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The average price per square foot was higher in every 

asset class for transactions involving two separate 

brokerage �rms. In aggregate, the average selling 

price was 9.6% higher with brokerage cooperation.

V I S I T  S V N . C O M  T O  F I N D  O U T  M O R E .

The 9.6%
Report

A  R E P O R T  O N  T H E  P R I C I N G  A D VA N TA G E
O F  C O O P E R AT I O N

S V N  A D V I S O R S  
C O L L A B O R AT E  B E C A U S E  I T  

C R E AT E S  M O R E  D E M A N D  
A N D  S U P E R I O R  VA L U E  F O R  

O U R  C L I E N T S .

T H E  R E S U LT ?

When a broker says they know all the buyers for a 

property, do they really? With 65% of buyers coming 

from out of market, how could they?

250 years ago, Adam Smith wrote down the basic 

laws of supply and demand: The higher the demand 

for a product, the higher the sales price.

T H I N K  A B O U T  I T.

Marketing a property to the widest possible

audience increases the price for an owner.

This is how SVN Advisors operate – we

collaborate across our network and build 

trust, driving outsized success for our clients 

and our colleagues.

I T ’ S  C O M M O N  S E N S E .

SVN  economists analyzed 15,000 records of 

sales between $2.5 and $20 million in the four 

core building types— industrial, multifamily, 

o�ce and retail.*
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