
My Focus: To establish a success marketing plan with the ultimate goal of selling 

your property for the highest price the market will allow in the shortest period of 

time possible.

What I Know

(1)  It's unacceptable to leave your money on the table

(2)  Properties sell for two reasons: Price and Exposure

(3)  The pricing game is all about justification--Buyer's, Buyer's Agent's, Appraiser’s

(4)  Pricing is more about the actual numbers

(5)  Pricing and Value can change based on the current rent roll, closed sales, new 

competitive properties and market condition shifts
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My Role--What you can expect from me as your listing consultant

(1) Stay focused on satisfying your needs
(2) Provide continuous comprehensive market information and recommend the 

best pricing strategy
(3) Communicate openly and frequently
(4) Respect your time, needs, and finances
(5) Represent your best interest in any and all negotiations
(6) Withhold any confidential information that will affect the sale of your property

My Three Vital Listing Agent Responsibilities

(1)Marketing exposure
(2)Lead Generation--Finding the buyer
(3)Lead Conversion--Attracting the buyer

Success Marketing Plan
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SUCCESS STEPS

(1)  List on SmartMLS: Prepare and submit your listing to SmartMLS which represents over 18,000 
real estate professionals and covers all eight Connecticut counties, making it among the twenty 
largest MLS systems in the country. Though the third smallest state, Connecticut has the highest per 
capita income in the United States and boasts a massive $13B in real estate transactions annually.

(2)  Once your property is listed on SmartMLS it will be syndicated to close to 100 websites to 
include remax.com and global.remax.com.

(3) Your property will be exposed to the RE/MAX Commercial network which is one of the largest 

commercial networks in the world. We currently have 4,000 plus RE/MAX Commercial Practitioners 

who transacted 38,000 plus transactions in 2019 representing $13.6B in commercial sales and lease 

volume. We currently have 665 Commercial offices and divisions in 73 countries that have 

commercial representation.
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SUCCESS STEPS

(4) Your property will be listed on LoopNet. LoopNet is an online marketplace for commercial 
property with more than 8 million registered members and 5 million unique monthly visitors.

(5) Your property will also be listed on CREXi. The CREXi platform combines an active sales and 
leasing marketplace with marketing, analytics, and deal management tools designed to help 
brokers, buyers and tenants eliminate time-consuming processes, find properties, and close deals 
faster. CREXi has $600B in property value listed and more than $100B in property closed.

(6) Your property will also be listed with CTCList. CTCList is the Connecticut Commercial Information 
Exchange for commercial property listings for sale or lease.

(7)  We will directly market your property to our list of 600+ Connecticut commercial brokers.
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SUCCESS STEPS

(8)  Professional Photographer: I use a professional photographer in order to show your property at its 
best. Photos will include aerial photos done via drone.

(9) Signage: We will maximize the showing potential of your property through the use of professional 
signage.

(10) I will host a Commercial Brokers' Open House.

(11) Office Notification: We will promote your property to our entire office within 24 hours of it being 
listed on SmartMLS.

(12) Communication: Follow up on showings and advise you of results and comments.

(13) Seller's Weekly Progress Report sent to you periodically with sold properties, competition in the 
market, etc.

(14)  Property Book: To display at the property. It will include photos, property description, site plan, etc.
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For Sale:

$3,450,000

Contract Rent: $426,000/Yr. TNET

Presented by: 
RE/MAX Right Choice
Commercial and Investment

For more information contact:
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Property Highlights:
•I-2 Zone Ind./Manufacturing
• Building Size: 23,300 SF
• Built circa 2002
• Lot Size: 3.3 Acres
• Taxes: $33,542/yr (2011 G.L.)
• Central Location off I691 in  

neighborhood of Whole  Foods 
CT Distr. Center.

• Sale Leaseback
• Contract Rent: $426,000/year TNET  fixed 

through October 2023.
• Renewal options at $7/SF TNET.
• Asking price represents 9% IRR.

Presented by: 

RE/MAX Right Choice

Commercial and Investment

For more information  contact:
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Presented by: 

RE/MAX Right Choice

Commercial and Investment

Confidential Offering Package
The information contained in the following marketing brochure is proprietary and strictly confidential. It is intended to be reviewed
only by the party receiving it from RE/MAX Right Choice Commercial and Investment and should not be made available to any other
person or entity without the written consent of RE/MAX Right Choice Commercial and Investment. The information contained here-
in is not a substitute for a thorough due diligence investigation. RE/MAX Right Choice has not made any investigation, and makes no
warranty or representation, with respect to the income or expenses for the subject property, the future projected financial
performance of the property, the size and square footage of the property and improvements, the presence or absence of
contaminating substances, PCB’s or asbestos, the compliance with State and Federal regulations, the physical condition of the
improvements thereon, or the financial condition or business prospects of any tenant, and any tenant’s plans or intentions to
continue its occupancy of the subject property. The information contained in this marketing brochure has been obtained from
sources we believe to be reliable; however, RE/MAX Right Choice has not verified, and will not verify, any of the information
contained herein, nor has RE/MAX Right Choice conducted any investigation regarding these matters and makes no warranty or
representation whatsoever regarding the accuracy or completeness of the information provided. All potential buyers must take
appropriate measures to verify all of the information set forth herein.

The owner reserves the right to withdraw the Property from the market or change the terms of the offering at any time, and will
have no legal obligation unless and until written agreements have been approved and executed by all parties involved in the
Purchase of the Property.

This document is provided subject to errors, omissions, prior sale, change of price or terms, and other changes in the information
and is subject to modification or withdrawal with or without notice.
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Executive Summary:
Price: $3,450,000
NOI: (Yr 1-10): $426,000
Yr 1 Cap Rate: 12.40%
Cash on Cash Return: 12.40%  
IRR: 9%
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Year 1 Year 10 Year 11
Reversion Cap Rate 9.00%

Reversion From Sale $1,796,463
PGI $426,000 $426,000 $163,315

Cost of Sale 6.00%V&L and
Oper. Exp. 1.00% $4,260 $4,260 $1,633 Net Reversion from Sale $1,688,675
EGI $421,740 $421,740 $161,682

NOI $421,740 $421,740 $161,682

NPV of CF 9.00% $3,419,897

Contract Rent 
Y1-10 $18.28/sf

Financial Information
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City of Cheshire, CT

Cheshire is located in Southwestern Connecticut in  New 
Haven County.  Cheshire is located in the  midst of several 
major cities of Connecticut. It is  14 miles north of New Haven, 
25 miles south of  the capital city, Hartford, 30 miles northeast  
of Bridgeport, and Waterbury is located directly  adjacent to
Cheshire.

Interstate 691 is located on the northern edge of  town and 
connects directly to Interstate 91, one of  the major north-
south thoroughfares in the state  of Connecticut. Interstate 84 
passes through the  northwest part of town and connects 
directly to  Route 8.

As of the 2000 census, there were 28,543 people  in Cheshire 
and 9,349 households. The median  household income was
$80,466.

10
Minutes

20
Minutes

30
Minutes

Total  
Businesses

4,099 25,160 58,332

Total  
Employees

43,009 296,586 735,638

10
Minutes

20
Minutes

30
Minutes

2010
Population

104,333 611,627 1,348,418

2015
Population

105,311 617,977 1,360,643
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Major Thoroughfares
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Drive Time Map

•10 Miles
•20 Miles
•30 Miles
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Commercial Exclusive Right to Sell/Lease/Exchange Agreement
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Commercial Open Right to Sell/Lease/Exchange Agreement
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Exclusive Sale Listing Agreement

Date:

I Owner(s) of property at I
authorize ABC Real Estate to act as our broker for a period of months. I (We) hereby grant ABC 
Real Estate permission to erect a sign.

If during the term of this agreement ABC Real Estate produces a purchaser ready, willing and able to 
purchase the  property at the price and terms stated herein, or later agreed upon, or if a sale or 
exchange of the property is made after  the term of this agreement to a purchaser procured by ABC Real 
Estate during the term of this agreement, I (we) agree to pay ABC Real Estate a commission of % of 
the gross selling price.

Under certain circumstances the Broker may have the right to attach a lien against commercial real 
property to secure  payment of any compensation due the Broker. Those circumstances are set forth 
in Section 20-325a (c) of the Connecticut General Statutes.

NOTICE: THE AMOUNT OR RATE OF REAL ESTATE COMMISSIONS IS NOT FIXED BY LAW. THEY ARE SET 
BY EACH  BROKER INDIVIDUALLY AND MAY BE NEGOTIABLE BETWEEN THE SELLER AND BROKER. THIS 
AGREEMENT IS SUBJECT  TO THE APPLICABLE PROVISIONS OF PUBLIC ACT 90-246 (THE CONNECTICUT 
FAIR HOUSING STATUTE).

Sales Price: $

Terms: Inclusions:

Exclusions: Exclusive Listing Begins: 

Exclusive Listing Expires:

ABC Real Estate
123 Main Street, Trumbull, CT 06611

By: 
(Listing Agent) (Owner)

(Address)
This agreement is subject to Section 46a-64 of the General Statutes as amended. (Public Accommodations Act).

EXCLUSIVE SALE LISTING AGREEMENT
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Leasing Commercial Real Estate 
– Representing a Landlord
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GHAR

• Commercial Exclusive Right to Represent Buyer/Tenant Contract (B)

• Letter of intent to Lease Commercial Real Estate (C) 

CTR

• Commercial Exclusive Right to Sell/Lease/Exchange Agreement (D)

• Commercial Open Right to Sell/Lease/Exchange Agreement (E)

RMRC

• Customized Commercial Exclusive Right to Represent Buyer/Tenant Contract (F)

• Customized Letter of intent to Lease Commercial Real Estate (G)

• Customized Letter of intent to Purchase Commercial Real Estate (H)

• Confidentiality Form (I)
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Commercial Real Estate 
Terms for Leasing



Anchor Tenant
The primary and usually the largest tenant in a shopping center. Larger shopping 
centers may have more than one anchor tenant. Rent for anchor tenants is often 
significantly lower than rent for other tenants in a shopping center because they 
draw consumers to the center.

Base Rent
The minimum rent due to the landlord. Typically, it is a fixed amount. This is a face, 
quoted, contract amount of periodic rent. The annual base rate is the amount upon 
which escalations are calculated.
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Common Area
The generally accessible areas found on each floor of an office building such as 
washrooms, janitorial closets, electrical rooms, telephone rooms, mechanical rooms, 
elevator lobbies and public corridors that are available for use by all tenants on that 
floor. It does not include major vertical penetrations such as elevator shafts, stairways, 
equipment runs, etc., (identified as percentage of rentable area).

Core Area
The common area plus vertical penetrations in an office building measured in square 
feet. Core area is typically expressed as a percentage if net rentable area. This factor, 
which ranges from 5 to 20 percent for typical office buildings, can be computed for an 
entire building or a single floor of a building.
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Creditworthy Tenant
A tenant without a business that has been in existence for numerous years, that has 
strong financial statements, or that has a large market presence that could be rated as 
investment grade by a rating agency. Financial and business stability implies that the 
tenant is highly likely to honor its lease commitment; the tenant is, therefore, viewed 
as a low-risk renter. Buildings with credit tenants as anchors are considered less risky 
investments for lenders.

Gross Lease
A legally binding contract in which a landlord receives stipulated rent from a tenant 
and is obligated to pay all or most of the property's operating expenses and real estate 
taxes
Note: Disclosure of the specified costs of operation is required in some states. 

246



Ground Lease
A lease agreement (contract) whereby the landowner (lessor) agrees to lease a parcel 
of land for a set period of time to a third party (lessee). Depending on the agreement, 
the lessor can stipulate what the lessee can or cannot do with the property or build on 
the property. The lease term is typically 20 years or more, but many extend to 99 years. 
Upon expiration if the lease agreement, the lessor typically gains control and 
ownership of whatever is constructed on the land, unless the lease is renewed, or an 
exception is created in the lease.

Load Factor or Core Factor
The load factor is calculated by dividing the rentable building area (RBA) by the usable 
area. This factor can then be applied to the usable are to convert it to RBA for 
comparison. In markets where space is leased on the basis of usable area, if the load 
factor is 15 percent, then the usable area can be multiplied by 1.15, resulting in RBA. 
(Synonym: add-on factor)
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Net Lease
A lease in which the tenant pays a share of operating expenses in addition to the 
stipulated rent. Disclosure of the specific expenses to be paid directly by the tenant is 
required. 

Pro Rata Share
The percentage that, when multiplied by reimbursable expenses (less an expense 
stops if referring to a gross lease), equals the amount to be reimbursed by a tenant to 
the landlord for expense recoveries. Typically, the percentage is calculated by dividing 
the net rentable area of a tenant's leased premises by the net rentable area of the 
building, although this is not always the case.
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Rentable Building Area (RBA)
The total square footage of a building that can be occupied by or assigned to a tenant 
for the purpose of determining a tenant's total rental obligation. Generally, RBA 
includes common areas in the building including hallways, lobbies, bathrooms, and 
phone/data closets. (Synonym: gross building area). 

Operating Expenses
Your annual operating expenses of the property typically include taxes, insurance, 
utilities common area, management fees, payroll, landscaping, maintenance, supplies, 
repairs, heating and ale service controls, elevator service controls, and snow removal. 
This category doesn't include mortgage payments or interest expense.

249



Shell Space
Space within a property that is currently not built out.

Tenant Improvements
Preparation of leased premises prior to or during a tenant's occupancy, which may 
be paid for by either the landlord, the tenant, or both.

TI Allowance From Owner
Entry on the tenant's cash flow form. A specified amount of money the owner will 
pay for tenant improvement.
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Triple Net Lease
A lease agreement whereby the tenant pays taxes, maintenance and property 
insurance as well as all operating costs associated with the tenant's occupancy, 
including personal property taxes, janitorial services and all utility costs. The landlord 
is usually responsible for the roof and the structure and sometimes the parking lot.

Usable Area
This relative term is best compared to rentable area. Usable area is the amount of 
space that can actually be used by tenants within the space they lease. For example, 
columns inside a tenant space are counted in the measure of rentable area, but the 
space occupied by a column cannot be used by the tenant. A tenant's usable area 
does not include common areas in the building.
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Vacancy Rate
A measurement expressed as a percentage of the total amount of vacant space 
divided by the total amount of inventory, this measurement is typically applied to a 
building, a submarket or a market. Your vacancy rate is the number of vacancies 
divided by the number of units: Vacancy rate = number of vacancies divided by 
number of units

Work Letter
A legal document that outlines the obligations of the landlord relative to the 
improvements necessary to prepare leased premises for a tenant's occupancy. 
Items typically found in a work letter include a description of the improvements, the 
cost thereof, and the portion of the cost to be paid by the landlord, the competition 
date and the insurance requirements of contractors performing the improvements.
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A.  Pre-touring the property

B. Determine what the landlord is trying to accomplish....timetable, lease rate, 
why he has called you. 

C. Determine what is included:
1. Does the landlord have a standard lease you can review?
2. Is the lease NNN, Gross, or Modified Gross ?
3. If it is NNN or Modified Gross, what is the additional rent?
4. Is there any tenant fit-up allowance?
5. Is the lease square footage being offered useable or rentable?
6. Is there a minimum acceptable lease term?
7. What signage is available?
8. Are there are any parking restrictions? 
9. How many total parking spaces does the building have?
10. Do you have a site plan that identifies all the available parking?

Leasing Commercial Real Estate - Representing a Landlord
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11. Is a security deposit required? If so, how many months?
12. What is the loss factor% for the building?
13. What utilities are tenants responsible for? Electric, heat, water, etc.
14. Is cleaning included inside the tenant space?

15. Are there any other expenses the tenant would be expected to pay that has 
not been asked?

16. Are there any time restrictions for building use?
17. Is there any time that the utilities provided by the Landlord will be shut down?
18. Are floor plans available for the space?
19. Will the Landlord provide exclusivity for the type of service my tenant 

provides? Attorney, Realtor, Insurance, etc.
20. Is the Landlord offering any free rent?
21. Confirm or request what commission fee is being offered.
22. Confirm if commission will be paid on renewal or options.
23. Confirm when the commission will be paid and get the commission agreement 

in writing.
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D. To fully understand market value prepare a CMA - search Costar, LoopNet,   
CREXI, CTC List (GHAR), SmartMLS for sold, active, under deposit and expired 
lease data

E. Pull the field and the tax data card to see what you can learn about the property

F.    Prepare a Success Marketing Plan for the Owner

G.   Sign an Exclusive Representation Agreement.
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SmartMLS Comparative Market Analysis
Stratford I Commercial I Office I For Lease I January 1, 2019-May 13, 2020
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My Focus: To establish a success marketing plan with the ultimate goal of leasing 

your property for the highest price the market will allow in the shortest period of 

time possible.

What I Know

(1)  It's unacceptable to leave your money on the table

(2)  Properties lease for two reasons: Price and Exposure

(3) The pricing game is all about justification--Tenant’s, Tenant's Agent’s

(4)  Pricing can change based on closed leases, new competitive properties and 

market condition shifts

Success Marketing Plan
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My Role--What you can expect from me as your listing consultant

(1) Stay focused on satisfying your needs
(2) Provide continuous comprehensive market information and recommend the 

best pricing strategy
(3) Communicate openly and frequently
(4) Respect your time, needs, and finances
(5) Represent your best interest in any and all negotiations
(6) Withhold any confidential information that will affect the sale of your property

My Three Vital Listing Agent Responsibilities

(1) Marketing exposure
(2) Lead Generation--Finding the tenant
(3) Lead Conversion--Attracting the tenant

Success Marketing Plan
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SUCCESS STEPS

(1)  List on SmartMLS: Prepare and submit your listing to SmartMLS which represents over 18,000 
real estate professionals and covers all eight Connecticut counties, making it among the twenty 
largest MLS systems in the country. Though the third smallest state, Connecticut has the highest per 
capita income in the United States and boasts a massive $13B in real estate transactions annually.

(2)  Once your property is listed on SmartMLS it will be syndicated to close to 100 websites to 
include remax.com and global.remax.com.

(3) Your property will be exposed to the RE/MAX Commercial network which is one of the largest 

commercial networks in the world. We currently have 4,000 plus RE/MAX Commercial Practitioners 

who transacted 38,000 plus transactions in 2019 representing $13.6B in commercial sales and lease 

volume. We currently have 665 Commercial offices and divisions in 73 countries that have 

commercial representation.

Success Marketing Plan
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SUCCESS STEPS

(4) Your property will be listed on LoopNet. LoopNet is an online marketplace for commercial 
property with more than 8 million registered members and 5 million unique monthly visitors.

(5) Your property will also be listed on CREXi. The CREXi platform combines an active sales and 
leasing marketplace with marketing, analytics, and deal management tools designed to help 
brokers, buyers and tenants eliminate time-consuming processes, find properties, and close deals 
faster. CREXi has $600B in property value listed and more than $100B in property closed.

(6) Your property will also be listed with CTCList. CTCList is the Connecticut Commercial Information 
Exchange for commercial property listings for sale or lease.

(7)  We will directly market your property to our list of 600+ Connecticut commercial brokers.

Success Marketing Plan
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SUCCESS STEPS

(8)  Professional Photographer: I use a professional photographer in order to show your property at its 
best. Photos will include aerial photos done via drone.

(9) Signage: We will maximize the showing potential of your property through the use of professional 
signage.

(10) I will host a Commercial Brokers' Open House.

(11) Office Notification: We will promote your property to our entire office within 24 hours of it being 
listed on SmartMLS.

(12) Communication: Follow up on showings and advise you of results and comments.

(13) Landlord's Weekly Progress Report sent to you periodically with leased properties, competition in 
the market, etc.

(14)  Property Book: To display at the property. It will include photos, property description, site plan, etc.

Success Marketing Plan
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Commercial Exclusive Right to Sell/Lease/Exchange Agreement
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Commercial Open Right to Sell/Lease/Exchange Agreement
M



275

M



276

M



277

M



278



279



280



281



282



283



284



285



286


