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Closing the Sale

How to Negotiate Commercial Real Estate Sales Contracts

Elevate Aspirations
Release Expectations ™

“Riggo”
ed@edriggins.com 

404-660-4231

Negotiating Leases vs. Sales
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“Make a Deal”

=

Negotiate a Document

Lease

Creates a financial 
instrument

Marriage?

Sale

Prepares for an exchange
Divorce?

With a lease:
Together 3-15 yrs

Cooperation incentive

With a sale:
Together never again

Win/lose incentive
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5 Common Deal Point Categories
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1) Property

2) Sales price

3) Earnest money
a) Specific 

performance

b) Liquidated 
damages

4) Contingencies
a) Time-based

b) Events-based

i. Title

ii. Financing

iii. Environmental

iv. Property condition

v. Entitlements

 Zoning

 Utilities

5) Closing date

Ask Nunya About These Issues

Title

Survey

Zoning

Insurance coverage

Condemnation

Environmental/Hazardous 
substances 

Casualty/Destruction or damage

Governmental regulation
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Legal Topics Beyond the 
Skills of RE Licensees
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Types of Buyers & Sellers
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User Buyers

Have a 
need to use
the property

User Sellers

Have a 
surplus
property

Investor 
Buyers

Want return 
on

investment

Investor 
Sellers Want 

return of
investment

Break Time
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“Typical” Acquisition Timeline (see note below)
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?????????????

Identification
# Mos.

DocumentationNegotiation*

41 2 3

# Mos.

Sign engagement
Define need
Long list
Tour
Monitor market
Offer
Counter
Biz points
Legal points
Inspection
Design/pricing
Live earnest money
Close/build-out

Typical 
Process 
& Timeline* 1 2

Introduction
# Mos.

*

Six Case Studies

The One That Contributed to a Business to Failure (Bought)

The One That Was a Special Purpose Building (Sold)

The One That Sold in a Normal Timeframe (Sold)

The One Involving a Difficult Personality (Bought)

The One During an Oil Market Collapse (Sold)

The One With the Environmental Issue (Bought)
8
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Case 
Study 
#1

Case 
Study 
#2

Case 
Study 
#3

Case 
Study 
#4

Case 
Study 
#5

Case 
Study
#6
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The One That Contributed to a Business to Failure (Bought)

’03 
Bought 
Bldg.

’05 
Personal 

Relo?

’08 
Liquidity 
Issues

’09 Sold 
Business

’10  
Couple 

divorced

’11 Broke 
Contact 
w/me
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Case 
Study 
#1

Real 
estate is 
an illiquid 

asset!

Take-Away
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Case 
Study 
#1

Have Equity?

Opco = Propco?

Save
Cash

Yes

Yes

Yes

No

No

No

Does Bldg. 
Suit Needs?

Illiquidity OK?

Fit Portfolio?

Yes

Yes

Yes

Returns OK?

No Wait or 
Build

Continue 
Leasing

No

No Change 
Math or 

Pass

BUY

1

2

3 6

5

4
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The One That Was a Special-Purpose Building (Sold)
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Case 
Study 
#2

Client “XYZ”

XYX

Purchaser

Property Purchaser

Our firm

XYZ

XYZ

Our firm

Purchaser

Our firm

Our firm

X

Client

1 2 3 4 5 6 7 8 9 10 11 12 13 14 15 16 17 18

The Asset
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1

Case 
Study 
#2
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Bad Vibes From The Outset
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Case 
Study 
#2

1 2

From: Colleague in TX
To: Me

We need you to take a small 
dispo assignment to support 
our efforts with a client we’re 
working with.

From: Me
To: Client
This won’t be an easy one, 
because of the property. I 
recommend a $1MM price 
and reduce it in 90 days if 
we don’t get any activity

From: Colleague in TX
To: Me

Client is upset. Need you to 
do bi-weekly reports.

From: Me
To: Colleague in TX

Sure, happy to help

From: Client
To: Me

Naah, let’s start out at 
$1.3MM.

From: Me
To: Me

This feels like scope creep…

From: Me
To: Colleague in TX

Really, dude?

From: Colleague in TX
To: Me

I need you to take one for 
the team…

30 
days 
later

Stayed in Touch, Worked, and Waited…
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Case 
Study 
#2

3 4 5 6 7 8 9

Me to Client:
Nothing to report

Me to Client:
Nothing to report

Me to Client:
Nothing to report

Me to Client:
Nothing to report

Me to Client:
Nothing to report

Me to Client:
WE HAD A 

TOUR!

Me to Client:
Nothing to report

Me to Client:
Nothing to report

Me to Client:
Nothing to report

Me to Client:
WE HAVE AN 

OFFER!

$1.3MM $1.115MM
Reduced 

price

From: Client
To: Me

Boss wants to know demo 
cost. Maybe it’s really a site?

From: Me 
To: Client

Demo not accretive to value, 
and besides, no demand.
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Final Negotiation
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Asking 
$1.150M

M

Offered 
$950K

Ignored 
advice 

multiple 
times

Agreed to 
$1MM

Fired 
client

Many 
contract 
dramas

Can’t 
provide 

clear title

Amended 
contract 

2X

Closed & 
Paid

$10K Earnest money
45-day inspection
30-day close

Case 
Study 
#2

10 11 12 13 14 15 16 17 18

Take-Aways
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1) The most likely buyer is nearby

2) Scope creep is real

3) Know when to walk away (with class)

4) Get what you’re owed as you leave

5) People with a steady paycheck have:
a) a time horizon different than yours

b) three main goals:
i. don’t get fired

ii. don’t get fired

iii. don’t get fired

Case 
Study 
#2
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The One That Happened in a Normal Timeframe (Sold)
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Case 
Study 
#3

1 2 3 4 5 6 7 8 9 10 11

15K industrial bldg.
Attached by breezeway

The One That Happened in a Normal Timeframe (Sold)

Valuation 
of $675-

750K

Listed at 
$725K

4 months 
w/little 
interest

Dropped 
to $675K

More 
traffic

Offer at 
$600K

Sold at 
$615K
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Case 
Study 
#3

1 2 3 4 5 6 7 8 9 10 11
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But Getting Hired Took a Little Time…

Cold called 
local

Phone 
contact w/ 
President 
for 18 mos

Met 
President at 

HQ
6-month lag Valuation 

$880-960K

Stayed 
connected 7 

years
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Case 
Study 
#3

Yr. 1 Yr. 2 Yr. 3 Yr. 4 Yr. 5 Yr. 6 Yr. 7 Yr. 8 Yr. 9

Take-Aways
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1) Keep calling; you never know when something will change

2) Set expectations early and reinforce your message

3) Working with sophisticated clients is less stressful

a) Client had:

i. Willingness to pay for as-built drawing

ii. Property survey

iii. Loan release documents

iv. NFA letter on UST

v. Experience with real estate

Case 
Study 
#3
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Break Time
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The One Involving a Difficult Personality (Bought)
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Case 
Study 
#4

Seller leases back 21K 
for our future expansion

We buy &
occupy 21K

Item Cost
Parking lot 100,000

HVAC 300,000
Windows 250,000

Total 650,000

Price Haircut Eat it Total
Contract 3,380,000 3,380,000
Re-trade 2,730,000 650,000 3,380,000
Final 3,161,000 219,000 431,000 3,811,000
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Tour 
$3.6MM 

ask

Our offer 
3.32MM

Their 
counter 
$3.5MM

Our reply 
3.4MM

Contract 
$3.38MM

Issues 
discovered

Re-trade 
$2.73MM

Final 
$3.161MM 

$300K 
LOC

The One Involving a Difficult Personality (Bought)
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Case 
Study 
#4

Dec Jan Feb Mar Apr May Jun July Aug

The One During an Oil Market Collapse (Sold)
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Case 
Study 
#5

$94

$106

Source; St. Louis Fed

$96

$47

$38

10K industrial bldg.
Dock-high doors
16-yr. w/client
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The One During an Oil Market Collapse (Sold)

25
© Ed Riggins 2022
ed@edriggins.com 

Case 
Study 
#5

8/12 trip #1
 Booming 

market
 Little inventory
 $75-100/sf 

BTS
 9-10% Cap 

rate
 Mostly drive-in
 List at $50/sf

4/13 BOV
 Value $60-

70/sf
 Has docks
 Needs drive-

ins
 List at $60-

70/sf

9/13 Listed
 Priced at $65/sf

Source; St. Louis Fed

8/14 Contract #1
 Price $68/sf
 Lease-back

2/15 Contract #1
 Walked $58/sf

X

9/15 Revised
 Sell at $60/sf
 Lease at $9/sf

10/15 Contract #2
 Price $43/sf

3/16 Contract #2
 Closed $40/sf

38% off listed price
30 months

Take-Aways
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1) You’re only as good as your local partner

2) Communicate often. Otherwise, the client assumes you’re golfing

3) Offer options, even ones they don’t like

4) Agree to time-based price adjustments in advance

5) Make the client look good to their boss

Case 
Study 
#5
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The One With the Environmental Issue (Bought)
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Case 
Study 
#6

The One With the Environmental Issue (Bought)
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November 20, 2000

Mr. Steve _____
President

Dear Steve:

I enjoyed meeting you last week and speaking with you again by phone on Monday.  At 
any given time, there are a number of buildings available in the ________ area that are in 
the 20,000 square foot range that offer outside storage.  

With the hope that I will have an opportunity to work with you at some point in the future, 
I am enclosing information about our firm along with my business card and professional 
profile.

I’ll be back in touch, and I wish you much continued success.

Sincerely,

Ed Riggins
Executive Vice President
(404) 257-8866 ext. 233
eriggins@cresapartners.com

Enclosure
Brochure w/general profile & business card

Case 
Study 
#6

Story
Starts
Here
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Initial Search Area
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1 2 3 4 5 6 7 8 9 10 11 12 13 14 15 16 27 28 19 20 21 22 23

Case 
Study 
#6

Revised Search Area
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1 2 3 4 55 7 8 9 10 11 12 13 14 15 16 27 28 19 20 21 22 23

Case 
Study 
#6
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Found One!
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1 2 3 4 5 6 7 8 9 10 11 12 13 14 15 16 27 28 19 20 21 22 23

Case 
Study 
#6

The Contract Negotiation

Ask $1.6 MM Offer $950 K Counter 
$1.25 MM

Contract 
$1.275MM
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6 7

 $50K Earnest money
 60-day inspection
 10-day close

Case 
Study 
#6
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Environmental: Defining the Problem
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10 11 12

33

Case 
Study 
#6

Environmental: Cost & Escrow
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13 14 15 16 17

34

Case 
Study 
#6
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Getting Government  Approval of Plan
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18 19 20

35

Case 
Study 
#6

Getting SBA Approval of Plan
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21 22

36

Case 
Study 
#6
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Finally!
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23

37

 Multiple lease/buy analyses
 Dozens of calls & emails
 Dozens of document reviews
 Standing weekly calls for 9 months
 Chemo for a key team member
 Accountability emails after most calls
 6 contract amendments

Case 
Study 
#6

Take-aways

1) End calls/meetings with: “who will do what by when?”

2) Carry the less-knowledgeable person (it might be you next time)

3) The Seller’s Motto?
a) More is better than less (obvious)

b) Now is better than later (time value of money)

c) For sure is better than maybe (risk)
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Case 
Study 
#6
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Known simply as “Riggo“ to the thousands who have laughed and learned while attending in his
programs, Ed Riggins has had a career that proves you can enjoy serious success without taking it all
too seriously. He learned from doing stand-up comedy that if you want to find the truth, look for the funny.
He learned from improv comedy to find the natural flow and go with it.

Before becoming a national top producer, being named “Who’s Who of Commercial Real Estate“ by the 
Atlanta Business Chronicle and recognized as a “Power Broker“ by Costar, Riggo mowed lawns, 
customized cars, drove a forklift, and was a small engine mechanic, on his way to becoming a first-
generation college graduate. Ed is among less than 1% of practitioners nationally to have earned both 
the SIOR and CCIM designations.

Ed Riggins, CCIM, SIOR
404-660-4231
ed@edriggins.com
www.edriggins.com
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