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Spotlight on Commercial Real Estate

David Wittenauer 
President & Designated Managing Broker

BROKERAGE |  DEVELOPMENT |  ACQUISITION

1177 N. Green Mount Rd, Suite 201, O’Fallon, IL 62269
Phone: 618.632.5850 | Fax: 618.632.3270

Email: info@wittenauerproperties.com

Wittenauer Properties has over 20 years experience as a full-
service commercial real estate firm.  We are focused on the 

brokerage, development, and acquisition of high quality 
commercial real estate assets throughout Saint Louis and 

Southern Illinois.
Please give us a call AT 618.632.5850 to discuss all of your 

commercial real estate needs.

Selected Past Transactions 

 

Regional  
Accomplishments  

 

Growing Our Workforce 
• Played a key role in professional  

expedited licensure directly  
impacting 110 professions for  
military and their spouses  

• Presented to over 30,000+  
individuals in the region promoting 
STEM workforce and technical  
careers through the Building  
Workforce2030  program 

Promoting Southwestern Illinois  
• Completed a regional marketing  

communications campaign to key  
internal and external economic  
development decision makers with  
regional partners  

• SITE Selection Magazine, a high  
profile magazine, EVP, Conway Inc./ 
Site Selection Magazine, Ron Starner  
visited and toured the Southwestern 
IL region 

• Consul of Economic Affairs for  
Consulate General of Japan in  
Chicago, Keidanren USA, and JETRO 
Chicago visited and toured the 
Southwestern IL region 

COMING IN 
JUNE

Spotlight on
Banking and Finance

The Illinois Business Journal will be
profiling the men and women who bank

on Southwestern Illinois.

Get the word out about personnel,
programs and perks – and what makes

your institution special.

Contact Charlie Huelsmann,
chuelsmann@better-newspapers.com

or (618) 973-0414

Collaboration spells survival,
success for BARBERMURPHY 

BARBERMURPHY Founding 
Co-Principal Wayne Barber is of-
ten asked how the firm is doing.

The answer to this question, 
says Barber, is better than ever. 

The firm, which celebrated its 15th 
year in 2020, survived the pandemic by 
doing what it has always done – work-
ing as a team, all 18 brokers in lock-
step, for the benefit of the client.

“There is no hoarding of market 
intelligence internally among our team 
members when it comes to the shar-
ing of vital information to assist clients 
in creating value,” Barber said. “That’s 
unusual in a business where many com-
mercial brokers are often working in 
information silos rather than sharing the 
non-confidential information they know 
if they’re not the listing agent. We don’t 
function like that. Whenever our brokers 
get a new listing, they willingly share 
what information they can so others on 
our team can share relevant perspectives 
on potential uses for the property, prospec-
tive buyers and expertise about how that 
property might best be repositioned. Our 
brokers truly work as consultants to each 
other because a rising tide lifts all boats.”

Synergistically working on each 
other’s listings, Barber adds, benefits 
clients by drawing from a cadre of ex-
perienced brokers. “Sharing multiple 
points of view on a property or deal 
helps the client tremendously. It’s like 
hiring one broker but having 18 brokers 
working on your behalf,” he said.

Ramping up the firm’s digital market-
ing efforts also became a priority when 
the world flipped upside down last year. 
Google testimonials from clients, enhanced 
social media messaging and search engine 
optimization strategies spurred increased 
client engagement during a season when 
many in-person meetings turned virtual.

“The pandemic gave us the opportu-
nity to refine our qualification process,” 
said Barber, “not only for qualifying a 
prospect but for prospects seeking to 
qualify a property. More of our initial 
contacts were by phone and video, but 
in many scenarios, we were still able to 
maintain social distancing and show com-
mercial and industrial properties. During 
the height of the pandemic, however, 
we were intentional about performing 
more up-front investigation online.”

BARBERMURPHY’s longstanding 
team-centric approach provided a smooth-
er transition into working from home via 
remote channels when it became neces-
sary in 2020. Barber says since working 
collaboratively on every deal was already 
woven into the fabric of the firm’s culture 
made it possible to finish 2020 in survival 
mode and to thrive during Q1 2021, when 
BARBERMURPHY’s volume doubled in 
comparison to the first quarter of last year.

“We know each other, we respect 
each other and we pool our knowl-
edge to bring the best intel to bear 
for our clients,” he said. “That’s al-
ways been the case, but it pays back 
in spades during uncertain times.”


