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REAL ESTATE
NEED SPACE?  

What to look for

An expanding monetary
base coupled with a
strengthing New York

City regional economy are
forcing more business own-
ers to implement expansion
plans. Experience dictates
that almost without excep-
tion, successful, well-run
companies make good real
estate decisions but poorly
run, declining firms are sab-
otaged by poorly executed
space acquisition strategies.
Stellar, solid growth local
companies, which have
exhibited for us the knack
for success in their real
estate acquisition plans are:
J&R Music, Silvercup
Studios, Wellsbach Electric,
and Pepperidge Farms.

These successful firms
shared a strong internal plan
for growth and the specific
knowledge of the require-
ments of their operations
down to the smallest detail.
They also followed the rule
that a search for appropriate
real estate starts off on a
macro basis and finishes on
a micro one; the regional
search condenses to a street-
by-street neighborhood
search, the building search

commences with a review of
up to 30,000 potential prop-
erties contained within the
Greiner-Maltz database and
evolves into a competition
between 2 or 3 suitable
buildings.

Finding the right deal is a
rigorous, interactive dynam-
ic between the market place
and you, the customer. You
can choose to interface with
the market place directly if
you believe your time is more
valuably spent searching for
property rather than con-
ducting your own business.
However, there is a reason
why the commercial real
estate brokerage community
has been well established for
decades.

Feedback from successful
companies has resulted in
the following list of search
criteria, which should help
you in shortening the dis-
tance between requirement
and goal.

1. Choose the Right
Broker: Look for a broker
who specializes in your prop-
erty type, works for a large
enough firm which can sup-
port the data requirements
necessary to find the “hid-
den” property, and make
sure there is good chemistry.
It can be a long haul and it
is important to like the per-
son you’re working with.

2. Search Outside the Box:
Develop broad-based refer-
ence points by looking at
multiple property types in as
wide-ranging a geographic

area as possible. A disci-
plined process of elimination
will form the basis for that
“gut” reaction when you
inspect the right property.

3. Know your Budget:
Develop clear financial
goals. Determine early on
whether a purchase or a
lease is the correct path.
Have your broker provide
specific operating costs on
all suitable properties.

4. Negotiations: The criti-
cal art: Often times the skill
of the broker conducting the
negotiations will make the
difference between a suc-
cessfully concluded econom-
ic transaction or one which
ends in failure. Before com-
mencing a negotiation, the
owner must have knowledge
that you have thoroughly
inspected the property, know
its attributes and liabilities,
and is convinced of your
financial ability to consum-
mate the transaction. For
an overview of negotiating
theory, I recommend review-
ing my article, “The Key to
Negotiation: Anticipation”
published in June 2004 and
available on the Greiner-
Maltz Website, www.greiner-
maltz.com.

5. Procure the Benefits
Package: A knowledgeable
broker should be able to
guide you through the appli-
cation process for the myri-
ad of benefit programs avail-
able through New York City
and State. The timing of the
application process for some

programs is critical: the
benefits could be as signifi-
cant as receiving $3,000 per
employee, per year.

6. Get the Best
Professional Advice: When
retaining an attorney, a
structural or environmental
engineer, contractors for
interior build out, or even
the moving company, we
have found that there is not
necessarily a viable relation-
ship between price of servic-
es and expertise. Your bro-
ker should be able to advise
you as to a selection of qual-
ified professionals for each
service, so that you receive
value for payment tendered.

7. Vision: Our final point is
that value is added to a loca-
tion when our clients visual-
ize what could be rather than
what is. New York is a city of 
ever-changing neighborhoods
having an industrial and
commercial infrastructure
which can date back 100
years or more. Acting con-
structively on one’s opti-
mistic imagination has been
the single common denomi-
nator shared among the
numerous real estate million-
aires which have been creat-
ed over the past 10 years.
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