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PREMIER COMMERCIAL  

TENANT REPRESENTATION 

IN NEW YORK CITY  

 

Leasing commercial space is a     

major commitment. Challenging 

market dynamics have made the 

broker's role even more critically 

important. Expert representation 

in securing optimal locations saves 

you time, money and impacts your 

bottom line.  

 

We specialize in strategy develop-

ment, demographic and market 

analysis, site selection, and lease 

negotiation.  

 

 

 

 

Schedule FREE Consultation 

Call Nicole  646-926-3415 
nicole@nicoleparisrealty.com 

Top 12 Mistakes Tenants Make                  
When Leasing Space 

                                                                                                          
THE DIRTY DOZEN  

#1 Most Common Mistake 

Paying Too Much Rent  

Businesses who fail to obtain accurate, current market research 
may pay too much rent.  How would you know? What are you 
not seeing and hearing by calling on signs in windows of spaces 
you see?  The answer to “what is the asking rent here” may not 
be as carved in stone as the answer you get from a landlord or 
his broker.  Landlord "flexibility" changes constantly depending 
upon many factors. Current occupancy rates in their buildings, 
tenant mix and desired uses for vacant space, financial strength 
and long term viability of the tenant are just a few.  

 

#2 Most Common Mistake 

No Representation  

Negotiating directly with a landlord and/or his broker - they 
are not representing tenants’ interests (they are working 
against you, not for you). Work with a broker who has your 
back, provides you with the information you need, and knows 
how to get you the best deal.  You are at a huge disadvantage in 
a negotiation without the market knowledge, industry relation-
ships, and understanding of lease terms that an experienced 
Tenant Rep broker brings to the table.  Crafting an initial offer 
(Letter of Intent) with a strategy in mind is critical in setting 
the stage to negotiate terms that work for you.   

 

#3 Most Common Mistake 

Underestimating Upfront Costs  

Not having enough cash budgeted and available for soft costs 
and build out. Initial rent and security deposit, legal fees, archi-
tectural design, licenses/permits all must be considered as well 
as the hard costs of building out a space.  Be prepared to get 
several estimates and a realistic picture of upfront costs before 
signing a lease.  Have financing in place so delays don’t arise 
due to not being able to complete the work needed to open for 
business.   
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CLIENT SOLUTIONS 

• Acquire Property 
 
• Appraise a Property or Portfolio 

• Develop a Portfolio Strategy 

• Dispose of Property 

• Enhance Sustainability 

• Finance Real Estate 

• Invest in Real Estate 

• Lease Space 

• Manage Property Taxes 

• Manage Property or Projects 

• Recover Asset Value 

• Reduce Real Estate Costs 

 

 

#4 Most Common Mistake 

Choosing The Wrong Location  

 

Failure to understand the intricacies of NYC's retail landscape 
and neighborhood demographics can have devastating conse-
quences. Our market varies from street to street, block by 
block, and even which side of the street or where on the block 
your business is located.  Avoid the pitfalls of choosing a seem-
ingly great deal that brings no traffic and no sales.  Even a 
cheap rent is a costly mistake if the location has insufficient 
foot traffic,  too many competitors, incompatible neighboring 
tenants, or your target demographic can't easily find your busi-
ness.  Working with an industry expert armed with market 
knowledge and the inside scoop is the best way to find the right 
locations, uncover off market sites and hidden gems you may 
have previously dismissed. 

 
#5 Most Common Mistake 

Misunderstanding Monthly Rent & Hidden Costs  

Business owners who are inexperienced with commercial real 
estate are unable to perform true apples to apples comparisons 
when considering different locations. With all the industry jar-
gon like gross, net, and triple net, it is often unclear whether 
taxes, insurance and Common Area Maintenance (CAM charg-
es) are included in the base rent. “Extras” can increase monthly 
rent significantly.  You need a tenant rep you can count on to 
help steer you safely through the maze of complexity.  
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http://www.cushmanwakefield.com/en/services/acquire-property
http://www.cushmanwakefield.com/en/services/appraise-a-property-or-portfolio
http://www.cushmanwakefield.com/en/services/develop-real-estate-portfolio
http://www.cushmanwakefield.com/en/services/dispose-of-property
http://www.cushmanwakefield.com/en/services/enhance-sustainability
http://www.cushmanwakefield.com/en/services/finance-real-estate
http://www.cushmanwakefield.com/en/services/invest-in-real-estate
http://www.cushmanwakefield.com/en/services/lease-space
http://www.cushmanwakefield.com/en/services/manage-my-property-taxes
http://www.cushmanwakefield.com/en/services/manage-property-or-projects
http://www.cushmanwakefield.com/en/services/recover-asset-value
http://www.cushmanwakefield.com/en/services/reduce-real-estate-costs
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#6 Most Common Mistake 

Limiting Future Flexibility 

How fast is your business going to grow? Will it be necessary to 
expand or downsize? Tenants need as much flexibility as possi-
ble to remain relevant in business. Failure to anticipate poten-
tial changes in the amount of space required can lead to bot-
tomline disasters that could have been prevented.  Negotiating 
certain provisions in a lease allowing cancellation or modifica-
tion are critical. 

 

#7 Most Common Mistake 

Not Enough Landlord Incentives  

Due to lack of experience, tenants do not obtain as many favor-
able terms as they might have been able to negotiate with 
strong tenant representation. Incentives such as free rent, land-
lord contributions to tenant build-out costs, landlord improve-
ments to the space, and limits on future rent increases all make 
a huge difference in your cost and bottom line.  

 

#8 Most Common Mistake 

Not Presenting Yourself As Financially Viable 

Failure to work with a broker who understands your financials 
and can present you to a landlord in the best possible light. 
While many landlords prefer to lease spaces to large corporate 
credit tenants, the reality is that many retail tenants are in 
the  start up phase or have only one existing location and are 
slowly expanding. A landlord decides whether to consider leas-
ing space to a tenant and the amount of security deposit by 
looking at the business’s financials.  Knowing how to present 
yourself, especially as a new business, can limit your security 
deposit and personal exposure. Learn how to make landlords 
want you as a tenant with the right tenant representation.  
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#9 Most Common Mistake 

Lack of Timely Design, Permits & Licenses  

Before construction or renovations can begin, building permits 
and licenses must be obtained, which may take several months. 
Architectural plans must also be in place and approved. Over-
looking these important steps can result in suffering expensive, 
unnecessary, and untimely delays. Get your legal, architectural 
and construction team in place early during the site selection 
process so that you are ready to move forward quick-
ly.  Working with a team of experienced pros who can help you 
expedite this process will allow you to keep the project on time, 
and fully compliant with regulatory agencies.  

 

#10 Most Common Mistake 

Underestimating Buildout Time - Landlord and Tenant 
Work 

Whether landlord, tenant or both parties agree to build out 
space, delays can happen. Weeks and months of a stalled pro-
ject can hugely impact sales that a business forecasted based on 
opening at a certain time.  Tenants must anticipate worst case 
scenarios, costs associated with them, and negotiate compensa-
tion if the landlord doesn’t deliver space on the agreed upon 
possession date. When a tenant does his own buildout, the 
timeline is equally critical between possession date, contractor 
starting and completing work during the free rent period. No 
one wants to pay rent before they can operate.  Underestimat-
ing time from lease signing until you can open doors for busi-
ness may be an enormous unexpected cost. 

 

“Nicole is dedicated, hard-working and has 
a great personality, making the experience 
pleasant and productive. If I will be in the 
market for a real estate product, lease or 

purchase, she will be the person that              
I will be working with.” 

 
David Yarom, CEO 

Nova Studio International 
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HOW YOU CAN AVOID    
THE DIRTY DOZEN 

 

Schedule Your Complementary       
45 Minute... 

 

BUSINESS BREAKTHROUGH    
SESSION  

 

GET THE RIGHT SPACE       
AT THE RIGHT PRICE  

 

 

Call me now 646-926-3415 to    
schedule a time that works best for 
you for a conference call or in       
person meeting.  

 

 

#11 Most Common Mistake  

Unfavorable Legal Contract Term & Condition Traps  

Commercial property transactions can be complicated in any 
locale, but are uniquely complex In NYC due to the number of 
sophisticated landlords, co-op boards and zoning restrictions. 
It is not uncommon for lease documents and contracts to ex-
ceed 50 pages of detailed legal provisions all which can impact 
your bottom line. You need an experienced NYC real estate    
attorney on your team that understands these unique dynamics 
and can quickly work through a lease.  

 

12 Most Common Mistake 

Not Delegating to Experts - Costs Money and Time   

You are starting or expanding your business.  That’s your ex-
pertise.  Whether this is your first or your fifth retail location, 
leasing retail space in NYC is not a do it yourself project.  The 
players are savvy, big dollars are at stake, and costly mistakes 
will distract you from running your business.  Just the process 
of finding the right space and negotiating a lease, never mind 
running the ensuing construction project, is a fulltime job. Not 
hiring a trusted attorney, architect, and contractor can lead to 
major delays, shoddy workmanship, cost overruns, and an end 
result that hurts your bottom line.  

Delegate to experts and focus on running your business. 

Working with an expert who has access to valuable infor-
mation, rather than blindly trying to navigate the commercial 
real estate world, saves you time and money. You’ll get the 
right location at the right price without taking valuable time 
away from your primary business. A broker specializing in ten-
ant representation will lead you through the process – from 
strategy development to market and demographic analysis, site 
selection and lease negotiation.  An experienced tenant rep can 
also help assemble the right players or quarterback your exist-
ing professional team. And the best part? Your tenant rep is the 
only expert you’ll ever hire at no cost to you because landlords 
pay the fee! business. 



 
Nicole Paris, a veteran Wall Street Equity Trader 
with 15 Years in real estate brokerage, is highly 
skilled at negotiating real estate deals to maximize 
her clients' bottom line. Her client list in-
cludes BMW, Steinway and Sons, Bang & Olufsen, 
Leslie's Pool Supplies,  Drexel Heritage, Rochester 
Big & Tall, and Dunkin Donuts.  
 
Prior to founding Nicole Paris Realty, she was Man-
aging Director at Lansco and Director at Cushman 
& Wakefield Retail Services.  
 
Her former Wall Street career included serving as 
vice president of Institutional Equity Sales and 
Trading for Oppenheimer & Co. , equity sales trader 
with Merrill Lynch Capital Markets and equity re-
search analyst at Credit Suisse First Boston in New 
York.  
 
Nicole earned an MBA in Finance from the Colum-
bia University Graduate School of Business and a BA 
from Bates College in Lewiston, ME. 
 

Call or e-mail Nicole 

646-926-3415 
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