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The Commercial Real Estate
Brokers’ Ten Commandments

As the fourth quarter begins, a look at the 10 habits of highly effective brokers

As we enter the fourth quarter of the year,
the pressure has mounted on the sales bro-
kerage community to get hundreds of trans-
actions closed by year end.

With crunch time
approaching, many of
the younger brokers
at Massey Knakal, and
those in the industry
whom I meet at net-
working events, have
been asking me what
the most common
traits are that I observe
in the most successful

brokers, those who are
Robert able to work well under
Knakal pressure,
— While
there are

many skills required, below is a
summary of 10 characteristics

“The 12-hour

that relationship before the results of any
particular transaction. Repeat business is
the best business, and when the client knows
you are always looking out for their interests
ahead of yours, that business continues to
come.

6. Positive Thinking - It is easy to get dis-
couraged in our business. On average, 2.6
percent of the entire stock of buildings sell
each year, meaning that 97.4 percent don’t. If
you believe that every “no” you receive gets
you one step closer to a “yes,” you will be in
amuch better frame of mind. You must think
positively and remain optimistic,

7. Networking - People in our industry
work with people they know and like, Meet-
ing someone face-to-face is significantly
more advantageous to relationship-building
than speaking to someone on
the phone numerous times.
Get out there and interact with
participants in the market-

that I have noticed in brokers workday is place,

who have made it to the top of a_= 8. Time management - All

the pack in our industry. the minimum you have in this business is
1. Passion - I believe that req"ired your knowledge and your time.

in order to excel in any busi- 2 While you ecan constantly gain

ness, you need to be passion- to acl‘“eve more knowledge, it is critically

ate about what you are doing,
Passion provides the intestinal
fortitude to “hang in there”
when faced with inevitable

success,
particularly

important that you manage
your time well, as time past
can never be recaptured, Tak-
ing a course or reading a book

g sy, There o rewr 1M Ehe @@rly  oncfiectie time mansgemns

ness without a passion to be stam ofa smart, getting the most out of

great.” ” every hour that you put into
2. Specialization - It is im- career. this business.

portant, especially when. you

are in the early stages of your

career, to select an area of specialization
and focus. This will afford you the ability to
differentiate yourself from the competition,
and it creates a significant and tangible com-
petitive advantage.

3. Proactivity - Being proactive means
making things happen. It is very easy to
spend an entire day just reacting to ques-
tions and responding to the relentless flow
of phone calls and emails. It is important to
focus on what your goals and objectives are
and make sure that you set aside time to im-
plement your business plan,

4. Hard work - The real estate brokerage
business is not now, nor has it ever been, a
9-t0-5 job. We joke that at Massey Knakal you
ontly have to work haif a day to be successful;
ie,, 12 hours, an actual half a day. The 12-hour
workday is the minimum required to achjeve
success, particularly in the early stages of a
career.

5. Integrity - Integrity is an often overused
euphemism for “doing the right thing.” Here
I am referring to the integrity that you have
in the relationship with your client, putting

9. Set goals - Setting goals

will serve as constant remind-

ers of things you need to do to achieve your

objectives. It is important to write these

goals down and to review them periodically.

Setting goals for the year, the month and the

week will keep you focused on what is impor-
tant.

10, Self-Improvement - Self-improvement
begins with an honest assessment of your
strengths and weaknesses, To the extent that
you can identify these honestly, you can en-
hance your strengths and, more importantly,
focus onaddressing and correcting the weak-
nesses.

Each of these characteristics and traits are
clearly evident in top brokers within our in-
dustry. Focusing on these elements creates a
path to achieving the success that we al] ulti-
mately strive for.
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