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We know that most commercial real estate brokers are gifted salespeople and relationship 

builders - but even the most skilled brokers can benefit from the lessons of some proven 

sales techniques they may not be familiar with. 

In this new ebook, we’ve extracted key tactics from the Predictable Revenue, SPIN Selling 

and Sandler Selling sales methodologies and adapted them especially for commercial real 

estate. We’ve also included three of our favorite training resources if you’re especially 

serious about bolstering your expertise or implementing professional 

development initiatives.

INTRODUCTION
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PREDICTABLE REVENUE: 
Email Your Way To Success



What if there was a way to drive new business through outbound 
prospecting without making a single cold call?

Aaron Ross, author of the award-winning bestseller, Predictable Revenue: Turn Your Business 

Into a Sales Machine with the $100 Million Best Practices of Salesforce.com, has helped 

multiple companies build a scalable revenue stream with his predictable revenue process. In 

fact, Salesforce.com has grown to four billion dollars in revenue using this exact model, which 

eschews cold calling in favor of a simple but highly methodical email strategy. Many 

components of the predictable revenue process can be replicated by brokerages to find new 

clients and build pipelines.

Initial Research

Conduct Internet research to find email addresses for property owners or investors. Use sites 

like ProspectNow, CoStar, and even LinkedIn to refine your search by geographic region or 

property type. Look to find 50-60 names and email addresses at a time to reach out to via email.  

If you uncover a particular company that seems like a good fit, identify two or three key 

contacts within that company.  Don’t send an email to every single individual in the company.

Build Your Templates

Your first email to a contact should be concise and direct.  You’re not looking to discuss in-

depth listing details -- you’re simply trying to gauge interest and reach the right person. Create a 

template that you can modify slightly each time. For example, “I’m looking to get in touch with 

the owner of building XYZ, as I have a similar listing that might be of interest. Can you point me 

in the right direction?” Ask when a good time is to chat and inquire if you’ve reached the right 

person. Even if the person you emailed isn’t the decision maker, it’s likely they’ll forward it on to 

the person who is -- if you ask.
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Email Tips

• Subject line - This is often the determining factor in whether your email gets opened.  It 

should be under 50 characters and relevant to your email. If you can, use the prospect’s first 

name in the subject line.  

• Send on Tuesdays or Thursdays - Emails sent on these days tend to get the most 

engagement (measured by opens and clicks).

• Make it personal - Make sure you’re sending your email from an actual person.  Don’t send it 

from info@abcbrokerage.com.

Track Your Responses

Keep track of any and all responses. It would be great if everyone replied back that they’d love 

to speak with you immediately. But even if it’s an “I’m not interested” reply, or “I’m not interested 

now, but I may be next quarter,” these should be included in your tracking so you can measure 

the effectiveness of your emails. Make sure to set reminders or tasks in your CRM system to 

reach out to those who ask you to follow up at a later date. And of course, reach out as quickly 

as possible to anyone who expresses interest in speaking with you. 

Second Touch

Send a second email to anyone who didn’t respond to the first email 10-14 days later. Your 

second email should reference the first email.  Ask to be put in touch with the right person.  As 

you repeat this process, experiment with different subject lines and email templates to see what 

generates the best response rates for you.

You should aim to attain response rates between 10 to 12 percent while sending roughly 200 

emails per week.  Of the responses, you should expect 11 to 13 percent to turn into qualified 

sales opportunities.  And since this is much less intrusive to your potential prospects than cold 

calling, they’ll be happier too.
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SPIN SELLING: 
Ask the Right Questions

?



We know commercial real estate is all about relationships, but how 
do you go about establishing rapport and cultivating an authentic 
relationship when you're simultaneously trying to sell your brokerage 
services and expertise?

One way is to use the SPIN selling method to better understand what the client is trying to 

accomplish. SPIN Selling was developed by Neil Rackham, former president and founder of 

Huthwaite corporation. The method is based on asking the right questions regarding a potential 

client’s Situation, Problem, Implication and Need-Payoff.

During the initial meeting, instead of diving right in and explaining what you can offer a potential 

client or why your brokerage is the best fit, first ask specific questions that are customer-

centric.  Let's look at each type of question and some commercial real estate brokerage 

examples for each.

Situation

Situation questions are focused on understanding the client’s situation. They’re meant to get 

the buyer talking about his or her company and its particular needs. This helps you to 

understand the context before elaborating on your offering details.

Examples:

What does your ideal space look like?

Could you tell me about your goals for this asset in the next 12 to 24 months?

Why do you think your current vacancy rate exceeds the market average?

What was the strategy for this property when you purchased it?
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Problem

This is where you get into your prospect's pain points. Ask about their problems, difficulties or 

dissatisfaction. This is critical because people will only buy when they realize they have a 

problem or a need. And once a problem is acknowledged by a prospect, it's more likely that 

they'll be willing to hear about the solution you can provide.

Examples:

How does your company's growth affect your space needs?

If rental rate growth continues to be flat, how does that affect your value-add strategy?

What impact will the new inventory have on your portfolio?

Implication

The purpose of implication questions is to make the prospect eager for a solution to the 

problems they've just identified and grasp the seriousness of the problem. What are the 

business implications if the problem is ignored, or worse, if the wrong solution is implemented? 

Examples:

You mentioned concerns about outgrowing your current space. What happens to your 
business if this does happen?

If you aren't able to see the NOI growth you expect what does this do to your strategy for 
this property?

Your property has already been marketed for six months. What will happen if it doesn't sell in 
the next six months?
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Need-Payoff

In this final stage of SPIN selling, the goal is to get your prospect to consider how valuable a 

solution to the identified problem would be. What would be different if the problem was gone? 

You might be tempted to immediately list the benefits of using your brokerage, but instead try 

to get the prospect to come up with the benefits on their own through these targeted questions.

Examples:

If we could find you an appropriate space for your continued expansion, how does that 
affect 2016?

If we were able to execute a leasing strategy that brings your company back in line with your 
original strategy, what happens to your strategy then?

If we could execute an appropriate disposition strategy that met your goals, what benefit does that 
provide you?

SPIN selling is about understanding the buyer and asking the right questions so you can 

become a trusted advisor to your potential client!
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SANDLER SELLING: 
Stage-by-Stage Commitment



The popular Sandler Selling System was developed by David Sandler 
in 1967. This sales method is founded on basic principles of 
psychology and human behavior, and it has stood the test of time 
remarkably well.

Sandler Training is a leader in the global training market, providing sales development training 

programs for salespeople at everywhere from small businesses to Fortune 500 companies. 

Sandler Training CEO David Mattson has also written a bestselling book on proven sales 

techniques, The Sandler Rules: 49 Timeless Selling Principles and How to Apply Them. 

What is Sandler Selling?

The Sandler selling method starts with gaining a prospect’s trust by conveying a sincere desire 

to help them solve the problems or challenges they're facing. Stage two is the qualification 

process, during which the salesperson aims to be viewed as a trusted advisor, rather than a 

salesperson. While most sales methods revolve around the idea that potential buyers need to 

be pursued and convinced by sellers, the Sandler process states that both parties should be 

equally invested. 

For example, if a prospect asks for additional work or information before making a buying 

decision, the salesperson asks for something in return. It may not necessarily be a signed 

agreement, but rather a guarantee of what the next step will be or a commitment to a follow-up 

call. Objections and obstacles should be addressed in the qualification process so that the 

salesperson can discover if the offering truly addresses the prospect's concerns. 

The last stage is closing the sale, where the objective is to obtain a "yes" or "no" buying decision 

(or a decision to move to the next step in a multi-step decision process). At this stage, 

presentations should focus exclusively on the pains uncovered in the qualifying process, and 

prospects should have already agreed to make a decision at the conclusion of a presentation.
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Sandler Selling for Commercial Real Estate

Commercial real estate can have a long sales process, so it's particularly important for brokers 

to qualify prospects in the early stages of the deal. No one wants to waste time and money on 

someone who isn't serious. Buyers of commercial property will be viewing the property as an 

investment designed to generate income, so it's important to make sure the numbers support 

the transaction. 

Potential buyers are going to be asking you questions about your experience, specialty, and 

local market knowledge, but you need to "interview" the buyers as well. The buyer needs to be 

qualified and able to afford the properties they're looking at. They may not be aware of 

prevailing market rents and prices being asked. They may be interested in a particular building, 

but haven't thought through issues like parking, ceiling height clearance, or loading zones. 

These are things that should be discussed early in the process.

Gauging the prospect's interest level is also essential. Is buying or selling a property an 

immediate priority, or are they just doing initial research? If it's the latter, you don't want to 

spend your time creating elaborate marketing packages or attending multiple meetings. If a 

prospect is vague about their needs, politely ask for greater specificity. The Sandler method is 

predicated upon making sure both parties are able to commit the necessary resources before 

advancing each stage in the sales process.

Knowing your prospect (and your property) will help you to save time so you can focus on 

growing your business, rather than chasing dead-end leads.
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COMMERCIAL 
REAL ESTATE BROKERAGE 

Training Resources



The Lipsey Company  | www.lipseyco.com

The Lipsey Company is a training and consulting firm specializing in the 
commercial real estate industry. Its training programs are available through on-site 
delivery and online video webinars, and are designed to address the challenges 
facing the industry today. They also offer consulting services to identify problems, 
find solutions and assist in the implementation. The Lipsey Company’s clients 
come from 3 broad categories of Commercial Real Estate:

1. Service providers (Commercial Brokers, Mortgage Bankers, Property Managers)
2. Commercial property owners, such as REITS and Institutions
3. Corporate real estate

Michael J. Lipsey, President of The Lipsey Company, has developed over 50 
courses, including Team Brokerage, Presentations that Win, Performance Leasing, 
Quantum Sales and Leasing, Systems for Success and Systems for Success 3.0, 
Tenants or Guests, Leadership in Sales & Leasing, and The Psychology of Real Estate 
Negotiating. Because of his influence and success, he is widely recognized as the 
international leader in commercial real estate training.
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Massimo Group  | www.massimo-group.com

The Massimo Group was founded specifically with the objective of working with 

commercial real estate brokers, mortgage brokers, property managers, advisors 

and their respective teams to increase their productivity and success in the 

marketplace. The company offers individual and group coaching, strategic 

business consulting, and both on-site and online presentations. Rod 

Santomassimo, President of Massimo Group, is a professional commercial real 

estate coach and consultant with a Duke MBA, CCIM certification and over 25 

years of distinguished contributions to revenue growth, organizational efficiency 

and profitability for commercial real estate brokers and brokerage firms.

The Massimo Group has worked with national commercial real estate companies 

and scores of regional and local firms, as well as individual brokers. New to 

Business Coaching, Group Coaching, and One-to-One coaching are available for 

commercial real estate professionals.
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Top Dogs Commercial Real Estate Training  | www.tdogs.com

Top Dogs Commercial Real Estate Training offers two programs, “How to Fast Track 
Your Expertise in Commercial Real Estate” and “How to Run with the Big Dogs in 
Commercial Real Estate.” The Fast Track program is a 15-session course delivered 
through high-quality streaming video. It comes with the ebook version of the 
manual and resources like property and client questionnaires and financial 
worksheets. 

The second course is 13 50-minute lessons in the same format and covers 
creating the systems that will bring you business: lead generation systems, lead 
conversion systems, and systems for delivering outstanding service. During these 
sessions you'll learn about every major commercial property type, each of the 
common transactions, your roles in executing each transaction, the financial 
calculations commonly used in commercial real estate, the tools you'll need for 
success, and the people you need to get to know to be successful.
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Want To Learn More About Apto?

TAKE A TOUR
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