Commercial real estate negotiations often look straightforward from a distance. A company needs space. A
landlord has space. Both sides discuss rent, term, improvements, timing, and signatures. Yet anyone who has sat

through a serious lease negotiation knows the real work happens in the details, and the details are rarely neutral.

A landlord usually negotiates leases every week. A business tenant may negotiate one every five, seven, or ten
years. That imbalance matters. It affects how options are framed, how concessions are presented, how risk is
transferred, and how much leverage a tenant believes it has. Commercial lease negotiation services exist to
correct that imbalance, not by making the process adversarial for its own sake, but by giving the tenant or buyer

a disciplined, informed advocate at the table.

Mazirow Commercial Inc., operating through tenantadvisory.com, is built around that premise. The firm
represents tenants and buyers only. It does not represent landlords. That distinction is not cosmetic. In
commercial tenant representation, who the advisor represents determines how advice is given, how opportunities

are evaluated, and how conflicts of interest are avoided.

For businesses in the San Fernando Valley, Conejo Valley, Ventura County, and Santa Barbara County, the right
lease can support growth and operating stability. The wrong lease can tie up cash, limit flexibility, and create
problems that only surface after the excitement of moving into new space has faded. Tenant representation
services help companies make those decisions with clearer information, stronger negotiating posture, and a
better understanding of what a lease will actually require over time.

Why tenant-only advocacy changes the negotiation

Many commercial real estate firms work with both landlords and tenants. That model can be common in the
industry, but it also creates questions for a tenant. If a broker's company represents building owners in one
transaction and tenants in another, the tenant may reasonably wonder where loyalties sit when the terms

become difficult.

A tenant representation company that works only for tenants and buyers removes that question from the
beginning. Mazirow Commercial states that it represents tenants and buyers only, and does not represent
landlords. That approach positions the firm as an advocate without a landlord-side conflict of interest. In practical
terms, the advisor's role is to examine the market, assess alternatives, negotiate terms, and protect the tenant's

business priorities without needing to preserve a landlord relationship for future listing assignments.

That does not mean every negotiation becomes combative. Experienced advisors know that good transactions
require credibility. Landlords, property managers, attorneys, contractors, and lenders all have roles in moving a
deal from concept to signed lease. A skilled tenant advocate can push firmly while still keeping the transaction

workable. The difference is that the push comes from the tenant’s side of the table.

For a tenant, that can influence the first conversation. Instead of asking, “What spaces are available?” the better
question becomes, “What business problem does the space need to solve?” A medical office has different
concerns than a general office user. A flex or industrial tenant may care more about loading, access, parking,
ceiling height, operational flow, or future expansion. A professional services firm may be focused on client
impression, employee commute patterns, private offices, conference rooms, and the cost of tenant

improvements. Tenant-only advocacy begins with those operating realities, not with a building’s marketing sheet.

The lease is not just rent



The rental rate often gets the most attention because it is easy to compare. If one building quotes a lower rate

than another, the cheaper option can appear obvious. Commercial lease negotiation rarely works that simply.

A lease is an economic package. Base rent is only one component. Escalations, operating expenses, parking
charges, tenant improvement allowances, free rent, renewal options, assignment and subletting rights, signage,
restoration obligations, security deposit requirements, and delivery conditions can each change the true cost of

occupancy. A tenant may save money on the face rate but lose flexibility in ways that become expensive later.

Consider a company comparing two office spaces with similar square footage. One landlord offers a slightly
lower rental rate but limited tenant improvement dollars and a stricter restoration clause. Another offers a higher
rate but contributes more toward improvements and provides a more workable renewal option. The better lease
depends on the tenant's plans, cash position, length of stay, and risk tolerance. If the company expects to invest
heavily in its buildout and remain for a long period, one answer may make sense. If it is uncertain about

headcount or future location strategy, the answer may be different.

This is where commercial lease negotiation services become more than transaction support. They help translate
lease terms into business consequences. A provision that looks ordinary in legal language may affect future sale
plans, expansion rights, exit strategy, or monthly cash flow. Experienced advisors have seen how those provisions

play out after the lease is signed.

Mazirow Commercial’s stated services include tenant representation, lease negotiation, office lease renewals,
lease administration, office relocations, sublease office space, and construction management. Those categories
reflect the reality that a commercial lease is not a single event. It connects site selection, economics,

improvements, occupancy, and future decision points.

Market knowledge is leverage, but only if it is applied correctly

A tenant’s negotiating position depends partly on market conditions, but not every tenant benefits automatically
from a tenant-favorable market. Vacancy, landlord motivation, competing buildings, and timing all matter. So do

the tenant's credit profile, industry, size requirement, improvement needs, and willingness to relocate.

A landlord may offer concessions when a space has been vacant for a long time, when a building needs
occupancy momentum, or when a tenant’s use strengthens the property’s profile. Another landlord may hold firm
because the building has limited availability or because the requested improvements require significant capital.

Knowing which situation applies can be the difference between a strong proposal and an unrealistic one.

Commercial tenant representation brings market context into the negotiation. In regions such as the San
Fernando Valley, Conejo Valley, Ventura County, and Santa Barbara County, individual submarkets can behave
differently even when they are geographically close. A tenant comparing office space in one area with medical
space in another should not assume that rent structures, improvement allowances, or landlord expectations will

match.

The advisor's value is not simply knowing that a building exists. Most tenants can find listings. The deeper value
lies in interpreting what the options mean. Is the quoted rate consistent with recent transactions? Is the landlord
likely to contribute to improvements? Does the space layout reduce construction cost, or will it require expensive
redesign? Is the term long enough to justify the requested buildout? Is the building suitable for the tenant's use,

or will operational compromises show up later?

A business owner or executive may have a strong feel for their company’s needs but limited time to test every
assumption in the market. Tenant representation services create a structured process around those questions so

that a company does not negotiate in isolation.



Renewal negotiations deserve the same discipline as relocations

Many companies treat a lease renewal as an administrative task. The landlord sends a proposal, the tenant
reviews the new rent, and the parties trade comments. Because the business is already in place, renewal can feel

easier than relocation. That convenience can weaken the tenant's position.

Commercial lease renewal negotiation should start well before the expiration date. Time is leverage. If a tenant
waits too long, the landlord knows relocation is unlikely. Moving costs, business disruption, construction timing,
and employee inconvenience all become pressure points. Even if the tenant does not want to move, it benefits

from understanding credible alternatives.

A renewal should be evaluated against the market, not against the current lease alone. If market rents have
shifted, if concessions have changed, or if competing buildings are more aggressive, the tenant should know that

before responding. The goal is not to bluff. The goal is to negotiate from a position of informed choice.

A company that has occupied space for years may also have operational issues that should be addressed in the
renewal. Perhaps the layout no longer matches staffing patterns. Perhaps parking has become a problem.
Perhaps the business needs a shorter term, an expansion option, or more flexibility to sublease. Renewal is often

the cleanest moment to address these issues because both parties have an incentive to preserve the relationship.

Mazirow Commercial identifies office lease renewals as part of its service offering. That focus is important
because renewals can quietly become some of the most expensive missed opportunities in commercial real
estate. A tenant may avoid moving costs but accept above-market terms or inadequate concessions simply

because the process feels familiar.

The buyer side of advocacy

Tenant and buyer advocacy share the same basic principle: the advisor works for the occupant, not the property
owner. For some companies, leasing remains the most practical path. For others, buying commercial property
may become worth evaluating. The choice depends on capital availability, long-term business stability, market

conditions, financing considerations, and the nature of the space required.

Mazirow Commercial describes itself as a tenant and buyer advisory commercial real estate firm. That matters
because leasing and buying are not interchangeable decisions. A lease can preserve flexibility and reduce upfront
capital requirements. Ownership can provide control and potential long-term stability, but it can also concentrate
risk and reduce mobility. A business that expects significant change may value lease flexibility. A business with

stable space needs may want to explore purchase options if suitable properties exist.

Buyer advocacy in commercial real estate requires the same independence as tenant representation. The advisor
must help the client assess whether ownership actually serves the business, rather than steering the client toward
any transaction that happens to be available. Sometimes the best advice is to negotiate a stronger lease.

Sometimes it is to compare purchase opportunities. Sometimes it is to wait.

The same discipline applies to office space, medical space, and flex or industrial space, all areas in which Mazirow
Commercial states it specializes. Each property type carries different operational and economic considerations.
Medical space can involve specialized buildout needs. Flex or industrial space can require attention to circulation,
access, storage, production, or hybrid office functions. Office space may turn on layout efficiency, location,

amenities, and employee access. Buyer representation must account for those practical differences.

What experienced negotiators look for before terms are exchanged



A strong negotiation often begins before the landlord receives a proposal. The tenant's advisor should
understand the company’s objectives, decision process, timing, financial parameters, and operational constraints.
A vague requirement leads to vague leverage. A clear requirement allows the advisor to compare options and
negotiate with purpose.

The best early conversations are often specific. How many people use the space now, and how many may use it
in three years? Does the company need private offices, open work areas, exam rooms, conference rooms,
warehouse access, or client-facing reception? Are there heavy parking demands? Does the business depend on
certain hours, loading patterns, signage, or proximity to customers? What budget range is acceptable when rent,

expenses, improvements, and moving costs are considered together?

A landlord proposal usually reflects the landlord’'s opening position. It may not address every tenant concern. A
tenant representative reviews the proposal with an eye toward both economics and operational fit. Some points
belong in the first response because they affect the entire deal structure. Others can be refined after the major

business terms are aligned.
A compact checklist can help frame the work, although each transaction deserves its own judgment:

* Define the business objective behind the space decision, not just the square footage.
e Compare alternatives before negotiating as if one building is the only option.

* Evaluate rent, concessions, operating expenses, and improvement costs together.

e Start renewal analysis early enough to preserve credible relocation options.

* Review flexibility provisions, including renewal, assignment, sublease, and expansion language.

Those five points sound simple. In practice, they require persistence. Tenants are busy running companies. Real
estate decisions compete with client demands, staffing issues, revenue goals, and operational problems. A tenant
advisor keeps the process moving while protecting the commercial details that are easy to miss under time

pressure.

Lease administration and the work after signing

The signed lease is not the end of the relationship between a tenant and its real estate obligations. It is the start
of a long administrative life. Dates matter. Notice deadlines matter. Rent schedules, operating expense
reconciliations, renewal windows, insurance requirements, and maintenance obligations can create problems if

they are ignored.

Lease administration is one of the services listed in public descriptions of Mazirow Commercial. It is often less
visible than site selection or negotiation, but it can be valuable for companies with limited internal real estate
resources. A missed renewal notice can eliminate leverage. A misunderstood rent escalation can distort

budgeting. A vague memory of what the lease says can lead to avoidable disputes.

For smaller and mid-sized businesses, the lease may sit in a file until something goes wrong. Larger organizations
may have internal systems, but even then, local knowledge and transaction context can help. The person who
negotiated the lease often understands why certain terms were included and what the practical intent was. That

continuity can make future renewals, expansions, or relocations more efficient.

Lease administration also reinforces an important point: commercial lease negotiation is not just about securing
the best possible terms on signing day. It is about creating an agreement the tenant can live with and manage

over the full term.



Relocation, sublease, and construction considerations

Relocation is one of the most disruptive events a business can undertake. Even a short move can affect
employees, clients, vendors, technology, furniture, records, and daily operations. The lease economics may look

favorable, but if the move is poorly timed or the space is not ready, the hidden costs can be significant.

A relocation analysis should account for more than rent savings. Buildout timing, landlord delivery obligations,
permitting, furniture lead times, data infrastructure, and move coordination can affect the real cost. Construction
management, one of the services publicly associated with Mazirow Commercial, connects the negotiated lease
terms to the physical reality of occupying the space. If the lease promises improvements but does not clearly

define responsibility, timing, quality, or cost exposure, the tenant can be left navigating uncertainty.

Sublease office space can create another path for tenants. A sublease may offer lower cost, shorter commitment,
or faster occupancy. It can also come with limitations. The existing layout may not fit. The master lease may
restrict use. Consent may be required. The remaining term may be too short or too long. A tenant should not
assume a sublease is automatically a bargain, but it can be an effective option when the business need and legal

structure align.

Office relocations and sublease office space are both listed among Mazirow Commercial’'s services. Their
inclusion reflects the broader advisory role that commercial tenant representation can play. Tenants need help

not only choosing among direct lease proposals but also evaluating alternative occupancy structures.

The economics of savings and concessions

Mazirow Commercial states that its service can help clients save money through negotiated rental-rate savings
and other lease concessions. That statement is consistent with how tenant representation often creates value, but

savings should be understood carefully.

A lower rental rate is easy to recognize. Other concessions may be just as important. Free rent can reduce upfront
occupancy cost. Tenant improvement allowances can preserve cash. Caps or clarifications on certain expense
obligations can improve budget predictability. Renewal rights can reduce future risk. Assignment and sublease

flexibility can protect a company if its circumstances change.

The strongest negotiations usually involve trade-offs. A landlord may agree to a lower rent for a longer term. A
tenant may accept a higher face rate in exchange for greater improvement dollars. A shorter lease may preserve
flexibility but reduce concessions. A longer lease may secure better economics but create exposure if the

business contracts. There is rarely a single perfect answer.

Professional judgment matters because tenants can over-optimize one term at the expense of the whole
package. A business that focuses only on rent may neglect improvement cost. A business that demands
maximum concessions may accept a term that is too long. A business that chooses the cheapest space may
discover that inefficient layout increases the square footage required. Effective commercial lease negotiation

measures value across the full occupancy picture.

For example, two spaces with the same rentable square footage may support different headcounts because of
layout efficiency. One suite may require fewer modifications. Another may need significant construction before it
works. The better deal is not always the one with the lowest asking rent. It is the one that best fits the business at

the right total cost and risk profile.

Why experience matters in local tenant representation



Mazirow Commercial says it has helped hundreds of businesses negotiate leases for over 30 years. Sheryl
Mazirow is identified as the president and founder, with more than 30 years of commercial real estate experience.

In lease negotiation, that kind of experience matters because patterns repeat, but never exactly.

An experienced advisor has seen landlord positions harden and soften. They have watched tenants outgrow
space sooner than expected, renew too late, underestimate buildout complexity, or accept terms that seemed
harmless until the business changed. They have also seen well-prepared tenants secure favorable outcomes

because they started early, compared alternatives, and negotiated the full package.

Local experience adds another layer. Commercial real estate is not abstract. Buildings have histories. Submarkets
have personalities. Owners and property managers vary in how they negotiate, how they deliver space, and how
they respond to tenant needs. A tenant representation company working across the San Fernando Valley, Conejo

Valley, Ventura County, and Santa Barbara County can bring practical regional awareness to the process.

That does not mean every outcome is predictable. Markets shift. A landlord’s priorities can change. A space that
looked available can be leased by another tenant. Construction pricing can affect improvement negotiations. A
tenant’s internal decision process can speed up or slow down. Experience does not eliminate uncertainty, but it

helps manage it.

When a tenant should bring in representation

The best time to involve a tenant representative is before the company feels pressured. For a renewal, that means
well ahead of the lease expiration date. For a relocation, it means before a preferred building is selected
emotionally. For a purchase evaluation, it means before the company assumes ownership is automatically better

than leasing.

Some tenants hesitate because they believe they can handle the process themselves. Others worry that involving
representation will complicate the landlord relationship. In practice, professional representation often makes the
process cleaner. The advisor organizes the requirement, gathers alternatives, communicates priorities, and helps

the tenant respond to proposals with business discipline.
There are moments when representation is especially important:

® The tenant is negotiating a lease renewal and has not checked current market alternatives.

* The company needs office, medical, or flex/industrial space with specific operational requirements.

The landlord’s proposal includes significant tenant improvement, expense, or flexibility provisions.

The business may relocate, expand, contract, sublease, or purchase property in the near future.

Leadership lacks time to manage the process while running the business.

Those situations do not require panic. They require preparation. A lease decision can shape a company’s cost
structure and operating environment for years. Treating it as a strategic decision, rather than a paperwork

exercise, usually leads to better results.

Advocacy that stays centered on the business

The phrase tenant representation can sound transactional, as if the advisor's job is only to find space and
negotiate rent. The better version is broader. It is a form of business advocacy applied to real estate. The advisor
asks what the company needs, tests the market, challenges assumptions, negotiates terms, and helps the tenant

avoid preventable mistakes.



Mazirow Commercial’s tenant and buyer advisory model is designed around that idea. By representing tenants
and buyers only, the firm defines its role clearly. Its stated work across lease negotiation, renewals, lease
administration, relocations, sublease office space, construction management, and advisory services for office,
medical, and flex/industrial users reflects the many points where real estate decisions affect business

performance.

A commercial lease can support a company's next stage, but it can also become a constraint. The difference often
comes down to preparation, market knowledge, timing, and who is sitting on the tenant’s side of the table.
Commercial lease negotiation services give tenants and buyers an advocate whose attention stays on their

economics, flexibility, and long-term operating needs.

For companies facing a lease expiration, considering a move, evaluating a purchase, or simply unsure whether
current terms still fit the market, the most important step is not signing faster. It is getting oriented before
leverage disappears. A well-negotiated lease commercial lease renewal negotiation does not happen by accident.
It is built through careful comparison, disciplined negotiation, and advocacy aligned with the tenant’s interests

from the first conversation to the final document.
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