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ROYAL LePAGE COMMERCIAL 

HISTORY 
For over 100 years (1913 – 2020), Royal LePage has 
been, and continues to be, one of the most widely 
recognized and well respected real estate brokerage 
brands in Canada. Royal LePage Commercial was 
incorporated, separately from its residential division in 
1984 and has been a major force in the development 
and growth of the Canadian commercial real estate 
industry – quickly becoming the premiere, full service 
brokerage across Canada.  Royal LePage Commercial is 
one of the most trusted sources of market intelligence 
and dominated the media in market statistics.  It has 
gained a reputation of excellence both nationally 
and internationally and has become the brokerage of 
choice for many of Canada’s real estate stakeholder, 
A-list tenants and investors.

Royal LePage Commercial is a rapidly expanding 
commercial real estate brand within the Royal 
LePage framework of independently held brokerages, 
attracting talented professionals in all markets across 

the country. With more than 330 agents in 70 locations 
across Canada, its strength is based on the number 
of commercial real estate professionals already 
established within our large urban centres, cities and 
towns; equipped with the local market knowledge 
and expertise to serve businesses and investors. 

NETWORK & SERVICE
Headquartered in Toronto, our network of Commercial 
professionals spans across Canada in both large and 
small urban centres. We currently have over 330 
agents in 70 offices across the country and continue 
to grow every year.

Our network consists of a referral force of 18,000 
residential agents in 600 offices across Canada.  The 
Royal LePage name runs deep in real estate and 
our agents do so in their communities.  They are a 
referral network that no other commercial real estate 
company in Canada has. 

330 COMMERCIAL 
AGENTS

18,000 AGENTS

600 OFFICES

TORONTO
 HEAD QUARTERS 

$16 MILLION IN 
CHARITY WORK

ROYAL LePAGE AT A GLANCE
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THE VOICE OF CANADIAN 
REAL ESTATE

4.05 BILLION 
MEDIA IMPRESSIONS IN 2019

65% MORE 
MEDIA IMPRESSIONS THAN THE 

CLOSEST COMPETITOR*

PARTICIPATED IN OVER 33% 
OF ALL TRANSACTIONAL DOLLAR 

VOLUME IN CANADA

OVER 81B IN TRANSACTIONAL 
DOLLAR VOLUME

Royal Lepage 
commercial
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YOUR SUCCESS
Helping your business succeed is what we do. Our 
National capability ensures that your commercial 
real estate needs are executed efficiently and with 
the best resources available in all markets across the 
country. In response to ever changing local market 
conditions, we have teams of experts who can provide 
services based on our client’s requirements. By 
partnering with Royal LePage Commercial, you will 
be working with professionals who are committed 
to being a trusted resource and business partner.  
 
 
 
 
 
 

SERVICE & VISION
Innovation and service excellence have developed and 
propelled the Royal LePage brand since 1913. From 
dividing land for one of Toronto’s first subdivisions, to 
coordinating the then largest land assembly for the 
construction of landmark office towers, Royal LePage 
helped pioneer the growth and development of 
commercial real estate in Canada. 

Our leadership heritage in commercial real estate 
gives meaningful vision to today’s national network 
of dedicated commercial real estate professionals and 
their clients alike. Quality representation, a culture 
of collaboration and networking, and leading-edge 
marketing and promotion resources combine to help 
us fulfill and exceed your expectations.

BROOKFIELD A STRONG, STABLE 
PARENT COMPANY 

RANKED AS THE TOP 
REAL ESTATE COMPANY IN THE 

WORLD BY FORBES! 

OVER $500B OF ASSETS 
UNDER MANAGEMENT

POWERFUL LEADS & 
REFERRALS CHANNELS 

OVER 220,000 LEADS PER YEAR 
FROM DIGITAL CHANNELS REFERRAL 

RELATIONSHIPS WITH TOP U.S. 
AND INTERNATIONAL REAL ESTATE 

COMPANIES 

UNSTOPPABLE MOMENTUM  AND 
GROWTH OVER 18,000 REALTORS®

INCREDIBLE REACH
54M VISITS TO ROYALLEPAGE.CA

#1 FRANCHISOR
WEBSITE IN CANADA



LUCIE BRUSSE

NATIONAL REACH. LOCAL EXPERTISE.
Lucie Brusse is a trusted professional with creative 
solutions and a resourceful approach to commercial 
real estate, that shape the vision and establish the 
actions needed for her client’s success. Businesses and 
investors benefit from her unique mix of experience 
as a real estate investor, property manager, small 
business and franchise owner, coupled with local 
knowledge and insights as a resident and investor in 
Hamilton, Ontario.

“I have to say she was incredible to work with. She was 
so attentive, responsive, set and met every expectation. 
I cannot say enough good things about my experience 
and we are incredibly happy with the deal she worked 
out for us. My experiences with Agents has been 
numerous over the years and Lucie put them all to 
shame.” -  J J Normandeau, Operations Manager, CFS 
Canada

Passionate about the revitalization and opportunity 
that exists in this evolving marketplace, Lucie is 
engaging, naturally collaborative and her strong 
relationships ensure that she can focus on what 
matters. Her clients confidently know that she has the 
understanding, resources and connections to navigate 
the whole commercial real estate process with them.

“She’s the standard all others aspire to in the industry. 
Class leading and innovative” 

Lucie knows what it takes to be successful in time 
pressured and highly demanding environments. 
She is able to relate those experiences and bring her 
deliberate decision making and cool under pressure 
discipline to optimize the projects she handles. Her 
thorough approach, coupled with providing clients 
with honest, pragmatic advice and guidance ensures 
everything remains on track and on time, delivering 
the desired results. 

“She followed up promptly with answers to my 
questions while we were still in the ‘figuring out the 
deal’ stages. After the deal was done when I asked 
for some assistance she was there to help and follow 
through with getting me the info.”

She brings almost 15 years of practical, real estate 
experience, as well as an early time in the luxury end 
of hospitality. Lucie began her real estate career in 
the highly competitive world of residential sales in 
Toronto, where she was awarded for outstanding sales 
and customer service. She then developed her skills 
as a small business owner, successfully launching 
and operating a thriving recruiting franchise that 
generated more than $2.4 million in annual sales. 

When Lucie subsequently started in Commercial real 
estate sales, she had already built her own portfolio 
of investment properties and worked in property 
management and rental property leasing. She spent 
four years as National Manager for Royal LePage 
Commercial, working with Brokers and Agents across 
Canada to develop a competitive advantage of national 
reach across urban centres and smaller markets, coast-
to-coast.

“Quite simply she’s an amazing woman. An 
entrepreneurial super mom, we call her Wonder 
Woman! She seems to be able to do almost anything 
she puts her mind to.”

Lucie holds a BComm from Ryerson University and is 
involved in mentor and leadership roles with Big Sisters 
and as a Board member for The Hamilton and District 
Apartment Association, a non-profit organization, 
believed to be one of the oldest landlord and property 
management associations in Ontario.

When not spending time with her young son or fully 
immersed in the latest client project, Lucie can be 
found training hard for her next running event, having 
successfully completed the Around The Bay Race and 
Chilli Marathon and several half marathons.

Our team
LUCIE BRUSSE
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LUCIE BRUSSE
D. 905-634-7036
C. 416-817-1457
LUCIEBRUSSE

@ROYALLEPAGECOMMERCIAL.COM

ROYAL LEPAGE BURLOAK REAL ESTATE 
SERVICES, BROKERAGE*

3060 MAINWAY
BURLINGTON, ON L7M 1A3

T 905.335.304
 F 905.335.1659

WWW.ROYALLEPAGECOMMERCIAL.COM
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PAUL MORRISON

NATIONAL REACH. LOCAL EXPERTISE.
Bringing over 15 years of experience in the commercial 
real estate field, Paul Morrison is a trusted and relied 
on professional, helping businesses and investors 
through the challenges and obstacles that stop them 
from growing or evolving. He provides a compelling 
mix of strong communication skills, honest desire to 
help and a brainstorming approach to developing solid 
ideas that solve problems.

“From leasing to sub-leasing and building/land 
evaluations, he has been a great asset and very 
knowledgeable.” - Robert Tucker, AVP Corporate 
Services, Sharp Microelectronics 

In building lasting relationships, Paul uses organized 
project management and effective collaboration to 
build consensus and is known for breaking a tense 
moment with a touch of humour or funny story. Quickly 
responding to questions with a likeable confidence and 
extensive knowledge and experience, Paul ensures his 
client’s needs are met, even with seemingly unrealistic 
expectations or timelines that he tackles with patience 
and a smile on his face.

“Paul was instrumental in helping to rapidly identify 
a number of potential properties, worked with us 
to identify our short-list and supported our office 
relocation in an extremely short period of time. He 
was flexible, positive and helped bring the necessary 
information and focus that was critical to the success 
of this activity.’ - Jeff Warren, Group Manager, Johnson 
& Johnson Medical

Prior to joining Royal LePage Commercial Real Estate 
in 2012, Paul spent several years with another leading 
commercial real estate company specializing in office 
and industrial leasing as well as the acquisition and 
sale of commercial properties. His clients also benefit 
from his wide negotiating experience from 20 plus 

Years in Vice President and General Manager leadership 
roles in technology and information management. He 
often jokes that he was shaping the future of digital 
before any of his four kids could even spell it. 

“Paul Morrison is an expert in his field. He is friendly 
and willing to go the extra mile. Even when faced with 
unrealistic requests he somehow finds a way to fulfill 
his client’s needs. He guided me through the process 
until all parties came to an understanding. Even after 
the project was complete he continued to check in.” 
- Anna Sommers – Director of Building Relations & 
Management, IGS Energy.

In the community, Paul is a long-time Committee 
member of the Big Brothers Big Sisters of Hamilton 
& Burlington Annual Golf Tournament and regularly 
attends the corporate BNI networking chapter in 
Burlington as a member.

He is a graduate of Humber’s business program and 
continues to add to his professional knowledge and 
expertise by regularly attending commercial real 
estate conferences.  

When not exploring a client’s options on the latest 
project, Paul can be found hurtling down a ski slope or 
trying to accomplish his third golfing hole-in-one, still 
trying to relive the excitement of his first-year hockey 
championship win at age 10, where, as the goalie, he 
had 9 shutouts in 13 games.

Our team
PAUL MORRISON
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PAUL MORRISON
D. 905-335-3042
C. 416-937-9550

PAULMORRISON
@ROYALLEPAGECOMMERCIAL.COM

ROYAL LEPAGE BURLOAK REAL ESTATE 
SERVICES, BROKERAGE*

3060 MAINWAY
BURLINGTON, ON L7M 1A3

T 905.335.3042
F 905.335.1659

WWW.ROYALLEPAGECOMMERCIAL.COM
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YOUMAN MEDIA 
MARKETING

COSTAR
RESEARCH / 

MARKET INTELLIGENCE

CLIENTLOOK
 DATA -  CRM / 

SALES MANAGEMENT

MORRISON BRUSSE 
COMMERCIAL TEAM

We have chosen to partner 
with Commercial Real Estate 
Industry Experts in both 
Research and Marketing. 
While our Corporately run 
competitors rely on in-house 
staff, we outsource to the best 
in the industry.

We are part of Canada's most 
trusted Real Estate brand. 
With 18,000 agents across 
Canada with 330 specializing 
in Commercial, we have access 
to more of Canada's Business 
owners than any other Real 
Estate Brand.

We are mid-market focused, 
and have built our 125+ years 
on trust and being first in 
Class.

WILLIAM MARIANI
Digital Marketing

MELANIE RYAN-GRAIF
Social Media

RYAN GAGNE
Webdesign & Coding

ALEXANDRA BOYD
Graphic Design

LUCIE BRUSSE
Sales Representative

D. 905-634-7036 | C. 416-817-1457
luciebrusse@royallepagecommercial.com

PAUL MORRISON
Sales Representative

D. 905-335-3042 | C. 416-937-9550
paulmorrison @royallepagecommercial.com
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ABOUT US
When you work with the highly successful commercial 
real estate team of Paul Morrison and Lucie Brusse to 
provide their unique blend of personal connection 
and extensive experience, they have you thinking you 
must be their only client.

Their deep local knowledge, community connections 
and strong professional partners in the GTA region, 
as well as nationally, enables them to strategically 
manage your commercial real estate project from 
start to finish and beyond. 

Businesses and investors get a proven, stable approach 
to the many uncertainties that commercial real estate 
can throw at you. Through an organized and consensus 
building process, they instill the confidence and trust 
that allows you to work on your immediate business 
whilst they focus on realizing your vision for your real 
estate.

Attentively listening to your initial inquiry, brainstorming 
solutions, clearly communicating through the entire 
process to closing the deal and facilitating future 
transactions, they are leveraging, for you, their 
combined total of over 30-years real estate and a 
previous similar number of years of senior sales, 
business ownership, and customer service.

COSTAR
CoStar is the most trusted, unbiased source of 
commercial real estate information available, a 
powerful suite of online services, and a vibrant online 
marketplace. CoStar helps you make decisions 
faster and more confidently. Information in CoStar 
is researched and verified by the industry’s largest 
professional research team.  They have over 1,200 
highly-trained researchers and more than 130 field 
research vehicles scouring the market to ensure we  

have access to information that can’t be obtained 
anywhere else. Their exhaustive research process 
includes thousands of calls daily to brokers and 
owners, reviewing court †lings, tax assessor records 
and deeds, tenant canvassing, third-party data feeds 
and automated data collection of thousands of broker 
and retailer websites to uncover even the slightest 
changes to the market.

YOUMAN MEDIA COMMERCIAL MARKETING GROUP
Youman has been providing marketing services to 
the commercial real estate industry since 2006.  Their 
services are sought after all across North America and 
their clients are some of the biggest in the industry.  
Youman helps CRE companies, big and small increase 
their market exposure and outshine all competitors. 
They specialize in creating remarkable digital and 
creative experiences for their clients and their 
properties. 

It is all about exposure. Digital marketing, social media 
and email platforms have been integral tools for 
sales professionals in the past years – Today they are 
essential.  The ability to reach thousands of potential 
leads in a short amount of time., with the benefit 
of being able to target the specific demographic of 
investors for your property or business.  Youman is the 
best at this!

CLIENT LOOK
Clientlook is considered the best CRM system for 
Commercial Real Estate.  Voted Best Overall Techsite 
by Commercial Brokers themselves.  For us, its use is 
essential but for our clients it is essential because as 
a client you have 24/7 access to all our sales activities, 
market reports and fully integrated collaborative 
war room.  This unprecedented “window” into our 
sales activities allows you to follow our efforts in 
representing your listings in real-time.

DEALS CLOSED

SMALL SAMPLE INDUSTRIAL 
ASSIGNMENTS RANGING FROM 

DIFFERENT SIZES WE HAVE 
TRADED

7575 DANBRO CRESCENT, 
MISSISSAUGA – 6,769 SF

87 WEBSTER, 
OAKVILLE – 7,800 SF

3 HILLYARD ST, 
HAMILTON – 12,000 SF

3270 SOUTH SERVICE RD, 
OAKVILLE – 14,271 SF

905 CENTURY AVENUE, 
BURLINGTON – 15,000 SF

1120 SPEERS RD, 
OAKVILLE – 16,000 SF

6320 DANVILLE RD, 
MISSISSAUGA - 25,869

855 STEELES AVE EAST, 
MILTON – 65,110 SF

1303 NORTH SERVICE RD, 
OAKVILLE – 82,512 SF

95 BROWNS LINE, 
TORONTO– 100,000 SF

335 BRITANNIA RD E, 
MISSISSAUGA – 100,000 SF
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237A

237B

237A

PROPERTY OVERVIEW
Address

Date of Construction

Site Area

Ceiling Height (Industrial)

Zoned

237A Advance Blvd., Brampton, ON 

1982 

21,141 SF

22 FT

Industrial M1 - 2749

237B Advance Blvd., Brampton, ON 

1990 

18,201 SF

21 FT

Industrial M1 - 2749

ST
EELE

S

STEELES

DIXIE

DIXIE

407410

237a  &  237B  
Advance  Blvd

11 Minutes to 
Pearson Airport

32 Minutes to 
Downtown Toronto
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BUILDING FEATURES
Address

Type

RBA

Stories

Class

Year Built

Docks

Parking

Parking Ratio

237A Advance Boulevard

Industrial

17,261 SF

1

C

1980

1 Ex

30

1.88/1000 SF

MORRISON BRUSSE COMMERCIAL TEAM
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237B

237B

237A

237B Advance Boulevard

Industrial

18,000 SF

2

C

1980

2 Ext

10

0.41/1,000 SF
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INDUSTRIAL/WAREHOUSE SALES COMPARABLES IN BRAMPTON & MISSISSAUGA

237a  &  237B  
advance  Blvd

Address  Size (SF)   Sale Info 

2447 Anson Dr  16,720 SF  $4,875,000 ($291.57/SF) 

6415 Kestrel Rd  14,261 SF  $4,160,000 ($291.70/SF) 

6610 Innovator Dr 35,653 SF   $8,640,000 ($242.34/SF) 

1664 Meyerside Dr 31,230 SF   $7,100,000 ($227.35/SF) 

222 Advance Blvd 13,472 SF   $3,500,000 ($259.80/SF) 

6920 Pacific Cir  12,250 SF   $3,200,000 ($261.22/SF) 

750 Gana Ct  19,510 SF   $5,462,800 ($280.00/SF) 

Address  Size (SF)   Sale Info 

111 Topflight Dr  12,269 SF  $3,780,000 ($308.09/SF) 

19 Victoria Cres  14,080 SF   $3,875,000 ($275.21/SF) 

1830 Meyerside Dr 22,750 SF   $5,680,000 ($249.67/SF) 

400 Ambassador Dr 24,849 SF   $6,950,000 ($279.69/SF) 

185 Advance Blvd 35,928 SF   $7,110,000 ($197.90/SF)

 1566 Bonhill Rd  11,450 SF   $3,375,000 ($294.76/SF) 

40 Selby Rd  10,575 SF   $2,900,000 ($274.23/SF) 
MORRISON BRUSSE COMMERCIAL TEAM
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OPINION OF VALUE
There a three (3) scenarios, outlined below that will determine the sale price:

We believe the highest price will be obtained from selling to a User not an Investor.

market
overview
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237A

237B

237A

SCENARIO 2

Sell the Buildings separately to 
two buyers at the above noted 
prices

2

237A: $280 SF = $5,919,480

237B: $499 SF = $8,993,477 

SCENARIO 1

1

The first is selling the two 
buildings as a package deal 
to a Cannabis user: This would 
be the highest and best use.

If 237B is Sold as Cannabis 
Facility)

237A: $280 SF = $5,919,480

237B: $290 SF = $5,226,670

SCENARIO 3

3

Sell both buildings at standard 
industrial prices to non-
cannabis users:

If 237B sold as a traditional 
industrial building, and 
all Cannabis fit-out to be 
removed prior to closing.

237A: $280 SF = $5,919,480

237B: $499 SF = $8,993,477 
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MARKETING STRATEGY
CANNABIS BUYERS – TARGET GROUP #1
Our focus for this mandate is to work to execute 
Farber’s mandate: Sell the Real Estate assets on 
Advance Blvd. at the highest price and least amount 
of time. With this as our common goal, we will achieve 
top market price by simultaneously targeting the 
following groups:

1. Cannabis Producers: Owner-Users:  This target will 
come not by only going to direct companies but, by 
also using our highly connected network of Cannabis 
Consultants, including: 
• Accenture
• Bain & Company
• Deloitte 
• Ernst &amp; Young  
• Grant Thornton
• KPMG
• McKinsey & Company
• PWC

2. Tenants in Peel who are occupying a similar 
sized property/ properties that could be looking to 
purchase, rather than lease.

To ensure the broadest market is reached, we will 
need to target market AND list the properties on 
MLS.  Partnering with Royal LePage Commercial will 
ensure the most on-line exposure possible, given our 
site combined with TREB and Hamilton Burlington 
Board, which feed into Realtor.ca, and CoStar will 
garner the highest traffic possible.

With one highly specialized asset (237B), we must 
use both a targeted and broad approach to ensure 
the best buyer is found.

237a  &  237B  advance  Blvd,  brampton,  on
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LISTING PLATFORMS WE 
INTEND ON USING TO 

PROMOTE THE PROPERTIES:

MLS LISTING THROUGH THE 
HAMILTON-BURLINGTON REAL 

ESTATE BOARD (RAHB)

MLS LISTING THROUGH THE 
TORONTO REAL ESTATE BOARD

COSTAR/LOOPNET

DIGITAL MAIL-OUT TO 
COMMERCIAL NETWORK 

SOCIAL MEDIA

MORRISON BRUSSE COMMERCIAL TEAM

M B

MARKETING APPROACH & STRATEGIES
Our Marketing strategy is intended to be targeted and 
engaging, while simultaneously mitigating risk. We 
have intimate knowledge of the industrial market and 
a list of potential buyers seeking such opportunities in 
the GTA and Ontario as a whole.  Our main approach 
is to develop an awareness of the availability of the 
properties through the direct solicitation of a selected 
group of purchasers (Cannabis buyers to start) and 
then our own list of clients, which we have identified 
as capable and motivated and with a strong knowledge 
base of the surrounding area. 

In addition to marketing the properties to a select group 
of known parties with interests in the area, we plan 
to expose the property to the open market, through 
several reliable listing services.

PRE-MARKETING | 1-2 WEEKS
Client Expectations:
∙ Execution of marketing strategy upon awarding of 

listings (Advance notice to select group of prospects 
and to the Royal Lepage Commercial network).

∙ Preparation of Offering Memorandum
∙ Executive summary of the opportunity
∙ Property overview
∙ Financial overview
∙ Market overview
∙ Demographics
∙ Any other relevant information

MANAGING THE PROCESS | ONGOING UNTIL SOLD
The goal is to have the potential Buyers transaction 
approach align with the objectives of the Seller:
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∙  Lead by Agents – Paul and Lucie are the individuals 
who will manage every aspect of the process.  No 
Junior Associates will be left in control of the file

∙  Marketing campaigns will be developed with our 
commercial marketing team

∙  Create competitive environment
∙  Direct dialogue with potential buyers and their 

agents
∙ Pre-qualify interested parties with diplomacy
∙ Vet buyers that are capable and have a 
proven history of closing transactions

∙  Encourage offer proposals with integrity
∙ Report activity to the Seller via ClientLook’s secure 

portal

THE PLAN
1. Target launch to pre-selected buyers from a list 

being compiled by ourselves
2.  Launch of professional email campaign to specific 

industrial specialists across Canada, all 330 Royal 
LePage Commercial Brokers as well as 2,800 
commercial realtors from the Toronto Real Estate 
Board’s commercial database and a proprietary list.

3.  Post Listing on Industry websites:
a. Royal LePage (3,674,000+ unique visitors in a 
quarter)
b. Exposure to our 18,000 real estate members 
across Canada
c. Repetitive Email distribution 
d. Post on Loopnet (owned by CoStar)
for international exposure

4. Social media campaigns with emphasis on Linkedin 

PROCESS AND MARKETING
Sellers engage Royal LePage Commercial to sell the 
subject property via listing agreement

∙ Create a competitive environment through multi-
channel distribution of offering

∙ From our target groups Royal Lepage Commercial 
to commence creation of marketing materials and 
contact data for all potential buyers,

∙  Royal LePage Commercial to engage 3rd party email 
service provider.  Youman Media for distribution of 
email marketing campaign and brochure to listing 
realtors’ private contact databases,

∙ Post Announcement on CoStar Data Platforms of 
Property Offering,

∙ Full distribution of marketing brochure to expose 
our marketing package to the entire market with 
a primary focus on those targets we deem most 
credible and capable,

∙  Property tours will be arranged at appropriate times 
to maximize efficiency and create demand

∙ Ongoing marketing – direct contact and meetings 
with Key Target Purchase Groups.

∙ In the event of multiple offers, consultation with 
sellers on next steps and best practices, including 
but not limited to re-submission from interested 
purchase groups

 
OFFER REVIEW PROCESS
∙  Submitted offers will be reviewed and analyzed
∙  Recommendations will be put forward to the sellers
∙   If appropriate, the short list of bidders will be allowed 

to better and re-submit their offers
∙  Counter offer to selected bidder group and 

negotiations
∙   Create competitive environment
∙   Execution of agreement of purchase of sale
∙   Due diligence review of documentation by 

purchase group
∙  Proceed to closing date as negotiated by the parties
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PROPOSED COMMISSION/EXPECTED FEE PAYMENT

Real Estate Fees for the Successful Sale of 237A & 237B Advance Boulevard

3% of the property sale price.

Fees are subject to HST and are payable upon closing of the sale.

These fees will be shared with a cooperating real estate broker, should there be one involved in the sale.
237A

237B

237B


