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Issue Done
Zoning

“Overlay” issues

Roads

Utilities
• Water
• Sewer
• Power
• Internet 

Other…

Loan approval

Issue Done
Boundary survey

Clear title

Topo survey

Geotech study

Environmental
• Clean phase  1
• Phase 2
• Mitigated
• NFA letter

Dirt Broker’s Checklist*
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The 3 Categories of Issues That Drive Land Value
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What?

How much?

What if?
 Survey?
 Title?

 Zoning?
 Environmental?
 Geotechnical?
 Infrastructure?
 Other..?

Yield

$

Who Pays for What?*
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Seller Buyer

Maybe..

Be smart!

Better to 
know…

By lender’s 
own vendor

Seller 
cooperates

May trigger 
re-trade

May trigger 
re-trade

Typically 
mitigates

*everything’s negotiable!
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Why Sellers Should Invest in a Survey
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Tax
Plat

Survey

Example of Buyer’s Concept Plans
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Example of Buyer’s Concept Plans
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Example of Buyer’s Concept Plans
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You Know What They Say About Assuming…
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 Institutional owner
 4.0 Ac. 
 Pre-graded
 Fits 64K bldg.
 50K pre-lease 
 $30K fee 

Title cloud on access road

Quit claim deed no charge

Sometimes people are nice.

Break Time
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Case Study – Winning the Assignment
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Before & After
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Before

River
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Before & After
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Before After

Who is THIS Guy?
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Time & Money
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*My own study

Pursuit
13.9 mo.

Execution
6.2 mo.

Pursuit
23 mo.

Execution
26 mo.

Typical* $130,000

Pitch Package Goals

• Ace out those who’d come with offers in hand
• Gain client’s confidence

• Create cognitive dissonance

• Show I’m the:
• corporate real estate expert - not a “land guy”

• one with a team of other specialists

• Pitch deck
1) Orient the client

2) Demonstrate knowledgeability

3) Show the plan

4) Ask for the order
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the state of having 
inconsistent thoughts, 
beliefs, or attitudes, 
especially as relating to 
behavioral decisions 
and attitude change.
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Section 1 – Orient the Client
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Section 2 – Demonstrate Knowledgeability

18
© Ed Riggins 2022
ed@edriggins.com 

17

18



Ed Riggins
ed@edriggins.com

404-660-4231

Section 2 – Demonstrate Knowledgeability
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Section 3- Show the Plan
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Available Closing
Under 

Contract
Put on 
Market

“Live” Earnest 
Money

“Normal” Approach

Seller

•Boundary Survey

•Phase 1 environmental

Buyer

•Feasibility/Market Study

•Understand ACR, GRTA, MRPA, DRI

•Topo Survey

•Demo costs

•Geotech Testing/ Phase 1

•Re-zoning

No basis for 
targeting or
qualifying

Re-trade 
risk

Might 
sell too 

low
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Section 3- Show the Plan
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Available Closing
Under 

Contract
Put on 
Market

“Live” Earnest 
Money

Better Approach

Seller

•Highest & Best Use Study

•Demo costs

•Phase 1 environmental

•Understand ACR, GRTA, MRPA, DRI

•Boundary Survey

•Topo Survey?

Buyer

•Feasibility/Market Study

•Topo Survey?

•Geotech Testing

•Phase 1 environmental

•Re-zoning

Section 4 – Ask for the Order
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Section 4 – Ask for the Order
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Highest & best use study w/planning
 $XX,000

 18-month agreement
 Fees
X% up to $2MM
X% $2MM to $3MM
X% over 3MM

 30-day exclusion of up to 2 parties
X% paid thereafter

 $X,000 marketing budget
 $X,000 break-up fee

Going to Market

Package 
Components

• Fact sheet

• Aerial

• Survey & Topo

• Demo cost bid

• Concept plan 1

• Concept plan 2

• Concept plan 3
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Going to Market
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Going to Market

230 developers

50 brokers
15 

offers
8 

interviews
1

Winner
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Break Time
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Ranking the Buyers – Low Score Wins
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Bruce
in-town experience

Tom
forced team

Steve
in-town experience

Jim
detailed plan

Mark 2
mixed use plan

Mark1
neighbor support

James
low motivation

Donnie
no team yet

Price Motivation Ability Terms Plan GF
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Closing the Deal
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Assignment 26

Contract 19

Environmental 10

Zoning 15

Geotech 11

Sewer  17

0 12 24

Study Market Negotiate & Update

Lobby Quantify Document

Testing Re-trade

LOI Initial P&S Delayed Closing <$500K $170K

Ph1 Ph 2 Remediation

Plan NPU Lobby Legal

Lessons Learned
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Pursue Assignment? Yes
Pursue Transaction?  No
Seller’s motto
More is better than less

Now is better than later

For sure is better than maybe
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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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