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Part 1
Understanding what you’re up against



About the experts

“I’ve seen too many businesses crumble as a result of poor foundational 
planning and high burn rates. All too often, office space is a core culprit in 
their demise. It’s time to evolve this static industry into a dynamic solution 
that supports modern businesses.”

“We get asked constantly what the trick is to finding great office space 

without risking financial ruin. This is a great way to dispel the myths 

associated with the industry and help shed light on how to re-gain control”

David Mandell - Co-founder and CEO of PivotDesk
@dgmandell 

Aron Susman - Co-founder and CFO of TheSquareFoot
@asusman103

https://www.thesquarefoot.com/
https://www.pivotdesk.com/
https://twitter.com/dgmandell
https://twitter.com/dgmandell
https://twitter.com/asusman103
https://twitter.com/asusman103


Part 1 - Understanding what you’re up against

Why you’re reading this eBook

Here’s the brutal truth: Office space is the second highest 

cost a business faces after headcount.

But rent is only the tip of the iceberg when you consider the 

resources you’ll likely divert toward the search for office space. 

Taking your top-talent away from their primary responsibilities to 

meet with brokers, tour spaces, negotiate contracts, and deal with 

the monster-task of moving, can cost thousands in lost productivity.

Add to that the fact that you’re coming up against one of the most 

notoriously rigid systems out there — the commercial real estate 

(CRE) industry — and you realize you’ll be fighting an uphill battle all 

the way.

When you finally find an office space you like, you’ll be negotiating 

with a landlord whose only concern is protecting their own bottom 

line — not your business. 

Here’s the good news…

Arming yourself with insider knowledge on how the system really 

works can help you shave months off your search, while saving your 

top talent for tasks that really matter. We created this eBook to help 

you navigate the world of commercial real estate with an insider’s 

perspective.

“Taking your top-talent away from their primary 
responsibilities to meet with brokers, tour spaces, 
negotiate contracts, then finally deal with the 
monster task of moving, can cost thousands in lost 
productivity.”

In the following pages you’ll learn key insights gleaned 

from serial entrepreneur and CEO of PivotDesk, David 

Mandell, and Aron Susman, Co-Founder & CFO of 

TheSquareFoot – a technology backed commercial 

real estate brokerage firm.
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Part 1 - Understanding what you’re up against

The problem with the commercial real estate industry

Let’s begin with the underlying problem. Your businesses is 

incredibly dynamic…the commercial real estate system? 

Not so much. Known for its static structures, convoluted processes, 

and complicated contracts, the commercial real estate industry is 

notoriously un-business friendly, and has been for some time.

An article in the Harvard Business Review titled, Before You Sign 

That Lease..., opens with: 

“Office space rental is often a big expense for a small company. But 

it can be unnecessarily expensive if you don’t understand the 

hidden costs and restrictions that are buried in many leases.”

Sound similar to what you’ve experienced? This article was written 

in 1988...that’s nearly 30 years ago! The system is still causing 

issues for dynamic businesses across the country. 

“Office space rental is often a big expense for a 
small company. But it can be unnecessarily 
expensive if you don’t understand the hidden costs 
and restrictions that are buried in many leases.”

“I love PivotDesk and the solution it 
gives my clients…I’m constantly bringing 
it up as an option for both those who 
have excess space or those looking for 
space, who aren’t ready to sign a lease 
yet.”

Solveig Lawrence, Managing Director
Howard Ecker + Company
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Part 1 - Understanding what you’re up against

The problem with the commercial real estate industry

Business is, by nature, unpredictable!

Spacing requirements are virtually impossible to accurately calculate 

for dynamic organizations. 

And while you can plan for now, any plan you make for later is a 

gamble. Will your best bet be right?

Still, when dealing in the world of commercial office leasing, you’ll 

likely encounter people who try to jam your dynamic organization into 

a static solution, forcing you to make a long-term commitment that 

may or may not work for your business down the road. 

The good news? 

The market is starting to demand change

After growing accustomed to the flexible and easy-to-use 

characteristics of on-demand services like Uber and AirBnB — and 

the cost effectiveness of SaaS services like DropBox, businesses are 

demanding flexibility from office space too.

As a result, many commercial real estate professionals are partnering 

with flexible office space solutions like PivotDesk to provide clients 

with business-friendly options. 

“PivotDesk's inventory of shared office 
space, coupled with their collaborative 
payment processing platform provides 
the perfect solution for our dynamic 
clients."

Greg Hoffmeister, Managing Director
T3 Advisors
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Part 1 - Understanding what you’re up against

The problem with commercial tenants (yes, that’s you!)
Most tenants don’t have a clear understanding of how commercial 

leasing works. So, you can imagine that going up against a seasoned 

landlord while lacking industry knowledge, or even worse, lacking an 

experienced broker or legal counselor, can spell disaster. 

Landlords are incentivized to negotiate 
long-term, conservative leases designed to 
maximize their return. Unprepared, you could end 
up with a deal that, although legal, could be 
harmful to your business. 

"I’ve been a commercial tenant rep 
broker for over 40 years and know that 
people tend to struggle with this stuff. I 
think business owners will get a lot of 
value out of this information as there 
are some very good points they need to 
understand when signing a lease.”

Mark Watson, Senior Director
Cushman Wakefield
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Luckily, experienced real estate advisors and trained legal counsel 

can help you avoid bad lease deals. It’s important to trust the advisors 

you enlist in order for them to do their job. As David Allen said, “You 

can do anything, but you can’t do everything.” Your best course of 

action? Employ the right team and tools to get you what you need. 



Letter from the CEO: Trust me, I’ve been there

“As a four-time business founder, I want to start by saying, I feel your 
pain. I’ve sat across the table from real estate brokers many times over 
the course of my career, getting sick to my stomach trying to figure 
out what the hell to do about growing and housing my business.

After headcount, securing office space is the second highest cost a 
company faces, yet it doesn’t build in value and takes up a ton of time 
and energy to find and maintain. That's time and energy that is better 
spent on growing your business and adding value for your customers. 

That’s why I’m teaming up with Aron Susman from TheSquareFoot to 
pool our expertise and help you avoid some of the pitfalls I’ve 
experienced firsthand. Enjoy.”

David Mandell, CEO PivotDesk



Part 2
Closing the deal



Part 2 - Closing the deal

Getting started on your search

Now that we’ve outlined the inherent problems with the CRE system, it’s 

time to focus on solutions and give you the 411 on how to effectively find 

space. 

The majority of this guide will focus on traditional leasing, but we’ll take 

you through all of your office space options — including flexible space 

and subleasing.

Quick Tip

Consider putting together a small 

internal search committee. 

Committee members should be 

representative of your organizational 

needs. Be sure to include 

departments like human resources, IT 

and a senior leadership member who 

can help field a strategic vision for 

the company, centered on growth.
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Part 2 - Closing the deal

Knowing the key players
There are five key players that you need to know before you start 

looking for space. Here’s who they are and what they do.

Tenant
This is the person or company that rents space from the landlord, typically for a period 

of three years or more. Yes, that’s you!

Landlord representative
A landlord rep is a CRE broker that negotiates the deal on the landlord’s behalf. They 

are responsible for filling vacancies with tenants who are the right fit for the property. In 

return, the landlord pays their commission when the space is rented.

Quick Tip

Because real estate laws vary by state, make sure 

you get an experienced CRE attorney (not just your 

buddy who went to law school!) that practices in 

the state in which you are renting. A poorly 

negotiated lease can be disastrous for business.
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Tenant representative
A tenant representative is a CRE broker that works exclusively for the tenant to 

understand their space needs, locate the right property, and negotiate the best deal on 

the tenant’s behalf. 

Landlord
This is the person or entity that owns the building in which you’ll be leasing space. 

You’ll negotiate with the landlord for everything from tenant improvements to 

subleasing and general maintenance.

Attorney
The CRE attorney helps negotiate the lease contract based on the regulations, statutes 

and property laws of the state in which the parties are renting. They review contracts 

and aggressively negotiate leasing terms in favor of the hiring business.



Part 2 - Closing the deal

Setting your timeline
When looking for office space, timing is everything. Office leasing is a multi-step process that (most likely) takes way 

longer than you think to complete. Timing required to find and secure office space fluctuates based on the amount/type 

of space you need, the capacity of your team, and the general pace of the landlord.

If you need office space on the fly, 

rest assured. Most flexible office 

solutions such as coworking or 

office sharing with PivotDesk, 

provide on-demand service and 

month-to-month contracts, meaning 

you can move in right away. 
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Now 3-9 Months 12+ Months

Any Size 1500-5000 SQFT 5000+ SQFT

How long will it take to find a space for your team?

If you’re looking for a smaller office, 

you’ll want to set aside at least 3-9 

months for finding space.  But don’t 

wait too long — the last thing you 

want, is for a landlord to know 

you’re under the gun and leverage 

your vulnerability against you to get 

a better deal for themselves.

For bigger spaces,  you’ll need to 

start looking at least a year ahead of 

time. Landlords don’t want these 

spaces to be on the market too long 

and previous tenants often give 

twelve month’s notice, so you need 

to plan ahead. These deals can be 

very complex, which means longer 

negotiation cycles.



Part 2 - Closing the deal

Determining the right solution for your team

Flexible space
Month-to-month office space. Think coworking at WeWork, office 
sharing with PivotDesk, and executive suite companies like Regus.

There are four main types of office spaces to consider depending on the level of commitment you’d like to undertake 

and how much time you have to find space.

1 Commercial sublease
A sublease is a rental agreement between a tenant who 
already has a lease with a landlord, and a subtenant.
2

Traditional commercial lease
A commercial lease is a rental agreement between a tenant 
and landlord for commercial property. 
3 Assignment

Similar to a sublease except the subtenant takes over the 
entire lease, releasing the original tenant from the contract. 
4
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Determining the right solution for your team

1. Flexible space

Flexible space has grown in popularity as new real estate models adapt 

to fit the needs of dynamic, growing businesses.

While each model caters to a different audience, they all allow you to 

secure space on a flexible basis, as opposed to signing a long-term 

lease. 

By positioning multiple companies in close proximity, shared office 

space allows you to work amongst like-minded people with whom you 

can share ideas and resources. Many companies use this model to build 

strategic partnerships with neighbors.

1. Coworking

A coworking space is an office that exists for the 

purpose of housing workers from different 

companies in need of flexible office space. 

Coworking provides entrepreneurs with a vibrant 

and collaborative community of people through 

which to network and find resources, while 

providing a professional office space to grow their 

businesses to the next level. A popular example is 

WeWork.

2. Shared office space

Office sharing takes place in a space that is leased 

to a specific business (a host company), that in 

turn makes extra space available to others (guest 

companies) who are in need of flexible, yet 

professional office space. Companies often 

graduate from coworking spaces into shared 

office spaces when they tire of the chaotic 

atmosphere characteristic of coworking spaces. A 

popular example is PivotDesk.

3. Executive suites

Also called business centers, executive suites 

provide solopreneurs, freelancers and frequent 

travelers with professional office space without the 

long-term commitment of a lease. Amenities 

include a private address, mailbox, receptionist 

services, conference rooms and offices which can 

be rented for various intervals of time for extra 

fees. A popular example is Regus.

The 3 main types of flexible space 
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Part 2 - Closing the deal

Determining the right solution for your team

2. Commercial sublease

A commercial sublease is a rental agreement between a tenant who 

already has a lease with a landlord (sublessor) and another tenant 

(sublessee) who agrees to rent some or all of the original tenant’s 

space. A sublessee is assigned certain rights that the tenant already 

holds and pays rent directly to the sublessor.

While subleasing works out well for many companies, it’s not the 

silver bullet many think it to be.  

Let’s dive into some of the misconceptions so you can determine if 

it’s the right fit.

It’s not always short-term

Subleasing means that you are 

taking over an existing standard 

lease from another tenant. Since 

most standard leases are 

long-term, you’ll assume the 

remaining length of that lease for 

the period of time stipulated in the 

original lease. So, if a tenant has a 

10-year lease and you move in 

during year 2, you’ll have 8 years 

left on that lease!

It’s not always faster

Negotiating with one landlord takes 

time. Imagine negotiating with two! 

With a sublease, you have to 

negotiate contracts with both the 

sublessor and the landlord, who has 

the ultimate right of approval and no 

incentive to move fast since the 

sublessor is already on the hook for 

the rent. 

It’s not always cheaper

The sublessor won’t automatically 

charge you the same rent they are 

paying. In fact, unless they have 

some extenuating circumstances or 

need to move out ASAP, you’ll likely 

pay market rate so the sublessor can 

make back some money on the deal.

It’s not within your control

The landlord’s agreement is with the 

original tenant, so contractually, they 

are not required to talk to the 

sublessee. Hence, all of your 

communication will go through the 

sublessor, who will then contact the 

landlord on your behalf. Sound like a 

hassle? Imagine how tough it gets 

when the pipes burst...

Debunking myths about subleasing
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Part 2 - Closing the deal

Determining the right solution for your team

3. Traditional commercial lease

A commercial lease is a rental agreement between a tenant and landlord for commercial 

property. These leases usually require a three to ten-year commitment (sometimes more), 

hefty deposits and additional costs such as build-outs and common area maintenance 

(CAM) fees. Commercial leases also provide less consumer protection around things like 

security deposit caps and tenant privacy.

When thinking about this option, make sure you map out your real estate choices to the 

business economics by measuring facilities’ costs, productivity and utilization based on 

the following metrics:

● Occupancy cost per person and per unit

● Occupancy cost as a percentage of revenues and/or expense

● Utilization of building space and land, per person; and

● Per unit and asset performance (measured by total ROI)

 

This data will help you tie your real estate decisions to corporate strategy so you can 

determine if a standard lease is the best course of action for the growth of your business.

Also, make sure to look at your sublease/assignment clause before signing a lease. Since 

traditional leases are rigid, having a plan for getting out of your lease if necessary can 

provide a bit more flexibility. Be sure to inquire about the possibility for subleasing or 

assignment.

Quick Tip

Before signing your lease, talk to 

other tenants in the building you’re 

considering. Do they like their 

landlord? Is the landlord easy to work 

with? In a hot market, bad actors can 

get away with more, so vet your 

landlord thoroughly.
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Part 2 - Closing the deal

Determining the right solution for your team

4. Assignment

Assignments are becoming more popular with forward thinking landlords. An assignment 

differs from a sublease in that the subtenant takes over the entire lease, releasing the 

original tenant from the contract. 

When you take an assignment, you accept the terms of the previous tenant’s contract 

as-is. The only thing that changes is the name on the contract. 

This contract is easier to negotiate than a sublease in that the landlord doesn’t need to 

renegotiate and you’re only dealing with one other party: the landlord. However, the 

landlord still needs to provide reasonable consent to the assignment. If you are assigning 

your lease to another tenant, make sure your contract includes a release from liability or 

else you may still be on the hook for the default of the new tenant.

Quick Tip

If you are negotiating a lease and 

your sublease/assignment clause 

requires landlord consent, be sure 

there is a clearly defined 

“reasonable” clause in the lease. 

“Reasonable” should be limited to 

financial ability and reputation. So, if 

the tenant brings a reasonable 

potential subtenant to the landlord, 

then the landlord must respond 

within a “reasonable” amount of time. 

This usually means no more than 30 

days, but it can vary, so make sure it’s 

outlined in your lease.
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Part 2 - Closing the deal

Making the decision

Evaluating spaces

Beyond a mere calculation of square footage, proper space 

planning that considers people, place and infrastructure is key to 

designing a productive office space. Now that you know what’s out 

there, which one do you choose? 

Plan for people

Typically, you need around 150-300 square feet for each employee, 

but beyond that, try to think more strategically. A recent study 

reported that 70% of U.S. offices have open floor plans which helps 

companies reduce costs and increase collaboration. 

Be careful here, though — will the open floor plan model truly fit 

your office culture? For instance, if you have a large salesforce, 

you’ll need private spaces to cut down on the noise. If you handle 

sensitive issues or clients, private offices are in order. For many 

firms, a mix of open and private workspace serves the needs of 

both employees and the business.

Plan for technology and equipment

Consult your IT staff before signing the contract to ensure you 

account for the necessary IT requirements. Make sure your network, 

internet and phone requirements can be supported in the space. 

Don’t forget to plan for extra spaces like storage or server rooms.

Plan for growth

In which areas do you plan to expand during the term of your lease, 

and how will you account for the fluctuations that will inevitably 

happen? Given that a three to ten-year lease limits your options, 

make sure you explore flexible office space solutions like PivotDesk. 

Office sharing as a host allows you to offset costs by sharing empty 

desks until you grow. 

Deciding on a location

When leasing or subleasing, remember, buildings are fixed and 

lease terms are lengthy. Be strategic about your long-term goals by 

focusing on what you’re trying to achieve. Do you need to be near 

your clients and partners? Certain industries gather together for a 

reason. It’s much easier to build strategic partnerships if you’re 

closer together. Ergo Silicon Alley/Valley and the financial districts. 

Do you need to attract top talent? Go where they are. Brooklyn, for 

example, has a high concentration of software developers who have 

no desire to commute to Manhattan. 

“Typically, you need around 150-300 square feet 
for each employee, but beyond that, try to think 
more strategically.”
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Part 2 - Closing the deal

Making the decision

To determine your must-haves and nice-to-haves, start by making a list of 

all the qualities you’d like in your space. 

Now, underline the items that are essential to running your business AND 

worth losing out on a deal over. The underlined items are now 

must-haves. The rest become nice-to haves. Now, recreate the list under 

the 2 categories.

By creating a tiered list like this, you’ll ensure your vision and judgment 

stay on track throughout your search. And remember, it’s important to be 

realistic, especially when your business is in its early stages. Focus on the 

things you really need and don’t fixate on things you can’t change

Determining “must-haves” and “nice-to-haves”

Private offices

Near public 

transportation

Room for growth

Natural light

Kitchen

Shower

Close to 

restaurants/coffee/bars

Must Haves

Private offices

Near public 

transportation

Room for growth

Nice to haves

Natural light

Kitchen

...

Defining the deal breakers

Before you start your search, you should create your list of 

must-haves and nice-to-haves. The difference between must-haves 

and nice-to-haves should be your answer to these 2 questions: 

1. Is this essential to successfully running my business? 

2. Would I risk losing out on the deal to get this?

If your answer is “yes” to both, then it’s a must-have. Establishing 

your must-haves and nice-to-haves early on will help you 

communicate your vision to your broker and ensure you’re only 

seeing spaces that are worth your while. 

Must-haves
The space characteristics or amenities that are absolutely 
essential to your business’s growth and culture. 

Nice-to-haves

The things that you think will improve your business or culture 

dramatically, but aren’t worth missing out on a great space for. 
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Part 2 - Closing the deal

Negotiating the deal

If you decide signing a traditional lease is the right move for your 

business, then you’ll work with your broker to make an offer. From there, 

you’ll negotiate the lease with the landlord under the guidance of your 

broker and attorney. 

Let’s dive into some ways you can leverage your broker and your 

prospective landlord to secure the best deal possible for your business. 

Quick Tip

Don't forget! A long-term lease is NOT your 

only option when it comes to finding a 

professional office. Flexible office sharing can 

be a great way to find space without making a 

long-term bet on a lease.
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Part 2 - Closing the deal

5 Do’s and Don’ts for working with a commercial real estate broker

Don’t Do

1 Lie about your budget to get a better 

deal. 

Ask your broker to show you properties that lie somewhere between 75 - 100% of your budget. If 

you undercut your budget, your broker won’t show you spaces that make sense for you — this 

will waste both your time and theirs.   

2 Sign an exclusive with a broker with 

a long-term opt-out. 

Agree to sign a 24-hour opt-out clause if asked by a broker. A 24-hour opt-out ensures you’re 

only working with one broker at a time. This protects the broker AND prevents them from 

accidentally damaging your reputation by contacting landlords on your behalf at the same time 

as another broker.

3 Hesitate to communicate openly with 

your broker. 

Speak openly with your broker about what your goals and limitations are. If budget is a concern, 

don’t be afraid to be transparent. A good broker will structure a custom solution for you — even if 

that means choosing a flexible office option like PivotDesk, until your business is more stable. 

4 Enlist multiple brokers. Partner with one broker (that you trust) at a time. There are probably ten to fifteen spaces on the 

market today that will work for you (if that!) and every broker has access to the same offices 

through a database called CoStar. Landlords are wary of multiple brokers calling on behalf of the 

same client. It creates confusion over who is to be paid the commission.

5 Treat your broker like a one-time 

partner. 

Invest time in finding a talented broker you can trust. A good broker will be a trusted partner for 

the life of your business. By keeping your broker in the loop, you can be prepared for whatever 

your office space needs might be in the future. 

Many people distrust commercial real estate brokers, but that doesn’t need to be the case. 

Here are some do’s and don’ts for working WITH your broker, not against them.
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Part 2 - Closing the deal

Understanding landlords: Think like a landlord, get the space you want

Think like a landlord

Once you’ve found a space you want to put an offer in on, it’s time 

to negotiate with the landlord. 

Most tenants don’t have the experience to know makes a landlord 

tick, and how to get in their good graces. 

1. Stability

Landlords want tenants that will be around for the 

long haul – or at least for the length of the lease. 

So, how does a newly-funded business with $100 

million in financing stack up to a CPA firm that has 

been in business for 40 years? For some 

landlords, the CPA firm will win out – no contest. 

Years in business can be more powerful than the 

strength of your bank account when it comes to 

assessing the stability of an organization.

2. Diversity

Just like you, landlords want their real estate 

portfolio to be diverse. Having a mixture of 

technology, accounting, and oil & gas firms, for 

example, is just like diversifying assets in a stock 

portfolio. Landlords want to maximize return while 

minimizing risk. Technology companies tend to be 

risky. Some of the hottest startups, even those that 

have achieved unicorn status, have abruptly shut 

their doors and gone out of business.  

3. Building Value

While tenants tend to favor short-term leases, 

leases that are less than two years in length don’t 

contribute to the building value for the landlord, 

thus, provide no benefit to them. This is why 

short-term leases are hard to find. A landlord 

would rather lose six to eight months of rent to find 

a long-term tenant as that will positively affect their 

portfolio’s value. 

3 factors landlords consider when evaluating tenants

Here’s a common scenario — you have an awesome product, and 

just closed a big round of funding. Now you’re ready to move into a 

space that will help support your unicorn trajectory. With all this 

money in the bank, any landlord will be glad to partner with you, 

right? Wrong. 

When landlords put a space on the market, they will likely get 

multiple offers – all of which meet their price point to a degree. 

So, beyond price and time on the market, how do landlords select 

which tenant is best for their space? Read on...

Unfortunately, some of the biggest misconceptions 
about commercial office space surround landlords. 
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“Just like there are good VC’s and bad VC’s, there are landlords what will be 

beneficial to your business, and one’s that could risk damaging your 

business. Your broker’s job is to help you decide the difference. A good 

broker matters and a good landlord matters.

My landlord is amazing. We just renewed our office lease and all it took was 

two emails, a quick attorney review, and it was done. Sometimes, smaller 

landlords are cheaper, but can act more unprofessionally because they don’t 

have a big reputation to uphold.

Larger, institutional landlords may be more expensive, but tend to be more 

professional since they are part of a major corporation and need to maintain 

a certain reputation. Not always true, but as with most things in business, it 

all boils down to relationship building.”

David Mandell, CEO PivotDesk

Letter from the CEO: It all boils down to relationship building
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Part 3 - Incorporating flexibility

Planning for change

Things don’t always go as planned. Here are solutions for an early exit plan:

Before signing the lease

1. Can you negotiate a clause into your lease that would allow your landlord to 

release you from the contract, should you fail to hit your projections? This might 

be a stretch for most landlords, but it’s certainly worth asking. 

2. Is your landlord open to letting you sign a shorter-term lease (think 1-2 years) 

with the option to renew after that time period? Again, most landlords favor 5+ 

year leases, but you never know!

3. Is the landlord open to allowing you to assign the lease to another party, should 

you find a suitable tenant to take over the lease? Many forward-thinking 

landlords are writing assignment clauses into their contracts these days.

After you’ve signed the lease

1. Find another party to assign or sublease your space. Ideally, you already 

negotiated this clause into your lease with the understanding that your landlord 

must accept any “reasonable” tenant you find for them. Your broker should be 

able to help you with this. 

2. Simply ask your landlord if they are willing to terminate the lease or, offer a 

buyout in exchange for being released from the contract. If the rental market is 

strong enough, your landlord may let you out if you agree to pay a fee, or forfeit 

your deposit. 

3. Partner with a flexible office space solution like PivotDesk and monetize your 

unused space.

“An ounce of prevention is worth a pound of cure.”

As the adage states, planning for the unknown is 

always preferable to simply reacting to what’s right 

in front of you — but how exactly do you plan for 

your business’s office space needs, when the only 

thing you can be sure of is that nothing is for sure?

This will help you plan for change, while still 

enjoying the benefits of a stable office environment. 

While most leases and subleases will pull you into a 

multi-year commitment, flexible options like 

PivotDesk can ease some of the burden of that 

commitment.

The key is to partner with service 
providers that offer flexible office 
space solutions, either in addition to 
or as a substitute for commercial 
office leases. 
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Part 3 - Incorporating flexibility

Planning for change

Do any of these scenarios sound familiar? 

SCENARIO #1

Too Much Space, Not Enough People – Yet!

Find a broker you can trust and sign a traditional lease for more 

space than you need right now. Monetize your excess space by 

becoming a host company with PivotDesk. When you need to take 

the space back, just give 30 days notice. 

SCENARIO #2

Need Space, But Hard to Project Your Growth

Avoid a traditional lease and share space in another business’s 

office by using a flexible office solution like coworking or 

PivotDesk. Renting space on a month-to-month basis is a safe way 

to enjoy premium office space without the stress of managing an 

office on your own. 

SCENARIO #3

Too Much Space, But Locked into a Lease

Monetize your unused space and liven up your office by office 

sharing with a like-minded guest company. Alternatively, you could 

sublease or assign your existing lease to another tenant with the 

help of a broker and move into a flexible office space to avoid this 

problem in the future.

"By using PivotDesk we’re not locked into a 
long-term lease and we didn’t have to fork 
out a ton of cash upfront to have a great 
working environment. We now have a space 
we can call our own which allows us to 
build our culture, expand our team and 
build better solutions for our clients. Simply 
put, we found a place to call our own using 
PivotDesk."

Richie Hyden, COO and Co-founder IRIS.TV

View the IRIS.TV case study

SCENARIO #4

Growing Out of a Coworking Space, But Can’t Commit to a Lease

Go flex! Flexible office space solutions like PivotDesk provide the 

opportunity for you to leave the chaotic atmosphere of coworking 

and thrive in an office where you can build an identifiable culture of 

your own.

SCENARIO #5

In Between Leases, and Need Flexible Temporary Space

Opt for flexible space as a professional and affordable temporary 

solution until your permanent space is ready for move-in.
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Part 3 - Incorporating flexibility

1. Procrastination is not your friend

Start your office search early. Searching, negotiations and 

buildouts can take up to a year and a half, and while landlords 

don’t like their spaces to stay on the market for long, don’t 

assume they are desperate for the deal. 

2. You don’t know everything

Let the experts handle it. Secure the key players — broker, 

attorney, trust-worthy landlord — and put them to work on your 

behalf. 

3. Be honest with your broker

Your broker can become a trusted business advisor as your 

business grows. Find a good one then practice honesty with your 

broker so they can work strategically to secure you the best deal.

4. Hire professionals, not friends

A good attorney may seem expensive in the beginning, but can 

save you boatloads of money in the long run. Find one who is 

experienced in CRE law in the state in which you are renting.

TL;DR (Too long; Didn’t read)

5. Subleasing isn't the panacea that everyone thinks it is

A sublease is as complicated as negotiating a lease deal, 

but with twice as many people. If you sign a traditional 

lease, make sure subleasing and assignment terms are 

spelled out so you have options for monetizing that space 

should you need an early exit.

6. Landlords can be your best friend or worst enemy 

Don’t underestimate the value of a great landlord-tenant 

relationship. Understand what motivates them — stability, 

diversity and building value — and use that knowledge to 

seal the deal.

7. Flexibility is the future

Smart business are planning for change. Host companies on 

our platform have earned upwards of $40,000 a year by 

filling unused space. And guest companies have saved 

$250 a month on average. 

If you remember nothing else from this eBook, remember this...
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Letter from the CEO: If there’s one thing you learn from this guide...

“If there’s one thing you take away from this guide — let it be that 

adding a layer of flexibility to whichever office space option you choose 

can save your business. I've experienced it all — growing out of my lease 

way too fast,  finding myself with way more space than I needed, and 

wanting to find space for remote teams in cities where I wasn’t well 

connected. In each scenario, I needed flexible solutions. We created 

PivotDesk to inject flexibility into the static CRE industry by helping host 

companies monetize their excess space and guest companies find 

affordable, flexible options that enable their businesses to grow.

Chances are, you’ll experience one of the real estate woes mentioned 

above one day. If that happens, we’ll be here to help.” 

David Mandell, CEO PivotDesk



Shared Office Coworking Temporary Office

Private Office Space Virtual Office Satellite Office

When it comes to Office Space, one size does NOT fit all

Need help finding space? 

Request a consultation

Want to browse space right now?

Browse move in ready officesOR
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