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 decade on from the fi nancial crisis, productivit  growth in 
the UK continues to lag behind pre-2008 levels, according to 
the latest  productivit  fi gures released b  the S  he 
fi gures show that  labour productivit  in  pr to un  
2018, as measured by output per hour, grew by just 1.4 per 
cent compared with the same quarter a year ago; remaining 
below the pre-downturn average of two per cent, continuing 
the “productivity puzzle”.    

There have been realms of possible explanations for the productivity 
puzzle over the past few years, not least the Stoddart Review produced 

by the BIFM. This argues that with figures from the Leesman Index 
showing that just 53 per cent of UK and Ireland employees agree that 
their workplace enables them to work productively, there is much FMs 
could do to provide an e� ective workplace that helps improve business 
productivity. 

The wave of new technology sweeping through the workplace is also being 
hailed a boon to productivity, but as speakers at the latest Quora Smart 
Working Summit agreed, digitisation is only an aide to productivity when used 
wisely. In a talk by Bruce Daisley, European Vice President of digital supremo 
Twitter he argued that the problem with constant access to data via digital 
devices is that people are constantly distracted at work. How, he asked are 
we supposed to be productive when it takes up so much of our time to wade 
through emails before we can turn our attention to actually doing our job?

He goes so far to say that the idea that you can get work done in such a busy 
and disruptive environment as the modern o ice will be laughed at in 20 
years. But whatever the solution to the productivity puzzle, it seems clear that 
FMs are in the front line to ensure, as the Stoddart Review argues, that British 
businesses start tackling workplace productivity by concentrating on the 
e iciency of the people within the workplace, not the o ice building.

 
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.
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� Next Edition

THIS MONTH...

FM CLINIC

18 According to AMA’s ‘Facilities Management 
Outsourcing Market Report - UK 2016-2020’ 

the TFM sector was forecast to reach over £21bn 
by 2020. This has resulted in greater demand for 
‘bundled service’ and TFM contracts. However, it 
has been argued that bundling a mix of services into 
one large service contract can result in suppliers 
vying to win tenders which fail to meet a high 
level of service. How do you view the benefits and 
challenges facing the TFM model now and into the 
future?   

CASE STUDY - HILSON MORAN

22 Engineering and sustainability consultancy 
Hilson Moran has created an exemplar 

o� ice environment at its Manchester o� ice, located 
in Bruntwood’s Neo building on Charlotte Street. 

FMJ NEWS

06 This month’s summary of everything that has 
hit the headlines in the FM sector. 

ASSOCIATION NEWS

08 The latest news and views from RICS-IFMA 
and the BIFM.  

FEATURES

REGULARS

known – has revolutionised our personal lives in less 
than a decade.         

RELOCATION    

32 A relocation is a stressful time for any 
organisation. Grant Clarke, Senior Project 

Director at Rhino Interiors Group, identifies the most 
common pitfalls and how to avoid them.   

INTERVIEW    

34 David Smith, CEO of newly rebranded Bellrock 
FM, talks to Sara Bean about the company’s 

unique model of technology-led end-to-end property 
and facilities solutions.   

WORKPLACE      

38 O� ice environments are changing as space 
becomes multifunctional. Julian Sharpe, 

Principal Director at TP Bennett, looks at the benefits 
and drawbacks of this trend and asks if shared spaces 
require a di� erent FM regime. 

QUORA SMARTWORKING SUMMIT

10 Changing mindsets through leadership 
was the topic for discussion at the latest 

Quora Smartworking Summit, which took place in 
September at ExCeL London.     

THE BUSINESS OF FM

12 A round up of the latest business wins, 
partnerships and acquisitions in FM. 

IOSH ANNUAL CONFERENCE 2018

14 The IOSH Annual Conference took place at 
the ICC in Birmingham on 17-18 September. 

There were some useful lessons for FMs, reports 
David Sharp, Managing Director of International 
Workplace.

FAST FACTS

16 Whether FMs are working with a team of 
engineers or security guards, or working 

in an industrial, manufacturing, catering or food 
production environment, PPE is very much about 
workwear. 

MONTH IN FM 

42 New product and service launches and 
company news from the FM industry.

FIRST PERSON

57 Rory Murphy Blog: “Delivering on our 
standards.”    

Charity: A celebration of the good work that FM firms 
and professionals are doing for charities and their 
local communities.

58 People: Find out who’s moving where in the 
facilities management profession.

59 Career Ladder: Russell Wood, Head of 
Property & Facilities at Close Brothers Asset 

Management.

In next month’s issue, a survey has revealed that 
one in ten employees would avoid using the toilet 
at work because of concerns about hygiene. We 
discuss ways to ensure the washroom experience is 
a pleasant and healthy one. Following late winter 
snows and a blistering hot summer, we’ve a feature 
which explores the implications of climate change 
and its impact on the grounds maintenance sector.  
And we profile a team of NEBOSH qualified Facilities 
Managers who help to manage a range of high end 
residential buildings, from ensuring the safe and 
e� ective management of on-site sta�  to the safe 
working and supervision of contractors.

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

32

22

With health and wellbeing at its heart, it is the 
UK’s first WELL certified project outside of London, 
earning Gold-level certification, and the third 
project to be certified in the UK.   

CAFM

26 We asked a group of CAFM suppliers for 
their views on how CAFM so¢ ware is 

developing to make facilities management easier 
and more e� icient.     

INTERNET OF THINGS  

30 Tech has enabled a seismic shi¢  at home 
and at work – remember when phones were 

rudimentary and web conferences were held with 
several second delays? Smartphones, smartwatches, 
smart speakers, smart thermostats... the world 
around us keeps getting smarter. The Internet of 
Things (IoT) – as these smart devices are collectively 

26
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DIO INVITES FM 
SUPPLIERS TO BID ON 
NEW CCS FRAMEWORK
The Defence Infrastructure 

Organisation (DIO) is 
launching a search for suppliers 
to tender for £2.9 billion worth 
of new facilities management 
contracts under a new CCS FM 
framework.

The Future Defence 
Infrastructure Services (FDIS) 
contracts will provide FM services 
across the UK Defence estate, 
replacing existing arrangements 
when they come to an end.

The contracts are being procured as part of the Crown Commercial Service’s (CCS) Workplace 
Services Facilities Management Marketplace framework. 

This phase of the FDIS programme will procure new Hard FM arrangements for four Regional 
Prime contracts and five contracts that will replace the current National Housing Prime. The 
contracts have a collective value of £2.9 billion, excluding additional works. 

The initial phase of the procurement process will see suppliers qualifying onto each of the 
lots in the framework, enabling them to participate in subsequent call-o�  competitions. The 
award of places to suppliers on each of the framework lots is expected to be completed by the 
end of February 2019, with call-o�  competitions starting soon a� erwards.

Each DIO Call O�  contract will be seven years in length, with options to extend up to a further 
three years, subject to satisfactory performance and other considerations.

An Advertisement inviting Supplier participation has been released in the O� icial Journal of 
the European Union (OJEU) and can be accessed via Crown Commercial Services https://ccs-
agreements.cabineto� ice.gov.uk/node/7285

RICS TACKLES ‘UNFAIR’ PROPERTY SERVICE CHARGES    
RICS has launched new mandatory requirements to ensure 
service charges to commercial tenants are transparent, 
upfront and fair, and that any costs incurred are in accordance 
with the terms of the occupational leases.

The launch of the RICS professional Statement ‘Service 
charges in commercial property’ is a momentous step in 
helping to better regulate the activities of landlords and 
their agents, whilst protecting tenants from having to pay for 
unscrupulous repair or maintenance costs.

RICS has worked with major property bodies representing 
owners, occupiers and managing agents – including BPF, 
BRC, BCO, PMA, Corenet, REVO, PMA alongside ICAEW 

and Law Society, the professional bodies for accountants and lawyers – to produce the 
recommendations, with balanced requirements that reflect the needs and opinions of landlords 
and tenants and the specific considerations of di� erent sectors.

Paul Bagust, RICS Global Property Standards Director, commented: “It is hugely encouraging 
to see all sides of the property industry collaborating and supporting this new document and 
committing to working to the highest professional standards. This professional statement o� ers 
best practice on ensuring occupiers are given clear and concise information on all of the service 
charges they can expect to pay up front. So, it will help to better protect both landlords and 
tenants by avoiding costly – and o� en devastating – disputes over what can be a substantial 
business overhead.”

The changes come into e� ect in April 2019 to give adequate time for accounting procedural 
changes.

USER EXPECTATIONS 
OF CAFM SYSTEMS: 
THE DEVELOPER’S 
PERSPECTIVE

Dave Richards, Chief Commercial Offi  cer, 
Bellrock FM

CAFM systems are increasingly expanding the range 
of modules that are available beyond helpdesk and 
job allocation, to support property and facilities 
related activities such as asset tracking and property 
management. The centralisation of data is the main 
driver for this trend and explains why increasingly 
the CAFM system is becoming part of an enterprise-
wide solution of connected software that includes 
accounting, EPR solutions, and human resources 
platforms. Mobile applications of CAFM systems allow 
data to be captured in an easy and intuitive manner, 
anywhere, any time. 

Bespoke confi gurations can be designed to refl ect 
the client organisation requirements. Being database 
driven means that CAFM can interface with linked 
sites, documents, equipment and asset registers, 
particularly important for any BIM deployment. 

User experience
CAFM isn’t only managing planned work. Building 
users traditionally would have called a helpdesk 
to report issues related to the environment. More 
common now is the use of self-service portals that 
not only create a more joined-up approach to the 
management of the estate, but also mean that users 
can track progress of their job as well as provide 
feedback on their experience. This feedback creates 
useful data for improving customer experience.

New functionality for CAFM
Pressure on workspace utilisation has driven greater 
adoption of alternative workplace strategies such as 
hot desking that require management systems such 
as desk and meeting room booking to work eff ectively 
for both users and FMs. All of the data collected from 
these activities can provide new insights relating to 
workplace utilisation and optimisation strategies. 
These types of tasks are well suited to being managed 
within a CAFM solution so long as the relevant 
integrations are in place. 

There is an ever-present demand to broaden not 
only the functionality, but tracking and reporting 
delivered by a CAFM system. The Internet of Things 
(IoT) creates more integration possibilities, for 
example with smart building monitoring systems and 
access control systems. A data engine can capture and 
manage data from these IoT devices such as sensors, 
drones and 3D imaging cameras, triggering workfl ow 
requests to nominated suppliers. This enables real 
time decisions to fi x an issue before it even registers 
with users.

Analytics, CAFM’s golden egg
The most powerful component of a CAFM system is 
the reporting dashboard. The data not only creates 
greater visibility on aspects such as compliance, 
but also transparency of supplier performance. The 
future of CAFM systems is not only to enable more 
effi  cient delivery, but to be THE management tool that 
analyses data. This provides FMs with the information 
they need to make the best decisions to enhance 
the performance of its facilities services, be that to 
reduce cost, managing compliance or improve user 
experience.

 WORKPLACE SOLUTIONS

INDUSTRY INSIGHT      FMJ.CO.UK
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09-11  OCTOBER 2018
UK Construction Week 2018
NEC, Birmingham 
www.ukconstructionweek.com

15  OCTOBER 2018
BIFM Awards 2018
Grosvenor House Hotel, London 
www.bifm.org.uk

23-24  OCTOBER 2018
London Build
Olympia, London 
www.londonbuildexpo.com

25  OCTOBER 2018
FMJ - RICS debate: How should FM be 
redefined for the C21st?
Parliament Square, London 
https://bit.ly/2QssX6h

07-08  NOVEMBER 2018
Smart Buildings Show 2018
Barbican, London 
www.smartbuildingsshow.com

14-15  NOVEMBER 2018
Property Technology - Lux Live
ExCeL, London    
www.luxlive.co.uk/FMJ

20  NOVEMBER 2018
Public Sector Show 2018
Manchester Central, Manchester 
www.psshowmcr.co.uk

21-22  NOVEMBER 2018
EMEX 2018
ExCeL, London   
www.emexlondon.com

27-28  NOVEMBER 2018
CIBSE Build2Perform Live
Olympia, London 
www.build2perform.co.uk

27-28  NOVEMBER 2018
WORKTECH 18
Southbank Centre, London 
https://bit.ly/2JuLb32

18-20  JUNE 2019
Facilities Show 2019 
ExCeL, London  
www.facilitiesshow.com

DATES FOR THE 
FM DIARY

If you have any knowledge of FM news from across the 
world, please feel free to get in touch with our assistant 
editor Sarah O’Beirne at sarah.obeirne@kpmmedia.co.uk

Mitie sells pest 
control business
Mitie Group has announced the 
sale of Mitie Pest Control Limited 
to Rentokil Initial plc for a 
consideration of £40 million, which 
will be paid in cash at completion, 
sub ect to any ad ustment for fi nal 
completion accounts.

The majority of the proceeds will 
be used to strengthen the Group’s 
balance sheet and accelerate partial 
repayment of the defi cit under its 
defi ned benefi t pension scheme, 
with the balance being reinvested in 
core businesses.

Mitie Pest’s Interim MD, Andy 
Halsall, will continue his role with 
the Company for an interim period, 
to ensure a smooth transition of the 
business from Mitie to Rentokil.

Mitie has separately entered into 
a preferred supplier partnership 
with Rentokil, covering a range of 
services (including pest services) 
provided as part of an integrated 
facilities management off ering to 
Mitie’s customers.

UK fi rms commit to 
Food Waste Reduction 
Roadmap   
The UK’s largest retailers, food 
producers, manufacturers, and 
hospitality and food service 
companies have committed to 
ambitious milestones laid out in 
a new ground-breaking industry 
Food Waste Reduction Roadmap; 
developed with IGD and WRAP to 
further reduce the UK’s food waste 
problem.

The Roadmap encompasses the 
entire supply chain from fi eld to 
fork, and shows the actions large 
businesses will take to address food 
waste both in their own operations, 
and by working to support their 
suppliers. It also sets out how 
these businesses can engage with 
consumers to help reduce their food 
waste. 

Eighty-nine early adopters which 
include hospitality and food service 
businesses, BaxterStorey, Compass 
Group, ISS UK, OCS Group and 
Sodexo are supporting the Food 
Waste Reduction Roadmap. By 
September 201 , the fi rst ma or 
milestone on the Roadmap, the 
aim is to have 50 per cent of the 
UK’s largest 250 food businesses 
measuring, reporting and acting on 
food waste. With all 250 companies 
doing so by 2026.

FIRE DOOR SAFETY 
IGNORED DESPITE 
GRENFELL TRAGEDY

Despite the shocking tragedy of the Grenfell fire in 
London last summer, research has revealed that 

almost 50 per cent of people have seen fire doors illegally 
kept open. In addition, 70 per cent of those surveyed 
admitted they would not know who to contact if they 
noticed a problem with a fire door. 

The survey results were published in support of Fire 
Door Safety Week (24-30 September) which aims to raise 
awareness of the importance of fire doors in saving lives.

The poll of 2,000 adults across the country, carried out by 
online supplier IronmongeryDirect and supported by the Fire 
Industry Association, illustrates an alarming lack of general 
public awareness of the life-saving role of fire doors which 
are a legal requirement in all commercial, public and multi-
occupancy buildings.

Another disturbing outcome was that just under one in two 
people surveyed said that they did not know how to identify 
a fire door.

This research highlights the need for tradespeople and the 
wider public to be more aware of the essential role that fire 
doors play in keeping them safe. Fire doors are specifically 
designed to withstand fire for between 30 and 240 minutes 
and, when used correctly, they can make a significant 
di� erence in saving lives and protecting buildings.

In addition, 34 per cent of people nationally said they would 
prop a fire door open to let in fresh air or give easier access, 
among other reasons.

According to the British Woodworking Federation, the 
organisation behind Fire Door Safety Week, three million fire 
doors are installed each year. However, they remain 
a significant area of neglect and should be regularly 
checked and maintained by those responsible for the upkeep 
of the building.

FMJ.CO.UK      INDUSTRY INSIGHT
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  ASSOCIATION NEWS

I think there have been some interesting and visible changes in the FM market 
since the EU Referendum. Whilst not directly a� ecting recruitment, Brexit 
continues to delay certain decisions for businesses and has caused a lot of 
change in the property market, so it’ll be interesting to see what will change 
once a deal or no deal has actually been reached. 

The e� ect of the EU referendum has also pretty much put the UK on one big 
sale because the value of sterling has plummeted circa 20 per cent. This has 
then driven a huge influx of foreign investment into the UK as their respective 
currencies can go so much further than before. This can then have a clear 
e� ect on the FMs managing those sites for better or for worse. 

In FM, there’s always the constant question of outsourcing or self-delivering 
and this will always cause movement in the FM jobs market. Of particular 
note on this point is the public sector which, in the last 12 months, has 
demonstrated a large appetite to increase their client side FM teams. Whilst 
the driver for this change can’t be down to one reason, I question how much 
of this could be down to a reaction to Carillion and a move away from the 
public sector relying too heavily on outsourced providers?

Talent Shortage? 
In the last 12 months, we’ve found that there’s been an increase in the 
number of counter-o� ers and general salary increases for candidates in FM. 
This is a clear sign that companies are trying their best to hold onto their 
best sta�  and ensure they themselves don’t have to backfill them. O� en, 

employers are needing to look at more junior options in the shortlisting 
stage with the view of developing them as this can ensure they secure those 
individuals for longer. Are we seeing a talent shortage? 

Qualifications
I’m increasingly seeing FM job specifications asking for either AssocRICS 
or MRICS qualifications as a desirable or essential requirement, so it’s 
certainly becoming more recognised and sought a� er in the industry. Both 
qualifications are accessible from an FM background and can help you secure 
those top job opportunities in the market. 

I’ve found that employers are increasingly open to funding qualifications for 
their sta� . Besides the obvious benefits of people development, there’s also 
the added benefit of retention and engagement of those key individuals. If 
you know you can do a qualification that betters you in your role, then your 
employer would surely be short sighted not to fund it. Just ensure you speak 
to the RICS and assess your suitability before pitching to your senior manager. 

So why not put yourself ahead of the competition and ensure you’re 
accurately qualified to reflect your industry experience.

Contact Will at Macdonald & Company for info on the next career move 
wbetts@macdonaldandcompany.com

The latest edition UK 
Employer Skills Survey 

(ESS) thudded onto my 
desk a few weeks ago. It’s 
one of the world’s largest 
business surveys - over 
87,000 employers took 
part. A biennial big data 

authority on the skills challenges facing UK 
employers today.

I’m a bit of a geek when it comes to professional 
development (ESS was on my summer reading 
list) but unless you’re taking the Head in Sand 
E� ectiveness module at Ostrich School, please 
don’t ignore this. 

Today, a fi� h of UK employers have vacancies 
and a third of them are ‘hard to fill’, mostly from a 
lack of the right skills, qualifications or experience. 
Six per cent of employers reporting them doesn’t 
seem many, but they’re growing. And when you 
consider the business impact of a rising number 
of ‘skills shortage’ vacancies: delayed product and 

service development, lost business to competitors, 
pressure on other sta� , the implications for UK 
productivity are plain.  

Lacked skills range from tech and practical 
(including digital), to people and personal and 
they’re more prevalent in the business services 
sector; one of the reasons why one third of UK 
employers has considered recruiting EU nationals.   

The skills gap is mirrored in the existing workforce 
where 13 per cent of employers identify - and it 
persists in service intensive occupations like FM. 
And the impact? Two thirds say skills gaps held 
back their business performance in quality and cost 
terms. And, although the missing skills vary, they’re 
readily attainable – time management, sales and 
customer skills, standards, products and processes. 
Not rocket science. 

In parts of the FM industry, up to a quarter of the 
workforce already comprises EU nationals, across 
the skills spectrum, from support roles to highly 
skilled business leaders. But we’re exiting the EU in 
months, hence 60 per cent of employers expecting 

their skills requirements to change in the next year, 
with three in four needing to upskill.

If time stood still, the case for up-skilling is 
overwhelming. Against today’s pace and scale 
of change, mixed in with Brexit uncertainty, it’s a 
national emergency! Is there hope? I believe there 
is: two thirds of employers train their sta� , and two 
thirds of all sta�  receive some training. 

But that leaves a third without. Why aren’t 
we more compelled to develop our people and 
ourselves?  

It is not about supply: there’s no shortage of 
structured opportunity in workplace and FM. 
Accessibility and delivery is wide, styles numerous, 
and there are more qualifications available than 
ever, so, who or what is blocking development?

I want to see more of our profession’s potential 
leaders become development champions. I see lots 
of nodding in agreement about the importance of 
upskilling. I see talented juniors seeking learning 
opportunities. But – I have to say it – I sense apathy 
at the middle management level in FM. 

Next month the BIFM becomes IWFM and takes a 
first step to becoming a chartered body, underlining 
professional development as a key lever in our 
industry’s advancement. Let’s get behind this 
massive opportunity to skill up and level up. 

Let’s put Ostrich school out of business. 

THE FM RECRUITMENT MARKET

BIFM CEO, Linda HausmanisBIFM CEO, Linda HausmanisBIFM CEO, Linda Hausmanis

MIND THE GAP 

INDUSTRY INSIGHT      FMJ.CO.UK

The FM industry certainly had a sobering start to 2018 with the collapse of Carillion yet it remains a highly 
buoyant sector to be working in and one that will always be a critical part to any business. The industry 
has always been hugely resilient and doesn’t necessarily experience booms or busts like that of Property 
Development, but FM certainly experiences lots of exciting changes nonetheless 

mailto:wbetts@macdonaldandcompany.com
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Now in their 17th year, 
Smartworking Summits feature 

key decision-makers, speaking under 
Chatham House rules, who openly 
discuss the ways in which they are 
addressing the changing nature 
of work. The line-up for the latest 
event comprised Bruce Daisley, Vice 
President EMEA, Twitter and host 
of Eat Sleep Work Repeat; David 
Landsman, CEO, Tata Europe and 
previously a highly regarded British 
ambassador to several EU countries; 
Betsy Bassis, Director General and 
COO, Defra; Arvinder Mudhar, CIO, 
Brit Insurance, and Angus MacGregor, 
CHRO, MUFG (formerly Bank of Tokyo 
Mitsubishi).

They were there to discuss the theme 
‘changing mindsets through leadership, 
which sets the tone for organisational 
culture and performance’. As John 
Blackwell, Quora’s Managing Director, 
explained: “When we’re looking at 
changing the mindset, we’re doing it 
from a collective position, but everyone 
is di erent. We need to work towards 
helping individuals achieve something 
which they collectively want to move 
forward on.”

Organisations need to begin by 
determining the culture of their 
organisation, including the profession 
from which its leadership is drawn, as 
that can have a huge influence on the 
direction of travel. Aligned to that, noted 
one speaker, is the di iculty of changing 

an organisational mindset when it is so 
influenced by the past. “How much is 
the workplace of tomorrow formed by 
that of the workplace of yesterday, when 
so much of where we are heading is 
influenced from where we come from.”

Even when employees are enthusiastic 
about their job, their perspectives are 
probably much more diverse than 
their leadership realises. It was pointed 
out that the individuals on a board of 
directors at a major corporate are highly 
successful people, which means by 
definition they are not representative of 
the majority of sta  within their company. 
This means employees may not view 
their relationship with the business in 
the same way as senior management. 
While the leadership tends to have a 
strategy regarding where the business is 
going, the sta  think of the organisation 
ultimately as their bosses’ business, and 
the leadership as the people who ‘own’ 
the culture of the organisation.

MIDDLE WAY
All the speakers agreed that middle 
management – a crucial layer between 
senior leaders and sta  – was where 
the mindset of an organisation can get 
muddled. The problem is that middle 
managers who are promoted because 
they’re good at their primary job may be 
given basic management training, but 
not e ectively taught how to manage 
people. One speaker commented: “If 
you’re a leader who believes your middle 

manager doesn’t think ahead very 
well, that’s your problem. And if you’re 
incentivising them to hit next quarter’s 
results and that’s all you’re paying them 
for, why should they think about the 
long-term future? You’ve given them 
a very clear signal that it’s all about 
short-term results, so if you want them 
to think about the future, ask them what 
they think and reward them properly for 
doing it.”

It’s o� en middle managers who are at 
the front line when it comes to finding 
ways of getting fresh recruits into an 
organisation and motivating them. 
As one speaker put it: “We’ve got to 
help make these people sort of ‘ninja 
managers’, become brilliant at helping to 
form mindsets and become qualified to 
do the bidding of the leadership team.”

PRICE OF DIGITAL DISRUPTION
We keep hearing about the benefits of 
digital disruption, but there’s a price to 
pay as well. According to research, the 
average UK worker spends 16 hours a 
week in meetings, the average manager 
23 hours, and most people wade through 
an average of 140 emails a day. “This 
means before you begin your job every 
day, you’ve an assault course to get 
through,” said Bruce Daisley. 

He recalled how Sandy Pentland of MIT 
put the SMS of a mobile phone into a 
lanyard to help determine what creative 
workplaces and unproductive workplaces 
look like. Pentland observed that even 
though email makes up about 40 per 
cent of our working day, it accounted for 
close to zero for productivity. Meetings 
account for a similarly large burden 
and contribute around four per cent to 
productivity. Pentland concluded that the 
best behavioural contribution to output 
and innovation is simple face-to-face 
chat. 

This, suggested Daisley, means that 
organisations must mentor their sta  to 
help them manage their own availability. 
He called for bosses to stop the 
“infantilisation of adults and allow people 

to decide themselves what is the best 
way to manage their work volume”.

Most of us have noticed that more and 
more people are wearing headphones 
in o ices to cut out the distractions – a 
trend o� en attributed to the influence of 
the young. But, said Daisley, it’s a mistake 
to blame young people “rather than 
admitting we’ve created a dysfunctional 
workplace”.

The idea that you can get work done in 
such busy and disruptive environments 
will be laughed at in 20 years, he 
predicted. “The problem now is that 
productivity is too o� en mixed up with 
looking busy. Think of the prolific output 
of Charles Dickens, who didn’t work 
a� ernoons. If he was being appraised 
now, managers would complain he 
wouldn’t attend a meeting at 3pm.”

CULTURE WARS
The main issue with culture initiatives is 
that sometimes they try to mandate a 
personality trait, for instance presuming 
that everyone wants a collaborative 
workplace, when in reality some people 
perform best when carrying out solo 
tasks. Also, many organisations foster the 
idea of a ‘presumed mission’ even within 
a huge corporate multinational business. 
One suggested solution was to encourage 
small team cultures that align around a 
shared set of values rather than trying to 
create a homogenous company culture. 

A similar and very salient point made 
by another speaker was: “Why does the 
work culture o� en vary so much from 
human culture? Why is it that the person 
you are at work is not always the person 
you are at home or with friends, and how 
can organisations encourage their people 
to be who they really are?” This aspect 
was explored in a further discussion on 
diversity, with the proposition that for 
many people, ‘feeling other’ may not 
be to do with their gender, race or age. 
There are many layers of otherness that 
may make people feel excluded, from 
moving into a job from a di erent sector 
to having a di erent accent. 

Just as fish are not aware they are in 
water, leadership can o� en miss the 
obvious factors which influence mindsets. 
They need to consider the perspective 
of each and every workplace and own 
the issue in order for mindset change to 
happen. It’s not good enough to want 
clones of the people you’ve already got 
who are di erent to only a slight degree. 
If the only thing in your mind is cultural 
fit when recruiting, you’re never going to 
achieve diversity. 

ALL IN THE MIND
Changing mindsets through leadership was the topic for discussion at 
the latest Quora Smartworking Summit, which took place in September 
at ExCeL London 
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At Colt, we have been servicing smoke control 
systems for more than 70 years.

As a result, the benefi ts of signing a service 
contract with us are many.   

1.  Our engineers are highly experienced and highly 
trained. Where possible, we assign the same 
engineer to your site to maintain continuity.  

2.  We offer nationwide coverage. We have 
engineers stationed in all parts of the UK.

3.  We will be with you in 24 hours. Our average 
response time is 4 hours in an emergency.

4.  We tailor our service packages to the building.
5.  We will arrange preventative maintenance to 

meet the requirements of the RRO and SFG20.
6.  We have a fast and effi cient spare parts service.
7.  No matter who manufactured your system, we 

can maintain and repair it.
8.  We can carry out environmental surveys to cut 

energy costs and reduce your carbon footprint.
9.  We provide design support, should you wish to 

make alterations to your building or its function.
It boils down to the fact that our area managers 

maintain regular contact with our customers.  
For new customers they will survey a site prior 

to any engineer visit. Small wonder then, that when 
looking for a competent and trustworthy company 
to maintain their smoke control systems, so many 
people in charge of offi ces, residential blocks, 
factories and car parks, all do the same thing.

Choose Colt.  
To fi nd out more, visit us at:

coltinfo.co.uk/service-maintenance
Alternatively, call us on 02392 491735 or email: 
service@uk.coltgroup.com

Choose Colt. 
Seventy years and still No.1 in smoke 
control service. Here’s why.

BELFAST

LONDON

LIVERPOOL

EDINBURGH

INVERNESS

NEWCASTLE

SHEFFIELD

LEEDS

NORWICH

CANTERBURY

BRIGHTON

BRISTOL

CARDIFF

EXETER

MANCHESTER

SOUTHAMPTON

BIRMINGHAM

GLASGOW

Wherever you are in the UK, you are never far from one of our 
service engineering bases.

Colt maintains a fl eet of service vehicles to ensure our ability to be with you 
within 24 hours (4 hours in an emergency). 

Colt has more smoke control engineers with greater mobility, at more locations 
up and down the country than any of our competitors.

When not on site Colt engineers are often engaged in training and seminars to 
keep up to speed on the very latest developments.

Service Expertise built on proven experience.

3836.18 Colt Service - FMJ.indd   2 20/03/2018   10:17

mailto:service@uk.coltgroup.com
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VINCI FACILITIES SECURES NATIONAL 
FM CONTRACT WITH SHELL
VINCI Facilities has confirmed it has been awarded a contract with Shell UK Retail to 
provide FM services across its nationwide portfolio of company owned retail sites.

VINCI Facilities will become one of Shell’s principle hard FM service providers 
operating across its UK retail forecourts. Its team will embed the latest FM technology, 
digitising many aspects of the operation to deliver a service that is fast, e icient and 
focused on quality and information visibility.

One of the goals for VINCI Facilities will be to change the emphasis to preventative 
maintenance, improving e iciency and bringing significant savings to the Shell 
maintenance budget and improving the overall experience of anyone visiting a Shell 
fuel station. Key to the performance measurement will be proactive data analysis and 
reporting processes.

The Good Eating Company has won the foodservices 
contract with Nomura, the Asia-headquartered fi nancial 
services group. The multi-million pound deal will see the 
workplace dining specialist deliver its unique workplace 
dining experience at Nomura’s London head offi  ce on 
Angel Lane. The Good Eating Company will manage the 
restaurant for the 4,200 employees at its London offi  ce 
as well as the fi ne-dining, hospitality, conferencing & 
events business and the on-site convenience store.

Public services provider, Amey, has secured a three-
year contract worth £1.3 million per annum to provide 
a range of FM services at the new head offi  ce of the UK 
Hydrographic Offi  ce (UKHO). The UKHO an executive 
agency, sponsored by the Ministry of Defence collects and 
supplies hydrographic and geospatial data for the Royal 
Navy and merchant shipping, to protect lives at sea. 

The Derwent Group has appointed global real estate 
services provider Savills to manage its £500 million 
commercial property investment portfolio. The move is 
part of the Group’s plan to increase its focus on long term 
strategic asset management. The instruction will be led 
by Savills Manchester-based property management team. 
Derwent staff  impacted by the decision will transfer 
to Savills, with the contract due to commence on 1st 
December 2018.

ISS Ireland has retained its contract with the Houses of 
the Oireachtas (Irish Parliament) for a further four years. 
Situated in Central Dublin, the Oireachtas consists of 
the two Houses: Dáil Éireann (Lower House) and Seanad 
Éireann (Upper House) whose functions and powers 
derive from the Constitution of Ireland. ISS has provided 
cleaning and ancillary services since fi rst commencing 
operations in 2012.

Incentive Lynx, the security services arm of Incentive FM 
Group, has renewed its security contract for Plantation 
Place, in Fenchurch Street in the City of London.
Plantation Place is occupied by numerous insurance 
and fi nance companies and also houses retail units and 
restaurants. Incentive Lynx will continue to provide 
guarding services 24 hours a day under the new one-year 
contract.

Kasp 145 Marine 
Padlock Range
Optimum Protection in Harsh Environments

NEW

Carl Kammerling International Ltd. Pwllheli, LL53 5LH     www.kaspsecurity.co.uk/fmj9

Visit website for details

TWO NEW UNIVERSITY DEALS FOR APLEONA
The FM and workspace services provider has 
commenced delivery of a new, long-term multi-
million pound contract secured with the University 
of Roehampton.

The five-year deal worth in excess of £12 million, 
sees Apleona providing cleaning, pest control, 
window cleaning, feminine hygiene plus hotel and 
conferencing services to multiple sites located 
within the south-west London campus.

In addition, Apleona has also secured an 
extension to a contract first agreed with University of Central Lancashire (UCLan) in 2014. 
Based in Preston with a student and sta  community approaching 38,000, UCLan is one of 
the UK’s largest universities for which Apleona will deliver services including M&E reactive 
and planned maintenance, cleaning, security, grounds maintenance, pest control, waste and 
window cleaning.

INDUSTRY INSIGHT      FMJ.CO.UK

http://www.kaspsecurity.co.uk/fmj9


Ingersoll-Rand UK Limited TEL: 08457 165 162 EMAIL: customer.care@trane.com WEB: www.trane.co.uk

HVAC EQUIPMENT CLIMATE RENTAL ENERGY MANAGEMENT SERVICE MAINTENANCE SPARE PARTS

A BRAND OF

Learn more about Trane’s 
Heating portfolio. 
Contact Trane today 
on 08457 165 162

There is world-wide demand for sustainable and more effi cient products to reduce energy 
and resource consumption. Trane is committed to innovating and manufacturing products which 
are fully compliant to EU legislation on Ecodesign and energy labelling.
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The warm side of Trane

Innovative HVAC Solutions
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Air-to-water
Scroll indoor heat pumps
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scroll/screw heat pumps
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The conference began with an 
informative session on the 

sentencing guidelines for health 
and safety o� ences, which provided 
some context for the way the new 
rules have been applied since their 
introduction in 2016. Fines are 
increasing (they rose 80 per cent in 
the first year). But – interesting to 
note – there is leeway in the way 
fines have been calculated (for 
example, taking admission of guilt 
and the size of organisation into 
account). The session also provided a 
useful reminder that there had been 
only 40 or so prosecutions brought 
under corporate manslaughter 
legislation introduced 10 years ago – 
fewer than I’d thought.   

The conference also provided an 
opportunity to hear from Dame Judith 
Hackitt, providing the latest update to 
her post-Grenfell Independent Review 
of Building Regulations and Fire Safety. 
This substance of Dame Judith’s 
presentation may not be new, but it 
gave the audience a good opportunity to 
understand how her remit di ered from 
that of the inquest into the accident 
and the Grenfell Tower public enquiry 
chaired by Sir Martin Moore-Bick.

Two slides of Dame Judith’s 
presentation told much of the story. The 
current regulatory structure shown on 
the first slide – who is responsible for 

what, and the processes involved – was 
a confusing mess of boxes and lines. 
Sadly, it is no wonder that an accident 
like Grenfell might happen with so 
many gaps, overlaps and break points 
in regulatory responsibility. Fleshing 
this out more in the light of discussions 
with industry, Dame Judith points to a 
culture of incompetence at best, and 
wilful disregard at worst – “we knew 
there might be problems, but we turned 
a blind eye to them.” 

The second slide showed her proposals 
for simplifying the regulatory regime. 

Anyone involved in facilities 
management would be cheered to 
have heard Dame Judith’s insistence 
that safe working in the construction 
of buildings was important – and that 
much progress had been made here in 
recent years – but that there was still 
much work to be done to ensure safe 
working in, and occupation of buildings 
once constructed. Post-occupation can 
be all too easily overlooked, she said, 
and a joined up approach should be 
adopted the way a building is used and 
maintained during its life. 

Dame Judith’s Independent Review 
of Building Regulations and Fire Safety: 
interim report was published on 18 
December 2017, and the Government’s 
formal response is expected imminently. 

Two other conference presentations 
stood out, both centred on the cultural 
shi�  that was made following tragic 
accidents. 

Mark Gallagher held a number of 
senior roles during his 30-year career 
within Formula 1. He was able to give 
an insider’s view of the industry’s 
approach to safety, relating details of 
major accidents involving death and 
injury, with sensitivity, insight and 
humility; balancing bathos and pathos, 
and ultimately demonstrating that 
the pursuit of safety is an unrelenting 
competition in itself. 

Shocked by the death of three-
times world champion Ayrton Senna 
in 1994, Formula 1 brought in safety 
improvements that made a major 

impact in arresting the number of racing-
related fatalities: roughly one a year over 
the previous 40 years. It was not until 
2014 that the next major accident would 
occur, leading to the death of racing 
driver Jules Bianchi the following year. 

Gallagher was careful to point out 
during his presentation that the Formula 
1 industry employs a good many more 
workers than the small percentage we 
see racing, and that a rigorous approach 
to health and safety was just as 
important to workers in the engineering 
facilities and to volunteers marshalling 
on race days. 

In a presentation later that a� ernoon, 
Dominic Wigley, Group HSS Director of 
Merlin Entertainments (who run Alton 
Towers theme park), gave an insight into 
the events that led up to the accident 
on its Smiler rollercoaster ride in 2015. 
The accident resulted in injuries to a 
number of people on the ride, two of 
whom subsequently required partial leg 
amputations. As with Mark Gallagher, 
Wigley managed to tread a fine line 
between the clearly heartfelt remorse 
of himself, the senior management and 
everyone working at Alton Towers, and 
the professional need to learn important 
lessons from the accident and the 
culture that had allowed it to happen. 

As well as providing an unvarnished 
account of the root causes of the 
accident, Wigley took the opportunity 
to present what he’d learned about 
how to handle a crisis (his presentation 
was titled ‘In the eye of the Smiler’). 
Media coverage of the Smiler accident 
apparently made it the third biggest 
news story of 2015, and shortly a� er the 
story broke Merlin’s CEO Nick Varney was 
subject to an intense interview by Sky 
News’ Kay Burley (described in reports 
as a “blast”, an “attack”) in which she was 
criticised for being unduly rough on him. 

There’s nothing new in saying that 
e ective crisis management requires 
good planning. But when you hear 
first-hand about the news agency drones 
capturing live footage, vying for the same 
airspace needed by the air ambulance 
– and where every word (or lack of it) is 
imbued with meaning – it really does 
bring home the importance of thorough 
preparation.

Mark Gallagher’s and Dominic Wigley’s 
presentations were the stand-out 
sessions at the conference, and it’s 
interesting that both were really about 
sharing stories that had resulted in 
significant culture changes. Gallagher 
pointed out that complacency was a 
constant enemy. 

IOSH ANNUAL CONFERENCE 2018
The IOSH Annual Conference took place at the International Convention Centre (ICC) in Birmingham 
on 17-18 September. There were some useful lessons for facilities managers, reports David Sharp, 
Managing Director of International Workplace
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Over 150 years ago, Joseph Stannah  
began engineering lifts and cranes for 
London’s dockyards. We’ve grown since 
then, but engineering excellence remains at 
the heart of our family business. That’s why 
you can rely on Stannah to keep millions  
of people and goods moving every day.  
Find out more at www.stannahlifts.co.uk

Meet the family

Proud of our engineering 
heritage, passionate  

about our future

http://www.stannahlifts.co.uk
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FMJ AIMS TO SUPPORT TECHNICAL EXPERTISE IN THE FM MARKET
Whether FMs are working with a team of engineers or security guards, or working in an industrial, 
manufacturing, catering or food production environment, PPE is very much about workwear

Traditionally, it has been the role 
of whoever is responsible for 

providing PPE within a business to 
ensure that this adequately protects 
an employee with equipment and 
clothing that bears the CE mark 
and meets the relevant industry EN 
standards – and all at the best possible 
price. However, the importance of 
PPE was recently launched into the 
Health and Safety spotlight with the 
adoption of Regulation (EU) 2016/425 
earlier this year in April. Formerly 
a directive, PPE legislation is now a 
legally binding regulation. It is the 
client’s responsibility to ensure that 
a rigorous risk assessment is carried 
out and that the right protective 
workwear is supplied and replaced 
a� er it is no longer suitable. 

PPE standards ensure that garments 

are tested and subsequently perform 
to universal standards but a one-
size-fits-all approach is inadequate. A 
trustworthy, informed and experienced 
workwear provider should not 
just provide workwear that meets 
PPE requirements, but also share 
knowledge with customers on the 
suitability, benefits and corresponding 
protection o� ered by one garment 
over another. Johnsons Apparelmaster 
works tirelessly with Alsico, to ensure 
the use of the most advanced fabrics.  

But, no matter how advanced the 
technology of the fabric, all protective 
workwear must be kept in a clean 
condition to function correctly. This is 
particularly relevant with high visibility 
clothing. Dirty clothing will reduce the 
visible performance of the garment and 
the wearer may be at risk. Incorrect 

WORKWEAR  
AN IMPORTANT LINE OF DEFENCE

processing may permanently damage 
the fluorescent material and the 
retro-reflective tape. 

There is no universal laundry 
process for PPE workwear. All 
garments are manufactured from 
di� erent fabric and trims. These need 
to be washed in a specific way or dry 
cleaned. Responsible suppliers will 
undertake extensive wash tests to 
ensure that the garments provided 
and/or the process are fit for purpose, 
before they are supplied to an 
end user. Some garments require 
ongoing surface treatments to ensure 
that they remain fit for purpose. 
It is important that the end user is 
clear about the standards to which 
they need to adhere and it is the 
responsibility of suppliers to outline 
the best PPE workwear options 
available to them.

It’s not always enough to know that 
employees are wearing garments that 
meet regulations – employers may 
also need to be able to prove that 
this is the case. For example, in one 
shipyard that contacted Johnsons 
Apparelmaster to discuss the safety 
of their flame retardant workwear, a 
Health and Safety issue had arisen 
because the shipyard could not 
prove that their garments were still 
flame retardant. They had no idea 
of knowing how many times their 
overalls had been washed and were 
unable to prove how they had been 
washed. Through a bespoke rental 
workwear service for 400 employees, 
each employee was assigned three 
separate barcoded garments which 
allowed one for wearing, one for 
washing and one as a spare. As a 
result, the shipyard benefited from 
a detailed, real-time audit trail and 

could prove that their workwear met 
all compliance guidelines.

Going forward, workwear providers 
can guide the way for customers, 
using technology, innovation and 
data collection to create process 
improvement, ensuring that PPE 
workwear is replaced once it is no 
longer e� ective in protecting the 
wearer and that adequate stock 
controls are in place for existing and 
new sta� . They can also provide real-
time reports and accurate information 
for audit and compliance trails.

O� en branding and bespoke 
adjustments to PPE clothing can 
also negate standards to which the 
garment previously adhered, and 
mistakes can occur out of ignorance 
rather than negligence. Workwear 
providers have a key responsibility to 
work with their clients to ensure that 
PPE is not compromised by mistakes 
like these or by employees failing to 
care for their protective workwear. 
O� en the successful introduction of 
new garments to the end user relies 
on a balance of wearer comfort and 
protection. Protection can o� en be 
reduced if the garment is not worn 
correctly. Suppliers must take time to 
engage with the wearer, listening to 
what they would like while explaining 
the client’s obligation from a Health 
& Safety perspective and/or risk 
assessment. If the wearer has a greater 
understanding about the steps that 
their company is taking to ensure their 
comfort and safety, the more likely they 
are to wear the garments in the correct 
way. 
Here are some hints and tips for 
choosing a workwear and laundry 
specialist:

 » Ensure your supplier is continually 
keeping abreast of relevant European 
standards, and developments in new 
fabrics, technology and servicing 
options.

 » Ensure your supplier is proactive 
in sharing knowledge to highlight 
and explain standards in a way that is 
both meaningful and useful; that they 
explain the suitability, benefits and 
corresponding protection o� ered by one 
garment over another; and that they will 
educate sta�  in the correct use of PPE 
workwear.

 » Ensure extensive wash tests so that 
the garments provided and/or laundry 
process are fit for purpose.

FAST FACTS



Get Chartered  
in Facilities 
Management
RICS is the professional home for leaders in facilities 
management. Our qualification provides status for 
aspiring leaders demonstrating the highest standards 
of professionalism.

If you have 5 years’ experience working in FM and a degree level 
qualification or BIFM Level 6/7 you could get chartered. As the only 
chartered qualification in FM, RICS offers:

∫ Professional status

∫ Recognition of proven leadership and strategic credentials

∫  A genuine competitive advantage – increased earnings of  
over £16k per year

∫ A range of professional development

∫ A network of over 120,000 professionals worldwide.

 

Contact us at rics.org/charteredfm and charteredfm@rics.org

mailto:charteredfm@rics.org
http://www.rics.org/charteredfm
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THE CASE FOR IFM 
SERVICES 
CHRIS ROWLEY, 
MD OF PROFESSIONAL 
SERVICES MITIE

Facilities Management 
Outsourcers provide vital 
services, by leveraging 
expertise and experience 
together with service and 
system capabilities to o� er 
customers value and allow 
them to fully focus on what 
they do best; their own 
core business. As with any 
outsource service, it’s important we continue to 
provide our clients precisely what they need; 
high quality services, at great value, delivered 
by exceptional people and through 
innovative technologies. 

Against this backdrop, we continue 
to see demand for bundled services, as 
clients typically don’t want the higher 
expense and complexity, and resulting 
higher risk, of managing many single 
service lines when they can opt for 
simplicity and e� iciency in one package. 

While the TFM model continues to be 
popular, it’s increasingly di� icult for outsourcers 
to demonstrate the value and innovation clients 
expect from a supplier simply by acting as an aggregator 
of individual FM services. To meet these expectations, we’re 
seeing the delivery of bundled services moving from TFM 
into Integrated Facilities Management (IFM), underpinned by 

technology. This move has 
been gradual and is largely 
in response to the increasing 
customer demand for a higher 

level of management service 
and strategic overview of service 

delivery and performance.
The additional layer of service 

strategy IFM brings to the model has 
o� en been lacking in more traditional 

TFM where the emphasis has been on the 
reduction of service management costs and 

lowest price purchasing of sub-contracted services. 
In contrast, with a true IFM solution, the client benefits from a 
single cohesive management team across all areas of delivery 
backed up by common and integrated technology platforms. 

This in turn allows the client to operate lean and very e� icient 
client structures, supported by comprehensive reporting and 
overseeing solutions that deliver the most e� icient Total Cost of 
Ownership. 

IFM delivers an optimised structure with the cost benefits 
of self-delivery services where appropriate alongside the use 
of specialist sub-contractors to ensure the best service for the 
client. Not only does this drive greater cost e� iciency for clients, 
it also provides robust performance management capabilities, 
with greater, technology-enabled, insight supporting strategic 
decision making or capability development.

Instead of the TFM reliance on supervising bundled services at 
a local level, IFM can operate at large scale and across a mixed 
portfolio to ensure service performance continuity at-scale. From 
a client perspective, instead of dealing with a cleaning supervisor 
talking about how many cleaners are on a shi� , instead they 

talk to a facilities manager who advises on how to reduce 
energy costs and improve visitor experience. That’s a 

fundamental shi�  in thinking and is instrumental in 
developing a partner-led approach. That’s where 

we see the industry moving to and the solutions 
we want to be providing to our clients.

When looking at the challenges facing 
bundled solutions, the most significant relate 
either to a solution that ultimately doesn’t 
meet the expectations of either party, or to a 

solution that is (o� en incorrectly) perceived to 
be higher risk. It is important for clients to ensure 

that they are clear on the value and critical success 
factors they expect from the outsource relationship 

as issues where expectations are not aligned are typically 
generated at the point of contract inception. A poorly structured 

procurement process focusing on driving down supplier pricing, 
rather than looking at the Total Cost of Ownership of Facilities, 
will almost always result in a poorly executed contract with very 

FM CLINIC  

According to AMA’s 
'Facilities Management 
Outsourcing Market 
Report - UK 2016-2020' the 
TFM sector was forecast to 
reach over £21bn by 2020. 
This has resulted in greater 
demand for 'bundled service' 
and TFM contracts. However, it 
has been argued that bundling a 
mix of services into one large service 
contract can result in suppliers vying to 
win tenders which fail to meet a high level of 
service. How do you view the benefits and challenges 
facing the TFM model now and into the future?

Chris Rowley
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outsource service, it’s important we continue to 
provide our clients precisely what they need; 
high quality services, at great value, delivered 

popular, it’s increasingly di� icult for outsourcers 
to demonstrate the value and innovation clients 
expect from a supplier simply by acting as an aggregator 

talking about how many cleaners are on a shi� , instead they 
talk to a facilities manager who advises on how to reduce 

energy costs and improve visitor experience. That’s a 
fundamental shi�  in thinking and is instrumental in 
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To meet these 

expectations, we’re seeing 
the delivery of bundled 

services moving from TFM 
into Integrated Facilities 

Management.” 
– Chris Rowley

In FMJ's regular monthly column, our team of FM experts answer your 
questions about the world of facilities management
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limited partnership and no ability to deliver appropriate 
performance across service lines. The most significant of 
these challenges is the drive to create decreasing-cost or 
savings glidepath contracts where suppliers are prepared 
to take on the risk of future e� iciency within a commercial 
model o� en without su� icient data or knowledge. We 
cannot expect any winners from such a construct. 

To get most value from an IFM solution we would 
encourage clients to think through what success looks 
like from their outsource relationship and engage with 
their suppliers early pre-tender to allow them to bring 
forward innovative solutions that will sustainably meet 
those needs. Risk also needs to be properly considered 
and managed at the tender stage. A well-structured IFM 
solution with transparent pricing and delivery metrics at 
the service level, and a clear agreed process to improve 
and replace non-performing components will reduce 
the risk to both customer and supplier, and ensure 
expectations are aligned. 

The world of FM is changing. Advances in technology 
including Artificial Intelligence (AI), the Internet of Things 
(IoT) and robotics all play an increasing role in the way 
we deliver outsourcing services. Embed these advanced 
technologies within an IFM contract and you immediately 
gain better insight which can be acted upon to deploy 
resources more e� ectively, whether that is being more 
responsive to issues or creating e� iciencies such as 
operating a ‘cleaning-on-demand’ model. 

IFM enhanced by technology is the way to supercharge 
the delivery of the benefits TFM has promised. For many 
it’s rhetoric, but at Mitie, we not just talking about it, 
we’re already doing it. With our Connected Workspace, 
we are building on our extensive IFM experience with the 
technology we’ve developed. This provides unparalleled 
insight for our clients helping them improve the 
performance of their buildings as well as have a positive 
impact on their people to create working environments 
that focus on e� iciency, wellbeing and operational 
excellence. This is next generation outsourcing. It’s the 
model of the future, and the future is here now. � 

THE FM CONSULTANT’S VIEW 
LUCY JEYNES, 
MANAGING DIRECTOR, LARCH CONSULTING       

Whenever we see growth projections for the FM sector, 
we should understand how much of “growth” is tracking 
overall growth of the economy, and how much is 
outstripping general trends. FM echoes that growth – 
new buildings equals new FM requirements and as an 
industry we can’t claim any credit for that. Only when the 
FM sector is looking to outstrip the general trend – as is 
predicted here – can we expect to see a real increase in 
outsourced FM services.

FM growth predictions signify a step-change from 
arrangements with local single-service suppliers towards 
a structured model that hits the statistics of the big 
outsourcers (which form the significant base of these 
reports). Large client organisations tend to progress 

through 
single service 
provision 
through the 
bundled 
hard/so�  
model and 
o� en this 
journey can 
end up at 
TFM – which 
at Larch we 
estimate to 
be around 
8-10 per cent 
of the UK market and growing. 

Since the demise of Carillion, there has been a new 
sense of caution around outsourcing generally, and 
of putting all your eggs in one basket, irrespective of 
the service provider. And regardless of whether the 
TFM model is the right or best solution for a client, it 
is definitely the preferred model for the multi-service 
outsourcers themselves, as it is the most e� icient (and 
therefore profitable) for them. 

The arguments for outsourcing in principle are well-
rehearsed. However, the challenges of the TFM model are 
perhaps not so well understood. The first challenge is that 
of delivering a seamless, integrated service. This depends 
on the structure inside the service provider organisation. 
Of necessity, the operational delivery of each service 
element (cleaning, M&E, catering) will usually be handled 
by di� erent departments or divisions – or sometimes 
even by di� erent companies, due to development of 
those services through acquisition (e.g. Servest or CBRE); 
or through the operational business model (.e.g. Mitie); 
or through a managed model (e.g. Mace Macro). If these 
service elements are not integrated e� ectively within the 
service provider, gaps will show up to the client, who may 
feel they are having to bridge those gaps themselves.

The second challenge is di� erentiated service, either by 
service line or by location. For example, the overall deal 
is great, overall KPIs are good, but catering at Stevenage 
is poor and M&E in the north-east region is disappointing. 
Individual elements of poorer service end up being 
tolerated in the interest of the wider benefit, and this can 
leave groups of customers with disappointing service and 
the perception of poor value. 

The third challenge is supplier complacency. Once an 
organisation has taken the decision to adopt the TFM 
model, it is very unlikely that this arrangement will be 
terminated early, due to the cost, risk and potential 
disruption to the core business. Suppliers know this – and 
this reduces their risk position. 

The concept of TFM delivery is appealing in the ease, 
e� iciency and cost-e� ectiveness of “leaving it all to the 
experts” will continue to be so. These three measures of 
success for clients: ease; e� iciency; and value for money; 
might well form the basis of a set of KPIs for e� ective TFM 
service delivery. � 
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THE TFM PROVIDER’S VIEW
ANDREW SUGARS, 
CHIEF CORPORATE DEVELOPMENT OFFICER, ATALIAN SERVEST
 
More than ever before it appears contractors - especially larger ones 
– are seeking to bring multiple service lines together in integrated 
packages. The TFM label, however, demands a bit of caution as there 
is no standard definition and 
it is used in di� erent ways 
by di� erent companies. 
Considering the current climate 
where cost is as high on the 
customer agenda as value, 
‘add-on’ services can be crucial 
to a service o� ering. Clients are 
always on the hunt for the most 
cost-e� ective and e� icient way 
of managing their property 
portfolios. What’s more, they 
are increasingly looking for 
consistency of management 
and delivery. Quality, of course, remains the most important check-
box, so if you can o� er a solution in the shape of a joined-up suite of 
services, without compromising the quality of any one area, you are 
onto a winner. 

When the entire FM solution is outsourced to a single service provider 
it is undoubtedly simpler to manage and a more seamless process for 
the client. There’s one contract and one point of contact, or a small 
team that manage the overall service o� ering, which also makes it 
easier when FM operations are cross borders. O� en, there is also the 
benefit of having a fixed price, so budget planning can be easier too. 
More o� en than not, the customer organisation will lack the specialist 
knowledge or skills to suitably manage the services. TFM providers, on 
the other hand, are specialists and can, and should, ensure that the 
service provision is first class. 

In some cases, it doesn’t matter how ‘good’ the service provider is; 
they o� en cannot self-deliver absolutely everything. This is why Atalian 
Servest is and has always been very acquisitive in nature. We bring in 
specialisms from di� erent geographies, sectors and disciplines, from 
building services and HVAC to fire protection systems. When we are 
faced with a service specialism that sits outside of our expertise, as a 
TFM provider, we know the best companies to use. With the increase 
in using data to create better service delivery and a more e� icient 
FM o� ering, we wanted to make sure we maintain the aptitude to 
support all service lines now and in the future. Because of this, we have 
invested in, and partnered with global ICT services specialist Getronics. 
This will enable us to develop our technology-led workspace solutions 
including tools focused on workspace management, managed cloud, 
unified communications and applications. In 2018, to be a true TFM 
provider, you need to play a leading role in the workplace technology 
market and provide a seamless FM and mobile technology o� ering to 
your client base.

Clients have a great deal of choice when it comes to selecting service 
providers and service models. It’s hard to generalise the best solution 
for the supply and management of FM. It’s down to each specific client 
and contract. As service partners, we operate in a highly competitive 
market. The steady change on the supply side is evidence of this, as 
is continued pressure on sustainable profitability. Some may say that 
being completely dependent on one company for all your support 
services is risky should anything happen to this company. A� er the 
demise of Carillion earlier this year it’s clear that things can go wrong. �

THE CASE FOR A SECTOR BASED APPROACH
BOB TAYLOR, 
CEO OF OCS GROUP UK AND MIDDLE EAST 

It is impossible to ignore the 
reputational damage that the 
TFM ‘brand’ has incurred in 
recent years. A lack of faith in 
the model stems from a series 
of high-profile failures in the FM 
outsourcing market. Customers 
are rightly concerned about 
the risks that come with 
outsourcing a wide range 
of support services to one 
supplier. 

The outsourced facilities 
sector once made the case that 
its capacity to diversify was 
evidence of its ability to align closer to the customer’s core business 
strategy. There is, however, a strong counter argument that this 
impulse has had the opposite e� ect – diluting specialisms and causing 
the FM sector to lose sight of where it can really add value. 

When I stepped into the role of CEO at OCS, one of the first actions we 
took as a business was to reduce the number of services that we self-
deliver. This included a period of introspection that allowed to form an 
understanding of what we are good at, where our expertise lies, and in 
which areas we have credibility. When self-delivering big multi-service 
contracts, it’s far too easy to break promises. 

It is important to note, however, that TFM isn’t an inherently bad 
delivery model. Done well, it provides the customer with a wide range 
of benefits including much better cost-e� iciency and access to best 
practice and innovation in FM. 

There is a tendency to assume that FM service delivery follows a 
certain cycle – from insourcing services, to outsourcing to a single 
service specialist, to bundling more than one service where it is 
convenient, and finally to outsourcing to a TFM or integrated FM 
provider. But each customer’s journey is di� erent, and no company 
should ever stay moored to one model of delivery. 

One-size-fits-all approaches are doomed to fail. Each of OCS’s 
customers has a unique set of needs and demands. A hospital 
will require a drastically di� erent cleaning or catering service to a 
hospitality venue or corporate organisation. 

It is for this very reason that OCS made the decision to adopt a 
sector-based approach three years ago. We don’t have a cleaning 
division. We have a healthcare business that can deliver facilities 
services. Ultimately, the crucial question isn’t “Is TFM the best service 
delivery model?” Instead, we should ask, “Is the TFM model right for 
our customer?” 

The primary goal for any service provider like OCS is to understand 
the culture and objectives of the customer and then create a model 
that supports the right outcomes. This comes down to asking the 
right questions at the very beginning of the relationship, always being 
honest and, most importantly, understand the customer’s industry. By 
doing so, facilities organisations can deliver a service that meets their 
objectives, whether that’s through a TFM delivery model or not. � 

Do you have a question that you’d like 
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FM CLINIC  

Bob Taylor

and delivery. Quality, of course, remains the most important check-

Andrew Sugars

ADVICE & OPINION

mailto:sara.bean@kpmmedia.co.uk


28 – 29 November 2018
London Olympia

The GLOBAL Showcase of 
Homeland and High-Level 
Security

Get involved: www.uksecurityexpo.com

Hear from cities
blighted by recent
terrorist attacks.

12,500+
Global Visitors

350+
HighEnd
Exhibitors

65
Officially Hosted 

Country Delega�ons

  Global Counter Terrorism
  Protecng Crowded Places
  Crical Naonal Infrastructure
  Hotel, Retail, Night Time
Economy Security

  Cyber Security
  Designing Out Terrorism
  Major Events & Stadiums
  Building & Facilies Management
  Transport & Border Security

PROTECTING URBAN SPACES DEMONSTRATOR 
Physical products showcased in a live environment including: CCTV, Biometrics, Perimeter Security, Bollards, 
Street Furniture  all feeding back to a central control room. 

TOPICS COVERED

NEW for 2018

Back by popular
demand 

20687 UKSE18 Advert.qxp_Layout 1  29/01/2018  12:22  Page 1

http://www.uksecurityexpo.com


   OCTOBER 201822

CASE STUDY      HILSON MORAN

Engineering and sustainability consultancy Hilson Moran has created 
an exemplar o� ice environment at its Manchester o� ice, located in 

Bruntwood’s Neo building on Charlotte Street. With health and wellbeing at 
its heart, it is the UK’s first WELL certified project outside of London, earning 
Gold-level certification, and the third project to be certified in the UK.

What’s also special about this project is that Hilson Moran was both the occupier 
and the engineering and sustainability consultant – not just for its own new o� ice, 
but for the refurbishment of the whole building.

Hilson Moran’s move was prompted by the expiry of the lease at its former 
premises and the desire to find a new o� ice in Manchester city centre, with close 
proximity to amenities and transport facilities, and within walking distance of 
many of its clients. 

Having been involved in the refurbishment of Neo, the practice knew the 
building would meet its high standards, with its excellent communal facilities, 

high-quality glazing and clear open floor plates. It was the perfect canvas to 
show how easy it can be to incorporate health and wellbeing and achieve the 
WELL Building Standard economically, by applying strong design principles that 
combine aesthetics with good engineering and sustainability from the start.

The brief for the fit-out was to create an environment which would be 
interesting, productive, healthy for mind and body and evoke a sense of pride. 
The design team included Hilson Moran, interior architects SpaceInvader and 
contractors Dragonfly.

It also needed to comply with WELL. Created through seven years of rigorous 
research and development involving leading scientists, healthcare and industry 
professionals, WELL is a performance-based certification system that measures 
how a project’s design and operations can benefit occupants’ health and 
wellbeing. It’s a response to statistics showing that 41 per cent of UK employees 
say their work environment has a negative e� ect on their health by addressing 

LEADING BY 
EXAMPLE
What does it take for a workplace to achieve WELL certifi cation? 
Strong design principles based around health and wellbeing, 
as Hilson Moran’s new Manchester offi  ce demonstrates
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seven core concepts in o� ice design – air, 
water, light, nourishment, fitness, comfort 
and mind.

These core concepts were central to all 
aspects of the design of Hilson Moran’s o� ice, 
from layout and ambience, choice of colours, 
breakout space, furniture styles and location 
of printers and photocopiers to low volatile 
organic compound (VOC) products.

RESEARCH AND MODELLING 
Before starting work on the design, 
Hilson Moran evaluated the spaces to be 
transformed and undertook extensive 
modelling and research. The firm is a strong 
advocate of investing time at the start of the 
design process to deliver a more economic 
and e� icient end result. It’s about practising 
what it preaches.

Acting as the engineering and sustainability 
consultant on the refurbishment of Neo 
for Bruntwood was a huge advantage. As 
part of this role, Hilson Moran undertook 
a full dynamic thermal model (DTM) to 
inform the façade design. This led to a high-
performance façade that gives enhanced 
solar protection, cooling-load control, 
increased thermal comfort and ample 
daylight, which in turn improves the internal 
environment in terms of occupant health and 
comfort. It also reduces operating costs due 
to savings on lighting, cooling and heating 
energy requirements. This information 
would prove invaluable in designing its own 
o� ice space.

The façade provided for sound reduction, 
but in the spirit of due diligence Hilson Moran 
asked its in-house acoustics experts to use 
digital modelling to create the acoustic 
signature of the working environment. This 
highlighted a need for internal acoustically 
absorbent materials, which were installed.

Ensuring quality lighting design, access to 
daylight and correct light levels are critical 
for good circadian health. Having evaluated 
this, the base build light fittings were 
replaced by energy-e� icient LED luminaires 
with PIR presence/absence detection, which 
give reduced glare. Blinds were installed 
throughout the space to avoid visual 
discomfort, fatigue and visual impairment. 
The full-height glazing also o� ers measurable 
physiological benefits. 

Having established the best way to heat 
and cool the space, the next step was to 
select air source heat pumps, designed to 
allow the transfer of heat between north and 
south facing elevations. Heating and cooling 
are controlled via an app.

Research was also needed for fit-out 
materials and products to make sure they 
had low VOC emissions, which is a significant 
factor in air quality and a key element of 
WELL. This proved a challenge because such 
materials were hard to source. VOCs have 
up to now not been a priority for the fit-out 
industry, but as wellbeing and the WELL 
Building Standard gather momentum in 
the UK, more materials that comply should 
come to market, making the process easier 
and giving more choice to designers and 
specifiers. 

VISUAL IMPACT
When entering Hilson Moran’s o� ice, sta�  
and visitors immediately sense the overall 
quality of the environment by the visual 
impact of the full-height glazing, excellent 
daylight, variation in colours, lighting, 
graphics and furniture. However, this is not 
a showcase but a working o� ice, and the 
careful design continues into the detail. 

The open-plan o� ice space is arranged 
around the ‘refresh area’, which creates a 
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generally dissatisfied with working 
conditions in the o� ice prior to the move, 
frequently scoring in the bottom 25th 
percentile of database results. Following 
the move, the findings were dramatically 
di� erent, with sta�  generally reporting 
satisfaction levels in the top five per cent 
of all buildings in the BUS database. “I feel 
more happy, healthier and content in the 
new space,” was a typical comment, along 
with “There is a very positive attitude due 
to the o� ice environment.”

Chris Birch, Director of Sustainability 
at Hilson Moran, says: “We’re delighted 
with the results of this project. To achieve 
the WELL standard is testament to our 
belief in health and wellbeing in the 
workplace environment. We work with a 
variety of commercial clients on wellbeing 
consultancy projects across the UK, but 
to be leading the charge in the north of 
England is brilliant, and we hope other 
organisations follow suit as a result.” 

“The work of innovators such as 
Hilson Moran is helping to propel the 
healthy building movement forward in 
the UK and globally,” said Rick Fedrizzi, 
Chairman and CEO of the International 
WELL Building Institute. “As the newest 
member of the family of WELL certified 
projects, Hilson Moran’s Manchester o� ice 
is a strong representation of this growing 
movement.” 

For Hilson Moran, its own team’s input 
has delivered a space that provides a 
fresh, healthy and flexible environment, 
transforming the way they work and 
collaborate. They have directly benefited 
from the fruits of their own labour.

comfortable place for sta�  and visitors to eat 
and drink as well as various settings where 
the team can interact and work together. 

The layout of the overall space encourages 
collaboration, movement and interaction. A 
mix of ergonomically designed workstations 
allows the team to work at di� erent seating 
and standing positions in di� erent locations 
within the o� ice. In fact, sta�  are encouraged 
to sit in di� erent places on di� erent days, 
which is why a variety of workplaces has 
been provided, including acoustic pods, 
high-level workbenches, so�  seating 
informal meeting area and small meeting 
locations. The finishes are all high quality, 
low VOC, and coordinated to provide visual 
variation and stimulation. 

The main meeting room is located close to 
the o� ice entrance to provide external views, 
suit the subdivision of the airconditioning 
system and allow e� icient use of the floor 
plate. It also provides an excellent first 
impression for visitors. The comms room 
is located to suit the distribution of power 
and data, as well as a dedicated extract 
ventilation grille (it is a requirement of 
WELL Certification that all photocopiers and 
printers are contained in a separate room 
with extract ventilation).

Sta�  can also make use of the building’s 
main reception on the ground floor to greet 
visitors, and there are other communal areas 
– such as a first floor lounge and terrace area 
– where teams can take time out or entertain 
clients. 

Other design features include green moss 
walls in the collaboration area, and various 
wall graphics and designs that invoke nature. 
Plants are placed strategically across the 
o� ice floor, carefully selected to help remove 
pollutants from the air. 

POSITIVE CHANGE
The delivery of the project represents best 
practice, completing on time, on budget 

and with maximum cooperation between 
landlord, design team and contractor. This 
was greatly assisted by the close team 
relationship built during the refurbishment 
of the Neo building.

The benefits of the new o� ice are 
multiple and varied. The central location 
of the o� ice, for example, has encouraged 
sta�  to use alternative means of transport. 
Where most previously used their cars to 
commute, almost all now travel via public 
transport. 

The space itself has encouraged sta�  
to embrace new working practices via 
advanced technology systems which help 
enhance sta�  productivity, allowing people 
to work in whichever area of the o� ice is 
most appropriate. They have the option to 
be agile, to work at a standard desk, or use 
a high bench allowing them to sit or stand. 
There are plenty of varied spaces for team 
and individual work tasks. The refresh area 
has encouraged people to eat together and 
socialise. 

As a result, the team communicates 
better, holds ad hoc meetings and 
collaborates more, all of which results 
in better designed projects. Clients are 
encouraged to visit due to the accessible 
location, pleasant environment and 
impressive facilities.

Air quality within the o� ice is constantly 
monitored for a range of indoor and 
outdoor air pollutants and CO2 levels to 
ensure a healthy environment. The results 
are displayed on a screen within the o� ice. 
Systems are also carefully maintained, for 
example the high-e� iciency filters within 
the HVAC systems, which filter outdoor air 
pollutants. 

The real proof of positive change comes 
from a sta�  occupancy survey undertaken 
before and a� er Hilson Moran’s relocation 
to Neo Manchester. Using the established 
building use studies (BUS) methodology, 
the findings showed that sta�  were 



OUR 12-YEAR EXPERIENCE WITH THE MOBILE APPS ALONG WITH OUR ADVANCED ENTERPRISE LEVEL TOOLS WILL MAKE SURE 

THAT YOU RECEIVE YOUR B2B FORMS DIGITALIZATION WITH FULLY AUTOMATED DELIVERY.

WE HAVE AN EXTENSIVE CUSTOMER BASE FROM AROUND THE WORLD ALREADY UTILIZING THESE FANTASTIC FORMS.

DigitalForms.io
POWERED BY RESLINK SOLUTIONS

THE SERVICE WILL DELIVER YOU ADVANCED REPORTS TO 
YOUR EMAIL IN PDF FORMAT. THERE ARE ALSO GREAT LIVE 
DASHBOARDS AVAILABLE THAT YOU CAN VIEW FROM THE 
MOBILE APP OR THE WEB-BASED ADMIN PANEL.

SALES@RESLINK.FI
WWW.DIGITALFORMS.IO

DigitalForms.io

1
TRY THE APP

2
DROP YOUR OWN

FORM TO US

3
WE CREATE AN APP

AND REPORTS FOR YOU

4
YOUR DIGITAL PROCESS

IS READY

Search for: digitalforms

C

M

Y

CM

MY

CY

CMY

K

mailto:SALES@RESLINK.FI
http://www.digitalforms.io


   OCTOBER 201826

FOCUS      CAFM

PAUL DJURIC
CEO, URGENT TECHNOLOGY 
Automation is the key to the next big step-change 
in facilities management. 
The science fiction of the past two centuries is 
rooted in the reality of technological progress. 
While tales of robots and super AI subjugating 
humans may seem other-worldly, they reflect the 
deep, systemic changes that continue to reshape 
industry and the job market. 

Studies in the real world make for grim reading, 
too. Research by McKinsey Global Institute, 
for example, has estimated that a staggering 
800 million jobs could be automated by 2030. 
But underlying these sensationalist claims is a 
crucial misunderstanding. Computer scientists 
now largely disagree with the claim that future 
AI and automation will lead to disastrous mass 
unemployment, though they do agree that 
fundamental changes to the nature of work are 
unavoidable. 

For industries like FM that are still 
professionalising, this has huge implications. A 
study by the BIFM and workplace transformation 
consultancy 3edges recently posited that the 
profession may soon undergo profound digital 
change, though what this will look like is up for 
debate. On the more positive end of the scale, FM 
may face a ‘digital upgrade’ or ‘digital reinvention’ 
where the role becomes augmented by new 
technologies or totally transformed by data 
analytics, respectively. At the more negative end 
of the scale, practitioners could soon be faced 
with a ‘digital downgrade’, with the role becoming 
deskilled and marginalised.  

Whatever the outcome, facilities management is 
at a turning point. The recent high-profile failures 
of FM outsourcing companies highlight the extent 

We asked a group of CAFM suppliers for their views on 
how CAFM software is developing to make facilities 
management easier and more effi  cient 

THE INFORMATION 

AGE
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to which FM is already commoditised. With 
suppliers and customers of FM services 
continuing to squeeze margins, much of the 
industry has been gutted of real innovation 
and value. 

New technologies, however, present the 
sector with an opportunity to transform 
itself. The first wave of CAFM so� ware has 
helped customers to stay compliant and 
become more e� icient. Moving reporting 
and scheduling processes from clunky, 
ine� icient spreadsheets to digital systems 
has made a huge di� erence to the FM role. 
But now attention is turning to the future 
and the possibility of developing foresight 
with predictive analytics. 

Terms like ‘smart technology’ and ‘internet 
of things’ (IoT) have entered the facilities 
manager’s lexicon – and while it is easy to get 
caught up in such buzzwords, what all these 
new developments allow for is the capture 
of data from a huge volume of sources. 
Equipping assets with IoT sensors that send 
real-time data back to a portal will provide 
facilities managers with an unprecedented 
level of granularity and intelligence in 
their asset information. In this scenario, 
CAFM systems could very easily become 
the conduit between suppliers, original 
equipment manufacturers (think CCTV 
cameras) and the FM function. 

In our opinion, the next big step-change in 
facilities management is in the automation 
necessary to feed IoT data into CAFM systems 
and then turn it into intelligent, easy-to-
digest visualised information. Instead of an 
engineer inputting the completion of a task 
or the reading from an asset, the asset will 
send the data straight to the CAFM system – 
which will then process that information. 

PAUL DURANT
STRATEGIC SOLUTIONS MANAGER, FSI 
Maintaining an accurate and 
comprehensive asset register is central to 
running an e� ective maintenance strategy.  
FMs need to accurately identify and classify 
their organisation’s assets in order to 
ensure they are being correctly maintained. 
In-depth analysis of asset performance and 
breakdown trends depends on access to 
the necessary component asset data.

Maintaining an accurate asset register is 
therefore essential – but it doesn’t end with 
the initial data collection. Evolving estates, 
changes in technology, sta�  turnover and 
new industry guidelines can all have an 
impact on data quality and consistency. 
Such changes may a� ect the way assets are 
classified and what level of information is 
held for each asset. 

A mobile asset collection app is one 
way to collect data, but assuming 
the destination of the data will be a 
CAFM system, the mobile solution 
must allow the data to be collected in 
a way that reflects the structure and 
data requirements of the operational 
CAFM so� ware. A mobile solution 
fully integrated with the CAFM system 
is obviously beneficial. Ideally the 
integration should extend to all aspects 
of setup, configuration, preferences and 
account management, as well as the 
integration of data already in the CAFM 
asset register.

Most FM providers have their own 
asset classification rules designed to 
maintain consistent asset terminology 
and maintenance regimes across their 
client portfolio. When using a third-party 
asset collection app, these classification 
rules and other key lookup data (such as 
buildings, locations or conditions) must 
be defined in both systems, which means 
both sides must map data relationships in 
order to transfer data from the third-party 
app to the working CAFM so� ware.

A fully integrated mobile app will follow 
the rules defined and enforced within 
the CAFM so� ware, allowing asset data 
to flow directly into the CAFM system 

without the need for additional extraction, 
mapping and import. All the information 
the mobile user will ever need to manage 
assets will be consistent with the 
information held in the CAFM system.   

Integration with CAFM also extends the 
capabilities of the mobile application and 
allows for a more structured approach 
to ongoing management of the estate. In 
addition to the asset register, most CAFM 
systems will be used for task management 
and to schedule activities.  Integration 
with this aspect of CAFM allows clients to 
manage a mobilisation, improvement or 
quality review of asset registers as a series 
of tasks. Tasks can be assigned to mobile 
resources, and progress and results can be 
viewed in real time. 

Two-way integration with the CAFM 
asset register means the mobile approach 
can be used to complement or verify 
data gathered from other sources. This is 
particularly useful when inheriting an asset 
register for a facility, or when registers for 
a new facility are incomplete. Base data 
can be loaded into the CAFM system from 
spreadsheets, setting out the expected 
assets. Data can then be sent to mobile 
resources as a task, requesting that the 
information is checked and verified.
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RICHARD BLACKBURN
GROUP MARKETING MANAGER, IDOX 
FM so� ware needs to become increasingly agile 
to support changing roles. 
The FM industry is growing at a rapid rate, and 
we’re seeing the profile of facilities managers 
raised as they take on additional management 
responsibilities for other services. As a result, 
mobile working and data granularity continues 
to be a focus – but so does the notion of 
combining it with a truly paperless FM function. 

Customers at one of our recent user group 
meetings spoke extensively about their 
desire to extend mobile functionality across 
teams, and remove paper trails by eliminating 
service sheets, auto-uploading documents, 
and scanning relevant information. As a 
result, the desire for a one-stop CAFM system, 
where everything is under one roof and easily 
accessible for multiple stakeholders, has 
never been more real. 

With CAFM Explorer 10, for 
example, teams have a central 
point of service that can 
trigger actions from other 
systems. The reporting 
dashboard is geared to the 
needs of FMs who need 
richer datasets to inform 
decisions around corporate 
risk and maintenance costs, 
or evaluate service provider 
performance.

Smart technology integration 
is likely to continue developing in 
scope and scale. For example, di� erent 
systems will trigger actions and events, 
such as automated work orders initiated by 
building management systems, leading to more 
streamlined, e� icient and compliant workflows.

GARY WATKINS
CEO, SWG (SERVICE WORKS GROUP) 
FMs are waking up to the value of CAFM and 
automation. 
SWG and FMJ recently conducted a UK-wide 
survey of FM professionals about their role, 
work and use of technology. The results paint 
a fascinating picture of the industry. While the 
market as a whole is buoyant, with an increased 
budget and a renewed drive towards e� iciency, 
the survey found resistance to technological 
change among many. At the same time, more 
respondents than ever are using CAFM (77 
per cent) – so how is this form of technology 
meeting current and future needs? 

Core functionality remains the priority of 
a CAFM system, with 80 per cent of those 
implementing CAFM doing so to improve and 
streamline their reporting, followed closely 
by improving FM performance (76 per cent) 
and KPI/SLA management (70 per cent). CAFM 
introduces transparency into the workforce, 

with a trend towards 
removing barriers that 
prevent e� iciency 
through automation. 

At some organisations, 
this can mean automated 

robots delivering blood 
around a hospital; more 

commonly, it could apply to 
automating job allocation by 

allowing the CAFM system to work out 
which is the most suitable operative in terms 
of skills, availability and location. 

Transparency in contract management is 
also important, following the negativity and 
mistrust around Carillion and value earlier 
this year. CAFM can provide readily available 
information around contract KPIs and SLAs 
to allow real-time monitoring of service 
performance over one or more contracts. 
This can be measured against contractual 
obligations to manage performance 
deductions and bonuses, and also informs 
future contract negotiation. Job costings 
can be automated based on predefined 
labour rates, travel, materials and quality 
output to save FMs time and ensure quotes 
are accurate. 

Mobile apps have been a trend for the 
last couple of years and will continue to 
be as CAFM developers focus on creating 
new functionality for these handheld 
powerhouses. At the simplest level, mobiles 
can be used to receive and log jobs – but 
now they can be used more strategically. 
For example, by marking jobs as ‘made safe’ 
or ‘temporary fix’, leading to more accurate 
performance measurements, or gathering 

a client’s signature and feedback on job 
completion to improve quality. Compliance 
and health and safety are also improved 
using mobiles via simple forms and checklists 
attached to the job – for example, ensuring 
the operative has completed a ‘working 
at height’ risk assessment, or warning of 
asbestos in the job location. 

The survey found that 50 per cent of 
respondents believe technology is a 
challenge, something which FM so� ware is 
going a long way towards resolving. Many 
new FM so� ware trends involve simplifying 
advanced tech, such as augmented reality 
or building information modelling (BIM), 
making it more accessible to organisations. 
Thirty-seven per cent of respondents 
integrate CAFM with BMS to enable faults 
identified by the latter to be automatically 
logged as a job on CAFM. Integration with 
other sensors, such as in soap dispensers 
to manage refills or in o� ices to manage 
hot desks or room bookings, is so far less 
utilised, but the trend is growing. CAFM 
makes light work of managing all of this data 
and can make a real di� erence to a business’ 
operational e� iciency. 

While it is increasingly held that the wave 
of technology initiatives is overshadowing 
the focus on the customer and causing FM 
to lose an element of personalised service, 
the reverse is true. By embracing technology 
to perform long-winded tasks or those that 
require a high degree of accuracy, the FM 
team can spend more time using its skill and 
knowledge to create an environment that 
suits its occupants, promotes wellness and 
encourages productivity. 

 
Mobile apps have been 

a trend for the last couple of 
years and will continue to be as 

CAFM developers focus on 
creating new functionality 

for these handheld 
powerhouses.”
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Tech has enabled a seismic shi�  
at home and at work – remember 

when phones were rudimentary and 
web conferences were held with 
several second delays? Smartphones, 
smartwatches, smart speakers, smart 
thermostats... the world around us 
keeps getting smarter. The Internet of 
Things (IoT) – as these smart devices are 
collectively known – has revolutionised 
our personal lives in less than a decade, 
and it’s estimated that their market 
will account for over £1 trillion of the 
global economy by 2019. The IoT has 
o� ered immediate improvements in the 
workplace, too – driving e� iciencies in 
facilities management and enhancing 
our productivity. But where does it go 
from here? 

The most valuable thing that IoT-
supported workplace environments can 
o� er is the ability to give back time to 
employees. Whether that’s making sure 
meetings start on time with perfectly 
functioning equipment or being able to 
skip the queue by ordering your morning 
co� ee from a portal; quick wins like these 
o� er businesses the opportunity to operate 
in a more e� ective manner, whilst also 
improving employee experience. 

As well as giving employees precious 
time back, IoT systems help businesses 
run a whole lot smarter. Management tools 
like the helpdesk, café app and parking 
space finder collect real-time data using 
insights gained over time. This data can 
be used to unlock employee behaviours 
so that businesses can evolve and adapt 
accordingly. For example, by reducing 
how many meals will be prepared in the 
cafeteria when the trend suggests a 15 per 
cent lower occupation rate on Fridays. 

Driving further e� iciencies, sensors linked 
to smart energy management platforms 
respond to the real-time occupancy of a 
room to optimise employee comfort as well 
as reduce energy use. Beacon sensors can 
detect if someone forgot to close a window 
in a conference room, and on a larger scale, 
gather data to inform decisions about 

Trevor Wignall, Digital and Innovation Director for Sodexo UK, discusses the Internet of Things 
and why sometimes, humans do it better

WHAT’S NEXT FOR THE 
CONNECTED WORKPLACE?



OCTOBER 2018   31

FMJ.CO.UK INTERNET OF THINGS       FOCUS

cleaning schedules if sensors on a soap 
dispenser or washroom door are showing 
particularly high levels of demand. 

At Sodexo Nordic House in Stockholm, 
a variety of IoT solutions are being 
developed and tested, along with a smart 
building technology platform. The agile 
o� ice and innovation centre is designed 
to demonstrate how insightful and 
responsive technology can bring together 
the interdependencies of people, buildings 
and technology to improve workplace 
experience, and reduce costs. The aim is 
to improve employees’ quality of life by 
better understanding their needs without 
interrupting their day-to-day workflow.

So far, key outcomes of the smart 
workplace building include an agile 
workplace design featuring more 
collaboration spaces and hot desk areas. 
The 2,200 m2 o� ice accommodates 
Sodexo’s central Nordic team and has 440 
agile workplaces. The goal was to create 
an o� ice environment that supports 
collaboration and better communication by 
enabling employees to work wherever and 
with whoever they want, when they want. 
Providing a workforce with the freedom to 
make individual choices spurs creativity 
and intuitiveness, helps to generate 
fresh ideas, and improves productivity 
and communication across di� erent 
departments. 

Other outcomes from Sodexo Nordic 

House include the transformation from 
a planned to a demand-led services 
model. Sensor-driven data drives 
intelligent decisions about cleaning and 
maintenance schedules, streamlining 
costs in the long run. Management 
platforms have also enabled greater 
e� iciencies – from managing calendars 
and booking rooms to reporting 
maintenance issues and checking the 
weather or the daily cafeteria menu – all 
of which can be accessed in one place, 
at the touch of a button. By focusing on 
the use cases and asking what it is that 
frustrates employees or wastes their 
time in the workplace, we have found 
some other simple but really beneficial 
applications of IoT solutions, such as 
tracking and locating mobile equipment 
on a large campus site.

THE FUTURE
So, what next? Will robots and virtual PAs 
be taking over our o� ices? I think, for now, 
that’s unlikely. The problem with virtual 
PAs like Amazon’s Alexa and Microso� ’s 
Cortana is their limited flexibility and the 
preferential responses programmed by 
their developers. Does Alexa only point 
you towards Amazon products or Cortana 
limit your search options to Bing? They’re 
still essentially gimmicks limited to basic 
tasks, and arguably designed to benefit 

the manufacturer more than the customer. 
The workplace is a complex environment 
and, so far, Artificial Intelligence is not 
ready to handle all types of queries many 
helpdesks and service providers encounter 
every day. We’ve all had those automated 
call experiences where we just want to 
get to the operator at the end of a list of 
irrelevant options. People will always 
crave the empathy and understanding 
that comes from human interaction and 
engagement; and when one robot costs 
the same as forty cleaners, where is the 
business case? 

IoT isn’t just about the numbers, nor 
the short-term buzz of a new technology. 
Behind the potential increases in 
productivity is something much more 
beneficial to businesses and employees – 
an opportunity to operate and engage in a 
more e� ective manner. The improvements 
to comfort in physical spaces, the 
increased flexibility, the e� iciency that 
is added to workflows and responsive 
services, and the precision that is brought 
into processes o� en fraught with human 
error, ultimately adds up and makes 
business sense. But despite all the 
exciting benefits IoT solutions can o� er, 
successful implementation requires 
careful planning. Communication is key, 
especially when it comes to addressing 
the inevitable concerns over data, security 
and privacy. 
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The average business moves o� ice every 
seven years. But two thirds of employees 

responsible for the project are either fired or 
resign within six months of the move, according 
to the International Facility Management 
Association (IFMA). Workspace relocation 
specialist, Help Moving O� ice, says it’s ‘alarming’ 
to see how little strategic or operational attention 
is paid by most companies to the process, adding 
that most move managers (70 per cent) are taking 
charge of a project for the first time.

To avoid the pitfalls, there’s only one place to start 
a huge project like this: find the vision, pick the team, 
do the research. When it comes to planning a move, 
there’s no shortcut for frontloading the project with 
research, planning and strategy. 

Start with these three basic questions: Why are 
we moving? Who should be involved? What do we 
want from the new workspace? These questions 
may seem obvious, but it’s surprising how many 
businesses don’t spend enough time considering 
them. Nothing should be set in train until these 
questions have been answered fully.

Do you really need to move? In many cases, it’s 
avoidable – you can accommodate growth and 
change by adjusting the employee-to-desk ratio 
through a clever redesign of the existing space. This 
is an increasingly popular solution. With trends 
such as a 25 per cent increase in full-time self-
employment, flexible working and desk-sharing, 
many organisations may not need to move at all. 
However, regardless of whether you stay or go, 
every refit needs a move (even if it’s a temporary 
relocation of sta� ), and every move needs a refit to 
tailor the space to your needs. It’s rare to have one 
without the other.

Choosing the right project lead is crucial. 

The selected individual should have the time, 
communication skills and experience to manage 
the project. They will need a degree of autonomy 
and contacts with an internal team of departmental 
heads. Appointing a change champion can help to 
ease the transition and help with communication 
before, during, and a� er the refit.

Who should be involved in terms of determining 
how the new space is used and how it can be 
improved? The answer is everybody. Sta�  surveys 
and a workplace consultancy process in the early 
stages will provide the data you need to make the 
right decisions later on, including the design of the 
new space.

Design is a key priority. Around 15 years ago 
there was limited choice in o� ice design apart 
from furniture. Today, new workspace trends are 
emerging every year, and they’ve been shown 
to improve recruitment, retention, wellbeing, 
engagement, and productivity.

It’s important to see the fit-out as an opportunity, 
not just a cost. One third of employees are not 
happy with their workspace, according to the 
Steelcase Global Report, which adds that workplace 
satisfaction correlates with employee engagement. 
Gallup’s State of the Global Workplace report finds 
that 85 per cent of sta�  worldwide are ‘not engaged 
or actively disengaged’.

More than half of UK workers (53 per cent) would 
turn down a job if they didn’t like the o� ice space, 
according to a survey by Furniture123.co.uk. And 
The Workplace Advantage study from The Stoddart 
Review urges businesses to perceive their workspace 
as a ‘performance lever’, because an ‘e� ective 
workplace’ can improve business productivity by as 
much as 12 per cent. With only half (53 per cent) of 
respondents saying their workplace helps them to 

be productive, the report points out “we can’t a� ord 
to ignore them”.

The key to creating happier, more engaged 
and more productive people lies as much in the 
workspace as in leadership and culture; o� ices 
designed with that in mind have a better chance of 
attracting the right talent and keeping it.

AVOIDING THE PITFALLS 
An obvious early mistake is inadequate preparation 
(lack of vision, inexperienced team, scant research). 
Failure to properly prepare means most companies 
will fall foul of the other four major pitfalls: 
unworkable timeline, unrealistic budget, ine� ective 
communication and wrong choice of supplier.

It’s never too early to plan. Fit-out projects can 
take months from enquiry to completion – typically 
over nine months if you go through a tender process. 
Everything is interdependent, so even small changes 
to the project plan, budget or timeline can have 
knock-on e� ects.

An unworkable timeline comes from leaving the 
planning too late, not giving contractors enough 
time to prepare a proposal and deliver the service, 
or compressing the schedule once you’re in full flow. 
An unrealistic budget misses out essential costs or 
includes inaccurate quotes because contractors were 
provided with incomplete information.

Bad communication can spell disaster. A relocation 
or refurbishment is an anxious time for employees. 
To soothe insecurities, stop rumours and prevent 
resignations, tell everyone everything they need to 
know at the same time. Expect some resistance to 
change and implement a well-planned, open and 
inclusive communications strategy to change hearts, 
minds and habits.

When it comes to selecting suppliers, you may 
need financial, legal and logistical service providers. 
But it pays to find a holistic partner – a business 
that can manage multiple tradespeople and other 
contractors, handle the compliance and keep 
everything on track. Suppliers unable to deal 
with any of the necessary elements – workplace 
consultancy, workspace design, fit-out and furniture 
supply – will cause delays, unforeseen costs and 
extra work. The best way to avoid this is to find a 
partner that can deliver a turnkey solution, rather 
than a string of individual contractors which you will 
have to manage and coordinate.

Before hiring your o� ice move specialist, ask if they 
can handle all the aspects, from initial consultation 
to completion. What’s their plan to reduce 
disruption? Do they have project managers who will 
deal with the contractors? A reliable partner will go a 
long way to smoothing the path of this stressful time.

A relocation is a stressful time for any organisation. Grant Clarke, Senior Project Director at Rhino 
nteriors roup, identifi es the most common pitfalls and how to avoid them

STRATEGIC MOVE



STRONGER 
THAN
STAINSSTAINS

Johnstone’s StainAway is an innovative all in one wall and ceiling paint that isolates 
even the most persistent stains in one coat. The Stain Blocking Technology 
permanently isolates and covers stains including smoke damage, nicotine damage 
and water stains, saving time by acting as a primer and finish in one.  
Visit www.johnstonestrade.com to find out more.

Johnstone’s StainAway. Stronger than stains.

Recycling Food 
waste

Residual 
(non-recyclable) 

waste
waste

HealthcareHazardous 
waste

WEEE Event 
waste

TOTAL WASTE MANAGEMENT FROM GRUNDON

•  We provide a Total Waste Management service for the   
 reduction, reuse, recycling, recovery and disposal of waste

•  We ensure that you and your organisation are fully     
 compliant with all relevant legislation

•  We deliver this via a combination of specialist services,   

•  We do the waste, leaving you free to manage your facilities 

 innovative thinking and contract management

•  We operate our own state-of-the-art treatment facilities

TOTAL  WASTE MANAGEMENT

Recycling Food 
waste

Residual 
(non-recyclable) 

waste
waste

HealthcareHazardous 
waste

WEEE Event 
waste

TOTAL WASTE MANAGEMENT FROM GRUNDON

Tel: 01753 686 777
Email: info@grundon.com
Web: www.grundon.com

THE COMPLETE WASTE MANAGEMENT SERVICE

ALL UNDER ONE ROOF

http://www.johnstonestrade.com
mailto:info@grundon.com
http://www.grundon.com


   OCTOBER 201834

INTERVIEW      BELLROCK

Take a look through FMJ’s news coverage for the past couple 
of years and you’ll notice the Bellrock group has gone 

through a particularly busy period of activity. It’s based in 
Leicester with 35 sites around the UK, a turnover of around £100 
million, and employs approximately 700 direct employees with, 
coincidentally, a similar number of customers and suppliers. The 
group works across the public sector in government, health and 
education, and in the corporate sector with o� ice occupier, retail 
and leisure clients.

Bellrock has never been easy to pigeonhole. Over the past two 
years the group has acquired a number of facilities management 

and property service companies. This includes a service charge 
consultancy for the retail and leisure sector, a planned and reactive 
maintenance business to manage critical assets, and more recently a 
facilities and property management business based in Bradford.

It has also won some key new accounts, including a place on 
the Crown Commercial Services (CCS) Facilities Management 
Marketplace Framework suppliers list, and has made a series of 
notable appointments to its senior team. David Smith, CEO of its 
facilities management business, is one of them. 

Its most significant move, however, was the acquisition of FM, asset 
and project management so� ware business Concerto in September 

David Smith, CEO of newly rebranded Bellrock FM, talks 
to Sara Bean about the company’s unique model of 
technology-led end-to-end property and facilities solutions 

BREAKING 
THE MOULD
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risk management and transparency.”
 He continues: “But customers of Concerto 

were asking us to comment on and widen 
our consultancy services around the whole 
estate. We therefore bought three companies 
from the property and estate consultancy 
world to advise on property advisory and 
cost reduction.” He is at pains to add, 
however, that while the group will continue 
to expand into that area, it has no plans to 
move into the property management sphere 
like a Savills or CBRE. 

“We’re trying to be that agnostic estates 
advisor on what you can do with your estate 
over time, helping to take cost and risk out 
of the estate,” he says. “We play in self-
delivering total facilities management and as 
a strategic service integrator in a way that’s 
unique to the market.”

The business has three service divisions. 
Workplace and compliance focuses on the 
wellbeing of sta� , including managing risk 
and helping an organisation achieve the 
regulatory compliance requirements of FM. 
Technical and real estate works with clients 
on their overall estate to help determine their 
long-term business strategy, encompassing 
everything from strategic plans, determining 
new buildings and organising a change of 
use through to managing the estate. This 
can include financial elements such as lease 
charges, treasury management, service 
charges and energy management. Finally, 
maintenance and engineering services 
covers the control and management of 
critical assets. 

Says Smith: “Where customers  require 
us to directly maintain equipment we can 

actually maintain those assets ourselves, via 
our planned engineering services business, 
but we’re not saying to customers you have 
to use us – we’re just saying for customers 
who want to use it, we now have that service. 
However, if you look at our overall mix of 
self-delivered versus supply chain, about 
85 per cent of all our FM jobs are still done 
by our supply chain. We’re not interested in 
buying in a cleaning or catering company as 
we don’t want to be an end delivery partner 
of scale. We’re quite happy to work with 
Mitie or OCS, and in fact we partner them at 
di� erent sites.”

TECHNICAL ADVANTAGE
With the acquisition of Concerto, Bellrock has 
been ahead of the curve in understanding 
the huge role technology can play in facilities 
management. According to Smith, while the 
FM sector now talks with incredulity that you 
can manage a job end to end, that’s already 
happened for 20 years with Amazon. He 
argues that the FM sector has been slow to 
work out how to use technology to improve 
the supply chain performance, take out cost 
and remove risk.

“FM has been fixated on driving TFM price 
points and contracts, which were all related 
to how labour costs could be sweated 
a bit more,” he argues. “Many of the FM 
services suppliers have got very large labour 
workforces attached to their business – 
but our feeling is, if you’re a supply chain 
agnostic and haven’t got a big self-delivery 
capability, then you can start to simplify the 
supply chain, the processes and the steps. 

Many of the FM services suppliers have got very large 
labour workforces attached to their business – but our 
feeling is, if you’re a supply chain agnostic and haven’t got 
a big self-delivery capability, then you can start to simplify 
the supply chain, the processes and the steps.”

2016. This ensured it became one of the first 
service providers to o� er fully integrated 
so� ware and services to both the in-house 
and outsourced facilities and property 
management sectors.

“Concerto was the biggest acquisition 
we’ve made,” explains David Smith, 
adding that over the two years since, all 
their customers have been transferred 
to the system. “They’ve seen significant 
improvements in all of their key areas of cost, 
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The answer to that is a technology answer 
– some of that capability has existed a long 
time in other sectors.

“This is why we don’t talk about digital 
disruption, we talk about a company’s 
maturity in terms of its data, with the 
fundamentals being automating process 
steps to replace paper and manual 
interventions.” 

Bellrock uses its Idea (integrated digital 
estates assets) model to help clients 
understand the maturity of their FM and 
property processes and data gathering 
so they can implement the most e� icient 
delivery model for their organisation. 
“E� ectively what we’re really saying is 
whichever the client organisation, they can’t 
do anything with technology if they don’t 
understand their estate, which isn’t easy to 
do using Excel spreadsheets or disjointed 
documentation. This is why we take them 
on a journey to help build a digital estate 
footprint, and as this gets more mature it 
opens up di� erent areas of opportunity for 
them in terms of e� iciency, cost and risk.” 

ROUTE TO MARKET
Because of its technology credentials, most 
customers come to Bellrock looking to 
re-evaluate their estates. Local authorities, 
for example, may need to collect data about 
their assets and suppliers and how their 
buildings are being used. For example, 
Gateshead Council’s property services 
section uses the Concerto asset management 
module to document and analyse all assets 
across the portfolio, as well as managing 
specific projects and programmes of work.

Other clients, says Smith, may 
have tried the TFM model 
two or three times 
and decided there 
must be a better 
way of doing 
it, or became 
worried about 
the state of 
the market 
and chose to 
take control 
back in-house. 
For instance, 
Tudor Grange 
Academies Trust, 
a family of eight 
educational academies, 
has been working with the 
Bellrock technical and real estate 
team since 2016 to develop a five-year 
strategic estates plan, setting out the steps 
to achieve a trust-wide, outsourced facilities 
management service. They are now the 
trust’s managing agent, delivering a 24/7/365 
service desk, maintenance and engineering 
services, and HSQE guidance.

Says Smith: “Other customers come to us 
via the property route, for instance, what 
to do with their estate from a property 
perspective, or they’d like to drive down the 
cost of lease or service charges.”

The Concerto operating platform has 
been deployed to manage the whole Star 
Pubs and Bars estate, owned by Heineken, 
covering over 2,900 locations across England, 
Scotland and Wales. It covers a wide range 

of services, including a dedicated 
24/7/365 helpdesk and 

statutory compliance 
team. Critical asset 

coordinators also 
manage all the 

cellar cooling, 
heating, hot 
water and 
catering 
equipment 
failures, 

which, 
crucially for 

a pub chain, 
means they keep 

the beer cold. And 
Concerto underpins 

everything Bellrock does. 
“It’s the thing that di� erentiates 

us from much of the marketplace,” says 
Smith. “The way we see the market is that 
customers may want to run their own estate, 
or keep control of suppliers, but they want 
a partner to help them reduce risk and 
improve the e� iciency of managing the 
estate.”

REBRANDING AND CONSOLIDATION
Having completed eight acquisitions in the 
last 18 months, the business rebranded in 
September, with all the subsidiary brands 
(aside from Concerto) being consolidated 
to help clarify the firm’s ethos. The Bellrock 
name remains, since the group wished 
to preserve the legacy and history of 
the business, which is centred around 
the Bellrock Lighthouse – the very first 
lighthouse at sea. 

Fundamentally, the rebrand is designed 
to simplify the message, improve brand 
recognition and make it easier for clients 
and people within the business to 
understand how the building blocks fit 
together. “Customers are understanding 
there is a di� erent way of doing things,” says 
Smith. “The technology is there to not only 
drive e� iciencies, but improve decision-
making.”

Meanwhile, the business is expected to 
continue to grow, both organically and 
via acquisitions. “I would describe us as 
primarily a technology-enabled workplace 
management business. If you’re breaking 
the mould – which we think we are – you’re 
not constrained. We don’t really have any 
one competitor working across our supply 
chain, and our ‘secret sauce’ is the so� ware, 
coupled with the expertise to understand 
the market. 

“But,” he concludes, “if you had to distil 
it down, it’s about how we are able to use 
technology in the FM and property space 
to improve our customer risk and cost 
profiles.”

have tried the TFM model 
two or three times 
and decided there 
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has been working with the 
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FMs use Moneypenny because we offer the very best people and 
technology to deliver 24/7 brilliant service. Discover how we will 
make you operate even more effectively. Talk to us today.

moneypenny.com    
0333 202 1005

Outsourcing our switchboard 
reduces overheads, saving 
my FM team time and our 
company money.”

SWITCHBOARD LIVE CHAT MOBILE ANSWERING SPECIALIST TEAMS

Moneypenny client since 2013.

“

OUR ‘MATS 
WITH BRAINS’ 
SAVE YOU 
MONEY!

www.kleen-tex.co.uk

1. Removes coarse grit & heavy soiling
2. Removes grit and moisture
3. Removes � ne dirt and moisture 

Minimise the amount of dirt and 
moisture entering your building 
with our 3 Mat System

Kleen-Tex A5 FMJ Advert September.indd   1 21/08/2018   09:17

http://www.kleen-tex.co.uk
http://www.moneypenny.com
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The world of o� ice design is constantly 
evolving and, in the past five years, 

the rate of change has been particularly 
pronounced. One of the most fundamental 
di� erences is that workplace design is now a 
board-level issue. In every major corporation, 
the management team recognises that an 
attractive and well-designed o� ice can lead the 
way in attracting and retaining the best talent, 
promoting productivity and providing a proud 
representation of their brand to clients and 
customers. 

In light of this, contemporary o� ices o� er more 
to sta�  than the token ping-pong and free popcorn 
these days in order to impress. There are also 
macro issues on the horizon, with the impending 
exit from the EU in less than six months’ time. This 
brings with it the potential exit of skilled workers, 
and possibly increased competition to attract 
new workers from abroad in a more isolated 
state. This might create a di� erent workforce 
demographic in addition to the already di� icult 
challenge of organising a space which caters for 
five generations in the same environment, all with 

di� ering working styles. 
By far the biggest trend we have witnessed 

in recent years, though, is the coworking 
movement and the increasing prevalence of the 
WeWork shared space model across traditional 
corporations. It has gone from strength to strength 
with its appeal to the millennial worker and the 
rise in flexible working. The technology we have 
today dictates that no o� ice need be static and 
people can, and should, have the choice to work 
anywhere. 

This trend has bled into o� ice design at 

FLEXIBLE PRINCIPLES
ffi  ce environments are changing as space becomes multifunctional  ulian Sharpe, 
rincipal irector at  ennett, looks at the benefi ts and drawbacks of this trend and 

asks if shared spaces re uire a di  erent M regime
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every level, and we now have corporate 
occupiers at the largest financial and legal 
institutions looking to recreate such spaces 
within their o� ice environments. Any 
workplace that wants to compete needs 
to be ready to break with tradition. The 
old-fashioned tea room or small kitchen 
space is not enough – companies are now 
replacing them with modern cafés and 
restaurants, or even food halls. They are 
also using them to reflect their cultural 
values, especially those related to social 
interaction and team work.

However, as the lines between living, 
entertaining and working start to blur in 
the workplace, e� ective management 
structures are required to maintain and 
facilitate these spaces so they operate 
e� ectively and enjoy a long lifecycle. FMs 
should note that some coworking providers 
are finding that high levels of usage in 
such spaces are generating concerns about 
ongoing care and maintenance – an issue 
that may spread to other o� ice buildings. 
The resilience of shared space needs to 
be considered at the start of the design 
process. 

FOOD FOR THOUGHT
In the ‘o� ice as restaurant’ workplace, 
traditional desks are done away with in 
favour of the café/restaurant style. Until 
recently, food outlets were normally placed 
in dedicated areas apart from the working 
floors, but this is changing. Where once 
there might be a canteen on one floor and a 
café point on another, there is now a trend 
towards distributing the o� ering across 
numerous floors mixed in with the working 
environment. The idea is to encourage 
movement and create a variety of social 
and collaborative spaces in a comfortable 
atmosphere with wellness as a priority. 

A high-profile example of this is Google 
at King’s Cross. The tech giant, which 
has been a leader in the evolution of 
o� ice design, has seven F&B outlets 
over numerous floors servicing a variety 
of working environments. Similarly, 

Nationwide’s Swindon headquarters 
has been transformed, the ground floor 
now consisting of one restaurant with an 
associated ‘street’. A variety of open 
and enclosed environments 
are on o� er, and the 
restaurant morphs 
over the course of 
a day with food 
predominating 
at certain 
times – but 
work is always 
present. 

As all café 
and restaurant 
owners know, 
these kinds of 
environments 
are maintenance 
intensive. Rows of desks 
have given way to varied 
work settings, and the numbers 
of building users have increased; in 
e� ect, o� ices have become ‘densified’. 
This has increased the pressure on FMs to 
actively manage spaces which are used 
for di� erent purposes at di� erent times 
of day. 

We find that the biggest mistake made 
by operators and occupiers is choosing 
form over function and fashion over 
sturdy, robust products. Furniture and 
materials need to be considered from 
the perspective of usage. A design 
project should be informed by an initial, 
comprehensive workplace survey, 
followed by consultation with all levels 
of the business. The FM team needs to be 
fully involved with the design. Incorrect 

planning leads to spaces showing wear 
and tear before their time, creating a less 
attractive environment and a space that 
isn’t fit for purpose, for sta�  or visitors. 

But are things about to change again? 
There have been rumblings of a move 

away from open-plan working with 
recent research by Unispace, 

an o� ice design company, 
finding that more than two 
hours a day of face-to-face 
time with colleagues was 
“overly collaborative” and 
“potentially disruptive 
for individuals and the 

business”. Unispace 
surveyed more than 2,000 

occupiers of o� ice space 
on four continents, and 

found many sta�  resorting to 
noise-cancelling headphones and 

working from home to do their jobs 
without distraction. 

Does this mean a return to the days 
of cellular o� ices and cubicles? Highly 
unlikely. A better way might be a properly 
managed hybrid model providing for all 
temperaments and generations of worker, 
balancing space for quiet concentration 
with space for collaboration and social 
time. FM teams, change managers, HR and 
IT departments need to work together to 
find out how people use spaces in order to 
develop flexible solutions better adapted 
to the needs of the organisation. The 
comfort and convenience of visitors can 
be catered for alongside the wellbeing of 
employees, who deserve an environment 
that allows them to be their most 
productive selves.
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With several high-profile outsourcing 
businesses hitting the headlines for all the 

wrong reasons, the death knell has supposedly 
sounded for outsourcing. But while recent events 
have triggered an outpouring of theories about 
the shortcomings of this business model, we’re 
actually seeing the market putting more emphasis 
on value over price.

The traditional outsourcing market has seen 
customers auction contracts where the lowest bidder 
wins, with providers simply doing what has been 
asked of them rather than thinking outside the box. 
This creates an inevitable race to the bottom where 
suppliers can dump price to win at all costs, with 
customers receiving very little added value above and 
beyond the terms of their tender. 

In many ways, this process has been a consequence 
of previous misconceptions surrounding the role 
of outsourcing. In many industries, it has o� en 
been viewed as a means to an end, with customers 
outsourcing tasks they either don’t want to do 
themselves, or which they do not have the capacity 
to carry out. As such, it has become a commodity 
purchase to some, with few customers viewing it as 
an opportunity to unlock added value. 

However, the market is changing. Customers are 
becoming more sophisticated and it is no longer 
enough for outsourcing businesses to simply deliver 
what they are paid to do. Customers are increasingly 
recognising the value that can be added by specialist 
organisations that truly understand and complement 
their own e� orts – and appreciate that this is not 
always achievable when buying purely on price. 
Outsourcing businesses have an opportunity to 
identify their own key areas of added value and 
develop a clearly defined service proposition on that 
foundation.

CREATING DIFFERENTIATION
Today’s customer wants to experience value during 
every transaction in an outsourcing partnership. 
They want e� ective and flexible processes, good 
communication, and the knowledge that they can 
lean on experts to deliver additional value in their 
specialist areas.

As a result, the procurement process for 
outsourcing is undergoing a major overhaul and 
becoming more collaborative. Instead of looking for 
a provider with an o� er that suits a specified budget, 
customers are locking added incentives into contracts 
and bundling projects to find dedicated, onsite 
partners. Track record and specialisation are key to 
winning work, with suppliers that attempt to be all 
things to all people losing out when it comes to more 

focused briefs.
This market change led Leadec to think about its 

own specialist o� ering to the market. Our experience 
working with automotive OEMs around the world, 
carrying out niche tasks such as paint shop cleaning, 
prompted us to shi�  from providing diverse 
outsourced services to specialising in manufacturing 
outsourcing. By focusing on facilities services, 
installation and maintenance within customer sites, 
we ensure we are delivering maximum value in these 
specific areas, rather than trying to spread our value 
more thinly across several areas.

The days where outsourcing is seen and not heard, 
and only contracted to cover areas of low interest, are 
numbered. Customers increasingly seek ideas and 
partnership from their outsourcing suppliers, rather 
than just the services they pay for.

For example, we have built a system that 
dynamically evaluates both customer service 
fulfilment and customer satisfaction. Customers have 
access to a secure dashboard through which they can 
see exactly what they are getting for their money, and 
how we are going beyond their initial expectations. 
Satisfaction data can be grouped at every level from 
individual customer employee to the wider business. 

THE RACE TO THE TOP
Many customers have learnt valuable lessons from 
past outsourcing deals that were procured and 
agreed on a simple lowest-price basis. They have 
come to appreciate the benefits of working with an 
external partner who can provide additional value 
in key areas. Specialist providers are able to do this 
by virtue of their context-specific know-how and 
thorough understanding of the customer’s operations 
within their area of expertise.

Manufacturing is a good example of an industry that 
understands the need for added value. Companies 

must be fiercely competitive to retain their position 
in the market, which means they’ve become 
accustomed to buying-in value. This might be through 
capital equipment purchases, new technology 
integration, or seeking ways to fill the skills gap.

Manufacturers must continually focus on their 
own core value added in order to pull ahead of 
their competition. For outsourcing partners this 
means continually seeking new, o� en minor scope 
additions to contracts in areas which might cross 
the border between what’s considered core and 
non-core business. This might take the scope beyond 
building and infrastructure to include auxiliary 
production equipment and other assets, requiring an 
understanding of their impact on the customer’s core 
operations.

It’s important for outsourcing partners to address 
the issue of value early in the relationship to 
understand how the customer defines value. This 
can lead to a change in the initial brief and opens the 
customer’s eyes to what is possible when working 
with a specialist. Such a mutual ‘fair play’ approach 
also encourages a shi�  in the structure of contracts 
towards higher levels of transparency and multi-level 
joint governance arrangements. In these contracts, 
the guaranteed maximum price and vested models 
are still prevalent, but gain share mechanisms might 
di� er from what we have seen in the past. 

The stereotypical image of outsourcing is changing. 
Those who think they have a win-lose deal are 
discovering the situation is actually one of lose-
lose. The days when projects failed because of a 
breakdown in relations between customer and 
supplier are passing, as all parties see the benefits in a 
win-win-based collaboration. A cultural shi�  is taking 
place as customers begin to recognise the added 
value that can be provided by outsourcing partners, 
largely led by mature markets.

As a result, the typical cost model the industry has 
always followed is evolving into something more 
sophisticated, but there is still work to do. Before the 
entire market moves towards this more balanced 
model, suppliers need to provide transparency 
to customers to demonstrate the value they are 
providing. We have a responsibility to help customers 
understand more e� ective routes to collaboration 
and more productive ways to reward excellence and 
innovation.

We should view these turbulent times not as 
a harbinger of doom, but the beginning of an 
outsourcing market transformation which will 
completely change the way businesses procure and 
purchase services. It’s a time of positive change, and 
specialist providers are well positioned to thrive in 
this new age.

hil Mc lennon, E  of Leadec, e plains wh  the outsourcing market must become a 
race to the top if the industr  is to thrive and grow in diffi  cult times

REDEFINING VALUE 
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Damaged  
Drains?

Call the drainage experts and ask about a FREE site assessment

0808 250 5199 
info@metrorod.co.uk 
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 Commercial Drainage Experts

 Professional Service

 Available 24/7/365
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For all your Chiller, AHU, Spares & Service enquiries contact us on:

0345 565 2700                  www.daikinappliedservice.uk

Introducing the 
Worlds First R32 
Air-Cooled Chiller

Daikin Applied (UK) is proud to launch a new generation of 

highly e�cient air-cooled scroll chillers with R-32 refrigerant. 

The new air-cooled chiller range is available for cooling only and 

heat recovery applications.

 › New R32 refrigerant replacing old R410a chillers

 › Extensive Range from 80 kW up to 700 kW cooling capacity

 › Low GWP of just 675 compared to 2088 of 410a

 › SEER efficiency improved by 10% (Ecodesign Lot21 compliant)

 › Low noise with compact footprint

 › Fully compatible with Daikin on Site remote monitoring platform

 › Inbuilt master/slave sequencing 
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IT’S TIME TO GEAR UP FOR CHANGEABLE 
WEATHER – WITH SNICKERS WORKWEAR
NEW stretch garments and 
body-mapping layers deliver 
extreme working comfort 
and protection –whatever 
the weather.

It’s hard work on site when 
the weather starts to get 
worse in the autumn. That’s 
why Snickers Workwear 
continues to improve its 
working clothes with brand 
new weatherproof stretch 
Trousers and Jackets.

With great fit and superb 
value for money – they’ll be 
first choice for outside work 
that demands maximum 
comfort, mobility and 
protection.

The new and extended 
range of AllroundWork and 
FlexiWork jackets include 
waterproof and Hi-Vis garments for both men and women to keep the wearer 
warm, dry and visible. 

Rain, drizzle, hail or snow – whatever the weather, Snickers Workwear can 
deliver a jacket to suit what you’re doing on site.  

 � www.snickersworkwear.co.uk

 � info@snickersworkwear.co.uk

 � 01484 854788

NORTECH’S UPASS TARGET MONITORS TRAFFIC 
FLOW AT ST JAMES    
People and vehicle access 
control specialist Nortech has 
recently seen St James’ Market 
in central London update and 
improve access to its site using 
Nedap’s uPASS Target system.

Supplied by Nortech, 
Nedap’s uPASS Target was 
installed by leading supplier 
of integrated security systems 
Total Support Services 
(Security) Ltd, TSS, which was selected to supply the robust solution for long-
range identification to its recently installed security gates at the market.

TSS, which designs and engineers its own brand of security products and 
equipment, was able to use its 26 years of experience in specialised security 
products and services to provide the ideal security and access system that 
fitted the client’s needs. TSS selected the uPASS Target as it is easy to integrate 
with any existing access control systems so users don’t need to get out of their 
vehicles to get into the development. 

The uPASS Target is a robust solution for long-range identification of 
vehicles, people and rolling stock. It is ideal both for access control to gated 
sites and for close monitoring of tra� ic flow activities at industrial sites and 
logistic depots. Its Plug-and-Play features enable it to be installed in just a few 
simple steps, and its variety of industry-standard communication interfaces 
support seamless integration into any existing or new third party systems for 
access control, logistic operations, security and parking.

� www.nortechcontrol.com

 � 01633 485533

 � sales@nortechcontrol.com

ALTRO TAKES A FRESH LOOK WITH BAUHAUS-
INSPIRED SOLUTIONS       

Commercial interior surfaces specialist Altro has 
introduced stunning new high-design ranges to 
its floors, doors and walls package. Delivering 
premium aesthetics with outstanding durability, 
all backed by Altro’s sector-leading support and 
expertise, Altro Ensemble modular flooring 
system and Altro Whiterock wall designs wall 
sheet are ideal for o� ice, retail and hospitality 
environments.

New Altro Ensemble modular flooring system 
is the next generation of luxury vinyl tiles. From 
colour blocking to geometric patterns, with a range 

of plank and tile sizes and textures, Altro Ensemble 
gives design freedom to create luxurious floors for 
commercial interior spaces. With 57 options to mix 
and match, the modular flooring system has natural 
wood and stone designs and bloc colours too. Altro 
Ensemble is 2.6mm thick with a 0.55mm wear layer, 
15dB sound reduction qualities and added comfort 
underfoot, with minimal residual indentation and 
excellent durability. A truly exceptional material, it 
combines these features with unique flexibility and 
is lightweight, making it easy to transport, cut and 
handle for installation.

In developing the new Altro Ensemble collection, 
the design team has taken inspiration from the 
Bauhaus design school’s philosophy of bridging 
the gap between form and function to engineer 
products that meet the customers’ biggest 
challenges, such as the need for cleanability, 
sustainability and flexibility. The result is a 
premium modular flooring system that o ers 
variety and design freedom to create sophisticated, 
contemporary and striking designs. It also has the 
benefits of local sustainably sourced raw materials 

made to Altro’s exacting manufacturing standards, 
which ensure high quality, excellent durability and 
high-performance characteristics.

Altro Ensemble is the perfect partner to Altro 
Whiterock wall designs – a new vision in wall 
decoration with natural wood, stone and linen 
options plus stunning metallic designs to give 
elegance to interior walls. 

The new ranges are the natural progression of 
tried and tested products, each harnessing decades 
of research and expertise in the UK and in Germany, 
with extensive customer feedback integrated into 
the development process. 

�  www.altro.co.uk

mailto:DANNY.GRANGE@KPMMEDIA.CO.UK
http://www.snickersworkwear.co.uk
mailto:info@snickersworkwear.co.uk
http://www.nortechcontrol.com
mailto:sales@nortechcontrol.com
http://www.altro.co.uk


Shielding people and equipment 
across your whole facility

McCue protect and organise facilities, so your 
people and equipment are safe and your profits 
and productivity are maximised.

Visit mccue.com/uk   call 01908 365511   email UKsales@mccue.com

@mccuecorpUK             @McCueCorp_UK

Pedestrian segregation Equipment protectionCorner guards

McCue |   Making Facilities Safer
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THE NEW FALCON AND APOLLO FROM SOLID GEAR - 
HIGH TECH SAFETY BOOTS FOR THE WINTER  
Incorporating some 
of the most advanced 
technical features in 
safety boot design.

With a focus on 
comfort and S3 safety, 
Solid Gear’s Falcon 
(shown le� ) and Apollo 
boots are probably the 
most robust boots you 
can get for the winter 
months. With durable 
uppers these heavy-duty 
boots will keep your feet 
dry and insulated so you 
can work comfortably in the roughest conditions on site. What’s more, the new 
oil- and slip resistant Vibram soles deliver outstanding grip on snow and ice – 
even at low temperatures.

The Apollo has a premium full-grain impregnated leather upper while the 
Falcon is a mix of full grain leather and a Cordura Rip Stop fabric. Both boots 
deliver better water repellency and breathability than many other boots, while 
their fiberglass toecaps feature multilayer technology for a roomier toe box, 
while the new thinner and stronger composite plates add extra flexibility.

There’s over 30 boots and shoes in the Solid Gear Safety Footwear range, 
all of which integrate modern designs and sporty looks with best in class 
materials for comfort, protection and durability.  

� www.solidgearfootwear.com

 � 01484 854788

RPC BPI RECYCLED PRODUCTS PROUDLY 
SPONSORS RECOUP 2018 CONFERENCE     
RPC bpi recycled products was the headline sponsor of RECOUP’s Plastics 
Recycling Conference 2018. RECOUP is the UK’s leading authority on plastics 
waste and resource management. 

Over 20 speakers 
took part in this year’s 
conference. Mike Baxter, 
External A� airs Director at 
RPC bpi recycled products 
was one of them. He said: 
“This year’s event has more 
relevance than ever to all 
stakeholders. We face an 
unprecedented ra�  of new 
regulations and legislation 
which will dramatically 
change the face of our industry and how we all operate. Everyone in our sector 
– recyclers, collectors, local authorities, brands and retailers - will have to 
establish new and more co-operative business relationships if we are to rise to 
the challenge of issues such as Extended Producer Responsibility, the Circular 
Economy, and higher targets.”

RPC bpi recycled products is Europe’s largest plastic recycler, helping 
businesses dispose of a wide range of plastics and accelerate transition towards 
a circular economy by o� ering closed loop recycling schemes. 

RECOUP is a member-based plastics recycling organisation that works 
across the supply chain to promote good practice and information to aid the 
sustainable development of UK plastic recycling.

� www.recoup.org/p/298/recoup-conference-2018

� www.rpc-bpi.com

STANLEY LAUNCHES ONEDOOR SMARTPHONE 
BASED ACCESS CONTROL SYSTEM WITH UK 
STARTUP DOORDECK 
STANLEY Security has partnered with London-based security start-up Doordeck 
to launch the Stanley OneDoor smartphone-based access control system. 
Stanley OneDoor can be used with existing STANLEY access control products 
and rolled out to an entire building in 
under one hour, without the need for 
any new hardware.

Designed to be quick and simple 
to use, Stanley OneDoor removes the 
need for keycards and tags and all the 
management and associated costs 
that entails. Instead, users gain access 
via their smartphones through the 
Stanley OneDoor App,‘reading’ Stanley 
OneDoor tiles using either a QR code, via the app, or an NFC chip, just like 
Apple Pay and Google Pay. Highly flexible, the system is secured with bank-level 
encryption and can also be used with traditional cards and tags where required.

For STANLEY Security access control customers, Stanley OneDoor provides 
significant benefits with no capital expenditure. Instead, there is a competitively 
priced monthly subscription fee per door, with unlimited users. Furthermore, 
costs associated with managing an access control system are largely 
removed, making Stanley OneDoor even more cost-e� ective. Access can be 
managed remotely, with no requirement to be present to issue a virtual key. 
All administration functions are also managed online and are comparable to 
existing systems. 

 � www.stanleysecurity.co.uk

 � 0844 254 0032

WE’VE CUT THE CORD     
When trailing cables could pose a 
problem particularly in high-tra� ic areas 
the Duplex 380B Turbo is the answer, 
battery-driven so no power lead to get 
caught in doorways or around furniture 
and fixtures. 

The Duplex 380B Turbo has been 
developed from the remarkably 
successful Duplex range of floor 
cleaning machines and not only 
benefits from the mechanical pick up 
utilised by the existing Duplex machines 
it also incorporates an eco-friendly 
vacuum.

On hard floors the combination 
of twin brush mechanical pick-up, 
vacuum and twin squeegees ensures 
that surfaces are le�  perfectly dry in 
seconds and the squeegee can be easily 
li� ed and the vacuum turned o�  when 
cleaning carpets. This makes the 380B 
one of the most versatile battery floor 
cleaning machines on the market.

From wall to wall and into the 
tightest corners the Duplex 380B Turbo 
is ideal for daily maintenance or deep 
cleaning of any environment where 
hygiene is of the utmost importance.

� www.duplex-cleaning.com

 � 01227 771276

 � info@duplex-cleaning.com

mailto:DANNY.GRANGE@KPMMEDIA.CO.UK
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http://www.rpc-bpi.com
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http://www.duplex-cleaning.com
mailto:info@duplex-cleaning.com


Request an onsite demonstration

www.duplex-cleaning.com    01227 771276
Fax 01227 770220    info@duplex-cleaning.com

Unit 27 Joseph Wilson Ind. Est  Whitstable, Kent, CT5 3PS.

Its quality of design 

guarantees you high 

performance cleaning.

• FLOOR CLEANING

• ESCALATOR CLEANING

• STEAM CLEANING

• GUM REMOVALHigh Performance Cleaning Machines

Duplex is a leading industry 

expert in the supply and 

manufacture of commercial 

and industrial cleaning 

machines. The Duplex Steam

unique in their class and our

range of vacuumated,

multi-surface steam cleaners

offer premium technology

for the most demanding

cleaning tasks.

fmfirst® Product Suite - Comprehensive Facilities  
Management Software 
 
• Reduce long-term FM costs 

• Simplify compliance management 

• Optimise asset performance 

• Increase staff productivity  

The product suite contains the following Applications: 

     - fmfirst® Estates 

     - fmfirst® Cleaning Audit  

     - fmfirst® Survey 

     - fmfirst® PLACE Mobile 

 Book a Free Demo 

0845 270 7747 | www.asckey.com | sales@asckey.com 

http://www.duplex-cleaning.com
mailto:info@duplex-cleaning.com
http://www.asckey.com
mailto:sales@asckey.com
http://www.asckey.com
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FISCO’S NEW ‘MARK-RIGHT’ - THE ‘TIME-SAVING’ TAPE 
FOR RIGHT-HANDED CRAFTSMEN  
Delivering faster, more accurate and comfortable measuring.

If you’re fed up with reading tapes upside down, get to grips with Fisco’s new 
‘Mark-Right’ Tape. It’s designed for right-handed cra� smen and women with a 
blade that 
reads from 
right to le� .

So 
measuring 
and and 
marking 
gets a whole 
lot easier 
and more 
accurate 
because you 
wont have to 
read the tape 
measure 
upside down 
and use your le�  hand to hold the tape in position whilst marking. 

What’s more, the ‘Mark-Right’ reduces marking and cutting time for a 
right-handed user by 50%. Check out the video at https://www.youtube.com/
watch?v=ECTpcx7JzGI 

Available in 5m lengths, the blade is graduated in mm and inches, is accurate 
to EC Class II and housed in a tough ABS case with a positive action slide lock 
brake, belt clip and zeroing end hook.

� www.fisco.co.uk

JOHNSON CONTROLS LAUNCHES ENHANCED 
RANGE OF VIDS AND VADS   
Johnson Controls has introduced an innovative 
range of sounders, Visual Alarm Devices (VADs) 
and Visual Indicating Devices (VIDs), helping to 
improve performance of fire detection systems 
and ensure evacuation responses occur quickly 
during a real fire event. 

With two leading fire detection brands; 
ZETTLER and FireClass, Johnson Controls o� ers 
sophisticated fire detection solutions for a range 
of di� erent environments and project size.

Specialists at Johnson Controls have used 
independent research into light patterns and 
their e� ect on triggering human reactions, 
to improve the design and functionality of the new range of VIDs and VADs. 
Research from the BRE shows that LED light output with a pulse width lower 
than 20 milliseconds is more e� ective at alerting people because of the light 
frequency. Engineers at Johnson Controls have adopted these findings, to 
ensure the VADs in our new range flash at a pulse width, which is always less 
than 20 milliseconds when activated.

The devices use a new and highly sophisticated self-testing technology, 
developed by Johnson Controls to assess real light and sound output. This 
enables FMs to test and maintain the devices much faster than before. 

Once installed, FMs can use the device’s Reflective Sound Monitoring (RSM) 
and Reflective Light Monitoring (RLM) features, to perform a full test of sounders, 
VID and VAD devices, without causing disruption to occupants and reducing 
desensitisation of a genuine activation.

� www.johnsoncontrols.com

WEBER FLOOR SCREED 
KEEPS EVERYONE ON 
THEIR TOES AT EVERYONE 
ACTIVE LEISURE CENTRE   
In the first phase of improvements to Watford 
Woodside Leisure Centre in Hertfordshire, 
one of two state-of-the-art facilities in the 
town managed by Everyone Active, high 
performance weberfloor 4310 fibre flow by 
Saint-Gobain Weber has been specified by 
main contractor Bosun Design & Construction Limited (BDC), Chandlers Ford, 
Hampshire.

Included in the current phase of the works is the creation of a new mezzanine 
floor. It has been installed in the space above a former dance studio and 
adjacent squash court, and has enabled a brand new fitness studio to be 
created. 

Subcontractor C E C Plastering, of Southampton, undertook the application of 
weberfloor 4310 fibre flow screed. Director Chris Crosby says: “Together with BDC 
we specified this fibre reinforced self-smoothing compound which we pump-
applied at various thicknesses from 35-50mm. It was quick and easy to install, 
very versatile, and has produced an excellent finish.” 

The new floor was initially primed with weberfloor 4716, a water-based 
primer designed for use with all cementitious and hemi-hydrate floor screeds. 
Almost 500 bags of weberfloor 4310 fibre flow were required to finish the 190m2 
mezzanine floor in preparation for a final wood sprung floor suitable for dance 
and other physical education where shock absorption is essential to enhance 
performance and reduce the risk of injury. 

 � www.uk.weber

 � mail@netweber.co.uk

 � 08703 330 070

PRIVATE WASHROOMS FOR A PUBLIC 
RESEARCH UNIVERSITY      
Imperial College London’s newest campus is located in White City. Part of a large 
scale redevelopment of the west sub region of London, the construction of the 
two new university buildings form a £110m Research and Translation Hub. 

Located in Building C, Washroom Washroom provided Imperial College 
London with full height Marcato HPL cubicles with 20mm flush fascia solid grade 
Formica laminate doors and pilasters in Maui, matching 12mm duct panels and 
12mm partitions in Folkestone. 

Research from the Li� ing 
the Lid on Washrooms 
white paper by Formica 
Group indicate it is young 
adults (18-24) who are most 
fastidious about using clean 
public toilets. The same 
group also show the highest 
instances of being very likely 
to avoid touching bathroom 
surfaces (31%) due to hygiene concerns, when compared to older and younger 
generations. This is also the age group most concerned about the size of the gap 
between the floor and the base of cubicle panels. 

Regular cleaning and maintenance is essential for all toilet facilities and 
understandably public toilets come under the most scrutiny. The specification 
of HPL with its antimicrobial properties that kill microorganisms and stops their 
growth, helps address hygiene concerns by contributing to a cleaner washroom 
environment. To address privacy concerns the cubicles are designed using floor 
to ceiling panels.

� www.formica.com

 � samples.uk@formica.com

 � +44 191 259 3512
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FMJ & FM Forum Presents 
The FM Industry 
Christmas Party 2018
29th November – 6pm until late
TAKING PLACE AT THE STYLISH PRIVATE 
MEMBERS CLUB, BEAT LONDON
Sponsored by

Earlybird rate - £35 per ticket 
To book tickets, www.facilitiesmanagementforum.co.uk

www.tmethermometers.com
• +44 (0)1903 700651 
• sales@tmethermometers.com

Streamlined water temperature 
testing for legionella risk control 

MM7000-2D 
Barcode Scanning
Thermometer
• Scan barcodes to 

record temperature, 
time and date together 
with exact location

• Eliminate human 
recording errors

Remote testing for difficult access points - 
paperless recording for enhanced data integrity.

• Download 
to spreadsheet

TC Wall Port System
• Easy to install thermocouple temperature monitoring points
• For boxed-in TMVs, pipes and high level water tanks
• Instant readings from up to 20 metres away

More legionella 
solutions from TME
• Dual purpose surface/

immersion probe
• Shower probe with 

integral water 
collection cup

• Thermometer with 
built-in 1/2 minute timer

TME 4CvAdOct18_Hres 2.qxp_Layout 1  21/09/2018  10:49  Page 1

WWW.INTATEC.CO.UK

Airfield Industrial Estate, Hixon, Stafford, ST18 0PF
T. 01889 272180   F. 01889 272181   E. sales@intatec.co.uk 

WE’VE GOT THE 
COMPLETE RANGE

SIMPLE & EFFICIENT SERVICING

THE X-MAG PRO INCLUDES
• MAGNETIC FILTER

• DIRT & AIR SEPARATION

• STAINLESS FILTER MESH & 
REMOVABLE BASKET

• 4 CONNECTION PORT OPTIONS

• SIDE OR THROUGH 
CONNECTION INSTALLATION 
OPTIONS

• AUTOMATIC OR MANUAL 
VENTING

• ½˝ - 2˝ CONNECTIONS

• LARGE CAPACITY CHAMBER 
MAINTAINS OPTIMUM FLOW

• DOSING PORT AS STANDARD  
ON ALL MODELS

• HIGH QUALITY STAINLESS STEEL

MAGNETIC SYSTEM HUB

http://www.facilitiesmanagementforum.co.uk
http://www.tmethermometers.com
mailto:sales@tmethermometers.com
mailto:sales@intatec.co.uk
http://www.intatec.co.uk
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SILVERSTONE PARTITIONS SUPPORTED BY STYLE
During the recent 
hosting of the 
Formula 1 Grand 
Prix at Silverstone, 
partitioning experts 
from Style were 
requested to be on 
hand at a prestigious 
hospitality venue, 
ensuring a crucial 
moveable wall system 
that divides the main 
room into private 
spaces for the world’s 
sporting press, operated smoothly and with maximum acoustic performance. 

Seven years ago, Style installed a semi-automatic DORMA moveable wall to 
quickly reconfigure the space at the hospitality suite at Silverstone known as 
The Wing. As part of an annual service and maintenance agreement, Style’s 
team of engineers are always on hand during the high-profile F1 Grand Prix. 

“Watching our team in action to quickly help reconfigure the room in time 
for the world’s press to arrive is similar to the speed and precision of Lewis 
Hamilton’s team when he comes in for a tyre change,” joked Mike Fine, Style’s 
Director for the Midlands.

“But on a serious note, it’s a room arrangement that changes an open plan 
conference suite into a private area with a corridor, and the team at Silverstone 
are extremely grateful that we are there to assist in altering the space once 
a year. It’s reassuring to have our technicians on hand to ensure the wall is 
correctly positioned and that the acoustics are spot on.”  

� www.style-partitions.co.uk

 � sales@style-partitions.co.uk

 � 01202 874044

WORLD LEADERS IN LIFT INNOVATION 
EXPAND PRODUCT PORTFOLIO      
Globally recognised leader in li�  innovation, Avire, has added two new 
products to its already extensive range of quality solutions. Avire Hub, a unique 
connectivity platform, and the Avire SIM card, a no-network bias communication 
chip. The new products aim to reduce maintenance and monitoring time, cut 
costs for Avire’s customers, as well as helping solve current issues commonly 
found by industry professionals.

Avire Hub
Avire’s market-leading cloud monitoring system, 
Avire Hub, has been specifically designed for 
the elevator industry and allows maintenance 
companies, building owners and facilities managers 
to view their entire li�  portfolios online through a secure platform. Customers 
can easily program and monitor connected devices via any internet capable 
device allowing them to gain real time feedback about their li�  installation. 

Avire SIM Card 
Mitigating common telecommunication issues within the 
elevator industry such as unreliable network connectivity 
and additional charges, the Avire SIM Card o� ers customers 
continued network connection even during low usage 
periods. The chance of overage costs is greatly reduced as 
the usage is pooled across all SIMs and feedback can be 
provided on the usage of the SIM portfolio. Additionally, as 
the Avire SIM isn’t biased towards a specific network, it will continuously roam 
for the strongest signal available, regardless of the network operator.

� www.halma.com

SONTAY PROVIDES THE RIGHT CONDITIONS FOR 
REST AND RELAXATION AT SPANISH HOTEL      
The Club MAC hotel in Majorca is providing its guests with increased comfort 
as well as saving vital energy thanks to a range of HVAC sensors from Sontay. 
Distributed by Globacontrol, the Spanish distributor for Sontay, and installed by 
local system integrator, SIRC BALEARES, the sensors are helping the hotel reduce 
energy consumption by 40%. 

The Club MAC site covers an 
area of 100,000 square meters 
and is made up of three di� erent 
buildings. 

“There were two key areas 
that we needed to consider when 
undertaking the refurbishment 
project for the hotel,” comments 
Bruno Alcaide Pérez, owner at SIRC 
BALEARES. “Firstly, the comfort of 
the guests in all areas of the hotel was extremely important and, secondly, the 
hotel wanted to be as e� icient as possible to save both energy and money. We 
knew that by upgrading the current Building Management System (BMS) and 
installing new sensing equipment, we could answer these objectives.” 

SIRC BALEARES worked on a complete migration and expansion of the BMS 
for the entire hotel complex. To guarantee the perfect indoor climate conditions 
for guests the cold production, sanitary hot water, air conditioning and lighting 
of noble areas of the buildings are closely monitored using Sontay sensors. 
They are also monitoring the temperatures of around 40 cold rooms in the 
kitchens and electrical consumption is also recorded from 18 di� erent points on 
the system. 

� www.sontay.com

 � sales@sontay.com

INTRODUCING YO-YO DESK X | BUDGET 
PRICED STANDING DESKS FROM £199.95
Sit-Stand.Com, Britain’s #1 exclusive supplier of standing desks is 
launching Yo-Yo Desk X , standing desk at an unbeatable price of £199.95 
(including VAT & Shipping). 

“This is a game changer” according to Rik Mistry – Head of UK Sales at 
Sit-Stand.Com. “It has always been our mission to make standing at work 
as a� ordable and 
healthy as possible 
for all employers 
and employees. Cost 
should never be the 
reason not to have a 
standing desk.”

Yo-Yo Desk X has 
a lighter frame and 
slimmer tabletop 
to Sit-Stand.Com’s 
best-selling Yo-Yo Desk 
CLASSIC standing 
desk. Yo-Yo Desk X 
incorporates a unique 
single gas spring - for 
smooth up/down 
movement to 30 
adjustable heights making it the ideal solution for users below 5' 8” tall.

Sit-Stand.Com is o� ering a 10% pre-order discount until October 15th. 
Get moving!

 � www.sit-stand.com 

 � 0333 22 00 375

 � sales@sit-stand.com
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SMART BUILDINGS SHOW 2018 ANNOUNCES INDUSTRY-
LEADING CONFERENCE PROGRAMME      

Smart Buildings Show 2018 which takes place on 
the 7-8 November at the Barbican, London is the 
largest UK event dedicated to smart commercial 
buildings. 

A� er last year’s inaugural event, Smart Buildings 
Show has doubled in size and is set to have a great 
line up of speakers at its free-to-attend conference.

The conference programme is in place, with 
speakers from companies such as Honeywell, 
Schneider Electric, Tridium, the BIFM and IBM, 

who will all be providing thought provoking 
content. There will also be keynote addresses 
from JLL and Microso� , plus a panel debate 
focusing on the workplace and how smart 
buildings can improve well being and 
productivity. On top of this there is a training 
theatre which will be providing up to date 
CPD courses.

The attendees at the show come from 
diverse areas of industry including; senior 
facilities managers, systems architects, 
consultants, project managers, directors of 
estates and FMs, BMS engineers plus building 
services professionals.

The quality of the attendees is set to be high 
again with registrations from organisations such 
as; The Salisbury Group. The Royal Household. 
University of Westminster, North Yorkshire County 
Council. CBRE, JLL. HMRC, Mitie, Broadgate Estates, 
Unilever, UBM, Goldman Sachs, Northampton 
General Hospital, NHS Property Services, Laing 
O’ Rouke, WSP, HSBC, ISS, National Car Parks and 
Societe Generale.

Confirmed exhibitors include; ExcelRedstone 

Honeywell, ENGIE UK, Schneider Electric, 
SmartGreen, Allied Telesis, Global Associates, GEZE 
UK, Remark Group, DEOS UK, Phoenix Contact, 
WAGO, BEG UK, Smart Buildings ltd, Pressac 
Communications and EnOcean.

To register for free go to www.smartbuildingsshow.com

7-8 November 2018 • Barbican • London

n  Largest free to attend commercial smart building conference 

and exhibition in the UK

n  Keep up to date with the latest innovations

n  Sector analysis and case studies from market leaders

n  Dedicated training theatre with accredited CPD courses

n  Meet the leading suppliers to the market

n  Speakers include: JLL, Microsoft, Honeywell Building Solutions, 

IBM, ENGIE UK, Hurley Palmer Flatt, Tridium, Bluetooth SIG

Register at:

www.smartbuildingsshow.com

Official Sponsors:    

Official Supporters:     

Smart Buildings Show is the event for professionals who 

want to make their buildings smarter.

smart buildings_half page_FMJ_FINAL.indd   1 13/09/2018   14:40

7-8 November 2018 • Barbican • London

http://www.smartbuildingsshow.com
http://www.smartbuildingsshow.com
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TAKING A LOOK BEYOND THE WASHROOM DOOR       
Leading Hygiene Services provider, phs Group 
has launched a new campaign that looks at the 
impact of washroom practices on the wider 
environment.  

The campaign, Beyond the Washroom Door, 
aims to get businesses thinking about not just 
their immediate working environment but also the 
implications for the wider environment, when it 
comes to their washroom services.

Flushing sanitary waste products instead of 
binning them, for example, can have a significant 

environmental impact. The waste products either 
become caught up in costly blockages or end up 
on our beaches or in our rivers and seas where 
they take hundreds of years to decompose. Failing 
to fit water saving devices on taps can result 
in thousands of litres being wasted, against a 
backdrop of world-wide water shortage. 

Many businesses, that might have measures 
in place to dispose of food waste, paper waste 
and other front-of-house waste can o� en forget 
about the hygiene waste in their back-of-house 

operations. These hygiene waste products 
(nappies, sanitary waste products and 
incontinence waste products) end up in 
landfill where they take hundreds of years 
to decompose when there are other options 
available to use the waste as a source of 
energy for industry. 

Paul Doble, phs Group Chief Commercial 
O� icer said: “Our Beyond the Washroom 
Door campaign shines a light on the 
implications of what happens in the 
washroom and highlights what can be done 
to improve business washroom practices 
to minimise their impact. In this case, what 
happens behind the washroom door most 

definitely doesn’t stay behind the washroom door. It 
extends far beyond it, to our wider environment. 

“There is a wide range of environmentally 
innovative washroom products available, from 
water management systems and water e� icient 
taps to air purifiers and recycled mats. Our 
LifeCycle process can even divert hygiene waste 
products away from landfill. These solutions 
provide the expected benefits for employee health 
and wellbeing as well as improving sustainability 
performance by o� ering significant cost and energy 
savings but equally significantly they benefit they 
provide environmentally responsible solutions.

“Floorcare products made from Econyl, for 
example, are made from recycled fishing nets 
recovered from our seas, helping to prevent 
ghost fishing and the death of other sea animals 
who become trapped in them. Similarly, the use 
of sanitary disposal bags such as the innovative 
FabLittleBag, can encourage women who might 
flush sanitary products to avoid touching a sanitary 
bin, to think again. 

“We’re encouraging all businesses to think again 
about the products they put into their washrooms 
and consider the overall cost to the environment 
when making their purchasing decisions.”

�  www.phs.co.uk

SPRINKLER SYSTEMS 
VS SMOKE CONTROL: 
THE EN 12101-5 APPROACH      
The ways smoke ventilation systems and 
fire suppression systems (such as sprinklers) 
interact with each other are numerous. The 
complexity of this interaction is such that 
no piece of research we’re aware of has 
conclusively described their behaviour. Hence 
we will continue to recommend the adoption 
of a fire-engineered approach that determines 
what’s appropriate on a site-by-site, situation-
by-situation basis.  

What are the standards?
EN 12101-5 has a section specifically regarding the 
interaction between sprinklers and SHEVS (smoke 
and heat ventilation systems):

“In practice, many fires are controlled by 
sprinklers, but are extinguished by the fire brigade 
and sprinklers acting together. SHEVS can be of 
tremendous benefit to the fire services.”

We’ve highlighted this particular passage as it 

seems to get to the route of 
the issue – the fact is that 
fire sprinklers and smoke 
control systems ostensibly 
fulfil very di� erent roles 
during a fire. 

Working in harmony
To clarify EN 12101-5’s 
points regarding the di� erence between the two 
systems: “a SHEVS is o� en used to protect the 
means of escape, regardless of the expected time of 
arrival of the fire services.” 

When it comes to combining systems, it appears 
a belt-and-braces approach with redundancies 
is the best way forward. To quote the standard 
one last time: “The sprinkler spray on nearby 
natural ventilators can reduce the e� iciency of 
those ventilators. Since it is usually unlikely in 
a successful design that more than one natural 

ventilator will be a� ected, it is possible to adopt 
the guideline of discounting one ventilator. It is 
necessary to always fit at least one more ventilator 
than is recommended by design calculations that 
ignore local SHEV/sprinkler interactions.”

It seems a combined approach is possible, viable 
and may o� er the best long-term solution, so we’re 
calling for better co-ordination between industries 
and trades, and a greater focus on specialist 
maintenance provision to each system to ensure 
they’re fit for purpose.

�  www.airvent.co.uk          �  02920 776160          �  customer.services@airvent.co.uk
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Explore the technology, services and design for smart buildings and 
the strategy required to integrate these into your building or site.

The changing workplace and need for sustainable and productivity 
increasing solutions is continuing to drive the demand for smart 
buildings and this is your opportunity to be part of that discussion.

Date & Time: 21st November 2018 – 5.30pm

Location: 240 Blackfriars London, SE1 8BF

Join us for an evening of 
discussion in one of
London’s Smartest Buildings

RSVP AT 
FACILITIESSHOW.COM/SMARTBUILDING

SMART BUILDINGS NETWORKING AND TALK

FREE

TO ATTEND

8560_FacilitiesShow2019_SmartBuildingsNetworkingAd_A4+3mm#2.indd   1 02/10/2018   09:41
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ERGOTRON PREVIEWS JŪV WALL AT ORGATEC 2018
Sit-stand market leader introduces JŪV wall 
mounts. 

Elevating how people work, learn and care, 
Ergotron, Inc., has announced that its new solution, 
the JŪV Wall presented at Orgatec 2018, will be 
available also for EMEA markets. Orgatec 2018 
attendees will be able to preview the JŪV Wall at 
Koelnmesse in Cologne, 23 – 27th October, stand 
H061 before the product reaches Ergotron selling 
points.

The JŪV non-electric, adjustable worksurface 
wall mount rejuvenates new or existing space 
by empowering workers to move quickly and 
quietly from sit to stand throughout the day in a 
streamlined and organised environment. Providing 
full BIFMA ergonomic range—an industry first for 
a non-electric adjustable surface—transitioning is 
8-10 times faster than traditional height adjustable 
tables.

In a continuous e� ort of bringing movement 
into the workplace, Ergotron has added JŪV to the 
existing O� ice solutions including Arms, Sit-Stand 
converters, Mobile desks and Charging solutions. 
Inspired by mobility, flexibility and collaboration 
Ergotron designers are creating active environments 
for today’s innovative workforce and deliver holistic 
workspace options to realise the potential of every 
space.

“Open o� ice layouts and collaborative spaces 
are becoming the new standard in new o� ice 
builds and renovations, and Ergotron wants to 
ensure that employers don’t sacrifice wellness in 
the process,” said Dana Lair, Product Development 
Manager with Ergotron Contract. “The JŪV wall 
mount brings new energy into the workplace, not 
only by incorporating beautiful design but also by 

helping businesses address their corporate wellness 
objectives by integrating natural movement into 
their employee workspaces.”

With the JŪV wall mount, businesses can 
rejuvenate otherwise unused or overlooked spaces 
in commercial environments. Designed with a fully 
concealed cable management system, users have 
access to power and data at their fingertips without 
sacrificing aesthetics. Designed to avoid floor 
supports, the line provides ample leg room and 
additional space for storage or accessories.

�  www2.ergotron.com/MTR_JUV_ENG          �  (0) 203 078 7636          �  info.uk@ergotron.com

LIFTSHARE IS HELPING BUSINESSES TO SAVE 
MILLIONS OF POUNDS AND TONNES OF CO2      
A pioneer of sustainable travel, Li� share is a 
multi-award-winning platform that connects 
people driving the same way so that they 
can share their car journeys. As the biggest 
car sharing community in the UK, the team’s 
mission is to ensure that everyone has 
someone to travel with; solving transport 
poverty with fewer cars, greater access, and 
happier travellers. 

“Li� share has come a long way in the last 
20 years; we are excited to be growing fast 
and working with over 700 of the UK’s greatest 
employers, helping them save money whilst 
overcoming their parking and well-being 
challenges, and we are thrilled to have over 1 
million shared trips every month on our network,” 
says CEO and Founder, Ali Clabburn.

“However, 90% of commuters still drive to work 
alone every day at the same time as millions of 
families struggle with transport poverty and our 
cities are over their legal limits on air quality. Our 
hope is that in 20 years time that we will have fixed 
the problem.”

Li� share helps save its corporate clients, such as 
BT, Ocado, Heathrow Airport, British Gas, Barclays 
and National Grid, over £20 million per year with 
private, bespoke Li� share schemes. And that’s not 
even mentioning the environmental impact that 
Li� share has had on the UK, with over 121,653 
tonnes of CO2 saved in it’s 20-year history.

One of the most successful Li� share schemes in 

the country (and possibly the world) is Jaguar 
Land Rover.

Across it’s UK sites the cost saving has been 
in excess of £1.5 million annually in reduction 
of additional parking and maintenance costs. 
Encouraging sharing journeys also enhances 
the business’ ethos of encouraging a healthy 
and balanced lifestyle amongst sta�  and 
enables employees to network, meet new 
colleagues and make new friends.

The cost-e� ective solution has also been a 
great employee benefit, with one sta�  member 
reducing the cost of their commute by £3,000 
per year! Car sharing is a benefit which supports 
sta�  needs, delivers business productivity and 

e� iciently manages site resources.

�  www.business.li share.com          �  01603 389321

points.

mailto:DANNY.GRANGE@KPMMEDIA.CO.UK
mailto:info.uk@ergotron.com
http://www.business.liftshare.com
http://www.www2.ergotron.com/MTR_JUV_ENG


To ask a question or arrange a FREE no 
obligation meeting call 029 2077 6160
www.airvent.co.uk

You’re the expert at keeping your 
building up and running, safely and 
efficiently. We’re the expert when 
it comes to compliance with smoke 
control legislation. Let us support 
you and your team with scheduled 
maintenance packages that are 
considerately priced and planned, 
all in accordance with the RRO and 
other relevant legal standards.

The UK’s leading provider of  whole-l ife service to smoke control  systems

CLEARING A PATH  
THROUGH THE MAZE

RADISSON BLU HOTEL, LONDON STANSTED
28TH & 29TH JANUARY 2019

In this ever changing environment, all companies need to source 
sustainable FM services, products and solution providers that 

offer the best value for money.

Attend the FM Forum
and you can find your next partners quickly and efficiently

For a free buyer place or information on supplier packages 
contact the team on 01992 374100 or fm@forumevents.co.uk facilitiesmanagementforum.co.uk

Media Partner

http://www.airvent.co.uk
mailto:fm@forumevents.co.uk
http://www.facilitiesmanagementforum.co.uk


FACILITIES MANAGEMENT JOURNAL
JOBS

FACILITIES MANAGEMENT JOURNAL
JOBS

Looking for a new job in the 
Facilities Management industry?

Wide range of 
job listings Salary surveys Job alerts Career advice

Please visit our brand new job board which is specifi cally catered for Facilities 
Management & associated industry professionals – your next career move could 
be only a click away!

Featured Recruiters:

jobs.fmj.co.uk
   OCTOBER 201854

RECRUITMENT   �

https://www.jobs.fmj.co.uk


FACILITIES MANAGEMENT JOURNAL
JOBS

IMPORTANCE OF CREATING A MORE 
DIVERSE WORKPLACE
Sarah Kaiser from Fujitsu (Diversity & Inclusion Lead) 
and Anne Sheehan from Vodafone UK (Enterprise 
Director) o� er their thoughts on the importance of 
creating a more diverse workplace, especially at a 
time when many companies are su� ering from skills 
shortages. 

“A shortage of people working in digital and tech jobs has 
the potential to derail our journey towards a prosperous 
digital future. This shortage is partly due to a lack of 
awareness of the opportunities that exist, and the inaccurate 
perception that some groups, such as women or LGBT+ 
individuals, do not belong in the tech sector. We need to 
recognise that old-fashioned biases are still built into too 
many organisations and jobs.

“If we are to benefit from a diverse talent pool, organisations 
need to consciously create inclusive organisations where 
everyone can succeed. One way to deliver this is through the 
introduction of inclusion networks – for example, for women 
or those with disabilities – focused on enhancing the capacity 
of their employees so they can achieve their full potential and 
deliver what matters most.

“As it gives all employees a platform to feel included, 
networks are a vital way to ensure that specific people 
throughout the business receive the proper support and 
advice they need. In order to realise this, it is the responsibility 
of the senior team to take the lead by championing people 

within their organisation, as well as encouraging other senior 
people within these networks to act as mentors and role 
models.

“It is only by engaging a diverse array of people in tech 
that we can hope to protect the future competitiveness of 
the UK economy. And from enhancing agility to innovation 
and customer relationships, fostering a culture of inclusion 
is crucial for improving business performance, continued 
growth and success.”

Sarah Kaiser, Employee Experience, Diversity & Inclusion 
Lead, Fujitsu EMEIA

 “At Vodafone, we believe that a diverse, inclusive workplace 
creates game changing strength for any organisation; and 
we want to lead by example. We’re proud of the progress 
we’ve made; but there’s more work to be done. Issues like the 
under-representation of women in tech - and the challenge of 
finding suitable roles when  looking to return to work a� er a 
career break - need to be addressed.

“The Vodafone ReConnect programme brings talented 
women and men back into the workplace a� er a career 
break; and the Vodafone LGBT + Friends network champions 
inclusion and celebrates diversity at work. I am really proud 
of the work we do. Vodafone is fully committed to building a 
better future for its employees, customers, partners and the 
communities it works in.”

Anne Sheehan, Enterprise Director at Vodafone UK

 LATEST JOBS 
ON FMJ
 � GLOBAL FACILITIES 

BUSINESS MANAGER
Salary: Up to £53,000 per annum
Location: London
https://bit.ly/2yb0Txw

 � SALES AND DEVELOPMENT 
DIRECTOR
Salary: Up to £75,000
Location: South Midlands
https://bit.ly/2yqQ6Po

 � ESTATE MANAGER
Salary: Up to £45K
Location: London
https://bit.ly/2CvuUfx

jobs.fmj.co.uk 
Over 300 jobs live on site

ANDREW HULBERT - 5 STEP PLAN
Facilities Management is a fascinating and incomparable sector when it comes to careers. FM doesn’t 
have a defined educational path, and that makes it fantastically unique and ripe for opportunity. It 
also brings challenges in terms of formalising career paths and attracting the highest calibre of talent 
to our industry. I wanted to share some learnings and advice which I would have loved to have read 
in the first few months of my career.

1  Broaden your range. 
In FM it’s very easy to get stuck in one service 
line e.g. cleaning, security, M&E, catering. Make 
sure your roles start to cover a larger range of FM 
activities. Push for some European responsibility 
earlier. Take your base management skillset and 
FM expertise and use it across various service lines 
and countries. You will continue to learn. 

2 Take a risk. Go for it! 
To paraphrase Richard Branson “If someone o� ers 
you an opportunity, but you don’t think can you 
do it, say yes, and work out how to do it later.” 
This step is all about self-belief in your own ability 
and hard work. If you know you are good, then 
you CAN do it. Just go for it!

3  Don’t jump around.
I’ve employed well over 150 people in my 10-year 
career. One of the things I look for is good length 
of service in role. Minimum two years per role 
really. Excuses such as “the role wasn’t what I 
thought it was going to be, so I’m looking to leave 
a� er three months” don’t necessarily fly with 
me. It shows a lack of research, understanding 

and consideration before jumping for an extra 
few thousand. That statement is an enormous 
generalisation, and I’m aware businesses o� en 
lie to good candidates to them in the door, but 
research your roles well before taking them 
and ask the di� icult questions before you join. 
Remember, the businesses need you considerably 
more than you need them, so don’t be shy in 
asking di� icult questions.

4 Go Big, Go Small, Go Further.
To create a well-rounded career, I would advise to 
try and get some experience in smaller and larger 
business. That could be on contractor side, or 
client side. There are stark di� erences in working 
for smaller or larger providers, and every provider 
has a di� erent preference for how they operate. 
Experience it yourself, see which you prefer, and 
then build your career on this choice.

5 Take responsibility. Become valuable.
The most important piece of advice I can give to 
anyone is: responsibility leads to value - leads 
to power - leads to getting what you desire. Ask 
yourself honestly, and I mean honestly, could the 

business you currently work for live without you? 
If the answer is, ‘yes’ then you are not in a position 
of power. When it comes to pay rise discussion, 
extra benefits, bonuses or training opportunities 
you are not in the position of power. If the answer 
is “no, my business absolutely would be lost 
without me” then that’s when the power comes 
back in your direction. The way you build “power” 
is by taking absolute total ownership for as much 
as you can. Allow your boss to start passing 
responsibility for tasks on to you and do them 
well. In a capitalist society, bosses are inherently 
lazy and are always striving to complete more 
“strategic” tasks. If you start taking on duties 
which they deem to be beneath them, then they 
won’t want to take them back on, for fear of 
taking a step backwards in their career. The more 
you take on, the more “valuable” you become 
and the more power you hold. Take responsibility. 
Become valuable. Get what you want!

I’m an outspoken advocate of promoting 
young people, graduates and apprentices into 
the sector. But the thing that makes the FM sector 
unique is simply that if you are hungry, keen, 
competent, hard-working and driven, you can 
forge an amazing career within this sector. That is 
something that more defined, more established 
sectors, simply cannot o� er.

Andrew Hulbert MSc CBIFM,
Managing Director, Pareto FM
www.paretofm.com
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Visit freshground.co.uk or call 0845 845 1500

Three-month rolling 
contracts, including 
all parts and labour.

(And the co�ee tastes pretty great, too.)
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DELIVERING ON OUR STANDARDS
The drive to professionalise the Facilities 

Management profession is one I have long 
been a strong advocate for. The current 

appetite for strong ethical and responsible 
business practices can only enhance and develop 
the standing and relevance of all of us that are 
working and delivering services in the FM arena.

The need to work to a defined standard and 
to hard bake into the delivery of FM services 
robust, clear and professional processes has 
obvious benefits. In the first instance customers 
want to engage with professional organisations 
with a degree of certainty as to the quality and 
type of service that will be delivered, in house 
organisations will equally wish to ensure that 
their teams are e� icient and providing best value 
solutions against a measurable and definable set 
of parameters.

The rapid digitisation of our industry will also 
mean that we will need to be very clear about 
the business processes that we follow to enable 
those procedures to be digitally replicated and 
built into the management systems of the future.

Standards also give an auditable performance 
criteria which allows organisations to be 
assessed, benchmarked and improved by 
independent third party organisations to ensure 
that the industry improves its performance.   

The case for standards is clear but the 
proliferation of standards from the various 
awarding bodies is anything but. Are we 
expected as a sector to adopt every standard? 
Can any business genuinely purport to being 
able to administer and manage all the ‘relevant’ 
standards in the market? Do the standards o� er 
best value to our end users and fundamentally 

do all our people understand and appreciate the 
obligations that compliance with the various 
standards entails?

We have three main standard setting bodies 
that operate across our sector that can impact 
and influence how FM services are delivered. 
The BSI operates purely in the UK with CEN 
(Comité Européen de Normalisation) bringing 
the European dynamic and ultimately ISO 
(International Organization for Standardization) 
looking to standardise internationally wherever 
possible.

These organisations are also joined within 
our own FM sphere by our professional bodies 
in terms of RICS, BIFM, CIPS, CIBSE to name just 
a few.

Every FM business operating within the UK 
would require the Health & Safety, Environmental 
and Quality ISO standards to be able to deliver 
any services but a� er those three how do 
businesses assess what are the best standards for 
them to operate within and comply with?

We operate within a market that now o� ers 
us standards in Facilities Management (ISO 
41011) Asset Management (ISO 55001) Energy 
Management (ISO 50001) to name but three. 
These more operationally focussed standards 
are also sat alongside documents that look to 
standardise our behaviours such as Collaborative 
working (ISO 44001) or even the design and 
operation of the environments within which 
we work such as the WELL Buildings, Fitwel 
or BREEAM standards. We have standards of 
measurement, sector specific standards such 
as HTM’s in healthcare and obviously SFG 20 in 
terms of recommended maintenance strategies 

within the built environment.
Surely we can’t do it all…. The reality in the 

FM sector although true across any facet of our 
economy is that excellent delivery is a balance 
between people and process. The di� erence in 
FM is that we rely heavily on the human factor 
and our teams on the front line may drown under 
the weight of our perceived standards if we are 
not careful about choosing the ones that truly 
make a di� erence to our delivery.

Standards are undoubtedly a fundamental 
plank of consistent performance but before 
layering more process and procedure within any 
business there should be a healthy challenge 
as to the ultimate business benefit this can 
deliver. Standards should never become a tick 
box exercise for any operation, if a standard 
is relevant and necessary then they should be 
adopted wholeheartedly, if a standard is being 
adopted to simply bolster a list of credentials 
then a degree of scepticism would be healthy.

BLOG FROM RORY MURPHY, COMMERCIAL DIRECTOR, VINCI FACILITIES

Rory Murphy, Commercial Director, VINCI Facilities

CENTREPOINT CALLS ON CONTRACT 
CATERERS TO SHARE A SMILE FOR CHARITY
This autumn will see Centrepoint bring 

the nation together to create the first 
ever Soupathon.

The youth homelessness charity is 
enlisting the help of contract caterers to turn 
the nation into Souper Troupers, with the 
aim of more than 3,000 soup parties being 
held across the country in o ices, homes 
and community spaces from 2-10 November 
2018. The organisers hope the Soupathon 
will serve up 30,000 bowls of hearty soup and is challenging participants to ‘share a smile’ 
by customising their soup of choice with a smile.

Centrepoint has produced The Big Broth Soupathon point of sale so that contract 
caterers can create a ‘Smile Station’ to promote this initiative. Donate a little something and 
then share on social channels using #TheBigBroth.

Contract caterers wanting to take part and add a ‘Smile Station’ this November can 
register to be part of the first ever Big Broth Soupathon by emailing: thebigbroth@
centrepoint.org with the subject heading ‘Contract Caterer’ to receive a fundraising pack.

SINGLE-USE PLASTIC 
CRACKDOWN AT UKCW
In an attempt to reduce the 

number of single-use plastic 
water bottles thrown away at the 
UK’s largest construction show, 
UK Construction Week (UKCW) 
has partnered with Join the Pipe 
to install water fountains around 
the event providing free tap 
water to its 35,000 visitors.

Everyone will be able to top up at water stations at every bar 
at the show and at Join the Pipe’s stand. The first thousand 
visitors to attend one of the three CPD hubs on each day of the 
event will also receive free reusable UKCW water bottles.

The initiative will help to raise awareness of Join the 
Pipe and is raising funds for its drinking water projects in 
developing countries, including a scheme in Nairobi aimed 
at providing clean drinking water in under-developed urban 
areas of the Kenyan capital.
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ERIC WRIGHT FM RESTRUCTURES MANAGEMENT TEAM
Eric Wright Facilities Management (EWFM), part of 
the Eric Wright Group, has undergone a management 
restructure as part of its planned growth strategy.

Tony Bignold has been appointed as Operations 
Director to oversee the facilities management operations 
and service delivery. He brings with him a wealth of 
experience in leading operations, developing people and 
building customer relationships.

Also as part of the restructure Kate Corden has been promoted to Head of Operations while 
Rebecca Chrimes steps up to the position of Operations Manager.

A further nine appointments including graduates, managers and supervisors have also 
been made bringing the total facilities management team to 140.

MARTIN GAMMON JOINS SAFEGROUP 
Specialist reactive so�  services provider, SafeGroup, has appointed 
former Chief Executive of OCS Group, Martin Gammon, to the role of 
Non-Executive Chairman.

Gammon is providing strategic business guidance for SafeGroup 
as it grows its portfolio of services which include specialist cleaning, 
emergency waste removal, pest proofing and control, and legionella 
prevention. SafeGroup Managing Director, Steve Broughton, 
said Gammon’s experience and insights will be invaluable as the 

company seeks to lever all the benefits from operating its interconnected services.
Gammon was CEO of OCS for five years until 2014 and has held senior director roles for more 

than 35 years.

CBRE BOLSTERS STRATEGIC 
CONSULTANCY OFFER 
WITH KEY HIRE
CBRE has appointed 
Jonathan Moseley 
from EY LLP to lead 
its Strategic Advisory 
consulting services for 
investor clients.

Reporting to Head 
of Strategic Advisory, 
Amanda Clack, Moseley 
will be responsible for 
delivering strategic 
consultancy advice on 
major projects utilising CBRE’s wide-ranging advisory, 
consultancy and transactional expertise in all market 
sectors and geographies.

Moseley is an infrastructure sector specialist with 28 
years’ experience. Advising private and public sector 
clients at senior and Board level, he has advised 
on a range of complex multi-billion schemes and 
transactions of national significance including for 
the Airports Commission and the Thames Tideway 
Tunnel. Prior to EY, he was a senior Director in the KPMG 
Corporate Finance Infrastructure team.
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www.buildrec.com                                London: 020 3176 4790 | info@buildrec.com

THE FUTURE 
OF FACILITIES

Whether you’re looking to fill junior or senior roles, temporary or 
permanent, we’ve got the knowledge and experience to ensure the 
best fit. 

Or if you’re currently working in FM and would like  a change of 
scenery, we are able to help. 

Get in touch with us at info@buildrec.com, or call on 020 3176 4790. 

FM is always evolving, and you need 
to develop your team to keep up. The 
best way to do that? By working with 
a specialist recruiter like us, to find 
you the very best people, every time. 

mailto:info@buildrec.com
http://www.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 Russell Wood, 
Head of Property & Facilities at Close Brothers 
Asset Management

� What was you first job in the FM 
sector? 
A� er a few years as a Barristers clerk 
I joined a law firm as a Facilities 
Assistant. They were a national firm 
and the London o� ice wasn’t significant 
in size or headcount and therefore I was 
part of a small team of three.

� How did you progress through 
the profession to your current role? 
Being a Facilities Assistant in a small 
team allowed me to absorb knowledge 
from those above me within the 
structure, locally and regionally, and 
therefore when opportunities arose I 
was confident enough to put myself 
forward for the opportunities. I’ve 
also been blessed with very good line 
managers who have seen potential 
and have invested in me - time and 
financially. I look back at those times 
and adopt some of those principles 
into my management style and 
appreciate I wouldn’t be where I am 
today if those investments were not 
made in me.

 � Do you have any qualifications 
or training in FM and related areas 
such as health and safety? And how 
have you benefited from them? 
I am a member of BIFM and completed 
a Level 4 qualification a few years 
back, when time was kinder to me to 
complete such tasks. IOSH previously 
served me well and I’m soon to 
complete NEBOSH. Qualifications and 
training are great on the basis that you 
start applying your knowledge into 
day to day activities. The confidence 
naturally increases the more you 
apply it.

� What is your greatest 
contribution to the FM sector, or 
your current role?
Since my last article I was approached 
by a few rising FM professionals about 
career development. Having the chance 
to meet with them and discuss my 

journey and their current journey was 
great and I hope I o� ered some sensible 
advice that can assist them in the 
future. In the role I’ve just completed a 
restructure which has added another 
layer of resilience in management to 
the department and has mitigated any 
single point of failures. The structure 
also provides developmental and 
career progression routes for the whole 
team.

� What’s changed most since you 
started in FM?
The focus on the environment, 
appetite for TFM contracts and the 
increased number of opportunities for 
networking. Trying to be an SME on 
every piece of industry or legislative 
change is tough but having the increase 
in events to serve us is a great benefit. 

� What personal qualities do 
you think are most needed for a 
successful career in FM?
Being able to communicate e� ectively 
is a skill. Not just who can shout the 
loudest in the boardroom but who 
articulates themselves e� ectively, can 
listen well and be pragmatic too. FM is 
a challenge and therefore being able to 
think proactively and outside the box 
will serve you well.

� If you could do one thing 
di� erently in your career in FM, 
what would it be? 
Tough question as I look back at my 
career and whilst very fortunate to be 
occupying the role that I do, still feel 
my career is in my infancy with plenty 
or areas to develop within. I’m a huge 
advocate for personal development 
and enhancing the industry but 
declined a few opportunities earlier 
in my career to present to a group of 
apprentices, via a college, about career 
progression. The irony is that at that 
stage of my career my developmental 
area was presenting to others!

� What would make the biggest 

di� erence to the FM sector? And 
how could that be achieved?
Continue to enhance what we do and 
what FM’s are responsible for! Graduate 
schemes, training, degrees, seminars, 
bigger promotion on world FM day etc. 
It’s improved from 10 years ago but a 
greater push is still required.  

� What advice would you give 
to young people coming into the 
profession now?
One of the key skills in FM is the 
ability to communicate e� ectively and 
being able to articulate yourself in a 
measured and professional way. It’s 
a skill that I think is being lost within 
the next generation due to the usage 
and ease of social media. Being able 
to talk openly, listen carefully and be 
diplomatic doesn’t come naturally 
to everyone and therefore I’d be 
seriously thinking about good e� ective 
communication skills for those coming 
into the profession now. Understanding 
the profession and the value that it 
adds is what I would be encouraging 
them to learn about. 

� What are your long-term goals 
for the next seven to ten years? 
I’m extremely proud to say that I 
have a young family and if my career 
remains good to me I’d love to continue 
to support them as much as I can. I 
have no desire in accepting that my 
knowledge to date is something I’m 
satisfied with. Seven to ten years 
is a long time and if my career can 
develop at the trajectory it has to 
date then I’d be more than delighted. 
I have met some really good FM and 
RE consultants and trying to enhance 
my network of connections could be 
a huge benefit if the consultant route 
was something I would entertain in ten 
years plus from now. 

� What do you predict could be the 
main changes to the FM sector over 
the next few years? 

The environmental and sustainability 
aspect is going to have a stronger 
focus. Businesses can make immediate 
changes and o� er alternative solutions 
to businesses but in some cases FM’s 
are met with stronger challenges 
than expected. Electric Vehicle (EV) 
charging units are likely to become 
a more permanent requirement. I’m 
currently installing these across our 
portfolio to support the increase in 
Hybrid vehicles within our fleet. What 
is quite surprising at this stage is that 
commercial landlords of our leasehold 
properties (and generally!) are not 
prepared to be the trailblazers and 
innovate by installing these as common 
assets for all tenants. There seems to 
be a view of letting the dust settle for a 
few years and establish how businesses 
within their building/s are considering 
the use of hybrids. Unfortunately for 
us, amongst our building/s we seem 
to be the front runners and therefore 
are installing our own assets. I suspect 
a few years down the lines we’ll be 
approached by the landlords to 
consider centralising the units with a 
commercial deal to be had. Watch this 
space! Finally, resilience! Increasing 
pressures on protecting our businesses 
in a cyber and physical capacity 
coupled with really challenging 
internal business continuity and crisis 
management plans. There is one thing 
reading the plan as opposed to testing 
the plan. The GDPR has forced us to 
become more robust with internal 
controls and processes and that comes 
at a cost in some cases. The investment 
vs a data breach to the ICO = invest! 

� What are the greatest challenges 
of working in FM?
Money o�  of the bottom line, 
developing your department and 
enhancing their skills, increasing 
operational e� iciency and enjoying it is 
a great challenge.

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 
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Name: Russell Wood 
Current role: Head of Property 
& Facilities at Close Brothers 
Asset Management   
Born: Kent  
Lives: Kent
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