How Do You Sell a Multifamily or
Commercial Property in the North Bay?

The best way to sell a multifamily or commercial property in the North Bay is to understand its
market value, prepare it carefully, and fully expose it to qualified buyers. In my experience,
owners achieve stronger results when the market—not a single unsolicited offer—determines
what their property is worth.

Whether you own an apartment building, office, retail, industrial, or mixed-use property, selling
can be a smart move. But the process is rarely straightforward. Each North Bay community has
its own dynamics, and buyers will look closely at income, expenses, zoning, tenancy, and
long-term potential.

Here is the framework | use to help owners pursue the strongest outcome with the least friction.

What Makes the North Bay Commercial Property Market
Different?

The North Bay is not one uniform real estate market. It is a collection of hyper-local submarkets
across Marin, Sonoma, and Napa counties.

Pricing, tenant demand, and investor appetite can vary significantly between a property along
the Highway 101 corridor and one located only a few blocks away. The buyer pool also changes
depending on whether you are selling multifamily, office, retail, industrial, or mixed-use property.
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Before making a decision, an owner should understand:

Realistic pricing for the property type and location
The likely buyer pool

Current market momentum

Potential risks or friction points

How buyers will evaluate the income and expenses

Good local information sets realistic expectations and helps avoid expensive surprises later.

How Should You Prepare the Property for Sale?

Buyers want stability, clarity, and clean documentation. Thoughtful preparation can protect value
and reduce the risk of renegotiation during due diligence.

Start by addressing obvious repairs and improving curb appeal. Clean the interiors, common
areas, landscaping, and other visible spaces that shape a buyer’s first impression.

The paperwork deserves the same attention. Organize leases, rent rolls, service contracts,
operating statements, and other financial records before the property reaches the market.

A well-presented building supported by complete records tells buyers that the asset has been
managed responsibly. It also gives them fewer reasons to question the price or ask for
concessions.

How Do You Determine What the Property Is Really
Worth?

Pricing is one of the most strategic parts of the sale. Price too high and the property may sit on
the market. Price too low—or accept the first offer that appears—and you may leave significant
money on the table.

An effective valuation should consider:

Recent multifamily or commercial sales in the submarket
Actual income and expenses, including the trailing 12 months
Tenant mix and lease terms

Zoning, use restrictions, and redevelopment potential
Current buyer expectations for the asset class
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A property’s value is not based solely on its square footage or what another building sold for
nearby. Buyers examine the reliability of the income, future expenses, lease rollover, physical
condition, and long-term potential.

This is why | begin with a thorough valuation process. Depending on the property, that may
include a lease audit, income analysis, and comparable-sales study. The goal is to give the
owner a realistic understanding of value before making a decision.

Why Can an Unsolicited Offer Be Misleading?

An unsolicited offer can look attractive, especially when the price appears reasonable and the
process promises to be quick. But without a valuation and market exposure, the owner has no
reliable way to know whether the offer represents fair market value.

| worked with Leonard P., the owner of a 16,000-square-foot light industrial warehouse in Marin
County. Leonard had received an unsolicited offer to purchase the building. The offer looked
good, but because he was not in the business of selling commercial property, he was unsure
whether the price and terms were truly fair.

| completed a valuation study that included a lease audit, income analysis, and review of
comparable sales. Based on that work, Leonard decided to bring the property to the open
market instead of accepting the unsolicited offer.

That decision ultimately earned him an additional $670,000.

The lesson is not that every unsolicited offer is bad. It is that an owner should understand the
property’s value and available alternatives before saying yes.

What Can Full Market Exposure Change?

Effective marketing is not about showing a property to the largest possible audience. It is about
reaching qualified buyers through enough relevant channels to create competition.

For Leonard’s industrial property, | used my Full Market Exposure Program to reach potential
buyers through social media, direct mail, industry subscription services, cold calling, broker
relationships, and traditional networking.

Within 15 days, we had competing offers. The property sold for more than $330 per square foot
and closed within 45 days.

Without market exposure, Leonard would have had only one offer against which to judge the
property’s value. By creating competition, he gained better information, greater negotiating
leverage, and a substantially stronger financial result.
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Most qualified North Bay multifamily and commercial buyers are reached through a combination
of:

Direct outreach to active investors

Targeted email and direct-mail campaigns

Regional brokerage relationships

Industry subscription services

Curated exposure on platforms such as LoopNet and Crexi
Personal networking and direct conversations

Different buyers pay attention to different channels. A strong marketing process reaches them
where they are and gives them a clear reason to act.

Why Does the Right Advisor Matter?

Selling multifamily or commercial property often involves more moving pieces than owners
initially expect. Rent rolls, lease abstracts, estoppels, common-area maintenance
reconciliations, inspections, tenant communication, city requirements, and due-diligence
deadlines all need to be managed.

An experienced North Bay advisor should help by:

Preparing the financial information and positioning the asset
Identifying the most likely buyers

Anticipating questions before they become problems
Coordinating inspections, documents, and deadlines
Negotiating from preparation rather than urgency

Maintaining momentum from the initial launch through closing

My role is not simply to place a property online. It is to create a process that allows the market to
respond, gives the owner reliable information, and keeps the transaction moving toward a
successful closing.

What North Bay Strengths Should Buyers Understand?

The North Bay offers qualities that continue to attract multifamily and commercial investors,
including limited new supply, strong tenant demand, a high quality of life, established
downtowns and commercial corridors, and proximity to the greater Bay Area.

These fundamentals should be part of the property’s story. Buyers need to understand not only
what the asset produces today, but also why its location may support value over the long term.

The strongest marketing connects the individual property to the larger advantages of its
community and submarket.
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What Tax and Legal Issues Should You Review?

Before bringing a property to market, speak with your CPA and attorney about issues that may
affect your net proceeds or timing.

These may include:

Capital gains exposure

A potential 1031 exchange

Estate or ownership-entity considerations
Local transfer taxes

Compliance requirements for the property

These discussions should happen early. Waiting until a buyer is in contract can limit your
choices and create unnecessary pressure.

How Do You Keep the Closing on Track?

Once you have selected a qualified buyer, the focus shifts to execution. The parties must
finalize the purchase agreement, complete inspections and due diligence, respond to questions,
satisfy conditions, and prepare the transfer documents.

Organization and steady communication matter. A disciplined process keeps small issues from
becoming major obstacles and helps prevent last-minute surprises.

The bottom line for North Bay property owners is simple: preparation and market exposure
create leverage. Before accepting an offer, make sure you understand what you own, what it is
worth, and what qualified buyers may be willing to pay.

Are You Considering a Sale in the Next 12 to 18 Months?

If you own a multifamily or commercial property in Marin, Sonoma, or Napa County and are
considering a sale now—or within the next 12 to 18 months—I can help you evaluate its value,
identify potential obstacles, and determine the right strategy and timing.

You do not need to wait until you are ready to list. An early conversation can give you the
information and time needed to prepare the property correctly.

Let’'s connect and map out the right path forward.

#NorthBayRealEstate #CommercialRealEstate #Multifamilylnvesting #MarinCounty
#SonomaCounty
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