


The Fine Print 
This presenter is not a lawyer and is not providing legal advice. This session deals 
with the business concepts, consequences and aspects of  commercial real estate 
leases and leasing. Different laws in different locales will affect commercial leases 
and leasing differently. Not all concepts outlined may apply in your specific 
jurisdiction, given your governing laws. Although commercial leases are by their 
very nature legal documents, and the business practices surrounding the leases 
touch on aspects of  law and legal regulations, the presenter and CREA are not 
providing any legal advice. You are strongly encouraged to discuss the concepts 
covered with a competent legal advisor who is a specialist in commercial real estate 
leases. 
 
The presenter and EREB make no representations or warranties regarding the 
outcome or the use to which the information in this session is put and/or they are 
not assuming any liability for any claims, losses, or damages arising out of  the use 
of  this information.  





8 Things  
You Must Know  
to be Successful 

in Leasing 



The DNA 
of the Deal 

The 5 
Essentials 



Aspiration 

Achievement is largely 
the product of  steadily 
raising one’s level of  
aspiration and 
expectation. 

Jack Nicklaus 



Aspiration 



Criteria 
cri·te·ri·on 
ˌkrīˈtirēən/ 
plural noun: criteria 
 
a principle or standard by which something 
may be judged or decided. 



Aspiration & 
Criteria 



Step 1: 

Business Plan & 
Marketing Plan  

Business Needs  

Space Criteria 

Location 
Analysis 

Vacancy 
Inventory 

Landlord 
Analysis 

Space Viewing 

Offer to Lease / 
Negotiation Documentation 

Space 
Preparation / 
Construction 

Step 11: 

Open / Business 
Relocation 



Experience 



Experience 



Experience 



Trading Value 

Tactical & Strategic 

Subjective & Personal 



Trading Value 

•  Quid Pro Quo 

•  Provide Alternatives 

•  Seek Options 

Tactical Value Trading 
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Leverage 



Experience 

Aspiration 
Criteria 

Trading Value 
Leverage 





As a former senior real estate executive 
for a brand name retailer, I can say that 
retailers don't want landlords to learn 
these negotiating strategies.  

Mark Taylor B.Comm, CPM 

Vice President, Real Estate (Retired) 

 

A very good and very readable book.  
More importantly, it fills a real void in 
the literature. And coming from 
someone with Mr. Morris’ credentials 
and experience, it has a lot of  
credibility. 

 John S. Andrew, Ph.D. Director,  

Queen’s Real Estate Roundtable  
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Coupon: EREB  

50% off  the list price 

 

$49.50 with coupon 
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44 Deductions and Exclusions 

Coupon: EREB  

50% off  the list price 

 

$49.50 with coupon 



This Slide Deck is Available. 
Just give me 

your business card 



Greenstead 
Consulting Group 

www.GreensteadCG.com 
pdmorris@greensteadcg.com 

250-893-8230 
 


