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Established in 1962, Glendale, California-based Stevenson Real Estate 
Services is a family-owned company providing real estate brokerage 
and advisory services to investors, buyers, sellers, landlords and tenants.

The company’s roots run deep – and its client base proves it. “Many of 
our clients have been with us for decades and look to us time and time 
again for advice and guidance,” said Randy Stevenson, President.

“What sets us apart is the level of commitment our brokers have 
to our customers and the level of understanding we have of the 
concerns and needs of commercial property owners and tenants,” he 
continued. “Many of our brokers own commercial property or have run 
businesses themselves so we have a shared experience with our clients. 
That experience provides a knowledge base that allows us to more 
effectively help our clients succeed in accomplishing their goals.”

Increasingly complicated governmental approval processes for owners 
and tenants prompted the company to seek greater efficiency in its 
brokerage activities and allow for increased support for its clients, 
which concurrently would allow the company’s brokers to further 
strengthen those relationships.

The company turned to CoStar, specifically to CoStar Comps® to  
boost its leasing and sales efforts; to CoStar Property® to heighten  
its asset and tenant knowledge; and to CoStar Market Analytics®  
to gain insightful, accurate information about today’s market.

Research Time Slashed by 99 Percent 
“We have certainly become more efficient because of Costar. For 
example, it has helped us easily identify owners of recently purchased 
properties in specific markets so that we can intelligently help our 
clients target the appropriate buyer demographic to achieve the 
highest value for their properties,” explained Stevenson. “In cases 
where we represent landlords, we can quickly identify local tenants 
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with leases that are set to expire so that we can directly market our 
lease opportunities to potential tenants. This often allows us to beat 
the competition to the punch and capture those tenants ahead of 
competing landlords.”

“We can quickly identify local tenants with leases that are set to 
expire so that we can directly market our lease opportunities to 
potential tenants. This often allows us to beat the competition to  
the punch and capture those tenants ahead of competing landlords.”

Because the company can access accurate sale and lease comparables 
in just a few clicks using Costar, it’s able to deliver knowledge and 
insight that makes it extremely competitive in the marketplace.

Brokers are able to bypass what was once a tedious and stressful 
research process, in which each agent maintained dozens of folders, 
databases and spreadsheets. “Prior to using CoStar, we were contacting 
title companies and sourcing directories for buyer information and 
having to manage all that data in an organized way,” explained 
Stevenson. “It would take several days and sometimes weeks before 
we could access and assemble all the data we needed – not to mention 
cross-referencing our leads with do-not-call lists and other requirements.”

Now, the firm can access the information it needs in seconds – and 
contact the buyers and prospects it wants to reach. “CoStar gives us 
the competitive edge we need,” said Stevenson. “We can get instant 
information on any property, buyer or tenant – it has cut our research 
time by roughly 99 percent.”

“CoStar gives us the competitive edge we need. We can get instant 
information on any property, buyer or tenant – it has cut our research 
time by roughly 99 percent.”

Bigger Deals Take Business to the Next Level
According to Stevenson, it’s impossible to compete in the commercial 
real estate market without using CoStar.

“These days, there are so many time demands on both our agents 
and our clients – we all want accurate information, and we want it 
now,” he said. “CoStar really is the lifeline we need to get business 
done quickly and profitably.”

Stevenson added that his agents are closing significantly more deals 
by using CoStar, and provides a case in point:

“We recently utilized CoStar to identify prospective buyers for 
one of our listings. We generated an accepted offer from one of 
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the prospects within two weeks of listing the property, and closed the 
sale. CoStar has essentially eliminated the process of traditional lead 
generation, allowing us to immediately contact prospects and market  
to them in a way that yields results.”

“CoStar has essentially eliminated the process of traditional lead 
generation, allowing us to immediately contact prospects and market  
to them in a way that yields results.”

New Opportunities Ahead
Stevenson explained that the firm believes in driving prudent growth  
to achieve long-term, sustainable success.

“Soon, we would like to hire a few new agents, and our goal is to have 
those agents stay with the company for 30-plus years, like many of 
our veteran brokers have,” he said. “CoStar provides us the value and 
opportunity to attract and keep the best people by empowering them  
to close transactions.”

Stevenson also noted that the firm will continue to focus on closing 
deals with higher price points – something made possible by the CoStar 
products used by the company.

“CoStar provides us the value and opportunity to attract and keep the 
best people by empowering them to close transactions.”

“CoStar has helped us take the company to the next level,” he said. “It’s 
allowing us to close more deals in the $10-$30 million range. When we 
look at 2016 versus 2015, we will have increased the number of completed 
transactions by roughly 60 percent and our sales volume by 20 percent, 
all because of CoStar. Bottom line, CoStar is the reason for our success.”
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essentially 
eliminated 
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traditional lead 
generation, 
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immediately 
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and market to 
them in a way  
that yields results.”
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