
 

 
 
 
 
 

How to Sell Commercial Property in the North Bay 
Market: A Simple Guide 

 
 
Selling multifamily or commercial property in the North Bay—whether an 
apartment building, office, retail, industrial, or mixed-use asset—can be a smart 
move, but the process is rarely straightforward. Each town has its own rules, 
demand shifts block by block, and buyers are looking closely at income, zoning, 
and long-term potential. 

If you’re preparing for a sale, here’s a simple framework to help you get the 
strongest outcome with the least friction. 

1. Understand Today’s North Bay Market 

The North Bay isn’t one uniform market—it’s a collection of hyper-local 
submarkets across Marin, Sonoma, and Napa. Pricing, tenant demand, and 
investor appetite can look completely different between a corridor on 101 and a 
neighborhood property a few blocks off it. 

A quick conversation with a real estate professional who works this region daily 
will give you clarity on: 

●​ realistic pricing for multifamily or commercial assets 
●​ the buyer pool for your specific product type 
●​ timing and market momentum 
●​ key risks or friction points 
●​ how buyers will underwrite your income and expenses 

Good intel upfront sets expectations and helps avoid surprises later. 

2. Prepare the Property 

Whether multifamily or commercial, buyers want stability, clarity, and 
cleanliness. Thoughtful preparation can protect value and help avoid retrades 
during due diligence. 
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Focus on: 

●​ addressing obvious repairs 
●​ improving curb appeal 
●​ cleaning interiors and common areas 
●​ organizing leases, service contracts, and financials 

 
A well-presented building sends a strong message and reduces negotiation 
pressure. 
 
3. Price With Precision 
 
Pricing is one of the most strategic parts of the process. Too high and your 
listing stalls; too low and you leave money on the table. 
 
A smart pricing strategy looks at: 

●​ recent multifamily or commercial sales in your submarket 
●​ actual income/expense performance (T-12) 
●​ tenant mix and lease terms 
●​ zoning, use restrictions, and redevelopment potential 
●​ buyer expectations for that asset class today 

 
Accurate pricing demonstrates credibility and attracts serious buyers. 
 
4. Market the Property Strategically 
 
Effective marketing is not about volume—it’s about targeting. 
Most North Bay multifamily and commercial buyers come from: 

●​ direct outreach to qualified investors 
●​ email campaigns to active buyer lists 
●​ regional broker networks 
●​ curated online exposure (LoopNet, Crexi, etc.) 

 
The goal is to highlight the property’s strengths, the submarket story, and the 
long-term upside in a way that resonates with the right audience. 
 
 

 

 



 

 

 

 

5. Work With a Real Estate Professional Who Understands Multifamily 
and Commercial Assets 
 
Selling these property types involves more complexity than most owners 
expect—estoppels, lease abstracts, rent rolls, CAM reconciliations, tenant 
communication, city compliance, inspections, and due-diligence timelines. 
 
An experienced North Bay advisor helps by: 
 

●​ preparing clean financials and asset positioning 
●​ anticipating buyer questions before they become issues 
●​ negotiating from strength, not urgency 
●​ coordinating the entire process to maintain momentum 

 
This is where deals are won or lost. 
 
6. Highlight the Strengths of the North Bay 
 
When positioning the asset, make the most of what sets the region apart: 

●​ strong tenant demand 
●​ limited new supply 
●​ high quality of life 
●​ resilient downtowns and corridors 
●​ strategic location within the greater Bay Area 

 
These fundamentals support long-term value for multifamily and commercial 
investors. 
 
7. Understand Tax and Legal Considerations 
 
Before bringing the property to market, it’s wise to review: 

●​ capital gains exposure 
●​ 1031 exchange options 
●​ estate or entity considerations 
●​ local transfer taxes 
●​ compliance requirements for multifamily or commercial assets 

 
A quick consultation with your CPA or attorney—coordinated with your 
advisor—can save you time and money. 

 



 

 

 

 
8. Close Smoothly 
 
Once you’ve secured a strong buyer, closing involves: 

●​ finalizing the purchase agreement 
●​ completing inspections and due diligence 
●​ addressing questions or conditions 
●​ preparing documentation for transfer of ownership 

 
A steady, organized process keeps the deal on track and prevents last-minute 
surprises. 
 
Thinking About Selling Your Multifamily or Commercial Property in the 
North Bay? 
 
If you’re planning a sale—now or in the next 12–18 months—it’s helpful to 
understand your value, the current market, and the best timing. I help owners 
across Marin, Sonoma, and Napa position their buildings correctly, reduce 
friction, and secure clean, fair terms. 
 
If you want to talk through your property or explore your options, I’m here to 
help. 
 
Let’s connect and map out the right path forward. 
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