A commercial lease can look deceptively simple when it is reduced to a few headline numbers. The rent is a
certain amount per square foot. The term runs for a certain number of years. The landlord will provide a certain

improvement allowance. The tenant will move in on a target date and begin operating.
That is the clean version. The working version is rarely that neat.

Behind every commercial lease sits a long chain of business consequences: occupancy cost, flexibility, expansion
rights, construction timing, renewal leverage, operating expense exposure, personal guarantees, restoration
obligations, parking access, signage, assignment rights, and the cost of leaving if the space no longer fits. A lease
is not just a real estate document. It is a financial commitment, an operational plan, and a risk allocation

agreement wrapped into one.

That is why commercial lease negotiation rewards experience. The tenant who negotiates only once every five,
seven, or ten years is usually sitting across from parties who negotiate leases constantly. Landlords, property
managers, leasing agents, and institutional owners see the market every day. They know which concessions are

available, which clauses matter, and which points tenants often overlook until it is too late.

For business tenants, experienced representation can change the conversation. A skilled advisor does not simply
ask for lower rent. The better work is in framing the requirement, testing the market, creating credible
alternatives, comparing lease economics accurately, and negotiating protections that preserve the tenant's

options over time.

The lease is usually larger than it feels at signing

Many business owners and executives judge a lease by monthly rent because that is the number that hits the

budget. Monthly rent matters, of course, but it is only part of the economic picture.

A 5,000 square foot office lease at a stated rate that differs by just a few dollars per square foot can produce a
meaningful swing over a multi-year term. Add annual increases, operating expense pass-throughs, parking
charges, after-hours HVAC charges, tenant improvement costs, moving expenses, cabling, furniture, and legal

review, and the true occupancy commitment can become one of the largest fixed obligations in the business.

The difficulty is that lease economics are not always easy to compare. One landlord may offer a lower starting
rent but fewer concessions. Another may offer a higher rent with free rent and a stronger improvement
allowance. A renewal proposal may look convenient but carry above-market escalations. A relocation may appear

expensive at first glance but reduce operating friction and create better long-term flexibility.

Experienced commercial tenant representation helps translate these moving pieces into a practical comparison.
The question is not only, “What is the rent?” It is, “What is the total cost of occupancy, what risk does the lease

shift to the tenant, and how well does this space serve the business during the entire term?”

That broader analysis is where many tenants gain or lose money.

Why landlords often have the information advantage

Most tenants enter the market only when a lease event forces the issue. They need to renew, expand, downsize,
relocate, open a medical office, take flex or industrial space, or find a better workplace for employees. The

process is episodic.



Landlords operate differently. They monitor vacancy, competing buildings, recent transactions, lender
expectations, tenant demand, construction pricing, and concessions. They know what they have offered other
tenants, what they will accept under pressure, and which lease clauses protect their asset value. Their leasing
teams also understand negotiation rhythm. They know when a tenant is running out of time. They can recognize

whether a tenant has real alternatives or is merely trying to create leverage.

This does not make landlords adversaries. Many landlords are professional, practical, and fair. But their interests
are not the same as the tenant's interests. The landlord wants stable income, strong credit, favorable control over
the property, and lease language that protects ownership. The tenant wants predictable costs, operational

flexibility, fair remedies, and a location that supports the business.
Those interests overlap, but they are not identical.

A tenant representation company exists to close that information gap. The role is to represent the tenant or
buyer only, evaluate options from the tenant’s side of the table, and negotiate from a position that is not
compromised by landlord-side obligations. Mazirow Commercial Inc., for example, operates as a tenant and
buyer advisory commercial real estate firm and states that it represents tenants and buyers only, not landlords.
That distinction matters because commercial tenant representation is most valuable when the advisor's loyalty is

clear.

Experience shows up before the first proposal is requested

Good commercial lease negotiation rarely begins with the lease draft. By then, many important decisions have
already been made. The tenant has toured certain spaces, revealed timing, perhaps shown preference for one

building, and may have asked for terms in a way that limits leverage.

Experienced tenant representation services begin earlier. The advisor helps define the requirement before the
market sees it. That means looking at the tenant's business plan, current lease obligations, headcount, work
patterns, client access, parking needs, image, budget, and tolerance for disruption. The space requirement for a
professional office is different from that of a medical practice. Flex and industrial space bring their own operating

considerations. Even within office leasing, two companies of the same size may need very different solutions.

A tenant that starts with “we need 8,000 square feet” may later discover that layout efficiency matters as much as
square footage. A well-designed 7,000 square foot suite can sometimes function better than an inefficient 8,500
square foot suite. A tenant may also find that the lowest rent building creates hidden costs through poor parking,

difficult access, weak building systems, or a landlord unwilling to fund necessary improvements.

The market search should test both price and fit. Experienced advisors know that leverage comes from credible
alternatives, not wishful thinking. If the landlord believes the tenant has no practical option, the negotiation

narrows. If the tenant can point to other spaces that work operationally and financially, the conversation changes.

Renewal negotiations are not automatic wins for the tenant

Many tenants assume a commercial lease renewal negotiation should be straightforward. They have paid rent,
stayed in the building, and avoided causing trouble. The landlord should want to keep them. Therefore, the

renewal should be easy.
Sometimes it is. Often it is not.

The renewal setting contains a hidden leverage problem. The landlord knows the tenant would prefer not to

move. Moving interrupts operations, consumes management time, creates construction and furniture costs, and



can unsettle employees. If the tenant waits until the last minute, the landlord’s leverage improves because

relocation becomes less realistic.

A renewal negotiation is strongest when it is treated like a market assignment, not an administrative extension.
The tenant should understand what comparable spaces cost, what concessions are available, how much time a
move would require, and whether the existing building still supports the business. That does not mean the tenant

must want to move. It means the tenant should know whether staying is truly the best business decision.

The most effective renewal conversations often happen when the tenant can calmly say, in substance, “We would
like to stay if the economics and terms make sense, but we have evaluated the market and have other workable

options.” That statement carries weight only if it is true.

This is one reason commercial lease renewal negotiation should begin well before expiration. The amount of time
varies depending on size, complexity, market conditions, and construction needs, but waiting until a few months
before expiration can reduce choices. For larger offices, medical space, or spaces requiring significant
improvements, more lead time gives the tenant room to compare, negotiate, document, build out, and move if

needed.

The obvious business terms are only the first layer

Rent, term, free rent, security deposit, and tenant improvement allowance tend to receive the most attention
because they are easy to identify. They appear in letters of intent and executive summaries. They are also the

terms most people can explain without legal training.

But commercial leases are filled with provisions that affect real business outcomes. Some matter only in unusual
circumstances, which is exactly why they are easy to underestimate. A clause may sit unnoticed for years and then

become critical during a sale, merger, contraction, expansion, ownership change, or operational disruption.
A few lease issues deserve particular attention:

1. Assignment and subletting rights, because a tenant may need flexibility if the business is sold, reorganized,

downsized, or relocated before the term ends.

2. Operating expense provisions, because pass-through costs can affect the tenant’s budget long after the base

rent is negotiated.

3. Improvement and construction obligations, because delays, cost overruns, permits, and scope gaps can

create expensive disputes.

4. Renewal, expansion, and termination options, because future flexibility often has to be negotiated before the

tenant needs it.

5. Default, notice, cure, and remedy provisions, because lease enforcement language determines what happens

when something goes wrong.

These points are not merely legal technicalities. They connect directly to business planning. For example, a tenant
may be comfortable with a five-year commitment if it has reasonable sublease rights. The same five-year
commitment becomes riskier if the landlord can restrict transfer rights too broadly. A tenant may accept a smaller
improvement allowance if the space is already built well, but not if the construction scope is uncertain. A renewal
option may look attractive until the rent-setting mechanism produces a number the tenant cannot challenge

effectively.

Experienced commercial lease negotiation services help identify which points are worth pressing and which ones

are unlikely to move. That judgment matters. Tenants do not benefit from fighting every clause with equal



intensity. They benefit from knowing which terms affect economics, flexibility, and risk.

The letter of intent can quietly decide the lease

A common mistake is treating the letter of intent as a casual, nonbinding summary that can be cleaned up later.
Even when a letter of intent is largely nonbinding, it sets expectations. It frames the economics. It may define the
premises, term, renewal rights, improvement allowance, commencement date, parking, and other central points.

Once both sides agree to those terms, changing them can become difficult.

A well-negotiated letter of intent gives the tenant a stronger lease negotiation. It should be specific enough to
prevent surprises but not so rigid that it creates unnecessary problems. If construction is involved, the document
should address who pays for what, who manages the work, what happens if costs exceed the allowance, and how
commencement is tied to delivery. If the tenant needs signage, parking, exclusivity, medical use rights, or special

access, those issues should not be left to assumption.

This is where experience often saves time. A seasoned tenant advisor has seen the practical friction points before.
They know that a “turnkey” buildout can mean different things to different landlords. They know that "market
rent” for a renewal option can become a dispute if the method is vague. They know that a delivery date without

consequences may not protect the tenant if construction drifts.

The earlier these points are raised, the less adversarial they usually feel. Addressing them in the business

negotiation is easier than trying to repair them after the lease draft arrives.

Local market knowledge is not a luxury

Commercial real estate is intensely local. Even within the same region, buildings and submarkets can behave
differently. Vacancy, ownership motivation, tenant mix, parking conditions, access patterns, and the quality of

management all shape the negotiation.

A tenant looking for space in the San Fernando Valley may face different dynamics than one evaluating Conejo
Valley, Ventura County, or Santa Barbara County. These are among the areas served by Mazirow Commercial,
which focuses on tenant and buyer advisory services and has worked with businesses on office-space leases for
more than 30 years. The firm also states that it specializes in office space, medical space, and flex/industrial space.
That kind of focus is important because the right negotiation strategy depends on both property type and

location.

A landlord with a nearly full building may negotiate differently from an owner carrying prolonged vacancy. A
medical tenant may need infrastructure, patient access, and use provisions that differ from a standard office user.
A flex or industrial tenant may care deeply about loading, power, ceiling height, circulation, and permitted uses.
An office tenant may prioritize parking ratios, commute patterns, conference areas, and the ability to attract

employees.

Market knowledge is not just knowing asking rents. Asking rents are public-facing signals, not final economics.
The more useful knowledge involves what has actually been achievable, where concessions are appearing, which
landlords move slowly, which buildings have recurring issues, and which alternatives are credible for a particular

tenant.

Experience reduces emotional decision-making



Leasing decisions become emotional more often than people admit. A leadership team falls in love with a view. A
founder wants a prestigious address. A department head dislikes the current building so strongly that any
alternative looks better. Employees lobby for shorter commutes. A landlord makes a renewal proposal that feels
insulting. A move deadline creates pressure, and suddenly the tenant is negotiating from anxiety rather than

strategy.

The advisor's job is not to remove judgment or taste from the process. Space affects culture, recruiting, clients,
and daily morale. Those things matter. The advisor's job is to keep the business case visible while the tenant

weighs subjective factors.

A practical example: a tenant may tour a beautiful suite that is mostly built out and appears ready for occupancy.
The rent is slightly above budget, but the space makes a strong impression. An experienced representative will
still ask commercial lease negotiation about operating expenses, remaining term flexibility, furniture
compatibility, after-hours systems, parking, security, restoration obligations, and the landlord’s willingness to
modify the space. The point is not to dampen enthusiasm. It is to prevent a visually appealing space from

becoming an expensive compromise.

The same discipline applies during renewal. A tenant may feel loyal to a building because it has operated there
for years. Loyalty has value when the landlord reciprocates with reasonable economics and service. But staying
should be tested against the market. Comfort is not the same as value.

The broker conflict question deserves plain language

Commercial real estate brokerage can be confusing because the word “broker” covers different roles. Some
brokers represent landlords. Some represent tenants. Some firms handle both sides in the market. The distinction

affects incentives and information flow.

A tenant-focused advisor is engaged to protect the tenant's interests. When a firm states that it represents
tenants and buyers only and does not represent landlords, it is making a clear positioning statement about
conflicts. Mazirow Commercial describes itself in that way. For a business tenant, that model can be appealing

because the advisor is not simultaneously trying to maintain landlord leasing assignments.

This does not mean every dual-role firm performs poorly, nor does it mean every tenant-only firm is
automatically the right fit. The business still needs to evaluate competence, market knowledge, communication
style, and relevant experience. But the conflict question should be asked directly. Who does the advisor
represent? How are they compensated? Do they represent landlords in the same market? Will they show all
reasonable options, including renewals and subleases where appropriate? How will they help compare staying

versus moving?

These questions are fair. A professional advisor should be comfortable answering them.

Negotiation is not just pressure, it is preparation

Some people imagine negotiation as a hard-charging exchange where the most aggressive party wins. In
commercial leasing, aggression without preparation often backfires. Landlords can tell when a tenant is bluffing.

They can also tell when a tenant has not studied the market, lacks internal alignment, or has waited too long.

Preparation creates quiet leverage. A tenant that understands its budget, timing, alternatives, space needs, and
decision process can negotiate with confidence. It can reject a weak proposal without panic. It can move quickly

when a strong option appears. It can separate important issues from minor preferences.
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The best negotiations usually have a controlled pace. The tenant asks for enough to improve the deal but not so
much that the proposal loses credibility. The advisor maintains competitive tension among options without
misrepresenting facts. The tenant’s legal counsel reviews the lease language while the business team tracks
economics and operational requirements. Everyone knows the deadline, but the landlord does not get to use

time pressure as the only negotiating tool.

That balance comes from experience. It is part market knowledge, part process management, and part judgment.

What tenant representation services should actually provide

Tenant representation should be more than opening doors and forwarding lease proposals. A business tenant
should expect a disciplined process that turns a real estate decision into a manageable business project. The

scope can vary by assignment, but the core value is advisory, not merely transactional.

A capable tenant representation company should help the tenant understand the market, identify suitable
options, evaluate renewal versus relocation, request and compare proposals, negotiate business terms,
coordinate with legal counsel, and keep the process moving. In some cases, related services such as lease
administration, office relocations, sublease office space guidance, and construction management support may
also be relevant. Mazirow Commercial’s public company descriptions include services in those areas, along with

tenant representation, lease negotiation, and office lease renewals.

The value is not limited to rent savings, although negotiated rental-rate savings and concessions are important.
The deeper value comes from avoiding bad commitments. A tenant can save money in the first year and still sign
a lease that becomes restrictive in year three. Conversely, a tenant may accept a slightly higher rent in a better

building because the total package reduces risk, improves operations, and supports growth.

Experienced advisors know that the “best deal” is not always the lowest face rate. It is the agreement that best

matches the tenant’s business needs at a defensible market cost.

The hidden cost of waiting too long

Time is one of the most underappreciated variables in commercial lease negotiation. Tenants often delay because
the lease expiration feels distant, the business is busy, or leadership does not want to disrupt employees with

relocation talk. The problem is that the market does not wait.

A late start compresses every decision. Tours become rushed. Proposals are compared too quickly. Construction
feasibility receives less scrutiny. Legal review happens under pressure. The current landlord gains leverage
because the tenant has fewer practical alternatives. Even if the tenant ultimately renews, a late process can leave

money and protections on the table.

The right lead time depends on the assignment. A small, relatively simple office renewal may not require the
same runway as a larger relocation with significant tenant improvements. Medical space and flex/industrial space
may require additional diligence depending on use, buildout, and approvals. The common principle is

straightforward: start early enough that moving is a real option, even if staying is preferred.

A tenant does not need to create chaos by launching a public search too soon. Early work can be confidential and
strategic. It can involve reviewing the current lease, clarifying business needs, estimating timing, and quietly
assessing market alternatives. By the time the tenant approaches the landlord, the discussion is informed rather

than reactive.



When lease savings are real, and when they are misleading

Many firms, including Mazirow Commercial, state that their services can help clients save money through
negotiated rental-rate savings and other lease concessions. That is a legitimate goal of commercial lease
negotiation. Yet savings should be measured carefully.

A landlord may offer free rent but increase the base rate. Another may provide an improvement allowance that is
useful only if the scope and pricing are realistic. A lower rent may come with higher operating expense exposure.
A renewal may avoid moving costs but lock the tenant into space that no longer functions efficiently. A relocation

may require upfront spending but reduce wasted square footage.

The correct comparison is rarely a single number. It is a full economic analysis over the lease term. That analysis
should include base rent, escalations, concessions, improvement contributions, out-of-pocket buildout costs,
moving costs, parking, operating expenses, and any costs tied to restoring or surrendering the premises. It
should also consider risk. A lease with better flexibility may justify a different economic profile than a lease that

traps the tenant.

This is where experience protects decision makers from false bargains. A deal can look cheap because an
important cost is hidden. It can look expensive because an important benefit has not been quantified. The

advisor's work is to make the comparison honest.

The role of legal counsel and the role of the tenant advisor

A tenant advisor is not a substitute for legal counsel. Commercial leases are legal documents, and tenants should

have qualified counsel review them. The strongest process uses both skill sets properly.

The tenant advisor handles market strategy, business terms, economic comparison, landlord negotiation, site
selection, renewal analysis, and practical lease issues that arise from real estate experience. Legal counsel reviews
and negotiates the lease language, protects the tenant's legal position, and addresses enforceability, liability,

remedies, and compliance issues.

The handoff should not be rigid. Good advisors and attorneys collaborate. If the attorney identifies a clause that
changes business risk, the advisor can help evaluate whether it is market standard or negotiable. If the advisor
negotiates a business term in the letter of intent, counsel can make sure the lease draft reflects it accurately. The

tenant benefits when the business and legal teams are aligned.

Problems occur when tenants rely on one role to perform the other. A broker should not provide legal advice. An
attorney who is not active in the market may not know whether a particular concession is achievable. Both

perspectives matter.

What experience looks like in practice

Experience in commercial lease negotiation is not just longevity, although longevity helps. Mazirow Commercial
says it has helped hundreds of businesses negotiate leases for over 30 years, and Sheryl Mazirow is identified as
the company’s president and founder with more than 30 years of commercial real estate experience. A long
record can matter because leasing patterns repeat. Markets change, but certain negotiation problems appear

again and again.

Experience shows up in the small questions. Is the landlord’s proposed allowance enough for the condition of the
space? Does the commencement language expose the tenant to rent before it can operate? Are renewal rights

personal to the original tenant, or can they transfer? Does the use clause allow the business to evolve? Are



operating expense exclusions adequate? Does the tenant have enough time to exercise an option? Is the security

deposit reasonable in context? Are there building rules that affect the tenant’s daily operations?
These questions may not seem dramatic during early tours. They become important when money is committed.

Experienced advisors also know when not to overcomplicate a deal. Some tenants need speed and simplicity.
Some landlords will improve economics but not rewrite major provisions. Some spaces are worth pursuing only if
the tenant accepts certain constraints. Judgment means understanding the difference between a winnable issue,

a distracting issue, and a deal-breaking issue.

Choosing the right advisory relationship

Selecting a tenant representative should feel like hiring a strategic advisor, not simply choosing someone with

access to listings. Listings are widely available. Interpretation is not.

The right advisor should understand the tenant's business priorities, explain market conditions clearly, and
provide candid guidance even when it complicates the decision. If staying is the best option, the advisor should
say so. If moving creates leverage but also operational risk, that should be discussed plainly. If a landlord’s
proposal is fair, the tenant should know that too. Effective advocacy does not mean reflexively opposing every

landlord position. It means protecting the tenant’s interests with clear eyes.

Before engaging a representative, a business tenant should ask direct questions about experience with similar
assignments, geographic focus, property type expertise, conflict policy, process, communication, and how
proposals will be compared. A firm focused on tenant and buyer advisory work, such as Mazirow Commercial,
may be a strong fit for businesses seeking commercial lease negotiation services in the markets and property
types it serves. The fit should still be evaluated in relation to the tenant’s specific needs.

A lease should serve the business, not the other way around

A commercial lease is one of those agreements that can quietly shape a company’s next chapter. When it works,
people barely notice it. The space supports operations, costs remain predictable, and the tenant has enough
flexibility to adapt. When it fails, the lease becomes a constant source of friction. The company pays for space it
cannot use well, lacks room to grow, cannot easily contract, or discovers that a clause once treated as minor now

limits a major business decision.

Experience matters because the stakes are not confined to the signing date. The real test of a lease comes later,

after the excitement of the deal has faded and the business is living with the terms.

Commercial lease negotiation is not about winning every point. It is about knowing which points matter, using
market leverage intelligently, and documenting an agreement that supports the tenant’s goals. For renewals,
relocations, office space, medical space, and flex/industrial requirements, the value of experienced tenant
representation lies in discipline: better preparation, better comparisons, better questions, and better protection

against avoidable mistakes.

A business tenant does not negotiate leases often enough to rely on habit. Landlords and leasing professionals

do. That imbalance is exactly why experience matters.



