


The Fine Print 
This presenter is not a lawyer and is not providing legal advice. This session deals 
with the business concepts, consequences and aspects of  commercial real estate 
leases and leasing. Different laws in different locales will affect commercial leases 
and leasing differently. Not all concepts outlined may apply in your specific 
jurisdiction, given your governing laws. Although commercial leases are by their 
very nature legal documents, and the business practices surrounding the leases 
touch on aspects of  law and legal regulations, the presenter and CREA are not 
providing any legal advice. You are strongly encouraged to discuss the concepts 
covered with a competent legal advisor who is a specialist in commercial real estate 
leases. 
 
The presenter and EREB make no representations or warranties regarding the 
outcome or the use to which the information in this session is put and/or they are 
not assuming any liability for any claims, losses, or damages arising out of  the use 
of  this information.  









1,000 sf  RETAIL SPACE AVAILABLE FOR LEASE 
NEAR HIGH TRAFFIC INTERSECTION. UNIT 
CONSISTS OF OPEN RETAIL SPACE WITH REAR 
STORAGE AREA, OFFICE & 2pc WASHROOM. 
P Y L O N S I G N A G E AVA I L A B L E . M A N Y 
PERMITTED USES. 
    

Actual ICX/MLS Listings: 

977 sq ft second floor office space in the Parsons 
Industrial area. Features include a large open work 
space, lunch room, storage room and one bathroom. 
 



    

Great office space for a low monthly lease rate in a 
great location. 
 
Main and second floor offices available in a class A 
suburban office building! Close proximity to major 
amenities, hotels and the airport. Main floor 8,222 
SQ FT is demisable, has potential for a patio and is 
perfect for retail, medical or professional uses. 
Second floor has two corner units, both facing 91 ST 
from 2,174 SQ FT - 2,403 SQ FT. Rates range from 
$22-$25 PSF. Parking is 3.4/1,000 SQ FT with one 
being underground at $125/month. Building and 
pylon signage opportunities are available as well as 
naming rights and tenant improvement allowance is 
negotiable! Brochure available. 
 

Actual ICX/MLS Listings: 



    

1. Focus on Features, not Benefits 

What’s the Problem? 

2. Addresses only the logical half  of  the brain 

3. Doesn’t address prospects’ needs  

4. Is not unique and memorable 

5. Doesn’t communicate value 



Retail Leasing 
Newsletter 

-  Basic Subscription is free 

-  Listing is free 

-  Many listings received need 
significant editing 

 



Dedicated Leasing Website 
www.Leasing.CreeksideVillage.ca 



Totally Unique  
Uniquely Canadian 



“No Plastic Chairs” 



    Step #1: Understand the Product 

Retail: Access to a Unique 
and Preferred Market  

Office: Prestige and 
Productivity 



    Step #1: Understand the Product 

Warehouse/Industrial: 
Efficiency and Capability 

MUR: Sanctuary and 
Belonging 



Unique Selling Proposition (USP): 
A desirable, valuable & exclusive benefit 

that sets your property apart from the competition. 



Elements of  a Great Story to Sell TM 

Must Convey: 
 - Desirability 
 - Exclusivity 
 - Value 

It Must: 
 - Create Appeal 
 - Have Credibility 
 - Be Clear 
 - Create Action 



Value 

Desirability 

Exchange of  Value 

Motivation 
Area 



I 
Understand 

it 
I Believe it It Benefits 

Me I Want it 

The Ideal Marketing Process 

These are all Feelings 

People Decide Using Feelings and Justify With Logic 





Step 1: Ask the USP Question 

“If  I am your ideal prospect, why 
should I lease this space as 

compared to any other space?”  



Rank	
Poten*al	Exclusive	Benefits	

and	Value	Claims	
Desirable	
[1-10]	

Exclusive	
[1-10]	

		 		 		 		

		 		 		 		

		 		 		 		

		 		 		 		

Step 2: List and Rank Value Claims 



Rank	
Poten*al	Exclusive	Benefits	

and	Value	Claims	
Desirable	
[1-10]	

Exclusive	
[1-10]	

		 		 		 		

		 		 		 		

		 		 		 		

		 		 		 		

Step 3: Add Evidence to Value Claims 

Claim #1 Evidence: 
1. 
2. 
3. 

Claim #2 Evidence: 
1. 
2. 
3. 

Claim #3 Evidence: 
1. 
2. 
3. 



Step 4: Write a CLEAR 
Statement for Each of  
the Top 2-3 Value 
Claims and the 
Supporting Evidence. 
 



Step 5: Write a CLEAR 
Headline for the Top 
Value Statement 



Put the Message Everywhere 
Be Consistent, Be Repetitive 

Make the Message Easy to Access 





As a former senior real estate executive 
for a brand name retailer, I can say that 
retailers don't want landlords to learn 
these negotiating strategies.  

Mark Taylor B.Comm, CPM 

Vice President, Real Estate (Retired) 

 

A very good and very readable book.  
More importantly, it fills a real void in 
the literature. And coming from 
someone with Mr. Morris’ credentials 
and experience, it has a lot of  
credibility. 

 John S. Andrew, Ph.D. Director,  

Queen’s Real Estate Roundtable  



www.VantageKnowledge.com 

 

Coupon: EREB  

50% off  the list price 

 

$49.50 with coupon 



This Slide Deck is Available. 
Just give me 

your business card. 



Greenstead 
Consulting Group 

www.GreensteadCG.com 
pdmorris@greensteadcg.com 

250-893-8230 
 


