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DOWNTOWN CONDO SITE
FOR SALE

LET’S COMPROMISE...THE ART OF NEGOTIATION
I’ve always enjoyed a good debate, conversation, or negotiation. I started honing
my negotiation skills at a very young age, thanks to my mother. She would offer me a
cookie and I would counter-offer by asking if I could have four or five. She would say
“Why don’t you start with one or two?” In my mind I just got her to double her initial
offer! I would often end up with three cookies in exchange for being a happy child,
and a promise to eat my dinner. A 300% increase from the initial offer and more than
enough to satisfy my desire.
Now, I find myself negotiating in so many aspects of my real estate career. It is not just
the price of a property for my client nor the time frame it will take to close—the negotiations include: listing agreements, lease terms, contingencies, repairs, inspections,
personal property, tax prorations, build-out costs, rent commencement dates, asking
price, personal guarantees, and cost-sharing, just to name a few. Over the years, I have
learned many traits of a good negotiator and skills to help my clients reach their goals.
Here are 8 tactics that will help lead to a successful outcome:
• Know their motivation. Find out what is important to the parties involved. If one party is trying to close by the end of the year for tax reasons, or close quickly to purchase
another property that is available, timing may be more important to them than the
price. Knowing what motivates each party will help you craft a solution that makes both
parties happy with the outcome.
• Do not focus on one issue. It is not always about both parties agreeing on each issue.
If you are able to give one party the terms that are most important to them, they are
more likely to concede on issues that are less important to them. By negotiating multiple areas of a deal at one time, each party can feel they got what they needed to move
forward. Consider a landlord that wants their building occupied at market rent. If that
is their motivation, they may be willing to offer concessions to a tenant who wants the
space built out to their needs and do not want to pay rent until they are ready to open
for business. As long as the Landlord has a tenant paying full rent at some point in the

518 East Bay St. | Charleston, SC
16,000 SF | 60 Units | $4,500,000
16,000 sf building on 2/3 acre site
accessing two streets entitled for 5
stories, no variance needed. Perfectly
located high end condo development
or professional office redevelopment
or build new. 40 t0 60 condos possible
with unobstructed water views of shipping channel, Arthur Ravenel Bridge
and beyond!
5 min walk to Charlotte St Waterfront
Park and 10 min to new Gadsdenboro
Condos and city Park! Downtown office parking problem solved! Short
term lease possible for buyer while
plans move through city to develop.
Possible overflow parking nearby.
Light industrial zoning in place.
Ben Chase | 843-478-9594
bchase@cbcatlantic.com
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future, they may be willing to concede on the short-term expenses to get the space
ready for occupancy. By giving each party what they want you can create a win-win
situation.
• Leave room to move. Don’t start with your final offer and hold firm. People like to
feel they are being listened to and showing movement from your initial terms demonstrates you are hearing the other party’s needs. The initial offer should be less than you
are willing to offer so there is room to compromise. Most people like to reciprocate,
so when you concede on one term, the other party is more likely to concede on another term.
• Be first to make an offer. There are many debates about whether it is best to let the
other party make the first offer, but I have found that whoever makes the first offer
tends to get closer to their desired terms. Research has shown the initial offer has
an anchoring effect and influences the other party’s response enough that the initial
offeror tends to end up closer to where they want to be than the other party. The offer
must be in a reasonable range, but it can be at the high end or low end depending
on whether you are a buyer or seller. By setting the target, negotiations tend to center
around this number.
• The Flinch Test. One of my favorite ways of determining a party’s motivation was
explained to me by John Welsh, who was my first mentor in commercial real estate. It
cannot be done by email or text and is best done in person, although it will work on
the phone or zoom as well. You state the terms you are looking for to the other party
and read their reaction. If they seem tolerant of what you say, you know you are close
to what they would accept. If they have an adverse reaction (or flinch), you know you
are too far off the mark. The flinch test is a great way to see if your starting point is in
line with expectations.
• Have alternatives. In order to be successful in the negotiations, you must be willing
to walk away from a deal. The best way to do this is to have other options. There may
be something you really want, but there is a price that is too dear, and another property
you will be happy with if the price were different. Keep the alternative in mind, so you
do not concede to terms that are not beneficial.
• Be firm. A Harvard study from 2017 showed that being warm and caring was appreciated by others but tended to lag in the economic outcomes. A firm communication
style achieved more favorable counter-offers. By stating “If you’re willing to do this….
we have a deal” ended up 8% closer to their offer price than the group that said, “I
would really love it if you would be willing to do this.”
• Become an expert. People are more likely to say yes to experts with authority and
knowledge in their field. By knowing the market in which you are operating, you can
become the trusted advisor and recommend responses based on what the most likely
outcomes will be. By knowing the market, you can craft the terms within an acceptable
range that are most advantageous to your situation.
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OFFICE FOR SALE IN
OPPORTUNITY ZONE

701 W. 5th North St. | Summerville, SC
0.45 AC | 1,279 SF | $450,000
Located right on US-78 and minutes
from restaurants and other amenities
that downtown Summerville has to offer.
Excellent opportunity for an owner/user!
Numerous possibilities including any
type of professional services, financial
services, medical, restaurant, retail, etc.
The current building is in great shape but
still has plenty of upside for a value-add
investment. This site could also be ideal
for a redevelopment with plenty of land
for new construction. Sellers are willing
to oversee construction management for
renovations, or possible build-to- suit for
qualified Buyers.
Caine Halter | 864-270-8623
chalter@cbcatlantic.com

WALMART ANCHORED
RETAIL SUITE FOR LEASE

9730 Dorchester Rd. Unit 202
Summerville, SC
1,700 - 4,500 SF | $16 PSF NNN
The Shops at Wescott located on
Dorchester Road is Walmart anchored
with a mix of retail, restaurant and office
Tenants totaling 46,000 square feet.
Brian Aiken, CCIM | 843-478-8800
baiken@cbcatlantic.com
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NEW COLDWELL BANKER COMMERCIAL AFFILIATES SHARE INCLUSIONARY EXPERIENCES FROM FRONT LINES
The franchise model is not just a pathway to connections, it can be a foundation to
long-term growth and competitive advantage. The appeal of joining a larger organization is typically rooted in a number of factors that range from building a pipeline of
business within a network and collaborating with commercial real estate experts across
the country to tapping into new resources and tools while capturing the benefits found
under the banner of a larger brand family.
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FUTURE RAPID TRANSIT
CORRIDOR SITE FOR SALE

While all those considerations add up to compelling reasons to be a part of a franchise
affiliation such as Coldwell Banker Commercial, perhaps the strongest motivation is the
opportunity to firmly establish a resilient and sustainable business. Affiliates are able
to fortify their standing as a respected brokerage firm in their chosen market, while
remaining an independent voice for local property owners and the companies seeking
space.
The chance to stand out against the local competition can be achieved by being a
part of a national organization that brings a strong and respected brand presence and
suite of tools or resources that a national affiliation delivers. But there’s also operational aspects to consider that could save time and money when an affiliate taps into the
systems and processes of a bigger organization. These include resources to conduct
deep market research, as well as new tools, technology, sales, education or marketing
expertise.
In the case of Coldwell Banker Commercial, affiliates gain access to a network of more
than 3,000 commercial professionals. That far-reaching footprint and collective expertise can be leveraged by an affiliate to increase market share and efficiently grow their
business either organically or via referrals.
Tremendous value is also realized just by saying your company is aligned with one of
the oldest and most respected names in real estate, too. Many decisions are made to
go with a company that has a trusted brand with a long history because it addresses
concerns that a company is inexperienced or is too small to handle a deal. By being
part of a well-run national organization, clients can feel safe about going with a local
operator who can now bring a much larger suite of tools to the table – along with their
local market knowledge.
That large presence and legacy of operations is part of what is driving the growth of
the Coldwell Banker Commercial franchise network today. Another aspect is the leading-edge initiatives being introduced by the company. One such innovation that was
deployed last year was the Inclusive Ownership program, an initiative to increase representation of minority, women, LGBTQ+ and veteran entrepreneurs in the real estate
industry.
The first three brokerages that elected to join the Coldwell Banker Commercial brand
as part of this new program were Coldwell Banker Commercial Global 1 in Atlanta, Ga.,
and Coldwell Banker Commercial Northland in Flagstaff, Ariz. The firms have been part
of Coldwell Banker Commercial for several months now, thus their insights are particularly revealing about the value of the affiliation they’ve already realized.

4762 Rivers Ave. N. Charleston, SC
4,456 SF | 0.42 AC | $672,000
Lowcountry Rapid Transit is a bus rapid
transit system that connects, downtown
Charleston, North Charleston and Summerville. More than just a transit system,
this project will transform the infrastructure in our region to improve mobility for
people on public transportation, in cars,
on foot and on bikes, and will be a catalyst for economic growth and prosperity
throughout the area.

LAND SPACE NEAR PARK
CIRCLE FOR LEASE

5154 N. Rhett Ave. N. Charleston, SC
1.85 AC | $3,000 Monthly
Park Circle land space for lease! Located
at the North Rhett Ave. exit off of I-526,
two exits before Don Holt Bridge and
Clements Ferry Rd./Daniel Island. Zoned
B-1 General Business, there are many
uses in the city of North Charleston.
GreatLocation near Park Circle Neighborhoods and for B-1 uses with quick on
and offaccess to Mark Clark Expressway.
Landlord willing to lease. Formerly a gas
station, open parking and cement lot
area with high traffic count and visibility.
James A. Dingle
843-822-4311 | jdingle@cbcatlantic.com
dinglerealestate.com
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They indicate the appeal of joining started with the fact that each new brokerage that
affiliated with Coldwell Banker as part of this program do not pay the initial franchise
fee and receive financial incentives to support diverse business owners in the critical
first two years of business. Benefits include up to $100,000 of funding, royalty fee rebates as well as education, mentorship and membership in key industry organizations.
The decision by Becky McBride to add Coldwell Banker Commercial as an affiliate
in Arizona was simply a matter of recognizing that breaking into a new segment of
the industry, the commercial real estate sector, would require a new approach. The
broker-owner of Coldwell Banker Commercial Northland says, “As our company has
expanded throughout Northern Arizona, I knew it was time to expand into the commercial real estate sector, utilizing the resources of the Coldwell Banker Commercial brand.
The technology, marketing support and education from the Coldwell Banker Commercial brand is amazing and will have an enormous impact on our successes. I’m excited
to pursue this great opportunity and launch this new endeavor as a woman-owned
commercial real estate brokerage.”
The experiences of these new brokerage affiliates from the front lines highlight the
value they are realizing since joining Coldwell Banker Commercial. It also underscores
the results that an affiliate can achieve as part of a larger organization, which ultimately
helps explain the growth in popularity of franchise networks like Coldwell Banker Commercial in the U.S.

LATEST TRANSACTIONS
Summerville, SC - 2/22/2021 - Julia Donovan of Coldwell Banker Commercial Atlantic
represented the Buyer, Qigang Zhang, in the Purchase of a 2,056-square-foot Residential Single Detached for $277,000 at 512 Beverly Dr. in Summerville, SC. Ashley Mitchell
of Remax represented the Seller.
North Charleston, SC - 2/22/2021 - Julia Donovan of Coldwell Banker Commercial Atlantic represented the Buyer, A & W Property, LLC, in the Purchase of a 926-square-foot
Residential Single Detached for $92,000 at 2607 Wye Lane in North Charleston, SC.
Walid Ismail of Ismail Real Estate represented the Seller.
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OTRANTO PLAZA RETAIL
SPACE FOR LEASE

8780 Rivers Ave.
North Charleston, SC
1,400 - 2,800 SF | $14 PSF NNN
Otranto Plaza is a Piggly Wiggly anchored shopping center located at 8780
Rivers Avenue, one of the most prominent intersections of Rivers Avenue at
Otranto Rd. This location offers some of
the highest traffic counts in the tri-county.
The center offers abundant parking, excellent visability and convenient access
off of Otranto Road. Great opportunity
in a rapidly developing area! Otranto
Plaza is under new ownership and management with many upgrades planned
for 2021.

OFFICE SPACE ON
DANIEL ISLAND
FOR LEASE AND SALE

Hilton Head Island, SC - 2/22/2021 - Brent Case, CCIM and Hannah Kamba of Coldwell
Banker Commercial Atlantic represented the Tenant, TDT Hilton Head LLC dba Top
Dawg Tavern, in the in the Lease of a 3,115-square-foot Retail at 13 Harbourside Ln.
Units C & D in Hilton Head Island, SC. Laurie Sell of Palmetto Dunes represented the
Landlord.
North Charleston, SC - 2/4/2021 – Lee Givens of Coldwell Banker Commercial Atlantic
represented the Seller, Theresa and Timothy Adams, in the Sale of a 0.42-acre retail
piece for $42,000 at 150 E. Main St. in Harleyville, SC. Pam Gouty of Southern Lifestyle
Properties represented the Buyer.
Charleston, SC - 2/8/2021 – Julia Donovan of Coldwell Banker Commercial Atlantic
represented the Buyer, Qiming Zhn, in the Purchase of a 1,840-square-foot Town House
for $245,880 at 115 Grand Palm in Summerville, SC. Ryan Homes represented the Seller.

Great 2nd floor office space on Daniel
Island. Conveniently located off Clements Ferry Road with quick access
to 526. Little thru traffic and close to
Daniel Island Marina. For lease and
sale - call agent for more information
or to schedule a showing.
Steve Hund | 843-990-2417
shund@cbcatlantic.com
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“Local Power, Global Presence”
3506 West Montague Ave., Ste. 200

North Charleston, SC 29418

+1 843 744 9877

cbcatlantic.com

