A commercial lease is rarely just a rent number and a signature date. It is a financial commitment, an operating
framework, and sometimes a constraint that shapes how a business grows for years. The visible terms, such as
base rent and square footage, matter. The less visible terms often matter just as much: free rent, tenant
improvement allowances, renewal rights, assignment language, operating expense protections, restoration

obligations, parking, signage, expansion options, and the way construction delays are handled.

That is where commercial lease negotiation services earn their value. A tenant may negotiate one office lease
every five, seven, or ten years. A landlord, property manager, or listing broker negotiates leases constantly. The
experience gap is real. A tenant representation company narrows that gap by bringing market knowledge,

transaction discipline, and a tenant-first negotiating strategy to the table.

For businesses evaluating office space, medical space, or flex and industrial space, concessions can be the
difference between a workable lease and one that quietly drains cash. The strongest concessions are not gifts
from a landlord. They are negotiated business terms, supported by market alternatives, timing, leverage, and a

clear understanding of what each side needs.

Lease concessions are not only about free rent

Many tenants think of concessions as a few months of free rent. Free rent is important, especially when a
company is absorbing moving costs, downtime, furniture purchases, IT cabling, and overlapping rent at the old

location. But commercial lease negotiation often goes much deeper.

A concession can be any negotiated economic or operational benefit that improves the tenant’s position. Some
concessions reduce immediate cash outlay. Others limit future exposure. Others give the business flexibility when
the future is uncertain. A well-negotiated lease may include concessions that never appear in a simple rent

comparison, yet still save the tenant substantial money over the term.

For example, a landlord might offer a slightly lower rental rate but provide almost no tenant improvement
allowance. Another landlord might hold firmer on rent but fund a meaningful portion of the buildout. Depending
on the condition of the space, the tenant's use, and the cost of construction, the second proposal may be far

better. A tenant that focuses only on base rent can easily miss that distinction.

This is one reason commercial tenant representation is so useful. Experienced tenant advisors look at the whole
transaction. They compare the effective economics of competing options, not just the headline rent. They also
examine which concessions are practical for the tenant's specific business. A law firm with modest office
modifications has different needs than a medical practice requiring plumbing, exam rooms, specialized electrical
work, and a longer permitting timeline. A flex or industrial user may care more about loading, power, parking,
clear height, and operational rights than lobby finishes.

Why landlords offer concessions in the first place

Landlords do not typically offer concessions out of generosity. They offer them because concessions solve
problems. A vacant suite produces no rent. A building with too much vacancy can lose momentum in the market.
A landlord may need to secure a creditworthy tenant, stabilize cash flow, improve occupancy, or compete with

nearby properties.

The amount and type of concession often depends on market conditions, building ownership, the landlord’s

financing, the length of the lease, the tenant's financial strength, and the cost to prepare the premises. A tenant



signing a longer lease may have more room to negotiate improvement dollars or free rent. A tenant with strong
financials may create confidence for the landlord. A tenant considering several credible alternatives gains

negotiating power because the landlord knows the deal can move elsewhere.

Commercial lease negotiation services help tenants identify where that leverage exists. Sometimes the leverage is
obvious, such as multiple available spaces in the same submarket. Sometimes it is subtle. A building may have a
vacancy that has lingered. A landlord may prefer a tenant whose use fits the existing improvements. A suite may
need fewer changes than competing spaces, allowing the landlord to structure a better deal without spending
heavily on construction. An experienced advisor knows how to read these signals without overplaying the

tenant’s hand.

The best negotiations are rarely aggressive for the sake of being aggressive. They are informed. A tenant that
asks for every possible concession without regard to market reality may lose credibility. A tenant that accepts the
first proposal may leave money and protection behind. The right approach is to press where the facts support

pressure and stay practical where they do not.

The conflict issue tenants often overlook

One of the first questions a business should ask is simple: whose side is the advisor on? In commercial real estate,
some brokerage relationships involve landlord representation, tenant representation, or both in different

transactions. For a tenant, this can raise concerns about divided loyalties.

A tenant-focused firm that represents tenants and buyers only offers a different structure. Mazirow Commercial
Inc., for example, operates as a tenant and buyer advisory commercial real estate firm and states that it does not
represent landlords. Its work centers on helping businesses negotiate leases and purchases, including office-
space leases, renewals, relocations, subleases, lease administration, and related services. That tenant-only
position matters because lease concessions are negotiated against the landlord's economic interests. The
tenant’s advisor should be free to advocate for the tenant without a landlord-side relationship influencing the

advice.

This is not just a philosophical point. It can affect practical recommendations. If staying in place is better for the
tenant, the advisor should be comfortable saying so. If relocating creates stronger leverage, the advisor should
be able to pursue that without concern for a landlord relationship. If a landlord proposal looks attractive on the
surface but carries unfavorable operating expense language or weak renewal rights, the advisor should call that

out clearly.

Tenant representation is most valuable when the tenant can trust the advisor's incentives. A good advisor does
not merely find space. The advisor helps the tenant understand risk, compare choices, and negotiate from a

position of information.

How market knowledge turns into negotiating leverage

Landlords and listing brokers usually know their buildings well. They know asking rents, recent deals, occupancy,
ownership priorities, and where they have flexibility. Tenants often know their own business needs but not the

current lease market. That imbalance can be expensive.

Commercial lease negotiation services bring comparable market knowledge into the tenant’'s corner. The advisor
can evaluate competing spaces in the same region, compare economics, and identify whether a proposal reflects

current market conditions. In areas such as the San Fernando Valley, Conejo Valley, Ventura County, and Santa



Barbara County, local market familiarity is especially important because conditions can differ by city, building

type, and tenant use. A concession that is realistic in one submarket may be difficult in another.

Market knowledge is not limited to rent. It includes norms around improvement allowances, free rent periods,
annual increases, parking charges, operating expense structures, and renewal options. It also includes the
qualitative side of real estate: which buildings compete with each other, which landlords move quickly, which

suites require more work, and which properties suit certain business types.

A tenant advisor might look at two similar buildings and recognize that one landlord has little reason to concede
while the other has a vacancy problem or a space configuration that limits the tenant pool. That insight changes

the negotiation. It helps the tenant decide where to spend time and where to apply pressure.

The concessions that often matter most

The right concessions depend on the property, the tenant, and the lease term. Still, several categories come up
repeatedly in commercial lease negotiation, particularly for office-space users and businesses with meaningful

buildout needs.

1. Free rent or rent abatement, which can reduce startup costs, offset relocation disruption, or cover the

period before the tenant fully occupies the premises.

2. Tenant improvement allowances, which help pay for construction, finishes, layout changes, infrastructure,

and other work needed to make the space usable.

3. Operating expense protections, such as clearer definitions, exclusions, caps, audit rights, or base-year

language that limits unpleasant surprises.

4. Flexibility rights, including renewal options, expansion rights, contraction rights, assignment and subletting

provisions, and early access for planning or construction.

5. Landlord work and delivery obligations, which define what condition the space must be in, who pays for

required improvements, and what happens if delivery is delayed.

Each item has trade-offs. More free rent may come with a higher face rate. A larger tenant improvement
allowance may require a longer lease term or stronger financial assurances. A landlord may agree to a renewal
option but resist fixed renewal rent. A tenant may win broad sublease rights but still need landlord approval,

especially if the proposed subtenant’s use affects the building.

The job of tenant representation services is not simply to ask for more. It is to structure the request so the tenant

gets the concessions that actually support the business plan.

Effective rent tells a truer story than face rent

A common mistake is comparing leases by the monthly rent in the first year. That number is useful, but
incomplete. Effective rent accounts for concessions and other economics over the full term. A lease with a higher
face rent can be less expensive in practice if it includes enough free rent, improvement dollars, or landlord-
funded work. Conversely, a low initial rent can become costly if annual increases are steep or operating expenses

are poorly defined.

Consider a simple example. A business compares two five-year office leases of similar size. One landlord offers
lower monthly rent but no free rent and minimal improvements. Another offers a higher stated rent, several
months of abatement, and a tenant improvement allowance that reduces the tenant’s out-of-pocket construction

cost. The better deal depends on the total occupancy cost, not the first rent line in the proposal.



This is where commercial tenant representation becomes analytical. A competent advisor builds side-by-side
comparisons, estimates total lease costs, and separates landlord concessions from tenant obligations. The
comparison may include base rent, scheduled increases, free rent, parking, operating expenses, construction
contributions, moving costs, and the cash timing of each item. Tenants often discover that the proposal that felt
expensive is more competitive once the concessions are included, or that a seemingly attractive offer hides future

cost exposure.

This financial translation is particularly important for business owners and executives who need to make decisions
quickly but responsibly. They do not need a pile of raw proposals. They need a clear explanation of what each

lease will likely cost and which risks remain unresolved.

Lease renewal negotiations deserve the same scrutiny as relocations

Many tenants approach renewal casually. They like the location, their employees know the commute, clients
know where to find them, and moving sounds disruptive. The landlord knows all of this. That familiarity can

weaken the tenant’'s negotiating position if the renewal starts too late or without market alternatives.

Commercial lease renewal negotiation should begin well before the expiration date. The exact timing depends on
the size of the space, the complexity of the use, and whether relocation would require significant construction.
Waiting until the last few months may leave the tenant with little credible ability to move. When that happens,

the landlord may offer only modest concessions because the tenant’s leverage has evaporated.

A renewal can produce meaningful concessions, but only if the tenant can demonstrate alternatives. That does
not always mean the tenant must be eager to relocate. It means the tenant should understand the market, know
the cost of moving, and be prepared to negotiate from facts rather than preference. If the tenant's current suite
would require downtime to replace, the landlord may have an incentive to keep the tenant. If comparable space
nearby is available with aggressive terms, that becomes leverage. If the current landlord avoids the cost and risk

of vacancy by renewing the tenant, some of that value can be shared through concessions.

Renewals also create opportunities to fix problems in the existing lease. Maybe the operating expense language
has caused disputes. Maybe the tenant needs more parking. Maybe the business has outgrown part of the layout
or needs a shorter commitment because its headcount is uncertain. A renewal is not only an extension. It is a

chance to reset terms.

Construction costs make tenant improvement concessions more
important

A tenant improvement allowance is only useful if it matches the real cost of making the space work. That sounds
obvious, yet many tenants accept allowance numbers without understanding how far those dollars will go.
Construction costs vary widely based on scope, condition, code requirements, building systems, finishes,
permitting, and professional fees. Medical office buildouts, for example, often carry different requirements than
standard office improvements. Flex and industrial spaces may raise questions about power, HVAC, restrooms,

loading, or specialized operational needs.

Commercial lease negotiation services help tenants avoid treating the allowance as an abstract concession. The
advisor can help frame the buildout early, coordinate with the right professionals, and press for landlord
obligations where appropriate. If a space needs basic building-standard improvements before it is suitable, the

tenant may want the landlord to perform certain work separately from the tenant improvement allowance.



Otherwise, the tenant may spend its allowance on items that arguably should have been part of delivering

functional premises.

There is also a timing issue. If the tenant cannot occupy the space until work is complete, rent commencement
should be tied carefully to delivery, permits, substantial completion, or another negotiated milestone. A few
weeks of construction delay can turn a good deal into a cash-flow problem if rent starts too soon. Free rent helps,
but the lease should also address who controls construction, who bears delay risk, and whether the tenant

receives early access for planning, cabling, furniture installation, or other preparation.

A strong tenant advisor will push these issues before the lease is signed. Once the lease is executed, the tenant's

ability to correct vague construction language is limited.

The hidden value of operating expense negotiation

Operating expenses can make a lease feel unpredictable. Depending on the lease structure, tenants may pay a
share of building expenses, common area maintenance, taxes, insurance, utilities, management fees, or other

charges. The language can be technical, and the financial effect may show up later rather than on day one.

Concessions in this area often take the form of protections rather than obvious discounts. A tenant may
negotiate clearer exclusions from operating expenses, limits on controllable expense increases, rights to review or
audit charges, or fair treatment of capital expenditures. These protections may not create immediate savings at

signing, but they can prevent disputes and reduce exposure during the lease term.

The challenge is that operating expense provisions are easy to underestimate. Tenants focus on rent because rent
is visible. Expense pass-throughs are less visible until the bill arrives. Commercial lease negotiation services can
identify clauses that shift too much risk to the tenant or allow charges that should be limited. A tenant
representation company with experience in lease administration can also help tenants understand how these

provisions operate after the lease is signed.

The negotiation is not always about eliminating expenses. Landlords must operate buildings, pay taxes, insure
properties, and maintain common areas. The fair question is what expenses are appropriate for the tenant to
share, how they are calculated, whether they are reasonable, and whether the tenant has enough transparency to

verify them.

Why the first proposal is rarely the best proposal

A landlord’s initial proposal usually leaves room for movement. That does not mean it is unfair. It means it is a
starting point. The tenant's response determines whether the conversation becomes a real negotiation or simply

a path to accepting the landlord’s preferred terms.

An effective counterproposal does several things at once. It communicates serious interest, preserves leverage,
and introduces the tenant's priority concessions. It should not read like a random wish list. If the tenant wants
more free rent, a larger improvement allowance, a lower rate, and broader flexibility, the advisor should

understand which items are essential and which can be traded.

For instance, a growing company may value expansion rights more than a small rent reduction. A professional
services firm with stable headcount may care more about renewal rights and operating expense certainty. A
business making substantial improvements may need a longer lease but also stronger protections if the landlord

cannot deliver the space on time. These priorities should guide the counterproposal.



Commercial lease negotiation services also help manage tone. Negotiations can sour when parties take positions
personally or communicate poorly. A skilled advisor keeps the process professional, documents the economics,
and advances the tenant’s interests without creating unnecessary friction. That matters because after the lease is

signed, the tenant and landlord still have to work together.

What a tenant advisor does before asking for concessions

The concession negotiation starts before the request. It begins with preparation. A tenant advisor needs to
understand the business, not only the desired square footage. How many employees use the space on a typical
day? How often do clients visit? Is parking a sensitive issue? Does the company need private offices, collaborative
areas, exam rooms, warehouse access, or specialized infrastructure? Is the business planning to grow,

consolidate, or hold steady? Are there lease obligations in the current space that affect timing?

Only after those questions are answered can the advisor evaluate options properly. A suite that looks inexpensive
may be wrong if the layout causes operational inefficiency. A building with better concessions may be poor if the
commute damages employee retention. A landlord-funded improvement package may not help if the space

cannot support the tenant’s technical requirements.

The best commercial tenant representation involves both strategy and skepticism. It tests assumptions. If a tenant
wants to renew, the advisor should still review alternatives. If a tenant wants to relocate, the advisor should
quantify the real cost and disruption. If a landlord offers generous concessions, the advisor should ask why and

examine the lease language carefully.

A practical sequence for securing stronger lease concessions

A disciplined process increases the odds of better terms. It also reduces the chance that a tenant falls in love with

one space too early and weakens its own leverage.

1. Define business requirements before touring, including timing, budget, layout, parking, growth

expectations, and any specialized use requirements.

2. Survey credible alternatives, not just obvious listings, so the tenant can compare economics and negotiate

from a position of choice.

3. Request proposals from more than one landlord, when practical, and compare total occupancy cost rather

than face rent alone.

4. Counter with priorities, focusing on concessions that matter most to the tenant’s cash flow, flexibility, and

operational needs.

5. Carry negotiated concessions into the lease document, because a strong letter of intent loses value if the

final lease language weakens or omits key terms.

The last step is where many tenants get exposed. Business terms may be agreed in principle, but the lease
controls. If the free rent dates, improvement allowance, delivery condition, renewal option, or expense
protections are not written clearly, the tenant may not receive the benefit it thought it negotiated. Tenant
advisors commonly work alongside legal counsel during this stage, with the advisor focused on business terms

and deal context while the attorney handles legal review.

The role of experience in reading landlord behavior



Commercial real estate negotiations are not purely mathematical. They involve people, ownership priorities,
timing pressure, risk tolerance, and negotiation style. An experienced advisor can often tell when a landlord is

signaling flexibility, when a proposal is close to commercial lease negotiation its limit, and when a tenant should
hold firm.

This judgment develops over many transactions. Mazirow Commercial, for example, states that it has helped
hundreds of businesses negotiate leases over more than 30 years, with Sheryl Mazirow identified publicly as
president and founder and associated with more than 30 years of commercial real estate experience. That type of
long-term tenant advisory background matters because lease concessions often depend on knowing what is

customary, what is negotiable, and what is unrealistic in a specific market.

Experience also helps avoid false savings. A landlord might agree to a concession that looks good but offset it
elsewhere. A tenant may win a lower rent but accept a weaker assignment clause that creates problems during a
sale or restructuring. A tenant may push for maximum improvement dollars but overlook restoration language
requiring expensive removal at the end of the term. A seasoned tenant representative looks for the second-order

consequences.

This is especially important for companies that have never leased commercial space before or have only done it a
few times. The lease document can feel dense, and the business pressure to get the deal done can be strong.
Good representation slows the process down just enough to catch issues before they become obligations.

Not every concession is worth the same to every tenant

A concession has value only if it fits the tenant’s situation. A startup may prize shorter term flexibility and lower
upfront cash. A mature firm may prefer a longer lease with stronger economics and renewal control. A medical
practice may value landlord-funded improvements and delivery timing because buildout is central to opening. A
company with hybrid work patterns may need expansion and contraction flexibility more than a heavily improved

office footprint.

There are also cases where the tenant should trade concessions for certainty. If a space is uniquely well suited to
the business, pushing too hard on minor economic points could put the deal at risk. If relocation options are
limited, the advisor may recommend a practical approach that preserves the tenant's priority terms while

avoiding an unrealistic posture. Good negotiation is not theatrical. It is calibrated.

Commercial lease negotiation services help tenants make these trade-offs deliberately. The advisor can say, in
effect, “This item is worth fighting for. That item is nice to have. This other request may cost us more than it

gains.” Tenants need that candor.

Lease concessions and the total relationship with the landlord

A lease is a long relationship. During the term, questions may arise about maintenance, billing, access,
improvements, subleasing, expansion, or renewal. Concessions should be negotiated with that relationship in

mind.

Clarity reduces conflict. If the landlord is responsible for certain work, the lease should say what work, by when,
and to what standard. If the tenant receives a rent abatement period, the lease should specify when it applies and
whether additional rent is included. If the tenant has a renewal option, the notice period and rent-setting method

should be workable. If operating expenses are capped or limited, the language should define the cap precisely.

Ambiguity often benefits the party with more leverage after signing, which is usually not the tenant. Once the

tenant has moved in, invested in improvements, and built routines around the location, walking away is difficult.
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That is why concessions must be documented with the same care used to negotiate them.

Why tenant representation can pay for itself

Many businesses wonder whether they need professional help if they already know where they want to lease. The
answer often depends on the size and complexity of the transaction, but the potential value is clear. Tenant
representation services can help uncover alternatives, improve concessions, reduce avoidable costs, and protect
flexibility. Even when the tenant stays in its current space, professional renewal negotiation can create leverage

that would not exist otherwise.

The savings may appear as negotiated rental-rate savings, free rent, landlord-funded improvements, reduced
out-of-pocket construction costs, or better protections against future charges. The benefit may also show up as
avoided mistakes: not signing too long a term, not accepting poor delivery language, not missing a renewal
deadline, not underestimating buildout costs, and not agreeing to provisions that restrict future business
changes.

A tenant-focused advisory firm brings process to a decision that many companies make under pressure. Mazirow
Commercial positions its work around tenant and buyer advisory services, including office, medical, and flex or
industrial space, and serves businesses across several Southern California regions. That kind of specialization
reflects a simple reality: tenants need advocates who understand both the market and the business consequences

of the lease.

The strongest concessions come from preparation, leverage, and
timing
Lease concessions are not secured by asking nicely at the end of the process. They are built from the beginning.

The tenant defines its needs, studies the market, keeps alternatives alive, evaluates proposals carefully, and

negotiates the lease language with discipline. Each step adds leverage or preserves it.

Commercial lease negotiation services help tenants avoid the common trap of treating the landlord’s proposal as
the market. The proposal is only one position from one landlord. The market is broader. Tenant representation
gives the business a way to test that proposal against alternatives and convert market knowledge into better

terms.

For a company facing a new lease, relocation, or commercial lease renewal negotiation, the stakes are practical
and measurable. A few months of free rent can protect cash during a move. A well-sized tenant improvement
allowance can reduce upfront capital needs. A fair operating expense clause can prevent years of frustration. A
renewal option can preserve continuity. A flexible assignment or sublease provision can matter if the business

changes direction.

The lease will likely outlast current budgets, current staffing plans, and sometimes current leadership. Negotiating
concessions is not about winning a point in a document. It is about giving the business a more stable, more
flexible, and more financially sound place to operate. That is the real value of experienced commercial lease

negotiation and tenant representation.



