Comlng Of

AED __ 4 _ SE1 W

—— -0 __ _~ A _~ __

Coming Of
(Retail Leasing) Age

With a long and productive back-
ground in residential rentals, adding
commercial retail leasing projects to
his repertoire of brokerage transactions
was a rather logical sequel for Mike Co-
lombo, senior vice president of Brook-

lyn-based Ideal Properties Group.

“The players are almost always the
same; their roles sometimes larger, sometimes smaller depending on
the circumstance and grandeur of desire — or delusion,” says Co-
lombo. For him, what began as a supplemental interest (retail leas-
ing) became an eye opener like no other: He claims to have quickly
realized he would be outgunned unless he “upgraded [his] archaic
— at best — knowledge of the field — fast.”

Early on in his commercial leasing career, Colombo found it in-
tuitive that most any retail leasing transactions could be easily
broken down into the basics: need, time and, most importandy,
money. After a number of years of diversifying his earning porential
with both residential and commercial rentals and lcasing projects,
Colombo realized that even though the two fields of his profes-
sional preference have many differences and subtleties, one thread
remained constant: “Someone (client or landlord or both!) will go
to lengths to make the deal extremely challenging to wrap up.”

The last few cconomically challenging years have given brokers more
vacant storefronts to enrich their portfolios with, as businesses have ei-
ther singularly failed on their own or been forced out through failure
to meet their rent obligations. Colombo and his team have had great
success turning these main drag eyesores into flourishing new business
ventures for many a hopeful entrepreneur following a few simple rules
that make sure the deal stays alive and kicking long enough for a sales
professional to get paid for his lasting involvement in it.

“First and foremost: Paperwork is a pain, but it virtually always runs
the show. Many an inexperienced agent, eager to get a deal closed, will
allow their client to dictate the terms and gloss over what paperwork
will be needed for consideration or approval, only to find out the land-
lord does indeed need those specific documents. Now they have to go
back to the source, back to the client. .. wasting time and allowing the
possibility of a competitor beating them to the punch.”

Secondly, have reasonable expectations
from the tenant and the landlord,
Colombo advises. If a tenant is decid-
{ edly asking for a 10-year term with a
| 10-year option, with his business still
| not even having a business plan and/or
having poor financials, it is a waste of
tme. If a landlord is dead set on de-
manding the rent he was collecting five
years ago, even though his space has been empty for six months, this
is equally a failure to exercise good judgment.

“Obviously, my job as a sales professional revolves around negotia-
tion and oftentimes groundless hopes that a happy medium may
and will be reached,” says Colombo. “Even when both parties are
not thoroughly, conclusively and completely pleased with certain
concessions, both will often be ultimately agreeable to signing on
the dotted line. Getting to this point is much easier with managed
expectations. Annual escalations, expected security amount, length
of build-our time, concessions and the like — all of these elements
need to be prefaced and introduced through comparison with in-
dustry standards, so your client, the tenant, won't get crazy when
they think the landlord is being unreasonable.”

Finally, Colombo encourages retail leasing specialists to do their
research: “Know what use is permitted, zoning, code require-
ments, ctc. Many deals fall apart after hours, days, weeks and
even months of work due to something that should have been
known up front. Remember to do your due diligence prior to
ever showing a space to a potential tenant,” he says.

“I, for one, would much rather see a variety of thriving
business on a commercially attractive corridor than see a
bevy of shutters,” Columbo concludes. “Let’s do our part
to help out by getting it right the first time and gertting it
right every time.”

Mike Colombo

Senior Vice President

Ideal Properties Group LLC

Tel: 917-757-4958
mcolombo@idealpropertiesgroup.com
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