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For any of those who have never used 
this service, I would highly recommend 
it. The driver was there within minutes, 
the car was new and clean and the entire 
process was painless. Oh – and it cost a 
whopping $3.75. 

Uber is a great example of how 
technology has turned the personal 
transportation industry upside down. 
Traditional competitors such as taxi and 
limousine companies are scrambling to 
figure out how to deal with the disrup-
tion that Uber has created. 

But the personal transportation indus-
try isn’t alone in facing major disruptions 
thanks to technology. Virtually any 
industry you can think of has been forced 
to adapt. Banking, retail, newspapers and 
music/entertainment all look drastically 
different today as compared to just five or 
10 years ago. Certain segments of the real 

estate industry have also been impacted. 
Companies such as Zillow and Trulia 
have opened the door for consumers to 
search for homes and research prices, 
while Quicken Loans has become a 
dominant online home lender. The com-
mercial real estate segment has not been 
under as much siege as the residential 
segment. But I think that could change in 
the near feature. To find out some of the 
potential catalysts for disruption, read on.

Information is a pivotal component 
in the world of commercial real estate. 
Tenants and buyers alike need to know 
what properties are available, commonly 
known as listings. And they need to 
understand the sale price or lease rate 
for similar properties, commonly known 
as comparables. Traditionally, real estate 
brokers have possessed much of this infor-
mation but this is ripe for change. Several 
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A few months ago while attending a conference in Austin, Texas, 
I had my first experience with Uber. Although I certainly 

knew about this service, I never had the occasion to give it a try. But 
on this particular evening, several of my conference colleagues had 
consumed enough rubber chicken dinners and decided we should 
head out on the town – a perfect opportunity to give Uber a try. 

Caution – Left Turn Ahead
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states have well-developed commercial 
multiple listing systems (MLS), includ-
ing nearby Michigan. These are free for 
the public to access and search listings. 
(Michigan’s MLS contains nearly 14,000 
commercial listings, for instance.) But 
there is no free system on a nationwide 
basis and if you are in Ohio, there is 
also no statewide MLS that focuses on 
commercial real estate. There are a few 
national data vendors that are active here, 
including Co-Star and Xceligent. And 
while their listing data is very good, both 
companies only offer certain information 
to the public for free, instead focusing 
on paid subscriptions. Several tech com-
panies have attempted to fill this void, 
including 42Floors and Hubble. However, 
to date, all have met with limited success, 
especially when focusing on commercial 
space that is available only for lease. 

The situation is similar when consider-
ing sale and lease comparables. There 
is actually a way for the public to access 
sales comparables for free – through the 
county auditor web sites. And while the 
information is current and accurate (it 
had better be, as this is the same source 
used to reset values for taxing purposes), 
there are some associated issues. First is 
the fact that each county needs to be 
accessed individually. So if I’m searching 
for shopping center sales in the northeast 
Ohio area, I would need to access and 
search auditor sites for Cuyahoga, Lake, 
Lorain and Medina counties separately. 
The second issue is that each site has its 
own nuances – no two sites are set up or 
searched exactly the same way. A third 
issue is that the information is directly 
derived from public records, so searching 
on specific criteria, such as size or year 
built, is only possible if this information 
has been captured. And fourth is output, 
as most of the county auditor websites do 
not have reports available to print results. 
The best that you are likely to find is the 
ability to export the results. Bottom line: 
while finding sale comparables for com-
mercial real estate is possible, it is not as 
seamless of a process as most consumers 
would want, nor is it as comprehensive. 
But I only have to look as far as Zillow to 
realize that someone will be figuring out 
the commercial side very soon. 

Turning to lease comparables, the 
current situation is sparser. Even data 
vendors, such as Co-Star and Xceligent, 
have trouble sourcing and securing lease 
comparables. One problem is motiva-
tion; if I have a space available for lease, 
I want the world to know about it. But 
if I just completed a lease, I’m likely to 
keep the economic information very 
close to the vest. Another problem is 
the fact that the only people typically 
“in the know” of the details are the 
landlord, the tenant, the broker and the 
attorneys – none of whom will be par-
ticularly motivated to share any details. 

It’s tough enough for people who are in 
the brokerage business to be able to find 
lease comparables, let alone the outside 
public. However, a few companies are 
attempting to fill this void using a con-
cept known as “crowdsharing.” This is the 
same concept that has allowed companies 
such as Uber and Airbnb to prosper. 
CompStak and DealX are two examples 

of firms applying crowdsharing to com-
mercial real estate – specifically lease 
comparables. The idea is simple. In order 
to access a database of lease comparable, 
I first have to share a lease comparable. 
This is no different than a strategy I 
employ all of the time with appraisers 
who call me looking for verification on 
deals that I’ve been involved with – I’ll 
do it but ask for a comparable or two in 
return. These new kids on the block just 
use a significantly larger scale. CompStak 
is only in selected U.S. markets (not 
including Cleveland) and DealX is in the 
UK. But both are growing rapidly – in 
less than five years, CompStak has accu-
mulated over a quarter of a million lease 
comparables. And they have less than a 
dozen employees. 

Twenty-five years ago, a wise real 
estate Yoda told me that the only thing 
a real estate broker can offer is time and 
knowledge. Although a lot has changed 
in the world since then, this basic prem-
ise still holds true in the real estate 
industry. At least, for now. 

Alec Pacella, CCIM, senior vice president at NAI 
Daus, can be reached by phone at 216.455.0925 
or by email at apacella@naidaus.com. You can 
follow him on twitter @dausyouknow or on his 
blog at http://blog.sbequitiesinc.com.

Daus, You Know?
SPEAKING OF AIRBNB Cleveland City Hall recently 
proposed regulations and taxes associated with short-
term rentals. These would include capping how many 
days a residence can be rented and imposing a 3% 
transient-occupancy tax.  –AP 
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