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OUR STRENGTH BEGINS IN YOUR MARKET ♦ AND TAKES YOU ANYWHERE IN THE WORLD Commercial 
Real Estate 

Services 

CYCA Orlando, LLC
3001 Hansrob Rd, Orlando, FL

 

 
 
Background 
 
CYCA Orlando, LLC, the Sel ler,  owned a bui lding that was going to be vacant because a long term Tenant 
was moving to the South side of Orlando.  The CFI Team of Matthew Sul l ivan, CCIM and Wilson McDowel l ,  
CCIM was hired the Sel ler to ei ther lease or sel l  the bui lding wi th a preference to sel l .   Upon being hired 
to act as exclusive agent of Sel ler,  we recommended that in order for the Sel ler to maximize the amount of  
interest in the bui lding, i t  should be repainted and cleaned upon the exi t  of the exist ing Tenant.   After the 
work was completed, we reintroduced the property to the market wi th the new improvements.   At the t ime 
of l is t ing the property,  the market was just beginning to deteriorate.  The bui lding had many attr ibutes that 
would be attract ive to a prospective Tenant or Buyer such as outside storage, f reestanding bui lding, 
fenced yard, heavy power,  and owner f inancing was avai lable. 
 
Challenge 

  The real  estate market was deter iorat ing wi th very l i t t le t ransactions taking place 
  The property needed some work once the tenant vacated 
  Long due di l igence period 

 
 Services Provided  

  Property Disposi t ion 
  Expert  negotiat ions 
  Due Di l igence Management 
  Expert  market knowledge 
 

Results 
 
After several months of marketing wi th sporadic interest,  we were able to revaluate with the Sel ler and 
br ing in current sales pr ice of  comparable bui ldings.  Seeing that the transaction pr ices for these types of 
bui ldings was decreasing, we recommended to lower the sale price in order to at tract more interest prior 
to the market gett ing any worse and the Sel ler agreed.  Short ly af ter decreasing the price, the bui lding 
was placed under contract to a very capable purchaser.   During the due di l igence period several  issues 
arose wi th some deferred maintenance on the bui lding.  Together wi th the sel ler,  we were able to f ix those 
issues and/or credi t  the Buyer to make them feel  more comfortable wi th the purchase.  The bui lding closed 
November 13, 2009 for $43 psf. 

For more information please contact: 

 Matthew E. Sullivan, CCIM  J. Wilson McDowell, CCIM 
 (407) 843-1723 x120   (407) 843-1723 x124 
 msullivan@colliersarnold.com  wmcdowell@colliersarnold.com  
 


