CASE STUDY —CHARLESSCHWAB & CO., INC.
5,256 s.f. —Boca Raton, FL
1st Quarter 2005

Aggregate deal valuein excess of $835,000
CLIENT'S
REQUIREMENTS

Tenant representation — office leasing and lease renewals
Thorough knowledge and presentation of local market options
Comprehensive market analysis for lease renewal

Creative strategies to accomplish tasks

With approximately one (1) year left on its lease, Charles Schwab & Co., Inc. decided they wanted to
consolidate severa offices into a central location. They engaged NAI to position them as a sought after
tenant and analyze the market. The challenge was to locate a building with enough contiguous first floor
space that offered prominent signage.

NAI/MERIN HUNTER CODMAN’S
SOLUTIONS

A competition was created for Charles Schwab’ stenancy. Through this process we were able to leverage the
value of their lease and get severa Landlords to aggressively compete.

WINNING
RESULTS

Charles Schwab & Co. selected a building in downtown Boca Raton that met the established criteria. Not
only did we achieve locating a unique space, we were also able to secure more favorable lease terms.

New five year lease was structured under favorable terms

Lease terms included additional controls on future operating expense increases
Obtained flexible expansion and renewa rights

Negotiated building & monument signage plus reserved parking for clients

TOTAL CONSESSIONS/SAVINGSIN EXCESS OF $160,000
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