A commercial lease can look routine until the numbers begin to compound. A dollar per square foot may not
seem dramatic in a single month, but across 5,000, 10,000, or 25,000 square feet, over five, seven, or ten years,
small differences become material. The same is true for tenant improvement allowances, renewal options,
operating expense language, sublease rights, parking, restoration obligations, relocation clauses, and assignment
provisions. These details rarely announce themselves as business risks on the first reading. They sit quietly in the

lease, waiting for a future expansion, contraction, sale, hiring cycle, renovation, or market correction.

That is why choosing the right tenant representation company matters. Commercial lease negotiation is not
simply about asking for lower rent. It is about understanding leverage, timing, market alternatives, occupancy
costs, landlord motivations, and the operational realities of the tenant's business. A good advisor helps a
company see the lease as both a financial commitment and a business tool. A weak advisor may focus only on
available spaces or surface-level economics, leaving the tenant exposed to costs and constraints that could have

been negotiated differently.

For businesses considering office space, medical space, or flex and industrial space, the choice of representative
can shape the entire transaction. The right commercial tenant representation firm brings discipline to the process,
filters the market, protects negotiating position, and helps business leaders avoid decisions driven by urgency or

incomplete information.

What tenant representation actually means

Tenant representation is often misunderstood. Some business owners hear the phrase and assume it means
“finding space.” That is part of the job, but it is not the whole job, and in many transactions it is not even the

most valuable part.

A tenant representative works on behalf of the tenant or buyer, not the landlord. The representative’s role is to
help the occupier evaluate options, compare financial terms, negotiate lease structure, and manage the process
from early strategy through signed documents. In practical terms, commercial tenant representation sits at the
intersection of real estate strategy, financial analysis, market intelligence, negotiation, and transaction

management.

The distinction between tenant-side and landlord-side work is important. Some commercial real estate firms
represent both landlords and tenants. That does not automatically mean they cannot perform competently, but it
does raise questions a business should ask directly. If the firm also represents landlords in the same market, does
it have relationships or listing agreements that could influence which properties are emphasized? Could the firm
be negotiating against a landlord client in one transaction while courting that landlord for another? How are

conflicts disclosed and handled?

A tenant representation company that represents tenants and buyers only offers a different alignment. Mazirow
Commercial Inc., for example, positions itself as a tenant and buyer advisory commercial real estate firm and
states that it does not represent landlords. That model is designed around advocacy for occupiers rather than
property owners. For a business evaluating commercial lease negotiation services, that conflict-free positioning
can be a significant factor.

Why lease negotiation support is different from brokerage

Many tenants do not enter the market often. A growing company may sign a lease once every five or seven years.

A medical practice may remain in place even longer. A professional services firm may renew twice before



considering a relocation. Landlords, by contrast, negotiate leases continuously. Their property managers, leasing

brokers, asset managers, and attorneys work with lease terms every day.

That imbalance matters. A tenant may know its business extremely well and still be at a disadvantage when
negotiating commercial real estate terms. Landlords know which concessions they are likely to grant, which
clauses they prefer to preserve, and how to frame proposals to protect asset value. They understand the
difference between face rent and effective rent. They know whether a tenant improvement allowance is generous,
average, or light for the condition of the space. They know which requests are common and which ones signal

inexperience.

Commercial lease negotiation support narrows that gap. An experienced tenant representative can interpret
landlord proposals in context. A rent figure that appears attractive may be less competitive once operating
expenses, escalations, parking charges, construction costs, and restoration obligations are factored in. A renewal
proposal may look simple, but if the tenant has not tested the market, the landlord may have little incentive to

improve the offer.

In lease work, leverage is often created before the first counterproposal. A tenant who starts early, identifies
credible alternatives, understands its space requirements, and knows current market concessions negotiates from
a stronger position. A tenant who waits until the lease expiration is near, tours only one building, or tells the
landlord it does not want to move has reduced its own leverage before formal negotiation begins.

The hidden cost of treating a renewal as an administrative task

Commercial lease renewal negotiation deserves particular attention because renewals often feel deceptively easy.
The business already knows the building. Employees know the commute. Customers or patients know the
location. The furniture fits. The server room works. The landlord sends a proposal, perhaps with a modest rent

increase, and the tenant may be tempted to sign quickly to avoid disruption.
That convenience can be expensive.

A renewal is still a negotiation. The landlord may assume the tenant prefers to stay and may price the renewal
accordingly. If the tenant has no market data and no alternative options, it becomes difficult to challenge that
assumption. The landlord may offer less free rent, a smaller improvement allowance, weaker flexibility terms, or

higher annual increases than the market would support.

A disciplined renewal process does not require a tenant to be eager to relocate. It requires the landlord to
understand that the tenant has options and has evaluated them seriously. Sometimes the result is a better
renewal in the current location. Sometimes the analysis reveals that a move would solve problems the existing
space cannot solve, such as inefficient layout, poor parking, lack of expansion room, outdated building systems,

or a location that no longer matches the workforce.

The key is timing. A tenant representation company should encourage renewal planning well before the
expiration date. For smaller office leases, many tenants benefit from beginning at least several months in
advance. Larger or more complex requirements, medical buildouts, industrial needs, or spaces requiring
significant improvements can demand a much longer runway. The exact timing depends on the market, space
type, construction scope, and internal decision-making process, but waiting too long almost always favors the
landlord.

What an experienced advisor sees that tenants often miss



A lease proposal is not one number. It is a package of economic and legal terms that interact with each other.

Rent matters, but rent is only the headline.

Consider a tenant comparing two office spaces. One building offers a lower starting rent but requires the tenant
to contribute more toward improvements. Another offers a higher rent but includes a stronger tenant
improvement allowance and several months of free rent. A third has a clean, move-in-ready suite but weaker
parking and less flexibility for growth. The best option depends on the tenant's capital position, hiring plan,

expected term, brand image, client access, and tolerance for future disruption.

A seasoned tenant representative will often slow the process down at the moment when enthusiasm runs high.
That is not because speed is bad. It is because the wrong space can look attractive during a tour, especially when
the finishes are fresh or the asking rent sounds favorable. Good representation brings the conversation back to

usable square footage, total occupancy cost, business continuity, lease flexibility, and exit risk.

There are also clauses that do not receive enough attention until they become painful. Assignment and sublease
rights matter if the company may sell, merge, shrink, or change structure. Renewal options matter if the location
is hard to replace. Expansion rights matter for a growing team. Surrender and restoration language matter when
specialized improvements are installed. Operating expense provisions matter every year after commencement.
Use clauses matter for medical, professional, industrial, and flex users that may need specific functions permitted
in the premises.

The advisor's job is not to replace legal counsel. Lease attorneys are essential for legal review. The best tenant
representation services complement counsel by negotiating business terms, identifying market standards, and

flagging practical issues before the lease reaches final form.

Questions to ask before hiring a tenant representation company

The first meeting with a tenant representation company should be more than a personality check. It should test
experience, alignment, process, and judgment. A polished presentation is helpful, but it is not proof that the firm

can protect your interests in a live negotiation.
Here are five questions worth asking before making a selection:

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

2. What experience do you have with our type of space, such as office, medical, flex, or industrial?
3. How do you establish leverage in a renewal if we strongly prefer to stay?

4. What financial comparisons will you prepare beyond stated rent?

5. How early should we begin, given our lease expiration, buildout needs, and decision process?

The answers should be specific. A vague assurance that the firm "knows the market” is not enough. You want to
hear how the representative evaluates comparable transactions, structures requests for proposals, compares
occupancy costs, handles renewal pressure, and coordinates with attorneys, architects, contractors, or internal

stakeholders when needed.

A strong advisor will also ask you difficult questions. How many employees are in the office on peak days? Are
departments expected to grow or contract? How much disruption can the business tolerate? Does the current
layout support the way people actually work? Are client visits frequent? Is parking a complaint? Are there
specialized systems, medical requirements, loading needs, storage needs, or security concerns? What is the real

decision deadline, not just the lease expiration date?



The depth of those questions reveals whether the representative is thinking like a strategist or merely searching

listings.

Local market knowledge still matters

Commercial real estate is local. Even national trends express themselves differently from one submarket to
another. A broad understanding of lease structures is useful, but it cannot replace knowledge of current landlord
behavior, tenant demand, building conditions, concession patterns, and the practical differences between nearby

markets.

Mazirow Commercial serves businesses in the San Fernando Valley, Conejo Valley, Ventura County, and Santa
Barbara County. That regional focus matters for companies operating in those areas because lease negotiation
often depends on details that are not obvious from public listings. Two buildings may appear comparable online
but differ sharply in ownership approach, improvement capacity, parking experience, responsiveness, or

willingness to negotiate flexible terms.

Local knowledge also helps tenants avoid false comparisons. Asking rents in one corridor may not translate
cleanly to another. A building with a lower rate may carry higher operating expenses or require costly
improvements. A landlord with vacancy pressure may be more flexible than the published terms suggest. Another
landlord may hold firm because of recent leasing activity or a long-term asset strategy. A tenant representative
who tracks these patterns can help a business decide when to push, when to compromise, and when to walk

away.

For businesses with medical, office, or flex and industrial requirements, property type knowledge is just as
important as geography. Medical space may involve patient access, plumbing, specialized buildout, code
considerations, and parking ratios. Flex or industrial space may involve loading, clear height, power, yard area,
warehouse-office balance, or permitted uses. Office users may focus more heavily on layout efficiency, commute
patterns, building services, and collaboration needs. The negotiation strategy should reflect the operational

reality of the space.

How fees and incentives influence the relationship

Many commercial real estate transactions involve commissions paid through the landlord side of the transaction,
often from the leasing commission built into the deal economics. Tenants should still ask directly how the

representative is compensated. The answer should be clear and comfortable to discuss.

The more important question is incentive alignment. A tenant representation company should be willing to
recommend renewal if renewal is the best business outcome, relocation if relocation is justified, or no transaction
if the timing does not make sense. It should not push a tenant toward a move simply because a move feels more
transaction-oriented. It should not minimize business disruption or capital costs to make a deal appear better

than it is.

Tenant-only representation can help with alignment because the firm’'s stated role is to advocate for occupiers
rather than landlords. Mazirow Commercial describes itself as representing tenants and buyers only, with a focus
on helping tenants negotiate office-space leases. For companies concerned about divided loyalties, that model

offers a cleaner starting point for the relationship.

Still, no business should rely on positioning alone. Ask how the firm handles competing tenant requirements, how

it protects confidentiality, and how it manages negotiations when multiple tenants pursue the same building. Ask



whether the person presenting the firm will remain involved throughout the process. Senior experience matters

most when negotiations become difficult.

The value of a process, not just a negotiator

Good lease outcomes rarely come from one clever counteroffer. They come from a structured process that

creates information, options, and leverage.

The process usually begins with understanding the tenant’s business. This includes headcount, workflow, client or
patient access, storage, technology, lease expiration, budget, and future uncertainty. A representative who skips

this step may find spaces, but not necessarily the right spaces.

The next stage is market evaluation. The advisor identifies options that fit the requirement and screens out
properties that waste time. The best representatives do not simply forward every listing. They explain trade-offs.
They know when a building is worth touring despite an imperfect asking rate, and when an attractive rate masks

a poor fit.

After tours and shortlisting, the negotiation should become comparative. Landlords respond differently when
they know a tenant is considering credible alternatives. Requests for proposals can be structured to draw out
economic terms, improvement allowances, commencement timing, renewal options, expansion rights, and other
deal points. The tenant representative then compares proposals in a way that supports business decisions, not

just real estate decisions.

Once a preferred option emerges, negotiation continues through letters of intent and lease documentation. This
is where coordination with legal counsel becomes important. The representative should not give legal advice, but
should remain involved to preserve negotiated business terms and help resolve practical issues. Lease

negotiations can drift if the business people step away too early.

Where commercial lease negotiation services create measurable value

Savings are not always easy to summarize because every lease has a different baseline. A tenant may save
through lower rental rates, free rent, tenant improvement allowances, caps on certain increases, reduced out-of-
pocket construction costs, or more favorable renewal terms. Mazirow Commercial states that its service can help
clients save money through negotiated rental-rate savings and other lease concessions. That kind of value is
often clearest when proposals are compared side by side over commercial lease negotiation services the full

lease term.

For example, a tenant may focus on reducing the starting rent by one or two dollars per square foot. That can
matter. But a stronger improvement allowance may preserve cash at a critical time. A month or two of additional
free rent may offset moving expenses or downtime. A renewal option at a defined structure may reduce future
uncertainty. The right to sublease may become valuable if business conditions change. The ability to expand can

prevent a premature move.

The best commercial lease negotiation services measure value across the entire occupancy picture. They also
recognize when a concession is less valuable than it appears. A large allowance is not helpful if construction costs
exceed it by a wide margin and the tenant must fund the difference. Free rent has less impact if it is offset by
above-market rent later. A renewal option may be weak if the rent standard is vague or the exercise window is

impractical.

Experienced advisors help tenants separate meaningful concessions from cosmetic ones.
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Red flags when evaluating representation

Not every broker who works with tenants provides true tenant representation. The difference becomes visible in

behavior.

Be cautious if a representative rushes to tours before understanding the business need. Tours are useful, but
premature touring can anchor expectations around whatever happens to be available rather than what the tenant
actually requires. Be cautious if the representative talks only about rent and ignores lease structure. Be cautious if
every building is described as a great opportunity. Good advisors have opinions, and some of those opinions

should eliminate options.

Another red flag is weak discussion of timing. Lease negotiation is calendar-sensitive. A representative who does
not ask about expiration dates, notice deadlines, internal approvals, construction timing, or move logistics may
be underestimating the process. The same applies to renewal negotiations. If the advisor treats renewal as a

simple phone call to the landlord, the tenant may leave leverage unused.

A lack of transparency around conflicts should also concern tenants. If the firm represents landlords, that fact
should be discussed openly. If the firm says conflicts are not an issue but cannot explain why, keep asking.

Commercial real estate is relationship-driven, and tenants deserve to know where loyalties sit.

Finally, beware of overpromising. No tenant representative can guarantee a specific concession package without
market context and landlord engagement. Strong advisors speak with confidence, but they also acknowledge
uncertainty. They know that leverage depends on market conditions, tenant credit, size, term, timing,

improvement requirements, and the landlord’s alternatives.

The role of experience

Experience does not guarantee the best outcome, but it changes the odds. A representative who has negotiated
through different market cycles has seen landlords behave under vacancy pressure and under tight supply. They
have seen tenants overestimate their leverage and underestimate their risk. They know how quickly construction
pricing can affect deal economics. They understand that the cheapest space can become costly if it disrupts

operations or limits growth.

Mazirow Commercial says it has helped hundreds of businesses negotiate leases for over 30 years. Its founder
and president, Sheryl Mazirow, is identified in a company profile as having more than 30 years of commercial real
estate experience. For tenants evaluating advisors, that kind of long-term specialization is relevant because lease

negotiation is learned through repetition, market exposure, and problem-solving across many transactions.

The most valuable experience is not merely the number of years in business. It is the relevance of those years to
the tenant’s needs. A company seeking office lease negotiation support should look for a firm with a clear office
advisory practice. A medical tenant should ask about medical space. A flex or industrial tenant should ask how
the firm approaches operational requirements. A tenant considering renewal should ask for examples of how

market alternatives are used to strengthen renewal terms, without assuming relocation is the goal.

When to bring in a tenant representative

The best time to hire a tenant representative is before the tenant feels pressure. Pressure narrows options. It
causes teams to accept imperfect space, weak terms, or unnecessary costs because the deadline has become

more important than the decision.



For a renewal, early engagement allows the representative to evaluate the current lease, identify notice dates,
assess market alternatives, and approach the landlord with a credible strategy. For a relocation, early engagement
allows time for tours, proposal rounds, design input, construction pricing, legal review, permitting considerations
when applicable, and move planning. Even a relatively simple office requirement can take longer than expected

when multiple decision-makers are involved.

Some tenants wait because they do not want to signal dissatisfaction to the landlord. That is understandable, but
it confuses preparation with confrontation. A tenant can evaluate the market discreetly and professionally. In fact,
preparation often leads to a better landlord conversation because the tenant understands its own alternatives

and priorities.

Other tenants wait because they assume the landlord will offer fair renewal terms to keep them. Many landlords
do value existing tenants, but they also have a duty to maximize asset performance. A renewal offer is not a favor.

It is a business proposal. It deserves the same scrutiny as any other major commitment.

Choosing the right fit

A tenant representation company should bring more than market access. It should bring independence, relevant
experience, disciplined analysis, and the confidence to challenge assumptions. It should be comfortable
discussing both savings and risk. It should understand that a lease is not a real estate document sitting apart
from the business, but a framework that affects staffing, capital, operations, client experience, and future
flexibility.

For businesses in the San Fernando Valley, Conejo Valley, Ventura County, and Santa Barbara County, Mazirow
Commercial presents itself as a tenant and buyer advisory firm focused on tenant representation, lease
negotiation, office lease renewals, lease administration, relocations, sublease office space, and construction
management. The firm states that it specializes in tenant and buyer advisory services for office space, medical
space, and flex or industrial space, and that it represents tenants and buyers only rather than landlords. Those are

meaningful points for companies that want an advocate dedicated to the occupier’s side of the table.

The right representative will not make every decision easy. In fact, the best advisors sometimes make the process
more rigorous. They ask for data. They question assumptions. They compare alternatives that reveal
uncomfortable trade-offs. They push for better terms but also explain when the market will not support a
request. They know when to use leverage firmly and when to preserve goodwill with a landlord who may remain

part of the tenant’s business environment for years.

Commercial lease negotiation is too consequential to treat as a side task. Whether a company is renewing,
relocating, expanding, downsizing, or entering a new market, the representative it chooses can affect both
immediate cost and long-term flexibility. A strong tenant representation company helps the business see the full

picture before it signs, which is exactly when that insight has the greatest value.



