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Finance
FM and the money game

Internet
Social media as a tool for FM?

How do you FM that?
Rats and how to fix them

Energy management
Bright lights, low costs

Anyone for‘coffee?

Scott Martin of Coffee Nation highlights an
easy, aromatic moneymaker for FMs in 2011




and waste in their buildings.

With non-domestic
buildings responsible for
some 18 per cent of the
UK’s carbon emissions,
and with only two per cent
of this stock being replaced
annually, the property sector
urgently needs to address
the issue of environmental
performance, says the BBP.
In multi-occupied buildings,
it believes the relationship
between owners and
occupiers is key.

Several BBP member
organisations, including
British Land, Canary Wharf
Group and Hammerson,
have succeeded in reducing
the environmental

performance of a building
and share ideas on how to
improve its operational and
occupational efficiency.
BBP’s Green Building
Management Toolkit
provides guidance on how to
set up such a group.

It provides a number of
practical tools, including
a template introductory
presentation, environmental
action plan and example
performance reports.

A copy of the toolkit is
freely available at: www.
betterbuildingspartnership.
co.uk /working-groups/
owner-occupier-partnerships/
green-building-management-
toolkit/

Peartree to pioneer iPad application
for the cleaning industry

INNOVATION
Peartree Cleaning Services
will be the first company
to implement a new iPad
application specially
designed for the cleaning
industry by software
provider Cleanlink.

The application aims
to allow contract cleaning
companies to manage all
locations remotely, with the
head office being able to
monitor progress at the site
and keep track of updates.
Operation managers will
be able to perform on-site
audits, record additional
services provided, place
orders for supplies, log any

complaints or requests
from the customer, receive
instructions, record client
satisfaction rates and take
photographs on site.
‘Incorporating the
Cleanlink iPad application
is a huge step forwards for
us, and for the industry
as a whole,” said Bradley
Reames, managing director
of Peartree.
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/ith cost-cutting still top of the agenda, FMs need to be
wich cleverer about managing their utilities, advises
en Dhesi of Pulse Commercial Utilities

"he devil is in the detail

‘ith many businesses expected to cut costs in 2011, facilities
1anagement departments are sure to find themselves under
1e microscope. The pressure is on for FMs to step up to the
1ark and demonstrate how they can improve efficiencies

1d achieve best value. Part of the strategy should be the
>rrect management of utilities, as significant savings can be
1ade once you are in the know.

Unless an FM department is really on the ball, they could

1d themselves locked into a supply contract. Failing to
advise the incumbent supplier in advance that the contract
is to be terminated and allowing the supplier to roll over the
contract on uncompetitive terms for another year or two
years is one of the most common mistakes that FMs make.
Qver 70 per cent of commercial contracts are renewed in this
way, so being aware of termination dates is crucial.

The best way to stay ahead of the game is to research the
market, know the supply contract inside out and become best
friends with a utility consultant, as they have the knowledge
you need. Key details of the supply contract — such as the unit
rate, termination date and usage terms — should all be stored
in an easy-to-access customer relationship management
(CRM) system to avoid being caught out.

Shopping around for the best deal helps, but buying at
the right time is vital. Most people wait a few months before
renewal to negotiate their utilities, but this can be done
several months in advance when the market is at its lowest.
Carrying out an audit of the utility bill at least once a quarter
is also crucial. People commonly assume that a utility bill is
correct, but statistics show that between five and 10 per cent
of a bill will contain errors that will result in overcharging.

The fact that 70 per cent of commercial energy contracts
roll over is enough to show that utilities purchasing is
often not given sufficient priority by managers. Yet, from
experience, Pulse Commercial Utilities has found that the
cost of a rollover contract is at least 15 per cent higher than
negotiating directly with the supplier. Energy prices are
expected to rise significantly in 2011, so FMs need to be
aware of exactly when their contract expires. For best value,
FMs should look to tender their supplies well in advance
of their renewal date.

Since the deregulation of the energy market, prices among
all suppliers have become increasingly diverse. Ten years
ago the percentage spread may have been one or two per
cent, but a variance of 10 per cent is quite common now with
suppliers exchanging the top spot on a regular basis.

Ideally FMs should regularly review all the utility data to
see where usage can be reduced and costs cut. Reducing
the usage of gas and electricity can also be a step in the
right direction for going carbon neutral — which could mean
another feather in the cap for the ambitious FM.

M Further Information
Ben Dhesi is head of energy management, Pulse
Commercial Utilities.
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