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Managed business space: all-in-one
service is perfect bundle

By providing a combined service for its

tenants, Portal is attracting plenty of interest

from big-name companies. By  David Lawson
Few rms run their own canteens, which is sensible
if they know little about cooking. They do not wire
telephones, make desks or generate electricity for
similar reasons. So why treat property di erently?

Renting is a form of outsourcing, but long leases
and hefty tenant responsibilities make it more of
an accounting procedure than a real di erence
to the distractions of ownership.

Managed space goes further, bundling services
such as heating and cleaning into an all-in fee and
cutting leases to as short as a few months. But even
this leaves occupiers burdened with responsibilities
when they prefer to concentrate on core business.

One multi-disciplinary group is exploiting a gap
in the market with a “cradle to grave” service ranging
from strategic accommodation advice to
development, funding and facilities management.

All these are separately available from corporate
advisers, agents, builders and facilities managers
but Portal has combined them into one package.

The Banbury-based rm sits awkwardly in a sector
dominated by names such as Regus and MWB, but
has no intention of competing for what it sees as
a narrow interpretation of property outsourcing.

The key di erence is a breadth of service which
includes building like a developer, funding like an
investor and servicing like a facilities manager.

Terms range from one-to- ve years in an existing
Portal facility, from three years in other existing
buildings and, typically, ve to seven years for
build to order. All provide a “clean” exit with no
dilapidations, legal fees or other write-0 s.

Doubled turnover
Turnover has doubled in the last year as big names
such as Morgan Stanley, E.on, BskyB and Vanquis
have been drawn to what Portal calls its “occupier
solution” (see box, below). Interest is expected to
grow as occupiers question how it handles property.
For instance, a large insurance group has recently
asked the rmto Il a requirement for 40,000 sq ft.
The group normally demands freeholds but this is
out of the question at present, so it wants to rent
with an option to buy when problems ease.

Few developers, let alone managed space
operators, would contemplate such a deal. But
it is easy for Portal because the rm can tap the

nancial expertise of associate companies in the
Cannock Group, which has funded and developed
more than 1.5m sq ft since the early 1990s.

Portal was formed six years ago, primarily to
satisfy nancial groups with demands for back-o ce
space. Spending on property and IT equipment was
di cult to plan during times of uncertainty and
buying services was shunned as rms preferred their
own sta . Portal stepped in to provide fully equipped
and serviced space on exible terms. It also allows
tenants to depart without penalty.

A key to this integrated “plan-build-run” service
was the ability of Cannock chairman Stephen
Bantoft, a tax and nance specialist, to enlist backing
from private investment groups. Some early centres
have been through several tenancies, each with
their own t-outs, and then sold on.

The group has since widened its net to general
0 ces after seeing potential in taking over ‘tired’
buildings and unlocking developments held back
by a lack of funding. 9
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