
Faced with ever widening funding gaps, ‘commercialism’ is a 
word that has become common place in the public sector, with 
many organisations adopting Commercial Strategies.  But what 
does it really mean in the context of property asset 
management?  
 
For many, ‘commercialism’ is simply about bringing in new or 
increased income, often through trading or charging for non-
statutory services. There is far more to being ‘commercial’ than 
that, and alongside improving and generating new income 
streams should we think about ‘commercialism’ in terms of being 
more ‘commercial’ about everything that we do? 
 
In that context being ‘commercial’ is about taking a more 
business-like approach to managing the property estate and to 
the way the property estate is managed in order to minimise 
costs.  
 
Consider your existing property service, for example: 
 

 Are you exposing your organisation to commercial 
disadvantage in the way contracts and contractors are 
managed?   

 Has there been commercial challenge to the portfolio, 
exploiting every potential to generate or maintain 
income? 

 Has consideration been given to how a more commercial 
attitude can make the property assets more popular and 
increase visits from customers? 

 Is your property estate appropriately structured to be the 
most efficient it can be, e.g. are you granting short leases 
with overly onerous and unnecessary terms and 
conditions? 

 Is a business-like approach taken to bad debts and tenant 
covenant breaches? 

 Are decisions around tenant selection and investment in 
the portfolio made with a commercial mind-set? 

 Is the service appropriately structured to be as efficient 
as it can be? 

 Is there unnecessary duplication or are there disjointed 

elements?  

 Is there a ‘commercial’ culture within the organisation 
that targets and roots out inefficiencies? 

 Are staff developed and trained to take a ‘commercial’ 
attitude to everything that they do? 

 Are there opportunities to sell services to others and 
have these been fully exploited? 

 
With the use of case studies this event will explore how a more 
commercial approach can be adopted in all that you do and the 
efficiencies and other wider benefits it can bring.  
  
Our aim is to equip you with all of the tools you need to take a 
more commercial approach to managing your property estate 
and property service. 
 
The morning will start with our essential Strategic Update, a must 
attend session which will explore what is happening in some of 
the key areas affecting strategic management of property assets, 
including reducing budgets, the economic climate, housing 
demand growth, partnership working and political change.  

Who should attend  

Anyone involved either directly or indirectly in strategic issues 
affecting local government, and in particular the strategic 
management of property assets, and that wish to:  

This might include strategic delivery managers, strategic property 

managers and asset managers, strategic finance managers, 
corporate policy and performance managers, and anyone 
involved in the strategic management of property assets.  

Learning Objectives 

 Have an understanding of what a more commercial 
approach looks like and what it can deliver in practice. 
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Book your place now 
To secure your place please book  online  at  www.cipfa.org/
events.   If you have any queries please contact  san@cipfa.org 
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09.30 Refreshments and registration  

 

10.00 Session 1 - Strategic Update 

Our first session of the day will explore what is happening in some of the key areas affecting strategic 
management of property assets, including reducing budgets, the economic climate, housing demand growth, 
commercialism, partnership working and political change.  
 

 

11.10 Refreshments and networking  

 

11.30 Session 2 - What do we mean by commercialism? 

In this session we will explore what we mean by commercialism.  We will challenge, what appears now to be the 
accepted traditional view that commercialism in local government is about buying property investments!  
 

 

12.30 Lunch  

 

13.20 Session 3 - How to be more commercial 

In this session we will look at what a more commercial approach might look like in terms of running a property 
service.  We will explore contract management and management of contractors as well as management of the 
tenanted estate.  We will then move onto to explore how a property service might be structured to be more 
commercial, the typical ‘attitudes and cultures’ that might currently exist within your service and how you can 
begin to change these.  
 

 

14.20 Refreshments and networking  

 

14.40 Session 4 - How to be more commercial (continued) 

This session will continue from the previous and then move on to explore opportunities that might exist to ‘sell’ 
services to others.    
 

 

15.40 Close  

SAN Series 35 Scotland - 4 

hours CPD 

   29th August - Stirling 

 

Facilitators 
Tim Reade MRICS BSc (Hons), Head of Property Advisory Services, CIPFA Property  
 
David Bentley MSc, FRICS, Head of Asset Management, CIPFA Property 
 
Chris Brain FRICS, Property Training and Standards Manager, CIPFA Property  
 
Jane Lowrie MRICS, CIPFA Associate 


