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Terry Ray is the area manager for Barrister Executive Suites in the South Bay Tower in Torrance. Ray finds clients who need to rent temporary office space. (Steve McCrank/Staff Photographer)
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Terry Ray sees her job as filling businesses' needs by getting them to fill her office space. 

The area manager of Barrister Executive Suites rents out office suites and access to an answering service and conference rooms. Rents are available on a monthly basis. 

The Redondo Beach resident oversees five locations from Torrance to Marina del Rey with a total of 109,000 square feet of rentable office space. 

Ray, 46, works out of Barrister's Torrance office. 

She has worked at Barrister for 12 years, starting off as a center manager before becoming an area manager in 2000. 

What does your job entail? 

No. 1 is to meet with prospective tenants who are looking for office space. What you'll find is you'll have entrepreneurs or companies that need satellite offices or companies that are downsizing. I'm also overseeing the different locations day to day, with about 15 employees throughout the area. 

What types of offices do you offer? 

There's a variety. There's interior offices and window offices, offices within offices. We also offer furniture. 

What are some of the companies that rent your space? 

You have your CPAs, sales people. We're finding a heavy influence of Japanese companies. There's some different food companies. We have a factoring company, which pays for other companies' accounts receivables. I didn't know about that kind of business before. 

How do you get customers? 

It's Web-based advertising. I've found that the majority is word of mouth, tenant referrals. The other component that's been growing over the years is e-brokers. They'll get people calling them and they e-mail the leads to us. They get commission. 

What's the most challenging part of your job? 

It's just letting people know that this exists. People tend to think they need to be in commercial space when this is an option. 

Have you turned down potential tenants? 

Yes. For example, if you have a company coming in and it's a lot of telemarketing - and you know the climate they're bringing in with their employees - it's not going to work. 

Any changes coming for your business? 

We're looking at different Web-based teleconferencing. We're looking at different technologies to stay ahead over the next decade. One of the things we're doing is we hold potlucks for tenants on a quarterly basis. What we plan to do with this economy is turn that into a meet-and-greet, sort of a networking opportunity and they can bring their friends. 

I was told by a salesman that salespeople have big egos. Do you need a big ego to do sales? 

No, but you just don't want to take "no" for an answer. That's more important than having a big ego. I'm good at diplomacy. I don't think of myself as having a big ego. I don't think I've ever viewed myself as a salesperson. It's really giving people the right information they need for something very important, and that's their business. 
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