
Marketing Tips for 

Commercial Real 

Estate Brokers 

http://commercial-realestate-training.com 

© John Highman 



Marketing Tips for Commercial   

Real Estate Brokers 

To be a good commercial real estate agent 

with plenty of market share and commission 

growth you really need to be a good marketer.  

A successful commercial real estate brokerage 

is made up of agents that are working to a 

common goal.  They comprehensively cover 

their zone and property type. 

Here are some marketing ideas to help you 

improve your relevance and connections with 

people that could be clients or prospects in 

your real estate market: 

1. Split your territory into zones of activity.  

If you have a number of agents in your 

team, split the area or territory up into 

property specialists and sales or leasing 

zones.  When the team works in zones 

they get more properties covered and 

can dominate the signboard presence in 

the local area.   Cold calling and door 

knocking of local businesses and proper-

ty owners should occur in each zone. 

2. Understand your competitors both in 

activity and listings.  Some agents and 

brokers will be better than others.  

Watch the better ones to see what they 

are doing across their local area.  You can 

replicate the better agents and improve on 

those skills with practice. 

3. Review the listings on market to see what 

is selling and what is staying on market too 

long.  Quality listings will always create 

good activity so make the better proper-

ties and clients in the local area your tar-

gets. 

4. Practice your sales pitch and presentation 

for each property type and method of ser-

vice.  A sales presentation is very different 

to a leasing presentation, and the same 

rule applies with property management 

and retail property management.  Under-

stand the differences in how you sell your 

services and make each presentation spe-
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cial. 

5. Time on market will change during the 

year.  Sometimes that is due to seasonal 

changes, economic climate variations, 

and local business sentiment.  In many 

cases you may find that you have a sea-

sonal market of just 9 months in every 

12.  Optimise your marketing efforts and 

property enquiries by establishing a per-

sonal marketing plan that builds on your 

skills and local property knowledge. 

6. There are better methods of sale and 

lease to use in each property listing situ-

ation.  Making the right choice for the 

property and the market will help you 

reach the correct target market. 

7. Understand the trends in prices and 

rents.  You can chart those numbers for 

the current and previous year.  When 

shifts occur you can show your graphs to 

clients and prospects as part of the client 

conditioning process.  It is very hard for 

them to ignore real figures and trends 

established on market evidence. 

 

If one of your clients or prospects asked you why 

you are different as a real estate agent and why 

they should list their property with you, what 

would you say?  It can be a very difficult ques-

tion for some agents and brokers.   

Develop some clear points of difference and rel-

evance in the market that can take you forward 

as a specialist property agent and industry ex-

pert.  The ‘generic’ approach doesn’t work in our 

industry.  Be the best agent that you can be. 
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 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. 
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