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TENANT REPRESENTATION IN COMMERCIAL LEASE NEGOTIATIONS® 8-CE CREDITS

m Residential ogents faomilbar with standard controcts are surprised to learn that commercal
lease negotiations are conducted through Lease Proposals. Agents have an opportunity (o
expand into the lucrotive commercial market with aon octual case study of a Class-A office
spoce lease. Key topics include:
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« How to perform a lease analysis to determine the difference between a landlord™s quoted rent and the
tenant’s effective rent over the life of the lease.

« How to compose aggressive negotiation proposals for the lowest base rent and longest free-rent for
your tenant.

+ Included in this course is a compoct, but succnctly written hands-on guide, co-outhored ond published
by the instructor, which provides keen insight and technigues needed for you to get-up and running fast
to a dosed commercial lease transaction. Given unigue features ke o week-by-week checklist for stay-
ing on trock and timing your transaction. to o detailed model Letter of Intent Proposal. and other tools
to help you ropidly propel yourself into the top levels of commercial lease representations and negotio-
tions.

TENANT RELOCATION GUIDELINES: Eight Key Steps to Commercial Lease Success©




