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Cowlitz County WSU Extension Office is CLOSED to the PUBLIC.  

Extension Staff will still be available via phone or email. 

Please call or email:  

Carlee Dowell for General Information at 360-577-3014 ext. 0 or dowellc@co.cowlitz.wa.us  

  

Gary Fredricks for Master Gardeners at  360-577-3014 ext. 3 or garyf@wsu.edu  

 

Jennifer Leach for 4-H, Youth Programs and Strengthening Families Program at  360-577-
3014 ext. 4 or jleach@wsu.edu  

 

Jerry Petrick for SBDC at 360-578-5449 or  jerry.petrick@wsbdc.org  

 

Elizabeth Stratton for SNAP– Ed at 360-577-3014 ext. 7 or elizabeth.stratton@wsu.edu  
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RENEGOTIATING A LEASE IN TIMES OF COVID-19 VIRUS 

For most businesses, their facilities lease is the largest fixed cost they have. The 
COVID-19 Virus disaster has shifted rent from being 4-12% of gross revenue, to 
more than gross sales in some cases because of the crisis. Getting some relief is 
critical to the survival of many businesses - perhaps your business is at risk. 

Business owners only have limited choices: 

Somehow find the money to pay the rent 
Work with the landlord to get a break of some sort; or  
Face the consequences in the default and remedies sections of the lease agree-

ment – (which often include potential personal liabilities). 

What tools do business tenants have? 

When there is disaster funding available, (SBA Economic Injury Disaster Loan (EIDL) 
and some Paycheck Protection Program (PPP) proceeds may be used for rent.  

Accessing unused portion of an existing credit line is a possibility for some. 

Tapping into other financial resources: 

cash reserves, 
home equity, 
cash call from owners/partners, 
liquidate inventory or other assets, 
a sympathetic, optimistic, and wealthy relative, 
advances from customers, 
extended payment terms from suppliers.  

How to approach your landlord 

Keep your landlord posted on your business activity. In 
extraordinary circumstances like COVID-19, many land-
lords are open to working out compromises and conces-
sions that in a normal market they would immediately dismiss. 

Communicate, Communicate, Communicate! And, HAVE A PLAN! 

Tenants need to have their act and ‘ask’ together. What does the tenant’s business 
look like (financially) in different scenarios? 

What can they afford for their space? If they do get concessions, what can they offer 
in return? 

And, importantly, what is the value to the landlord long term by helping the tenant 
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RENEGOTIATING A LEASE IN TIMES OF COVID-19 VIRUS (Cont.) 

survive?  

Keep in mind; this is an ‘ask’ – the landlord has a lease – they do not have to make any 
accommodations. 

Rent Deferral, Postponement – if a tenant is in communication AND has a plan for recov-
ery, this approach has potential with many landlords. If a tenant can explain why revenue 
is down and can explain how a break in the rent will help them survive, it the potential for 
a win-win proposition. 

Landlords want tenants to succeed. Re-tenanting is both expensive and carries real risks. 
Asking for a break of 25-75% of the rent with a plan for repayment is easier for a landlord 
to work with than dealing with a tenant silently not paying. 

Remember that the landlord is a business too – mortgages, operating costs, turnover, and 
management costs. A compromise may be worthwhile if it will help the tenant survive. 

The simplest structure is taking the amount of the rent break and spreading it over re-
maining periods of the lease. It is all negotiable, so you can work to have it fit the tenant’s 
need for recovery. The payback portion can scale up much later, proving a ramp up of the 
payback is doable.  For example:  some restaurants are assuming 6 to 18 months to get 
back to “normal”, for example. My own sense is this new market environment will take 12-
24 months to resemble what we were familiar with prior to the pandemic. 

Have a plan. Show how what is being asked for can help the tenant make it to the long 
run. 

Rent Forgiveness, Abatement – less likely, but some landlords can provide a real break of 
part of a month or more of rent, where the tenant doesn’t have to pay back, if the tenant 
has a good history of paying and reasonable likelihood of surviving. Landlords with a 
good working relationship with their tenants and, ideally, relatively low debt service, are 
the most likely to be able to accommodate this deeper level of assistance. From the land-
lords’ perspective, this is sometimes looked at as advanced tenant retention. A month of 
free rent in the middle of a term, if they believe it will make a difference to the tenant’s 
survival, is better than dealing with a vacant space in what will likely be a weak landlord’s 
market for the rest of 2020. 

Regardless of the approach, there are some common approaches that often improve out-
comes: 

Communicate, Communicate, Communicate! And, HAVE A PLAN! 

If your landlord does not know what is going on with the tenant’s business; that there are 
plans and strategies to get it back on track, then the landlord is left to speculate. Human 
nature being what it is, this often leads to even worse scenarios in the landlord’s mind. In 
that dire context you can see why the landlord would be hesitant to warmly receive a re-
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quest for a rent break. With open communication and a logical plan (and a bit of sell-
ing on the value of the tenant’s business), odds are much better for some meaningful 
relief. 

Understand the lease and the landlord’s position. 

The landlord has a lease.  
They are a business.  
They do not have to make any accommodations. 

This is a negotiation, a sales process. Frame it in terms that 
make clear what is in it for them. 

With a plan, the request will be in the context of the business surviving - a landlord 
understands that perspective. Landlords want tenants to be successful – that’s how 
rent gets paid. It is very expensive to turn over space – tenant improvements, vacan-
cy costs, brokerage fees, the risk of another business, how that business fits with the 
other tenants. All risky. 

An established tenant is valuable, and worth helping by the landlord – if they under-
stand how the assistance will likely help the tenant be there for the long run. 

 

Additional reading links for small business COVID-19 lease issues: 

https://communitycapitalny.org/negotiating-with-your-landlord-during-covid-19/ 

https://www.natlawreview.com/article/client-alert-rent-relief-considerations-time-covid
-19 

A good overview from a landlords’ legal perspective: 

https://shipmangoodwin.com/Coronavirus-COVID-19-Guidance-Real-Estate-Leasing 

For a broader commercial real estate perspective: 

https://www.jll.com.co/en/trends-and-insights/research/covid-19-global-real-estate-
implications 

 

RENEGOTIATING A LEASE IN TIMES OF COVID-19 VIRUS (Cont.) 

This article was compiled using multiple sources, by Jerry Petrick, MBA, and Certified Business Advisor with the WSU Small 
Business Development Center (SBDC).  Jerry provides confidential business advisory services by appointment at no cost to 

the client.  He can be reached at:  jerry.petrick@wsbdc.org 

https://www.jll.com.co/en/trends-and-insights/research/covid-19-global-real-estate-implications
https://www.jll.com.co/en/trends-and-insights/research/covid-19-global-real-estate-implications
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It’s Time to Fertilize and Apply Lime to the Lawn 

 

 

 

Although our wet, windy and chilly November weather has convinced most 
gardeners that the majority of plants are rapidly approaching dormancy, 
lawns seem to be the exception.  In fact, WSU turfgrass specialists recom-
mend a final application of fertilizer to the home lawn during the final week 
of November.  

Applying lawn fertilizer this time of year will not stimulate grass growth as 
much as applications made when temperatures are warmer.  However, ap-
plications made now will improve lawn color and stimulate the strength of 

the turf, especially by supporting root growth.  In addition, a more vigorous, 
healthier turfgrass is a positive method of combating moss growth in 
lawns.  

Years of research conducted by Extension Turfgrass specialists continues 
to validate that using fertilizer with at least 50% of it in a slow-release form 
gives the best return when it comes to turfgrass vigor.  The most accurate 
way to determine if your turf may be lacking in nutrients is to take a soil 
test. Nutrients like calcium, phosphorus and potassium are frequently defi-
cient in soils west of the Cascades. The soil pH for turfgrasses should be 
slightly acidic (somewhere between 5.5 and 6.0) in order to limit disease 
development during our wet months.  Sulfur within the fertilizers applied 
can help keep the pH in this range.  
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Title:  It’s Time to Fertilize and Apply Lime to the 

Lawn (Cont.) 

Just like anything else, too much of any one thing is not good and a bal-
anced fertilizer is needed. Homeowners should use a complete fertilizer 
with a 3-1-2 ratio (N-P-K) on established lawns to supplement any lack-
ing phosphorus and potassium. Often sold as  15-5-10 or  12-4-8, the 
fertilizer should be applied at a rate which is equal to approximately one 
pound of nitrogen per 1000 square feet of turf.  (If you are using 15-5-10, 
for example, you would need to apply approximately 6.5 pounds of the 
actual fertilizer product per 1000 square feet in order to get one pound of 
actual nitrogen.)  

Organic turf fertilizers release nutrients slowly and are most effective 
when used during the warm season (Memorial Day and Labor Day appli-
cations).  Most organic fertilizers contain more Phosphorus (P) than 
needed by turf, and continued application could lead to excess P in the 
soil.  

No matter what type of product you apply, make sure that if any granules 
of product end up on an impervious surface such as a driveway, side-
walk or street, that you sweep it back into the grass or landscape so that 
the granule is not directly washed into the surface water if it rains or the 
lawn is irrigated.   

Should We Lime The Lawn Now? 

Absolutely!  Fall is an excellent time for applying lime, since winter rains 
will dissolve the lime and carry it to the root zone of the grasses.  It takes 
about three months for lime action to become entirely effective because 
it is dissolved slowly.  Do not apply lime and fertilizer simultaneously; ap-
ply the lime several weeks before the fertilizer.  For established lawns, 
Do Not apply more than 35 pounds of lime per 1000 square feet.  Re-
member, lime is not a cure-all for lawn moss.  Moss thrives under low 
light intensity, low temperatures and ample moisture. 

 

 

By Don Tapio 


