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Negotiating UP

How to Educate CRE 
Clients

Elevate Aspirations
Release Expectations ™

“Riggo”
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404-660-4231

Remember: You Picked This
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Gallop: Motivation for opening a small business – selected very/somewhat 
important.

30%

32%

36%

48%

57%

75%

88%

90%

Jobs for family

Pursue hobby

Continue family biz

Income until get a job

New opportunity

Set own hours

Be own boss

Secure financial future
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Agent-Principal Tension

Leasing

agents

Agent wants 
to lease 
space

Owner 
wants max 

rents

Tenant 

reps

Agent gets 
paid a % of 

rent

Tenant 
wants low 

rent

Institutional 
clients

Agent: 
make the 

deal

Client: don’t 
lose my job

Lawyers

Paid by the 
hour

Client wants 
quick 

resolution

Solution:

Be greedy 
for the 
NEXT  

assignment.

Accept 
this:
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Source: Harvard Program on Negotiation

Managed 
not cured

The Tension Between Empathy and Assertiveness

Too much and you get nothing

Too little and they shut down

Too much and they shut down

Too little and you get nothing
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Managed, not 
cured
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E P S 
Source Marketbeat

Line 31

Negotiate UP From a Position of Financial Strength
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500K employees 1 employee

Working Capital 
18-24 months.

My tax return

I need 
money, but I 
never need 

THIS money.

The Norm of Reciprocity
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Explain This to Your Clients!

Negotiation 
Phase

(LOI)

Documentation 
Phase

(Lease/P&S)
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Remember: It’s Not About You
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Break Time
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(Joking tone)
I wasn’t 

talking to you.
I was talking 
to Sam, since 
he’s the one 

I’ll be working 
with.

He’s thinking I 
might be an 

idiot.

A Story About Authority. Our First meeting…
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Riggo, meet Bob. 
I’ve known him my 
whole life, grew up 
going over to his 

house. His son and I 
are best friends.

Nice to 
meet you.
This is my 
CFO, Sam

Hi, nice to 
meet you.

Tell me about 
your situation.

Here’s our 
process, my 
credentials, 
next steps…
(I put on a 
kinda big 

show)

You know, 
you didn’t 

have to give 
us the pitch. I 
trust Tom, he 
likes you, and 

it’s my 
decision to 

make.

(Laughing)
I 

appreciate 
that.
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…a Few Weeks Later
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Yeah, it should 
be smooth 
sailing from 
here on out.

If it’s any 
comfort, I’ve 

met dozens of 
entrepreneurs 
like Bob over 
the years with 
many skills. 

Letting go was 
not among 
those skills.

I’m really 
glad Bob 

gave us the 
OK to move 
ahead with 
the criteria 

you and I so 
painstakingly 

created.

I know this is 
completely different 

than everything we’ve 
discussed so far, but I 

had an idea on the 
way to work today that 

we need to discuss.

(Knowing glances 
between Sam and 

Riggo)

Candidly, 
sometimes 
Bob has a 
hard time 
letting go.

SME

Principal

Ops

Fin.

HR

Expertise Gives You Leverage

Hierarchical Positioning SME Positioning

Principal

Ops Fin. HR

SME
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Distinguishing Observation from Evaluation
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Know When to Walk Away…or Not…With Class

The Low EQ Ph.D.
He Had Zero 

Capacity to Trust
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He Confirmed the 
Pyramid

• Suspected he was uneducable
• He contacted landlord directly
• He renewed without me
• He still asked for help later

 He didn’t return my early call
 He brought up expiry date
 He back-checked my info
 We lost bldgs. from indecision

Fee

Transaction

Assignment

Opportunity

Relationship

 $30K fee if removed from mkt.
 He de facto removed by policy
 He denied what had happened
 I traveled to meet in person

????

Have a 
good rest 
of your 
life…

Passed 
on 100K 
project

Collected 
$30K 
and 

finished 
project
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Getting 7 Law Partners to Agree
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Yes

No

Yes

No

Yes

No

Yes

No

Yes

No

Getting 7 Law Partners to Agree
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16

17

18

15%

20
%

30%
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Getting 7 Law Partners to Agree
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5‐year minimum terms in all scenarios SF Per SF Annual Monthly

For each 

of 6 

Partners

Renew and remodel current space (adding 

people and re‐configuring occupied space 

difficult)

6,474 17.50 113,295 9,441 1,574

Renew and expand into the adjacent 1,386 SF 

suite
7,860 17.50 137,550 11,463 1,910

Relocate to larger space in TBD higher quality 

building. (New landlord may require new 

credit underwriting.)

8,000 23.00 184,000 15,333 2,556

I agree with the conclusions of the attached Consensus Exercise Results dated 7‐16‐11, and support 

proceeding with a search for competing spaces based on the requirements outlined in it and the 

attached Program of Requirements.  Understanding that almost no space fits the ideal described 

here perfectly, and that market conditions change, our "best guess" initial monthly rentals 

Agree: To 
have the same 
opinion about 

something; 
concur

Getting 7 Law Partners to Commit
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Commit: 
pledge or bind 
(a person or 

an 
organization) 
to a certain 
course or 

policy
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Break Time
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Negotiating Leases vs. Sales

“Make a Deal”

=

Negotiate a Document

Lease

Creates a relationship

Marriage?

Sale

Prepares for an event
Divorce?
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Together 3-15 yrs
Cooperation incentive

Together never again
Win/lose incentive
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Get Some Leverage: Specialize
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Leverage: power or 
ability to act or to 
influence people, 
events, decisions, 
etc.; sway:

Insight From a Funny, Wise Man
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https://www.facebook.com/life.
church/videos/a‐theory‐about‐
men/403360904205587/

What is the problem
Who are the people?

What can I give?
Michael Jr. comedian
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Property Type           Client Goals           Geography
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Collect 
rent

Pay 
rent

SellBuy

Retail listing opportunity on the 
southside

Property Type           Client Goals           Geography
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Collect 
rent

Pay 
rent

SellBuy

Industrial tenant rep opportunity on the 
westside
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Property Type           Client Goals           Geography
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Collect 
rent

Pay 
rent

SellBuy

Land listing opportunity in-town

Negotiating UP
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A 4-Step Process for Negotiating UP

Acknowledge 
authority

Describe  your 
process (non-
defensively)

Shift the 
cognitive load

Shift 
ownership 

(then silence)
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(Used amount of working 
memory resources) Support decision
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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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