
A lease renewal can look deceptively simple. The landlord sends a proposal, the rent is higher than before, the
expiration date is approaching, and everyone would rather avoid the disruption of a move. Many business owners
sign faster than they should because staying put feels easier than reopening the entire office search.

That is exactly why renewal negotiations deserve more attention, not less.

When a company renews office space, it is not merely extending an old agreement. It is making a fresh financial
commitment, often for three, five, seven, or ten years. The rent, operating expenses, improvement allowances,
renewal options, assignment language, parking rights, signage, restoration obligations, and default provisions
can affect cash flow and flexibility long after the excitement of “getting it done” has faded.

The strongest renewal negotiations usually start with a simple mindset shift: the current office is one option, not
the only option. Even if staying is the preferred outcome, the tenant needs leverage, market knowledge, and a
disciplined process. That is where commercial tenant representation and experienced commercial lease
negotiation services can make a measurable difference.

Mazirow Commercial Inc., a tenant and buyer advisory commercial real estate firm, has built its work around that
principle. The company represents tenants and buyers only, not landlords, and focuses on helping businesses
negotiate office-space leases. With more than 30 years of commercial real estate experience behind its founder
and president, Sheryl Mazirow, and a track record of helping hundreds of businesses negotiate leases, the firm’s
tenant-only model reflects an important reality: in a renewal, the tenant’s interests and the landlord’s interests are
not the same.

Why renewals are often harder than they appear
A first-time office lease negotiation usually feels substantial because everything is new. The business compares
buildings, tours spaces, studies commute patterns, budgets furniture and cabling, and talks through growth
projections. A renewal, by contrast, can feel administrative. Same suite. Same landlord. Same employees. Same
parking lot.

But the landlord often has more information than the tenant realizes. The landlord knows the building’s
occupancy, upcoming vacancies, capital plans, debt pressures, leasing velocity, and how much it would cost to re-
lease the tenant’s space if the tenant moved out. The landlord also knows whether the tenant appears organized
or reactive.

Tenants often reveal their weak negotiating position unintentionally. They wait until the last few months, tell the
property manager they “definitely want to stay,” ask only for a rent quote, or fail to investigate comparable
alternatives. Once the landlord senses that moving is unlikely, the negotiation narrows. The tenant may still
receive a concession, but rarely the best available deal.

A renewal should be approached as a market transaction. The fact that the tenant already occupies the space
creates advantages, but it does not eliminate the need for commercial lease negotiation. In fact, existing
occupancy can create both leverage and complacency. The tenant saves relocation cost and business disruption
by staying, while the landlord saves downtime, brokerage costs, improvement expenses, and the risk of vacancy.
A good negotiation identifies the value on both sides and converts that value into better lease terms.

Start earlier than feels necessary



The most common renewal mistake is starting too late. For a small office with modest build-out needs, a tenant
may think 90 days is enough. Sometimes it is, but that timeline leaves little room to create leverage. If the
landlord’s proposal is weak, the tenant has limited time to test the market, negotiate alternatives, review legal
language, price improvements, obtain internal approvals, and plan a move if needed.

For many office tenants, the renewal process should begin nine to twelve months before expiration. Larger
offices, medical spaces, specialized layouts, or companies with board approvals may need more time. A business
that occupies flex or industrial space, or a medical office with infrastructure requirements, may need even longer
if relocation is a realistic possibility.

The point is not to create panic. The point is to create options. Time allows the tenant to compare staying with
relocating, understand the cost of both paths, and negotiate without appearing trapped. A tenant with credible
alternatives does not need to bluff. The facts speak for themselves.

When Mazirow Commercial provides tenant representation services, the process typically centers on the tenant’s
business needs rather than the landlord’s preferred timeline. That distinction matters. A landlord may want a
quick signature. A tenant needs to know whether the renewal supports its operations, growth plans, cash flow,
and long-term flexibility.

Know what your current lease actually says
Before negotiating new terms, read the existing lease closely. Many tenants remember the rent and expiration
date but forget the details that shape leverage. Renewal options may contain strict notice deadlines. Holdover
provisions may impose steep rent increases if the tenant remains after expiration. Restoration clauses may require
removal of improvements. Operating expense provisions may allow pass-through costs that rise significantly over
time.

The renewal option, if one exists, deserves special attention. Some options specify a fixed rent or formula. Others
refer to fair market value, which can be a source of disagreement. Some options require written notice six, nine,
or twelve months before expiration. Miss the date, and the option may disappear.

Even when a tenant has a renewal option, it may not be the best path. Exercising an option can lock the tenant
into a narrow process. In some cases, negotiating outside the option produces better economics, more
concessions, or updated lease language. In other cases, the option provides useful protection and should be
preserved while discussions continue. The right strategy depends on the language, timing, market conditions,
and the tenant’s willingness to consider relocation.

This is one reason commercial lease renewal negotiation should not be treated as a casual email exchange. A
tenant representation company can help interpret the business implications of the lease, coordinate with legal
counsel when needed, and identify provisions that should be improved during the renewal.

Build a realistic picture of the market
Landlords often present renewal proposals as if they reflect the market. Sometimes they do. Sometimes they
reflect the landlord’s wish list.

A tenant needs current information about comparable buildings, asking rents, concessions, improvement
allowances, parking costs, operating expense structures, and available space. The comparison should be practical,
not theoretical. A building across town may look cheaper on paper, but if it disrupts employee commutes or lacks
appropriate parking, it may not be a real alternative. A space with lower rent may require significant construction.
A newer building may have higher operating expenses but better efficiency.



The best market analysis accounts for total occupancy cost, not rent alone. Office leases often involve base rent,
operating expense pass-throughs, taxes, insurance, utilities, janitorial service, parking, after-hours HVAC, security,
and other charges. Two spaces with similar quoted rent can produce very different annual costs.

Businesses in the San Fernando Valley, Conejo Valley, Ventura County, and Santa Barbara County, areas served by
Mazirow Commercial, may face different building inventories, commute patterns, and submarket dynamics. A
renewal strategy should reflect those local realities. Broad market headlines rarely tell a tenant what matters
inside a specific building, for a specific suite, with a specific expiration date.

Understand the landlord’s economics
A renewal negotiation improves when the tenant understands what the landlord gains by keeping the tenant.

If the tenant leaves, the landlord may face months of vacancy. The landlord may need to pay leasing
commissions, fund tenant improvements, offer free rent, repaint and recarpet the suite, update common areas, or
subdivide the space. The landlord may also face uncertainty about how long it will take to secure a replacement
tenant.

That does not mean the tenant can demand anything. It means the tenant should avoid negotiating as though
the landlord is doing a favor by allowing the company to stay. A reliable tenant with a history of paying rent,
occupying space responsibly, and renewing without drama has value.

The negotiation should translate that value into specific terms. Lower rent is one possibility, but it is not the only
one. The tenant may benefit more from an improvement allowance, a period of rent abatement, a cap on
controllable operating expenses, expansion rights, contraction rights, parking concessions, or updated
assignment and subletting language. The best package depends on the business.

A professional services firm planning steady growth may care most about expansion options. A medical office
may care about improvement dollars and minimal disruption. A company with uncertain headcount may value a
shorter term or termination option, even if the rent is not the absolute lowest number. Commercial lease
negotiation is rarely about winning one term. It is about shaping a lease that matches the tenant’s risk profile.

Treat concessions as part of the total deal
Tenants sometimes focus on rent because it is visible. Landlords know this and may hold rent firm while offering
concessions elsewhere, or lower rent while tightening other terms. A disciplined renewal compares the full
economic package.

A tenant improvement allowance can be especially important in a renewal. After years in the same space, carpet,
paint, lighting, furniture systems, conference rooms, and technology infrastructure may need attention.
Employees notice when an office feels neglected. Clients notice too. If the tenant is committing to another multi-
year term, the space should support the company’s current operations, not merely preserve the layout from the
last lease cycle.

Rent abatement can also matter. A few months of free or reduced rent may help offset construction disruption,
moving within the building, furniture upgrades, or other transition costs. In some cases, a landlord may prefer
abatement over a lower face rate because it preserves building valuation metrics. That preference can create
room for a deal that works for both sides.

Operating expenses deserve equal attention. A rent reduction can disappear if expense pass-throughs escalate
aggressively. Tenants should review base years, expense stops, exclusions, audit rights, management fees, capital



expense treatment, and caps where applicable. These details are not exciting, but they can affect total cost
throughout the term.

A concise renewal checklist before you respond to the landlord
Before answering a renewal proposal, a business should pause long enough to gather the facts. A quick response
can box the tenant into a narrow negotiation before the company understands its position.

1. Confirm the lease expiration date, renewal option deadline, holdover penalty, and notice requirements.

2. Compare the landlord’s proposal with real alternatives, including relocation costs and business disruption.

3. Calculate total occupancy cost, including rent, expenses, parking, utilities, and likely improvements.

4. Identify operational needs for the next term, such as growth, downsizing, hybrid work, medical build-out, or
storage.

5. Decide who will lead negotiations, including whether to engage tenant representation before substantive
discussions begin.

This checklist is intentionally short. The deeper work comes after the facts are assembled, when the tenant can
decide whether the renewal proposal is competitive or merely convenient.

Do not underestimate lease language
Economic terms receive the most attention, but legal and operational clauses often determine how flexible the
lease feels after signing. Assignment and subletting provisions matter if the business may sell, merge, restructure,
or reduce its footprint. Use clauses matter if the company may add services or change operations. Alteration
clauses matter if the space needs modifications. Default and cure periods matter if an administrative error occurs.

Renewals are a good time to correct language that caused friction during the prior term. Perhaps the landlord
was slow to approve alterations. Perhaps after-hours HVAC charges were unclear. Perhaps parking rights were
informal. Perhaps the company added employees and needs more certainty about building access. If the tenant
signs the landlord’s standard renewal amendment without reviewing these issues, the same problems can
continue for years.

A lease renewal amendment can be short, but short does not always mean simple. It may incorporate the entire
existing lease except for a few changed terms. That means old provisions remain alive unless specifically
modified. Tenants should understand what they are carrying forward.

Commercial tenant representation does not replace legal counsel, but it can help identify business points that
should be addressed before attorneys finalize documents. The broker or advisor sees how lease clauses work in
practice, while legal counsel handles legal interpretation and drafting. The two roles complement each other.

Create credible alternatives, even if you want to stay
Some tenants resist touring other spaces because they worry it signals disloyalty. That concern is understandable,
especially when the landlord relationship has been cordial. But a professional market review is not hostility. It is
responsible management.

A credible alternative changes the tone of a renewal negotiation. It gives the tenant a basis for comparison and
helps leadership evaluate the cost of staying versus moving. It also allows the tenant to discover opportunities it



may not have considered. A relocation may still prove too disruptive, but the tenant will know that from analysis
rather than assumption.

The alternative does not have to be perfect to be useful. If another building offers a competitive package, better
parking, more efficient space, or an improvement allowance that solves an operational problem, the current
landlord should understand that the tenant has choices. The conversation becomes more balanced.

That balance is one reason businesses hire commercial lease negotiation services. A tenant advisor can run a
structured process, communicate with landlords, request proposals, compare terms, and keep negotiations
professional. The tenant avoids emotional back-and-forth and gains a clearer view of the market.

Be careful with “blend and extend” offers
A landlord may propose a blend and extend, where the tenant extends the lease early and the rent is adjusted
over the new term. These arrangements can be useful. They may provide immediate savings, fund improvements,
or secure space before the current term expires.

They can also be misleading if the tenant does not calculate the full economics. A modest rent reduction today
may be offset by a longer commitment at above-market rates later. An improvement allowance may come with a
term that exceeds the tenant’s planning horizon. A proposal that appears generous in year one may be expensive
over the full term.

The right question is not whether the first-year savings look attractive. The right question is whether the net
effective cost, flexibility, and risk allocation make sense over the entire commitment. Businesses should model the
cash flows year by year and compare them with alternatives. A renewal that saves money immediately but traps
the tenant in unsuitable space can become costly.

Match the term to the business plan
Landlords usually prefer longer terms. Longer leases stabilize income, reduce vacancy risk, and support financing.
Tenants often prefer flexibility, but they may also want the concessions that come with a longer commitment. The
negotiation sits between those interests.

A three-year renewal may preserve flexibility but limit improvement dollars. A five-year term may support a
stronger concession package. A longer term may make sense for a stable business with specialized space, but it
can be dangerous for a company facing uncertain headcount, ownership changes, or operational shifts.

Hybrid work has made this decision more complicated for many office tenants. Some companies need less space,
some need better space, and some need a layout that supports collaboration rather than daily desk occupancy.
The renewal should not simply replicate the old footprint unless the old footprint still works.

A tenant may also negotiate options that soften the commitment. Renewal rights, expansion rights, rights of first
offer, contraction rights, or termination options can create flexibility, though landlords may price them into the
deal or limit their availability. These provisions must be negotiated carefully because vague rights often
disappoint when the tenant tries to use them.

Consider whether the space itself still fits
A renewal negotiation should include an honest look at how the office functions. The cheapest deal is not always
the best deal if the space undermines productivity, recruitment, client experience, or workflow.



Walk the suite with fresh eyes. Are private offices sitting empty while conference rooms are overbooked? Is the
reception area larger than needed? Are employees improvising storage? Is the technology infrastructure
adequate? Does the layout support confidentiality where required? Are there accessibility, security, or after-hours
access issues that should be addressed?

Medical space, office space, and flex or industrial space each bring different concerns. A medical tenant may care
deeply about patient flow, plumbing, exam room configuration, and parking convenience. A professional office
tenant may prioritize conference rooms, acoustics, daylight, and efficient circulation. A flex or industrial user may
focus on loading, clear height, power, storage, and office-to-warehouse ratio.

Mazirow Commercial states that it specializes in tenant and buyer advisory services for office, medical, and
flex/industrial space. That specialization matters because the definition of a good renewal varies by use. The lease
should fit the operation, not just the square footage.

Keep negotiations professional, but not passive
A renewal negotiation does not need to be adversarial. Many landlords value good tenants and prefer practical
solutions. Still, professionalism should not be confused with passivity.

A tenant should respond to proposals with specific, supportable requests. “The rent is too high” is weaker than
“Based on comparable alternatives, the total occupancy cost needs to be adjusted, and the renewal should
include an improvement allowance because the suite requires updates for the next term.” Specificity shows
preparation.

It also helps to separate relationship issues from business terms. The property manager may be helpful. The
building engineer may commercial lease negotiation services be excellent. The landlord may have responded well
to maintenance requests. Those facts have value, but they do not answer whether the proposed rent,
concessions, and lease language are competitive.

A tenant advisor can preserve the relationship by handling difficult discussions through a professional channel.
The business owner or executive team can remain focused on operations while the advisor manages the
negotiation details.

Common renewal mistakes that cost tenants money
Renewal errors rarely happen because tenants are careless. They happen because leaders are busy, leases are
technical, and the path of least resistance feels efficient until the final numbers are reviewed.

Here are five mistakes worth avoiding:

1. Waiting until the renewal deadline or lease expiration is too close to create leverage.

2. Assuming the landlord’s first proposal reflects fair market terms.

3. Comparing only base rent while ignoring operating expenses, parking, concessions, and improvement costs.

4. Exercising a renewal option without testing whether a negotiated deal would be better.

5. Signing a short amendment without reviewing the old lease provisions that remain in effect.

Each mistake has the same root cause: the tenant reacts instead of managing the process. A better approach
begins early, tests the market, and treats the renewal as a strategic business decision.

Why tenant-only representation changes the dynamic

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


Commercial real estate brokerage can involve competing loyalties. Some firms represent landlords in one
transaction and tenants in another. That structure is common in the industry, but it can make tenants wonder
whether advice is completely aligned with their interests.

Mazirow Commercial says it represents tenants and buyers only and does not represent landlords. For a business
renewing office space, that positioning is significant. A tenant-only advisor is not trying to preserve a landlord
agency relationship or balance both sides of the table. The advisor’s role is to advocate for the tenant’s
occupancy goals, cost savings, concessions, and lease flexibility.

That does not guarantee any specific outcome, and no reputable advisor should promise a result before
understanding the lease, building, market, and tenant requirements. But the alignment is clear. The tenant has an
advocate whose job is to evaluate options and negotiate from the tenant’s side.

Tenant representation can be especially useful when the landlord has an experienced leasing team. Landlords
negotiate leases repeatedly. Many business owners negotiate office leases only a handful of times in their
careers. That experience gap affects language, timing, economics, and strategy. A tenant representation company
helps close that gap.

Look beyond the face rate
The face rate is the number most people remember. It is also the number most likely to distract from the real
economics.

A lease with a slightly higher rent but generous improvement allowance, capped controllable expenses, free rent,
and flexible rights may outperform a lease with a lower stated rate and weak concessions. Conversely, a landlord
may offer free rent while pushing for a rate or term that does not serve the tenant. The only way to know is to
model the deal.

Net effective rent is one useful measure, but it should not be the only one. Cash flow timing matters.
Construction costs matter. Tax and accounting treatment may matter. Operational disruption matters. If
employees will lose productivity during renovations, that cost may not appear in the lease spreadsheet, but it is
real.

For smaller businesses, even modest monthly differences compound. A few dollars per square foot per year can
become a meaningful amount over a multi-year term. For larger tenants, small changes in operating expense
language or improvement obligations can affect budgets substantially. The numbers deserve careful review
before anyone signs.

Renewal strategy should reflect negotiating power
Not every tenant has the same leverage. A tenant occupying a small suite in a nearly full building may have less
leverage than a larger tenant in a building with vacancy. A tenant with specialized improvements may face higher
relocation costs, while the landlord may also face higher re-leasing costs if the space is difficult to adapt. A tenant
with excellent credit may be attractive. A tenant with uncertain financials may need to address landlord concerns.

Good negotiation strategy is realistic. It does not rely on empty threats. If moving is not feasible, the tenant
should still negotiate, but the approach may emphasize the cost and certainty benefits of renewal for both
parties. If moving is feasible, the tenant can press harder using actual alternatives. If the tenant needs major
concessions, it should be prepared to offer term length or other value in return.



Commercial lease renewal negotiation works best when the tenant knows its walk-away point. That point may
not be a single rent number. It may involve a combination of economics, flexibility, improvements, and timing.
Without that internal clarity, tenants can spend weeks trading proposals without knowing what they are trying to
achieve.

The role of lease administration after the renewal
The work does not end when the amendment is signed. Lease administration matters throughout the term. The
tenant should calendar critical dates, including renewal option deadlines, rent increases, notice periods, audit
windows, insurance requirements, and expiration dates. Many valuable rights are lost because no one tracks
them.

A business should also keep a clean file with the original lease, amendments, commencement letters, estoppels,
notices, landlord correspondence, insurance certificates, and improvement documentation. When the next
renewal approaches, that record can save time and prevent disputes.

Mazirow Commercial’s publicly described services include lease administration, office lease renewals, lease
negotiation, office relocations, sublease office space, tenant representation, and construction management.
Those categories reflect the reality that occupancy decisions are connected. A renewal may involve construction.
A relocation may involve subleasing old space. A lease negotiation may create future administration obligations.
Treating these pieces separately can lead to missed opportunities.

When staying is the right answer
A well-negotiated renewal can be an excellent outcome. Staying avoids disruption, preserves employee routines,
maintains client familiarity, and reduces moving costs. If the building works, the landlord is responsive, and the
economics are competitive, renewal may be the smartest decision.

The key is proving it. A tenant should renew because the deal supports the business, not because the deadline
arrived. When the tenant has tested the market, reviewed the lease, evaluated alternatives, and negotiated
meaningful terms, staying becomes a strategic choice.

There is also value in continuity. Some businesses depend on location familiarity. Clients know where to park.
Staff understand commute times. Vendors know the loading area. In medical and professional settings, a stable
location can support trust. These benefits belong in the decision, even though they may not fit neatly into a
spreadsheet.

But continuity should still be priced correctly. If the tenant’s stability benefits the landlord too, the lease should
reflect that shared value.

When relocation should remain on the table
Sometimes renewal is not the best answer. The company may have outgrown the space. The building may no
longer match the brand. Parking may be insufficient. The landlord may resist necessary improvements. The
economics may be out of line with alternatives. The office may be too large after operational changes.

Relocation carries cost and disruption, so it should not be threatened casually. Yet it should not be dismissed
without analysis. A move can reset the workplace, improve efficiency, and align real estate with the next stage of
the business. In some cases, a better layout reduces the total square footage needed, offsetting relocation costs
over time.



A tenant advisor can compare renewal and relocation scenarios with practical detail. That includes not only rent,
but construction timing, furniture, cabling, moving logistics, downtime, employee impact, and the risk of delays.
The analysis does not have to be perfect to be useful. It needs to be honest enough to support a decision.

Choose advisors before the pressure builds
The best time to engage tenant representation is before the landlord controls the timeline. Once a tenant has
already exchanged proposals, disclosed its desire to stay, missed option deadlines, or run short on time, an
advisor may still help, but some leverage may be gone.

Businesses often assume they should call a tenant representative only if they plan to relocate. That is a
misconception. Tenant representation services can be just as valuable in a renewal because the advisor can
benchmark the landlord’s proposal, create competition, negotiate concessions, and improve lease terms. The
goal is not to force a move. The goal is to secure the best practical outcome.

For companies in the San Fernando Valley, Conejo Valley, Ventura County, and Santa Barbara County, Mazirow
Commercial’s focus on tenant and buyer advisory services offers a local resource for businesses evaluating office
lease renewals. The firm’s tenant-only approach, experience helping hundreds of businesses negotiate leases, and
emphasis on negotiated rental-rate savings and other lease concessions align with what tenants need most
during a renewal: advocacy, market knowledge, and disciplined negotiation.

A better renewal conversation
A strong renewal conversation sounds different from a rushed one. It does not begin with “What rent will you
give us if we stay?” It begins with a clear understanding of the tenant’s business needs, current lease rights,
market alternatives, and financial objectives.

The landlord’s proposal is only the opening move. The tenant’s response should be informed, specific, and
supported by credible alternatives. Some terms will be negotiable. Others may be constrained by the building,
ownership, or market. Judgment matters. Pushing every issue equally can slow momentum and weaken
credibility. Prioritizing the terms that truly affect the business usually produces better results.

Commercial lease negotiation is part economics, part timing, part psychology, and part documentation.
Businesses that treat it as a strategic process tend to make better occupancy decisions. They avoid preventable
costs, preserve flexibility, and enter the next lease term with fewer surprises.

A renewal may keep the company in the same suite, behind the same door, with the same view from the
conference room. But if it is negotiated well, the business behind that door is better protected.


