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TJ Hughes reopens 
in Preston centre

JoJo strides forward  
with store openings 

LARGE STORES
■ GCW has used its shopping 
centre and investment 
expertise to secure the 
vacated Bhs store in 
Bexleyheath for Morleys 
Stores Group.

Morleys, the London-based 
independent department 
store group, will open 
its ninth store as a new 
anchor department store for 
Broadway Shopping Centre, 
Bexleyheath occupying the 
former Bhs, which closed in 
August 2016. 

In a transaction agreed by 
GCW, Morleys purchased 

the long leasehold. The lease 
has 88 years unexpired at a 
peppercorn rent. The Bhs 
lease, expiring in 2026 at 
£700,000 pa, was surrendered.  

“We had to work very hard 
to make the deal happen 
and to negotiate the right 
price for Morleys. The ex-Bhs 
store was held in a complex 

structure and the purchase 
needed to satisfy the interests 
of four key stakeholders 
and be acceptable to the 
owners of the store and the 
local authority,” says GCW 
consultant Keith Whale.  

The new 65,000 sq ft store, 
with 40,000 sq ft of sales 
space, will trade as Morleys 
and is expected to open in 
April this year following 
significant investment and a 
comprehensive fit-out. The 
existing shopping centre 
includes a range of national 
retailers including M&S, H&M 
and Sainsbury’s. 

“NewRiver, who acquired 
the centre in March last 
year, saw the clear benefits 
of having a high quality 
department store to help 
raise the profile of the centre. 
As the freeholder, the local 
council played an active 
part in supporting the deal 
and was very keen to be able 
to offer an alternative to 
Bluewater,” adds Whale. 

GCW consultant Keith 
Whale advises Morleys on its 
property strategy. 

SHOPPING CENTRES
■ Jackson Square shopping 
centre in Bishop’s Stortford 
is set for a significant 
investment by owner Legal 
& General this year with a 
comprehensive refurbishment 
planned.

The investment 
will introduce a more 
contemporary look and 
feel, including new centre 
branding, improved way 
finding and lighting. 
Remodelling of some of the 
space will create two MSUs, 
one of which is 24,000 sq 

ft and has been prelet to a 
leading fashion brand to 
open in the Autumn. The 
second MSU is 10,000 sq ft. 
Two extra units facing Potter 
Street will also be created. 

The planned update 
follows a new letting to 
fashion store Joules, adjacent 
to the Potter Street entrance. 
The unit is let on a 10 year 
lease at £52,500 pa with 12 
months rent free, taking rents 
in the centre to around £80 
Zone A. 

“This latest letting 
complements the deal agreed 

HIGH STREET
■ Long-standing GCW client, 
JoJo Maman Bebe continues 
its steady expansion across 
the UK with four new stores.

GCW has agreed deals for 
the retailer to open a new 
store in Toll Gavel, Beverley 
with 850 sq ft of sales space 
at £30,000 pa; a shop on 
Market Place, Henley on 
Thames with 1,500 sq ft over 
ground floor and basement 
at £48,000 pa; a unit with 
920 sq ft sales space on South 
Street, Dorchester at £52,000 
pa; and a shop on East Street, 
Taunton with 1,210 sq ft of 
sales space over ground and 

first floor at £40,000 pa. All 
stores are on a 10 year lease.

GCW has also agreed terms 
for the retailer to resite two 
stores into more strategic 
locations in their current 
towns. JoJo has opened on 
Mount Pleasance Road, 
Tunbridge Wells in 1,730 sq ft 
of sales space at £70,000 pa 
and in Royal Arcade in Cardiff 
with 1,200 sq ft at £50,000 pa.

JoJo plans to add an extra 
eight to 10 new stores next 
year with the focus on good 
quality market towns. 

Bexleyheath woos department store 

DEALS

Topshop has made a strong commitment to Yeovil’s 
Quedam shopping centre taking a larger 8,339 sq ft 
store with a double height front and signing a new 10 
year lease. GCW agreed the deal for landlord, Benson 
Elliot on a turnover rent of 7%. 

GCW has agreed a deal on behalf of Sorbon Estates to 
bring The Ivy Café to Marlow High Street on a 25 year 
lease. The deal for the whole building is at a rising rent of 
£180,000 to £200,000 pa.

Make-up retailer, Kiko takes a 10 year lease on a 1,420 
sq ft store on Sheffield’s Fargate. The GCW deal on behalf 
of Tesco Pensions Investment is at £165,000 pa with a 
break in the sixth year. 

Costa Coffee opens in a 2,038 sq ft unit in Hadley 
Mace’s mixed-use development in Greenwich Square, 
London. The GCW deal on behalf of the landlord is at 
£50,000 pa with six months rent free. Magnet also 
opens in a 2,454 sq ft unit on a 10 year lease at £50,000 
with 18 months rent free. 

Virgin Media has opened on Ilford High Road, London 
in a 1,500 sq ft store in a GCW deal agreed for a private 
landlord. The five year lease is at £51,000 pa with six 
months rent free. 

Maidenhead’s Nicholsons Shopping Centre has signed up 
two more retailers. The GCW deals see jewellery retailer, 
Pandora take a 1,526 sq ft unit on High Street Mall at 
£37,000 pa and health food store, Grape Tree open a 
1,195 sq ft store on Brock Lane Mall at £35,000 pa. Both 
deals are on a 10 year lease
.
GCW has acquired its first nursery for Busy Bees, the 
UK’s largest children’s nursery operator. The site on 
Hailing Park Road, Croydon is on a 20 year lease with 
a stepped rent rising to £45,000 pa. The 3,000 sq ft 
building over two levels is in an affluent catchment area.

In its latest deals for Specsavers, GCW has agreed 10 
year leases for a 1,509 sq ft unit on High St, Longbridge 
Retail Park at £45,000 pa, and a unit on Acton High 
Street with 910 sq ft at ground floor and 812 sq ft at 
basement level at £55,000 pa. 

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

MORE INFORMATION FROM 
keith@kwadvisory.co.uk 

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

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

“Owner, New River 
saw the clear benefits 

of a high quality 
department store”

SHOPPING CENTRES
■ Discount retailer, TJ 
Hughes has reopened in its 
original premises in Preston’s 
Fishergate centre after an 
absence of five years. 

The retailer quit 
Preston after falling into 
administration but has now 
been reopened by Lewis’s 
Home Retail as its 19th TJ 
Hughes store as the chain has 
begun expanding again. The 
GCW deal sees TJ Hughes 
take a 10 year lease on the 
32,500 sq ft store at a rent of 
£170,000 pa or, if higher, a 
turnover rent. 

“The move is a vote of 
confidence in the city centre 
as a shopping destination. 
The store has had an 
immediate impact on footfall 
and is important for the 
centre as it fronts onto the 
city’s biggest and most used 
car park,” says GCW director 
David Gooch. 

GCW acts as letting 
agent at the Fishergate 
Centre and as part of owner 
Benson Elliot’s leasing and 
development team.

last year with Fat Face and 
is part of a wider strategy 
to enhance the tenant mix 
and improve the quality of 
retailers to align it to the 
catchment area of the centre.  
In the next few months we 

expect to announce the arrival 
of other exciting brands in 
Bishop’s Stortford,” says GCW 
director Duncan Kite.

SHOPPING CENTRES
■ The new owner of 
Haywards Heath’s The 
Orchards, Mid-Sussex 
District Council has retained 
GCW to manage its leasing 
work on the scheme.  

GCW agreed a key regear 
with Marks & Spencer before 
the sale of the shopping 
centre by Friends Life to the 
local authority. 

The deal saw M&S agree a 
new 10 year lease at £630,000 

pa. The leading retailer’s 
confidence in the profitable 
store and its commitment to 
the town was a key element 
in Friends Life securing a 
good price for the centre. 

Holland & Barrett has also 
committed to the centre, 
doubling the size of its store 
to 1,600 sq ft on a new 10 
year lease at £60,000 pa.

HAYWARDS HEATH OWNER BACKS GCW KNOW-HOW

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

Bishop’s Stortford  
gets set for upgrade 



 

SHOPPING CENTRES WIN FIGHT
IN BATTLE FOR CONSUMERS

G
CW’s shopping centre team 
knows that creating the very 
best experience for consumers 
is essential to thrive in an 
increasingly competitive retail 
market. This means that its 

work with shopping centre clients involves 
much more than merely concentrating on 
letting shops and it uses its expertise to help 
develop attractive and successful centres.

GCW’s approach focusses on 
understanding the practical changes 
necessary to meet the demands of 
the modern shopper. This means 
assessing the potential for linked 
trips, the opportunities from leisure 
once again becoming a town 
centre activity, the potential from 
embracing public transport, the 
options for delivering grab and go 
food and embracing technological 
advances of omnichannel retailing.

ATTRACTING SHOPPERS
“Shoppers are increasingly 
promiscuous and every shopping 
centre is battling against online, 
the centre in the next 
town and large out-of-
town parks. It’s all about 
creating a better shopping 
experience; getting more 
people to visit, visit more 
often and to stay longer 
when they do,” says GCW 
director Duncan Kite. 

This multi-layered 
approach is illustrated 
in the Revo Gold Awards 
for refurbishments made 
to LaSalle Investment 
Management for its Sailmakers 
Shopping Centre in Ipswich 
and Moorgarth Properties for 
Market Place in Bolton. GCW 
believes that the centres won 
awards because they share 
a commitment to thinking 
creatively. They understand that 
a shopping centre needs to move 
forward all the time.

“You can’t drive rental growth 

Two of GCW’s shopping centre clients have won industry recognition for the innovative and 
successful upgrades of their schemes in Ipswich and Bolton with prestigious Revo Gold Awards.

SHOPPING CENTRES
■ GCW has agreed a letting 
to relocate Sports Direct into 
Vancouver Quarter in King’s 
Lynn from elsewhere in the 
town as part of a number 
of deals to attract retailers 
from the High Street into the 
scheme.

Sports Direct has opened 
in a 12,726 sq ft store on a 
10 year lease at £45,000 pa 
with 12 months rent free. 
The unit has been vacant for 
three years and the letting 
is a positive addition to the 
scheme. Plus-size fashion 
retailer, Lavitta, moves to 
Broad Street in a 3,390 sq ft 

Kings Lynn attracts 
retailer relocations

Fit4Less signs deals for  
hat trick of new gyms

unit at £47,500 pa on a 10 
year lease with nine months 
rent free. Accessories store, 
Morgan Taylor moves to New 
Conduit Street on a five year 
lease at £30,000 pa.

GCW was appointed as 
asset manager and letting 
agent on the Vancouver 
Quarter in 2013 when it was 
acquired by a joint venture 
between London & Associated 
Properties and US investment 
management firm, Oaktree 
Capital. The centre is now 
almost fully let.

MORE INFORMATION FROM 
philippe.michael@gcw.co.uk

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

built on a spread sheet. You need to think 
about what you’ve got now and where you 
want the shopping centre to get to in three to 
five years time,” says Kite.

“There is a perception that you can buy a 
property and forget about it but shopping 
centres are much more complicated. They are 
organic things that need to adapt and evolve. 
The environment is key and often the small, 
sometimes seemingly insignificant elements, 

will make a real difference. Things such 
as toilets, lighting, way finding, seating 

and car parks are all really important.  
They leave a lasting impression on 
shoppers,” he adds. 

IPSWICH INVESTMENT
Ipswich’s Sailmakers Shopping Centre 
has seen tangible results from the 

recent investment in the physical 
environment. GCW advised LaSalle 
Investment Management on the 
purchase of the centre in November 
2011 and was then retained as the 

leasing agent. The existing Tower 
Ramparts Centre had seen 

little investment and a £4 
million refurbishment and 
rebranding by LaSalle created 
the new Sailmakers centre. 

The works remodelled 
entrances and capitalised on 

transport links via the adjacent 
redeveloped bus station, 

improved sight lines, installed 
new, family-focussed toilet 
facilities, upgraded the malls 
with new lighting, flooring and 
ceiling finishes and installed 
full height shop fronts. 

GCW agreed lease renewals 
with Topshop, Quiz and The 
Perfume Shop and new lettings 
to Pandora, Iceland, Poundland, 
River Island, Blue Inc and Yours. 
It also introduced food and 
beverage operators including 
BB’s and Subway.

The investment has paid 
real dividends with footfall 
increasing by 15% in the year 
to November 2016. Rental 

“Sailmakers and  
Market Place won these 

awards because the 
owners understand that a 
shopping centre needs to 

move forward all the time“
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income has increased by 30% and vacancy 
rate dropped by 65% since it was purchased.

“Sailmakers is an excellent example of 
how a relatively modest investment can turn 
around the perception of a shopping centre 
and reverse the downward trend in retailer 
occupancy, income and customer footfall,” 
says GCW director Nick Warr.

 When Bolton’s Market Place shopping 
centre was acquired in 2013 by Inception 
Holdings, represented in the UK by 
Moorgarth Group, it was a poorly performing 
retail asset that had lost its identity. 
Moorgarth began a £20 million investment 
in the refurbishment and extension of the 
centre.

BOLTON TRANSFORMATION
A focus on transforming the customer 
experience with an effective mix of retail, 
leisure and entertainment options has been 
key. The original market hall structure has 
been exposed to create a quality shopping 
environment, the basement vaults opened up 
to create an exciting restaurant destination 
and a nine-screen cinema let to The Light 
opened at second floor level.

GCW has agreed 63 separate deals from 
small temporary lets through to long-term 
lettings to national retail brands including 
Next, Top Shop, New Look and The 
Entertainer and restaurant operators such as 
Nando’s, GBK and Prezzo. The leisure offer 
includes an Amazonia children’s play and golf 
experience in a stunning setting. 

“GCW has helped to drive some impressive 
improvements. Footfall has increased by over 
18.5% year on year, car park usage is up 71% 
and dwell time has increased on average from 
42 minutes to 90 minutes,” says Tim Vaughan 
chief executive, Moorgarth Group.

“This was an ambitious project. Converting 
the basement was brave but it has created 
a spectacular space and heralded a massive 
transformation of the centre. Moorgarth 
understood very well how leisure and 
retail elements are linked and this has paid 
dividends,” says GCW director David Gooch. 

GCW has a dedicated shopping centre 
team of 10 professional staff with 38 current 
projects.  
MORE INFORMATION FROM duncan.kite@gcw.co.uk

 

Below: GCW directors David Gooch, 
Duncan Kite and Nick Warr

Footfall at Ipswich’s Sailmakers is up by 15%

LEISURE
■ GCW has secured three 
new properties for budget 
gym operator, Fit4Less. 

It has opened a 7,523 sq ft 
gym on Stanway Retail Park 
in Colchester on a 10 year 
lease at a stepped rent from 
£40,000 to £95,000 pa; a 
5,980 sq ft unit on Erith High 
Street at £40,000 pa with 21 
months rent free; and a 5,325 
sq ft gym on The Broadway, 
West Ealing at a stepped 
rent from £60,000 rising to 
£65,000 pa. 

Fit4Less owner, energie 
Group has over 100 gyms and 
there are now 62 Fit4Less 

gyms open with GCW 
acquiring over 20 of these. 
The operator plans further 
expansion with three more 
gyms due to open early this 
year and has a target to find 
another 20 to 30 suitable 
premises over the next year. 
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INVESTMENT 
■ Demand from private 
investors for retail assets 
is driving an increasing 
number of transactions to be 
conducted off-market.

“In times of volatility, 
buyers and sellers are 
looking off-market seeking 
deliverability and certainty,” 
says GCW director Oli Horton.

GCW sold a property for 
M&G Real Estate on The 
Parade, Leamington Spa for 
£2.09 million reflecting a 
net initial yield of 6.08%. 
The property comprised two 
retail units let to Smiggle and 
Vodaphone on new leases with 
office accommodation above 
offering asset management 

opportunities. The property 
was marketed directly to 
six parties in the wake of 
uncertainty following Brexit. 
The method yielded four 
competitive bids which 
produced a strong transaction 
price for M&G Real Estate.

The increased demand 
means that GCW can make 
good use of its market 
knowledge to dig out 
properties before they get 

to market. GCW acted for 
Specsavers in acquiring a 
property on Week Street, 
Maidstone, on a new 10 year 
lease at a rebased rent. GCW 
secured the acquisition of the 
freehold property for a private 
investor without the property 
going to the market. The 
prime property was acquired 
for £3.6 million reflecting a 

net initial yield of 6.00%.
A third deal in Preston for 

an Israeli investor secured 
a property on Friargate of a 
50,568 sq ft unit let to Wilko 
Retail until 2026 for £4.07 
million showing a net initial 
yield of 7.25%.  

Investors back  
off-market deals

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

MORE INFORMATION FROM 
oliver.horton@gcw.co.uk

Restaurant operators 
face brave new world

Deliveroo and its competitors have changed the 
restaurant industry forever. An app that links 
restaurants, drivers, and customers seems 

simple in hindsight. It has caught the public’s 
imagination but for property the idea is a disruptor 
similar to online retailers impacting the high street. 

Restaurant operators now factor the concept in their 
plans. Some consider whether they should sign up at 
all and worry about the impact of delivery on a strong 
brand, the loss of opportunity to upsell in restaurants 
and the potential negative effects on customer 
experience caused by riders loitering outside the door 
of a restaurant or even worse, tableside. Others see an 
opportunity for increased sales or to transform poorly 
performing restaurants. 

Operators need to consider delivery options when 
acquiring. Is the building suitable to service deliveries? 
Can separate access be provided for riders? Can 
shopping centre restaurants accept delivery orders or 
will food quality be compromised by the time taken 
to get product off site? Should a site even be acquired 
if it can’t service Deliveroo? Can operators acquire 
premises outside established restaurant locations if 
Deliveroo turnover is anticipated to be high? 

Landlords need to anticipate operators’ needs but 
they also face their own dilemmas and opportunities. 
If take-away services have historically been prohibited 
by a lease it may be in a landlord’s interest to 
reconsider. Where turnover rent is paid, landlords 
are seeking the inclusion of ‘Deliveroo’ clauses to 
ensure they get a share of delivery profits. This 
mirrors discussions on whether retailers should 
include click and collect sales in their turnover 
figures. 

There are also potential asset 
management opportunities to create 
designated areas for delivery riders 
and adapt the internal design, 
layout and size of cooking facilities 
to accommodate more take-away 
business. 

Deliveroo’s latest idea of a RooBox 
– a stand-alone kitchen in an adapted 
steel container is the latest innovation 
in the sector. Designed to increase supply 
where demand is not satisfied, RooBox could 
allow restaurants to prepare food in remote 
locations, meaning that occupiers don’t have 
to commit long term to expensive properties 
but still facilitate rapid expansion. 

Deliveroo is here to stay. For landlords 
and occupiers, the focus must be on how 
to respond to these structural changes, 
anticipate what might happen next and take 
advantage of the opportunities.

OPINION ADAM COHEN

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

FELTHAM CENTRE AGREES RECORD RENTS
SHOPPING CENTRES
■ GCW has agreed two significant lettings at 
The Centre, Feltham that have set record rents 
for the shopping scheme.

JD Sports take a 2,900 sq ft unit on a 10 year 
lease at £90,000 pa and fashion store, Select 
take a 1,900 sq ft unit at £80,000 pa. Both 
lettings are on 10 year leases at over £80 Zone 

A. Select relocated within The Centre, creating 
the ideal unit for JD Sports. A third deal see 
Cards Direct open in Feltham in a 1,050 sq ft 
unit on a 10 year lease at £52,500 pa. 

The deals will help to revitalise the centre 
and help to improve the tenant mix. The 
Centre is now close to being fully let.  
MORE INFORMATION FROM  harry.wildsmith@gcw.co.uk

Epsom enjoys  
retailer  
confidence
SHOPPING CENTRES
■ GCW has agreed deals 
to bring two new tenants 
to Epsom’s Ashley Centre. 
Fashion retailer White Stuff 
and make-up retailer Kiko 
take units newly created from 
the former New Look space, 
following its move to a new 
8,000 sq ft store within the 
scheme last year.

Kiko will open a 780 sq ft 
unit at £57,500 pa and White 
Stuff has opened in an 1,800 
sq ft unit at £77,500 pa. Both 
transactions are on 10 year 
leases with nine months rent 
free and break options after 
six years.

SHOPPING CENTRES
■ GCW has agreed to 
bring three new retailers to 
Edmonton Green Shopping 
Centre on behalf of owner St 
Modwen.

Fashion retailer, Select 
has taken a 10 year lease at 
£95,000 with 15 months rent 
free, family fashion store, 
Pep & Co takes a five year 
lease at £70,000 pa with three 
months rent free and shoe 
retailer Deichmann opens 

following an assignment from 
Poundland. All three units 
comprise approximately 
4,000 sq ft on the ground 
floor in Market Square. 

“We are pleased to attract 
some well-known brands to 
the centre following lettings 
to Matalan and Sports Direct. 
It is a boost to our ambitions 
to drive forward the tenant 
mix. Perseverance and the 
availability of the right units 
at the right time helped us to 
secure all three deals within 
a month,” says GCW director 
Duncan Kite.

The transactions underline 
prevailing rents in excess of 
£55 Zone A. 

INVESTMENT 
■ GCW’s investment team 
has agreed the purchase of a 
supermarket let for 15 years 
to M&S Simply Food in West 
Hampstead for a private 
international investor. 

The deal to buy the new 
7,000 sq ft M&S supermarket 
and four additional retail 
units on Heritage Lane, West 
Hampstead was secured in a 
competitive bidding situation 
for £7.4 million showing a 
net initial yield of 4.12%. 
The properties are located 
between the key transport 
hubs, tube and over ground 
stations and will therefore 
benefit from significant 

footfall. They form part of 
Ballymore’s £124.7 million 
mixed-use development 
which includes 198 new 
homes and 15,800 sq ft of 
commercial space, 9,757 sq ft 
of which are retail units. 

“London supermarkets 
with their long and strong 
income are seen as a safe 
haven for money post-Brexit. 
Added to this the discount 

for certain international 
buyers due to exchange rates, 
means that £5-10 million 
acquisitions of this type are 
really popular,” says GCW 
director James Pearson.

The West Hampstead deal 
follows a successful GCW 
investment sale of a property 
let to Sainsbury’s Local on 
Haydons Road, Wimbledon 
for £1.85 million showing a 
net initial yield of 4.6%. The 
property is on a new 20 year 
lease. It will be the dominant 
supermarket for commuters 
using the local train station.

ROADSIDE
■ Furniture retailer Loaf has 
opened its second London 
store on Lancaster Road, 
Notting Hill. 

GCW secured the deal to 
open the 5,500 sq ft store to 
serve West London. It follows 
the retailer’s successful 
opening of its first “Shack” in 
Queenstown Road, Battersea 
last year. The Shacks are 
designed to complement 
Loaf’s well-established and 
highly successful online 
business.

“We are very keen to open 

more physical stores since 
our Battersea and Notting 
Hill sites have performed so 
well. Opening Shacks in the 
right locations is now key to 
our continued growth,” says 
Loaf CEO, Charlie Marshall.

Loaf hopes to open soon 
in North London and GCW 
is looking at other locations 
across the South East to 
provide 4,000 to 5,000 sq ft of 
sales space on the High Street, 
roadside and out-of-town. 

MORE INFORMATION FROM 
philippe.michael@gcw.co.uk

London supermarkets see strong demand

Loaf invests in  
physical stores 

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

Top brands open in Edmonton

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

“In volatile times, 
buyers and sellers  

are looking off- 
market for certainty”
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Q&A
Anna Bradford is an asset manager at Orchard Street 
Investment Management, one of GCW’s long-standing 
shopping centre clients. She talks about her role in  
property and her career to date.

How did you break into property?
■ A false start studying Anthropology made 
me realise I wanted to do something real. I 
began again on Oxford Brookes Real Estate 
degree via a short-term role at Knight 
Frank. Rejoining Knight Frank as a graduate 
trainee was a great boost for my career.

How did you arrive at Orchard Street?
■ I worked at Cheval Properties and in 
2007 when the market was booming had 
the opportunity to join the Orchard Street 
team. I was impressed by Orchard Street’s 
ambitious but sensible business plan. It 
was a great move for me. I joined when 
Orchard Street was just three years old and 
employed five people. Now it has over 25 
staff and manages investments of £5bn.

What led you to asset management? 
My job is all about making sure we get 
the very best out of our shopping centre 
investments. I’m a jack of all trades with 
strong management skills rather than a 
natural agent so it suits me to be a client, 
organising others and issuing instructions. 

What’s the best thing  
about being a client?
I love meeting people and 
building strong relationships 
with tenants, clients and 
advisors. I relish having the 
final say and the chance 
to steer projects – and 
everyone is nice to you.

And the worst thing?
Needing to change agents or 
advisors. Sometimes you 
just need a different 
perspective or new 
ideas and the change 
is not personal. You 
can tell a lot about a 
person when you do 
make that decision. 

What’s your link with GCW?
■ I speak to someone at GCW almost 
every day. I deal with them directly as our 
leasing agents at St Ann’s Shopping Centre 
in Harrow. They are also our agents at 
Old George Mall, Salisbury and Cascades, 
Portsmouth. 

Why do you work with them?
■ I really value a small firm and the access 
to its senior people. We need advisors who 
get it right first time, provide real expertise 
and have strong links with retailers. Orchard 
Street has a great relationship with GCW 
director Duncan Kite and that’s why he 
works on three of our shopping centres. 

Tell us something people might not 
know 
I’m an avid reader of military history. I come 
from a military family and I’m fascinated in 
the subject.

What’s your favourite day at work?
■ A Thursday. The panics of the week are 
sorted and it’s the best day to push things 
forward

What’s your favourite day  
away from work?

■ I’m a mum of two small children 
with a full time job so it’s always 
about spending time with 

them. 

Who’s your  
business idol?
■ John Bird, the founder 

of the Big Issue, who 
was born in poverty 
and is now a Life 
Peer. He’s dealt 
with everything 
life has thrown 
at him.


