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If you are a tenant in a building and have recently 
renewed a lease, or relocated and signed a new lease, 
you may have been surprised to find landlords are not as 
generous these days when offering concessions nor are 
they willing to entice you with a low rental rate.

 
Some have an attitude of “take it or leave it,” as they know 
the supply vs. demand curve is working in their favor.
 
The U.S. economy has been steadily improving since 
the global financial crises, but in many markets the 
construction industry has not caught up with the demand 
for modern functional buildings. This is partly due to a 
stricter lending environment and rising construction costs.

Tenants are stretched for space but not willing to pay 
the higher rents associated with a build-to-suit, nor pay 
relocation costs, which will dip into their profits.

So when faced with this situation, what should you be 
prepared for and what concessions will you be able 
to obtain?
 
Naturally, there is not one answer, but the following may 
offer some guidance.
 
ACCEPT THAT YOU MAY NEED TO PAY A HIGHER
RENTAL RATE
This is one item where we have seen landlords are reluctant 
to budge in a negotiation.
 
If you are renewing a lease, expect your rent to increase
2% to 5%, or more. There is money in the market for 
investment products and a higher rent equates to a higher 
building value for sellers.
 
Moreover, maintaining a higher rental rate allows landlords 
to ask the same of the next tenant looking to secure space 
in their building.
 
CONSIDER A LONGER LEASE TERM
This is the case in either a bull or bear market. If you can 
make a 10-year commitment you’re likely to receive more 
tenant improvement dollars, a better rental rate and 
free rent.
 
We have had some clients who cannot commit beyond 
one- or two-year lease terms due to structural changes 
in their business and as a result have paid a premium in 
exchange for this flexibility.
 

WORK ON IMPROVING THE LEASE DOCUMENT
Non-monetary concessions often are easier to obtain.

Although too long to list, it is best to have a real estate 
attorney review your lease.
 
It’s even more helpful if they understand your business and 
work with you to identify the most critical items to focus 
on, since you also will have to compromise during the lease 
negotiations.
 
If you are renewing your lease and did not have proper 
counsel when the original document was signed, you may 
even be able to go back in and rework the lease.
 
START THE RENEWAL PROCESS OR SITE SEARCH EARLY
If you are renewing your lease, check to see if you have an 
option to renew and the notification dates.
 
If so, it could say, for example: Tenant must give notice at 
least six months but no more than 12 months in advance of 
the expiration date.
 
Some landlords stick to these dates and some are willing to 
start the process early in order to secure the renewal.
However, some owners prefer to wait and see how the 
market is closer to the expiration date.
 
Still, it doesn’t hurt to at least open the lines of 
communication early so you know what to expect. If you 
are relocating, it could take more time than you expect so 
start planning early, at least two years in advance.
 
IF ALL ELSE FAILS, HAVE BACKUP OPTIONS
If you start early, you will have time to find a secondary 
location if you find the owner of your preferred space is not 
willing to budge. It also helps if the owner knows you have 
a viable alternative and creates a competitive situation in a 
very tight market.
 
The bad news is, if you are a tenant facing a renewal or 
relocation in most cases you should anticipate increasing 
real estate costs, but it beats the alternative of being in a 
stagnant or recessionary environment.
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HOW LONG HAVE YOU BEEN IN THE AUCTION BUSINESS?
I have been in the commercial real estate auction business 
since 1984.

WHAT ARE THE MOST COMMON REASONS CLIENTS
CHOOSE AN AUCTION VERSUS A TRADITIONAL SALE?
Sellers choose the auction route for several different 
reasons. The most prominent being they become more 
time sensitive than price sensitive for one reason or 
another. Many of the sales we see that go to auction are 
driven by the judicial system, whether it be a receivership 
ordered sale or a bankruptcy ordered sale. Many of our 
sellers are corporate sellers where they are selling off assets 
that they are no longer using, some are builder/developers 
that have excess product, and also private sellers who for 
one reason or another need a time definite sale. The reason 
could be a partnership dissolution, relocation to another 
state, or the property could be lingering on the market 
for 2, 3, 4 years. Also, many times people use auctions 
when they have a unique or hard to value property, a one 
of a kind property where there are no comps out there. 
Typically, in those situations, an auction is the best way to 
determine value.

WHAT BENEFITS ARE THERE IN USING THE ACCELERATED
SALES PROGRAM?
Some of the benefits of going to auction are that you can 
set the time and date at which you will sell the property 
because the seller is in control of the terms and conditions 
under which the property will be put under definitive 
contract. Auctions are beneficial to sellers who don’t 
want to go through the hassle of dealing with contingent 
contracts where buyers typically try to re-trade the deal at 
some point between a letter of intent and closing. Buyers 
are putting up hard non-refundable earnest money the 
day of the auction which ties them into the deal more 
which makes it much more difficult to walk away from 
a deal.

IF A CLIENT IS LOOKING TO USE THIS STRATEGY WITH
HANNA COMMERCIAL, HOW DO THEY START THE
PROCESS?
Contact me at 216.839.2032 or at MikeBerland@HannaCRE.
com. The first thing we would do is meet with the seller 
at the property to inspect the asset. At that time, we 
would have a discussion with the seller to find out what 
their motivation is and what their situation is. If all of the 
ingredients for an auction are there, we would proceed 
with what we call a “special marketing report/proposal” 
where we would put together a very comprehensive 

report that would talk about the property and the auction 
process. It would give our valuation of the property 
and where we believe the property would trade at 
in an auction setting. This report would also give our 
recommendation as to the type of auction offering we 
would use and give all of the economic details. At that 
point, if the seller is in agreement, we would sign an 
auction listing agreement. Once we sign the auction listing 
agreement, we would start advertising and marketing 
the property within 2 weeks and once the marketing 
begins, we typically have the auction within 5 to 6 weeks 
afterwards.

WHAT NOTABLE DEALS HAVE CLOSED THIS YEAR?

1)  97 net leased post offices located in 27 different 
states closed in February of this year for $6,410,000. 
They were sold to a buyer out of New York and all 97 
assets closed on the same day with one title company 
out of Texas.

2)  Levis Commons in Perrysburg, Ohio closed in 
October of this year for $6,040,000 and was a 
judicially motivated auction.

3)  A luxury home at 9820 Foxwood Trail in Kirtland, 
Ohio sold in August of this year for $1,512,000.

Michael E. Berland
Principal & Managing Director
Chartwell Auctions /
Hanna Commercial
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HANNA COMMERCIAL’S NEWEST
PROPERTY MANAGEMENT ASSIGNMENT

Hanna Commercial is excited to announce our newest 
property management assignment located at 33801 and
33851 Curtis Boulevard in Eastlake, OH. The property 
consists of two buildings totalling 111,884 square feet of 
office/warehouse space. Tenants include: TEC, Inc., Disaster
Reconstruction and Direct Marketing Solutions, LLC. The 
building is owned Curtis Boulevard Investment and will 
be managed by Ken Yantek, Sr. Vice President for Hanna 
Commercial’s Property Management Group.

For more information on our Property & Facility Management 
services, please contact Tracy Ols at 216-861-5688.
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