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WHEN HUNT MIDWEST President Ora Reynolds 

arrives at work each day, she knows she’s not the 

only strong-minded entrepreneur in the building. 

“My quest is to hire, and keep hiring, people that are entrepre-

neurial,” she says. “It’s all about getting the right people on the 

bus. If you have an idea of where you want to go, and you bring 

the right people on board, you can get there. ”  

Taking the helm as president of Hunt Midwest Real Estate 

Development in 2010, Reynolds is a calm yet resolute leader 

who, after more than 20 years with the company, speaks  

enthusiastically about her job. 

Originally hired in 1991 to manage new busi-

ness development, Reynolds has been integral 

in successfully changing the direction of Hunt 

Midwest’s endeavors. As a result of her early 

work, the company expanded into residential 

development in 1993. She became manager of 

residential in 1994, was promoted to director in 

1996, general manager in 1998, and named vice 

president and general manager of residential 

development in 1999. Reynolds attributes her 

quick rise to having a great supporter. 

“It’s all about mentoring people and giving them opportu-

nities,” Reynolds says. “I feel fortunate that Lee Derrough, our 

previous president who’d been with the family for 43 years, was 

a mentor to me.”

LAMAR HUNT’S LEGACY
From developing Kansas City residences and retail centers to 

supporting local businesses and community organizations, it’s 

quite evident Hunt Midwest and its ambitious staff have made a 

significant impact on western Missouri. 

Established in 1985 and owned by the family of renowned 

sportsman and business tycoon Lamar Hunt, the company is 

now one of the area’s largest full-service real estate develop-

ment firms. Currently, 60 local residents are employed at Hunt 

Midwest—most are long-time staff members like Reynolds, and 

almost all are actively involved in the community, serving on 

local chambers of commerce, nonprofit boards, or economic 

development groups. 

Dating back to 1931, Hunt Midwest’s predecessor companies 

have had a presence in Kansas City through mining activity and 

underground properties. Hunt Midwest Enterprises was formed 

through the merger of Mid-America Enterprises (Lamar Hunt’s 

earlier company, which owned Worlds of Fun and Oceans of 

Fun) and Great Midwest Corporation’s mining and real estate 

operations. At that time, the company included three subsid-

iaries: Hunt Midwest Entertainment, Hunt Midwest Mining, and 

Hunt Midwest Real Estate Development. 

In 1995, soon after Reynolds was hired, the company sold 

the amusement parks and turned its attention (and finances) 

to real estate and mining. At present, Hunt Midwest is solely 

focused on real estate development—though it continues to 

Kansas City’s Hunt Midwest builds for the future

By Abby Van Ness have 50 percent ownership of the region’s largest supplier of 

crushed limestone, Hunt Martin Materials LLC.

Many Missourians are probably more familiar with the com-

pany’s creator rather than the company itself. Lamar Hunt was 

one of the founders of the American Football League and Major 

League Soccer as well as the Kansas City Chiefs and Kansas City 

Wizards. Though he passed away in 2006, Hunt’s entrepreneur-

ial spirit is present at Hunt Midwest today, and his children re-

main active on the company’s board of directors.

BUSINESS BELOW THE GROUND 
Over the past 27 years, Hunt Midwest has developed more than 

6,200 acres of commercial, retail, industrial, and residential 

properties in Kansas City and beyond. Its main entities include 

the world’s largest underground business park (SubTropolis), an 

industrial development center, several commercial and retail 

development centers, mixed-use developments, and residential 

communities for single-family, multi-family, and senior living. 

As the company’s flagship commercial property (and one of 

its most unique assets), SubTropolis is a five-million-square-foot 

underground space, located minutes from downtown Kansas 

City. It was crafted through the mining of a limestone deposit, 

which left a sustainable, temperature-controlled space for in-

dustrial operations. At 100 feet below ground, the industrial vil-

lage boasts a network of more than two miles of rail lines and 

six miles of roads. 

Currently, it is home to 50 local, national, and international 

businesses that employ approximately 1,500 people. The ten-

ants utilize the underground space for everything from ware

housing and distribution to cold storage and data/record man-

agement. There is no other business space quite like SubTropo-

lis, and as a result, it’s been trademarked as the world’s largest 

underground business complex.

“Kansas City is unique because about 10 percent of the 

industrial market is underground,” says Mike Bell, gen-

eral manager of Industrial and Commercial Development. 

“There is quite a bit of space out there, but we’re the largest 

and continually expanding.”

The long list of companies leasing space in SubTropolis in-

cludes big names such as Hallmark, which 

uses the location for distributing products 

to its national Crown stores; Ground Ef-

fects, which installs spray-on bed liners for 

Ford F-150 trucks; the U.S. Postal Service, 

which stores nearly $1 billion worth of com-

memorative stamps; and Jack Stack BBQ, 

which ships ready-to-grill goods nationwide. 

Among the largest underground footprints 

is a space leased to Missouri-based Paris 

Brothers, a third party logistics provider that  

encompasses nearly 400,000 square feet.

One of the most recent SubTropolis ac-

quisitions is a contract with the National Ar-

chives and Records Administration (NARA) to  

Underground 

SubTropolis is Hunt Midwest’s most unique business asset. It is 

the world’s largest underground business park. One hundred 

feet below ground, it is currently home to 50 businesses.

“My quest is to hire, 

and keep hiring, 

people that are 

entrepreneurial,”

Ora Reynolds, Presi-
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complete a 372,000-square-foot warehouse space. 

“We didn’t have enough existing space, so we built more for 

them,” Bell says. 

Bell says SubTropolis is ideal for logistics companies, supply-

chain groups, e-commerce entities, and data centers. Not only 

is it cost-effective, SubTropolis is also protected from natural 

disasters and recently earned the highest Energy Star rating 

from the Environmental Protection Agency. Businesses housed 

in the underground can save up to 70 percent on utility bills due 

to greatly reduced heating and air-conditioning costs. In addi-

tion, Hunt Midwest provides tenants with 24-hour security and 

on-site maintenance. 

GROWING WITH THE CLIENTS
Located above SubTropolis, along I-435, Hunt Midwest Busi-

ness Center is a substantial industrial center for more than 30 

businesses. Nicknamed “Truck Hill” because of its truck-friendly 

setting, the above-ground infrastructure contains John Deere, 

Midway Ford, and Westfall GMC, among others.

Hunt Midwest’s range of commercial and retail properties 

includes the Hunt Midwest Commerce Center, which features 

hotels and restaurants in close proximity to Kansas City’s river-

boat casinos and theme parks. Other properties, such as North-

glen Village, North Oak Village, and Northgate Village, host a 

variety of restaurants, offices, and retail space for the north 

Kansas City market. 

Reynolds and Bell say their team is actively tracking new 

partners and projects, but much of their business comes from 

existing clients. 

“As their businesses grow, we’re expanding with them,” Bell 

says. “In today’s world, we’re using social media more and 

more, as well as search engine optimization, to make sure 

our brand, our story, is getting in front of the people who are  

decision makers in sectors we’re targeting.” 

While Hunt Midwest was founded with an industrial real es-

tate focus, the company’s fastest-growing division continues 

to be its residential sector. Reynolds helped launch Hunt Mid-

west’s first residential project in the early 1990s—a single-family 

housing development on 300 acres of Lamar Hunt’s land, posi-

tioned just north of the Missouri River. The development, called 

North Brook, was one of the first master-planned communities 

in Kansas City’s Northland. Today, Hunt Midwest manages sev-

eral single-family and multi-family residential developments in 

North Kansas City, Platte County, Lee’s Summit, and Raymore, 

Missouri. Tailored to suit middle-class families, the residential 

neighborhoods offer luxury amenities, such as expansive green 

spaces, parks, lakes, pools, and walking trails.

“We have approximately 12 active master-plan communi-

ties,” says Brenner Holland, general manager of Residential. 

“We like to build in areas with good school districts, existing 

infrastructure, and high-growth potential. The majority of our 

projects are new, single-family, detached homes, but we do 

have some town homes and mixed-use sites.” 

The newest undertaking for Hunt Midwest’s Residential divi-

sion is the establishment of senior living facilities. Recognizing 

a void in high-quality assisted living and memory care facilities 

for the area’s aging population, Hunt Midwest began working 

in partnership with Principal Senior Living Group, a company 

that has owned and operated senior facilities in Florida, Geor-

gia, and South Carolina. With plans for at least four facilities 

(two of which opened in spring 2012), the total senior capital 

investment in Kansas City by Hunt Midwest and Principal Senior  

Living Group is estimated at $30 million. 

“We created a business plan for senior housing two and a 

half years ago, and we said we wanted to find a strong opera-

tor and partner,” Reynolds says. “We now have two facilities 

that opened with 60 to 70 percent leased, right out the chute. 

Sometimes local businesses know their local market and rec-

ognize the needs better than people that come in from the  

outside. We knew there was a need here.”

Consistent with the company’s future development, Holland 

anticipates the expansion of senior living facilities in other areas 

of the Midwest. “We’re definitely looking to grow along the I-35 

corridor and also potentially into St. Louis,” he says. 

COMMITTED TO CHARITY
Aside from its famous founder and impact on local real estate, 

many Kansas Citians recognize the Hunt Midwest name due to 

its corporate sponsorship of the annual Groundhog Run, a race 

held every January in SubTropolis. 

The event, which attracts more than 3,500 runners from 

across the country, raises money and awareness for the Kansas 

City nonprofit Children’s Therapeutic Learning Center (Chil-

dren’s TLC). Featuring both a 5K and 10K run through the un-

derground, the Groundhog Run is one of the country’s most 

unique races. 

“People really like it because it kicks off the running season in 

January, and they can run underground in 70-degree weather,” 

says Connie Kamps, director of Real Estate Operations. 

The Groundhog Run has garnered more than $3.9 million in 

the past 30 years to assist in the care and education of children 

with disabilities at Children’s TLC. “Keeping our dollars local is 

important to us,” Kamps says. 

And giving back to the community is something Lamar Hunt 

instilled in the company from the time he founded it. Hunt 

Midwest makes significant contributions to the Greater Kan-

sas City United Way (more than $1,587,000 since 1987) as well 

as American Red Cross, Northland Neighborhoods, and The  

Kansas City Chiefs Children’s Charity Fund.

SMALL STAFF, BIG IMPACT
As Hunt Midwest’s impact on western Missouri continues to 

expand, its staff size remains relatively small. The majority of 

employees have worked there for more than 10 years—a trib-

ute to the values and family feel that have been present since 

the early 1980s. “Tenures here are measured in decades, not 

years,” Bell says. “People believe in the vision of the company 

and the family—the Hunt family, that is.”

Holland believes it’s the employees who have made Hunt 

Midwest a success. “Ora really ascribes to getting the right 

people in the door, and that’s a large part of how we move 

forward,” he says. “Hire good people, give them proper direc-

tion, and then get out of their way to let them do the things 

they need to do. We have a tendency to hire smart, energetic 

people, and that’s a great environment 

to work in.”

Hunt Midwest is poised for continued 

success in Missouri and beyond. 

“We are small enough to understand 

our local market but have the resources 

of a much larger entity,” Reynolds says. 

“That’s why we have retained so many of 

our people. If you went to a large com-

pany that had our resources, you would 

be a tiny little spoke in a big wheel. Here, 

you’re able to get involved in so many 

different things, and feel like what you 

do really makes a difference. You’re re-

ally impacting our company and our 

community.” 

AT A GLANCE:
SUBTROPOLIS

Size: 5 million square feet

First tenants in 1964: Russell Stover 

and Pillsbury

Number of businesses today: 50

Big Companies found underground: 

Hallmark, U.S. Postal Service, Paris 

Brothers, Jack Stack BBQ, National  

Archives and Record Administration

Above: Hunt Midwest’s SubTropolis was built in the early 

’60s. Below: A cross-section of SubTropolis shows how the 

business complex is laid out below the ground. 

Left and above: The company’s newest venture is residential 

development in areas with good schools and high-growth  

potential. Its first residential project launded in the early 1990s.
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