
In 2006 Nathan Anderson made a career 

move that surprised his colleagues and, to a 

small extent, even himself. 

He left his position at Kessinger/Hunter 

& Co., a Kansas City commercial real estate 

firm, to found his own company. 

He made the move not for more money or 

because he was tired of his job but because 

he wanted to create a company that blended 

the best aspects of firms he had worked for—

firms with decidedly varied cultures. “I had 

in my mind a certain feel that I wanted to 

create,” Anderson says. “Even as recently as 

four years ago, I had fully planned on rising 

the ladder at my large company. The forma-

tion of this company [did not come from] a 

drive to be in charge of anything as much as 

it was [an aspiration] to try to create a qual-

ity of life that made me want to go to work 

on Monday mornings.” 

Today, his company, Harbinger Property 

Group (based in Leawood), provides high-

level service in the office, industrial, invest-

ment and land management categories. An-

derson, 36, serves as principal and director 

of brokerage and is part of a team of five in-

dividuals. “From a financial standpoint this 

has been the best two years of my career since 

we did it,” Anderson says. The company had 

sales of $682,000 in 2008 (nearly double 

what it sold in the previous year), and its  

current listing volume is roughly $20 million.  

Anderson, a lifetime resident of the Kansas 

City area, entered real estate right out of col-

lege in 1995. From there he took a position 

with CB Commercial (later changed to CB 

Richard Ellis) where he developed an affin-

ity for the down-to-earth nature of industrial 

real estate clients. Five months into the job 

with CB, he was approached by J.P. Fogel & 

Company, a small niche firm that specializes 

in industrial properties. “They convinced me 

that from a long-term perspective I would 

grow faster, be happier and have deeper roots 

with a small firm that did one thing well,” 

Anderson says. “And they were right.” 

In 2002 J.P. Fogel merged with Kessinger/

Hunter, and although Anderson was working 

with the same team of people in the industrial 

department, he missed the culture they had at 

the smaller firm. “It was simply hard to pro-

duce that feeling when you’ve got 100 people 

in the office,” Anderson says.   

He founded Harbinger Property Group on 

December 1, 2006. Having experienced a large 

corporation; a small, family-owned niche 

firm; and a large, locally owned company, 

Anderson was able to select the systems and 

culture he found best suited to his market. 

Harbinger soon began to morph into a 

highly collaborative firm in which even 

decisions about things such as hirings and 

advertising are open for discussion among 

all employees. “In a bigger environment it’s 

impossible to give everybody that say with-

out weighing down the process,” Anderson 

says. “But here we can make those decisions 

on the fly and react in real time.” 

Another advantage is the company’s abil-

ity to embrace new technology and media. 

Anderson says that while some large firms 

tend to stick with traditional advertising 

techniques, his company is targeting specific 

clients with the Internet and is using tech-

niques akin to those employed on the resi-

dential side of the industry.     

As for the quality of life Anderson set out 

to create, he says he feels blessed to have the 

chance to grow a company while also spend-

ing time with his four children. “After 14 

years in the business, I have the luxury of 

choosing clients I enjoy being with, and that 

makes my job even better,” he says. “Plus, 

I’m headed up to a Cub Scout event tomor-

row afternoon, and that’s a luxury most guys 

don’t get.” 

Industrial 
Makeover

By merging the best traits from a small firm and a large 
corporation, Nathan Anderson revels in dynamic growth 
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4Owner, Harbinger Property Group

4Company profile: Harbinger Prop-
erty Group provides commercial real 
estate services to small business own-
ers and investors. Services include:

•Office leasing and sales
•Industrial leasing and sales
•Buyer and tenant representation
•Consulting and development

While real estate prices have fallen by between 5 and 20 percent 
from January 2008 through April 2009, Anderson says a 

diverse local economy has mitigated the sting felt nationally. 
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