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Like it or not, the database process in commercial real estate 

brokerage has to exist at a personal broker level, and it has to 

be up to date.  Old and redundant information in any database 

will bring with it problems and time wasting conversations.  

Every broker should be very focused on their data growth, con-

tent entry and accuracy.  The process can’t and shouldn’t be 

delegated. 

So this sounds very logical and yet why is it such a problem?  

Some brokers struggle with the processes of list management.  

These are the most common issues in commercial real estate 

database creation and growth today: 

 Choice of the wrong record keeping process – Many 

agents and brokers still keep information on basic 

spreadsheets.  They do so in an effort to contain costs 

and or for the purposes of simplicity.  The fact of the 

matter is that a spreadsheet with a lot of contacts will 

leave itself wide open to data loss and or errors. 

 Doing the work of data entry – It takes time to load 

data into a software program.  Many brokers either do 

not have the time or do not want to enter data; they try 

to delegate the process.  Unfortunately the person del-

egated the work of list management has little involve-

ment or commitment to the end result.  The message 

here is that the work has to be done personally by the 

broker, and the best time to do so is after hours at the 

end of the day.    Keep a standard form process under-

way so you can write things down during the day that 

could be required as a new entry in your lists. 

 Set targets for growth – Determine where your client 

and customer numbers are now.  Set some simple 

growth targets of perhaps 5 new people per day.  Over 

time you will lose some current contacts as they will 

have moved on, so a growth strategy is important. 

 Making categories work for you – Categories will be 

required to help you find the right people to talk to.  

Split your list up into zones, budgets, property require-

ments, VIP’s, owners, tenants, and business owners.  

Your selected software for recording the data should 

allow you to cross reference categories to find people 

and situations. 

 Regularly making contact – When a person is captured 
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into your list, they should be entered for one reason 

only, and that is because they have a property interest 

now or in the future.  From that point onwards regular 

meaningful contact is required with clients.  Talking to 

them or connecting with them at least once every 90 

days will help with list momentum and new business 

conversion. 

If you are looking for new business in commercial real estate 

today, the answer is in your list.  Refine your database activi-

ties and drive relevant contacts and conversations through it. 

Over time the listings will emerge as will the commissions. 
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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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