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brokerage spotlight

A strategic approach of marketing
to maximize the exposure of your property
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\ Windsor
% | Commercial
| Real Estate

owners, we frequently find a mis-
coneeption about the marketing
process. Many owners believe that
all that is required to market their
property is to put a sign up in the
window, and put an advertisement
in the paper. Unfortunately many
real estate agents believe the same
thing, which is not what we would
consider “adding value.” Itis easy
to believe that marketing ends with
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a cleverly worded ad, or a catchy
sign. But the truth of the matter is,
to be successful in marketing re-
quires strategic approach and fre-
quently includes acquiring a very
difficult set of skills, namely cold
calling or canvassing.

[fbeing a property owner is your
sole business and source ofincome,
these concepts may not be new to
vou and vour business plan prob-
ably includes a certain amount of
time dedicated to canvassing.
whether itis vou as an ownerdoing
it personally, or staff hired for just
that purpose. But not all property
owners are in the primary business
of real estate. In the past fifteen
vears it has become an increas-
ingly popular business practice to
own the real estate that your busi-
ness operates out of. If you are a

strategic minded principal, vou
have probably purchased a prop-
ertywith some room for expansion
and. therefore, have some space to
lease. You may have even been
approached by a real estate agent
that wanted vou to give him an
“gxclusive.” First of all, this may
be one of the most misunderstood
concepts in commercial real es-
tate. While in the residential mar-
ket it may mean that the broker is
not going to list the property on
MLS oris going to attempt to mar-
ket the property only to buyers, in
commercial leasing this is usually
not the case. The key to success ful
marketing is to maximize expo-
sure. In order to do this, it isin an
agent’s and owner's best interest
to share this information with the
brokerage community and the

waorld. It isalmost considered stan-
dard operating procedure to co-
broke, or share fees with an outside
broker if they are the procuring
cause of a sale or lease. Inaddition
toadvertising and puttingup a sign,
a good agent would also mail to
and call all major real estate firms
notifying them of the availability:
do direct mailings to prospects;
canvas via telephone and personal
visits to prospective businesses and
produce clear and informative bro-
chures or flyvers for distribution to
all of the abowve and should provide
regular reports to the owners out-
lining these steps they have taken.
Frequentlythe brokerwill also have
a broker’s open house with tours
and displays to present the prop-
erty inthe best possiblelight. When
anagentis asking for an exclusive,

How often do we understand the legal ramifications of our decisions? It's not
a question of intelligence, it's a question of knowledge. Your business skills
and decision making capabilities are dependent on the type and quality of
information you receive. We understand.
In the real estate world, which changes daily, managing your business and
your life is increasingly difficult. That's why we believe when you request
advice or counsel, it really matters that you receive good, solid, actionable
information. Our attorneys are skilled and will provide you with what you need
in a timely fashion. Because ... it really matters.

L'Abbate, Balkan, Colavita & Contini LLP
when it really motters 1050 Franklin Ave., Garden City NY 11530 « 516.204.8844 + lawglbcelaw.com

Offices in Long Island, Manhattan & Mew Jersey
The Practice Groups af LBCGC Real Estate « Commercial, Design and Construction Contracts + Insurance Industry » General Litigation
Professional Practices » Estates & Trusts « Financing Transactions « Business Transactions « Employmant Practices and Labor Law
Products and Industrial Liability « Environmental and Texic Tort

what they are usually looking for is
some form of protection that when
they do all the normal marketing
procedures on the owners” behalf,
that they are assured that when a
transaction is completed that they
are entitled to a fee for their efforts
in proliferating the information.
Unfortunately, in an unscrupulous
business world you cannot expect
anagent to put forth their full efforts
on a project without some form of
protection. It is all too common that
an agent or prospect hears about a
property through marketing efforts,
and then attempts to contact the
owner directly, believing they will
geta betterdeal. Inthe absence of an
“Exclusive Agency Agreement,” it
is more likely that the broker will
call afew tenants they know and will
“pocket” the listing information in
hopes of being able to use it with a
future tenant they come across. Ad-
vertising will be minimal since an-
other sawvvy broker can simply con-
tact the owner directly and possibly
negotiate a better fee for themselves
b leaving out the marketing broker.

What many cwners believe tobe
in their best interest, giving the
information to five or ten brokers
they know, may in fact be substan-
tially inferior to the marketing ef-
fort that a good exclusive agent can
produce. A good agent will for-
ward the information to three to
five hundred brokerage firms,
reaching up to thousands of agents
and tens of thousands of prospects.
Five to ten brokers witha “pocket”
listing will at best only get to a
couple of hundred prospects. As
with hiring of any professicnal, it
is highly recommended that vou
interview at least three qualified
firms and hire one with experience
and ethics, who will both share the
information broadly, and document
the process for your records.

Michael Stein is Managing
Principal of Windsor
Commercial Real Estate,
Woodbury, NY.

Sharp of Today Realty
completes $1.175m
sale of 3,561 s/f building

MT Kisco, NY Ester Sharp, associate
broker of Today Realty of
Westchester, recently completed
the $1.175 million sale of 241 East
Main 5t.

The commercial building is a
two-story, 3,561 s/fpropenty, which
contains a restaurant barlounge fa-
cility, a 14-car parking lot and pro-
fessional offices onthe upperlevel.
The property is type is R0 and
zoned CB-2.

Today Realty isbased in Ardsely
and is owned by Vincent Buceieri.



