
How do remain relevant in a  
competitive market?

Development Vision

Understanding the competitive forces to 
reposition your place for future growth



Service overview
Developing a succinct and compelling vision 
statement that aligns the entire project team 
under a common idea. This is supported by a 
relevant visual and written narrative that offers 
insight into how the destination can deliver a 
distinct proposition. The Development Vision 
covers Place, Product and Programmatic 
descriptors that inform and inspire as well as 
future-proof the design solution.

Who
Asset developers or owners developing new assets 
or re-developing existing ones.

Value 
Uncovers lessons learned from relevant 
exemplars and outlines how these could 
inf luence the architectural design and onsite 
experience in a way that creates alignment and 
high-quality project outcomes.

Development Vision
Future Vision Definition for 
Property Developers
—
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EVENTS & PRIVATE 
USE HIRE FEES

25%

EXTERNAL 
TENANTS ON 

MARKET RATE RENT 
75%

OWNER'S 
OFFICE OR SITE 

TENANTS 
(DEPENDING ON 

VALUE)

35%

EVENTS & PRIVATE 
USE HIRE FEES - 15%

EXTERNAL 
TENANTS ON 

MARKET RATE RENT 
50%

2.0 The Model

Rental Model
It is recommeded that GPT take an 
incremental approach to incentivising the 
rent for external tenants. For the first year of 
operation, it is recommened that external 
tenants only contribute to 25% of the rent, 
and then gradually increase over the second 
and third years as the space gains more 
traction. This approach minimises risk whilst 
the space is entering the local market. The 
fourth year would operate at full market rent.

In this model GPT would maintain first right of 
refusal on tenant use for the first two years.  

*The tables to the right exclude fitout
contribution.

2.0 The Model

OWNER'S OFFICE 
SATELLITE 

PROTOTYPE

25%

ALLOCATED 
SPACE FOR 
TENANTS

40%

EVENTS & PRIVATE 
USE HIRE FEES - 10%

EXTERNAL 
TENANTS ON 

MARKET RATE RENT 
25%

YEAR 1

DIVISION OF RENT

YEAR 2 YEAR 3
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The Innovation Hub Business Model - Canvas
 KEY PARTNERS

• Operator

• Catering partner

• Centre Management

• Events management
partners

KEY ACTIVITIES

• Hosting (2 FTE)

• Events

• Venue hire

• Project space hire

• Marketing

• Administration

• Website maintenance

VALUE 
PROPOSITION

• A change of
setting to promote 
innovation in the 
workplace

• A community-minded
workspace 

CUSTOMER 
RELATIONSHIPS

• Membership tiers

• Customised to needs

• Flexible

• No long-term
commitment

CUSTOMER 
SEGMENTS

• Employees of existing
tenants

• Small businesses

• Freelancers

• Tenant organisations

• Community Groups

KEY RESOURCES

• Space

• Fit out

• Furniture

• Technology

• Operator relationship

CHANNELS

• Physical presence

• Shopping centre
website

• Online community of
users

COST STRUCTURE

• Staff wages

• Rent for Space

• Fit out costs (fixed costs)

• Furniture (fixed costs)

• Technology (printers, VC, routers for Wi-Fi)

REVENUE STREAMS

• Membership fees

• Venue hire fees

• Dedicated project space hire

• Event management for commercial tenants or retail operators

Business Model Canvas by Alexander Osterwalder and Yves Pigneur
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Get in touch...

Singapore 
One George Street #10-01 
Singapore, 049145
P +65 3158 6745 

Melbourne 
6 Albert Coates Lane  
Melbourne VIC 3000
T +61 3 9329 6819

Sydney 
20-40 Meagher Street 
Chippendale NSW 2008
T +61 2 9699 3113

Jeanette Lambert 
CEO

0412 331 915

jeanette.lambert@brickfields.com

Belinda Lord 
General Manager

0488 765 065

belinda.lord@brickfields.com

brickfields.com

David Grant 
Managing Director

0449 164 089

david.grant@brickfields.com


