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In commercial real estate brokerage, the process 

of connecting with people is essential to growth 

of market share.  As you connect with more pro-

spects and clients, ask how you can help them 

when it comes to property activity now and into 

the future. 

There can be so many opportunities to tap into 

when it comes to a single client or a single com-

mercial or retail property.  Consider the following 

ideas: 

 A fully leased property today can have va-

cancy exposure into the future.  Ask ques-

tions about the lease expiry dates, and the 

tenancy movements.  Look at the clusters 

of tenants within the one property and how 

they interact with each other.  Look at the 

opportunities of change and improvement 

within the mix. 

 Understand the differences between spe-

cialty tenants and anchor tenants.  A well-

chosen anchor tenant will have significant 

impact on the growth and the opportuni-

ties for the specialty tenants in the same 

property.  When you talk to your clients 

and those that are the landlords of invest-

ment property, ask them about tenant ac-

tivity and the interactions between special-
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ty tenants and anchor tenants.  Every prop-

erty can be improved when the tenant pro-

file is shaped as part of a tenant mix strate-

gy. 

 The rental of a property today should be 

compared to the trends within the market.  

There are different rental types to consider 

and track including net, gross, passing, face, 

and effective rentals.  Understand the 

differences between each rental type and 

how the rentals are performing in the mar-

ket today, has this will help you greatly with 

many client services and activities. 

 Each property type will have an ideal rental 

profile and tenancy mix.  Understand the 

comparable properties in the market today 

so that you can quote real facts and market 

evidence with your clients and prospects. 

 A sales transaction today can open the door 

for future leasing opportunity and potential 

property management appointments.  

When you sell a property to a new property 

investor, ask questions about leasing ser-

vices and property management require-

ments.  If the property management fees 

are recoverable under the existing tenants 

lease documentation, it stands to reason 

that the client should outsource property 
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management services (it is cost neutral to 

them). 

 A single client may own other property in-

vestments locally or regionally.  As they 

purchase more property within their 

portfolio, property management services 

become viable and attractive.  Most proper-

ty owners don’t have the mechanisms and 

market knowledge to simplify and profes-

sionally manage a quality property.  That 

can be your point of difference in providing 

specialist services. 

 The success of a tenancy mix within a prop-

erty will have a lot to do with market rent-

als and income recovery.  Understand the 

trends that relate to the tenancy mix and 

compare those trends to nearby competing 

properties.  Monitor the vacancy rates, and 

the supply and demand factors within the 

property type and the region.  Tell the cli-

ent what’s happening within those key 

market indicators. 

 Every quality property with multiple ten-

ants in occupancy should have a business 

plan established that tracks income, ex-

penditure, tenancy mix, leasing standards, 

vacancy control, and property mainte-

nance.  These are all separate factors that 
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can be specialist services provided by your 

agency or brokerage. 

So there are many things that you can do here 

when it comes to asking questions and helping 

your clients.  Look at every single transaction as 

an opportunity for other new business across the 

broader spectrum in commercial real estate bro-

kerage. 
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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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