The Schenk Company, Inc.
Improving your bottom line through your real estate facilities

Summary:
• Start your renegotiation process
12-24 months early.

• Don’t expect to take the first
offer. Negotiations can take
several months.
• Treat your landlord as any other
bidder and don’t show favoritism.
• Let a professional tenant representative handle negotiations for
you.

No Cost Lease Review:
The Schenk Company, Inc.
offers our readers a no-cost
review of their lease to see how
it stacks up against other tenants in their building and submarket along with our 44 point
checklist guide. Call or email
today to get started on a favorable lease renewal or new
lease.

Contact:

Greg Schenk
President, SIOR

The Schenk Company, Inc.
Commercial Real Estate Advisors

Email:
greg@columbusofficespace.com

5 WAYS TO SAVE MONEY ON YOUR
LEASE RENEWAL by Gregory P. Schenk
Are you considering a lease renegotiation or renewal? If not you should be in today’s record high
vacancy market. The basic law of supply and demand has never been more in your favor.

• Know your options.

Phone: 614-496-2715

Special Issue:
Tenant strategies in a
high vacancy
marketplace

The one thing you shouldn’t do though is try to do
it yourself. Why? Because a landlord’s goal is to
get your rent as high as possible and your goal is to
pay no more than fair market rate. Regardless of
your satisfaction with your current landlord, you
are at odds at renewal time.
According to The Schenk Company, Inc., central
Ohio’s leading commercial tenant representation
firm, most landlords’ strategy is to keep you in the
dark and offer you an above market proposal by
assuming that you won’t seek professional assistance and that the inconvenience of moving will
keep you from relocating. Unfortunately, some
tenants are so busy with their business that this bet
will often pay off.
The most effective strategy you can employ to
combat above market rent proposals is to know
your options and to use this knowledge to negotiate the best renewal package possible from the
landlord. Only when the landlord is convinced
that you are prepared to vacate his building will
the negotiation tip in your favor.
Today most businesses engage the services of a
professional to represent their interests at the bargaining table, making the perceived threat of moving very real to their landlord. It fires a shot across
the bow to notify your landlord that you are prepared to explore all of your options.
THE IRONIC TRUTH:
MORE OFTEN
THAN NOT, LANDLORDS OFFER BETTER
DEALS TO NEW TENANTS. Why does a tenant off the street get offered better terms than loyal
rent-paying existing tenants? Because the landlord
has to compete heavily to attract new tenants to his
space. You, quite frankly, are already there. To
get the best rate you must get back “in the market”
comparing price and terms. Then, in order to keep
you, the landlord will have to offer you the concessions needed to attract new tenants.
Losing your business is very expensive for a landlord. In addition to the loss of your rent, he’ll lose
your contribution to operating expenses, taxes, and
insurance, and incur advertising and marketing
costs, leasing commissions, and legal expenses.

Central Ohio has one of the highest office vacancies in the U.S. !
Most U.S. office markets are favorable to tenants right now!

And that’s before the new tenant demands improvements.
So get to know and compare today’s rates. And who
knows these rates? We do! You may also discover a
hidden gem of opportunity to lease or purchase
another location that is better suited for your
business than your existing space.
HERE ARE 5 WAYS TO SAVE MONEY ON
YOUR UPCOMING RENEWAL:
1. START THE RENEGOTIATION PROCESS
EARLY. Begin the renegotiation process 9-12
months prior to the expiration of your lease by engaging The Schenk Company, Inc. as your exclusive
tenant representative.
2. SEEK OUT OTHER SUITABLE SPACES and
obtain real, viable bids from other landlords. The
Schenk Company, Inc. will advise you on all locations.
3. NEVER ACCEPT THE FIRST OFFER. By
rejecting the first proposal, you have drawn the line
in the sand and established your “worst case scenario”. Negotiate down from there.
4. NEVER REVEAL YOUR INTEREST in renewing your lease in your current location to your
landlord, his agents or brokers, or any of his employees. This includes the building property managers,
maintenance and janitorial personnel.
5. ALWAYS REFER YOUR LANDLORD his
agents or brokers directly to your professional representative and instruct your staff NEVER to discuss
your current lease or your leasing intentions with
anyone at any time.

Exclusively representing tenants, buyers, and investors for over 20 years.

The Schenk Company, Inc.
WHAT WE DO
The Schenk Company, Inc. is central Ohio’s only commercial real estate advisory services firm that exclusively
represents tenants, buyers, and investors.
We offer comprehensive services that enable businesses and investors make strategic decisions about renewing or renegotiating their leases, relocating to new space, and whether to lease or buy. We study the market so
that we can advise our clients on the best options. And when it comes to renewing a lease, our market knowledge of current rates, vacancies, and demand has helped businesses save as much as 20% compared to if
they’d simply signed the renewal agreement the landlord provided.
We research the market and network with other commercial agents to provide our clients with a comprehensive
report on what properties are available to them. Often we are able to show clients properties they otherwise
wouldn’t have known about. We then assist our clients in determining which locations best fit their strategic
needs. From there we manage the entire process of executing the letters of intent and negotiating on the client’s behalf to achieve the best possible terms.
In addition, we help our clients with every phase of the process including connecting them with attorneys, architects, accountants, movers, IT services, contractors and more.
Free Lease Reviews * Lease Negotiations * Lease Renewals * Relocation Leases * Investment Acquisition * Site Selection

ABOUT GREGORY P. SCHENK
Greg has twenty-tour years experience in the business ranging from representing tenants and buyers in locating
and negotiating office space renewals and relocations, to medical space and investment projects, to 1031 exchanges, lease buyouts and termination options. His expertise is in the area of site selection and “win win” negotiation strategies.
Greg has studied and trained in all aspects on consultation, contract negotiation, commercial real estate leasing, and investment property acquisition. He has achieved the highly sought after SIOR (Society of Office & Industrial Realtors) designation as one of the leading brokers in the country and has taken the entire CCIM
(Certified Commercial Investment Management) curriculum pertaining to investment analysis and acquisition.
Greg speaks, teaches, and trains nationally both to professionals like attorneys, accountants, and bankers on
how to prosper in this commercial real estate market, as well as to real estate brokers who want to become
experts in various areas of commercial real estate. Greg is one of the select few active brokers who teaches
and trains using his success and horror stories to drive home the important points that will help make agents
successful in 2010 and beyond!
He is on the Real Estate Advisory Council at The Ohio State University and has authored numerous articles and
resources on commercial real estate, including his recent book “Tenant Rep from A to Z”.
Greg has won many awards including the 2006 Micro Entrepreneur of the year award for Real Estate, CB Commercial’s prestigious Presentation Excellence award, and won the Business First “40 under 40” award as a top
businessman and community leader. He was named by Midwest Real Estate News one of the Top Fifty brokers
in the Midwest in 2002 and 2003 and was named by Costar Group one of the Top Power Brokers in the country
in 2004.
He is one of the featured speakers for the National Association of Realtors Commercial Alliance Signature Series that will teach and train agents nationally in 2010.
Most importantly Greg is an integral member of the Central Ohio Community assisting various charities for people in pain and in need. He has established a memorial fund at Nationwide Children’s Hospital and is part of
their annual television telethon. He assists the March of Dimes, Fore Hope, First Team Basketball Camps, and
many others. Greg also mentors students from OSU and speaks to student athletes at the Younkin Success
Center helping them find opportunities after college.
The Schenk Company, Inc. is central Ohio’s exclusive tenant advisory brokerage firm. www.irepthetenant.com
and www.schenkseminars.com.

