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Executing the Lease

How to Negotiate CRE Lease Agreements

“Riggo”
ed@edriggins.com 

404-660-4231Elevate Aspirations
Release Expectations ™

What Could go Wrong Here?

Expense for Tenant

Minimize it!

Revenue for Landlord

Maximize it!
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Conflicts to be Resolved
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Conflicts to be Resolved

Tenant fantasy: Issue Landlord fantasy:

Lease

Expenses

Build-out

Concessions

Security

Expan./Contr.

Long term w/rising rentShort term or cancellable w/flat rent

Landlord pays Tenant pays

Specialized & Landlord pays Take space as-is

Free rent, extra TI, etc. None

None Personal/corporate guarantee

As needed Never

“Typical” Lease Negotiation
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*Never had a typical one.
Not since November 15, 1984. 

Not one…

Proposal Reply

RFP
Counter-offer LOI

Space plan

Review

TI 
Budget

Tour

Build-out

Final 

Lease

Payment

Execution 

Underwriting

Financial
Info 

Site Visit

Move-in 

Landlord

Tenant

Broker
paid ½ 

Broker
paid ½ 
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For what you are about to see, thanks to an old friend!

Hamilton Reynolds

President, Industrial Division

Taylor & Mathis
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Opportunity to Close the Gap

Tenants Think In Pictures Landlords Think in Numbers

ROI
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Turning Pictures Into Numbers (Land)
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“Park”

Turning Pictures Into Numbers (Building)
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Calculating Landlord ROI*
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Return Investment
$/SF $/SF

Rent 8.75 Land 32
TICAM 2.00 Building 70
Collected 10.75 Soft cost 15

Interest 2
TICAM (2.00) Shell 119
3% vac. (0.26)
LL repair (0.05) TI 30
Expenses (2.31) Fees 5

Total 35

NOI 8.44 Cost 154

Build Sell
=

Price 196
Cost 154
Profit 42

NOI

Cost 154
4.3%5.5%

8.44

196

NOI

Price

8.44

*This is a wildly oversimplified explanation
of a very complex calculation

Break Time
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Typical Full-Service Properties

High-Rise Office

Included Net
Full

Service

Rent X X

Structure X X

Prop. Tx. X

Prop. Ins. X

CAM X

Syst. Maint. X

Utilities X

Janitorial X
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Mid-Rise Office

Terminology varies widely.
Always clarify!

Typical Net Lease Properties

Single Story Office

Included Net
Full

Service

Rent X X

Structure X X

Prop. Tx. X

Prop. Ins. X

CAM X

Syst. Maint. X

Utilities X

Janitorial X
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Industrial Retail

Reimbursed

Paid directly

Terminology varies widely.
Always clarify!
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Five Deal Points Common to Most Leases
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P
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• Location
• Build-out
• Who pays

Te
rm

/R
en

t • Monthly rent
• Start date
• Concessions
• Escalations O

P
E

X
 

• Who pays
• Direct or re-

imburse
• Caps

U
nd

er
w

rit
in

g 

• Deposit
• Guarantees

E
xc

ep
tio

ns
 

• Contingencies
• Renewal
• Cancellation
• Relocation
• Special use

• Parking
• Bldg. mods
• Equipment
• Storage
• Anything!

1
Premises

2
Term/Rent

3
OPEX

4
Underwriting

5
Exceptions

Legal Terms are for Legal Professionals

Defaults and remedies

Environmental

Insurance

Personal & corporate guarantee

Ownership transfers

(It’s a long list!)
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Sample LOI
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Sample LOI
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Break Time
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The One With the Building Sale Contingency
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Define requirement Find willing parties Define risks Document Wait…
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The One With the Building Sale Contingency
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Define requirement Find willing parties Define risks Document Wait…

The One With a Surprise Tenant Credit Issue
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In 30K 
needs 
200K?

Client 
contingency OK, let’s go

Plan A    
New 

building
Weak credit

Plan B       
2nd gen 
building

Serendipity
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The One With a Surprise Tenant Credit Issue
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In 30K 
needs 
200K?

Client 
contingency OK, let’s go

Plan A    
New 

building
Weak credit

Plan B       
2nd gen 
building

Serendipity

The One Where I Didn’t Get my $65K Fee
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Routine 
assignment

Overleveraged 
landlord Cost to collect Negotiated Dispassionate 

calculation Walked away…
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The One Where I Didn’t Get my $65K Fee
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Routine 
assignment

Overleveraged 
landlord Cost to collect Negotiated Dispassionate 

calculation Walked away…

Bldgs. Sq. Ft. NOI/SF Cap rate Value/SF Bal/SF Debt
Us 161,000 2.50 9.00% $28 $22 80%

Other 25,122 11.62 9.00% $129 $143 111%

The One Occurring in a Really Stressful Environment
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thoughtsforthursday.com
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Get Used to it…
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TRA 
‘86

RTC

Y2K

9/11

Sub
prime

Shut
down

Election

Pandemic
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Known simply as “Riggo“ to the thousands who have laughed and learned while attending in his
programs, Ed Riggins has had a career that proves you can enjoy serious success without taking it all
too seriously. He learned from doing stand-up comedy that if you want to find the truth, look for the funny.
He learned from improv comedy to find the natural flow and go with it.

Before becoming a national top producer, being named “Who’s Who of Commercial Real Estate“ by the 
Atlanta Business Chronicle and recognized as a “Power Broker“ by Costar, Riggo mowed lawns, 
customized cars, drove a forklift, and was a small engine mechanic, on his way to becoming a first-
generation college graduate. Ed is among less than 1% of practitioners nationally to have earned both 
the SIOR and CCIM designations.

Ed Riggins, CCIM, SIOR
404-660-4231
ed@edriggins.com
www.edriggins.com
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