[+ CONCRETE THOUGHTS

Run, Paul, Run!

Can a guy who ran a commercial real
estate company run Mew York City?

Whike he has not made up his mind yet,
Paul Massey is considering a run for mayet
of New Tork City. He should run. 1 believe
e woulld be great at the jots and be sould be
grear for the ciry.

Ler me explain why. T mer Paul in 1984
whizn we were both rookie sales-
people at Coldwell Banker (the
predecessor company to CB
Commercial and later CBRE).
Paul had just finished CB's one-
Year fraining program and was
w0 weeks inte being a salesman
when [ joined the finm, CB had &0
office leasing brokers ar the Tink:
and four brokers in the buikding
sales department. OF the four
sales brokers, three had over 20
years of experience, and then there was Paul.

My first day on the job, the boss said to
me, “Mas=zey just started a couple of weeks
age. Follow him around and he can show
you where the coffee machine is” It became
clear that the veteran sales brokers didn't
have a lot of time for the wo newbies,
Paul secied like a very genuine guy and
was nice enough to show me around the
office, so during lunch on my second day,
we decided to work together on everything
and simply share all commissions equally.

One year later, we were appointed co-di-
rectors of that sales division to the chagrin
of the three veterans who initially had little
time for us. We had become their bosses and
ram That division for the next three years.

During those first four vears, my rela-
rionship with Paul grew and became a very
Tight o, We satina bullpen environment,
always side by side, We always competed o
sese who could arrive at the office first. The
last to arrive was usually in before 630 a.m.
Wi ate breakfast and lunch topether every
day and dinner a couple of times per week.

Professionally, we grew up together and
became like brothers, working on all of our
transactions together, sharing all of o
CoMmisSions equally, never having any dis-
purtes and it was all done on a handshake
Thar's the Kind of guy Paul is: his word is his
Ebonel

By the end of 1988 it was time for us 1o
spread our wings and go out on our own.
Wie started Massey Knakal Realty Services
ithe order of the names decided by flipping
codns) in November of that year and, while
we signed a partnership document for the
firse time, 1 never ever felt like we needed
e,

By the time the savings and loan crisis

began in 1990, the commercial feal esane
market was suffering tremendously. Our
fledgling firm nearly went bankrupt,
Neither of us came from wealthy fami-
lies 0 when our burn rate was $i5,000
per month, and we had only $i15,000 in the
bank, some tough decisions had to be made.
Do we spend 35,000 per month, for three
months, on our most impera-
tive expenses? Do we pay every-
thing next month and see what
happens? Do we go to Atlantic
Ciny and place it all on black? We
actually considered each of these
aptions,

Ultimately, we realized we
both had very good credit 50 we
went to every bank we saw and
filled out as many credit card
applications as we could. With
%2,000 from this bank and $4,000 from
that bank, we accumulated $60,000 in total
creditlines. These lines, inaddition o clos-
ing one of two sakes, allowed us (o make it
through until mid-1g41,

By late-1991, the market had nor got-

ten much better, ot only were we out of
money, but the lines were maxed out. We
approached one of our very wealthy clients,
asking for a 75,000 loan. He =said, “sune"—
but wanted 5o percent of the stock in our
company in addition to Interest. Fortunately,
Faul's new stepfather in-Law, Jack Holler, was
asuccessiul morigage broker in New jersey
We asked Jack for the $75,000 loan and were
willing to give hin 25 percent of the stock in
the besiness, Jack gave us the money, nell-
ing us that someday we would be success=-
ful and thar we would fegrer giving him the
equity, so he didn't want it. In retrospect, I'm
sure Jack simply saw the poodness in Faul
amd couldn't refuse helping "one of the good
guys."
In my entire life, | have not spent more
time with anyone than [ have with Paul
Massey, Ower The course of our F2=Wear =
nefship, we have probably shared over 13,000
meals together and amassed absul 75,000
hours working together, all the while with
o desks side by side, | consey this because
if anyone knows Paul, 1do.

1 have seen him close up, under all sorts
of clrcumstances—eond times and bad,
joyful times and sorrowful moments. It is
said that someone’s true character comes
out when their back is up against the wall.
I have been there with Paul with our backs
about a5 kard against the wall as possible,
And 1 have never seen him waiver from his
core values, Never once did [see him take a
shortcut, or the casy way oul, This isa man

of stiong character and con-
vicrion for his beliefs,

Faul is also a consensus
builder. Massey Knakal had
a very unique operating
platform in the commercial
real estate sales industry. It
required great discipline
and required buy-in from
all of our employees. Aol
peak we ennployed over 250
people, many of wiom were
coqninissioned salespeople,
Those of us in the industry
know that instilling disci-
pline in commercial bro-
kers is similar to herding
cats. Paul was able to do
just that. And the tougher
the challenge, the mwon: he
Roved n. He was motivated
1o pvercome the most dif-
ficult obstacles, mo marter
the ndds.

He is a great keader who
makes those around him
feel better about them-
selves and gets the best out
of people. He constantly
Iooks to improve himself and
wants to help those around
i dio The samie

Inall those years together,
1 had but ane a.:gmm*mwi[h
Paul. Tn 2007, | wanied tosell
our firm as we had an offer
on the table much higher
than I expected we were
worth. Faul didn’t want to
sell. I'm sure that at momernts
during the recessionary
vears of 2008 and 2004, Pal
may have wished that we
had sobd, however, not sell-
inf, more than doubled what
wie received when we uli=
marely sold o Cushman &
Wakefleld in December of
2014. As usual, Paul was right.

5o his success as a businessman is
unquesticned. What people may not know
about him s that he s a loyal and loving
husband to his wife Gretchen of 28 years.
He is alse a devoted father (o his thiee
children, P (263, Satah (23) and Greta {19y,
And he is a prominent member of his
COMMuUnIry

Paul Massey is exactly whar Mew York City
needs: a bold leader who can Inspire people.
He bullds consensus and listens to all valoes
with an open mind. He ks a brilliant problem

Pl Massey,

‘In my entire life, [ have not
spent more time with anvone
than I have with Paul Massey.

Over the course of our 32-vear

-

parinership, we have probably
shared over 15000 meals’

solver who isn't timld in the face of seem-
Ingly impossible ndds. And he stays true to
his principles and values regardiess of the
CIFCUMSTances

AT Massey Knakal our core values were
passion, integrity, excellence and responsi=
hiliry. Mot only did Paul write them, he lives
them every day. Our city would be lucky to
have him serve us. [ certainly hope he runs.

Robert Knakal is the chalrman of New
York Invesiment sales for Cushman &
Wakefield.



