
I am interested in buying a commercial property, but
the Seller does not seem to be forthcoming with
information. How do I get the Seller to play the game?
Sellers of commercial property are usually inundated

with enquiries from “serious” buyers. They spend a lot of

time sending piles of confidential information about

their property to these buyers and, for the most part,

they get little feedback from that point. Sellers get

increasingly frustrated throughout the process until the

point where they clam up and, understandably, have

little faith in any and all enquiries. The minimum listing

period of commercial property is around six months

depending on the property. Some properties can be on

the market for years before successfully changing

ownership. One can imagine in this period, how many

times a Seller would have entertained a conversation

around an interested buyer either directly with a buyer

or through a property broker.

We have learned that showing serious intent is far more effective than stating this intent verbally. Putting pen to

paper often commands a more favourable response than a phone call or basic email from a broker stating that

they have an interested buyer. A Letter of Intent or an Offer to Purchase allows the Seller to consider offer prices

but also the other terms of the offer that may impact their decision to accept or counter on the offer price. At

minimum a signed document should state: which entity is making the offer; the offer price; how the purchase

will be made (cash/mortgage bond); periods for due diligence and finance if the buyer will be needing these. This

document should be accompanied by a list of documents required for a due diligence. This list should be guided

by your broker and should be relevant to the type of sale being embarked on. In some cases, the acceptance of a

letter of intent can unlock the release of the due diligence documents or one would move to signing a formal

Agreement which in itself would unlock a due diligence as part of the suspensive conditions of the Agreement.

Sellers should find it easier to compromise on certain

aspects of the sale if the terms in their entirety are

attractive to them. For example, a Seller would perhaps

consider a reduced price for a cash sale or a shorter due

diligence period of 14 days. The concession, in this case,

would be less money on the sale, but a quicker transfer of

ownership. The negotiation on a property sale should be

seen as a “two-way street” in which the buyer and seller

respectfully compromise on the terms to reach an

amicable agreement. Once agreement is reached, both

parties should do what is necessary within reasonable time

frames to avoid unnecessary delays that lead to frustrations

and could see one party breaching an Agreement.

CRE Africa is a specialist commercial real estate group with offices in Johannesburg, Pretoria, Cape Town and Durban.
For more information visit us at www.cre-africa.com or email info@cre-africa.com.
Our services include:
Leasing, Sales, Investments, Developments, Property Management,
Facilities Management, Commercial Space Planning and Fitout, and Consulting

At  CRE Africa  we are well versed in these
processes and we work to ensure that all
parties are guided and advised on next
steps to guide the transaction from enquiry
to registration of transfer. 

Speak to our National Head of Property
Sales today for any and all advice on
buying or selling commercial property
on taschy@cre-africa.com or 
083 633 0901.


