
A commercial lease renewal can look deceptively simple. The landlord sends a renewal proposal, the tenant
reviews the new rent, both sides make a few edits, and the lease continues. For many businesses, that is exactly
how money gets left on the table.

A renewal is not just an administrative extension. It is a negotiation point with real financial leverage, especially
when the tenant has been reliable, the space still works, and the landlord wants to avoid vacancy. Lower rent, free
rent, renovation support, improved lease language, and better flexibility are all possible in the right
circumstances. The key is not asking for concessions casually. The key is preparing the renewal as carefully as a
relocation, even if staying is the preferred outcome.

Commercial lease renewal negotiation is often where experienced tenant advisors create measurable value. A
tenant may already know the building, the parking, the commute patterns, the neighboring businesses, and the
pain involved in moving. The landlord knows those things too. That familiarity can either weaken the tenant’s
position, because the landlord assumes the tenant will stay, or strengthen it, because a well-prepared tenant can
compare the renewal against credible alternatives.

The difference comes down to process.

Why landlords do not automatically offer their best renewal terms
Many landlords begin with a proposal that protects the building’s economics, not the tenant’s budget. That is
normal. A landlord may assume the tenant prefers avoiding disruption, and in many cases that assumption is
correct. Moving a business is expensive, distracting, and operationally risky. Medical practices, office users, and
flex or industrial tenants can face especially high friction when changing locations because the space may require
specific buildout, patient or client accessibility, equipment logistics, employee commute analysis, and business
interruption planning.

A landlord also has its own concerns. Vacancy can be costly. A vacant suite may require marketing time,
brokerage commissions, improvement allowances, rent abatement for a new tenant, and months without income.
If the existing tenant has paid consistently and used the space responsibly, the landlord often has a financial
reason to keep that tenant.

The renewal negotiation lives in that tension. The tenant wants economic recognition for staying. The landlord
wants income continuity. A good negotiation translates both sides’ interests into terms that are reasonable,
documented, and enforceable.

This is where many tenants misread the moment. They focus only on face rent, while the real economics sit in
several places: the starting rental rate, annual increases, free rent, tenant improvement dollars, operating expense
language, renewal options, assignment and subletting rights, parking, signage, restoration obligations, and the
length of commitment. A landlord may resist one concession but agree to another. A tenant who treats the
negotiation as a single rent discussion may miss better ways to reduce total occupancy cost.

Start earlier than feels necessary
The best renewal negotiations usually begin long before the expiration date. Waiting until the last few months
compresses the tenant’s options. A landlord can sense when a tenant has no practical relocation alternative, and
the tenant may feel forced to accept terms that would have been negotiable with more time.



For most commercial tenants, the planning window should begin at least 9 to 12 months before expiration.
Larger offices, medical spaces, and specialized flex or industrial spaces may need more time. Even a modest suite
can take months to evaluate properly if the tenant must compare buildings, estimate improvement costs, review
lease language, coordinate legal review, and make a realistic stay-versus-move decision.

Early planning does not mean the tenant is eager to leave. It means the tenant is preserving leverage. A credible
relocation option changes the conversation. The goal is not to threaten the landlord theatrically. Experienced
landlords see through empty threats. The goal is to understand the market well enough to know what a fair
renewal should look like and to communicate that the tenant has choices.

A renewal negotiation that starts early also gives the tenant time to identify operational needs. Has the business
outgrown the premises? Is there wasted space because remote or hybrid work changed office usage? Does the
suite need new flooring, paint, lighting, restrooms, exam rooms, conference rooms, warehouse improvements, or
updated HVAC distribution? Is parking still adequate? Are clients or employees complaining about access? A
lease renewal is often the cleanest opportunity to address these issues, because the landlord has an incentive to
secure a longer commitment.

The renewal is a market test, not a guess
A tenant cannot negotiate confidently without knowing the market. That does not mean scanning a few online
listings and assuming the asking rents tell the whole story. Asking rates are not final economics. They may not
reflect free rent, concessions, improvement allowances, landlord motivation, building condition, lease term, pass-
through expenses, or the quality of competing space.

Commercial tenant representation becomes especially useful here because an advisor can evaluate the renewal
against real alternatives. In Southern California submarkets such as the San Fernando Valley, Conejo Valley,
Ventura County, and Santa Barbara County, conditions can vary by city, building type, vacancy, and tenant use.
Sherman Oaks is not the same as Camarillo. Woodland Hills is not the same as Ventura. A medical suite in Encino
has different economics from flex or industrial space in Chatsworth or Oxnard.

A tenant renewing in Tarzana, Calabasas, Agoura, Westlake Village, Thousand Oaks, Van Nuys, Canoga Park,
Northridge, or nearby markets should not assume that a landlord’s renewal number is automatically aligned with
current conditions. The building may have low vacancy and strong demand, which supports the landlord’s
position. Or the building may face competition from comparable spaces offering meaningful concessions. Either
way, the tenant needs evidence.

The market test should answer practical questions. What comparable spaces are available? What asking rents are
realistic after negotiation? How much free rent are landlords offering for similar terms? Are landlords funding
improvements, and if so, how much? How long are comparable spaces sitting vacant? What are the operating
expenses or pass-through obligations? How does the current building compare on access, parking, image,
condition, and functionality?

With those answers, the tenant can separate a fair proposal from an opportunistic one.

Lower rent is about total economics, not just the first number
When tenants say they want lower rent, they often mean lower monthly payments. That is understandable. Cash
flow matters. But a lease can be structured in ways that make the headline rate only part of the story.

A landlord might refuse to reduce the stated rental rate but agree to several months of free rent. Another
landlord might offer a lower starting rate but insist on aggressive annual increases. A third may keep rent near



market but provide renovation dollars that the tenant would otherwise have paid out of pocket. In each case, the
effective cost can differ significantly from the face rent.

For example, assume a tenant occupies commercial lease negotiation 5,000 square feet and the landlord
proposes a rental rate increase at renewal. Even a difference of 25 cents per square foot per month equals $1,250
per month, or $15,000 per year. Over a five-year term, before considering annual increases, that difference
reaches $75,000. If the tenant also negotiates three months of free rent, the savings can become substantial. If
the landlord funds needed improvements, the tenant may preserve cash for payroll, equipment, marketing, or
reserves.

The right comparison is the lease’s total economic package. That includes rent, increases, free rent, concessions,
improvement dollars, expenses, parking charges, and any obligations at the end of the term. A renewal that looks
acceptable in month one may become expensive by year four if annual escalations compound too quickly.
Conversely, a slightly higher rental rate may be acceptable if the landlord funds renovations and grants free rent
during construction.

This is why commercial lease negotiation should involve a financial model, even a simple one. Tenants do not
need unnecessary complexity, but they do need to see the cost over the full term. The renewal decision should be
made with the full lease exposure in view.

Free rent is not only for new tenants
Many tenants assume free rent is something landlords offer only to attract new occupants. That assumption
benefits landlords. Existing tenants can sometimes negotiate rent abatement at renewal, particularly if the
landlord would likely offer free rent to a new tenant after a vacancy.

The argument is straightforward. If the tenant leaves, the landlord may experience downtime, incur marketing
costs, pay commissions, provide improvements, and grant free rent to the replacement tenant. Keeping the
existing tenant avoids much of that risk. Some of that avoided cost can be shared through renewal concessions.

Free rent can also solve practical problems. If renovations will disrupt operations, rent abatement during the work
period may be appropriate. If the tenant signs a longer renewal term, free rent can help offset the commitment. If
the landlord cannot meet the tenant’s requested rental rate, a free-rent period may reduce the effective cost
while preserving the landlord’s face rate for valuation or financing purposes.

There is an important distinction between free rent and delayed pain. A proposal with free rent but unusually
high annual increases may still be expensive. Rent abatement should be measured as part of the total package,
not treated as a gift. A tenant should also clarify what “free rent” means. Does it include base rent only, or also
operating expenses, common area maintenance, taxes, insurance, parking, and other charges? Many landlords
grant free base rent but still require the tenant to pay pass-through expenses. That may be acceptable, but it
should be clear before documents are signed.

Renovation support can be the most valuable renewal concession
A suite that worked five years ago may not work today. Carpet wears out. Paint fades. Lighting becomes dated.
Office layouts stop matching staffing patterns. Medical spaces may need different room configurations. Flex and
industrial tenants may need improvements tied to workflow, storage, equipment, or loading.

Tenant improvement support at renewal is often overlooked because tenants think of buildout allowances as a
new-lease concept. Yet landlords may fund renovations to keep a good tenant, especially when the requested
work preserves or improves the long-term value of the premises.

https://maps.google.com/?cid=3699853808743885438&g_mp=CiVnb29nbGUubWFwcy5wbGFjZXMudjEuUGxhY2VzLkdldFBsYWNlEAIYBCAA


Renovation support can take several forms. The landlord may perform the work directly, reimburse the tenant up
to an agreed amount, provide an allowance, or blend improvements into the economics of the renewal. Each
structure has trade-offs. If the landlord controls the work, the tenant may have less administrative burden but less
control over timing and specifications. If the tenant manages the work, the tenant may control quality more
closely but must coordinate contractors, approvals, permits where needed, insurance requirements, lien releases,
and reimbursement documentation.

Construction management matters because renovation promises are only as good as the details. A vague
commitment to “refresh the suite” can lead to disagreement. Does that mean paint only? New flooring? Lighting?
Restroom upgrades? Reconfigured walls? Who chooses materials? When will the work occur? Will it happen after
hours? Will the tenant receive rent relief during disruption? Who pays if costs exceed the allowance?

The best renewal agreements turn renovation support into specific lease language or a detailed work letter. A
tenant should avoid relying on friendly verbal assurances. Commercial relationships can be cordial, but the lease
governs when memories differ.

A practical renewal checklist
A strong renewal process does not need to be complicated, but it does need discipline. Before responding to the
landlord’s first proposal, the tenant should have a clear picture of the business need, the market, and the cost of
staying versus moving.

Review the current lease for renewal options, notice deadlines, rent formulas, restoration obligations,
operating expense clauses, and assignment or sublease rights.

Evaluate the current space honestly, including size, layout, parking, condition, employee commute, customer
access, and any improvements needed during the next term.

Compare the renewal proposal with credible market alternatives, not just asking rents, but likely negotiated
economics.

Model the full cost over the proposed term, including rent escalations, free rent, expenses, parking, and
improvement contributions.

Negotiate business terms before legal drafting, then make sure the final lease amendment accurately reflects
the agreed economics and obligations.

The first item on that list is especially important. Renewal options can be helpful, but they are not always the best
deal. An option may set rent at fair market value, a fixed increase, or another formula. Exercising it incorrectly or
missing a notice deadline can create problems. Sometimes the tenant can negotiate better terms outside the
option. Sometimes the option provides leverage that should be preserved while broader discussions continue.
The language matters.

When staying is smarter than moving
Relocation has its place. A business may need more space, less space, better access, different zoning or use
permissions, improved image, stronger parking, or a more efficient layout. If the current premises cannot support
the next chapter of the business, renewal concessions may not solve the underlying problem.

Still, staying can be the right business decision when the location works and the economics can be corrected.
Moving costs are not limited to movers and boxes. A tenant may face furniture costs, cabling, signage, downtime,
address changes, client communication, employee disruption, equipment relocation, new security systems,
deposits, and overlap rent. Medical and specialized users can face added complexity. Flex and industrial tenants



may have racking, power, equipment, loading, or operational issues that make relocation more involved than it
first appears.

A landlord knows moving is disruptive. The tenant should know the same thing, but should not let that fact
become a negotiating weakness. The question is not whether moving is inconvenient. It usually is. The question is
whether the renewal terms properly reflect the value of the tenant’s continued occupancy.

One useful way to frame the decision is to estimate the “cost to move” and the “cost to stay.” If moving would
cost $80,000 in direct and indirect expense, but staying under the landlord’s proposed terms costs $120,000
more than market over the renewal term, relocation may deserve serious attention. If the landlord narrows that
gap with rent reduction, free rent, and renovation support, staying may become the better financial and
operational decision.

The landlord’s perspective, and why it matters
Effective negotiation is not combat for its own sake. Tenants get better results when they understand what the
landlord needs. A landlord may care about maintaining face rates, avoiding large cash outlays, securing a longer
term, limiting construction risk, preserving building standards, or avoiding lease language that affects future
financing or sale considerations.

A tenant who understands those priorities can negotiate creatively. If the landlord wants a longer term, the
tenant may ask for stronger concessions in exchange. If the landlord resists lowering face rent, the tenant may
push for free rent or improvements. If the landlord is concerned about paying for renovations upfront, the tenant
may discuss a defined allowance tied to receipts and lien releases. If the landlord wants certainty, the tenant may
trade speed and commitment for economics.

This does not mean the tenant should accommodate every landlord concern. It means the tenant should use the
landlord’s priorities to shape the deal. A rigid demand for lower rent may fail where a broader economic package
succeeds.

In one commercial lease case study described by a tenant-representation firm, the tenant renewed at lower rent,
secured a free-rent period, and obtained a landlord-funded suite renovation. That combination is a good
example of how a renewal can go beyond a simple rent extension. The best outcome was not one concession. It
was a package that addressed occupancy cost, cash flow, and the physical condition of the premises.

Why tenant representation changes the renewal dynamic
Many tenants negotiate leases only a few times in the life of their business. Landlords and their representatives
do it constantly. That imbalance matters. Lease language, market concessions, operating expenses, construction
obligations, and negotiation timing are specialized areas. A business owner, physician group, professional firm, or
regional manager may be highly skilled in their own field and still be at a disadvantage across the table from a
landlord.

Commercial tenant representation helps correct that imbalance. A tenant representative works for the tenant’s
interests, not the landlord’s. The advisor can identify alternatives, interpret market terms, manage proposal
requests, compare economic packages, and keep the negotiation from becoming emotional. That last point is
underrated. Renewal discussions can become personal because the tenant has a history with the building. A
skilled advisor keeps the focus on market evidence and business terms.

Mazirow Commercial Inc., operating through tenantadvisory.com, positions itself as a tenant-representation and
commercial lease advisory firm that represents tenants, not landlords. The firm states that it helps businesses



negotiate office and commercial leases, including new leases, renewals and extensions, and subleases. It also
describes services that include tenant representation, construction management, and lease administration, which
are closely connected to renewal negotiations involving renovation support and ongoing lease obligations.

The firm says its tenant advisory services are free to the tenant because the landlord covers the cost. That point is
important for businesses that hesitate to seek help because they assume representation will add a direct fee. Cost
structures should always be confirmed in the engagement, but the stated model removes a common barrier for
tenants who need professional guidance.

Mazirow Commercial also states that it has more than 30 years of tenant representation and lease review
experience and has helped hundreds of businesses in the San Fernando Valley, Conejo Valley, Ventura County,
and Santa Barbara County. Its stated service areas include Sherman Oaks, Encino, Tarzana, Woodland Hills,
Calabasas, Agoura, Westlake Village, Thousand Oaks, Camarillo, Oxnard, Ventura, Northridge, Chatsworth, Van
Nuys, and Canoga Park. For tenants in those markets, local knowledge can matter because lease economics shift
across submarkets and property types.

Office, medical, and flex or industrial renewals are not the same
A renewal strategy should match the type of space. Office tenants often focus on rent, layout, parking, lobby
condition, building amenities, and flexibility if headcount changes. A professional services firm may need fewer
private offices than it once did, or it may need more conference and collaboration space. If the business has
adopted hybrid work, the renewal may involve reducing square footage or reconfiguring the premises.

Medical tenants face different issues. Patient access, parking, elevator service, ADA-related considerations,
plumbing, exam room layout, specialized equipment, waste handling, and after-hours HVAC can affect both
operations and cost. A medical tenant may be more location-sensitive because patients know the address and
referral patterns can be tied to the area. That can make relocation harder, but it can also make a strong renewal
package more valuable.

Flex and industrial tenants may care less about lobby finishes and more about loading, clear height, power, yard
access, warehouse configuration, office-to-warehouse ratio, truck circulation, and proximity to customers or
labor. Renovation support might mean office refresh work, warehouse lighting, restroom improvements, or other
functional upgrades. A renewal that ignores operational details can create years of frustration.

Mazirow Commercial states that it specializes in office space, medical space, and flex or industrial space advisory.
That specialization matters because each category has its own negotiation pressure points. The same concession
may carry different value depending on the tenant’s use. Three months of free rent may be helpful for any tenant,
but a properly scoped renovation allowance may be critical for a medical or industrial user with specific
operational requirements.

Lease language can quietly outweigh the headline deal
The business terms get attention, but lease language often determines how the deal behaves in real life. A tenant
can negotiate a fair rental rate and still inherit avoidable risk if the amendment leaves problematic clauses
untouched.

Operating expenses are a common example. If the lease allows broad pass-throughs, the tenant may face
increases that make the rent negotiation less meaningful. The renewal is a chance to review how expenses are
calculated, what exclusions apply, whether management fees are capped or reasonable, how capital expenditures
are treated, and whether the tenant has audit rights.



Assignment and subletting language also deserves attention. Business conditions change. A tenant may sell the
business, merge, downsize, expand, or restructure. If the lease gives the landlord excessive control over transfers,
the tenant’s flexibility suffers. A renewal can sometimes improve those provisions, though landlords may resist
broad changes.

Restoration obligations can be another surprise. A tenant may improve the space during the term, then discover
at expiration that it must remove alterations or restore the premises at significant cost. If renovations are part of
the renewal, the parties should clarify what happens to those improvements later.

Even renewal options should be revisited. If the tenant is committing to another term, it may want an additional
option beyond the new expiration date. The value of that option depends on how it is written. Notice windows,
rent-setting mechanisms, conditions to exercise, and whether the option transfers in an assignment can all
matter.

Common mistakes that weaken a tenant’s position
The most common renewal mistake is waiting too long. The second is negotiating without alternatives. The third
is focusing only on base rent while ignoring the rest of the economics. The fourth is accepting renovation
promises without detailed documentation. The fifth is assuming the landlord’s first proposal reflects the market.

These mistakes usually come from time pressure, not negligence. Business owners and executives are busy. Lease
renewals do not always feel urgent until the deadline approaches. By then, leverage has faded.

Another subtle mistake is revealing too much too early. If a tenant tells the landlord, “We definitely do not want
to move,” the landlord hears reduced risk. Honesty matters, but negotiation requires discipline. A better approach
is to communicate that the tenant prefers to evaluate a renewal, but must compare it with the market and make a
business decision. That statement is accurate and preserves leverage.

Tenants also sometimes overplay their hand. Threatening to move without a realistic alternative can damage
credibility. Landlords and brokers often know which spaces are available and whether a tenant has toured them.
If the tenant claims to have better options, those options should be real enough to support the negotiation.

What a well-negotiated renewal can achieve
A successful commercial lease renewal negotiation should leave the tenant with more than a signed extension. It
should produce confidence. The tenant should understand why the rent is fair, how the concessions compare
with the market, who is responsible for improvements, what costs may increase, and what flexibility exists if the
business changes.

The best outcomes often combine several negotiated points.

A rental rate that reflects current market conditions and the tenant’s value as an existing occupant.

A free-rent period that reduces effective cost or offsets renovation disruption.

Landlord-funded renovation support with clear scope, timing, and responsibility.

Lease language improvements that reduce ambiguity and preserve operating flexibility.

A term length that fits the tenant’s business plan rather than simply matching the landlord’s preference.

Not every tenant will secure every concession. Market conditions matter. A fully leased building with strong
demand gives the landlord more leverage. A property with vacancy or dated space may create more opportunity.
The tenant’s credit, history, size, use, improvement needs, and willingness to relocate all affect the result.



Negotiation is not about demanding an unrealistic package. It is about knowing what is achievable and pressing
for it with evidence.

The renewal conversation should begin before the landlord controls
the clock
A commercial lease renewal is one of the few moments when a tenant can reshape occupancy costs without
necessarily moving. Lower rent, free rent, and renovation support are not automatic, but they are often more
attainable than tenants assume. The landlord’s first proposal is a starting point. The signed amendment is where
the economics become real.

For businesses in office, medical, and flex or industrial space, the renewal should be treated as a strategic
decision. That means reviewing the existing lease, studying the market, pricing alternatives, documenting
improvement needs, and negotiating the full economic package. It also means getting the right help early
enough to matter.

Commercial lease negotiation services and commercial tenant representation are most valuable before the tenant
is boxed in by time. Once the deadline is close and no relocation path exists, the landlord’s leverage grows. When
the tenant starts early, understands the market, and approaches the renewal with professional support, the
conversation changes. The renewal becomes less about accepting what is offered and more about building a
lease that supports the business for the next term.


