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How do you fill vacancies today?
Question of the Monthct

rm Russell Munz

Pyramid Real 
Estate Group

Vacancies and slow-pay tenants are
cash flow killers for property owners today.

COMMERCIAL PROPERTIES

How to Solve a

Cash Flow Crunch
For commercial property owners, times have changed. Today’s economy has turned previously profitable and easily-
managed properties into many now struggling to maintain positive cash flow… and more difficult to manage.

Property Owner Problems:
Some tenants don’t pay, are slower to pay or have already vacated. The property’s cash flow crunches down to a crawl. 
Distribution checks to the property owners shrink or stop, so their cash returns get hammered. Properties that used to be 
easier to manage at a profit are now increasingly difficult. Frankly, the same management methods that used to work just 
won’t cut it today. The most common causes? Whether the property is self-managed, run by a family member or maybe 
a manager that’s underperforming… decades of experience have shown us that these scenarios can create management 
deficiencies that seriously diminish cash flow.

How to Solve It:
Three important pieces must be better connected… Vacancies, Communication and Cash Flow.

1) Vacancies – Today management must be more competitive to keep tenants and attract new tenants in a dog-eat-dog marketplace. Not necessarily lower pricing, instead a 
heightened focus on the tenants, your customers.

2) Communication – Property management must communicate better (clearly and regularly), solve problems quicker and maintain positive relationships with tenants.

3) Cash Flow – What your investment is all about. Monthly financials are a must to stay on top of your investment; tenants must be sent monthly rent bills to enforce late fees; 
and delinquency letters and follow up calls chase in $.

Why Pyramid Real Estate Group Makes More Money for Property Owners:
After decades of experience and successful turnarounds, we solve cash flow problems with our 3 unique ingredients.

• Great People – Better tenant communications and better property problem-solving ideas come from our team of experienced 
professionals that are committed to our client’s success.

• Great Communication – Up to 10 real-time online communication tools such as monthly statements, delinquency notices, 
online tenant payments, expense & maintenance tracking, and financial mgmt tools.

• Great Reporting – “Clear View” Property Mgmt
A Pyramid exclusive online property mgmt toolbox includes all the tools you need to monitor and manage your property 
easily at your fingertips.

Let’s talk over  your situation.
Call us! (203) 391-6825 

20 Summer Street, Stamford, CT 06901
www.pyramidREgroup.com

Vacancies are on the rise and job 
one is to get them filled.  Easier said 
than done?  In this article I will share 
several successful tactics from our 
company’s 37 years of experience.  
In the last 10 years Pyramid Real Es-
tate Group has executed 604 leases 
equaling 1,719,729 s/f with gross 
rents totaling over $120,023,397.

Tenants are people and right now 
people are anxious.  The major bar-
rier to filling a vacancy is to reduce 
a prospective tenant’s perceived 
anxiety about entering into a lease.  
How do you overcome this psychol-
ogy?  Allow them an out.

One way of doing this is by of-
fering the tenant a onetime option 
to walk away from the lease – say 
at the 12 month mark within a 
short documented window.  This 
has worked well for senior broker 
Norman Lotstein in our office.

The next solution is offering a 
“test drive”.  The test drive from 
car sales is when you allow the 
buyer to experience the vehicle 
– sometimes offering to take the 
car home overnight – and the car 
sells.  In sales this is also referred 
to as the “puppy dog close” – take 
it home, you fall in love and the dog 
is sold.  In both cases you experi-
ence ownership with no risk.  In real 
estate Pyramid is offering a retail 
tenant a 6 month test drive to try 
the location for their business.  Dur-
ing this time the tenant pays CAM 
only – at the end of the 6 months 
the tenant’s test drive is converted 
to a lease.  No risk to the tenant, 
the building owner gets expenses 

paid and a high probability in our 
experience of a full term lease.  This 
has worked well for senior broker 
Brian Dornan in our office.

The next solution is designed 
to get the tenant off the sidelines.  
Encourage the tenant to make an of-
fer even if it is lower than you want 
– get their juices flowing and gets 
them into the game.  Like people 
at an auction once you get them in 
the game they are competitive and 
want to win, want to close.

Pricing is the key component.  
With competing vacant space on 
the market our suggestion is not to 
advertise rent as negotiable.  Tenants 
will pass your location by.  There 
are too many choices with straight 
up pricing.  Also tenants are asking 
us to run a report for available space 
within a specific rental price range 
and negotiable properties don’t 
show up many times.

Finance the fit up.  Building 
owners are paying for the fit up 
for longer term lease deals and 
increasing rents.  Remember ten-
ants are tight on credit and cash is 
king for them.

The last word on pricing is of 
course if you drop the price you 

will fill the space.  Consider airline 
pricing with lower rents for the 
first vacancies and as you fill space 
increase your rents.

What works to attract tenants? 
Just putting up a sign and adding 
the property to internet sites does 
not cut it.  Technology and this last 
market expansion have caused many 
to become lazy. What works is what 
has always worked: old fashioned 
real estate practices.  Canvassing, 
networking and contacts with LO-
CAL businesses turns up tenants.

Next, I find that if I have a goal 
and I focus resources on it, I reach 
it.  If your real estate goal is to fill 
a vacancy a focused resource is a 
broker to get it filled.  Find a broker 
who will canvass, network and is 

What works to attract tenants? Just put-
ting up a sign and adding the property to 
internet sites does not cut it.  Technol-
ogy and this last market expansion have 
caused many to become lazy. What works 
is what has always worked: old fashioned 
real estate practices.  Canvassing, net-
working and contacts with LOCAL busi-
nesses turns up tenants.

energetic, someone who will knock 
themselves out for you and you will 
get it filled.  But you will only get a 
broker’s focused attention with an 
exclusive listing.  There are so many 
vacancies to fill that an intelligent 
broker will spend their finite time 
only on deals where they have more 
assurance of being compensated.  

Good luck filling your vacancies 
and I hope I’ve provided at least 
one strategy that will help.  Alter-
natively, if you want smart, creative 
solutions or a hard working, focused 
resource to fill your vacancies give 
us a call - we have the desire and 
know how.

Russell Munz is co-owner and 
COO of Pyramid Real Estate 
Group in Stamford, Conn.

Tenants are people and right now people 
are anxious.  The major barrier to filling 
a vacancy is to reduce a prospective ten-
ant’s perceived anxiety about entering into 
a lease.  How do you overcome this psy-
chology?  Allow them an out.


