
A lease renewal can look deceptively simple. The landlord sends a proposal, the tenant recognizes the address,
everyone already knows where the conference room is, and the easiest path is to sign an amendment and move
on. That ease is exactly why many businesses leave money, flexibility, and leverage on the table.

A renewal is not just an administrative extension. It is a new financial commitment, often for three, five, seven, or
ten years. For an office tenant, medical practice, flex user, or industrial tenant, the renewal can shape hiring plans,
cash flow, patient or client access, future expansion, exit options, and the company’s ability to adapt if the market
changes. The fact that the tenant is already in the space does not make the negotiation less important. In many
cases, it makes it more important because the landlord knows how disruptive a move would be.

Commercial lease renewal negotiation should start well before the expiration date and well before the landlord’s
first proposal becomes the emotional anchor. A tenant who waits until the last few months usually negotiates
from a weaker position. A tenant who understands the market, knows its alternatives, and asks disciplined
questions can often improve the economics and the operating terms of the lease.

Mazirow Commercial Inc., a tenant and buyer advisory commercial real estate firm, works in this exact arena. The
firm represents tenants and buyers only, not landlords, and focuses on helping businesses negotiate leases for
office space, medical space, and flex or industrial space. That distinction matters because commercial tenant
representation is not simply about finding space. It is about protecting the tenant’s leverage, identifying hidden
costs, and negotiating the renewal as a business decision rather than a default setting.

Why renewal negotiations are often underestimated
Most tenants do not negotiate leases every day. Landlords and their agents do. That imbalance can show up in
subtle ways.

A landlord may present a renewal as a routine matter, especially if the tenant has paid rent on time and has not
raised operational issues. The proposal may include a “market” rental rate, annual increases, and a short deadline
for response. Nothing may look unreasonable at first glance. Yet each term deserves scrutiny. A rate that sounds
fair may be above comparable deals. A modest annual Mazirow Commercial Inc commercial lease renewal
negotiation increase may compound into a significant obligation over the term. A renewal allowance may be
missing entirely because the landlord assumes the tenant will accept the existing condition of the premises.

The tenant’s biggest mistake is often treating the renewal as a yes-or-no question. The better approach is to ask:
compared to what? Compared to relocating? Compared to downsizing? Compared to negotiating a shorter term?
Compared to asking the landlord to fund improvements? Compared to testing the market through professional
tenant representation services?

A strong renewal strategy does not mean the tenant intends to move. It means the tenant creates credible
alternatives before committing to stay. Landlords understand leverage. If the tenant has no time, no market data,
and no relocation option, the landlord has little reason to sharpen the deal.

The first question: do we actually want to stay?
Before rent, concessions, and legal language, the tenant should ask whether the current premises still fit the
business. This sounds obvious, but many companies skip it. They negotiate the renewal around yesterday’s
assumptions.
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A business may have signed its current lease when it had a different headcount, different workflow, different
client mix, or different storage needs. A medical practice may now need more exam rooms and less
administrative space. A professional services firm may need fewer private offices and more collaborative areas. A
flex or industrial user may need better loading, clearer warehouse flow, or different parking. An office tenant may
value building amenities differently than it did five years earlier.

The real question is not “Can we tolerate this space?” It is “Does this space support the next lease term?”

A renewal may still be the right answer. Relocations consume executive time, disrupt employees, and involve
moving costs, technology coordination, furniture decisions, and possible downtime. For businesses with clients or
patients who associate the company with a known location, moving can create its own friction. But staying has
costs too. If the premises no longer fit, a renewal can lock the business into inefficiency. The rent may be
negotiable, but wasted square footage is expensive every month.

This is where commercial lease negotiation begins as an operational review, not a document review. Decision-
makers should walk the space and ask what works, what does not, and what has changed. The best renewal
negotiations I have seen often begin with practical observations: the reception area is too large, the storage
room became a server room by accident, the team never uses one corner of the suite, or the parking ratio strains
every Tuesday morning. Those details become negotiating points, planning inputs, or reasons to explore
alternatives.

How early should a tenant start the renewal process?
For many tenants, the answer is earlier than feels necessary. The right timing depends on the size of the premises,
the complexity of the buildout, the availability of alternatives, and the tenant’s tolerance for disruption. A small
office renewal may not require the same runway as a medical space with specialized improvements or a flex
facility with operational requirements.

Still, waiting too long is one of the most common ways tenants lose leverage. A landlord can recognize when a
tenant has no realistic time to relocate. Once that happens, even a well-prepared argument about market rent
may carry less weight.

A practical renewal timeline often starts 12 to 18 months before expiration for larger or more complex
requirements, and at least 9 to 12 months before expiration for many smaller spaces. That does not mean the
tenant must make a final decision immediately. It means the tenant has time to evaluate the market, understand
relocation costs, review the existing lease, identify notice deadlines, and negotiate without panic.

The existing lease may contain renewal option language with strict notice requirements. Missing an option notice
deadline can be costly. Even when a tenant does not want to exercise the option exactly as written, the deadline
may affect leverage. Some options require written notice within a specific window, and the rent-setting
mechanism may involve fair market value language, fixed increases, or other procedures. A tenant should not
assume that a friendly relationship with the property manager will cure a missed date.

Questions every tenant should ask before responding to the landlord
A tenant does not need to know every answer on day one. The point is to frame the renewal properly before the
landlord’s proposal controls the conversation. These questions help reveal where the leverage, risks, and
opportunities sit.

1. What are comparable tenants paying in nearby buildings for similar space, term length, condition, and
concessions?



2. What would it realistically cost us to relocate, including downtime, moving expenses, furniture, cabling,
construction, signage, and staff disruption?

3. Does the current lease contain renewal options, notice deadlines, operating expense provisions, assignment
rights, or restoration obligations that affect our position?

4. What improvements, repairs, or space modifications do we need if we stay for another term?

5. How much flexibility do we need for growth, contraction, sale of the business, hybrid work, or changes in
operations?

Each question opens a larger conversation. Comparable rent, for example, is not just a dollar-per-square-foot
figure. It must be adjusted for concessions, parking, building quality, lease term, tenant improvement allowance,
operating expenses, and the condition of the space at delivery. A cheaper building may become expensive if the
tenant must fund its own improvements. A higher face rent may be acceptable if the landlord provides
meaningful concessions or solves an operational problem that would cost the tenant real money.

Is the landlord’s “market rent” really market?
The phrase “market rent” deserves careful handling. It can mean different things depending on who says it and
what they include. A landlord may focus on asking rents in the building or recent deals that favor the landlord’s
position. A tenant should focus on effective economics.

Effective rent looks beyond the face rate. It accounts for free rent, tenant improvement allowances, annual
escalations, operating expense pass-throughs, parking charges, moving allowances, and other concessions. Two
leases with the same stated rental rate can produce very different financial outcomes.

For example, suppose one tenant renews at a slightly lower rental rate but receives no improvement allowance
and accepts aggressive annual increases. Another tenant agrees to a higher starting rate but secures a
meaningful allowance, several months of free rent, and more manageable escalations. The second deal may be
better over the full term, particularly if the improvements reduce the tenant’s out-of-pocket costs.

Commercial lease negotiation services can be valuable here because the market is not always transparent.
Tenants may see advertised listings, but advertised terms are not the same as negotiated outcomes. A tenant
representation company that works on tenant-side assignments can help interpret what matters in the current
market without relying solely on the landlord’s framing.

What concessions should a renewing tenant ask for?
Some tenants assume concessions are only for new tenants. Landlords sometimes encourage that assumption
because an existing tenant is already occupying the space. But a renewal tenant may need improvements, rent
relief, or other concessions to justify committing to another term.

If the carpet is worn, the paint is tired, the lighting is inefficient, or the layout no longer fits, the landlord should
expect that those conditions will enter the negotiation. A tenant who relocates may receive a tenant
improvement allowance from a competing landlord. That outside alternative can create pressure for the existing
landlord to contribute as well.

Renewal concessions may take several forms: free rent, a tenant improvement allowance, landlord-performed
work, upgraded building systems serving the premises, refreshed common areas, signage rights, parking
accommodations, or changes to operating expense terms. The appropriate request depends on the building, the
tenant’s size, the term, and the competitive landscape.



There is a balance. A tenant asking for a major improvement allowance on a short renewal term may face
resistance because the landlord has limited time to recover the cost. A longer term may support a stronger
concession package but reduces tenant flexibility. The right answer is rarely “ask for everything.” It is to ask for
the things that materially affect occupancy cost, operations, and risk.

What does it cost to stay?
Tenants usually think about relocation costs, but staying also has costs. A renewal may require new furniture,
repairs, technology upgrades, internal reconfiguration, or temporary disruption during construction. If the lease
shifts responsibility for maintenance or compliance issues to the tenant, the future cost may be higher than
expected.

Operating expenses deserve particular attention. In many commercial leases, tenants pay a share of building
operating costs above a base year or through triple net charges, depending on the lease structure. The renewal is
a chance to revisit how those expenses are calculated, what exclusions apply, how audits work, and whether
controllable expenses have any cap. Even modest increases in operating expenses can change the economics of a
deal over time.

Tenants should also examine parking, after-hours HVAC, janitorial scope, security, utilities, and building services.
These are not side issues. For some businesses, after-hours HVAC can be a recurring cost. For medical users,
reliable access and building systems may be essential. For office users with staff returning on varied schedules,
parking and building access may affect employee satisfaction.

A renewal proposal that focuses only on base rent is incomplete. The tenant should evaluate total occupancy
cost.

What does it cost to leave?
The credible threat of relocation should be grounded in reality. Bluffing is risky, especially with experienced
landlords. If a tenant says it will move but has not priced the move, toured alternatives, or considered timing, the
landlord may call that bluff.

A serious relocation analysis includes direct and indirect costs. Direct costs are easier to identify: movers,
furniture, IT, cabling, signage, deposits, professional fees, and any tenant-funded improvements. Indirect costs
can be more painful: staff distraction, client confusion, downtime, lost productivity, and the management time
required to plan a move.

The analysis should also include the condition in which the tenant must return the existing premises. Some leases
require removal of cabling, specialty improvements, signage, fixtures, or alterations. A tenant who discovers
restoration obligations late in the process may face unexpected costs at the worst possible time.

This does not mean relocation is a bad idea. Many companies improve their position by moving to a better
building, better layout, or more efficient footprint. Others use the relocation analysis to negotiate a stronger
renewal and then stay. Either way, the tenant needs numbers, not guesses.

Who is representing the tenant’s interests?
A renewal negotiation can involve several parties: the landlord, the landlord’s broker, the property manager, the
tenant’s attorney, and sometimes architects, contractors, or financial advisors. The tenant should be clear about
who is responsible for market strategy and who has a duty to advocate for the tenant’s business objectives.



Commercial tenant representation exists because tenants benefit from having an advisor focused solely on the
tenant’s side of the transaction. Mazirow Commercial, for example, states that it represents tenants and buyers
only and does not represent landlords. That tenant-only position is important because a firm handling landlord
assignments may have competing relationships in the same market. A tenant should understand those
relationships before relying on advice.

Tenant representation services can include renewal strategy, market surveys, financial comparisons, proposal
negotiation, lease administration support, relocation analysis, sublease space evaluation, and coordination
around construction issues. The specific scope should be discussed early. The advisor’s role is not to replace legal
counsel. Lease documents require legal review. The advisor’s role is to help shape the business deal, test the
market, negotiate economic terms, and keep the process competitive.

A good tenant representative also helps a tenant avoid negotiating against itself. Without guidance, tenants
sometimes reveal too much too early: that they cannot move, that they have no budget for relocation, that they
are already committed to staying, or that internal leadership will approve almost any increase to avoid disruption.
Those admissions weaken the tenant’s position before the real negotiation begins.

Should the tenant exercise its renewal option?
Renewal options can be useful, but they are not always the best path. An option may provide a right to extend,
but the economics may not be favorable. Some options set rent at fair market value. Others specify a fixed rate or
formula. The option may contain strict notice requirements and may require the tenant to be in compliance with
the lease.

Before exercising an option, the tenant should compare the option terms with what could be negotiated outside
the option. In a soft market, the tenant might do better by negotiating a new deal rather than accepting the
option mechanism. In a tight market, the option may provide valuable protection against displacement or a steep
increase. The answer depends on timing, market conditions, and the language of the lease.

There is also a tactical issue. Exercising an option can lock the tenant into a process. In some cases, it may be
better to open a broader negotiation while preserving the option deadline. In other cases, the option notice must
be sent to protect the tenant’s rights. This is an area where legal counsel and tenant representation should
coordinate closely.

What term length makes sense?
Landlords often prefer longer renewals because they reduce vacancy risk and transaction costs. Tenants often
want flexibility, especially if the business is growing, contracting, or uncertain about future space use. The renewal
term should reflect the business plan, not merely the landlord’s preference.

A longer term can support better economics. The landlord may offer more concessions, a larger improvement
allowance, or a more competitive rate if the tenant commits for a longer period. But longer terms also increase
exposure. If the tenant outgrows the space in year two of a seven-year renewal, the rent obligation remains
unless the lease provides useful assignment, sublease, expansion, or termination rights.

A shorter term preserves flexibility but may come with fewer concessions and higher relative cost. Landlords may
resist funding improvements for a short extension. They may also price short-term uncertainty into the rent.

For many tenants, the best solution is not simply shorter or longer. It may be a moderate term with expansion
rights, contraction rights, a termination option, or a right of first offer on adjacent space. These rights are not
always available, and landlords will price risk accordingly, but they can be valuable when uncertainty is real.



Are the premises being improved, or merely re-leased?
Renewals sometimes fail because the parties focus on rent and ignore the physical space. If the tenant is
committing to another multi-year term, the condition of the premises should match that commitment.

The tenant should identify what work is necessary, who will perform it, when it will occur, how it will be paid for,
and what happens if the work disrupts operations. A landlord’s promise to “refresh the space” is not enough. The
lease amendment should describe the work with enough clarity to avoid disputes.

For office space, common renewal items may include paint, flooring, lighting, minor reconfiguration, conference
room changes, kitchen upgrades, or improvements to reception areas. Medical space can involve more
specialized planning, depending on the practice. Flex and industrial spaces may require attention to power,
loading, warehouse layout, office buildout, restrooms, or code-related items. The verified facts about Mazirow
Commercial note that the firm specializes in tenant and buyer advisory services for office, medical, and flex or
industrial space, and those categories often involve different renewal priorities.

A tenant should also be careful with allowances. If the landlord provides a tenant improvement allowance, the
lease should address eligible costs, disbursement procedures, deadlines, unused amounts, construction
management fees, and responsibility for overruns. An allowance that looks generous may be less useful if the
process is restrictive or if construction costs exceed the budget.

What hidden lease provisions deserve a second look?
The renewal stage is a chance to revisit provisions that may not have seemed important when the original lease
was signed. Some terms become more significant as a business matures.

Assignment and sublease rights matter if the tenant may sell the business, merge, restructure, or shed excess
space. A landlord’s consent rights, recapture rights, profit-sharing provisions, and transfer fees can affect future
flexibility. Personal guaranties deserve attention too, especially for owners who signed them years earlier and
now have a stronger operating history. A renewal may be an opportunity to reduce, cap, or eliminate a guaranty,
depending on leverage and landlord requirements.

Maintenance and repair obligations should be reviewed carefully. If the tenant is responsible for certain systems
or components, those obligations may become more expensive as the building ages. Compliance with laws,
hazardous materials provisions, insurance requirements, indemnities, casualty rights, and default remedies can
also affect risk.

Even if the renewal is documented as a short amendment, the original lease usually remains in effect except as
modified. That means old language carries forward. Tenants should not assume that a renewal amendment is safe
because it is brief. Sometimes the shortest amendments preserve the biggest problems.

How does the local market affect leverage?
Commercial real estate is local. A tenant in one submarket may have strong alternatives, while a tenant a few
miles away may face limited options. Building class, availability, landlord motivation, tenant size, and the cost to
prepare space all affect leverage.

Mazirow Commercial states that it serves businesses in the San Fernando Valley, Conejo Valley, Ventura County,
and Santa Barbara County. Tenants in markets like these should not rely on broad headlines about office or
industrial trends. A regional vacancy statistic may not capture the specific options available to a 4,000-square-



foot medical user, a 12,000-square-foot office tenant, or a flex user with loading needs. The tenant needs
submarket intelligence.

Local knowledge also matters because landlords behave differently. Some are institutional and process-driven.
Others are entrepreneurial and flexible. Some will compete aggressively to keep a strong tenant. Others would
rather test the market. Understanding the owner’s likely priorities can shape the negotiation.

What should be negotiated besides rent?
Base rent receives the most attention because it is visible. But experienced negotiators know that a lease’s value
often lies in the details. A tenant may accept a fair rent and still end up with an unfavorable deal if the lease lacks
flexibility or shifts too much cost and risk to the tenant.

Important non-rent points often include:

1. Free rent, tenant improvement allowance, and responsibility for construction overruns.

2. Caps or controls on operating expense increases where available.

3. Expansion, contraction, renewal, termination, assignment, and sublease rights.

4. Parking, signage, after-hours access, HVAC, security, and building services.

5. Default cure periods, guaranty language, restoration obligations, and surrender requirements.

These points are interconnected. A tenant may trade one for another. For instance, a landlord may grant a
termination option only if the tenant pays a fee or accepts a longer initial term. A landlord may offer more
improvement dollars in exchange for higher rent. A tenant may prioritize assignment rights over a small rent
reduction if a sale or restructuring is plausible.

Good negotiation requires ranking priorities. If every issue is treated as equally important, the tenant may spend
leverage on minor points and lose momentum on the terms that matter most.

The danger of negotiating after the landlord knows you are staying
Many tenants unintentionally signal their intentions. They ask for only a small rent adjustment. They do not tour
alternatives. They say moving would be impossible. They delay until the last minute. They ask the landlord what is
“standard” and accept the answer. Each signal reduces leverage.

A landlord does not need certainty. The landlord only needs to believe the tenant is unlikely to move. Once that
belief forms, concessions become harder to obtain.

A disciplined tenant keeps options open. That does not mean being hostile or theatrical. The best renewal
negotiations are often professional and calm. The tenant communicates that it values the location but must
evaluate the decision financially and operationally. The tenant requests a proposal, studies alternatives, compares
occupancy costs, and responds with specific changes. The tone stays constructive, but the process remains
competitive.

This is where commercial lease negotiation services can change the dynamic. A tenant representative can create a
buffer between the tenant and landlord, gather market information, and help ensure the tenant does not reveal
internal constraints prematurely.

When staying is the right decision



A successful renewal does not always mean the tenant extracted every possible dollar. It means the tenant made
a well-informed decision that supports the business.

Staying may be the right decision when the current location serves employees, clients, patients, or operations
well; when relocation costs outweigh potential savings; when the landlord offers fair terms; or when the space
can be improved to meet future needs. Stability has value. For some businesses, avoiding disruption is worth
more than a modest rent reduction elsewhere.

The mistake is not staying. The mistake is staying without testing the assumptions.

A tenant that negotiates properly may renew with confidence. It knows what alternatives exist, what the market
supports, what concessions are reasonable, and what risks remain. It has reviewed the lease language, addressed
operational needs, and secured terms that reflect its value as an occupant.

When moving should remain on the table
Relocation deserves serious consideration when the current space no longer works, when the landlord’s
economics are materially out of line, when the building has persistent service issues, or when the tenant needs
flexibility the landlord will not provide. Sometimes the best renewal negotiation is the one that reveals it is time
to leave.

Moving can also be the right choice when a competing building offers a more efficient layout. A tenant may
reduce square footage while improving usability. In that case, the rental rate per square foot may not tell the full
story. The monthly occupancy cost and operational fit matter more.

A tenant should be honest about internal capacity. Relocation requires decision-making, planning, and execution.
If leadership is stretched thin, the business may need more professional support around the process. Tenant
representation, legal counsel, construction guidance, and lease administration can help reduce mistakes.

The role of a tenant-only advisor
Mazirow Commercial has helped hundreds of businesses negotiate leases over more than 30 years, according to
its own description. The firm’s tenant-only and buyer-only model is relevant for renewal negotiations because the
tenant’s advisor should be free to press the landlord without concern about protecting landlord-side
relationships.

The firm’s stated services include tenant representation, lease negotiation, office lease renewals, lease
administration, office relocations, sublease office space, and construction management. Those services align with
the practical stages of a renewal decision: assess the current lease, understand the market, negotiate terms,
evaluate relocation if needed, and manage the details that follow.

A tenant representation company should bring structure to a process that can otherwise drift. The tenant still
makes the business decision. The advisor helps make sure the decision is informed, competitive, and documented
in a way that reflects the negotiated deal.

For businesses in the San Fernando Valley, Conejo Valley, Ventura County, and Santa Barbara County, local market
knowledge can be especially useful because conditions vary by submarket and property type. Office space,
medical space, and flex or industrial space do not renew the same way. Each has different improvement costs,
user requirements, and landlord expectations.

A practical way to approach the next renewal



The strongest renewal processes usually share a few traits. The tenant starts early. The existing lease is reviewed
before a proposal is accepted. Alternatives are studied before the landlord assumes the tenant has none.
Financial comparisons include total occupancy cost, not just face rent. The tenant identifies operational needs
and negotiates improvements with specificity. Legal counsel reviews the documents before signature.

This approach does not require aggression. It requires preparation.

A landlord may still say no to certain requests. Market conditions may limit concessions. A tenant may decide
that a higher rent is acceptable because the location is critical. Those outcomes can be perfectly reasonable.
What matters is that the tenant understands the trade-offs and does not confuse convenience with value.

Commercial lease renewal negotiation is one of the few moments when a tenant can reset the economics and
terms of occupancy without necessarily moving. Used well, it can reduce costs, improve flexibility, refresh the
premises, and align the lease with the company’s next stage. Used casually, it can lock the business into
avoidable expense and outdated terms.

Before signing the next renewal amendment, tenants should slow the process down enough to ask the hard
questions. Is the space still right? Is the rent truly market? What concessions are justified? What risks carry
forward from the old lease? What alternatives exist? Who is advocating solely for the tenant?

The answers determine whether the renewal is merely an extension, or a better deal.


