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By: Tanner McGraw

Tanner McGraw is the CEO and founder of Apto, a 

commercial real estate CRM platform that provides a 

simple-yet-comprehensive tool while solving the 

ever-present adoption issues faced by brokerages. Ever 

interested in providing the best brokerage tools, Tanner 

developed the app after personally experiencing the 

frustration of working in an industry that was lagging with 

technology. He leverages his decade of commercial real 

estate experience to drive the app and company forward. 

The company is based in The Woodlands, TX.



To be a successful broker you’ve got to find new opportunities.  We’ve picked 

up a few along the way and wanted to toss a few your direction.  

Some of these are obvious; others not so much. But perhaps you’ll find a few 

killer strategies to keep the pipeline full. Most of these strategies assume 

that you have a property database with related owners and tenants. If not, 

give us a call we’ve got a few ideas there, too. 

INTRODUCTION



MARKET/
SUBMARKET



I am sure you’ve never heard that 

before. If you know your market 

inside and out, tracking everything 

on-market, sales comps, who owns 

what, etc., you’re the go-to guy. 

Sourcing opportunities through 

your relationships and keeping 

your ear to the ground is the 

oldest, and usually best, 

method to drum up new 

business. 

OWN YOUR 
MARKET. 
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PRODUCT
TYPE



SPECIALIZE; 

“Jack of all trades, master of none.” It may sound cliché but 

usually there is some truth behind clichés.

Some firms and brokers get very specific with their expertise; Retail, Office, 

Investment Sales, Tenant Rep, etc. Not only does this provide 

word-of-mouth leads, but if you know who is doing what, you’ll 

better be able to tease out opportunities. 

Also it’s much easier to understand 

net-lease investment sales or become 

the landlord office rep in 

Washington D.C. than it is to 

become a general commercial 

broker trying to do it all. 
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TENANT
TYPE



MASTER AN INDUSTRY

Understanding a tenants business, its trends, financials, needs and 

strategy will provide insight that will result in winning more business. 

Whether you’re representing a tenant, landlord, buyer or seller, 

advanced knowledge of the tenant will allow you better understand 

value and forecast trends. 

After-all, the tenants are 

the ones paying rent 

and driving value.
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OWNER
SEGMENTATION



DIVIDE AND CONQUER

Categories can be basic, such as: national, regional, local tenants or 

prospects, suspects, or clients. Categories can also be more specific; 

for instance: Private Investor, Professional Investor, or 

REIT/Institution. 

The list segmentation options are endless. Whatever works for you, 

commit to labeling your contacts and develop a strategy for each label. 

You’ll find much better conversions in your business                                          

development with a tailored approach and 

your possible client will appreciate 

the sincerity. 
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LEASE 
EXPIRATION DATE



FARM UPCOMING 
EXPIRATIONS

This one’s a no-brainer for the leasing crowd. 

When do they expire? Give them a call. This is similar to 

the debt maturity for an owner of 

real estate - something will happen.

If it’s a renewal or a move, you have an 

opportunity to represent the 

tenant in negotiations. 
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TENANT
NEEDS



WHO’S LOOKING FOR 
SPACE?

Track tenant’s spaces requirements as you communicate with them. 

If you’re a leasing team having a tenant’s needs list can provide value to 

both your Tenant Rep and Landlord Rep brokers.

15



BUYER
NEEDS



WHO’S BUYING?

Instead of tracking active buyers in a spreadsheet or in call notes use 

a buyer’s needs tool.

You can track multiple sets of buyer criteria and 1031 exchange criteria for 

potential buyers; a must for large investors.

Use it to sell your inventory or find viable buyers. 
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EXISTING RELATIONSHIPS 
& REFERRALS



DUH.

Leverage your successes. Winning repeat business should be easier 

than winning new business.

If you truly deliver value, the referrals come.
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VACANT
PROPERTIES



VACANCY CAN BE 
OPPORTUNITY

An owner is most interested in talking to a broker when problems 

need to be solved.  Enter above market vacancy.  If the existing 

rep isn’t getting the job done you can bet the owner will be 

looking for a switch.

It also presents an opportunity for the sales crowd to provide a solution 

for the owner who might be looking for a 

user sale or feels the property is 

beyond salvation.
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SALES
COMPS



HUNT FOR ACTIVE 
BUYERS AND SELLERS

Sales comps are an excellent way to track active sellers and buyers in 

the market. If someone is selling, there may be a more complex 

strategy involved. Perhaps there are other assets that need to be 

moved; or the buyer may need to 1031 exchange into another 

property. 

There’s also a chance to find a highly motivated buyer. What about tracking

those active buyers? Is it possible they may 

buy another asset? 

23



LEASE
COMPS



UNCOVER ACTIVE 
TENANTS

Lease comps can provide insight into trends in the market.

Are rents in a property over market? Inform the tenant and find them 

a better deal. 

Are rents under market? Help the landlord push rents and value. 

Lease comps can also provide insight into where tenants 

are going, and where someone should build, 

when they should sell, hold or buy.

25



DEAD PROPOSALS 
AND PITCHES



BRING LIFE FROM DEATH

Dead proposals and pitches provide a great call list.

Let’s say you pitched for the business and the owner decided not to sell; or 

perhaps they went quiet. 

Regardless of the reason, from time to time, this list can 

be utilized to provide a higher probability of 

opportunities for a paycheck. 
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ON-MARKET 
TRACKING



OTHERS’ FAILURES…
Take advantage of the earlier failed executions of other brokers.

Do you track others’ assignments to keep up with market trends or 

competitors? If so, you’ll find plenty of failed assignments.  In some cases it 

may be market or client driven.

In those cases where it’s a broker’s lack of effort and execution, you may be 

the solution.

Take into consideration the licensing laws in your state on when and how you 

are able to approach then represent clients but 

generally representation agreements have a 

common time frame until the expire 

(e.g. a year, six months). 
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DEBT 
DUE



MATURITY COUNTS
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Stay ahead of opportunities. 

When debt matures, there is a business decision that needs to be made. It 

can be to refinance, sell, or payoff. For a broker, these events can be 

a free opportunity. If you maintain your database with loan datasets (like 

TREPP) and capture maturity dates through conversations, you have a 

powerful tool. 

Set up a workflow or dynamic reports to keep you ahead 

with real-time opportunities.



EQUITY 
BUILD-UP



BROKER THE TRANSITION
If you have appraisal district and loan information you have an 

excellent opportunity to add value.

Appraisal districts have an assessed value. When you subtract from that the 

loan balance you have a good indicator on the equity of the project. 

It’s never going to be accurate but what’s important is identifying the real 

estate that has a high percentage of equity relative to the assessed value. 

Generally owners see this situation as good capital 

redeployment opportunity in this instance. 

Be the broker that helps. 
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OFFERS



LOST OUT ON THE DEAL?

Have a list of offers from buyers or tenants? 

Consider calling those that didn’t win the deal or space to 

see if you could provide that service.
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Some of these get you more “at-bats” others will improve your conversion 

opportunity. Either way it’ll help you make more money. 

HAPPY HUNTING!

CONCLUSION
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