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For further details on our capabilities and 
how they are optimally aligned with Brennan 
Investment Group’s objectives for its 
Southern New Jersey portfolio, please visit: 

snjmwcc.com

http://www.snjmwcc.com
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All the paragraphs and pages of information in this 
package can be distilled to the one fundamental 
service we provide: The peace of mind that comes 
from knowing your real estate needs are in capable 
hands.

NAI Mertz – WE’VE GOT THIS!
Thank you for considering us as a partner in the 
marketing, leasing and potential disposition of the 
assets to be acquired in Burlington and Moorestown, 
New Jersey.  We understand the competitive 
nature of the business and appreciate you have 
many qualified service providers from which to 
choose.  As you consider the materials provided 
please focus your attention on those attributes 
we suggest differentiate NAI Mertz in a landscape 
of consolidated and homogenized competition.  In 
particular these include:

Service with a passion
Our focus on the client predicates a commitment 
to perform commercial real estate services with 
the passion, dedication and expertise to realize 
maximum potential for our clients’ real estate 
assets.  Our collaborative services platform provides 
an expansive yet nimble and responsive structure 
enabling us to deliver superior results across the 
full spectrum of sectors for owners, investors, 
occupiers and developers of property.

We do what we say
NAI Mertz operates under the simple principal that 
we do what we say we will do. We set high expectations 
and achieve our goals through detailed reporting, 
collaboration, established and proven procedures, 
the rigorous and relentless pursuit of the latest 
market intelligence and by fostering relationships 
with the commercial real estate community.

Born, grown and raised in the market
The depth and breadth of NAI Mertz started 
in New Jersey was grown in New Jersey and is 
headquartered in New Jersey.  NAI Mertz is New 
Jersey industrial and commercial real estate.  We 
were born here over 35 years ago and cut our teeth 
in the industrial sector.  It’s our passion, our craft 
and the driver behind all that our company has 
accomplished and become.

In it for the relationship…Not the deal
NAI Mertz is defined by the long-term relationships 
we’ve fostered which extend out over decades 
in many instances.  These are the direct and 
indisputable evidence of excellence in execution…we 
don’t define ourselves by the listing “win” but rather 
by the ongoing relationship, the “next” project 
awarded by the delighted client.
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Bigger isn’t always better… Best is always best!
Our collaboration and guidance for our client is 
not influenced by quarterly corporate growth 
objectives imposed by Wall Street or private equity 
investors.  NAI Mertz is an independently owned, 
entrepreneurial concern that is linked to a dynamic 
global platform of like-minded companies.  We treat 
your property like it was ours…bottom line.

Our footprints cover both sides of the Delaware 
River – We’re good, but can’t walk on water
You will be the beneficiary of our market coverage 
which yields results others cannot find.  How?  We 
accomplish this via hard work, grit and shoe-leather. 
The NAI Mertz team constantly canvasses and cold 
calls throughout the market.  Although we leverage 
technology and social media to the fullest extent, we 
never rely solely on the products of analyst desk-top 
surveys and datamining.  This is a hallmark of NAI 
Mertz and it continues to be a defining attribute.

Local, regional, national, global exposure
Our reach is truly global, bringing you the very best of 
our regional coverage and through NAI Global. NAI 
Mertz leverages the global tenant database and its 
national NAI counterparts as well as listing engines 
to bring your project maximum exposure. The 
members of the NAI Mertz team are exceptionally 
networked where many serve in leadership positions 
in SIOR, IOREBA, NAI, CCIM, Corenet and ICSC.  
Team members also belong to civic groups and 
charitable organizations assuring your project 
exposure where others fall short.

No bait and switch
We do not bait and switch the members on the team.  
The senior team members profiled in this package 
will be dedicated and answerable on your project.  
Once we secure your listing (your trust) a junior 
member of the team will not show up and become the 
face of NAI Mertz. Combined, these veteran team 
members bring exceptional experience, technical 
ability, connectivity and customer service.

Information when you want it – In the style You 
want it
Deliverables (monthly reports, deal analyses, 
contract abstracts, etc.) are crafted to meet your 
needs and expectations. Be it a pipeline report, 
market analysis, deal summary…only those key 
indicators we’ve jointly identified are presented in 
the format that is acceptable to you.  

Next steps
Our team stands ready to meet with you to answer 
questions, provide insights, present nuances relative 
to these assets, discuss the optimal leasing target 
profile and more.
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Solutions

Allow us to transform your 
challeges into successess.

www.naiglobal.com

No problem too big,
no problem too small. 

Our only real estate service 
is total peace of mind. 
We’ve got this.

26 ASSETS. 26 REASONS WHY.Capabilities Overview
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The depth and breadth of NAI Mertz in the New 
Jersey industrial landscape started in New Jersey.  
It was grown in New Jersey, headquarted in New 
Jersey – NAI Mertz is New Jersey commercial and 
industrial real estate.  We were born here over 35 
years ago and cut our teeth in the industrial sector.  
It’s our passion, our craft and the driver behind all 
that our company has accomplished and become.

NAI Mertz, with local offices in New Jersey, Metro 
Philadelphia and Northeastern Pennsylvania is a 
leading provider of commercial real estate services 
and has completed more than 11,000 transactions 

with a value of more than $7B dollars representing 
approximately 210 million square feet of space.  
NAI Mertz has been a driver in the development 
of the industrial and commercial landscapes on 
both sides of the Delaware. As a result we possess 
the market know how, who, where and when to 
deliver the optimal result for our clients.  Data 
is a commodity….the depth and breadth of our 
relationships is an asset. As the homegrown expert 
for the Southern New Jersey market, there is no 
firm stronger to lease your portfolio with speed  
and efficiency.

Mount Laurel
21 Roland Avenue
Mount Laurel, NJ

Southampton
1105 Industrial 
Highway
Southampton PA

Wilkes-Barre
350 Laird Street
Suite 110
Wilkes-Barre PA 

Philadelphia
Ten Penn Center
1801 Market Street
Philadelphia PA 

We are the people in 
your neighborhood...

We possess the 
market know 
how, who, where 
and when to 
deliver the 
optimal result.
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PROJECT TEAM

John Adderly

Executive Vice President

Managing Director

Bobbi Jean Formosa

Operations Strategist

Scott M
ertz, SIOR

President

Industrial & Flex

Rebecca Ting, SIOR

Vice President

Office

Fred Meyer, S
IOR

Vice President

Director of Corporate Services

Matt O
’Rorke

Sales Associate

David Grove, SIOR

Chief Operating Officer

Patric
k Sweeney

Marketing Director

Brian Bowman

Marketing Strategist

The NAI Mertz team has represented clients in 
both sale and lease transactions in the parks within 
your portfolio.  The team has  completed dozens of 
transactions in these specific assets.  And that’s 
without mentioning the secret weapon, John 
Adderly.  John served as VP of Mack-Cali Realty 
Corporation and had full responsibility for leasing 
and management in the Mid-Atlantic region.  He had 
direct oversight of these 26 assets as part of a 74 
asset portfolio which blended office and office/flex 
properties totaling 5.5 million square feet and an 
additional 1.5 million square feet of development sites.  
Under John’s direction the portfolio outperformed 
the market in occupancy and rental rates. NAI 
Mertz is dedicating a team with the expertise and 
intimate knowledge of the markets, assets, tenants, 
and nuances to give Brennan peace of mind that we 
are the right choice.

TEAM LEAD

BROKERAGE

OPERATIONS

MARKETING
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Research

Our experts provide landlords and tenants with specific 
research regarding their current assets or potential new 
locations including drive time, demographic, competitive 
property, site selection, and historical sales and leases analyses.

Advisory

NAI offers professionals with years of experience in our local 
markets to provide fast, accurate and reliable valuations that 
are crucial to the success of your real estate investments. 

To position your projects most effectively we provide:
• Up-to-date pricing market statistics
• Income analysis 
• Current market trends 
• Tailored best-in-class strategies 

Our Valuation and Advisory services include:
• Property valuations
• Single asset valuation
• Highest and best use studies
• Market analysis
• Portfolio reviews and valuations
• Bankruptcy valuations and turnaround
• Litigation support services
• Mergers and acquisitions
• Adaptive re-use studies
• Auction evaluation and sales potential
• Valuation of sale leasebacks
• Lease audits and management
• Benchmarking studies

Project Leasing 

NAI Mertz addresses every leasing 
assignment as if we were the owner and 
view each assignment from a focused, 
strategic point of view. 

Our goals for our clients include: 
• Increase the value of asset(s)
• Sign creditworthy tenants
• Positive absorption of vacancy
• Creating symbiotic relationships 

between tenants and landlords
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Industrial Services

Occupiers of industrial space form the core of 
any economy, adjusting to the retail and housing 
markets, expanding and contracting according to 
the financial environment of a country’s import and 
export capacity. We understand the many factors 
that dictate your business climate, and provide 
the resources necessary to complete complex 
transactions for institutional and private clients 
whose business lines range from manufacturing 
and distribution to 3PL, supply chain, and service 
companies.

We provide:
• Unparalleled market knowledge 
• Financial analysis
• Negotiation skills 

Clients benefit from our extensive experience:
• Working with municipalities
• Economic development agencies 
• LEED certification
• Architectural and construction trades
• Material handling vendors
• Due diligence consultants and  

financial institutions

Logistics Solutions

The NAI Mertz team has industrial/ warehouse 
experts who understand the issues critical to  
logistics and provide real estate and supply chain 
solutions to distribution centers and warehouse 
companies whose distribution and cross-
dock facilities are critical to their success. Our 
team concentrates on the global supply chain, 

transportation capacity, and energy concerns, 
which enable us to position your real estate as a 
competitive advantage.

Office Services

Marry the longest track record of success in South 
Jersey with deeply experienced agents, world class 
technology, the largest independent network in the 
world, and an old fashion ‘worn shoe leather’ approach 
to vetting the market, and you have NAI Mertz 
office services. We not only know our clients’ assets, 
we know the competition’s too. We’ve walked their 
spaces, we know their strengths and weaknesses, 
and we know how they market and what they offer. 
This gives our clients an unparalleled advantage in 
the market. 

Our goals are different. Our goal is to form lasting 
relationships by executing at a level that delights our 
clients. We value repeat business, and understand 
that it’s not only good business, it’s the right thing 
to do. This means that the real work for NAI Mertz 
starts after the assignment is won.
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Moorestown West Corporate Center

Bromley Commons

ADDRESS BLDG SIZE SPACE AVAIL

3 Terri Lane, Burlington, NJ 64,500 SF 10,500 SF

5 Terri Lane, Burlington, NJ 74,555 SF 4,800 SF

2 Commerce Drive, Moorestown, NJ 49,000 SF 12,675 SF

101 Commerce Drive, Moorestown, NJ 64,700 SF

102 Commerce Drive, Moorestown, NJ 38,400 SF

201 Commerce Drive, Moorestown, NJ 38,400 SF 19,200 SF

202 Commerce Drive, Moorestown, NJ 51,200 SF

1 Executive Drive, Moorestown, NJ 20,570 SF

101 Executive Drive, Moorestown, NJ 29,355 SF

102 Executive Drive, Moorestown, NJ 64,000 SF

2 Executive Drive, Moorestown, NJ 60,800 SF 11,014SF

225 Executive Drive, Moorestown, NJ 50,600 SF 20,000 SF

97 Foster Road, Moorestown, NJ 43,200 SF 7,200 SF

1507 Lancer Drive, Moorestown, NJ 32,700 SF

1245 North Church Street, Moorestown, NJ 52,810 SF 18,410 SF

1247 North Church Street, Moorestown, NJ 52,790 SF 3,300 SF

1256 North Church Street, Moorestown, NJ 63,495 SF

840 North Lenola Road, Moorestown, NJ 38,300 SF 20,310 SF

844 North Lenola Road, Moorestown, NJ 28,670 SF

915 North Lenola Road, Moorestown, NJ 52,488 SF

2 Twosome Drive, Moorestown, NJ 48,600 SF

30 Twosome Drive, Moorestown, NJ 39,675 SF 400 SF

31 Twosome Drive, Moorestown, NJ 84,200 SF

40 Twosome Drive, Moorestown, NJ 40,265 SF 1,300 SF

41 Twosome Drive, Moorestown, NJ 43,050 SF 14,400 SF

50 Twosome Drive, Moorestown, NJ 34,075 SF 15,100 SF

26 Buildings                         1,260,398 SF 200,158 SF

Per Mack-Cali, the following spaces will come available for an additional 50,570 SF not incorporated into the above including: 6,600 
SF (Feb 2018) 5 Terri; 9,305 SF (Sept 2018) and 4,343 SF (Oct 2018) 2 Executive; 5,400 SF (Sept 2018) 1 Executive; 29,265 (Sept 
2018) 101 Executive.

16% vacancy
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NAI Mertz provides clients with the best-in-class marketing 
resources and support systems to showcase properties and 
space available. From analytics to expert graphic design and 
creative solutions, our marketing professionals possess a 
broad yet highly-specialized skill set to ensure your asset’s 
benefits are noticed by the target audience and communicated 
effectively.

Services include brand creation, budgeting, building image 
enhancement, coordination of tenant relations and events, 
production of digital content, print marketing, multimedia 
campaigns and video tours. Our local offices maintain 
relationships with local and regional press, providing PR services 
and guidance when appropriate.

Our tailored marketing approach employs some to all of the 
below and will be framed into an agreed plan and strategy.

• Virtual interior tours - Matterport
• Responsive e-marketing – Constant Contact, Realnex
• 3D modeling and organization services - Fast Office
• Analytics - MarketEdge
• Drone tours
• Print media 
• Custom design 
• Social media 
• Listing engines 
• Website design
• Public relations 
• Market intelligence and relationship review
• Personal contact – potential tenants and buyers,  

Economic development officials
• Core CRM and transaction management
• Property signage – Top 5 Brand
• SWOT analysis

Sample Property Brochure

Sample Email Blast

https://matterport.com/
https://www.fastoffice.com/
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Initiation

Marketing

Negotiations and 
Contracting

Establish objectives and project plan

Evaluate current situation

Determine leasing/ disposition strategy

Determine timeline

Create initiation package

Initiate transactions

Establish prioritized list  
of assets and vacancies

Establish marketing plan

Implement

Report progress and  
offer recommendations

Modify as necessary

Obtain internal approvals

Negotiate transaction terms

Finalize transaction

Our

Process
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Information When You Want it – in the Style You Want it

Deliverables (monthly reports, deal analyses, contract 

abstracts, etc.) are crafted to meet your needs. Be it a 

pipeline report, market analysis, deal summary…only those 

key indicators we’ve jointly identified are presented in the 

format that is acceptable to you.  

NAI Mertz uses the RealNex platform which has been 

specifically designed to support the needs of the commercial 

real estate industry.  All activity will be entered and reported 

using aggregate and detailed reports. NAI Mertz presents 

data in a style and on a timeline that works best for you.  

Want the information in real time?  No problem.  The leasing 

management and tour book app provides clients with access 

to listings, maps, photos, leasing documents and status 

updates via the mobile device.  

Below is a sample report providing a sense for the type of top 

line and detailed information we can deliver. 
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Scope of Services
John Adderly brings the perspective of the corporate real estate 
executive and investor to the benefit of clients.  John has extensive 
experience leasing, acquiring and disposing of assets which enables him to 
deliver unique insights and a beneficial perspective to landlords, tenants, 
buyers or sellers. An accountant by education, his attention to detail and 
the bottom line is an asset to realizing performance objectives.

John has managed premier office and flex portfolios for some of the 
nation’s leading real estate investment firms.  Among his many credits, 
John is known for a strong track record of enhancing portfolio value 
while driving corporate growth.

Professional Associatons & Designations
• Licensed Real Estate Agent, New Jersey, Pennsylvania & Florida
• Winner – Best Suburban Office Sale, Philadelphia Business Journal
• Winner – Best Suburban Office Lease, Philadelphia Business Journal
• Past advisory board member, Jefferson Bank, New Jersey
• Past Treasurer & Board Member, Businesses Committed to 

Burlington County
• NAIOP past board member, Greater Philadelphia & New Jersey 

chapters
• NAIOP Past Chairman, capital markets forum & leasing/

marketing forum

Key Strengths
• Strategic portfolio management
• Investment sales & leasing
• Asset management
• Property management
• Financing
• JV structuring
• Consulting/advisory

Education    Bachelor’s Degree in Accounting 

             from Temple University, Pennsylvania

John Adderly
Executive Vice President
Managing Director
o +1 856 335 1080
f  +1 856 234 4957
c +1 609 790 0028
john.adderly@naimertz.com

Background & Experience
John served as Vice President of Mack-Cali Realty Corporation with full 
responsibility for leasing and property management in the Mid-Atlantic 
Region.  He had direct oversight of 74 office and office/flex properties 
totaling 5.5 million square feet and an additional 1.5 million square feet of 
development sites.  Under John’s direction occupancy and rental rates 
outperformed the market and in aggregate for each region represented.

Prior to Mack-Cali John served as Senior Vice President with firms 
including The Arden Group, Brandywine and The Rubinstein Company 
where he had full responsibility for acquisition, disposition, financing and 
joint venture structuring for national portfolios.  When joining Brandywine 
the Trust had 4 assets and a market capitalization of ten million dollars. 
By the end of his tenure there were over 240 assets in the portfolio with 
a market capitalization of over three billion dollars which established the 
firm as a dominant company in multiple markets.
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Strategic Clients
• Airgas
• A.C. Moore
• Colony Capital Partners
• Covington Group
• First Industrial Realty Trust
• Forman Mills
• Habitat for Humanity
• Liberty Property Trust
• Prologis
• Sears
• Standard Register
• Tasty Baking Company

Professional Associatons & Designations
• Licensed Real Estate Broker, NJ, PA and FL
• Member, Society of Industrial and Office Realtors (SIOR)
• Industrial & Office Real Estate Brokers Association (IOREBA)
• Member, Northeast PA Manufacturers & Employers Assoc
• Member, NAI Industrial Council
• NAI Global Top Producer
 (Ranked #1 globally for commissions generated)
• Top 10 NAI Global Top Producer (2nd overall)
• CoStar Power Broker 
• “40 Under 40” in SNJ Business People
• Top 5 Leasing Broker in New Jersey by Real Estate Forum
• Top 5 Industrial Leasing Broker in New Jersey by RE Forum
• One of South Jersey Biz’s “Executives of the Year”

Education    Bachelor’s Degree in Business Administration 

             from Towson University, Maryland

Scott Mertz, SIOR
President 
o +1 856 234 9600 ext 223
f  +1 856 234 4957
c +1 609 413 5647
scott.mertz@naimertz.com

Scope of Services
Scott Mertz is an accomplished and passionate broker whose real estate 
career is characterized by long-term relationships. Scott commenced 
his career at NAI Mertz in 2001 and has since completed more than 
nine-hundred (900) transactions valued at in excess of five-hundred 
(500) million dollars representing over eighteen (18) million square feet 
of space. Scott’s incredible work ethic has earned him a reputation for 
being extremely attentive to the needs of the client, to the details of the 
transaction, and to the ethics on which his practice is centered.

Background & Experience
Scott is consistently one of NAI Mertz’s top producers and continues 
to improve and perfect his brokerage skills through a commitment 
to evolving as a result of every experience, by attending educational 
workshops/seminars and benefiting from an active sharing of best 
practices among industry experts. In addition to being a top producer/
performer in New Jersey and Pennsylvania Scott emerged as a leader on 
the global stage and was recognized in concurrent years in the top 10 and 
ultimately as the top producer of multimarket business from a pool of 
over 7,000 commercial real estate professionals from around the world. 
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Scope of Services
Dave Grove joined NAI Mertz in 2014 as Chief Operating Officer to the 
firms’ four (4) offices in Mount Laurel, Philadelphia, Southampton and 
Wilkes-Barre. Dave holds the distinction of being the first executive from 
outside the Mertz family to run the operations of the company.  Dave was 
brought in to apply his deep experience as a broker, manager and real 
estate decision-maker to the benefit of the firm and its clients.  Under 
Dave’s direction the company is growing in size, complexity and diversity. 
Dave’s leadership style is inclusive, communicative and results oriented. 

Dave brought twenty-eight (28) years of corporate real estate 
leadership experience in areas ranging from strategic advisory services, 
to occupancy planning, to project management and investments. He 
has a significant background in large and complex transactions and has 
closed over $1BB in lease, structured ¬finance and purchase/sale deals in 
an array of sectors and niches including office, industrial, retail, land, and 
investment.

Professional Associatons & Designations
• Licensed Real Estate Broker, Pennsylvania
• Member, Society of Industrial and Office Realtors (SIOR)
• Member, CoreNet
• Member, NAI Principals, Directors and Managers (NAIPDM)
• Member, Industrial Asset Management Council (IAMC) 
• Member, Northeast PA Manufacturers & Employers Association
• Member, Industrial & Office Real Estate Brokers Association (IOREBA)

Strategic Clients
• ACE Insurance
• Glaxo Smith Kline
• Cigna
• Lutron
• Unisys
• PNC Bank
• University of Pennsylvania

Education    Dual Bachelor’s Degrees in Economics and Geography 

             from Bucknell University, Pennsylvania

David D. Grove, SIOR
COO
o +1 856 254 2060
f  +1 856 234 4957
c +1 215 872 4484
dave.grove@naimertz.com

Background & Experience
Prior to joining NAI Mertz Dave was a Senior Vice President at JLL 
(Jones Lang LaSalle) serving as the Regional Account Director for the 
Philadelphia Corporate Solutions division. There he oversaw the regional 
account management and new business development with a focus on 
customers with annual sales between $1 and $5 billion (“Mid-cap”.) Dave 
also provided executive oversight for other regional accounts including 
ACE Insurance, Glaxo Smith Kline, CNA and Lutron.

Earlier in his tenure with JLL, Dave was the Global CRM for the Unisys 
Account and was responsible for $222MM in annual real estate and 
related costs for Unisys. Over his two years there he delivered over 
$40MM in savings and 2.5MM SF in excess space reduction to Unisys 
and expanded the JLL service offerings to include APAC facilities, global 
occupancy planning and global lease administration.

Prior to JLL, Dave was a Senior Vice President at Trammell Crow 
Company. His clients included the University of Pennsylvania, for whom he 
negotiated over $300MM in transactions over four years, and PNC Bank.

Dave’s work experience includes The Linpro Company, Cigna, Trammell 
Crow Company and Select Greater Philadelphia. He also founded his own 
commercial real estate consulting ¬firm, Lavidex Properties LLC, providing 
consulting services, including project management, site selection, 
outsourcing, and equity placement services to a national client list.
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Scope of Services
Fred Meyer is an accomplished and seasoned broker whose real estate 
career is characterized by long-term relationships with an exceptional 
commitment to process and client satisfaction. Fred commenced his 
career at NAI Mertz in 1985 and was named President of NAI Mertz of 
Pennsylvania in 1994.  After separating for a season to take on an SVP 
position at GMH Capital partners he returned to NAI Mertz in 2002 and 
remains in an executive leadership position to this day.  Fred is a leader 
among leaders, a visionary and a person with whom people want to do 
business.  

Professional Associatons & Designations
• Licensed Real Estate Broker, New Jersey, Pennsylvania, and Florida
• Member, Society of Industrial and Office Realtors (SIOR)
• Founding Member, Realty Services Industry Group and CREPA
• Founding Member, CRESTAR Alliance
• Member, Northeast Pennsylvania Manufacturers & Employers 

Association
• Member, NAI Corporate Services Council
• Chair, NAI Industrial Council
• Six Year Honoree, NAI Global Elite & Hall of Fame Honoree
• NAI Global Top Producer Award
• Co-Chair, NAI Investment Council
• Top Ten Industrial Broker, Tri-State Real Estate Journal
• Top Industrial Lease Transaction, Commercial Realty Review

Strategic Clients
• GE Capital
• GMH Associates
• GE Supply
• Penske
• TIP
• GXS
• Empire Today
• MasTec
• Matheson
• Tri-Gas
• McKinsey Consulting

Education    Bachelor’s Degree from University of Rochester, New York

Fred Meyer, SIOR
Vice President
Director of Corporate Services
o +1 856 802 6515
f  +1 856 234 4957
c +1 609 410 9223
fred.meyer@naimertz.com

Background & Experience
Fred is consistently one of NAI Mertz’s top producers and continues to 
improve and perfect his brokerage skills through a commitment to evolving 
as a result of every experience, by attending educational workshops/
seminars and benefiting from an active sharing of best practices among 
industry experts. As his commercial real estate acumen grew, Fred began 
giving back by taking on leadership positions within industry groups as 
well as forming alliances where there were needs.  Notably, Fred is a Six 
Sigma Black Belt and works diligently to identify and implement leading 
analytical, measurement and improvement controls/tools to the practice 
of commercial real estate. The CRESTAR Alliance, a national affiliation of 
real estate professionals, was founded by Fred and focuses on threading 
Six Sigma processes through the lifecycle of a real estate event.

In addition to being a top ranked commercial and industrial broker with deep 
expertise in the corporate services space, Fred serves as Vice President 
of NAI Mertz Corporation where he proudly champions a commitment to 
ethics, values, and client retention.  The firm is deeply rooted in New Jersey 
and Pennsylvania as evidenced by their 35 years in business.  Fred has been 
a valued member of the NAI Mertz team for nearly twenty-five (25) years.
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Scope of Services
Becky Ting is a professional of exceptional character with an effervescent 
personality and style that keeps her clients returning transaction after 
transaction.  Becky is expert in the sale and leasing of office space and 
has represented institutional owners where she has applied her expertise 
in asset management, leasing and sales to millions of square feet of mid-
rise and single-story buildings in the office and retail sectors with niche 
experience in flex space.

Becky has represented companies such as Brandywine Realty and Liberty 
Property Trust in transactions totaling more than $100 million dollars.  
In addition to transacting this sizable volume in just the last few years 
alone, she has been recognized for excellence in servicing these clients 
with recognition from each. 

Professional Associatons & Designations
• Licensed Real Estate Agent, New Jersey
• Member, Society of Industrial and Office Realtors (SIOR)
• President, Society of Industrial and Office Realtors NJ Chapter
• Member, NAI Office Council
• SIOR, NJ Largest Office Sale
• Top 50 Women of Influence, NJ
• Past Secretary and Vice President, SIOR New Jersey
• Past New Jersey Director, Tri-State REALTORS Commercial Alliance
• Member, Chamber of Commerce, Southern New Jersey
• Member, Chamber of Commerce, Burlington County

Strategic Clients
• Brandywine Realty Trust
• Liberty Property Trust
• Time Equities
• Bergman Real Estate Group
• Viking Yacht
• Stevens Real Estate
• SJS Real Estate
• First National Realty Partners
• Jimcor Agencies
• Rudner Real Estate
• The Bloom Organization

Education    Bachelor’s Degree from Rutgers University, New Jersey

Rebecca Ting, SIOR
Vice President
Office
o +1 856 234 9600 ext 206
f  +1 856 234 4957
c +1 609 314 1435
rebecca.ting@naimertz.com

Background & Experience
Becky holds the distinction of being one of only three (3) women in the 
entire state of New Jersey to have earned the SIOR designation.  Becky 
has not only been a member of SIOR for nearly twenty (20) years, she 
is the immediate past President of the New Jersey Chapter. Becky is 
consistently one of NAI Mertz’ top producers and continues to hone her 
craft through a commitment to evolving as a result of every experience, by 
attending educational workshops/seminars and benefiting from an active 
sharing of best practices among industry experts. 
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Scope of Services
Bobbi Jean Formosa comes to NAI Mertz with over twenty (20) years 
of commercial real estate experience. Bobbi Jean started her career in 
human resources, loan underwriting, office leasing, property management 
and evolved to serve as the Executive Vice President for NAI Global with 
more than 7,000 professionals in over 400 offices.  Bobbi Jean ran such 
departments as account and transaction management, recruiting and 
human resources, training and education, marketing and events, member 
services, sponsorships and alliances, and drove an aligned strategic plan 
which included management of boards and leadership groups (owners) as 
well as specialty council management (brokers) and more. 

Professional Associatons & Designations
• RE Forum Women of Influence, National Recognition
• Recognized by Strategic Clients Including SIOR, CCIM, IREM, 

CREW, ALM
• Chairman’s Award for Excellence in Leadership
• Operational Excellence Award
• Most Valuable Player as voted by the NAI Members 

Leadership Board
• Global Teamwork Award
• Global Team Player of the Year
• Service Appreciation Awards for 5, 10, 15 and 20 years 
• Top Performer and Top Producer Awards

Key Strengths
• Organizational design
• Strategy development
• Performance reporting
• Client experience
• Systems integration
• Accountable management systems
• Process analysis & improvement
• Sales & account management
• Strategic relationships
• Training & mentoring
• Communications & marketing
• Meetings, trade shows, events
• Vendor relations

Education
• Bachelor’s Degree from Montclair University, New Jersey

• Six Sigma Greenbelt, CRESTAR Alliance

• Total Quality Management Certificate

• Performance Management Institute Certificate

Bobbi Jean Formosa
Operations Strategist
o +1 856 234 9600
f  +1 856 234 4957
c +1 609 751 3136
bformosa0850@gmail.com 

Background & Experience
Bobbi Jean provides operation and marketing strategy insights and is 
part of the team of change agents that are rapidly evolving NAI Mertz as 
the company grows beyond its current position of prominence. Formosa 
expertly leverages countless global relationships to bring industry best 
practices and insights to the local market.  In addition to working in support 
of recruiting, internship programs, technology integration, marketing, 
advertising and sales, she is also of counsel to executive staff.

Formosa’s notable accomplishments include running  and promoting 
meetings that varied in size from 10-1,500 registrants; driving processes 
that resulted in an aligned strategic plan shared by members and staff; 
stabilizing staff and members through an acquisition and changes in 
leadership; developing a strategic relationships concept and increasing 
sales in the category by 50%+; increasing profitability as a result of applying 
Six Sigma processes in a corporate structure and, being an advocate and 
dispute resolution resource for the members of NAI.

Formosa’s business philosophy is simple. People do business with those 
they know, like and trust….be the person with who they want to work.  Be a 
force for positive change.
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Scope of Services
Brian Bowman is a highly accomplished creative design professional 
with an eye for conceptual, functional design and a focus on developing 
content in the key areas of: graphic design, photography, videography, 
and web design. Brian is expert in strategic marketing including branding, 
installation graphics, motion graphics, video production, 3d animation 
/ modeling and printed sales collateral for a multitude of industries. 
Extensive hands-on experience in the daily operations of ad production, 
processing in the publishing industry, product, editorial and architectural 
photography, website design: writing and editing HTML, JavaScript and 
CSS.

Professional Associatons & Designations
• Elite Designers Club
• Spotlight Award Nominee – Innovation Excellence
• Winner of Best in Americas Marketing Award in New Business 

Development – Annual Award
• Finalist – Marketing Excellence Award
• Winner of Best in Americas Quarterly Award
• Featured Presenter at National Sales Professionals Academy
• Rising Star Award
• Winner of Best Property Marketing Suite

Key Strengths
• Photography
• Videography
• Web design
• Graphic design
• Adobe Creative Suite
• Marketing technology
• Interactive projection
• Installation design
• Art direction
• 3d design and animation

Education
• Bachelor’s Degree in Illustration from The University of the Arts, 

Philadelphia, Pennsylvania

• Concentration in Digital Media Production, Traditional Art Skill 
Utilization, Graphic & Industrial Design

• Continuing Education in Adobe Flash & Web Design,  
The University of the Arts, Philadelphia Pennsylvania

Brian Bowman
Marketing Strategist
c +1 267 809 6543
f  +1 856 234 4957
brbowman77@gmail.com 

Background & Experience
Brian comes to NAI Mertz after over a decade at JLL and CBRE where he 
held senior design positions. In addition to his creative accomplishments, 
Brian has mentored junior designers, facilitated think tanks, designed 
training programs and contributed his talents to charitable endeavors. 
NAI Mertz is rapidly evolving practices, technology and deliverables as a 
result of Brian’s strategic marketing perspectives and leadership.
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Patrick Sweeney
Marketing Director
o +1 856 802 6503
f  +1 856 234 4957
c +1 570 947 0050
patrick.sweeney@naimertz.com

Scope of Services
As Marketing Director for NAI Mertz,  Patrick is responsible 
for the planning and production of all marketing materials 
for the brokerage team and the properties they represent. 
He is the point person for all marketing communications 
and content creation, directing the firm’s direct email, social 
media, and public relations campaigns. He is the firm’s primary 
graphic designer, creating custom brochures, presentations, 
print ads and web graphics. 

Patrick oversees the administration of the company’s client 
relation management (CRM) databases. He manages the 
administration of all online property listings and researches 
new channels and technologies to ensure that all properties 
are presented in the best possible light and garner the 
maximum exposure.

Key Strengths
• Adobe Creative Suite
• Social Media Management
• Email Campaign Management
• HTML/CSS Development

• Graphic Design
• Public Relations
• Content Creation

Education
• Bachelor’s Degree in Marketing from University of Pittsburgh, 

Pennsylvania

Background & Experience
Patrick has fifteen years experience in marketing, with both 
agencies and in-house marketing departments. Prior to 
joining NAI Mertz, Patrick worked for Eight Eleven and Zigzag 
Net, two marketing firms in the Greater Philadelphia region. 
During his agency tenure, Patrick worked with clients that 
included global firms and government agencies.
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Scope of Services
Matthew is a recent graduate of Penn State University and has a Bachelor 
of Science Degree in Finance, with a concentration in Real Estate.  In 
the summer of 2016 Matthew interned with NAI Mertz.  He worked 
closely with the industrial and corporate services team doing property 
research, updating email addresses through data mining, developing 
Excel spreadsheets and property brochures for client presentation, 
analyzing financial data and conducting quantitative analysis to create 
Pro-Formas, and assembling property Broker Opinion of Values.

Professional Associatons & Designations
• Licensed Real Estate Salesperson, New Jersey

• Institute for Real Estate Studies - Member, 
Real Estate Boot Camp - participated in real 
estate training programs, panel discussions 
and case study analysis

Community Involvement
Matthew is the founder of Medford March  
Against Hunger:

• Built and organized district-wide donation drive for 
6 different Medford Township schools to benefit 
the Food Bank of South Jersey

• Designed marketing strategies and coordinated 
volunteers in order to collect and distribute 
donations

• Achieved the Gold Level President’s Volunteer 
Service Award for exceptional service

• Presented with the United States Congressional 
Award for Volunteerism

Education
• Bachelor’s Degree in Finance from Penn State University, Pennsylvania

Matt O’Rorke
Sales Associate
o +1 856 234 9600 ext 207
f  +1 856 234 4957
c +1 609 706 8255
matt.ororke@naimertz.com 

Background & Experience
Prior to joining NAI Mertz, Matthew was a Business Operations 
Procurement Intern with TD Bank in 2015. His responsibilities included 
examining and reviewing financials of existing third-party vendors and 
proposed vendor contracts, analyzing bank commodity expenditures 
to facilitate spending cuts, collaborating with teammates to create a 
project and presentation on the “Diversity and Promotion of Women in 
Business Leadership”.
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