
What do clients say? 

 

 “We worked through a difficult 
arrangement.  We could not have 
done it without him.” 

American Standard 

“Very happy with both the Process 
and end result, as well as post-deal 
follow up.  Very effective at helping 
to define needs and provided useful, 
practical guidance for avoiding 
common mistakes.” 

Global Engineering 

“Great job advising on tactical 
situation!  Felt Mr. Hill was usually 
a step ahead of the whole process.  
Terrific job negotiating lease 
document.” 

Spinner GmbH 

“Both Bob & Rob Hill were 
exceptional.  Competent & 
hardworking-going the extra mile.” 

MASCO Corporation 

 

 

YOUR REAL ESTATE DEPARTMENT 

 

 

PRINCIPAL 
 
 

HILL CORPORATE PARTNERS 
1266 WEST PACES FERRY RD., NW 

SUITE 455 
ATLANTA, GA 30327 

 
Direct: 404-408-6385 

Fax: 404-237-1456 
Cell: 404-408-6385 

Email: bobhill@hillcorporatepartners.com 

   
Make your Business 

Practices 
Dictate your Real Estate . . .    

   
 

RELOCATING? 
 

 
 

 

Control the process  
and you control the outcome 

 



MAKE YOUR BUSINESS PRACTICES DICTATE YOUR REAL ESTATE
Control the process, and you control the outcome.

Mission Statement: To be the Commercial Realtor of choice.

LeasingAcquisitions

• Established Atlanta Broker
• Experienced Agents
• Nimble Corporate Structure

• Investment Objectives  
• Define Property Components
• Identif Location Req irements

• Define Space Objectives
D fi S C t

• Alignment of  Parties’ Interests
• Process-Driven Models

Dispositions

• Identify Location Requirements
• Decision Making Tools:

Proposal Comparisons
Rent Models
Lease vs. Buy

• Define Space Components
• Identify Location Requirements
• Decision Making Tools:

Space Planning 
Worksheet

Decision Matrix
• Exit Strategy (Disposition)

Proposal Comparisons
Rent Models
Decision Matrix

• Space Lease Negotiations
• On Going Follow up

• Exit Strategies:
Sale
Sublease • On Going Follow-upSublease
Lease Cancellation
Negotiated Buyout
Go Dark


