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Client:
Public Accounting Firm

Location:
Fountaingrove

Corporate Center

Agent:
Kevin Doran, Agent

License #01704987

Value:
$1,232,400 / 10,270± sf

Solution:
Current Market Rates 

and Lease Renegotiations

Timeframe:
9 months

The client reduced 
operating costs 

signifi cantly! The 
Owner paid for all 

tenant improvements    
&  upgrades to 

the electrical and 
telecommunication 

systems.

A Successful LeaseA Successful Lease
Renewal NegotiationRenewal Negotiation

CHALLENGE:  My client originally leased their current space over a 
decade ago.  When it came time to renew the original tenant agent was 
not available and the client negotiated the lease renewal without repre-
sentation.  When it again became time to renew their current lease the 
client remembered that handling the lease renewal was cumbersome and 
it required attention during their busiest season.  Without experience in 
commercial real estate and attempting to negotiate their own lease while 
extremely focused on their busiest season the client was likely to miss as-
pects of negotiating that were potentially very benefi cial to them.

Because the market changes continuously and because great tenants are 
extremely valuable to property owners there are often substantial benefi ts 
that a tenant does not know to consider in lease renegotiations.

SOLUTION:  Once engaged to represent this client I was confi dent in 
the strength of our position and believed we could obtain a signifi cant 
reduction in their current lease rate as well as some tenant improvements 
and other incentives.

I decided to create a very competitive negotiating environment.  This was 
successfully accomplished in creating demand by canvassing my client’s 
requirement to numerous appropriately suited facilities.  

We narrowed our interest to a few properties, including their current prop-
erty, and simultaneously negotiated terms and conditions.  This further 
increased our valuable negotiating leverage. 

All of the leverage along with providing the existing landlord data on the 
cost they were likely to incur if my client relocated provided the competi-
tive negotiating environment we sought.  Based on the position we had 
created we submitted aggressive counter proposals.  

BENEFIT:  My client chose to renew the lease in their current space.  
The new lease rate is not only signifi cantly lower than their current rate 
but also the original rate negotiated over a decade ago.  The owner com-
pleted an upgrade to the electrical system to provide more power and ap-
propriate performance for the fi rms expanding technology.  My client was 
also provided a lucrative incentive for remaining in their current space.  
My client did not incur any expense for my representation which is the 
standard for a tenant in lease transactions.  Lastly, by negotiating on my 
clients’ behalf they had the opportunity to focus more of their time on run-
ning their business. 


