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6 AGENT PERFORMANCE TIPS IN
COMMERCIAL REAL ESTATE




FOCUS ON PERFORMANCE

The commercial property market will change throughout the The challenges of the property market need to be seen and
year and as part of that, every salesperson should a focus on optimized at a local level by an agent. That is a personal
individual performance both in commissions and listings. process for every salesperson in the industry.



TOP AGENTS THRIVE

Expect the property market
changes to occur for a variety
of reasons including economic

business changes, shifts in
property zoning, and changes
with investment sentiment.

The top agents in the market
will usually thrive when the
property market is generally

tough and slow; they have the
leads and systems to find the

business opportunities.

The top agents know how to

find the right people with the

motivation and the money to
act.



REMEMBE

A quality property will
| create interest in any
\\}\, property market.
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Here are some other tips to
help you with performance
as a commercial real estate
agent or broker.

The strategies can be
merged into your business
plan as an individual:
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Track the key performance indicators that have relevance
to your location and property market.

They will usually include time on market, prices, level of
enquiry, and the numbers of listings locally.

From these things you can see exactly what is happening
with listings or property ownership, and therefore
understand how the industry is changing throughout the
year.

Adjust your property prospecting and marketing activities
accordingly.




# 2

Concentrate your prospecting efforts into a location or zone of streets and
property types. In that way you will find it a lot easier to monitor current
prices and listing trends.

When it comes to any sales pitch or presentation for a listing, the factors of
the market will help you convince the client to proceed and move ahead.

In saying that, the factors that you present should be relevant to the
property type and convincingly displayed.

Your key property indicators should be graphed for visual display in any
presentation. Carry a series of charts and facts about the local property
market with you for that very reason.

You never really know when you will be presenting your ideas and pitching
for a listing.
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The strategies that you
use in every marketing
campaign should be well
designed and creatively
different.

That campaign needs to
be creatively different and
attractive to the target
audience.

Most of the top agents in
our industry stand out
with unique methods of
marketing

Carry with you a
selection of marketing
tools and samples of
successful property
marketing campaigns.

Any exclusive listing
should include vendor
paid marketing funds
supported by a
comprehensive campaign.

Have 3 types of
campaigns (gold, silver,
and bronze) as examples
for a target market or a
client type.
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A QUALITY LISTING THAT IS
WELL PRICED WILL CREATE
PLENTY OF INTEREST.

ON THAT BASIS IT IS
ESSENTIAL THAT YOU
REFINE YOUR
PRESENTATION AND
LISTING PROCESSES.

AS A GENERAL RULE, AVOID
AN OVERPRICED PROPERTY
AND OR UNREALISTIC
CLIENTS.

IF A CLIENT IS TOO FAR
AWAY FROM THE REALITIES
OF THE PROPERTY MARKET
WITH THEIR LISTING, THEN

IT ISBETTER TO MOVE ON

TO OTHER PROPERTIES

YOUR TIME AS AN AGENT IS
PRECIOUS.
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* The type of listing that you achieve will be a direct result of
the listing pitch and marketing presentation made to the
client.

* Information and relevance will help you convert more
exclusive listings of a quality nature.

* Base your recommendations on real facts from the market
so that the logical choices for the client are easy to see and
easy to take.
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Stories from the market will help your
client understand the alternatives and the
facts that they can work through.

Your clients like to know how other
people have worked with the challenges of
the property market.

Have available a series of market related
stories covering property situations,
negotiational issues, marketing strategies,
and successful outcomes.



HAVE A PLAN

TO BUILD YOUR SUCCESS
AS A COMMERCIAL REAL
ESTATE AGENT YOU WILL
NEED A PLAN AND A
PROCESS THAT IS
ACTIONED EVERY DAY.

THOSE THINGS WILL NEED
TO BE ADJUSTED HAS THE
PROPERTY MARKET
CHANGES THROUGHOUT
THE YEAR.

TRACK AND MEASURE THE

LISTING ACTIVITY, AS WELL

AS CLIENT FEEDBACK, AND
DEAL RESULTS.

WORK WITH YOUR
STRENGTHS, AND THEN
RESOLVE ANY WEAKNESSES
THAT YOU MAY HAVE AS A
COMMERCIAL REAL ESTATE
AGENT.

THERE ARE PLENTY OF
THINGS TO LEARN IN THE
INDUSTRY AND ON THAT
BASIS SELF-IMPROVEMENT

AND PRACTICE WILL BE
PART OF A GOOD BUSINESS
STRATEGY.



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.

This is another quality resource from the Commercial
Real Estate Training Online Series. Contact us below:

http://commercial-realestate-training.com

info@commercial-realestate-training.com
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