hitiri McEwan was

shocked by the time
and #fart ¢he had to
spend negotiating
an office leags last
year, She had been renting space
in the same building in Hampton
Wiek, sonthwest London, for her
marketing consaltancy, Erand
Learning, for many years. Yet it
still taok several manths of hard
bargaining to reach a deal.

“Tt wis incredibly stressful, she
said, “It st drageed on and there
were a lot oftechaical aspects, The
whaole thing s staclked in favour of
the landlord,” |

Eventually McEwan managed
to secure peveral benefits for i
buginess: notably, @ break clause
halfway thrangh the 10-year leass, -
& reduction in her tatad rent bill -
even theugh she wastaking 30%
NAare space — and money (o re-
furbish the reception ares. A new
lease wag [inally signed for
12,500 6q ft of space to ouse 130
empoyees. Vince Cable, the focal
MP, attendad the office opening
ceTRmany,

Heving another office to fall
bacie ony if the talks broke down
was a_key weapon in McEwan's
armoury. "It is egsential you den't
pat all your epgs in one basket,”
st seid. "And i you want a goad
Jeal yau have e be prepared 1o
u_z_udme]r

with the property market in &
sarlous state and landlords having
‘0 pay business rates on ell empty
roperties with a rateable valoe of
more than £2,600 for the first time

f il, there is ng better time for
imaHl comparies to try to rensgo-
inte bettey leagies wht;?n they comea
1p e ren

Slr Philip Green, the tycoon
sehind Arcadia, has nlveady taken
he lead, He is renegotiating the
eages 00 300 5mﬂ2ﬁpys as they
e up for renewal

'Green has clout, of caurse. ¥et
mall-business owners can ben-
fit, too, in & number of ways.
‘hey may be able to get a break
Zzuee halfway th.nngu the lease
ieriod or & rent-free perod dt the
tart, It-nasrs]m:aepwmb]em (733
temporaty short-term lesse — in
ffect & molling contract with a
nenth's notice either way.

It is worth remiembering that

Ew

Minairi i
Aound it hard going P
hnr office

better rent deal

is only a call away

landlapds uswally prefer to give
renl-free periods toan lower the
renk ity chazge per square foot,

A small company's ability to
nepatiate mate favourable terms
depends largely on location,
according to Martyn Chase of DTZ,
the charterad surveyems. In a
prime shopping cedtre such as
Brent Crogs, narth London, the
chances would be virtually zera
Tecause the marker has improved
since last year and rhere is
demand for space, But in smaller
mallz in smaller tewns, there may
be apportuinities,

Lasdlords of shopping centres
are often keen to ettrace inde-
pendent retailers to mix with the
usual high street names,

Even the dreaded npwands-only
five-vear tent Teviews have bean
largely rendered irrelevant, said
Chase, as breaks at the fve-year
pint mean that kindlosds snd ten-
ants are simply agresing to sign &
new Lease racher than review the
exigting one,

Even if megotiating with your

lendtord produces Hetle of benefit,
the worst thing a small business
can do 16 not ask, he said: “Too
many people ere frightensd to.”

Andrew Bacon at Leagsholders
Unitad, the business property spe-
clalist, and an adviser to the
Forum of Private Business, said
the introduction of besiness rates
an small empty propertisg in April
was a real mpn'rru*.mr furim..zm
et a better deal,

Business rates are typically

charged at about 40% of 2 prop-
erty's rentel income. Up to now
those with & raresable value helosi
E18,000 & year were exsmpt,
Howmrver, Bacon warned that
small firms remzined at a disad-
vantage. “The biggest problem iz

percing hold of informetien, -

Whereas Sir Philip Green, for
example, would know through his
agents who hes manzged to agree
a cheep deal, small-businsgs
owners ate generally not able 1o

'What to ask for

Gt a break oléliss hatfway thraugh the leass
W Cansider g Lamporary short lease if it would be suitable .
& See it yopcan get halp towards refurpishmant 3 ta
i lL|mu;@ni:ha‘na!hthld§Jfomﬂh&lmdLﬂd’ahﬂnd
R Lok amum—-anﬁwrsemptyshnpaanunﬁn;e\s'ﬂ /
Be2 g5 mugh information as you cen shoul the state ofl;ﬁg
lacal’ markethefoweynu atart negotiating

!,',

find our thar sart df infor matioc as
there is 1o national database”

The best way to strengthen
their negotiating positien, said
Bacom, was to go armed with a3
much information as possible He
advised wlkiag to inesses
reearhy te find ot hew much they
pay, and counting how mamy local

perties gre oconpied.

He said: “Where there iz.0 Jot of
empty property, the landlord s in
a much weaker negotiating posi-
tion. In some parades of sheps oo
will be able o get & pood deal. Eand-
lords recogmise that it Is better to
have a tenunt mther than having
ko pay rates 64 an empty site,”

Tory Walford, partner at Green
Bguare, & business consultancy,
gaid that while all small firms
shguld have a chat with their land-
lords, they sheuld alsa be realistior ¢
"You can get quite & long way by

ies negotiating but you have to hef

careful not to call the landiords’
biufl, Don't threaten to Jeave -
usifers you really mean it -
becwmase they misht st sawoes,”




