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Executive Summary: Unlocking Leverage in the Lease Renewal Window

Does your independent optometry practice or optical retail lease expire within the next 24 months? If so, you are entering a critical
window that dictates your business's fixed overhead structures and legal equity security for the next decade. Achieving a competitive
lease agreement with fair and affordable financial parameters requires extensive advance research, calculated operational tracking,
and an ironclad negotiation strategy.

In commercial leasing, time translates directly into negotiation leverage, and leverage translates into capital preserved. Landlords
recognize that moving sensitive ophthalmic diagnostic arrays (such as high-definition OCTs and visual field scanners) or demolishing
custom optical displays creates intense clinic downtime and steep capital expenditures. Consequently, the closer you get to your
expiration deadline, the less leverage you possess to walk away. Initiating your renewal framework 24 months in advance ensures
you control the narrative and protect your practice asset.

"Time is power. The more time you have before your lease renewal deadline, the better deal you're going to get. Landlords rely
on your procrastination to compromise your leverage."

Step 1: Early Prep & Step 2: Current Lease Step 3: Market Step 4: Execute Step 5: Final Review
Goals Audit Intelligence Strategy Conduct precise legal text
Initiate the renewal planning Review the active lease to Perform regional vacancy Negotiate base rent confirmation and secure
matrix 24 months out to identify hidden operational and net effective rent structures first, followed by original countersigned files.
align changing business constraints and liabilities. analysis to calibrate realistic structural text alterations.
vectors. benchmarks.

| Step 1: Begin Preparations Early & Document Shifting Practice Goals

A practice’s physical and professional needs naturally evolve over a standard 5-to-10-year tenancy block. Your clinic goals today look
fundamentally different than they did when you initial signed your contract. Shifting practice dynamics require you to make different
parts of your lease contract work harder for you over the next decade. Document your parameters across these changing business
vectors:
» Retirement and Succession Horizons: If you are within 10 years of a planned practice transition, your lease must contain frictionless
transfer text to maximize your sale goodwill value.

* Specialty Service Expansion: Ensure the lease allows expanding clinical models into specialized fields like dedicated dry eye clinics or
myopia management without use-clause restrictions.

» Lane Capacity & Structural Flow: Plan if current space volume can support additional physical lanes, automated refraction setups, or
split pre-testing environments to resolve examination scheduling bottlenecks.

- Corporate Shield Architecture: Verify if your operational entity structure has transitioned to an incorporated state, necessitating an
update to the primary lease tenant parameters to protect personal assets.

| Step 2: Analyze Current Lease Terms to Expose Hidden Landlord Traps

Commercial lease agreements are heavily engineered by landlords and corporate real estate attorneys to exclusively insulate the
landlord's interests. EYecare professionals frequently execute renewals by simply agreeing to rent spikings, completely failing to
sanitize toxic language that threatens operational flexibility. Your review team must audit six primary building blocks:

"Risks in the commercial lease are rarely taught to eyecare professionals at any stage of their career, yet they are serious
enough to disrupt an entire clinical operation or force a successful practice out of business."

1. Tenant Entity Parameter 2. Base Rent Economics 3. Renewal Option Rights
Verify if the tenant name exposes you to Audit base rent escalations against current net Ensure multiple renewal option windows are
unlimited personal liability or if it correctly sits effective regional metrics to eliminate hidden contractually guaranteed and fully assignable
behind a protective corporate shield. overpaying vectors. to a prospective practice purchaser.
4. Relocation Relocation 5. Exclusive Use Protection 6. Death and Disability
Identify text permitting the landlord to forcefully Confirm ironclad non-compete parameters Extract a protective clause allowing your estate
relocate your practice to an inferior location to preventing the landlord from leasing adjacent to cleanly terminate the lease within 180 days
capture a higher-paying tenant. units to corporate optical chains or in a career-ending event.

competitors.
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| Step 3: Conduct Market Research and Formulate a Tactical Negotiation Strategy

Comprehensive market intelligence represents an absolute surefire vehicle to maximize your stance before approaching the landlord.
Developing a precise understanding of localized commercial vacancy rates, neighbor competition indexes, and comparable historical
lease transactions provides the confidence necessary to establish rigorous negotiation goals.

Remember, your commercial lease contract represents a massive, multi-year financial liability. Allowing even a minimal 3% over-
commitment in baseline operating costs can bleed tens of thousands in unnecessary expenses over a 10-year term. Just as a
practitioner handles patient care through precise clinical treatment planning to guarantee a predictable, desired end goal, your
advisory team must map out a clear script for negotiation milestones to lock in optimal economic protections.

| Step 4: Execute the Lease Negotiation—Balancing Economics and Protection

Independent practice owners must exercise caution during lease renewal discussions: do not view your landlord or property
manager as a close personal ally during the active project lifecycle. Doing so compromises your leverage. Address your baseline
base rent expectations first, establishing clear, documentation-backed targets. Keep all communications brief, written, and highly
formal.

Once rental parameters are under control, pivot immediately toward neutralizing the operational risks and toxic assignment language
audited during Step 2. Stay focused on your long-term expansion goals, maintain patience, and dedicate consistent weekly time and
attention to this high-impact phase.

Strategic Negotiation Directive: Don't fall into the trap of focusing all of your time and energy on rental rates. Securing
structural protection, transfer flexibility, and entity security inside the lease text is far more significant to your asset value than
saving a dollar on baseline base rent metrics.

| Step 5: Conduct Final Technical Review and Document Execution

Once verbal wins are extracted, transition into the final review and drafting sequence. Predatory lease text can frequently be
reintroduced during the lease amendment drafting phase. Your legal advisory team must execute an exhaustive line-by-line
comparison of the final document against your recorded wins to protect your clinical infrastructure from hidden adjustments.

Upon verifying that all text parameters perfectly match your operational goals, proceed with formal document execution. Ensure both
entities execute original signatures, make comprehensive digital copies, and store them securely within cloud EHR databases.
Capturing a fully executed, countersigned original contract preserves your investments and guarantees business continuity for your
practice from day one.

Portfolio Optimization Initiative

Managing upcoming lease renewal timelines requires dedicated expert oversight to prevent landlord leverage creep. For specialized
diagnostic layout planning, comprehensive demographic market void analysis, or automated capture rate alignment across multiple retail
sites, coordinate directly with Dr. David Hettler and Mani Vaghedi, President & CEO, CNS | ORM | ORCSM o optimize your entire optical
real estate portfolio.
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