
their capital struc-
ture, type and form 
of debt on property 
and other variables. 
Consider how that 
corresponds to your 
specific lease timing 
— current and pro-
jected project vacan-
cy, upcoming lease 
expirations, rents 
and concessions  
being offered, such 
as fit-up allowances, 
free rent periods and 
lease buyouts. This 
analysis will help 
form your strategy 
with your landlord 
and the market.

Many companies are rethinking and delaying 
real estate transactions to control the expense 
side of their budgets, and some are running 
into serious difficulty. In light of individual cir-
cumstances or general market conditions, some 
tenants are asking for, and getting, rent conces-
sions. In addition to a rent reduction or deferral, 
these concessions take forms such as waived, 
reduced or fixed operating expense charges 
for a specified period, deferring scheduled rent  
increases, or additional free rent periods or fit-
up allowances relating to extension, renewal or 
expansion rights. In requesting a concession,  
expect your landlord to require a genuine show-
ing of hardship or inequity.

Obtaining a rent concession may take signifi-
cant effort, financial disclosure and convincing 
your landlord that the concession will strength-
en the building’s performance by maintain-
ing a good tenant relationship, cash-flow and  
occupancy during a difficult time. Be ready to 
consider trade-offs such as extending your lease 

Perhaps “golden” overstates it, but despite 
headlines such as “challenging,” “diffi-
cult,” and “struggling” used to describe 

the current real estate market, the downturn in 
the economy provides opportunities for savvy 
technology tenants to realize benefits from their 
real estate platform.

Most real estate professionals acknowledge 
current and projected market dynamics have led 

to more favorable terms 
for tenants. With landlords 
striving to maintain occu-
pancy and cash flow, many 
are increasingly receptive 
to current tenants’ needs 
and are eager to make new 
leases or extend existing 
leases.

Smart landlords are  
positioning their buildings 
to retain existing tenants 
and entice new tenants 
from other projects using 
economic and non-eco-
nomic factors. The result 

is increased tenant leverage, with the trick for 
technology tenants being how best to exploit 
this opportunity.

Know your market and your relative strengths 
and weaknesses as a tenant. While few deny that 
New England real estate fundamentals have 
softened, some sectors and sub-markets are far-
ing better than others. Many believe the technol-
ogy-based sectors are stronger and better suited 
to weather the downturn than others such as  
financial services.

Do your homework and engage a knowledge-
able adviser to tell you what is happening in your 
market. Find out the terms of deals being made 
today and the pace of the market. Try to get a 
sense of what your landlord and other building 
owners are doing, and are up against, such as 
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Boston: Looking to attract fun, games and business

Perhaps “golden” overstates it, but despite head-
lines such as “challenging,” “difficult,” and 
“struggling” used to describe the current real 

estate market, the downturn in the economy provides 
opportunities for savvy technology tenants to realize 
benefits from their real estate platform.

Most real estate professionals acknowledge current 
and projected market dynamics have led to more favor-
able terms for tenants. With landlords striving to main-

tain occupancy and cash flow, many are 
increasingly receptive to current ten-
ants’ needs and are eager to make new 
leases or extend existing leases.

Smart landlords are positioning their 
buildings to retain existing tenants and 
entice new tenants from other projects 
using economic and non-economic 
factors. The result is increased tenant 
leverage, with the trick for technology 
tenants being how best to exploit this 
opportunity.

Know your market and your relative strengths and 
weaknesses as a tenant. While few deny that New Eng-
land real estate fundamentals have softened, some 
sectors and sub-markets are faring better than others. 
Many believe the technology-based sectors are stronger 
and better suited to weather the downturn than others 
such as financial services.

Do your homework and engage a knowledgeable 
adviser to tell you what is happening in your market. 
Find out the terms of deals being made today and the 
pace of the market. Try to get a sense of what your 
landlord and other building owners are doing, and are 
up against, such as their capital structure, type and 
form of debt on property and other variables. Consider 

how that corresponds to your 
specific lease timing — current 
and projected project vacancy, 
upcoming lease expirations, 
rents and concessions being 
offered, such as fit-up allowanc-
es, free rent periods and lease 
buyouts. This analysis will help 
form your strategy with your 
landlord and the market.    

Many companies are rethink-
ing and delaying real estate 
transactions to control the 
expense side of their budgets, 
and some are running into seri-
ous difficulty. In light of indi-
vidual circumstances or general 
market conditions, some ten-
ants are asking for, and getting, 

rent concessions. In addition to a rent reduction or 
deferral, these concessions take forms such as waived, 
reduced or fixed operating expense charges for a speci-
fied period, deferring scheduled rent increases, or addi-
tional free rent periods or fit-up allowances relating to 
extension, renewal or expansion rights. In requesting 
a concession, expect you landlord to require a genuine 
showing of hardship or inequity. 

Obtaining a rent concession may take significant 
effort, financial disclosure and convincing your land-
lord that the concession will strengthen the building’s 
performance by maintaining a good tenant relation-
ship, cash-flow and occupancy during a difficult time. 
Be ready to consider trade-offs such as extending your 
lease term, service or space reductions, or relocation.

Another potential goal is to work with your landlord 

to restructure your lease for maximum flexibility so 
your real estate platform more closely fits your busi-
ness plan. Space elasticity can be achieved through a 
combination of rights. Typical examples for accommo-
dating growth include expansion rights and rights of 
first refusal or first opportunity on additional space in 
the building. On the other hand, tailored contraction 
rights allow you to give back space or a lease termina-
tion option allow flexibility if your space needs decline. 
Some landlords will resist these types of rights because 
they add complexity to marketing plans and adminis-
tration. Obviously, the opportunity to gain traction on 
these issues will depend on your landlord’s willingness 
to engage and your leverage in the building. 

Use these discussions with your landlord as an 
opportunity to resolve your other space concerns or 
performance issues as well. The most common tenant 
complaints relate to heating and cooling performance, 
maintenance issues, and common-area benefits such as 
health clubs and food services.

In pursuing these opportunities, remember that 
your landlord has its own set of limitations and 
constituency it must consider. Landlords must often 
advise and even obtain consent from their lenders 
and investment partners of modifications to leases. 
Tenants should be reasonable and work toward a reso-
lution with mutual benefits. Finally, document your 
agreement with a written lease amendment to clearly 
and completely preserve these gains. Telephone calls 
and ambiguous e-mail or letter exchanges with a 
property manager may not ultimately get you any-
thing other than a dispute. 

BOB CARNEY is a partner at Sherin and Lodgen LLP in Boston and can be 

contacted at rmcarney@sherin.com or 617-646-2215. 

BY JAMES CONNOLLY
MASS HIGH TECH STAFF

Working with companies and schools, 
the city of Boston is laying the founda-
tion for what it hopes will become a 
cluster of fun — and jobs too.

Create Boston, a program within the 
Boston Redevelopment Authority, has 
been working to make the city a home 
for the growing electronic games sector. 
While the cluster hasn’t taken shape yet, 
Create Boston manager Carole Walton 
hopes to see game companies calling 
Boston home within a year or two. Her 

agency also works to create opportuni-
ties for companies in the music, video, 
arts, media and crafts sectors.

“It’s a new area for us, so it’s impor-
tant to lay the foundation to help these 
businesses grow and thrive here,” said 
Walton. 

Create Boston helped to organize a 
2007 conference called Powering Up, 
which focused on developing a gaming 
work force. Since that time, North-
eastern University and Boston Uni-
versity’s Metropolitan College have 
launched master’s programs in game 
development. A second conference is in 

the early planning stages. 
Walton’s efforts are being guided in 

part by research: Gaming companies felt 
the Boston work force lacked the skill 
sets that they need, and that the city 
needed to do more to connect the local 
venture capital firms with gaming com-
panies. “They felt the city wasn’t being 
branded as a digital-media hub,” said 
Walton. One of Walton’s efforts is a new 
Create Boston website, due for launch 
next month.

Lisa M. Thompson, deputy director 
for economic incentives at the BRA, 
noted that Walton will be communicat-

ing with Jason Schupbach, the state’s 
new creative economy industry director, 
and has met with game publishers such 
as Electronic Arts Inc., in an effort to 
attract them to Boston.

The BRA team also has been working 
with Bunker Hill Community College
and Boston Public Schools to encourage 
game development. “We’re particularly 
excited about the Boston Public Schools. 
The kids play these games, but they have 
no idea that this could be a career path 
for them,” said Walton.

jconnolly@masshightech.com | 617-241-4338
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BioMed grows its Boston-area footprint
With 10.4 million 

square feet of 
rentable space 

in its portfolio, 5-year-old 
BioMed Realty Trust Inc. 
plays a major and growing 
role in providing research 
and office space to compa-
nies in the nation’s life sci-
ences industry. In New Eng-
land, BioMed Realty (NYSE: 
BMR) owns or partially 
owns 2.6 million square 
feet of the estimated 15.4 
million total square feet of 
rentable life sciences space 
in the Boston area and 
another 21,500 square feet 
in New Hampshire. 

A Kendall Street build-
ing project still under 
development in Cambridge 
will add another 280,000 
square feet when it is 
finished, either this year 
or next. Some of BioMed 
Realty’s tenants include 
Vertex Pharmaceuticals 
Inc., Genzyme Corp., Beth 
Israel Deaconess Medical 
Center, and the Dana-Farber 
Cancer Institute. Most 
recently, BioMed Realty 
signed a lease with Japan-
based Kowa Company Ltd. 
and reported that its Cen-
ter for Life Science in the 
Longwood Avenue section 
in Boston is now 91 percent 
leased. 

Formed in April 2004, San 
Diego-based BioMed has a 
large number of holdings 
in San Diego; Fremont, 
Calif.; Seattle; and Boston. 
It has a lesser concentration 
of holdings in many states 
in the Northeast as well as 
two in Colorado. Under the 
leadership of chairman and 
CEO Alan D. Gold, BioMed 
has increased its rentable 
square footage almost four-
fold since its inception.
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K

GUEST
COLUMN

Bob Carney

Massachusetts
270 ALBANY ST., CAMBRIDGE
No. of buildings:  2
Rentable sq. feet: 75,003
Primary Tenant: Sanofi-aventis US LLC

320 BENT ST., CAMBRIDGE
No. of buildings: 1
Rentable sq. feet: 184,445
Primary tenants: Schering-Plough Corp., Ironwood 
Pharmaceuticals Inc.

58 CHARLES ST., CAMBRIDGE
No. of buildings: 1
Rentable sq. feet: 47,912
Primary tenant: Senior Whole Health LLC

134 COOLIDGE AVE., WATERTOWN  
No. of buildings: 1
Rentable sq. feet: 37,400
Tenant: Panacos Pharmaceuticals Inc.

21 ERIE ST., CAMBRIDGE 
No. of buildings: 1
Rentable sq. feet: 48,627
Tenants: Metabolix Inc., Vertex Pharmaceuticals Inc.

40 ERIE ST., CAMBRIDGE 
No. of buildings: 1
Rentable sq. feet: 100,854
Primary tenant: Vertex

FRESH POND RESEARCH PARK
25, 27/31, 33/45, 51 and 61 Moulton St.

665 CONCORD AVE., CAMBRIDGE
No. of buildings: 6
Rentable sq. feet: 90,702
Primary tenant: Curis Inc.

650 E. KENDALL ST. (KENDALL B), CAMBRIDGE
No. of buildings: 1
Rentable sq. feet: 280,000*
(Now under development) 

675 W. KENDALL ST. (KENDALL A), CAMBRIDGE
No. of buildings: 1
Rentable sq. feet: 302,919
Primary tenant: Vertex

SIDNEY ST., CAMBRIDGE
No. of buildings: 1
Rentable sq. feet: 191,904
Tenant: Vertex

VASSAR ST., CAMBRIDGE
No. of buildings: 1
Rentable sq. feet: 52,520
Tenant: Monsanto Co.

New Hampshire
7 LUCENT DRIVE, LEBANON, N.H.
 No. of buildings:  1
 Rentable sq. feet: 21,500
 Tenant:   Dartmouth College

BioMed Properties in New England

301 BINNEY ST.
CAMBRIDGE

No. of buildings: 1
Rentable sq. feet: 420,000

CENTER FOR LIFE SCIENCE BOSTON
3 BLACKFAN CIRCLE, BOSTON

No. of buildings: 1
Rentable sq. feet: 703,000

Primary tenants: Beth Israel Deaconess Med-
ical Center, Children’s Hospital, Dana Farber 
Cancer Institute, Immune Disease Institute

500 KENDALL ST. (KENDALL D)
CAMBRIDGE

No. of buildings: 1
Rentable sq. feet: 349,325
Primary tenant: Genzyme 

“Be ready 

to consider 

trade-offs such 

as extending 

your lease term, 

service or space 

reductions, or 

relocation to 

make the deal.”
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Perhaps “golden” overstates it, but despite head-
lines such as “challenging,” “difficult,” and 
“struggling” used to describe the current real 

estate market, the downturn in the economy provides 
opportunities for savvy technology tenants to realize 
benefits from their real estate platform.

Most real estate professionals acknowledge current 
and projected market dynamics have led to more favor-
able terms for tenants. With landlords striving to main-

tain occupancy and cash flow, many are 
increasingly receptive to current ten-
ants’ needs and are eager to make new 
leases or extend existing leases.

Smart landlords are positioning their 
buildings to retain existing tenants and 
entice new tenants from other projects 
using economic and non-economic 
factors. The result is increased tenant 
leverage, with the trick for technology 
tenants being how best to exploit this 
opportunity.

Know your market and your relative strengths and 
weaknesses as a tenant. While few deny that New Eng-
land real estate fundamentals have softened, some 
sectors and sub-markets are faring better than others. 
Many believe the technology-based sectors are stronger 
and better suited to weather the downturn than others 
such as financial services.

Do your homework and engage a knowledgeable 
adviser to tell you what is happening in your market. 
Find out the terms of deals being made today and the 
pace of the market. Try to get a sense of what your 
landlord and other building owners are doing, and are 
up against, such as their capital structure, type and 
form of debt on property and other variables. Consider 

how that corresponds to your 
specific lease timing — current 
and projected project vacancy, 
upcoming lease expirations, 
rents and concessions being 
offered, such as fit-up allowanc-
es, free rent periods and lease 
buyouts. This analysis will help 
form your strategy with your 
landlord and the market.    

Many companies are rethink-
ing and delaying real estate 
transactions to control the 
expense side of their budgets, 
and some are running into seri-
ous difficulty. In light of indi-
vidual circumstances or general 
market conditions, some ten-
ants are asking for, and getting, 

rent concessions. In addition to a rent reduction or 
deferral, these concessions take forms such as waived, 
reduced or fixed operating expense charges for a speci-
fied period, deferring scheduled rent increases, or addi-
tional free rent periods or fit-up allowances relating to 
extension, renewal or expansion rights. In requesting 
a concession, expect you landlord to require a genuine 
showing of hardship or inequity. 

Obtaining a rent concession may take significant 
effort, financial disclosure and convincing your land-
lord that the concession will strengthen the building’s 
performance by maintaining a good tenant relation-
ship, cash-flow and occupancy during a difficult time. 
Be ready to consider trade-offs such as extending your 
lease term, service or space reductions, or relocation.

Another potential goal is to work with your landlord 

to restructure your lease for maximum flexibility so 
your real estate platform more closely fits your busi-
ness plan. Space elasticity can be achieved through a 
combination of rights. Typical examples for accommo-
dating growth include expansion rights and rights of 
first refusal or first opportunity on additional space in 
the building. On the other hand, tailored contraction 
rights allow you to give back space or a lease termina-
tion option allow flexibility if your space needs decline. 
Some landlords will resist these types of rights because 
they add complexity to marketing plans and adminis-
tration. Obviously, the opportunity to gain traction on 
these issues will depend on your landlord’s willingness 
to engage and your leverage in the building. 

Use these discussions with your landlord as an 
opportunity to resolve your other space concerns or 
performance issues as well. The most common tenant 
complaints relate to heating and cooling performance, 
maintenance issues, and common-area benefits such as 
health clubs and food services.

In pursuing these opportunities, remember that 
your landlord has its own set of limitations and 
constituency it must consider. Landlords must often 
advise and even obtain consent from their lenders 
and investment partners of modifications to leases. 
Tenants should be reasonable and work toward a reso-
lution with mutual benefits. Finally, document your 
agreement with a written lease amendment to clearly 
and completely preserve these gains. Telephone calls 
and ambiguous e-mail or letter exchanges with a 
property manager may not ultimately get you any-
thing other than a dispute. 

BOB CARNEY is a partner at Sherin and Lodgen LLP in Boston and can be 

contacted at rmcarney@sherin.com or 617-646-2215. 

BY JAMES CONNOLLY
MASS HIGH TECH STAFF

Working with companies and schools, 
the city of Boston is laying the founda-
tion for what it hopes will become a 
cluster of fun — and jobs too.
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for the growing electronic games sector. 
While the cluster hasn’t taken shape yet, 
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hopes to see game companies calling 
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agency also works to create opportuni-
ties for companies in the music, video, 
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2007 conference called Powering Up, 
which focused on developing a gaming 
work force. Since that time, North-
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versity’s Metropolitan College have 
launched master’s programs in game 
development. A second conference is in 

the early planning stages. 
Walton’s efforts are being guided in 

part by research: Gaming companies felt 
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sets that they need, and that the city 
needed to do more to connect the local 
venture capital firms with gaming com-
panies. “They felt the city wasn’t being 
branded as a digital-media hub,” said 
Walton. One of Walton’s efforts is a new 
Create Boston website, due for launch 
next month.

Lisa M. Thompson, deputy director 
for economic incentives at the BRA, 
noted that Walton will be communicat-

ing with Jason Schupbach, the state’s 
new creative economy industry director, 
and has met with game publishers such 
as Electronic Arts Inc., in an effort to 
attract them to Boston.

The BRA team also has been working 
with Bunker Hill Community College
and Boston Public Schools to encourage 
game development. “We’re particularly 
excited about the Boston Public Schools. 
The kids play these games, but they have 
no idea that this could be a career path 
for them,” said Walton.
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owns 2.6 million square 
feet of the estimated 15.4 
million total square feet of 
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in the Boston area and 
another 21,500 square feet 
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A Kendall Street build-
ing project still under 
development in Cambridge 
will add another 280,000 
square feet when it is 
finished, either this year 
or next. Some of BioMed 
Realty’s tenants include 
Vertex Pharmaceuticals 
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Center, and the Dana-Farber 
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signed a lease with Japan-
based Kowa Company Ltd. 
and reported that its Cen-
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Longwood Avenue section 
in Boston is now 91 percent 
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Formed in April 2004, San 
Diego-based BioMed has a 
large number of holdings 
in San Diego; Fremont, 
Calif.; Seattle; and Boston. 
It has a lesser concentration 
of holdings in many states 
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leadership of chairman and 
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fold since its inception.
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“Be ready 

to consider 

trade-offs such 

as extending 

your lease term, 

service or space 

reductions, or 

relocation to 

make the deal.”

term, service or space reductions, or relocation.
Another potential goal is to work with your 

landlord to restructure your lease for maximum 
flexibility so your real estate platform more 
closely fits your business plan. Space elasticity 
can be achieved through a combination of rights. 
Typical examples for accommodating growth  
include expansion rights and rights of first refus-
al or first opportunity on additional space in the 
building. On the other hand, tailored contraction 
rights allow you to give back space or a lease ter-
mination option allows flexibility if your space 
needs decline. Some landlords will resist these 
types of rights because they add complexity to 
marketing plans and administration. Obviously, 
the opportunity to gain traction on these issues 
will depend on your landlord’s willingness to 
engage and your leverage in the building.

Use these discussions with your landlord as 
an opportunity to resolve your other space con-
cerns or performance issues as well. The most 
common tenant complaints relate to heating and 
cooling performance, maintenance issues, and 
common-area benefits such as health clubs and 
food services.

In pursuing these opportunities, remember 
that your landlord has its own set of limitations 
and constituency it must consider. Landlords 
must often advise and even obtain consent from 
their lenders and investment partners for modi-
fications to leases. Tenants should be reason-
able and work toward a resolution with mutual 
benefits. Finally, document your agreement with 
a written lease amendment to clearly and com-
pletely preserve these gains. Telephone calls 
and ambiguous e-mail or letter exchanges with 
a property manager may not ultimately get you 
anything other than a dispute.

BOB CARNEY is a partner at Sherin and Lod-
gen LLP in Boston and can be contacted at  
rmcarney@sherin.com or 617-646-2215.


