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R. Craig Coppola: Focus on Developing

Talent

Lee & Assaciates founding
principal R. Craig Coppola
refers to himself as “a
collector of unigue abilities”

by Alison Stanton

THROUGH HIS 38 years in commercial real
estate, Lee & Associates Arizona founding
principal R. Craig Coppola has discovered a
very important key to success: maintaining a
constant and consistent focus on building a
great team. “T call myself a collector of unique
abilities,” Coppola says. “Everyone has a
unique ability, and on our team, each person
has one that is different from mine”

In addition, rather than sitting back and
being content with the team of employees he
has, Coppola says he is always looking for ways
he can hire more people and grow the team. “I
meet people and find out what unique abilities
they have, and then, with that information, put
them into roles”

In order to help find the best possible
employees with the skills that Lee & Associates
needs, Coppola says he utilizes the Kolbe
Indexes as part of the interview process. These
instinct assessments measure how people
néturall‘y do things, which Coppola says
provides him with a really accurate way to
determine what people are naturally good at.
Coppola used the tests — which are available at
Kolbe.com — when he was looking for his two
assistants. “Both of them scored very high on
following through with things, which is exactly
what I want my assistants to do,” he says.

In some cases, Coppola says, determining
what someone’s strengths and abilities are
means assigning them to roles they would not
otherwise have considered. “In the case of my
administrative assistants, neither one of them had
ever experienced this type of role before,” he says.

Knowing that he has hired the best people
for each position at work is quite satisfying,
Coppola says. “I like watching people do
fantastic things. It's the same reason we like to
watch the Olympics; we like to see athletes like
pole vaulters and think, “Wow, I could never
pole vault 18 feet”

Another factor that Coppola says has
contributed to the overall success of his
company is the way his office is laid out. The
office currently houses seven people, but,
instead of having individual offices or cubicles,
everyone shares one open space. “Our entire
team sits in one big cube, including me,” he says.

Working in an open environment has
several advantages, Coppola says, including
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B The Coppola-Cheney Group, led by principals Coppola and Andrew Cheney, is the No. 1 office
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“| call myself a collector of unique

abilities. Everyone has a unique
ability, and on our team, each person
has one that is different from mine.”

the ability for everyone to have an open
dialogue and great communication, as well as
the chance for the team to learn from everyone
else. “I literally sit within two feet of my
interns and assistants, and everyone can hear
information throughout the day and also hear
me when I'm on the phone”

Because the commercial real estate business is
very cyclical, Coppola does what he can to keep
overhead costs as low as possible to help Lee &
Assaciates weather the inherent downs. “We try
to keep our costs reasonable so when [down]
cycles hit we don’t have to shut our doors. We
are very conservative with our expenses.”

For example, although the company is in
a fantastic, albeit spendy location at 32nd St.
and Camelback and is filled with state-of -the-
art technology, Coppola says they cut corners
in other, more significant ways. “We don't
have 20 different office spaces to maintain, so
we are very frugal that way. And we have a
very flat erganization, with no management
layers within the company, like principals and
associates, We have a very lean staff;” he says.

In addition to putting people in the right
position and helping them succeed, Coppola
believes that to help ensure every member of
his team stays with the company for as long as
possible it is important to not skimp on pay.
“If you spend your days doing what you truly
love to do, and you get paid a great salary,
why would you ever leave?” The average
tenure of brokers at Lee & Associates Arizona
is almost 20 years, B

Lee & Associates Arizona lee-associates,com/arizona

_ INBUSINESSMAG.COM

Fhoto courtony of Low & Ansociaton Arizons



