



Contacting a Commercial Real Estate Broker (08 2026).

When calling a commercial real estate (CRE) firm, the receptionist or office manager acts as the "gatekeeper." Their job is to screen out sales calls, spam, and unvetted inquiries.
To get past the gatekeeper quickly, you must sound like an active, institutional buyer with capital intent who is assigning them a specific deal-matching task.
🎯 The Gatekeeper Script Strategy
Rule 1: Name the Specific Sub-Market & Asset Class Immediately
Do not say "I'm looking for a broker to buy some land." Instead, say "I need the senior broker who manages industrial flex and air-cargo logistics sites near PDX."
Rule 2: Speak with Institutional Authority
Use precise terms like Site Acquisition, B2B Logistics Overlay, and Letter of Intent (LOI).02
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📞 The Call Script (Word-for-Word)
Office Manager: "Good morning, [Brokerage Name], how can I help you?"
You: "Good morning! Name is [Grady XZ Radford Jr.] with G-Money Development. We are currently acquiring industrial flex and high-cube redevelopment parcels in the PDX logistics corridor for a tech-transport campus.
Need the lead commercial broker (Full name - Title/Position - Contact Number, and Email Address) who is overseeing industrial, flex, or air-cargo sites within seven miles of PDX. So, I can send over our formal Site Acquisition Briefing."

🔀 Overseeing Common Gatekeeper Responses
Scenario A: They ask, "Is this regarding a specific listing?"
You: "We are evaluating both on-market listings and off-market site opportunities for an immediate acquisition under our holding trust. Want to make sure our criteria PDF lands directly on the desk of the broker who manages your industrial/flex inventory in that specific sub-market."


Scenario B: They say, "You can send it to our general info email address."
You: "I appreciate that, but because this involves confidential trade-secret criteria and specific LOI terms under The Real Professional Holding Trust, our team requires a direct contact name and email for the senior industrial broker. Who oversees that specific practice area at your branch?"
Scenario C: They give you a name but refuse to give out direct emails.
You: "Understood. Could you contact me directly at [Broker's Name]'s desk or assistant so I can confirm their contact details for our formal acquisition dispatch?"
Plus
 We need to schedule a face-to-face meeting with the director on a Tuesday at 10:30 am or on a Wednesday at 2:30 pm for about 15-20 minutes. Can you schedule this meeting, or will I need to contact them?
D. Once a date and time have been scheduled, send the Action Brief by email 24 hours before the meeting date.

📝 Information Gathering Checklist
(Have CRE Broker Excel Spreadsheet Ready)
Before hanging up, ensure you have written down:
1. Full Name of the Senior Broker: (e.g., John Smith)
2. Exact Job Title: (e.g., Senior Vice President – Industrial & Logistics)
3. Direct Email Address: (e.g., jsmith@firm.com)
4. Direct Phone / Mobile Number: (If available)
5. Assistant / Junior Associate Name: (Often easier to reach than the principal broker)
💡 What to Do Immediately After the Call
1. Send the Email Within 15 Minutes: While the firm is fresh on the call log, send your Teaser Email with the CRE Broker Action Briefing PDF attached.
2. Reference for the Call in the Subject Line: * Subject: Site Acquisition Criteria | Attn: [Broker Name] (per call with [Office Manager Name])
Date of Meeting Script
What to bring:
	>>> Both Tablets
		*** Grey tablet  
		*** White tablet 
	>>> A Hard Copy of the USA Asset Report (Show only. Do not leave) 
	>>> Business Card

Now Start:

	 >>> Shake hands, introduce myself and the company I work for.
	>>> Open the grey tablet to the Landing Page.
	>>> Open the white tablet to the Tier 1 CRE Broker Work Report
	>>> Ask if they have had enough time to go over the landing page and the Action Brief.
	>>> If yes. Ask them: Can you email me a copy of your findings in response to our request within the next 24 hours?
         >>> (Review Landing Page if necessary).
      >>> Ask: Do you have any questions? 
If yes, have them email them to my office by the end of the day.
      >>> Stand up, look at them in the face, shake hands - leave business card and walk out.



