
Editor: I read Jean-Marc Vandevivere’s article on setting a 
residential benchmark with interest (p21, 13.04.17).

I’ve just returned from CBRE’s US multi-family housing 
conference in Chicago. The timing of Vandevivere’s 
article may be coincidental but his points around common 
language, valuation, data and benchmarks for the new wave 
of residential investment seem particularly relevant. 

CBRE is currently the retained valuer to a 
number of active participants in this fast-
growing sector in the UK and we have 
learned much from our colleagues across 
the Atlantic, in northern Europe and other 
recently developed markets such as student 
housing. I agree that adopting the same 
terminology throughout the sector is crucial. 

Organisations such as the BPF, ULI and IPF 
have all helped with this and it seems to me 
that the residential market needs to go down the 
‘commercial’ route and adopt much of the language from this 
part of the property market, because it is all about income and 
we have moved to a wholesale rather than retail sales exit. 

This leads me on to valuation. Some will be aware the RICS 
published an information paper in 2014 on the methodology 
to be adopted to value blocks that are held for rent. 

In the same way that the sector has progressed 
signi� cantly over the last three years, I’m pleased to say 
so have the valuers. I’m privileged currently to be chairing 
a RICS working group to update this document to provide 

formal guidance that should be mandatory 
for valuers when assessing the value of 

build-to-rent and similar assets. All our 
discussions have focused on a capitalised net 

income approach with the traditional vacant 
possession argument not tabled or rarely mentioned. 

In the future, I hope we will have less noise about 
inconsistency in valuation approach hindering investment in 
the sector. Moving on to data and benchmarks, these need to 
improve because the market is starved of reliable data sets. 

So to conclude, alongside all the ingredients being in 
place for the residential investment market to expand, the 
advisory sector is also getting its act together to put in 
place everything on Vandevivere’s wish list.
Jason Hardman, executive director and registered 
valuer, CBRE
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Over recent years, politicians and 
businesses have increasingly sought 
to outdo each other in appearing 

digital savvy. From former chancellor George 
Osborne declaring his support for the 
sharing economy to multinationals singing 
the praises of agile working and big data, 
tech jargon has been the currency of many  
a boardroom conversation.

While Britain’s major supermarkets have 
benefited from seamlessly analysing large 
sets of data for years – through Tesco’s 
Clubcard and Sainsbury’s Nectar card – the 
property industry has yet to fully grasp the 
full potential of big data. 

Ironically, given the largely low-tech 
fashion in which deals are sealed and 
networks are watered, UK real estate has 
been a pioneer in the realm of crunching 
financial information. The setting up of 
IPD/MSCI in the 1980s was a significant 
milestone in developing the sector as an 
asset class. Despite being a sizeable and 
well-recognised benchmark for commercial 
real estate, IPD/MSCI hasn’t achieved the 
same success for residential. 

This is a shame, because housing 
accounts for 85% of our £6.3trn real estate 
market. Of that, only a fifth is private rented 
housing, but this still represents a growing 
£1trn market – larger than the entire £870bn 
commercial property market. 

As institutional investors increase their 
interest specifically in build-to-rent, their 

ability to benchmark performance 
is critical. Only 2% of the £1trn 
market-rented residential market 
is institutionalised, compared with 
around 25% in North America. If 
Britain’s rental sector took on the same 
shape as the US’s, the build-to-rent 

sector could be mathematically greater 
than £250bn. 

We therefore face two key challenges 
to help institutional investors get 

comfortable with the sector. The 
first one is to ensure that  

we have a common 
language and 

understanding of how to value those assets. 
The second one is to ensure that we have a 
relevant residential benchmark. 

The first challenge is interesting, as we 
definitely cannot continue to assess the 
value of an income-producing investment 
using a methodology that assumes the 
property is empty. The valuation community 
needs to acknowledge the emergence of this 
new sector, and the different requirements 
of investors in this new market. The 
methodology definitely needs to take into 
account amenity areas, shared facilities and 
professional management, which are best 
assessed by the rental premium they help to 
achieve and, ultimately, by analysing the net 
operating income achieved from an asset. 

Competitive market
Having delivered PLATFORM_’s first five fully 
operational assets in the South East, we are 
currently expanding more broadly across the 
country. We are looking forward to having 
a competitive market to grow into and to 
benchmark ourselves against our peers to 
continue to keep ourselves on our toes. 

This is the second challenge that investors 
are facing. We need to find or create a 
relevant residential benchmark that will be 
recognised, populated and used by investors. 
This will then help create a fluid secondary 
market of build-to-rent assets alongside 
traditional commercial property.

As the current crop of build-to-rent firms 
expands, I firmly believe we will see large 
listed or non-listed residential companies 
emerge to rival existing UK REITs in their scale. 
The benefits will be significant: residents will 
have a range of professional options to live  
in and be able to invest in property outside 
buy-to-let and direct home ownership, 
reducing systemic risks to the economy.  

In order for this to happen, we definitely 
need to come together now to benchmark 
our performance and evolve valuations to 
support this growth, or residential will remain 
in the analogue age.
Jean-Marc Vandevivere is chief 
executive of PLATFORM_
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Adopting the common language of benchmarking
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The advisory 
sector is getting its 
act together to put 
everything in place 

on Vandevivere’s 
wish list

Editor: Emanuela Barbiroglio’s recent 
article reported that landlords are still 
complacent about the impact of MEES 
legislation, which comes into force 
this time next year, and that many are 
unaware that the legislation restricts a 
landlord’s ability to let or renew leases 
where F or G EPCs exist (p22, 13.04.17).

I very much agree with Daniel 
Montlake’s comment that as an 
industry “there is still a lot of work 
to be done”. However, I have to say 
that our experience is very di� erent 
to that reported in the article. Across 
our client base, we have found 
that, following a thorough portfolio 
review, landlords do now know 
exactly what EPCs they have. With 
this knowledge, they are starting to 
really focus on the strategy, timing 
and physical works required to 
ensure compliance in April 2018. 

Our clients are all looking well 
beyond minimum standards, already 
anticipating a review of this, by 
reassessing all Es as well as Fs and 

Gs, in their quest to ensure total 
accuracy across a portfolio. 

The reassessment process is 
often positive, with risk signi� cantly 
reduced by obtaining new and, most 
importantly, consistent EPCs across 
a portfolio. There is also the added 
bene� t of then having all the data 
with one consultant for future use. 

We are already seeing that MEES is 
forcing consideration of a property’s 
energy credentials that possibly 
didn’t exist before and is engaging 
asset managers, as schemes such 
as CRC didn’t do to the same extent. 
It may not be the best tool but it is 
already having the desired e� ect. 
Vicky Cotton, environmental 
director, Workman

Are landlords unprepared for EPCs? Mature market 
housing needed
Editor: Older people play an important 
role in the housing market, in� uencing 
demand and sales. While local 
authorities and housing providers 
respond to this market, much greater 
choice of housing and tenure is needed. 
Later-life housing should focus less 
on care and more on hospitality and 
lifestyle. A � rst step would be to 
recognise that later-life housing cannot 
be categorised as one demographic. 

The market is fragmented, catering 
well for the wealthy and those at the 
very bottom of the � nancial spectrum 
but not for middle-income individuals, 
who represent 80% of the market. 

If we focus the provision of later-
life housing on the individual, then 
we can make headway in delivering 
the homes individuals want at all 
stages of life, in locations where they 
are needed.  
Charlotte Cook, partner, 
Winckworth Sherwood 


