Commercial leases rarely look dangerous at first glance. The rent is stated, the term is clear, the address is right,
and the landlord or listing broker may seem cooperative. For many Southern California business owners, that is
where the comfort ends. The real economics of a lease often sit in the details: operating expense pass-throughs,
renewal language, construction obligations, delivery conditions, parking rights, assignment restrictions,

restoration requirements, and the practical leverage created by market alternatives.

That is why tenant-only commercial lease advisory matters. A business that leases office, medical, flex, or
industrial space is not simply choosing square footage. It is taking on a multi-year financial obligation that affects
hiring, cash flow, client access, patient experience, logistics, build-out timing, and sometimes the ability to sell or
relocate the company later. The lease becomes part real estate document, part operating plan, and part risk

allocation.

Mazirow Commercial Inc.,, operating through tenantadvisory.com, positions its work around that reality. The firm
represents tenants, not landlords, and focuses on helping businesses negotiate commercial leases, including new
leases, lease extensions and renewals, and subleases. For companies across Southern California, particularly in the
San Fernando Valley, Conejo Valley, Ventura County, and Santa Barbara County, that tenant-only position can

change the entire conversation.

Why tenant-only representation changes the negotiation

A landlord has a clear objective: secure rent, protect the building, maintain control of the asset, and minimize
concessions. None of that is improper. It is the landlord’s business. The issue is that many tenants enter the
process without equal information. They may know their company, their customers, and their budget, but not the
current lease market, how comparable spaces are trading, which concessions are realistic, or how a renewal

proposal compares to relocation options.

Commercial tenant representation exists to correct that imbalance. A tenant advisor looks at the deal from the
occupier's side, not from the ownership side. That distinction is especially important when a firm represents
tenants only. There is no need to balance the interests of building owners against the interests of the business
occupying the space. The work is directed toward the tenant's economics, flexibility, risk control, and long-term

operating needs.

In practical terms, tenant-only advisory helps a business avoid negotiating in a vacuum. A renewal offer may
sound reasonable until it is tested against competing buildings. A tenant improvement allowance may look
generous until construction pricing and landlord work obligations are reviewed. A sublease may appear
inexpensive until consent rights, remaining term, furniture, restoration obligations, and pass-through charges are
examined. Good commercial lease negotiation is not only about asking for lower rent. It is about knowing where

value is hidden and where risk has been shifted.

The best outcomes often come from preparation before the landlord believes the tenant is committed. Once a
company has told its landlord it intends to stay, toured no alternatives, and waited until the final months of the
term, leverage narrows. A tenant advisor can create a credible process earlier, which may involve comparing
renewal terms with relocation opportunities, clarifying space requirements, and identifying the cost of staying
versus moving. Even if the tenant ultimately remains in place, that preparation often improves the renewal

discussion.

The Southern California lease landscape is local, not generic



Southern California is not one commercial real estate market. A business in Sherman Oaks is not weighing the
same options as a company in Camarillo. A medical practice in Encino has different priorities than a flex-space
tenant in Chatsworth. A professional services firm in Westlake Village may care heavily about client access and
building image, while an industrial user in Oxnard may focus on loading, clear height, yard access, power, and

truck circulation.

Mazirow Commercial states that it serves Southern California communities including Sherman Oaks, Encino,
Tarzana, Woodland Hills, Calabasas, Agoura, Westlake Village, Thousand Oaks, Camarillo, Oxnard, Ventura,
Northridge, Chatsworth, Van Nuys, and Canoga Park. That geography matters because lease negotiations are
shaped by hyperlocal supply, ownership patterns, building age, parking ratios, access to freeways, and the type of

tenants competing for space.

A landlord in a tight submarket may resist concessions that would be routine elsewhere. A building with
upcoming vacancy may be more motivated than its asking rent suggests. A medical office location may be
constrained by plumbing, patient parking, permitted use, accessibility upgrades, and specialized build-out needs.
Flex and industrial spaces bring their own questions about loading, warehouse-office ratio, permitted uses, HVAC,

electrical capacity, and who pays for improvements.

Local experience also helps with timing. In some situations, a tenant can test the market and create leverage
within a few months. In others, especially where build-out, permitting, or specialized improvements are involved,
waiting too long can force a poor decision. A business that needs medical space or a specialized office

configuration cannot assume that a move-in-ready option will appear just when the current lease expires.

What commercial lease advisory actually covers

The phrase “commercial lease negotiation services” can sound narrow, as if the advisor appears only after the
landlord has sent a proposal. In practice, effective lease advisory starts earlier and continues further. The
negotiation is only one phase of a broader process that includes strategy, market analysis, proposal comparison,

financial review, construction coordination, and lease administration.

Mazirow Commercial describes services that include tenant representation, construction management, and lease
administration. That combination reflects a practical truth: lease value commercial lease negotiation is not
achieved at signing alone. A tenant can negotiate a strong allowance, then lose value if construction is poorly
coordinated. A tenant can secure favorable lease language, then miss a critical notice date or fail to track
obligations during the term. A tenant can sign a renewal with free rent and renovation commitments, then

discover too late that the work scope was vague.

For a new lease, the advisory process often begins with defining the business requirement. That is not just a
square-footage calculation. It includes how people work, how clients or patients arrive, where employees
commute from, whether the company expects growth or contraction, what image the space should project, and
what improvements are truly necessary. Some tenants overestimate space because they are reacting to a

frustrating current layout. Others underestimate because they focus only on monthly rent and not on operational
fit.

For a renewal, the process is more subtle. Staying in place feels simple, but that simplicity can weaken negotiation
posture. Landlords know that moving is disruptive. They also know that many tenants underestimate the time
required to relocate. A disciplined commercial lease renewal negotiation treats the renewal as one option among
several, not as the default. That does not mean bluffing. It means understanding the real cost and feasibility of

alternatives so the tenant can negotiate from knowledge rather than habit.


https://tenantadvisory.com/

Subleases require a different kind of caution. The rent may be attractive, but the tenant is stepping into a
relationship shaped by the master lease, the sublandlord’s remaining term, the building owner’s consent rights,
and the condition of the premises. A sublease can be a smart solution for a business needing flexibility, but it

should be reviewed with the same seriousness as a direct lease.

The hidden economics behind “rent”

Many tenants compare leases by looking at the base rent and multiplying by the square footage. That is a start,
but it can be misleading. Two spaces with the same asking rent can have very different economic outcomes once
concessions, pass-throughs, parking charges, tenant improvements, free rent, annual increases, and restoration

obligations are considered.

A lease with lower rent but insufficient improvement dollars may require the tenant to spend cash up front. A
lease with a strong build-out package may still create risk if the landlord controls the construction schedule
without clear delivery obligations. A renewal at a slightly higher rent may be better than a move if relocation
costs, downtime, cabling, furniture changes, and employee disruption outweigh the savings. Conversely, staying
can be expensive if the landlord assumes the tenant will not leave and offers terms above what the market would

support.

Free rent is another area where details matter. A free-rent period can improve cash flow during move-in or
construction, but its value depends on when it applies, whether operating expenses are still due, and how it
interacts with the lease commencement date. Landlord-funded renovations can be valuable, but only if the work

is clearly described and the timeline is realistic.

Mazirow Commercial shares a case study in which it helped a client renew a lease at lower rent, secure a free-rent
period, and obtain a landlord-funded suite renovation. Without adding assumptions beyond that, the example
illustrates a broader point: a renewal does not have to be limited to “same space, new rate.” It can include

economic relief, work to improve the premises, and terms that better match the tenant’s current business needs.

Where tenants commonly lose leverage

Most lease mistakes are not dramatic. They happen quietly, through timing, incomplete information, or a
misplaced sense of certainty. A tenant may believe the landlord’s first proposal is “standard.” A business owner
may ask for a modest reduction but never test whether a larger concession was available. A company may accept
vague improvement language because everyone seems aligned, then later discover that the landlord and tenant

had different expectations.
The most common leverage problems tend to fall into a few patterns:

1. Starting renewal discussions too late, when relocation is no longer a credible option.

2. Comparing only face rent, rather than the full cost of occupancy over the lease term.

3. Assuming the landlord’s broker is responsible for protecting the tenant's interests.

4. Accepting tenant improvement language without enough detail about scope, timing, and responsibility.

5. Overlooking future flexibility, including expansion, contraction, assignment, sublease, and renewal rights.
Each of these can be managed, but only if addressed before documents are finalized. Once a lease is signed, the

tenant's leverage usually drops sharply. Commercial lease negotiation is most effective when the tenant still has

choices and the landlord understands that those choices are real.



The role of a tenant advisor in new leases

For a growing company, a new lease can feel like a milestone. The new office, clinic, showroom, flex space, or
industrial facility represents progress. It may also be one of the largest fixed obligations the business has ever
accepted. A five-year lease can carry a total commitment far beyond what the monthly rent suggests, especially

when operating expenses and annual increases are included.

A tenant advisor begins by helping the business define what it actually needs. That may include location
priorities, space type, budget range, parking, access, visibility, build-out, term length, and flexibility. The advisor
then helps identify available options and request proposals. The value is not merely in finding listings. Many
tenants can find available space online. The value comes from interpreting alternatives, creating competition, and

structuring requests so landlords respond in ways that can be compared.

Proposal comparison is where professional judgment becomes important. One landlord may offer lower rent but
little improvement money. Another may quote a higher rate but include free rent and more construction support.
A third may have the best space but a term that does not match the tenant’s planning horizon. The right answer

depends on the company’s priorities, cash position, growth plans, and tolerance for disruption.

During negotiation, the advisor's job is to push for terms that reflect market conditions and the tenant's leverage.
That can include rent, annual increases, free rent, tenant improvement allowance, signage, parking, renewal
options, assignment and subletting rights, operating expense protections, and delivery obligations. Attorneys
typically handle legal review, but business terms need to be negotiated before legal language can protect them

effectively.

Lease renewals deserve the same discipline as relocations

A surprising number of tenants treat renewals as administrative tasks. The landlord sends a proposal, the tenant
asks for a small adjustment, and the parties sign an amendment. That may be adequate in some cases, but it can
leave substantial value on the table. A renewal is a new transaction. The landlord is preserving income and
avoiding downtime, marketing costs, vacancy risk, and possible improvement costs for a replacement tenant. The
existing tenant may have more leverage than it realizes, particularly if it has paid reliably and uses the space in a

way that fits the property.

Commercial lease renewal negotiation should begin with a sober assessment of alternatives. What would it cost
to move? Are there comparable spaces nearby? Would a relocation improve operations or create unnecessary
disruption? Does the current space still fit the business? Has the company changed since the original lease was

signed? Has the building changed? These questions shape the strategy.

The strongest renewal conversations usually happen when the tenant has enough time to move if the landlord
does not offer reasonable terms. That does not mean the tenant wants to leave. It means the tenant has
preserved choice. Landlords understand timing. If the lease expires soon and the tenant has not toured
alternatives, the landlord may reasonably assume that the tenant's threat to move is weak. If the tenant has

evaluated the market and can discuss alternatives credibly, the renewal negotiation becomes more balanced.

Renewals can also be an opportunity to correct old problems. Perhaps the suite needs renovation. Perhaps the
reception area no longer fits the company’s client experience. Perhaps the tenant needs revised parking rights,
updated signage, or a more practical option term. A tenant-only advisor can help frame these requests as part of

a complete renewal package rather than isolated complaints.

Construction and build-out: where deal value can disappear



Tenant improvements can make or break a lease. A space that looks affordable on paper may become expensive
if it requires significant work. A landlord allowance may sound sufficient until the tenant receives pricing. A

promised renovation may become a point of friction if the scope is not specific.

Construction management, as part of commercial lease advisory, helps bridge the gap between negotiated
economics and physical delivery. The lease may say that certain improvements will be performed, but someone
still needs to clarify what work is included, who controls the process, what happens if costs exceed the allowance,
and when the space must be ready. For medical space, office space, and flex or industrial space, these questions

can vary widely.

A medical tenant may need plumbing, specialized rooms, patient flow, privacy considerations, and compliance-
related improvements. An office tenant may focus on conference rooms, private offices, open work areas, break
rooms, lighting, and finishes. A flex or industrial tenant may care more about warehouse functionality, office

build-out, power, loading, and operational efficiency. None of these should be treated as generic improvements.

The timing risk is just as important as the cost. If the current lease expires before the new space is ready, the
tenant may face holdover exposure, temporary space needs, or operational disruption. If the lease
commencement date arrives before the tenant can use the premises, the tenant may pay rent before receiving

business value. Clear negotiation and coordinated follow-through reduce those risks.

Lease administration after the signature

A lease is not finished when it is signed. It has notice dates, rent changes, pass-through obligations, renewal
option windows, insurance requirements, maintenance responsibilities, and sometimes reporting or consent
provisions. For busy companies, these details can fade into the background until a deadline is missed or a cost

appears unexpectedly.

Lease administration helps tenants track obligations and preserve rights. This can be particularly important for
renewal options. Many leases require strict notice within a defined window. Missing that window can shift
leverage back to the landlord or eliminate the option entirely. Expense reconciliations also deserve attention.
Tenants should understand what they are being charged, how charges are calculated, and whether the lease

language supports those charges.

For companies with one location, lease administration may be straightforward but still important. For companies
with multiple spaces or plans to grow, it becomes part of risk management. Good records help leadership make

decisions before urgency takes over.

“Free to the tenant” and what that means

Mazirow Commercial states that its tenant advisory services are free to the tenant because the landlord covers
the cost. This is a common structure in commercial brokerage and tenant representation, but it is often
misunderstood by business owners. Some tenants assume that if the landlord pays, the advisor cannot truly
represent the tenant. The key distinction is representation. A tenant-only advisor works for the tenant’s interests,

even though compensation is paid through the transaction.

For tenants, the practical benefit is access to professional commercial lease negotiation services without a direct
advisory fee in the typical transaction structure described by the firm. That can be especially valuable for small
and mid-sized businesses that need experienced representation but may hesitate to add another line item to a

relocation or renewal budget.



The landlord’s cost of leasing space is generally part of the overall economics of filling or retaining occupancy. A
tenant that goes unrepresented does not automatically receive a better deal because no tenant advisor is
involved. In many cases, the landlord’s representative is already part of the transaction. The tenant's choice is
whether it wants its own advocate in the process.

Office, medical, and flex or industrial space require different instincts

A commercial lease is not a commodity contract. The right terms depend heavily on the type of space and the
business use. Mazirow Commercial states that it specializes in office space, medical space, and flex/industrial

space advisory. Those categories overlap in some ways, but each brings a different set of priorities.

Office tenants often focus on employee experience, image, commute patterns, meeting space, parking, and
flexibility. The rise of hybrid work has made some companies more cautious about long-term commitments,
while others still need high-quality space to support collaboration and client meetings. A tenant advisor can help
evaluate whether the existing footprint still matches actual use, rather than simply renewing the same square

footage because it is familiar.

Medical tenants face more specialized concerns. Patient access, parking, layout, plumbing, treatment rooms,
privacy, and build-out costs can drive the decision as much as rent. Relocation may also affect patient retention
and referral patterns. A medical lease negotiation should account for the practical difficulty of moving a practice,

while still creating enough market leverage to avoid an unfavorable renewal.

Flex and industrial tenants tend to care about function first. Clearances, loading, access, office-to-warehouse
ratio, power, and operational flow matter. A space that is cheaper but inefficient can cost more over time through
labor, delays, or operational constraints. Lease language around permitted use, maintenance, repairs, and

alterations also deserves careful attention.

When to bring in commercial tenant representation

The best time to involve a tenant advisor is before the tenant has committed emotionally to a space or signaled
to the landlord that it has no alternatives. For a renewal, that means well before expiration. For a new lease, it
means before touring casually turns into direct negotiation. For a sublease, it means before assuming the lower
rent offsets the additional complexity.

A useful rule is to start earlier when the space is specialized, the build-out is significant, or the business cannot
tolerate downtime. A simple office renewal may require less lead time than a medical relocation or flex-space
build-out, but even straightforward deals benefit from preparation. The goal is not to prolong the process. The

goal is to preserve options.

A tenant should bring clear business information to the first discussion: current lease status, expiration date,
approximate square footage, number of employees or users, budget concerns, desired locations, operational pain

points, and any expected changes. The advisor can then translate those business needs into a real estate strategy.

What a sound advisory process should feel like

Good advisory work does not feel like pressure to lease the first available space. It feels like a disciplined
narrowing of options. The tenant should understand the market better as the process moves forward. Proposals
should become easier to compare. Risks should become more visible. The landlord’s position should be tested

professionally, not antagonistically.



A healthy process usually includes:

1. A candid review of the tenant’s current lease, timing, business needs, and constraints.
2. A market survey that identifies realistic options, not just attractive listings.

3. Proposal requests structured so economic terms can be compared clearly.

4. Negotiation of business terms before lease documents become the main focus.

5. Follow-through on construction, lease administration, and critical dates after signing.

The tone matters. Effective tenant representation is firm but not theatrical. Landlords respond to credible
alternatives, organized requests, and tenants who understand their own requirements. Empty threats rarely help.
Neither does passivity. The strongest posture is informed, prepared, and willing to choose the best business

outcome, whether that means renewing, relocating, expanding, contracting, or subleasing.

A practical advantage for Southern California businesses

Mazirow Commercial states that it has helped hundreds of businesses in the San Fernando Valley, Conejo Valley,
Ventura County, and Santa Barbara County negotiate leases for over 30 years. The firm also states that it has
more than 30 years of tenant representation and lease review experience. For a business owner or executive, that
depth of experience can matter because lease negotiations often turn on pattern recognition. An experienced
advisor has seen how landlords frame proposals, where concessions may be available, which clauses often create
problems, and how timing affects leverage.

Southern California businesses operate with enough complexity already. Labor costs, customer expectations,
regulatory obligations, financing conditions, and growth decisions all compete for attention. A commercial lease
should support the business, not quietly drain resources or restrict future choices. Tenant-only commercial lease

advisory gives the occupier a more informed seat at the table.

The central point is simple: the landlord has representation and market knowledge. The tenant should, too.
Whether the need is a new lease, a sublease, or a commercial lease renewal negotiation, the right advisory
process can turn a reactive real estate decision into a controlled business decision. For office, medical, and flex or
industrial tenants across Southern California, that difference can be measured in rent savings, renovation value,

reduced risk, better timing, and space that actually serves the work being done inside it.



