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"Getting Started in Commercial Real Estate - Ten Step Program to Success!" is a primer

designed to take someone from selling residential to selling commercial real estate. This book

can change your life. By following the ten step plan, you can get those phones ringing and

deals closing. You'll learn how to analyze properties and control transactions. The authors are

active real estate brokers and recommend vendors and websites that help them be their most

productive. Investors, as well as licensees, can derive an immediate benefit from this

information.The majority of real estate licensees specialize in residential real estate because

that is what the "boot camp" courses cover. It's difficult to get training in commercial real estate.

"Getting Started in Commercial Real Estate - Ten Step Program to Success!" will give you the

confidence to enter this interesting field and benefit from higher commissions, less competition

and no weekend work.The book shows you how to decide on a product specialization, develop

expertise in that product type and attract interest from sellers and buyers. Use the sample cold

calling scripts to break the ice with potential sellers.Most investors purchase commercial real

estate for its income-producing potential, which means the commercial real estate agent needs

an understanding of investment analysis. The authors present the basic concepts in an easily

understood manner. You will be shown how to reconstruct the seller's operating statement and

calculate net operating income, capitalization rate, cash-on-cash return, internal rate of return,

present value, net value and future value. You probably won't be a financial expert after reading

the material, but you will learn enough to communicate with your clients and determine a

reasonable list or offer price. Investors love this chapter!A commercial real estate listing

presentation is often a more formal affair than its residential counterpart. You may find yourself

in a conference room facing the CEO and his Board of Directors. You need your presentation to

shine! The text discusses how to organize the material and to present it in a style that matches

your seller's personality.To successfully sell your listings, you want to be in control of

advertising, showings and contracts. Most importantly, you have to use an appropriate

purchase contract. There are very good reasons not to use the familiar residential purchase

contract in a commercial deal. Due diligence periods, hard escrow money and environmental

reports are just three of the commercial real estate contractual provisions that are unfamiliar to

most residential real estate agents. Read the book and learn how to close the deal in a

professional manner."Getting Started in Commercial Real Estate - Ten Step Program to

Success!" allows new real estate agents or experienced residential agents to enter the

rewarding field of commercial real estate. The book also offers insights and training in financial

analysis that many investors will find useful.Don't delay. Get prepared, gain your confidence

and start your new career today!

"If you want to learn real world actionable steps into this business, this book is a must! "-

Marvin Hernandez, "Teaches you about marketing, financing with little or no money down

(using other people's money), what a CAP Rate is - Cash on Cash Return is, how to analyze a

property, touches on wholesaling, direct mailing, a lot of good information in simple

language." - Dedan, "This book is so good I'm on my 3rd reading. Very informative, to the point,

and each section has a summary at the end, etc." - Rita, "This is one of the best real estate

books I've ever read. I have filled my head with countless r/e books, seminars, as well as

invested a small fortune in trying to 'decode' the real answer to creating passive income along



with the freedom to live the life I desire and believe that Lance Edwards has done this for me

through this book." - C. Keoki Cortez, About the AuthorLance Edwards is living proof of his

mantra that you don't have to "graduate" from single family to multifamily - you can start with

multifamily, just like he did. Lance purchased his first deal (a four-plex apartment) in March,

2003 - nothing down. Over the next 2 years, he went on to purchase 50 properties nothing

down on a part-time basis, while working his full-time corporate job. In July, 2005, investing in

apartments allowed Lance to retire from his 20-year corporate career to start a full-time real

estate business that acquires and flips multifamily properties. In 2007, he added his training

business to teach others how to create faster financial freedom by investing in apartments

using none of their own money. Lance has students nationwide using his system to profit from

flipping and buying apartments using none of their own cash. Lance has been speaking on

how to raise private money and multifamily real estate investing to large and small groups

since 2005. Even though Lance is based in Houston, he has spoken to real estate investment

groups in all major cities in Texas, California, NC, Florida, and many other states. Lance

engages the audience quickly and offers up more detailed information for free during his talks

than most other fee paid speakers' events. Lance also provides something that other gurus

never do, Mindset Training. Anyone can speak about the skillset, but frankly, many students

have a collection of dusty books, binders and tape packs sitting on the shelf with nothing but a

receipt to show for it. Without the proper Mindset, unused skillset is a waste of time and money.

This is why Lance's students who adopt his mindset training succeed with his skillset every

time. Mindset training is included with every one of his classes and product offerings. --This text

refers to an alternate kindle_edition edition.
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Problem SolutionsGetting Started in Commercial Real Estate Ten Step Program to Success!

ByAdam Von Romer, CCIMandPatricia O’ConnorCopyright 2013 by The Veritas Real Estate

Group, Inc.All rights reserved.About the AuthorsAdam Von Romer, CCIMAdam P. Von Romer,

CCIM has been involved in the Real Estate business since 1983, he obtained a real estate

license in Pennsylvania before moving to Florida in the late 1980’s. Mr. Von Romer has worked

with or trained agents from Century 21, ERA, Homes for Living, Coldwell Banker, ReMax,

Better Homes and Gardens, and numerous other residential and commercial real estate

companies. To date he has brokered, supervised, or negotiated over $1.6 Billion in transactions

and specializes in the sale of commercial investment real estate. Mr. Von Romer has authored

numerous articles on commercial investment real estate including continuing legal education

courses on commercial leasing and commercial finance in Florida. Mr. Von Romer has spoken

for the National Association of Industrial and Office Properties, the National Association of

Realtors, the Florida Association of Realtors, The Broward Alliance, The Tower Club Real

Estate Forum and many other civic and trade organization. He has been a featured guest

speaker at the Millionaire Club Business roundtable, participated in numerous radio shows and

has appeared on television. Mr. Von Romer regularly teaches “Getting Started In Commercial

Real Estate” and the “Basics of Commercial Leasing” for the Greater Fort Lauderdale Realtors

Association. Mr. Von Romer has been a licensed real estate instructor, licensed mortgage

broker, licensed community association manager and was a contributing editor to the Gaines

and Coleman pre-licensing text.Mr. Von Romer has spent the past 20 years working almost

exclusively with institutions and high net worth individuals providing numerous services

including workouts, restructuring, audits, short sales, leases, syndications, and loan

modifications. Most recently Mr. Von Romer and Adam J. Ouellette, Esq. formed Commercial

Capital Advisors, LLC to help commercial investment property owners get the representation

they so desperately need. The firm offers full service commercial loan modification/workout



services and has strategic alliances with MAI Appraisers, Tax Reduction Specialists, Cost

Segregation experts, Environmental, Planning and Growth Management experts.Pat

O’ConnorPat O’Connor is a licensed Florida real estate broker, instructor, and owner of The

Veritas Real Estate Group, Inc., which she founded in 2004 in Fort Lauderdale. Her company is

a licensed real estate school as well as a brokerage firm, and she teaches the Florida Sales

Associate Pre-Licensing course on a regular basis. Her real estate transactions include both

residential and commercial properties in South Florida, and she was a licensed Florida

mortgage broker for seven years.Prior to relocating to Florida in 2002, Ms. O’Connor was

employed as a Vice President of Technology at a number of financial firms in New York City

including Lehman Brothers, Merrill Lynch and PaineWebber. She has been teaching adults and

developing course material since 1985. She was an Adjunct Professor at Saint Peter’s

University in Jersey City, N.J. and an Instructor at Columbia University in New York City. Ms.

O’Connor enjoys writing about real estate and financial topics and has extensive experience as

a freelance writer. Use the following link to view her current list of published books: http://Ebook

Tops.com/author/patriciaoconnor.IntroductionThe original version of this text was written by

Adam Von Romer as an in-house training manual for his new commercial real estate sales

associates. When Pat O’Connor read it, she thought it would make a terrific resource for the

general public and set about adapting it for publication. It’s not the intent of the authors to

create the ultimate, completely authoritative training manual for the commercial investment real

estate field. Rather, this text gives the brand new commercial real estate professional a sense

of what to do first and how to get started in the quickest manner possible.In the past, real

estate transactions were conducted among local participants. The rise of the Internet changed

all that, and today’s real estate agents negotiate with individuals anywhere in the world.

However, although it’s true that communication is global, the laws and customs are

local.Therefore, this 10 step program is a road map for getting started in commercial real

estate and is NOT intended to offer legal, accounting or licensing advice. The student should

rely on his or her broker for guidance as to state and local laws that affect the sale of real

property. This program is useful for experienced residential real estate sales people, brand new

licensees and investors.If you are interested in having this material presented as a 5-day

course for your U.S. or international organization, please contact us at

info@adamvonromer.com.Step 1: Getting StartedI. BackgroundReal estate is cyclic, whether

you’re talking about residential or commercial properties. The economy expands and contracts,

which affect the buyers’ psyche and discretionary income. When the economy is booming,

investors have money and are willing to spend it. Entrepreneurs start new businesses and

need office space. It’s a match made in heaven. However, a bust follows every boom. There

can be local factors that trigger a decline in a specific area or national factors can exert a

general detrimental effect on the real estate market. If the economy slows, interest rates may

increase, businesses may have to downsize or close their doors, and empty storefronts

become a common sight in the strip malls. Office buildings start offering incentives to

prospective new tenants to replace the bankrupt former occupants. Life can be hard for the real

estate agent. However, what goes around comes around, and the market always

recovers.Interest rates are a major controlling factor influencing the demand for residential real

estate, but the commercial market is affected more by the availability of credit. During

economic slowdowns, the historical tendency is to ease credit requirements in order to

stimulate an ailing economy. That didn’t happen following the financial meltdown of 2008. The

federal government loaned the banks bailout money with the expectation that it would be

funneled into lending. However, many lenders held onto much of the money and



simultaneously tightened residential mortgage underwriting policies. This double whammy

caused the real estate market to collapse even though interest rates were very low. Cash

buyers dominated the residential market, and the commercial market stagnated.The value of a

commercial investment is derived primarily from appreciation and subsequent resale price.

Positive cash flow contributes to the desirability of a property but buying low and selling high is

the ultimate goal of most investors. The value of an investment has little to do with the cost to

build it or the price you paid for it. Investment value is the rate of return you make on your

invested funds and if it’s to be a meaningful measure, this must include the amount of profit

that’s generated upon resale.II. TrainingKnowledge is power, and the fact that you are reading

this text indicates your desire to learn more about the field of commercial real estate

investment. This is a great first step, but you will need more than this one book to develop an

expertise. We’ll get you started on the proper path, and then you need to step up and do the

work. Ask your broker for advice when you’re stuck, and you might want to consider earning a

CCIM (Certified Commercial Investment Member) designation. The CCIM is considered the

Ph.D. of real estate designations. The courses aren’t cheap, but they are thorough. In addition

to the coursework, the CCIM candidate must submit a portfolio of qualifying experience and

take a comprehensive exam.III. PlanPlan your work and work your plan. You need to prepare

an agenda of what you want to accomplish during each business day. If you’re not organized in

the beginning, it will be harder to change your work habits later. Unless you’re very skilled or

very lucky, your phone won’t be ringing off the hook when you first start. You should have

plenty of time on your hands to plan and develop a routine that you can follow.At first, it’s easy

to get overwhelmed by the sheer volume of things you need to do. One of your highest

priorities should be to develop a database that contains details on the type of properties that

interest you; this topic is discussed in depth in a later chapter. For now, be aware that

researching properties, taking photographs and identifying owners all take time. However, you

can take comfort in the knowledge that there have been thousands, if not millions, of people

who have started from scratch just like you.Try to remember that you’re building a business and

a career that will last many years. The only way to achieve that goal is to build on a strong

foundation.TIP: Plan to succeed.IV. ControlThe best way to raise the probability of successfully

completing a transaction is to have control over the transaction. Control is obtained and

evidenced by an exclusive agreement whether that’s for a listing or buyer/tenant

representation. Your broker is likely to have in-house forms that you’re required to use, but the

appendices include sample forms to help you understand the material.Before a listing agent

releases financial information for a specific property, the buyer usually has to sign a

confidentiality agreement (Appendix I).If a property is listed in the Multiple Listing Service

(MLS), the selling agent must be offered a commission. However, unlike residential real estate,

many commercial listings are not in the MLS. Therefore, before you ever show one of these

properties, you need to find out if the listing agent is cooperating with the selling agent and

offering a commission. You do this by requesting a cooperating broker’s agreement from the

listing agent (Appendix II). This form discloses the offered commission, and if there’s no

commission, the listing agent will let you know. If the listing broker isn’t offering a commission,

you have to obtain payment from the buyer or else you’re working for free. Have your buyers

sign an exclusive representation agreement (Appendix III) before you show them any

properties. The agreement stipulates that the buyer agrees to work only with you, pay enough

so that you earn a specified minimum commission in the event that the seller’s commission

isn’t sufficient, and consents to a one-year protection period. During this period, the buyer is

legally bound to pay you a commission for any property that you brought to his notice during



the term of the buyer broker agreement. Furthermore, you need this agreement signed even if

the listing broker offers a commission. When you show a property to a prospective commercial

investor, the listing agent often requests that you register the buyer. Protect yourself and

prevent your buyer from being approached directly by the listing agent and “stolen” away from

you.TIP: Always have a signed buyer broker agreement with a one-year protection period.V.

ProductivityOne of the challenges that a new agent faces is being able to distinguish between

a real transaction and an illusory one that will fritter away your time and not result in a

paycheck. Good intentions will get you nothing in this game except frustration. Your time is

valuable, and buyers, sellers and other real estate professionals have absolutely no problem

wasting your time. After all, it doesn’t cost them anything.If the activity you’re engaged in isn’t at

least 70 percent or more likely to result in a commission check to you within the next 90 days,

move on to the next deal. Be brutally honest and realistic with yourself. You must look at all

your activity with an eye to whether it’s a real transaction or just an amusing and diverting

adventure.VI. ToolsYou will need a computer, cell phone, camera, document scanner, financial

calculator, spreadsheet software and contact management software. Most of you probably own

the first three of these items, but if you’ve owned them for a few years, they may need

replacement or upgrading.ComputerDesktop, laptop and notebook computers are all suitable

for a commercial real estate professional; tablets are not acceptable for the typical sales

associate. Most practitioners need to have significant storage capacity, 4 GB or more of

internal memory and USB ports to be their most productive. However, the tech-savvy agent

may be able to function using only a tablet. Google provides free online storage space and

Microsoft Office-compatible spreadsheet and word processing software. Cell phone photos can

be saved online, which eliminates the need to store the pictures on a local computer. Some

contact management applications are online-based. This allows you access to your files

wherever you are, but you will need connectivity other than Wi-Fi to have constant access to

your files. If you intend to purchase a tablet, make sure it has an affordable data network plan.

Check to make sure that any device has Bluetooth connectivity, which allows you to

communicate wirelessly with other Bluetooth devices such as printers and cell phones.Cell

PhoneYou don’t need to have the latest and greatest phone in order to be productive. Carriers

pick different phones to support, so unless you’re paying more to buy an unlocked phone,

which is not restricted to a particular phone company’s service, the individual contract options

and costs may dictate the phone you purchase. However, the phone’s operating system may

also play a part in your decision. If you use Outlook for your email, calendar and contacts,

Android phones won’t sync with local, non-Microsoft Exchange applications. You can read your

Outlook email, but you can’t sync calendars or contacts unless you are using Google’s online

calendar and contact database and sync the phone’s data with them. You can pay additional

money for a sync app, but Blackberry and Window phones allow the user to sync with Outlook

for free. Technology evolves and this situation may improve over time, but check the phone’s

specifications if it’s important to you. Bluetooth connectivity allows you to wear a wireless

earpiece.CameraEvery real estate professional needs a digital camera. Real estate pictures

don’t require high-resolution settings, so five megapixels are more than adequate. The camera

on your cell phone may suffice if it has zoom and flash capability. Check the specifications. Buy

a camera with Bluetooth if you want to wirelessly transfer photos to your computer.PrinterA

Bluetooth-enabled laser printer allows you to print from your wireless devices. If your printer

didn’t come with Bluetooth functionality, you may be able to buy a USB Bluetooth adapter as

long as the printer has a USB connector port. Check with the printer’s manufacturer. Otherwise,

you may be able to use an Ethernet cable that connects the printer to a router. If you are



buying a new printer, make sure it has some type of wireless connectivity if want to maximize

the use of your devices.Document ScannerCommercial real estate transactions tend to

generate more paperwork than residential deals, and you want to store most of the information

online and link it to your contact management database. If you have not yet purchased a

scanner, and you think that you might want to store your documents online, or you plan to use

a tablet as your primary computing device check to make sure that your desired model is

compatible with “cloud” storage software. Cloud technology is the term used to describe

applications that facilitate the use of online storage rather than on a computer’s hard drive. Be

aware that there may be privacy and security issues that need to be addressed, and that the

storage space may cost you extra money.Financial CalculatorThe HP 10BII financial calculator

is the standard for real estate analysis and the one that’s used in this text’s example problems.

You can download the app or there’s an interactive simulator available online at the following

website that you can save to your computer, unzip the files and use to solve the course

example problems.Website:SpreadsheetSpreadsheet software is available from Microsoft

(Excel), free Google Docs online shareable spreadsheet or Apple (iWork). Any of these will

suffice. Advanced financial analyses use spreadsheets, and financial templates are provided in

some commercial real estate courses. Other templates may be available in the public domain

for a small fee.Contact and Property DatabaseThe contact management software may be the

most expensive tool you’ll need to purchase. It’s also called customer relationship management

(crm) software. You want an application that allows you to build an inventory of properties in

your area of specialization and farm area. The software should allow you to enter property

details, notes and associate contacts with a particular transaction. If property photos can be

directly loaded into the application, that’s a plus. If you want to easily access the data from any

computer, you need to purchase a Web-based package. This gives you the most user flexibility,

but you may have to pay for the online storage space. New products are introduced all the time,

so do an Internet search for “commercial real estate crm software” to find the current offerings.

Ask your broker for advice on what to purchase; your office may have a license for an

application that qualifies for discounted pricing. Two of the popular currently available programs

that include a contact and property database are highlighted below. You might want to

participate in a free trial and try both applications and decide through hands-on experience,

which works best for you. There are many other contact management tools without a property

database, but if you buy a stand-alone package rather than an integrated one, you’ll eventually

need to purchase and learn a second piece of software.Real Estate Assistant (REA)REA has

been in business since 1984 and was created by commercial real estate brokers who needed

a way to keep their data organized. The program is designed around properties, and contacts

are connected to properties as well as projects. This allows you to access everyone connected

with a transaction by clicking on one button. Emails and files can be attached to a project and

photos of the property are linked to the record.Website:REALHOUNDREALHOUND has been

assisting commercial real estate professionals since 1996. The powerful program is similar to

REA in that both applications focus on properties. Unlike REA, REALHOUND users must

renew the license annually. The application and data are accessed online.Website: rStep 2:

Defining Your MarketOnce you have the tools you need, it’s time to get down to business.

You’ve decided you want to specialize in commercial real estate, but the idea of it may be

overwhelming you. Therefore, you need to narrow your focus to make your goal a manageable

one. First, decide where you want to work and then decide what type of commercial real estate

is most appealing to you.I. GeographyReal estate professionals spend a lot of time driving

buyers to view properties and driving to locations to talk to property owners. If you spend the



majority of your time on the road, you’re not being as productive as you could be. Unless you

live in a rural area, you should not be driving more than an hour to look at properties.

Residential real estate agents can make a living by selling homes in a particular subdivision or

condominium; this is their “farm” area. There are fewer commercial properties than residential

homes, so your farm area is apt to be larger than a few blocks. However, time is money so

keep the distance within the one-hour driving time. If your chosen area is close to where you

live or work, you will start to notice the properties as you drive by them. That’s a good thing and

helps you develop the expertise to become the “go to” person in your marketplace.TIP: The

better defined your geographic market place, the more effective you will be.II. Product

SpecializationUnless you are extremely talented or live in an area where there are not a lot of

commercial properties, you can’t be all things to all people. It takes time to develop expertise in

a particular property type. If you spread yourself too thin, you’ll lose your effectiveness. This is

one industry where being a “Jack of all trades” doesn’t pay off. The basic types of products are

office buildings, retail stores, apartments or multi-family buildings, industrial, and hotels and

motels. Pick a type that personally appeals to you and one that is prevalent in your farm area.

You might really like the idea of selling warehouses, but if the closest warehouses are two

hours away, this wouldn’t be a smart choice.OfficeOffice property is one of the most common

and recognized property types in the world. Offices come in a variety of different shapes and

sizes ranging from the converted house to the high-rise office tower. Garden style offices are

usually one- or two-story buildings arranged in a campus-like setting. Most garden-style

properties are located in the suburbs while high-rise buildings are generally found in the

Central Business District (CBD). Offices have been a preferred choice of investors for years.

Property managers prefer long-term leases because the tenants are typically clean and don’t

usually destroy the property.Buildings are often separated into classes that are based on the

property’s age, location, amenities and overall desirability.Class “A” BuildingsA class “A”

building is the latest and greatest building in the market place. It will generally have amenities

like a marble lobby, atrium entrance, high-speed elevators, polished wood elevator cabs, valet

parking, covered parking garage and the best location. However, class “A” varies with local

market conditions and customs. In a suburban market, an “A” building may be a two story

garden-style building; in New York City, the Empire State Building is old and is still considered

an “A” class building. By the book, a class “A” office building is a high-rise building that is less

than five years old with premium quality materials and finishes and located in the CBD of a 24

hour city.Class “B” BuildingsA class “B” building is generally older than a class “A” building, less

well-appointed and suffers from functional obsolescence; it has a style or features that are no

longer in vogue. It isn’t as desirable as a class “A” building. Functionally, it may have been an

“A” building in the past but has now lost its appeal. It could have developed any number of

unattractive characteristics including dated architectural style, tired interior finishes, a changed

neighborhood, or the CBD may have moved. A “B” class building isn’t a bad building; it’s just a

little less desirable than a class “A” property and commands lower rents. However, a “B” class

building can be a very good investment opportunity. In times of economic uncertainty, many

companies want to save money and prefer a well located and well maintained “B” building over

a more expensive class “A” building. It’s also possible for the owner of the “B” building to make

improvements that appeal to tenants thereby turning it into an “A” building.Class “C”

BuildingsYou’ve probably already guessed that a class “C” building is older and less desirable

than a class “B” building. It may have been an “A” building at one time in the past and simply

gotten older and maybe a little tired. A “C” building can become an “A” or “B” building by

making improvements. The Empire State Building is old, but it’s continuously updated and



cleaned and maintains its class “A” building status.Class “D” BuildingsCommercial real estate

practitioners dispute whether a class “D” building actually exists. However, if you see a building

that’s off the beaten path (secondary or tertiary market), it’s old, needs repairs and looks worn

out, you could probably consider this a “D” class building. Many of these buildings have been

chopped-up into small suites that are leased to start-up companies at a low rent rate. A “D”

building can usually not be brought up to a class “A” or “B” due to its age and functional

obsolescence.RetailA retail building comes in many varieties; there’s the local nail salon and

the national franchise store. The stores can be freestanding structures or part of a

neighborhood or community center, a regional or super-regional mall, or a boutique. The one

thing they all have in common is that somebody sells something out of them. Retail centers are

typically anchored by a national or regional tenant. Grocery stores and drug stores are

common anchors and appear at opposite ends of a neighborhood center. Sandwiched in-

between the anchors are the smaller shops that benefit from the foot traffic that’s created by

the anchors.Apartments/Multi-FamilyApartments and multi-family buildings represent another

aspect of the real estate investment arena. For the purposes of this commercial real estate

text, an apartment building consists of more than four units. Anything less than this is

considered a single-family dwelling. Apartments come in a vast array of shapes, styles and

configurations. Garden style apartments are generally two-story walkups in a campus type

setting. High-rise apartment buildings can be found populating the center of most large

metropolitan areas. There are converted large single-family homes and purpose-built buildings

with hundreds of units. Old factories can be converted to lofts. Sizes of apartments range from

a small efficiency to a penthouse with several thousand square feet, a private elevator and a

rooftop pool. Most of the apartments you encounter are likely to be in the one bedroom/one

bathroom to three bedrooms/two bathrooms range. All apartments and multi-family properties

have the common feature of potentially producing a steady stream of income for their owners.

One good aspect of the multifamily market is that people will always need a place to

live.IndustrialIndustrial is also called warehouse property and comes in a wide variety of

shapes, sizes and construction types. They range in size from the self-storage locker to giant

manufacturing and distribution facilities. The building can be any height, have truck wells, rail

sidings, barge mooring and tank farms. The facilities are often located in industrial parks, which

are located near major highways, railroads, airports or seaports that can accommodate heavy

traffic and shipping. Warehouses can be freestanding or part of a greater whole; they can also

be condominiums, which are shared by a number of tenants. There’s virtually no limit to the

number of uses for an industrial building. They can be built for a particular purpose such as a

steel plant, or be built on spec to take advantage of prevailing market conditions. Industrial

buildings are constructed from concrete block, brick, steel, tilt-slab or a combination of one or

more construction types. Industrial transactions are larger and require a greater capital outlay

than most other types of real estate investment.
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E, “Great for Residential Agents. Very good book for residential agents looking to learn about

commercial. This book has given me the confidence that I've been lacking in determining a

listing price for commercial real estate! It breaks everything down step by step and I am so

glad I ordered this book!”

Chris, “Truly Excellent - Just needs a few updates. I found this book to be incredibly valuable.

Clearly written. Bedrock information that answered so many questions and gave crystal clear

guidance. My only complaint is that some of the web links are out if date. But that's really minor

and didn't detract from the value of the info.”

Alita T., “Recommend. Good book”

Denny, “Goof read for brokers and some tips for investors. The author walks you through on

exactly what you need to do to be successful in commercial brokerage. It is not easy however it

is simple. Great resources shared.”

JR, “Excellent!. Great and Informative! Packed with nuggets of wisdom for anyone involved in

CRE. I will be revisiting several chapters often.”

Jeffrey Cotter, “Good job!. If you've been in residential real estate for any period of time sooner

or later going to come across some sort of a Commercial transaction. 'Getting Started in

Commercial Real Estate, Ten Step Program to Success!' will provide the practitioner a basic

understanding of the many facets of commercial real estate industry.  Good job!  Adam”

pumpkin, “Absolutely the best book!. No fluff. It dives in straight to the most important topics in

commercial real estate that will surely benefit a beginner or an agent transitioning from

residential to commercial.”

Ebook Tops Reader, “Perfect for Residential Brokers looking to move into Commercial Real

Estate. I am a Residential Agent that is transitioning into commercial. The brokerage I am with

does not have that many resources for teaching the commercial side of the business so I have

had to look elsewhere for instruction in this aspect of the business. Adam Von Romer's works

have helped me immeasurably in developing a working knowledge of the many concepts and

metrics that are needed to analyze commercial real estate. I highly recommend his work to

anyone interested in learning more about commercial real estate.”

The book by Adam Von Romer CCIM has a rating of 5 out of 4.4. 58 people have provided

feedback.
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