
A commercial lease renewal can look deceptively simple. The tenant likes the space, the landlord wants
occupancy, and the renewal letter arrives with a proposed rent schedule and a signature line. Many business
owners read it as an administrative task rather than a financial negotiation.

That is where expensive leases are often born.

A renewal is not just an extension of time. It is a chance to correct provisions that have become costly, recover
leverage that may have been missed in the original deal, and bring the lease back into alignment with how the
business actually operates. For office, medical, flex, and industrial tenants, the renewal period may be the best
opportunity to improve rent, reduce hidden costs, secure concessions, clarify responsibilities, and preserve
flexibility.

The key is approaching the renewal as a market transaction, not a landlord formality. A tenant who negotiates
from habit usually accepts incremental increases. A tenant who negotiates from market knowledge can often do
better.

Why renewal negotiations matter more than tenants expect
Commercial tenants sometimes assume the landlord has all the leverage at renewal because moving is disruptive.
There is truth in that. Relocation can involve downtime, construction, new furniture, cabling, IT coordination,
employee disruption, signage, and customer communication. A medical tenant may also face licensing, patient
access, and specialized buildout concerns. An office tenant may have invested in a layout that works well for its
team. An industrial or flex tenant may have equipment, loading needs, or operational workflows that are not easy
to replicate elsewhere.

Landlords understand this. Some renewal proposals are written with that inertia in mind.

But tenants have leverage too. Vacancy costs money. A landlord who loses a tenant may face months without
rent, brokerage commissions, tenant improvement allowances for the next occupant, free rent, and the
uncertainty of finding a replacement tenant with good credit. Even in a healthy market, releasing a space is rarely
painless. In a softer submarket, the cost of losing an existing tenant can be significant.

Commercial lease renewal negotiation works because both parties have something to protect. The tenant wants
continuity and better terms. The landlord wants income stability and reduced vacancy risk. A good negotiation
finds the point where those interests meet, while making sure the tenant does not overpay for the convenience
of staying.

The mistake of waiting for the landlord’s proposal
One of the most common renewal mistakes is waiting until the landlord initiates the process. By then, time may
already be working against the tenant.

Most commercial leases contain notice periods for renewal options. A tenant may be required to exercise an
option six, nine, or twelve months before expiration. Some options are lost if the notice is late by even a few days.
Other leases do not include a formal option at all, which means the tenant must negotiate a new term before the
expiration date or risk holdover rent, operational uncertainty, or a hurried relocation.

Even where a tenant has no intention of moving, time creates leverage. If a landlord knows the tenant has only
sixty days left and no realistic alternative, the conversation narrows. If the tenant starts twelve to eighteen months



ahead for a larger or more complex requirement, it can evaluate comparable spaces, understand market
concessions, and negotiate with credible alternatives in hand.

That does not mean every renewal should start with a threat to relocate. Heavy-handed tactics can damage a
productive landlord relationship. But quiet preparation matters. A tenant who knows the cost of relocation, the
availability of nearby space, current asking rates, and likely improvement packages can negotiate with
confidence. A tenant who only knows that moving would be inconvenient is negotiating from a weak position.

Rent is only one part of the renewal economics
The first number most tenants notice is base rent. That is understandable. If a landlord proposes a rent increase
from $3.00 to $3.35 per square foot per month, the impact feels immediate. On 10,000 square feet, that
difference is $3,500 per month before considering operating expenses, parking, utilities, and annual increases.

Still, base rent is only one component of the total occupancy cost. A renewal can improve lease terms in ways
that are less obvious but equally valuable.

Annual escalations deserve close attention. A tenant may focus on the first-year rate while accepting increases
that compound over a five-year term. The difference between 3 percent annual increases and fixed $0.05 per
square foot monthly increases can become meaningful, depending on the starting rent and term length. In some
markets, landlords push for higher escalations because operating costs and financing pressures have increased.
Tenants should test whether those increases match market reality or simply reflect the landlord’s preferred
economics.

Operating expenses are another area where renewal negotiations can save money. A full-service office lease, a
modified gross lease, and a triple net structure allocate costs differently. Tenants should review how common
area maintenance, property taxes, insurance, utilities, management fees, and capital expenditures are handled. A
renewal can be used to clarify exclusions, establish caps on controllable expenses, audit past charges, or reset a
base year where appropriate.

Free rent can also be part of a renewal, even when the tenant is staying in place. Some landlords resist rent
abatement for existing tenants because there is no vacancy to fill. Yet if comparable spaces are offering free rent
to attract new tenants, an existing tenant should understand that market before accepting a renewal with no
concession. The argument is not emotional. It is economic. If the landlord would need to provide concessions to
replace the tenant, some portion of that value may be available in a renewal.

Tenant improvements are often overlooked during renewals. A space that worked five years ago may now need
new paint, carpet, lighting, conference room adjustments, exam room changes, HVAC attention, security
upgrades, or code-related improvements. The landlord may prefer to offer a smaller improvement allowance for
a renewal than for a new lease, but tenants should not assume the answer is no. The value of staying should be
reflected in the deal.

The power of market information
Commercial lease negotiation is not guesswork. The strongest renewal positions are built on market evidence.

A tenant needs to understand what comparable tenants are paying, what concessions are being offered, how
long similar spaces sit vacant, and which buildings are competing for occupancy. That information changes by
submarket, building class, size range, use type, and timing. An office tenant in the San Fernando Valley may face a
different set of alternatives than a medical tenant in Ventura County or a flex user in the Conejo Valley. Even
neighboring buildings can have different pressure points if one has vacancy and another has a strong rent roll.



This is where commercial tenant representation can materially affect the outcome. A tenant representation
company that works only for tenants and buyers can evaluate the market without the conflict that may arise
when a brokerage firm also represents landlords. The distinction matters. Renewal negotiations require a clear
view of the tenant’s interests, not a compromise shaped by landlord relationships.

Mazirow Commercial Inc., for example, operates 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 and does not represent landlords, positioning its work around advocacy without a landlord-side conflict of
interest. It also states that it has helped hundreds of businesses negotiate leases over more than 30 years, serving
businesses in the San Fernando Valley, Conejo Valley, Ventura County, and Santa Barbara County. For tenants in
those markets, that type of focused representation can be particularly useful when comparing renewal terms
against real alternatives.

Market information does not automatically produce savings. It must be applied with judgment. A landlord may
reject a low rent request if the building is nearly full, the tenant’s space is easy to release, and the proposed rate
is already competitive. On the other hand, a landlord with pending vacancy, limited demand, or an expensive
reletting scenario may be more flexible than the first proposal suggests. The point is not to demand the lowest
number in the market. The point is to understand the tenant’s true position before responding.

Lease language that deserves a second look
Many renewal negotiations focus heavily on economics and lightly on legal and operational language. That is a
missed opportunity. Lease provisions that seemed acceptable at signing may become problematic after years of
occupancy.

Renewal is a natural time to revisit terms that affect flexibility, liability, and day-to-day operations. Some
provisions do not cost money unless something goes wrong, which is exactly why they are easy to ignore.
Assignment and subletting language, for instance, may not matter until the business is acquired, downsizes,
expands, or restructures. A use clause may feel harmless until the tenant adds a new service line. Parking rights
may seem adequate until the workforce grows or patient volume increases. Signage, after-hours HVAC, access,
restoration obligations, and repair responsibilities can all become meaningful over time.

A careful commercial lease renewal negotiation often reviews these areas:

1. Rent structure, escalations, and operating expense pass-throughs.

2. Tenant improvement allowances, repair obligations, and space upgrades.

3. Renewal options, expansion rights, contraction rights, and termination flexibility.

4. Assignment, subleasing, use provisions, signage, parking, and access rights.

5. Default, holdover, insurance, indemnity, and restoration language.

That list is not a substitute for legal review. A broker or tenant advisor focuses on business terms and market
leverage, while legal counsel reviews enforceability and risk. The best results often come when tenant
representation services and legal counsel work in coordination. The tenant advisor negotiates the economic and
practical structure, and the attorney makes sure the language protects what was negotiated.

When staying should be compared against leaving
A renewal negotiation improves when the tenant has honestly considered whether staying remains the best
decision. Some tenants stay because the current location is still right for the business. Others stay because



nobody has quantified the alternatives.

The comparison should include more than rent. A cheaper building may increase employee commute times,
reduce client convenience, or require a buildout that consumes any savings. A newer space may improve
productivity and recruiting but require higher rent and longer commitment. A medical practice may need
ground-floor access, parking, plumbing, or specialized room configurations that limit choices. A flex or industrial
user may care more about loading, ceiling height, power, and proximity to labor or customers than about
polished common areas.

A renewal is most defensible when the tenant knows what the alternatives look like and still chooses to stay. That
knowledge also changes the negotiation tone. Instead of saying, “We would like a better deal,” the tenant can
say, in substance, “We have evaluated the market, we understand the cost of relocation, and we are prepared to
renew if the terms reflect current conditions and our continued occupancy value.”

That is a different conversation.

The landlord’s first offer is rarely the full story
Landlord renewal proposals often follow a predictable pattern. The first offer may quote a rent near current
asking rates, include standard escalations, offer limited or no tenant improvement money, and keep the existing
lease form largely intact. The landlord may frame the proposal as fair because the tenant avoids moving costs.

Sometimes the offer is reasonable. Sometimes it is not.

A professional negotiator looks for the story behind the proposal. Is the building competing with several nearby
vacancies? Has the landlord recently offered better terms to new tenants? Is the tenant’s suite difficult to release
because of its size, layout, or specialized improvements? Would the landlord need to spend heavily to make the
space marketable? Has the tenant paid reliably and maintained the premises well? Does the landlord have debt,
sale, or occupancy considerations that make renewal especially valuable?

These factors influence where the landlord may have flexibility. If the landlord will not reduce base rent, it may
offer free rent. If it resists free rent, it may contribute to improvements. If it will not alter economics much, it may
agree to better flexibility, such as expansion rights or a more useful renewal option. Good commercial lease
negotiation looks for value across the whole lease, not just one number.

There is also a relationship element. Tenants sometimes worry that negotiation will offend the landlord. In
practice, professional negotiation should not be hostile. Landlords expect sophisticated tenants to ask for market
terms. Problems arise when tenants bluff, overstate their alternatives, or make demands unsupported by market
data. A firm but reasoned approach usually preserves the relationship better than silent resentment over a bad
deal.

Renewal options are helpful, but not always enough
Many leases include renewal options that allow the tenant to extend the term at a defined rate or at fair market
rental value. These clauses can be valuable, especially in tight markets where the tenant wants protection from
displacement. But a renewal option is not always the same as a negotiated renewal.

A fixed-rate option may be above or below market by the time it becomes exercisable. If it is below market, the
tenant may want to exercise exactly as written. If it is above market, the tenant may be better off negotiating
outside the option, assuming there is enough time and leverage. A fair market value option can also become



complicated if the lease does not clearly define how concessions, improvements, escalations, and comparable
transactions are considered.

The notice mechanics matter too. A tenant that misses an option deadline may lose important rights. A tenant
that exercises an option too early may lock itself into terms before testing the market. The right strategy depends
on the lease language and market conditions.

This is one reason lease administration should not be treated as clerical housekeeping. Tracking critical dates can
preserve negotiating power. A tenant that discovers an option deadline after it has passed may still be able to
negotiate, but the conversation changes. A tenant that starts early has more room to maneuver.

How tenant representation changes the renewal process
Many business owners negotiate leases only a few times in their careers. Landlords and their agents do it
constantly. That imbalance can show up in subtle ways: accepting a broad operating expense clause,
underestimating relocation leverage, missing a concession that is common in the market, or focusing on face rent
while ignoring the effective rent.

Commercial lease negotiation services help level that field. A tenant representative can gather market data,
identify alternatives, estimate relocation costs, prepare a negotiation strategy, and communicate with the
landlord or listing broker. The representative can also create a buffer, allowing the business owner or executive
team to remain relationship-focused while the advisor handles the harder commercial points.

This is particularly important during renewals because the tenant’s existing relationship with the landlord has
value. A tenant may not want to personally push back on every provision, especially if property management
interactions need to remain cordial. An experienced advisor can press the economics while keeping the
communication professional.

Tenant representation is not only for large corporations. Smaller businesses can benefit because a lease may be
one of their largest financial commitments after payroll. On a 5,000-square-foot office lease, a difference of $0.20
per square foot per month equals $12,000 per year. Over five years, before escalations, that is $60,000. If
operating expense language, free rent, and improvement dollars are also improved, the value can be greater. For
a larger tenant, small changes multiply quickly.

A tenant representation company that understands office, medical, and flex or industrial space can also recognize
use-specific issues. Medical tenants may need attention to after-hours access, utilities, waste handling, plumbing,
parking, and patient flow. Office tenants may focus on layout, hybrid work patterns, conference space, and
employee experience. Flex and industrial tenants may prioritize loading, power, clear height, storage, and
operational access. The lease should reflect the business, not just the building.

The quiet value of concessions
Concessions can be politically sensitive in a renewal. A landlord may say, “We already built out the space,” or
“Free rent is for new tenants.” Those statements may be negotiation positions rather than final answers.

The tenant should evaluate concessions through the landlord’s alternative cost. If the tenant leaves, the landlord
may incur vacancy downtime, leasing commissions, new tenant improvements, rent abatement, and marketing
risk. Keeping a reliable tenant avoids many of those costs. commercial tenant representation Mazirow
Commercial Inc A renewal concession is often a way to share that avoided cost.

Concessions can take several forms:

https://maps.app.goo.gl/GpQX3YXA6WTkFNve6
https://maps.app.goo.gl/GpQX3YXA6WTkFNve6


1. Free rent at the beginning of the renewal term or spread across the term.

2. A tenant improvement allowance for refresh work or functional upgrades.

3. Landlord-performed repairs, HVAC work, flooring, paint, lighting, or restroom improvements.

4. Caps or limits on controllable operating expense increases.

5. Parking concessions, signage rights, storage, or other operational benefits.

The right concession depends on the tenant’s priorities. A growing professional services firm may prefer
improvement dollars to reconfigure space. A cost-conscious tenant may value rent abatement more. A medical
user may care most about landlord-funded repairs or accessibility improvements. A tenant with uncertain
headcount may trade some economics for flexibility.

Effective rent tells the fuller story
Face rent is the advertised rent. Effective rent is the economic result after concessions, escalations, improvement
allowances, and other value components are considered. Tenants who compare only face rent may misread the
market.

Consider two simplified five-year renewal proposals for the same space. One offers $3.20 per square foot per
month with 3 percent annual increases and no concessions. Another offers $3.30 with two months of free rent
and a modest improvement allowance. Depending on the size of the space and the allowance, the second deal
may be economically better even though the face rent is higher. Conversely, a lower starting rent with aggressive
escalations and uncapped expenses can become more expensive over the term.

This is where spreadsheets help, but judgment still matters. The lowest effective rent is not always the best lease.
A tenant may accept a higher cost for a shorter term, better expansion rights, a stronger location, or reduced
operational risk. The right renewal is the one that supports the business plan.

Renewal terms should match business uncertainty
A five-year lease may be appropriate for a stable company with predictable headcount and a space that fits well.
It may be risky for a business facing acquisition, remote work changes, clinical expansion, ownership transition, or
uncertain revenue. A short-term renewal may preserve flexibility but reduce the landlord’s willingness to offer
concessions. A longer term may secure better economics but increase exposure if the business changes.

This trade-off is central to commercial lease renewal negotiation. Landlords generally reward term because it
stabilizes income. Tenants value flexibility because business conditions shift. The negotiation often becomes an
exchange: if the tenant gives a longer commitment, it should ask for economics and rights that justify the risk.
Those rights might include expansion options, contraction rights, early termination rights, assignment flexibility,
or a renewal option structured with clearer market standards.

Not every landlord will agree to these provisions. But asking strategically can produce compromise. For example,
a landlord may reject a broad termination right but agree to a one-time right after a certain date with a defined
fee. The tenant may not love paying a fee, but it can be far better than carrying unused space for years.

Local market knowledge can matter as much as national trends
Commercial real estate headlines can be misleading for a tenant making a specific renewal decision. National
office vacancy trends do not automatically define the negotiating leverage in one building. A tenant needs
submarket-level and building-level knowledge.



Mazirow Commercial states that it serves businesses in the San Fernando Valley, Conejo Valley, Ventura County,
and Santa Barbara County. Those markets have their own building inventories, commuting patterns, tenant
profiles, and landlord dynamics. A renewal strategy that works in one submarket may not work in another. Even
within the same region, a small medical suite, a professional office floor, and a flex space requirement can each
draw from a different pool of competing properties.

Local tenant representation services can help interpret which alternatives are truly comparable. A building may
appear cheaper online but lack parking, access, visibility, power, or tenant improvements. Another may have
higher asking rent but a motivated landlord and better concessions. The public asking rate is only the opening
chapter.

A practical timeline for a stronger renewal
A disciplined renewal process starts well before the lease expiration date. The timeline depends on the size and
complexity of the requirement, but waiting until the last few months usually limits options.

For a smaller office renewal, six to twelve months may be enough if the space is straightforward and relocation
alternatives are available. For larger offices, medical space, or flex and industrial requirements involving
construction, equipment, permitting, or specialized infrastructure, twelve to eighteen months can be more
realistic. If the lease includes a renewal option, the notice deadline should be identified even earlier.

The tenant should begin by reviewing the existing lease, including critical dates, rent schedule, operating expense
provisions, options, assignment rights, and restoration obligations. Then it should evaluate the current space.
Does it still fit? Are there chronic maintenance issues? Is the layout efficient? Is the location still right for
employees, clients, patients, or logistics? Once those questions are answered, the tenant can test the market and
develop a negotiation strategy.

The landlord should not be the only party with a plan.

The role of Mazirow Commercial in tenant-focused lease negotiations
For businesses seeking commercial tenant representation in the regions it serves, Mazirow Commercial Inc.
Presents itself as a tenant and buyer advisory firm with a specific focus on representing tenants and buyers rather
than landlords. That tenant-only position is important in renewal negotiations because the advisor’s role is to
pursue the tenant’s best available terms without a landlord representation conflict.

The firm’s publicly described services include tenant representation, lease negotiation, office lease renewals, lease
administration, office relocations, sublease office space, and construction management. It also states that it
specializes in advisory services for office space, medical space, and flex or industrial space. Those service areas
align closely with the issues that arise during renewals: market comparison, renewal strategy, economic
negotiation, critical date tracking, relocation analysis, and buildout coordination.

Mazirow Commercial also states that it can help clients save money through negotiated rental-rate savings and
other lease concessions. No advisor can guarantee a particular result in every negotiation because outcomes
depend on the lease, building, landlord, market, tenant credit, and timing. But having experienced representation
can improve the process by making sure the tenant understands its options, asks the right questions, and
negotiates from evidence rather than assumption.

Sheryl Mazirow, identified in public company descriptions as the president and founder, has more than 30 years
of commercial real estate experience. That depth of experience matters in lease renewal work because many of
the most important issues are not visible in a rent proposal. They appear in the operating expense language, the



work letter, the option clause, the assignment provision, or the landlord’s willingness to trade one term for
another.

Better lease terms come from preparation, not pressure
The strongest renewal negotiations are rarely dramatic. They are methodical. The tenant starts early, reviews the
existing lease, defines business needs, studies the market, compares realistic alternatives, and approaches the
landlord with a clear proposal. The tone is professional, but the message is firm: renewal is possible, provided the
terms reflect the market and the tenant’s value.

Commercial lease renewal negotiation can improve lease terms in several ways. It can reduce rent or slow rent
growth. It can secure free rent, tenant improvement dollars, or landlord-funded repairs. It can cap certain
expenses, clarify ambiguous obligations, and improve flexibility for future business changes. It can also prevent a
tenant from blindly accepting terms that may be convenient for the landlord but costly for the business.

A renewal should never be treated as a rubber stamp. The existing tenant is often one of the landlord’s best
prospects, especially if it pays on time, takes care of the space, and wants to remain. That position has value. The
question is whether the tenant captures it.

With the right preparation and experienced tenant representation, a lease renewal becomes more than an
extension. It becomes a chance to reshape one of the business’s largest financial commitments on stronger,
clearer, and more practical terms.


