-
ban system.l These studies have shorvn that,
paralleling the more general patterns of postrvar ur-
ban grorvth, corporate headquat'ters have been mov-
ing outwards from core metropolitan areas to
suburban rings and from older to newer industrial
areas.x Notable is the exodus lrom New York City
and other older metropolitan areas and the rise of
headquarter centers in major Sunbelt metropolises.3

A-ll of these studies have accounted for head-
quarter relocation on the basis of location factors.
The factors most frequently cited as contributing to
the redistribution of corporate headquarters include
the distribution of the population, the cost ol labor,
the local availability of advanced business services,
the amount of local business and personal t:xes, the
cost of land and living, the amount paid lor oflice
rents and the amenities offered by the environlnent.r

Real estate firms also have commissioned stud-
ies that sought to identily the location factors that
are most relevant to headquarter lelocation deci-
sions.s These studies usually have been based on
surveys of corporate CEOs and emphasized less tan-
gible factors such as a metropolitan area's "business
climate" and "quality of life." How closely CEOs'
preferences concerning attractive corporate head-
quarters locations relate to the realities ofrelocation
behavior also remains a subject of lierce debate.

Other studies have addressed the impact of in-
formation technology, particularly advances in te-
lecommunications and decentralized computing, on
headquarter mobility. By permitting quick access to
specialized information and services, information
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could not support a full construction company and
brokerage operation in every city in which it was
active.

The Compensation Problem
The second difficulty in organizing a fully inte-
grated real estate company in the United States is
managerial in nature. In contrast to other parts of
the world, the United States has traditior.rally com-
pensated people who perform management, broker-
age and development services very dilferently,
Managers, be they property managers or general
managers, are usually paid a straight salary and a
bonus or a share in profits based upon the perform-
ance of the company. Brokers are typically compen-
sated through commissions. And development
personnel often receive equity interests in the proj-
ects they develop in addition to a salary, The firm
that attempts to bring brokerage, management and
development under one roofruns the risk of creatir.rg
friction over corrpensation issues.

For example, brokers, who often receive large
commissions as they lease the space immediately
after completion of a project, rvould be paid in excess
of the salaries earned by the most senior managers.
Inevitably, this difference in compensation rvould
breed resentment among those who were responsi-
b1e for developing a project and who typically rvould
rvait years until the project was sold before they could
recognize the benef-rts of equity participation. And
in the interim, it would be the managers of the com-
pany who rvould create the most value in the project
through careful management of the investment asset.

While this compensation ploblem is not insur-
mountable, it may help to explain why ferv fully
integrated real estate f-rrms exist in the United States.
Furthermore, the difficulty of providing competitive
compensation for brokerage and development per-
sonnel without upsetting the salary structure also
may explain why relatively few large U.S. institu-
tions have managed to integrate directly into de-
velopment. Instead, large U.S. companies find it
easier to participate in development through joint
ventures or passive investments in independent de-
velopment companies.

The recent experiences of Hooker and Campeau
illustrate the investment and managerial risks con-
fronting foreign real estate firms that attempt to
integrate beyond their core businesses in the United
States. Both firms acquired major department store
chains as part of a larger integration strategy. In
doing so, they attempted to manage a highly spe-
cialized business-retailing- in which the firms
lacked special expertise. Today, both companies are
on the brink of bankruptcy. The experience of Hooker
and Campeau suggests that the potential gains from
integration are sometimes more easily identified in
theory than they are realized in actual practice.

Macroeconomic Rish
The third obstacle to large-scale vertical integration
in real estate is that it tends to expose a lirm to
more macroeconomic risk. Although the time it takes

to bring products to the marketplace is shortening
lor other industries because of technical and man-
agerial advances, the time necessary to complete the
value chain for real estate is lengthening. It takes
longer to develop a project today in the United States
than it did 10 or 20 years ago. There are a variety
of reasons for this: the approval process is longer,
financing is more complicated, and buildings them-
selves are more sophisticated and often take longer
to construct. Because of the protlacted value chain,
a large firm that takes a ploject from rarv land all
the rvay through to completion of a development as
an investment asset is more exposed to macroecon-
omic doq'nturns than a small lirm that tines its
entry and exit into the market. As the value chain
continues to lengthen, integrating may be a less at-
tractive strategy for dealing with the cyclical nature
oI real estate than contracting out all possible serv-
ices to third parties and hunkerir.rg dorvn during
downturns in the development cycle.

The Consequences Of Foreign Investment
Notwithstanding their widely admired management
skills, even the Japanese have not figured out how
to overcome the structural obstacles that confront
companies seeking to vertically integrate in the U.S.
real estate industrv. Foreign firms active in U.S.
markets face exactly the same problems (and oppor-
tunities) as U.S. firms. Moreover, the longer foreign
investors are present in the United States, the more
they tend to behave like domestic investors. So, over
time, we would expect to see a variety of strategies
being pursued by foreign real estate interests that
are likely to mirror the strategies that are being
pursued by domestic real estate companies. Some of
these strategies will include integration at the mar-
gins of core businesses. Integration on a scale com-
parable to what is experienced in other countries,
however, is unlikely.

Structurally, there are likely to be two major
consequences of large-scale foreign orvnership of U.S.
buildings. First, there will be more foreign compe-
tition in related businesses. As Iong as there are
foreign buyers, there will be companies catering to
provide services to them. Some of these service pro-
viders rvill themselves be foreign companies that
share a common language and culture ivith theil'
customers. There will be foreigrr-orvned brokerage
companies, foreign-orvned property management
companies, foreign-owned construction companies,
foreign-orvned design hrms, foreign-owned banks and
foreigrr-owned development companies. But there also
will be domestic lirms seeking to serve the same
clientele, and foreign-owned firms rvill be competing
rvith domestic firms for both foreign and domestic
business. Some real estate-related businesses such
as construction lending may even come to be domi-
nated by foreign institutions. But it is highly un-
likelv that massively integrated firms rvill emerge
in the United States as they have in other countlies.

Perhaps the more significant consequence of
large-scale foreign ownership is that it will hasten
the institutionalization of the real estate industry
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segments of the real estate industry, it docs not help
us understand why fully integrated real estate cont-
panies have not proliferated in the United States as
they have in other countries. The next section ofthis
paper examines structura.l characteristics of the U.S.
real estate industry that ale likely to thwatt large-
scale vertical integration.

would perform all of the necessary supporting serv-
ices in-house, In contrast to Japan and some Euro-
pean countries, the United States has lew such I-rrms.
There are a variety of reasons for this.

The Locql Nature Of Seruices
Many ol the services needed to operate a fully in-
teglated development company in the United States
can only be provided locally. Prior to the start of
vertical development, it is Iocal expertise that cre-
ates value in real estate; it is the knowledge of local
buying opportunities, local planning laws, local pol-
itics, and local building trades and contractors. While
an architect can design a building lrom a remote
location and f-rnancing sources can be located vir-
tually anywhere, Iawyers (at least those responsible
lor the approval process), brokers and property man-
agers typically must be located in close proximity to
their projects. To be competitive, contractors also
need to establish relationships rvith local subcon-
tractors. Thus, if a real estate company operates in
more than one U.S. market, it must recl'eate much
of its organization in each part of the countr3r where
it is active. Every one of its regional ofl-rces must
have its orvn construction company, its orvn broker-
age operation, its orvn legal group and its orvn prop-
erty management company.

The difficulty \vith this arrangement is that ferv
U.S. companies operate on a large enough scale to
sustain an integrated operation in every market.
Rather, U.S. companies find it lar more efl-tcient to
contract lor services rvith third party providers in
various locales. This explains rvhy the only fully in-
tegrated (i.e, construction, development, brokerage
and property management) real estate companies in
the United States are regional companies such as
Spaulding & Slye rvhich operates only in Nerv En-
gland and in Washington, D.C. The large national
developers in the United States (Trammell Crow,
Gerald Hines, Lincoln Properties, etc.) generally re-
strict their activities to development, rnarketing and,
in some cases, property management. By way of con-
trast, Japanese real estate markets are smaller geo-
graphically and more homogeneous; therefore, it is
easier for integrated real estate companies to oper-
ate throughout the countr)'. Moreover, Japanese in-
dustry traditionally has operated in an integlated
fashion or through interlocking orvnerships and
directorates.

In the United States, $ e can expect some foreign
firms to be successful with a vertically integlated
strategy in a ferv specific, homogeneous real estate
markets. For example, Hasegarva Komuten is one
of Japan's Iargest condominium developers. The
company is very active in Honolulu where it caters
largely to Japanese buyers. In Honolulu, the firm
not only develops but constructs, markets and man-
ages its properties. This strategy may be reasonable
to follorv in Honolulu or a lew other rvell-defined
markets, but it would be problematic if pursued si-
multaneously in many diverse markets throughout
the United States. Unless a company developed a
substantial number of buildings in each market, it

technolory may have facilitated corporations to move
their headquarters. Moreover, information technol-
ogl may have fostered these relocations by allowing
selected activities that formerly had to be combined
rvith others in a major central headquarters lacility
to be spun off and located elsewhere without sacri-
ficing ease of communications.

The aforementioned lines of research have en-
riched our understanding of the types of places that
are most likely to gain or lose lrom relocation, as
well as the technologies that make relocation eco-
nomically feasible. They do not tell us, however,
which firms ale most likely to act upon these op-
portunities. Consider, for example, that while a sub-
stantial number ofcorporate headquarters are leaving
the central cities of the largest metropolitan areas,
others are moving in. This phenomenon suggests,
anong other things, that co-location of corporate
headquarters and their banks, advanced service
suppliers, and other corporations is more important
lor some tlpes of corporations than for others.6

It is also clear that some corporations have more
options than others when considering the relocation
of their headquarters. Headquarter mobility may be
facilitated or constrained by a host o[ corporate at-
tributes including the size of a corporation, its rate
of growth, the industry in which it operates, the
number and nature of its diversification activities
and its involvement in foreign markets. For in-
stance, because rapidly changing technologies make
it advisable for top managers and their research and
production units to be in frequent and close contact,
the headquarters of high technolory companies tend
to be more hrmly rooted in their productive milieus.t

This article makes use of a statistical model to
analyze the eflects of certain location and cotporate
organizational attributes on the probability that
corporations rvill relocate their headquarters. The
study is of interest to real estate firms for several
reasons. First, commercial real estate is still pri-
marily marketed by cold calling and by obtaining
infornation on lease conditions and expiration dates.
An understanding of the propensity of various types
of companies to relocate their headquarters rvill en-
able real estate firms to gain a competitive advan-
tage in the identihcation of potential corporate clients
and to engage in more intensive rather than more
extensive marketing strategies. Additionally, the
methodology proposed here may' be employed to as-
certain patterns in the location behavior of ofl-tces
within or betrveen particular territorial areas. The
methodolog, also may be joined rvith suruey data to
predict actual relocations, not merely tojustify those
that have already occurred.

Empirical Analysis
The corporate sample in this analysis consisted of
the 500 largest industrial corporations in the United
States in 1975, as listed in Forrrune magazine, which
remained independent in 1985, i.e., these corpora-
tions rvere not acquired by another firm. The depen-
dent variable, rvhich was in dummy form, rvas coded

1 if the corporation's headquarters was located in
the same city in 1975 and 1985; this variable was
coded 0 if the corporate headquarters was relocated
to a dillerent city. Logistic leg'ession wirs cmployed
to determine which of the organizational and loca-
tion attributes were associated rvith the likelihood
that a corporation would relocate its headquarters.
Exhibit I lists the variables rvhich were hypothe-
sized to be associated with corporate headquarters
relocation along rvith thc means of their measurc-
ment and their data sources. Three oI the indepen-
dent variables that were studied-the deglec of
spatial dispersion oIcorporatc facilities, the inc]'ease
in industrial diversification and the number o[ pre-
vious relocations-were eventually dlopped from the
model because of the inability to obtain all necessaty
data. However, none u'as statistically sigrrificant. The
results of the statistical analysis of the reduced num-
ber of variables are presented in Table 1.

The results of this analysis reveal that, despite
the well-publicized departure of corporate head-
quarters from selected larger and older urban cen-
ters, corporations headquartered in large
metropolitan areas are significantly less likely to
relocate their headquarters. Although the number
of headquarters located in suburbs and in Sunbelt
metropolises has grorvn, the number of headquar-
ters moving down the urban hierarchy has trot in-
creased. This finding suggests that the benefits
accruing from the location factors and the agglom-
eration economies that traditionally drerv head-
quarters to large metropolitan areas continue to
outweigh those forces that facilitate their departure
from these areas. Our results also show that corpo-
rate headquarters in the East r',r*orth Central and
Middle Atlantic regions of the country are signili-
cantly more likely to relocate than headquarters lo-
cated in other regions of the country. The elfect ol
location in these regions is above and beyond the
eflects of the quality of the neighborhood in rvhich
the corporation is headquartered. It simply sum-
marizes location disincentives that are concentrated
in these areas and that we have not yet measured.

The racial and socioeconomic composition of the
zip code in,,vhich the headquarters is located has no
effect on the Iikelihood that the corporation rvill re-
Iocate. In addition, corporations headquartered in
elite residential areas rvith a large supply of man-
agerial personnel are no more Iikely to stay than
corporations headquartered elservhere. That thc
percentage of Black and Hispanic residents in a
headquarter's immediate vicinity is unrelated to the
likelihood that the corporation will relocate fails to
support the view that corporate headquarters are
deserting minority neighborhoods or neighborhoods
with a small concentration of residential u'hite-col-
lar wolkers. Policymakers and media figurcs oltcn
assert that corporations are leaving these areas due
to the fear of crime, the shortage ofskilled Iabor and
the pressure from government to comply with ter-
ritory-based hiring quotas. Our findings suggest that
despite the social and economic ills that alflict poor
and minority neighborhoods, corporations have not

FIGURD 1:

The Real Estate Value Chain
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Vertical Integration And Industry Structure
Value can be created in real estate in a variety of
rvays: through land assemblage, horizontal or ver-
tical development, Ieasing or sales, asset manage-
ment and investment. (see Figure 1) Land assemblage
is the process of assembling adjacent sites to permit
the development of a larger project; those rvho en-
gage exclusively in this process are land speculators.
Once a site has been assembled, the process of hor-
izontal development occurs. This process inclrrdes
obtaining permits and approvals and developing roads
and the necessary infrastructure to support the de-
velopment of buildings on the site. Those who en-
gage only in this process are land developers rvho
may sell their sites to end users or rvholesale their
sites as large parcels to developers. Vertical devel-
opment is the process of actually developing build-
ings for occupancy. Once vertical development has
been completed, leasing or sale of the buildings takes
place and asset management begins.

The ways in which value can be added to real
estate are supported by many services, including
brokerage and financing; planning and construc-
tion; design, construction and financing; marketing;
property management and permanent financing; and
investment brokerage (Figure 1). A completely ver-
tically integrated firm would be involved in all of
the methods of adding value to real estate, and it
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EXHIBIT I
Variables Hypothesized to Affect Headquarter
Relocation

LocatiorL Attributes
Population of the headquarters' metropolitan statistical
area. The total 1980 population, of the MSA in which the
headquarters is located was divided by 1 million.'
Region of the country in rvhich the headquarters is located.
Dummy variables rvere included for the lollowing regions:
Northeast: Maine, New Hampshire, Vermont, Massachu-
setts, Connecticut, Rhode Island; Middlc-Atlantic: New
York, New Jersey, Pennsylvania, Maryland, Delaware,
District of Columbia; East North Central: Ohio, Indiana,
Illinois, Michigan, Wisconsin; lVest North Central:
Minnesota, Iowa, North Dal{ota, South Dakota, Nebraska;
Far \Yest: California, Oregon, Washington. Socioeconomic
composition of the zip code in which the headquarters is
located. The percentage of managers and professionals
residing in the same zip code in 1980 was multiplied by
1000.' Racial composition of the zip code in which the
headquarters is located. The percentage of Black and
Hispanic residents in the headquarters' zip code in 1980
was multiplied by 1000.'
Corporate Atlributes
Sales revenue. Corporate sales revenue in 1985 rvas divided
by 100,000.'

Growth in sales revenue. Corporate sales revenue in 1985
was dividcd by salcs revenue in 1975.2

Increase in product diversihcation. The number of two
digit SIC codes in which the corporation produced in 1975
was subtracted from the number ol codes in which the
corporation produced in 1985.3

Spatial dispersion of facilities. The diversification index
calculates the degree of a corporation's employment
dispersion across states as follows:

1 - [I x!i(!x):]
rvith x as the number of each company s employees in
each state.'

Size of the corporate oflice. The number of employees in
the corporate headquarters in 1985 was divided by 100.s

Previous headquarter relocations. The number ol times
the corporation relocated its headquarters betrveen 1960
and 1975 and between 1975 and 1985.6

CEO ties to the locality. This dummy variable was coded
1 if the CEO in 1975 was born in the state in which the
corporation was headquartered or if the CEO resided in
the same municipality as the corporate headquarters. It
was coded 0 otherwise.T
t U.S. Census dala.
2 ForLune magazine
r Trinet Directory of Top 1500 Corporations r'I985), {oody's Manual

of Industrial Corporations (I975r.

' Trinet Establishment Database fl985r.i Dun's Business Rankings (1985).
5 Fortune ond Slandard and Poor's Regrsler of Corporations.
7 Standard and Poor's Directory of Managers and Directors.

been more likely to move their headquarters away
from such areas. Given the considerable evidence for
highly localized labor markets,s this finding sug-
gests that the demographics of a headquarters' im-
mediate environment has little effect on the likelihood
that it will relocate. Alternatively, the benefits of a
central location exceed by a good margin the direct

TABLE 1

Comparison of Variables Affecting a Corporation's
Propensity to Relocate Its Headquarters

Variable Bcta \raluc

business. Both foreign and domestic institutions now
participate in equity joint ventures on development
projects; they establish captive development com-
panies; and they make equity-like investments in
independent real estate companies.

The retail business is another cxample of inte-
gration in which developers and retailers work to
ensure access to supply and demand. Some of the
nation's largest shopping center developers (Taub-
man, DeBartolo, Campeau and Hooker) have in-
vested in the retail business as a way of gaining
control of major anchor tenants for their new devel-
opments, Sears has become a major developer of
shopping centers through its Homart subsidiary.
Retailers and shopping center developers integrate
vertically because of the symbiotic relationship that
exists betrveen anchor tenants, smaller satellite ten-
ants and shopping center developers.

Typically, shopping centers are anchored by a
few very large national stores that act as magncts
to draw customers to the site. These stores lease
their space on extremely favorable terms, often gen-
erating little or no cash flow in excess of operating
expenses for the developer/owner. With a strong an-
chor, a shopping center developer can obtain favor-
able hnancing as rvell as a good mix of smaller tenants
on terms that typically provide lor base rent plus a
percentage of sales. Without an anchor, a developer
cannot build a conventional shopping center. By
controlling the anchor, the developer assures de-
mand for his space, and he can prevent the anchor
store from locating in a competing center.

Bargatning Power And Value
The previous discussion illustrates trvo rationales
for vertical integration: to offset the bargaining porver
of suppliers or customers and to capture the value
created through contractual relationships. Because
of the important role they play in the dcvelopment
ofa shopping center, anchor tenants wield enormous
porver in lease negotiations. The developer with a
captive anchor offsets this bargaining advantage, at
least with respect to his captive tenants. Similarly,
the retailer that integrates into shopping center de-
velopment captures for itselI some of the value that
is created through the signing of its own Iease. In a
weak off-rce market, a major tenant may also succeed
in capturing the value created through its lease by
obtaining an equity interest in the building. Among
national office users, International Business Ma-
chines, Inc., has pursued a strateg/ ofjoint ventur-
ing with office developers on projects in which IBM
is a major tenant. This type of vertical integration
occurs infrequently in office building development
because, unlike a national retail anchor, an office
tenant rarely attracts additional tenants to a build-
ing. Many small stores may rvish to locate near a
Sears store because they know that the legions ol
people who flock to Sears also will buy goods at other
stores. By owning the shopping center, Sears can
capture some of this value. In contrast, there is lit-
tle, if any, benefit for most businesses to locate in
the same building as IBM.

Fee Busitess
For developers, there is an additional reason to in-
tegrate vertically: to diversify into fee businesses
that operate independently of the development cycle.
The fundamental strategic problem laced by most
developers is how to sustain their organizations
through downturns in the development cycle. By its
nature, real estate development is the most cyclical
of all businesses. The conventional rvisdom is that
the development cycle results lrom sensitivity to
macroeconomic conditions. But the real sources of
the cycle are the durable nature of the product and
the stochastic nature of the demand. Unfortunately
lor developers, buildings last for years. Unlike lood
or toothpaste, there is relatively little continuous
replacement demand for nerv buildings. Instead, de-
mand results from structural shifts in the economy,
marginal changes in demographics or improvements
in local economic conditions that give rise to new
development opportunities. Developers must figure
out how to cover their overhead during periods of
scarce development opportunities when they are not
earning development fees (if they are investment
builders) or development profits (if they are mer-
chant builders).

Vertical integration represents one approach to
the cyclical problem. Brokerage and propertl- nran-
agement are two fee businesses that are closel,y linked
to the development business yet operate indepen-
dently ol the development c1'cle. Demand for these
se11 ices is proportional to the magnitude ofthe slocl
of existing buildings as distinct from the forc of nerv
buildings created through development. Similarll.
mortgage brokerage and tenant construction ofler
similar opportunities to divcrsify into related busi-
nesses that are Iess cyclical than development. An-
other approach to the cyclical problem is for a
developer to strictly avoid any lorm o[ integration.
If a developer contracts for virtuall.y all services rvith
third parties, he can keep overhead to a minimum
and hunker dorvn during Iulls in the development
cycle. So while vertical integration may be one
strategy for dealing with cycles, it is by no neans
the only stratery.

Integration In Real Estate
In sum, there ere a variety of reasons why real es-
tate ['rrms integrate at the fringes of their busi-
nesses. Investors integrate into development to gain
access to product. Developers integrate into broker-
age to gain knowledge of customers and their pref-
erences. Owners integrate into property management
to ensure management from an owner's perspective.
Contractors integrate into development to earn a
larger reward for the risks they are taking and to
ensure a steady stream of work. Large retail devel-
opers integrate into retailing to improve their bar-
gaining position relative to anchor tenants. Retailers
integrate into development to capture the full value
created through their leases. And everyone consid'
ers integration as a means of diversification.

While the above discussion explains why verti-
cal integration occurs at the margins of different
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and indirect costs of proximity to older rundown res-
idential neighborhoods.

Two corporate attributes are associated with the
probability of corporate headquarter relocation.
Corporations with a large number of employees in
their headquarters are much less likely to relocate
because large headquarters are more costly and dis-
ruptive to move. Also, in large headquarter com-
plexes operational decision-making often is tightly
interwoven with and dependent upon the activities
of other departments and functional areas, thereby
posing organizational obstacles to headquarter mo-
bility. in a separate analysis we found that larger
corporations with higher levels of foreign sales tend
to have larger central offices.

In smaller headquarters' office complexes relo-
cation is less daunting, and in smaller offices stra-
tegic decision-making frequently is done
independently of other corporate activities, render-
ing these ofhces more footloose. Because they have
fewer direct contacts with line and staff managers,

L
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the crude oil transportation business. It rvould also
be integrating vertically if it distributed its [inished
products on a wholesale or retail basis.

A variety of reasons are commonly cited in the
industrial organization literature to explain rvhy
firms integrate vertically. Unfortunately, the tra-
ditional rationales are of limited use[ulness in trying
to understand why real estate l-rrms might inlegrate.

The most common explanation for vertical in-
tegration is to capture various types of economies oI
production or distribution. Often, lirms vierv these
choices as buy/make decisions. Horvever, as long as
a market is relatively eflicient, a l-rrm should not be
able to make a product more cheaply than it can buy
the product in the marketplace unless the process of
integration itself generates efficiencies. Porter iden-
tifies a number oI integration economies.{

Contbtned Operations
Sometimes combining operations yields savings by
reducing the number of steps in the production
process. In the classic example of hot rolling steel,
il steelmaking and rolling are combined, the steel
does not need to be reheated prior to lolling. In the
real estate business, effrciencies that result from
combined operations are few and far between. Al-
though combining road work rvith site preparation
may bring about some savings if a residential de-
veloper can avoid bringing heary equiprnent to the
site more than once, the same economies can be re-
alized simply through efficient scheduling of
subcontractors.

Scheduling And Coordination
An integrated firm may realize scheduling and co-
ordination economies by sequencing activities care-
fully. For example, inventory can be controlled better
if a firm coordinates the production of both factor
inputs and final products. Once again, horvever,
scheduling and coordination economies are rarely
issues in the real estate business. Producers and
suppliers of intermediate goods and services are
highly disassociated. As a result, multiple sources
of supply exist, and except for strikes, rarely is de-
velopment interrupted or delayed by an activity that
could be controlled through verticll integration. In-
stead, delays usually result either from rveakness in
demand for the product or from regulatory problems.

Informatton Economies
Vertical integration may produce information econ-
omies by genelating data on changes in the prefer'-
ences of customers or on the cost of producing
particr:lar products. This is the principal explana-
tion why developers (and building owners) often
market and manage their own space. For example,
the housing developer who markets his orvn product
gains firsthand knowledge of the consumer's will-
ingness to pay lor certain amenities. Similarly, the
owner who manages his orvn buildings Iearns much
about the preferences and future space require-
ments of his tenants as well as the costs of operating
his buildings. The developer rvith a captive con-
struction company has substantial cost estimation

information in-house and may be able to exercise
more control over quality. For the loreign investor
seeking to build a large portfolio, acquiring a bro-
kerage company ma-"- represent a reasonable strat-
ery for acquiring market information.

Efflcient Production
Integration may yield savings by allowing a frrm to
substitute a series of internal transactions for those
that otherwise would be conducted in the market-
place. If contracting is cumbersome and time-con-
suming, the integrated firm mav have an advantage
in bringing products to the marketplace through a
more efficient production process. For example, the
developer with a captive construction company in
theory does not have to go through a lengthy bidding
process in the development ol a construction budget.
In reality, horvever, dealing rvith captive providers
is often as difficult as dealing with market pro-
viders. Captive subsidiaries are not subject to the
same competitive pressures as independent pro-
viders, nor are they motivated by the fear of losing
the job. As a result, they are often less efficient and
less responsive than independent competitors.

Input And Demand
Perhaps the strongest reason to integrate vertically
is to ensure a continuing supply ol needed factor
inputs or a demand lor the lirm s end products, Until
the Federal Home Loan Bank Board put a stop to
this practice, developcrs in the Sunbelt were ac-
quiring thrifts largely to ensure a ready source ol
capital {arguably their most important factor input)
to finance their development activities. Developers
also have acquired construction companies to ensure
that their projects rvould receive adequate attention
during times of peak construction activity. Simi-
larly, the evolution lrom consttuction to develop-
ment is a natural one. The orvner of a construction
company already possesses the technical knowledge
of how to build a building. As a general contractor,
he already bears much ol the construction risk for a
project, and he does so for a relatively modest fee.
By entering the development business, he can si-
multaneously generate additional business for his
construction co;npany and earn substantially higher
returns. This stratery has been aggressively pur-
sued by a number of Japanese construction compa-
nies, inciuding Ohbayashi and Kumagai rvhich have
elected to enter the highly competitive U.S. con-
tracting business by I-rnancing joint venture devel-
opments in which they also serve as the general
contractor.

Institutional purchasers of real estate, both for-
eign and domestic, have intcglated into the devel-
opment business to ensule a steady stream of future
products. In the past lew yeals, domestic institu-
tions, especially pcnsion funds, have increased the
portion of their assets that they wish to hold in real
estate from about 3tZ to 10?. As a result, pension
funds, in concert with foreigr investors, have bid up
prices for investment-grade buildings and bid dorvn
yields. To reach their target asset allocations, these
investors have been forced into the development

small corporate headquarters may be drawn to 1o-

cations that are rich in advanced business services.
Finally, the number of emplo-vees who rvould choose
to resign rather than relocate is lorver in corpora-
tions ivith small headquarters.

Companies that grew rapidly between 1975 and
1985 were significantly more likely to relocate than
companies that remained the same in size or de-
clined. Undoubtedly, many headquarters' reloca-
tions of growing companies resulted from shortfalls
or inadequacies in physical lacilities, a major cause
of relocation.e It is also possible that the headquar-
ters ofrapidly grorving companies required a greater
amount of input from specialized labor markets,
banks or other advanced service suppliers that u'ere
based outside the headquarters' locale. This situa-
tion may cause increased contracting outside the Io-
cal service area or actual relocation of thc
headquarters itself. However, as reported earlier,
corporations that diversilied rapidly betrveen 1975
and 1985 were neither more nor less likely to relo-
cate. Apparently, these corporations were able to
manage the intricacies of coordination of diversified
businesses and the technological and market uncer-
tainties associated with diversilication without re-
locating. Hence, diversification may produce
primarily an organizational response by companies
rather than relocation.

Real estate folklore and the popular media long
have identified CEO preferences and social ties as a
determinant of office relocation. We have modest
evidence that headquarter relocations are influ-
enced by the CEO's social and familial attachment
to the headquarter reg'ion. We lound that head-
quarters located in the same city as the CEO's res-
idence or in the state in which the CEO rvas born
are less likely to be relocatcd. Althorrgh this coefli-
cient is only marginally statistically significant in
a one-tailed test, its effect may be underestimated
due to CEO turnovers during the ten-year interval
studied.

Conclusions
We have shorvn that corporations rvhich glerv rap-
idly betrveen 1975 and 1985 or rvere headquartered
in the East North Central or Middle Atlantic re'
gions of the country rvere significantly more likely
to relocate their headquarters. We also found that
corporations with a large number of headquarter
employees or corporations headquartered in larger
metropolitan areas were sigrrificantly Iess Iikely to
relocate. Corporations rvhose CEO resided in the same
city as the headquarters or was born in the same
state were less likely to move their headquarters.
We also found that selected residential correlates of

the zip code in which the headquarters was located,
namely, the percentage of Black and Hispanic res-
idents and percentage of rvorkers employed in man-
agerial and professional occupations, had no eflect
on the likelihood of relocation.

In sum, our findings show that, among large in-
dustrial corporations, headquarter relocations do not
occur randomly. Rather, firms that rekrcate possess
specific location and organizational attributes. This
information may be ofvalue lo real estate firms that
supply consulting and brokerage services on a local
or national basis. Consulting firms may fruitfully
combine our approach rvith corporate culture -.ur-
veys in order to bring considerations of organiza-
tional efectiveness into the analysis ol optimal office
locations. At present, the greatest obstacle to the
successlul utilization of our approach lies in the rel-
ative scarcity of inexpensive, accessible and re'liable
data banks on the attributes of small or privately
held firms. Horvever, the rapid prolileration of less
expensive, high quality computer-readable business
databases should eliminate this obstacle. In an in-
creasingly competitive, knowledge-driven and client-
oriented marketplace, firms that succeed in devel-
oping broad-based expertise in office relocation rray
be amply rewarded for their efforts.
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