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FOR SALE BY OWNER  
DON’T SELL YOURSELF SHORT

Two months ago, and with a heavy heart, we placed a special building for sale that our company had 
owned and occupied for many years. The subject building was command central for ROI Corporations’ 
HQ (national operations) for the last 14 years and let me tell you in every positive sense, if those walls 
could talk… We had outgrown the space for quite some time but owing to convenience and emotion 
we held on for longer than we should have. It took the sheer volume of work these last two years to force the 
decision upon us. We needed to grow our footprint to initiate new processes and provide additional space for our 
growing enterprise.

The entire process was a learning experience and when all was said and done, it dawned upon us that this particular 
transaction may well be the closest that we will get to understanding the emotional toll that my clients experience when they sell 
their practice. The building, the location and the memories can be here one day and gone the next. The experience of “letting go” 
provided a relatable vignette into the nostalgic gauntlet our clients run when they transition their practice.

We know what we paid for the building and had an expectation of its current value. However, it is an incredibly unique building in a 
unique setting, being a Buddhist Temple when we made the purchase. It was exceedingly difficult to put an actual price on it. Some 
properties are directly comparable and remarkably equivalent to other properties that have recently sold in the immediate area. It is not 
difficult to put an asking price on those properties. This unique building is not without nuance, it was a one-of-a-kind build, and you would 
not find another like it. The associated zoning and potential future use added a layer of complexity that while beneficial could give less 
experienced investors pause for thought. Not unlike the building, our pool of buyers would be a more discerning set. We were struggling to 
figure out what asking price to set. I have had my real estate license since 1984 and bought and sold about 50 commercial and residential 
properties. I did not know what asking price to put on this one. To be honest, I was quite frankly perplexed.

So, we decided on the “Stalking Horse” * strategy. The asking price was $1.00 with the prediction that both commercial and residential 
buyers would approach. Accordingly, there should be a large pool of interested parties each having a unique perspective as to value. We set 
the stalking Horse deadline for May 4th. The offers were to be presented and everyone had at least 15 days to see the property and then 
consult with their experts and make their offers. Here are the results

Offer # 1:  $3,000,000

Offer # 2:  $3,500,000

Offer # 3:  $4,400,000

Wow! What a huge variation in offered price.

We were shocked!

As a Brokerage the thought of going the DIY or FSBO route was tempting. 
We are experienced and capable, but so perplexed as to value we decided 
to hire professional real estate agents and happily agreed to pay their full 
commission rate. 

Instinctually I felt that given my professional 
designation and deep knowledge of the 
building and the field of commercial real 
estate that I was best placed to manage 
the transaction from end to end. “I can do 
this” I thought to myself! There would also 
be the added benefit of saving myself the 
significant commission involved. However, 
when we saw the vast spread in offers, and 
from whence they came we knew based on 
our professional teachings that managing 
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the next steps of the transaction required the guiding hand of an expert. One that would benefit from a 
healthy degree of separation and an advocate that could bring knowledge of the market and the various 
participants to the table. I was out of my depth, and I am glad I could see it.

How much did we think it was worth? Here comes the(literal) million-dollar answer to the most 
subjective question. We were prepared to accept $2,500,000.

Had we gone to market on my own and set the price in accordance with our opinion and private 
expectation, we would have sold ourselves substantially short!

Thankfully, we hired professionals and we let the unfettered open and unrestricted market work its magic. Yes, the property 
has now been sold fully unconditional with a substantial deposit and the real estate agents have earned their commission 
many times over. We are incredibly happy clients. 

The bottom line is this; it is not easy to sell your own property or practice. We have expectations, but until the market speaks, you 
should not deal with buyers directly. Selling your own property or your own practice is not a comfortable process. Hire a professional. 
We just did. The return on investment is substantial. 

Right now, more than ever, we completely understand the inclination to go it alone. We are abundantly aware of the inherent irony in the 
broker singing from a different hymn sheet. Through knowledge of countless failed owner led transactions, we are reminded weekly of the 
folly involved in going it alone, yet I still flirted with the idea. Biased as I may be, working as a commissioned/
Success Fee Broker, I have seen good friends and colleagues become emotionally attached to businesses and 
lose fortunes. There may not be a bigger emotional attachment than to one’s own business. For many, it is often 
described as a baby… Would you try and sell your own baby? Not going down that rabbit hole. This most recent 
real estate transaction was yet another reminder that a buffer in the form of a trusted professional will bring 
dignity, closure, and a better bottom line.

*Stalking Horse (A Silent, Sealed Bid Auction Process Perfected by ROI Corporation)

Stalking Horse is a figure used to evaluate a concept or mount a challenge on behalf of an anonymous third party. 
If the idea proves viable or popular, the anonymous figure can then declare its interest and advance the concept 
with negligible risk of failure.

PS – We went with the $3.5 million offer as it was an all-cash deal, clean (no conditions) and the closing date 
worked for me. The Realtors™ will earn a modest 5%. Worth every penny!

Written by:

Timothy A, Brown,  
FRI, CEO & Broker of 

Record

ROI Corporation is excited to 
Welcome Dr. Malar Kalia

Dr. Malar Kalia has been a practicing dentist for many years. She has worked in several group 
practices in the Greater Toronto Area and Edmonton, and now owns a successful dental 
practice in Edmonton. She knows exactly what is involved with the process of purchasing, 
building, optimizing, and eventual selling of a dental practice.

Dr. Kalia graduated from the University of Ottawa with a Bachelor of Science (Honours) degree, 
and then earned her Doctor of Dental Medicine degree from the University of Manitoba. Dr. 
Kalia’s adventurous spirit is evident in all she does. Her warm personality shines through when 
connecting with  her professional colleagues, clients, and industry leaders.

Dr. Malar Kalia
Associate, Alberta 

malar@roicorp.com 
905-550-0332


