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HIGH STREET 
■ Work is complete on 
Brighton’s newest lane with 
the first retailers finishing 
fit outs of their units in time 
for the opening last month. 
Hanningtons Lane is part 
of Hanningtons Estate, 
which developer Redevco 
is transforming into an 
exciting destination blending 
retail, food and beverage, 
architecture, and street art. 

Gingerman Restaurants 
has opened its latest concept, 
The Flint House, a new 
50 cover restaurant with 
rooftop terrace, offering a 
contemporary British small 
plate and sharing offer to 
great reviews. Independent 
artisan ice cream maker Brass 
Monkey is teaming up with 
micro roasters Pharmacie and 
opening a second Brighton 
store. Every shopfront has 
been individually designed to 
emulate the best of Brighton 
complimented by a giant 
gothic Alice in Wonderland 
mural by renowned street 
artist Eelus.  

 Oliver Bonas is the latest 
high profile retailer to move 
to North Street within 
Hanningtons Estate. The 

brand’s showroom will be 
close to Habitat, Watches of 
Switzerland, Flying Tiger and 
Cath Kidston. Habitat opened 
its flagship city centre store 
in November and Watches of 
Switzerland will also open this 
Spring. Hotel Chocolat has 
exchanged contracts and will 
be fitting out in July.

 “Our vision for North 
Street was to extend the 

premium retail offer already 
found in East Street and we 
are delighted to welcome 
Oliver Bonas. The estate is 
a carefully curated mix of 
the very best high street and 
independent brands,” says 
Andrew Foulds, portfolio 
director at Redevco.

INVESTMENT 
■ GCW has advised UBS 
on the sale of a prominent 
mixed-use property on 
London’s Bishopsgate to 
British Land for £37,205,000 
reflecting a net initial yield of 
4.79%.

The 49,484 sq ft property 
is on the eastern side of 
Bishopsgate immediately 
opposite the eastern 
entrance to Liverpool Street 
Station. The transaction 
illustrates the demand for 
investment opportunities at 
major transport hubs which 

continue to generate strong 
yields.  

The property provides 
14,462 sq ft of office 
accommodation over five 
floors and 35,022 sq ft of retail 
and leisure accommodation in 
two self-contained units. The 
larger unit is let to Tesco until 
2033 with a second retail unit 
let to DC Bars. GCW offered 
retail expertise on the sale and 
worked alongside city office 
specialist BH2.

Hanningtons Lane 
opens in Brighton

MORE INFORMATION FROM 
simon.morris@gcw.co.uk

GCW advises on major Bishopsgate sale

GCW THRIVES ON 
30 YEAR SUCCESS
■ GCW is celebrating 30 
years in the property 
industry by continuing to 
expand and increase its 
market share.  GCW has 
grown since its formation 
as a three-man band in 
1989 to a 27-person firm 
in 2019 with an enviable 
reputation for its town 
centre knowledge and 
expertise.  

GCW acts as letting 
agents on more than 
40 shopping centres 
nationwide, completes 
over 500 retail lettings 
each year and has 
transacted over £350 
million of investments in 
the past 18 months.  It has 
developed a successful 
alternative sectors team 
that advises occupiers, 
landlords and developers 
on gyms, day nurseries, 
student housing, hotels 
and healthcare providers. 

MORE INFORMATION FROM 
james.pearson@gcw.co.uk
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DEALS
Soo Yoga is to open a studio, wellness facility and café in 
Sol Northampton, a 200,000 sq ft leisure development. 
GCW has agreed the letting on behalf of Palace Capital of 
12,400 sq ft at £85,000 pa. 

GCW has agreed the purchase of a prime high street 
store in the historic cathedral city of Lincoln for a private 
investor. The store, occupied by Ann Summers with 7.3 
years remaining, was purchased for £2.2 million reflecting 
a net initial yield of 6.85%. 

Energie fitness has agreed its latest gym location in 
Clock Park, Bognor Regis. GCW agreed the deal for 6,040 
sq ft of ground and first floor space in an industrial 
building on a new 15 year lease at £40,000 pa with 12 
months rent free. 

GCW has agreed a lease for a new KFC restaurant 
on Brentford High Street. KFC has taken a 900 sq ft 
restaurant at £17,600 pa with a premium of £45,000.

GCW has secured two occupiers for Generation Estates’ 
new student development in Sheffield. An Asian 
supermarket and an e-gaming centre at a total rent roll of 
£70,000 pa will open in the ground floor of Pure Student 
Living, a 550 bed development. 

GCW has agreed a new 10 year lease for retailer client, 
JoJo Maman Bebe in Whitstable High Street, with a 
tenant’s option to break in year five at a rent of £32,000 
pa, reflecting £40 Zone A.

Established GCW client Wagamama has agreed two 
new leases in Manchester and Southampton following 
rent reviews. The restaurant operator has taken a new 
lease in Manchester Printworks at an average rent of 
£117,500 pa and agreed a new lease on a  prime store in 
Southampton’s West Quay at £100,000 pa.

GCW has sold a store let to Hotel Chocolat on Market 
Street, Guilford jointly in auction with Allsops for CBREGI 
for £715,000 reflecting a net initial yield of 6.5%. The 
retailer has agreed an extended lease for another five 
years showing a commitment to the location. 

GCW client Specsavers is to open next to the Waitrose in 
Bayswater’s Bishop’s Quarter development. It takes a 10 
year lease on a 2,000 sq ft unit at £77,500 pa.

GCW has agreed lettings in Kings Lynn’s Vancouver Centre 
to bring two new retailers to the town. Health foods and 
well-being store Grape Tree opens in a 1,200 sq ft unit at 
£30,000 pa on a 10 year lease and independent operator, 
Gifted opens a 1,500 sq ft store following a successful 
temporary let over Christmas, with a five year lease at 
£30,000 pa. 

The Stratford Centre continues to attract successful local 
operators with a letting to independent café, Unit Six. 
The café is opening its second unit on a 10 year lease 
with a six year break at £117,000 pa.

ALTERNATIVE SECTORS
■ GCW has been retained by 
DIY operator Leyland SDM 
to assist with its expansion 
programme. 

The company was acquired 
by Grafton Group in 2018 
and has plans to expand its 
existing footprint with the 
most recent acquisitions 
including Battersea, Mile End, 
Clapham High Street and 
Putney. 

LSDM is one of the most 
recognisable and trusted 
DIY brands in Central 
London selling paint, tools, 
ironmongery and accessories. 
Its network of 21 convenience-
led and predominantly high 
street stores has been built up 
over the last 30 years during 
its period of family ownership. 

The “small box” 
convenience trading format 
has proved a successful 

Leyland SDM appoints 
GCW for expansion

business model which 
compliments Grafton’s larger 
Selco branches located across 
London. 

“Along with a strong 
reputation in the retail sector, 
GCW took the time to gain an 
understanding of our business 
model as well as the nuances 
of our property requirements. 
We’re looking forward to 
working closely with them 
over the coming years,” says 
chief executive Jonathan 
Jennings.

SHOPPING CENTRES
■ Henley-on-Thames 
will welcome a brand new 
multi-million pound retail, 
leisure and living destination, 
Gardiner Place in the heart 
of the town centre early next 
year.

Developers are now on 
site transforming the listed 
buildings in the historic 
market town and with an 
archaeological dig now 
complete, construction is full 
steam ahead. 

Gardiner Place will offer 
23,000 sq ft of retail space 
across 14 units and will 
combine boutique shopping, 
restaurants and luxury 
apartments. It will connect 
shoppers to the main 
Waitrose supermarket, the 
town’s main car park and 
Market Palace in the heart of 

the town. Eight retail units 
and two restaurants will open 
within the development 
with three extra units facing 
Market Place. The first letting 
has been agreed to bring an 
independent dining concept 
led by a well-known chef 
to the former Loch Fyne 
restaurant.   

“We are confident there 
will be demand to open in 
this attractive market town 
which benefits from a wealthy 
catchment and a strong 
tourist spend,” says GCW 
director Chris Hovington. 

Catalyst Capital bought 
the portfolio four years 
ago as part of a package of 
high street properties and 
shopping centres. 

Gardiner Place 
kicks off in Henley

MORE INFORMATION FROM 
chris.hovington@gcw.co.uk

MORE INFORMATION FROM 
tim.ashe@gcw.co.uk



 

BELGIAN CITY RAISES 
PLACEMAKING STANDARD

A small city in Belgian might not 
seem the obvious case study 
to illustrate GCW’s approach 
to future town centres but 
for director Simon Morris, 
Roeselare sums up what can be 

achieved with a clear vision and leadership. 
Roeselare with a 60,000 population and 

200,000 catchment has become the poster 
city for retail innovation following its close 
links with The Grimsey Review on troubled 
high streets. Morris visited the city earlier 
this year and held discussions with its head of 
economic development.  

“We have known for some time that the 
most vulnerable places are those stuck in the 
middle – not the local or convenient locations 
and not those with a real experience to 
offer. What makes Roeselare interesting is 
that it is a town firmly in the middle and 
hugely vulnerable. But instead of burying 
its head, it has thrived by adopting a people 
first approach. We are always searching for 
best in class so we wanted to see if 
Roeselare had got it right,” says 
Morris.

TAKING ACTION
Faced with the prospect of 
declining footfall and store 
closures, Roeselare city leaders 
began to look externally for 
ideas to revitalise the centre. 
Inspiration came from a 
presentation of The Grimsey 
Review and what sets Roeselare 
apart is the immediate and 
clear action that followed. The 
team devised a plan to ensure 
that Roeselare would maintain and 
develop its position as the leading, 
‘smart’ shopping city in Flanders. 
They knew they couldn’t make 
people shop or spend in the city but 
could provide more reasons to visit 
for non-shopping purposes and make 
those visits easier.

“Someone has to take the lead and 
in Roeselare the local government 
has stepped up. It still has issues 
including an oversupply of retail 
property but it has got a plan that 

focusses on local solutions and driving loyalty 
from its catchment,” says Morris. 

“We could clearly see that Roeselare has 
developed a strong brand identity and is 
using that to bring a sense of community by 
developing a series of events around the town 
brand. There is a clear investment in public 
realm and a carrot and stick approach to help 
re-occupy vacant premises,” he adds.

The council’s monitoring so far shows there 
are significant increases in visitor numbers 
to community facilities, positive responses 
from traders to incentive schemes, stabilised 
vacancy rates and improved footfall trends. 
All this has been financed through more co-
ordinated use of existing funds rather than 
new injections of cash.

LEARNING LESSONS
Morris can see clear lessons for many 
UK towns and cities and believes that 
understanding this type of engagement will 
help GCW to offer stronger advice to its 
clients. 

“We could see immediately in 
conversations with Roeselare’s 

leaders that their experience 
sits neatly with the advice 

we are developing for 
a host of clients. As 

an industry we can 
be guilty of trying 
to find property 
solutions to 
property problems.  

We look beyond 
this to the end user, 

understanding how 
and why they engage 

with a location, seeking to 
amplify those reasons to visit 

and removing barriers where they exist.  A 
common theme between Roeselare and UK 
towns and cities is fragmented ownership 
which creates competition between 
stakeholders,” he says.  

Morris argues that this type of competition 
in the UK can create less attractive locations 
to the detriment of all stakeholders. Someone 
needs to step forward to create a partnership 
mentality and Roeselare’s approach could be 
replicated or adopted by the private sector. 
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GCW director Simon Morris says there is much to learn from Roeselare in building a strong 
brand, creating a thriving town centre and engaging the local community.

“In Roeselare,  
the local government  
has stepped up. It has  

a plan focussed on  
local solutions and  
driving community 

loyalty.“

Roeselare’s heritage is a focus of 
town centre improvements
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To be able to serve the emerging new 
market, GCW has developed strong 
experience in sectors where occupiers sit side 
by side with retailers. It represents occupiers 
in sectors such as day nurseries, retirement 
living, self-storage, hotels, fitness, care 
homes and in the last 18 months has advised 
on town centre uses for co-working, libraries, 
markets, car parking, soft play and student 
housing. 

“Retail is important and will remain a focal 
point for town centres, but we know that it is 
unlikely to be the primary reason for people 
to visit most towns in the UK on a regular 
basis. By diversifying uses in a well thought 
out manner and focusing on non-commercial 
areas such as public realm, culture, events 
and open space we can create long term 
sustainable locations with a strong identity,” 
he says.

“We have consciously developed a breadth 
of clients and depth of experience outside 
traditional retail. We are now well placed to 
offer a full service to help all stakeholders 
create locations that have a strong long-term 
future. GCW is adept at strategy, review and 
implementation.  We are working to break 
down the silos of different uses by presenting 
a team which has town centre experience 
first.  This is essential in understanding how 
people engage with places,” he adds. 
MORE INFORMATION FROM simon.morris@gcw.co.uk

Barons Quay woos 
food market operator 

MORE INFORMATION FROM 
adam.cohen@gcw.co.uk

SHOPPING CENTRES
■ Barons Quay shopping 
centre is set to capitalise 
on the boom in food 
markets with a letting to 
an established operator to 
deliver bars, street food and 
live music to the centre. The 
popular Marine Street Social 
operates in New Brighton, 
Liverpool and is looking to 
replicate the success with 
the opening of Barons Quay 
Social. 

Opening directly opposite 
the Odeon cinema, Barons 
Quay Social will operate over 
6,000 sq ft of space plus a 
4,000 sq ft roof terrace on 
a conventional lease with a 
turnover rent. The market will 
include event space and up to 
six street food operators who 
will be rotated to keep the 
offering new and exciting.

“The market will create 
a draw for the scheme and 
a point of difference with a 
roof terrace overlooking the 
River Weaver. It is difficult for 
landlords to operate this kind 
of leisure offering themselves 

and an experienced operator 
such as Marine Street Social 
will help to drive footfall,” 
says GCW director Nick Warr. 

“The evidence from 
developments such as 
nearby Altrincham Market 
shows that it is important 
to provide a far broader 
range of uses for town 
centres. GCW’s experience 
with developments such as 
the Market Hall’s letting at 
Fulham Broadway tell us that 
food and beverage should 
never be an after-thought but 
an integral part of a centre. 
We expect this to be a catalyst 
to more lettings,” he adds. 

“Northwich is a beautiful 
town and the venue stood 
out for us because of its 
positioning overlooking the 
river,” says Marine Street 
Social owner Carl Thomas. 

GCW continues to sign 
new retailers including Card 
Factory who is relocating 
from elsewhere in the town.  

PROFESSIONAL
■ Japanese restaurant 
operator Yo Sushi has joined 
GCW’s portfolio of food 
and beverage clients. GCW 
is carrying out professional 
work for the new client and 
offering general strategy 
advice.

Yo Sushi has also instructed 
GCW to dispose of six sites 

across the UK including 
restaurants in Glasgow, 
Aberdeen, Oxford, Bath, 
Whiteley and Chelmsford.

The group first opened 
in London 20 years ago and 
now has almost over 100 
restaurants across the world. 

Yo Sushi signs GCW expertise

ROESELARE’S  
INNOVATIVE PLAN
Roeselare’s leaders designed a plan to 
maintain and develop its position as the 
leading, ‘smart’ shopping city in Flanders 
consisting of seven core ambitions and 50 
specific actions. 
The seven ambitions involved creating:
■  An inviting public domain including the 

creation of a knowledge centre as a com-
munity meeting place.

■  A programme to support traders including 
tax incentives.

■  Smarter shopping including free city 
centre Wifi, a city innovation manager, a 
city app and loyalty scheme.

■  A city of experiences building on the 
town’s heritage, with a transformed 
museum, tourist office, weekly market 
and local events.

■  Improved accessibility with a focus on 
parents with children and those with 
impaired mobility. 

■  Collaboration between stakeholders 
including trader networking events.

■  Co-ordinated marketing with a city-wide 
plan including a central calendar.

MORE INFORMATION FROM 
nick.warr@gcw.co.uk



6     GCW ■ JUNE 2019   

WWW.GCW.CO.UK

 

INVESTMENT
■ GCW has completed its 
latest piece of work for a local 
authority with the purchase of 
a hotel in Hemel Hempstead 
for South Bucks District 
Council.

The hotel is a strategically-
located town centre site and 
is let to Travelodge on a lease 
until 2033. The acquisition 
at £5.125 million reflects a 
net initial yield of 4.8% with 
uncapped RPI uplifts.

“The underlying site value 
was underpinned by the price 
paid. Whilst it is currently a 
successful hotel, we felt that 
the asset could also lend itself 

to conversion for offices or 
Build to Rent residential, 
thereby future-proofing the 
asset into the future. The deal 
reflects the competition in the 

market for assets with strong 
fundamentals, particularly 
given the uncertainty in the 
wider market,” says GCW 
director Fiona Nichols.

“The asset was being sold 
by receivers and attracted 
significant interest. Securely 
let assets such as these are 
certainly attractive to local 
authorities with the additional 
benefit of providing economic 
advantage to people living 
within the catchment,” she 
adds. 

South Bucks was able to 
exchange contracts on a very 
tight timetable and is now 
seeking other interesting 
opportunities via its wholly-
owned purchasing vehicle. 

Council invests in town centre hotel

Yeovil attracts 
homeware 
retailer 
SHOPPING CENTRES
■ Furniture and household 
retailer, Dunelm will open at 
Yeovil’s Quedam Centre later 
this year.

The move shows huge 
confidence in Yeovil town 
centre as the bulk of Dunelm’s 
170 stores are based out of 
town or on arterial roads, with 
just a handful in town centres. 

Yeovil’s new 36,000 sq ft 
anchor store will be a boost 
for the Quedam Centre and is 
expected to drive footfall and 
encourage more linked trips 
for shoppers. It will open in 
the former BhS site on Ivel 
Square and stock a wide range 
of furnishings and homewares. 
It also improves the tenant 
mix, operating alongside 
H&M, JD Sport, and Primark.

“We are delighted to have 
secured the opening of this 
hugely popular home retailer. 
We envisage capturing 
shoppers from further away 
who will want to come to 
Yeovil to specifically make a 
Dunelm purchase,” says GCW 
surveyor Rupert Rudkin.

SHOPPING CENTRES
■ Hempstead Valley 
shopping centre is set for 
an ambitious overhaul with 
a significant investment 
in the redevelopment and 
repurposing of the centre. 

The scheme already feels 
more like a town centre with 
free parking than an out of 
town shopping centre and the 
intention is to build on this 
by bringing in community 
uses,  medical services, a 
gym operator, a drive thru 
restaurant and potentially a 
cinema, as well as new large 
space retailers. 

Hempstead Valley opened 
40 years ago as the first out 

of town shopping centre in 
the UK and is anchored by 
Sainsbury’s, M&S and TK 
Maxx. A successful restaurant 
cluster opened in 2016. Owner 
British Airways Pension Fund 
took full control of the centre 
in 2018 and has appointed 
development experts Reef 
Group to help deliver the 
substantial plans for the 
centre alongside GCW and 
Savills as leasing advisors.

The wide-ranging plans 
include new development 
initiatives and reconfiguration 
of parts of the scheme. It 
has planning consent for an 
extra 40,000 sq ft of external 
retail space which will 

accommodate larger format 
stores and encourage linked 
trips. 

The 2,000-plus car parking 
spaces will be maintained 
with the addition of a decked 
car park.

“We are talking to potential 
tenants on 60,000 sq ft of 
space both for the external 
large boxes and reconfigured 
space inside the malls. We are 
confident that these plans will 
deliver exciting change and a 
long-term sustainable future 
for the centre,” says GCW 
director Duncan Kite.

Hempstead Valley invests 
in major redevelopment

MORE INFORMATION FROM 
fiona.nichols@gcw.co.uk

MORE INFORMATION FROM 
duncan.kite@gcw.co.uk

MORE INFORMATION FROM 
rupert.rudkin@gcw.co.uk
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PEOPLE
■ GCW has promoted current 
director and investment 
agent, Oli Horton to its board. 

Oli joined GCW in 
November 2010 as a graduate 
surveyor in the Investment 
team, working alongside 
board member, Fiona 
Nichols. He has been a key 
member of the specialist 
Investment team throughout 
his time in the business and 
has played a crucial part in 
establishing GCW as one of 
the market leaders in the retail 
investment market.   

During his nine years at 
GCW, the team has completed 
almost £1 billion worth of 
investment purchases and 
sales for a range of clients 
including CBRE Global 
Investors, Aberdeen Asset 

Managers, Blackrock and 
M&G as well as numerous 
property companies and 
private investors. 

More recently, in response 
to the market, the investment 
team at GCW has widened 
its activity to include broader 
assets. It has become a 
market leader in daycare 
nursery investments and is 
active in seeking sites for 
hotels, student housing and 
retirement living investors.

Over the past year, Oli   has 
played an integral part in the 
GCW team spearheading the 
move towards  
placemaking, advising clients 
as stakeholders and occupiers 
on the future of their holdings.

BIG IN RETAIL

Physical stores 
playing a new role

With online spending in the UK now at 
around 20% of total retail sales, there is no 
doubt the internet is redefining the role 

and affordability of the physical store. Many leading 
retailers have been pursuing successful multi-channel 
models for some time, however, they still report their 
figures as binary between physical and online despite 
the clearly symbiotic relationship between the two. 

Data released over the last few months by 
bellwether retailers offers some fascinating insights 
into how many online sales are picked up in store. 
Boots reports 75%, Marks & Spencer’s 71%, John 
Lewis 50% and Next around 50%. The latest estimates 
from market research company Global Data show 70% 
of those collecting or returning parcels make impulse 
purchases in-store. Figures from Next showing that 
over 80% of all online returns are through its stores 
and its latest deal for Amazon customers to collect 
parcels from Next stores add to the evidence of a fast 
developing multi-channel shopping environment.

It is also clear that the golden age of free returns is 
hitting the profitability of pure play online retailers. 
Witness the latest results from ASOS and a host of 
smaller online fashion retailers who have to charge or 
penalise customers for mass returns.  

The figures illustrate how important shops are in 
a successful multi-channel business. But they also 
raise an obvious question. If sales through different 
channels are so intertwined, why are retailers 
reporting black and white figures between online and 
physical sales? Is it to please the City who see online 
sales growth as the mecca? Does the analysis of where 
sales originated, transacted or researched need to be 
more sophisticated? 

Landlords and retailers need to think 
creatively about these measurements in 
the future. In a world where landlords 
and occupiers are working hard to 
collaborate to create sustainable high 
street solutions, is it reasonable that 
some retailers deduct online returns 
that are taken to store therefore 
reducing turnover rents to the 
landlords? 

Whilst rents and 
valuations are correctly 
rebasing it is clear that 
fears of the death of the 
High Street are overdone.  
Obtaining the optimum 
balance between right-sized 
store portfolios and online is 
the key to profitable retailing 
destinastions.
MORE INFORMATION FROM  
oliver.horton@gcw.co.uk

OPINION OLI HORTON

GCW appoints board director

Transport expertise 
drives rent review 
PROFESSIONAL
■ GCW has used its expertise 
in transport retailing to 
complete a successful rent 
review for Chiltern Railways 
at Marylebone station.

GCW achieved an increase 
in rent at arbitration from 
£122,000 pa to £176,700 pa 
for a 1,677 sq ft unit let to 
WH Smith. The new 10 year 
lease has three yearly reviews 
with the reviews linked to 
the higher of market rent or a 
turnover formula.

“Transport retailing is one 
of the few sectors where 
demand is high and rents 

MORE INFORMATION FROM 
clive.gillingwater@gcw.co.uk

have gone up. Landlords are 
looking for turnover leases 
and therefore specialist advice 
is important to understand 
the market and the likely 
turnover of individual 
retailers,” says GCW director 
Clive Gillingwater.

GCW has long experience 
of retailing in transport 
locations and has advised 
leading operators such as 
Superdrug on transport 
opportunities for more than 
10 years.

MORE INFORMATION FROM 
oliver.horton@gcw.co.uk
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Q&A
David Gooch is a founder and director of GCW and active in 
all aspects of the business. He retires at the end of June after 30 
years at the town centre specialist. He talks about the success of 
GCW and his career in property  

Where did you learn your property skills?
■  The conventional route served me well. 
Reading University and a graduate trainee at 
Healey & Baker, now Cushman & Wakefield, 
gave thorough training, great experience and 
lots of contacts. 

How did you arrive at GCW?
■ I launched Gooch Cunliffe Whale in 1989 
with Keith Whale and Stuart Cunliffe when 
I was 28 and have been part of the firm’s 
leadership for 30 years. We were initially 
tenant focussed helping retailers like 
Ottakar’s, now Waterstones, and JoJo Maman 
Bebe grow dramatically. 

How has GCW developed over your time?
■ We’ve grown from three people to 27 so it’s 
a completely different place. Big in Retail has 
been our long-standing brand message but 
now we’re about much more. We’re one of the 
biggest independent town centre specialists 
and just as likely to be advising a landlord, a 
local authority or a hotel group as a retailer. 

What has been the key to success?
■ I’m a general practice surveyor and can 
do everything from all aspects of landlord 
and tenant, investment, development 
through to CPO. We make sure GCW 
staff have that breadth too. 

How would you sum up your 
style?
■ I’m very opinionated. My clients 
either like my approach and 
value the advice or they are not 
my clients for long. 

What’s the most challenging 
aspect of your role? 
The most frustrating thing today 
is that email has dramatically slowed 
the pace of transactions. It’s counter-
intuitive but it allows people to kick 
decisions on to someone else.

What’s your proudest achievement?
■ Apart from the growth of GCW, 
the development of Feltham town 

centre is a highlight. It was ahead of its 
time with residential, a hotel and medical 
centre as an integral part of a shopping 
centre development. It was a forerunner to 
everything GCW is focussed on today. 

What’s your best deal?
■ I’m proud of the change we’ve made at 
Brixton Market which we bought for our client 
LAP in 2006. It was a forerunner to the boom 
in food markets and brands such as Franca 
Manca and Honest Burger started out there.  

How do you view the prospects for town 
centres?
■ There are huge opportunities but it needs 
leadership. If local authorities get it right 
we will see rejuvenated centres and revived 
communities. 

What advice would you give someone 
starting out?
■ Get out and about, look at centres and meet 

people. Never rely on Street View or 
you will be caught out. 

30 years is a long time. Are you 
sad to leave?
■ GCW’s new generation of directors 

has great town centre expertise 
and is well placed to thrive. I may 
miss the buzz of doing deals 
but I definitely won’t miss the 
commute.

Will you use your property 
skills in the future?
■ I’m more likely to be found 
on a beach learning to kite 
surf or at a music festival than 
thinking about work. 

Tell me something unusual 
about yourself?

■ I first had a gap year in 1986 leaving 
Healey & Baker with a single flight to 

Beijing to travel the world. It’s normal 
now but highly unusual then and the 
story helped me push forward my career 
on my return.


