Shirley MacLaine and a trend
that lights the way to profits

How office cokeheads and
boozers can finally get help

Take this job and love it:
learn to be your own boss

' Men’s fashion: the latest and
greatest in business suits
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So compare him lo a Moonie leader—Monirealer Steprhen Leopold won't mind. The
regimental way he grooms his troops has made him a kingpin of commercial veal estate.

By Robyn Bryant

Stephen Teapold is reach-
ing for one of the red fle
folders, usually cantaining
documents, headed forthe
paper shredder, But its G
poun, and wday'’s paper ac-
cumulatian from the six
trading rooms atop a Mon-
treal oilice wwer has already
been destroved. “We don't
allow our people 1 1hrow
away papers in wastehuskers,
he suys, “ We don’™ want any-
body to gel their hands an
anything." The papershe
guards wich such care are
about real cstate space in
Mountreal; wha has ie, and
who needs it. Leopold, 37, is
the brash owner of Leopald
Propery Consuloants—an
undeniable howhot in Mon-
treals burgeoning commer-
cial and incustrial broker-
age business,

In L1 years, Leopold has
groswen from a one-nan Band
with a shared secretary and |
photocopying privileges
flown the hall, te a tull-
fledged orchesien with a |
slaff of 75 spread over wwo LEE
Maors of Montreals Place Ville harice,
He plans w increase staff by a further
50 percent this year and hints thar
Boston may be the nexd stop. Siephen
Leopoeld, not content to be o conduc-
Lar i the Monteal market, wants o
franchise his idea across Norcth Am-
cricu. "Laok ar this,” Leopold says,
waving what appeurs 1o be several
yards of copy for [ull-page newspaper
wils, "Canada has learned what team-
worle means to hockey,” Lenmpels ane

Stephen Leopald has friands in high
places—eveary skyscraper in Montreal.

ad. "Ac Leopold we Believe the same
rules apply 1o business. Our consul-
ganes work as purt ol a lemn, Due o
our exceptivnal suceess with this con-
cepl, we require.. " The accompany-
ing photo shows the Leopold team,
dressed o Lhe Leopold eam ties, With
the Leapolbd team smile.

nhers in the real esiate community
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seaff ar hiz creation of
clenes. "1 hope they call us
the Moonies of the indus-
iy savs Leopold. *T belicve
thar we should be vpecaring
in awvery regimented fashion
with regard ra how we treal
our clienis”

His ideas, riding on a
buovant downtown Mon-
treal market where affice
Lowers are springing up like
mushrooms after w 1ain, are
already money-makers. The
city has ahout 68 million
square Teet of office space
and cvery time would-he
LS [MESTs GWIET, SUeoe
like Leopold acts us ueateh-
* maker. A lirm needing
40,000 suare feet of office

| space will pay, on average,
an annwal renc af 325 por
square foat for 10 years, a
Lypical lease period, The
standard fee for the broker
iz about one third of the
[rst year's rent, or in chis
case, ahowi $355,000) com-
mission. And Leapedd’s irm
is u major player in the bro-
kerage business in Mon-
treal, in competition with Royal
LePuyre Real Estale Services Lid,, [m-
mewbles Fierremont Lece, and Deven-
core Realdes.

Traditivnaully, there are not a lot of
rules in rhe eommercial /indostrial
real escate game. Anyone who cian
manage to pass provincial real estule
cxamai—exiactly the same test as (or
residential real vitale brokers—is
allowed 10 play. The difference is ser-
vice, how well the muichmaking is
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done, and it is here thar Leapald
claims to be differenc. “Iyou are w be
king in a real estate ransaction,” he
says, “the persan vou should be orienc
ing yourself o is nat the owner but
racher the user of spuce.™ [0 was Thiat
realization that marked his frst step in
developing a business that serves only
the user. He never represents land-
lords, and he wor't help clients sublec
their own space.

[n 1977, when Lecpold began bro-
kering, tmes could not have heen
teugher. Six months earlier, the Pard
COuébécois had been elected. Major
Canadian companies thar had made
commirmenis 1o {inance buildings
alresdy under construction in the
downtown core simply hacked aur
Demand [or office space plummeted.

Leopold considercd  moving Lo
TForanto himsell, o decided 1o stay in
Manrreal. “As an entrepreneur you

look to build o Fortane, and sooe of

the great fortunes in ihe world have
been built in some of the most unst-
ble sucieties,” says Leopold, 1le looked
1 his family histary for inspiracdon.
His mother’s ancestors, in Ouebec for
clght senerations, were ainony Lhe
earliest Jewish families in Canada. His
paternal grandlather arrived from
Lithuwania in 1905, "I my ancestors
caild make 3t here, knowing nohacly,
no old school des, so could L7

lle devised some specilic rules, Fom
example, in an attempl (o aveid even
the uppearance of conflict of interest,
Leopold emplovees, fram mid-level on
up, are forbidden to own any property
otlicr than their primanry residence
and a country propecty, Further, inoan
attempt to disenpgare himself entirely
from other companies in the commer-
cial/induswial real estate business,
Leopold refuses to use the word “bro-
ker” o deserilbe what his company
does. He prefers the citle “propercy
consulianis.” As a result, part ol his
evolving marketing formula over Lhe
years involves the use of ars announe-
ing that firm XYZ has just moved and
that Leepold acted as “advisor to the
lemant in his transacton.”

Other brokers are quick to say that
Leopold is a broker like they are, no
more, no less, They nowe that the ward
“broker” appears in minuscule ype in
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the margin ol his ads. Provincial law
reguires il A broker is a broker,” says
J. Louis Rurgas, the vice president of
office leasing at Royal LePage. “Leo-
pold is a broker like anvone else, A
broker's job is to represent o client 1o
developers and try to get him the best
deal.”™ "Is o markeling plow,” says
Peter Martin, the president of Pierre-
mont. “Ask him who actually pays his
cormissions, "

Leopaold, of course, is ready with rhe
answer. “If you buy a house for
SROLO00, vou write o check w the sell-

Applicanis ave subjected to
a battery of personality
and I() tesis and
new emplovees are not even
permatied fo phone
a client until they have meade
i through four months
of training and exams.

er: the seller in turm writes a check for
£15,000 ta the broker, So who really

paid the broker?” The money, of

course, i3 always in the deal, but
Leopold counls on being able w con-
vince people that he is maore like an
accountant or a lawver than a broker,
While the compeniton poobi-poalis his
technigque, at least one other Tocal
firm, Devenwcore, hus adopled the "con-
sultam” label, oo,

Perhaps the most contentious part
of the Leopold operation is bis educa-
lional department, with its careful
applicant screening and complicated
training procedures. Prospective ein-
Hovees are snljecied ra a hailery of
personality and I(} tests. New emplaoy-
ees follow a rigid course of study fol-
lowed by exams and are also warned
thar they will have to make Lhe same
degree of commitment w the job us
soaeone aspiring 1o he a lawver:
“EMfeciively,” states Leopold, “we are
the university, the employer and the
bar schaol, all in one,”

Leapnld concluded chat the secret
ol successiul companics ke IBM and
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McDonald's is the standardizanan of
service, something he found lacking
1 real estawe. Hence, every letter that
leaves the office must he initialed by
two people, to ensure that it reflects
the company’s standhurds, But the po-
gelters who sign up can hecome disil-
Tusioned whoen they discover dhey must
Play strictly by the Leopold rules.

Cine broker, who asked not o be
identified, charges that the Leopold
rhclaric is just another example of his
tendency o rovstily the art of negmiar-
ing leasing deals. “The business is not
that complicawd.” hie savs, "The most
impaoriant rhing you can have is in-
tegrity, plus some common sense.”
“Thiere are different ways to sell,” says
anoler ancoyvinows beoker, “and you
can't tell people how o doic”

There are o few disgruntled ex-
employees. Five former workers Lave
Mled lawsuils in the lasc six years. The
courss have rendered no decisions,

[1is not easy leaving the company
according to one aflidavic by Paul
Fishling [led with the Quebec Supe-
rier Courr an Ooeber 26, 1985 “By
the time vou realize you are disillu-
sioned with the compuny,” Fishlin said
in the alfidavie, "vou canmot gel aut
without it costing you a grear deal of
moncy in deferred commissions and a
restriction of your future maovements
in real esale,”

Inv the pust, Leopeld has always been
quick 1o learn Mram run-ins. The cur-
rent intraductory document for
potential consultants is explicit abowt
the commrace they will have ta sign:
“The purpose of the contruct through
restrickive covenanls and deferred bo-
nuses resulis in an employeé being
stuck with the company” once he has
decided o commmence.” The applicant
is obliged o write a personal interpre-
ation of the contract in longhand,

For Leopold, coniroversy s expoeci
ed. " know one thing: it 'm ever
down, peaple will kick me awiully
hard, That | understand, so [ better
ool be down,™ As far as he s con-
cerned, emplovment ac his firm 35 jus
like marriage. Sometimes the union
works amd sometimes 10 doesa’l, The
difference is, a jilted Stephen Leopald
will never be alone—he’s creaced all
thiose followers in his own image,  [E
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