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1177 N. Green Mount Rd, Ste 201
O’Fallon IL 62269

We Deliver Results

One Success Story at a Time
NAI DESCO helped the owner of this property obtain a high profile, long term ten-
ant for his free-standing building. From small leases to complex sales transac-
tions, we offer you proactive and creative strategies to help you successfully
close your deal. Contact our Illinois office today for more details about how we
can deliver results to your bottom line.
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Spotlight on Industry Leaders: Commercial Real Estate Agencies

    Established in 2005, BARBERMurphy 
Group focuses exclusively on commercial, 
industrial and investment properties in 
14 Southern Illinois counties and offers 
a full spectrum of commercial brokerage 
services. According to principals Wayne 

Barber and Paul Murphy, the Shiloh-based 
firm currently has over 250 listings in 40 
municipalities and 14 counties, fulfilling 
the company’s slogan, “We’re All About 
Southern Illinois.” 
   To more aggressively market listed 
properties, BARBERMurphy Group is now 
offering clients a unique vertical Web site 
to bolster online traffic as well as improve 
online presence and visibility. Barber says 
the vertical site offers benefits over general 
Web sites because they focus on a specific 
segment of commercial real estate. Common 
sites include industrial, retail, land, office 
and general commercial.  Vertical Web sites 

typically use a focused subject that features 
only a specific segment that is relevant 
to a pre-defined property type or set of 
topics. These offer greater search precision, 
Murphy says, by limiting the scope and 
thus simplifying the search process to more 
efficiently help market properties. 
   Sample reference Web sites are: 
www.frankscottparkway.com, 
www.greenmountroad.com, www.
illinoisindustiralproperty.com. These are in 
addition to BARBERMurphy’s home Web 
site, www.barbermurphy.com.
   BARBERMurphy Group has recently 
added professional staff with extensive 

experience and background in local 
government planning and economic 
development. Barber says this expertise 
will serve clients in dealing with zoning 
and land use issues, consulting on financial 
programs to enhance business planning 
and site selection services for clients 
looking for a number of sites that meet their 
particular parameters. In addition, BMG 
has the expertise and resources to provide 
wide range of professional services to local 
governments to address specific planning 
and development needs, and help to define 
and develop strategic plans to advance 
projects.

BARBERMurphy Group, Wayne Barber Jr. and Paul Murphy, Principals

   Founded by Terry Johnson in 1996, Johnson 
Properties Inc. is a full-service commercial 

real estate firm. JPI 
has more than 265 
commercial listings 
throughout the 
Southwestern Illinois 
region. The firm’s 
brokers have an 
impressive average 
of 17 years of 

commercial selling and leasing experience.
   They specialize in commercial and 

Johnson Properties Inc., Terry Johnson, President
industrial real estate, development land sales, 
build-to-suit projects, 1031 exchanges and 
investment properties throughout the area. 
JPI’s main focus is to provide brokerage 
services of commercial properties to 
small and large corporations - and to help 
landowners sell their land to prospective 
developers when the time is right.
   In 2009, Terry Johnson joined Robert 
Plummer of Edwardsville and formed the 
Plummer Johnson Group. The company 
manages Class A office buildings in 
Madison and St. Clair counties. To date, five 

professionals have been hired to provide 
accounting, maintenance and administrative 
support. So far the company manages over 
400,000 square feet of Class A office space.
   JPI also has a self-storage division headed 
by industry expert Kevin Bowman. Services 
include self-storage brokerage, feasibility 
studies, management and site selection and 
construction management. 
   Besides normal brokerage services, 
Johnson Properties also assists land owners 
in developing and subdividing their property 
for a small additional fee. The result is higher 

developed land prices instead of raw land 
prices. Current development projects are 
under way in Shiloh, O’Fallon, Swansea and 
Edwardsville.    
   Johnson Properties was recently nominated 
by the Fairview Heights Chamber of 
Commerce for the Community Impact Award 
and the Business of the Year Award. JPI 
brokers are involved in many organizations 
including Rotary International, YMCA of 
Southwest Illinois, chambers of commerce, 
economic development organizations, and 
Optimist Clubs.

   Dave Kunkel established Kunkel 
Commercial Group, Inc. in 2007 with 

the goal to provide 
personalized 
commercial real 
estate services to 
clients in Southern 
Illinois. Kunkel 
and his team of five 
full-time agents 
pride themselves on 

keeping their clients apprised of KCG’s 

marketing efforts and the status of current 
real estate market conditions. 
   Kunkel says his enjoyment comes from 
providing clients with the knowledge 
they need to make informed real estate 
decisions.
   KCG’s core business is leasing and sales 
of commercial properties including office, 
medical, retail, land and industrial. Other 
services include property management and 
build-to-suit projects.
   The company was recently awarded the 

management of the new 30,000-square-foot 
office building built for the law firm of 
HeplerBroom in downtown Edwardsville. 
   KCG is working through AuctionPoint.
com to auction the Fairview Heights 
Medical Building on Lincoln Trail. The 
online auction of the house and medical 
building on one acre is being coordinated 
by KCG from creation of the custom Web 
site to direct marketing to pre-qualification 
of bidders. This newest tool gets buyers 
into the game, says Kunkel, allowing 

sellers to receive market value for their 
properties.
   Recent transactions include the leasing 
of 9,600 square feet at 504 DD Road in 
Columbia to Momentum Church and the 
sale of a bank-owned 4,000-square-foot 
medical office building in Glen Carbon. 
   Kunkel is a licensed broker in Illinois 
and Missouri and advises anyone looking 
to lease or purchase property to hire a 
commercial real estate agent to work on 
their behalf to get the best deal.

Kunkel Commercial Group Inc., Dave Kunkel, President/Broker
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BARBERMurphy Group Inc.  Wayne Barber Jr., 14 54 655,200  
1173 Fortune Blvd. Paul Murphy                                       
Shiloh, IL 62269                                      
618-277-4400                 
www.barbermurphy.com

Johnson Properties Inc. Terry Johnson 12 62 255,300
314B Fountains Pkwy.                        
Fairview Heights, IL 22208               
618-632-1212                      
www.jpisites.com

Kunkel Commercial Group Inc. Dave Kunkel 8 146 196,000
784 Wall St., Ste. 100A                   
O’Fallon, IL 62269                                              
618-632-8200                 
www.kunkelcommercial.com

Balke Brown Associates Steve Brown 2 0 587,700
1001 Highlands Pl. Dr. W., Ste. 150           
St. Louis, MO 63110                                                
314-621-1414                                                      
www.balkebrown.com

Industry Leaders – Commercial Real Estate Agencies
(Ranked by Number of Illinois Licensed Agents*)

Agency Managing 
Broker

Illinois 
Licensed Agents

Acres 
Transacted 

in 2010

Scott Credit Union bought 13 acres in 
Edwardsville from Florists’ Mutual Insurnace Co., 
Nautice Global Group sold 196,000-s.f.-building 
in Benton to Komet LLC, Contractors Roofing 
& Supply sold 23,000-s.f.-building in Belleville 

to Davallen LLC, 159 Developers Inc. leased 
19,000-s.f.-office in Swansea to Multimedia 

Midwest LLC, Herndon Enterprises LLC sold 28-
unit apartment complex in O’Fallon to T&T Rentals

26 office transactions, 17 retail transactions, 
9 land sales, 5 industrial transactions and 

21 miscellaneous transactions with churches, 
investment properties, gas stations, 

funeral homes

Sold 120-acre farm in Brighton, IL, 
sold 5,400-s.f.-building 

in Fairview Heights, 
sold 16.43 acres in Edwardsville

U.S. Attorney lease renewal, 
Procter & Gamble

Square Footage 
Transacted in 2010Major Transactions 2010

probably true of most, if not all, other 
hospitals. It was a transition that clearly 
was going to happen,” Turner added. “It 
was just a function of when, not if.”
   Turner said he expected that most of 
the $9 million hard cost of the conversion 
would be reimbursed by the federal 
government.
   “While those (federal) dollars actually 
will cover the majority of our capital 
expense, they’re not a drop in the bucket 
to cover the actual operating expense of 
staff time, consultant resources and the 
ongoing man hours that this will require,” 
he said.
   While medical providers are expending 
great amounts of time, work and money 
to make the conversion, it appears that 
the financial savings will accrue to 
patients and health insurers, including the 
Medicare and Medicaid programs.
   “In other industries, you’re using 
computers to make things more efficient 
and they’re getting cost savings,” Malkin 
said. “But in our industry, I don’t really 
see where you’re really gaining much, 
from a financial point of view.”
   On the other hand, the Rand Corp., 
a nonpartisan research organization, 
estimates that it will take 15 years and 

$115 billion for 90 percent of U.S. 
doctors and hospitals to adopt health 
information technology. But Rand 
projects the net savings to be $513 billion 
or more. “After 15 years,” the Rand 
study states, “the nationwide adoption 
of electronic medical records and of 
networking among healthcare providers 
could save more than $77 billion each 
year in terms of efficiency alone and 
another $4 billion each year in terms of 
drug safety.”
   Jennifer Meinkoth, chief information 
officer for Memorial Hospital, points to 
multiple, non-monetary benefits to the 
conversion. It should reduce mistakes and 
duplications of care; prompt the caregiver 
regarding preventative care treatments; 
provide ready access to information 
regarding patient allergies or reactions 
to medications and a whole host of other 
improvements.
   Malkin agrees. 
   “Imagine going to your computer and 
going online to make an appointment 
with your doctor,” Malkin said. “Or, you 
forgot what your cholesterol is and being 
able to look it up. E-mailing your doctor 
instead of waiting on the phone with a 
non-urgent question and getting an e-mail 
back. Going to the doctor’s office and on 

a kiosk checking in and filling out what 
would have been paperwork when you 
first come in, having it all electronically 
there. You can see where it can go - that it 
could be very exciting and very efficient 
and there could be a lot of benefit from 
it, and that’s certainly the goal. But in the 
short term,” he added, “it’s certainly an 
uphill climb to get there. And it really is a 
lot of burden for the physicians to handle 
at the current time.”
   While medical providers across the 
country are moving simultaneously to 
electronic records, how they are doing it 
is up to them. So, while there will be easy 
access within a medical system, outside 
of that system, the communication won’t 
be nearly as good. 
   “Access to the data by other providers 
outside of the system, the system meaning 
in our case the Greater Memorial St. Clair 
County area, is going to require some 
developments that aren’t complete yet - 
aren’t even totally defined yet,” Turner 
said. “You’re looking at  broad area health 
information exchanges where physicians 
will be able to access data from maybe 
the Greater St. Louis region, but if you’re 
going to Chicago, we still don’t know 
how that data would be shared between 
St. Louis and Chicago, for instance.”    

   The idea is to get there eventually, 
according to Malkin, so that a person 
could go to an ER anywhere and the 
staff would have immediate access to his 
records so that they know about allergies, 
conditions and past treatments. 
   “They would treat you much differently 
if they knew that you just had a stress test 
and it showed this or that - as opposed to 
their not knowing anything and they’re 
just going to admit you to the hospital,” 
he said.  
   The Rand study estimated the effects 
of increasing five preventive services 
and found that between 15,000 and 
27,000 deaths from pneumonia could be 
prevented. The study also concluded that 
technology can help healthcare providers 
manage chronic disease, reducing the 
need for hospitalization, improving health 
and reducing costs.
   This conversion process can be 
especially taxing for an individual 
practitioner and is another impetus to a 
trend toward group practices and hospital 
employment that has been going on for 10 
to 15 years, according to Turner.
   “It’s just a painful move right now,” 
Turner said. “Like any significant change, 
it will pay dividends when we’re there...
but it’s a painful process getting there.”
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