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Paul founded the practice in 1985 
and has since built relationships 
with many local and international 
companies, establishing the 
respect of developers and 
investors across the commercial 
property spectrum. He is a true 
property professional whose 
experience, expertise and local 
area knowledge is unrivalled.  
Paul’s dual qualifications as both a 
chartered surveyor and chartered 
town planner, make him invaluable 
to anyone seeking to succeed 
in commercial property in the 
Thames Valley and beyond. Out of 
the office he is a keen golfer, cyclist 
and football pundit! 

This edition of the Master-guide series 
is for those looking for a commercial 
property agent and is here to guide you in 
making the best choice of agent.... 

Consummate professionalism
“If you think it’s expensive to hire a professional to do 
the job, wait until you hire an amateur” – Red Adair

I do enjoy a good quotation, and although I can’t 
recite much Shakespeare, there are one or two adroit 
business related quotes that stick in my mind. The 
above dates back to when the great Red Adair fought 
oil well fires around the world. He was something of 
a legend in his own lifetime, made a fortune (which 
wasn’t difficult at the prices he charged) but was a 
consummate professional – other people’s lives as well 
as his own were at stake when he took on a job.

False economies
At some stage I’m sure we’ve all thought it would be a 
smart move to save a few bob by getting by without 
using the services of a professional. Putting up some 
shelves or cutting your own hair can lead to some 
embarrassment, but when it comes to your business 
there is lot more at stake. Nevertheless, even in the 
commercial property world there are cases where 
people mistakenly decide that hiring a professional 
commercial property agent is going to cost them 
money and not make them money.

Experience counts
But always bear in mind that the fees you’ll pay 
are a relatively small outlay against the savings 
and increased profitability a good commercial 
property agent will bring to your portfolio. Against a 
commercial property standing empty, any costs that 
might be involved in paying an agent is going to be 
far outweighed by the benefits of having the property 
occupied 100% of the time.

But there is more to choosing a commercial property 
agent than just realizing that it makes good business 
sense, so here is my guide you can use in your search 
to find a good agent.

A new industry
Outside of London and the other major UK cities, the 
commercial property agent is a relative newcomer to 
the UK real estate industry.         Continued Overleaf....
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Up to the early eighties residential agencies 
established little dedicated commercial property 
departments which were often little more than 
one person, a telephone and a desk in the corner 
of the office who would deal with local high street 
leases and the like.

From there, local commercial property agencies 
grew informally and organically as property 
owners demanded higher levels of service and 
realized how their portfolio could benefit from 
professional management. Deriaz Slater were 
quick to understand that the skills and expertise 
required in commercial property management 
were significantly different to the residential 
market and so became dedicated commercial 
agents. Since then we have gained over thirty 
years of experience in the field.

•Tip: Look for a commercial property 
agent with a wealth of experience 
going back at least 30 years.

Local or national?
If you are thinking about finding a suitable 
commercial agent then one of the most important 
things to consider is finding one that has the 
requisite expertise and experience in your local 
area. Although there are some agencies who 
cover wide geographical areas, it is difficult 
for them to have the same detailed level of 
knowledge of properties or market conditions 
across a specific locality.

Your local agent should also have a good 
knowledge of potential tenants who are looking 
for premises of a certain type. They should also  
be connected into potential buyers and potential 
property investors as well because they ought to 
have cultivated a well-worked network of contacts 
over the years. These are what I would classify 
as ‘hidden benefits’ which are not billed for but 
which are crucial to being an effective commercial 
agent.

• Tip: National agents often rely on 
working with local agencies in order 
to make up for their local knowledge 
shortfall

Commercial property pitfalls
As an astute landlord or tenant you need to be 
aware that some commercial agents can oversell 
and under-deliver. An agent may well have a very 
strong front office image, first impression and 
national presence but turn out to be unable to 
deliver on time and on budget at a later stage. 
Smaller, independent local agents may well turn 
out to be a better option in the long run.

Agents such as Deriaz Slater often find new 
business coming in from landlords and tenant 
who have been under-served by another 
commercial property agent. They’ll migrate 
their business to companies like ours because 
they are now looking for an organization that is 
dependable, realistic, who communicate well and 
often. These basic requirements are somewhat 
surprisingly the ones where some agencies fall 
down. Our clients want to work with people who 
understand the value of customer service, who 
understand the market, are totally client focused 
and have a good reputation in the local business 
community.

•Tip: Ask local businesses which 
commercial property agents they rate.

How much?
Expect your agent to negotiate such good deals 
on your behalf that their standard fees of 10% of 
the rent, and 1½% of any sale, exclusive of VAT and 
marketing costs become insignificant weighed 
against the benefits they bring you. All costs 
should be set out clearly for client approval prior 
to engagement.

• Tip: Your agent should make you 
money, not cost you money.

References
It always pays to take up references and here are a 
few questions you should be asking:

• Did their agent deliver against the expectations 
they set?
• Did they deliver on time and within budget?
• Did they communicate efficiently, accurately and 
regularly/
• Did they offer different solutions and new ideas?
• Was their fee structure set out clearly and did       
they improve your profitability of your premises?

Added value
Above all, your commercial property agents need 
to be people who understand customer service. 
They need to be personable, hard working, and 
know how to put a great deal together. They need 
to have excellent experience but also have the 
ability to apply their expertise in different ways to 
different projects. Adding value by understanding 
their client’s business, identifying their needs 
and being adaptable in meeting them should be 
demonstrated by your agent very early on.

• Tip: Look for a supportive team 
that has detailed local knowledge, 
expertise, experience and good 
interpersonal skills and who 
demonstrate an ability to problem 
solve and be able to work through 
various alternative options to achieve a 
win-win situation for all concerned.

Your agent should always be in pursuit of 
improving the return on your property r terms of 
your lease, always seeking to improve the building 
for tenants to make it better value for them and 
more profitable for you.
.........................................................................................................
For more advice on commercial 
property, contact the team at Deriaz 
Slater LLP. We’re here to help.

Paul Deriaz BA, MRICS, MRTPI
Managing Partner Deriaz Slater LLP
pderiaz@deriaz.co.uk 
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Marlow Office
The Courtyard, 60 Station Road, 

Marlow, Buckinghamshire, 
SL7 1NX.

T: 01628 495500

High Wycombe Office
Oakridge House, Wellington Road, 
High Wycombe, Buckinghamshire, 

HP12 3PR.
T: 01494 557337


