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Weissman of Boston Realty Advisors sells 2
retail condos on Charles St., Beacon Hill

BOSTON,MA Boston Realty Advisors
(BRA) sold two retail properties at
125 Charles St.

@ July 29 - August 4, 2011
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Klemmer and Brodigan of
Klemmer sell 33,000 s/f building

Klemmer Associates bro-
kered the purchase of a
manufacturing building for
$1.625 million. Klemmer rep-
resented the buyer, Product
Resources, LLC. SEE PAGEGA

Glickman Kovago & Co. broker
$600,000 sale to 540 Park Ave, LLC

David Burwick and Carl Bur-
wick of Glickman Kovago &
Co. rep. both the seller and
buyer. They also leased the
space to Integral Resources.
SEE LOWER COVER, SEC. C., SHOP. CTRS.
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Jason
Weissman

BRA was retained to sell the two
retail condominiums, in the Beacon
Hill location.

Jason Weissman, principal and
founder of BRA, represented the
seller, 125 Charles, LLC. Chuck
Silverston, of Prudential Real Es-
tate, represented the tax exchange
buyer, Avenue Charles LLC.

The two condominium units
totaled 2,073 s/f. The sale price
was $1.4 million or $675 per s/f.
According to the offering memo-
randum published by BRA, the in
place yield was $88,260 or a 6.3%
cap rate.

Cobb Hill awards Place,
Roemer and MacKinnon
$500 scholarships

CONCORD,NHCobb Hill Construction,
Inc. has selected three recipients for
its annual scholarship program. The
selected graduated seniors, one from
Concord High School, one from
Bow High School, and one from
Bishop Brady High School each
received a $500 scholarship.

The recipients include: Brandon
Place from Concord High who will
be studying Architectureat Norwich
University; Gregory Roemer from
Bow High who will be studying
Construction Management at the
University of Maine; and lan MacK-
innon from Bishop Brady High who
will be studying Civil Engineering
at Clarkson University.

Forelevenyears, Cobb Hill Const.
has been dedicated to promoting ca-
reers in the construction, engineer-
ing, and architectural fields. To that
end, Cobb Hillannually awards up to
$2,000 in scholarships to deserving
area high school seniors.

125 Charles 5t., Beacon Hill, Boston, Mass.
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Roland
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Profiling in business

My favorite TV show is Criminal
Minds. Why? Because they profile
people, something I have been
learning for years. Weall know what
we are thinking, but how many of
us concentrate on what others are
thinking?

Start caring what the other person
is thinking and you will be learning
profiling. When 1 started my busi-
ness, | received a phone call from
Dunn & Bradstreet. They offered a
service checking people’s creditand
advised me that I should never sell
ads to anyone until I had checked
their credit. It made good sense, but

being business-ignorant, [ told them
that just because a clientdoesn’t pay
one bill doesn’t mean he won't pay
mine — and I really believed that.

To this day I have never checked
anyone’s credit and never even
wanted to know. I have never even
suggested that an advertiser pay in
advance, and ultimately got burnt
very few times. | discovered that I
had several clients who were notori-
ousbad payers with other people, but
always paid me when they received
theirbill. Why? I guess they thought
it important to see their name in the
paperand feltit was valuable toreach
our readership.

Here’s an important rule that |
learned by studying profiling, if
someone insists that you pay in ad-
vance they are suggesting that they
don’ttrust you. How does that make
you feel? They don’t even know you
and they don’t trust you.

Here’s the profile: If someone
shows that they don’t trust you
right away, they are most likely
CONTINUED ON PAGE 14



