
Commercial real estate looks simple from a distance. A company needs space, a building has space, and a lease
brings the two together. Inside the transaction, though, the interests are rarely symmetrical. The landlord wants
to protect the asset, preserve income, maintain flexibility for the building, and achieve terms that support long-
term property value. The tenant wants the right premises, predictable costs, operational flexibility, and lease
language that does not create expensive surprises later.

That difference in incentives is why tenant representation services are not just a different label for brokerage.
They are a different discipline.

A professional who represents landlords spends most of the day thinking like an owner. How do we fill vacancy
without weakening the rent roll? How do we protect the building from over-customized tenant improvements?
How do we avoid giving away rights that reduce future leasing options? Those are legitimate concerns. A good
landlord representative brings real value to the owner.

Commercial tenant representation starts from the other side of the table. The work is not merely to find available
space. It is to help a business understand its leverage, compare alternatives, negotiate economics, identify risks in
the lease, and make a real estate decision that supports the company’s operations. For many businesses, the
lease is one of the largest financial commitments they will make, often second only to payroll. The person
advising them should be aligned with that reality.

The core difference is loyalty
The most important distinction is not personality, market knowledge, or negotiating style. It is loyalty.

A landlord representative owes professional responsibility to the property owner. That may be an individual
investor, a family office, a corporate owner, a real estate investment trust, or an institutional asset manager. The
assignment is to lease the building on terms favorable to ownership. The landlord’s broker markets the space,
fields inquiries, prepares proposals, advises on pricing, and helps negotiate terms that support the owner’s goals.

A tenant representative owes responsibility to the company leasing the space. That means evaluating the market
through the tenant’s business needs, not through a building’s leasing plan. A tenant representation company
looks at occupancy cost, usable layout, renewal exposure, relocation risk, operating expense structure, parking,
expansion options, tenant improvement allowances, assignment rights, and dozens of other details that affect the
tenant after the lease is signed.

This distinction matters even when everyone behaves ethically. A landlord broker may be knowledgeable,
responsive, and pleasant to work with. That does not change the fact that their client is the landlord. When the
discussion turns to free rent, renewal options, restoration obligations, rent escalations, or the pass-through of
building expenses, the landlord representative is expected to advocate for the owner.

A tenant advisor is expected to ask different questions. Is this building competing aggressively enough for the
tenant’s business? Are the proposed operating expenses in line with similar properties? Is the improvement
allowance realistic for the tenant’s intended use? Would a shorter term help or hurt? Is the renewal option
meaningful, or is it written in a way that gives the tenant little practical protection?

The market often rewards the side that is better prepared. Tenant representation services exist to make sure the
tenant is not negotiating from incomplete information.



Landlord representation is property-centered; tenant representation is
business-centered
Landlord representation begins with the asset. The owner has a building, a vacancy, and a financial plan. The
leasing strategy is shaped by asking which tenants fit the building, what rent the market will bear, how much
concession the owner can justify, and what lease terms protect the investment.

Tenant representation begins with the business. The starting point is not a vacancy list. It is how the company
works.

An office tenant may need a layout that supports private offices, conference rooms, hybrid work, and client visits.
A medical tenant may care deeply about patient access, parking ratios, plumbing, exam room configuration, and
permitted uses. A flex or industrial user may focus on loading, clear height, power, warehouse-to-office ratio, and
truck circulation. The same square footage can be efficient for one business and wasteful for another.

This is one reason experienced commercial tenant representation does not treat “available square feet” as the
answer. A 10,000-square-foot suite with a poor layout may function worse than 8,500 square feet in a more
efficient configuration. A lower rental rate may not be lower cost if the space requires costly improvements or
imposes high operating expense pass-throughs. A building that looks expensive on paper may be the better deal
if the landlord contributes more to tenant improvements, includes stronger concessions, and offers a layout that
reduces wasted space.

The right advisor keeps bringing the conversation back to the tenant’s actual business. How many employees use
the space at peak times? How often do clients visit? What departments need proximity to one another? Will the
company hire, consolidate, or shift to a hybrid model during the lease term? Are there specialized improvements
that would be expensive to replicate later?

These questions are not abstract. They affect dollars. A five-year lease can lock in hundreds of thousands or
millions of dollars in obligations, depending on size, rent, and market. A few percentage points in rental rate, a
few months of abated rent, or a better allowance for improvements can have a material effect. So can a poorly
drafted restoration clause that requires the tenant to remove expensive improvements at the end of the term.

Why conflict of interest deserves serious attention
Some commercial real estate firms represent both landlords and tenants. In many markets, that is common. Dual
practice does not automatically mean improper conduct. Still, tenants should understand the practical concern.

If a firm represents landlords, it may have ongoing relationships with property owners whose buildings are also
being considered by tenants. The firm may lease buildings for those owners, seek future assignments from those
owners, or maintain broader business relationships with them. Even when disclosure rules are followed, the
tenant should ask whether the advisor’s incentives are fully aligned with the tenant’s outcome.

A tenant-only advisory model removes that particular tension. Mazirow Commercial Inc., for example, operates as
a tenant and buyer advisory commercial real estate firm and states that it represents tenants and buyers only, not
landlords. That positioning is meaningful because it places the advocacy model at the center of the service. The
firm’s role is not to fill a landlord’s building. It is to help the tenant or buyer evaluate options and negotiate from
a position of informed leverage.

For a business owner or executive, the distinction can feel subtle at first. It becomes less subtle during
negotiation.



When the landlord says the asking rate is firm, who tests that statement against competing options? When the
landlord offers an improvement allowance that sounds generous but falls short of likely build-out costs, who
presses the issue? When a renewal proposal arrives six months before expiration and assumes the tenant has no
appetite to move, who creates credible alternatives?

A tenant advocate’s job is not to be combative for its own sake. The best negotiations are often professional and
controlled. But the tenant side needs someone in the room whose only commercial real estate objective is the
tenant’s result.

The economics are more complex than the rental rate
One of the most common mistakes tenants make is focusing too heavily on the face rate. The monthly rent
matters, of course, but commercial lease negotiation involves a broader financial package. A tenant can win a
lower starting rent and still accept a weak deal if other terms shift cost and risk back to the business.

A properly handled comparison looks at the full occupancy cost over the term. That includes base rent, annual
increases, free rent, tenant improvement allowance, parking, operating expenses, taxes, insurance pass-throughs,
utilities, janitorial obligations, after-hours HVAC charges, security deposits, moving costs, and potential
restoration obligations. In some buildings, the treatment of operating expenses can make a meaningful
difference over time, especially if the base year, expense stop, or exclusions are not well understood.

A landlord representative usually presents the owner’s proposal in the most favorable light. That is part of the
role. A tenant representative dissects it.

Consider two office lease proposals. Building A offers a lower rental rate but limited improvement dollars and
little free rent. Building B asks a slightly higher rate but provides a larger improvement allowance, more
abatement, and a more efficient layout. The cheaper rate may lose once the tenant calculates construction
shortfall, downtime, furniture adjustments, and the cost of unusable space.

The same applies to renewal negotiations. A tenant staying in place may assume the landlord should offer a
discount because no new tenant improvements are needed and there is no vacancy downtime. The landlord may
see the opposite: the tenant wants to avoid disruption, so the owner has leverage. Commercial lease renewal
negotiation works best when the tenant has credible market information and, if necessary, credible relocation
alternatives. Without that, the negotiation can become a polite request rather than a market-tested process.

What tenant representation actually involves
At its best, tenant representation is a disciplined advisory process. It starts well before a proposal is signed and
continues through lease execution, and often beyond. The work varies by tenant, property type, and market
conditions, but the major phases are usually recognizable.

1. Clarifying the tenant’s operational, financial, and timing requirements before touring space.

2. Surveying the market and identifying properties that fit the business rather than merely match a size range.

3. Creating competition among landlords through requests for proposals and structured comparisons.

4. Negotiating business terms, including rent, concessions, improvements, options, and key protections.

5. Coordinating with legal counsel and other specialists so the final lease reflects the negotiated deal.

That list sounds straightforward, but the judgment sits in the details. A tenant may say it needs 12,000 square
feet because that is what it leases today. After a space-planning conversation, the better answer may be 9,500
square feet in a more efficient building, or 14,000 square feet if growth is realistic and expansion options are



limited. A company may want a long-term lease for stability, but if its industry is changing quickly, a shorter term
with renewal rights may be safer. Another tenant may prefer flexibility, only to discover that the landlord will not
fund the improvements without a longer commitment.

Commercial lease negotiation services are valuable because they translate those trade-offs into deal structure.
The answer is rarely simply “lower rent.” Sometimes the better result is more free rent to offset moving costs.
Sometimes it is a larger improvement allowance. Sometimes it is a cap on controllable operating expenses, a
stronger assignment clause, a right of first refusal, or a renewal option with clearer mechanics.

The landlord’s broker is selling the building; the tenant’s advisor is
testing the market
Landlord representation includes marketing. The landlord’s broker wants the property seen by qualified tenants
and brokers. They know the building’s strengths, the owner’s appetite for deals, recent activity, and competing
vacancies. Their job is to create momentum and protect value.

Tenant representation uses the market differently. The tenant advisor is not trying to sell one building. The
advisor is trying to determine which buildings should compete for the tenant and how hard they are willing to
compete.

That difference changes behavior. A tenant representative may tour a building not because it is the obvious
winner, but because it creates a useful benchmark. Another property may reveal how aggressive landlords are
becoming in that submarket. A third may show that the tenant’s preferred building is overpriced. Market leverage
comes from credible alternatives, and credible alternatives take work.

In regions such as the San Fernando Valley, Conejo Valley, Ventura County, and Santa Barbara County, local
knowledge can matter because submarkets can behave differently even when they sit within a reasonable driving
distance. A tenant comparing office, medical, or flex/industrial space may find that availability, parking, build-out
feasibility, and landlord flexibility vary significantly from one area to another. An experienced advisor who has
spent years negotiating in those markets is more likely to know when a landlord’s proposal is competitive and
when it is merely presented that way.

Mazirow Commercial, as one example of a tenant and buyer advisory firm, states that it has helped hundreds of
businesses negotiate leases for over 30 years. That kind of long market exposure matters because commercial
real estate cycles repeat with variations. Landlords become aggressive in soft markets and disciplined in tight
ones. Concessions expand, then contract. Tenants overestimate their leverage in some cycles and underestimate
it in others. Experience helps separate a temporary talking point from a true market condition.

Lease negotiation is not only about getting to “yes”
A signed lease can look like success on the day it is executed. The real test comes later, when the tenant occupies
the space, receives invoices, grows, contracts, sells the business, renews, subleases, or moves out.

Landlord-oriented lease forms tend to protect ownership. That is not a criticism; it is what they are designed to
do. They may give the landlord broad control over building operations, pass through a wide range of expenses,
limit tenant remedies, restrict assignment or subletting, preserve relocation rights, or require restoration of
alterations. Some of those provisions may be reasonable. Others may need revision.

A tenant representative does not replace legal counsel. Lease documents should be reviewed by qualified
counsel. But a strong tenant advisor helps identify business issues before they become legal drafting points. For



example, if a tenant may sell its company during the lease term, the assignment clause deserves close attention.
If a tenant is investing heavily in specialized improvements, the restoration language matters. If after-hours HVAC
is critical, the rate and availability should not be left vague. If parking is essential for employees or commercial
lease negotiation patients, the lease should reflect the practical requirement.

The same is true for construction. A tenant improvement allowance can be misunderstood. If the landlord offers a
dollar amount per square foot, the tenant still needs to understand what the improvements are likely to cost, who
controls the work, what happens if costs exceed the allowance, whether unused dollars can be applied elsewhere,
and whether delays affect rent commencement. A generous allowance on paper may not cover the tenant’s
actual plans. A smaller allowance may be acceptable if the space is already built out in a way that works.

This is where tenant representation services overlap with project awareness. Public descriptions of Mazirow
Commercial’s services include tenant representation, lease negotiation, office lease renewals, lease
administration, office relocations, sublease office space, and construction management. Those service categories
reflect how interconnected the lease decision is. The economics, document, move, and build-out cannot be
treated as separate silos.

Renewal negotiations deserve the same discipline as relocations
Many tenants treat renewals casually. They wait for the landlord to send a proposal, review the new rate, ask for a
modest adjustment, and sign. That can be costly.

A commercial lease renewal negotiation should start early enough to preserve options. If a tenant begins the
process too close to expiration, the landlord knows relocation is difficult. The tenant may not have time to
identify alternatives, negotiate a new lease, design improvements, obtain permits where needed, build out the
space, and move. The result is predictable: less leverage.

Starting early does not mean the tenant must move. It means the tenant has choices. A tenant representative can
survey competing buildings, estimate relocation costs, solicit proposals, and calculate the financial difference
between staying and moving. With that information, the tenant can approach the landlord from a position of fact
rather than hope.

There are times when staying is clearly the right decision. The location works, employees are settled, customers
know the address, improvements are already in place, and moving would disrupt operations. In those cases, the
goal is not to manufacture drama. The goal is to make the landlord recognize that the tenant understands the
market and expects a fair renewal.

There are also times when relocation becomes the better answer. The existing space may be inefficient, the
building may no longer support the company’s image or operations, parking may be inadequate, or the landlord
may be unwilling to address needed improvements. A renewal process that includes market testing helps reveal
that before the tenant commits to another term.

The negotiation tone is different when the advisor has no landlord
agenda
Some tenants worry that hiring a tenant representative will make the negotiation adversarial. In practice, good
representation usually makes the process more professional. The landlord receives organized requirements.
Proposals are compared consistently. Open issues are addressed directly. The tenant makes decisions based on
economics and business priorities rather than emotion.
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A tenant-only advocate can also be candid with the tenant. That is an underrated part of the work. If the tenant’s
budget does not match the desired building class, the advisor should say so. If the tenant wants landlord-funded
improvements that are unrealistic for a short lease term, the advisor should explain the trade-off. If a relocation
timeline is too compressed, the tenant needs to know before making commitments.

Professional advocacy is not the same as telling the client every demand is achievable. The best tenant
representatives protect credibility because credibility is leverage. Landlords respond better to well-supported
positions than to arbitrary demands. A request for reduced rent carries more weight when supported by
competing proposals. A request for more improvement allowance is stronger when tied to actual construction
scope. A renewal counterproposal is more persuasive when the tenant has documented alternatives.

That balanced approach separates serious commercial lease negotiation from posturing. The goal is not to “beat”
the landlord in a theatrical sense. The goal is to secure terms that fairly reflect the market, protect the tenant’s
business, and allow both parties to perform under the lease without constant friction.

Buyer advisory is related, but the mindset remains the same
Some firms that provide commercial tenant representation also advise buyers. The common thread is user
advocacy. A business considering the purchase of office, medical, or flex/industrial property faces many of the
same questions as a tenant, plus additional concerns about financing, ownership risk, future resale, maintenance,
and capital improvements.

A landlord representative marketing a property for sale or lease focuses on the owner’s disposition or leasing
goal. A tenant and buyer advisor focuses on whether the real estate supports the user’s business and financial
objectives. That difference matters when a company is deciding whether to lease or buy. The right answer
depends on capital, growth expectations, market availability, tax and accounting considerations, control needs,
and long-term strategy.

For some businesses, leasing preserves flexibility and capital. For others, ownership may provide control and
potential long-term value. The advisory lens should not be biased toward whatever inventory happens to be
available. It should compare options honestly.

Where tenants often underestimate the value of representation
The most expensive lease mistakes are often hidden at the beginning. A tenant may tour too few buildings,
reveal budget or timing pressure too early, accept the landlord’s first proposal as the market standard, or
negotiate business terms without understanding how they will appear in the lease. Once the tenant has
emotionally committed to a space, ordered furniture plans, or announced a move internally, leverage weakens.

Tenant representation services help slow down the early rush just enough to create discipline. That does not
mean delay. It means sequence. Define the requirement before touring. Tour enough to understand the market.
Request proposals in a way that invites comparison. Negotiate the main economics before spending legal time
on documents. Keep alternatives alive until the deal is truly secure.

A short checklist can help a tenant recognize when representation is especially important:

1. The lease obligation is financially material to the business.

2. The company is renewing and has not tested the market in several years.

3. The space requires significant improvements or specialized build-out.

4. The tenant expects growth, contraction, sale, merger, or operational change.



5. The landlord’s proposal includes complex expense pass-throughs, options, or restrictions.

Even smaller tenants can benefit from this discipline. A 3,000-square-foot office lease may not seem large
compared with major corporate transactions, but for a small business it can be a major fixed cost. The
negotiation may affect hiring, cash flow, and flexibility for years.

A practical example: the renewal that looked simple
A common scenario begins with a tenant whose lease expires in nine months. The landlord offers a renewal at a
higher rate and frames it as reasonable because moving would be disruptive. The tenant likes the building and
does not want to relocate. At first glance, the easiest path is to counter lightly and sign.

A tenant representative would look at the situation differently. How does the proposed rate compare with similar
buildings? Are landlords offering free rent to new tenants in the submarket? Would the existing landlord need to
spend money to re-lease the space if the tenant left? Has the tenant paid rent reliably and maintained the
premises well? Are there functional problems in the suite that should be addressed as part of renewal? Could a
modest reconfiguration improve efficiency enough to reduce the footprint?

The answer might still be to stay. But the renewal terms could change materially. The tenant may obtain a lower
increase, several months of abated rent, new paint and carpet, revised options, or better expense protections.
Alternatively, the market survey may reveal a nearby building with better economics and a layout that reduces
square footage needs. The value comes from replacing assumption with evidence.

A practical example: the attractive space with the wrong economics
Another familiar situation involves a tenant that falls in love with a space after the first tour. The lobby looks
sharp, the view is better, and the layout feels close enough. The landlord’s broker is responsive and creates
urgency by mentioning other interested tenants. The proposal arrives with a respectable rental rate, and the
tenant feels pressure to move quickly.

A tenant advisor will usually pause the process. What are the total costs over the term? How much will the tenant
need to spend beyond the allowance? Does the lease start before improvements are complete? Are the
operating expenses already high? Is parking included or separate? Does the building allow the tenant’s intended
use without special conditions? Is the landlord financially and operationally capable of delivering the
improvements on schedule?

Sometimes the attractive space remains the best choice. Sometimes it becomes less attractive after the numbers
are normalized. The advisor’s role is not to dampen enthusiasm. It is to make sure enthusiasm does not substitute
for analysis.

Why experience changes outcomes
Commercial real estate negotiation is partly technical and partly behavioral. The technical side includes lease
economics, market data, construction costs, operating expenses, and document provisions. The behavioral side
includes timing, leverage, credibility, and reading what the other side needs.

An experienced tenant representative has seen landlords test high rates, then soften after competing proposals
appear. They have seen tenants wait too long and lose leverage. They have seen improvement allowances
consumed by basic code or building requirements before the tenant gets the improvements it actually wants.



They have seen renewal options that sounded valuable but were too vague to provide real protection. They have
seen operating expense language become a recurring source of frustration after move-in.

That pattern recognition matters. It does not guarantee a perfect result, and no honest advisor should promise
one. Market conditions, landlord constraints, tenant credit, lease size, term length, and timing all affect outcomes.
But experienced commercial lease negotiation services can improve the tenant’s odds by anticipating problems
before they harden into signed obligations.

Sheryl Mazirow, identified publicly as the president and founder of Mazirow Commercial, has more than 30 years
of commercial real estate experience. The firm states that it has helped hundreds of businesses negotiate leases
over more than three decades. For tenants evaluating advisors, that kind of background is relevant because lease
negotiations reward practical memory. The advisor who has lived through many transactions can often spot the
clause, concession, or timing issue that a tenant encounters only once every five or ten years.

The best representation feels like clarity
A business lease is not just a real estate document. It is a commitment that shapes where people work, how
customers arrive, how capital is spent, and how easily the company can adapt. Landlord representation and
tenant representation both play legitimate roles in the market, but they are not interchangeable.

Landlord representatives protect and promote the owner’s asset. Tenant representatives protect and advance the
occupier’s interests. One starts with the building. The other starts with the business.

For tenants, the practical question is simple: who is sitting on your side of the table with no competing landlord
agenda? When the answer is clear, the process changes. Options are broader, proposals are tested, lease terms
are scrutinized, and renewal discussions become more than a landlord’s opening offer. The tenant may still
choose the same building, the same landlord, or the same location. The difference is that the choice is made with
leverage, context, and professional advocacy.

That is what makes tenant representation services different. They are not merely about finding space. They are
about helping a business make one of its largest commitments with discipline, market intelligence, and an
advocate whose loyalty is not divided.


