A commercial lease is rarely just a real estate document. For many companies, it is one of the largest financial
commitments they will make outside of payroll. It shapes cash flow, staffing flexibility, client access, recruiting,
operations, and the ability to grow or contract without unnecessary friction. Yet too many businesses approach

lease planning as if it begins when a broker sends a few listings or when a landlord emails a renewal proposal.
By that point, the tenant is already reacting.

Effective lease planning starts earlier. It asks sharper questions. How much space does the business truly need?
What lease term matches the company’s operating horizon? Is the current building still supporting the business,
or has it quietly become a constraint? What concessions are realistic in the market? What hidden costs sit outside

the base rent? What happens if the company needs to expand, sublease, renew, or exit?

That is where tenant representation services become essential. A qualified tenant representative works for the
occupant, not the landlord, and helps the business plan, compare, negotiate, and execute from a position of
knowledge. In office, medical, flex, and industrial space, that difference can be measured in rent savings, better

lease terms, fewer surprises, and a stronger long-term real estate strategy.

Lease planning is a business decision before it is a real estate
transaction

A lease can look simple on the surface: square footage multiplied by rent, then adjusted for term. In practice, the
economics are more layered. Operating expenses, parking charges, tenant improvements, renewal options,
restoration obligations, after-hours HVAC, annual increases, security deposits, and assignment rights can all affect

the real cost of occupancy.

This is why lease planning should not be treated as a last-minute administrative task. A company that waits until
a lease is close to expiration may have fewer viable options. Landlords understand timing pressure. If a tenant
cannot relocate without disrupting operations, the landlord may have little incentive to offer meaningful

concessions. Even when the tenant ultimately stays put, leverage often comes from the credible ability to leave.

Commercial tenant representation is built around that leverage. A tenant representative helps the company
understand the market, identify suitable alternatives, and create enough competitive tension to make the
negotiation real. The goal is not always to move. Often, the best outcome is a well-negotiated renewal. But a

renewal without market testing can become an expensive assumption.

In my experience, tenants often underestimate how much planning is required before they can make a confident
lease decision. A 10,000-square-foot office user may need months to evaluate options, negotiate economics,
review the lease, plan improvements, coordinate furniture, handle IT, communicate with employees, and manage
the physical move. Medical users may have even more specialized concerns, including room configurations,
patient flow, plumbing, equipment loads, parking, and regulatory practicalities. Flex and industrial users may

need to examine loading, clear height, power, yard space, office buildout, and truck access.

A lease is not only about where a company sits. It is about how the company works.

The conflict issue many tenants overlook

One of the most important questions in commercial real estate is also one of the simplest: who does the advisor
represent?



A landlord’s broker has a duty to the landlord. That does not make the broker unethical or unhelpful. It means
the broker's job is to secure the best outcome for the property owner. The landlord wants rent, term,
creditworthy tenancy, expense recovery, and control over the asset. The tenant wants flexibility, cost control,
operational fit, concessions, and protection against risk. Those interests overlap in some areas, but they are not

the same.

Tenant representation exists to put the tenant's interests at the center of the process. Some firms, including
Mazirow Commercial Inc., position themselves as tenant and buyer advisory firms that represent tenants and
buyers only, rather than landlords. That distinction matters because it removes a common source of concern:

whether the advisor is balancing the tenant’s needs against a landlord relationship.

A tenant representation company that does not represent landlords can evaluate buildings, proposals, and
renewal terms through the tenant's lens. It can ask whether a space truly fits, whether a landlord’s proposal is
competitive, and whether the tenant has better alternatives. It can also tell a tenant when a deal looks attractive,

even if staying in place is less dramatic than relocating.

That last point is important. Good tenant representation is not about pushing movement for the sake of activity.

It is about helping the tenant make the right occupancy decision with clear eyes.

What tenant representation services actually include

Many business owners think of tenant representation as finding space. That is part of the work, but it is not the

whole job. The stronger value often appears before and after the property tour.

A tenant representative starts by understanding the business. How many people use the space now? How many
are expected in two years? Are employees in the office full time, hybrid, or field-based? Are clients visiting? Does
the company need private offices, collaborative areas, exam rooms, storage, production space, warehouse

capacity, or specialized infrastructure? What are the financial boundaries? What lease term makes sense?

The representative then translates those answers into a real estate requirement. That may include a target size,
preferred geography, building type, parking ratio, access needs, improvement budget, and timing plan. In regions
such as the San Fernando Valley, Conejo Valley, Ventura County, and Santa Barbara County, local market
knowledge can be especially important because the right answer may vary meaningfully by submarket. A building

that works for a professional services firm in one area may not suit a medical user or flex tenant in another.

From there, the advisor surveys the market, identifies options, requests proposals, compares economics, and
leads or supports commercial lease negotiation. The work often continues through letters of intent, lease review

coordination, construction conversations, move planning, and future lease administration.

The best tenant representatives also know when to bring in other professionals. Lease language belongs in the
hands of qualified legal counsel. Construction pricing may require contractors or project managers. Accounting
treatment may require input from financial advisors. A tenant representative does not replace those specialists.
Instead, the representative keeps the real estate strategy organized and makes sure business terms do not get
lost in the shuffle.

The financial stakes are larger than the rent line

Tenants often focus on the quoted rental rate because it is easy to compare. One building asks $3.25 per square
foot per month, another asks $3.55, and the cheaper option appears obvious. But commercial lease economics

rarely end there.



A higher-rent building with stronger tenant improvement dollars, free rent, lower operating expense exposure,
better parking economics, and more efficient space may be less expensive over the full lease term. A lower-rent
building with poor layout efficiency may require more square footage to house the same team. A renewal
proposal that appears convenient may cost more than a relocation once concessions and long-term increases are

measured.

This is where commercial lease negotiation services can produce real value. The negotiation should account for
the full occupancy cost, not just the face rate. Tenants should understand what they are paying, when they are

paying it, and what costs could change over time.

For example, two spaces may both be marketed as 8,000 square feet. One has a compact layout with minimal
wasted area, while the other has awkward corridors, columns, and unusable corners. If the efficient space
supports the same operation in 7,200 usable square feet while the inefficient space requires the full 8,000, the
rent comparison changes immediately. Similarly, a lease with aggressive annual increases may look reasonable in

year one and expensive by year five.

The details compound. A few cents per square foot per month may seem minor until multiplied across thousands
of feet and several years. A $0.10 monthly difference on 10,000 square feet is $1,000 per month, or $12,000 per
year. Over a five-year term, before considering escalations, that is $60,000. Add concessions, expenses, parking,
and buildout obligations, and the difference between a merely acceptable lease and a well-negotiated lease can

become substantial.

Renewal negotiations require as much discipline as relocations

Many tenants assume that commercial lease renewal negotiation should be simpler than a new lease. The
company is already in the space. The landlord knows the tenant. Everyone wants continuity. In theory, the

renewal should be efficient.
In practice, renewals can be where tenants lose the most leverage.

A landlord may know that the tenant wants to avoid disruption. Moving costs money. Employees dislike
uncertainty. Executives have other priorities. If the tenant begins renewal talks too late, the landlord can calculate
that a relocation is unlikely, regardless of what the tenant says. The renewal proposal may then reflect

convenience more than market value.

Tenant representation changes that dynamic by creating a process. The representative evaluates the current
lease, reviews timing, surveys competing properties, and determines what a realistic alternative would cost. That
does not mean the tenant must threaten to leave at every turn. It means the tenant can speak from evidence. If
comparable buildings offer better economics or stronger concessions, the renewal discussion becomes grounded

in market reality.

A renewal can also be the right moment to fix old lease problems. Perhaps the original lease had weak expansion
rights. Perhaps the company now needs fewer square feet, or a different configuration. Perhaps the building's
operating expenses have risen in ways that deserve closer review. Perhaps the tenant has lived with parking

shortages, HVAC limitations, or maintenance issues long enough to address them in writing.

The mistake is treating a renewal as a signature on a landlord’s form. A renewal is a new commitment. It deserves

fresh analysis.

A practical lease planning timeline



The right planning window depends on the size and complexity of the requirement. A small office renewal may
need less lead time than a large relocation or specialized medical buildout. Still, most tenants benefit from

starting earlier than they think. Waiting rarely improves leverage.

For many businesses, the lease planning process should begin 12 to 18 months before expiration if relocation is a
realistic possibility. Larger or more complex requirements may need even more time. Smaller tenants may work

within a shorter window, but they should still avoid letting the last few months dictate the outcome.
A practical sequence often looks like this:

1. Review the current lease, including expiration date, notice deadlines, renewal options, expansion rights,

operating expense language, and restoration obligations.

2. Define the business requirement, including headcount, workflow, location priorities, budget, flexibility needs,

and any specialized infrastructure.
3. Survey the market and compare realistic alternatives, not just advertised listings.

4. Request and negotiate proposals, using competing options to test pricing, concessions, and landlord
flexibility.
5. Coordinate lease review, construction planning, move logistics, and internal approvals before deadlines

become urgent.

That process sounds straightforward, but each step can reveal issues. A renewal option may require notice nine
or twelve months before expiration. A landlord’s tenant improvement allowance may not cover the desired
buildout. A building may have enough square footage but inadequate parking. A preferred location may be

strong for executives and poor for staff. A space that looks attractive online may fail during a serious tour.

Tenant representation services help tenants work through those discoveries before they become expensive.

Location strategy is not just geography

Companies often begin with a familiar location preference. They want to stay near their current office, near the
owner's home, near clients, or near a freeway. Those preferences may be valid, but lease planning should test
them.

A business serving clients across Ventura County and the Conejo Valley may value access differently than a
company drawing employees from the San Fernando Valley. A medical practice may place high value on patient
parking and visibility. An industrial user may prioritize truck routes and loading over lobby appearance. A

professional services firm may care more about building image, nearby amenities, and commute patterns.

The right tenant representative brings local knowledge into these discussions. Not every submarket performs the
same way. Not every building competes for the same tenants. Rental rates, vacancy, concessions, building quality,
and landlord motivation can vary block by block. Experienced advisors who have spent years negotiating in a
region often know which buildings tend to be flexible, which landlords move slowly, where expenses run high,

and where a tenant may find value that is not obvious at first glance.

Mazirow Commercial, for example, states that it serves businesses in the San Fernando Valley, Conejo Valley,
Ventura County, and Santa Barbara County, with a focus on tenant and buyer advisory services for office space,
medical space, and flex/industrial space. That kind of regional and property-type focus matters because lease

planning is most effective when it reflects actual market behavior, not generic assumptions.

A lease that looks fair in one submarket may be rich in another. A concession package that seems generous may

be standard once competing buildings are analyzed. Local context keeps tenants from negotiating in the dark.



The lease document can preserve value or give it back

A strong letter of intent is not the finish line. The lease document determines how the business terms actually

work. This is where tenants can accidentally give back value they thought they had won.

For instance, a landlord may agree to provide a tenant improvement allowance, but the lease language may limit
how the allowance can be used or require the tenant to fund overruns immediately. A renewal option may exist,
but only at a vaguely defined market rate with strict notice requirements. Assignment and sublease rights may
appear reasonable, but include consent standards, profit-sharing provisions, or restrictions that reduce flexibility.

Operating expense clauses may pass through costs the tenant did not expect.

A tenant representative is not a substitute for an attorney, but an experienced advisor can help identify business
issues that deserve legal attention. The representative can also keep the negotiated economics aligned with the
final lease language. In commercial lease negotiation, the handoff between business terms and legal drafting is a

critical moment.

One common example involves commencement dates. A tenant may believe rent starts when the space is ready
for occupancy. The lease may say rent starts on a fixed date, regardless of whether improvements are complete,
unless the delay is caused by the landlord. The difference matters. If construction slips, the tenant could face rent

obligations before the space is usable.

Another example involves restoration. A tenant that installs specialized improvements may be required to remove
them at the end of the term, sometimes at significant cost. If that issue is handled during negotiation, the tenant

may be able to limit or clarify the obligation. If it is discovered at move-out, the options are fewer.

Good lease planning looks past move-in day.

When staying put is the smartest move

Tenant representation is sometimes misunderstood as a relocation service. In reality, one of its most valuable

uses is helping tenants decide not to move.

Relocation carries costs beyond rent. There may be moving expenses, downtime, new furniture, cabling, signage,
address changes, employee disruption, client communication, and management distraction. For some companies,

the operational cost of moving can outweigh a modest rent reduction elsewhere.

A tenant representative should be able to quantify that trade-off. If the current building still works, the economics
are competitive, and the landlord will address key issues, renewal may be the best choice. The value of tenant
representation in that case is not a new address. It is a better renewal, negotiated with market leverage and a

clearer understanding of alternatives.

This is particularly true for tenants with specialized buildouts. Medical space, for example, may involve
improvements that are expensive to recreate. Flex and industrial users may depend on a specific combination of
office, warehouse, power, and access that is hard to replicate. Even office tenants with established employee

commute patterns may find that a move creates hidden retention issues.

The right question is not, “Can we find cheaper space?” The better question is, “Which occupancy decision best
supports the business over the next lease term?” Sometimes that means moving. Sometimes it means renewing.

Sometimes it means restructuring the existing premises, contracting, expanding, or negotiating future flexibility.

How tenant representation can affect concessions



Landlords care about occupancy, credit, term, and certainty. Tenants care about cost, fit, and flexibility.
Concessions are where those interests are balanced. Free rent, tenant improvement allowances, phased
occupancy, signage rights, parking terms, expansion options, and renewal rights can all be part of the

negotiation.

The availability of concessions depends on market conditions, building vacancy, tenant credit, lease term,
improvement scope, and landlord objectives. No advisor can guarantee a specific concession package in every
situation. What tenant representation services can do is identify what is reasonable, push where leverage exists,

and structure proposals so landlords compete on more than rental rate.

This is especially helpful because landlords often present proposals differently. One may offer a lower rental rate
and little improvement money. Another may quote a higher rate but fund a larger buildout. A third may offer free
rent but higher annual increases. Without careful comparison, tenants can mistake the most attractive-looking

proposal for the best economic deal.

A tenant representative can normalize the numbers across the full lease term. That comparison may include the
present value of rent obligations, projected operating expenses, concessions, out-of-pocket buildout costs,
parking, and moving costs. The analysis does not need to be overly academic. It needs to be clear enough for

decision-makers to understand the true trade-offs.

Mazirow Commercial states that its service can help clients save money through negotiated rental-rate savings
and other lease concessions. That is the practical promise of strong representation: not magic, not pressure

tactics, but disciplined negotiation supported by market knowledge.

Common mistakes tenants make without representation

Even sophisticated business owners can make avoidable mistakes in lease planning because commercial leasing
is not their daily work. They may negotiate a lease only once every five or seven years, while landlords and

landlord brokers negotiate constantly. That experience gap matters.
Some of the most common mistakes include:

1. Starting too late, which weakens leverage and narrows options.

2. Comparing base rent instead of total occupancy cost.

3. Accepting renewal terms without testing the market.

4. Overlooking notice deadlines, operating expenses, assignment rights, or restoration obligations.

5. Choosing space based on appearance before confirming layout efficiency, parking, infrastructure, and long-

term fit.

These errors are rarely dramatic in the moment. They often appear later, after the lease is signed. The company
discovers it cannot sublease excess space easily. The buildout costs more than expected. Operating expenses rise
faster than budgeted. The renewal option is less useful than assumed. The office layout requires more square

footage than a better-designed alternative would have needed.

Tenant representation reduces the likelihood of those outcomes by bringing process and perspective to decisions

that otherwise feel rushed.

The value of experience in negotiation



Commercial real estate negotiation rewards pattern recognition. An experienced tenant advisor has seen how
different landlords respond, how proposals evolve, which concessions are realistic, and where lease language

tends to create problems. That experience does not eliminate uncertainty, but it improves judgment.

A firm that has helped hundreds of businesses negotiate leases over more than 30 years, as Mazirow Commercial
says it has, brings accumulated context to the table. Its president and founder, Sheryl Mazirow, is identified in
public company materials as having more than 30 years of commercial real estate experience. In a field where

local relationships, timing, and negotiation history can influence outcomes, that depth is meaningful.

Experience also helps during tense moments. Lease negotiations can stall over improvement costs, delivery dates,
options, or expense language. A less experienced negotiator may either concede too quickly or fight over points
that do not justify the delay. A seasoned tenant representative can separate business-critical issues from
secondary ones. That judgment is valuable because the best lease is not the one where the tenant wins every

sentence. It is the one where the tenant secures the economics, flexibility, and protections that matter most.

There is also a human side to this work. Executives may disagree internally about location. Finance may prioritize
cost while operations prioritizes function. Employees may worry about commute changes. A tenant
representative can provide objective information that helps leadership move from opinion to decision. That is

especially useful when the real estate decision affects multiple departments.

Planning for flexibility before it is needed

Few companies can predict their space needs perfectly. Growth may accelerate. Hiring may slow. Hybrid work
policies may change. A business may acquire another company, sell a division, or shift its service model. Lease

planning should acknowledge that uncertainty rather than pretend it does not exist.

Flexibility can be negotiated in several ways, depending on leverage and market conditions. Expansion rights may
help a growing company secure adjacent space later. Contraction rights are harder to obtain but may be possible
in certain circumstances. Sublease and assignment language can protect a tenant if the space no longer fits.
Renewal options can preserve continuity. Termination rights may be available in limited situations, usually at a

cost.

The right mix depends on the tenant. A stable professional firm may value renewal options more than expansion
rights. A growing medical practice may need future adjacent space. A flex/industrial tenant may care deeply
about assignment rights if it could sell the business during the lease term. A company uncertain about headcount

may prefer a shorter term, while another may accept a longer term in exchange for stronger concessions.

Tenant representation services help translate uncertainty into negotiated terms. Not every request will be
granted, and some flexibility costs money. But identifying those needs early gives the tenant a chance to bargain

for them. Waiting until the business changes leaves the tenant dependent on whatever the lease already allows.

Why the advisor should be involved before the search

The visible part of tenant representation is the search: tours, floor plans, proposals, and site comparisons. The

most important part may happen before anyone steps into a building.

Early involvement allows the tenant representative to challenge assumptions. A company may think it needs
15,000 square feet because that is what it currently leases, but a more efficient layout may reduce the
requirement. Another company may plan to downsize too aggressively, only to realize that conference rooms,

storage, hoteling ratios, and future hires still require more space than expected. A medical user may focus on rent



while underestimating the cost of converting a general office suite. An industrial tenant may chase a cheaper

building that creates trucking inefficiencies every week.

These are planning issues, not touring issues. Once a tenant has emotionally committed to a space, it becomes

harder to evaluate trade-offs objectively. Early tenant representation keeps the process disciplined.

It also helps with internal budgeting. Real estate costs can include rent, expenses, utilities, furniture, construction,
cabling, moving, signage, insurance, and professional fees. A business that budgets only for rent may be
surprised by the cash required to occupy the space. A tenant representative can help leadership understand likely

cost categories before approvals are needed.

Selecting the right tenant representation company

Choosing a tenant representation company should not be casual. The advisor will influence one of the company’s
largest commitments, and the relationship may last through planning, negotiation, documentation, and

occupancy.

The first consideration is alignment. Does the firm represent tenants only, or does it also represent landlords?
Some tenants may be comfortable with full-service brokerage firms, while others prefer a tenant-only advocate

to avoid landlord-side conflicts. The important point is to ask the question directly.

The second consideration is relevant experience. Office, medical, flex, and industrial requirements are different. A
tenant advisor who understands the user type can spot issues earlier. The third consideration is local market
knowledge. A lease in the San Fernando Valley will not be identical to a lease in Santa Barbara County or Ventura

County. Submarket familiarity can affect strategy, timing, and expectations.

The fourth consideration is process. A strong advisor should explain how they evaluate needs, commercial lease
negotiation survey the market, compare proposals, support commercial lease negotiation, and coordinate with
attorneys and other professionals. The fifth consideration is candor. The best tenant representative is willing to
tell a client when expectations are unrealistic, when a landlord’s proposal is fair, or when a favored building has

drawbacks.

A good advisor does not simply open doors. A good advisor improves decisions.

Lease planning protects the business behind the lease

The strongest argument for tenant representation is not that commercial leasing is complicated, though it is. The

stronger argument is that real estate decisions carry consequences long after the negotiation ends.

A lease can support growth or restrict it. It can preserve cash or drain it. It can help attract employees or frustrate
them. It can give a company options, or it can trap the company in space that no longer fits. The difference often

comes from planning early, negotiating from evidence, and understanding the full business impact of each term.

Tenant representation services bring structure to that process. They help tenants define what they need,
understand what the market offers, compare alternatives, negotiate economics, and protect flexibility. For
renewals, they create leverage where convenience might otherwise weaken the tenant’s position. For relocations,
they keep the search tied to operations and cost. For specialized users, they surface practical issues before they

become expensive surprises.

A commercial lease is too important to approach alone or too late. With the right commercial tenant
representation, lease planning becomes less reactive and more strategic. The tenant gains a clearer view of the

market, a stronger negotiating position, and a lease that better serves the business it is meant to support.


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

