
A commercial lease is not just a document that gives a business permission to occupy space. It is a long-term
financial commitment, an operating framework, a risk allocation tool, and often one of the largest fixed
obligations a company carries outside payroll. For office, medical, and flex space tenants, the difference between
a fair lease and a poorly negotiated one can affect cash flow, growth options, staffing decisions, patient or client
experience, and even the practical ability to relocate later.

That is why commercial lease negotiation services matter. The visible terms, such as base rent and lease length,
are only part of the story. The more consequential issues often sit in the details: operating expense pass-
throughs, renewal options, tenant improvement allowances, assignment rights, sublease flexibility, restoration
obligations, parking, after-hours HVAC charges, signage, use clauses, construction timing, and default remedies.
Each provision may look manageable in isolation. Together, they define the tenant’s economics and leverage for
years.

For many businesses, especially those that lease space only once every five, seven, or ten years, the landlord and
listing broker have a structural advantage. They negotiate leases constantly. They know the building’s economics,
the owner’s pressure points, the competing spaces, and the concessions that have been granted to other tenants.
A tenant representation company exists to narrow that gap. Proper tenant representation brings market
knowledge, negotiation discipline, and a tenant-first view to a process that is otherwise tilted toward the party
that owns the asset.

Mazirow Commercial Inc. Is an example of a firm built around that tenant-side advisory model. The company
operates as a tenant and buyer advisory commercial real estate firm, focused on helping businesses negotiate
office-space leases. It states that it represents tenants and buyers only, not landlords, which is an important
distinction in a field where conflicts of interest can be easy to overlook. The firm has helped hundreds of
businesses negotiate leases over more than 30 years and serves companies in the San Fernando Valley, Conejo
Valley, Ventura County, and Santa Barbara County. Its stated specialties include tenant and buyer advisory
services for office space, medical space, and flex/industrial space, along with services such as lease negotiation,
office lease renewals, lease administration, office relocations, sublease office space, and construction
management.

Why tenant representation changes the negotiation
Commercial tenant representation is not simply “finding space.” Finding space is one piece of the assignment,
but it is not the highest-value piece. A skilled advisor helps a tenant understand what the market will bear, what
landlords are actually offering, which lease terms deserve resistance, and where the tenant has more leverage
than it may realize.

The tenant’s leverage rarely announces itself. It comes from credible alternatives, timing, financial strength,
market activity, the size and layout of the requirement, the condition of the space, and the landlord’s vacancy
pressure. It may also come from the simple fact that a good tenant is valuable. Landlords often prefer a stable,
creditworthy occupant that pays on time, uses the space appropriately, and does not create management
problems. The negotiation should reflect that value.

Without tenant representation services, businesses often approach the process from a practical but incomplete
perspective. They tour a few spaces, compare asking rents, and choose what feels affordable. Then a letter of
intent arrives, followed by a long lease draft. By that point, the tenant may already be emotionally committed to
the space, the landlord may sense that commitment, and the opportunity to create true competition may have
faded.



Experienced tenant advisors tend to reverse that sequence. They clarify the business requirement first, survey the
market, compare viable alternatives, create competitive tension, negotiate economic and non-economic terms,
and keep the process moving without letting urgency become weakness. That is the value of professional
commercial lease negotiation. It turns a reactive search into a controlled business decision.

The lease is negotiated before the lease is drafted
Many tenants assume the “real” negotiation begins when the landlord’s lease form arrives. In practice, much of
the business deal is shaped earlier, often in the proposal stage or letter of intent. If the letter of intent is too thin,
vague, or landlord-friendly, the tenant may spend the legal review stage trying to claw back points that should
have been addressed at the outset.

A well-negotiated letter of intent does not need to resolve every legal detail, but it should set the commercial
framework. That framework usually includes the rent schedule, lease term, commencement date, free rent, tenant
improvement allowance, delivery condition, renewal rights, expansion options if relevant, parking, signage,
permitted use, security deposit, and responsibility for operating expenses. It should also address timing. If
improvements are required, who controls the work? When does rent start? What happens if the space is not
ready?

These questions can be especially important for medical and flex tenants. A general office tenant may need paint,
carpet, furniture, low-voltage cabling, and a modest reconfiguration. A medical tenant may need plumbing,
specialized electrical capacity, exam rooms, accessibility considerations, imaging-related infrastructure, or patient
flow improvements. A flex or industrial tenant may care more about loading, clear height, power, warehouse-
office ratio, parking for staff and vehicles, permitted uses, and operational restrictions. Treating these
requirements as afterthoughts can turn an attractive rent into an expensive mistake.

Commercial lease negotiation services should bring these practical issues forward early. A tenant advisor may not
replace legal counsel, architects, contractors, or engineers, but an experienced advisor knows when those
professionals should be involved. The best lease outcome usually comes from aligning the business deal, legal
document, construction plan, and operational need before the tenant is boxed in.

Office tenants: flexibility is often worth as much as rent
Office leasing has changed because business planning has changed. Some companies need less space than they
once did. Others need higher-quality space to support collaboration, recruitment, and client experience. Some
want shorter terms because headcount is uncertain. Others accept longer terms in exchange for stronger
concessions and better improvement packages.

The right answer depends on the business, not on a market slogan. A 3,000-square-foot professional services
firm may value a move-in-ready suite with predictable costs more than a generous allowance tied to a long
construction process. A growing company may need expansion rights or the ability to relocate within the
building. A company with hybrid work patterns may care less about square footage and more about layout
efficiency, parking availability, conference areas, and employee commute patterns.

Office lease negotiations often turn on the total occupancy cost, not the rental rate alone. A building with a lower
starting rent may have higher operating expense pass-throughs, less efficient floor plates, costly parking, or
expensive after-hours HVAC. Another building may quote a higher rent but include better parking, stronger
building services, a more efficient layout, and a landlord willing to deliver the space in better condition.



This is where tenant representation can prevent false comparisons. Asking rent is easy to understand. Effective
occupancy cost is harder. It requires reading the proposal, understanding the building’s expense structure,
estimating likely increases, comparing concession packages, and evaluating how the space actually supports the
business. A tenant representation company that works only for tenants can press these issues without balancing
the interests of a landlord client.

Medical space: the lease has to support the practice
Medical tenants face a different set of pressures. The space is not merely administrative. It is part of care delivery,
patient perception, provider productivity, and regulatory-sensitive workflow. A medical office that looks
reasonable on a floor plan may fail in daily use if the waiting area is undersized, the plumbing is inadequate, the
layout creates bottlenecks, or parking frustrates patients before they reach the reception desk.

Commercial lease negotiation for medical tenants must account for the cost and complexity of improvements.
Exam rooms, procedure areas, lab space, sterilization rooms, imaging needs, specialized flooring, additional sinks,
cabinetry, sound control, and accessibility-related issues can change the economics quickly. If a landlord provides
a tenant improvement allowance, the tenant still needs to know whether that allowance is realistic for the
intended buildout. If the tenant funds improvements directly, the lease term and renewal rights become even
more important, because the tenant needs time to amortize that investment.

Medical tenants should also look closely at use clauses and exclusivity where appropriate. A narrowly written
permitted use clause can restrict future services. A weak exclusivity provision, when one is needed and
obtainable, can allow a competing practice into the same project. On the other hand, landlords may resist broad
use rights or exclusives because they limit future leasing flexibility. These are negotiated business points, not
boilerplate.

Parking and access deserve special attention. Staff parking, patient parking, accessible parking, drop-off patterns,
elevator access, building hours, after-hours entry, and signage can affect the patient experience. A physician
group may negotiate hard on rent and still regret the lease if patients cannot easily find or access the suite.
Tenant representation services help keep these operational realities tied to the economics of the deal.

Flex and industrial space: operations drive the lease
Flex and industrial tenants often care about details that do not appear in a typical office tour. The ratio of
warehouse to office, truck access, loading doors, ceiling height, power, HVAC coverage, permitted uses, storage
needs, parking, signage, and municipal constraints can be more important than lobby finishes or common areas.
A space that is perfect for light assembly may not work for distribution. A unit that suits storage may not support
showroom use. A building that looks flexible may have lease restrictions or project rules that limit the tenant’s
actual operations.

The negotiation should begin with how the business functions. What comes in and out of the space? How often?
By what type of vehicle? How many employees are on-site? Are customers visiting? Is there equipment with
special power requirements? Does the tenant need outdoor storage, and if so, is it allowed? Will noise, odor,
waste, or hours of operation raise issues?

Flex and industrial leases may also contain restoration language that deserves close review. If a tenant installs
racking, specialized power, office improvements, mezzanine elements, equipment pads, or other operational
improvements, the lease should clearly address what must be removed at the end of the term. A vague
restoration clause can become expensive when the tenant is least eager to spend money, at move-out.



Commercial tenant representation adds value here by connecting market options with operational fit. The
cheapest space is rarely cheap if it forces inefficient labor, limits production, creates delivery problems, or
requires improvements the tenant cannot recover.

The renewal negotiation is not automatic
Many tenants treat renewal as a routine administrative event. The landlord sends a proposal, the tenant
compares it with the current rent, and the parties settle somewhere in the middle. That approach can leave
significant value on the table.

Commercial lease renewal negotiation should be handled with the same discipline as a relocation. The tenant
may prefer to stay, but preference should not become dependence. A landlord that knows the tenant has no
alternatives has little reason to sharpen the offer. A landlord that sees the tenant testing the market,
understanding comparable spaces, and calculating relocation costs is more likely to negotiate seriously.

Renewals also present issues that differ from new leases. The tenant may have already invested in improvements.
The space may need refurbishment after years of use. The company may need more space, less space, or a
different configuration. Operating expenses may have increased. The original lease may contain renewal option
language with strict notice dates or formulas that do not match current market conditions.

A renewal can also be the right time to fix old lease problems. Perhaps the assignment clause is too restrictive.
Perhaps the HVAC language has caused disputes. Perhaps the tenant needs better signage, more parking, or a
more flexible use clause. If the tenant signs a simple extension without revisiting those points, the next several
years may repeat the same frustrations.

The strongest renewal strategy usually begins well before the lease expires. For many tenants, starting 12 to 18
months ahead is prudent, especially if a relocation would require design, permitting, construction, furniture,
technology planning, and employee communication. Smaller or simpler requirements may need less time, but
waiting until the last few months almost always benefits the landlord.

Where money is won or lost
Rent receives the most attention because it is easy to see. Yet lease economics are layered. A tenant can
negotiate a lower rental rate and still accept a costly deal if other terms are weak. Conversely, a higher face rate
may be acceptable if the tenant receives meaningful concessions, lower pass-through exposure, better
improvements, and more flexibility.

A practical review should consider several economic components together:

1. Base rent over the full term, including annual increases and any rent abatement.

2. Operating expenses, taxes, insurance, common area maintenance, and controllable expense caps where
available.

3. Tenant improvement allowance, landlord work, delivery condition, and who bears cost overruns.

4. Parking, signage, utilities, after-hours services, janitorial service, and other recurring charges.

5. Exit costs, including restoration, holdover penalties, relocation risk, and limits on assignment or subleasing.

That list is short, but each item can contain meaningful money. A one-dollar-per-square-foot monthly difference
on a 10,000-square-foot lease equals $120,000 per year before considering increases. A few months of free rent
can materially offset moving costs. A stronger tenant improvement package can preserve cash. A fair sublease
clause can protect a company if it downsizes, sells, merges, or changes its operating model.



Mazirow Commercial states that its services can help clients save money through negotiated rental-rate savings
and other lease concessions. That is a defensible way to frame the value of commercial lease negotiation services,
because savings are not limited to base rent. They can come from concessions, avoided costs, improved
flexibility, and better alignment between the lease and the business plan.

The conflict-of-interest question
One of the first questions a tenant should ask is simple: who does the advisor represent? In commercial real
estate, some firms represent both landlords and tenants. That does not automatically mean a tenant will receive
poor service, but it does create a question worth asking. If a brokerage firm leases buildings for landlords in the
same market, a tenant may reasonably wonder whether every recommendation is completely free of landlord-
side considerations.

A tenant-only model is designed to remove that concern. Mazirow Commercial states that it represents tenants
and buyers only and does not represent landlords. For a tenant seeking an advocate in lease negotiations, that
positioning is meaningful. It means the advisor’s role is not to protect a building owner relationship or preserve a
landlord agency assignment. The advisor’s job is to help the tenant evaluate options, negotiate terms, and make
a sound occupancy decision.

Tenant-only representation also affects tone at the negotiating table. A good advisor can maintain professional
relationships with landlords and brokers while still pushing firmly for the tenant’s interests. The goal is not
hostility. The goal is leverage, clarity, and accountability. Landlords respect tenants who are prepared, informed,
and capable of moving elsewhere if the deal does not make sense.

A lease negotiation is also a project management exercise
The commercial leasing process has many moving parts. Site selection, tours, proposals, financial comparisons,
letters of intent, space planning, construction pricing, lease review, insurance requirements, move planning,
technology installation, furniture decisions, and occupancy dates all affect one another. When one piece slips, the
cost often lands on the tenant.

For example, a tenant may negotiate free rent but lose much of its value if construction delays prevent
occupancy. A landlord may agree to provide improvements, but the work letter may give the landlord broad
control over materials, timing, and change orders. A tenant may assume a suite is move-in ready, only to discover
that cabling, furniture, security, or specialized buildout is not included. A medical tenant may face a longer
improvement process than expected. A flex tenant may discover late that its intended use requires approvals or
physical changes not accounted for in the timeline.

This is why tenant representation services often extend beyond the visible negotiation. Lease administration,
office relocations, sublease office space, and construction management are connected services because the lease
is only useful if the tenant can occupy the space on workable terms. Public descriptions of Mazirow Commercial
identify services in these areas, which reflects how intertwined the process can be.

A seasoned advisor does not need to perform every task directly to add value. Often the value comes from
knowing what questions to ask, when to bring in the right specialist, and how to keep the landlord’s
commitments from becoming vague assurances. Specificity matters. “Landlord to improve the premises” is not
the same as a detailed scope, budget, schedule, and responsibility matrix.

The human side of getting space decisions right



Commercial real estate decisions are financial, but they are also personal for the people running the business.
Owners worry about signing too long a term. Practice managers worry about disruption. Employees worry about
commute changes. Partners may disagree about image, cost, growth, and risk. A lease negotiation can reveal
deeper questions about where the company is headed.

A good tenant advisor helps structure those decisions without taking control away from leadership. Sometimes
the right advice is to relocate because the existing space no longer supports the business. Sometimes the right
advice is to renew because the disruption and cost of moving outweigh the savings elsewhere. Sometimes the
best answer is to negotiate a shorter extension while the company gains clarity. There is no universal playbook.

I have seen businesses become fixated on a single rent number while ignoring whether the space actually works. I
have also seen tenants reject a higher-quality building too quickly, only to realize that the cheaper option
required more improvements, had less efficient space, and carried higher operating costs. The better question is
rarely “Which rent is lowest?” It is “Which deal best supports the business at the lowest reasonable risk-adjusted
cost?”

That question requires judgment. A tenant representation company should provide data, but data alone does not
negotiate. The advisor needs to read the room, understand landlord motivation, know when to push, know when
a concession is unlikely, and know when an apparently small lease clause could create a large problem later.

What tenants should prepare before engaging representation
A productive engagement starts with a clear understanding of the business need. The tenant does not need every
answer before speaking with an advisor, but the process moves faster when leadership has discussed the basics.
A professional advisor can then test those assumptions against the market and refine the strategy.

Useful preparation includes:

1. Current lease details, including expiration date, renewal options, rent schedule, operating expenses, and
notice deadlines.

2. Current and projected headcount, space usage, office attendance patterns, or operational requirements.

3. Budget expectations, including tolerance for moving costs, improvements, downtime, and deposits.

4. Preferred geography, commute considerations, parking needs, client or patient access, and building image.

5. Growth, contraction, sale, merger, or ownership-transition possibilities that could affect lease flexibility.

Those points do not lock the tenant into a decision. They create a working profile. The market may show that the
original budget is unrealistic, or that a slightly different location offers better economics, or that renewing is
stronger than expected. The goal is to create options early enough that the tenant can act from strength.

Local market knowledge matters
Commercial lease negotiation is partly technical and partly local. Lease forms, concession patterns, landlord
expectations, vacancy conditions, improvement costs, and tenant demand vary by market and property type. A
strategy that works in one submarket may fall flat in another.

Mazirow Commercial identifies its service areas as the San Fernando Valley, Conejo Valley, Ventura County, and
Santa Barbara County. For businesses in those areas, local experience can matter because tenants are not
comparing abstract real estate. They are comparing specific buildings, landlords, commute patterns, medical
corridors, office clusters, flex parks, and submarket alternatives.



Local knowledge also helps during renewal negotiations. A landlord may claim its proposal is “market,” but that
word is often used broadly. A tenant advisor familiar with competing buildings can test that claim. Are similar
spaces offering free rent? Are landlords contributing to improvements? Are renewal tenants receiving
refurbishment allowances? Are operating expenses in line with comparable properties? Are there credible
relocation options nearby? Without that context, a tenant may accept the landlord’s commercial lease
negotiation services version of the market.

When subleasing enters the picture
Sublease rights are easy to ignore when signing a new lease because no tenant expects its plan to change. Plans
change anyway. A company may shrink, grow, sell a division, acquire another firm, shift to hybrid work, or need a
different type of space. If the lease makes subleasing difficult, the tenant may remain responsible for unused
space with few practical remedies.

A fair sublease provision does not mean the tenant can do anything it wants. Landlords have legitimate concerns
about use, credit, building operations, and tenant mix. Still, the consent standard, approval timing, profit-sharing
language, recapture rights, marketing restrictions, and transfer definitions can make a major difference. A tenant
should understand these provisions before signing, not after the business changes.

Public company descriptions identify sublease office space among Mazirow Commercial’s services. That is
relevant because subleasing is not only a lease clause. It is a market exercise. The tenant may need to price the
space, compete with direct landlord offerings, negotiate with a subtenant, and coordinate landlord consent. The
original lease either helps or hinders that effort.

Construction and improvement allowances need realism
Tenant improvement allowances can look generous on paper. The real question is whether the allowance covers
the work the tenant actually needs, within the schedule the tenant actually has. Construction costs vary by space
condition, materials, labor, building systems, code requirements, and the complexity of the tenant’s use. Medical
and flex tenants may face more specialized requirements than standard office tenants.

If the landlord controls the work, the tenant should understand the scope, finishes, timing, and change order
process. If the tenant controls the work, the lease should address approvals, contractors, insurance, permits,
allowance disbursement, and lien protections. If the space is delivered “as is,” the tenant needs to know what “as
is” includes. Existing improvements may save money, but they may also conceal outdated systems, inefficient
layouts, or required upgrades.

Construction management is identified among Mazirow Commercial’s public service descriptions. That fits the
practical reality of leasing: the economics negotiated in the lease can be weakened if the buildout process is
poorly defined. The best negotiation anticipates occupancy, not just signature.

Choosing the right advisory relationship
A business should expect more from commercial lease negotiation services than access to listings. It should
expect a structured process, clear communication, market knowledge, financial comparison, negotiation strategy,
and careful attention to the tenant’s long-term interests. The advisor should be able to explain trade-offs in plain
language. If a landlord concession is unlikely, the advisor should say so. If a lease clause is unusually restrictive,
the advisor should flag it. If the tenant is underestimating relocation complexity, the advisor should be direct.

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


Mazirow Commercial’s stated model, tenant and buyer advisory only, with no landlord representation, is a clear
fit for businesses that want an advocate focused on tenant-side outcomes. Its experience over more than 30
years and work with hundreds of businesses provide a relevant background for companies evaluating office,
medical, and flex/industrial requirements in its stated service regions.

The right lease does not happen by accident. It is negotiated through preparation, market knowledge, credible
alternatives, and careful documentation. For office tenants, the goal may be flexibility and efficient occupancy
cost. For medical tenants, the goal may be a space that supports care delivery and protects the investment in
specialized improvements. For flex tenants, the goal may be operational fit, functional infrastructure, and room to
adapt.

A lease can either support the business or quietly constrain it. Professional tenant representation helps make sure
the document reflects the tenant’s needs, not just the landlord’s form. That is the central purpose of commercial
lease negotiation: to turn occupancy from a necessary expense into a controlled, strategic business decision.


