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Top Brokers Cross-sell 

Top Clients Buy Multiple Services 

Top Prospects Buy Multiple Services 

Differentiate While Prospecting 

Multiple Services = Better Retention 

Why Cross-sell? 



Know the Platform 

Trust the Platform and Stakeholders 

Go it Alone or Bring Them In?  

Can’t You Just Give Me Some Collateral?  

Speaking the Client’s Language 

Keys to Cross-selling 



Gary Helminski 

Project & 
Development 

Services 



Principles of Cross-selling 

 Serving our clients = Good! 

 Clients want ALL of our products and services. 

 Clients want our expertise—cross-selling 
demonstrates.  

 More you sell to clients = Harder to break away. 

 Sell one more service to every client, every 
year. 
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PDS Active Client Roster 
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Google 

National Credit Union 
Administration 

Oracle 
Turn 

SF Travel 

Varian 4B 

GoPro 



Institutional Clients 
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Adding Value Through: 
• Land Planning – Uses, 

Density, Entitlements 
• Development 
• Capital Planning 
• Building Modernization 
• Sustainability 
• Tenant PM Coordination 



Occupier Clients 
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Adding Value Through: 
• Development 
• Workplace Strategy 
• Tenant Project 

Management 
• Sustainability 
• Program Roll Outs 



Marla Maloney 

Building 
Management 

Services 



Clients 

6.1 MSF 780,000 SF 1.1 MSF 

Associates 

Assets 

Fountain Place Market Square Nashville West  600 California 

Cross-selling 
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1583  1653  



Differentiate Sales Cycle 

“Typical” Fee Structure 

“Ideal” Staffing Model 

Product Type Staffing 

Kingsley Associates Survey 

New Business Development 

 



Noble Carpenter 

Capital Markets 



Red Flags 

Short Notice 

“Come Alone” 

Sudden Involvement 



Pivotal Events 

Large Vacancy 

Stagnant Leasing 

Major Lease Execution 

Redevelopment or Repositioning 

Length of Ownership 



Measuring Success 

Fee Sharing = Cross-selling 

+20% 



Tri-State Success Story 

• 6 sales brokers on 2012 reduced to 2 in 2013 
• Reorganized: Merged NJ and NY teams to one 
• Focus on NJ Industrial: competition; market knowledge 
• Collaboration with Baltimore  
• Weekly meetings; office dynamic 
 
Results… 
• 2013: Two closed industrial sales: $55M 
• 2014: Three industrial sales UC and one in market - $170M; one 

financing in market - $65M; awarded 1M sf portfolio sale from 
GE/ Hampshire - $85M 

Adversity:  Leading  Through  Innovation 



Kevin Hughes and Greg Schuster 

Occupier Services 



Clients 

Local  
Partners 

Mark Mulvey 
Kirk 

Diamond  
Rob 

Learnard  Kirk Diamond 

Scope 
HQ TM 

 
 

Dialysis Center TM 

Retail TM/PjM/FM/LA 
 
 

HQ TM 
 
 

HQ PDS 

Retail TM 
 

Distribution TM 
 

HQ BTS 
 

National PDS 

Cross-Selling Success 
Traditional Retail Corp Services Outsourcing  



Clients 

Broker 
Partners 

Dale Powell 
Mike 

Hartmann Bob Ryan Frank McCafferty 

Scope 
TM 

 
 

Full Service 
Outsource 

TM 
 

Strategic Consulting 
 

FM/Asset 
Management 

TM/PLA/SC 

Cross-Selling Success 
Supporting the Platform 
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