How Can North Bay Property Owners
Reduce Transaction Friction Before a Sale?

North Bay property owners can reduce transaction friction by organizing the property, financial
records, leases, and key documents before buyers begin due diligence. Clear information builds
trust, limits delays, and gives the seller more control during negotiations.

The biggest threat to a successful sale is not always price, interest rates, or buyer demand.
Often, it is a series of small problems that make the transaction harder than it needs to be.

What Is Transaction Friction?

Transaction friction is anything that slows a sale, creates doubt, or makes it harder for a buyer to
reach a decision.

Common examples include:

Missing leases or amendments

An outdated rent roll

Expenses that do not match the financial statements
Unfinished common-area maintenance reconciliations
Missing permits or improvement records

Unanswered questions about repairs

Files spread across emails and different computers
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One missing document may not stop a deal. Several missing items can create a pattern that
makes buyers, lenders, and their advisors question the property.

When buyers cannot confirm an answer, they often assume more risk. That can lead to a lower
offer, longer due diligence, added conditions, or a request for a credit.

Why Does Friction Weaken a Seller’s Position?

A seller has the most leverage when qualified buyers are interested and confident enough to
move forward.

Confusion changes that balance. If buyers spend their time searching for basic information, they
may begin to focus more on risk than opportunity. They may also wonder what other problems
have not yet been disclosed.

Friction can affect:

The price and terms of an offer
The buyer’s financing

The appraisal

The length of due diligence
Requests for repairs or credits
The chance of closing on schedule

Good preparation does not guarantee a sale or prevent every question. It does make the
property easier to understand and gives the seller a stronger way to respond.

Which Property Documents Should Be Ready?

The exact list depends on whether the property is multifamily, office, retail, industrial, or
mixed-use. Most investment sales begin with the same basic records.

A seller should organize:

Current leases and amendments

Rent rolls and tenant information

Service and maintenance contracts
Property tax, insurance, and utility records
Plans and permits, when available
Environmental or property reports

Records of major repairs and improvements
Title and ownership information

Do not wait for a buyer to request each item. Build the property file early and review it for gaps.
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A well-organized digital file can make a major difference. Use clear folder names, consistent
dates, and simple file names so buyers and their advisors can find information quickly.

Which Financial Records Matter Most?

Buyers need to understand how the property has actually performed, not only how it might
perform in the future.

The financial package may include:

Trailing 12-month income and expenses
Prior-year operating statements

Current rent collections

Property taxes and insurance

Repair and maintenance costs
Common-area maintenance records

Capital improvements

Explanations for unusual income or expenses

The numbers should agree across the rent roll, leases, and operating statements. If they do not,
explain the difference before marketing begins.

Clean financials allow buyers to evaluate the property faster. They also help the broker explain
the income, answer questions, and support the pricing strategy.

How Should Leases Be Reviewed?

Leases often contain the information that matters most to an investor. A clean lease abstract
can remove hours of guesswork.

For each tenant, summarize:

Current rent

Lease start and expiration dates

Renewal or expansion options

Scheduled rent increases

Security deposit

Expense and maintenance responsibilities
Special rights, restrictions, or guarantees

The abstract does not replace the lease. It gives buyers a clear starting point and helps identify
items that need more review.
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For multifamily property, the same principle applies to rent rolls, tenant records, concessions,
deposits, and lease terms. The summary and source documents should tell the same story.

How Can the Physical Property Create Friction?

Documentation is only part of the preparation. The condition of the property also affects buyer
confidence.

Before going to market, consider:

Repairing active leaks

Correcting basic safety or access issues
Cleaning common areas

Removing unused materials and clutter
Testing exterior and common-area lighting
Organizing mechanical and utility areas
Gathering records for recent improvements

Not every repair needs to be completed before a sale. The important point is to understand the
issue, decide how it will be handled, and avoid being surprised during inspections.

A visible problem without an explanation may feel larger to a buyer than a known problem
supported by records and a reasonable plan.

Who Should Help Prepare the Sale?

Reducing friction is a team effort. Depending on the property, the team may include:

A commercial real estate advisor

A property manager

A CPA and attorney

An escrow or title officer

Contractors or other property specialists

Each professional sees a different part of the transaction. Bringing them in early can uncover
missing information, ownership concerns, lease questions, tax issues, or physical problems
before a buyer finds them.

My role is to organize the real estate process, anticipate buyer questions, and help the owner
decide what needs attention before the property reaches the market.

Ces Cecchin 17 E Sir Francis Drake Blvd., Ste. 203

@ MERIDIAN CALIC #01763657 Larkepur. GA 94939
COMMERCIAL

(415) 762-8064 (415) 451-4900

ces@meridiancommercial.com www.cesCREinvest.com




Does Preparation Affect Which Offer You Choose?

The highest price is not always the strongest offer.

A seller should also review the buyer’s financing, deposit, due-diligence period, contingencies,
closing schedule, and ability to perform. Clean information makes it easier to compare those terms
and decide which buyer has the clearest path to closing.

One North Bay ownership group received multiple offers after a strong marketing effort. Preparation
then helped the owners choose what they described as the offer most likely to close on time “with
less drama.”

That is the goal: not just an attractive offer, but an offer with a realistic chance of becoming a
completed sale.

When Should You Start Reducing Friction?

If you may sell within the next 12 months, begin now.
Early preparation gives you time to:

Find missing documents

Correct financial records

Review leases

Complete important repairs

Resolve ownership or title questions

Plan for taxes and a possible 1031 exchange
Decide how the property should be positioned

Waiting until the property is under contract puts the seller on the buyer’s schedule. Starting early
allows the owner to make decisions without the pressure of a closing deadline.

The bottom line for North Bay property owners is simple: an organized property is easier to
understand, easier to finance, and easier to close.

Are You Considering a North Bay Property Sale?

If you own a multifamily, office, retail, industrial, or mixed-use property in Marin, Sonoma, or Napa
County and may sell within the next 12 months, | can help you reduce transaction friction before
going to market.

We can review the property information, organize the sale process, and identify issues that may
affect value, timing, or negotiations.

Schedule a 15-minute conversation about preparing your North Bay property for sale.
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https://www.cescreinvest.com/book-a-15-minute-meeting/
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