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According to global retail consultancy FITCH the retail 
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past 50. This claims a recent report published by supply 
chain specialist, Altius VA, will create new demands for 
procurement, FM, property and supply chain managers.

In the latest in our series of case studies on FM as practised outside 

the commercial off ice sphere, we visited the huge Bluewater retail 

park in Kent. There - it is abundantly clear just how central the FM 

contribution is to the continuing success of a place where ‘guests’ 

rather than customers choose not only to shop but enjoy a range of 

leisure pursuits; whether walking around the extensive grounds, 

eating out or visiting the cinema.   

Positive guest feedback there translates to a higher footfall, meaning 

increased profits for retail tenants and a direct impact on Bluewater’s 

bottom line. 

However, as the publication of the Stoddart Review last year spelt 

out, wherever FM is delivered, healthcare, education or the corporate 

workplace there is increasing evidence of an explicit link between how well 

a workplace supports the activities that employees undertake in their role 

and the extent to which they say that their workplaces help them to work 

productively. 

For this months’ FM Clinic we asked a range of experts, including Polly 

Plunket-Checkemian, Programme Director for the Stoddart Review, what 

more the sector can do to convince senior board people that facilities 

is much more than a cost centre. It was widely agreed that FM needs 

to be more assertive in arguing its case but at the same time will need 

to find better ways of measuring satisfaction levels which link back to 

engagement and productivity.

The use of new technologies was the topic for discussion at our recent 

networking event on Smart buildings, where it was argued that a scientific 

analysis of  data that helps maintain and measure the environment of a 

building is a powerful way to demonstrate the central role FM can play in 

the performance and profitability of an organisation.

As always, we’d welcome your feedback about any aspect of  the magazine, 

together with your insight into what’s happening in the FM sector.

Total Average Net Circulation 
10,369 June 2016

Facilities Show, Excel, June 2017 - Stand N950
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For more information or a demonstration please call 0870 333 7101, 
email sales@cafmexplorer.com or visit www.cafmexplorer.com.

CAFM Explorer is one of the UK’s most widely used facilities management solutions - cost effective software that is easy to 
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powerful facilities management applications including full mobility for managers, users and engineers:

• Asset Management
• Cost Control
• Help Desk
• Planned Maintenance
• Reporting Dashboard
• Room Booking
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Facilities Show
June 2017
Visit us on

Stand P850

• Space Management
• Stock Control
• Work Orders
• Work Planning
• Project Control
• Document Management

mailto:sales@cafmexplorer.com
http://www.cafmexplorer.com
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http://www.shiresystems.com
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THIS MONTH...

FM CLINIC

20 We ask our panel of industry experts… 

The Stoddart Review uncovered an explicit 

link between how well a workplace supports the 

activities that employees undertake in their role and 

the extent to which they say that their workplaces 

help them to work productively. Yet it found few 

organisations place suff icient strategic importance 

on the physical working environment as a key 

driver of organisational performance. Armed with 

the review’s findings what can FMs do to convince 

organisations that workplace should no longer be 

“a hidden performance lever”?     

CASE STUDY - BLUEWATER 

26 Retail destinations increasingly need 

to provide an outstanding customer 

FMJ NEWS

06 This month’s summary of everything that 

has hit the headlines in the FM sector. 

GLOBAL NEWS

08 News, updates and announcements from the 

FM world beyond the UK.  

FEATURES

REGULARS

suppliers, from the major brands to the smaller 

operators, do to remain competitive?

BENCHMARKING      

50 In the struggle to win contracts and be 

the best, new and evolving benchmarking 

processes might be key to gaining the edge. 

CASE STUDY - METROPOLITAN POLICE      

54 With the Metropolitan Police Service 

currently seeking new FM suppliers, Matthew 

Punshon, Interim Head of Property Services at the 

Metropolitan Police, looks back at the Met estate’s 

transformation over the past few years and what has 

been achieved.

SMART BUILDINGS EVENT 

10 Sara Bean reports from the latest content-

led FMJ networking event which took place 

at UBM’s Blackfriars HQ.     

THE BUSINESS OF FM

12 A round up of the latest business wins, 

partnerships and acquisitions in FM. 

COMMENT - ACCESS

14 All opportunities are equal... but some 

opportunities are more equal than others 

argues Bruce Cantrill, Head of Marketing and New 

Business at CMD. 

COMMENT - PROCUREMENT

16 Julian Fris, Director, Neller Davies, discusses 

whether recent market changes have 

contributed to smaller margins and, in turn, put 

more pressure on the profitability of outsourcing. 

FAST FACTS

18 The app-based world in which people live 

and work is the driver for FSI’s new, ‘next 

level’ enhancement of its Concept Evolution 

CAFM system.

MONTH IN FM 

59 New product and service launches and 

company news from the FM industry.

FIRST PERSON

73 Rob Legge Blog: “The blueprint of future FM 

business models” Servest’s Group Chief Exec 

talks about how business models have changed. 

Charity: A celebration of the good work that FM firms 

and professionals are doing for charities and their 

local communities.

74 People: Find out who’s moving where in the 

facilities management profession.

75 Career Ladder:  This month we talk to Greg 

O’Brien, Operations Director, AM Services 

Group.

In next month’s issue, we get a backstage pass 

to tour Viacom International Media Networks 

Camden off ices which houses brands that include 

MTV, Channel 5 and Comedy Central. We find out 

how the designer coff ee boom is making inroads 

into the corporate workspace; look at health and 

safety regulations post Brexit; and in an exclusive 

interview Billy Allan explains why he and a group 

of entrepreneurs have launched a new £92 million 

fund, Aliter Capital. So if you have any thoughts or 

feedback please email:

To register for your free copy of FMJ visit fmj.co.uk

54

26

experience to ensure people keep coming back. We 

find out how the FM team at the famous Bluewater 

shopping centre is contributing to its success.

FACILITIES SHOW

32 The world’s largest dedicated FM event 

takes place this month from 20 to 22 June 

at ExCeL London. We off er a glimpse of the treats 

in store and talk to a selection of exhibitors about 

their hopes and plans for this essential date in the 

FM calendar.        

SECURITY  

42 Security experts debate the impact of Brexit 

on the industry’s ability to provide  high-

quality manned services in the challenging times 

to come.       

CATERING   

46 As client demands grow within the 

foodservice sector, what can the catering 

32

      CONTENTSFollow us on Facebook and Twitter @FMJtoday
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BIFM ANNOUNCES DIRECT ROUTE TO FELLOWSHIP
The British Institute of Facilities Management (BIFM) is rolling out a new direct route to Fellowship of the 

Institute to encourage the profession’s most accomplished professionals to apply for this prestigious grade 

of membership.

Recently, eight BIFM members successfully applied to become 

a Fellow of the Institute as part of a pilot of this new application 

route to attract facilities management professionals who have 

made a significant and sustained contribution to FM to become 

ambassadors for the FM profession through Fellowship.

Historically, FM professionals have only been able to apply if they 

have first moved up through the BIFM membership grades, however the new direct route means anyone who 

can demonstrate the right level of expertise and experience can apply regardless of what membership grade or 

professional qualifications they formerly held.

The streamlined application process includes a written submission that is appraised by a team of experienced 

Membership Assessors (Fellows in their own right) against criteria aligned to the FM Professional Standards to 

ensure each applicant is operating at the appropriate senior level and has contributed significantly to the FM 

profession.

The assessment criteria covers the FM Professional Standards functional areas of strategy, leadership, change 

management and business continuity, risk and compliance.

CCS LAUNCHES PIN FOR NEW £12 BILLION FM FRAMEWORK
With the current Crown Commercial Service (CCS) framework for Facilities 

Management (RM1056) due to expire in July 2019, the CCS has issued a Prior 

Information Notice (PIN) for a new FM framework (RM3830) with a value of 

£12 billion, which will be tendered and in place from September 2018.

On 19 May, the CCS held a Next Generation FM Services webinar to 

provide the industry with an overview of the process that CCS and partner 

organisations are looking to undertake.

The next stage will be an industry Boot Camp to be held by the CCS on 6 

June. It will explain the business requirements and current procurement 

strategy in more detail, as well as the intended outcome, and will provide 

an opportunity for suppliers to engage, ask questions and feedback. The location and timing details will be 

confirmed to suppliers that register interest with the CCS FM Team.

For further information on the new framework please email nextgenfm@crowncommercial.gov.uk

BUILT ENVIRONMENT TECHNOLOGY 
ASSOCIATION (BETA) IS ESTABLISHED
A new international organisation, the Built 

Environment Technology Association (BETA), 

has been launched to equip the real estate, 

construction, design, urban planning and facility 

management industries to better understand and 

utilise contemporary and developing technologies 

for the built environment.

BETA will foster collaborative relationships with 

companies, vendors and trade organisations; develop 

a real-time communication portal; commission 

research; and produce educational and training 

products for these transformational technologies.

For professionals working with the built 

environment, keeping abreast of the immense 

variety of technological fields can be challenging. 

Relevant technological frontiers are constantly 

evolving, merging, splitting and changing. BETA will 

provide a platform and a community for people to 

come together from all over the world to discover 

what technologies are available at every stage of the 

built environment. BETA will also create a think tank 

for envisioning the “art of the long view” and the 

use of tech in the future which will, in many cases, 

transform the way we work. This community will 

include industry experts, end users, and vendors from 

both the private and public sectors.

THE ADVANTAGES OF 
HOLISTIC SECURITY
There are many ways businesses can become 
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as much as any other business.

����	���������������������������
������!	�����	�����������������!������"�
����������������������	������

���������
�����	������������
������������	��������
����	�����
�������������������������������"�#��
�����������������������������������������������
�����������������
�����������������������
�����	���������

�����������������������
������������������!�����������	����������
�����������������������	��������	���"

$���	�����������������	�������		�
���
���������������������������������������"�
����������!������������!������%����%����%�		�
��	����"�������������������		�����	"

��
��������
�������'�������������������
�����	���������
����
������������	��
�������
�����������
�����������	��������"

$��������
����
�����
����
�����������
�����������	����������	��������
�������
�����������������������������
������������(��
�����	��������������	�!����%�%���%�������
�������		��������

��������������	����
��!	��������������������������������"

�����������	����������	���
����������
�������������	�����������	�����������������!	��
����������!������������������	���"�$�
�����
���������		%�	���������		������

�����������	������������		���	���������
�������������������!�������	�����!������
��	���������������������������������	��
��������������������	����"

)�����
���������������������������!�	�������
�����������������	����������	�����������	����
��������		%�	�������
������!����(��
��	�������		�����	��!���������������
��!���
��		���������
�
���"

 INDUSTRY EXPERT COLUMN

 IN MY VIEW 

Ward Security 
t: 0845 872 1330
www.ward-security.co.uk

David Ward, CEO of Ward Security

INDUSTRY INSIGHT      FMJ.CO.UK

mailto:nextgenfm@crowncommercial.gov.uk
http://www.ward-security.co.uk


07  JUNE 2017
Quora Summer Summit

Workplace technologies 
8 Fenchurch Place, London
www.quoraconsulting.com

08  JUNE 2017
Think FM

The Science Museum, London
www.thinkfm.com

27  JUNE 2017
RICS Strategic FM Conference

Ambassadors Bloomsbury, London
http://bit.ly/1nJSPoo

12-14  SEPTEMBER 2017
RWM Exhibition

NEC Birmingham  
www.rwmexhibition.com

25-27  SEPTEMBER 2017
FM Expo

Dubai World Trade Centre  
www.fm-expo.com

28  SEPTEMBER 2017
Quora Autumn Summit

Understanding workplace productivity
8 Fenchurch Place, London
www.quoraconsulting.com

09  OCTOBER 2017
BIFM Awards 2017

Grosvenor House Hotel, London  
www.bifmawards.org

18-20  OCTOBER 2017
IFMA’s World Workplace Conference & 
Expo 2017 

Houston, Texas USA  
www.ifma.org

28  NOVEMBER 2017
FM CHRISTMAS PARTY 

Grange St. Paul’s Hotel, London  
http://bit.ly/1nAuxoF
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www.facilitiesshow.com
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CONDECO ANNOUNCES STRATEGIC 
PARTNERSHIP WITH HOK 

Specialist global provider of workspace utilisation 

technologies, Condeco, and global design, architecture, 

engineering and planning firm, HOK, have formed a 

partnership to provide workplace occupancy and change 

management consultancy to corporate clients.

The collaboration will combine the complementary 

technology and strategic workplace knowledge of both 

organisations. Companies will benefit from Condeco’s 

expertise using sensor technology to generate sophisticated 

workplace utilisation data. This will be applied with HOK’s 

extensive workplace strategy, planning and design experience, 

which sees them interpret data and analytics to change 

the workplace. The service will deliver a one-stop-shop of 

innovative solutions and strategic advice for the complete 

management of the workplace environment, including 

optimising utilisation.

The partnership will focus initially on joint client projects in 

the United Kingdom and European markets.

Bellrock acquires 
leading service charge 
consultancy 
Technology-enabled facilities 
management and property 
services provider, Bellrock, has 
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Consultancy Limited.

Based in Bedford and York, 
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consultancy in the retail and leisure 
sector, currently managing some 
£250 million service charges per 
annum, on behalf of its blue chip 
retail and leisure customers. The 
acquisition adds to the corporate 
�����
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Bellrock, following last year’s 
acquisition of Property Solutions.

BSI launches sustainable 
procurement guidance
BSI, the business standards 
company, has launched the new 
ISO 20400:2017 Sustainable 
procurement – Guidance, designed 
to help organisations meet their 
sustainability responsibilities. 
ISO 20400 outlines what 
sustainable procurement is and 
how organisations can implement 
sustainable procurement practically 
across supply chains.

Most relevant for sustainability 
managers; supply chain managers; 
environment/waste managers; 
facilities managers; senior 
procurement and purchasing 
professionals; commercial 
�
�������	���	�	�����	�
��������	���	
guide outlines what sustainable 
procurement is, and how an 
organisation can implement 
sustainable procurement practically. 
It also includes the sustainability 
impacts and considerations that 
should be incorporated across the 
�
�	�����	�������	��	�����������	
activity, and is applicable to any 
business, either public or private, 
irrespective of its size or location.

ISO 20400 replaces BS 8903:2010 
Principles and framework for 
procuring sustainably Guide. 
One of the key changes in the 
new standard is a section dealing 
����
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��	
�������
��	
sustainability into the procurement 
process. It has been updated to take 
into consideration new concepts 
such as life cycle analysis, due 
diligence, complicity and global 
cost.

BSRIA LAUNCHES 
WORKPLACES OF THE 
FUTURE REPORT
BSRIA has launched its Workplaces of the Future 

publication which contemplates the off ice needs and 

desires from the perspective of the youth of today, aka 

millennials and Generation Z.

Written by workplace 

student, Ashleigh Bunker, 

the Workplaces of the Future 

report considers how the 

advancement of digital 

technologies is changing 

the way we work, and states 

collaboration technologies 

are ushering a next-

generation workplace that 

is more productive, eff icient 

and delivers meaningful cost 

savings to organisations of all 

sizes across the globe.

The report also claims that the off ice of the future may 

not even need to be a workplace in the accepted sense of 

the word. With new and more advanced mobile devices, 

giving employees the freedom to work from anywhere, these 

technologies, it says will continue to reshape the look and feel 

of the ‘off ice’.

The work was carried out as part of BSRIA’s INSPIRE project 

which works with local schools, national and local politicians 

and the media to promote STEM and change its perceptions.
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GLOBAL FM ANNOUNCES AWARDS OF 
EXCELLENCE WINNERS 2017  
As part of World FM Day which took place on 

17 May, Global FM, the worldwide alliance 

of facilities management membership 

organisations, announced its Awards of 

Excellence in FM 2017 winners.

The awards aim to elevate the very best FM 

projects to a global stage. This year’s theme is 

‘enabling positive experiences’ in recognition of 

the impact facilities management has on positive 

customer, client and employee experience in all 

sectors.

All of the entries highlighted the role that FM 

professionals play in supporting and enabling business performance.

The 2017 winners are:

•  Platinum Award of Excellence in FM – IFMA: Creating a Model for Sustainable 

   FM, Compass Properties, USA

• Gold Award of Excellence in FM – IFMA: Leadership in Professional FM, Jack 

   Christensen, Pennsylvania Turnpike Commission, USA

• Silver Award of Excellence in FM – SAFMA: 1 Discovery Place, South Africa

ISS AWARDED NEW RAMBOLL DEAL  
ISS has secured a new five-year contract with 

engineering, design and consultancy company 

Ramboll to deliver integrated facility services to all its 

facilities across the Nordics and UK.

Under the terms of the new contract ISS will be 

responsible for providing facility services to more 

than 100 Ramboll sites located in Denmark, Finland, 

Norway, Sweden and the UK.

The new deal builds on an existing relationship, whereby ISS has delivered 

services to Ramboll in Denmark since 2012.

The contract is expected to be fully operational by the end of Q2 2017.

PROTECTING YOURSELF ONLINE - 
THE THREAT OF RANSOMWARE

By Alistair Broom, Enterprise and Solution 
Manager, International Workplace

The headlines have been full in recent weeks 
of the ‘Wannacry’ ransomware cyber threat 
that has very publicly hit a lot of businesses 
worldwide. Ransomware is malicious code that 

has been created to perform a function on your device that will 
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This may take one of the following forms:
� Encryption – Where malicious code on your device will begin 
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once this has been performed will display a message that you 
will need to pay a ransom to unencrypt and gain access.

� Locking out your device – This type will block you from 
gaining access to your device or key features of your device 
until a ransom is paid.

� Scamming – This is where you will receive warning pop up 
messages or background images that demand you pay to 
get something resolved. These can be quite threatening and 
intimidating. A good example of this is a fake pop up message 
that says you have a virus and you need to pay to get certain 
software to remove it.

Ransomware can be spread to your device through 
(but not limited to) the following:
� Receiving an email with a link or attachment that executes 

malicious code on your device once you have clicked on the 
link or attachment.

� Being silently spread by another infected device that is on the 
same computer network.

� Visiting a website that has malicious code in it that executes 
when you are on it.

� Downloading an application or piece of software that contains 
the malicious code.

What can I do?
� Firstly, make sure that you regularly run and install updates 

on your device. Not just operating system updates, but also 
other software updates as well. 

� Where your device allows it, make sure you have antivirus 
software installed and, importantly, that it is up to date. 

� Never click on a link or attachment in an email if you do not 
know who it is from – even if it is from someone you know or 
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unless you are expecting to receive them.

� Do not download or install software that is not from a trusted 
source and is authorised for use.
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pages can put you at risk of clicking on something that could 
execute unwanted content on your device.
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and always be of the mindset that if you cannot do without 
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network drive or an online storage service.

Seek advice. If you think or suspect you may have malicious 
software running on your device and do not know how to resolve 
it then seek assistance from someone who can help. When 
seeking help, be honest about what has led to you seeking help. 
People can best help you if they know all the facts and timeline 
of events.    www.internationalworkplace.com

 LEGAL VIEW 

COFELY BESIX MANNAI FM WINS MAINTENANCE 
DEAL WITH QATAR FOUNDATION
Qatar facilities management 

company, Cofely Besix Mannai 

Facility Management (CBMFM), 

has secured a five-year 

maintenance contract with the 

Qatar Foundation to provide 

maintenance support to all its 

‘Group 2’ entities.

CBMFM will be responsible for 

maintaining more than 25,000 

of Qatar Foundation’s assets, 

which are spread out over 25 

facilities across Qatar, consisting of central plant operations, plant rooms, 

facilities equipment. The facilities also include the iconic Qatar National 

Convention Centre (QNCC) and the Qatar Science & Technology Park (QSTP).

The contract requires the deployment of a significant number of operational 

personnel, and the scope of services involves all corrective, reactive and 

planned preventative maintenance for a variety of assets such as AC units, 

chillers, energy transfer stations, civil works and project-related activities.

Qatar Foundation for Education, Science and Community Development is a 

private, non-profit organisation that serves the people of Qatar by supporting 

and operating programs in three core mission areas: education, science and 

research, and community development.

INDUSTRY INSIGHT      FMJ.CO.UK
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Craig Seager, Strategic Director at 

RedstoneConnect Plc opened up 

proceedings by off ering an insight 

into the use of interconnected 

technologies to make buildings 

more intelligent and responsive, 

which ultimately improves their 

performance. His talk looked at the 

ways technology can be the enabler 

to help organisations achieve their 

goals, whether that is reducing 

overall real estate footprint, 

improving employee wellbeing, 

attracting new talent through the 

implementation of agile working or 

helping achieve energy saving or CO2 

emission targets. 

He said: “We’re seeing that IT and 

quality data is becoming more and 

more critical, and are helping to inform 

decisions and drive savings. With the rise 

of co-working spaces over the last few 

years, what I’m seeing from clients is a 

desire to find out what technology can 

do to help support this – there are many 

fantastic solutions out there but it’s only 

when organisations begin to utilise it 

properly that you can see its benefits.

“Off ice space costs a lot of money and 

technology can help you manage that 

space more eff iciently, for instance our 

stats and studies have indicated that not 

more than 60 per cent is used at any one 

time, so if you haven’t got that data to 

give you that information, you may start 

to make misinformed decisions.”

He explained how technology can help 

building managers and FMs manage 

space better, by using sensors in rooms, 

or installing Wi-Fi beacons, to help them 

properly measure the space, because 

once it has been measured they can 

begin to analyse and better manage it. 

However, this not only brings benefits 

in terms of real estate savings, but can 

enhance the workplace experience for 

occupants.

He said: “I read in a recent survey 

that around 33 per cent of people are 

mentally aff ected by their workspace, 

which is one third of your people being 

strongly influenced by the building 

they’re walking into, for eight, 10 or 

maybe 12 hours a day. If you don’t 

get that right, you’re going to have 

people leaving which is why the 

off ice environment is so important in 

attracting and retaining talent.”

Seager also described some of the 

Smart technologies being used within 

the UBM building, including touchdown 

screens which allow occupants to arrive 

at the off ices and immediately locate 

a colleague or client, and/or find a 

suitable space to work individually or 

collaboratively.

The technology also ensures that 

people have to check into the system in 

order to get power to their desk which 

means it’s much easier to track usage 

and manage resources.

He concluded: “From the client 

experience, to staff  experience, to boss 

experience, these buildings should be 

very simple to use, very easy to navigate 

and make it easier for occupants 

to collaborate and work a lot more 

eff iciently. Meanwhile, the IT means that 

the data being taken from the systems 

really helps that journey.”

Mark Tyson, Head of PM & FM – 

Property and Asset Management, Real 

Estate & Infrastructure at Capita, took 

up this theme by discussing the process 

and change needed for FM to embrace 

intelligent / smart buildings.

During his talk Tyson, not only 

described the 

development of ‘high 

performing’ buildings 

which can deliver the 

sort of data outlined by 

Craig Seager in ‘real time’ 

but drew a line to the 

wellbeing benefits this 

could bring in the long 

term to building users.

He stressed the need for 

academics to come into 

the FM industry and really drive this 

wellbeing agenda, and said the question 

for facilities management professionals 

is: “What are you going to do to bring 

about this revolution?”

He said: “If you take some of the 

measures as described by Redstone 

Connect, you can create a level of data 

which you can then analyse.”

He added that “IoT is our best friend 

in this” as it can be connected in real 

time to measure essential elements such 

as air quality, lighting etc. to enhance 

comfort and wellbeing.

“Everybody expects that we’re going to 

keep people safe, that’s the minimum, 

but where are we going from there,” he 

continued. “The value there is linking the 

business strategy through to an estates 

strategy, through to a building strategy, 

and you can have unique building 

strategies almost down to team level. 

In practice this means within buildings 

you can say, these are the conditions 

we want to operate at for this team, as 

technology is making that possible.”

What we haven’t got enough of yet 

he argued was the science behind us, 

but that is coming, with research being 

stepped up in this area as the data is 

being collected.

“I think those new performance 

indicators will make the diff erence. If you 

can make it real and engage people, FM 

can turn the tables round and make [the 

building environment] an added value.”

He concluded with a warning that air 

quality in buildings will be under greater 

scrutiny than ever, with occupants even 

likely to wear air quality sensors to work.

“We need to get on the front foot,” he 

said. “We need to understand smart 

technology and begin to educate people 

on it, rather than waiting for someone 

to call us.”

Following those inspiring talks and 

a brief question and answer session, 

the 150 attendees enjoyed some 

hospitality as well as the magnificent 

views from the 19th floor of one of the 

leading-edge smart buildings across the 

City of London.

Sara Bean reports from the latest content-led FMJ networking event which 
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SMART BUILDINGS 2017
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TFL CONSOLIDATES CONTRACTS
Transport for London (TfL) has consolidated 50 contracts into six and has announced 

its intention to award five of the six new contracts to manage TfL facilities, delivering 

savings of £34 million.

The move is part of TfL’s wider approach to delivering the Mayor’s ambitious plans for 

improved transport in the Capital. This includes becoming more eff icient through the 

biggest ever overhaul of the organisation and continuing to reduce operating costs.

TfL intends to award the five contracts to Engie Services Limited, Interserve Facilities 

Management Limited, Lanes Group plc and Vinci Construction UK Limited.

The new contracts, which have a total value of £320 million, will last for five years 

with the option to extend for a further three. The suppliers will be responsible for the 

provision of services and the management of TfL facilities, including fire protection, 

mechanical and electrical facilities, such as power and water, buildings maintenance, 

and security and reception services.

The contracts include a commitment for all employees to be paid the London Living 

Wage as well as the creation of an additional 300 apprenticeship positions throughout 

the life of the contracts.

A sixth contract, which will be for cleaning, is expected to be awarded in the summer.

London-based facilities management specialist, 
Salisbury Group, has won a contract with PageGroup 
to provide a range of services, from maintenance and 
engineering through to compliance, for its 30 UK and 
Ireland sites. The global recruitment company, which 
operates in 36 countries and trades under the brands of 
Michael Page, Page Personnel and Page Executive, has 
decided to consolidate several maintenance contracts to 
Salisbury Group to streamline their costs and services 
requirements.
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City of London Corporation to carry out mechanical 
and electrical maintenance and maintain the fabric of 
its buildings. The City Corporation is a unique public 
body, with a large and diverse portfolio of properties. 
Iconic infrastructure in the capital include Mansion 
House, Tower Bridge, the Old Bailey, the Guildhall and 
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markets. The contract commences in July 2017 and 
comes with the option to renew for a further two years.

Independents by Sodexo has been awarded a £2.4 million 
a year contract to provide catering and hospitality 
services at independent public boarding school, Clifton 
College in Bristol. The contract is due to commence on 
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with a wide range of dishes with an emphasis on fresh, 
nutritious and seasonal, using its ‘fresh food from 
scratch’ concept.

Incentive Lynx Security, part of the Incentive FM Group, 
has been chosen to play a vital role in the redevelopment 
of Battersea Power Station, one of the Capital’s most 
exciting projects, delivering a range of security services. 
Its remit includes the provision of a 31-strong security 
team responsible for security management, manned 
guarding and CCTV monitoring at the 42-acre site as it 
undergoes a £9 billion refurbishment.

Ultimate Security Services has renewed its contract 
with Land Securities for another three years, in a 
deal worth up to £37 million. The contract includes 
the provision of general security services along with 
loading bay, post room and reception security across 25 
locations in central London, including Monico Buildings 
(incorporating the Piccadilly Lights), Cardinal Place, 
New Ludgate, New Street Square, Dashwood House and 
the Zig Zag Building. Ultimate has worked with Land 
Securities for the last 10 years.

ABM UK has secured a three-year contract to provide 
The Centre, Livingston, which is managed by global 
real estate services provider, Savills, with a range of 
FM services. The new deal will see ABM UK provide 
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cleaning, security, customer services, and management. 
ABM UK already supplies FM services at 36 properties 
managed by Savills including: Eden Shopping Centre 
in Buckinghamshire; The Liberty Shopping Centre in 
Romford; and Fosse Shopping Park in Leicester.

ELITE ACQUISITION 
LEADS TO TWO NEW 
DEALS FOR TENON FM
Tenon FM, the subsidiary of AIM listed security 

and facilities management company, Mortice, has 

been awarded two contracts worth a combined 

total of £2.25 million per annum.

The contract wins with Surrey & Sussex 

Police and BMW follow the completion of the 

£4.5 million acquisition of Elite Cleaning & 

Environmental Service in April 2017.

Elite will provide cleaning and waste services 

for Surrey & Sussex Police having won a joint 

tender for both forces. The initial contract is for 

three years, with the potential to extend for a 

further two. It is Elite and Tenon FM’s first contract 

win in the police forces sector in the UK and the 

company is now working on several additional 

tenders within this sector.

Elite has also secured a place on the BMW 

approved supplier list and landed a two-year 

deal. Having previously worked with BMW on an 

ad-hoc basis this is the first long term contract 

it has been awarded. As an approved supplier, 

Elite (and Tenon FM) is now part of the global 

framework for BMW. It is now tendering for 

several opportunities with other BMW Group 

companies.

SERVEST CLEANS 
UP WITH NEW PETS 
AT HOME DEAL

Servest has been awarded a 
three-year cleaning contract with 
pet supplies retailer, Pets at Home 
to revolutionise the approach to 
cleaning at its distribution centre 
in Stoke.

The new deal follows the 
facilities management provider’s 
positive transformation of Pets 
at Home’s distribution centre in 
Northampton, and will see the 
Servest team delivering a range 
of high level cleaning services 
including warehouse cleaning, 
hygiene preventative maintenance 
and window cleaning.

INDUSTRY INSIGHT      FMJ.CO.UK
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T
he first rule for creating a 

successful company is to 

employ the best possible 

workforce. Attracting these prime 

employees is a challenge many 

companies have to address, as the 

high performers are naturally in 

very strong demand. Securing these 

recruits oft en involves competitive 

pay scales and perks, however, when 

it comes to employing highly skilled 

workers with disabilities, it usually 

isn’t the pay cheque that stops 

companies from securing the top 

talent, it’s the off ice set up. 

GO BEYOND THE BASICS
Whilst catering for disabled employees 

is a legal requirement for all UK 

companies, the reality is that most 

off ices provide the bare minimum in 

terms of accessibility in the work place. 

Aside from the obligatory disabled 

toilet, wheelchair friendly door widths 

and designated parking, very little 

else is provided, or even considered 

in many off ices to help assist with 

the working day for employees with 

restricted movement. 

A recent survey was carried out by 

CMD in partnership with Shaw Trust, 

the National Charity responsible 

for helping disabled workers find 

employment in the UK, to determine 

whether employees thought a disabled 

person could start work in their off ice 

with immediate eff ect. The survey 

revealed several common obstacles 

that a disabled employee would 

encounter in a general off ice set up, 

including lack of height adjustable 

desks, uneven floors, trailing cables, 

plug sockets in inaccessible places 

and no height adjustable computer 

monitors. 

THE ALL-INCLUSIVE OFFICE
As the above mentioned ‘obstacles’ 

suggest, in the majority of cases 

companies don’t need to go out of 

their way to buy specialist equipment 

for disabled employees. Many of 

these obstacles can be addressed 

simply by investing in adjustable off ice 

furniture such as sit-stand desks, cable 

tidies, desk top power modules and 

adjustable monitor arms, all of which 

would actually benefit the whole 

workforce, rather than just specifically 

suiting the needs of disabled workers. 

Although these may sound like 

obvious solutions, a surprising amount 

of off ice managers still carry the 

perception that kitting out an off ice 

to suit employees with restricted 

movement would involve investing 

in costly specialist furniture that is 

cumbersome and not in-keeping with 

considered modern off ice design. This 

could not be further from the truth, 

however, as advancements in off ice 

ergonomics now enable many pieces 

of furniture to be easily adjustable to 

suit all heights and preferred seating 

positions, it means it is easier than 

ever to create a ‘one size fits all’ off ice 

environment to suit all employees, no 

matter what their physical ability. 

HOW ‘DISABLED’ IS DISABLED?
It is also worth considering the fact 

that restricted mobility isn’t exclusive 

to individuals who are registered as 

being disabled. Any employee, at any 

point, can temporarily or permanently 

experience restricted movement, be 

that through a broken leg, bad back, 

arthritis, or even the later stages of 

pregnancy. 

With this in mind, it is essential to 

look at accessibility within the work 

place as a whole. For example, how 

easily accessible are plug sockets? 

Does an employee need to crawl under 

a desk to locate one? If so, this would 

immediately create a problem for 

many employees. Consider also how 

comfortably an employee would be 

able to work at an existing work station 

if they were to have a leg in a cast or be 

in a wheelchair and not be able to sit in 

a regular seating position. 

RETAINING EXISTING STAFF
A shocking fact, highlighted by the 

Disability Business Forum is that seven 

out of 10 disabled people actually 

became disabled during their working 

lives. From this fact alone, Shaw Trust 

are keen to spread the message that 

creating an accessible workplace 

isn’t just about catering for a select 

few disabled employees who may 

join a company, it is also about being 

able to adapt to the needs of existing 

employees whose needs may change. 

ACCESSIBLE FROM THE OUTSIDE
Aside from catering for existing 

employees it is also worth noting that 

visitors to an off ice may have 

restricted movement. As you may 

not have prior warning as to whether 

a potential employee or client has a 

disability before they arrive at your 

off ice, it is especially important to 

ensure that the workplace is easily 

accessible. Trip hazards and uneven 

flooring can present even more of 

an issue to visitors as they wouldn’t 

necessarily be looking out for them, 

potentially resulting in unthinkable 

consequences. 

FIRST IMPRESSIONS ARE LASTING
In business, first impressions are 

crucial, so take a look around your 

off ice set up through the eyes of 

someone with restricted movement 

and observe first-hand what could 

potentially be problematic. 

Making simple changes and 

investing in adaptable furniture may 

be an additional cost, but the benefits 

reaped as a result of being in a position 

to attract a wider array of high quality 

staff  will far outweigh any initial outlay. 

All opportunities are equal... but some opportunities are more equal than others 
argues Bruce Cantrill, Head of Marketing and New Business at CMD who advises 
on way of creating an all-inclusive workplace

ACCESS ALL AREAS  

ADVICE & OPINION



In 1867 Joseph Stannah began engineering 
lifts and cranes for London’s dockyards. Five 
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S
o where are companies and 

organisations turning to in 

order to squeeze that extra 

few per cent out of their services? 

The answer? Procurement, of 

course.

There are few people who can argue 

that procurement is the ‘go to’ place 

when looking at ‘smarter’ operations, 

and the more eff icient purchase of 

goods and services from suppliers. 

Most progressive organisations 

will see procurement as one of their 

core strategic functions, however, the 

process itself wears many hats and 

the approach varies, particularly when 

it comes down to the old private vs 

public debate.

We have extensive experience in 

both the private and the public sectors 

and we see a big diff erence between 

the two.

Whilst there are variants, the public 

sector essentially operates four 

models for FM and catering; restricted, 

negotiated,dialogue and ‘light-touch’. 

If we take restricted and dialogue 

models (light-touch only concentrates 

on contracts up to the value of €186k 

and where there are significant levels 

of income), we can see some real 

advantages and some significant 

issues.

The restricted model basically 

involves a client putting a contract 

notice on OJEU (Off icial Journal of 

the European Union) or some other 

channels, identifying what type of 

service it requires. Suppliers see 

this online, they fill out a supplier 

questionnaire which includes requests 

for financial information and some 

specific details regarding the subject 

matter, and they can then put 

themselves forward to be shortlisted. 

RESTRICTED - BEST AND FINAL
We then see a minimum of five bidders 

selected to go through to the next 

round. Bids are assessed on a ‘price 

and quality’ basis and the company 

which scores highest wins the 

contract. 

This sounds pretty straightforward 

and fair, if you know exactly what 

you want. 

However, what if you don’t? What if, 

during the tender process, you identify 

some gaps or changes you’d like to 

make in the brief? You are not able to 

change without starting the process 

again. Furthermore, what if you realise 

that, during the tender process, the 

company which scored the highest 

isn’t the right cultural fit for the 

organisation it is about to work with?

As we know, engagement and 

relationship are the backbone of a 

successful service-based industry.

The dialogue based approach is 

quite diff erent. A so-called descriptive 

document is distributed through 

OJEU, organisations will go through a 

period of discussion and engagement 

with all stakeholders. This is likely 

to result in a brief that all parties are 

engaged with, however, it could take 

up to around 18 months to finalise - 

about double that of restricted.

NEGOTIATION
Restricted is great if you know exactly 

what you want and have all the back-

up data and policies. Dialogue is best 

for developing strategy but there is a 

danger that it can be open-ended. The 

negotiated procedure does give an 

opportunity for a best and final off er 

and works quite well with catering 

subsidies but you have to ensure that 

the process is fair and transparent.

On many public contracts, smaller 

businesses are at a disadvantage at 

the pre-qual stage because they have 

insuff icient collateral. This means the 

bigger players will win every time. 

The benefits, however, are clear 

- avoidance of fraud or corruption 

and strict procedures means that 

everything is transparent.

CULTURAL FIT
In the private sector, the major 

diff erence here is that organisations 

can invite companies they already 

know of and ask them to bid. The 

first impression is to say that they 

immediately rule out competition, 

but the onus is really on suppliers 

to engage with companies whose 

cultures match their own. 

In a private sector tender process, 

suppliers or contractors go through 

a similar pre-qualphase and we will 

shortlist those who get through to the 

next round. The diff erence here is that 

we can all be flexible.

Whilst we’d follow strict competitive 

guidelines, we can work with suppliers 

to tweak and amend their bids along 

the way. Ultimately, this will serve the 

interests of the client and result in a 

better and more tailored end product 

or contract. This facilitates dialogue 

and encourages innovation. 

This can also mean that SMEs 

are able to be in with a shout of 

competing as the client may be less 

risk averse.

More importantly, the companies 

shortlisted will also be measured on 

cultural fit throughout the process.

BRAND PERCEPTION
Any cleaning, reception, catering, 

grounds maintenance business can 

off er the right algorithm on paper but, 

as ambassadors for the end client, 

they will need to share similar values 

and blend into their environment. The 

wrong service provider can alienate 

customers and do more harm than 

good to the reputation and perception 

of the business. This naturally has a 

real impact on the bottom line.

Whilst ‘cultural fit’ can be open to 

misinterpretation and manipulation, 

the advantages, in our experience of 

adopting this approach when used 

properly can be fantastic and really 

reap rewards for clients, customers 

and contractors alike.

Isn’t any good business partnership 

based on a strong relationship? Well 

this needs to be a major contributing 

factor in the process. The public sector 

procurement channels, whilst strong 

on governance, limit the opportunities 

to test this, meaning there is a strong 

risk of the partnership failing from the 

outset if culture isn’t aligned.

The public sector is strong on 

process, discipline, governance, and 

compliance – it has to be. The public 

demands to know how its money is 

being spent and rightly so.

Many like to buy into the phrase that 

the ‘private sector is service driven 

and the public sector is process and 

cost driven’ - neither are bad and both 

can improve procurement processes. 

There is no hard and fast rule. Public 

sector procurement processes can 

sometimes vary with each other just as 

much as they can with a private sector 

business. 

So if the question is ‘which’ is better? 

The answer probably lies somewhere 

in the middle, or, it really depends 

on the appetite of the client. The 

private sector can learn a lot from 

the discipline of the public sector, 

however, the public sector can do 

more to ensure that it opens itself up 

to more opportunity for competition.
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Your Service Partner For 
Facilities Management 
Sulzer is a leading electromechanical service solutions provider. Offering you  
full service, maintenance, condition monitoring and repair of all equipment that  
keeps your operations running effectively and on time. 

We support a full range of equipment including air handling units, electric motors, 
generators, pumps, transformers and their ancillaries. Sulzer is your best long-term 
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Contact us on www.sulzer.com

Visit us at Facilities Show  
in London, UK  
at booth # P840.

http://www.sulzer.com
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FMJ AIMS TO SUPPORT TECHNICAL EXPERTISE IN THE FM MARKET
The increasingly app-based world in which people live and work is the driver for FSI’s new, ‘next 
level’ enhancement of its Concept Evolution CAFM system

Concept Advantage takes a radical 

approach to the functions of FM. 

A growing suite of simple, single-

purpose smartphone/tablet apps are 

being launched as a natural extension 

to Concept Evolution. 

INTO THE HANDS OF THE PEOPLE
These apps embrace the enabling 

technologies that are now established 

- including smartphones, mobile and 

wireless communications, the internet-

of-things, machine-to-machine 

intelligence - to deliver ‘consumerised’ 

FM. They are aimed at engaging all 

those who work or interact in other 

ways as part of the communities within 

premises where Concept Evolution 

operates as the CAFM system. Their 

purpose is to help to further dissolve 

the boundaries that have tended to 

box FM into a ‘silo of responsibility’; 

the (almost) exclusive domain of FM 

managers, maintenance engineers and 

IT nerds! 

Concept Advantage sets out to 

devolve FM beyond this core of 

managers, operatives and suppliers 

who have the traditional responsibility 

for FM processes. It off ers much 

wider reach and faster processes for 

reporting, requesting (booking) and 

responding to FM-related matters. Apps 

for the eff ectiveness of FM can now be 

put directly into the hands of all those 

who are on its receiving-end.

ENGAGING CORPORATE 
COMMUNITIES
Concept Advantage recognises the 

increasing understanding that FM 

performance can impact significantly 

on the wellbeing of the workplace 

communities that occupy a premises. 

It can be seen to aff ect the likes 

of overall corporate wellbeing, 

organisational brand perception, 

customer service and HR issues such as 

employee retention. Viewed as such, 

the dominant ‘fixing and cleaning’ 

functions of FM - and the creation of 

innovative, new, app-driven services - 

take on a new criticality, as a means-to-

an-end as influencers of organisational 

success.

For the FM outsource providers 

and major corporate end-users of 

Concept Evolution, a customised 

app-branding feature is part of 

Concept Advantage. This provides 

the opportunity for a raised profile 

among the wide app user-base; a way 

to directly demonstrate innovation, 

connectedness and value to the 

community being served. 

Concept Advantage apps are 

CONCEPT ADVANTAGE 
intended to draw all other 

influencing parties into this enabled 

world. Employees, suppliers, 

customers and the general public 

using or interacting in any managed 

private or public space can help 

contribute to the success of 

facilities via the apps, increasing 

the likelihood of best possible 

experiences for all - to help foster 

loyalty and the desire to return for 

future experiences.

GAINING USER BUY-IN
The psychology behind the app 

concept is the elimination of the 

barrier that demarcates, for a user, 

the notion that they must enter 

a separate ‘FM world’ to eff ect a 

transaction. Single functionality 

eliminates the oft en-needed ability 

to drill-down through layers of multi-

functionality within traditional CAFM 

soft ware applications – or to get an 

FM administrator/Helpdesk to do it 

for them! 

A phone app - to advise Hospitality 

that a washroom needs its floor 

mopping, or to pre-book a visitor to a 

building - that embodies a common 

user experience and familiar user 

interface and sits among the myriad 

others - for emailing, web-browsing, 

Amazon, Candy Crush etc - becomes 

just another, second-nature 

enabling tool for the user. This is FM 

brought up-to-date; into the age of 

millennials and beyond.

It may be appropriate to incentivise 

app users to encourage usage. For 

instance, people reporting faults or 

incidents could receive benefit by 

way of a monthly prize draw of all 

those who make a report, or be given 

a loyalty reward for, perhaps, every 

tenth report received. 

Such techniques and the ease 

of acquiring and using these 

apps are key to maximising the 

extension of the user group. Local 

authorities (consider town centre 

management), public transport 

facilities and colleges/universities 

clearly demonstrate the value from 

buy-in of as wide a user group as 

possible. Widespread take-up of 

issues-reporting-type apps will result 

in mutual benefit for all from optimal 

housekeeping, maintenance and 

use of facilities. Booking and buying 

apps allow maximised opportunity 

for people to make convenient (and, 

where relevant for the operator, 

profitable) use of the services available 

within facilities.

A REVOLUTION FOR FM
Technologically, Concept Advantage is 

totally forward-facing. Though tablets, 

smart phones and PCs still dominate 

the app-bearing world at present, 

this development is designed to carry 

forward to the immediately emerging 

era of wearable devices, intelligent 

non-human assistants (such as Apple’s 

Siri and Amazon’s Alexa) and voice 

interaction directly with intelligent 

environmental control devices and 

others. 

Concept Advantage will be integral to 

new implementations of FSI’s Concept 

Evolution and is also backwards-

compatible with existing Concept 

Evolution deployments via an enabling 

process. 

The initial suite of apps is dominated 

by more conventional ‘report, request, 

book, buy’ functions. Chatlog (a social 

helpdesk), Register a Visitor, and Our 

Say (a suggestion/feedback tool) are 

in the first app portfolio. However, 

these will sow seeds for feedback and 

ideas from the user base which, in 

combination with new technologies 

and a wider range of other, integrated, 

corporate systems being embraced, 

will bring increased opportunity for 

development of new, disruptive apps. 

Apps will help the break-down of 

existing conventions and traditional 

ways of eff ecting hard and soft  FM. In 

a similar manner to the way drones 

have disrupted processes for surveying 

buildings, yet-to-be-conceived apps 

will challenge the status quo in FM 

task performance. Consider even the 

trivial issuing of a voice request for 

the nearest robot vacuum cleaner to 

come and clear the carpet crumbs 

immediately following a particularly 

biscuit-heavy conference room 

meeting!

With this app development the age 

of consumer FM has arrived!

www.fsifm.com

FAST FACTS

http://www.fsifm.com
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STODDART REVIEW
POLLY PLUNKET-CHECKEMIAN, 

PROPERTY & ASSET 
MANAGEMENT SPECIALIST AND 
PROGRAMME DIRECTOR FOR 
THE STODDART REVIEW

Six months on, reflecting back 

on the purpose of The Stoddart 

Review, the team set out to 

equip those involved in the 

workplace debate for a diff erent 

conversation. There are two 

central findings which inform 

the direction of the Review. 

Unanimously, its contributors advise that 

eff iciency of space is not the same as 

eff iciency of people. Their views are 

endorsed by the end user - 250,000 

of them in fact - reporting that only 

53 per cent can confirm that their 

workplace enables them to work 

productively. 

These findings aren’t an 

industry revelation. For too 

long, FM has felt the pressures 

of value engineering and space 

compression. The negative views 

of one in two of the workforce 

suggests that business leaders haven’t 

been listening. In order to change that, 

a diff erent quality of conversation needs 

to be had. We therefore began by helping FM 

professionals reframe their contribution within the dialogue 

of the board. That meant not shying away from showing 

the role of workplace in 

achieving business strategies 

around scaleability, talent 

attraction and retention, 

technology, organisational 

eff ectiveness, engagement, or 

indeed productivity - the central 

performance metric chosen by 

the Review. 

Time and again, the Review urges all 

involved to shift  their thinking from cost 

to value. Business leaders are encouraged to 

reflect on the value they place on their workplace 

professionals and the eff ectiveness of their reporting lines. 

Holistic business cases which assess value across multiple 

business functions are suggested to support investment 

decisions. Leaders are drawn to question whether their 

workplace strategy is equipped to deliver a scaleable 

workplace in step with the needs of the organisation. In 

other words, is it a cost or a lever?

For workplace professionals, the conversation takes a 

diff erent direction. The Review challenges businesses from 

viewing workplace strategy as a periodic intervention, 

suggesting instead that it is a dynamic resource which 

benefits from regular appraisal and regular adjustment. The 

basic components of which include a better understanding 

of workplace activity, measurement of eff ectiveness and 

regular assessment of whether the workplace meets the 

needs of those within. Businesses interviewed within the 

Review demonstrated diff erent ways of listening to their end 

users from formal appraisal techniques to real time feedback 

through social media platforms. Both methods produce 

invaluable performance data which enables the board 

to set targets, assess return on investment and make 

faster, stronger decisions.

So, the Review begins and ends with 

conversation and listening diff erently. Begin 

by understanding how business performance 

is measured in your organisation. Do they 

talk in terms of productivity or employee 

engagement for example? Adjust the targets 

placed on the space to fit with this. Steer 

business leaders away from a workplace 

strategy focused on utilisation and density 

rather than eff ectiveness. Ensure workplace 

is a regular item on the board agenda. Share 

management information from appraisals to give the 

top table the tools to optimise workplace performance. 

And in this new conversation between equals, collectively 

champion whether the workplaces you occupy, manage or 

deliver, proactively support the roles they accommodate.  �

FM CLINIC  

The Stoddart Review 

uncovered an explicit 

link between how well a 

workplace supports the 

activities that employees 

undertake in their role and 

the extent to which they say 

that their workplaces help 

them to work productively. Yet 

it found few organisations place 

suff icient strategic importance on the 

physical working environment as a key 

driver of organisational performance. 

Armed with the review’s findings what can 

FMs do to convince organisations that workplace 

should no longer be "a hidden performance lever?"

Polly Plunket-
Checkemian

ADVICE & OPINION

 
Time and again, the 

Review urges all involved 
to shift their thinking from 

cost to value.”
– Polly Plunket-Checkemian

In FMJ's regular monthly column, our team of FM experts answer your 
questions about the world of facilities management
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THE FACILITIES SERVICES PROVIDER’S VIEW
MARK WHITTAKER, 
BUSINESS DEVELOPMENT MANAGER,
INTEGRAL UK LIMITED 

In the years (I won’t 

mention how many) I have 

been working within the 

facilities management 

industry, I oft en hear a 

recurring complaint from 

facilities managers, “FM is 

simply undervalued in my 

organisation. It’s just seen as 

cost and not value adding.” 

The extremes of this issue 

were sharply brought home 

to me in the last couple 

of weeks. 

Firstly, I attended a conference geared towards public sector 

organisations, where building rationalisation and therefore 

cost reduction were the overriding themes. One keynote 

speaker also highlighted facilities management as a potential 

area of cost saving and suggested the focus should be on “Not 

what we need to spend on our building maintenance, but 

what we can get away with not spending.” It was depressingly 

short-sighted and was in stark contrast to a conversation I 

had a fortnight later with the Director of Facilities of a highly 

successful UK shopping centre who was telling me how 

supportive the centre owners are when he discusses with them 

the need for funding for asset lifecycle studies and capital 

replacement projects. They are also investing in technology to 

drive their productivity, cost eff iciency and ultimately improve 

their customer experience. 

The Stoddart Review does contain some key findings, which 

should not be lost under the attention grabbing headline of 

a one per cent productivity increase adding £20 billion to the 

UK’s national output. I do sense more and more organisations 

are waking up to the clear correlation between investment in 

the workplace and the impact on staff  productivity, morale, 

creativity, collaboration, attendance and ultimately retention. 

I know of two organisations within the North West of England, 

for example, who within the last 12 months have relocated 

their operations to brand new and hugely impressive off ices 

in Manchester city centre. They have invested heavily in the 

design of the off ices, as both companies fundamentally believe 

it will help them attract and retain the best talent available to 

them.

There is no easy cost-benefit analysis for FMs to convince 

those around them that improving the workplace environment 

can directly impact the performance of their employees. 

However, when challenged to “show me the evidence”, there 

is increasing opportunity to back the arguments up with 

statistics as well as empirical studies. As well as the case 

studies within the Stoddart Review, I would encourage them 

to speak to the Facilities Management Team at the BBC, and 

the impact of moving their operations to MediaCityUK, Salford 

since 2011. Also worthy of mention are the FM team at Direct 

Line, who have invested heavily in their Leeds off ice to make 

the workplace a more enjoyable and productivity place to 

be. In this case, it was not about new smarter buildings and 

technology, but what can be done to improve the existing 

workplace.  

What shines through in both these examples is a sense 

of both pride and passion in the workplace, which to me is 

another key message coming out of the Stoddart Review. There 

is a need for not only the FMs to be having these conversations 

but also to have employee engagement and more specifically 

“workplace champions” who can help maintain the momentum 

for change in the workplace experience.  �

THE CEO'S VIEW
TIM HANCOCK, 

CHIEF EXECUTIVE, 
TENON FM

It is diff icult to find fault 

with the findings of The 

Stoddart Review, but 

the problem with it is 

not in the content, but 

what to do next. The 

report and its findings are 

aimed squarely at Chief 

Executives and Operations 

Directors that have an interest and awareness about how their 

properties are performing. The reality is that everything comes 

back to these guys – the clients. Facilities management is almost 

entirely driven by clients because FM is a service. It is, largely, 

very reactive. There are opportunities to influence the client, 

but it is dependent on the willingness of a client to become 

engaged, or their desire to be educated. That is dependent 

on the type of client, their attitudes, aspirations and values. 

Stoddart is a great tool to help with that education. But most 

of the better performing FMs know what needs to be done to 

create a more eff ective workplace (let’s not discuss productivity 

as it is far too complex, and we must admit too that definitions 

of eff iciency are very subjective). It is common sense that a 

Mark Whittaker

Tim Hancock
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better working environment helps improve an organisations 

performance. FMs can influence that environment, but 

whatever an FM does is made irrelevant if the organisation’s 

culture is not right. Culture is key to great performance. 

Thorough, social science based research by workplace 

strategists and quality design all can unite to create a better 

space to work in – but if the culture of the organisation using 

that space is not right then it will be wasted upon them. Where 

FMs can eff ect a real change is at the beginning of the design 

stage, whether for a new build, a refurbishment or an off ice 

move. The insight of FMs into how a space is used and what 

goes into that space is critical to improving the lifespan of a 

workspace, no matter what type of building it might be. Again, 

design and FM ideas combined need to reflect and respect 

the client organisation culture – but if done right, they cannot 

just improve the working space and improve performance, 

but also enhance the culture. Equally, if a design or off ice 

move is not thought through then culture can be eroded and 

performance decline. Any decent FM organisation knows this. 

Stoddart gives us another tool to back up our professional 

intuition. The real trick to making a diff erence is having the 

boldness to challenge the clients’ thinking. We all need to stop 

doing what has always been the safe route. Ask the diff icult 

questions of our clients, drive value and be brave about the 

price and the risk of walking away from the job.  �

FACILITIES MANAGER'S VIEW
FIONA BOWMAN, 

EXPERIENCED HEAD OF FACILITIES 

While businesses are 

consistently focused on 

“price per square foot” 

being the measure of 

eff iciency related to 

workplace, it continues 

to be diff icult for facilities 

professionals to influence 

the decision makers into 

using the findings of 

the Stoddart Review to 

change their strategy. But 

this significant body of 

work clearly describes the 

positive financial, economic and organisational impacts of 

considering the optimal work environment for staff  based 

on the type of work they perform and the productivity gains 

achieved by taking people’s location and comfort preferences 

into consideration.

Something that needs to happen is that “Workplace” has 

a function and a place on the board in every organisation. 

Do you have a question that you’d like answered 

by the FMJ Career Clinic?  

Email: sara.bean@kpmmedia.co.uk

FM CLINIC  

Fiona Bowman

If a Chief Workplace Off icer role is created in an organisation, 

they can pull together the sometimes disparate facilities, 

fitout, workspace planning, moves and changes and project 

management functions that exist. Creating a well planned 

and well managed template for the business to follow when 

making changes to their operational workplace alongside any 

organisational structure, will take away the stress of trying to 

persuade individuals in senior management positions each 

time the business wants to “streamline” or improve. 

The “good guys” don’t need convincing. They already 

understand that if you provide staff  with good working 

conditions they will be more productive, their wellbeing will be 

enhanced and the positive impact on the company bottom line 

will speak for itself. 

However, organisational strategy is oft en about creating 

profit for the business in order that the organisation will 

become more attractive to a purchaser or fund manager. 

Oft en the “wellbeing” of staff , in such circumstances is well 

down the list of importance when the Board are considering 

occupancy and space management. Lip service is oft en 

paid to the manner in which the operational employees are 

accommodated. Pressure is brought to bear on managers to 

squeeze as many staff  into allocated space as is legally possible 

and morale drops and work related stress increases. Poorly 

ventilated and poorly maintained workspaces exist in many 

sectors and staff  are afraid to speak out for fear of reprisals, 

especially if the threat of “transformation” looms. Policies for 

“flexible working” are introduced without properly assessing 

the work patterns and interactional needs of the workforce, 

basing space reduction ratios on some magical figure conjured 

up by enthusiastic consultants.

Facilities and workspace teams will have to learn to be more 

robust in providing evidential metrics which can measure 

and reflect “workplace satisfaction” which will directly link 

to increased productivity and profit. Strong asset strategies 

providing sustainable options and a clear forecast of the cost 

of buildings need to be generated by the team and strong 

supplier partnerships put in place providing good quality, 

reasonable cost furniture and fittings to deliver the best 

workspace. 

The evidence is clear and the Stoddart Review may prove to 

be the benchmark which successful organisations will use to 

consider their opportunity to improve employee productivity 

by providing the best environment for them to enhance 

the business bottom line whilst fulfilling their own career 

aspirations. We will watch with interest.

ADVICE & OPINION
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CASE STUDY      BLUEWATER

The retail sector has been going through a reboot in recent years to 

help it compete with the online shopping boom. The aim is to off er 

customers much more than just a place to shop, but a memorable day out 

which draws visitors back again and again.

This approach is exemplified by Bluewater, Europe’s leading retail and leisure 

destination. The shopping centre, which was forged out of a former chalk 

quarry in Kent, has a triangular design with a flagship store at each point – 

Marks & Spencer, John Lewis and House of Fraser. It is spread over two levels, 

with three distinct shopping malls featuring around 300 UK and international 

brands, 60 places to eat, 13,000 free parking spaces and 50 acres of lakes and 

parkland. 

Co-owned and managed by Land Securities, Bluewater has appointed 

Incentive FM to provide the full range of FM services, including engineering 

maintenance, cleaning, security, grounds maintenance, environmental 

management, concierge services and traff ic management.

The three-year deal, which began in October 2015 and can be extended 

for a further three years, is Incentive’s largest contract. Managing the 

facilities for a venue like Bluewater, which serves a catchment of 6.6 million 

people with £13 billion of available spend, is a massive challenge. 

Bruce McDonnell, Incentive FM’s Managing Director, believes it represents 

the largest true total facilities management single site contract in the 

private sector. 

THE BLUE TEAM
Retail destinations increasingly need to provide an outstanding customer experience 
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ROAD MAP
Explains McDonnell: “As part of our bid, 

we said ‘let’s live and breathe it for three 

months’, do a soft  landing in essence, and 

look at our findings in our one hundred-

day review. We presented this back and 

that gave us a road map of changes and 

developments which we are literally now 

just completing. The road map examined 

everything, from supply chain to staff  

structures, footfall alignment to service 

alignment. There isn’t any one department 

that hasn’t been changed as part of that 

process. It’s all about evolution.”

One of the key initiatives to come out of 

the hundred-day review was a look at the 

footfall analysis. This helped to determine 

where the peaks and troughs were, and 

make sure that the services aligned to 

visitor numbers. Put simply, when there 

are more people at the centre you need 

more cleaners picking up litter and putting 

it in bins. Equally if the cleaning team is 

performing a slightly more invasive deep 

clean, it should be done when the least 

number of people are using the facilities. 

As far as visitors (known to Bluewater as 

guests) are concerned, Incentive’s people 

are interchangeable from Bluewater’s and 

are oft en the first port of call in terms of 

interaction. They manage the car parks, 

run the security and, crucially, man the 

concierge desks, which are dotted around 

the site to guide guests and help them make 

the most of their visit.

ONE-TEAM ETHOS
According to McDonnell, the main 

advantage of Incentive’s approach is its 

one-team ethos. “What we don’t do is act 

as a managing agent, with our cleaning 

business looking aft er the cleaners, security 

looking aft er the security etc. They are all 

on one payroll and work for one team,” 

he explains. “So, for instance, if you’re a 

security off icer you should never step over 

a piece of litter, for that has an impact. 

Equally, if you’re a cleaner and you see 

something that doesn’t look right, that 

needs to be reported. The intention is to get 

everybody – and it doesn’t matter which 

part of the contract you work on – to work 

as one team.”

When it comes to results, it’s not just 

about meeting typical FM contract KPIs 

and SLAs. Given the importance of what 

Goodman describes as Bluewater’s 

‘constant evolution in retail and catering’, 

the eff ect of the approach is professionally 

measured in terms of guest feedback. 

Three years ago the Service Management 

Group (SMG) was engaged to work 

on Bluewater’s ‘share your thoughts 

programme’, which measures people’s 

experience of the centre. Guest feedback is 

gathered on a daily, weekly, monthly and 

quarterly basis, and as the programme 

has now run long enough to compare year 

on year, it has been built into Bluewater’s 

partnership relationship with Incentive. 

Robert Goodman, Bluewater’s General 

Manager, says: “The team will look in 

particular at where we are in terms of highly 

satisfied guests, because we’ve done a lot 

of work with SMG around the benefits of 

moving our guests from being just ‘satisfied’ 
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with the exception of the retail design 

element the whole process goes through 

the Incentive team. “As far as the retailers 

are concerned,” explains McDonnell, 

“We’re all viewed as one team, whether 

Bluewater or Incentive, which is exactly 

what we’re trying to achieve. We deal with 

retailers on a variety of areas, from waste 

management to compliance, which means 

we have regular contact with the tenants 

and have established an open and positive 

relationship.”

Adds Goodman: “We gather our guest 

customer feedback and we work very 

closely with our retailers, but ultimately 

for us it’s about being guest centric.” This 

means keeping a commitment to ensuring 

that Bluewater’s guests have such a good 

experience they come back, which helps to 

grow the business. Aft er all, while people 

may be ready to share positive experiences, 

they’re always more than ready to share the 

negatives. 

REGULAR EVENTS
To encourage people to visit and revisit the 

centre, Bluewater holds regular events, 

whether it’s the Christmas lights switch 

on, or a visit by the Easter bunny. The 

Incentive team gets involved in the project 

management for all these events, including 

crowd control, security, cleaning, technical 

support and, of course, providing concierge 

hosts.

According to Goodman, guest feedback 

has shown that interaction with these hosts 

helps to drive positive feedback, which in 

turn helps the team to achieve that much 

desired ‘highly satisfied’ experience. “We 

use a lot of this data, but the important 

point is doing something with it,’ he says. 

‘For instance, the management of car 

parking is very important to our guests, so a 

lot of planning goes into that.” 

Future expansion plans include the 

redevelopment of Bluewater’s event 

space, which will include four new cinema 

screens, three new restaurants, and even a 

trampoline off er. In the longer term there is 

outlying planning permission to grow more 

space for existing retailers who want more 

space to expand their flagship stores.

Says Goodman: “We are a day out 

destination and we want people to come 

here and enjoy themselves. To create 

surprising and memorable experiences 

for our guests, we’ve got to get the basics 

right, which means ensuring we are clean, 

secure and safe, and that our services and 

restrooms are at world-class level.

“The people involved in helping us deliver 

this are key, which is why the TFM contract 

with Incentive helps us to ensure that this 

retail, dining and leisure destination is the 

best in the UK.”

to ‘highly satisfied’. Our research shows 

that highly satisfied guests will come back 

again, tell their friends and spend more.”

For its part, Incentive has linked the SMG 

feedback into the reward mechanism for its 

team. This means that in addition to giving 

bonuses based on achieving standard KPIs, 

SMG data is also taken into account. This 

rewards staff  who have bought into it and 

focused on it. 

MANAGEMENT VISIBILITY
However, the focus is not just on the 

performance of the Incentive staff , as 

McDonnell explains: “It is as important for 

me to engage with the team as it is for me 

to engage with Bluewater management. 

So I make sure that whenever I am here 

I spend as much time as I possibly can 

walking the floor – we call it management 

by walking around – engaging with the 

team, thanking them and asking for 

feedback.

“That is something that we have tried to 

instill with the management team here to 

put this kind of measure in place. A typical 

complaint in the FM sector is that you never 

see people from management once the 

contract is won, with typical complaints 

being that ‘we saw you when you did the 

consultation but we haven’t seen you since.’ 

We don’t want to be those people, which 

is why the management team on site know 

this and rise to the challenge.”

The success of the contract is also 

dependent on off ering the retailers, which 

include flagship stores for brands such as 

Top Shop and H&M, being satisfied with the 

facilities provided at the centre. 

The 24/7 helpdesk facility is situated 

on site next to the centre’s police off ice, 

and staff  spend a lot of time managing 

access control for the huge volume of 

contractors and delivery people – a lot of 

which is out of hours. And with retailers 

increasingly running to just in time 

deliveries, replenishing stock up to once a 

day, Incentive’s team is kept busy ensuring 

health and safety compliance procedures 

are met.

To help keep the centre fresh, Bluewater 

is constantly refreshing its retailer brands. 

When new retailers move into the centre, 
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www.kleen-tex.co.uk

·  GREATER cleanliness 

·  GREATER safety & well-being

·  GREATER brand image

Kleen-Tex have been producing high-performance mats for almost 50 years with 
the aim to make more of your floor! A comprehensive product range provides an 
appropriate matting solution for every application.

http://www.kleen-tex.co.uk
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Drinking water which assists 
sustainability and wellbeing

Sustainability and wellbeing are important considerations for businesses – contributing to both a company’s 
prestige and bottom line growth. One area of focus is drinking water and how to ensure it is managed in a 
�#��
�<���	��	�
��������<�
�����
��������
<��������[�%��{=`|�}
���#������$#������<���<#�
����������
�#��������
��$#������������������������$���������������������������
���������������$���$

CASE STUDY: BUSINESS REAPS THE BENEFITS OF BRITA VIVREAU’S PRODUCTS
Off ice Space in Town is a premium provider of 

flexible off ice space. Its current and prospective 

clients’ happiness with the whole off ice experience 

is the foundation of the business’ success and it is 

therefore crucial that high quality water is provided 

in an eff icient and sustainable way.  

Simon Eastlake, Developments Manager at 

Monument’s Off ice Space in Town, says: “As a 

premium business, we really wanted a premium 

product for our clients. We looked at many drinking 

water system providers and the best option was 

BRITA Vivreau.”

The company is primarily based in six locations 

across London, with over 2,000 desks and over 1,000 

clients across London and two additional off ices in 

Nottingham and Cardiff .

At the Off ice Space in Town Monument building, 

BRITA Vivreau installed the LinkLine system, seven 

ViTaps and three Table Water Bottling Systems 

along with 200 reusable Designer glass bottles. 

The systems serve 88 separate off ices, 700 desks, 

58 individual clients and 15 meeting rooms. The 

@Waterloo building houses the LinkLine system, 

five ViTaps, a Table Water Bottling System and 120 

reusable Designer glass bottles.

The LinkLine system networks water in the same 

way as the internet would be networked throughout 

a building. The master control unit (MCU) pumps 

water through the building to ensure it is fresh and 

never stagnates. It uses internet of things technology 

to provide filter or service change alerts to both 

the facilities manager of the building and the 

maintenance team at BRITA Vivreau. 

BRITA Vivreau’s ViTap uses touch sensor 

technology to dispense chilled still and sparkling 

water as well as boiling hot water on demand at 

peak times. It is perfect for tea points and break-out 

areas, particularly zones where there’s a high level of 

requirement for chilled still, sparkling and boiling hot 

water. This solution saves money on buying in pre-

bottled water and provides the convenience of not 

having to wait for a kettle to boil every five minutes – 

ideal for busy kitchens and staff  vending areas.

The Table Water Bottling System is designed to 

provide unlimited amounts of still and sparkling 

water into branded reusable Designer glass 

bottles. Clients have the opportunity to print an 

environmental message on the back, highlighting 

their commitment to CSR.

Katie Rice, General Manager of @Waterloo says: 

“The feedback we receive from staff  and clients is 

always good. Our staff  tell us that due to the ease of 

using our taps, they stay hydrated throughout the 

day. Our meeting room clients comment that the 

rooms always look professional as a result of the 

reusable Designer glass bottles.

“During busy periods, people are not waiting 

around for kettles to boil which leaves a really great 

impression when showing the building to potential 

clients.” 

Simon concurs: “Each of the common area kitchen 

buildings has 120 people on every floor. It was so 

important to be able to provide instant boiling hot 

http://po.st/fmj_magazine_editorial_june2017
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water to stop congestion in these areas and the 

ViTaps create quick turnaround times.”

Installing BRITA Vivreau’s products has resulted in:  

 � Sustainability - eliminating the need to order, 

purchase, deliver, store and recycle pre-bottled 

mineral water.

 � Wellbeing - clients and staff  keep well-hydrated. 

 � Productivity - focus, attention and concentration 

increases with a well-hydrated workforce. 

 � Speed - instant boiling hot water or chilled, still 

and sparkling water on demand, at peak times.

Eastlake adds: “Having had nine years of 

experience of BRITA Vivreau products within a variety 

of businesses and having used the systems for the 

last four years at Off ice Space in Town, I would not 

hesitate in recommending them. I have looked at 

various products on the market and BRITA Vivreau’s 

have always proved to be the best.” 

Rice concludes: “When showing potential clients 

around @Waterloo, the ViTaps are the first things that 

I highlight. Having chilled still, sparkling water and 

boiling hot water in one tap is extremely convenient 

and it has influenced peoples’ decisions to take an 

off ice here.” 

PRODUCTS FOR THE CORPORATE WORLD
VITAP – A TOUCH OF CLASS

The ViTap dispenses 

mains-fed purified 

chilled still, sparkling 

and instant boiling hot 

water from one single 

tap with a touch sensor 

control and zero splash. 

Incorporating high 

performance ice bank 

refrigeration, the ViTap is capable of delivering high 

volumes of water at peak demand times. The high 

spec boiler can also produce water at the perfect 

temperature for tea! There is even an intelligent 

safety feature on the ViTap which prevents boiling 

water from being dispensed by accident. 

The ViTap is also hygienic, promoting a healthier 

workplace. Hygiene has been at the heart of each 

stage of the design process, from the dirt free touch 

pad, purposefully shallow drip tray (because your 

drinking water dispenser is not a sink) and the ability 

to fill water bottles without nozzle contact (no more 

bottle germs), to the removable dispense nozzle for 

cleaning.

Stephen Charles, Managing Director of BRITA 

Vivreau is extremely proud of the Award winning 

ViTap: “The ViTap not only looks fantastic, but 

boasts a perfect flow of water with zero splash. 

It incorporates a power-saving option to reduce 

electricity consumption and obviously because it 

filters and purifies at source, it reduces a company’s 

carbon footprint significantly, in comparison to 

buying in pre-bottled water.” 

VITAP PLUS
BRITA Vivreau’s ViTap Plus is a taller version of the 

popular ViTap. 

ViTap Plus has all the features of its sister 

product, the ViTap, whilst also enabling clients to 

fill BRITA Vivreau’s reusable Designer glass bottles 

from the tap as well. This is a useful feature in 

situations such as preparing boardrooms for 

meetings.

EQUALITY ACCESS PAD MODULE
BRITA Vivreau’s Equality Access Pad (EAP) has 

been created to complement the ViTap, to 

address the needs of a variety of diff erent types 

of customer within self-service operations, from 

cafes and coff ee shops to conference centres and 

the workplace. The module has been designed for 

ease of use to gain access to the drinking water 

provision primarily from, but not limited to, a 

wheelchair location.

The module is installed remotely from the ViTap 

system and mounted at the most convenient 

position for use, to enable the user to safely 

access drinking water without having to reach 

over the appliance or boiling water dispense 

point. It can be mounted on a wall or the front 

of or underneath the worktop – the position of 

the module can be decided following a thorough 

feasibility study undertaken by the facilities 

manager before installation.

Once installed, customers will be able to place their 

glass, cup or mug on the drip tray before selecting 

their dispense option from the EAP Module. The still 

or sparkling, boiling or chilled water will then pour 

until the button is released.

Providing facilities which enables all users to access 

water independently to hydrate can make a big 

diff erence to the day-to-day life and overall wellbeing 

of those living with disabilities.

Installing the EAP Module alongside Vivreau’s 

ViTap or ViTap Plus will position the businesses as 

not only Disability Discrimination Act aware - but 

also supportive of the needs of disabled users. 

The satisfaction of disabled building users will 

undoubtedly increase as a result of implementing the 

EAP Module by off ering self-service drinking water 

provision for those that would otherwise have to be 

waited on by others.

LINKLINE – NETWORKING YOUR WATER
Facilities Managers should consider investing in 

a drinking water system such as BRITA Vivreau’s 

LinkLine system. LinkLine is an inventive solution to 

traditional water flow in large buildings. The system 

requires a single chiller unit to off er purified chilled 

still or sparkling water, at multiple locations, on 

varying floors, across an entire building. 

LinkLine is a method of networking your water 

supply, just as you would a communication 

network. LinkLine will continuously re-circulate the 

water around the pipes to ensure that freshness is 

guaranteed.

The system is environmentally superior as it 

eliminates the need for regular deliveries of pre-

bottled water, thus lessening the impact on the 

environment through reduced transport pollution. 

When installed with BRITA Vivreau’s ViTap or 

ViTap Plus, coupled with reusable Designer glass 

bottles, the disposal of large quantities of glass or 

plastic waste from pre-bottled water purchase is 

eradicated.

Sustainability and wellbeing are significant 

issues which aren’t going anywhere. By investing 

wisely, businesses have an opportunity to stand 

up and show they are ahead of the curve rather 

than cowering in the shadows. By choosing 

the former they will be thanked by current and 

future generations.    

Pure 
chilled still 

and sparkling water 
continually re-circulated 

to guarantee Vivreau 
water is dispensed 
at consistently low 
temperatures and 

high quality.

Manufactured in the U.K. 
as part of our commitment to 
reduce our impact on the environment

LinkLine 
Master Control Unit 

(MCU) 
networking your 

water.
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Welcome to our special guide to the Facilities 

Show, which takes place again this year at 

ExCeL. It’s now the world’s largest dedicated facilities 

management event, attracting FMs and suppliers 

from over 40 diff erent countries. It’s also co-located 

with a range of events – all of which are relevant to 

the FM sector, including IFSEC International, FIREX 

International and the UK’s number one health and 

safety event and conference, Safety & Health Expo 

2017. The three days at ExCeL bring FM professionals 

from all sectors and geographies together with 

suppliers, advisers and specialists in one venue. 

Facilities Show 2017 will once again provide visitors with 

a stimulating and relevant complementary seminar and 

workshop programme. Continuing the success of 2016, it 

will focus on ‘real world’ talks delivered by FMs, as well as 

practical and strategic presentations by a few hand-picked 

industry experts.

The Inspirational Speaker series will this year feature 

four talks in the Keynote Theatre, delivered by renowned 

physicist Professor Brian Cox OBE, double Olympic gold 

medallist Dame Kelly Holmes, Falklands War veteran 

Simon Weston OBE, and 

probably the best off icial in 

world rugby – Nigel Owens 

MBE. 

For FMs, on day one of the 

show Geoff  Prudence will be 

holding a session entitled 

‘Leading the change in facilities 

management’ in his own 

engaging style. This takes place 

on the 20th at the Facilities 

Management Theatre between 10.45 and 11.15am, 

and Prudence will discuss his views on leadership and 

successful change, along with future opportunities for the 

sector, customer focus, innovation technology, skills and 

collaboration. He will also share experiences of successful 

strategies and, in particular, building operational risk and 

the innovative ‘predictor’ approach for maintenance/

programmed replacement, which he is currently leading 

on.

FMJ DEBATE
FMJ will also host our own event, ‘Digital disruption in the 

workplace: is FM ready for the latest advances in CAFM, 

smart buildings and IoT?’, taking place at the Facilities 

Management Theatre on Wednesday 21st from 2.45 to 

3.15pm. This event, which will be chaired by well-known 

FM consultant Lucy Jeynes, Managing Director at Larch 

Consulting, and will feature a range of panellists from both 

technical and FM backgrounds who will discuss whether 

the facilities management sector is ready to respond to 

digital disruption and help create the workplace of the 

future.

EXHIBITORS
But the show would not be complete without the 

enthusiastic commitment of the exhibitors, who help to 

ensure there is something new for everyone. We caught up 

with a few to find out their plans for this year’s exhibition. 

ANDERS+KERN UK  T1050
A+K is a leading distributor and integrator of a wide 

range of audiovisual solutions, with expertise in room-

booking solutions, CAFM soft ware, collaborative meeting 

technology, digital signage and 

more.

Explains Jay Wright, 

Divisional Manager (room 

booking): “A+K is showcasing 

the best in room-booking 

solutions, including Fischer 

& Kerrn’s sleek and elegant 

Concierge system. Concierge 

CAFM soft ware is compatible 

The world’s largest dedicated FM event takes place this month from 20 to 22 June 
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with Microsoft  Outlook and handles all aspects 

of booking meeting rooms, desks, parking 

spaces, resources and other services for 

events, such as invoicing. I’ll also be on hand 

to demo the intuitive touch screen booking 

system, Evoko Liso. 

“We’ll also be exhibiting the latest 

collaborative workspace products from i3-

Technologies, including the newly launched 

all-in-one interactive screen the i3HUDDLE 

2.0. i3’s products are cleverly designed and 

practical for the workspace, as well as looking 

professional with their attractive design. 

Visitors will be able to try out the i3SYNC 

Touch, which is a lightweight presenting 

screen sharer. We will also show i3SNAP, the 

dry-erase board which allows users to take 

and share meeting notes.

“What I enjoy best about the show is that 

the atmosphere is always buzzing. ExCeL is a 

great venue and I thoroughly enjoy meeting 

attendees and helping them to start exploring 

a solution that fits their bespoke business 

requirements. 

“When it comes to the seminar events and 

networking opportunities, as a former military 

man I’ll be keen to try and catch veteran 

Simon Weston’s keynote on 22 June. I’ll also 

be busy connecting with colleagues old and 

new at the show. As A+K has just become part 

of the Redstone Group, we’re really excited 

about the future. Pop by stand T1050 for a 

chat. 

“Looking at the main benefits visitors will 

get from visiting the show, if I was putting 

myself in the shoes of a facilities professional, 

I think the chance to come face to face with 

the products and services themselves all 

under one roof is the greatest benefit. Getting 

hands-on will show you what a product is truly 

capable of, and it’s so much more eff ective and 

eff icient than just viewing product information 

on a website. We’d be pleased to talk you 

through all of our solutions at our stand, and 

look forward to welcoming you.”
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COMPACT & BALE   S900
Compact & Bale is continuing to launch its new 

Autoload Baler, the world’s first vertical baler that 

doesn’t require manual feeding – it’s fed from 

waste carts (which are equivalent to 1,100-litre 

bins) from the push of a button. This machine 

takes up a very small footprint and can be housed 

internally. There will be a fully functioning 

machine on the stand. It will also showcase waste 

management services, innovations such as a 

cost-eff ective fully automatic baler, liquid draining 

machines and a solar powered compactor 

alongside a core range of equipment.

Says James Eaton, Head of Sales and 

Marketing: “Both I and 

our Managing Director, 

Nick Jewitt, have worked 

in the FM industry for a 

long time prior to joining 

Compact & Bale, and there 

isn’t any other show that 

brings together so many 

businesses from all parts 

of the UK and abroad. 

What we have always enjoyed as visitors to the 

show in previous years is the level of innovation 

that is on display; whether it’s new products and 

systems or new ways of thinking and working, 

visiting is time very well spent. 

“Visiting the show allows a business 

to not just stay up to date, but to go back 

to its customer base and showcase those 

innovations and really add value to their 

off ering. It isn’t always about being the first 

to innovate, it’s also about staying engaged 

with your customers and the wider market, 

and there is no better place to achieve this. 

In terms of events, visitors shouldn’t miss the 

Keynote Theatre with its influential speakers. 

“Without a doubt, one of the main 

benefits of visiting the show is innovation. 

The FM industry is so reliant on an added 

value approach, with so much choice for a 

FM partner, that it’s always key to winning 

business. Of course, many clients don’t just 

look at the cheapest bid – they also look at 

best value for money. Visiting the FM show 

will allow you to gain an overview of the 

market, the available suppliers, and the 

competition – and, of course, the potential 

clientele. There is no better way to assess the 

market and look at your own off ering.”

DENIS RAWLINS  T850
Now in its 48th year, this is a business built 

on providing sound recommendations to 

building and cleaning managers looking for 

the best cleaning equipment and processes 

for their needs. This success is underpinned 

by Denis Rawlins’ traditions of quality, speed 

of delivery and exceptional customer service. 

The firm is showcasing two quite diff erent 

cleaning systems at the show. REN Clean 

is a manual system for cleaning escalators 

and travelators, while Kaivac is a ‘no touch’ 

cleaning machine for toilets and wetrooms. 

Both provide a fast and more cost-eff ective 

cleaning solution, with superior results, 

compared with more expensive and 

complicated equipment.

Explains James White, Managing Director: 

“They embody our belief that when 

routine cleaning is done properly, with 

modern methods that give repeatable and 

measurably high standards of cleanliness, 

expensive deep cleans can be consigned 

to the past. For facilities management 

companies, these are contract-winning and 

contract-keeping innovations.

 “The show is an invaluable opportunity to 

listen to a wide range of building managers 

and contractors about the challenges they 

face, so we can help them now and in the 

future, while also catching up with existing 

customers and meeting new clients.

“Personally, I am hoping to catch the talk 

by Professor Brian Cox, which is an added 

bonus, as well as attending networking 

events and taking advantage of the 1-2-1 

meeting service. 

“The main benefit for visitors has to be the 

opportunity to see and hear about the latest 

James Eaton
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developments in the industry under one roof. 

The seminar programme, insight into future 

trends area, and 1-2-1 meeting service should 

allow visitors to make their time at the show 

extremely productive and informative.”

FORBO FLOORING SYSTEMS P1150
This global flooring manufacturer creates 

stylish and practical high-quality commercial 

flooring. It prides itself on floorcoverings that 

are environmentally friendly, functional, and 

design oriented – creating on-trend floors 

that prove practicality doesn’t necessarily 

mean dull. 

James Morton, National Supply Chain 

Manager, will 

be showcasing 

the company’s 

product 

off erings. He 

comments: “We 

love attending 

the show. 

There’s a brilliant 

atmosphere and 

I believe this is 

one of the reasons people continue to attend. 

It’s always a great opportunity to meet people, 

and as we off er such a broad product portfolio, 

we can help them specify their perfect 

flooring solution. We’re a one-stop-shop 

for all commercial flooring needs, so would 

encourage anyone to come and have a chat to 

us about their flooring requirements.

“One of the products we are most excited 

about is our brand-new Marmoleum Solid 

range. We’ve refreshed this popular linoleum 

collection, which contains five very diff erent 

aesthetics. Marmoleum Cocoa is an authentic 

and innovative addition to our linoleum 

collection that is made from seven natural 

ingredients, including upcycled cocoa shells 

from a European chocolate producer. We are 

proud that it has just won two international 

awards: an iF DESIGN AWARD 2017 and a 

Reddot Design Award 2017. 

“Another new product that will be on show is 

Flotex Planks, which comes in six new designs. 

Having been awarded the Allergy UK seal of 

approval, Flotex is particularly suited to an 

environment where air quality, hygiene and 

wellbeing are priorities. People spend around 

80-90 per cent of their time indoors, which 

is one of the reasons we think the industry 

should recognise the impact creating healthy 

interiors can have on the wellbeing of a 

building’s occupants. 

“The final product on our stand will be the 

award-winning Coral entrance matting system 

that we updated at the end of 2016. Named as 

a favourite by CFJ readers five years in a row, 

we’re proud of this product. It is an extremely 

eff ective system that removes up to 95 per cent 

of dirt and moisture from the soles of shoes 

in just six steps, which can reduce cleaning 

time by up to 65 per cent. This year we will be 

introducing a brand-new Coral Collection – 

Coral Click, a versatile modular entrance tile.

“I’m particularly looking forward to popping 

along to some of the seminars happening on 

the day. It’s inspiring to see over 10,000 visitors 

and 300 exhibitors at a leading event in the 

FM calendar, with unparalleled networking, 

sourcing and learning opportunities. I wish 

all visitors a pleasant and productive time at 

the show.”

GRUNDON WASTE MANAGEMENT  R1100
This independent, family-owned business 

specialising in waste management and 

recycling works closely with both facilities 

management and cleaning companies. With 

a focus on encouraging organisations to 

increase the amount of materials sent for 

recycling, reprocessing and recovery, its teams 

are expert at waste analysis and auditing. They 

can recommend innovative and cost-eff ective 

ways to improve recycling rates and suggest 

initiatives to boost employee engagement, 

working together to help customers reach 

targets such as zero waste to landfill. 

Steve Hill, Area Sales Manager, will be 

attending the show. “We will be showcasing 

Grundon as a “one-stop-shop” for all things 

waste and 

recycling related. 

Total waste 

management is 

what we do best, 

and because we 

own our own 

state-of-the-

art facilities, 

customers have 

the reassurance of 

knowing we handle their waste in-house.

“From general waste to clinical and 

hazardous waste, from recyclable plastics 

and cardboard to specialist services such as 

food waste and industrial cleaning, we have 

the knowledge and experience to provide a 

first class service. Customers have one point 

of contact, and another key benefit – which 

we know is important to FMs – is the fact that 

we are 100 per cent responsible for ensuring 

compliance with all waste-related rules and 

regulations.

“The Facilities Show is a great opportunity 

to meet like-minded people who really care 

about this industry. We enjoy inviting people 

on to our stand and talking about our services 

and case studies, which demonstrate our 

expertise through real-life, practical examples. 

It’s the ideal time to network, and I enjoy 

catching up with existing customers and 

partners, as well as making new contacts. 

“I shall be on the stand throughout the 

show, but between us, we plan to visit some 

Stephen Hill

James Morton
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AutoLoadBaler
The world’s first self-loading vertical baler

Designed to reduce labour costs and allow staff time to complete other tasks, instead of loading and waiting whilst a standard baler goes 
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��Total waste management including collections
��Purchase and export of recyclables
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��An Innovative, transparent company

Visit us at The Facilities Show 

2017 on Stand S900 to see the 

AutoLoadBaler in action
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info@compactandbale.com
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of the events and networking sessions. This 

year’s speakers are truly inspirational and I am 

particularly interested in ‘The importance of 

FM on building performance and closing the 

gap’ in the Facilities Management Theatre, 

which looks at issues such as keeping energy 

consumption and environmental impact to a 

minimum.

“In terms of benefits, I think the biggest 

thing for visitors is the chance to see so 

many experts in one place and to be able to 

compare diff erent products and services. We 

know meeting people first-hand makes a real 

diff erence, and we look forward to welcoming 

plenty of new and familiar faces to our stand.”

OCS GROUP   S840
OCS Group is an international total facilities 

management (TFM) provider, operating across 

five continents and employing more than 

87,000 people worldwide. The company off ers 

more than 80 individual services, from catering, 

cleaning, horticulture and waste management 

to security, maintenance and hygiene. These 

services can be delivered individually or as part 

of a fully integrated FM solution. 

OCS manages and delivers services to 

organisations across the public and private 

sector. Its Compliance Services division 

focuses on delivering sustainable electrical and 

environmental compliance solutions and has 

been recognised and approved by a number of 

industry regulators and professional bodies.

Sales Director Graham Parker says: “The two 

main dangers associated with electricity are 

the risk of shock and the possibility of fire. 

Over time, these risks increase as building 

installations deteriorate. Invisible faults and 

weaknesses within electrical installations and 

portable appliances can easily go undetected, 

creating a risk of fire, electrocution and even 

death.

“Our comprehensive range of compliance 

services, which we 

will be showcasing at 

the Facilities Show, includes 

portable appliance testing, fixed 

electrical testing and inspection, and fire 

systems. We ensure that the businesses we 

work with comply with current legislation and 

best practice and keep their people safe.

“The Facilities Show represents an 

unparalleled opportunity for networking with 

our peers in the facilities sector. As we have 

a strong aff inity with the topics explored at 

the Safety and Health Expo, we will be sure 

to visit the exhibitors in that area. We are also 

particularly looking forward to attending 

seminars in the Operational Excellence Theatre.

 “Visitors to this year’s show can look forward 

to an exciting blend of networking, free training 

on processes, solutions and eff iciency, and 

hands-on experience with innovative new 

technologies.” 

SERVEST GROUP   U900
Servest Group is a leading facilities 

management provider employing more than 

23,000 people over 7,000 sites across the UK. 

It prides itself on transparency, innovation and 

its partnership approach. Servest has been 

providing catering solutions since 1990 and in 

2016, Servest Food Co, the company’s catering 

division, launched a new B&I catering brand, 

‘Angel Hill’ and its own artisan coff ee brand 

‘Groundhouse’.

Servest will be sponsoring the VIP area of the 

facilities show, as well as providing the food 

and refreshments.

Kimberly Moss, Group Head of Marketing, 

Servest: “I am really excited about the new 

direction our catering division has taken. 

We’ve had some great successes and Servest’s 

partnership with the Facilities Show means 

we can showcase our values and our food to a 

wider audience. 

I will be representing Servest by attending 

talks, seminars and the other industry 

exhibitions. Servest is always looking to grow 

and innovate our off ering, these are a great 

way of meeting new contacts and hearing 

discussions on a host of relevant topics to the 

business.

“I believe the main benefit of attending the 

show is always the great industry advice you 

receive from so many industry experts. The 

collective knowledge that stems throughout 

the show can be overwhelming, so it’s worth 

pinpointing the seminars you want to attend 

and the exhibitor stands you want to visit.”
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 We can help you Streamline, Maximise and Deliver outstanding FM.

  SERVICE DELIVERY

Hard Services

We have a good track record of reducing our clients’ 

overall maintenance budget, whilst helping them to 

maximise the performance and lifecycle of their assets.

Legislation and compliance make the burden of 

delivering these services increasingly challenging.  Poor 

or ineff ective maintenance programmes, unnecessary 

cost and non-compliance are areas we can help you 

identify and rectify. We will work with you, to establish a 

maintenance regime to match your plant design, your 

business needs and your building usage.

We frequently help clients with assessments of plant 

availability, up-time, L8 compliance, emergency lighting 

maintenance, lift maintenance, HVAC maintenance, HVAC 

performance and so forth.

Soft Services

Soft services requires a diff erent management approach 

to that of hard services.  All too often we see technically 

competent FMs struggling with soft services. DCT Facilities 

Management have a wealth of experience to draw upon, 

to advise you on all your soft services issues. We have a 

refreshingly diff erent approach to the management of soft 

services, be they in-house / self-delivered or outsourced.

We frequently help clients with assessments of output 

levels, staffi  ng levels, training, skills-gap analysis, self-

delivery versus outsourcing, benchmarking, performance 

metrics, business risk, and so forth.

Whether you are looking to review, audit, benchmark, 

bundle services or invite tenders, we can help you with all 

aspects of the process. 

We have been helping clients improve and streamline their FM Operations for over 

20 years.  With a keen eye for detail we bring a fresh perspective to our clients, 

enabling them to maximise their entitlement and the quality of service delivery.

We look at the whole picture, talking to all the stakeholders to ensure we clarify 

everyone’s needs and expectations.

DCT Facilities Management

2nd Floor, 75 King William Street, London EC4N 7BE

t: 0345 053 1545    e: info@DCTfacilities.co.uk  

 @DCT_FM          www.DCTfacilities.co.uk

mailto:info@DCTfacilities.co.uk
http://www.DCTfacilities.co.uk


   CONSULTANCY
   

We think creatively, we formulate policies and operating 

structures that increase effi  ciency and remove waste and 

duplication.  Our tailored solutions really deliver.

DCT Facilities Management are FM practitioners, we 

have been at the coal face, we work with clients and 

service providers all year round, so we know both 

parties viewpoints and challenges.

We can help you to:

 � Independently assess supplier performance

 � Independently understand and assess change 

opportunities within the marketplace and 

the industry

 � Understand your organisation’s position 

& value in the market

 � Budget eff ectively in the best interests 

of your organisation

 � Ensure the best fi t between the supplier 

of FM and you as client organisation

We are not constrained to just hard or soft services, we 

off er the whole spectrum of FM.

�� Operational audits

�� Process analysis and re-engineering

�� Benchmarking and cost analysis

�� Budget verifi cation

�� Invoice analysis (actual vs contract vs budget)

�� Supplier Consolidation

�� Contractor / supplier management 

�� Development of service specifi cations

�� Competitive tendering & Contract negotiation

�� End user research (staff  surveys)

�� Project Management

�� Procurement services

�� Management Services

We are focussed, honest and passionate about making 

a real diff erence to your FM Operations.

  WORKPLACE MANAGEMENT

Facilities Management is focussed on the management of 

the built environment.  However, workplaces that are not 

focused on people are just places.  Workplace Management 

is an evolution of FM.  Facilities Managers need to both 

manage the building and also focus on the occupants, the 

users of the workplace. 

Workplaces that are not focused 
on people are just places.

Whilst other FM Service Providers are still talking 

about the concept, our teams have been delivering 

this evolution of FM since 2014. We have been giving 

organisations the ability to develop new, innovative 

service concepts that go beyond simply reducing 

operating costs and, instead, fi rmly place people at the 

heart of the workplace experience.  

New service approach

By removing a lot of the mundane tasks from the end 

users and providing a ‘building occupant’ care service 

your business operates more eff ectively and effi  ciently.   

Embedded FM Co-ordinators supporting your business 

operations.

Customer Service – Service excellence  

Service excellence is more than excellent service.  

Service excellence is achieved by having the right people 

adding that little ‘extra’ in terms of swift problem solving 

and providing the positive ‘unexpected’ gesture.  

A single point of contact and a 
single point of accountability.

Creating a great workplace environment, and great 

customer service, removing the frustrations and 

distractions of offi  ce life just goes that small step towards 

making peoples’ already stressful life just a little bit easier.  

How much more might that save your organisation than 

shaving another 5% off  the cleaning contract?  

Whatever your requirements, contact us today 
to fi nd out how we can help you.

t: 0345 053 1545    e: info@DCTfacilities.co.uk      @DCT_FM

mailto:info@DCTfacilities.co.uk
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D emand for manned security services is 

growing, according to research by Mintel. 

Unfortunately, it's coupled with increased 

emphasis on low-cost delivery. Providers 

of security services have to balance these 

expectations with the fallout from Brexit, and 

what Britain”s departure from the EU will mean 

for recruitment.

David Mundell, Managing Director of Axis Security, 

is particularly concerned about the potential 

shortfall in high-quality staff . “Following the UK 

vote to leave the European Union, most of us in 

the manned guarding industry are wondering 

what Brexit actually means,” he says. “We are not 

exporters of our goods and therefore do not face 

the myriad questions regarding being in or out of 

the single market. We don't have to wonder who 

we will be trading with and under what terms. 

However, our product is people – and any impact 

that Brexit has on the availability of labour will be a 

significant challenge to companies such as ours.”

“Unemployment might be at a record low, yet 

finding and recruiting high-calibre, customer-

services oriented off icers is already diff icult,” 

Mundell says. The best SIA-licensed off icers are 

already employed, and unlikely to move since they 

command a premium. That leaves a pool of poorer 

qualified applicants with less experience, or no 

experience at all. “Historically, like many labour-

intensive industries, security has welcomed a broad 

mix of individuals from overseas. If entry into the 

UK is to be made more diff icult, or the number of 

immigrants is limited, we will all have to recruit 

more home-grown talent.”

Which poses two linked questions for the 

industry: how to make security more attractive as 

a career, and how to go about raising salary and 

benefit levels to attract people in the first instance. 

Mundell believes the second question poses a real 

conundrum, as site-based remuneration is in the 

hands of customers. “Unless we see a universal shift  

across the industry, a low-price option will still be a 

choice to end users in their race for the bottom.” 

TRUTHS, HALF-TRUTHS AND LIES
According to Mundell, many operators felt that 

licensing represented a new dawn for the industry, 

hoping that cowboy operators would be exposed, 

standards raised, and a positive move made 

towards the successful Scandinavian model 

where security is viewed as a career of choice. 

“Unfortunately, this has not been the case,” he says. 

“It has been up to individual companies to make 

tough choices over pay levels and benefits, with 

one eye on ever-decreasing margin levels, and for 

customers who recognise the value of their security 

to up the ante in terms of contract rates.”

What eff ect Brexit will have in reality is anyone’s 

guess. “During the lead-up to the Brexit vote, we 

were all inundated with truths, half-truths and lies 

to try and win our vote. At the moment, it all feels 

pretty much the same. We all have our opinions 

of what might happen and we all want to remain 

optimistic about our future prospects, but one 

thing is for sure: if we are to get a positive outcome 

for our industry, we must put company interests 

aside and all pull and work together for the greater 

good.”

Brendan Musgrove, Managing Director at Cordant 

Security, foresees numerous challenges in the 

post-Brexit world. He points out that the past year 

has already been dominated by political, economic 

and social uncertainty, “which has had a largely 

detrimental eff ect on UK businesses and industry”. 

On the morning of 24 June 2016, the UK woke to 

see the pound slump from $1.48 to $1.36 in just a 

few hours, falling to as little as $1.22 on 11 October 

– a 31-year low. “The knock-on eff ects of this 

economic turmoil were obvious,” he says, “with any 

UK businesses importing goods or utilising services 

from overseas providers seeing their costs rocket 

overnight, and continuing to increase over the 

following months.”

As the Managing Director of a company providing 

manned guarding services, Musgrove is, like 

David Mundell, concerned about a potential skills 

shortage. “Much like the construction industry, 

where the industry body RICS recently revealed that 

the sector could lose almost 200,000 EU workers 

post-Brexit should Britain lose access to the single 

market, the security industry will also face a skills 

shortage of its own,” he warns. 

A weaker pound has already resulted in large 

numbers of Eastern European workers returning 

to their countries of origin. “We are already seeing 

that many service providers are having to pay their 

staff  more to keep them, thereby risking a further 

reduction in their margins. In addition, a hard Brexit 

could also result in security firms having to replace 

the many thousands of European workers who are 

yet to depart the UK's shores, which will certainly 

be a hard task for an industry that is not necessarily 

seen as an attractive proposition to the younger 

generations.”
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Security experts debate the impact of Brexit on the industry’s ability to provide 
high-quality manned services in the challenging times to come 

SECURE
WORKFORCE
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IMAGE PROBLEM
With the Millennial Generation making 

up more than 1.8 billion of the world's 

population, Musgrove points out that it”s 

hard to ignore their rising influence. “With 

the countdown to Brexit well under way, 

attracting these individuals is key to the 

future of the security industry, so it's crucial 

for us to understand their needs.” 

He cites research by PwC showing strong 

similarities between Millennials and the 

generations that preceded them. “However,” 

he adds, “there are several ways in which 

they remain diff erent. For instance, this 

demographic is attracted to companies with 

a strong and vibrant social media presence, 

coupled with relaxed working environments. 

PwC research also reveals they want to 

experience as much training as possible early 

into their careers.”

He believes the manpower issue off ers the 

industry an opportunity to widen the profile 

of potential recruits. “I am a firm believer 

that security firms should be looking to 

deploy diverse and multicultural workforces, 

to fit evolving demands and the changing 

nature of the industry,” he says. “The security 

sector still suff ers from an image problem 

and the perception that it mainly employs 

security personnel that are male, burly and 

macho, with a background in the military 

or police force. The reality is very diff erent, 

and the diverse requirements of our industry 

require a diverse workforce.”

Musgrove welcomes the fact that more 

women are joining the industry, and that 

customers can see the benefits of a more 

gender-balanced workforce. “For instance, 

a diverse security team that reflects your 

visitor profile is more welcoming. In addition, 

there is a practical need as men are not 

allowed to search women, and so female 

security guards are needed to search female 

patrons when necessary. To attract more 

women applicants, security companies must 

proactively do their part to tackle the UK”s 

existing gender pay gap.”

DIVERSE WORKFORCE
He points out that security firms deploying 

diverse workforces will also be in an 

advantageous position to tackle another key 

challenge – image and customer service. 

“Over recent times, the role of a security 

team has evolved to encompass front of 

house duties – therefore it”s important to 

find the right balance between providing 

a no-nonsense image that prevents any 

threats, while also ensuring those entering 

the building are met with a welcome. The 

ability to satisfy the client”s demands 

for both elements by deploying diverse, 

multicultural teams should be dictating how 

security firms recruit in the future.” 

He concludes that while a Brexit-driven 

skills shortage is likely to drastically change 

how the security industry operates, “it also 

off ers an exciting opportunity for security 

firms to re-evaluate how they recruit, and 

who they must attract, in order to provide a 

modern proposition that best satisfies the 

needs of the ever-demanding client.”

John Ford, Head of Security for Tenon 

FM, agrees with Mintel that demand for 

aff ordable, high-quality manned guarding 

services has increased exponentially in the 

last two years. “What's interesting is that 

this rise in demand represents something 

of a U-turn by clients, stakeholders 

and customers,” he says. “Previously, 

technology solutions such as CCTV systems 

and movement tracking systems have 

outweighed a more traditional ʻboots on 

the ground’ approach. What we are seeing 

now is a demand for a more personal 

approach when it comes to the protection 

of a customer's workforce, premises and 

products. 

“CCTV systems and similar are excellent 

for information and evidence gathering,” 

he says, but do not aff ord the real-time 

assistance supplied by a fully trained and 

motivated security off icer. Demand for this 

kind of personal service is on the rise – but 

it is diff icult to accommodate due to the 

pressure on price. “It's no secret that right 

across FM, margins are squeezed and have 

been falling steadily for many years. It's 

the same in the security sector, but with 

expectations around quality, skills and 

compliance for off icers on the front line rising 

as well, it is making market conditions very 

tough. Prices are being pushed down and it 

makes competitive contract bids diff icult for 

small manned guarding companies.”

COMPREHENSIVE SERVICE
However, he believes the pressure on 

margins has created opportunities for FM 

companies able to provide manned guarding 

as one service among many, most of which 

off er higher margins, enabling the delivery 

of a high standard of service. “FM companies 

can provide customers with greater economy 

of scale and have a built-in price advantage. 

The trick is providing the right level of 

service. Security cannot be an add-on for an 

FM service provider. It must be done right. If 

it isn”t, then it's not worth doing at all.”

He reckons that the true eff ect of the Brexit 

vote on the industry has yet to be seen, but 

points out that the working directive, equal 

pay, maternity rights and TUPE regulations 

all came into play due to the EU. “The loss 

of some or all of this legislation could have 

an adverse eff ect on the industry as a whole. 

Time will be the deciding factor.”

So what can a security provider do to stay 

ahead of the game? Tenon FM/Peregrine 

intends to maintain a personal approach 

with its customers, creating bespoke 

solutions and providing well trained and 

motivated operatives. Ford believes that 

the company's Soteria technology gives it 

an advantage in an ever-evolving market. 

“What sets us apart is an ability to introduce 

a technology tool to the UK market – and 

back it with high-calibre security teams 

on the ground, giving extra reassurance to 

our customers.”

With the Millennial Generation making up more than 
1.8 billion of the world”s population, Musgrove points 
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With new express supermarkets, fast-casual restaurants and 

independent sandwich shops popping up all the time, there are 

more high street lunchtime options now than ever before,’ says Damon 

Brown, co-founder of Olive Catering Services. “Yet businesses with a 

staff  restaurant are essentially asking customers to eat there every day. 

That’s the reality of the situation as a workplace caterer, and it throws 

up a number of challenges that those in the industry must work to 

overcome on a daily basis.”

One of the reasons the high street is such a draw, says Brown, is that food 

trends are constantly shift ing. “It’s a caterer’s responsibility to tap into those 

outside influences and make sure they’re working hard to provide customers 

with the variety they need.”

Olive’s food innovation team is constantly seeking “new and exciting ways 

to take our off ering to the next level.” The company is dedicated to keeping 

its food interesting, vibrant and seasonal, Brown says. “Once per quarter, 

we’ll pick an overarching genre of food – anything from Italian to Indonesian 

– and our development chefs will go away to research ingredients, recipes 

and techniques.” 

There is a delicate balance to be drawn between keeping dishes as 

authentic and as exciting as possible, while also being conscious of how 

food will be practically sourced, cooked and served in a contract catering 

setting. “But, by experimenting with the latest flavours from across the 

world, caterers are able to create competitive menus that appeal to a range 

of diff erent needs.” 

TOUCH OF DRAMA
Another way for caterers to mark themselves out from the crowd is by 

making the most of the restaurant space itself. ‘As routines become 

increasingly stretched, there will no doubt always be a place for grab-and-go 

options,’ Brown acknowledges. ‘But having access to a dedicated, versatile 

area where customers can eat and socialise could, and perhaps should, give 

caterers the edge over quick service competition.’ 

He continues: “For us, maximising the restaurant has meant bringing 

the theatre element of cooking into the workplace through our street food 

concept, The Kerb. We use induction technology to cook dishes to order, 

meaning customers get to see their food being prepared in front of them, 

and it’s a really versatile way of implementing the recipes created by the 

food innovation team.”

It’s important to remember that every workplace is diff erent. “Although 

everybody used to stop and head to the canteen at 12 o’clock,” says Brown, 

“modern workplaces can be much more fluid. With that in mind, by far 

the most important tool in a caterer’s toolkit is the ability to tailor their 

off ering to each individual client to give them the best value – whether that’s 

providing healthy food for an active off ice, or fuelling a busy factory floor.  

“It’s down to caterers to provide for those needs, whatever they might be. If 

lighter options are required, then caterers may look to serve luxury porridge 

and ready-made granola pots at breakfast, with protein-packed lunch pots. 

Likewise, if a heartier menu is what’s required, then traditional breakfasts 

and homemade pies and casseroles will probably be the order of the day.”

Ultimately, he says, keeping up with the high street is about staying 

dynamic and playing to your strengths. “There are always going to be new 

venues to contend with, but with a whole world of influences to look to for 

inspiration, there’s no excuse for a caterer to sit still.”

FLEXIBLE MODEL
Grazing Catering started life as a café before deciding to take its food into the 

workplace. The company provides food for companies whose off ices have 

not traditionally off ered food for staff  because they don’t have the facilities. 

It knows that business is changing, and that a more agile workforce has 

diff erent needs.

Grazing has evolved a business model that allows it to be quick and 

nimble in responding to and developing trends. “These days, you can get 

food delivered into off ices from small food trucks, not just the high street, 

so everybody is competition,” says CEO Sam Hurst. “We also face challenges 

from the likes of delivered-in corporate models such as Deliveroo, Uber Eats 

and now Amazon.”

In order to compete, Grazing strives to be flexible and off er more than 

a traditional canteen-style operation. “That’s a large reason behind why 

we have structured our business as we have,” says Hurst. “Our off site 

production, onsite service model operation means we can off er variety 

and quality above and beyond some of the high street options. Customers 

can have the variety they would enjoy by ordering one-off  meals from a 

Deliveroo, while having the quality of service in their venues.” 

But it’s not just about competing – it’s about getting ahead and staying 

As client demands grow within the foodservice sector, what can the catering suppliers, 
from the major brands to the smaller operators, do to remain competitive?

APPETITE FOR 
CHANGE 
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there. “For example, our menus have a 12-

week cycle which includes over 240 dishes,” 

says Hurst. “You wouldn’t find that in the 

likes of a Pret or Eat.”

INVESTMENT IN PEOPLE
Bartlett Mitchell agrees that the catering 

industry has converged with the food retail 

sector, largely due to technology, investment 

in culinary training and advanced consumer 

research. But like Grazing, it believes that 

caterers can lead and drive their own food 

agenda. “It is, of course, hugely important 

for us to have a keen eye on other parts of 

the sector to ensure we are aware of new 

trends,” says CEO Ian Thomas. “But, given 

the talent we have in our industry, we are no 

longer reliant on simply trying to replicate 

what they do.” 

Success depends on understanding why 

change is happening. “We used to see a clear 

dividing line between the workplace and 

the high street when it comes to the dining 

habits of employees,” Thomas says. “This is 

no longer the case. From coff ee shops, food 

trucks, restaurants, fast food, and delivery 

firms – these are all competitors now. That’s 

why we have to ensure that our business 

off ers a product that takes people away from 

all of that.”

Better educated food consumers demand 

more flexibility, choice and variety from 

their menus. To meet the challenge, Bartlett 

Mitchell invests in its people. “We regularly 

hold masterclasses for our chefs for them to 

be able to continue to develop as the market 

evolves,” says Thomas. “We formed a very 

conscious partnership with Michelin-starred 

Adam Byatt as we knew that our chefs would 

benefit from having another avenue to learn 

new techniques as they develop.”

Eating habits are changing in other ways. 

“We are seeing an increasing move from the 

usual breakfast, lunch, dinner model to the 

demand for food at completely diff erent 

times,” Thomas notes. “The high street has 

historically been better at off ering around-

the-clock food. But this is something the 

catering industry has noticed.” 

A GREAT OPPORTUNITY
Gather & Gather believes there is potential 

for the catering industry to make better 

use of technology to gain a deeper 

understanding of customers’ needs. 

“Today’s retailers are focused on customer 

personalisation through the integration 

of data,” says Allister Richards, Managing 

Director at Gather & Gather. “Analysts are 

looking to capture broader intelligence and 

insight from life experiences, creating one 

holistic view of the consumer in order to 

personalise interactions with your brand. 

Whether at home, work or leisure, tech-

enabled integration of data is undoubtedly 

the fastest growing trend influencing how 

customers experience service today.”  

Yet too many in the industry confine 

technology to supporting or influencing 

transactions. “We’re addressing this because 

it ignores the huge opportunity we have 

when we engage with repeat customers 

in the workplace,” says Richards. “The 

connected workspace of the future will use 

data and insight to help businesses become 

more eff icient, and blur the lines between 

a customer’s life at home, work and leisure 

in order to serve them better and more 

eff iciently.  

“It’s about flipping a well-versed industry 

challenge on its head – the challenge of 

serving the same customers every day while 

avoiding menu and environmental fatigue 

is a massive opportunity if viewed through 

a diff erent lens. Establishing real customer 

intimacy through our use of technology will 

be a true diff erentiator for us in the future.”
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FREE

COLLECTION 
POINTS

FREE container, FREE collections 
and FREE consignment notes*

info@recolight.co.uk
www.recolight.co.uk 020 8253 9750

FREE collection and recycling and 
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FREE RECYCLING
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 In the struggle to win contracts and be the best, new and evolving benchmarking 
processes might be key to gaining the edge says Gary Barbour at Autonomous FM

FACE THE FACTS
managers and FM service providers to 
honestly measure where they sit within 
the industry, based on success and 
performance as opposed to turnover, 
reputation and company size.

Internal benchmarking is another form of 
measurement, although it’s important to 
understand its limitations. Understanding 
the ins and outs of your own business 
only shows half the picture. You also need 
to look at what’s happening outside. 
It’s easy to fall into the trap of assuming 

A benchmark, in layman’s terms, is 
a standard or point of reference 

against which things may be compared. 
And benchmarking is widely considered 
a crucial business tool. 

In business, benchmarking is about 
comparing processes and performance 
metrics (quality, time and costs), whether 
internally between divisions, teams and 
sites, or externally against other companies 
and industry best practice. It’s a competitive 
world and organisations are fighting to win 

business by being the best. Benchmarking 
helps clients to understand how successful 
a company is at delivering its services, 
which in turn enables informed and 
considered decisions. 

The service sector, in particular, 
should not underestimate the value 
of benchmarking. Without it, how can 
you ensure you are getting the best 
value from your providers, whether in-
house, outsourced or a mixture of both? 
Benchmarking allows both facilities 
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you’re uniquely off ering a style and service 

that’s not only bespoke but also the best 

value, based on comparisons with your 

performance on old projects or contracts. 

But at the end of the day, your competitors 

might be doing it cheaper and faster.

PROVE YOUR WORTH
Business decisions can be ruthless and, 

particularly in the world of facilities 

management, oft en comes down to cost 

savings. While making sure you’re the 

best at something is important, especially 

when you’re providing a service, it’s worth 

remembering that the decision-makers 

on the client’s side will be thinking hard 

about cost. So it’s important to be able to 

back up your worth, and benchmarking 

helps provide this tangible evidence. It also 

inspires a competitive approach. 

But while cost is one of the most important 

factors to benchmark against, it should not 

be the sole focus. Other factors matter – such 

as quality and delivery.

External benchmarking allows you 

to determine how you’re performing in 

comparison to competitors and market 

leaders. But how do you determine what 

data will give the most useful results? 

The growing volume of data available at 

our fingertips can seem overwhelming, 

leading many service providers to fear 

benchmarking rather than exploit it for the 

useful tool it is. And it’s true that obtaining 

like-for-like information that’s reliable and 

easy to compare is a challenge.

European Standard EN15221-7, 

Guidelines for performance benchmarking, 

states: “Financial comparisons can be 

an appropriate basis for a benchmarking 

process as quantitative data are oft en more 

easy to reach and more easy to relate to 

than qualitative data. Historically most 

benchmarking in facility management has 

focused on this kind of ‘hard’ data. 

However, what one can learn from 

quantitative data may be limited. This 

standard therefore tries to establish 

performance benchmarking as a 

data comparison method to support 

development and learning processes 

through some types of qualitative 

knowledge sharing.”

Before beginning any benchmarking 

exercise, or building it into your business 

or service model, you need to establish: 

what process or service you are looking to 

benchmark; what your key performance 

metrics are (cost, quality, time); which 

providers and areas you are looking to 

benchmark; how you can collect the data 

on performance and practices; how you will 

analyse the data and identify opportunities 

for improvement, and if and how you 

can adapt and implement the results of 
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the benchmarking, ultimately deciding on any 

reasonable goals.

What if benchmarking moved towards an (almost) 

live solution, as opposed to the current retrospective 

model? If we can look at what is currently going on, 

as opposed to what has already taken 

place, we are better situated to 

inform clients and become 

even more competitive 

as service providers. 

Through innovative 

and emerging FM 

delivery models 

and use of ‘big 

data’, a new form of 

benchmarking could 

indeed emerge.

BIG DATA
Near real time 

benchmarking (NRTB) 

forms part of a new, evolving 

delivery model for facilities 

management and commercial real estate. 

Using independent delivery models and internet 

of things (IoT) information, the FM provider can 

begin benchmarking at the point of service delivery 

rather than six months to a year down the line, as is 

the industry norm. This new model allows delivery 

to become instantaneously more eff icient, as the 

benchmarking is ongoing, not merely part of a 

performance review.

This updated benchmarking model has the 

potential to monitor performance in line with KPIs 

in real time. It measures against both contractual 

KPIs and industry standards. Through the use of 

IoT equipment, it measures the real-time data at 

the point of delivery with quality, cost and time 

comparisons all gathered within the space of a 

minute. This use of business intelligence (BI) in 

NRTB means the client is able to view 

instantaneous benchmarking at 

any stage they require. 

Big data has the 

ability to enable 

greater accuracy 

in benchmarking 

than ever before. 

The process 

should follow a 

specific pattern 

of collection 

(data collection), 

deciphering 

(data processing), 

comparison (data 

analysis) and solution 

(data execution).

When we talk about big data, 

too oft en we focus on off ice occupancy 

and the maintenance elements of a building, but 

the model can be transposed into any scenario. 

For example, in terms of cleaning – which 

forms a large part of a soft  FM service – market 

benchmarking can gather information from 

multiple contracts, along with industry data and 

pricing documents. 

When an order for cleaning goods or 

equipment is placed, it can be checked instantly 

for best value, compared to the market data. 

Cleaning trends can also be monitored and 

compared. Additionally, the use of IoT, for example a 

sensor on a soap or towel dispenser, can determine 

how oft en areas are used and whether the costs are 

comparative with the industry.

BIG POTENTIAL
The potential depth of data can seem overwhelming, 

but its benefits outweigh any reservations. The 

ability to off er clients such an intense array of data 

can set a service provider contract apart from the 

rest. If knowing a little about your site, and how 

and what has worked or hasn’t worked in the past, 

is useful – then knowing everything about it, in real 

time, has to be more advantageous and helpful in 

constructive decision-making. 

Big data has the potential to significantly reduce 

the cost of FM services. By including big data in 

benchmarking activities, the industry can off er 

higher quality services, enabling workforces to make 

more eff ective decisions and run departments more 

eff iciently. It will also help FMs identify strategies for 

increasing employee productivity and engagement. 

As we develop more comprehensive databases 

and gain new performance insights, these new FM 

benchmarking results have the power to provide 

services more eff iciently and at a lower cost. This is 

true at every level of the industry, from the smallest 

business right through to international corporations.

The NRTB process enables full visibility of services, 

unique to each customer and contract. It means 

clients no longer have to wait to see evidence of cost 

savings and improved performance. By harnessing 

the power of BI, big data and the IoT, we can finally 

start to bring about the true revolution of the FM 

industry. 

As we develop more 
comprehensive databases and 

gain new performance insights, 
these new FM benchmarking 

results have the power to provide 
����
��������������
�������$�

at a lower cost.”
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• Remote support services  
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CASE STUDY      METROPOLITAN POLICE

If you think about the Metropolitan Police buildings in London, you’re 

likely to think of the famous New Scotland Yard building or your nearest 

police station. But the police estate in London stretches far beyond the 

high-profile headquarters and the humble station.

The Metropolitan Police Service (MPS) estate covers 620 square miles and 

supports a population of 7.2 million Londoners and visitors to the capital. In 

2013, it was estimated that the portfolio included 671 properties, including 

police stations, training centres and off ices. 

At that time the then Commissioner of the Metropolitan Police Service, Sir 

Bernard Hogan-Howe, decided to make substantial changes to the estate, 

with a promise to “deliver the biggest transformation of the Met’s estate in our 

history. We will get rid of ineff icient buildings that are no longer required and 

the money saved will allow us to invest in new, modern facilities fit for 21st 

century policing.” 

The aim was to create a smaller, more eff icient but higher quality estate that 

was less costly to run, and off ered better conditions for the off icers and staff  

who work from it and the public who visit it. The new approach was to be 

instrumental in supporting the delivery of the Police and Crime Plan and the 

MPS Strategy 2013-17.  

The strategy intended to increase the use of the existing portfolio by 30 

per cent, enabling a reduction in the amount of space within the estate by 

one-third. All surplus buildings would be sold – up to 200 properties – with the 

capital reinvested in enhancing the quality of a core set of buildings, including 

the sale of 10 Broadway (the former New Scotland Yard) and the refurbishment 

CENTRAL 
INTELLIGENCE
With the Metropolitan Police Service currently seeking new FM suppliers, Matthew 
Punshon interim Head of Property Services at the Metropolitan Police, looks back at 
the Met estate’s transformation over the past few years and what has been achieved 
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of the Curtis Green Building on Victoria 

Embankment. 

Up to 950 modern cells would be 

maintained in fewer, higher quality and 

more eff icient facilities, which would reduce 

running costs and support a reduction 

in the time it takes for a detainee to be 

processed. Facilities would be provided 

to support the Public Access Strategy – 

whether face-to-face, by phone or through 

the use of technology.

INTEGRATED SERVICES
A key part of the programme was to 

review the way facilities management 

was delivered across the estate. Following 

extensive market research looking at all 

the diff erent FM service delivery models 

available, the Met’s property services team 

developed a new facilities management 

delivery model called the FM Integrator. 

In 2013 the Met engaged KBR, a global 

provider of diff erentiated professional 

services and technologies within the 

government sector, to support them on this 

journey and transformation.

Under the Met’s model, KBR is responsible 

for providing the Met with a cohesive 

solution by integrating process, technology, 

reporting and performance measurement/

management across all service providers in 

the supply chain. Broadly, the FM Integrator 

is a matured and adapted version of the 

managing agent model, where the suppliers 

have a direct contract with the Met but are 

sourced, managed and supported by KBR 

to ensure services are delivered to the 

highest standards. 

It provides the MPS with a standalone 

matrix of processes, resources, skills and 

knowledge to manage all of its FM services. 

The Met pays a fixed fee to KBR which 

means that no costs are taken away from 

the supply chain. KBR is employed on a 

seven-year term, with the option to extend 

by a further three.

Together the Met and KBR developed 

a new sourcing strategy which aimed to 
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and good payment terms – without 

the bureaucratic downsides and with 

substantial support from the Integrator. For 

example, all services have a governance 

structure that includes monthly meetings 

to discuss all elements of their contract, 

including operations, invoicing, security, 

HSE, resources, and risk items. 

Regular meetings are also held with 

the client leads, and there are additional 

director-level meetings. This allows issues 

to be raised and feedback to be given for 

the contract in a regular, structured and 

measured way. Several small businesses 

involved in the Integrator model with 

the MPS have said that the learning they 

have taken from the contract in terms of 

systems and processes have helped them 

professionalise and bid for other public 

sector work. 

Key to the success of the partnership 

between the two organisations has been 

the shared vision, values and objectives 

which the Integrator has ingrained within 

the supply chain. 

The partnership between KBR and the 

Metropolitan Police has also been certified 

to the BS11000-1 collaborative business 

relationships standard by Lloyd’s Register 

Quality Assurance (LRQA), a world-

leading independent certification body. 

It was made in recognition of the way in 

which KBR and MPS project managers 

demonstrated commendable leadership, 

mutual trust and close collaboration to 

bring real benefits in cost savings, lessons 

learned and best practice. 

While New Scotland Yard is now the new 

home of the Met, the property services 

team will continue to deliver service 

excellence across its smaller, more eff icient 

estate, but at less cost for the taxpayer 

thanks to the innovative partnership which 

created the Integrator model. 

The MPS formal tendering exercise 

commenced in April. Details of the 

packages, structure and duration are 

published through the Metropolitan Police 

procurement portal. Visit https://bluelight.

eu-supply.com for further information. 

deliver a high level of operational support, 

cost savings and flexibility with the estate 

strategy and ensure the Mayor’s objectives 

were delivered, such as paying the London 

living wage to individuals involved in the 

delivery of services. In addition the Met 

needed to create greater diversity in its 

supply chain by working with more small 

and medium enterprises (SMEs) in order to 

support the government’s target to increase 

to 33 per cent the level of procurement 

spending to reach SMEs by 2020.

During the course of the initial tendering 

exercise, a number of contracts were 

awarded to both large businesses and 

SMEs. On 30 April 2013, the new contracts 

went live with the new suppliers in place. 

These contracts have been designed to 

provide real-time automated information 

through a SharePoint solution, which 

ensures an eff ective and eff icient solution 

to deliver FM services. The contracts are 

designed with minimum management and 

wherever possible delivered through self-

certification. 

To ensure a quality service continues to 

be delivered across this reduced estate, the 

Met’s property services team is currently 

looking to attract new FM suppliers. 

OJEU notices will shortly be published for 

between £40-50 million worth of annual 

expenditure for both soft  and hard FM 

services, from waste management and 

grounds maintenance to reprographics and 

M&E. These suppliers have an opportunity 

to work within an award-winning facilities 

management delivery model which 

has revolutionised the way facilities 

management is delivered across the 

police estate.

HAS IT WORKED?
The FM Integrator now manages 31 hard 

and soft  FM services, 98,000 helpdesk calls 

annually and 72,000 reactive task orders, 

and provides procurement, contract 

management, supply chain management 

services and the establishment of an 

Intelligent Contact Centre. 

Three years on, the MPS is now seeing 

£8 million a year in savings (from the 

targeted £5 million), service satisfaction 

has improved, and the number of SMEs 

working alongside the MPS has increased 

by 40 per cent. 

The impact on those small businesses 

cannot be underestimated. They enjoy 

all the benefits of being engaged with a 

prestigious public sector client – reputation 

The Met’s property services team is currently looking to attract new FM 
suppliers. OJEU notices will shortly be published for between £40-50 

million worth of annual expenditure for both soft and hard FM services, from 
waste management and grounds maintenance to reprographics and M&E.”

https://bluelight
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THE COMPLETE WASTE MANAGEMENT SERVICE
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We deliver this via a combination of 
specialist services, innovative thinking 
and contract management
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Since 1990, WhiffAway Group has been a market leader in waterless urinal technology.  
Organisations such as Sainsbury’s, McLaren, VUE Cinemas, Westfield Shopping Centres, M&S, 
Bank of America and Centrica have converted to 100% water-free urinals with WhiffAway.

Now is the time to review water-free urinals and contact WhiffAway to save money, water and energy, 
in conjunction with reducing operational costs and enhancing washroom perception.

For further information please visit our website www.whiffaway.com 
or contact 0800 783 4883 or send email to info@whiffaway.co.uk

A Tried & Tested Solution

WhiffAway Waterless 
Urinal Technology

SYSTEM
BENEFITS
INCLUDE:

• Eliminating Urinal Odours
• Save Money 
• Save Water 
• Reduce Energy Consumption 
• Fully Recyclable

• No More Urinal Flooding
• Reduces Blockages
• Improves Urinal Hygiene
• No More Harmful Chemicals 

1. Grey 2. Navy Blue 3. White 4. Orange

+14 more colours to choose from
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See you on stand T600

NEW Logomat Precision
Logomats help to present a strong brand message at that crucial point where 
visitors enter a building. COBA Flooring has for many years supplied Logomats but 
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customers who really want to stand out from the crowd.  

NEW Logomat Precision, custom-manufactured by COBA in the UK, takes ‘bespoke 
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withstand wear and tear too.  

Install in recessed matwells (without edging) or lay to surface with edging.  It is 
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To discuss your next project and to order samples, please 
call 0116 240 1161 or email ������������	��
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TSS LAUNCHES NEW WEBSITE

Total Support Services Ltd is excited to announce the launch of their new 
and refreshed website. The updated site includes changes to navigation, with 
dropdown menus for both mobile and desktop versions. We’ve also improved 
the structure of our content, so you’ll get more from a quick read. 

Our sleek new website now has the added function of a ‘client area’, 
where our clients can access their very own page securely to view real time 
performance monitoring and auditing data and download any site-specific 
documentation as required.

A website is oft en the first port of call for potential customers, so it is vital 
to convey the Company’s professionalism from the outset and make a good 
impression.

Our new website better endorses TSS’ image and will be a key focus point in 
ensuring people understand our brand and values.

The new website was designed and built in partnership with Byjama Ltd, 
who fully understood our brief and how important it was to create an easy to 
use, client friendly website that can be viewed from all devices, particularly in 
this ‘on the go’, digital age.

� http://tss-uk.com

 � 0208 680 4927 

 � admin@tss-uk.com

WPS WINS NEW CONTRACT TO DELIVER 
NEXT-GENERATION PARKING TECHNOLOGY AT 
CELTIC MANOR 
WPS, one of the UK’s leading parking 
equipment manufacturers, has 
won a further landmark contract to 
provide its ParkAdvance technology 
for the prestigious Celtic Manor 
Resort in Newport. WPS’ systems are 
already installed in the Celtic Manor’s 
underground car park.

ParkAdvance is a pay-on-foot system designed with some of the most 
challenging parking environments in mind, where the customer experience is 
vital and where reduced operation costs give critical competitive advantage. 
It features a new IP-based operating system architecture that enables the 
parking system to simply and directly connect with multiple technologies being 
deployed in car parks both now and in the future.

Simon Jarvis, Managing Director of WPS in the UK, says that its systems are 
already proven on site: “ParkAdvance is, in 
eff ect, future proof, and its reliability and 
durability is such that it provides a safe, 
long-term investment for any potential 
purchaser wishing to operate and manage 
single or multiple sites.”

Celtic Manor is a golf, spa and leisure 
resort in Wales. It was venue for the 2010 
Ryder Cup and 2014 NATO summit. 

� www.wpsparkingsolutions.com

 � 0845 094 1543

 � sales@wps-uk.com

PLANTS CAN MAKE A BIG DIFFERENCE 
TO YOUR BUILDING, EFIG LEAF AWARD 
WINNERS SHOW HOW IT'S DONE   
What do you want from your building? 

Functionality, no H&S hazards and happy clients 

for starters? Are plants/interior landscaping part 

of your remit?

efig's Leaf award winning companies understand 

your concerns. Recently a new batch of 50 Leaf 

awards were given out for installations and 

maintenance of interior planting projects in 

buildings around the country. They have plenty 

of reasons for you to consider including interior 

landscaping in your building.

Why you should consider plants: They can 

enhance the aesthetics plus plants improve health 

and wellbeing something every business has 

on their radar these days. Plants help building 

occupants improve their mood and lessen the stress 

and as a bonus, improve productivity. Bringing the 

outside in off ers good biophilia.

About the Leaf awards: This was the 13th efig Leaf 

award ceremony. This time companies received 

a total of 34 Gold, 13 Silver, three Bronze Leaf 

awards and five technicians Leaf awards. A Judges' 

Commendation or 'Best in Show' was also awarded.

Best in Show: The top honour, the Judges' 

Commendation, and efig's equivalent to 'Best 

in Show', went to Indoor Garden Design for their 

design and installation at Sky Central. 

Judge Greg Redwood commented: "It is a 

truly stunning and monumental installation. The 

enormous number of plants (almost 25,000) was 

incredible. Special mention should be made of the 

large grove of mature Olive trees, made from real 

aged trunks with artificial sprigs of foliage. These 

were incredibly realistic and looked real until you 

were inches from the foliage. The coloured flock-

tipped Sansevieria looked great – these were in 

the same colours as Sky’s branding and matched 

it perfectly. This is one of the most impressive sites 

I have ever seen, and is my nomination for the 

special award - it was really well thought out and a 

remarkable piece of work."

Greg was one of three independent judges with 

years of horticultural experience between them, 

who visited all mainland sites to assess the quality 

of the work. The other two were Nicola Bristow and 

Rob Stirling.

�  www.efig.co.uk                          �  01722 504565

http://tss-uk.com
mailto:admin@tss-uk.com
http://www.wpsparkingsolutions.com
mailto:sales@wps-uk.com
http://www.efig.co.uk
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TOP TIPS FOR EFFICIENT TOILET FACILITIES 
PROVISION
There are legal and 
Regulatory obligations 
to provide appropriate 
toilets in buildings 
to which the public 
have access. But oft en, 
installation takes longer 
than necessary- costing 
time and money- just 
because the process has 
not been thought through and co-ordinated.

To help specifiers and contractors deliver a smooth project, a new “top 
tips” guidance document is now available, specifically for ‘away from home’ 
accessible toilets with bench and hoist- Changing Places and Space to Change 
facilities.

Produced by Clos-o-Mat, the document draws on the company’s first-hand 
experience as Britain’s #1 provider of away from home assistive, accessible 
toilets. 

The quick-reference, two page guide covers key points, ranging from 
provision of drainage, water, electricity, through to ensuring the structure 
is appropriately load-bearing. It further incorporates a useful schematic, 
identifying what equipment should be included, and where positioned, 
primarily for a Changing Places toilet- a wheelchair-accessible facility that 
features a ceiling track hoist and height-adjustable changing bench.

It is available for free, from Clos-o-Mat’s website www.clos-o-mat.com 
under the downloads button. 

� www.clos-o-mat.com

 � info@clos-o-mat.com

 � 0161 969 1199

ABM SOLUTIONS’ US TEAM VISITS UK TO 
LEARN MORE ABOUT TECHNICAL DATA 
CENTRE CLEANING
A team of senior managers from the High Tech division of ABM Solutions in the 
US has visited the company’s newly acquired data centre cleaning specialist 
in the UK to discover more about the technical cleaning services the business 
now provides.

ABM UK acquired 8 
Solutions in October 
2016, forming ABM 
Critical Solutions 
to deliver technical 
cleaning and M&E 
services designed 
specifically for its 
data centre portfolio.

In the US, ABM’s 
clients operate over 
30 million square feet 
of data centre space, and the visit was intended to help the senior managers 
better understand the capabilities of the Group’s technical cleaning teams, as 
well as how to advise clients on ways of mitigating and reducing the threat and 
risk of contamination.

The four senior managers spent three days with ABM Critical Solutions: two 
days on-site at the firm’s purpose-built ‘mock’ data centre training area; and 
the final day visiting one of ABM Critical Solution’s high profile FTSE100 clients 
to see the cleaning practices in action.

� www.abm.co.uk/critical-solutions

GRADUS LAUNCHES NEW UK WALL PROTECTION RANGE   
Contract interiors specialist Gradus has launched 

a UK market leading collection of new PVC-u wall 

protection profiles and wall cladding, which form 

part of one of the freshest and most design-

orientated wall protection ranges on the market.

To complement the launch, Gradus has also 

published a new version of its wall protection 

brochure, off ering recommendations to enable 

contractors, specifiers and end users to make 

the right product selections to meet project 

requirements.

The new brochure, which is available to 

download from the Gradus website, provides 

comprehensive product information on all profiles 

in the new range, detailing the colours and designs 

available, suggested applications and the benefits 

of specification.

Neil Thompson, Marketing Director for Gradus, 

comments: “This launch marks the start of an 

exciting new chapter for Gradus. We have brought 

together 20 years of experience and knowledge 

to create one of the most diverse wall protection 

ranges on the market.

“The brand new contemporary colour palette 

is made up of 65 attractive modern colours 

and finishes that are perfect for contemporary 

design schemes seen within UK 

healthcare environments, hospitality, 

commercial off ice and education 

settings.”

The new products include PVC-u 

wall cladding, wall guards, handrails, 

door protection and corner guards 

and complement Gradus’ existing 

stainless steel, heavy-duty rubber 

and hygienic wall cladding products. 

What’s more, all of the new PVC-u 

profiles are available as BIM objects, 

providing customers with the relevant 

technical information to build into 

projects. These can be viewed or 

downloaded from the Gradus website.

The new profiles have not only 

been designed specifically with the 

UK market in mind, but they are also 

manufactured by Gradus within the UK, which helps 

to ensure quality and provide customers with an 

eff icient, flexible and fast service.

With significant project expertise and a full 

installation service, Gradus is able to provide 

expert support and advice from design through to 

specification and installation.

Neil adds: “We have a wealth of experience, 

having supplied and installed wall protection 

systems to a large number of notable projects. 

These include The Kent Institute of Medicine & 

Science (KIMS), Queen Elizabeth University Hospital 

(Glasgow), The Christie (Manchester) and Wembley 

Stadium.”

�    www.gradus.com                          �  01625 428922
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mailto:info@clos-o-mat.com
http://www.abm.co.uk/critical-solutions
http://www.gradus.com


Contact our experts today and make sure 
your building is compliant.

www.allegion.com/uk/trusted

Trusted.
We make school 
buildings safer... 

 U
P

 TO 10 YEARS

Why risk non-compliance when 
it comes to your door safety 
and security? 

Briton has been protecting and securing 

school buildings nationwide for over 100 years.

Reduce fine implications

Standardise procedures

Monitor multiple sites

Checkit for ward 
checks, temperature 
checks, cleaning 
schedules and more!

01223 941450 | www.checkit.net

Changing the way you manage  
people and compliance

http://www.allegion.com/uk/trusted
http://www.checkit.net
http://www.tmethermometers.com
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ALTRO’S HARMONIOUS RANGES STRIKE THE 
RIGHT CHORD 
Altro has launched three new 
complimentary flooring ranges, 
developed to deliver harmonious 
design possibilities and meet 
the needs of diverse areas. Each 
room in a building has diff erent 
challenges. Altro’s new flooring 
ranges draw from the same colour 
palette but off er diff erent properties so you can mix and match to meet your 
needs, without compromising on style or performance.

Altro Operetta is a robust 2mm floor perfect for medium to high traff ic areas 
such as corridors in hospitals, care homes or schools, patient rooms and retail 
environments. 

Altro Orchestra is ideal for areas where comfort and sound reduction are 
important. Engineered to create the ideal environment to learn and live, this 
2.85mm thick floor with 15db sound reduction off ers comfort underfoot, 

making life easier on the feet of students, 
patients and hard-working staff . 

Altro Serenade is an acoustic floor, 
ideal for playrooms, hotel rooms, care 
homes or off ices – anywhere where 
silence is golden. At 3.9mm thick with 
19dB sound reduction, it also off ers a 
high level of comfort underfoot.

Altro’s new ranges are colourful, easy 
to clean and compatible with each other.

� www.altro.co.uk

CORPS SECURITY OFFERS THE BEST OF BOTH 
WORLDS WITH CORPS COMPLETE
Corps Complete from Corps 
Security, the leading provider of 
specialist security services, is a 
fully integrated service solution 
that expertly combines the 
use of manned guarding and 
technology. Having successfully 
implemented Corps Complete 
across a variety of diff erent 
organisations in a diverse array 
of vertical sectors, Corps Security believes that facilities managers have the 
potential to enjoy significant cost savings and operational eff iciencies from this 
innovative approach to security provision.

Corps Complete is based on a holistic view that avoids sub-dividing various 
services into separate departments and cost centres. It enables Corps Security 
to assure a comprehensive solution that focuses attention on configuring 
the most eff icient platform for manned guarding and electronic surveillance 
activities.

Deploying Corps Complete has already resulted in cost reductions of up to 
37 per cent on some sites, without any detriment to security levels through 
carefully combining manned guarding with electronic surveillance and remote 
monitoring services off ered by Corps Monitoring. This utilises state-of-the-
art technology to excellent eff ect and the implementation of IP based video 
and audio transmitter/recorder technology can provide the earliest possible 
warning of a security threat and enables the eff ective deployment of manned 
security personnel when needed. 

� www.corpssecurity.co.uk

 � info@corpssecurity.co.uk

 � 0800 0286 303

 

RAIN BIRD'S IQ-CLOUD AND TBOS BATTERY IRRIGATION CONTROLLER 
COMBINATION ENSURES HIGHER LEVELS OF SCALABILITY AND FLEXIBILITY  
Rain Bird's IQ-Cloud platform for water 

management is designed to provide remote 

control of commercial irrigation systems. Over 

the internet, it can now also be used to program 

the company's highly versatile, battery operated 

TBOS-II irrigation controller so that on-site 

visits to locally program the device are no longer 

required. 

TBOS-II provides automatic irrigation in 

areas where AC mains power is not available, 

either permanently or temporarily. It is ideal for 

applications such as municipal parks, remote 

landscapes and construction projects. The unit's 

IP68 rating ensures it is fully waterproof and 

submersible, as well as being extremely durable 

with resistance to humid and harsh environments. 

IQ-Cloud permits users to manage a TBOS-II 

installation via the web from a desktop computer 

or, when mobile, by tablet or smartphone. It 

communicates with TBOS-II via a Rain Bird ESP-LX 

series controller fitted with a communication 

cartridge. This enables IQ-Cloud irrigation water 

management tools to be employed. The TBOS-II 

controllers can be installed up to 15km away with 

the use of Rain Bird’s range extending relays.

Users can now carry out a range of TBOS-II 

programming functions remotely. These include 

automatic scheduling of irrigation based on 

adjusted weather, checking in real time how zones 

and irrigation systems are performing, providing 

information on flow rates, generating management 

reports on topics such as water usage that can 

be shared automatically by 

email. 

Powered by a long life 9 volt 

alkaline battery, the TBOS-II 

control module needs only 

two short pulses of electricity 

to function so that battery 

life is as long as one year. The 

module's latching solenoid 

is mounted on the irrigation 

valve and connected to the 

ESP-LX controller by radio 

signal.

TBOS-II is available with 

1, 2, 4, or 6 stations and each 

can be assigned 3 programs 

with 8 start times. Since IQ-Cloud manages the 

entire operation, users no longer require the 

complementary TBOS-II field transmitter for day 

to day programming, thereby reducing set up 

times, lower operating costs, conserving water and 

ensuring highly eff ective irrigation management 

without mains electricity.

�  www.rainbird.eu             �  plongman@rainbird.eu             �  +44 7575 626600

mailto:DANNY.GRANGE@KPMMEDIA.CO.UK
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STAY UPDATED WITH THE LATEST FM 
TECHNOLOGY TRENDS BY VISITING SWG 
AT FACILITIES SHOW 2017  

Facilities Show 2017 at London’s ExCeL is set to 

be another great event in the FM calendar and 

is an ideal way to keep up to date with the latest 

industry news.

Service Works Group will be exhibiting again 

this year on stand R700, showcasing QFM soft ware 

– its leading CAFM (Computer Aided Facilities 

Management) application, which has been widely 

adopted across the globe to help organisations 

streamline facilities operations and optimise assets 

and resources because it delivers rapid return on 

investment.

Service Works Group, in partnership with 

industry media publication i-FM, conducted an 

annual FM Technology Survey in the latter part 

of 2016 in order to identify industry trends. It 

was encouraging to learn that 80 per cent of 

organisations who participated in the survey 

confirmed that their use of CAFM soft ware has 

helped to enhance their FM reporting and 64 per 

cent confirmed it improved their KPI and SLA 

performance. 

This year’s show has a significant focus 

on technology and with so much discussion 

surrounding IoT, automation, integration, 

smart buildings, robotics, mobile and 

self-service, here are some key reasons 

why you visit Service Works Group on stand 

R700 at the show between 20th – 22nd June:

 � Perhaps unsurprisingly Service Works 
Group’s FM Technology Survey showed that 
mobile usage has increased, with 72 per 
cent of respondents reporting that they use 
mobile apps to manage their contractors 
and operatives. Service Works mobile app, 
QFM, provides unprecedented access (both 
online and offline) from any device across 
iOS, Android and Windows. The app has an 
easy to use graphical interface to optimise 
user experience. Live QFM app demos will be 
available throughout the day.

 � The survey also highlighted a rise in self-
service with 66 per cent of organisations now 
using self-service within the FM environment 
to enable building occupants and operatives 
to log and manage requests online. QFM’s 
self-service functionality provides instant 
access to information and can reduce pressure 

from your helpdesk team by enabling the user 
to report an incident, book a room or catering 
or request porterage services via their mobile, 
desktop or a kiosk in a public area of your 
building. 

 � Cloud-based applications are becoming more 
prevalent, with 44 per cent of the sector 
now accessing their CAFM system via the 
Cloud. QFM’s cloud solution provides a fully 
managed environment which can significantly 
reduce the cost of in-house hardware and IT 
management.

 � With the introduction of BIM Level 3, our 
experienced team will be on hand to explain 
how space management software and BIM 
(Building Information Modelling) can be 
integrated, to streamline the transition from 
a building’s construction to live operation and 
improve asset management.

 � FM software can bring far reaching benefits, 
both to a facilities department and across an 
entire organisation, especially when integrated 
with other software systems. Service Works’ 
team can talk you through how to create and 
manage a CAFM integration project, including: 
Internet of Things (IoT), Building Management 
Systems (BMS), Accounting Software (such as 
SAP and Sage) Enterprise Resource Planning 
(ERP), Human Resources (HR) tools, Smart 
Assets and Building Information Modelling.

Service Works has just released a complimentary 

Quick Guide to Buying CAFM which explains all you 

need to know about selecting and implementing 

CAFM soft ware in a nutshell.  To request your guide 

or to pre-book a meeting with the team at Facilities 

Show, please email info@swg.com or call 

020 8877 4080. If you are unable to attend the show 

but would like a demonstration of market-leading 

QFM soft ware, please get in touch.

 �  www.swg.com             �  info@swg.com          �  020 8877 4080
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GRADUS ENSURES STUDENT SAFETY AT THE 
LONDON SCHOOL OF ECONOMICS  
Gradus are contributing to safety for students 

at the London School of Economics and Political 

Science.

Situated in Houghton Street, Central London 

and originally constructed in the 1920’s, the Main 

Building of the London School of Economics 

and Political Science has recently undergone a 

restoration project to the North Eastern side of 

the building, which saw the installation of a brand 

new staircase. 

ASXT11 stair edgings from Gradus were 

specified for the project to ensure the safety 

of the staircase, while maintaining a clean and 

contemporary aesthetic. XT stair edgings comprise 

an aluminium channel with a slip-resistant insert 

that extends around the leading edge of the profile 

to increase underfoot contact with the slip-

resistant element of the stair edging. Selected with 

Glacier standard interior inserts, the stair edgings 

define the step edge by providing a suitable colour 

contrast with the floor covering, in line with BS 

8300:2009+A1:2010 and Approved Document M of 

The Building Regulations 2010. 

Gabija Bingelyte, Project Manager for the 

London School of Economics refurbishment 

said: “Thousands of people pass through 

the campus each year and, as such, the 

university needs to ensure a safe and inclusive 

environment for students, staff  and visitors.

“As the market leader with 50 years’ 

experience in the industry, it was an easy 

choice to specify Gradus for the project. 

We chose market-leading XT stair edgings, 

as they complement the contemporary 

staircase whilst also providing a superior level 

of safety.” 

Anthony Roberts, Product Manager for 

Gradus, added: “The XT range off ers the ultimate 

solution for protection against the risk of slips, 

trips and falls, which are one of the main causes 

of injuries on stairs.” 

All of Gradus’ XT stair edgings are available to 

download as BIM objects. Gradus’ BIM objects 

provide up-to-date, accurate data about products 

providing you with the relevant technical 

information to build into your projects.

 

�  www.gradus.com                 �  01625 428922

PICKFORDS RELOCATES COVENT GARDEN FLOWER 
MARKET TO NEW FACILITY  
Pickfords Business Solutions recently worked 

with Covent Garden Flower Market to transport 

tens of thousands of plants, flowers and sundries 

to a new Flower Market location in Nine Elms. 

Covent Garden Flower Market is the largest 

wholesale fruit, vegetable and flower market in the 

UK and supplies 75 per cent of London’s florists 

with an extensive range of products for resale.

Following a number of recent, successful 

collaborations with the leading facilities 

management company, VINCI Facilities, Pickfords 

was appointed to manage this challenging 

relocation project. 

A detailed six week planning process was 

created to ensure minimum disruption to their 

trading & commercial businesses during the 

transition. Pickfords created and executed a move 

plan to transfer each of the 40 wholesaler’s units 

on a precise time and date to ensure completion 

ahead of the new market opening.

Vinci engaged Pat Hughes from Pickfords 

Business Solutions to create the methodology 

and move plan to move racking, equipment and 

stock to the new market location over a three 

day period. Pat ensured that his highest priority 

was understanding the individual concerns and 

business practices of each of the wholesalers. 

He held weekly meetings with the wholesalers 

to construct a plan to ensure that disruption was 

minimised. 

Up to 110 Pickfords crew members and 17 

vehicles worked on site each day to ensure a 

successful relocation.

Tailored move plans were created for plants of 

unusual size or shape to protect against damage, 

including the use of specially made trolleys for 

certain exotic species.

Martin Budd, Head of Business Solutions at 

Pickfords, said: “It was a pleasure to be part of the 

relocation of the market and to be there to hear 

them ring the bell to close the market for the last 

time aft er 40 years. 

“My thanks to our 

project team, VINCI 

and the Flower 

Market for all their 

hard work, ensuring 

this project was a 

complete success.”

�   www.pickfords.com

http://www.gradus.com
http://www.pickfords.com
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YET ANOTHER WORLD HERITAGE SITE 
GETS ADVANCED FIRE   

Durham Cathedral, the 1,000-year-old World 

Heritage Site and one of Britain’s most visited 

buildings, is now protected by market-leading 

intelligent fire panels from Advanced. 

Founded in 1093 and the final resting place of 

St Cuthbert, Durham Cathedral remains the seat 

of the Bishop of Durham, the fourth most senior 

cleric in the Church of England. As well as being 

the North-East home of the Magna Carta, which 

was taken to London during the Reformation and 

now makes occasional trips back to the north, the 

Cathedral and its environs have also featured in 

numerous Hollywood films including the Harry 

Potter franchise. 

The Advanced MxPro panels specified for the 

Cathedral were supplied by Custom Advanced 

Systems Limited and installed by Expert Fire 

Solutions, both long term partners of Advanced. 

The fire system covers the entire Cathedral 

complex, including the new ‘Open Treasure’ 

exhibition that gives the public access to 

previously unseen parts of the Cathedral. It is 

comprised of two MxPro 5 panels, linked by fault-

tolerant network cards and supplemented by a 

remote display terminal. 

Alan Raine, Director at Expert Fire Solutions, 

commented: “Advanced panels are our first choice 

every time, combining innovation, ease-of-use and 

reliability. Durham Cathedral is a historic gem, but 

also a working ecclesiastical building with over 

700,000 visitors each year, so the fire system needs 

to be specified to the highest level, while also 

fitting discretely within the fabric of the structure.”

In addition to the remains of St Cuthbert, 

whose body was brought to the mainland from 

Holy Island in 875AD following Viking raids, the 

Cathedral is also home to the remains of St Bede, 

which were interred in the Galilee Chapel in 1370. 

Born in Jarrow around 672 AD, Bede wrote the 

Ecclesiastical History of the English People, and is 

oft en described as the ‘Father of English History’. 

Jo Hughes, Property & Facilities Manager at 

Durham Cathedral, said: “Durham Cathedral has 

played a prominent role in the history of 

the North East and it continues to attract 

visitors from around the world. Both the 

building itself, and priceless artefacts such as 

Prior Castel's Clock, deserve the best possible 

protection. Aft er working closely with the 

installation team, we concluded that Advanced 

panels off ered the right combination of quality, 

reliability and functionality required for this vital 

system.”

MxPro is the fire industry’s leading 

multiprotocol fire solution, off ering customers 

a choice of two panel ranges, four detector 

protocols and a completely open installer network 

that enjoys free training and support. MxPro 

panels can be used in single loop, single panel 

format or easily configured into multi-loop, 

high speed, 200 panel networks covering huge 

areas and thousands of field devices. Advanced’s 

legendary ease of installation and configuration 

and wide peripheral range make it customisable to 

almost any application.

Neil Parkin, Advanced Sales Manager for the 

North, commented: “Durham Cathedral is the 

latest in a long line of historic and ecclesiastical 

buildings to enjoy Advanced protection, including 

Iona Abbey in Scotland, Hagia Sophia in Istanbul 

and Lincoln Castle, home of another copy of the 

Magna Carta. The Advanced panels installed in 

the Cathedral are renowned for their quality and 

reliability, which makes them ideal for a high-

profile and sensitive installation such as this one.”

Advanced is a world leader in the development 

and manufacture of intelligent fire systems. The 

legendary performance, quality and ease-of-use 

of its products sees them used in prestigious 

and challenging locations all over the world, 

from single panel installations to large multi-site 

networks. Advanced products include complete 

fire detection systems, multi-protocol fire panels, 

extinguishing control and fire paging systems.

 �  www.advancedco.com

mailto:DANNY.GRANGE@KPMMEDIA.CO.UK
http://www.advancedco.com
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ADVANCED AXIS EN SYSTEM PROTECTS 
STUDENTS AT SOFIA UNIVERSITY
An industry-leading fire system from Advanced has been selected to protect 

the world-renowned 

Faculty of Chemistry 

and Pharmacy at 

Bulgaria’s Sofia 

University. 

A recent upgrade of 

the fire systems at the 

Faculty was specified 

and installed by 

long-time Advanced 

partner FireTech 

Engineering Ltd. The 

project saw Advanced 

Axis EN panels installed in the building at the core of a network that includes 

smoke detectors, call point and a conventional zone module.

Stoyan Grozdanov, spokesperson for FireTech Engineering Ltd, said: “We 

selected an Advanced system for the Faculty of Chemistry and Pharmacy as 

we consider Axis EN one of the most up-to-date fire systems on the market. 

The panels are very reliable and, due to the usage of the building, we needed 

a high level of protection and reliability, with assurance against false alarms 

and an intuitive interface for programming and monitoring.”

In total, 491 field devices, including photoelectric smoke detectors, wall 

sounders and call points have been installed at the faculty on a high speed 

panel network. The system has been designed so it can be expanded and 

upgraded as needed in the future. 

� www.advancedco.com

NEW PRODUCT ADDITIONS TO GRADUS’ 
SAFETY AND PROTECTION SYSTEMS
Contract specialist Gradus 
has released its updated 
Safety and Protection 
brochure, which has been 
extended to include three 
new product additions. 

The new products in 
Gradus’ Safety & Protection 
Systems include a reflective 
column and corner guard, 
chequer plate corner 
guards and flexible posts. 
These complement the existing range, with benefits including improving 
pedestrian safety and minimising damage when impact does occur. 

Specifically designed to help conceal the eff ects of impact and abrasion, the 
heavy-duty chequer plate corner guards are strong and durable, making them 
ideally suited for use in areas subject to frequent heavy-wheeled traff ic such as 
loading areas, car parks or service corridors.

The new reflective column and corner guard has been developed to reduce 
the risk of impact occurring from vehicles and other wheeled traff ic. However, 
if a collision does happen, the column and corner guard are designed to help 
absorb the impact and protect the building from damage.

Gradus’ flexible posts are designed to help control traff ic flow so vehicles can 
safely navigate in areas where there is a high risk of impact. These are ideal for 
guiding trollies and other wheeled traff ic in back-of-house service areas and for 
controlling vehicle movement in confined underground car parks.

� www.gradus.com

 � 01625 428922

SHEFFIELD’S TALLEST BUILDING UPGRADED 
WITH AVIRE LCD DISPLAYS 
33 C1Ls installed in St Paul’s Tower as 
part of refurbishment project

Residents of the tallest building in 
Sheff ield have had their lift  experience 
improved thanks to LCD displays 
from Avire. As part of an ongoing 
refurbishment programme, Curtis Lift  
Services has completed installation 
work and all 33 floors of St Paul’s Tower 
now feature an E-Motive C1L display.

“Our residents can now clearly see 
where the lift  is while they’re waiting for 
it,” explained Peter Shaw, Development 
Manager at City Loft s, who manages the 
building on behalf of Premier Estates 
Limited. “The feedback has been great, 
all positive.

“This was far from a cheap fix, but 
Curtis Lift  Services advised us that the C1L was the most cost-eff ective option 
available and we were happy to take their recommendation, particularly given 
that another lead contractor had quoted considerably more for the project.”

The C1L is a colour LCD display which supports picture and text content. The 
display includes a power-saving feature that turns off  the backlight when the lift  
is in idling mode. The C1L’s slim profile makes it particularly suitable for surface 
mounting in modernisation projects. The display is available in sizes of 3.5, 4.3, 
5.6, 7, 8 and 10.4 inches.

� www.avire-global.com

 � +44 (0)1628 540100

 � pr@avire-global.com

FULTON APPOINTS NEW 
SALES & MARKETING MANAGER
Fulton Limited, the leading 
heat transfer specialist, 
has appointed Leigh Bryan 
as Sales and Marketing 
Manager.

Commenting on the 
appointment, Managing 
Director Carl Knight says: 
“Leigh’s appointment is a 
real benefit for the company 
and he joins Fulton with 
considerable knowledge 
of process steam, hot 
water and thermal fluid 
applications. His technical 
experience as a time-served 
combustion and steam boiler engineer has proved beneficial in his managerial 
and directorial roles in the industry, for companies including Watkins Hire, 
Robey-Wellman and Nu-Way.”

Leigh adds that he intends to continue placing great emphasis in providing 
sales and application advice to existing customers and a growing customer 
base in hospital and healthcare facilities, food and beverage processing, 
laundries and other applications.

“As identified by the recent launch of the ground-breaking VSRT steam 
boiler, our product range is evolving, making these exciting times for Fulton 
and a great time to join the company.” says Leigh. 

� www.fulton.co.uk

 � sales@fulton.co.uk

 � +44 (0)117 972 3322
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LIGHT EFFICIENT DESIGN UK OFFERS DIMMABLE 
LED HID RETROFITS FOR POST TOP RE-LAMPING 
Light Eff icient Design UK Limited 

announces the LED 8085 60W retrofit 

lighting solution for fast, non-invasive 

replacement of 250W HID post top lamps. 

Significant LED energy savings are 

increased with the dimmable external 

driver which can be mounted up to 

20 metres from the lamp. Two colour 

temperatures - 5700K or 4200K - are 

available. 

A unique ‘rugby ball’ shape mimics 

that of traditional HID post top lamps 

to ensure that a consistent look is 

maintained, especially useful during 

phased LED HID re-lamping programmes. 

The range also features the LED 8083 

(30W) and 8084 (45W) models for 

replacing 100W and 175W HIDs.

Fully CE and ROHS certified, low 

maintenance is assured with a 50,000 

hour lamp life together with a full five 

year warranty. Samples are available on a 

60-day trial option. 

Light Eff icient Design UK’s Newbury-based warehouse off ers prompt 

delivery to UK/Ireland electrical wholesalers and help is available through a 

national network of lighting sales engineers.

� www.led-llc.com

 � 0333 5778133

 � sales@ledukltd.com

MAKITA’S CORDLESS 36V L-CLASS DUST 
EXTRACTOR AND 18V VACUUM
The new Makita twin 18v DVC863 LXT L-Class Dust Extractor is exclusively 
cordless whereas the DVC861 model can be run on mains or similar twin 18v 
batteries. The DVC863 has maximum sealed suction power increased to 9.8kPa 
with the powerful 36v motor system producing a maximum air flow of 2.1m3/
min. The Brushless motor enhances run time to approximately 40 minutes with 
two 5.0Ah batteries fitted directly to the machine. This is a dry type vacuum 
with HEPA filter that removes 99.0% of dust with Limit Value 
for occupational exposure >1.0mg/m3 which means this 
extractor can be used for processes involving mica, china 
clay and gypsum.

The new Makita 18v LXT DCL501 LXT Vacuum 
Cleaner benefits from the innovative attributes 
of Makita’s Brushless motor with improved 
runtime and battery performance. When fitted 
with a 5.0Ah battery the motor eff ectively 
delivers 75watts of suction power on the high 
operation setting, with 29 minutes run time, 
and 25watts over an hour of run time on 
the lower setting. This 18v vacuum will 
generate a maximum airflow of 1.3m3/
minute and a maximum sealed suction 
performance of 6.6kPa. 

Both the LXT L-Class Dust 
Extractor and the LXT 
Vacuum Cleaner are 
available in body only models.

� www.makitauk.com

SAFEGUARD’S DRYBASE RANGE TACKLES 
DAMP OTHER TREATMENTS CAN’T REACH  
The Drybase range from Safeguard Europe – the 
UK’s leading specialist in damp-proofing and 
waterproofing technology – is designed for 
use when it is not possible to protect building 
materials and interior surfaces from the sources of 
dampness, like rain penetration or rising damp.
There are three main constituent products to the range: 

- Drybase Liquid-Applied DPM is a liquid, polymer-based barrier coating that 
can be used to resist penetration of water, gases – such as methane and Radon 
– salts and other liquids through masonry, stone and concrete.

- ECS Epoxy Floor Coating is a highly durable damp-proof epoxy coating 
for floors and walls from. Supplied as a two-part water-dispersed epoxy resin, 
Drybase ECS Epoxy Floor Coating is applied in two coats using a brush or roller.

- Drybase Flex Membrane is a highly durable and flexible membrane for 
direct application to walls that have been aff ected by dampness and salt 
contamination. The fleece lined membrane can be quickly and easily applied to 
walls using the specially formulated Drybase Flex Adhesive. It can be plastered 
onto directly creating a versatile solution to the problem of damp walls, when it 
is not possible to stop the damp at its source.

� www.safeguardeurope.com

 � info@safeguardeurope.com

UPDATED MAGNX RANGE OFFERS FLEXIBLE 
FITTING AND BESPOKE CUSTOMISATION FOR 
COLLABORATIVE WORKING
Gx Glass has launched the 
updated MagnX magnetic 
glass whiteboard range, 
providing customers with 
new bespoke finishes as 
well as a simpler fixing 
system for its fixed size 
whiteboards. A durable and 
long lasting alternative to 
traditional whiteboards, the 
MagnX range provides a cost 
eff ective solution for creating a collaborative off ice space. 

Available with a standard, metallic or sparkle finish as well as bespoke text, 
images and patterns, the flexible MagnX range can be customised to meet the 
aesthetic demands of modern interiors. 

The versatility of the range provides the ideal solution for every application 
and budget: basic white, backpainted or backpainted and printed to a 
customer’s unique design, which can be an ideal solution for corporate 
branding requirements. Utilising environmentally friendly water-based paints 
with low volatile organic compounds (VOC), the bespoke whiteboards are fully 
recyclable at their end of life.

The magnetic whiteboard range is supplied with a two-year warranty for 
discolouration or delamination, requires minimal maintenance and can be 
kept pristine with water and a mild cleaning detergent.  

� www.gxglass.com/products/magnx-magnetically-receptive-glass-

range/magnetic-glass-whiteboards/
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TORK EXELCLEAN - THE LATEST PERFORMANCE 
IMPROVEMENT SOLUTION FOR CLEANING 
To stay competitive, today’s manufacturing industry is investing heavily in 

technology – the internet 

of things, robotics and 

automation. In this process, 

it is easy to forget the basics 

when looking for ways of 

improving performance. 

Tork, global provider 

of professional hygiene 

products and services, 

launches improvements to 

the exelCLEAN cleaning cloth 

range; making cleaning more eff icient than ever before.

The majority of industrial manufacturing industries across Europe use 

rags for maintenance and cleaning, but this traditional solution is flawed. 

Rags clutter the workplace, and can be unhygienic, unsafe and stained, with 

a lack of dispensers meaning cleaning supplies are not close to hand. Time is 

also wasted sorting and choosing mixed rags.

The right tools and processes should be in place to ensure a workplace 

is operating to full capacity. Tork cleaning cloths with exelCLEAN are 

non-woven products, refined to improve high-performance durability. 

The cleaning solutions are easy to use and allow people to work smarter 

and safer, increasing worker satisfaction when completing tasks as the job 

can be done quicker. Tork products require up to 41 per cent less solvents 

than rags, reducing costs and improving working conditions and in turn, 

employee satisfaction and retention. 

� www.tork.co.uk/getdetailed

SIGNBOX PLAYS KEY ROLE AS LANDMARK 
BUILDING, THE MILLE, IS TRANSFORMED 

Following its successful interior and 
exterior signage refit of west London off ice 
building Vantage London, Signbox has 
delivered again, this time for The Mille. This 
now newly refurbished landmark building 
off ers stylish, contemporary off ices for 
modern businesses. 

As part of a full refurbishment of this 
twelve storey building Signbox worked 
closely with building owners McKay 

Securities, architects Spratley Studios and specialist contractors KeyShel 
Interiors to deliver high-quality bespoke signage – exterior illuminated lettering 
to reception signage, directory listings and wayfinding totems.

Signbox had worked successfully with all three of these companies before, 
but what really convinced the client they were right for the job was the fact that 
they were able to provide a design solution to erect scaff olding at the top of the 
building in order to complete the crucial high-elevation aspect of the project. 

In addition to this high elevation signage, 
visible to tens of thousands of London 
motorists every day, Signbox delivered 
a range of interior signage, including 
directory listings, illuminated reception 
signage and back-decorated glass panels. 
Outside the building, Signbox also installed 
wayfinding totems and carpark signage, all 
to their usual high standards of quality.

� www.signbox.co.uk

 � +44 (0)1784 497550

 � Mark@signbox.co.uk

ALTRO’S FIRST ADESHIVE-FREE FLOORING FOR 
LOW SLIP RISK AREAS IS TOUGH TIME-SAVING 
SOLUTION AT WARRINGTON HOSPITAL  
New Altro Cantata, the 
company’s first adhesive-
free flooring for areas 
with a low slip risk, is 
already demonstrating its 
capabilities at Warrington 
Hospital, providing a 
tough time and cost 
saving solution in a busy 
non-clinical corridor.

Lee Bushell, the 
hospital’s Acting Head 
of Capital Projects, says: “The service corridor is an area that gets an enormous 
amount of traff ic. It’s in constant use during the day. 

“Aft er many years of this treatment, the existing vinyl flooring was really 
showing the strain. It looked tired, scruff y and we needed to find a hard wearing, 
aff ordable long term solution that could be laid with minimal disruption in this 
busy area."

New Altro Cantata is a decorative, adhesive-free flooring that creates 
maximum impact with minimum downtime. Using Altro’s award-winning 
adhesive-free installation method, it can be welded and walked on the same 
day, and at the end of its life removed easily, allowing it to be reused or recycled. 
It can handle the traff ic of busy areas and is a long-term solution that will look 
good for years to come. Plus, there are no associated adhesive odours. 

� www.altro.co.uk

LIGHTING CONTROLS ELIMINATES 
COMMISSIONING ON CAT A INSTALLATIONS 
Lighting Controls’ 
new Area Controller 
comes with new test 
features, allowing a 
lighting control network 
to be checked before 
commissioning. In other 
words, the integrity 
of the installation can 
be checked when 
the network wiring is 
completed, and the 
lighting system fully 
working. All DALI strings 
are also tested. With this 
new and innovative protocol the building lighting is functional before a CAT B 
fit out but without commissioning costs.

The area controller has four buttons: Two to check that the lamps dim and 
brighten; one button to start the Test function; and, 
one button to cancel the Test function. Pushing the 
Test button causes the lights to go OFF either for 20 
minutes or until the Cancel button is pushed.

The development of this new protocol is the 
latest in a line of new products that reduces 
installation and maintenance costs while 
maximising reliability and flexibility. 

� www.lightingcontrols.ltd.uk

 � +(44) (0)1252 470027

 � info@lightingcontrols.ltd.uk
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EDEN KAFEVEND LAUNCHES 
FULLY MANAGED SERVICE
Eden Kafevend, is now off ering an Enhanced Service on their KLIX Outlook 

package option. The Fully Managed Service will also be made available to 

customers with snack and can machines.

Simplicity is 

key, allowing 

companies 

to provide 

a valuable 

refreshment 

service to their 

employees, 

customers and 

visitors without 

enduring any 

of the hassle 

associated to 

such an off ering. 

All customers need to do is select their vending price (if charging) and the 

Eden Kafevend team will organise the rest, from free installation, training 

and stock management. No more worrying about the stress and hassle of 

storing products in-house or refilling machines. Customers who use our 

expertise focus their time and money where it counts.

On every visit the machine will be refilled and cleaned, drinks will be 

reviewed against popularity and machines restocked accordingly. For more 

information meet the team at The Facilities Show stand R1110, from 20th to 

22nd June.

� www.kafevend.co.uk  �  0808 159 4308

 � UK-sales@uk.edensprings.com

TORK EASYCUBE IS A HIT WITH STAFF, 
CUSTOMERS AND MANAGERS AT SWISS VENUE
A concept centre in 
Bern is saving time and 
money – while also 
minimising stress for 
staff  – since introducing 
Tork EasyCube in its 
washrooms.

The installation in 
the Swiss capital has 
also led to higher levels 
of customer satisfaction 
plus washroom 
dispensers that run out 
of soap, hand towels and toilet tissue far less frequently.

Tork EasyCube collects data on washroom refill levels and visitor numbers 
via connected devices. This information can then be accessed by cleaning staff  
at any time via a computer, tablet or smartphone.

The system has been installed at the newly-opened Welle7 concept centre at 
Bern’s main railway station. Up to 60,000 commuters each day exit the station 
via the Welle7 facility where they use the facilities to meet colleagues, have 
lunch or go shopping.

Tork EasyCube consists of a network of sensors positioned inside washroom 
dispensers for soap, hand towels and toilet tissue. Other sensors are placed 
on toilet cubicle doors. These sensors upload data on washroom traff ic and 
product refill levels, allowing cleaning staff  to access this data from the internet 
via a smartphone or tablet.

� www.tork.co.uk/easycube

�  01582 677400

PROBLEMS WITH SPEEDING 
TRAFFIC ON YOUR SITE? 
As a major supplier of Home Off ice approved fixed and mobile speed cameras 
to the UK Police, Truvelo is the perfect partner to assist you in promoting 
compliance with site speed limits and ensuring vehicle and pedestrian safety 
on site.

Truvelo has developed a range of products to assist site managers to satisfy 
their health and safety obligations including vehicle-activated speed indication 
signs, data collection units, hand-held speed guns and low cost speed cameras. 

• Configurable LED Matrix Sign
• Data-Logging/Traff ic Statistics 
• Bluetooth connectivity 
• Mains, battery or solar powered
• Speeds and Messages/pictograms can be displayed 
• Fixed or Portable installation 

• Radar spot-speed cameras
• Covers up to 2 lanes
• Night time capable
• Front or rear photos
• Mains/battery power 
  options
• Auto image transfer via 
  3G/4G 

� www.truvelouk.com

 � 020 847 4400

 � info@truvelouk.com

RAWLINS PAINTS

Established in 1873, Rawlins Paints have grown to be one of the UK’s leading 
suppliers in specialist paints and coatings for the industrial and commercial 
sector. Specialising in fire protection, cladding, roof and floor systems, a 
full technical advice service is available across all our products to aid the 
contractor, facilities manager, specifier or architect make an informed choice 
on the best product for their project.

We stock brands including Rust-Oleum, Jotun, Sika, 3M, Sherwin-Williams, 
Nullifire, International, Coo-Var, Zeroflame and many more. Being independent 
we can help you get the right solution for your project from all the options 
available across the industry rather than just a select few.

Our dedicated team of experts help our customers retain and win more 
business by delivering better solutions to their clients, on time by off ering a 
nationwide next day delivery service.

Why Rawlins? - We're confident you'll enjoy trading with us, here's why: • 
We go the Extra Mile - We're Honest - We're Experts - Our Price Promise means 
that you can be sure you're getting our best price and service. Our technical 
team off er straight forward, practical advice from 140 years of dependable 
experience.  We Stand by our Products – We off er manufacturer backed 
guarantees up to 25 years on our systems. We Understand Time is Money - 
We promise to provide a solution to your enquiry the same day, because we 
understand the importance of a quick turnaround.

� www.rawlinspaints.com

 � sales@rawlinspaints.com

 � 0113 245 5450
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ST ALBANS CITY AND DISTRICT COUNCIL 
INVEST IN GOODLIGHT LED PANELS TO 
TRANSFORM OFFICE LIGHTING    

LED Eco Lights has announced that St Albans City 

and District Council has completed phase one 

of a project to replace fluorescent tubes within 

their 6000m2 off ice building with long life, 

energy eff icient LED panels from the Goodlight 

range.

Following a successful pilot scheme, a rolling 

programme commenced to replace the fluorescent 

lights in the off ice sections with Goodlight LED 

panels. According to Candice Luper, Sustainability 

Projects Off icer at St Albans City and District 

Council, “The response to the pilot was positive 

and staff  were impressed with the quality of 

lighting. The old fluorescent lighting, particularly in 

the winter months gave poor illumination causing 

eye strain, whereas the new Goodlight LED lighting 

gives an even light distribution throughout the 

whole off ice which more closely resembles daytime 

outdoor light. It has improved working conditions 

for the staff .” 

LED Eco Lights supplied St Albans City and 

District Council with Goodlight Eco LED ceiling 

panels that draw just 28W giving a direct energy 

saving of 60 per cent. They are designed to slot into 

an existing ceiling grid with ease, are guaranteed 

for five years and have a lifespan of 50,000 hours. 

Candice Luper explained, “Based on energy savings 

alone, we have calculated the Council will save just 

under £16,000 per year in electricity and lighting 

replacement costs, and therefore achieve full 

payback in three years. In addition to this, we will 

reduce our greenhouse gas emissions by 38 tonnes 

of carbon dioxide equivalent per year.”

Installation of the LED ceiling panels was carried 

out over the weekends to limit disruption to the 

staff . The Council selected 600x600mm LED panels 

in 4,000K, natural white colour temperature. The 

next phase will be to replace the existing fluorescent 

lights in the bathrooms, stairways and kitchens to 

achieve maximum energy saving.

Commenting on the success of the project, Philip 

Edgecombe, Commercial Director at LED Eco Lights 

says “We are delighted to support another Local 

Authority with their conversion to LED lighting. Our 

Goodlight range ticked all the boxes – eff iciency, 

maintenance reduction, ultra-long lifespans and 

value for money. Another project delivered without 

fuss, to budget and on time.”

�    www.goodlight.co.uk                          �  01276 691230

NEW WATER STUDY SHOWS 
SUPERIORITY OF IDEXX 
LEGIOLERT TEST IN IDENTIFYING 
LEGIONNAIRES’ DISEASE RISK   
IDEXX, the global leader in rapid 

microbiological testing for water, today 

announced the publication of a peer reviewed 

study1, “Evaluation of a most probable number 

method for the enumeration of Legionella 

pneumophila from potable and related water 

samples,” by leading water microbiology 

consultant, David Sartory, in Letters in Applied 

Microbiology. The paper concludes that the 

IDEXX Legiolert/Quanti-Tray test is superior to 

the standard method for quantifying Legionella 

pneumophila (L. pneumophila), the primary 

cause of Legionnaires’ disease.

The study compared performance of the IDEXX 

Legiolert/Quanti-Tray most probable number 

(MPN) method, with the ISO 11731-2 membrane 

filtration method for the enumeration of L. 

pneumophila from 100 ml potable water and 

related samples. Data from a multi-laboratory 

study analysed according to ISO 17994 showed 

that Legiolert/Quanti-Tray yielded on average 

higher counts of L. pneumophila. It also 

quantified the Legiolert medium as having a 

high specificity of 96•4 per cent, and concluded 

that Legiolert/Quanti-Tray represented a 

significant improvement in the enumeration 

of L. pneumophila from drinking water-related 

samples.

The IDEXX Legiolert test is based on a bacterial 

enzyme detection technology that signals the 

presence of L. pneumophila through utilisation of 

a substrate present in the Legiolert reagent. 

L. pneumophila cells grow rapidly and reproduce 

using the rich supply of nutrients present in the 

Legiolert reagent. Actively growing strains of L. 

pneumophila use the added substrate to produce 

a brown colour indicator. Legiolert detects L. 

pneumophila at 1 organism in a 100 ml sample 

within 7 days.

For more information, visit IDEXX Water UK

1. The full text can be accessed at http://
onlinelibrary.wiley.com/doi/10.1111/lam.12719/
full “Evaluation of a most probable number 

method for the enumeration of Legionella 

pneumophila from potable and related water 

samples”

D.P. Sartory, K. Spies, B. Lange, S. Schneider, B. 

Langer.

�  www.idexx.co.uk/water          �  wateruk@idexx.com          �  01638 676800
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KIRONA HELPS CLEARWATER TO 
INCREASE PRODUCTIVITY BY 15%   
Clearwater Group PLC provides products and 

services relating to water hygiene and treatment, 

engineering, pump services, consultancy and 

air hygiene. The purpose of which is to enable 

Clearwater’s customers to meet health and 

safety, environmental and legislative concerns 

whilst maintaining asset reliability and 

compliance.

THE CHALLENGE
Clearwater’s continued success meant that it soon 

began to outgrow its existing working processes 

and needed to adopt a strategy for managing its 

workload more eff iciently. In an average month 

Clearwater was carrying out around 11,000 jobs, 

leading to 30,000 written reports created in the 

field, using around 50,000 pieces of paper. Not 

only was there a delay with paperwork being 

passed between the off ice and field workers, but 

this paperwork also needed to be re-keyed into 

an off ice system; creating significant amounts of 

admin work. And of course, some paperwork could 

inevitably be misplaced; creating problems for 

an organisation that is undertaking critical safety 

compliance work. 

Clearwater’s goals were to reduce the 

ineff iciencies within its processes, allowing it to 

carry out increased workloads with its existing 

workforce. As well as improve the audit 

trail and speed of reporting for its end-

to-end process.

THE SOLUTION
To overcome these challenges 

Clearwater decided that it required a 

mobile application for the field based 

workforce, which would allow it to 

transition from paper to an electronic 

way of working. As Geoff  Griff ith, IT 

Manager at Clearwater comments; 

“We had our core Causeway off ice IT 

system customised to comprehensively 

manage our business processes, but 

it was limited to inside our off ice walls 

and didn’t have an eff icient workflow 

for our field engineers. We came to the 

realisation that we needed a soft ware 

system to manage the field based 

processes and crucially, it had to be 

able to integrate with Causeway, for a 

seamless interaction between the off ice 

and field staff .”

THE PROCESS
Field based engineers are now equipped 

with mobile devices, and from these they 

now sign onto Kirona’s Job Manager mobile 

application in order to download their 

allocated work; giving them comprehensive 

details of where they need to go, what they 

need to do, and what information they need 

to capture during their visit to site.

One of the crucial aspects of why Kirona’s 

Job Manager product was chosen is due to 

its flexibility. As Geoff  explains; Oft en we 

don’t know the full extent of the problem 

until an engineer arrives on site. What might have 

been intended to be a 15-minute visit may take 

several days. Job Manager’s scheduler can allow 

staff  to run over. 

THE OUTCOME
Geoff  Griff ith comments, “The implementation 

of Kirona’s Job Manager has helped us to realise 

the key benefits we set out to achieve. Field 

staff  spend less time travelling and undertaking 

administration, freeing up time for the core 

activities that we want them to focus on. Ultimately 

the introduction of Kirona’s Job Manager has led 

to a 10-15 per cent increase in our productivity and 

greater earning per field worker. We also now have 

visibility of how our field service is performing in 

real-time, whereas previously we wouldn’t know 

if there were any problems until aft er the event 

had occurred. Our next step is to expand the use of 

Job Manager to an additional 180 field workers in 

the organisation and to use more features of the 

soft ware such as the electronic timesheets.”

Meet Kirona at the Facilities Management Show, 

stand N750.

 �  www.kirona.com             �  laraine.geddes@kirona.com
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THE BLUEPRINT OF FUTURE 
FM BUSINESS MODELS
W

ith every passing decade, the FM 

landscape shift s noticeably in 

numerous directions. Back in the 

1980s, facilities management was, in most 

cases an in-house function. Thirty years on and 

client requirements have exceeded the scope 

of the traditional FM off ering. It is no surprise, 

then, that delivery models have changed – and 

continue to change. Although there remain 

examples of businesses retaining in-house 

services critical to their off ering, FM is now 

largely outsourced. Recent research from 

Global Industry Analysts (GIA) reveals that 

69 per cent of the UK market outsources more 

than half of their facilities services. 

Organisations are under increasing pressure 

to cut costs to their real estate footprint. 

However, they must do this while simultaneously 

implementing measures that will help improve 

engagement, productivity and ultimately, the 

bottom-line. I think it’s fair to say that business 

leaders recognise that the FM function is critical 

when moving to a more collaborative and eff icient 

way of working. As such, there’s more respect for 

the industry. Despite this recognition, the need to 

focus on the core business off ering can sometimes 

dilute or override the in-house eff ort required to 

adequately maintain the built environment. As the 

nature of work becomes more complex; so, too, 

does the FM requirement. As such, in-house FM 

teams don’t always have the time, the budget or 

the specialism to execute the necessary provision.

FM providers that off er a range of service lines 

bring the best of both worlds to the end user. 

They off er the specialism necessary to execute a 

diverse array of functions, but with a streamlined 

approach – meaning the client only has to deal 

with one party. Liaising with multiple providers to 

ensure the delivery of a multifaceted FM provision 

is not time eff icient; nor is it cost eff ective. Perhaps 

this explains why 70 per cent of end users, as 

per GIA research, plan to adopt multinational 

contracts by 2020. There is a growing appreciation 

for outsourced partners that can deliver a high 

quality, tailored solution. This cost and time 

saving alternative also off ers the convenience of 

one point of contact, one invoice and little need to 

have an extensive in-house FM team. 

The outsourcing trend, when reduced to its 

most basic level, stems from the desire to find a 

way to make things work in the business as cost 

eff ectively as possible. 

But it’s not just about partnering with service 

line specialists – every sector requires its own level 

of expertise. The greatest innovation we can bring 

to the table is the structure of our business. We 

understand that diff erent sectors require diff erent 

approaches, and we’ve built our business model 

to ensure that our clients can talk to the specialists 

that live and breathe their sector. Our retail, 

manufacturing, education, leisure, healthcare, 

construction, hotel, public sector, professional 

services, distribution, utilities and media clients 

expect us to be experts in delivering FM in similar 

environments. As you can imagine, the needs 

of each sector massively vary. In line with these 

demands, we have moved from a service-line 

approach – where we organised our businesses 

into cleaning, security, catering and M&E divisions 

– into a sector-based approach where our divisions 

are dedicated to the sectors they service.

In addition, we are making the most of the 

technology in the FM space. Servest is innovative 

in nature and each division is exploring the 

ways and means they can use the Internet of 

Things (IoT) and ever-advancing tech to enhance 

the customer experience; whether that’s by 

interacting in a diff erent, more eff icient way – or 

collating real-time business data as to provide a 

more proactive and predictive service off ering.

We have made these changes to reposition 

ourselves as a business partner, as opposed to just 

a service provider. For us, it’s about responding 

to the challenges of our client base by off ering 

a wider set of service delivery options – without 

sacrificing the level of expertise required to deliver 

successful FM. 

BLOG FFRROOM ROB LEGGE, SERVEST, CEO

COMPASS GROUP’S HEALTHCARE TEAM RAISES 
OVER £150,000 FOR ALZHEIMER’S SOCIETY 
Compass Group UK & Ireland’s Healthcare team has raised 

£151,555 for Alzheimer’s Society in just two years.

The food and support services firm announced its support for 

Alzheimer’s Society in May 2015 and the team has since reached 

the £151,000 target required to fund essential research into 

‘dysphagia’ (diff iculties in eating, drinking, and swallowing) in 

people with dementia in a residential care setting.

Lindsay Collins, an Alzheimer’s Society Clinical Fellow at 

the University of Bradford, is leading the research to better 

understand how and why eating and drinking can be disrupted in people with dementia. Her findings will 

help healthcare professionals to provide better care for people with dysphagia and dementia, helping to 

improve their quality of life.

Successful fundraising activities have included ‘Elf Week’ which saw colleagues across Compass’ 

Healthcare Retail business dress up as elves during the Christmas period. The initiative raised an 

impressive £71,000. The team also raised £26,000 in support of Simon Brown, Regional Manager in 

Compass’ Healthcare Retail business, for taking part in the London Marathon in April.

To mark Dementia Awareness Week (14-20 May), a cheque was presented to Michael Dent, Director of 

Fundraising at Alzheimer’s Society, during Compass Group UK & Ireland’s Healthcare Conference.

Rob Legge, CEO, Servest

MITIE RAISES £32,000 FOR 
CANCER CHARITIES
Mitie’s annual Charity Ball has raised an 

impressive £32,000 for two cancer charities 

– CLIC Sargent 

and Beatson 

Cancer Charity.

Now in its 

fourth year, 

the black tie 

event – held 

on Saturday 

13 May at the Gailes Hotel in Irvine – saw 

250 people come together for an evening 

of entertainment and fundraising. Through 

a grand prize draw and auction, funded 

by Mitie’s suppliers’ and sub-contractors’ 

generous donations, just over £32,000 was 

raised on the evening.

Since launching, the event has raised more 

than £100,000 for various cancer charities.
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G4S’ PETER JONES MOVES TO NG BAILEY  
NG Bailey has appointed Peter Jones as Managing Director of its IT Services 

division, following the announcement that current MD, Bob Dunnett, will 

retire at the end of May.

Jones, who joins the business from G4S where he held the role of MD 

Facilities Management UK and Ireland, and has also previously held senior 

leadership positions at CBRE and Carillion, will report directly to NG 

Bailey’s Chief Executive, David Hurcomb. His new venture will be to lead 

the IT Services division which specialises in the design, supply, installation, 

management and maintenance of voice, data and structured cabling 

solutions to contracting, enterprise and public sector clients.

SKANSKA UK APPOINTS DOWDING 
AS EXECUTIVE VICE PRESIDENT

Following Gregor Craig’s recent 

appointment as Skanska UK’s 

President and CEO, the company 

has appointed Katy Dowding as the 

new Executive Vice President.

Dowding, who joined Skanska in 

2003 and, for the past five years, 

has been Managing Director of its 

Facilities Management business 

and a member of Skanska UK’s 

senior management team, will 

fulfil Craig’s previous role with 

immediate eff ect taking executive 

responsibility for Skanska’s 

building operations, including SRW 

engineering services.

During her career, Dowding has built up a wealth of experience, having 

worked within operational, business improvement and commercial disciplines. 

She was previously with Tarmac/Carillion for 15 years.

Dowding joins Craig, Thomas Faulkner, Harvey Francis, Mark Galloway, Kelly 

Gangotra and Martin Neeson on the executive management team.

Adam McDonald succeeds Dowding as MD of Skanska’s Facilities 

Management business.

ROBERTSON FM ANNOUNCES APPOINTMENTS
Robertson Facilities Management has appointed Geoff  Wren and Andrew 

Scullion as it looks to increase revenue and make a wider contribution 

to local communities.

Wren, joins as Soft  FM Operations Manager, having formerly worked 

for Interserve and ISS in similar roles. He will be responsible for growing 

Robertson FM’s soft  FM business internally and externally, as well as 

working with other businesses to increase opportunities.

Scullion has been appointed Communities Contract Manager, as part of 

the Robertson FM’s service. Scullion will be responsible for facilitating 

the usage of schools in local communities as well as increasing the 

number of schools available for recreational use, coaching, training, 

competitions and events.

http://www.buildrec.com
mailto:info@buildrec.com
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FM is known to be a career that people fall into 
from other sectors. In this regular column, FMJ 
chats to a facilities professional about how they 
got into the sector and takes a look at their 
career path. This month we talk to Greg O’Brien, 
Operations Director, AM Services Group

? What was your first ever job? 

In the early 80s, I was fortunate to 

gain a role with ICI and progressed 

quickly to Production Shift  Manager. 

The grounding gained in this blue 

chip company which, for much of its 

history was the largest manufacturer in 

Britain, was second to none, and it was 

here that my drive for ever improving 

standards was born. 

? What was your first job in the 

FM sector? 

Progressing through production and 

engineering management, I became 

Utilities and Infrastructure Manager 

at the same production plant where 

I started with ICI. It was my role to 

provide a clean, safe and secure 

environment for the company to 

carry out its business, with ultimate 

responsibility for all buildings, services, 

service providers and contracted 

resource. 

? When did you first hear the term 

‘facilities management’? And what 

did you think it meant then?

When I moved to my current employer 

AM Services Group in 2010, the whole 

industry focus was revolving around 

‘changes in FM’ and the need to be 

more strategic. I hadn’t previously 

realised, during my time with ICI, that 

facilities management was a term for 

the role I had been carrying out. 

? What made you choose FM 

as a career? 

The choice, challenge and motivation. 

And, for me, this has always been about 

need and delivery. I’ve experienced FM 

as a client and as a service provider. 

And it’s this experience that gives me 

the drive and determination to strive to 

raise the industry bar, and

 to continually look for improvement 

and innovation in the outsourced FM 

service off ering.  

? How did you progress through 

the profession to your current role? 

I initially joined AM Services Group as a 

Divisional Director for Security Services, 

in a role that covered both sales and 

operations, and the cleaning division 

was headed by a second Divisional 

Director.

Following a change in organisational 

structure, I progressed into the 

Operations Director role, with 

responsibility for all service delivery, 

while the sales function was separated 

out. It was at this point that the 

company made a real move forward, 

by having strategic leadership and 

management functions for each area of 

the business. 

? Do you have any qualifications 

or training in FM? And how have you 

benefited from them?

I oft en say that my (hard services) 

mechanical engineering degree is my 

most widely used qualification in FM. I 

bring strong project management skills, 

and the process and methodology 

behind the hard services, applying 

timelines and critical pathways to an 

organisation that delivers people-based 

soft  facilities services.

? What was the best job that you 

never got? 

Following a three week placement in 

Durban, a long-term opportunity to 

deliver manufacturing improvements 

became available. While golden sand, 

the Indian Ocean and the chance to 

work in such a diverse country was 

enticing, the practicalities of a young 

and growing family meant that the only 

real choice for me was remaining in 

the UK.

? What is your greatest 

contribution to the FM sector, or 

your current role?

As Operations Director for AM Services 

Group, my hard services background 

enables me to bring a strong focus on 

process, methodology and technology 

to give a high degree of visibility in 

everything we do. The introduction of a 

new and bespoke mobilisation planner 

has been pivotal in managing multiple 

contract starts, as our company really 

starts to expand and grow. 

? What’s changed most since you 

started in FM?

Competition in the sector is ever 

increasing, and the need to stay in front 

of the pack has never been greater.

? If you could do one thing 

diff erently in your career in FM, 

what would it be?

I don’t feel I would. I feel that all the 

choices I’ve made have brought 

me jobs I’ve found fulfilling and 

the opportunity to work with some 

fantastic people.

? What would make the biggest 

diff erence to the FM sector? And 

how can that be achieved?

I think that the recognition of FM as a 

valuable contributor to key business 

goals would make a diff erence to the 

industry. I believe that recognition 

in the Board Room can only be 

achieved by the diff erent areas of the 

business, from operations managers, 

procurement, finance, HR and HSEQ 

working together as a team to achieve 

best practice and excellent business 

results.

 ? What advice would you give 

to young people coming into the 

profession now?

Never stop asking questions, and 

always put yourselves in the role of 

the client. That way you should always 

know what is expected of you.  

? How would you describe what 

you do to a stranger at a dinner 

party? 

I help to ensure that facilities are clean, 

safe, eff icient and welcoming so that 

people are happy and want to come 

back.

? What qualities should a good 

FM possess?

The ability to listen and be a good 

communicator, the drive and 

determination to get things done and 

to overcome challenges, and strong 

organisational and planning skills - 

never leave things to chance!

? What are your long-term goals 

for the next seven to 10 years? 

Having hit the big 50, certainly for 

the next 10 years I look forward to 

continuing good health. And for the 

organisation, I would like to continue 

to strengthen the brand, grow the 

business and continue to develop and 

support the career pathways of our 

staff .

? What do you enjoy most about 

working in FM? 

The whole diversity of the role. I’m not 

a person that can sit still for long, and 

the world of FM really keeps you on 

your toes. �

Would you, or someone you know, like to be featured in our career ladder column? If you’re an operational 
FM with more than 10 years’ experience in the sector, then email sara.bean@kpmmedia.co.uk 

Name: Greg O’Brien 
Current role:  
Operations Director, 
AM Services Group   
Born: Accrington, Lancashire  
Lives: Wesham, Fylde

mailto:sara.bean@kpmmedia.co.uk
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