
 
Negotiating Industrial Leases:  
What Should You Ask? 
 
No matter if you’re a lessor or lessee, there are several important aspects to bear in mind when negoti-
ating industrial leases. Consider these questions before entering negotiations: 
 
Where does your broker stand? If you automatically assume that your broker is dedicated to standing 
by your side and defending your best interests, you could wind up getting the short end of the stick in 
negotiations. Never make assumptions – they’re usually a shortcut to disappointment. In order to be 
sure your broker has your best interests at heart, don’t be afraid to ask blunt and probing questions. Find 
out if they’re paid on performance or commission. Working with a broker that’s paid according to their 
performance is a sure way of finding someone who’ll work tirelessly for your benefit. 
What kind of negotiation training does your broker have? Don’t guess, ask. If the answer you re-
ceive is insufficient to help you determine that they’re educated in negotiation tactics, look for another 
broker. Remember, just because a broker has a license doesn’t mean he or she will be capable of nego-
tiating terms to your satisfaction. If you feel they don’t have adequate training in negotiations, keep look-
ing. 
Is your broker a lone ranger type? Regardless of how you view “lone wolf” types, your broker has to 
be a dedicated team player. If you begin to notice that your broker isn’t good at building the necessary 
relationships to be the best possible advocate for you, you should seriously consider finding a replace-
ment that is. 
What is base rent? Rent for industrial space can vary depending on factors. These factors include us-
able square feet versus rentable square feet and the availability of common areas and amenities. Work-
ing with a realtor is a must when negotiating base rent because they have the knowledge about the local 
area to provide fair market value estimations on base rent. 
What do I get for base rent? It’s important to know exactly what it is you’re paying for each month. Ex-
penses like utilities, taxes, landscaping and other services may or may not be included in your monthly 
payment. 
Are there any additional costs? Fees vary greatly in type and amount – and often slip right under the 
radar when negotiating industrial leases. Be sure that you know exactly what fees in what amount are 
expected – and who’s expected to pay them. 
What about rent and fee increases? Be sure you know exactly what percentage rent can be raised by 
and if there are any limitations on fee increases. Sometimes, caps on fee increases can be counterbal-
anced with rent increases. 



How is area calculated? There are many different ways to determine the size of an industrial space. 
Because rent is often determined per square footage, knowing exactly how the area of the space is cal-
culated can protect you. 
How long is the term of the lease? There are advantages and disadvantages for both the landlord and 
the tenant depending on the length of lease negotiated. Longer leases tend to avoid loss of time and 
money with repeated renegotiations. 
How will the cost of improvements be handled? Renovations, improvements, and alterations are 
common when leasing an industrial space. Cost sharing between the landlord and tenant for these al-
terations also common. Be sure to know who’s responsible for what ahead of time. 
What environmental issues are there? Environmental clauses within industrial leases have become 
much more important in recent years. It’s important to determine who’s responsible for any potential en-
vironmental issues. 
What’s negotiable? When negotiating industrial leases, it’s crucial for both sides to be knowledgeable 
about what aspects of the lease are negotiable and which aren’t. Working with an industrial realtor can 
be especially helpful in this regard. 
Is there an offer to lease? A thoughtful, well-drafted offer to lease can be an effective tool for smooth-
ing industrial property negotiations. Knowing what both sides want ahead of time is beneficial for every-
one. 
The above list of questions is by no means all-inclusive, but it’s a great place to start when you’re under-
taking industrial lease negotiations.  



 
Cardinal Real Estate Partners 
 
Cardinal Real Estate Partners are brokers and consultants that think differently. Determined to 
be an advocate on behalf of clients, the firm has carved out a new niche of professionals in the 
commercial real estate industry. It has deliberately set itself apart from commercial brokers by 
offering clients three distinct differences that make it, in essence, the “anti-broker.” 
 
Cardinal employs educated professionals who can deliver a level of expertise that traditional 
brokers do not. The principals have years of institutional real estate experience and are part of 
a team of skilled consultants—i.e., lawyers, architects, project managers, and engineers that 
are passionate about the skills they bring to the transaction. 
 
Cardinal has designed four proprietary processes and numerous knowledge products for 
buying, selling, leasing, or acquiring/disposing of public assets. Each process outlines the best 
path to meeting your goals, with a detailed analysis of your specific needs, a customized strat-
egy, extensive due diligence, and marketplace analysis. 
 
For sellers: The Comprehensive Asset Sale™ 
For buyers: The Real Estate Capital Investment Review™ 
For tenants: The Strategic Tenant Advocate™ 
For public assets: The Public Asset Maximization Process™ 
 
Cardinal has set in place accountability at a level previously unheard of in the broker industry. 
With each client, Cardinal determines and agrees upon a series of Key Performance Indicators 
(KPIs) for measuring the success of your deal. After the closing, Cardinal reviews the outcome 
and level of your satisfaction, then bases its compensation on the extent to which it achieved 
your goals. 
 
There is a better way to broker. 
 
For more information, contact: 
John Culbertson 
Cardinal Real Estate Partners, LLC 
200 South Tryon Street, Suite 850 • Charlotte, NC 28202 
tel: 704-953-5500 
jculbertson@cardinal-partners.com 
www.cardinal-partners.com 
 
Better Way To Broker™ is a registered trademark of Cardinal Partners 


