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How to Use This Book 

This book is designed to be a practical, step-by-step guide to the commercial leasing 
process. It is divided into three parts, each focusing on a critical phase of the journey: 

• Part 1: Get Lease-Ready (Chapters 1-9): This section will help you to build the 
foundation you need to be taken seriously by landlords. You will learn how to 
structure your business, create a compelling brand, and prepare a professional 
financial package. 

• Part 2: Own the Process (Chapters 10-12): This section will guide you through the 
process of finding the right location and crafting a powerful Letter of Intent (LOI). You 
will learn how to work with a tenant representation broker, use data to make 
informed decisions, and create an LOI package that sets you apart from the 
competition. 

• Part 3: Master the Negotiation (Chapters 13-14): This section will teach you the art 
of the deal. You will learn how to navigate the back-and-forth of lease negotiations, 
understand the landlord’s perspective, and secure the best possible terms for your 
business. 

Each chapter builds on the last, so I recommend reading the book from start to finish. 
However, you can also use it as a reference guide, dipping into specific chapters as you 
move through the leasing process. At the end of each chapter, you will find a “Takeaway” 
section that summarizes the key lessons. Use these to reinforce your learning and guide 
your actions. 

My goal is to give you the confidence and the knowledge you need to win your lease. Let’s 
get started. 
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Introduction 

Leasing a commercial space is one of the most critical steps in the journey of a small 
business owner. Whether you’re opening your first location or expanding, securing the 
right lease with the right terms can determine the long-term success of your business. Yet, 
too often, small business owners step into negotiations unprepared, facing landlords and 
their brokers in a system that was not designed for them. 



For nearly 15 years, I have been immersed in the world of commercial real estate. Early in 
my career, I represented institutional landlords, leasing spaces in large retail developments 
to major national brands. My role was to attract interest from small business owners and 
secure tenants that aligned with the landlords’ objectives. My responsibility was to look out 
for the landlord’s best interests, maximizing their profit and securing the best possible 
lease terms. 

It didn’t take long for me to notice a troubling pattern. Many of these small business 
owners approached the leasing process unprepared and unrepresented. They started by 
calling the “For Lease” sign and speaking directly to the landlord’s broker—someone like 
me—without realizing that I was legally obligated to represent the landlord’s best 
interests, not theirs. I watched time and again as these entrepreneurs unknowingly agreed 
to terms that were heavily in the landlord’s favor. 

I knew exactly how much money they were leaving on the table. I knew the kinds of 
concessions and incentives landlords were offering to bigger, more experienced tenants—
things like free rent, tenant improvement allowances, and flexible lease terms—yet these 
small business owners rarely knew to ask for them. The imbalance was stark, and I could 
no longer ignore it. 

That’s when I shifted my focus from representing landlords to representing tenants, 
specifically small business owners. I knew I could help level the playing field by giving them 
the knowledge, tools, and strategies they needed to approach leasing with confidence. 
That’s why I wrote this book. 

My goal is simple: to empower small business owners with the information they need to 
make smart, strategic leasing decisions. This book will give you the same tools and insights 
that corporate tenants use to win their leases. You’ll learn how to prepare yourself and 
your business, identify the best opportunities, negotiate effectively, and structure lease 
agreements that protect your business for years to come. 

This book is for any entrepreneur looking to secure a commercial lease, whether you’re a 
small business owner leasing for the first time, an experienced entrepreneur expanding 
into additional locations, or a business owner who wants to negotiate better terms next 
time. The leasing process doesn’t have to be overwhelming. With the right approach, it can 
be an opportunity—an opportunity to set up your business for long-term success. It’s time 
to win your lease. 

 

Chapter 1: What You Must Know Before Leasing Commercial Space 

Leasing a commercial space is one of the most significant steps in a small business owner’s 
journey. The terms of your lease will determine your costs, flexibility, and long-term 
financial stability. Yet, many small business owners make a critical mistake at the very 
beginning of the process: they call the number on a “For Lease” sign and engage directly 
with the landlord’s broker. 



At first glance, this seems like the logical way to begin. However, this approach puts you at 
an immediate disadvantage, as you’ll find yourself negotiating against professionals who 
are legally obligated and trained to maximize profits for the landlord—not for you. 
Corporate tenants—such as national retail brands and well-established businesses—never 
call the number on a “For Lease” sign and negotiate directly. Instead, they hire professional 
tenant representation brokers who handle every aspect of the leasing process on their 
behalf. If large corporations know better than to negotiate directly, why would a small 
business owner attempt to do so? 

The Hidden Risk of Calling the “For Lease” Sign 

When you call a “For Lease” sign, you may assume you are simply gathering information 
about the available space. What you don’t realize is that you are unknowingly weakening 
your negotiation position before the conversation even begins. The moment you call, the 
landlord has the right to assume that you understand your right to representation, that you 
understand lease terms, market conditions, and the negotiation process. The landlord’s 
broker controls the conversation, and their goal is to secure the highest rent and most 
favorable terms for the landlord—not to educate you or advocate for your interests. 

If you answer all the broker’s questions in that initial call or you express too much interest 
or urgency, the broker can use that against you when structuring lease terms. This is why it 
is crucial to have a tenant representation broker who can act as a filter of communication 
and negotiate on your behalf. Remember, tenant representation is free to you, as the 
landlord pays the broker’s commission. 

Understanding the Players: Who’s Really on the Other End of the Call? 

Before diving deeper, it’s essential to understand who is involved in a commercial leasing 
transaction and what their motivations are. 

Player Role & Motivation 
The Landlord Their goal is to maximize profit by securing the highest rent possible, 

minimizing tenant concessions (like free rent or TI allowances), and 
reducing their own costs. They have years of experience and use lease 
agreements structured to favor them. 

The 
Landlord’s 
Broker 

This person is legally obligated (as a fiduciary) to represent the landlord’s 
interests. They are skilled negotiators trained to structure deals that 
benefit the landlord. They know how to spot inexperience and will use it 
to their advantage. 

If the landlord has a broker working to get the best terms for them, why wouldn’t you have 
your own broker working to get the best deal for you? 

The Risks of Negotiating Without Representation 
1. Overpaying on Rent: Without representation, you are less likely to secure market-

competitive rates. Many small business owners assume that the listed rent is standard, 



but experienced tenants often negotiate lower rates, rent concessions, or free rent 
periods. 

2. Missing Out on Tenant Improvement (TI) Allowances: Landlords will not 
voluntarily offer TI allowances unless they know you expect them. A skilled broker can 
negotiate TI funds to help cover your buildout costs, but if you negotiate alone, you 
may be left covering 100% of the costs out of pocket. 

3. Signing a One-Sided Lease Agreement: Most lease terms are non-negotiable once 
signed, locking you into an agreement that may have excessive rent escalation clauses, 
unfair maintenance responsibilities, or restrictions on subleasing. 
Real-World Example: The Doctor Who Overpaid A doctor looking to lease a 
retail space ignored his broker’s advice and met with the landlord’s broker on his 
own. During the conversation, he casually expressed how much he loved the 
space and how eager he was to move in. The landlord’s broker took note of this 
enthusiasm and, knowing the doctor was emotionally invested, cut the tenant 
improvement (TI) allowance in half—forcing the doctor to pay significantly more 
out-of-pocket for his buildout. After signing the lease, the tenant admitted, “I 
should have listened to my broker.” 

Tactical Takeaway: Landlord’s brokers are trained to extract information that weakens 
your negotiating position. Always let your tenant rep broker handle direct 
communications; your broker is your filter of communication with every landlord. 

What to Do Instead 

Instead of calling the “For Lease” sign, your first step should be to find and hire a tenant 
representation broker. This is the single most important thing you can do to level the 
playing field. Once you have a broker on your team, you can begin your search for the right 
space. You can still call the number on a sign, but only to gather basic information: Is the 
space still available? What’s the asking rent? After that, cut the conversation short. Say 
something like, “Thanks for the info. If we’re interested, you’ll be hearing from my broker.” 

Take a picture of the property, note the address, and pass the contact information along to 
your broker. Let them handle everything from there—the negotiations, the flow of 
information, and the timing. This way, you’re not giving away anything that could be used 
against you in the lease process. 

Takeaway: The commercial leasing system is built to favor landlords. If you don’t 
approach leasing strategically, you will overpay, miss out on incentives, and sign an 
agreement that limits your flexibility. Do NOT call the “For Lease” sign—let your broker 
handle communications. Secure tenant representation before engaging with a landlord and 
approach leasing the way corporate tenants do—with a strategy, professional guidance, 
and clear negotiation objectives. 

 



Chapter 2: Understanding Tenants 

Not all tenants are treated equally in commercial real estate. The type of tenant you are—
national, regional, or local—determines how landlords perceive you, how much leverage 
you have in negotiations, and what kind of lease terms you can expect. Landlords evaluate 
tenants based on three primary pillars: financial stability, brand recognition, and long-term 
security. As a small business owner, you need to recognize where you stand in the tenant 
hierarchy. 

National and regional tenants set market rates and leasing standards, while local tenants 
often struggle to secure prime locations and favorable lease terms. This is not unfair; it is 
the free market at work. The sooner you understand how this market moves, the sooner 
you will be able to approach your next leasing process with confidence. 

The Three Tiers of Tenants 
Tenant 
Type Description & Examples Landlord’s Perspective 
National 
Tenants 

These are the heavyweights of 
retail—large, publicly traded 
companies with thousands of 
locations and strong brand 
recognition (e.g., Starbucks, 
McDonald’s, Walmart). 

Low Risk, High Reward: National 
tenants have a proven track record, 
strong financials, and a brand that can 
draw significant traffic to the property. 
They are the most desirable tenants, and 
landlords will offer them the best lease 
terms, including lower rent and generous 
TI allowances. 

Regional 
Tenants 

These are the local 
powerhouses—multi-location 
operators with a strong presence 
in a specific region. They may 
have dozens or even hundreds of 
locations and are well-known 
within their market. 

Medium Risk, Medium Reward: 
Regional tenants are generally considered 
stable and have a good understanding of 
the local market. They are a solid choice 
for landlords and can often secure 
favorable lease terms, though not as 
aggressive as national tenants. 

Local 
Tenants 

This is the heart of small 
business—independent, often 
with one or two locations. They 
are the backbone of the local 
economy but are often 
underestimated by landlords. 

High Risk, Low Reward: From a 
landlord’s perspective, local tenants often 
have limited financial history, unproven 
concepts, and a higher perceived risk of 
failure. They have the least amount of 
leverage in negotiations. 

How to Position Yourself for Success 

As a local tenant, you may not have the same financial muscle or brand recognition as a 
national chain, but you can still position yourself as a desirable tenant. The key is to 
emulate the professionalism and preparation of larger tenants. By presenting a strong 
business plan, a polished brand, and solid financials, you can bridge the credibility gap and 
increase your negotiating power. 



Tactical Takeaway: Landlords are in the business of mitigating risk. The more you can do 
to demonstrate your stability, professionalism, and long-term viability, the more seriously 
they will take you. 

The Power of Perception 

Landlords are not just leasing a space; they are investing in a business. They want to see 
that you are a serious, professional operator who is committed to success. A well-designed 
website, a strong social media presence, and a compelling brand story can all contribute to 
a positive perception. 

Real-World Example: The Power of a Good Story A local coffee shop was 
competing for a prime location against a well-known regional chain. The local 
shop had a compelling story, a strong community following, and a beautifully 
designed presentation deck that showcased their vision for the space. The 
landlord was so impressed with their professionalism and passion that they chose 
the local shop over the regional chain, even though the chain had a stronger 
financial track record. 

Takeaway: You may be a local tenant, but you don’t have to act like one. By adopting the 
strategies and professionalism of larger tenants, you can punch above your weight and 
secure the lease you deserve. The rest of this book will show you how. 

 

Chapter 3: Understanding Retail Leasing Terminology 

Leasing a retail space involves complex agreements filled with industry-specific 
terminology. Understanding these terms is crucial for negotiating a fair lease, avoiding 
hidden costs, and ensuring that your business is set up for long-term success. This chapter 
provides a clear breakdown of key retail leasing terms, how they apply to you as a tenant, 
and what to look out for during negotiations. 

Lease Structures & Financial Obligations 
Term What It Is Why It Matters to You 
NNN 
(Triple Net 
Lease) 

A lease where the tenant pays base 
rent plus property taxes, building 
insurance, and common area 
maintenance (CAM) expenses. 

This is the most common lease type 
in retail. You need to budget for 
these additional costs, which can 
fluctuate annually. 

Base Rent The fixed monthly rent for the space, 
before any additional costs. 

This is the primary component of 
your rent that is negotiable. 

Security 
Deposit 

A one-time payment to the landlord to 
cover potential damages or unpaid 
rent. 

This is typically equal to one 
month’s rent, but it can be 
negotiated, especially if you have 
strong financials. 



Lease Terms & Tenant Responsibilities 
Term What It Is Why It Matters to You 
Delivery Date The date the landlord hands 

over the space for you to 
begin your build-out. 

A delayed delivery can impact your 
opening timeline and your budget. 

Rent 
Commencement 
Date 

The date you are required to 
start paying rent. 

You may owe rent before you are 
open for business. Negotiate for a 
rent-free period to cover your 
build-out. 

Tenant 
Improvement (TI) 
Allowance 

A contribution from the 
landlord to help cover the 
cost of customizing the 
space. 

This is a critical point of 
negotiation. The more build-out 
required, the more TI you should 
ask for. 

Landlord’s Work 
vs. Tenant’s Work 

A detailed description of 
who is responsible for what 
in the build-out process. 

This should be clearly defined in 
the lease to avoid disputes and 
unexpected costs. 

Exit & Flexibility Clauses 
Term What It Is Why It Matters to You 
Exit Clause A clause that allows you to 

terminate the lease early under 
specific conditions. 

Most landlords will not agree to an 
exit clause, but you can negotiate for a 
flexible sublease clause as an 
alternative. 

Personal 
Guarantee 

A requirement for you to 
personally back the lease, 
putting your personal assets at 
risk. 

This is standard for small businesses. 
Try to negotiate a “burn-off” period 
where your liability decreases over 
time. 

Assignment & 
Subletting 

Your right to transfer your lease 
to another tenant. 

This is your primary exit strategy if 
your business struggles. Push for 
flexible assignment and subletting 
rights. 

Additional Lease Considerations 
Term What It Is Why It Matters to You 
Exclusive Use 
Clause 

A protection that prevents the 
landlord from leasing space to a 
direct competitor. 

This is a critical protection for 
your business. Always ask for it. 

Signage Rights Your right to place signage on the 
building and property. 

Signage is critical for visibility. 
Negotiate for the best possible 
signage placement. 

Right of First 
Refusal (ROFR) 

Your right to lease an adjacent 
space before the landlord offers it 
to anyone else. 

This is important for future 
expansion. 



Takeaway: A commercial lease is a complex legal document. Do not try to navigate it alone. 
A good tenant representation broker and a qualified real estate attorney are essential 
members of your team. They will help you to understand the terms, negotiate a fair deal, 
and protect your business from unnecessary risks. 

 

Chapter 4: Understanding Retail Space Conditions 

When leasing a commercial space, the physical condition of the property plays a crucial 
role in determining your build-out costs, move-in timeline, and overall budget. 
Understanding the different retail space conditions will help you assess costs, negotiate 
landlord incentives, and choose the right space for your business. This chapter breaks 
down the four most common retail space conditions and what each means for you as a 
tenant. 

The Four Common Retail Space Conditions 
Condition Description Best For 
Dark Shell (Cold 
Shell) 

A raw, unfinished space with bare 
concrete floors, unfinished walls, and 
no HVAC, electrical, or plumbing. 

National tenants with large 
budgets and specific build-out 
requirements. 

Vanilla Shell 
(Warm Shell) 

A partially finished space with basic 
infrastructure, including HVAC, 
finished walls, and basic electrical 
and lighting. 

Small businesses looking to 
minimize upfront costs and 
move in quickly. 

Second-
Generation 
Retail Space 

A previously leased space with 
existing infrastructure, such as 
flooring, lighting, and restrooms. 

Retailers, salons, or offices that 
can use an existing layout and 
want to save on build-out costs. 

Second-
Generation 
Restaurant 
Space 

A previously occupied restaurant 
with existing kitchen infrastructure, 
such as vent hoods, grease traps, and 
plumbing. 

New restaurant owners looking 
to significantly reduce startup 
costs. 

Negotiating Based on Space Condition 

Your negotiation strategy should be tailored to the condition of the space. The more work 
required, the more you should ask for in concessions from the landlord. 

• Dark Shell: This condition requires the most significant investment from the tenant. 
You should negotiate for a substantial Tenant Improvement (TI) allowance and a 
generous rent-free period to offset the high build-out costs and long construction 
timeline. 

• Vanilla Shell: While a vanilla shell reduces your costs, you will still have expenses for 
flooring, fixtures, and other finishes. Negotiate for a smaller TI allowance or a few 
months of free rent to cover these costs. 



• Second-Generation Space: These spaces can be a great value, but they may require 
cosmetic updates. Negotiate for the landlord to cover the cost of new paint, flooring, or 
other minor improvements. If the landlord is eager to fill a vacant space, you may have 
more leverage to negotiate a lower rent. 

• Second-Generation Restaurant Space: This is the holy grail for new restaurant 
owners, as it can save you tens, or hundreds of thousands of dollars in build-out costs. 
However, you must inspect all existing equipment to ensure it is in good working 
order. Negotiate for the landlord to repair or replace any faulty equipment before you 
sign the lease. 

Tactical Takeaway: Always get a build-out estimate from a qualified contractor before you 
sign a lease. This will give you a realistic understanding of your costs and help you to 
negotiate a fair TI allowance. 

Takeaway: The condition of the space is a critical factor in your leasing decision. By 
understanding the different space conditions and tailoring your negotiation strategy 
accordingly, you can choose a space that fits your budget and sets your business up for 
success. 

 

Chapter 5: Corporate Entity & Structure 

Before you even think about signing a lease, you need to get your house in order. Landlords 
are not just leasing you a space; they are making a financial investment in your business. 
They need to see that you are a legitimate, well-structured entity, not just an individual 
with a good idea. Establishing a formal corporate structure is a non-negotiable step that 
demonstrates credibility, protects your personal assets, and strengthens your position at 
the negotiating table. 

This chapter will guide you through the essential steps of setting up your business entity, 
establishing your financial foundation, and building the credibility you need to be taken 
seriously by landlords. 

Step 1: Form a Legal Business Entity 

Operating as a sole proprietor is a non-starter in the world of commercial leasing. You must 
form a legal entity to separate your personal assets from your business liabilities. This is 
the first thing a landlord will look for. 

Entity Type Description Key Benefit for Leasing 
Limited 
Liability 
Company 
(LLC) 

A hybrid structure that 
combines the pass-through 
taxation of a sole 
proprietorship with the 
liability protection of a 
corporation. 

The Gold Standard for Small 
Businesses. An LLC protects your 
personal assets (your house, car, and 
savings) if your business is sued or 
defaults on its debts. This is the most 
common and recommended structure for 
small business owners. 



S-Corporation 
(S-Corp) 

A tax designation that allows 
a business to pass income, 
losses, deductions, and 
credits through to its 
shareholders, avoiding 
double taxation. 

Tax Advantages. An S-Corp can offer tax 
benefits for some businesses, but the 
setup is more complex. Consult with a 
CPA to see if this is the right choice for 
you. 

Doing 
Business As 
(DBA) 

A registered name that a 
business operates under that 
is different from its legal 
name. It is not a legal entity. 

Branding, Not Protection. A DBA is for 
marketing purposes only. It does not 
provide any liability protection. You must 
still have an underlying legal entity (like 
an LLC). 

Once you have formed your legal entity, you must obtain an Employer Identification 
Number (EIN) from the IRS. This is like a Social Security number for your business and is 
required to open a business bank account, hire employees, and file taxes. 

Tactical Takeaway: Form an LLC. It is the simplest and most effective way to protect your 
personal assets and establish the credibility you need to secure a commercial lease. 

Step 2: Establish Your Financial Foundation 

A landlord needs to see that you are financially responsible and have the capital to operate 
your business. A business bank account is not just a place to put your money; it is a critical 
tool for demonstrating your financial stability. 

1. Open a Business Bank Account: As soon as you have your LLC and EIN, open a 
dedicated bank account for your business. Do not mix your personal and business 
finances. This is a red flag for landlords and can create legal and accounting 
nightmares. 

2. Establish Business Credit: A strong business credit history can help you secure 
better lease terms and financing in the future. Start by opening a business credit card 
and using it for all your business expenses. Pay it off on time, every time. 

3. Secure Your Funding: Before you start looking for a space, you need to have your 
funding in place. Whether you are using personal savings, a business loan, or investor 
capital, you need to be able to show the landlord that you have the cash on hand to 
cover the security deposit, first month’s rent, and build-out costs. 

Tactical Takeaway: Walk into a lease negotiation with your funding secured and a clean 
set of business financials. This shows the landlord that you are a serious, low-risk tenant. 

Step 3: Hire a Certified Public Accountant (CPA) 

A good CPA is one of the most valuable investments you can make in your business. They 
are not just for tax season; they are a strategic partner who can help you with everything 
from financial planning to compliance. A CPA can help you: 

• Choose the right business structure for your specific situation. 
• Prepare the financial statements that landlords require (P&L, Balance Sheet). 



• Develop financial projections to demonstrate your business’s potential for success. 
• Ensure that you are in compliance with all tax laws and regulations. 

Takeaway: Your corporate and financial structure is the foundation of your leasing 
strategy. By establishing a legal entity, building a strong financial foundation, and working 
with a qualified CPA, you are not just preparing to sign a lease; you are building a business 
that is built to last. Landlords are looking for stability and professionalism. Show them you 
have both. 

 

Chapter 6: Creating a Brand 

In the competitive world of commercial leasing, a strong brand is not a luxury; it is a 
necessity. Landlords are not just looking for a tenant who can pay rent; they are looking for 
a business that will add value to their property, attract customers, and contribute to a 
vibrant tenant mix. A well-developed brand identity can be the deciding factor that sets you 
apart from the competition and convinces a landlord to choose you. 

Your brand is more than just a logo or a color scheme. It is the entire experience you create 
for your customers, and it is the story you tell to landlords. It is a promise of quality, 
professionalism, and long-term viability. This chapter will guide you through the process of 
building a brand that not only resonates with your target audience but also impresses 
landlords and strengthens your leasing proposal. 

Step 1: Build a Strong Brand Identity 

Your brand identity is the visual and verbal expression of your business. It is how you look, 
how you sound, and how you make people feel. A cohesive brand identity demonstrates 
that you are a thoughtful, professional business owner who is serious about success. 

Brand 
Element Why it Matters for Leasing What to Do 
Logo Your logo is the face of your business. 

A professional logo signals to 
landlords that you are a credible and 
well-thought-out business. 

Invest in a professionally designed 
logo that is simple, memorable, 
and adaptable for signage, menus, 
and marketing materials. 

Color 
Palette 

Colors evoke emotion and create a 
distinct mood. A consistent color 
palette reinforces your brand identity 
and makes your business instantly 
recognizable. 

Choose a color palette that reflects 
your brand’s personality (e.g., 
bold and energetic, calm and 
trustworthy, luxurious and 
sophisticated). 

Typography The fonts you use impact readability 
and convey a certain style. Consistent 
and legible typography is a sign of 
professionalism. 

Select one or two primary fonts 
that are easy to read and align 
with your brand’s aesthetic. Use 
them consistently across all 
materials. 



Brand Voice Your brand voice is the personality of 
your business in written form. It 
should be consistent and appropriate 
for your target audience. 

Define a brand voice that is 
authentic to your business (e.g., 
friendly and casual, professional 
and authoritative, witty and 
playful). 

Tactical Takeaway: Your brand identity is a critical component of your LOI package. 
Include a marketing deck with visual renderings of your proposed storefront, signage, and 
interior design. This helps the landlord visualize your concept in their space and fall in love 
with your brand. 

Step 2: Establish Your Digital Presence 

In today’s market, your digital presence is just as important as your physical one. Landlords 
will absolutely look you up online, and what they find will influence their decision. A 
professional website and active social media channels are non-negotiable. 

1. Create a Professional Website: Your website is your digital storefront. It should be 
well-designed, easy to navigate, and mobile-friendly. It should clearly communicate 
who you are, what you do, and why customers should choose you. Include your story, 
your menu or services, and high-quality photos. 

2. Engage on Social Media: Choose the social media platforms where your target 
audience spends their time. Use these platforms to share compelling content, engage 
with your followers, and build a community around your brand. Landlords will look at 
your social media to gauge your popularity and market viability. 

3. Manage Your Online Reputation: Encourage satisfied customers to leave positive 
reviews on platforms like Google, Yelp, and TripAdvisor. A strong collection of positive 
reviews is a powerful signal to landlords that your business is well-regarded and has a 
loyal customer base. 

Tactical Takeaway: Before you submit an LOI, do a search for your business online. What 
do you see? Make sure your digital footprint is professional, consistent, and compelling. 

Step 3: Define Your Brand’s Future 

Landlords are not just interested in who you are today; they are interested in who you will 
be tomorrow. They want to see that you have a vision for the future and a plan for growth. 
A brand that is built to scale is a much more attractive tenant than one that is content to 
stay small. 

• Think Beyond a Single Location: Even if you are just starting out, think about what it 
would look like to open a second, third, or tenth location. How would your brand adapt 
and evolve? A scalable brand is a valuable asset. 

• Document Your Brand Standards: Create a brand guidelines document that outlines 
your logo usage, color palette, typography, and brand voice. This shows landlords that 
you are thinking strategically about your brand and are prepared for growth. 



Takeaway: Your brand is your story. It is a powerful tool for building credibility, attracting 
customers, and winning over landlords. Invest the time and resources to build a brand that 
is professional, consistent, and compelling. In a competitive leasing market, a strong brand 
can be the key that unlocks the door to your perfect space. 

 

Chapter 7: Business Plan & Concept 

A great idea is not enough. To convince a landlord to invest in your business, you need to 
show them that you have a well-thought-out plan for success. A comprehensive business 
plan is the single most powerful tool you have for demonstrating your vision, market 
knowledge, and financial projections. It is the document that proves to landlords, lenders, 
and investors that your business is strategic, financially viable, and built for long-term 
success. 

Without a solid plan, you risk being overlooked in favor of tenants who appear more 
prepared and financially stable. This chapter will guide you through the essential 
components of a winning business plan and how to present it in a way that captures a 
landlord’s attention and builds their confidence in you. 

The Anatomy of a Winning Business Plan 

Your business plan is the blueprint for your success. It should be a detailed, well-
researched document that covers every aspect of your business. While the full document 
may be lengthy, it is the foundation for the shorter, more visual presentation deck you will 
share with landlords. 

Section What it Should Include Why it Matters to Landlords 
Executive 
Summary 

A concise overview of your 
entire business plan. This is 
the most important section, as 
it is often the only part a busy 
landlord will read. 

First Impressions Matter. A strong 
executive summary can make or break 
your proposal. It should be compelling 
enough to make the landlord want to 
learn more. 

Company 
Description 

Your mission, vision, and 
values. Your legal structure 
(LLC), and a brief history of 
your business. 

Shows Professionalism. This section 
demonstrates that you have a clear 
identity and a solid legal foundation. 

Market 
Analysis 

A deep dive into your industry, 
target market, and 
competitors. Show that you 
understand the landscape you 
are operating in. 

Proves Viability. Landlords want to 
see that there is a real demand for your 
product or service and that you have a 
plan to compete effectively. 

Products & 
Services 

A detailed description of what 
you sell. Include your menu, 
product line, or list of services. 

Clarifies Your Concept. This helps the 
landlord understand your business 
model and how it will fit into their 



property. 
Marketing & 
Sales Strategy 

How you will attract and 
retain customers. Your 
branding, pricing, and sales 
channels. 

Demonstrates Growth Potential. A 
solid marketing plan shows that you 
are proactive about driving traffic and 
generating revenue. 

Management 
Team 

Bios of the key people behind 
the business. Highlight their 
experience and expertise. 

Builds Trust. Landlords want to know 
that you have a capable team in place to 
execute your vision. 

Financial 
Projections 

A three- to five-year forecast 
of your revenue, expenses, and 
profitability. Include a P&L, 
cash flow statement, and 
balance sheet. 

The Bottom Line. This is the most 
scrutinized section. Your projections 
must be realistic, well-researched, and 
supported by clear assumptions. 

Tactical Takeaway: Your business plan is a living document. It should be updated 
regularly as your business evolves. A well-maintained business plan is a sign of a well-
managed business. 

The Power of a Professional Presentation 

While your full business plan is essential for your internal use and for securing financing, it 
is often too dense for a landlord’s initial review. Instead, you should create a professional 
presentation deck that summarizes the key highlights of your business plan in a visually 
engaging format. 

• Keep it Concise: Your presentation deck should be no more than 10-15 slides. Focus 
on the most important information and use visuals to tell your story. 

• Make it Visual: Use high-quality photos, charts, and graphs to illustrate your points. A 
picture is worth a thousand words, especially when you are trying to capture a 
landlord’s attention. 

• Tell a Story: Your presentation should have a clear narrative arc. Start with your 
vision, introduce your concept, and end with a compelling call to action. 

Takeaway: A professional business plan and presentation deck are your most powerful 
marketing tools. They are your opportunity to tell your story, showcase your vision, and 
convince a landlord that you are a tenant worth investing in. Do not cut corners on this 
critical step. 

 

Chapter 8: Crafting Your Professional Biography 

In the world of commercial leasing, you are your brand. Landlords are not just investing in 
your business concept; they are investing in you. Your professional biography is your 
opportunity to tell your story, showcase your expertise, and build a personal connection 
with the landlord. It is a chance to show them that you are not just a faceless entity, but a 



passionate, experienced, and credible individual who is fully committed to the success of 
your business. 

This chapter will guide you through the process of crafting a professional biography that 
highlights your strengths, builds trust, and makes a lasting impression on landlords. 

The Three Pillars of a Powerful Biography 

Your professional biography should be a concise, compelling narrative that weaves 
together three key elements: 

1. Your Story (The “Why”): Why are you passionate about this business? What is the 
personal story or experience that led you to this point? This is your chance to connect 
with the landlord on a human level and show them that you are driven by more than 
just profit. 

2. Your Experience (The “How”): What is your professional background? What skills 
and experience do you have that are relevant to this business? This is your chance to 
demonstrate your competence and show the landlord that you have what it takes to 
succeed. 

3. Your Vision (The “What”): What are your goals for the business? What is your vision 
for the future? This is your chance to show the landlord that you are a forward-
thinking entrepreneur with a clear plan for growth. 

How to Structure Your Biography 

Your professional biography should be a one-page document that is easy to read and 
visually appealing. Here is a simple structure you can follow: 

• Headline: Start with a strong headline that summarizes who you are and what you do. 
• Opening Paragraph: Grab the reader’s attention with a compelling opening that 

introduces your story and your passion. 
• Body Paragraphs: Use the body of your biography to elaborate on your experience, 

skills, and accomplishments. Use specific examples and quantifiable achievements to 
demonstrate your expertise. 

• Closing Paragraph: End with a strong closing that reiterates your vision for the future 
and your commitment to success. 

Tactical Takeaway: Your professional biography should be tailored to your audience. 
When you are presenting to a landlord, focus on the aspects of your story and experience 
that are most relevant to the business you are trying to build. 

What to Include (and What to Leave Out) 

Include: 

• Your professional experience, especially if it is relevant to your business. 
• Your educational background, especially if it is relevant to your business. 
• Any awards, accolades, or recognition you have received. 



• Any media coverage or publications you have been featured in. 
• A professional headshot. 

Leave Out: 

• Personal information that is not relevant to your business (e.g., your marital status, 
your children’s names). 

• Any information that could be perceived as negative or controversial. 
• Any information that is not 100% accurate. 

Takeaway: Your professional biography is a powerful tool for building trust and 
credibility. It is your chance to show the landlord that you are a passionate, experienced, 
and committed entrepreneur who is worthy of their investment. Take the time to craft a 
biography that tells your story, showcases your strengths, and makes a lasting impression. 

 

Chapter 9: Financials – Demonstrating Solvency & Stability 

This is where the rubber meets the road. A great concept, a strong brand, and a compelling 
story are all important, but at the end of the day, landlords are in the business of managing 
risk. They need to see that you have the financial stability to pay your rent on time, every 
time, and to weather the inevitable ups and downs of running a business. Your financials 
are the ultimate proof of your solvency and stability. 

This chapter will guide you through the essential financial documents you need to prepare, 
how to present them in a way that builds confidence, and how to address any potential red 
flags in your financial history. 

The Three Must-Have Financial Documents 

To be taken seriously by a landlord, you must have a clean, well-organized set of financial 
documents. These are the three non-negotiables: 

1. Personal Financial Statement (PFS): This is a snapshot of your personal financial 
health. It lists your assets (what you own) and your liabilities (what you owe). 
Landlords use this to assess your net worth and to see if you have the personal 
financial resources to back the lease. 

2. Profit & Loss (P&L) Statement: This is a summary of your business’s revenues, costs, 
and expenses over a specific period of time. It shows whether your business is 
profitable or not. If you are a new business, you will need to provide a projected P&L 
for the first three to five years. 

3. Balance Sheet: This is a snapshot of your business’s financial health at a specific point 
in time. It lists your business’s assets, liabilities, and owner’s equity. It provides a clear 
picture of your business’s net worth. 



Tactical Takeaway: Hire a CPA to prepare your financial statements. A CPA-prepared 
financial statement carries more weight with landlords and shows that you are a serious, 
professional business owner. 

How to Present Your Financials 

Your financial documents should be presented in a clean, professional format. Here are a 
few tips: 

• Use a Standard Template: There are many free templates available online for 
personal financial statements, P&L statements, and balance sheets. Use a standard 
template to ensure that your documents are easy to read and understand. 

• Be Honest and Accurate: Do not try to hide or misrepresent any information on your 
financial statements. Landlords will do their due diligence, and if they find any 
discrepancies, it will be a major red flag. 

• Provide Supporting Documentation: Be prepared to provide supporting 
documentation for the information on your financial statements, such as bank 
statements, tax returns, and loan agreements. 

Addressing Potential Red Flags 

If you have any potential red flags in your financial history, such as a low credit score or a 
recent bankruptcy, it is important to address them head-on. Do not try to hide them or 
hope that the landlord will not notice. Instead, be proactive and provide a brief explanation 
of the situation and what you have done to address it. 

• Low Credit Score: If you have a low credit score, provide a brief explanation of why. 
Was it due to a medical emergency, a job loss, or a divorce? Show the landlord that you 
have a plan to improve your credit score and that you are a responsible borrower. 

• Recent Bankruptcy: If you have a recent bankruptcy, provide a brief explanation of 
the circumstances. Was it due to a failed business venture or a personal financial 
crisis? Show the landlord that you have learned from your mistakes and that you are 
now on a solid financial footing. 

Takeaway: Your financials are the foundation of your leasing proposal. They are your 
opportunity to show the landlord that you are a low-risk, high-reward tenant. By preparing 
a clean, well-organized set of financial documents and addressing any potential red flags 
head-on, you can build the confidence you need to secure the lease you deserve. 

 

Chapter 10: Tenant Representation Broker 

In the high-stakes world of commercial real estate, you would not go to court without a 
lawyer, so why would you go into a lease negotiation without a broker? A tenant 
representation broker is your advocate, your advisor, and your secret weapon. They are a 
licensed professional who specializes in representing the interests of tenants, and they are 
the single most important person you can have on your team. 



This chapter will explain what a tenant representation broker does, why you need one, and 
how to find the right one for your business. 

What is a Tenant Representation Broker? 

A tenant representation broker is a real estate professional who is legally and ethically 
obligated to represent your best interests in a lease negotiation. They are not the same as 
the broker whose name is on the “For Lease” sign. That broker works for the landlord. Your 
broker works for you. 

Here is what a good tenant representation broker will do for you: 

• Market Research: They will help you to identify the best possible locations for your 
business based on your target market, your budget, and your specific needs. 

• Site Selection: They will help you to evaluate potential sites, analyze the competition, 
and negotiate the best possible terms. 

• LOI & Lease Negotiation: They will handle all of the back-and-forth with the 
landlord’s broker, from the initial Letter of Intent (LOI) to the final lease signing. They 
will fight for the best possible rent, the most generous TI allowance, and the most 
flexible lease terms. 

• Transaction Management: They will manage the entire leasing process, from start to 
finish, ensuring that everything is done on time and on budget. 

Why You Need a Tenant Representation Broker 

There are three main reasons why you need a tenant representation broker: 

1. They Level the Playing Field: Landlords and their brokers are experienced 
negotiators who are trained to get the best possible deal for themselves. A tenant 
representation broker levels the playing field by giving you an experienced negotiator 
in your corner. 

2. They Save You Time and Money: A good broker will save you countless hours of 
searching for properties, negotiating with landlords, and managing the leasing 
process. They will also save you money by negotiating a better deal than you could get 
on your own. 

3. They are Free: In most cases, the landlord pays the commission for both the 
landlord’s broker and the tenant’s broker. This means that you get the benefit of 
professional representation at no cost to you. 

Tactical Takeaway: The landlord has a professional negotiator on their side. You should 
too. A tenant representation broker is your advocate, your advisor, and your secret 
weapon. Do not go into a lease negotiation without one. 

How to Find the Right Tenant Representation Broker 

Not all brokers are created equal. You need to find a broker who specializes in tenant 
representation and has experience in your industry and your market. Here are a few tips 
for finding the right broker: 



• Ask for Referrals: Ask other business owners in your industry for referrals. A 
personal recommendation is often the best way to find a good broker. 

• Look for a Specialist: Look for a broker who specializes in tenant representation. A 
broker who works with both landlords and tenants may have a conflict of interest. 

• Check their Track Record: Ask for a list of recent transactions and references. A good 
broker will be happy to share their track record with you. 

• Interview Multiple Brokers: Do not just hire the first broker you talk to. Interview at 
least three brokers to find one who you are comfortable with and who you trust. 

Takeaway: A good tenant representation broker is an invaluable member of your team. 
They will save you time, money, and headaches, and they will help you to secure the best 
possible lease for your business. Do not even think about leasing a commercial space 
without one. 

 

Chapter 11: Site Selection – Finding the Perfect Location 

Location, location, location. It is the oldest cliché in real estate, but it is also the truest. The 
right location can be the difference between a thriving business and a struggling one. It can 
impact your visibility, your foot traffic, your brand image, and your bottom line. Finding the 
perfect location is one of the most important decisions you will make as a business owner. 

This chapter will guide you through the process of finding the perfect location for your 
business, from defining your ideal customer to analyzing the competition. 

Step 1: Define Your Ideal Customer 

Before you can find the right location, you need to know who you are trying to reach. Who 
is your ideal customer? What are their demographics? What are their psychographics? 
Where do they live, work, and shop? The more you know about your ideal customer, the 
easier it will be to find a location that is convenient for them. 

• Demographics: These are the statistical characteristics of your target market, such as 
age, gender, income, and education level. 

• Psychographics: These are the psychological characteristics of your target market, 
such as their lifestyle, values, and interests. 

Tactical Takeaway: Create a detailed customer persona that describes your ideal 
customer in detail. This will help you to focus your search and find a location that is a 
perfect fit for your target market. 

Step 2: Identify Your Target Trade Area 

Once you know who you are trying to reach, you need to identify your target trade area. 
This is the geographic area where your ideal customers live, work, and shop. Your trade 
area can be as small as a few city blocks or as large as a multi-state region. Below you will 
find some examples of MPI and SPI studies, this allows you to see people's behavior and 
spending patterns for your service, industry, or product. 



 

 

Next, below you will find a graphic showing tapestry segmentation, which is a study based 
on who your customers are, and what profile style of people. Like Metro Renters, or Urban 
Chic, or Young and Restless; there are like 70 different profiles, you need to find your top 
three. 

• Primary Trade Area (Metro Renters): This is the area where you will find your 
typical customer for your product or service (typically 60-80%). 

• Secondary Trade Area (Urban Chic): This is the area where you will draw a smaller 
percentage of your customers (typically 15-20%). 

• Tertiary Trade Area (Young and Restless): This is the area where you will draw the 
smallest percentage of your customers (typically 5-10%). 



 

 

Step 3: Analyze the Competition 

Once you have identified your target trade area, you need to analyze the competition. Who 
are your direct competitors? Who are your indirect competitors? Where are they located? 
What are their strengths and weaknesses? A thorough competitive analysis will help you to 
identify gaps in the market and find a location where you can thrive. 

• Direct Competitors: These are businesses that offer the same products or services as 
you. 

• Indirect Competitors: These are businesses that offer different products or services 
but compete for the same customer dollars. 

 
Below you will find a graphic showing Market Optimization which helps us realize how 
many stores of your business does a certain market allow. Even if you are only planning for 
one location now, you might want to know about this so that you don’t end up opening 
between two identified trade areas and end up pulling customers from both areas and 
therefore unable to expand strategically in the future when you want a second location. 
 
You will also find a store capacity map with competition plotted on it. This allows us to see 
where you should have stores located strategically based on where your competition is 
located and where they are not. 



 

Tactical Takeaway: Create a competitive map that shows the location of all your direct 
and indirect competitors. This will help you to visualize the competitive landscape and find 
a location that is not oversaturated. 

Step 4: Evaluate Potential Sites 

Once you have identified your target trade area and analyzed the competition, it is time to 
start evaluating potential sites. Here are a few key factors to consider: 

• Visibility: Is the site visible from the street? Is there good signage? Visibility is critical 
for attracting customers. 

• Accessibility: Is the site easy to get to? Is there ample parking? Accessibility is critical 
for convenience. 

• Co-Tenancy: Who are the other tenants in the shopping center? Are they a good fit for 
your brand? A strong co-tenancy can drive traffic and enhance your brand image. 



• Foot Traffic: How many people walk or drive by the site each day? High foot traffic 
can be a major advantage, especially for retail and restaurant businesses. 

Takeaway: Finding the perfect location is a process of elimination. It is about knowing who 
you are, who you are trying to reach, and where you can find them. By following a 
systematic process of defining your ideal customer, identifying your target trade area, 
analyzing the competition, and evaluating potential sites, you can find a location that is a 
perfect fit for your business. 

 

Chapter 12: LOI Creation – Building a Strong LOI Package 

The Letter of Intent (LOI) is the first formal step in the lease negotiation process. It is a 
non-binding document that outlines the key terms of the proposed lease. A well-crafted LOI 
is more than just a list of terms; it is a strategic document that sets the tone for the entire 
negotiation. It is your opportunity to make a strong first impression, showcase your 
professionalism, and convince the landlord that you are the right tenant for their space. 

This chapter will guide you through the process of building a strong LOI package that will 
get you the best possible terms and set you up for a successful negotiation. 

The Anatomy of a Winning LOI 

Your LOI should be a clear, concise, and professional document that outlines the key 
business terms of the proposed lease. Here are the essential elements of a winning LOI: 

• Tenant Information: Your legal business name, address, and contact information. 
• Landlord Information: The landlord’s legal name, address, and contact information. 
• Premises: The address of the property and a clear description of the space you want 

to lease. 
• Term: The length of the proposed lease (e.g., 5 years, 10 years). 
• Rent: The proposed base rent, as well as any proposed rent escalations. 
• Tenant Improvement (TI) Allowance: The amount of money you are requesting 

from the landlord to help cover the cost of your build-out. 
• Use Clause: A clear description of how you will use the space. 
• Exclusive Use Clause: A request for the landlord to agree not to lease space to any of 

your direct competitors. 
• Contingencies: Any conditions that must be met before the lease is signed (e.g., 

financing, permitting). 

Tactical Takeaway: Your LOI is a negotiation tool. Do not be afraid to ask for what you 
want. The worst the landlord can say is no. 



The Power of a Professional LOI Package 

Your LOI should not be sent in a vacuum. It should be part of a professional LOI package 
that tells your story, showcases your brand, and builds the landlord’s confidence in you. 
Here is what a winning LOI package should include: 

• Cover Letter: A brief, professional letter that introduces you, your business, and your 
interest in the space. 

• Letter of Intent (LOI): The formal, non-binding document that outlines the key 
business terms of the proposed lease. 

• Business Plan: A concise summary of your business plan that highlights your vision, 
your market knowledge, and your financial projections. 

• Marketing Deck: A visually engaging presentation that showcases your brand, your 
concept, and your vision for the space. 

• Financials: Your personal financial statement, P&L statement, and balance sheet. 

Takeaway: A professional LOI package is your opportunity to make a strong first 
impression and set the tone for a successful negotiation. It is your chance to show the 
landlord that you are a serious, professional, and credible tenant who is worthy of their 
investment. Do not cut corners on this critical step. 

 

Chapter 13: LOI Negotiation – Clear Expectations 

Once you submit your Letter of Intent (LOI), the real work begins. The LOI is not a final 
agreement; it is the opening move in a strategic negotiation. The landlord will almost 
certainly come back with a counteroffer, and it is how you respond that will determine the 
outcome of the negotiation. This chapter will guide you through the process of LOI 
negotiation, from setting clear expectations to knowing when to walk away. 

The Art of the Counteroffer 

The landlord’s counteroffer is not a rejection; it is an invitation to negotiate. It is a sign that 
they are interested in you as a tenant and are willing to work with you to find a mutually 
agreeable deal. Here is how to approach the counteroffer: 

• Stay Calm and Professional: Do not get emotional or take the counteroffer 
personally. It is just business. 

• Analyze the Counteroffer: Carefully review the landlord’s counteroffer with your 
broker. What are the key differences between your LOI and their counteroffer? Where 
is there room for compromise? 

• Prioritize Your Deal Points: You will not get everything you want in a negotiation. 
You need to prioritize your deal points and decide what is most important to you. Is it 
the rent? The TI allowance? The exclusive use clause? Know what you are willing to 
compromise on and what you are not. 



Tactical Takeaway: The LOI negotiation is a dance. It is a back-and-forth process of give 
and take. The goal is not to win every point, but to come to a mutually agreeable deal that 
works for both you and the landlord. 

The Power of a Good Broker 

Your tenant representation broker is your most valuable asset during the LOI negotiation. 
They will handle all of the communication with the landlord’s broker, and they will use 
their experience and expertise to get you the best possible deal. Here is what a good broker 
will do for you: 

• They will be your advocate: They will fight for your best interests and make sure 
that your voice is heard. 

• They will be your advisor: They will provide you with expert advice and guidance 
throughout the negotiation process. 

• They will be your buffer: They will shield you from the emotional ups and downs of 
the negotiation and help you to stay focused on the big picture. 

Knowing When to Walk Away 

Sometimes, the best deal is no deal at all. If you and the landlord are too far apart on the 
key business terms, it may be time to walk away. This is not a sign of failure; it is a sign of 
strength. It shows that you are not desperate and that you are willing to wait for the right 
opportunity. 

• Set Your Walk-Away Point: Before you enter into a negotiation, you need to know 
your walk-away point. What is the maximum rent you are willing to pay? What is the 
minimum TI allowance you are willing to accept? Know your limits and be prepared to 
walk away if the landlord is not willing to meet them. 

• Do Not Get Emotionally Attached: It is easy to get emotionally attached to a space, 
especially if you have invested a lot of time and energy in the negotiation. But you 
cannot let your emotions cloud your judgment. If the deal is not right, you need to be 
willing to walk away. 

Takeaway: The LOI negotiation is a strategic process of give and take. It is about knowing 
what you want, what you are willing to compromise on, and when to walk away. By setting 
clear expectations, working with a good broker, and staying focused on the big picture, you 
can navigate the negotiation process with confidence and secure a deal that works for you. 

 

Chapter 14: LOI Approval – Next Steps 

Congratulations! You have successfully negotiated the key business terms of your lease and 
have a fully executed Letter of Intent (LOI). This is a major milestone, but it is not the end of 
the road. The LOI is a non-binding agreement, and there are still several important steps 
you need to take before you can sign the final lease. This final chapter will guide you 
through the last steps of the leasing process, from the final walkthrough to the lease 



signing. It will also provide a roadmap for the transition from tenant-in-waiting to 
business-in-operation. 

The Final Walkthrough: A Last Look Before You Leap 

Before you sign the lease, you must conduct a final walkthrough of the space with your 
broker and the landlord or their representative. This is your last chance to identify any 
issues and ensure that the space is being delivered in the condition you agreed upon. 

• Document Everything: Take photos and videos of the space, paying close attention to 
any areas of concern. This documentation will be invaluable if any disputes arise later. 

• Check for Promised Repairs: If the landlord agreed to make any repairs or 
improvements, verify that they have been completed to your satisfaction. 

• Confirm the Condition of the Space: Is the space being delivered as a “vanilla shell,” 
a “cold shell,” or in “as-is” condition? Make sure the condition of the space matches 
what was agreed upon in the lease. 

The Lease Signing: The Point of No Return 

The lease signing is the moment of truth. Once you sign this document, you are legally 
bound by its terms. Before you put pen to paper, take a deep breath and do one last mental 
check. 

• Have you read the entire lease? Do you understand all of its terms and conditions? 
• Has your attorney reviewed the final version of the lease? Have all of your 

requested changes been incorporated? 
• Are you comfortable with the financial commitment you are making? 

If the answer to any of these questions is no, do not sign the lease. It is better to delay the 
signing and address any lingering concerns than to rush into the deal. 

After the Signing: The Journey Begins 

Congratulations, you have a lease! But the work is just beginning. Now it is time to turn 
your vision into a reality. Here is a brief overview of what comes next: 

• Build-Out and Renovations: If your space requires a build-out, now is the time to get 
your contractors, architects, and designers in motion. A clear timeline and budget for 
the project should have already been discussed prior to the LOI process. 

• Permitting and Licensing: Execute your plan to navigate the labyrinth of local 
permitting and licensing. This can be a time-consuming process, so start ASAP. 

• Hiring and Training: If you are hiring a team, now is the time to start the recruitment 
and training process. 

• Marketing and Grand Opening: Build buzz for your new location and plan a grand 
opening that will make a splash in the community. 

Takeaway: The end of the leasing process is the beginning of your business’s journey. It is 
a time of excitement and opportunity, but it is also a time for diligence, careful planning 



and deliberate execution. By taking the time to do one last review and prepare for what 
comes next, you can ensure that your business is built on a solid foundation. You have won 
your lease; now go out and win your market. 

 

Conclusion: Let the Journey Begin 

As small business owners, we begin with an idea—sometimes a product, sometimes a 
service, but always a dream. We pursue that dream with passion, resilience, and the desire 
to create something meaningful. Whether it’s a coffee shop, a boutique, a salon, or a service-
based operation, our goal is to build more than just a business. We aim to create a space 
that reflects who we are, what we stand for, and the value we bring to our community. A 
space that supports our families, creates jobs, and becomes part of the fabric of our 
neighborhood. 

But this journey, as fulfilling as it is, can be incredibly demanding. It requires more than 
hard work and grit. It requires clarity, planning, strategy, and—most of all—confidence. 
The kind of confidence that comes not from chance, but from preparation. 

I wrote this book because I’ve seen, time and time again, small business owners enter lease 
negotiations unprepared. I’ve watched passionate, talented entrepreneurs overpay for rent, 
sign one-sided leases, and commit to locations that were never built to support their 
growth—all because they lacked access to the right knowledge at the right time. 

On the other hand, I’ve also seen small business owners walk into the leasing process with 
strategy and preparation. They knew how to evaluate a location, how to build a compelling 
LOI package, how to present themselves professionally, and how to negotiate terms that 
protected their vision. Those business owners didn’t just open their doors—they created 
stability. They laid the groundwork for growth, profitability, and long-term success. 

This book was written with one purpose: to ensure you land on the winning side of that 
equation. 

My hope is that this book has not only equipped you with the tools and strategies you need 
to win your lease, but has also given you the confidence to walk into any negotiation 
knowing that you are prepared, you are professional, and you are in control. The journey of 
a small business owner is a challenging one, but it is also one of the most rewarding. You 
are the backbone of our economy, the heart of our communities, and the embodiment of 
the American dream. 

Now, go out and build something amazing. Go out and create. Go out and win. 

 

Glossary of Terms 
• Assignment: The transfer of a lease from one tenant to another. 
• Base Rent: The fixed monthly rent for a space, before any additional costs. 



• Build-Out: The process of finishing a raw commercial space to meet the needs of a 
tenant. 

• Common Area Maintenance (CAM): The costs of maintaining the common areas of a 
property, such as landscaping, parking lots, and hallways. 

• Delivery Date: The date the landlord hands over the space for the tenant to begin 
their build-out. 

• Exclusive Use Clause: A lease provision that prevents the landlord from leasing space 
to a direct competitor of the tenant. 

• Letter of Intent (LOI): A non-binding document that outlines the proposed terms of a 
lease. 

• Personal Guarantee: A legal promise from an individual to repay a debt if the 
business fails to do so. 

• Rent Abatement: A period of free rent, typically at the beginning of a lease. 
• Subletting: The leasing of a portion of a leased space by the original tenant to a third 

party. 
• Tenant Improvement (TI) Allowance: A contribution from the landlord to help 

cover the cost of a tenant’s build-out. 
• Triple Net (NNN) Lease: A lease in which the tenant is responsible for paying 

property taxes, building insurance, and common area maintenance costs in addition to 
the base rent. 


