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From instant rental rate
‘information to detailed
mapping and analysis,
today’s technology allows
brokers to have crucial
data at their fingertips

BY CAROL SCHLIESINGER

=% mart phones and tech advancements are sim-
ply jaw-dropping today, with myriad tools and
costly functions.
But in the year after the iPad’s launch, can all these cool
widgets turn convenience into do]lar signs for commercial
real estate brokers?
Luis Garza is a research analyst with Grubb.& Ellis and
oversees the research and studies for the firm’s Central Tex-
as markets. Garza works with a proprietary database used
to aggregate, analyze, interpret and report on economic and
CRE trends that impact all levels of the local and national mar-
kets.
With the data, the firm publishes internal and external quar-
terly forecast reports. Garza also acquires and verifies market
i T data related to properties, company listings, comparative list-
ings, tenants and comparable lease and sales transactions.

. Without technological advancements it would be practically
impossible for Garza to do his job competitively, he says.
“Technology is always evolving. As a company we have to keep
' up with technology in constant ways and improve our resources,”
HUE DOMINGUEZ [ SAN ANTONIO SUSINESS souBnaL says Garza. “We have some of the best grass- roots level researgch
Luis Garza research analyst with Grubb & Ellls, uses data to publlsh forecasts and analyses that help with brokers in their sales. in the industry. Specifically we’re in most of the major markets. We've

got a proprietary database, called G2. That is reaﬂy the central brain
of where we collect and analyze our information.”
Asked whether technology is a key tool in helping CRE professwnals emerge from the

D 8 h | [ ; A xe PQ}( C om p an y downturn Garza says: “Absolutely,” he says. “Any little thing that can set you apart in the

clients’ mind it’s going to go a long way,” adds Garza.

Numbers talk

- Technology and research are fundamental for commercial real estate clients looking for
factual information. Many clients rely on it and don’t feel comfortable making a transac-
tion unless they have the statistics and the information on which to base their decision.

The problem: There are so many new and innovative analytical products that it’s dif- “
ficult to choose a few and stay focused. That’s where professionals — like Garza — come
in. Since he deals with the avalanche of data every day, he helps brokers and customers
from being overwhelmed or misguided.

Clients often don’t understand how to interpret the information, and Ernest Brown,
managing officér with Grubb & Ellis, says hiring a broker can help them understand and
interpret the data. Some functions allow the broker or property owner to track individual
investor’s activity, such as the number of times visited the Website, pages visited, number
of downloads and individual activity of each investor.

“That type of information is phenomenal because then you know who is more inter-
ested,” adds Brown. -

Most GIS and mapping tools include flood
maps, demographics, traffic patterns, exist-
ing inventory, competition, which all con-
tribute to informed decisions for the client.

/,/;a Brown add§ that cell phone apps help look

up facts and information from anyone’s cell
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: phone. Satellite positioning allows a person
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. “You.could be driving a client around and
the client says ‘Hey, tell me about that prop-

é § %Q‘UJ’ . erty’ That’s really powerful, real powerful,”

- v : . says Brown.
Offering features tha . » - Companies have to spend time domg
securely printed, copied, scanne faxed Imizing y S, ' homework before investing in a software
” P e ?é? theft i e e A =7 % PE LOTON " | package. It's important to make sure it
exposure Lo data thelt from memory retention. COMMERCIAL REAL ESTATE won't burden brokers with so much in-
, house work that they don’t have time to

For more informatior d a h ! l l show clients properties.

contact Stephanie Stephens www.pelotoncre.com People have become inundated with

www.dahiL.com at sstephens@éﬂhs Hoom oo DALLAS | EORT WORTH | SAN ANTONIO See NEXT PAGE




www.sanantoniobusinessjournal.com

COMMERCIAL REAL ESTATE & CREW

MARCH 18,2011 5B

TECH: Personal relationships still key to the dealmaking
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building systems that they now have to spend 25 percent
of the day maintaining. They’re taking themselves out of
the market to maintain a system. Lots of pros and cons,”
says Brown.

The human factor

Lindsey Tucker, senior vice president at Transwestern,
says she uses her iPad more every day, in clients meetings
or prospect tours.

But clients want results, and Tucker knows that.

“The iPad won’t close the next deal for a client; how-
ever, it communicates you are making an extra effort to
sell their product to produce results,” says Tucker. “You
and your actions represent your client: showing creativ-
ity and desire to learn new technologies can be a positive
characteristic in your client’s eyes. The iPad is a good tool
to show that.”

How important is it for CRE professionals to become up-
to-speed on every itool?

It’s not critically important, but depends on what line of
work you’re in, says Brown.

“For some clients technology is not useful to them, they

want to pick my brain, get my recommendation, my ad- -

vice. They want me to do analysis and talk to them about
the pros and cons,” he adds

“tPAD.WON'T CLOSE THE NEXT DEAL
COMMUNICATES

Nothing will end up replacing personal relationships
between clients and brokers, says Todd Gold general
manager with NAI REOC Partners. The increase of pro-
grams and apps will only be tools designed to perform
an action for a person. And while technology is embraced
throughout his firm, Gold says, money is not made from
the tools, but from the unique people who use them cor-
rectly and listen to their clients.

Big picture

While tools and gadgets are popping up all over the mar-
ket, Gold says people need to consider the big trends, In-
ternet accessibility, remote capabilities and going digital,
adding that in his office — except for copies of leases —
everything is digitized to prevent paper clutter.

With so many options out there, new technology slows
down many investment decisions, says Gold.

“When there’s one financial analysis tool, that’s great. -

But when you have six, and each one is going to take you
a couple of hours to investigate, now you're looking at
spending a couple of days just to make comparisons,” he
adds.

From a technology standpomt there are a lot of new
applications that make companies and brokers more effi-
cient, says Kevin Roberts, general manager at Transwest-
ern.

“Cloud computing is a way for client and brokers to
have real time information available to both parties and
can even view the same document being changed,” adds
Roberts.

Looking at the next five years, Gold says the amount of
info professionals can access will increase. Remote access
will become second-nature, where one can open an iPad
and access the Website in the client’s office and even take
a virtual tour of your destination before you arrive.

“All of it is here to stay,” says Brown.

CAROL SCHLIESINGER is a San Antonio freelance writer,
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