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Deals
Hempstead Valley shopping centre has attracted three 
new occupiers. JD Sports has upsized to take a newly 
created 4,600 sq ft unit at £190,000 pa on a 10 year 
lease. The Works opens in the former 2,800 sq ft 
JD sports store on a five year lease at £130,580 pa. 
Physiotherapy clinic, Hempstead Therapy Centre takes 
a five year lease on a unit in the centre on a stepped rent 
rising from £37,500 pa.

GCW has agreed two sales for uK estates. In york, a unit 
let to Pizza Hut for 10 years sold to a local developer 
for £1.75 million reflecting a net initial yield of 5.5%. 
Planning consent has been secured for conversion of the 
upper floors for eight flats. GCW also agreed a sale on 
Winchester High street, let to TSB for another nine years 
with a tenant break in november 2022 at £2.6 million 
reflecting a net initial yield of 4.67%. 

GCW has completed its first acquisition for bookseller, 
Waterstones with a 1,700 sq ft unit in West Bridgford on 
a new 10 year lease with a five year break at £52,000 pa. 

Starbucks opens in 
a 1,400 sq ft unit in 
Bedford’s Harpur Centre 
on a 10 year lease at 
£35,000 pa with a 
turnover top up. GCW 
agreed the deal and the opening coincides with major 
internal refurbishment works completing at the centre. 

acting for addington Capital at Harlow’s Harvey 
Centre, GCW has agreed a new 10 year lease with The 
Entertainer for a 3,600 sq ft ground floor unit with a 
base rent plus a turnover provision. The unit formed 
part of the former Marks & spencer which has been 
subdivided. 

GCW has renegotiated New Look’s lease at Dunfermline’s 
Kingsgate centre on behalf of the landlord. The new 
five year lease on the 18,000 sq ft store on two levels 
was agreed at £190,000 pa showing an improved rent 
compared to the terms of the retailer’s CVa. 

Patisserie Valerie will open in Barons Quay, northwich 
in a 2,100 sq ft unit on a new 10 year lease at £35,000 
pa plus a turnover rent. The GCW deal follows a letting to 
The entertainer of a 3,000 sq ft store on a 10 year lease 
with a turnover rent.

Victory Sports has opened in Cascades shopping centre 
in Portsmouth where GCW is leasing agent. It takes a five 
year lease at £42,000 pa on an upsized unit with 1,000 
sq ft on ground and 1,300 sq ft on the first floor. 

GCW has agreed the sale of a prime high street unit in 
Week street, Maidstone for CBre GI to a private investor. 
The property is let to Co-operative Group Food for a 
convenience store on a new 15 year lease expiring in 
september 2033 with a tenant break after 10 years. The 
sale at £1.97 million reflects a net initial yield of 5.5%. 

aLTErNaTiVE SECTorS 
■ Notcutts has appointed 
GCW to provide concession 
agency advice across its UK 
portfolio of 18 garden centres.

The family-owned business, 
which celebrated its 120th 
anniversary in 2017, is part-
way through implementing a 
five year plan, which includes 
the refurbishment and 
redevelopment of its garden 
centres and opening iconic 
show gardens. 

This change programme 
has also provided an 
opportunity for Notcutts 
to review and enhance its 
commercial tenant partner 
offer across the portfolio.

“We welcome GCW’s 
expertise at this important 
phase of the company’s 
evolution and development. 
Concessions are an important 
part of the customer 

experience and we look 
forward to working with GCW 
to ensure we partner with 
the best retail and leisure 
brands in the business,” says 
Notcutts CEO Nick Burrows.

“The garden centre market 
is constantly evolving and 
larger businesses such as 
Notcutts often lead the way in 

terms of customer experience. 
They are increasingly a leisure 
destination in their own right 
and concessions add variety, 
enhance the experience and 
increase dwell times,” says 
GCW director Gareth Storer.

oCCuPiErS 
■ GCW is working closely 
with restaurant client KFC 
on its expansion drive and 
has secured six restaurant 
openings in 2018 including 
Kingston, Hounslow, West 
Norwood and Chessington. 
They covered a variety of 
offers from high street, small 
box and drive-to restaurants. 

The recent deals include 

a 2,947 sq ft unit in Deer 
Walk, Milton Keynes on a 
15 year lease at £132,615 pa 
and a 4,000 sq ft restaurant 

on High Street, Watford on 
a 20 year lease at £140,000 
pa, with 1,000 sq ft sub-let. 
Five further locations are also 
close to exchange.

“KFC is performing well 
and aspires to grow the 
portfolio from 900 to 1,200 
restaurants in the UK over 
the next five years. We are 
pleased to be working with 
an expanding occupier and 
are confident it will continue 
to grow regardless of external 
factors,” says GCW director 
Simon Horner. 

KFC is keen to secure 
more drive-thru locations 
for its restaurants but where 
this is difficult, for example 
in London suburbs, will 
consider drive-to and small 
box offers.
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Notcutts engages GCW 
across portfolio

HEaLTHCarE iNVESTmENT oPPorTuNiTiES

■ With the top six providers owning just 11% of care homes 
or 17% of beds in the uK, the market remains fragmented 
with the vast majority of care taking place in independently 
operated homes. This represents a huge opportunity for 
continued institutional investment in the sector which has 
been attracted by the stability of the primarily long-dated 
income where care operators tend to sign up to 25 to 35 year 
leases with fixed uplifts.

MOre InFOrMaTIOn FrOM 
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KFC plans steady expansion

iNVESTmENT
■ GCW has secured a 
successful shopping centre 
sale for St Modwen in 
Edmonton Green. 

The long leasehold 
interest in the 495,000 sq ft 
Edmonton Green shopping 
centre in Enfield, north 
London, sold to an affiliate of 
Crosstree Real Estate Partners 
for £72 million representing 
a net initial yield of 6.6%. 
Covering 26 acres of the town 
centre, the sale includes an 
Asda and 109 other shops, a 
sports centre, medical centre, 
hotel, a local market and 754 
residential units. 

“We are delighted to have 

agreed this significant sale at 
a time when there are so few 
shopping centre transactions 
in the UK. We are particularly 
pleased to have achieved such 
a strong price for St Modwen 
by demonstrating clearly that 
Edmonton has a future as a 
vibrant town centre in this 
part of London,” says GCW 
director David Gooch.

“Crosstree will be a great 
partner for Enfield Council 
and is well-placed to deliver 
on their aspirations for the 
future of the town. They 
clearly understand the 
opportunities available and 
have a plan to drive ambitious 
change,” he adds. 

GCW has worked as leasing 
agent on Edmonton Green 
for over 10 years and will 
continue in this role with 
Crosstree. 

St Modwen 
sells in 
edmonton 

“kFc is performing 
well and aspires to 

grow from 900 to 1,200 
restaurants in the uk”

aLTErNaTiVE SECTorS 
■ GCW’s Alternative Sectors 
team has acquired its second 
healthcare site for Hamberley 
Development with the 
purchase of Honeysuckle 
House in Enfield. The 0.89 
acre site consists of an 
existing, two storey, 21,847 
sq ft care home with 35 beds. 
An application for a new care 
home will be submitted. 

Enfield Borough Council 
put a number of property 
assets on the market in 2016 
which included four existing 
care homes. Having missed 
out in a competitive bidding 
process, GCW tracked the 
sale and secured a position 
for Hamberley Development 
to purchase one of the sites 
after the initial buyer failed 
to perform. 

The Enfield deal is the 
second acquisition of a 
care home site on behalf of 
Hamberley Development 
after the purchase of a 0.9 
acre site in Sevenoaks which 
recently formed part of a 
130 bed, £37 million sale 
and leaseback to Target 

Healthcare. 
In a third GCW deal, 

Hamberley has also 
exchanged contracts on a 
site in Basingstoke which will 
complete in 2019. 

GCW is building a strong 
presence in the burgeoning 
care home sector. It is also 
advising on a number of 
opportunities for Octopus 
Healthcare who has over £1.6 

bn invested across the sector 
in the UK and Ireland. 

“An increasing number of 
our landlord and developer 
clients are seeking our advice 
on how best to include an 
element of care or retirement 
uses within their schemes,” 
says GCW associate director 
Tim Ashe. 

Hamberley builds on 
healthcare acquisitions 
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“Developer clients 
are seeking advice on 
how to include care or 

retirement uses”



SHOPPING CENTRES CAN 
LEAD CONSUMER REVIVAL

S
hopping centres are often seen as 
part of the problem facing town 
centres, perpetuating the notion 
of clone towns created through 
boring homogenised shopping 
environments. But shopping 

centres and their owners hold significant 
influence and can become part of the solution 
to revitalising town centres.  

The task is not straightforward and requires 
owners, asset managers and the wider property 
industry to rethink their roles. The rewards will 
be substantial for those who get it right. 

“The key is to view shopping centres from 
the perspective of people and not property, 
to create a real sense of place. We need to 
start thinking about shopping centres as 
a consumer destination, not a retail asset, 
putting more emphasis on what the end user 
really needs,” says GCW director Duncan Kite.  

“Landlords need to understand they don’t 
own a shopping centre, they own a slice of a 
town centre that by virtue of a single 
ownership could be the key to shaping 
the future direction of the town as 
a whole. Centres need proactive 
management if they are to survive.” 
he adds.

TOWN CENTRE VISION
Kite acknowledges that some are 
getting it right. He points to Westfield 
for its excellence in creating a visitor 
experience, Intu, for making huge 
investments in revitalising many of its 
centres and Capital & Regional for its 
‘consumer focused’ refurbishments. 
These approaches need to become the 
norm, but Kite accepts that is often easier to 
achieve where a centre is an experiential 
destination in its own right, rather than 
providing a convenience focused role. 

One of Kite’s concerns is the rate of 
change, both the structural changes 
happening to UK retail and the all-too-
slow response from the property industry 
as it tries to adapt. He says there are two 
critical step changes needed.

The first is around viewing shopping centre 
ownership as more akin to operating a leisure 
business. This might include creating public 
space to provide a focal point for events or 
letting space for alternative uses. Kite points 
to GCW’s work in centres such as Bolton’s 
Market Place which hosts a microbrewery, 
Fulham Broadway which brought the award 
winning Market Halls to London, Sutton’s St 
Nicholas centre with a grab and go food offer 
for independent operators, Hammersmith 
where new co-working space operator, 
Kindred, has opened and plans in Portsmouth 
to create revitalised public space.  

The second key step is for shopping centres 
owners to see themselves as the heart of a 
town, focussing on what the consumer really 
wants. In practical terms this might involve 
delivering services that have been squeezed 
out over the last 30 years. GCW successfully 
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enabled this in The Centre, Feltham where 
there is a medical centre and Hempstead Valley 
where a physiotherapy service has just opened.  
Elsewhere, Eastbourne’s Langney Centre has 
recently opened a community library.

It also involves getting the boring, small 
stuff right.  This might include better signage 
and way finding, family-focused WC facilities, 
mall charging points, superior wifi, quiet 
zones, a concierge service or customer loyalty 
lounges. The list is obvious but often neglected 
or poorly executed and can help deliver a sense 
of community pride. 

Kite also argues that a shift in traditional 
roles is required. 

“We must change the way we all operate. All 
the players have traditional roles and no-one 
naturally sees it as their job to drive the change 
that is needed to help revitalise town centres.” 
he says. 

INNOVATIVE CONSULTANTS
The traditional asset manager’s role has 
focussed heavily on property metrics and 
delivering performance through outdated 
measures.  The best managers focus on the 
asset as a whole, demanding a better service 
from consultants and encouraging broader 
thinking. GCW is developing a new way of 
working alongside asset managers and believes 
that a new type of property consultant needs 
to evolve. 

“There is scope for traditional leasing agents 
to embrace a new role, becoming the agitators 
of ideas. The benefits are clear as we can win 
more work from clients who understand how 
we add value to their assets,” says Kite.

He says the new breed of property 
consultant will 
■ Think about people first not property
■  Be at the heart of a centre’s strategic 

management
■  Understand what is going on across a town 
■  Cultivate closer links with councils and 

stakeholders to deliver change
■  Build stronger, more collaborative 

relationships with occupiers
■  Continually assess what consumers want 

and monitor if the centre is delivering it 
■  Drive new ideas and always ask, ‘what’s 

next?’
“We are convinced that the shopping centre 

industry needs to change the way it works.  
Owners need to think about people and place 
first and property second. Property agents 
must regain the skills of the general practice 
surveyors of the past to have a real breadth 
of knowledge.  At GCW we are shifting our 
frame of reference with clients so that we 
complement one another far more. We want to 
be instrumental in driving change and are clear 
that our role is not simply limited to leasing 
shops,” says Kite.
MOre InFOrMaTIOn FrOM duncan.kite@gcw.co.uk

Nursery investment 
deals in high demand
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iNVESTmENT
■ GCW’s latest sale in the 
nursery sector sees Alpha 
Real Capital purchase a day 
nursery let to Bright Horizons 
in Tonbridge for £857,000 
reflecting a net initial yield 
of 5%. 

Acting for the vendor, 
GCW’s professional team 
had previously agreed a 15 
year lease extension from 
September 2023 with Bright 
Horizons at £45,022 pa. 

GCW’s investment team 
has completed a second 
nursery deal in Selly Oak 
acting for developer Coltham 
Management Services. 

It sold the forward funding 

of a Busy Bees day nursery 
to Alpha Real Capital for 
£2,070,000 reflecting a 
net initial yield of 5%. The 
nursery is due to be built by 
the end of 2019.  

“These latest two 
investment sales illustrate 
the compression on funding 
yields in this sector to a 
point where developments 
are being priced virtually the 
same as standing investments 
and that is all to do with 
the relative scarcity of the 
product,” says GCW director 
James Pearson. 

Shopping centres can play a 
positive role in revitalising town 
centres. gcw director Duncan 
kite argues a consumer focus will 
create a positive sense of place

“the shopping  
centre industry must 
persuade owners and 

investors to think about 
people and place first  
and property second.“

GCW is helping its shopping centre clients to add a far 
broader offer to their schemes 

iNVESTmENT 
■ GCW has acquired all the 
commercial elements of a 
new housing development, 
Beaulieu Square on the 
outskirts of Chelmsford, for 
client Deekay Management.

The £7,450,000 purchase 
from house builders, 
Countryside reflects a net 
initial yield of 5.75% with 
the majority of the income, 
around 80%, with RPI linked 
reviews. 

The commercial, mixed-
use scheme has 10 existing 
tenants including Sainsbury’s, 
Costa Coffee, Dominos, 

children’s nursery Bright 
Horizons and a tuition centre, 
Kip McGrath.  A medical 
centre will be added to the 
site in the future.

“This is a commercial, 
mixed-use development 
which is focussed on serving 
the needs of the people who 
live there. The retailers are at 
the convenience end of the 
market and sit well alongside 
a day nursery and medical 
centre,” says GCW director 
James Pearson.

gcw secures mixed-use 
acquisition in chelmsford  

MOre InFOrMaTIOn FrOM 
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LEaSE aDViSory 
■ GCW has expanded its role 
with long-standing retailer 
client JoJo Maman Bebe to 
run its entire estate asset 
management function for all 
lease events. The maternity 
and baby clothes retailer 
has over 80 shops across 
the UK and GCW will begin 
the arrangement with 20 
imminent renewals. This 
allows a strategic approach to 
be adopted for all stores.

GCW has launched a 
bespoke IT system to allow 
its team to manage all of 
JoJo’s lease events via a portal 
allowing real time reporting to 
the retailer. 

The system tracks the 
status of all the leases and 
rent agreements and is easy 
to update. It offers the retailer 
the ability to monitor very 

clearly the progress of all 
agreements. 

“We are pleased to be 
launching this new system 
with one of our long-standing 
retailer clients. All of JoJo’s 
rental information and lease 
events will be in one place and 
we will be able to offer them 
a transparent and efficient 
service. Once established the 
system will be ready to roll out 
to other retailers,” says GCW 
director Adam Cohen. 

Big in Retail

Investors respond to 
active marketing 

A slowing retail sector has undoubtedly created 
a tough retail investment market. It is clear 
that the number of buyers looking to invest 

in the sector has fallen significantly and demand is 
likely to remain thin. Despite the challenges, GCW is 
successfully targeting sales and focusing on finding 
the right buyers for each asset. Our approach is 
validated by a 90% conversion rate on sales, not only 
delivering on high profile sales such as Edmonton 
Green and Brixton Market but on smaller assets such 
as TSB in Winchester; Pizza Hut in York and the Co-
op in Maidstone, all concluded in the last few months. 

The changing retail investment market demands 
a different approach and GCW’s success is based on 
two key strands. Firstly, we know that GCW’s unique 
breadth of knowledge is critical to giving honest 
advice to both sellers and purchasers. Our job is to 
convince investors, who have a plethora of choice, 
that the opportunity we are offering is robust. 

GCW’s in-house occupier team provides insightful 
advice on potential tenants and the respective threats 
to the location under consideration. Investors, in 
turn, can have confidence in our assessment of an 
asset’s potential as we investigate and explore all 
sides to the deal. We pride ourselves on providing a 
business plan for the asset and ensure that our team 
is able to deliver on the plan that has been set and 
can secure the “upside” we have highlighted. A sound 
understanding of alternative uses is key to investment 
decisions and we work hard to encourage both parties 
in an investment transaction to consider the wider, 
longer-term picture. 

Secondly, hard work. Pre-sale due diligence and 
proactive marketing are both fundamental for 
driving results. Proactive marketing is as important 
for headline grabbing deals as small £1 million high 
street investments and we are committed to selling 
every property’s story whatever the size. Director-
level involvement in every project 
also ensures proven expertise. 
Pre-sale due diligence is key to 
smoother, faster transactions 
as there is less chance of 
uncovering factors that might 
cause the buyer to renegotiate 
the price or worse still, drop the 
deal.   

Retail investment’s buoyant 
period is over, at least for 
now, and it is clear that 
agents and advisors need to 
take a fresh look at the service 
and expertise on offer to 
drive transactional activity. 
MOre InFOrMaTIOn FrOM   
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aLTErNaTiVE SECTorS 
■ GCW has acquired a 
Starbucks unit on the A259 
near Pevensey on behalf 
of the existing franchisee 
occupier, Euro Garages.  

The Starbucks drive-to 
unit sits behind the M&S and 
BP petrol station on Bexhill 
Road outside Pevensey. 
Euro Garages occupied the 
property on a 25 year lease 
from 2017 paying £33,743 
pa which reflects a rent of 
£12.92 per sq ft. They bought 
this in for £753,000 reflecting 
a net initial yield of 4.22%.

The deal continues GCW’s 
involvement in the roadside 
convenience sector where 
the petrol filling station 
and roadside food market 
remains buoyant with 
competition for highly visible 

and prominent sites with 
high traffic flow. 

GCW is also advising GSE 
on the development of the 
Waterbrook Retail & Leisure 
Park in Ashford, Kent. 

This scheme, adjacent to 
GSE’s existing truck stop 
business will be anchored by 
a food store alongside two 

drive-thru units and a petrol 
station, all of which attracted 
multiple bids. The scheme 
has outline consent with 
a detailed application due 
to be submitted in the first 
quarter of 2019.

Euro Garages invests in 
Sussex roadside Starbucks

JoJo signs up to GCW 
lease event service
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In BrIeF

GCW adds 
two recruits 
CorPoraTE 
■ Sophie Hunt (left) joins 
GCW to work with director 
Adam Cohen on lease 
advisory work for landlords 
and tenants including JoJo 
Maman Bebe, Yo Sushi, 
Wagamama and GBK and a 
number of landlord clients.

She is a recently RICS 
qualified surveyor and joins 
from Daniel Watney following 
a stint at TfL in a lease 
advisory role with experience 
in retail and alternative 
sectors. 

Jack Firminger (right) joins 
GCW’s investment team as a 
graduate surveyor. 

SHoPPiNG CENTrES 
■ GCW has been appointed to 
advise on Wembley Central, 
the retail-led mixed use 
scheme in North London 
following a change of 
ownership last year. 

Wembley Central 
comprises 118,000 sq ft of 
retail and restaurants, an 
86 bed Travelodge hotel, 
273 apartments and a 24-
hour multi-storey car park. 
It benefits from excellent 
communication links via 
Wembley Central mainline 
and underground stations. Key 
retailers include Tesco, Sports 
Direct, Iceland, Argos and TK 

Maxx. Over 2.5 million people 
live within a two mile radius 
and it is one of the fastest 
growing suburbs in London.

“There are placemaking 
opportunities to capitalise 
on nearby Wembley Stadium 
and to serve the growing 
catchment. Our aspiration is 
to improve the offer, mix and 
vibrancy and for the centre 
to become more community 
focused.” says GCW director 
Nick Warr.

GCW will provide rent review 
and lease renewal services.

Energie Fitness continues 
its expansion drive with two 
new gyms opening in Derby 
and solihull. GCW agreed 
terms for a 7,591 sq ft unit in 
ashbourne road, Derby on a 
15 year lease at £60,000 pa 
and a 6,000 sq ft property in 
solihull on a 10 year lease at 
£60,000 pa. GCW has seven 
more energie gyms close to 
completion.  

Sainsbury’s has appointed 
GCW’s professional team to 
the list of approved advisors 
for its argos stores. GCW will 
supply professional services 
including lease renewals 
and rent reviews. The first 
four appointments are for 
rent reviews in stratford 
Westfield, The strand, 
Tottenham Court road and 
Islington. 

GCW has agreed a lease 
renewal with WH Smith 
for Basingstoke and Deane 
Borough Council under the 
PaCT process which enables 
the disputed rent to be set 
by a chartered surveyor. 
The rent for the store at Old 
Basing Mall was agreed at 
£144,500 pa with a tenant 
break at five year, when the 
tenant wanted to agree a 
break in year three. GCW will 
now act on a lease renewal 
for the council on an anchor 
unit let to Boots. 

FatFace has opened its first 
FatFace Foundation shop 
selling unworn outlet stock at 
discounted prices with all of 
the profit going to charities 
and local community projects. 
GCW helped its client to 
acquire the shop in Havant 
on a pro bono basis.

HiGH STrEET
■ GCW has been appointed 
by new client, the Jasper 
Group to advise on a 
development of four retail 
units on the High Street in 
Slough town centre. 

The landlord is converting 
the upper parts into 
residential and GCW will 
begin marketing the ground 
floor retail units in early 2019. 

Slough will benefit from 
Crossrail opening in 2019 
and is likely to see significant 

improvements over the next 
five years from a regeneration 
strategy including a 
redeveloped shopping centre 
and town centre.

GCW’s investment team is 
active in the town and has also 
agreed the purchase of a prime 
high street block opposite the 
former BHS in Slough for the 
shopping centre owner, Adia, 
for £2.5 million. 

Slough enjoys development 
boost driven by crossrail
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GCW kicks off in Wembley
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Q&A
Rachel McIsaac is an executive Director and Head of asset 
Management at aew uk, managing portfolios worth £2 billion 
including uk shopping centres, retail parks and high street 
parades. She talks about her career in property. 

Where did you learn your property skills?
■ at Hillier Parker, now CBre, in the shops 
department 30 years ago before moving to 
Capital shopping Centres and then spending 
eight years at uBs Global asset Management.

How did you arrive at AEW?
■ I set up the uK business with managing 
director richard Tanner and another senior 
partner as a 50:50 venture with the aeW 
Group. We saw an opportunity to invest in 
regional markets and in well-located and well-
priced assets with a uK property fund as the 
cornerstone of the business. 

Describe your current role?
■ I’m a partner and one of the senior team, 
heading up aeW’s asset management 
function which has 170 properties.  We run 
three unlisted funds, two listed reITs and 
separate accounts for australian, Japanese 
and Dutch clients.

What’s the best thing about your job?
■ Variety.  every day is different. For example 
we have 16 current high street development 
projects at various stages and have recently 
taken on 15 shopping centres for a new client.

And the most challenging? 
■ There are never enough hours in the day. 
I am perpetually curious so always want to 
understand all the external factors that might 
impact on our business. 

What’s your proudest achievement at 
AEW?
Growing the uK business from scratch in 2011 
to a successful investment management 
enterprise with 25 people. 

How do you view the retail 
market now?
■ The changes are evolution 
not revolution. I strongly 
believe that residential 
should come back into 
town centres and the 
high street can evolve 

to be fit for purpose and the place where 
people live, shop and retire. It’s going to be 
a fascinating stage for thousands of towns 
across the uK.    

What is your link to GCW?
■ GCW advises on our st nicholas shopping 
Centre in sutton successfully retaining anchor 
tenants, attracting new key tenants and 
helping us to develop a new leisure offering 
which is critical for the scheme.

Why do you work with them?
■ I have known GCW directors Chris Hovington 
and David Gooch for a long time and their 
specialist knowledge and strategic thinking is 
a good match for us. 

If you weren’t working for AEW, where 
would you be?
■ When I left uBs I ran an innovation 
consultancy and loved the possibilities of 
creative thinking.  Creating value is all about 
lateral thinking – looking at property in 
different ways. But it’s just as possible I would 
be running an art gallery on a beach.

What’s your favourite property on the 
Monopoly board?
■ Vine street. It’s a good value investment 
and if you have three orange properties you 
can build quite early on in the game.

Tell me something unusual about you?
■ Gouache painting is my passion and my 
escape. In a career gap I studied graphic 
design and more recently I’ve been building 
followers on Instagram. My latest illustration 
project focuses on global food dishes.

What’s your business mantra?
■ 0It’s a marathon not a sprint. 

That is hugely important in the 
current market where we need 

to concentrate on long-term 
outcomes. 


