
Hard Won Relationship Lessons

 A Dozen Lessons From Decades of Success

Elevate Aspirations
Release Expectations ™

“Riggo”
ed@edriggins.com 

404-660-4231

1) Music is in the Space Between the Notes

This is Our Standard Image in Sales

(Transaction Mindset)

Maybe This is a Better One?

(Relationship Mindset)
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2) Sometimes Theatre is Necessary
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Midwest city
Fortune 500 client
15K Office (renewal)
TI by tenant
10-year lease
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Our response:  Your proposal is above 
market. We won’t counter the high bidder.
My guys are pissed. Next internal meeting 
is Wednesday. The ball’s in your court.

Us 
afterward: 
…………
……

Initial Proposal

Revised Proposal

3) Make a Life, Not Just a Living 
Chastain 

Invitations
Silent Retreats
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Stand-up 
Comedy
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Distraction

Ideal 
Client

Buddy

4) Get Good at Underwriting

Underwriting: Taking financial risk for a fee

Financial risk = your expertise with no paycheck. 

Fee  = your commission.
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Airport land 
sale & one-
time event.

Exception to 
tenant rep 

focus 
because of 

geographic & 
product type 

expertise

Just one 
assignment 
in a $600K,

7-year, 
multi-city 

relationship 
with a 

Fortune 500 
client.

Break Time
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5a)  Life is a School That Requires Continuous Study
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8
0
0

A shameless plug 
for some NAR 
designations.

3,600

 5 yrs. Experience
 Min. GFI
 2 endorsements
 Ethics
 Education

8,600

 4 courses
 Portfolio
 Exam

5b)  Life is a School That Requires Continuous Study

8
© Ed Riggins 2022
ed@edriggins.com 

Confidence:
the feeling or belief that one 

can rely on someone or 
something.

Competence:
the ability to do 

something successfully or 
efficiently.

Wifm 

Decision makers can 
FEEL this. 

And will hire you.
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6a) Focus on the Important, not Just the Urgent
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Lesson #3Urgent Not Urgent

N
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Quadrant 1 
Necessity

Crises
Unforeseen events

Quadrant 2 
Effectiveness

Relationship building
Planning
Learning

Quadrant 3
Distraction

Needless interruptions
Unnecessary reports

Quadrant 4
Waste

Trivial work
Avoidance activities

Stephen Covey, First Things First

6b) Focus on the Important, not Just the Urgent
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Lesson #3

Add value 
between 

transactions
Free staff 

lunch & learn

Multi-office 
CRE 

strategy call

Multiple 
BOVs

Flight for 
lunch with 

CFO

Stephen Covey, First Things First
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7a)  Be Bold, and Mighty Forces Will Come to Your Aid

200,000 Sq. Ft. 
Purchase

20,000 Sq. Ft. Lease
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Was Among Those 
Called About His Passing

Johann Wolfgang von Goethe, German poet
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Riggomobile
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7c) An Attempt at Ranking Boldness

Email Text Phone 
call

In 
person
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Timid Bold

8b) Never Forget What Pareto Taught us

14
© Ed Riggins 2022
ed@edriggins.com 

One National Account
Fees (thousands)

Effort (causes):
4 projects of 19 = 21%

Results (consequences):
$1.1K of $1.4K = 79%

The Pareto Principal
…for many outcomes, roughly 80% of 

consequences come from 20% of causes.

Causes

Consequences

13

14



8a) Never Forget What Pareto Taught us

Transp 
500
17%

Global 1000
11%

Mtr. Mfg.
6%

Land sale
5%

Consumer mfg.
5%

Industrial mfg.
4%

Art products
3%

Assembler
2%

Prof. Svcs. 1
2%

Prof. Svcs. 2
1%

All 
others
44%
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Top 10 
clients

8%

All 
others
92%

Causes Consequences

My practice revenue 2001 thru 2017

Break Time
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9a) Be Greedy! For the NEXT Assignment
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Execution

Pursuit
© Ed Riggins

Contact Hired

Closed

Installed base: a measure of the number of units of a particular type of 
product, often computers, that have been sold and are being used

Cost of acquisition: the total 
expense incurred by a business in 

acquiring a new client or 
purchasing an asset

9) Be Greedy! For the NEXT Assignment
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Source: My own early-years practice history
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9) Be Greedy! For the NEXT Assignment
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A story from when I was this guy…

10) You Just Never Know…
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Joe, Manager:
Let me know if 

you hear of 
anyone who 

needs
20K

Dan, 
Manager:

Let me know 
if you hear of 
anyone who 

has
20K
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11) Think in Cumulative Terms, not Just in Annual Terms
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25

440

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

12b) Send Some Money to Your Future Self

16 to 24 25 to 34 35 to 44 45 to 54 55 to 64 65+

22
© Ed Riggins 2022
ed@edriggins.com 

85 to 9475 to 84

Men’s earnings, BLS 2016

???!!!
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12c) Send Some Money to Your Future Self
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Tax
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Inv. Income

• $100K/yr. starting at 25
 3% annual raises
 10%/yr. savings
 8%/yr. growth
 30% tax rate (working)

25 to 3416 to 24 45 to 5435 to 44 65+55 to 64 75 to 84 85 to 94

 5% take-out rate
 20% tax rate (retired)
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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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