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Despite growing up with his father in the real estate business, and getting his own real estate
license when he was just 18, Troy Muljat didn’t always know he'd end up in real estate. A self-professed over achiever, he
wanted 1o tackle something bigger.

S0 instead of joining the family company straight out of high school, the Bellingham native moved south. After earming
his bachelor of arts degree in business marketing from Seattle Pacific University in 1992, Muljat took on the challenge
of becoming a commercial appraiser—which requires more clock hours than the real estate license, plus a two-year
apprenticeship—working for Palmer, Groth & Pietia, Inc., a commercial appraisal company in Seattle.

“I feel forfunate fo have been able to get into that industry early on, wihen frankly, | really didn't know what | was getting

info,” Troy remembers. “Any time you can niche and get into something like that or at least have that in your tool belt, it is
very good.”
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Muljat finally put his real estate license
o use in 1995, when he got married,
moved back to Bellingham and began
toing appraisats and selling properties
for his tather's company. Since then, he
has expanded his real estate endeavors

even further. Today, while he is still a
commercial broker and appraiser for The
Muljat Group, Inc., he also owns vanous
investment properties, has found success
with developing large-scale mixed-

e properties, plus he is co-owner of
Landmark Real Estate Managameni.

“It's really been growing by leaps and
b, You know, as we da laasing and
help developers devalop property or even
sell properties to people, it's a natural
tig=in to then be abde to manage their
commarcial prajects. So that's baen a big
part of cur secret to our suCcess.”
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With all he's irotved with Troy dossn't
do as much appraksal work these days,
still, he feels that background has been
exceedingly valuable in all of his real
estate dealings.

“At the end of the day, | don't really like
doing appraisals, but it has given me such
a great background to understand value,
how to create value and how the numbers
work on investment real estate” he says,
“which in turn has helped me be able to
sell commercial real estate at a different
level than most. That's been the big
background for me. A lot of my clients see
that at as such a huge advantage.

“If I'm just wearing my sales hat and I'm
trying to sell somebody an investment
proparty, to be able to understand where
the appraizer's going to coma from, how
the financing's going to work, | really think

it's an addied advantage. It's been helpiul.”
And any advantage you can get is
priceless when tackling 0 many projects.
“Our goal is to either be able to develop
the property, lease it, sell it or manage it
And | can also appraise it,” Troy says. “We
like 1o be able to do every aspect—excepl
for actually finance il—in comencial
real estate in Whaicom and even Skagit
County.”

Despita being invalved in avary aspesct of
commercial real estate, Muljat is partial
1o one area; development. =1 would have
to admit the development is my most
favogite thing,” he says. “Really creating
a project—whether I's a mixed-use
project, a retail project—has been a lot of
fun. Clearly it can be the most financially
rewarding. it can atso have the most risk
attached to it But creating a thing from
scratch has been exciting, and also very




trying. But | enjoy that part the most.”
Realizing a project from beginning to end
has its own challenges, but juggling what
could be considered the work of saveral
people adds exira stress to the load.
Thase days, the devalopment Troy does
on his own takes ug hall of his life, while
the sales and appraisals ha does &s part
of The Muljat Group takes up the other
heali—but they're both full-time jobs.

“I'd be lying 1o say that | don't get
stratched toa thin,® ha admits. | kave

to pick and choose, I'm fortunate to be
able to turn down mare clients than I've
taken, | would say that | probably have a
lew clients thal are the same clients that
I've dealt with over and over again that
are used to certain types of properties—
apartmant buildings, retail projects, so
on and 50 on, 'l work with them pretty
exclusively. And between them and the
few developers that | have that | work
wilh, it's really just a short list of clients
that | have that keep me very, very busy.”

Although you wouldn't know it by lsoking
at his extensive partfalio, Troy firmiy
balieves, “0na of the keys b success, is
you hawve to know when to say when."

Troy says he has learned that while he
may be able to handle most aspects of
his development projects, sometimes it's
biEtter ot to, “You become too emationally
attached sometimes to your own projects,
that itz better to hire someons to do your
own project for you,” he says,

For example, he recently outsourced the
leasing of a project he had developed
from scratch, though he has handled that
stage with other deals in the past. “That
wias one of the best decisions | ever made,
Hard decision, because when you're in it
and you know the industry, it's hard not to
g0 back and do it all. Clearly [it was] the

best decision because it helped me do
gven more dollar-productive things,” he
believes.

“I think there's more to life than real
estate, Thats one thing that I've laarmed.
And you can clearly 0D on work—I am
a workaholic, | have thal mentality of
working too much.®

Troy says it really hit home when he was
working on a large project in 2005, 1
was fielding 100 phone calls a day. | was
working 15 hours a day, six days a week,
And it almost killed me,” he remembers.
“I think that you have to keep things in
balance.”

Besiles essentially balancing thi work
of thres people, Muljal says ha mest

also balance his faith, his friends, and
most importantly, his tamily. He and wife
Heather have four children. Plus, they

are in the process of adopling a daughier
from China. Muljat says they hope that

by the end of this year they'll be traveling
there to pick her up and bring her home o
Eellingham.

“With four kids, | just leave the office
whether thera's work thera or not.™ Muljat
says that he makes a point of being home
by 5:30 every day. Though he says if you
ask his wife, even once he gets home he
sometimes has a problem disconnecting
from work. “I'm physically here, but a lot
of times I'm not mentally here.”

While it's always a struggle to balance
Tamily and a large workload, he doesn’t
regret how his career has progressed,
In fact, e thinks maybe he should have
taken mare risks even earlier on, “A

lot of times in real estale when you're
in the industry you tand to maybe not
take opportunities yoursell, 1o jump on
opportunities,” he says. “And there's

probably been a tair amount of those
I've hiad in my owm life, even though I'm
sufficiently over-committed ioday, and
have been for a while," he says.

“Life’s about taking risks. Take ‘em when
you got "em,” he advises.

Buf that doesn't mean he belleves
commercial real estate is for everyone,
particularty those people wha love the
personal aspect of residential real estate.
“It's really a formula,” he says. “And Il
very quickly pre-quality them with what
their investment objectives are, what type
of yiedd they're looking for. . .and we're
not going to talk about our families or the
neighborhood or anything like that. [The
client is] looking for the numbers ™

Shill, he does have long-term clients

with whom he's developed friendships.
“There's a few select clients thal | would
say I've gatten B know very well, more

50 than the average homebuyer working
with a real estate agent. But you know, the
other hall of my clientede i purely driven
on réturn and tha numbers,”

For those real estate professionals who
want to try the commercial skie, Muljat
has some advice, particularly in regards to
aducation and personal invesiment.

“If you're going 1o take commercial long
term, you gol i take the best of the best
classes, And that would be, you know in
vy mindd, the CCIM [Certified Commercial
Investment Member] tract,” he says.
“If you can make it through that set of
coursework and get designated as a CCIM,
you're ane half of one percent of all real
estate agents in the country.”
Further, Troy highly recommeands if you
want to get into commercial imiestment
real estata, you should own your own
coatinued on page 10
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Troy Muljat cont'd from page 4

investment properties. I you don't own
imsestmant property, and | hate o harp
on this one, but it's hard to be able to
sell it. | mean, obvicusly most residential
agents own thair own housa, therefore
they'vwe been through the process. | think
there's some people who want to gel in
to commercial investmeant real estale,
and when they haven't bean through the
prociss themseves o couple mes, its
tough for them o really talk fluently in the
commercial arena.”

Besides exploring the oplion of buying
commercial real estate themsalves,
ha suggests talking to management

companias, joining the Urban Land
Irstitiste ar he IMemational Councl

of Shopping Centers, going io the
Commercial Forum every year, and just
seeking oul education and information
oppartunities,

Muljat definitely knows: all about Seeking
out information and being involved. You'd
rieed more than thres hands to count all of
his current professional affiliations, from
the Mational, Washinglon and Whatoom
County Associations of REALTORS=, to the
Appraisal Institute, Commearcial Investmeant
Broker's Association, the Real Esiale
Buyer's Agent Council, and numaroies
mone. Troy hobds several designations,
including his ABR, CCIM, CRE and e-PRO,

Plus, he's & cerified instructorn, a speaker
at variows events, and as wan several
pwards.

In 2003, Troy was able i refine his
leadership skills evan further as part of
the inavgural class of the Leadership
Institute Morthwest, a joint endeavor of
the Oregon and Washington Associations
of REALTORS= aimed at identifying,
encouraging and assisting emerging
leaders in tha association and the
industry.

“It was fascinating, somé of the lessons
you learn,” he recalls, =it's a great
opportunity to really step back and ook at
what makes up a leader. | think the thing

I got out of it is a leader ks only as good

as the people you surround yourself with,
And that's something | continue 1o Sirive
to do today, | mean, il | can get people
wiho aré better at doing cerain thngs
arcund me it only can make mysell look
better. And that's the thing that | leamed
out of the Leadership Institute—oreat
leaders ane not just wonderful, great, elie
peopie. They know how to delegata, they
know how to organize, and thiy know how
to surmound themselves with peaple wha
are really better at certain things than thay

an,

Muljat feels his imvolvement overall

with the REALTOR= organization has been
beneficial in many ways. | think it's the
cannections and some of the experiencas.
Arytime you're on a committee, . .there's
Just certain leadership skills you bearn that
help you in day-to-day life, whather it's
with family, with potential clients, or with
my development, or whatever it may be
It's all positive to be imolved,”

VOLUME 3, ISSUE 4 10



REALTOR

Tor help kcep his basiness
rumming smosthly and
MRERAIN CommEnicatian
with ks chonts Troy
Muljat hkes to kecp up
o the Livest rechniology
available. We sked Troy
to share with us which
tech toods be is using this
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ROY'S TECH TOOLS ani Fidlorwss

Wi el phone and sccessares ane pon usiog? 1-Mobile Dash s my cell phana, running
Windows Mobda 6.0, | also use ary Plantronics Bluelooth Feadset which warks with bath
my cell phaong and phone system al mry office. Exsentially, | newer have fo Switch headsats.

Whai compuder do pou wse | have a Sony Yaio Laptop that | use at work, remately, and ai
homae. | have a backup laplop, just in cxse.

Wt g o s for scheduling and netwonking with staff and cliants? With twa

assitants, we nin Small Business Server on the back-end. This aliws me to seamlessly
Eync task, contacts, appointments with them and one ol My business pariners. | can also
wireless from iy phane add appointments, contacts, tasks. .. 50 | am never out of fouch.

How oo you handle e sharing and storage? | also use an online digitsl papes syslem io
stora all of my “digital files.” This allows everyons | work with, vendors, chenis, praspects
o access Mes | wand them o see, www.digkalpaperroule,com is the websile. If | add o
modity & dacument, § instantly notifies everyone on tha list for that decument that the
dhac has Ibeen updated. Plus, | can access amything on the systern from any compuber with
inlerniat access.

Aay additional seffware you recommend? Besides Outlook, Word and Excel, | use
Microsoft Project. 'We are constantly tracking projects, deals, and work fiow using this
program. Hwill take people 8 while to get up to speed. ., but for B busy neal estate
prolessional with @ feam, # has been a great fech 1ool.
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