A commercial office lease can look deceptively simple from a distance. Rent, term, square footage, parking,
signatures. Once the document is on the table, though, the real economics begin to show themselves in the
details: annual increases, operating expense pass-throughs, tenant improvement obligations, restoration
language, renewal rights, assignment restrictions, holdover penalties, and a dozen other provisions that can affect

a company's cash flow and flexibility for years.

For many businesses, office space is one of the largest fixed expenses after payroll. It is also one of the least
frequently negotiated. A company may hire employees every month, review software subscriptions every quarter,
and manage vendor pricing constantly, yet enter the office leasing market only once every five, seven, or ten
years. Landlords, property managers, and listing brokers operate in that market every day. That imbalance is the
reason commercial lease negotiation deserves careful attention, and why many companies use commercial

tenant representation before they sign or renew.

Better office space terms are not always about paying the lowest possible rent. Sometimes the right outcome is a
more flexible expansion option. Sometimes it is a shorter commitment, a cap on controllable operating expenses,
a stronger renewal clause, or a commercial tenant representation landlord-funded improvement allowance that
makes a dated suite workable without draining the tenant’s capital. The best negotiation strategy depends on the

business, the market, the building, the landlord’s motivation, and the alternatives available.

The lease is a business instrument, not just a real estate document

A commercial lease shapes how a business operates. If a growing professional services firm signs for too little
space with no expansion rights, the lease can become a constraint long before the term expires. If a medical
practice accepts vague construction language, it may discover that specialized improvements cost more and take
longer than expected. If a company renews too early without testing the market, it may leave meaningful

concessions unclaimed.

Office leases also distribute risk. Who pays if building expenses rise sharply? Who absorbs delays in tenant
improvements? What happens if the tenant needs to sublease, merge, sell the business, or relocate part of the
workforce? These questions rarely feel urgent when everyone is focused on base rent, but they matter when

business conditions change.

A practical example: a tenant comparing two office proposals may see one building at $3.10 per square foot per
month and another at $3.25. The lower rate looks better until the tenant studies parking charges, after-hours
HVAC costs, operating expense history, improvement allowances, and the landlord’s willingness to provide free
rent during construction. Over a five-year term, the apparent bargain can become more expensive than the
competing proposal. Commercial lease negotiation services are valuable precisely because the stated rent is only

one part of the financial picture.

Why tenants often start from a weaker position

Most tenants are rational negotiators in their own industries. They know how to price their products, manage
clients, and evaluate vendors. Office leasing is different because the information is uneven. A landlord may know
recent transactions in the building, which suites have been vacant for months, how much improvement money
ownership can justify, and whether a large tenant is about to leave. A tenant may know only what appears in a

brochure or online listing.
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There is also a timing problem. Businesses often start looking too late. By the time leadership realizes the lease
expires in six months, the company may have limited leverage. Office relocations can require space planning, cost
estimating, legal review, technology planning, furniture decisions, and construction. Even a straightforward

renewal can take longer than expected if the landlord delays or if the lease language needs meaningful changes.

A tenant with time and credible alternatives has leverage. A tenant with no time and no alternatives mostly has
hope. That is why experienced tenant representation often begins with a calendar, not a tour. The first question is
not “Which building do you like?” It is “When do you need to make a decision, and what happens if the landlord

says no?”

What commercial tenant representation actually does

Commercial tenant representation is advisory work focused on the tenant's side of the transaction. A tenant
representative helps a business evaluate options, compare economics, negotiate terms, and manage the process
toward a lease or renewal. The work can include relocations, renewals, subleases, expansions, contractions, and

purchase advisory, depending on the firm’s services and the client’'s needs.

The distinction matters because many commercial real estate professionals work with both landlords and tenants.
That is common in the industry, and it can be appropriate when disclosed and managed correctly. Some
businesses, however, prefer a tenant representation company that represents tenants and buyers only. Mazirow
Commercial Inc., for example, operates as a tenant and buyer advisory commercial real estate firm and states that
it does not represent landlords. That position is meant to remove landlord-side conflict and align the advisory

role with the tenant’s objectives.

Mazirow Commercial says it has helped hundreds of businesses negotiate leases over more than 30 years. Its
work is focused on tenant and buyer advisory services for office space, medical space, and flex/industrial space,
with services that include tenant representation, lease negotiation, office lease renewals, lease administration,
office relocations, sublease office space, and construction management. The firm serves businesses in the San
Fernando Valley, Conejo Valley, Ventura County, and Santa Barbara County. Sheryl Mazirow, the president and

founder, has been identified as having more than 30 years of commercial real estate experience.

Those facts point to an important principle: lease negotiation is local, technical, and relationship-driven. A tenant
seeking office space terms in a particular market benefits from someone who understands that market's

buildings, owners, vacancies, concessions, and negotiating patterns.

Rent is only the headline number

Base rent receives the most attention because it is easy to understand. It appears clearly in proposals and is
simple to multiply by square footage. But experienced negotiators rarely stop there. The effective cost of a lease
depends on the entire package.

Free rent can materially change the first-year cost. Tenant improvement allowances can reduce or eliminate the
tenant’s out-of-pocket construction expense. Operating expense structures can create future cost exposure.
Parking charges can matter greatly in suburban office markets where employees expect convenient access.
Renewal options can preserve flexibility, but only if the language is specific enough to be useful. Assignment and

subletting rights may determine whether a tenant has an exit path if business conditions shift.

The trade-off is that landlords have limits. A landlord may accept a lower rent but reduce improvement dollars.

Another may offer generous free rent but require a longer term. A third may hold firm on face rent to preserve



building valuation but give concessions elsewhere. Good commercial lease negotiation identifies where the

landlord has room to move and where pushing too hard may stall the deal.

For example, a landlord with a vacant suite that already fits the tenant’'s layout may be more flexible on rent
because little construction is required. A landlord facing a costly buildout may resist rent reduction unless the
tenant signs a longer term. A tenant that needs heavy improvements, such as private offices, upgraded power, or
specialized medical features, should compare the landlord’s allowance with realistic construction costs before

treating the proposal as complete.

The renewal trap: staying put does not mean standing still

Commercial lease renewal negotiation is one of the most overlooked opportunities in business real estate. Many
tenants assume renewal should be simple because they already occupy the space. The landlord sends a proposal,
the tenant asks for a small adjustment, and the parties sign an amendment. That may be convenient, but

convenience can be expensive.

Landlords understand the friction of moving. They know relocations consume management time and can disrupt
employees. They also know that many tenants do not want to tour competing buildings unless they are truly

dissatisfied. Because of that, a landlord’s first renewal offer may not reflect the best available terms.

A tenant does not need to bluff to negotiate a renewal well. It needs facts. What comparable spaces are
available? What would a relocation cost? What concessions are other landlords offering? Does the existing
building have vacancy risk? Does the tenant need improvements to make the suite work for another term? Is the

current space still the right size?

A renewal can also be the right moment to correct old lease problems. If the original lease had unfavorable
operating expense language, weak signage rights, inadequate parking terms, or limited assignment flexibility, the
renewal amendment may offer a chance to improve those provisions. Landlords may resist reopening the

document, but a tenant with alternatives has a stronger reason to ask.

One practical judgment call is how much market testing is enough. A tenant does not always need to tour ten
buildings. In a stable market, reviewing credible alternatives and touring a short list may provide sufficient
leverage. In a volatile market, or when the current landlord is aggressive, a deeper search may be necessary. The

point is to avoid negotiating in a vacuum.

A short checklist before negotiating office space terms

Before a tenant asks for proposals or responds to a landlord’s renewal offer, leadership should clarify what the
business actually needs. A beautiful suite with the wrong economics is a problem. So is a cheap suite that

undermines recruiting, workflow, or client experience.

1. Confirm the real occupancy need, including current headcount, hybrid work patterns, growth expectations,
storage, meeting rooms, and private office requirements.
2. Set a decision timeline that allows for tours, proposals, legal review, construction planning, technology

installation, and move coordination.

3. Build a full cost view, not just base rent, by considering concessions, operating expenses, parking,

improvements, moving costs, furniture, and downtime.

4. Identify must-have lease protections, such as renewal rights, assignment flexibility, signage, parking, after-

hours access, or expansion options.



5. Decide who has authority to approve economics and legal terms so the negotiation does not drift while the

landlord'’s proposal clock runs.

This type of preparation prevents reactive decision-making. It also helps a tenant representative push for terms

that connect to business priorities rather than generic wish lists.

Office relocations require two negotiations at once

A relocation is not only a negotiation with a landlord. It is also an internal negotiation with time, budget,
employees, and operational risk. The lease may be signed months before the move, but the consequences

continue through design, permitting, construction, furniture installation, data cabling, and occupancy.

Tenant improvement language is often where relocations become difficult. A landlord may offer an allowance
that sounds generous, but the allowance has to be measured against the actual scope. Who prepares the plans?
Who controls the contractor? What happens if costs exceed the allowance? Is the allowance available for soft
costs, cabling, furniture, or moving expenses, or only hard construction? When does rent start if the space is not
ready?

These questions deserve attention before the lease is signed. Once the tenant is committed, leverage falls. A

tenant may still negotiate details, but the major economic framework is set.

There is also the question of work letter clarity. The lease should define the parties’ responsibilities in plain
operational terms. Ambiguous language creates room for disagreement when deadlines approach. A landlord
may believe it promised only building-standard improvements, while the tenant expected a customized buildout.

A few sentences in the work letter can determine who pays thousands of dollars later.

Tenant representation services often help coordinate these moving pieces by keeping the business focused on
both real estate economics and implementation risk. Some firms, including Mazirow Commercial as described in
public company information, include construction management among their services. That can be useful because

construction issues are not separate from lease economics. They are part of the deal.

The hidden value of flexibility

Companies rarely regret having useful flexibility in a lease. They often regret giving it away too easily.

Flexibility can take several forms. A renewal option may protect a tenant from being forced out after investing in
the space. An expansion right may help a growing company avoid splitting staff between buildings. A termination
option may be valuable for a business facing uncertainty, though landlords typically price that risk into the deal.

Sublease and assignment rights may protect the tenant if it sells the business, restructures, or needs less space.

The challenge is that flexibility has a cost. A landlord may not grant termination rights without a fee, notice
period, and reimbursement of unamortized concessions. Expansion rights may be limited by other tenants’ rights
or the building’s vacancy pattern. Renewal options may be tied to fair market rent, which itself must be carefully

defined. A vague renewal clause can produce a dispute at the moment the tenant most needs certainty.

The best approach is to ask for the flexibility that matches realistic business risk. A stable law firm with
predictable headcount may prioritize renewal rights and parking. A fast-growing technology company may care
more about expansion and contraction rights. A medical practice may value long-term control of a location
because patients associate care with place. A regional office for a larger company may require assignment rights

that accommodate corporate restructuring.



Why “market” language can be dangerous

Commercial leases often use phrases that sound neutral but create future uncertainty. “Fair market rent” is one of
them. It appears reasonable until the parties disagree about what market means. Does it include concessions? Is
it based on direct leases only, or subleases too? Does it account for the tenant’s existing improvements? Is the
comparison limited to similar buildings in the same submarket? Are annual increases included? What happens if

the parties cannot agree?

The same problem appears in operating expense provisions. A tenant may accept language allowing pass-
throughs of building expenses without carefully reviewing exclusions, caps, audit rights, base year treatment, or
gross-up provisions. In a full-service office lease, expense language can materially affect future occupancy costs.
In a triple net or modified gross structure, the tenant should understand exactly what charges may be billed

separately.

Legal counsel plays an important role here. A tenant representative is not a substitute for an attorney. The
practical sequence is collaborative: the tenant representative negotiates business terms and market economics,
counsel reviews legal rights and obligations, and the tenant makes the final business decision. When those roles

work together, the tenant is less likely to accept language that undermines the negotiated economics.

Local market knowledge changes the conversation

Office leasing is not abstract. A concession that is realistic in one submarket may be unavailable in another. A
landlord with high vacancy in one building may negotiate differently from a landlord with a nearly full property
across the street. Medical space, traditional office space, and flex/industrial space each carry different buildout

assumptions, parking needs, and user expectations.

That is why regional experience matters. Mazirow Commercial states that it serves businesses in the San
Fernando Valley, Conejo Valley, Ventura County, and Santa Barbara County. Those are not interchangeable
markets. A tenant comparing options across them needs to understand commute patterns, building types, local

availability, and the practical differences between office, medical, and flex/industrial properties.

Local knowledge also helps with credibility. Landlords and listing brokers respond differently when a tenant's
representative knows the competing buildings, recent deal patterns, and realistic concession ranges. A proposal

backed by market facts is harder to dismiss than a tenant simply asking for “a better deal.”

When the cheapest lease is not the best lease

Some businesses focus almost entirely on reducing rent. That instinct is understandable, especially when budgets

are tight. But the cheapest lease can create expensive secondary problems.

A lower-rent building may have inadequate parking, dated systems, weak maintenance, poor access, or a
landlord unwilling to fund improvements. A suite with an awkward layout may require more square footage than
a better-designed space. A bargain sublease may expire too soon or provide limited renewal control. A building
that works for executives may be inconvenient for employees, affecting retention and recruiting in ways that do

not show up in a lease comparison spreadsheet.

There are times when low rent is the right priority. A back-office function with limited visitors may reasonably
choose economical space. A company preserving cash during uncertain conditions may accept fewer amenities in
exchange for lower fixed obligations. The point is not to chase premium space. The point is to evaluate total
business impact.



A good negotiation frames value correctly. If a landlord will not move much on rent but offers a larger
improvement allowance, that may be the better outcome for a tenant that needs functional upgrades. If another
landlord offers low rent but no meaningful concessions, the tenant must decide whether the upfront savings
justify the capital spend. The right answer depends on the company’s cash position, growth plans, brand

expectations, and operational needs.

A practical comparison of terms that deserve attention

| Lease term | Why it matters | |---|---| | Base rent and increases | Determines the visible cost, but must be
measured over the full term rather than only the starting rate | | Free rent and concessions | Can reduce early cash
burden and offset relocation, construction, or business disruption | | Tenant improvements | Defines how the
space becomes usable and who pays for required work | | Operating expenses | Controls exposure to building
cost increases and pass-through charges | | Renewal, assignment, and sublease rights | Protects future flexibility if

the business grows, contracts, sells, or restructures |

These terms interact. A tenant should avoid treating them as separate wins or losses. A landlord may give ground
in one area while recovering value in another. The negotiation goal is a balanced package that supports the

business over the entire occupancy period.

How a tenant representative helps create leverage

Leverage in lease negotiations comes from preparation, alternatives, timing, and credibility. A tenant

representative helps organize all four.

Preparation means understanding the tenant's needs, budget, decision process, and risk tolerance. Alternatives
mean identifying other spaces or renewal paths that are credible, not merely theoretical. Timing means starting
early enough to avoid being trapped by the lease expiration date. Credibility means communicating with

landlords in a way that shows the tenant is informed and capable of choosing another option.

Commercial lease negotiation services can also reduce emotional decision-making. Executives often react
strongly to a space they like or dislike. That is human. A representative brings the conversation back to
economics, obligations, and leverage. The nicest lobby may not justify a weak lease. The less glamorous building

may offer the best financial and operational fit.

There is also value in knowing what not to fight. Some lease points are worth pushing hard because they carry
real economic risk. Others may be standard for the building or unlikely to matter given the tenant's use.
Experienced negotiators protect political capital. If every issue becomes a major issue, the important points can

get lost.

Renewal versus relocation: the decision should be tested, not assumed

Many tenants begin with a preference. Some want to stay because moving sounds disruptive. Others want a fresh

start because the current space feels stale. Preference is useful, but it should not replace analysis.

A stay-versus-go comparison should account for rent, concessions, improvements, moving costs, employee
disruption, commute effects, parking, brand impact, and future flexibility. If the current landlord offers a fair
renewal package and the space still works, staying may be the strongest business decision. If the landlord
assumes the tenant will not move and offers weak terms, relocation may create better economics and a better

workplace.



The negotiation often improves once both paths are real. A landlord who sees a tenant touring alternatives may
sharpen the renewal offer. A tenant who receives strong outside proposals can negotiate from fact rather than

frustration. Even if the tenant ultimately stays, the market test can pay for itself through improved terms.

Choosing the right advisory partner

A tenant representation company should bring more than access to listings. Listings are only the beginning. The
advisor should understand lease economics, local market behavior, negotiation strategy, and the practical
realities of occupancy. The relationship also requires trust because the advisor will hear sensitive information

about budgets, growth plans, staffing, and operational pressures.

A tenant or buyer-only advisory model may appeal to companies that want clear alignment. Mazirow Commercial
positions itself that way, stating that it represents tenants and buyers only and does not represent landlords. For

businesses concerned about conflicts of interest, that distinction can be meaningful.

Experience matters, but so does fit. A company seeking medical office space may need different guidance than a
software firm seeking creative office space or a business evaluating flex/industrial options. A firm with experience
across office, medical, and flex/industrial properties can help compare the operational implications of each

category when the use allows for more than one path.

The best advisory relationships are candid. If a tenant’s budget does not match its wish list, the advisor should
say so early. If the market will not support a requested concession, the advisor should explain why. If a landlord's
proposal is stronger than expected, the advisor should recognize value rather than negotiate reflexively.
Professional judgment is not the same as constant opposition. It is knowing when to press, when to trade, and

when to accept a good term before it disappears.

Better terms start before the proposal

The strongest lease outcomes rarely come from a dramatic last-minute demand. They come from disciplined
preparation, credible alternatives, and careful review of the whole transaction. A tenant that understands its
needs, starts early, and negotiates with market knowledge can often improve rent, concessions, flexibility, and

risk allocation.

For businesses seeking better office space terms, commercial lease negotiation is not a formality. It is a financial
and operational decision with long-term consequences. Whether the goal is a new office, a medical space, a
flex/industrial location, a sublease, or a commercial lease renewal negotiation, the tenant's position improves

when the process is handled deliberately.

Office space should support the business rather than quietly restrict it. The lease should reflect not only where
the company is today, but where it may need to go during the term. That is the real value of tenant
representation services: helping a business see the full deal, negotiate from strength, and sign terms that make

sense after the excitement of the space tour has faded.



