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Navigating the Now - Turning Interest Rate Fatigue Into a Strategic Advantage

After months of “higher for longer,” many property owners are feeling interest rate fatigue.
Financing is tighter, and it’s easy to feel like the market is on pause.

But here’s the thing: | sell buildings in every market—because life doesn’t wait for perfect
timing.

A sale is often triggered by a life decision: retirement, estate planning, partnership changes, or
simply the desire for less management—not by interest rates.

I’'m working with owners who are using this time wisely:

e Prepping properties for future sale with smart upgrades
e Exploring creative financing options to attract the right buyers
e Transitioning equity into low-maintenance investments or cash-flow opportunities

In a rising or sustained high interest rate environment, many commercial property owners and
investors experience hesitation, expecting deals to slow or values to dip. While it's true that the
market has shifted, seasoned investors know that opportunity still exists—especially when
approached with clarity, creativity, and strategy. This white paper outlines how to think and act
decisively during periods of interest rate fatigue and uncertainty.

Market Context: Understanding “Interest Rate Fatigue”

After several quarters of elevated borrowing costs, both buyers and sellers are showing signs of
wear. Underwriting is tougher, refinance terms are tighter, and many owners are delaying
decisions—waiting for rates to fall.

But this fatigue can also create opportunity. With fewer listings on the market, well-positioned
properties often command attention. Meanwhile, long-term owners with equity have leverage
in structuring win-win transactions.

Key Strategies for Sellers in a High-Rate Market

1. Recognize that life events—not interest rates—drive most sales.

Owners frequently decide to sell due to retirement, estate planning, partnership changes, or
the desire to simplify their portfolio. Waiting for the “perfect” market often delays the
inevitable—and can limit options when timing is no longer a choice.
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2. Optimize before listing.

Take this time to improve curb appeal, address deferred maintenance, or boost cash flow
through better tenanting. These small adjustments can yield big returns, especially in a market
where buyers are more selective.

3. Offer flexible terms.
Creative solutions such as seller financing, leasebacks, or assumable debt can help deals pencil
and make your offering stand out from the crowd.

Key Strategies for Buyers

1. Focus on fundamentals.

In any market, location, tenant strength, lease terms, and replacement cost matter. When rates
are high, these fundamentals become even more important—and can help justify the long-term
hold.

2. Be ready to move when the right opportunity arises.
Today’s deals often involve fewer competing bids. Investors with dry powder and decisiveness
can negotiate better terms and capture upside that others miss.

3. Think long-term.
If your investment horizon is five to ten years, locking in a slightly higher rate today may still
yield solid returns—especially when paired with NOI growth and favorable tax treatment.

Final Thoughts

Market rates will normalize, favoring investors who make thoughtful decisions now. Navigating a
high-rate environment requires perspective, preparation, and an experienced advisor. Let's
discuss your options for this year or the next five; clarity is key.

P.S. I’'m always available for a no-pressure valuation or second opinion. Just reply and let’s
talk.

Testimonial: “Ces made what felt like a complicated decision incredibly easy. From the start, Ces
provided us with clear options, expert advice, and a strategy that aligned perfectly with our
goals. The entire process—from listing to closing—was seamless, efficient, and stress-free. We
couldn’t be happier with the outcome, and we’re grateful to Ces for helping us secure a sale that
met our financial needs without the hassle of managing the property. We would absolutely trust
Ces again for any of our future real estate decisions!" — Larry & Susanna
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