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CREATING A NEW VISION 
FOR TOWN CENTRES 

CVA SYSTEM NEEDS 
RADICAL RETHINK
GCW director Duncan 
Kite says that landlords 
are harshly treated by  
a broken process p7HAMMERSMITH HUB

Shopping centre attracts 
innovative tenant p2

EDMONTON POTENTIAL
GCW sells London town centre 
development opportunity p2

GCW drives to put people at the heart of placemaking plans p4
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SHOPPING CENTRES 
■  GCW has been appointed 
to sell the investment in 
Edmonton Green’s entire 
town centre. Covering 26 
acres the sale includes an 
Asda and 109 other shops, a 
sports centre, medical centre, 
hotel, a local market and 754 
residential units. 

The sale has focussed on a 
clear opportunity for change 
within the town which will 
be a catalyst for growth. 
The proactive local council 
is looking for a significant 

addition to the number of 
residential units in the town 
centre. 

The plans outlined for 
potential buyers included 
scope for 657 new residential 
units, a larger car park, a 
refurbished market hall, the 
opportunity to create a new 
discount food store, and 
space for a new leisure offer, a 
large cinema, restaurants and 
extended and enhanced retail 
units.

“We have worked on 
Edmonton Green shopping 

centre for over 10 years so we 
understand the potential here. 
This is a fantastic opportunity 
for someone with vision and it 
is exciting that several bidders 
clearly saw that the sale is 
not just about the shopping 
centre and the returns it offers 

but about the opportunity to 
drive real change in a town 
centre and make the place 
vibrant and relevant for its 
community,” says GCW 
director David Gooch. 

The existing shopping 
centre is on a newly regeared 
long lease for 150 years with 
net income over £5 million 
pa. Recent lettings in the 
centre show in excess of 30% 
rental growth over five years. 
The centre also houses key 
community assets including 
a library, a post office, and a 

TOWN CENTRES 
■ The Zocial, an innovative 
eat, drink and work concept is 
to open in Bradmore House at 
the entrance to Hammersmith 
Broadway shopping centre.

The deal sees The Zocial 
develop its first club, named 
Kindred, in the 18th century 
listed-building which sits in 
front of the Bradmore Square 
entrance to Hammersmith 
Broadway and is part of CBRE 
GI’s ownership of the centre.

The letting is a key asset 
management initiative for 
the scheme. There have 
been a number of offers on 
the building since CBRE GI 
bought the scheme in 2015 
but it has waited for the 
right operator who was the 
perfect fit for the historic 
building. The Zocial has taken 
a 15 year lease on Bradmore 
House following the landlord 
agreeing to surrender the lease 
from the previous tenant, 
Real China, who had been in 
occupation since 2011. 

“This is a key placemaking 
and asset management 
initiative and is about 
improving the environment 
as a whole.  It is comparable 
to the Market Halls addition 
to Fulham Broadway where 

CBRE GI had several offers 
but wanted an operator who 
would offering something 
exciting and create a 
destination,” says GCW 
director Chris Hovington. 

The Bradmore Square 

entrance to the shopping 
centre is also being improved 
with an updated design and 
softer landscaping.  GCW 
has agreed new lettings at 
the entrance including a unit 
under offer to Veeno an Italian 
tapas and wine bar, owned 

and managed by a vineyard 
in Italy and Dragon Cat Café, 
a bubble tea operator. A 
further unit is under offer to a 
restaurant operator who will 
open in September.

The Zocial will occupy the 
entire 7,000 sq ft of Bradmore 
House and is planning a £2 
million remodelling project 
both internally and externally. 

Kindred is a new concept 
aimed at young professionals 
who are attracted by a stronger 
sense of community. It aims to 
create a useful and inspiring 
space based around working, 
eating, drinking and social 
events for members and the 
public. 

MORE INFORMATION FROM 
alex.ash@gcw.co.uk

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

GCW puts Edmonton on the market
“This is not just a 

shopping centre sale 
but about real change 

in the town”

Hammersmith centre opens 
innovative social hub space

ALTERNATIVE SECTORS 
■ GCW has used its expertise 
in the gym industry to advise 
energie Group’s Fit4less brand 
in Elmfield Road, Bromley on 
a rent review. 

GCW advised the gym 
operator to go to arbitration 
following the landlord’s offer 
of a £120,000 pa rent up from 
£60,000 pa. A rent of £97,125 
pa was subsequently set 
by an Independent Expert. 
The result has saved energie 
Group close to £23,000 pa 
and set an appropriate rent 
level for the 6,400 sq ft gym. 

The gym market is very 
competitive with high rents 
being paid and GCW believes 
that some landlords are 
demanding overly high rents.  

GCW director Clive 
Gillingwater has now been 
appointed to the RICS 
arbitration panel on gyms.

GCW advises 
on gym rents 

“This eat, drink and 
work concept is a key 

placemaking initiative 
to boost the centre”
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DEALS
GCW client, Cornish Bakery continues its UK expansion, 
opening in High Street, Southwold on a 10 year lease at 
£42,000 pa. The operator has focused so far on stores 
in the South West and the Lakes and this is the first in 
Suffolk. 

Fashion retailer, Whistles has opened successfully 
on Ilkley’s The Grove taking an assignment of a unit 
previously let to Barkers. In a GCW deal for the retailer, 
the store has 2,100 sq ft of sales space over ground and 
lower ground at £60,000 pa.

South African-owned 
home furnishing retailer 
Biggie Best has agreed 
to open in two new 
stores as it continues its 
UK expansion. GCW has 
agreed terms for it to 
open in Bath with 2,700 
sq ft of sales space over two floors at £61,000 pa on a 
10 year lease and in Hampstead on a 10 year lease at 
£55,000 pa. It has plans for a further six stores. 

GCW has advised on a long-running and complicated 
dispute on a July 2015 rent review in Portman Square 
on behalf of Air Algerie. The client occupies the 1,800 
sq ft property by way of a sublease from an absent 
intermediate landlord. A rent of £147,500 pa was 
achieved at arbitration, significantly lower than the rent 
proposed. GCW is now advising on a relocation to North 
Acton, where the new Algerian Consulate has opened. 

GCW has agreed two lettings at Edmonton Green 
shopping centre for client St Modwen. Phone retailer, EE 
takes a 1,000 sq ft unit on South Mall on a 10 year lease 
at £49,000 pa and Egg Free Cake Box opens in a nearby 
1,000 sq ft unit on a 10 year lease at £35,000 pa.  

GCW continues its advisory work at Preston’s Fishergate 
centre with a letting to charity, Shelter. The 8,000 sq ft 
shop is on a 10 year lease at £80,000 pa.

Paint retailer, Farrow & Ball has taken an assignment of 
a lease to relocate to a larger 2,500 sq ft showroom in 
Harrogate on Albert Street at £47,500 pa. The new store 
is in an enhanced location near to estate agents, kitchen 
and interiors shops.

GCW has agreed a deal for long-standing client JoJo 
Maman Bebe to open a new store in Stamford on a 10 
year lease at £50,000 pa in a unit with 1,350 sq ft of 
ground floor sales space. It also opens in Didcot’s Orchard 
Square extension in a 1,200 sq ft unit.

Fashion retailer, Next has agreed a five year extension 
of the lease on its store in Sutton’s St Nicholas shopping 
centre retaining one of largest fashion anchors in the 
scheme. As part of the deal, agreed by GCW for owner 
AEW, Next will remodel the store.  

thriving local market. 
The busy town is a well-

connected London suburb 
with a less than 30 minute 
journey time into the centre 
and the catchment population 
is projected to grow by 
25% over the next 20 years. 

GCW signs 
Karen Millen 
HIGH STREET

■ GCW have been retained by 
premium fashion brand Karen 
Millen to provide strategic 
advice across its UK store 
portfolio including agency, 
lease renewals and rent 
reviews. 

Karen Millen trades from 
372 locations across six 
continents globally and has 
36 standalone retail stores in 
the UK.  

GCW is currently advising 
on a number of transactions 
and has recently agreed 
a lease renewal on Karen 
Millen’s Canary Wharf store 
which will be refitted with the 
latest store concept in August.

MORE INFORMATION FROM 
gareth.storer@gcw.co.uk

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

Nearby developments will add 
significant numbers of homes 
and jobs and a new mixed-use 
scheme includes Tottenham 
Hotspur’s new stadium. 

MORE INFORMATION FROM 
david.gooch@gcw.co.uk

PROFESSIONAL 
■ Forward thinking by GCW’s 
professional team has driven 
a positive result for the owner 
of the former Debenhams’ 
store in Eltham.

Acting for a family property 
company, GCW agreed terms 
for TK Maxx to open in 
the store on a 15 year lease 
with a break at 10 years at 
£240,000 pa. The property is 
an attractive, 17,700 sq ft store 
in a prime high street location 
and was let to Debenhams at 
£130,000 pa on a lease held 
until the end of 2016. 

During 2016, GCW 
generated competitive bids 
and secured an agreement 
for lease from TK Maxx. As 

Debenhams had the right to 
a new lease, GCW was then 
able to use the new terms 
agreed as a comparable. The 
lease went to arbitration with 
an award of £190,000 pa 
for Debenhams. Ultimately 
Debenhams decided to close 
its store allowing TK Maxx to 
take a new lease on the terms 
previously agreed. 

“The deal with TK Maxx 
had a double positive  - 
an increased rent from 
Debenhams if it stayed or a 
new tenant ready to move in if 
it decided to leave,” says GCW 
director Clive Gillingwater.

TK Maxx opens in Eltham



SOLVING THE 
PLACEMAKING 
CONUNDRUM

H
ow people engage with the 
physical environment is 
changing and town centres 
need to respond to ensure 
they are relevant.  ‘The 
death of the High Street’ and 

‘retail armageddon’ are all phrases hitting the 
headlines in the national press but the truth is 
more complex. To quote retailing guru, Steve 
Dennis, when looking at the physical shopping 
environment retail is not dead, boring retail is. 
The challenge for town and city centres is to 
ensure that they are serving the needs of their 
catchment which requires a vision that looks 
beyond retail.

GCW believes people are being drawn to 
two distinct categories of town: 
✱ Local, convenient places where people live 
and work.
✱ Experiential destinations where the 
reason to visit incorporates much more 
than shopping including tourism, leisure 
or entertainment. They range from affluent 
coastal towns such as Southwold to major 
retailing centres such as Stratford’s Westfield.  

The towns that fall outside these two types 
of location could be described as the squeezed 
middle and they have historically been retail 
destinations. The internet has changed the 
way we shop and the impact on towns has 
been compounded by urbanisation, declining 
car ownership, an increased spend on 
experiences and increasing retail insolvencies. 
All this makes them less attractive and they 
need to find their sense of place. 

FUTURE SOLUTIONS
GCW director Duncan Kite argues that for 
the squeezed towns in the middle, ironically, 
much of the solution lies in the past. 

“Retail hasn’t always been the dominant 
town centre use. Homes, pubs, restaurants, 
medical services, education, offices and local 
authority services all formed the blend of 
uses that attracted people to use their town 
centre. As retail became the most valuable 
use these alternative occupiers were moved to 
edge or out of town locations. The structural 
changes that have occurred in retail create 
opportunities to attract these uses back 
to the town centre. Done well this can 
create vibrant mixed use locations with 
a real sense of community,” he says.

Kite argues that to be successful it 
goes beyond just adding traditional 
uses back into the town centre. Public 
realm, culture, and flexible, shared 
space all form part of a robust solution. 

“It might sound simple but it needs 
bold and creative decisions and a 
recognition that there is no one-size fits 
all. A more vibrant town centre is good 
for retailers as a broader offering will 
increase use,” he adds. 

GCW director Simon Morris argues that 
the solutions need to come from a variety of 
stakeholders including local authorities and 
large landowners and the property industry 
needs to be the enabler. 

“Too many advisors think about the job they 
do or the market they have traditionally served 
rather than the needs of a town and its people. 
Landlords need to understand they often 
don’t own a shopping centre, they own the 
slice of a town centre that by virtue of a single 
ownership could be the key opportunity to 
shape the future direction of the town” he says. 

TOWN CENTRE VISION
“GCW is framing its advice in a new way. The 
most successful town centres have a vision 
and a real plan to deliver this. We can be the 
agitators of ideas and take a creative approach. 
We need to put people and place at the centre 
of what we do and we are actively encouraging 
clients to do that too. Local people need to fall 
in love with their town centres again.” 

Input from GCW’s established Alternative 
Sectors team is now fed into all major projects. 
With a clear understanding of gyms, hotels, 
medical and all residential uses, the team 
offers insight into the plethora of non-retailer 
occupiers and how they help to create a sense 
of community purpose.
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“We need to put  
people and place at 

the centre of what we 
do and we are actively 
encouraging clients to  

do that too“

A bold vision is 
essential to capitalise 
on the changing 
purpose of town 
centres across the 
UK. GCW’s directors 
explain how putting 
the needs of people 
at the heart of the 
places where they live 
and work will create 
stronger communities 
and drive successful 
living, shopping and 
leisure destinations. 
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GCW director David Gooch points out that 
some towns who are getting it right can be 
seen as examples of the benefits of focussing 
on a placemaking plan.

 When GCW advised on the regeneration 
of Feltham combining a shopping centre and 
supermarket with retail outlets, homes, offices 
and community facilities in 2006, it was ahead 
of its time. It is still evolving and illustrates 
that making a town relevant to people who 
live there will drive success. Gooch points to 
Altrincham as a good example of a town at 
risk of being squeezed out. Consumers had 
stopped shopping there but an innovative 
market development followed by a cinema 
became a catalyst to revive its fortunes. 

GCW’s recent instruction to sell Edmonton 
Green shopping centre is a strong example of 
the new thinking. The sale was promoted as 
an opportunity to deliver change in a London 
borough. In one of GCW’s newest projects in 
Barking, client Benson Elliot’s redevelopment 
of Vicarage Fields shopping centre and 
its immediate vicinity including retail, 
restaurants, a cinema, a new school and health 
centre will be a catalyst for change. The project 
has won a green light with a council resolution 
to allow the CPO of key parts of land. 

Successful town centre projects often 
benefit from local authority involvement. 
Simon Morris argues that councils must grasp 
the nettle for their town centre but that the 
level and role of involvement will vary. It can 
be about changing policy, providing capital, 
buying property in, or just agitating and 
enabling others to act. Central government 
action to enable some flexibility on Use 
Classes, which define the types of occupier 
allowed, is also important to enable real 
change in town centres. 
MORE INFORMATION FROM simon.morris@gcw.co.uk

Maidstone attracts 
restaurant operators

MORE INFORMATION FROM 
duncan.kite.co.uk

ALTERNATIVE SECTORS 
■ GCW has agreed a 15-
year lease with the popular 
childcare provider Poppies 
Day Nurseries for Sorbon 
Estates’ newly-built £1 
million Cliveden Nursery in 
Maidenhead.

The nursery has 4,900 
sq ft of internal space over 
two floors and boasts a large 
outdoor play area with a 
sunken sandpit as well as a 
spacious and secure first-floor 
terrace with views of Cliveden 
Estate. 

The nursery is located at 
Cliveden View Shopping 
Centre which has also 
undergone a major facelift to 
its elevations and car park as 
part of the wider works. The 

centre houses a 6,175 sq ft 
Co-op store, as well as local 
restaurants and retailers. It is 
situated just over a mile from 
Maidenhead town centre.

GCW initially sold the 
investment of the small retail 
parade to Sorbon and advised 
on the potential income 
stream from developing a 
nursery. It has now acted as 
letting agent for the nursery. 

This is the third new-
build nursery that Sorbon 
Estates has developed and 
then retained in its portfolio 
including buildings in 
Battersea, Windsor and 
Maidenhead.

SHOPPING CENTRES 
■ Two new restaurants 
have opened in Maidstone’s 
Fremlin Walk following the 
shopping centre’s stated 
ambition to bring in more 
food and beverage operators. 
GCW agreed the deals on 
behalf of owner M&G Real 
Estate.

Five Guys has opened 
next door to the entrance at 
the outside of the centre on 
East Street. This is one of its 
first small format branches, 
comprising  1,150 sq ft on 
ground floor and 1,000 sq 
ft on first and is taken on a 
10 year lease at £45,000 pa. 
Five Guys has moved into a 
unit previously occupied by 
an independent restaurant 
operator. 

An independent American 
themed diner, Hancock’s 
opens next door to Five 
Guys in a 4,000 sq ft ground 
floor unit at £95,000 pa on 
a 10 year lease. Hancock’s 
has replaced a Prezzo-run 
El Mexicana restaurant 
which closed following the 
company’s CVA. 

Sorbon develops new-build 
nursery in Maidenhead

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

Barking’s Vicarage Fields will drive change
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CORPORATE 
■ GCW emerged as winners 
of the annual retail property 
charity event, the Elifar 
Challenge, just weeks before 
taking on a whole-firm charity 
day building a community 
allotment in West London. 

A team of seven surveyors 
from GCW won the Elifar 
Challenge for the third 
time in four years playing 
against 24 industry teams 
in a combination of mental 
and physical challenges. 
The event raised £65,000 
for Elifar and will be used to 
buy essential equipment for 
disabled young people.

In July, a large group of 
23 GCW staff spent the 
day working with charity 
HandsOn London to 
transform a small area 
of waste ground into an 
allotment for the residents of 
The Lytton Estate.  

GCW’s team worked all 
day to clear the ground, build 
raised beds, fill the beds 
with mulch and compost 

and restore allotment paths. 
Others stripped and repainted 
old benches for the garden 
and repainted playground and 
garden railings.

“I cannot thank you all 
enough for what you have 
done for our community. 
We have started to run a 
gardening group and they will 
be amazed to see this. The 
raised beds will enable the 
less mobile to get involved 
and a youth group will now 
also run,” said Tom from 
the Lytton Estate Residents 
Committee.

GCW embraces charity challenges

MORE INFORMATION FROM 
james.pearson@gcw.co.uk

RESTAURANT 
SPOTLIGHT
■ GCW Directors Oli Horton and Chris 
Hovington try out the food at Adore Remo – 
the second outlet from West End favourite 
Bar Remo opening last year on the Strand 
following a GCW letting. 
The restaurant 
The restaurant is open over two floors and 
has a cool atmosphere with lively music 
playing in the background.
The food 
A calamari sharing dish washed down with 
two Moretti beers arrived promptly. The 
calamari was crisp and well-cooked and a 
perfect way to start the meal. Main dishes 
followed of risotto with gorgonzola, chicory, 
walnuts and honey and a spicy diavola pizza 
with salami and peppers.
The verdict
The menu is similar to the original Bar Remo 
and offers simple pasta, pizzas and salads 
and the food was wholesome, tasty and 
flavoursome. At £56 for two we will return.

Atmosphere – ✱ ✱ ✱ ✱ ✱

Service – ✱ ✱ ✱ ✱ ✱

Food – ✱ ✱ ✱ ✱ ✱

Price - ✱ ✱ ✱ ✱ ✱

The opportunity
Bar Remo now has three restaurants in 
London and over the last couple of years has 
taken advantage of the nervousness in the 
A3 sector to snap up two hugely prominent 
restaurant units which might otherwise have 
been taken by the national multiple chains. 
The sector is going through huge change as 
national brands not keeping up with food and 
leisure trends have been forced to go through 
CVAs. Regional operators such as Bar Remo 
are well placed to benefit. 

GCW has agreed a letting at 
Windsor Yards for Aberdeen 
Standard to CP Hart, a 
bathroom store, on a new 
10 year lease on a 3,386 sq 
ft store at £60,000 pa. The 
high-end retailer is a positive 
for the scheme and good for 
the tenant mix.

GCW has acted for 
Castlecap to purchase a pub 
on Sutton High Street for 
£1.75 million. The investor 
had previously acquired 
a retail parade next door 
and GCW has tracked the 
opportunity to purchase the 
pub as part of a long-term 
redevelopment opportunity .  

Card retailer, Smiggle is to 
open in The Harpur Centre, 
Bedford in a 530 sq ft 
ground floor unit. Acting for 
landlord, Tellon Capital, GCW 
agreed a 10 year lease at 
£35,000 pa.

The Stratford Centre has 
made two additions to its 
food and beverage offer. 
Local artisan operator, 
Sawmill Cafe opens in a 
2,400 sq ft unit on a 10 
year lease at £117,000 pa 
and fresh pastry operator, 
Granier Bakery takes a 10 
year lease at £90,000 pa 
in a 1,925 sq ft unit. Both 
fit well with the centre’s 
desire to introduce local, 
independent operators 
and improve the food and 
beverage provision. 

GCW is advising outdoor 
specialist, Cotswold 
Outdoor on its property 
portfolio including high 
street and retail park stores. 
The strong brand is a go-to 
store and aims to optimise 
its portfolio with disposals 
and regear opportunities. 
Deals so far include 
regearing a lease on a store 
in Liverpool and advice on a 
disposal in Camden. 

DEALS

GCW digs for victory (above) and 
seals Elifar Challenge win
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Barons Quay woos H&M
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CVA system needs  
an urgent rethink 

Resistance is increasing against Company 
Voluntary Arrangement (CVAs). The system is 
being abused to the detriment of both landlords 

and those retailers who stand by the contracts they 
signed. The legislation was originally based on a 
principle of fairness – where a solvent restructuring of 
troubled businesses would protect jobs and ensure an 
equitable repayment to all creditors. But in the retail 
property arena, the system is clearly broken.

Companies are supposed to pursue CVAs only when 
the alternative is certain collapse. But we are seeing 
clear evidence that retailers are instigating CVAs to 
railroad landlords into rent cuts and as an opportunity 
to dump unwanted shops. 

Many landlords now see the CVA process as a 
cynical tool to force them to prop up the balance sheet 
of retail businesses that have over reached themselves. 
The carefully choreographed voting process for 
creditors often puts the scale of debt owed to non-
landlords at such a magnitude that the landlord vote is 
irrelevant. They face a fait accompli yet frequently bear 
the brunt of the outcome.

GCW’s client Frogmore saw a stark example of the 
broken system when retailer, New Look sought to 
use a CVA to renegotiate the rent on its store in the 
Stratford Centre, East London. 

Rather than accept a proposed rent reduction from 
£200,000 to £120,000 a year, Frogmore decided to take 
back the lease and relet the unit to Iceland at 
the current rent level. Once New Look’s bluff 
was called, it made a counter bid at £210,000. 
It quickly became clear that New Look did 
not need the rent cut and the CVA was 
being used to secure more favourable 
commercial terms. It is important to 
note that New Look was playing by 
the rules and the levels of rent being 
sought were based on third party 
advice and adopted by accountants to 
produce pre-determined outcomes. 

The CVA system is destabilising the 
retail property market. It penalises 
solvent retailers, creates more retail 
vacancies, and hits pension and 
investment funds hard. It also heightens 
tensions between landlords and tenants 
when closer collaboration is critical for the 
future of bricks and mortar shopping.  

A principled CVA process should be an 
effective way to protect ailing businesses. 
Landlords such as pension and investment 
funds need to join industry associations 
and take a public stand. They have a real 
opportunity to force a change to a well-
intended but abused rescue tool.  

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

OPINION DUNCAN KITE

HIGH STREET 
■ GCW has secured two 
new retailers for The Crown 
Estate’s Attwood House on 
New Street in Birmingham. 

Handmade cosmetics 
retailer, Lush, will open one 
of its largest outlets in the 
UK this year, complete with 
an in-store spa offering a 
series of treatments using 
Lush products. The 10,000 
sq ft store will trade over two 
levels.

GCW has also secured 
travel agent, Thomas Cook, 
who has taken a new 2,345 
sq ft store in Attwood House. 
Thomas Cook’s Discovery 
Store embraces new digital 
technologies including 
virtual reality, offering a new 
approach to customer service. 

The ‘Try Before You Fly’ 
virtual holiday experience, 
which is available in the 
new store, enables people to 
explore holiday destinations 
from the comfort of the store 
using the latest VR headset 
technology.

“We are thrilled to 
welcome Lush and Thomas 
Cook to Attwood House, 
further boosting the offer 
for shoppers on New Street. 
It is brilliant to see new 
concept stores with customer 
experience at their heart. We 
wish both Lush and Thomas 
Cook every success,” says 
Hayley Turley, Asset Manager 
for The Crown Estate.

SHOPPING CENTRES 
■ Barons Quay retail scheme 
in Northwich has secured two 
key anchor tenants, H&M and 
Sports Direct.

Fashion retailer H&M will 
open in a 21,500 sq ft unit in 
October and Sports Direct is 
due to open in a 18,000 sq ft 
unit over two levels in time 
for Christmas. 

“The two lettings are a 
boost for the scheme and will 
give fresh impetus for our 
leasing campaign. The aim 
is to get as many as retailers 
as possible open and trading 
for Christmas,” says GCW 
director Nick Warr. 

The 200,000 sq ft centre is 
an open streetscape anchored 
by Asda with a 900 space 
town centre car park and a 

five-screen Odeon cinema. 
The centre, which has had 
a phased opening since 
September 2016, is built 
around an existing M&S store 
on the town’s original High 
Street. 

The scheme has around 
15 retail units and six leisure 
units to let. GCW was 
appointed earlier this year to 
work alongside joint agents 
Brasier Freeth and McMullen 
Wilson to give the scheme 
fresh impetus for the next 
phase. 

It is using its strong 
relationship with retailers to 
build the centre’s profile and 
reputation in the market. 

All change at New Street 

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

MORE INFORMATION FROM 
simon.morris@gcw.co.uk
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Q&A
Simon Horner runs GCW’s Alternative Sectors team, covering 
areas such as gyms, nurseries, hotels, and student housing and 
has just been promoted to Equity Partner. He talks about his 
career in property.

Where did you learn your property skills?
■ In Healey & Baker’s shops department after 
a spell selling encyclopaedias in Australia. All 
the basics came from the ubiquitous Reading 
University property degree.

How did you arrive at GCW?
I joined in 1998, after six and half years in 
New Zealand working for CBRE and then 
running my own business. I was reunited with 
former colleagues from Healey & Baker days. 
At the time GCW was a third of its current size 
with just 10 staff.

Describe your current role
■ I lead our Alternative Sectors team focusing 
on finding roadside sites for clients such as 
Tesco Express and KFC; acting on mixed-use 
student housing developments, finding sites 
for hotel operators including Vastint, and 
advising nursery and gym operators, energie 
Group and Busy Bees.  

What’s the best thing about your job?
Variety. It’s a dynamic and buoyant market. 
It has really evolved in the past 10 years and 
is key to GCW’s future business. I’m focussed 
more and more on the changing built 
environment and on new uses for retail space.

And the most challenging? 
The speed of change. GCW was an early 
adopter in the Alternative Sectors market 
but it is still demanding to keep ahead of 
changing trends.

What’s your proudest 
achievement at GCW?
Launching a successful 
stand-alone Alternatives 
Sector team last year. Our 
knowledge has come from 
exploring alternative uses for 
retailing space and we have 
established ourselves as an 
integral part of GCW, built 
a strong reputation in the 
market and are now poised 
for further expansion. 

What’s your best deal?
Negotiating with Westfield to secure a 
site for Unite’s 25 storey 940 bed student 
accommodation as part of their regeneration 
of the Stratford area in 2012. It was our first 
big non-retail deal.  

What advice would you give someone 
joining GCW?
Town centres are changing rapidly. GCW’s 
ability to drive placemaking and bring 
alternative occupiers to town centres is key to 
the future. Make sure you understand what is 
happening, how and why. 

What advice would you give someone 
working in retail property?
Get out of the office regularly and don’t sit 
behind a screen. An email is never enough so 
talk to people, be interested, and understand 
their business. 

If you weren’t working for GCW, where 
would you be?
Selling something to somebody. I’ve done ice 
creams, encyclopaedias as well as shops. It’s 
about the thrill of the deal. 

What’s in your briefcase?
A copy of the Grimsey review – it’s 
what GCW is all about so I know I need 
to find time to read and digest its 
findings. 

Tell me something unusual 
about you
I filmed eight episodes of two 
New Zealand TV series as an 
extra - Hercules and Xena: 
Warrior Princess.

Who’s your business 
idol?
Dale Carnegie – I read 
How to Win Friends and 
Influence People when I 
first started work and it’s 

still very relevant to selling 
and opening doors. 


