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Every commercial or retail property that is taken to the market 

for sales or lease will have some variables to be understood 

and optimised.  Some properties will also have factors of weak-

ness to be addressed prior to the commencement of the mar-

keting campaign. 

It is a fact that the packaging of a listing will help you with en-

quiries and inspections.  From that process you can optimise 

the opportunities for negotiation.  This then says that you 

should have a plan of approach to move every listing towards 

commencement of marketing. 

Consider these facts when considering the marketing of any 

property: 

1. What are the requirements of the client given the sale 

or lease situation?  When you know the key facts and 

focus points of the client you have something to work 

with.  Do they need a quick result?  What will be the 

ideal outcome to the client when you reach a final point 

of contract or lease? 

2. From the previous point you can now look at the prop-

erty and its strengths and weaknesses.  Consider the 

improvements, services, amenities, tenant mix, and 

growth or opportunity factors as they apply to the tar-

get market.  How can those strengths be improved to 

shorten the time on market?   

3. It is likely that a ‘best method’ of sale or lease should be 

chosen to find buyers or tenants quickly.  Not all meth-

ods are as successful as others.  Choose the promotion-

al method that suits the situation and the property in all 

respects. 

4. Be very clear and specific when it comes to the target 

market for the property.  Help the client see that you 

are matching the property to the market through a spe-

cific campaign and personal marketing approach.  Every 
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quality listing should be exclusively listed and on that 

basis direct personal involvement from you will shorten 

the time on market.  Tell the client exactly what you will 

do to promote their property in the right way to get 

faster results.  That strategy will capture the focus of 

the client and convert more listings for you.  Do not be 

generic with any listing unless it is taken on an ‘open 

basis’. 

5. Review the other properties in the local area that could 

have an impact on the clients listing.  You will need 

some solutions to offset that conflict in marketing.  Per-

haps you should adjust the timing of the sale or lease, 

the method of promotion, or the campaigns spend.  

Give the client some choices, but make clear recom-

mendations to help them decide the best approach. 

So you have some real facts to deal with here.  Every quality 

commercial or retail property should be taken through some 

analysis in this way.  The results achieved will help in moving 

the property to a negotiation more effectively and quickly. 
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 IMPORTANT INFORMATION 

This information is prepared as general training information for commercial real estate practitioners globally.  

No part of this material may be regarded or relied upon as legal or specific advice for individual situations.  

Although all care has been taken in the preparation of this material, recipients:  

 Must not alter their position or refrain from doing so in reliance upon this material; and 

 Are urged to seek independent legal advice with respect to the matters traversed in this material; and 

 Are urged to undertake further studies into legislation and practices that apply in their location. 
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