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“We desperately needed in-depth data that was 
reliable,“ he continued. “We also needed to produce 
accurate reports quickly, rather than having to 
spend hours and often days researching data and 
cobbling it together across disparate sources.“ 
The company began using CoStar and discovered 
their sales team could easily access the research 
information they needed, including a full market 
inventory of properties and spaces (available as 
well as fully leased), searchable by market and 
submarket, with hundreds of details on each. 
Almost immediately, the company started seeing 
measurable results. 
“As soon as we started using CoStar, we began to 
reduce our research time by about 60 percent,” 
Wilcox said. “The information we needed was now, 
literally, just a few clicks away.” 
Because of that, Coldwell Banker Commercial 
West began attracting the premium new talent 
they wanted. “We were able to get out into the 
market and recruit top agents from other leading 
brokerages,” Wilcox explained. “We showed 
potential recruits the power of CoStar and they got 
excited, knowing they’d have the tools necessary to 
focus on what’s important – driving business and 
building relationships.“ 
In less than 18 months, the firm quadrupled its sales 
team. Today, because agents have more time for 
business development and are able to conduct 
more transactions each year, the brokerage is able 
to offer them a greater commission than Calgary’s 
industry standard. It’s a cycle that helps the firm 
continue to attract and retain the very best sales 
experts. Agent turnover is virtually nonexistent. 
“The data quality is exceptional,” said Wilcox.  “We 
essentially have our own virtual in-house research 
team. We feel confident standing behind the 
numbers we see. And we continue to do bigger 
and better deals, faster.”

Coldwell Banker Commercial West Recruits 
Top Brokers, Expands Business with CoStar

Founded in 2009 as a boutique commercial 
brokerage focusing on the downtown Calgary core, 
Coldwell Banker Commercial West serves more 
than 500 clients across office, retail and industrial 
segments. 
Having already established a strong reputation 
with existing clients, the firm recently set its sights 
on expansion – particularly the development of its 
commercial sales team. Attracting and increasing 
their number of knowledgeable, experienced 
agents was key to the firm’s ability to increase 
market presence, extend reach…and attract even 
bigger, more profitable deals. 

“Our goal was to further establish ourselves as the 
‘go-to’ company in the downtown market core – 
and that meant attracting excellent sales agent 
candidates quickly,” explained Rob Wilcox, President 
and Broker.  “We were competing with larger 
brokerages for the most qualified contenders – 
and we needed to position ourselves as a place 
where agents knew they could build their careers 
and thrive.“
The firm employed five strong agents, but had hit 
a hiring standstill.  The biggest issue in attracting 
the best new talent was a lack of access to good 
market and property information. 
“Potential recruits were turned off by the volume 
and number of hours they would need to spend 
on research in order to do their jobs adeptly. This 
meant less time available for developing business 
leads and building client relationships,” explained 
Wilcox. 
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“As soon as we started using 
CoStar, we began to reduce 
our research time by about 
60 percent.”- Rob Wilcox, 
President and Broker


