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A commercial bank, of all things, is changing
the way real estate financings are put together.

by William Meyers

Craig Hatkoff was nervous as his
plane began its descent into the Midwest
on a snowy winter day in 1985. Since com-
ing out of business school, the eager 31-
year-old executive had worked diligently
to help establish Chemical Bank’s fledg-
ling real estate investment banking unit.
Now he was about to meet Edward De-
Bartolo, America’s most prominent shop-
ping-center developer, a no-nonsense ty-
coon who at the age of 67 still drove him-
self and his subordinates hard. Just think-
ing about his impending meeting with the

imposing developer gave Hatkoff butter-
flies.

The young banker had cause for anx-
iety. DeBartolo wanted to refinance five of
his malls, and Hatkoff had come from
New York to propose a radical new ap-
proach: issuing a $100 million Eurobond.
Like most builders, the shopping-center
mogul was still comfortable with tradi-
tional real estate finance. If he wanted to
raise cash on his holdings, he would nor-
mally approach an insurance company for
refinancing. Sitting down to lunch in the

real estate merchant bank”

dining room of the Fonderlac Country
Club, just outside Youngstown, Ohio,
Hatkoff feared that DeBartolo might dis-
miss his innovative — but untested —
idea out of hand. After explaining that the
Eurobond could save the developer be-
tween $1 million and $2 million in inter-
est costs, the banker mentioned that
Chemical was prepared to assume part of
the risk in the deal, an offer few commer-
cial or investment banks would make.
“The whole thing sounded pretty wild;
everyone’s head was spinning,” recalls one




