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Commercial Leasing
Your Strategic Partner in Commercial Leasing...at No Cost to You



“Together...Let’s Raise the Bar”
If there is any part of a franchise system that begs for new ideas and tools it is the 
entire real estate leasing process. We know how painful and complex it can be, and if 
not properly organized can be costly to every aspect of your franchise system.  

New and emerging franchisors have found it cost-prohibitive to employ a corporate
real estate broker. They are often so busy developing marketing, sales, training, 
operations, customer service, and supply chains that they simply outsource the real 
estate process to regional and national networks, independent brokers, and 
franchisees. This fact, combined with a lack of franchisor training and close 
supervision, substantially dilutes the quality of desired locations, lease economics, 
and increases the time and cost to review and execute a landlord’s lease.

That was YESTERDAY!

At FGP Commercial Leasing, we have taken our expertise and understanding of 
both the franchise industry and real estate process to offer a simplified, “systematized” 
new approach. We provide an all-in-one comprehensive real estate service integrating 
Site Selection, Lease Negotiation, and Legal Review…in all 50 states.

Utilizing our approach, you will open more units, generate more revenue, have fewer 
franchisee failures, and have less litigation.

All at No Cost to You!
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Scott J. Simcik, President/CEO 
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Mapping Meeting
Upon the execution of the franchise agreement, our Senior Real Estate 
Broker will immediately schedule a 1-hour, web-based mapping meeting 
with your franchisee and franchise sales executive. The objective of 
this meeting is to introduce and foster teamwork, and educate your 
franchisee on key issues related to the entirety of the commercial 
leasing process. They will be introduced to state-of-the-art mapping 
software that includes location search, demographics, and industry 
competitors. FGP Commercial Leasing utilizes the industry’s largest and 
most powerful research databases to identify and verify for-listings as 
they come or go off the market. These tools help us quickly identify 
properties that fit your requirements.

In the absence of this mapping meeting, we are relinquishing control of the 
real estate process. This results in your franchisee feeling they are “experts” 
and creating an atmosphere that is more reactive and less proactive. The 
most important question we will ask your franchisee is: “How open-minded 
are you to allow FGP Commercial Leasing and your franchisor to assist you 
in identifying the right location?” A positive response to this question ignites 
an open and cooperative leasing approach, which creates an atmosphere 
that is more proactive.                         

• Eliminate the Top Six Emotional Mistakes*  • Zip Codes (Lines of Demarcation)
• Identify Natural Trade Areas (Avoid Fringe Areas) • Population Density
• Locate Epicenter Within Trade Area   • Household Income (Average and Median) 
• Traffic Patterns (Visibility)    • Demographics (Age and Ethnicity) 
• Tenant Mix      • Competitive Analysis 

FGP Commercial Leasing invests OUR capital to pay the direct costs of travel, hotel, and expenses related to each market visit. 
This guarantees speed to market, healthy franchisee relations, and an extension of your corporate culture. We take pride of ownership 
in the importance of driving each market and fully supporting a new franchisee’s acquisition of your franchise.
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*Top Six Emotional Mistakes  

1. Making emotional decisions vs. logical decisions.

2. Seeing the location simply through the eyes of a  
    customer vs. a businessperson.

3. Having an intense focus on a desired location vs. 
    negotiating three properties simultaneously. “One  
    creates vulnerability, two creates leverage, and 
    three creates control.”

4. Fitting the business into my lifestyle (one block   
    from my child’s school). “Would you rather drive   
    to a successful location or walk to a failing one?”

5. Setting expectations of finding a perfect space. 
    “Every diamond has a flaw.”

6. Sustaining a businesss on personal contacts vs. 
    demographics. “I know a lot of contacts in the area.”

LOCATION



Market Visit
Our market visit will be conducted upon the completion of the mapping 
meeting. We will spend the appropriate amount of time required in your 
franchisee’s market,* to identify the proper inventory of available spaces, 
including pocket listings. Our skilled team has the knowledge and 
resources to access these pocket listings in your franchisee’s local market, 
before they become commercial listings. We shoulder the responsibility to 
expeditiously find your franchisee a location and execute a lease. 

• Drive up to Three (3) Natural Trade Areas. Our Site Selection Expert will  
   drive up to three (3) primary trade areas within any direction (north, south, east, 
   and west) and a 30-40 minute drive from the franchisee’s residential address.

• Identify up to 15 Vacancies per Natural Trade Area. Each space  
   identified will not encroach on existing franchisees who are operating a  
   single-unit franchise or are in contract compliance to develop multiple  
   units within an area development agreement.

• Narrow Selections to “Ideal Locations.” Identify how visibility and  
   convenience will drive and maximize location revenue and profitability.

• Franchisee Relations. Introduce locations to franchisee; mutually agree  
   to compare and short list our top three (3) locations in each trade area.  
   We will then negotiate on the top three (3) locations within your desired  
   trade area OR our number-one (1) location in each of the three (3) trade areas.

• Managing Expectations. Setting the tone for “healthy and connected”  
   communication during the lease negotiation and lease review process. 
 

We are willing to invest our time to gain a deep 
understanding of your customer because we know 
how this affects the quality of your location and the 
profitability of your franchisee.  

*Defining Market Areas

Rural Markets
are defined by the lines of demarcation 

within a county of 
10,000 to 100,000 population.

Medium Markets... 
100,001 to 400,000 population.

Metropolitan (Metro) Markets... 
400,001 to 1,000,000.

Major Metropolitan Markets... 
1,000,001 to 9,000,000.
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FGP Commercial Leasing has mastered the art of regional negotiating in all market sizes. For instance, the way we 
negotiate in New York City is extremely different than the way we negotiate in Lincoln, Nebraska, and Austin, Texas. We 
achieve our goals through our expert understanding of how to negotiate with local, regional, and institutional property owners, 
while adapting our negotiating skills and approach to accommodate the various styles of junior and senior leasing agents.

When negotiating a lease, most 
franchisees focus on the rent as their 
primary issue. Yet, the basic or 
minimum rent paid by a franchisee is 
just one of the many costs and risks 
under a lease that must be carefully 
understood and negotiated. In fact, the 
numerous provisions listed below are 
not “boilerplate” and can far outweigh 
the basic rental cost in risk and 
expense, if not properly negotiated 
at the outset. 

• Lease Term    
• Security Deposit (Refundable) 
• Rental Abatement 
• Permit Contingencies  
• Eight (8) Early Termination Clauses 
• Broker Commission
• Rental Rates 
• Renewal Terms
• Tenant Improvements
• CAM/NNN    
• Corporate Signature   
• Parking Allowance
• Franchisor Addendum  
• Personal Guarantee   
• Lease Extension
• Sublease Assignment  
• Signage Regulations   
• Exclusivity

While a competent real estate broker 
will be generally knowledgeable with 
these provisions, it is our experience 
that only the very best can provide a 
thorough explanation of both the 
landlord and franchisee considerations 
when negotiating a retail lease.
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NOTE: In a tight retail market we advise our clients to move quickly, without making hasty decisions. This is a 10-year business investment and sometimes waiting 12-20 weeks for this
timeline to be completed protects the best location and landlord concessions. Timelines vary based on the complexity of each transaction.

Lease Negotiation Timeline

Target # of days to keys in hand: 57 days



Expert Lease Negotiation
The industry standard is simply submitting a Letter of Intent on available 
vacancies and is the root cause of poor leasing terms and economics. 
This is the number-one reason franchisees rarely receive the lowest rent, 
maximum tenant improvement allowance, early termination clauses, and 
limited personal guarantees. We’ve “raised the bar” by expertly developing a 
40-minute proprietary scripted call that sets the stage for successfully 
negotiating critical lease provisions. Our proprietary script capitalizes on the 
opportunities that exist when negotiating with junior and senior leasing agents 
who represent local, regional, and institutional property owners. We accomplish 
up to 80% of our leasing goals in this first 40-minute conversation. Each of the 
critical provisions are interrelated and are counter negotiated before we 
submit an aggressive Letter of Intent. 

Our primary goal is to reduce the monthly rent to its lowest level while 
maximizing the tenant improvement allowance provided by the landlord. To 
achieve this goal, we must first negotiate the definition of a “vanilla shell.” The 
standard vanilla shell is defined as existing walls, Americans with Disabilities 
Act (ADA) bathroom, drop ceiling/lighting panels, and HVAC. Without this 
clear definition, a savvy landlord will attempt to pass the costs of demolition 
and returning the property to a vanilla shell on to your franchisee, which is 
ultimately his financial responsibility. Our responsibility is to negotiate tenant 
improvement allowances from a clearly-defined vanilla shell forward. Typically, 
inexperienced commercial leasing agents will overlook these details and 
thousands of dollars will be wasted on each franchise location, which 
substantially increases their initial start-up costs. 

We require the landlord to contribute financially. We maximize the landlord’s 
financial contribution to your tenant improvement allowance to reduce start-up 
costs and protect your franchisee’s early working capital. Landlords budget up 
to nine (9) months of future rent as the actual cost of acquiring or replacing a 
new tenant, including demolition, tenant improvements, free rent, and leasing 
agent commissions before they break even and profit on their space.  

Our expert services include...flying into your markets, negotiating with 
aggressive leasing agents on multiple vacancies, and supporting the 
emotional and financial timelines of your franchisee’s expectations. 
Educating landlords on how your franchise concept will complement the 
current tenant mix, while asking the landlord to invest in your business 
is a highly skilled task.

You and Your Franchisees Deserve Better!
We require the landlord to contribute financially to your tenant improvement allowance to substantially reduce start-up costs 
and protect your franchisee’s early working capital. Typically, landlords have built in nine (9) months as a cost of acquiring a new 
tenant, including demolition, tenant improvements, free rent, and leasing agent fees before they break even and profit on their space.

The industry standard is simply submitting a Letter of 
Intent on available vacancies and is the root cause of poor 
leasing terms and economics, but... 

WE’VE RAISED THE BAR!
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Fast and Affordable Legal Review
Once the terms of the Letter of Intent (LOI) are fully negotiated and executed 
by both parties, the next step is for our legal team to review the landlord’s 
proposed lease, inclusive of each of the agreed LOI terms, and to ensure 
that these terms are properly expressed within the framework of the final 
lease. Over 30 years of landlord lease review has allowed our team to carve 
out contractual points which otherwise go unnoticed throughout the lease 
negotiation process. These carveouts prevent a franchisee from receiving a 
bill from the landlord on any hidden management, property tax, or common 
area maintenance fees. Our legal team will review any hidden landlord 
charges within the lease and bring these to the attention of the franchisee 
and franchisor, while communicating directly with our negotiating broker. 
This accelerates the time for lease review and reduces your legal costs. 
This streamlined approach offers an efficient review of the legal clauses for 
our client’s final approval. A copy of the final lease will then be sent to our 
client for signature.

• Fully Executed Letter of Intent (LOI) 
• Landlord Drafts Lease Documents
• Franchisee Review With Our Legal Team
• Final Lease Execution and Occupancy

Our clients have the option to retain a local attorney to review the landlord 
lease or retain our legal team for rates far below the national average. At this 
point in the process, it is more common for less experienced leasing agents to 
remove themselves from this legal review and leave the final execution of the 
lease up to an inexperienced franchisee.

An abandoned franchisee experiences gridlock and $2,000 to $5,000 of 
unnecessary legal fees as two or more months expire without an executed 
lease. We simply will not allow this to happen.

When the landlord says: “It’s our STANDARD LEASE, everyone signs it!” 
Stop right there! “Standard” does not mean right or fair to the franchisee. 
When you consider the potential negative effect a lease can have on a 
franchisee’s bottom line, this is “penny wise and pound foolish.” Our legal 
team is involved throughout the entire process to ensure that all important 
issues are in focus early on in the negotiation. Often, franchisees will involve 
their attorney far too late in the negotiation process to be 100% effective. 
When issues arise late in negotiation and lease review, the landlord may feel 
that the franchisee is attempting to renegotiate the terms and become 
resistant to making changes that are detrimental to his position. Big 
companies who have their own real estate department and in-house 
attorneys are used to modifying leases to their own standards, and landlords 
are used to negotiating those changes. FGP Commercial Leasing provides 
our clients this same confidence and expertise to modify the leasing 
language to protect what is completely fair to the franchisee.

Upon request, FGP Commercial Leasing will provide Letters of Intent 
and landlord lease documents to your corporate representative or 
legal department.

We provide the highest level of legal review at the most   
competitive rate in the franchise marketplace.
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Additional Leasing Services
Most experts agree that the services of a real estate broker during a potential lease 
renewal can be even more important to the franchisee than the initial lease. 
Renewals are usually a difficult process for a number of reasons. These include:

1. Often landlords feel they have provided quality service and 
amenities during the initial lease term and that an existing franchisee 
should not require the services of a real estate broker for a renewal 
offered at “market rates.” What landlords do not want you to know is 
renewals at “market rate” usually result in a huge windfall for them. A 
market renewal rate means that the landlord gets a current rental rate that 
was initially intended to cover the costs of constructing a new space, 
however, landlords incur little or no construction expense for most renewals. 
A landlord may look to negotiate the least amount possible to rehab the 
existing tenant’s space (carpet and paint), yet still charge the tenant the 
market rate that was agreed to in the initial term (for construction).

2. If allowed, lease renewals are highly profitable for landlords. Each 
year, landlords build the following items into their financial models: debt 
services, property taxes, operating costs, leasing commissions, tenant 
improvement costs, and vacancies. When a franchisee renews a lease, 
the amount of tenant improvement dollars the landlord will offer are typically 
far less than compared to a replacement tenant.

Auditing

In today’s competitive business climate, franchisees need to operate efficiently 
and economically, keeping a watchful eye on the bottom line. Yet 85%-95% 
of commercial leases in the United States include rent, CAM/NNN, and rent-
related clauses that are incorrectly calculated year after year. The result can be 
hundreds of thousands of wasted dollars throughout the term of the lease.

Has your franchisee reviewed the hidden management fees and the list items 
that are included within the Common Area Maintenance (CAM) section of the 
proposed lease? Do you know what your franchisee’s financial exposure is? 
FGP Commercial Leasing will review your franchisee’s lease documents and 
will submit comments and recommendations, including:

• Comparison of agreed business terms (Letter of Intent) and existing 
   lease language.

• Identification of onerous lease provisions such as continuous operation  
   covenants, restrictive assignment language, relocation restrictions, and 
   recommendations to improve such language. 

• Identification and explanation of additional rent items such as CAM, 
   percentage rent, insurance, and recommended modifications.

• Explanation of your lease audit rights and recommended modifications.
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Early Termination

Early termination clauses allow a franchisee to terminate their lease at 
pre-negotiated points throughout the lease term. During the initial negotiation, 
FGP Commercial Leasing utilizes one of our proven and tested early 
termination clauses to protect franchisees in the event of any unforeseen 
circumstances that may affect their business, such as personal health, 
relocation, business performance, etc.

Landlords will generally favor a fair and equitable early termination clause 
because it is in their best interest to maintain a high occupancy rate and limit any 
downtime of vacancies. The landlord’s listing agent, on the other hand, will block 
a franchisee’s opportunity to present a fair and equitable clause with the excuse 
that the landlord will not accept the terms. However, the truth is, the listing agent 
will receive less commission if they represent what is in the best interest of your 
franchisee. FGP Commercial Leasing believes in negotiating early termination 
clauses as a core value and stands firmly behind the importance of protecting your 
franchisee from the risk of any unnecessary legal issues that may arise. Here is an 
example of one of our proven and tested early termination clauses:

Tenant shall have the option as a one-time right to terminate this lease during 
the 24th month of the term with a 60-day written notice. If such notice is given, 
the lease will terminate 60 days after the notice date is delivered to the Landlord, 
providing the Tenant reimburse the Landlord for the unused, unamortized portion 
of the tenant improvement allowance and leasing commission.

For more information regarding lease renewals, auditing, and early 
termination services, call FGP Commercial Leasing at 1.800.471.1682

9

Occupancy costs and debt are areas, if addressed 
properly, that can affect the bottom line by 15-25 
percentage points.       – Franchise World ” 
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Take advantage of our complimentary 5-week 
program. Call 1.800.471.1682 today.

Upon a mutual commitment to a strategic partnership, we will assist in the 
development of systematizing your real estate process. We will learn your industry, 
concept, customer, unit-level economics, and overall location and leasing strategy.  
Once we complete our 5-week program, at no charge to you, we will have earned your 
trust and have become your strategic partner in commercial leasing.

Week 1: FGP Commercial Leasing will ask your executive team to complete our 
Preliminary Leasing Questionnaire. This questionnaire will assist us in the development 
of the Real Estate Operations Manual.

Week 2: FGP Commercial Leasing will interview select members of your corporate 
team to learn your overall leasing and location strategy and identify areas for process 
improvement. We will identify gaps and exclusions in your current leasing process that 
you may not know exist.

Week 3: FGP Commercial Leasing will submit a Summary Report of our findings and 
recommended process improvements.

Week 4: FGP Commercial Leasing will prepare a complimentary, private-labeled Real 
Estate Operations Manual that will include: site selection, site criteria, building requirements, 
floor plan specifications, site package, lease process, sample LOI, franchisor addendum, 
signage, and lease renegotiation strategy.

Week 5: FGP Commercial Leasing will conduct teleconferences to consult and train 
your team on how FGP Commercial Leasing’s services will enhance your current real 
estate process.

RESULT: A long-term strategic partnership between our management teams. The 
culmination of this 5-week program ensures a commitment to process improvement and 
offers the highest level of trust, professionalism, and experience, all the while expanding 
a culture of healthy and connected franchisees.

MONITOR OUR PERFORMANCE

We offer our franchisors and franchisees instant 
access to our centralized web-based Lease 
Tracking System. Your franchisee can drill down 
on each aspect of the transaction and monitor our 
daily communication with leasing agents and 
landlords. You will be able to review detailed 
information of the lease negotiation process with 
one-click convenience.
 

EXCEPTIONAL CUSTOMER SERVICE

Upon the execution of the final lease, your franchisee 
will be surveyed on each step of our process. We 
will immediately forward the results to your corporate 
office. These results will ensure our team 
consistently provides the highest level of trust, 
professionalism, and expertise on behalf of our 
franchisors. We accept full responsibility for the 
quality of our commercial leasing services and we 
are willing to prove this one transaction at a time. 
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Premier Commercial 
Leasing Services...
at No Cost to You

“No one offers a faster or more comprehensive commercial leasing service     
 across all 50 states and Canada.”
– Scott Simcik, President/CEO



How Does FGP Get Paid?
Landlords hire a listing agent to market their properties and advise them. 
Do they have an unfair advantage? You bet they do!

FGP Commercial Leasing offers your franchisee a way to balance the 
landlord’s unfair advantage. Our negotiating leverage will regain control 
and have leases drafted in your franchisee’s best interest—not the landlord’s. 
Our experienced tenant representation will not only save your franchisee 
money, but will also prevent them from making critical mistakes in the leasing 
process. When deciding whether to use FGP Commercial Leasing’s services, 
please consider the following:

1. Real estate fees of 4%-7% of the gross lease amount are built into the 
landlord’s cost of the lease.

2. If your franchisee does not have an exclusive tenant representative, the 
landlord’s listing agent will keep the entire commission.

3. When FGP Commercial Leasing becomes your franchisee’s tenant 
representative, the commission fee is split between the listing agent and 
FGP Commercial Leasing.

The listing agent represents the landlord and will always have their best 
interests in mind. The absence of an experienced tenant representative will not 
save your franchisee the commission. Without tenant representation they will 
likely pay much more in rent with less landlord concessions and lease flexibility.

FGP Commercial Leasing exclusively represents franchisees. We do not 
represent landlords or building owners. We differentiate ourselves from many 
large real estate brokerage firms by holding a strict policy of not taking on 
landlord property listings. By doing so, we avoid any possible conflicts of 
interest when representing our clients—your franchisees. Our firm is focused 
exclusively on your franchisees’ needs. Our compensation comes directly 
from the landlord with no cost to you.

FGP Commercial Leasing has revolutionized the franchise industry with a 
simple idea: An all-in-one service providing Site Selection, Lease 
Negotiation, and Legal Review in all 50 states…at No Cost to You!  
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It’s Time to Raise the Bar!

For more information:

Call: 1.800.471.1682 

Email: Sales@fgpcl.com

Visit: www.fgpcl.com 


