
A commercial lease is rarely just a real estate document. For many businesses, it is one of the largest financial
commitments they will make outside payroll. It affects hiring, operations, cash flow, client experience, employee
retention, and the company’s flexibility when conditions change. Yet tenants often enter the process at a
structural disadvantage. Landlords negotiate leases constantly. Tenants may do it once every five, seven, or ten
years.

That imbalance becomes more serious when the advisor helping the tenant also represents landlords. The issue is
not always obvious at first. A broker may be professional, experienced, and well regarded, but if that broker or
firm earns income from landlord listings, a tenant has to ask a practical question: whose long-term business
relationship matters most when negotiations get difficult?

A tenant representation company with no landlord-side conflict removes that ambiguity. Its role is clear. It
advocates for tenants and buyers only. It does not have a competing obligation to preserve landlord
relationships, protect a landlord’s asking rents, or avoid pushing too hard on concessions because another
assignment may be at stake. In commercial lease negotiation, clarity of allegiance has real monetary value.

Mazirow Commercial Inc., a tenant and buyer advisory commercial real estate firm, positions itself 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 leadership
and a history of helping hundreds of businesses negotiate leases, the firm reflects a model that many tenants
should understand before they enter the market.

Why conflicts matter more than tenants expect
The commercial real estate business runs on relationships. That is tenantadvisory.com commercial lease
negotiation not a criticism. Relationships help transactions move, reduce friction, and create market knowledge. A
seasoned broker who knows building owners, leasing agents, property managers, and local submarkets can bring
useful intelligence to a tenant’s search or renewal. The problem begins when those relationships create divided
incentives.

A full-service brokerage may represent both tenants and landlords, sometimes in the same market, sometimes in
the same building, and occasionally in the same transaction. Even when legal disclosures are made and ethical
walls are described, the tenant still faces a question of leverage. If an advisor depends on landlord assignments
for a significant portion of revenue, how aggressively will that advisor challenge the landlord’s economics,
operating expense language, renewal options, relocation rights, construction obligations, or restoration clauses?

Commercial tenant representation is not simply about finding available space. The visible part of the assignment,
touring buildings and comparing floor plans, is only one piece. The more consequential work happens in the less
visible stages: testing the landlord’s assumptions, creating credible alternatives, controlling the timing of offers,
identifying hidden lease costs, and negotiating provisions that can matter years later.

A no-landlord-side tenant representation company has a cleaner negotiating posture. It can tell a landlord,
without hesitation, that the tenant is prepared to move. It can press for better tenant improvement allowances. It
can challenge a proposed base year, parking charge, after-hours HVAC fee, or assignment restriction without
worrying that the same landlord controls a listing the firm wants to keep. That freedom does not guarantee every
demand will be accepted, but it changes the tone of the negotiation.

The best negotiations are not loud. They are disciplined. They rely on market knowledge, timing, and the ability
to say no. A tenant advisor without landlord-side conflict can say no with fewer complications.
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The tenant’s disadvantage in a lease negotiation
Most business owners and executives are skilled negotiators in their own fields. They negotiate customer
contracts, employment packages, vendor pricing, insurance coverage, and financing terms. A commercial lease,
however, has its own vocabulary and economic traps. The landlord and its leasing team know that vocabulary
well.

A tenant may focus on the quoted rental rate because it is easy to compare. A landlord may focus on net
effective rent, escalation structure, free rent timing, tenant improvement exposure, pass-through expenses,
parking income, security deposit terms, signage rights, and default remedies. Both sides may be discussing “rent,”
but they may not be measuring the same thing.

Consider a five-year office lease. A difference of $0.25 per square foot per month on 10,000 square feet equals
$30,000 over the initial term before compounding or expense implications. That is meaningful, but it may be
smaller than the value of free rent, construction contributions, capped controllable operating expenses, or a
flexible renewal option. A tenant who negotiates only the face rate may miss the larger economic picture.

Commercial lease negotiation services are valuable because the true cost of occupancy is layered. Rent is only the
headline. The total obligation includes annual increases, operating expenses, taxes, insurance, maintenance,
utilities, janitorial arrangements, parking, building services, construction costs, moving costs, furniture, cabling,
restoration, and legal review. Some costs are fixed. Others depend on language buried deep in the lease.

A tenant representation company looks at those layers together. More importantly, it understands how landlords
trade among them. A landlord may resist lowering the asking rate but have room to offer additional free rent.
Another may protect the tenant improvement allowance but agree to cap certain pass-through increases. A third
may have limited flexibility on economics but be willing to grant expansion rights, renewal rights, or assignment
language that protects the tenant’s future.

The tenant’s disadvantage is not intelligence. It is frequency. Landlords repeat the process constantly. Tenants live
with the outcome.

What “tenant-only” representation changes in practice
Tenant-only representation changes the advisor’s frame of reference. The advisor is not trying to balance a
landlord’s investment objective with a tenant’s occupancy needs. The advisor’s job is to protect the tenant’s
business outcome.

That distinction affects behavior from the first conversation. A tenant-focused advisor asks different questions.
How stable is the headcount? How often do clients visit? Is the company planning a sale, acquisition, or new
service line? Does the firm need specialized medical space, office space, or flex/industrial space? Are there
licensing, patient-flow, loading, parking, privacy, or equipment concerns? Does the current lease contain a
holdover penalty that could weaken the tenant’s timing?

For a business in the San Fernando Valley, Conejo Valley, Ventura County, or Santa Barbara County, local
submarket knowledge matters. Two buildings a few miles apart can have very different ownership profiles,
parking ratios, vacancy conditions, improvement standards, and tenant mixes. A medical user may care deeply
about access, patient parking, and buildout feasibility. An office tenant may care more about commute patterns,
layout efficiency, and image. A flex or industrial user may need loading, power, clear height, and operational
flexibility. Tenant representation services should adapt to those details rather than force every client through the
same search pattern.



A tenant-only advisor also helps control information. Landlords benefit when they know a tenant is out of time,
emotionally attached to a space, or unable to find alternatives. Tenants benefit when they preserve optionality.
The advisor’s job is to create a credible market process, even for a renewal, so the landlord understands that the
tenant has choices.

In lease negotiations, leverage is often built before the first proposal is exchanged. If a tenant waits until 60 days
before expiration, leverage shrinks. If specialized buildout is required, the timeline may need to start much earlier.
If the existing lease has a long restoration obligation or difficult relocation provision, the tenant needs to know
before negotiations begin, not after a landlord has already framed the renewal.

Renewal negotiations are not automatic wins for the landlord
Commercial lease renewal negotiation deserves special attention because many tenants underestimate it. A
renewal feels simpler than a relocation. There is no move to plan, no new furniture decision, no address change,
no disruption to staff or clients. Landlords know this. They also know the tenant may prefer to avoid the internal
burden of moving.

That convenience has a price if the tenant does not create leverage. A landlord may offer a renewal that looks
reasonable compared with the current rent but is not competitive with the market. The tenant may accept
modest free rent while similar new tenants receive better concessions. The landlord may resist improvements by
arguing that the space is already built out, even though the tenant has paid rent for years and the premises may
need refurbishment.

A good tenant representative treats a renewal as a market transaction, not an administrative extension. That does
not mean threatening to move without reason. It means testing the renewal proposal against real alternatives.
What would comparable space cost? What concessions are available for new deals? How much would it cost to
relocate? How disruptive would the move be? What is the landlord likely to spend if the tenant leaves and the
space sits vacant?

Those questions create a more balanced conversation. A tenant may ultimately renew, and often that may be the
right choice. But a renewal negotiated under market pressure is different from one negotiated out of habit.

I have seen tenants focus heavily on avoiding moving costs while ignoring the cost of a weak renewal. Moving
may cost money once. An above-market lease can cost money every month for years. The correct decision
depends on the numbers, operational disruption, and future flexibility. Tenant representation is valuable because
it puts those variables into one analysis instead of treating rent as a standalone issue.

The economics of advocacy
A tenant representation company’s value often shows up in negotiated savings, rental-rate reductions, and lease
concessions. These can include lower rent, free rent, tenant improvement allowances, parking concessions, caps
on certain expenses, or more favorable renewal terms. Some savings are easy to calculate. Others are protective
and may only become visible later.

For example, an assignment and subletting clause may seem unimportant when a lease is signed. Three years
later, if the tenant sells the business, contracts, merges, or changes its footprint, that clause can become critical. A
restoration clause may seem routine until the tenant learns it must remove expensive improvements at the end of
the term. A relocation clause may seem theoretical until the landlord wants to move the tenant to a less desirable
suite. A personal guaranty may feel harmless when business is strong, but it can become a serious personal
exposure.



The economics of advocacy are not limited to the first-year rental rate. They include the tenant’s ability to
operate, change, expand, contract, assign, renew, finance improvements, and exit with manageable risk.

A tenant-only advisor does not replace legal counsel. Lease language should be reviewed by qualified counsel.
But a strong advisor helps identify business issues before the lease reaches final legal review. The advisor can flag
provisions that are common, uncommon, negotiable, or risky in the market. This saves time and helps the tenant
instruct counsel more effectively.

The most expensive lease mistakes often come from silence. A tenant assumes something is standard. A landlord
assumes the tenant accepted it. Months or years later, the issue becomes expensive.

Where conflicts can hide
Conflicts are not always dramatic. They can be subtle enough that tenants miss them. A broker may say the
landlord is “firm” on a term without fully testing it. An advisor may discourage a tenant from pursuing a
competing building because the advisor has a relationship with the current owner. A firm may present a narrow
market survey that does not include certain alternatives. A renewal may be framed as the obvious choice before
the tenant has seen enough data.

Not every landlord-side relationship leads to poor advice. Many professionals work hard to manage conflicts
responsibly. The point is simpler: tenants should know whether any such conflict exists and decide whether they
are comfortable with it.

A tenant representation company with no landlord-side conflict begins from a cleaner place. Its business model
answers the question before it becomes a problem. The company is not representing the owner across the table.
It is not trying to win that owner’s listing. It is not balancing two masters in the same negotiation.

That can be especially important in smaller or relationship-driven markets, where owners, brokers, attorneys,
contractors, and property managers encounter each other repeatedly. In those environments, reputation matters.
A tenant-only advisor can still maintain professional relationships with landlords, but the relationship does not
depend on serving as the landlord’s leasing agent. That distinction protects the tenant’s trust.

What a strong tenant representation process looks like
The best tenant representation services are structured but not rigid. Every assignment has its own pressure
points. A 4,000-square-foot renewal for a professional services firm is different from a medical office relocation,
and both differ from a flex/industrial search with operational constraints. Still, effective representation tends to
include a few core disciplines.

1. A clear review of the current lease, including expiration date, notice deadlines, renewal rights, holdover
exposure, operating expense structure, and any restrictions that affect leverage.

2. A practical needs assessment that covers size, layout, budget, location, parking, timing, growth plans,
specialized improvements, and employee or client access.

3. A market survey that identifies credible alternatives, not just obvious listings, with enough detail to compare
economics and functionality.

4. A negotiation strategy that uses timing, competition, and landlord motivation to improve terms without
creating unnecessary friction.

5. Coordination through proposal review, lease comments, construction issues, renewal documentation, or
relocation planning.



That process can feel more intensive than a tenant expects, especially for a renewal. But the discipline is what
produces leverage. A landlord can tell when a tenant has not done the homework. A landlord can also tell when
the tenant has real alternatives and a representative who understands the market.

The role of local market knowledge
Commercial real estate is local in ways that national data cannot fully capture. A broad report might show office
vacancy trends across a region, but it will not necessarily tell a tenant which building owner is motivated, which
property has recurring HVAC complaints, which landlord is slow on tenant improvements, or which submarket
has parking constraints at peak hours.

For tenants in areas such as the San Fernando Valley, Conejo Valley, Ventura County, and Santa Barbara County,
local knowledge can affect both economics and operations. A tenant may find two spaces with similar rents, but
one may require more expensive improvements. Another may offer better parking but less efficient floor plates. A
third may have a lower rate but higher operating expenses or weaker building services.

Experienced commercial tenant representation brings context to those comparisons. It is not enough to know
what is available. The advisor must know what is workable, negotiable, and likely to hold up over the lease term.

This is particularly important for office, medical, and flex/industrial tenants. Medical users may face specialized
buildout costs and patient access concerns. Office tenants may be sensitive to layout efficiency, hybrid work
patterns, and employee commute habits. Flex and industrial users may prioritize physical features that are
difficult or impossible to change. A tenant-only advisor should translate those operational needs into deal terms.

Why landlord-paid commissions do not eliminate the need for
independence
Many commercial tenants are surprised to learn how brokerage compensation commonly works. In many lease
transactions, the landlord pays the commission, including the tenant representative’s share. That can lead tenants
to think representation is effectively free and therefore interchangeable.

The payment source, however, is not the same as allegiance. A tenant should care less about who processes the
commission and more about whom the advisor represents. If the advisor represents tenants only, the business
relationship is built around tenant outcomes. If the advisor also represents landlords, the tenant should
understand the scope of that work and any possible overlap.

There is another practical point. Even if the landlord pays the commission, the economics of the deal still matter.
Landlords price transactions with all costs in mind. A skilled tenant representative works to recover value for the
tenant through the overall lease package. That may mean improved rent, concessions, flexibility, or protection
from future costs.

The value of independent representation is not that it changes the commission mechanics. It changes the
negotiation posture.

The difference between finding space and protecting the business
Some tenants think of a broker as someone who finds space. That is an incomplete view. Space is the product.
The lease is the operating agreement that governs the tenant’s relationship with that space for years.

A tenant representation company should help the tenant avoid decisions that look efficient at signing but
become restrictive later. A suite may be attractive, but if it lacks expansion options, the tenant may outgrow it



quickly. A lease may offer a low starting rate, but steep annual increases can erase the benefit. A landlord may
offer turnkey improvements, but the scope may not match the tenant’s needs. A renewal may avoid disruption,
but it may lock the tenant into a building that no longer supports the business.

Good representation is partly defensive. It asks what can go wrong. What if the tenant needs to hire faster than
expected? What if revenue softens? What if the owner sells the building? What if the tenant wants to sublease a
portion of the premises? What if construction runs late? What if the landlord fails to deliver the space on time?

These questions do not make a negotiation adversarial. They make it professional. Both parties benefit when
expectations are clear and responsibilities are documented.

When a tenant-only advisor is especially valuable
A tenant-only model has value in almost every commercial lease negotiation, but certain situations make
independence particularly important. These are moments when landlord leverage, hidden costs, or business risk
can increase quickly.

1. The tenant is within 12 months of lease expiration and has not tested the market.

2. The business needs specialized medical, office, or flex/industrial improvements.

3. The landlord has offered a renewal before the tenant has seen comparable alternatives.

4. The company expects growth, contraction, sale, merger, or operational change during the lease term.

5. The lease includes complex operating expenses, construction obligations, relocation rights, or assignment
restrictions.

In these scenarios, a conflict-free advisor can be more direct about risk. If moving is a poor choice, the advisor
should say so. If renewal terms are weak, the advisor should say that too. The tenant deserves advice based on its
own business interest, not on the advisor’s relationship with the landlord.

Negotiation is not just pressure, it is preparation
Some tenants imagine commercial lease negotiation as a contest of toughness. That view misses the point. The
best negotiators are prepared, credible, and calm. They know the market. They understand the landlord’s likely
constraints. They know which terms matter most to the tenant and which can be traded.

Preparation starts with timing. A tenant that begins early has more options. The exact timeline depends on the
size and complexity of the requirement, but waiting too long almost always weakens leverage. A simple renewal
may still require months to evaluate properly. A relocation with improvements can require significantly more
time, especially if design, permitting, construction, furniture, technology, and move planning are involved.

Preparation also includes internal alignment. Decision-makers should agree on budget, location priorities, must-
have features, and acceptable trade-offs. A tenant representative can facilitate those discussions. Without
alignment, tenants lose time and send mixed signals to the market.

Landlords pay attention to tenant behavior. A tenant that tours casually, changes requirements repeatedly, or
delays responses may be treated as less serious. A tenant with a focused process, organized financial review, and
clear representative is easier for landlords to underwrite and more likely to receive competitive proposals.

Commercial lease negotiation is a business process, not a real estate errand.

What tenants should expect from a no-conflict relationship



A tenant representation company with no landlord-side conflict should provide more than market access. It
should offer candor. That means telling a tenant when expectations are unrealistic, when a building is not a good
fit, when a renewal offer is fair, or when a relocation cost outweighs potential savings.

Independence does not mean reflexively opposing landlords. A skilled tenant advisor understands that a
successful lease must work for both sides. Landlords need economic returns, creditworthy tenants, and
manageable obligations. Tenants need fair terms, operational fit, and flexibility. The advisor’s role is to make sure
the tenant does not carry more than its share of risk or leave value on the table.

There is a difference between being adversarial and being aligned. Tenant-only representation is about
alignment.

That alignment should continue beyond the letter of intent. Lease administration, renewal planning, relocation
support, sublease strategy, and construction coordination can all affect the tenant’s experience. A company that
provides tenant representation, lease negotiation, office lease renewals, lease administration, office relocations,
sublease office space guidance, and construction management support can help keep the transaction connected
to the tenant’s operational reality.

The lease signing is not the end of the occupancy decision. It is the beginning of the tenant’s obligation.

The Mazirow Commercial model
Mazirow Commercial Inc. Operates as a tenant and buyer advisory commercial real estate firm focused on
helping tenants negotiate office-space leases. The company states that it represents tenants and buyers only and
does not represent landlords. That position matters because it defines the firm’s role before negotiations begin.

The firm has helped hundreds of businesses negotiate leases over more than 30 years. Its services include tenant
representation, lease negotiation, office lease renewals, lease administration, office relocations, sublease office
space, and construction management. Its stated specialization includes office space, medical space, and
flex/industrial space, with service areas including the San Fernando Valley, Conejo Valley, Ventura County, and
Santa Barbara County.

The company’s founder and president, Sheryl Mazirow, has more than 30 years of commercial real estate
experience. In a field where local knowledge, negotiation judgment, and transaction pattern recognition matter,
that depth of experience is meaningful. Long experience does not replace diligence on any given assignment, but
it helps an advisor recognize when a landlord’s proposal is ordinary, aggressive, negotiable, or worth accepting.

Mazirow Commercial also states that its service can help clients save money through negotiated rental-rate
savings and other lease concessions. That is consistent with the broader value of tenant-only advocacy. Savings
may appear as reduced rent, improved concessions, or better lease protections. The most important point is that
the advisor’s loyalty is not split between the tenant and the landlord.

For a tenant entering a lease negotiation or renewal, that clarity can be the difference between simply
completing a transaction and securing a lease that supports the business.

The quiet cost of divided loyalty
Conflicted representation is not always visible in the final lease. A tenant may never know what was not
negotiated, which alternatives were not pursued, or which concessions were not pressed. That is why divided
loyalty can be so expensive. The cost hides in missed opportunities.



Maybe the tenant could have received two more months of free rent. Maybe the landlord would have capped
controllable expenses. Maybe a renewal option could have been improved. Maybe the tenant could have avoided
a burdensome restoration requirement. Maybe a competing building would have offered a better economic
package, but the tenant never saw it in a serious way.

These are not dramatic failures. They are small concessions that compound. Over a five- or seven-year term, they
can add up to substantial money and flexibility.

The value of no-conflict tenant representation lies in removing doubt from the process. The tenant knows the
advisor is not protecting a landlord assignment. The advisor knows the tenant’s interest is the only interest to
advance. The landlord knows the tenant has professional representation and credible alternatives. That clarity
improves the negotiation for everyone, even when the discussions are firm.

A commercial lease shapes a company’s cost structure and operating freedom for years. Tenants should treat it
with the same care they bring to financing, hiring, and client contracts. Choosing a tenant representation
company that does not represent landlords is one way to begin from a position of confidence. It does not make
every negotiation easy, and it does not guarantee every desired term. It does provide something essential: an
advocate whose business is built around the tenant’s side of the table.


