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Exclusive listings are the lifeblood of most of the top-producing brokers within our industry. Having listings 
instead of working with buyers and lessees is, generally speaking, a much more effective use of your time. This 
is because you can have 30 listings and systematize all of the marketing for them, but working with 30 buyers or 
lessees simultaneously would absolutely drive you crazy! Then when it comes to listings, you have other 
brokers bringing in offers, and you’re guaranteed at least 50% of the commission whenever the deal is finally 
done. But when you’re working with buyers and lessees instead, and you don’t have an exclusive representation 
agreement in place with them, it’s a total horserace, and in the end every single broker except one will have 
totally wasted their time. 
 
The agents who are the top listing agents within our industry are the ones who want it more than everyone else. 
They’re willing to do whatever it takes to become hugely successful within this arena, and they constantly 
execute everything that’s necessary to make it happen. 
 
To successfully land more listings, you need to differentiate yourself from all of your competitors, and many 
brokers don’t spend much time on doing this. In the end it can be difficult for many owners to then decide which 
broker is the best one, and they’ll end up either just picking one, or they’ll go with the one broker who they may 
already have the best pre-existing relationship with. 
 
In order to become a top listing agent, you need to be sending the message to your clients and prospects that 
you’re the best choice they could ever make in a commercial real estate agent. This can be accomplished 
through your marketing, your presentation skills, your track record, your visibility within the marketplace, and 
through how you differentiate yourself from all of the other brokers in your market. 
 
If you’re sending two pieces of mail to your property owners every single month, as long as the mailers look 
professional, and you provide them with solid, helpful information, you will then be branding yourself in their 
minds as the top commercial real estate expert in the territory. 
 
Listening effectively to the people you want to obtain listings from is extremely important. Many brokers end up 
“pitching” themselves to the people they want to obtain listings from, instead of really listening to them. 
Property owners have needs, problems, and objectives they want to accomplish through selling or leasing their 
property, and the better they feel that you understand both them and their situation, the better your chances will 
be of successfully landing the listing. So make sure you do a solid job of listening and understanding exactly 
what the decision maker’s needs are, instead of just trying to “sell” them on working with you. 
 
Whenever you have listings, you'll want to remain in good contact with your owners and keep them informed on 
the activity that's happening on their properties. If you don't do this, it will be easy for them to conclude that 
you've forgotten about them, and that you're not doing anything to market their property, and this will make it 
easier for them to begin thinking that they should be giving the listing to one of your competitors instead. 
 
Something you’ll need to watch out for is the situation where the owners of a property have already decided 
who they’ll be listing with, but they still want to obtain more listing presentations from other brokers. You really 
want to do everything you can to avoid these situations, and a good question to ask your owners before you ever 
design your actual listing presentation and package for them is, “If you like what we have to say to you during 
our listing presentation, will you then be moving forward and listing your property with us?” Then after asking 
them this question, watch their body language and listen to what they’re telling you. If they seem incongruent 
and/or uncomfortable whenever they’re answering that question, they may just be looking to get one more 
broker to completely waste their time by making a presentation. 


