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Introduction






With this book, you should have the necessary
information that you need to becoming a successful commercial real
estate agent, as well as a lot of PR pieces to get clients—both
sellers and buyers.

Oftentimes, agents can’t differentiate
between residential and commercial. There is a big difference. It
seems like only a few are really successful at selling commercial
real estate, or a business without real estate. Some forms were
first developed for selling commercial property and businesses, and
made me the #10 listing agent in my company. From there I went on
to become a real estate broker, and started my own company, and
added more forms.

Note that selling a piece of land or a
building you could use the same forms as if a residential property
with some modifications, but the big difference is in offering it
for sale, keeping the sale—and prospective sales—confidential,
qualifying the buyer, and in selling a business without real
estate. The Hot Property examples of the coffee shops are examples
without real estate, but with a rental agreement. The rental
agreements will need to be negotiated with the landlord, and the
landlord will have his/her own agreements. However, you may need to
include an “Assignment of Retail Lease” for the new tenant to
fulfill the previous lease agreement.

Note that you should pay attention to the
information in brackets, which is information that you should add.
Also note that some documents may not be needed in all
situations.
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Benefits of Using a Commercial Agent

• Maximum exposure for business

• Different type of advertising from
residential broker

• Confidentiality

• Multiple listing services

• Quantifying the asking price

• Qualifying the buyers

• Identifying tire kickers

• Sellers are not their own best
representatives

• Facilitate buyer/seller meetings

• Seller can continue to operate business

• Manages the process from beginning to
end

• Find buyers that are discretionary

• Facilitate a closing

Commercial Agents Must Have Knowledge of
Business Operations

• Financial statement

• Balance sheet

• Profit and loss statement

• Adjusted profit and loss statement

Successful Commercial Agents Are/Have:

• Enthusiastic

• Honest

• Empathic

• Knowledgeable

• Understand financial statements

• Tenacity—timetable is long

• Ability to function as a liaison

• Able to decline listings

Commercial Agents Do Not:

• Put up a sign

• Always put listing in MLS

• Run ads in local newspapers every
Sunday

• Let the word get out

• Let employees, customers, or vendors know
about sale

Commercial Agents Do:

• Place ads in trade publications

• Place ads on internet sites

• Do direct mailings

• Network with other commercial agents

• Network with other buyers

• Dress appropriately

• Need to interview/qualify buyers

• Negotiate between buyers and sellers

Commission

• 10% most common

• Although 6% is becoming more common in
today’s economy

• Minimum flat fees common

• $8,000-$10,000

Formula for price in excess of
$1,000,000

• 5% for 1st million

• 4% of next million

• 3% of 3rd million

• Referral fees

• 10-20%

• Cooperative agreements

• 60-40% split most common
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Option to Purchase. The potential
buyer puts down a significant amount of money on the
business/property. The Seller agrees not to advertise
business/property or to engage other buyers during the said time of
the option.

Right of First Refusal. The Seller may
have a contract with a vendor or some financial person who has the
right of first refusal. This means that the Seller would have to
alert this person holding the Right of First Refusal of the intent
to sell, and when presented an offer, the person holding the Right
of First Refusal has the right to buy it if they can match the
offer.

Personal Guarantee. This is commonly
used when an individual versus a corporation is purchasing the
business, although it is also used with small corporations.

Security Interest. If money is owed
the Seller after closing, the Seller is usually granted security
interest, which is an interest in the assets.

Sales (Gross Income). Total sales,
revenues or income from the company’s primary operations.

Cost of Sales. Total cost of the
merchandise or service that is sold. This usually includes all cost
of merchandise or raw materials, all direct labor, freight out etc.
connected with the sale.

Gross Margin. Sometimes called gross
profit. This is the difference between the selling price (Sales)
and the actual cost of the goods or service (Cost of Sales).

Seller Representations/Warranties.
Transfers assets free and clear of liens, encumbrances with no
outstanding litigation. States that all taxes are current. Seller
warrants that there is no adverse situation of which he/she is
aware. Seller agrees to run the business in the ordinary
course.
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Types of Businesses

• Retail

• Wholesale

• Distribution

• Manufacturing

• Service

• Virtual

• Franchise

• Business Opportunities

Finding Sellers

• Direct Mail

• Mailing Lists

• SIC codes

• Zip codes

• Gale research

• Newspaper

• Telephone solicitation

• Networking

• Formal groups

• Professionals

• Other residential agents

• Other commercial agents

• Referrals

Finding Buyers

• Advertising

• Newspapers

• Business opportunity magazines

• Trade journals

• Internet

• Gale Research

• Public library

• Similar businesses

• Direct mail

• Networking

• Brokers

• Networking organizations

When One Would Decline Listings

• Business is in trouble

• Seller can’t handle the duration of time to
sell

• Just doesn’t look or feel right

• Urgent timetable

• Conflict over listing fee and/or
commission

• Lack of adequate books and records (cash
business)

• Preconceived notion of value

• Wants cash—unwilling to extend seller
financing

• Knowledge of adverse situation

• Unwilling to sign exclusive listing
contract *

*exclusions can be included
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Thinking of Selling?

Then this is an opportunity you should
explore. In today's business market, buyers outnumber sellers—it's
truly a seller's market. Your needs may meet the buyer's
requirements.

• You are under no obligation by looking into
this opportunity.

• Your request of confidentiality will be
honored.

• Maximize the value from the sale of your
business.

• Get more information on a confidential
basis.

• Depending on your age, you may want to
consider selling now, rather than risk leaving your heirs to
liquidate your business assets.






I can sell your business—

whether large or small.






Making the deal:

• Assist you in preparing your business for
sale and in the essential techniques of selling.

• Work with potential buyers looking for
businesses in your area.

• Negotiate the most favorable price and
terms in sales.

• Advise on and negotiate offers received,
and structure the deal.

• Assist with 1031 tax-deferred sale.

Marketing that works for you:

• State-of-the art marketing and creative ad
campaign.

• Unique buyers network.

• Identify and target buyers and deliver
information on your business.

• Marketing specialist with a unique and
proven marketing service.

• Exposure on the World Wide Web.

I offer you:

• Honest, straightforward, and direct
communication.

• Excellent support staff.

• High motivation, aggressive and assertive
selling, and years of sales experience.
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Connecting buyers and sellers

I can ease your business buy or sell.

• Proven marketing campaigns

• Business and property analysis

• Investment property

• General commercial

• Leasing

• Tax-deferred sales
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