A commercial lease is not a formality. It is one of the most consequential financial documents a business owner
will sign, often affecting cash flow, hiring flexibility, operating costs, client experience, and even the company'’s
ability to sell or relocate later. The monthly rent may be the most visible number, but it is rarely the only number

that matters.

Before signing a lease for office space, medical space, or flex and industrial space, a tenant needs more than a
tour of available properties. The tenant needs market knowledge, negotiating leverage, and a clear
understanding of what the lease will actually require over time. That is where commercial tenant representation

becomes important.

Tenant representation is the practice of advising and representing the tenant’s interests in the commercial real
estate process. A qualified tenant representative helps evaluate options, compare economics, negotiate business
terms, and coordinate the path from early planning through lease execution. In the best cases, the work starts
well before a landlord issues a lease draft, because by the time a lease lands in the tenant’s inbox, many of the

most important deal points may already have been framed.

For many companies, the lease is second only to payroll as a recurring expense. Yet tenants often approach it
with less preparation than they would bring to buying equipment, hiring a senior employee, or entering a major

vendor contract. That imbalance can be costly.

The landlord already has representation

Most commercial landlords negotiate leases regularly. They know their buildings, their vacancy pressures, their
asking rents, their lender constraints, and their preferred lease language. They may have an internal leasing team,
a property manager, an asset manager, outside counsel, and a broker marketing the property. Even when a

landlord is courteous and professional, the landlord’s goal is not the same as the tenant’s goal.

The landlord wants to preserve income, reduce risk, maintain building value, and secure terms that support
ownership’s investment strategy. The tenant wants the right space, reasonable flexibility, predictable costs, and

lease terms that support the business rather than trap it.

Those interests can overlap, but they are not identical. A landlord may want a longer lease term, higher annual
increases, limited improvement allowances, strict assignment language, and broad pass-through rights for
operating expenses. A tenant may need expansion flexibility, a cap on controllable expenses, a defined build-out

scope, renewal rights, or the ability to sublease if business conditions change.

Without tenant representation, the tenant is often responding to a deal structure shaped by the landlord’s side.
With tenant representation services, the tenant has someone who understands how commercial lease negotiation

works from the tenant’s perspective and can press for improvements before positions harden.

This is especially important because the most expensive lease mistakes are not always obvious on the first page.

They sit in clauses that look routine until a problem appears two years later.

Rent is only one part of the economics

A business owner may focus on the quoted rental rate because it is easy to compare. One building is offered at a
lower rate per square foot, another at a higher rate, and the cheaper one appears to be the better deal.

Commercial leases rarely work that simply.



The real cost of occupancy can depend on the measurement of the premises, operating expense pass-throughs,
parking charges, utilities, janitorial services, maintenance obligations, rent escalations, security deposits, tenant
improvement allowances, free rent, signage rights, and restoration obligations at the end of the term. A tenant
may also need to factor in downtime during a move, furniture, data cabling, permits, and the productivity cost of

disruption.

For example, a lower starting rent with aggressive annual increases may cost more over a five-year term than a
higher starting rent with more moderate escalations. A generous improvement allowance can be less valuable if
the landlord controls the work and the construction pricing is not transparent. A “full service” lease may still
include expense increases over a base year, and those increases can become material if the base year is unusually

low or if the building has major cost changes.

A tenant representation company that handles commercial lease negotiation services should be able to model
the economics across the full lease term. That means comparing proposals on an effective cost basis, not just
asking rent. It also means identifying which concessions have real value and which ones only look attractive in a

proposal summary.

Some concessions matter immediately. Free rent can protect cash during a relocation or build-out period. A
tenant improvement allowance can reduce out-of-pocket capital. A right of first offer on adjacent space can help
a growing company avoid moving prematurely. Other provisions matter only if circumstances change, but when

they matter, they matter a great deal.

The first proposal sets the tone

By the time a landlord prepares a lease draft, the parties may already have agreed, formally or informally, on the
main business terms. Those terms usually appear first in a proposal or letter of intent. The letter may not contain
every legal detail, but it often sets the commercial framework: term, rent, escalations, concessions, improvement

allowance, parking, renewal rights, and delivery condition.

Tenants sometimes treat the proposal stage casually because the document is not the final lease. That is a
mistake. If a tenant accepts weak business terms in the proposal, it becomes harder to recover leverage later. The

landlord can say, with some justification, that the tenant already agreed.

Good commercial lease negotiation begins before the tenant signals commitment. A tenant representative can
create competition among viable properties, ask the right questions, and avoid overcommitting emotionally to
one location. This does not mean turning every lease negotiation into a fight. It means maintaining options until

the economics and terms justify choosing one path.

In practice, leverage is strongest when the landlord believes the tenant has credible alternatives. A tenant who
tours only one building, discloses urgency, and asks for a lease immediately has limited leverage. A tenant who

compares multiple suitable properties and requests structured proposals has more room to negotiate.

This is one of the less glamorous parts of tenant representation, but it is central. The representative is not only

finding space. The representative is managing the process so the tenant does not negotiate from a corner.

What an experienced tenant representative looks for

A skilled tenant representative reads the market and the lease transaction together. The building may be
attractive, but the lease terms may be rigid. The rent may look high, but the landlord may offer concessions that
improve the economics. The location may be slightly less convenient, but the parking, layout, and renewal rights

may support the business better over time.



Some issues deserve close attention before a tenant signs:

1. The true cost of occupancy over the full term, including rent escalations, operating expenses, parking,

utilities, and other recurring charges.

2. The condition of the premises at delivery, including who pays for improvements, who manages construction,

and what happens if work is delayed.

3. Flexibility provisions such as renewal options, expansion rights, contraction rights, assignment, and
subleasing.

4. Default, notice, cure, and personal guaranty language, especially for privately held businesses.

5. End-of-term obligations, including restoration, removal of cabling or improvements, surrender condition, and

holdover penalties.

Those items are not abstract legal concerns. They affect daily operations and long-term financial exposure. A
medical office may need specialized improvements and careful timing to avoid patient disruption. A professional
services firm may care deeply about parking ratios, client access, and signage. A flex or industrial tenant may
need to understand loading, permitted uses, power, HVAC responsibilities, and maintenance obligations.

Tenant representation services should adapt to the business, not force every tenant into the same checklist. A
company with steady headcount and a long client base may benefit from locking in renewal rights. A younger
company may need shorter commitments and strong sublease flexibility. A business planning a relocation may
need help comparing the cost of staying versus moving, because a new space can look attractive until build-out,

downtime, and moving costs enter the analysis.

Lease language can shift risk quietly

Commercial leases are often long, dense documents. Many tenants send the lease to an attorney for legal review,
which is wise. But legal review and business negotiation are not the same function. An attorney may identify legal
risk and revise language. A tenant representative focuses on market terms, deal economics, building conditions,

and negotiation strategy. The two roles work best together.

The reason this matters is simple: lease language can shift risk quietly. A clause that seems standard may place
repair obligations on the tenant that should belong to the landlord. An operating expense provision may allow
broad pass-throughs without meaningful exclusions. A relocation clause may let the landlord move the tenant
within the building under conditions that disrupt operations. A restoration clause may require the tenant to

remove improvements at the end of the term, even if the landlord approved them at installation.

Not every issue can be eliminated. Commercial lease negotiation is about priorities. A landlord may refuse certain
changes but grant others. The tenant must decide what is essential, what is negotiable, and what risk can be

accepted in exchange for better economics elsewhere.

This is where experience counts. A tenant representative who has seen hundreds of lease discussions can often
distinguish between a true landlord constraint and a negotiating position. The representative may know when to
push, when to trade, and when to walk away. That judgment is hard to gain from reading a lease for the first

time.

Renewal negotiations deserve the same discipline as new leases

Many tenants assume lease renewal will be simpler than moving. Sometimes it is. Staying avoids disruption,

preserves customer familiarity, and reduces relocation costs. But a commercial lease renewal negotiation can still



leave money on the table if the tenant starts too late or assumes the landlord’s offer is the market.

A landlord knows that moving is inconvenient. If the tenant has specialized improvements, employees
accustomed to the location, or customers who visit the premises, the landlord may believe the tenant has limited

alternatives. That perception can weaken the tenant's position.

The best renewal negotiations begin early enough to compare credible options. For many office tenants, that can
mean starting the process well before the lease expiration date, especially if a build-out or relocation would take
time. The point is not necessarily to move. The point is to understand the market before accepting a renewal

proposal.

A tenant representative can evaluate whether the landlord’s renewal rate reflects current conditions, whether
concessions should be available, and whether the lease language should be updated. Even if the tenant stays, the
renewal can be an opportunity to improve terms that were overlooked in the original lease. Renewal options,

operating expense language, parking, signage, and improvement allowances may all be worth revisiting.

A renewal can also reveal hidden assumptions. A landlord may propose a rent increase based on asking rents,
while comparable completed transactions suggest more room for negotiation. Or the landlord may offer a
seemingly fair rate but no improvement allowance, even though the space needs carpet, paint, lighting upgrades,

or other work after years of use. Without market context, the tenant may not know what is reasonable to request.

Conflict of interest matters

Tenant representation is most effective when the representative’s loyalty is clear. If a firm represents both
landlords and tenants, the tenant should understand how conflicts are handled. Some brokerage arrangements
are common and lawful, but they can still create practical concerns. A tenant may wonder whether every suitable
property was presented, whether the representative is reluctant to push a landlord relationship too hard, or

whether the advice is fully independent.

A tenant-only advisory model removes much of that concern. Mazirow Commercial Inc., for example, operates as
a tenant and buyer advisory commercial real estate firm focused on helping tenants negotiate office-space
leases. The firm states that it represents tenants and buyers only and does not represent landlords. That

positioning matters because the tenant’s advocate is not also trying to preserve landlord-side business.

Mazirow Commercial also states that it has helped hundreds of businesses negotiate leases over more than 30
years. Its services include tenant representation, lease negotiation, office lease renewals, lease administration,
office relocations, sublease office space, and construction management. The firm describes its specialization as
tenant and buyer advisory services for office space, medical space, and flex or industrial space, with service areas

including the San Fernando Valley, Conejo Valley, Ventura County, and Santa Barbara County.

Those details illustrate a broader point. When selecting a tenant representation company, tenants should ask not
only whether the representative can find space, but whether the representative’s business model aligns with the
tenant’s interests. A polished property tour is useful. Independent advocacy during negotiation is more

important.

The cost of not getting advice can be larger than expected

Business owners often worry about paying for professional help. That concern is understandable. Every advisory
cost should be justified. In commercial real estate, however, the cost of weak lease terms can outweigh the

perceived savings of going without representation.



Consider a tenant leasing 5,000 square feet. A difference of even a few dollars per square foot per year can
amount to tens of thousands of dollars over a multi-year term. Add parking, operating expenses, improvement
costs, and annual increases, and the spread between a fair deal and a poorly negotiated deal becomes larger. For
bigger tenants, the exposure grows quickly.

The financial risk is not limited to rent. If the tenant accepts responsibility for repairs that should have been
landlord obligations, one major system issue can alter the economics. If the tenant lacks sublease rights and later
downsizes, the business may continue paying for unused space. If a renewal option is vague or missing, the
landlord may gain leverage at the worst possible time. If the tenant signs a broad personal guaranty without

understanding it, personal assets may be exposed beyond what the owner expected.

A good lease cannot eliminate business risk. It can allocate risk more fairly and make surprises less damaging.

Market knowledge is not the same as browsing listings

Anyone can search listings. That does not mean they know the market. Commercial real estate availability can be
incomplete, stale, or presented in a way that does not reveal the full economics. Asking rents may not reflect
negotiated rents. A building that appears unavailable may have pending vacancies. A space that looks suitable

online may have layout problems, parking limitations, use restrictions, or build-out costs that make it impractical.

Commercial tenant representation adds value by interpreting the market, not merely showing options. An
experienced representative understands which buildings compete with one another, where landlords may be
flexible, how long spaces have been commercial tenant representation vacant, what concessions are realistic, and

how tenant improvements are typically handled in a particular submarket.

Local knowledge can be especially important. In markets such as the San Fernando Valley, Conejo Valley, Ventura
County, and Santa Barbara County, different submarkets may vary in commute patterns, parking expectations,
medical office demand, building age, and tenant improvement norms. A few miles can change the economics

and the practical suitability of a property.

A tenant may enter the process thinking the decision is mostly about rent and address. After reviewing real
options, the decision often becomes more nuanced. One building may offer better economics but poor parking.
Another may have a stronger image but less efficient space. A third may have the right layout but an uncertain

improvement schedule. The representative helps turn those trade-offs into a decision the business can defend.

Timing changes everything

Lease negotiations suffer when tenants wait too long. Urgency favors the landlord because the tenant has fewer
alternatives. If the current lease is expiring soon, a relocation may no longer be realistic. If the tenant needs
permits or construction, the calendar can become unforgiving. If employees or clients must be notified,

uncertainty creates operational stress.

Starting early does not mean rushing into a decision. It means creating enough time to evaluate options carefully.
The timeline depends on the size and complexity of the space, but tenants should assume that tours, proposals,
lease negotiation, legal review, space planning, construction, furniture, technology, and moving logistics can take

longer than expected.

A modest office renewal might be handled more quickly than a relocation involving substantial improvements.
Medical space can involve specialized requirements. Flex or industrial space may require attention to power,
loading, clear height, permitted uses, and operational flow. The earlier the tenant understands these issues, the
more negotiating leverage the tenant keeps.


https://www.linkedin.com/company/mazirow-commercial-inc./

Timing also affects concession value. Free rent is useful only if it aligns with the tenant’s occupancy needs. An
improvement allowance helps only if there is enough time to design, price, approve, and complete the work. A

favorable lease rate can lose value if the tenant must pay double rent because of delays.

What tenant representation should feel like

The best tenant representation process is structured but not mechanical. It begins with understanding the
business. How many people use the space now? How often do clients visit? Is hybrid work affecting office use?
Does the company expect to grow, shrink, or remain stable? Are there specialized rooms, equipment, storage
needs, privacy requirements, or parking expectations? What went wrong in the current space? What must not

happen again?

From there, the representative can translate business needs into real estate criteria. The tenant may think it needs
a certain square footage, but an efficient layout may reduce the requirement. Or the tenant may underestimate
the square footage needed because the current space is overcrowded. A representative can test these

assumptions before the company commits to a lease term that does not fit.

During negotiations, the representative should explain the economic and practical consequences of each major
term. If the landlord offers a higher allowance but a longer term, what is the trade-off? If one building offers a
lower rent but higher operating expense exposure, how does that compare over time? If the tenant wants

flexibility, what will the landlord likely require in exchange?

A tenant should expect candor. Sometimes the desired deal is not available in the market. Sometimes the
preferred building is not worth the premium. Sometimes staying in place is the best financial decision, even if a
new space looks more appealing. A representative’s job is not to flatter the tenant’s first instinct. It is to help the

tenant make a sound decision.

When a tenant may think representation is unnecessary

Some tenants believe they do not need representation because they have leased space before. Prior experience
helps, but each market cycle and property situation is different. A tenant who negotiated successfully five years

ago may face different vacancy conditions, construction costs, landlord priorities, or financing pressures today.

Other tenants assume a small lease does not justify advisory help. Small leases still contain obligations, and small
businesses often have less room for error. A poorly negotiated lease can be especially painful when margins are
tight. Even a modest rent premium or unexpected repair obligation can affect hiring, marketing, or working

capital.

Some tenants believe the landlord’s broker can help both sides. The landlord’s broker may be professional and
knowledgeable, but the broker was engaged to lease the landlord’s property. The tenant should be clear about
whose interests are being represented. A landlord’s representative can provide information about the building,

but that is different from independent tenant advocacy.

There are also tenants who fear that bringing in a representative will make the negotiation adversarial. In practice,
good representation often makes negotiations more orderly. Experienced representatives know how to frame
requests, support them with market logic, and keep the process moving. Professional advocacy does not require

hostility. It requires clarity.

Questions to ask before choosing a tenant representation company



Before hiring a representative, a tenant should ask direct questions. The answers will reveal whether the advisor is

aligned, experienced, and capable of handling the assignment.

1. Do you represent tenants only, or do you also represent landlords?

2. What experience do you have with our type of space, such as office, medical, or flex and industrial?
3. How do you compare lease proposals beyond the quoted rental rate?

4. How early should we begin if we are considering renewal, relocation, or both?

5. What role do you play during lease negotiation, construction coordination, and post-signing lease

administration?

These questions are practical, not ceremonial. A tenant needs to know whether the representative has relevant
market knowledge, understands the business’s operational needs, and can remain involved beyond the property
search. The lease process does not end when a tenant likes a building. In many ways, that is when the more

important work begins.

The lease should serve the business plan

A commercial lease is not just a real estate document. It is a business plan in contract form. It reflects
assumptions about growth, revenue, staffing, client access, capital spending, and risk tolerance. If those

assumptions are wrong, or if the lease does not allow the business to adapt, the space can become a constraint.

Tenant representation helps connect the lease to the business plan. For a company expecting growth, that may
mean negotiating expansion rights or evaluating buildings with nearby available space. For a company
prioritizing cost control, it may mean focusing on efficient layouts and predictable operating expenses. For a
medical practice, it may mean protecting continuity during improvements and ensuring the space supports
patient flow. For a firm renewing its office lease, it may mean using market alternatives to secure better

economics without moving.

The right representative brings discipline to a process that can otherwise become emotional. Business owners
naturally react to views, finishes, lobby quality, commute, and neighborhood feel. Those factors matter, but they
must be weighed against economics and obligations. A beautiful space with poor flexibility may become a

problem. A practical space with strong lease terms may support the business better for years.

Signing without representation can lock in avoidable problems

Once a lease is signed, the tenant's leverage drops sharply. Problems that could have been negotiated become
contractual obligations. The landlord may still cooperate, but cooperation is not the same as having rights in the

document. A tenant who discovers an issue after signing may have limited remedies.

That is why tenant representation is most valuable before the lease is signed. It gives the tenant a stronger
position at the moment when choices still exist. It helps identify hidden costs, improve deal terms, coordinate
advisors, and reduce the chance of unpleasant surprises. It also gives the tenant a clearer view of the market,

which is essential whether the final decision is to relocate, renew, expand, downsize, or sublease.

Commercial lease negotiation is not about winning every point. It is about knowing which points matter, what the
market will support, and how the lease will affect the business after the excitement of signing has passed. A
tenant who enters that process alone may still get a space. A tenant with experienced representation is more

likely to get the right space, on terms that fit the company’s needs and protect its options.



For any business preparing to sign a commercial lease, the practical question is not whether representation is
convenient. The question is whether the company can afford to make a long-term real estate commitment

without an advocate focused solely on the tenant's side of the table.



