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strategies for commercial
real estate negotiations

In today's real estate world, the confidence and strength in which the

landlord will negotiate against a tenant varies greatly based on factors such

as their financial stability, perceived leasing activityr vacancy ra1e, strength

of existing tenants or their belief in a 201I market recovery'
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I I * wilh most things in life, a conunercial
real estate transaction is a garne of compromise
and balanse, fisk yourself:

Iffhat is more irnportant to you: rental rate or
gnrb appeal?

Ilo you rryanrt a refirrbishrnent alloryance or a shori
terrn cornrnitment?

Ilo you need room to expand or desire an early
terrnination?

Do you want to stay at your existing building?
I)o you want to look at moving to another
building, 

ll AaronKuhl

lease. A defined goal helps clarify and
direct your team's efforts.

As with most things in life, a

commercial real estate transaction is a
game of compromise and balance.

What is more irnpormrtt to you: rental
rate ar curb appealt

Do you wmt arefwbislvnmt allnwuwe
or a shnrt term contmitment?

Do you need room to expatd or desire

an emly terminntion?

Do you want to stny at yotn existing

builAing? (If so, read#l at yow right)

Do you want to Inok at mouing to

another building? (If so, read. #2 at
yotn right)

l. Prwided that yut like your
buiWing, neighbor s and lmdlard, the
mnjor questions you need to dnswer
arc size md length of term. Do you
really need all of the space that you
have? Should you expand or give some

of the space back to the landlord?
\With regards to your timeframe, is a
three, five or seven year renewal
appropriate for your long term goals?

2. If you're like mast phrysicimu,
you don't like to nL(Ne, but may be

forced n W a dilapidated buiWing,
unresponsive Imtdlord, or changing
demagraphics. Although there are

some administrative costs associated
with moving, the bulk of the reloca-
tion cost is spent in moving specialty
equipment if applicable and tenant
improvements. For example, a primary
care office can tlpically be moved and

stationary replaced for the equivalent
of less than one month of rent. None
the less, will your teffn at the new space

justify the cost and hassle of moving?

Where would you move...closer to
home or patients?

3. Defme your goal in a orle
sentence 'SMART Qoal". Smart
goals are $pecific, IV[easurable,

Attainable, Relevant, and Timely. A
good example would be: "Renew my
lease in the current suite, at a lower
rate with new carpet and paint three
months prior to my lease expiration."
SMART goals help to gauge whether
you have accomplished your goals.

execute youl strategry
7, Start early. \,/y'hether you have a

renewal option or not, ask your broker
to start a dialogue with your landlord
10-12 months in advance. This allows
your broker the necessary time to
negotiate the most favorable transac-
tion or to provide you with altemative
options. Starting the process a few
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