
A commercial lease is often one of the largest fixed obligations a business carries. Payroll may be larger,
inventory may fluctuate, and financing costs may rise or fall, but rent shows up every month with little sympathy
for sales cycles, staffing changes, or the condition of the broader economy. For office users, medical practices,
and companies occupying flex or industrial space, a few dollars per square foot can become a six-figure issue
over the life of a lease.

That is why commercial lease negotiation should not be treated as a formality. The lease document may arrive
after the business terms seem settled, but the real economics are shaped much earlier, when the tenant decides
whether to renew, relocate, expand, contract, or test the market. The best rental rate savings rarely come from
asking for a discount at the end. They come from creating leverage before the landlord knows exactly what the
tenant will do.

Tenant-focused advisory firms exist for this reason. Mazirow Commercial Inc., operating through
tenantadvisory.com, works as a tenant and buyer advisory commercial real estate firm focused on helping
businesses negotiate office-space leases. The firm states that it represents tenants and buyers only, not landlords,
which is a meaningful distinction in lease negotiations. When a tenant representation company does not
represent landlords, its position is clearer: the tenant’s economics, flexibility, and long-term occupancy needs are
the priority.

Why rental rate savings start before the rate is discussed
Many tenants begin a lease conversation by asking, “What rent can we get?” It is a reasonable question, but it
comes too early. A tenant’s rental rate is the visible number. The savings are usually hidden in the structure.

A lease with a lower face rate can cost more than a lease with a higher rate if the escalation clause is aggressive,
the operating expense pass-throughs are broad, or the landlord contribution for improvements is inadequate. A
renewal that appears convenient can become expensive if it resets the tenant to market rent without updated
concessions. A relocation that looks costly at first may produce better economics over the full lease term if the
new landlord offers free rent, a tenant improvement allowance, or more efficient space.

Experienced commercial tenant representation looks at the total occupancy cost, not only the quoted rental rate.
The analysis includes base rent, annual increases, parking charges, operating expenses, common area
maintenance, taxes, insurance, utilities, after-hours HVAC, signage, security deposits, restoration obligations,
assignment rights, and the real cost of building out or moving into the space. A tenant may care most about the
monthly check, but the lease controls many other checks that will be written later.

This is where commercial lease negotiation services can change the outcome. A landlord or listing broker
typically knows the building, the vacancy, the ownership objectives, and the recent deals in the property. A tenant
who negotiates alone may know its own business well but may not know whether the landlord’s proposal is
competitive. A tenant representative narrows that information gap.

The landlord’s advantage, and how tenants can reduce it
Landlords negotiate leases regularly. Many tenants do it only every three, five, seven, or ten years. That gap
matters. The landlord side usually has a leasing team, market data, standard forms, and a practiced sense of when
a tenant is serious or bluffing. The tenant may have a busy executive, a finance manager, or an operations lead
trying to manage a lease negotiation alongside their actual job.



The landlord also benefits from timing. If a tenant waits until the lease expiration is close, the landlord knows the
tenant has fewer credible alternatives. Moving an office or medical practice takes planning. Flex and industrial
users may need equipment moves, utility coordination, racking changes, permits, or specialized improvements. If
the remaining time is too short, the landlord understands that relocation is unlikely, and the tenant’s leverage
declines.

A disciplined process changes that dynamic. The tenant should begin with a realistic occupancy review well
before expiration. The question is not simply whether the company likes the current space. The question is
whether the current space still supports the business at the right cost. A firm with too much space may be paying
for vacant offices and unused conference rooms. A growing firm may be absorbing productivity losses because
the layout no longer works. A medical tenant may need better parking, patient flow, or accessibility. An industrial
or flex tenant may need different loading, power, or warehouse-to-office ratios.

The landlord’s advantage does not disappear, but it becomes manageable when the tenant can credibly say, “We
have alternatives, we understand the economics, and we are prepared to act.”

Renewal is not the same as negotiation
Commercial lease renewal negotiation is one of the most common places tenants leave money behind. A renewal
feels easier than a relocation. The furniture stays, the employees know where to park, clients know the address,
and there is no interruption to operations. Landlords understand that convenience has value, and renewal
proposals often reflect that.

A tenant should not assume that staying put entitles it to the best deal automatically. The opposite may happen.
If the landlord senses that the tenant wants to avoid the hassle of moving at nearly any cost, the renewal
proposal may be only modestly improved from the landlord’s preferred terms. The building owner may offer a
small concession, perhaps a limited rent adjustment or a short period of free rent, while preserving rent
escalations and other landlord-favorable clauses.

The tenant’s strongest renewal position comes from evaluating the market as if relocation were possible. That
does not mean the tenant must move. It means the tenant must know what comparable buildings are offering,
what concessions are available, how much downtime exists in competing properties, and what the current
landlord would risk if the space became vacant. A vacant suite can create lost rent, brokerage commissions,
improvement costs, and months of uncertainty for the landlord. When the tenant understands that equation, the
renewal conversation becomes more balanced.

A tenant representation advisor can help frame the renewal not as a plea for lower rent, but as a business
decision with alternatives. That shift in posture often matters as much as the spreadsheet.

What “rental rate savings” really means
Rental rate savings can be measured in several ways. A tenant may compare the initial landlord proposal to the
final negotiated lease. It may compare renewal rent to market rent. It may evaluate savings against the cost of
relocating. It may look at the difference between the face rate and the effective rate after concessions.

For example, suppose a tenant occupies 10,000 square feet. A rent reduction of $2 per square foot per year
equals $20,000 in annual savings before considering escalations. Over a five-year term, even without
compounding the increases, that is $100,000. If the negotiation also secures several months of free rent, a larger
improvement allowance, or a cap on controllable operating expenses, the total economic impact can rise
substantially.



The important point is that savings should be evaluated over the lease term. A landlord may hold firm on the face
rate but offer free rent. Another may provide a lower starting rent but require steeper annual increases. A third
may offer an attractive rate but shift more building expenses to the tenant. A skilled commercial lease
negotiation looks at the net effect.

The lowest visible rent is not always the best deal. The right lease is the one that fits the tenant’s business plan,
protects cash flow, and preserves flexibility if circumstances change.

The terms that quietly affect cost
Most tenants focus on base rent because it is easy to understand. The lease’s quieter provisions often deserve
equal attention. Some are technical, but they are not academic. They affect budgets, exit options, expansion
plans, and operating control.

Here are five cost-sensitive provisions tenants should review carefully during commercial lease negotiation:

1. Annual rent increases, including whether increases are fixed, tied to an index, or structured in another way.

2. Operating expense pass-throughs, including exclusions, audit rights, base years, caps, and definitions of
controllable expenses.

3. Tenant improvement allowances, including what costs qualify, when funds are disbursed, and what happens if
improvements cost more than expected.

4. Renewal, expansion, contraction, assignment, and sublease rights, especially for businesses that may grow,
sell, reorganize, or reduce space.

5. Restoration and surrender obligations, including whether the tenant must remove improvements or return
the premises to a specific condition.

These terms can become expensive when they are ignored. A tenant may negotiate a fair rent but later discover
that the landlord can pass through major categories of expense with little restriction. A tenant may accept a
generous improvement allowance, only to learn that the construction budget exceeds it by a wide margin.
Another may invest heavily in the space without securing renewal rights, then face a difficult decision when the
lease approaches expiration.

Good tenant representation services do not treat these provisions as legal fine print only. They are business terms
with financial consequences. Attorneys play an essential role in reviewing and revising lease language, but the
economic strategy should be developed before the document reaches its final form.

Timing: the negotiator’s underrated tool
Time creates leverage. Lack of time destroys it.

For smaller office leases, tenants often underestimate how long the process can take. Even a straightforward
renewal may require market research, financial analysis, internal approvals, proposal exchanges, lease document
review, and signatures. A relocation adds tours, space planning, construction pricing, IT planning, furniture
decisions, moving coordination, and possible permit issues. Medical space and flex or industrial space can add
additional layers, depending on the tenant’s use and build-out needs.

Starting early does not obligate a tenant to move. It gives the tenant choices. It also prevents the current landlord
from becoming the only practical option. When a landlord receives a renewal request 30 or 60 days before
expiration, the landlord can read the situation. When the landlord receives a professional, market-informed
renewal proposal while the tenant still has time to relocate, the conversation changes.



Many tenants should begin reviewing options well ahead of expiration, with the exact timing depending on size,
complexity, build-out requirements, and market conditions. Larger or more specialized requirements deserve
more runway. The goal is not to rush a decision. The goal is to avoid being rushed into one.

Why tenant-only representation matters
Commercial real estate brokerage can include different loyalties depending on the assignment. Some firms
represent landlords, tenants, buyers, and sellers. That may be common in the industry, but tenants should
understand who is advocating for whom in a specific transaction.

Mazirow Commercial states that it represents tenants and buyers only and does not represent landlords. For a
tenant seeking rental rate savings, that positioning matters because lease negotiations often involve direct
tension between landlord economics and tenant economics. The landlord wants to maximize rent, protect asset
value, minimize concessions, and preserve control of the building. The tenant wants competitive rent, useful
concessions, flexibility, and protection from avoidable costs.

A tenant-only advisor can approach the negotiation without managing a landlord relationship on the other side
of the table. That does not mean negotiations need to become hostile. In fact, the best tenant representatives
often preserve a professional tone because landlords respond better to credible, well-supported positions than
to bluster. But the tenant should know that the advisor’s role is to protect the tenant’s interests.

Commercial tenant representation also helps the tenant avoid negotiating against itself. Without market context,
a tenant may accept the first proposal that seems reasonable. With market context, the tenant can decide where
to push, where to compromise, and where the landlord’s position is probably firm.

The renewal-versus-relocation decision
The most practical lease negotiations usually compare renewal with relocation. Staying may be the right decision,
but it should earn that status through analysis.

A renewal avoids disruption. Employees keep their commute patterns. Clients and patients avoid confusion. The
company avoids moving costs and downtime. If the current space functions well, the landlord is responsive, and
the building remains competitive, renewing can be the most sensible path. But the renewal terms must reflect the
tenant’s value to the property.

Relocation can create savings, but it can also introduce costs that are easy to underestimate. Moving expenses,
cabling, furniture, signage, downtime, address changes, and management distraction all count. A landlord
offering lower rent across town may not truly be cheaper if the relocation disrupts operations or requires a large
out-of-pocket build-out. On the other hand, a relocation may solve problems that rent savings alone cannot fix:
inefficient space, poor parking, outdated finishes, limited expansion room, or a location that no longer suits the
workforce.

A strong tenant representation company helps quantify both sides. The analysis should include direct costs and
practical business effects. Numbers matter, but so does judgment. A spreadsheet may show that relocation saves
money, while operational reality suggests the move would strain staff and clients. Or the spreadsheet may show
only modest savings, while the new space provides a better long-term platform for growth.

How concessions affect the effective rent



Landlords negotiate more than rent because each concession affects ownership differently. Some landlords resist
lowering the face rate because it can affect building valuation, financing expectations, or future leasing
comparisons. They may prefer to offer free rent, a tenant improvement allowance, or other concessions that
preserve the stated rental rate.

Tenants should understand this dynamic. If the landlord will not reduce the face rate, the negotiation may still
produce meaningful savings through other terms. Free rent can reduce first-year cash outflow. A stronger
improvement allowance can reduce the tenant’s capital contribution. A cap on certain operating expense
increases can protect budgets. A more flexible assignment or sublease clause can reduce risk if the business
changes.

Effective rent blends these elements into a more accurate view of the deal. A lease with a higher face rate but
substantial concessions may produce a lower effective cost than a lease with a lower face rate and no
concessions. That is why tenants should not negotiate one term in isolation. The package matters.

The emotional side of lease negotiations
Commercial lease negotiation is financial, but it is not purely mathematical. Business owners often have history in
a space. They remember the early days, the first hires, the build-out headaches, the long nights before opening. A
landlord may have been cooperative for years, or difficult for years. Employees may feel strongly about a location.
Clients may associate the company with the address.

These factors are real. They should be acknowledged, not dismissed. But they should not replace analysis.

One common pattern is the tenant who wants to stay but feels the landlord’s proposal is unfair. The tenant
becomes frustrated, yet still does not want to move. That is a difficult negotiating posture if not handled
carefully. commercial lease renewal negotiation The productive approach is to gather market evidence, evaluate
alternatives, and present a renewal position grounded in facts. The tenant can remain respectful while making
clear that the economics must work.

Another pattern is the tenant who wants to move because of frustration with management or building
conditions. Sometimes that is the right call. Sometimes the better answer is to use the renewal negotiation to
secure repairs, improvements, or operating commitments. Not every problem requires relocation, but recurring
building issues should be part of the negotiation.

Local market knowledge and regional focus
Commercial real estate is intensely local. A fair deal in one submarket may be weak in another. The same asking
rent can mean different things depending on vacancy, building class, parking, access, tenant mix, improvement
costs, and the landlord’s motivation.

Mazirow Commercial states that it serves businesses in the San Fernando Valley, Conejo Valley, Ventura County,
and Santa Barbara County. For tenants in these areas, local familiarity can help identify realistic alternatives and
negotiation leverage. A tenant comparing buildings across nearby markets needs more than a list of available
spaces. It needs a sense of how landlords are behaving, which properties fit the business, and where concessions
may be available.

The firm also states that it specializes in tenant and buyer advisory services for office space, medical space, and
flex/industrial space. Those categories have different negotiation concerns. Office tenants may focus heavily on
layout efficiency, parking ratios, hybrid work patterns, and renewal flexibility. Medical tenants may need patient
access, plumbing, specialized build-outs, compliance-sensitive layouts, and longer planning horizons. Flex and
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industrial tenants may care about loading, clear height, power, warehouse configuration, yard or parking needs,
and operational flow. Treating all commercial space as interchangeable leads to poor decisions.

What a tenant should prepare before negotiating
A tenant does not need to have every answer before speaking with an advisor, but preparation improves the
process. The first step is understanding the current lease. Many businesses cannot quickly locate a fully executed
copy of the lease, amendments, commencement letters, expansion documents, or renewal notices. That creates
delay.

The second step is understanding the business requirement. How many people use the space now? How many
are expected in two or three years? Are employees in the office full time, hybrid, or variable by department? Does
the company need more collaboration space, fewer private offices, better storage, improved parking, or a
different client-facing environment? For medical and flex/industrial users, the operational questions may be even
more specific.

The third step is clarifying decision authority. Lease negotiations slow down when no one knows who can
approve terms. If ownership, finance, operations, and legal all need input, the timeline should reflect that.
Landlords notice when tenants appear disorganized, and disorganization can weaken leverage.

A concise preparation file can include the current lease documents, rent schedule, expiration date, notice
deadlines, current pain points, headcount expectations, budget targets, and any must-have operational
requirements. That level of preparation allows tenant representation services to move quickly and focus on
strategy rather than document retrieval.

Common mistakes that reduce tenant savings
Some lease mistakes are obvious only after the tenant has lost leverage. The most expensive errors often come
from timing, assumptions, or incomplete analysis.

The following mistakes appear frequently in tenant negotiations:

1. Waiting too long to begin the renewal or relocation review.

2. Accepting the landlord’s first renewal proposal without testing the market.

3. Comparing only face rental rates while ignoring concessions and operating expenses.

4. Underestimating construction, moving, technology, and downtime costs.

5. Failing to preserve flexibility for growth, contraction, sale, or restructuring.

Each mistake has a practical consequence. Late starts make relocation less credible. Shallow comparisons make
weak proposals look acceptable. Ignored expense language can turn a decent rent into a poor occupancy cost.
Missing flexibility can trap a tenant in space that no longer fits.

The solution is not to turn every lease negotiation into a battle. The solution is to run a professional process.
Landlords tend to take tenants more seriously when the tenant understands the market, knows its alternatives,
and responds with well-reasoned positions.

The role of lease administration after the deal is signed
Negotiation does not end the tenant’s responsibility. Once the lease is signed, the tenant must live with it. Lease
administration helps ensure the business tracks dates, options, rent changes, notices, and obligations. Public



company descriptions for Mazirow Commercial include lease administration among its services, along with tenant
representation, lease negotiation, office lease renewals, office relocations, sublease office space, and construction
management.

Lease administration matters because savings can be lost through missed deadlines. A renewal option may
require notice many months before expiration. An audit right may be available only for a limited period after
receiving an expense reconciliation. A rent abatement period may need to be checked against the billing
statement. A tenant improvement allowance may have submission requirements or deadlines.

A tenant that negotiates strong terms but does not monitor them may fail to capture the full value of the deal.
Good administration turns negotiated rights into actual benefits.

When sublease options enter the conversation
Sublease space can create opportunities for rental rate savings, especially when another tenant no longer needs
its premises and is willing to offer favorable economics. But subleases require careful review. The subtenant
depends not only on the sublandlord but also on the master landlord’s consent and the terms of the master
lease. The remaining term may be shorter than ideal. Improvement rights may be limited. Renewal rights may not
exist.

For some tenants, a sublease can be an excellent bridge solution, particularly if the business needs space quickly
or wants flexibility. For others, the lack of long-term control may be too risky. The cost savings must be weighed
against operational certainty. A tenant representative can help compare sublease options with direct leases so
the tenant understands the trade-off.

Construction and build-out costs can change the answer
The phrase “tenant improvement allowance” sounds simple until construction pricing enters the picture. A
landlord may offer an allowance that appears generous, but the actual build-out may exceed it. Specialized
improvements, medical layouts, upgraded finishes, private offices, conference rooms, electrical work, plumbing,
or industrial modifications can all affect cost. Even in ordinary office space, construction decisions can reshape
the economics.

Tenants should avoid treating the allowance as free money. It is part of the economic package. Landlords usually
account for it in the overall deal. A larger allowance may come with a higher rent or longer term. A smaller
allowance may be acceptable if the space needs little work. The right answer depends on the tenant’s cash
position, expected occupancy period, and required improvements.

Construction management, included in public descriptions of Mazirow Commercial’s services, can be relevant
because the best lease economics can be undermined by poorly scoped improvements. If the tenant signs before
understanding the cost and timing of build-out, surprises can follow. A professional negotiation should connect
the business terms to the physical condition of the space.

Negotiating without damaging the landlord relationship
Some tenants worry that pushing for savings will sour the relationship with the landlord. That concern is
understandable, especially in a renewal. The tenant may need maintenance support, approvals, and cooperation
for years after signing.



The answer is not to avoid negotiation. It is to negotiate professionally. A tenant can be firm without being
unreasonable. A well-supported proposal based on market alternatives, lease economics, and the tenant’s history
in the building is not offensive. It is business.

Landlords also prefer clarity. A tenant that says, “We need a lower rent,” without explanation gives the landlord
little to work with. A tenant that says, “We are evaluating renewal against comparable alternatives, and for this
renewal to make sense we need the economics to reflect current market concessions and our cost to remain,”
presents a more credible position. The landlord may not agree to every request, but the discussion becomes
grounded.

Professional commercial lease negotiation services often improve communication because they remove some of
the emotion from the exchange. The representative can carry the negotiation while the tenant preserves its
operating relationship with building management.

What tenants should expect from a serious advisory process
A serious tenant advisory process begins with the tenant’s business objectives, not with available listings. The
advisor should understand the company’s current lease, expiration timeline, operational needs, budget concerns,
and decision criteria. Only then does the market search or renewal strategy make sense.

Mazirow Commercial says it has helped hundreds of businesses negotiate leases over more than 30 years. Its
president and founder, Sheryl Mazirow, is identified in a company profile as having more than 30 years of
commercial real estate experience. Experience matters in this field because lease negotiations often turn on
judgment: knowing when a landlord has room to move, when a proposal is likely near the market, when a
relocation threat is credible, and when a concession in one area is worth more than a reduction somewhere else.

Tenants should expect their advisor to explain trade-offs plainly. A good advisor does not simply chase the lowest
rent. The advisor helps the tenant understand the consequences of term length, concessions, flexibility, relocation
costs, build-out needs, and risk. The best outcome is not always the cheapest headline number. It is the lease that
supports the business at the best achievable economic structure.

A practical way to think about leverage
Leverage in commercial lease negotiation comes from options, information, time, and credibility. If a tenant has
only one option, little information, no time, and no clear plan, the landlord controls the negotiation. If the tenant
has alternatives, understands the market, starts early, and communicates professionally, the tenant’s position
improves.

The tenant does not need to be the largest occupant in the building to negotiate effectively. Even smaller tenants
can improve outcomes by running a disciplined process. Landlords make economic decisions. If keeping a tenant
is less costly and less risky than replacing that tenant, the landlord has a reason to negotiate. The tenant’s job is
to make that reality visible without exaggeration.

Rental rate savings are rarely handed over voluntarily. They are earned through preparation, market knowledge,
and persistence. For tenants in office, medical, flex, or industrial space, the lease is too important to treat casually.
Whether the best answer is renewal, relocation, sublease, or restructuring the current obligation, the tenant
benefits from representation focused only on tenant and buyer interests.

A commercial lease sets the cost and flexibility of a workplace for years. Negotiating it well can protect capital,
reduce waste, and give the business room to adapt. That is the real value of tenant representation: not just a
lower number on a proposal, but a better occupancy decision.


