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very hero is the villain of his own
story and job satisfaction is highly

correlated to an employed's feclings.
The job satisfaction helps the company,
achicving its objectives - cven more than
money. It makes people aware of how their
contributions impact the cntire business. This
more than anything ¢lse, motivates
performance. Here, becoming a market expert
by specializing in something that you can
become known for. In this quest, Bob Knakal
startcd his own brokerape company. Masscy
Knakal Realty Services, that grew to be the
number one investment sales firm in the most
competitive market in the US by a wide
margin. Today Bob runs the NY Private
Capital Group at JLL.

More than anything clse, commitment to the
objective motivates performance. Thus, we at
C 10 Business World, intcrvicwed Bob to
know how Masscy Knakal grew to be so
dominant.

Below are the highlights of the interview

Brief our audience about your journey as a
business leader up until your current
paosition at JLL today.

| began my carcer as a summer intcm with
Coldwell Banker in Hackensack, NJ in the
summer between freshman and sophomore
year in college in 1981, 1 worked there my
next two summers and started my full time
carcer with Coldwell Banker in Manhattan in
July of 1984,

It was there | met my business partner, Paul
Masscy. In 1988, Paul and | left CB to start
our own brokerage company, Massey Knakal
Realty Services. We started with just the two
of us and a scerctary in an 800 square foot, 18
maonth sublet. and grew the firm to 250 people
in three offices in NYC by 2014 when we
sold the company to Cushman & Wakeficld
for S100 million.

Our management style was based upon
servant lcadership and we developed some of
the very best talent in the market through the
training and encouragement we provided.
Today, there are 29 companics, or divisions of
companics, involved in the investment sales
business in NY C that arc owned by, or run

by, folks who learned the business at Masscy
Knakal,

‘Tell us something more about your current
position at JLL and its mission and vision.

Today, | run the NY Private Capital Group at
JLL. Our mission is to provide best in class
services to owners of investment propertics in
NYC who arc looking to scll their asscts. We
only represent sellers, work only on exclusive
listings and only work in designated NYC
territorics.

What sets you apart from others in your

field?

1 like to think that there are two things that arc
differentiators. Work cthic is onc and
discipling is the other. With regard o work

ethic, cven though | am in year 40, | still work
7 days a weck. | continuc to try to lcam as
miich as | can cach week, still work with a
broker coach weekly (as | have for over 12
years now) as | want to be kept abreast of best
practices folks arc implementing throughout
North America and still maintain my
networking routing of attending 261
networking events per year. This effort allows
me to do the best possible job for my clients.
And discipline is the other characteristic. The
investment sales brokerage business requircs
discipline. Doing the same fundamental
things day afier day, week afier week, month
after month, yecar after year, and in my case,
decade after decade. Abraham Lincoln once
said that *Discipline is choosing between
what you want now, and what you want
mosL.” | have been able o focus on what 1
want most, the majority of the time.

How do you build and manage a motivated
and effective team?

The best way to build and manage a highly
maotivated and effective team is through

2, CICouUrag t and
recognition and acknowledgement of effort
and achicvement. Job satisfaction studics
have shown that job satisfaction is more
highly corrclated to an cmplovec's feclings
that they are aceretive towards helping the
company achicve its objectives - even more
than moncy. Making everyone in the platform
awarc of how their contributions impact the
cntire business must be a priority.
This more than anything clse, motivates
performance.

The 10 Most Inspirational Leaders,
Leading the Way to Success, 2024

Where do you envision yourself to be in the
long run, and what are your future goals?

I fizel blessed that real estate brokerage is not
anly my carcer, it is also my hobby. While 1
am in year 40, in some ways | feel like | am
starting over. Technology advances are
changing the world of commercial real estate
and we all have to adapt to the changing
environment. So while | feel like 1 am starting
aver, it's nice to have a 40 year track record of
2287 deals backing me up!

Because | love brokering so much, | don't
plan on ever retiring. Future goals include
continuing to scrve the best interests of my
clicnts and someday closing deal number
3,000,

Describe in detail the values and the work
culture that drives you.

Our core values have always been: Passion,
Integrity, Excellence and Responsibility.
Passion for the business and what we do
cveryday to help our clicnts achicve
maximum results — Integrity in all ways
which means doing the right thing always,
whether everyone will know or no one will
know. A laser like focus on excellence and
doing the best possible job for our clicnts and.,
of course, responsibility to give back to the
communitics in which we live and work.
Basically, treat all of you clients as if they
were family members and cverything clse
works itself out.
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What, according to you, could be the next
big change in the real estate? How is
company preparing to be a part of that
change?

Al is going to change the world. JLL is at the
forcfront of these changes and it 1s clear that
carly adopters will be the winners here. Al
will not replace your job but someone using
Al could if you don't get there first.

What change would you like to bring to the
real estate industry if given a chance?

We arc currently developing the most
sophisticated data sets in the market when it
comes to land valuation. We have a data set of
land comps going back to 1984 and arc
applyving an Al application to the data which
we belicve will lead to some predictive
conclusions. This has never been done before
and bascd on the intcgrity of the data set, we
expect insightful results.

How have you made an impact in the real
estate?

Back in the 1980s, we help revolutionize the
way investment sales brokerage was done. We
put for sale signs on buildings when no one
clse was doing it. We cooperated with other
brokers when it was not commonplace. We
brought an institutional approach to the
business of sclling non-institutional assets.
This fundamentally changed the way

brokerage was done then and continucs to be
done today.

We also adopted a very analytical approach to
the business which is somcthing that grew out
of my love of baschall. 1 collected baschall
cards as a kid and love looking at the stats on
the backs more than looking at the photos on
the front. That love of statistics led me to
track all of my piiching statistics as a little
leaguer and I did so through college as |
played all 4 years at Penn.

When I started in the business full time in
1984, | immediately began tracking the real
cstate stats in my territory and continue to do
so today. When explaining what is happening
in the market, | always usc statistics rather
than adjectives,

What would be your advice to budding
entrepreneurs who aspire to venture into
VOur sector?

My advice would be to dive in head first. The
brokerage business is the ultimate
meritocracy as you get out of it what you put
into it, Become a market expert by
specializing in something that you can
become known for. Specialization is the
casicst way to differentiate yoursclf from
everyone else trying to do what you do and
that differentiation leads to a competitive
advantage.
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