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Contact Dean and Frank and 
get your (advertorial) published 
in the next edition of Firestarters
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The Age of Integration
~
I remember when I was a teenager I was hugely impressed when I heard or read 
somewhere that “body and mind” are one. This meant, for example, that illness 
had psychological rather than physical causes. Mind-blowing that was.

Nowadays I think most people will agree that illness, unfortunately, can also 
be simply bad luck, but no one will deny that our state of mind can affect our 
physical well-being profoundly. We are holistic creatures.

A similar kind of realisation to the one I had in my teens may be washing over 
the real estate sector today, but applied to cities – even entire societies. We are 
becoming aware that building and city are one. That you cannot have a good 
building without a good city and vice versa.

In fact, it goes even further. There is growing awareness that everything in real 
estate is connected to everything else. Not just buildings to cities – but investment 
to environment, maintenance to sustainability, automation to well-being, innovation 
to happiness, retail spending to social relations – and so on. 

“Boring retail is over”, says one of the real estate experts in an interview in this 
magazine. I would add: boring life is over. People want a better life. Not more 
stuff, more connection. We are holistic social creatures.

If you read the stories in this magazine, you will find evidence for this trend 
everywhere. Let me just pick out a few quotes from our interviews and you will 
see what I mean:

– “We try to work in an integrated way across different disciplines, 
combining urban planning and public space with architecture”

– “We are seeing a big shift from the individual developments of 
10 to 15 years ago, in which communal areas, food and transport 
were not taken into account, to a more integrated approach”

 – “When I ride my bicycle through the city and I see that something 
we did really works, then I feel I have made a positive difference”

– “McDonald’s wasn’t looking for a smart building. 
They wanted to attract new types of staff”

– “Today’s hostile tendering process must be replaced 
by a collaborative approach”

Or, as Zach Aarons and Aaron Block, authors of a new book on proptech,
sum it up: “It’s about a new mindset!”

We are living, I believe, in the Age of Integration. I hope as you read through this 
magazine you will become more and more excited about what this means for your 
own work.  

Thank you for your interest. Karel Beckman 
Editor in chief
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Q U O T E : 

“A technology tsunami is rolling over 
residential real estate. It’s already 

washed over low-lying areas such as 
information, communication, and 

search. And it’s moving to higher and 
higher ground: operations, brokerages, 
property maintenance, and construc-
tion. The role of the real estate agent 
will change, and most traditional bro-
kers will be gone in ten years’ time.”

Pete Flint

founder of Trulia, managing partner at NFX, 

quoted in the book PropTech 101 

In collaboration with Magic Leap, 
the pioneer of spatial computing 
technologies, and Mimesys, a French 
and Belgian startup that develops a 
leading spatial co-presence platform, 
BNP Paribas Real Estate will imple-
ment this solution which was tested 
over a one-year period.

As a first step, the technology will 
allow various types of clients of the 
bank, particularly those of Corpo-
rate and Institutional Banking and 
Wealth Management, to be offered 
real-estate investment opportunities 
via a hologram with the BNP Paribas 

Real Estate teams. For example, a 
client in Hong Kong or Dubai could 
be in contact, via a teleportation 
meeting, with an expert consultant 
in London, Paris or Frankfurt and 
interact with virtual objects. The 
marketing of real estate anywhere 
in Europe will thus be facilitated by 
being both faster and more cost-ef-
fective, and the environmental 
impact of travelling will be limited.

BNP Paribas, through three of its business lines - Real Estate, 
Corporate and Institutional Banking, and Wealth Management 
– is launching the possibility to hold teleportation meetings 
in five locations: Hong Kong, Dubai, London, Frankfurt and 
Paris. Each business will be equipped with Magic Leap Ones, 
a lightweight, wearable spatial computer, to conduct collabora-
tive meetings remotely.

BNP PARIBAS 
TAKES MAGIC LEAP 

Star-shaped 
cities are the most 
climate-friendly
Restructuring the landscape of big 

cities may be key to a successful 

climate policy, according to a study by 

German research institute MCC. “Cities 

should ideally take on a star-shaped 

form, with well-distributed green 

spaces to balance the opposing needs 

for dense structures and CO2 savings, 

while maintaining open spaces that 

can deal with the effects of a chan-

ging climate, such as heat waves,” 

reports Clean Energy Wire.

“Our model shows that the best way 

to develop a settlement area is not to 

develop it in a radially symmetric but 

in a star shape, organized around li-

near transport axes and with as much 

greenery as possible,” MCC researcher 

Felix Creutzig said.

EYEOPENERS
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Coworking space represents around 
1% of global office inventory today, 
but the market looks set for strong 
growth, or so it appears from C&W’s 
new European Coworking Hotspot 
Index, published for the first time in 
April 2019. 

In Europe’s major markets, coworking 
already accounts for 2% of office 
space. In Amsterdam the number is 
6%. In London, coworking accounted 
for 16% of new office leases in 2018, 
notes C&W. WeWork is now the lar-
gest private office tenant in London. 

According to Greg Mansell, consultant 
at C&W and one of the authors of the 
Index report, the coworking market 
could reach levels of 5 to 10% of the 
US market in the near future. Europe 
could easily follow, he says.

For the European Coworking Hotspot 
Index, C&W investigated 40 European 
cities to find out which have the most 
“coworking potential”. 

This was done by an analysis of a 
number of “quantifiable factors” such 
as the amount of office stock available, 
digital infrastructure, flexibility of the 
labour market, internet speed, average 
length of a standard lease (a “key push 
factor” for coworking), the number of 
start-ups and accelerators, spending 
on R&D and the type of companies 
and organisations present in the cities 
(relevant because, for example, ICT 
employees are more likely to be open 
to coworking than bank employees).

This led to the following 
top-10:

In a few years from now, 10 to 15% of office space 
in some European cities could be devoted to coworking, 
according to research from Cushman & Wakefield.

iFunded real estate 
investment platform 
accepts bitcoin

iFunded is the first real estate 

investment platform in Europe 

on which investors can invest 

in real estate not only in euros 

but also in crypto currencies. 

With the acceptance of crypto 

currencies as means of payment 

international investors can invest 

simply into German real estate 

projects, says iFunded.

As with payment in euros, investors 

must prove their identity when paying 

with crypto currencies and go through 

the so-called know-your-customer pro-

cess at iFunded, the company has said.

WEWORK 
LAUNCHES 
€2.6 BILLION 
INVESTMENT 
VENTURE

WeWork’s parent firm, The We Company, 

has launched a $2.9 billion investment 

acquisition platform, ARK, to buy and 

develop commercial property around 

the world.

The venture represents a significant 

strategic shift for the hitherto “asset 

light” business. WeWork founder Adam 

Neumann told Bloomberg the firm was 

betting on the idea that properties 

become more valuable when occupied 

by WeWork.

WeWork was valued at about $47 billion 

in a private fundraising round in Janu-

ary, as it heads towards what may be 

the year’s largest IPO after ride-hailing 

firm Uber.

EUROPEAN COWORKING 
HOTSPOT INDEX 
FORESEES STORMY 
GROWTH

The Index report 

makes a distinction 

between “genera-

list” and “specialist” 

coworking operators. 

The generalists “sim-

ply aim to create a 

place for like-minded 

people to work colla-

boratively, offering an 

alternative to home 

offices and working 

in coffee shops.” 

The specialists “aim 

to appeal to tech or 

creative fields.
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INTERVIEW ROUND HILL

BY KAREL BECKMAN

Round Hill Ventures (RHV), a venture 
capital firm incubated by Round Hill Capital 
(RHC), is about to launch what may become 
the largest European-wide proptech fund. 
Arnie Sriskandarajah, Managing Director at 
RHV, explains why Round Hill Capital have 
entered the venture capital space – and why 
it sees a major opportunity, particularly 
in the European market.

New fund sees 
opportunity in 
proptech startups 
breaking through 
national barriers 

Arnie T. Sriskandarajah

head of Ventures at RHV

INVEST
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Since being founded in 2002 by Michael 
Bickford, Round Hill Capital has grown into a 
successful real estate investment and manage-
ment business, operating globally with 14 offices 
including in the UK, Germany, the Netherlands, 
Spain, Sweden, Ireland and Singapore. In recent 
years the company started realising that the real 
estate business was undergoing a gradual but 
radical transformation – and that it had to 
change the way it was doing business.

“Fact is that for the last ten years or so,” says 
Arnie Sriskandarajah, “tech companies have 
been chipping away at the core functions of 
the real estate industry. From how real estate 
companies make investments and how develop-
ment workflows are managed, to how we 
optimise space utilisation design to make it 
fit for purpose.”

Many parts of the industry were still “Excel-
driven”, says Sriskandarajah, “firms were work-
ing with historic data sets that third parties 
provided to them, trying to build an ‘informa-
tion moat’ to keep out competitors. The new 
entrants are changing the real estate business.”

For RHC, says Sriskandarajah, it became a ques-
tion of: do we sit back and watch them do so, 
or do we support them and position ourselves 
in this new paradigm of value creation.

RHC responded in 2017 by setting up Round 
Hill Ventures (RHV), a venture capital firm 
whose mission it is to invest in those very same 
tech companies that are disrupting the market. 
Sriskandarajah, who has a background as tech 
investor and company builder (he worked for 
incubator Rocket Internet where he helped 
develop the famous meal-kit company 
HelloFresh, among many others), was hired in 
2017 to bring his tech investment experience 
into the real estate space. RHV has over the past 
two years invested in 15 proptech start-ups in 
Europe and the U.S., operating in widely different 
fields from software platforms to geo-spatial 
tech companies and even a manufacturer of a 
new kind of ‘smart’ paint (see box).  

There were essentially three reasons why RHC 
decided to take the plunge into venture capital-
ism, says Sriskandarajah, “First, simply to drive 
financial returns from our investments in these 
companies. Second, to develop products that 
add value to our core business and that, 

FIRESTARTERS  #2/2019
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Proptech startups invested in 
by Round Hill Ventures to date

Hands HQ - SaaS platform that simplifies and digi-

tizes risk assessment and method statements used 

across ‘dirty and dangerous’ industries 

REalyse - Web-based platform that uses big data to 

help UK residential property professionals stay ahead 

of the market 

SenSat - Award winning geo-spatial tech startup 

whose mission is to digitise the world through drone 

technology

Plentific - Europe’s leading marketplace for home 

service needs. Plentific provide solutions for over 

400 tasks through its network of verified service 

providers

Canopy - App-based platform that seeks to disrupt 

the rental deposit market through a unique insuran-

ce product as an alternative to traditional deposit

Factory - Unique and proven co-working model 

that aims to cater to technology companies across 

all stages of their life cycles (i.e. angel to IPO)

MetaProp NYC - Recognized as a top 5 PropTech 

investor globally, MetaProp NYC operates as a real 

estate technology nexus through its accelerator and 

seed stage funding programs

Unilodgers - Global online marketplace for purpose 

built student accommodation. Used by over 1.1mn+ 

students each year from 166 countries

BrickLane - Online investment platform enabling 

everyone to invest in tax efficient, expertly chosen 

property portfolios, from as little as £100

Myo - Startup revolutionizing communication in 

the German care market. Allows caregivers to share 

updates with families of seniors in nursing homes

Airlite – manufacturer of novel organic paint with 

patented features to purify air, eliminate bacteria 

and save energy

WunderFlats, StreetDots, Casafari

if they are successful, can add value for our 
clients. And third, there is a chance that our 
venture capital activity will transform the nature 
of how we at RHC do business. We expect that 
Round Hill Ventures will continue to shape 
Round Hill Capital’s future business.”

RHV is now ready to take the next step, in fact, 
to do what it was created for in the first place: 
to set up a major European proptech invest-
ment fund, in which all its investments will be 
bundled. According to Sriskandarajah, it will 
be unique in Europe. “With capital of between 
€100 and €200 million, we will be the biggest 
in this space. We have a team that has made 
investments before. A broad geographical 
coverage. Close relations with the real estate 
industry and with a large investment partner 
network of real estate companies and large 
institutional investors who trust us to under-
stand the market and create value for them.”

Where RHV sees a major opportunity is bring-
ing together start-ups and investors that are 
“breaking through national barriers in Europe”, 
says Sriskandarajah. 

“Thanks to our geographical scope, we can 
find the best companies in Europe and support 
them in scaling. To date, European proptech 
companies have been very localised. There is 
capital available for international ventures, 
big funds are interested in this and there are 
companies that want to go international but 
can’t find growth financing. This is where we 
see a big gap to go after. There are one or two 
other players who are trying to move in on this 
space, but not many with our traction.”

  – ƒ 

“Thanks to our 
geographical scope, 
we can find the best 
companies in Europe 
and support them 
in scaling”

INVESTINTERVIEW ROUND HILL
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Crowd-investing in real estate is growing fast – and incumbent 
players are taking notice. German asset manager Commerz Real, 
part of the Commerzbank Group, recently took a stake in crowd-
investing platform Bergfürst – perhaps the first time an incumbent 
player did so. Founder Guido Sandler was not surprised.

REAL ESTATE CROWD-INVESTING: 

BIG INVESTORS 
ARE BEGINNING 
TO TAKE NOTICE

When he founded crowd-funding platform 
Bergfürst in 2012, together with his associate 
Dennis Bemmann, Guido Sandler initially 
planned to focus on startup companies rather 
than real estate. “But we discovered that 
investors did not want to be too closely involved 
with the companies. So then we switched to 
property. That turned out to be a good move.”

So good, that the big German asset and invest-
ment manager Commerz Real decided in April 
2019 to buy a 24.0% stake in Bergfürst. Sandler 
believes it may well be the first time that a big 
investor is buying into a crowd-investing plat-
form in Europe.

Commerz Real will help Bergfürst expand inter-
nationally, says Sandler. At present, it is possible 
to invest through the platform in Germany, in 
Austria and Spain, but Sandler says he “would 
love to get projects from everywhere in the 
world. That’s where Commerz Real will be of 
value to us. We are one of the few internatio-
nally operating platforms.”

Bergfürst has already attracted more than 
37,500 investors and over €61 million in inves-
ted capital, plus €13.6 million in repaid capital, 
including interest. These may not be sums that 
will impress the real estate market – but they 
are growing (Sandler expects volumes to triple in 
2019), and Bergfürst is only one platform among 
many. The German real estate crowdfunding 
market, moreover, is still at an early stage 
compared to the UK and the US. 

Guido Sandler

 co-founder 

of Bergfürst

CROWDFUNDING BERGFÜRST COMMERZ REAL

By Karel Beckman

FIRESTARTERS  #2/2019
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CROWDFUNDING BERGFÜRST COMMERZ REAL

Bergfürst has no shortage of projects. 
“Project developers approach us 
directly. Especially mid-sized develop-
ers, who often do 3 or 4 projects per 
year with us. Their financial advisors 
fully understand what we do. They 
are important multipliers for us.” 
For instance, a developer for the 
Marriott hotel group in Germany 
did three projects through Bergfürst. 
“With their own resources they could 
only have done one.”

The types of projects on offer vary 
widely: residential, commercial, big 
cities, small cities. The average size 
of a project is around €1.5 million. 
Investors are paid between 5 and 7.5 
% interest on an annual basis, paid 
semi-annually. In most cases the 
crowd-investors supply 25% of the 
capital of a project, the bank 70%. 5% 

INVEST

“Prices would have 
to come down 25-30% 
before my investors are 
harmed. I don't see 
that happening.”
-

Guido Sandler
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equity is supplied by the developer. 
“What you buy”, says Sandler, “is 
in effect a bank loan, not equity.”

How does Bergfürst evaluate its 
projects? Sandler: “We have our 
protocols. And we put all the inform-
ation we believe is needed for an 
investment decision on the website. 
But we can’t recommend projects to 
investors. That’s not allowed under 
the law, then we would fall under a 
wholly different regulatory regime.”

A new market of which Sandler has 
high expectations is the refinancing 
market. “When the value of a project 
goes up, people want to get access to 
the capital in it. This market has a 
totally different risk profile. There is 
no construction risk, no marketing 
risk.” 

Investors typically get their invested 
capital back after 1.5 years, but Berg-
fürst also offers a secondary market 
on its platform, where people can sell 
their investments. This is a great suc-
cess, notes Sandler. “95% of the offers 
on the secondary market are settled 
within a week.”

Investors do run a risk: if the project 
goes bankrupt, they could lose their 
money. That has never happened yet. 
What if the real estate market took a 
downward turn? “Prices would have 
to come down 25-30% before my 
investors are harmed”, says Sandler. 
“I don’t see that happening. I don’t 
see a bubble in the German market.”

  – ƒ 
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What Commerz 
Real sees 
in Bergfürst
Commerz Real is perhaps the first big 

institutional investor in Europe to take 

a stake in a crowd-investing platform. 

The participation in Bergfürst fits in 

with the digitalisation strategy followed 

by Commerz Real, explains Florian 

Stadlbauer, Head of Digitalization at 

Commerz Real: “We see the current 

digital transformation as a new 

industrial revolution that will change 

how the economy and society are 

organised. That’s why we invest in new 

business models to help us manage 

this transformation.”

Stadlbauer views the crowd-investing 

platform mainly as “complementary” 

to the existing investment activities 

of Commerz Real, he says. At the same 

time, “crowd-investing platforms 

might change our existing relations 

with our customers. Until now we 

were only able to offer them port-

folios. Now they can also select 

individual projects.” He does not rule 

out that the integration of Bergfürst 

with Commerz Real could lead to new 

products being developed or that 

projects offered on the platform will in 

future be included in the portfolios. 

Of course Commerz Real will also be 

able to be of value to Bergfürst. “We 

can help them grow internationally. 

And to deepen their understanding 

of the real estate market. And not to 

forget: our transaction team receives 

many real estate offers which could 

also be of interest for Bergfürst.”

“DUTCH REAL ESTATE 
CROWD FUNDING 
MARKET IS BOOMING”

Freek Geurtsen, one of the three 

founders of leading Dutch real estate 

crowd-investing platform Crowdreal-

estate (www.crowdrealestate.com), 

says that the Dutch market is growing 

very fast. “In the first quarter of 2019, 

growth has been 70% compared to the 

year before. In a few years we expect 

that more than €1 billion per year will 

be invested in the Dutch crowd-inves-

ting market.”

Geurtsen notes that the time for projects 

to become fully subscribed is getting 

shorter all the time. “Projects are 

regularly oversubscribed within hours 

on our platform. And the amounts are 

going up.” 

The average project size on Crowd Real 

Estate is around €800,000. Like the 

Bergfürst platform, Crowdrealestate 

offers bank loans backed by a primary 

or secondary mortgage. Geurtsen: “If a 

project fails, which has not happened 

yet, we can still collect the mortgage.” 

Projects take about 2.5 years on aver-

age, interest rates vary between 5 and 

9%, with monthly interest payments. 

Around one-third of the projects are 

co-financed with a bank, but with most 

projects the crowd investors are the 

only suppliers of outside capital, says 

Geurtsen. Crowdrealestate requires 

“the same documentation that a 

bank does, including an independent 

appraisal”. 

The hottest trend? “The number one 

growth segment is the healthcare 

sector”, notes Geurtsen. “We have 

already done four health care projects 

this year, three in the Netherlands and 

one in Germany, and there are more to 

come.”

FIRESTARTERS  #2/2019

“Prices would have 
to come down 25-30% 
before my investors are 
harmed. I don't see 
that happening.”
-

Guido Sandler
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New technology promises 
super-fast, smooth, simple 
investment appraisal
BY KAREL BECKMAN

With a new app, Dashflow, the Australian-based company 
Intellect Automation wants to revolutionise the international 
real estate investment market. “What differentiates investment 
companies today is how good they are at software, not how much 
they know about property and finance. Dashflow will level the 
playing field.”

DASHFLOW, APP FOR INVESTMENT APPRAISAL

Michael Molloy and Warren Kinston 
are men with a mission. The two 
co-founders of Intellect Automation, 
the creators of real estate investment 
appraisal app Dashflow, are convinced 
that real estate investing is ready for 
disruption. 

The traditional way in which invest-
ment management teams work, they 
say, is slow, opaque, and a source of 
tensions. With their app, Dashflow, 
which they launched last year in the 
UK, they believe investment appraisal 
can be transformed into a smooth, 
super-fast, simple process that all 
members of a team can easily plug into. 
What is more, the app is super-cheap 
compared to the existing software 
packages.

“Dashflow will democratise invest-
ment management”, says Kinston, 
an Australian entrepreneur who is 

responsible for the commercial side of 
the business. “It is no longer about 
how well you know software, but how 
well do you understand property and 
finance.”

INCREDIBLY SLOW

Molloy first developed the concept of 
Dashflow in 2015. Working for private 
equity and institutional investors in 
commercial real estate in New York and 
London, he noticed that the modelling 
tools used by investment teams are 
based on old and inefficient software. 

“Think about a typical Monday 
morning meeting”, says Molloy. 
“This is a pivotal meeting. It sets the 
pace for the entire week. You have 
many different people in the room 
– dealmakers, analysts, people from 
Treasury, senior executives from the 
investment committee – and they dis-
cuss their projects. But conversations 

INVEST
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typically take place without precision, 
speed or transparency. You want to 
make decisions in that meeting, but 
you can’t because the numbers work 
has to be delegated to junior analysts, 
and everyone has to wait on them for 
days. It’s an incredibly slow, aggrava-
ting process.”

With Dashflow, these recurring “pain 
points” can be removed once and 
for all, says Molloy. As the company 
describes the app in a press release, 
it “offers sophisticated appraisals 
by responding instantly to changed 
cashflow parameters of any given 
property investment scenario.” Or 
as Molloy puts it: “You don’t have to 
groan anymore at the thought of how 
to cope with the latest idea.” 

“Everyone is looking for judgements 
on profitability when buying or 
selling assets”, he adds. “This is what 

Dashflow helps you do very fast, in a 
transparent way. Everyone can use it. 
It turns vague statements into accurate 
ones. What if this tenant goes bank-
rupt? What if some other parameter 
changes? You get immediate answers. 
No more paralysis by analysis.”

DATA EMPIRES

But surely there are other start-ups 
offering similar solutions? Not so, says 
Kinston. “Most of our competitors 
try to provide what I call a Swiss-knife
solution. With software that is complex
and tries to do much more than finan-
cial modelling. We offer a scalpel. We 
focus on what is critical in proceeding 
with a deal.” 

“A lot of proptech firms are primarily 
about data ”, adds Molloy. “We 
organise profitability judgments.”

  – ƒ 

Michael Molloy 

co-founder of 

Intellect Automation 

and the creators 

of Dashflow

“Think about 
a typical Monday 
morning meeting. 
It's an incredibly 
slow, aggravating 
process”
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BOUWINVEST: 

“Sustainability 
and technology
form a wonderful 
combination”

BOUWINVEST INVEST
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With a global portfolio of €11.3 billion, 
Bouwinvest, founded in 1952, is one 
of the biggest institutional real estate 
investors in the Netherlands. Its clients 
are mainly pension funds. “They want 
to see their money invested in real estate 
that is future-proof”, says Bernardo 
Korenberg, one of the company’s two 
full-time Heads of Sustainability and 
Innovation.

When the position Head of Sustain-
ability and Innovation was created 
within the company two years ago, the 
first thing Korenberg and his colleague
Micha Reusen did was to make an 
inventory of all sustainability and 
digitalisation projects going on inside 

the company, to share experiences and 
look for new solutions. “We concluded 
that sustainability and technology form 
a wonderful combination”, says Reusen. 

Korenberg and Reusen discovered there 
were a lot of projects already being un-
dertaken, but there was little connection 
between them. They identified three 
“tracks” on which they believe new 
technology is most applicable: 
Experience, Circularity and Work.

“The first track, Experience, is about 
improving the experience of sharehold-
ers, tenants, users and employees”, 
says Reusen. “The second is that of 
Circularity, the broad sustainability of 

Bernardo Korenberg and Micha Reusen 
of Dutch institutional investor Bouwinvest 
have the same title on their business card: 
Head of Sustainability and Innovation. 
For Bouwinvest sustainability and innovation
are two sides of the same coin. “We see 
them as the key to the future-proofing 
of our organisation and investments.”

BY ERIK DE BOER  PHOTOGRAPHY BY PETER BOER
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the buildings in our portfolio. The third 
track is Work: how can the organisation 
grow, better manage processes and 
ultimately make better decisions.”

“If we find an innovation or techno-
logy that can be applied to one of 
these three tracks, we will certainly 
start a conversation. We are especially 
interested if it connects to multiple 
tracks,” says Korenberg. “We see it as 
our job to boost innovation internally, 
to share experiences and to look for 
new solutions.”

Within the company, Reusen focuses 
in particular on working with start-ups, 
whereas Korenberg explores deve-
lopments in the market, both in the 
Netherlands but also very much abroad.

SMART CONTRACTS

Bouwinvest currently has more than 
20 experiments underway with various 
Dutch and international start-ups. 
“Our starting point is not technology”, 
says Korenberg, “but either opportu-
nities within our innovation tracks or 
a real problem that we encounter and 
for which we are seeking a solution. So 
it’s not that we look at blockchain and 
see what we can do with it. The starting 
point is, for example, improving the 
customer experience with smart rental 
contracts. If blockchain technology is 
suitable for that, fine. But it can also be 
a different technology.”
If the two men come across an inter-
esting idea, or an interesting start-up, 
they first try it out, and try to improve 
it. “If the experiment is successful”, says 
Reusen, “we will scale it up within the 
portfolio. Depending on the success, 
we then examine whether it can also be 
used in other investment objects and 
sectors.”

One of the experiments they are 
currently conducting is with a Dutch 
company called Hello Energy, which 
has developed a tool that allows users 

“Our starting point is 
not technology, but a 
real problem for which 
we are seeking a 
solution”

Bernardo Korenberg

Head of Sustainability 

and Innovation. 

for Bouwinvest

Micha Reusen

Head of Sustainability 

and Innovation. 

for Bouwinvest
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Bouwinvest Real Estate Investors employs around 200 professionals. 

They realise an annual transaction volume of €800m. In 2021 the invest-

ment portfolio will hit €15.3bn. “We are big enough to make a difference 

in the markets in which we operate but small enough to know our clients 

personally”, say Korenberg and Reuser. Bouwinvest has investments in the 

Netherlands and across Europe, North America and Asia.

of a building to see on screens and apps 
what their presence means for energy 
consumption. Reusen: “It is an engage-
ment tool to make users aware of their 
footprint and thus encourage sustain-
able behaviour. But the app can show 
much more information, for example 
departure times of public transport or 
how many rental bikes are still available 
in some place.”

Other projects are with Parkbee, which 
has developed a tool to use empty 
parking spaces, and another Dutch 
startup, Chainels, which has developed 
an online community platform for B2B 
communication in retail areas. Bouwin-
vest is now using the Chainels app in 
WTC Rotterdam to build a community 
between the dozens of tenants and 
users in the building.

PREDICTIVE FORECASTS

Data obviously play an important role 
in the innovation process. “Thanks to 
data, for example, we are able to put 
detailed and accurate maintenance 
tenders in the market”, says Reusen. 
He explains that in the past, a painter 
would come and make a rough estimate 
of the size of a facade – naturally giving 
a quote that was on the safe side. “Now, 
we have a database with an extremely 
detailed description of the building, 
down to centimeters. The painter can 
use this to make a much more accurate 
calculation and therefore a more accu-
rate quotation. We expect that this will 
make maintenance cheaper.”

The next phase, says Korenberg, is to 
move to predictive forecasts based on 
data. “That is why we are investing in 
an innovative data platform. This links 
open source data to our own data and 
enables us to process and analyse large 
amounts of data quickly. It results in 
optimum investment decisions for our 
property portfolios.”

As an example, he says “we have now 
started to investigate how we can 
benefit from the financial benefits of 
circularity. For example, if materials can 
be reused, you get a different valuation 
of a building. That is why we have
 started an experiment with Madaster, 
a Dutch company that develops data-
bases of materials used in buildings 
and translates this information into 
financial value.”

SOLAR PANELS

Some investments in sustainability 
may seem no-brainers, but in practice 
innovations often run up against 
regulatory obstacles. “We are currently 
installing solar panels on the roof of a 
shopping centre”, says Reusen. “That 
may not seem very revolutionary. But 
I can assure you that there are a lot of 
practical, technical, fiscal and commer-
cial obstacles when an owner wants to 
install solar panels and wants to supply 
the tenants in the mall with green 
electricity. In collaboration with food 
retailer Albert Heijn we have now de-
veloped a lease contract for the panels, 
enabling them as tenant to provide the 
store with locally generated electricity. 
Our legal department had to design an 
entirely new contract for this.” 

Not that Bouwinvest necessarily wants 
to be a frontrunner in new technology. 
Korenberg: “Our aim is that by 2021 
at least 75% of our investments will 
have above average sustainability. We 
are convinced that innovations can 
help us with this. That is why we want 
to further increase our involvement in 
innovations and proptech.”
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At Provada 

Bouwinvest will be 

present at Hall 12, 
stand 25
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The real estate industry currently faces 
a watershed moment, according to 
Richard Gerritsen, European director 
of California-based software com-
pany Yardi Systems. “We are in the 
middle of an explosion of the volume 
of available data. Tenant apps and all 
other proptech solutions are worth 
nothing without the data. The upside 
is that it is easy to get the data, but at 
the same time collecting it is also the 
most difficult – and boring - part.” 

As the real estate industry becomes 
increasingly digitalised, the quality of 
data will become ever more important, 
says Gerritsen. “You could argue that 
data is the most crucial part of the 
business. We are living in the data 
era and it is such a big part of the real 
estate industry. Any proptech solution 
tries to add value based on the data al-
ready available. Without good-quality 
data, the value of a proptech solution 
is limited in a best-case scenario. 

As digitalisation becomes increasingly embedded in the 
real estate industry, how to handle and collect the huge 
amount of available data is becoming a key competitive 
advantage, says Richard Gerritsen, European director 
of California-based software company Yardi Systems. 
The quality is essential. “Without good quality data, 
the value of any proptech solution is limited.”

BY JUDI SEEBUS

YARDI WORK

RICHARD GERRITSEN, 
EUROPEAN DIRECTOR YARDI:

“The data is now 
the most crucial 
part of the real 
estate business”
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If you can’t guarantee that the data 
is good, you can lay dozens of apps 
over it, but it won’t be a sustainable 
solution. Those who say it is too much 
of an effort to bring it together will 
not succeed.” 

Gerritsen provides the following 
example to illustrate the importance of 
getting the details right. “If I log into a 
tenant app and discover that the lease 
information is not correct, that I have 
logged into unit 24 instead of 23, or 
that the app doesn’t know me at all, 
that is really bad. In the past 20 years, 
those types of errors were common-
place, but nobody really knew it. Now 
if you want to open up and interact 
with tenants and there are errors in 
leasing contracts, that’s no longer 
acceptable. That’s the new reality.” 

NEW BUSINESS MODELS 

In the future, landlords, investors and 
property managers will need to track 
more data rather than less, Gerritsen 
predicts. “Collecting data is becoming 
the new norm for landlords. In this 
day and age of search machines like 
Google, data is generally available. My 
local knowledge is not exclusive, the 
data is all there. The challenge is to 
maximise the use of that data and im-
prove it. To get to that point, landlords 
need to know much more about their 
tenants, what the required data sets 
are, for example to track footfall in a 
shopping centre. How do visitors walk, 
how much do they spend, where do 
they buy etc. It doesn’t make the cut if 
all I know is the name and address of a 
popular store or restaurant.”

Gerritsen points out that it is quite 
inexpensive to have sensors to track 
footfall, for example. “But it is not 
only about the amount of money you 
need to spend to obtain data. You 
need to offset the costs against the 
perceived benefit. If you are collecting 
data and all you do is send an invoice 

for the data every month, that is a 
pretty expensive model. But if you can 
create new business models from that 
data to monetise the property, then 
the question is: is the undertaking still 
expensive? You could argue that it’s 
expensive not to do it.”
Shopping centres, for example, are a 
better provider of customer experience 
than any website, but they need to be 
more data rich, Gerritsen says. “They 
need to maximise the monetisation 
of their units while their operators 
have a need to be part of the whole 
community and know what’s going 
on in other parts of the retail area. 
A restaurant chain like Vapiano no 
longer just wants to rent a unit to 
sell pizza and pasta. It is becoming 
a requirement for the tenant as 
well as the operator to learn 
how individual businesses are 
evolving as part of the whole.” 

OPERATORS ARE KEY IN THE 

REAL ESTATE ECOSYSTEM

The office asset class is likewise evol-
ving and Gerritsen sees many land-
lords becoming more like an operator 
as they are in the retail sector. Office 
landlords are also seeing that their end 
users are developing completely dif-
ferent requirements from in the past, 
he adds. “In the past, occupiers just 
wanted a fixed desk, now they want a 
gym, healthy lunch options, a location 
for drinks with a DJ... There are two 
sides to this coin. New services give 
landlords an opportunity to increase 
their revenues, but they can only do 
that if they know what the staff want, 
what makes them stay and what makes 
them happy. They need to know these 
things and have data to back up their 
theories.” 

He points to flexible office space 
providers like WeWork. “Operators 
are becoming a very important part of 
the real estate ecosystem. An operator 
like WeWork has a massive amount 

“THE REALITY IS 
THAT MANY LAND-

LORDS, INVESTORS 
AND PROPERTY 
MANAGERS ARE 

STILL STRUGGLING 
TO COME TO GRIPS 

WITH THE 
FAR-REACHING 

IMPLICATIONS OF 
THE DATA ERA”

-
Richard Gerritsen,

European director 

of Yardi Systems.
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of data from what they collect in their 
offices and on the basis of that they 
create new services. Because they are 
data rich, they are able to focus on the 
end-user level. It puts them in a better 
position to provide better services.” 

The residential sector also offers huge 
potential to create new services due 
to the sheer volume of this segment, 
Gerritsen continues. “A lot more tech-
nology will be adopted in this asset 
class,” he predicts. In the residential 
sector, new data is becoming available 
from developments in the Internet of 
Things (IoT) and smart meters that 
measure energy consumption, for 
example. “We have been doing that 
for more than a decade in the US for 
millions of American residents.”
 
Energy consumption is a big focus for 
Yardi going forward, he continues. 
“If you are able to measure it, you are 
able to generate a wealth of data and 
forecast future consumption. You can 
also use this data to come up with 
measures to minimise consumption.” 

These were logical next steps for Yardi 
to take and have resulted in very broad 
energy management solutions, he 
adds. “These tools have become very 
successful in the US these past three 
to five years and we will be introdu-
cing them in Europe in 2019.” 

Gerritsen also see significant potential 
for collecting more data in the logistics 
space. “If you have a big box that is 
strategically located you might think 
that your work is done. But an ope-
rator needs to work with his clients, 
precisely because it is a big box. The 
challenge is how do you differentiate 
your asset from other big boxes and 
ensure that there is an optimal custo-
mer experience.”

THE IMPORTANCE OF

A LONG-TERM VISION 

Despite the opportunities, the reality 
is that many landlords, investors and 
property managers are still struggling 
to come to grips with the far-reaching 
implications of the data era, claims 
Gerritsen. “What I find interesting 
is that a recent KPMG survey of 
European CFOs concluded that the 
majority – or 92% - see technology 
as a driver of fundamental change in 
the real estate industry. But only 32% 
of those surveyed said they actually 
have a strategy. That is an amazing 
outcome in an industry where so much 
money flows at all levels.”
 
The implications are quite far-reach-
ing for a company management’s view 
on the world and their strategy, Gerrit-
sen continues. “What you often see if 
there is a lack of strategy or vision, is a 
short-term interest or focus on spicing 
things up quickly, for example, with 
the purchase of a cool new app, or so-
mething in the periphery of what the 
company is doing. A company could 
argue that it’s modern and getting 
ready for the new data age because it 
has an app. But that doesn’t make it a 

frontrunner. That is the type of 
discussion I often have with clients.”

WINNERS AND LOSERS 

Gerritsen sees this trend virtually 
on a daily basis. “When it comes to 
technology, the winners are not the 
traditional companies with a cool app. 
The winners are those that adapt their 
business models to an area with a new 
reality, an area where data is generally 
available. That is a big step for compa-
nies that traditionally drew their data 
from local experts who they paid for 
their knowledge and service.”

Yardi helps its clients negotiate the 
challenges of integrating new techno-
logies into their business processes 
by helping them to create reliable 
data. “That’s the first step. Then the 
client can decide whether they want 
to use Yardi’s tenant app or that of a 
competitor. We do not force clients to 
only use our solutions, we offer flexi-
bility. Our clients may want to work 
with other systems for a number of 
different reasons, but we have always 
maintained that we need to have all 
tools available in a single fully-connec-
ted platform.”

The development and growth of Yar-
di’s services is based on the principle 
that clients want to have - or should 
want to have – all data, functionality 
and documents in one place in the 
cloud, Gerritsen notes. “In our view 
that should be standard for all players 
in the real estate business. But that is 
only the starting point. The question 
is: how can you adapt an organisation 
to create something new, based on the 
principle that you have all the data.”

  – ƒ 

ABOUT THE AUTHOR

Judi Seebus is the former Editor in Chief of Proper-
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“MY LOCAL 
KNOWLEDGE IS

NOT EXCLUSIVE, 
THE DATA IS 
ALL THERE”

-
Richard Gerritsen,

European director 

of Yardi Systems.
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PROPTECH 101

METAPROP FOUNDERS BLOCK AND AARONS 
ON THE FUTURE OF REAL ESTATE:

If you want to get a good overview of 

everything that’s going on in proptech, 

the new book Proptech 101 – Turning 

chaos into cash through real estate 

innovation, published in the Spring of 

2019, is an excellent place to turn to.

The authors, Aaron Block and Zach 

Aarons, are some of the most experien-

ced people in the proptech field. They 

are the founders of MetaProp, a New 

York-based venture capital firm focused 

on the proptech industry, which since 

its founding in 2015 has invested in 

over 100 proptech startups which 

together have raised over $2 billion and 

now employ more than 1500 people 

around the world. They also advise 

incumbent real estate players and in-

vestors on their innovation strategies.

Few people presumably still need 

convincing that digitalisation will 

transform real estate markets, but the 

countless examples highlighted in the 

book make it clear just how radical this 

transformation is going to be. In this 

sense the comparison with the revo-

lution wrought by the skyscraper does 

not quite capture what is going on: the 

proptech transformation does not have 

a single symbol of change. 

It is multifaceted and consists of a 

host of relatively small technological 

changes that nevertheless will take real 

estate into a wholly new world.

THE STUFF OF SCI-FI

To make some sense out of the ma-

ny-sided proptech transformation, 

the authors distinguish three “broad 

categories of threat”, which are by the 

same token opportunities: automati-

on, disintermediation and functional 

obsolescence. 

On automation, they note, for example, 

that “already, much of the analysis that 

“The wave of tech-enabled innovation transforming real
estate today eclipses the revolution wrought by the first 
skyscrapers”, write Aaron Block and Zach Aarons, 
founders of New York City-based startup investor MetaProp,
in an insightful new book on proptech. The authors, who 
have invested in numerous proptech startups, give a wealth 
of examples of how real estate markets are being 
transformed by new technologies. 

BY KAREL BECKMAN

“Proptech 
is about a 
new mindset”
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“If our start-ups are also upstarts, 
it’s not because of dazzling digital 
tools but because they view real 
estate as more of a service than 
a product”

Zack Aarons Aaron Block

STRATEGY
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used to be done by brokers or other 

staff in real estate is increasingly per-

formed by software. Much of the data 

that management companies collected 

at buildings can now be transmitted 

automatically by sensors and then 

integrated and analyzed by software, 

all controllable from a dashboard 

accessible by laptop, cell phone, or 

tablet.” Another example: “Autonomous 

construction is also advancing rapidly. 

How will contractors who can build 

entirely with robots or 3-D-print whole 

structures affect rivals relying heavily 

on human labor? These and other auto-

mation efforts sometimes feel like the 

stuff of sci-fi.”

Disintermediation is perhaps an even 

more shocking topic. “An enormous 

amount of profit in real estate is earned 

by middlemen”, write Block and Aarons. 

“Brokers, leasing agents, deal makers, 

attorneys, property managers, etcetera. 

‘Disintermediation’ is a fancy word for 

the elimination of the middleman from 

the process. It is a hot topic in PropTech 

because, some think, the right platform 

could eliminate the need for many if not 

all brokers, leasing agents, and other in-

termediaries, removing a layer between 

buyer and seller, landlord and tenant, 

and so on.”

Functional obsolescence is yet another 

major threat-slash-opportunity. “Could 

you imagine renting office space in a 

building that didn’t have high-speed in-

ternet access?” the authors ask. “We are 

moving into an age in which appraisers 

who rely on notebooks for inspections, 

real estate agents who don’t have a 

customer relations management (CRM) 

system, and property managers who 

roam basements reading meters, will 

appear equally anachronistic.”

INSTANT BUYERS

But perhaps the most hard-hitting part 

of the book are the numerous examples 

of new players and the innovations they 

offer. For example, OpenDoor, Knock and 

OfferPad -  iBuyers, or instant buyers – 

“make instant offers for homes, based 

on their automated online valuations, 

and can purchase properties without 

paying a sales agent’s commission.” 

A California company called Dynasty 

“offers an artificial intelligence leasing 

agent named Lisa … that adapts to learn 

your existing portfolio software and runs 

your leasing business while you sleep.” 

Bulletin “opens physical stores and lets 

brands rent sections on a monthly basis 

to sell their products. Click a button on 

its website, Bulletin promises, and your 

goods can be in one of its stores within 

five days.” Bowery “arms its appraisers 

with a cloud-based mobile inspection 

app to deliver high-quality appraisals in 

less time than top competitors.” And so 

on. The authors note that “It’s difficult 

to track the high volume of start-ups 

working on dazzling solutions. We’re 

continually amazed by the creative tools, 

solutions, and platforms young entre-

preneurs are testing.”

Some people may resent the influx 

of what they regard as impersonal 

technological forces into their “people’s 

profession”. But that might be a mistake. 

The PropTech transformation, write 

Aarons and Block, is, in the end, about 

people: “about a new mind-set, one that 

values a culture of innovation and is 

centered on the customer experience. 

If our start-ups are also upstarts, it’s 

not because of dazzling digital tools but 

because they view real estate as more 

of a service than a product. They think 

that information should be transparent 

and widely available. They value speed 

and efficiency. They want awkward 

and time-consuming transactions to 

take place online with the same ease 

that they now have in other industries.” 

And that’s perhaps the most important 

takeaway from the book.

  – ƒ 

Zach Aarons on 
North America 
versus Europe: 
“real estate is 
mostly local”
Is the U.S. ahead of Europe in 
proptech, we asked Zach Aarons 

“As real estate is a local business at 

its core, so is proptech.  Different 

geographies collect, store, and manage 

data in different ways.  Therefore, tech-

nology has to be built differently for dif-

ferent markets. For example, when VTS 

[a commercial real estate leasing and 

asset management platform] launched 

its product in the UK, it had to change 

the workflow because the commercial 

leasing process is different in the Uni-

ted States versus the UK.  Because of 

these phenomena very few platforms to 

date other than truly giant companies 

like Airbnb and WeWork have been able 

to scale internationally.  However, as 

globalization continues to accelerate 

we believe that many more companies 

in the next decade will be able to cross 

the chasm and scale internationally.”

“Already, much 
of the analysis 
that used to be 
done by brokers 
or other staff 
in real estate is 
increasingly 
performed by 
software”
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VIEWS FROM THE ESTABLISHMENT

 “Digitilisation 
will greatly 
impact
 investment 
   decisions”

“Apps are 
a key part 

of modern 
buildings”

Views from the 
establishment
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“Boring
real estate 
  is over”
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STRATEGY 
MANAGER 
Jos Sentel 
-
Syntrus Achmea

Jos Sentel’s proptech dream 
is to acquire information with 
which his team can influence 
investment decision-making at 
an early stage. “Our mission 
is to be a sustainable investor.  
Digitalisation is key to 
achieving that goal.”

Jos Sentel, manager Strategy and Rese-
arch at Syntrus Achmea Real Estate & 
Finance, one of the largest institutio-
nal investors in the Netherlands with 
invested capital of €22.5 billion, is not 
interested in buildings. “What I care 
about”, he says, “is the city. How buil-
dings function in their environment. 
When I ride my bicycle through the 
city and I see that something we did 
really works, then I feel I have made a 
positive difference.”

“Meaningful investing”, is the compa-
ny slogan of Syntrus Achmea. Profit 
must go hand in hand with sustaina-
bility. It was one of the reasons why 
Sentel was hired in the spring of 2018 
to lead the Strategy and Research 
department of the company, which 
has about 60 large and small pension 
funds and insurance companies as its 
clients. “They want us to achieve a 
good financial return but also to have 
a positive impact on society.” 

Sentel for years had his own consul-
ting company, Third Place. “Third 
place goes back to the Romans: the 
first place is the home, the second 
place is where we work, the third 
place are the public places where 
we meet each other, such as streets, 
parks, and shops. They are crucial for 
the quality of life in a city or neigh-
bourhood.” 

In his present job he is responsible for 
the evaluation of projects put forward 
by the company’s acquisition mana-
gers. “We do the market analysis. We 
will make an assessment whether the 
project will provide a good return, 
but also whether it’s sustainable and 
fits in with mission.” 

Here’s where proptech can be of great 
value, Sentel believes. “Digitalisation 
can help us make better investment 
decisions at a strategic level and re-
duce costs at the operational level.” 

As an example he mentions a location 
analysis his team did for a nationally 
operating retailer. “Until that time the 
retailer had selected locations based 
on basic statistical information com-
bined with experience and educated 
guesses. We collected a huge amount 
of data, had it analysed and disco-
vered there were 40 key variables 
affecting the optimal location. We 
could see for example that this retai-
ler profited a lot from being in the 
neighbourhood of another specific 
retail chain. Or for example that the 
availability of parking space was not 
relevant. They had no idea.”

Sentel’s department has also recent-
ly developed a predictive model for 
neighbourhood shopping centres that 
“goes much further than simply coun-
ting residents. Based on extensive data 
analysis, we now have a very valuable 
list of where we believe neighbour-
hood shopping centres have growth 
potential and where they don’t.” He 
admits that their model is still relati-
vely basic. “The next analysts we will 
hire will need to have advanced pro-
gramming skills to help us develop 
our models. We have only just started 
on this journey.”

Sentel hopes that digitalisation will 
help his team to develop information 
skills with which they can influence 
decision-making at an early stage. 
“We think we can do more than just 
evaluate proposals. My goal is to have 
information that helps us steer decisi-
ons in the right direction. And in this 
way to make better cities.”

This is important because Syntrus 
Achmea is increasingly involved in 
investing in projects of a more social 
and environmental nature. “We now 
work with municipal authorities in 
struggling neighbourhoods, and with 
public housing corporations that have 
been given difficult environmental 
tasks by the government. This makes 
it all the more important for us to 
have the information we need to 
make the right decisions.”

“Digitalisation 
will have great 
impact on how 

we make 
investment 
decisions”
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SMART SOLUTIONS 
MANAGER
Akshay Thakur 
-
JLL

In the war for talent between 
businesses, the smart experience 
of the workplace is vital, says 
Akshay Thakur, Head of Smart 
Solutions EMEA at JLL. 
“We have only just started 
creating smart work spaces.” 

“Experience is everything, data is the 
new currency.” That’s how Akshay 
Thakur, smart buildings expert at JLL, 
sums up what is happening in the 
field of “smart buildings”. Or rather, 
“smarter” buildings, because it’s about 
“adding to the smarts that are already 
in the building”, he says.

Thakur, who joined JLL two years ago, 
has a background as software engineer 
and worked for many years at CISCO, 
where he was responsible for finding 
new, disruptive ways to use IT and 
4G/3G networks. He noticed that the 
real estate sector was slow to change. 
“The traditional vendors were all 
creating their own ecosystems, largely 
among themselves, trying to prevent 
small companies from cracking into 
their territory. Data was locked and 
siloed”. 

For Thakur it was clear that the 
future of buildings would be in open 
systems. He distinguishes three levels 
in a smart building. “First there is the 
underlying level: the platform that 
deals with energy management and 
other operational parts. Then you 
overlay that with a smart workplace, 
either from a tenant or an owner 
perspective. Here you look at things 
like, how do you utilise the floor plate 
most efficiently? Thirdly, there is the 
experience level, which comes in the 

form of an app or smart device. This 
will allow users to book a room, find 
a colleague, provide feedback, and 
so on.”

JLL helps design smart buildings in a 
modular fashion, says Thakur, to en-
sure integration of these three levels. 
“When a tenant occupies a building, 
they must be able to implement their 
own systems and interact with the 
base building systems. That means 
the systems must have open, standard 
interfaces, that can easily talk to each 
other and allow for integration.”

Ultimately it’s about the “smart ex-
perience” of the users. “With the war 
for talent going on, the experience is 
vital.” Here the office developers still 
have work to do. “At the moment we 
use more technology in our homes 
than in our offices”, says Thakur. 
“That’s kind of ironic. It should be 
the other way around.” 

That’s what JLL is trying to change. 
At JLL, says Thakur, “we don’t know 
yet whether in the end one app will 
rule them all, or whether there will be 
multiple apps. But we are convinced 
that apps are a key aspect of modern 

buildings and we are developing 
those apps for our clients.”
One example of a smart workplace 
that JLL was involved in recently is the 
new McDonald’s smart headquarters 
in downtown Chicago, which was 
opened in March 2019. “The company 
wasn’t looking for a smart building”, 
notes Thakur. “But they wanted to 
attract new types of staff; more tech 
savvy, younger. We were involved in 
the integration design which allowed 
us to augment the building with an 
employee app and a visitor app. The 
employee app allows staff to book 
rooms, locate amenities and other 
people, to provide feedback on their 
experiences, and lots of other things.”

Thakur is convinced that the trend 
toward smarter buildings and apps has 
only just started. “At the moment, 
applications are still quite vanilla. 
When I use an app it does not do 
anything bespoke for me, until I pro-
file myself into the app, and then there 
may be some personal suggestions. 
In future apps will become much 
more personalised. For example, 
you may have been emailing with a 
colleague and discover he works near 
you and that you might as well have 
a coffee together to talk things over 
instead of emailing each other. There 
has to be value in it for users. We will 
be willing to share our own data if we 
find this brings us value.”

“Apps are 
a key part 
of modern 
buildings”
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STRATEGY 
MANAGER 
Julie Villet 
-
Unibail-Rodamco 
-Westfield

As a premier developer and 
operator of flagship shopping 
destinations, Unibail-Rodamco
-Westfield (URW) is in a 
privileged position to experience 
retail’s unprecedented and 
accelerated transformation. 
“The industry’s mutation 
is more than just a trend”, 
says Julie Villet, CSR Manager 
and Director of URW Lab. 

Can proptech (digitalization, 
technology) save the retail sector?
The retail sector is strongly evolving 
and proptech is driving massive chan-
ges in three main areas. Firstly, the 
way we collaborate with retailers has 
evolved, particularly in the range of 
services we can bring to them. Second-
ly our relationship with our suppliers, 
as new tech developments can improve 
the way we work with more efficiency 
and better quality, and finally the way 
in which we interact with the custo-
mers who visit our shopping centres 
in search for an ever more distinctive 
experience. 

Will the number of retail outlets 
decrease over the coming years?
Boring retail is over, there is no room 
for average value propositions. The 
retail sector will likely be much more 
unified, breaking barriers between the 
offline and online worlds. At the same 
time, shopping should become much 
more individualised, thanks to a smart 
use of data but also to the rise of new 
technologies allowing personalisation. 
What are the major macrotrends sha-

ping the retail environment?
Three major trends are shaping 
the retail environment. The first is 
“omnichannel as the new normal”. 
Customers expect a rich and seamless 
experience across all channels. Ano-
ther important trend is the evolution 
of customer’s needs: they demand a 
more experiential and personalised 
retail experience. And they encourage 
retailers to be socially and environ-
mentally responsible in what they do. 
The third major trend is the rise of 
atomised experiences and services: 
we want everything and anything, 
anywhere and everywhere! This is why 
we develop mixed-use destinations 
and support omnichannel transforma-
tion. Visitors, shoppers, customers are 
looking for destinations where they 
can combine leisure with wellness, 
shopping with dining, working with 
relaxing; places where they can be 
together with friends and family, meet 
new people and be surprised. 

Can you give some concrete examples 
of successful shopping centres and how 
they use proptech to attract customers?
Westfield Century City is an ico-
nic flagship shopping centre in our 
portfolio where we have developed a 
White Box solution: highly flexible, 
completely fitted and technology-ena-
bled customisable stores that brands 
and retailers can use as pop-up stores 
for events or short term leases for 
example. 

Which retail brands are doing 
particularly well at the moment 
adapting to new realities?
The most thriving brands are those 
that have been able to reinvent them-
selves to provide a distinctive expe-
rience. This is why influencer brands 
such as Kylie Cosmetics are generating 
so much craze. Some leading legacy 
brands such as the Inditex group 
brands (Zara, Bershka) or Selfridges 
are doing very well: they have been 

able to adapt and drive the digital 
transformation to answer customers’ 
expectations such as customisation, 
full brand experiences and seamless 
shopping. Digital native brands are 
another interesting example, as they 
are going from clicks to bricks. These 
brands have the ability to offer new 
immersive in-store experiences that 
are very different from what we know 
today: retail stores conceived to wel-
come customers in a 360° full brand 
experience. Think of Casper’s sleep 
stores!

URW Lab has an annual Grand Prix 
Commerce, now in its 13th edition. 
Is it open to international participants? 
For the first time this year, I am 
thrilled to be a member of the jury for 
the Grand Prix Commerce Unibail-Ro-
damco-Westfield. This was initially 
launched in France, but our goal as 
an international operator of flagship 
shopping destinations is to help young 
retailers grow faster. So to continue 
this experience further, our Grand 
Prix is expanding abroad: it will be 
launched in Spain this year.

You also have an Innovation
Champions program that encourages 
your own staff to come up with 
innovations. How does this work? 
The programme offers the opportunity 
to any Unibail-Rodamco-Westfield 
employee to take on responsibilities 
and to lead an innovative initiative 
within the Group. It has recruited 
nearly 80 participants since the begin-
ning, and has involved employees from 
all functions and all Unibail-Rodam-
co-Westfield countries. The program-
me aims at nurturing an innovative 
mindset within the Group and giving 
collaborators the chance to discover 
and work on innovation related topics 
such as fashion upcycling or bio-based 
materials for construction purposes.
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GLOBAL PROPTECH
LEADERS | ONLINE | CHANNEL

Our goal is to inspire 1.000.000 real estate 
professionals on earth to start incorporating 
PropTech in order to create a better built 
environment. 

Join our upcoming events:

18th of June 2019
GLOBAL PROPTECH ONLINE

2nd of July 2019 / MIPIM Paris
GLOBAL PROPTECH LEADERS

More information, 

or want to become a member?

info@globalproptech.online 

+31 (0)6 286 157 27
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The cable car

A cable car spanning the IJ wa-

terway which bisects Amsterdam 

might not seem like the most se-

rious option to boost mobility in the 

Dutch capital, but for the architects 

of UNStudio it is a serious plan. “A 

cable connection is the most sus-

tainable form of public transport,” 

says Ben van Berkel, UNStudio’s 

principal architect. “It is a fast, 

green way of travelling, which is 

attractive to cyclists, commuters, 

students, residents and tourists.” 

The cable car is just one of the 

ideas being developed in the 

Netherlands to boost sustainabi-

lity and create an interconnected 

metropolitan area between the 

five largest cities (Amsterdam, 

Rotterdam, The Hague, Utrecht and 

Eindhoven) where connection times 

are short and where people will 

want to live and work. 

“We have a high quality of life and 

to keep our leading role we have to 

continue creating resilient cities,” 

says Lars Rompelberg, chairman of 

Fakton, a services firm with a focus 

on the real estate industry, and a 

member Holland Metropole – an 

alliance between the five biggest 

cities in the Netherlands and the 

top tier of the Dutch real estate 

sector to boost sustainable deve-

lopment and highlight investment 

opportunities in the region.

KEY TO FUTURE-PROOFING THE 
“BIG FIVE” CITIES IN THE NETHERLANDS

Design for IJbaan 

cable car, UNStudio, 

Amsterdam

integrated 
development

SMART CITIESINTEGRATED DEVELOPMENT IN THE NETHERLANDS

BY ROBIN PASCOE

34



Throughout the Holland Metropole region, innovative solutions 
are being found to ensure smarter and more sustainable cities. 
Experts from public authorities and the private sector agree that 
the key to the future is: integrated development. “It’s about how 
buildings relate to everything around them.”

3D printed 
homes

In Eindhoven work is underway on 

creating the world’s first 3D printed 

homes which will actually be used 

for human habitation. “It is a really 

interesting project,” says Yasin 

Torunoglu, Eindhoven’s alderman 

for housing and spatial planning.

While the project only involves a 

handful of homes at the moment, 

the technology can easily be used 

elsewhere if successful. After all, 

all five Holland Metropole cities 

are grappling with the same urban 

issues, Torunoglu says.

Redeveloping inner cities, repur-

posing vacant offices and other 

buildings and dealing with housing 

shortages all require decisions 

about the future of the city itself. 

And those decisions will shape 

how its residents will live and work 

in decades to come. 3D-printing 

houses is just one novel approach 

to dealing with the issues. “It is a 

way of democratising the building 

process,” Torunoglu says. “Soon you 

won’t be buying bricks and mortar 

but a 3D-print. I would really like to 

see real estate developers playing a 

pioneering role in this.”

3d printed homes, 

Project Milestone, 

Eindhoven

integrated 
development
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No space

In Rotterdam, alderman Bas Kur-

vers says there are several major 

challenges ahead, one of which is 

to build 18,000 homes in the next 

four years. “But we have no availa-

ble space to put them, and so we 

have to build these homes inside 

our already overcrowded city,. That 

asks for smart and innovative solu-

tions.” BPD ,  (Bouwfonds Property 

Development), another member 

of Holland Metropole, is involved 

in one such ‘space saving’ project 

in the port city – the innovative 

Maasbode project – which will 

create dwellings for families in the 

city centre.

The Holland Metropole’s local 

authorities are also faced with 

another daunting task: to cut 

greenhouse gas emissions from the 

built environment and cut down the 

use of natural gas. This will require 

a major operation over the next 

decades to disconnect houses from 

the gas grid and supply alter-

natives, such as district heating 

networks. At this moment, 95% of 

Dutch houses are connected to the 

gas grid. By 2050, gas is expected 

to play only a minor role in heating, 

and then only in the form of biogas 

or hydrogen.

Community

In Haarlemmermeer, part of the 

Amsterdam Metropolitan Area, 

officials have to grapple with the 

presence of Schiphol airport. “The 

proximity of the airport provides 

us with lots of opportunities,” says 

deputy mayor Ap Reinders. “Ho-

wever, we must also consider the 

fact that the airport is located in a 

relatively densely populated area. It 

is our task as a city government to 

find an adequate balance between 

those two.” 

There is, after all, huge demand for 

housing in the Amsterdam area, 

he points out. “People need to be 

offered an easy commute from their 

homes to their jobs. That is why we 

want to focus on the accessibility 

of the region and ensure our daily 

urban system is up to par.”

Creating mixed communities is also 

leading to innovation. Holland Me-

tropole member MRP Development 

is currently undertaking a major 

project in The Hague, converting 

the former Ministry of Social Affairs 

offices into housing for both stu-

dents and refugees. Students will 

get preferential treatment if they 

apply for a home, while refugees 

will get to mix with students.

Integrated 
areas

“We are seeing a big shift from the 

individual developments of 10 to 

15 years ago, in which communal 

areas, food and transport were not 

taken into account, to a more inte-

grated approach,” says Bart Meijer, 

CEO of MRP Development. “This is 

changing dramatically. Today we 

are much more about looking at 

how buildings compare and relate 

to everything around them.”

“We try to work in an integrated 

way across different disciplines, 

combining urban planning and 

public space with architecture,” 

confirms Jeroen Dirckx, partner in 

architecture and urban planning 

bureau KCAP. “Energy transition, 

climate change and economic 

sustainability are all very important, 

as is mobility. But what is key is 

bringing people together. 

To succeed, developments have to 

be socially sustainable and we have 

to work across all disciplines to 

create a real community.”

This integrated approach requires 

the input of both the public and 

private sector. For example, local 

authorities are needed to plan 

infrastructure with an eye on future 

growth. “Issues such as the shor-

tage of housing and congestion 

cannot be solved by one party,” 

says Nicole Maarsen, CIO Real 

Estate at Syntrus Achmea. “The big 

themes of the day are impossible to 

solve without alliances. You need 

an open source approach. I know 

if we are going to build one million 

new homes that we will invest in 

some of them. But we have to work 

together.”

Maasbode project, 

Bouwfonds Property 

Development (BPD), 

Rotterdam

SMART CITIES

“ the big themes 
of the day are 
impossible to solve 
without alliences”
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Geothermal 
heat

In The Hague all new buildings are 

expected to be energy neutral and 

gas free and major redevelopment 

projects will also include removing 

gas connections. 

In Amsterdam, it has become 

customary to connect new deve-

lopments to high-temperature city 

heating schemes rather than gas, 

says deputy mayor for spatial deve-

lopment and sustainability Marieke 

van Doorninck. “Climate change 

demands that we move toward 

gas-free neighbourhoods, boosting 

sustainability and saving energy. 

But in true Amsterdam style, we will 

ensure that innovation, creativity 

and entrepreneurship help shape 

one of the biggest transitions in our 

history. This is why we are looking 

now into a low- temperature district 

heating network suitable for new 

houses and other types of energy, 

like energy from the sewage system 

or geothermal energy.”

Amsterdam surprised the world 

recently by announcing that it 

wants to ban all diesel and petrol 

cars by 2030. 

In Rotterdam, the city has begun a 

‘heat transformation programme’ 

to phase out old gas boilers – 80% 

of the city’s homes are currently 

heated by gas – and bring in better 

insulation and heat pumps, which 

use geothermal heat deep as a 

source of heating. At the same 

time, the districts where the energy 

transition is taking place will be 

scanned for other issues, such as 

parking problems and social co-

hesion. “We are looking to transfer 

a large number of houses from 

gas to heating networks in one go 

so we can spread the cost,” says 

Rotterdam’s Bas Kurvers. “Trans-

ferring the easy and cheap targets 

first makes it more expensive for 

the people who cannot make the 

change easily.”

Roads and 
railways

Mobility is another key issue for ur-

ban transformation. In Amsterdam, 

the city is about to begin a mul-

ti-million euro project to place part 

of the A10 ring road underground, 

while widening the railway network 

and redesigning road junctions.

The project, Zuidasdok, slated to 

take 10 years, will have a major 

impact on the Zuidas area, which 

began life as an office park and is 

now the country’s leading business 

district, which includes thousands 

of apartments, shops and a thriving 

café and restaurant scene.

The Zuidasdok is just one example 

of the way public transport is 

being integrated into development 

projects. In Utrecht, a new city 

district is being developed on the 

site of a former railway yard. When 

completed, this Cartesius Triangle 

will have 2,600 homes, a large park, 

schools and retail.

The epicentre of the project is the 

CAB building, a listed former railway 

repair shed, which will house start-

ups, a brewery and community 

spaces. The district, pledge the 

developers, will be the healthiest 

and most bicycle and public trans-

port-friendly neighbourhood in the 

Netherlands.

“Utrecht is the fastest growing 

city in the Netherlands,” says Klaas 

Verschuure, the alderman in charge 

of spatial planning and economic 

development. “We are working to 

create a city with a good balance 

between supply and demand on the 

housing market. But city planning 

goes hand in hand with improving 

accessibility and strengthening 

mobility. We need innovation, so 

we are also investing in our startup 

ecosystem.”

Zuidasdok,  

Amsterdam

Greenhouses heated 

by geothermal energy
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The Hague

Amsterdam

Utrecht

Eindhoven

Rotterdam

Pulling in the start-ups

“Legal capital of the world”
Urban and social challenges
“Impact” entrepreneurship

“Greenest city”
Sustainability, electric mobility

Creativity
Services, software, fintech

“Brainport”
Deep technology, ICT, high-tech campus

Energy
Healthcare, environment

“Hidden gem”
Games

Biosciences
Healthcare

Schiphol Airport

“Gateway to Europe”
Port, logistics

Tech start-ups drawn from Delft

The Big Five cities in the Netherlands like to present 
themselves as a single hub for start-ups, 
with different specialisations. 
But they also compete with each other. 

On the rise
New companies

in the Netherlands,
2012-2019*

*2019: based on
over 50.000 in the first quarter

2012

152,100

200,000?

2019* Mouwes Graphics, 2019

Wageningen
University

Delft Technological University
Complex technology

Software as a service (SaaS)

Agriculture
Food

Opportunities Constraints
•Well-educated

•International outlook

•Let’s stick together:

government, research, business

•Housing shortage

•Brain drain: talent seeps away 

  to Amsterdam and abroad

•Risk-averse financial institutions 38
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HOLLAND METROPOLE

Steef Blok,

Eindhoven University 

of Technology,

THE NETHERLANDS 
AS START-UP HUB: 

the Big Five cities co-operate - and compete 
The biggest five cities in the Netherlands are 

positioning themselves with some success as a 

single connected hub for start-ups, each with 

its own specialisations. But they also compete 

with each other and face similar problems, such 

as a housing shortage and risk-averse financial 

institutions.

Every time you open the papers these days 

there’s news of another office block or warehouse 

space opening as a ‘hub’ or shared work space 

for start-ups in the Netherlands – from the old 

cigarette factory at Binckhorst in The Hague to 

B-Amsterdam’s refitted industrial spaces.

Just three years ago, it was a different story. The 

Dutch office vacancy rate was 25%, the highest in 

Europe at the time. Now just 4% of Amsterdam’s 

offices are expected to be unoccupied by the 

end of this year – which means a huge business 

opportunity for developers to convert all kinds of 

spaces for a growing community of new busines-

ses.

Steef Blok, who manages spin-offs and intel-

lectual property rights at Eindhoven University 

of Technology, believes that the country is now 

much more focused on developing new business. 

“It’s not only about making cash: it’s also about 

future economic development for the company 

called the Netherlands,” he explains. 

COMPLEX FIRMS

According to StartupDelta, a public-private body 

aiming “to make the Netherlands one single 

connected hub”, the country has more than 5,500 

start-ups, Dutch businesses under a decade old 

which aren’t service providers. 

The country ranks second on the UN’s Global 

Innovation Index and different areas have noted 

specialisms. Wageningen, for instance, is a world 

force in agricultural and food-based ideas, while 

today’s Delft stocks its shelves with complex 

technological firms alongside its blue pottery. 

But it’s the country’s five biggest cities – 

Amsterdam, Rotterdam, The Hague, Utrecht and 

Eindhoven – that are seen as the most important 

magnets for start-ups. Here local government, 

research institutions and business organisati-

ons, supported by the national government, are 

SMART CITIES
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working together to build the Netherlands’ future 

pipeline of prosperity.

They have a lot of things going for them: a highly 

urban environment with a well-educated popu-

lation very open to international influences. The 

country prides itself on its international outlook.

“I’m from Denmark. I’ve lived here seven years and 

don’t speak the language yet,” says says Rune 
Theill, chief executive of the Amsterdam-ba-

sed business accelerator Rockstart. “If you go to 

Paris, Berlin, Stockholm or somewhere else, you’d 

have to learn the language to adapt in business. 

Here, people are more used to an international 

metropolis, where a lot of foreigners live in the 

same city.” This, he says, makes it easier to attract 

international talent, build a global business, and 

seek international funding.

PLACE TO LIVE

Success and popularity, however, bring their own 

problems. “Housing is the main downside,” says 

Theill. “Particularly in Amsterdam. The city is so 

attractive at the moment that that it is hard to 

find a place to live. Working at a start-up salary 

doesn’t make it possible to buy, and it would be 

hard to bring a family into it.”

That said, he believes Amsterdam is a great 

place to take advantage of one of 18 accelerator 

programmes and some serious governmental 

support. Startup Amsterdam was launched by 

the municipality in 2015 with the aim of “getting 

Amsterdam mentioned in the same breath as 

London and Berlin”, and its €4.9m funding has 

just been renewed for the next four years. 

“From our colleagues at Amsterdam in Business, 

new start-ups get a soft landing, an introduction 

to regulations, legal support and possibly help in 

finding an office space and consulting on where 

to hire talent,” says spokeswoman Alexandra 
Belicova of Startup Amsterdam. “Our city 

incubator provides free office space to start-ups 

working on urban or social challenges with a 

direct impact on the well-being of the city, and 

they also get mentorship and the possibility of 

becoming our supplier.”

THE NETHERLANDS 
AS START-UP HUB: 

the Big Five cities co-operate - and compete 

The biggest five cities in the Netherlands are positioning 
themselves with some success as a single connected hub 
for start-ups, each with its own specialisations. But they 
also compete with each other and face similar problems, 

such as a housing shortage and risk-averse financial 
institutions.

Alexandra Belicova

Delft University 

of Technology

Rune Theill

chief executive 

of Rockstart.
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Barbara Kathmann 

Municipal chief of 

economic affairs

As a result, a recent“state of European tech” 

report from Atomico ranked the Amsterdam area 

third in its number of professional developers, 

after London and Paris. 

The report, however, does reveal another chal-

lenge for the Netherlands: 73% of the country’s 

professional developers are drawn to the capital. 

That’s a problem for places like Rotterdam accor-

ding to Frédéric Bärtels, program manager at 

start-up network organisation We Tech Rotterdam. 

“The ingredients for our success are there from 

the talent side, but although we are producing 

it we aren’t managing to keep it, and that’s a big 

pain point – they go off to Amsterdam, Berlin or 

London,” he says.

FASTEST-GROWING MUNICIPALITY

Loss of talent from universities, as students are 

recruited to go elsewhere from as early as their 

first year, is also a challenge for Eindhoven. 

The city is hot on Amsterdam’s heels, though, 

with the help of a €370m fund to promote its 

“Brainport economic agenda”. 

Stijn Steenbakkers, municipal chief of 

Economic Affairs, Brainport and Innovation, 

says government here works closely with the 

Eindhoven University of Technology and business 

to promote growth in deep technology firms. 

“We have an ambition to be the fastest-growing 

municipality in the Netherlands in the start-up 

field and I see this happening in the upcoming 

four years if we can provide solutions to our three 

challenges: housing for employees, [more inter-

national] financing and talent,” he says.

Meanwhile in the port city and logistics centre 

of Rotterdam, Barbara Kathmann, municipal 

chief of economic affairs, is launching a new 

programme to encourage more start-up business. 

Utrecht in its turn has built a tight network 

linking new ideas with business angels. The 

Hague has a Startup in Residence programme 

supporting ideas to solve urban challenges.

All cities try to attract businesses by clustering, 

says Jan Pieter van Seventer, managing di-

rector of the Utrecht-based Dutch Game Garden 

incubator and working space. “A game company 

would be very fortunate to come here, surroun-

ded by 30 other companies with a similar profile,” 

he says. “We are kind of like the clubhouse of the 

Dutch game industry. It’s us against the world, 

sharing contacts in a very supportive cluster.” 

Free intellectual property rights

In Utrecht, the games specialism grew out of a 

decision by local colleges to start games-related 

studies. In Eindhoven too, the University of Tech-

nology’s deep tech expertise feeds new business. 

Blok, the Innovation Lab director, says the 

University took the unusual decision to grant 

free intellectual property rights to firms that work 

with it funding research. “In spite of that, we 

are building 50 companies a year, making €4m 

in dividends and financing all our research from 

external funds,” he says. “But we are not looking 

for added value in cash: it is about generating 

knowledge, enthusiasm and ambition.”

Welcoming workspaces are important too. In the 

expensive, housing-short city of Amsterdam, 

B. Amsterdam offers affordable offices where 

small businesses can connect. “You can just 

drop in from €85 a month, we provide the right 

ecosystem and we have the connections, and 

you can learn and reach the bigger corporations,” 

says B. Amsterdam community lead Dieuwke 
van Buren. 

CIGARETTE FACTORY

In The Hague, one start-up friendly space is the 

Binckhorst, where an old cigarette factory has 

been transformed into office units for new firms, 

with the help of public investment. “Binckhaven 

nowadays forms the startup hub of ImpactCity, 

the city’s acceleration programme, where impact 

entrepreneurs contribute to innovations for a 

better world,” says deputy mayor Saskia Brui-
nes. “The municipality of The Hague also rents 

workspace in the Apollo 14 building to entrepre-

neurs, and is investing in a new creative business 

complex, De Titaan, for scale-ups.” 

Stijn Steenbakkers

municipal chief of 

economic affairs, 

Brainport and 

innovation

Frédéric Bärtels

Program manager at 

 We Tech Rotterdam.

Dieuwke van Buren

Lead B. Amsterdam 

Community

Saskia Bruines

Deputy mayor 

The Hague
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Heerd Jan Hoogeveen

director of StartUp Utrecht,

Jan Pieter van Seventer 

Managing director of 

Dutch Game Garden 

The Hague also plans to make temporary space 

available for start-ups in a former government 

ministry building. “Young, innovative companies 

and creative talent are of great importance for the 

economic growth of The Hague,” she adds, which 

is why making space for them is important.

The importance of coworking is widely under-

stood in the Netherlands. Amsterdam has 25 

coworking space brands, from the international 

Spaces and WeWork to the A Lab “living lab”, and 

across the country developers are realising the 

potential of start-up clients who want flexible 

contracts.

Funding, though, can be a challenge in all of the 

cities. Dutch banks and big businesses do invest, 

and there are venture capital firms particularly in 

Amsterdam. But Eindhoven is looking to stimulate 

foreign investment, and Van Seventer points out: 

“The Netherlands doesn’t have a very high risk 

investor profile in general.”

National government could do more with start-up 

friendly business rules, says Pieter Veldhuizen, 

spokesman for the Dutch Startup Association. 

“We want to make it easier for start-ups and 

scale-ups to pay employees in stock options, give 

a fiscal incentive for business angels to invest and 

to give out start-up visas quicker to entrepre-

neurs but also key staff,” he says. “In an internati-

onal context we are falling behind.”

Cities outside Amsterdam could be more bullish 

about their strengths too, according to Frédéric 
Bärtels of networking organisation We Tech 

Rotterdam: “Rotterdam has a let’s get to work and 

not complain or shout mentality. That’s also why 

the city is less good at promoting itself: it’s not as 

braggy as it is hard-working.”

Heerd Jan Hoogeveen, director of StartUp 

Utrecht, agrees: “It’s good for the Netherlands 

that Amsterdam is known worldwide, but some-

thing we should improve is telling the story of the 

hidden gem that is Utrecht.” 

  – ƒ 

Pieter Veldhuizen

spokesman for

the Dutch Startup 

Association. 

“It's not only about making cash: 
it's also about future economic 
development for the company 
called the Netherlands”
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How to value 
‘the world’s 
smartest 
square km’

BY EDUARD VOORN AND WABE VAN ENK

Early in 2019, three European banks issued a €500 
million loan to High Tech Campus (HTC) Eindhoven. 
Since 2012, when HTC was acquired for €425 million 
by Ramphastos, owned by entrepreneur Marcel 
Boekhoorn, the campus has grown into the Silicon 
Valley of the lowlands. Yet tech clusters are not yet 
seen as a mature asset class.

SMART CITIESHIGH TECH CAMPUS
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High tech 
clusters: 
a new asset 
class?

ABN Amro, the mandated lead arranger 

for the €500 mln bank loan to High 

Tech Campus Eindhoven, selected two 

German banks, Helaba and Berlin Hyp, 

as co-lenders. For ABN Amro, says 

Bas Rutten, the leader of the trusted 

advisor deal team, finding co-financers 

has become a “core activity”. Banks 

are required to limit their risks since 

the financial crisis in 2008. As a result, 

competitors have become partners. 

One of the most important parame-

ters for the bank is the loan-to-value, 

which, according Jan Willem Neggers, 

Managing Director of HTC and partner 

at Ramphastos Investments, is less 

than 60%. Crucially important for the 

investors are the business model and 

the cash flow. HTC has always had an 

occupancy rate of over 95%, with a mix 

of long-term and short-term contracts. 

There is also enough space for future 

growth. 

According to Marco Hoogervorst, a 

member of the deal team, “HTC is not 

part of a traditional asset class, such 

as offices or retail, so you have to 

understand the business model and 

to estimate the social impact of the 

investment. One of our advertising 

slogans is ‘banking for better’, so this 

is where we can show that we put this 

into practice.” He adds that “if we learn 

how businesses on a campus like this 

grow, we can use that knowledge in 

other places as well.” 

I
t was technology giant Philips, after 

it was founded in 1891, that turned 

the village of Eindhoven in a great 

city. So when that company, known 

globally for its light bulbs, televisions 

and videorecorders, decided in 1997 

to move its head office to the more 

cosmopolitan city of Amsterdam, it was 

a great shock to the region. The future 

of “Philips-town” looked bleak. 

Fast forward more than 20 years and 

the reality has turned out far better than 

anyone believed possible. Eindhoven, 

the fifth Dutch city in size and home 

to a famous Technological University, 

has become the undisputed high tech 

centre of the Netherlands. It is home to 

a number of global high tech leaders, 

such as ASML, IBM, Intel, NXP, TomTom, 

Shimano, and many others – including 

numerous start-ups and spinoffs from 

Philips, such as Signify, the former 

Philips Lighting division. Indeed, Philips 

itself, now transformed into a health-

care and medical technology company, 

still has three major office buildings in 

the city. 

Most of these companies – more than 

185 – cluster together on the city’s 

High Tech Campus (HTC). Their 12,000 

research-ers, developers and entre-

preneurs specialise mostly in Health 

Care, Energy and Smart Environments. 

The key to its success is precisely this 

“ecosystem” of specialised compa-

nies and organisations that provides 

immense added value, which the 

companies would not be able to tap 

into in an isolated location. (Factoid: to 

improve exchange of knowledge and 

communication, the companies on the 

campus are not allowed to have their 

own restaurants.) 

“Since we bought HTC in 2012, we 

worked on the ecosystem”, says Jan 

Willem Neggers, partner in Ramphas-

tos Investments and responsible for 

its real estate investments. “We have 

developed new buildings together with 

tenants. We only build when we believe 

the tenant has a connection to what is 

going on at the campus.” According to 

Neggers, the bank loan amounts to 60% 

of the appraisal value of HTC, which 

would imply that HTC is worth €800 

million, almost double the purchase 

price.

Neggers says “we absolutely don’t 

regret we invested in this type of real 

estate” and adds that Ramphastos 

has no intention of getting out any 

time soon. “The investment of €500 

million will help us to further develop 

HTC. We are talking to some interesting 

high tech parties who are considering 

setting up shop here. And we will be 

repurposing a number of buildings, so 

we don’t expect to be fully occupied 

until 2026.”

Research from Buck Consultants 

International, done in 2018, commissio-

ned by the Dutch Ministry of Economic 

Affairs, confirms that Dutch innovation 

clusters such as HTC are performing 

very well. Employment in them rose by 

22% to 47,000 in five years, more than 

three times the rate of overall employ-

ment growth. The number of companies 

grew by 30% to 2200. 

Yet Buck notes that this type of real 

estate is not considered by investors as 

a mature asset class. Neggers confirms 

there is still a lot of uncertainty in the 

market about tech clusters. “We are 

often asked by other investors and de-

velopers to participate in their invest-

ments in campuses. We help them by 

sharing our knowledge.”

  – ƒ 
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Seven areas to tackle 
poor productivity in 
construction with contech

BY ANGELICA KRYSTLE DONATI

In the 2017 report “Reinventing construction through a productivity 
revolution”, McKinsey argued that, if construction sector productivity 
were just to catch up with that of the total economy, there would be 
a cumulative productivity boost of up to 60%, translating into a 2% 
global GDP boost. The report highlighted seven areas which, if acted in 
simultaneously, would permit us to achieve these gains. Here they are 
– with some startups that are making waves in these areas, curated 
by Chris Stephenson, partner at venture capital firm Concrete VC. 

WORKSEVEN AREAS TO TACKLE POOR PRODUCTIVITY IN CONTECH
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1) Regulation

This is considered to be an enabler for 

the other efficiencies. The goals are to 

streamline permitting and approvals 

processes, reduce informality and 

corruption, and encourage trans-

parency on cost and performance. 

Innovation and training grants are 

also encouraged.

2) Collaboration 
and contracting

Today’s hostile tendering process must be replaced 

by a collaborative approach. This can be achieved by 

basing projects on a “single source of truth” such as 

BIM, as well as steering away from cost only based 

tenders. Incentives should be aligned at the project 

outcome level.

Genie Belt Copenhaghen-based GenieBelt (which 

just merged with Aproplan and became LetsBuild) 

is a construction management platform centred on 

the project schedule that allows owners, designers, 

contractors, and manufacturers to collaborate across 

programmes, seamlessly and efficiently.

PlanGrid San Francisco-based PlanGrid was ac-

quired by Autodesk in one of the biggest contech 

buyouts ever. It is construction productivity software 

providing real-time updates and seamless file syn-

chronization over Wi-Fi and cellular networks.

3) Design and 
engineering

The report points to value engineering and standard-

isation to limit the amount of bespoke work necessary. 

It further recommends thinking of construction as a 

production system, with as much offsite manufact-

uring as possible.

Revizto San Francisco-based Revizto unifies BIM 

intelligence and makes it immediately accessible and 

actionable for the entire project team, allowing mem-

bers to identify and models based on 3D space and 

on 2D sheets, as well as follow progress in real-time 

on mobile and VR.

Architizer New York-based Architizer is a digital 

architectural project database and building materials 

marketplace, allowing architects to catalogue what 

products they use in their projects.

4) Procurement 
and supply chain 
management

Centralised digitised procurement and 

supply chain workflows that improve 

planning and increase transparency 

would reduce delays, as well as enable 

more sophisticated logistics manage-

ment and just-in-time delivery.

Katerra Softbank-backed, 

Menlo Park-based Katerra aims to 

optimise every aspect of building 

design, materials supply, and 

construction. It seeks to approach 

construction like an efficient mass 

production factory, rather than the 

current method of assembling 

disparate components in a less 

organised fashion.

FIRESTARTERS  #2/2019
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5 63) On-site 
execution
The report highlights four key approa-

ches: introducing a rigorous planning 

process, reshaping the relationship 

between owners and contractors, 

improving the mobilisation for new 

projects by ensuring that all pre-work 

has been completed prior to starting 

onsite, and careful planning and 

coordination of different disciplines 

on-site along with the application of 

lean principles to reduce waste and 

variability.

Alice Menlo Park-based Alice 

automatically produces and up-

dates detailed construction project 

schedules and resource allocations 

by implementing artificial intelligence 

and optimisation techniques. 

Algorithms are based on machine 

learning of historical schedules.

BuildSafe Stockholm-based 

Build-Safe is a digital solution that 

improves the process of reporting, 

documentation, and monitoring of 

risks on construction sites.

Zlien New Orleans-based Zlien helps 

construction supply chain actors 

manage liens and bond claim rights 

to facilitate successful projects by 

fixing slow payments and eliminating 

bad outcomes in the construction 

industry.

Biosite Solihull based Biosite 

provides biometric workforce 

management, site security systems, 

and business intelligence solutions 

giving standardised biometric site 

access control, fire safety and work-

force management at site level - and 

for the intelligent analysis of data and 

visibility of multiple site operations at 

the corporate level.

4) Technology

Universal use of BIM (preferably 5D 

BIM) coupled with IOT-driven advanced 

analytics and digital collaboration and 

mobility tools to better track progress 

and collaborate would be a great 

start. The report states that “on-site 

productivity can be increased by as 

much as 50 percent by implementing a 

cloud-based control tower that rapidly 

assembles accurate data in near real 

time that is both backward-looking and 

predictive.”

Doxel Palo Alto-based Doxel is an 

artificial intelligence and computer 

vision-based system that delivers 

significant productivity increases to 

commercial construction projects. 

Doxel uses autonomous devices to 

visually monitor every inch of a project, 

then feeds this data to its proprietary 

deep learning algorithms. The algo-

rithms then inspect the quality of 

installed work and measure installed 

quantities in real time. This enables 

project managers to react to ineffici-

encies almost immediately and boost 

productivity as much as fifty percent.

TraceAir San Francisco-based Trace-

Air is a construction site monitoring 

platform whose drones and software 

help measure, verify, and quantify pro-

gress of construction during site work 

stage, significantly reducing budget 

and timeline uncertainty for developers, 

contractors and other parties involved 

in a project.

WORKSEVEN AREAS TO TACKLE POOR PRODUCTIVITY IN CONTECH

CONTECH: 
A LONG WAY 
FROM MATURITY
According to global proptech data 

provider Unissu, there are currently 

957 known contech companies 

globally. Of these, over 60% fall into 

the following main categories:

1. Workflow Management  28.9%

2. Data Analytics 10.4 %

3. BIM 9.9 %

4. 3D Modelling 9.6 %

5. Internet of Things  4.8 %

Though it’s difficult to fully reconcile this 

data with the seven areas indicated by 

McKinsey, it is clear that much of the 

sector’s attention is currently on site 

and workflow management technology. 

Contech is a long way from maturity, and 

there are many untapped opportunities 

for incumbents and newcomers to boost 

productivity in the remaining areas. Let’s 

not forget that to achieve the purported 

60% gain in productivity, all seven must be 

tackled simultaneously.

7
7) Capability 
building

The aging construction workforce 

needs to be reskilled and trained to 

use the latest equipment and digital 

tools, as well as replenished through 

migration.

Rhumbix San Francisco-based Rhum-

bix is a mobile platform that modernises 

construction field operations, helping 

builders go paperless in the field and 

improving how they measure and 

manage labour productivity to be more 

profitable.
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Proptech 
start-ups 
line up for 
battle at 
Amsterdam 
trade fair
BY LUCAS LIGTENBERG 

AND SEBASTIAAN ROGGEVEEN

Twenty property-related start-ups 
will be doing their best to convince 
investors of their worth at the 
Provada real estate trade fair 
in Amsterdam in early June. 

PROPTECH PIONEERSFIRESTARTERS  #2/2019
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PROVADA FUTURE

Some 40 proptech start-ups took 
part in the preliminary rounds to 
win a place in the Startup Battle 
at Provada Future – a special sec-
tion of the real estate fair devoted 
to technological advances. Each 
company had four minutes to 

present their ideas to the panel of experts, and 
two minutes to answer the jury’s questions, after 
which the finalists were chosen.
“It is a once a year event,” says Wouter Truffino, 
founder and chief executive of the Holland
ConTech & PropTech ecosystem and moderator 
of the competition. Provada takes place from 
June 4 to June 6 and is the biggest real estate 
event in the Netherlands. 

Truffino’s organisation is at the cutting edge 
of technology, innovation and real estate, with 
190 members all engaged in finding solutions to 
property sector problems. Holland ConTech & 
PropTech’s role is to highlight start-ups which 
have come up with smart products. “As with the 
battle, we are looking for new entrepreneurs 
with new technologies which can be scaled up,” 
he says.

This year’s jury includes companies which have 
had success in the competition in previous years. 
Thijs van der Burgt, founder of Office App, took 
part several years ago and went on to win the 
Provada PropTech Award. “Winning generates 
attention throughout the sector,” he says. “It is 
a sort of seal of approval and speeds everything 
up.” Through the competition Van der Burgt 
got in touch with major real estate investors 
and corporates and his company is now active 
in nine countries with clients including LaSalle, 
UBS, Nokia and HPE.

Office App is an engagement platform for office 
users which links existing systems and facilities 
such as parking, entry systems and work spaces, 
taking them to a ‘higher level of service’. “At the 
same time, we are learning from the data we 
are collecting and can help the owner to impro-
ve the way the building functions,” he says. 

Benno Schwarz from Hello Energy also made 
the move from pitcher to winner, taking the 
PropTech prize in 2018. “My colleague did 
the pitch and the meetings flowed from that,” 
Schwartz says. “It was clear there was a lot of 
interest in our product.” Hello Energy helps 
companies to invest in using energy efficiently 
while making the impact of that investment 
transparent on screens in the building and on 
apps. The app has proved particularly useful, 
Schwartz says, as users like to see energy usage 
visualised. It has also bred more understanding 
about better-targeted energy use. “We bring
the good news rather than point a finger,” 
he says. “That leads to a more durable 
approach. Communicating about how things 
can be done better is also positive.” 

Dutch investor Syntrus Achmea was an early 
Hello Energy client and more have come on 
board since Provada last year. The company now 
has a workforce of 13. “We have grown in terms 
of our client base but we are also widening our 
approach. One of our customers is logistics 
company Prologis and we are tackling the first 
15 buildings,” says Schwartz. “It is a great 
contract, and we may be able to get started 
in the company’s other distribution centres.” 

Provada is the biggest 
real estate exhibition 
in the Netherlands. 

During three days the trade fair showcases industry-

leading speakers, panel discussions and workshops. 

Topics range from circular economy, smart cities to 

robotics in construction, not to mention the IoT solutions 

or blockchain in real estate. Over 25,000 real estate 

professionals attend Provada for expertise, inspiration 

and the many networking opportunities it offers, 

thanks to about 300 exhibitors. Provada 2019 is on 

4, 5 and 6 June in the RAI exhibition center in Amsterdam.

Wouter Truffino

Founder and chief 

executive of the Holland 

ConTech & PropTech 

ecosystem and moderator 

of the competition.
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The jury was made up 

of representatives from 

Amvest, Fakton, New Horizon, 
FIBREE, BPD, BMW, HEYDAY, 
Heembouw, VORM, Syntrus 
Achmea, Cushman &amp; 
Wakefield, PropertyNL, Van 
Wijnen, KPMG, Bouwinvest, 
Schiphol Real Estate, Am-
sterdam city council, CBRE 
Global Investors, Rabo Vast-
goedgroep, MVGM, Office App, 
ParkBee and Hello Energy

FIRESTARTERS  #2/2019

The start-up shortlist consists of 

3DUniversum, AMMANU LED-Intelligence, CyBe 
Construction, Flamingo.report, Healthy Workers, 
Hét Bouwbedrijf, Innobrix (by Smart2IT), KYP Flow, 
LegalThings, PARKnCHARGE, Ritswand, Smartvatten, 
Sustainer Homes, UC360, uHoo, UpcyGran, WELBO, 
White Lioness technologies, Ziggu and Zoncoalitie.
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HEYDAY / SKEPP

“Two years ago, we saw 

an opportunity”, says Erik 

van der Eik, New Business 

& Innovation Director at 

Eindhoven-based facility 

management company 

HEYDAY. “Investors asked 

us if we could add value 

to buildings. Normally, 

facility management sits 

at the bottom of the value 

chain, far removed from 

the investor. Now we saw a 

chance to move up into the 

value chain.”

HEYDAY started deve-

loping new community and 

services concepts. “In real 

estate there is a lot of focus 

on asset management and 

operational excellence”, 

says Van der Eik. “But real 

estate is about people. 

That’s where we felt we 

could make a difference.”

One of the concepts HEY-

DAY developed is called 

Exponential Life. “This con-

cept gives more flexibility 

to the owner”, says Wisse 

Stenchlak, New Business 

& Innovation Manager. “We 

provide extra services, 

make sure that functiona-

lities can be adapted to the 

requirements of the users 

and connect people with 

each other through sophis-

ticated apps.”

Community service 

concepts work best in 

mixed-use environments, 

says Stenchlak. “Nowadays 

people don’t only live in 

their homes and they don’t 

only work in their offices.”

Proptech plays an impor-

tant role in HEYDAY’s new 

strategy, says Van der Eik. 

“We digitalise all functions 

for which human beings 

are not needed. That 

means staff can be used in 

other ways to enhance the 

experience of the users.” 

But for HEYDAY technology 

is always a means, not an 

end. “We only believe in 

technology in combination 

with people.” 

The millennials are already 

on the market and they have 

begun to make themselves 

felt. They are soon to be 

joined by the digital natives 

(age group 14-18), who 

“could swipe before they 

could walk”. 

 “These generations are used 

to doing things their own 

way”, says Joost Lansink, 

who founded SKEPP in 

November 2013. “They book 

their holidays on Booking.

com, their taxi on Uber, and 

so on. This is also what they 

want to do when they need 

an office. The real estate 

sector doesn’t grasp this 

yet.”

But SKEPP is about to chan-

ge this. Its approach consists 

of three parts. The first is 

Officelisting. “It’s the office 

market’s Airbnb”, as Lansing 

puts it. “We offer ‘Office as a 

Service’. A game-changing 

proposition that will disrupt 

the office market comple-

tely.”

The second part is Office-

planner: a design furnishing 

package with unique featu-

res. Tenants can rent, rent/

purchase or purchase a com-

plete furnishing package. 

And  SKEPP will soon intro-

duce a third package, Office-

kit, which will take care of 

all the facilities and opera-

tions for tenants. “We offer 

a customer journey that is 

completely taken care of”, 

says Lansink. “The way new 

generations are used to: they 

decide what they want, when 

they want it, for how long – 

and with the least possible 

hassle.”

What is perhaps the most 

shocking thing about SKEPP 

is that it has very few staff 

with a background in real 

estate. “We invested in IT 

specialists, marketeers, 

designers”, says Lansink. 

“They will be the ones who 

will shake up the market. 

The real estate sector is in 

for a rude awakening.”

How SKEPP’s 
‘Office as a Service’ 
will transform the 
office market 
‘’As new generations are taking over the economy, 
the office market is about to change radically. 
But the real estate sector does not realise it yet. 
They are in for a rude awakening”, says Joost 
Lansink, CEO of SKEPP, which offers “Office as 
a Service” in 8 European countries already.

Facility manager 
HEYDAY presents 
new services and 
community concepts
Facility management company HEYDAY has 
been rapidly transforming itself from a 
traditional facility manager into a provider 
of new services and community concepts. 
“We saw a chance to move up into the value 
chain”, says Erik van der Eik of HEYDAY. 
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SIXTEEN 
STARTUPS
After a hard-fought contest, twenty Dutch 
start-ups were selected to present themselves 
in the Future Square at the Provada real estate 
exhibition in Amsterdam 4-6 June. Here we 
present 16 of the winning entrepreneurs.
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SIXTEEN STARTUPS

AMMANU 
~ Cliff Willems

A developer and manufacturer 
of a sustainable and high-quality 
LED lighting-system.  

Through Human Centric Lighting, we 

provide the optimal dynamic lighting 

for every setting. Light up your space to 

make working more enjoyable, to learn 

better, live more comfortably, enjoy 

sports to the maximum, make shopping 

more convenient or help your body to 

recover faster. Your lighting demand is 

our challenge! 

Innobrix
Sander Martinec

An online communication 
and configuration platform 
for the residential construc-
tion sector and consumers 
alike. 

Transforming your BIM designs 

into interactive virtual homes and 

allowing residential construction 

professionals to optimally integrate 

the consumer in an improved 

digital construction process. 

This way, Innobrix creates an 

optimal, powerful ‘what you see is 

what you get’ customer experience 

that enables the consumer to view 

and configure its own home and 

order it online. 

www.innobrix.nl/en/.

CyBe
~ Barry Hendriks

A tech company for the 
construction industry, re-
defining traditional approa-
ches through far-reaching 
automation and digitisation. 

This is enhanced through ena-

bling 3D concrete printing and 

parametric design tools which are 

made accessible for all clients. The 

firm provides hardware such as 

3D printers, supporting software 

to simplify the complex building 

processes, as well as providing 

Housing Concepts that apply 

these techniques. Part of the firm’s 

mission is to guide the industry 

through education, certification, 

and business development.    

LegalThings 
~ Rick Schmitz

A hybrid blockchain solution, 
which allows multiple parties 
to collaborate on equal 
footing. 

A contract describes procedures 

to execute one or more promises. 

With Live Contract technology we 

turn contracts and processes into 

business rules and data that allows 

automation in a decentralised way. 

Involve third parties and share data 

automatically by creating decentra-

lised workflows through blockchain. 

This way complex inter-organi-

sational business processes will 

belong to the past and Real Estate 

standardisation is within reach.

ParknCharge
~ Gerwin Hop

You get happy electric 
drivers, we take care of the 
charging. 

We invest in your charging infra-

structure for electric cars. We 

place charging stations to meet 

the current demand. Does demand 

grow, we place extra chargers. We 

not only invest but also take care 

of installation, management and 

maintenance, the help desk and the 

invoicing. You get state of the art 

charging stations for your tenants, 

without any worries. Contact us 

at info@parkncharge.nl or call 033 

303 68 00 and ask for Tomas.

Hét Bouwbedrijf bv
~ Siebe Martijn Groenendijk

Gives practical training for problem 
youngsters, immigrants, 55+ and former 
delinquents to give them confidence and 
encourages them to discover and develop 
their talents in construction. 

By renovating mutation houses of housing corporati-

ons to create a safe learning and working environ-

ment. We believe that if we all unite in the industry, 

it will help to reduce the staff shortage in the con-

struction and real estate. There is a lot of untapped 

talent which requires more attention, permanently! 

hetbouwbedrijf.nl
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White Lioness 
Technologies
 ~ Jeroen Coenders

Aims to make advanced 
technology a commodity. 

Through a no code/low code digital 

twin platform new design, manu-

facturing and monitoring capabili-

ties are unlocked. This is achieved 

by visualising your processes in 3D 

through dragging and dropping our 

highly advanced digital building 

blocks. Allowing you to create new 

business processes, channels and 

collaborations without the need of 

an army of programmers.

UC360
~ Henrik Hellman

Unforgettable 3600 
experiences

To achieve unforgettable 3600 

experiences, we work together with 

E.T.  -The world’s 1st VR Robot-   He 

is nice,  He is cool, but most impor-

tant he makes fabulous stabilised 

360° content that lets you walk 

through streets or buildings like it’s 

for real. E.T. is one of the important 

parts we need to realize realistic 

VR trainings and VR promotional 

productions. Our focus: To create 

VR360 productions together with 

the perfect fit to your company’s 

wish list and budget. We serve: 

Education, corporate, real estate, 

health- and industry sector. With 

our no-nonsense mentality UC360 

makes your professional production 

reality. 

UpcyGran
~ Koen Meeusen

UpcyGran innovates the real 
estate market by introducing 
circular products.  

We clean rubber waste from layered 

glass recycling and turn it into 

valuable rubber sheets.  Our 

products behave like EPDM rubber 

and can replace bitumen as water-

tight roofing. It’s competitive and a 

sustainable solution: within the EU 

22,000 tons of rubber waste can 

be made circular, as such reducing 

CO2 emissions by 47,000 tons – 

annually.

WELBO 
~ Roeland van Oers

WELBO - welcome robots to 
your team - is an Amsterdam
-based social robotics 
company. 

Our mission is to ‘Excite your guests 

and transform your organisation 

by creating new experiences with 

social robots that continue to grow 

and learn…’. More than 15 robots 

in the Netherlands and Belgium 

welcome, entertain and inspire 

hundreds of guests and visitors 

everyday. This robotic workforce 

doesn’t have sick-days, is always 

happy and ready to go and a 

great addition to any modern day 

front-office team. Our signature so-

lution is cloud-based which allows 

for continuous over the air updates. 

Using machine learning techniques 

the team taps into lessons from the 

entire fleet to tailor individual robot 

experiences to the user. Stop tal-

king about the artificial intelligence 

buzzwords  and actually deploy a 

social robot - you will be amazed by 

the impact

Healthy Workers
~ Boy Lokhoff

Healthy Workers helps to create happy, 
effective employees and workplaces. 

High levels of employee well-being result in improved engagement, higher 

productivity, less sick leave and the acquisition and retention of talented 

staff. It’s why we believe that healthy businesses start with healthy workers. 

Through data intelligence and psychosocial insight, we suggest the best 

possible interventions. This is where most other companies stop. But not 

us. We continuously measure and monitor that intervention so you 

can be sure that the change you’ve made is working.
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Sustainer Homes
~Gert van Vugt

Created a building system and software platform that offers 
a circular, carbon neutral alternative to traditional building.

Thanks to our own parametric design software and CNC production, we 

can combine the design flexibility and quality of high-end architecture with 

the speed and costs of catalog houses. After close to 70 circular consumer 

homes sold, Sustainer Homes is now also realising the first circular rowhou-

ses and apartments. 

Ziggu
- Vincent Van Impe

The world’s first customer 
follow-up platform tailored 
for real estate.
 
We offer property developers all the 

right tools to better manage and 

communicate with their customers. 

While automating repetitive tasks 

and getting meaningful insights, 

our users can actually engage 

more with their customers during 

the building process. Together we 

create brand ambassadors!

Smartvatten
- Joe Hamari

Helps smart property owners 
save water, time, money 
and nerves by monitoring 
and analysing the property`s 
water consumption in 
real-time. 
 
With automatic leak alarms and 

accurate reporting, you`ll never 

have to worry about water metering 

anymore. The remote monitoring 

service consists of a camera that 

monitors your main water meter 

and a cloud-based application 

that analyzes the property`s water 

consumption in real-time. Setting 

up the system will only take a few 

minutes, and you don`t need to 

worry about replacing your current 

water meter. Simply place the ca-

mera over the meter, sit back, and 

let the rest take care of itself.

Ritswand
- Sasja Fransen

The first genuine 
circular wall and 
cubicle system! 

The aluminium frames are joined 

together with industrial zippers to 

create cubicles in various sizes; 

from small phone booths to large 

work spaces or conference rooms. 

The cubicles come with wall soc-

kets, LED lighting and ventilation 

system as standard.

We sell them, rent them out and 

prefer to buy them back when the 

customers have no use for it any-

more for re-use at another location 

and customer.

KYP Flow 
~ Bas Roestenberg

A software tool that makes 
it possible to continuously 
optimise your standard 
business processes 

A well thought out and designed 

process, an everyday focus to 

complete the right tasks at the right 

time and learning by feedback to 

optimise critical business proces-

ses. This is the core of what makes 

your organisation successful. KYP 

Flow is the software tool that makes 

it possible to continuously optimise 

your standard business processes 

so that you remain focused on the 

10% of the process which is unique 

in every other project.
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Tuesday,
4 June

11.00–11.45 a.m. | (Opening) 

Keynote: How the (sub)

conscious parts of our brain 

function, with neuroscientist 

and philosopher Paul Smit

12.00–12.45 p.m. | Smart 

mobility: trends and best 

practises by BMW Group, 

Mobeazy and others

1.00–2.00 p.m. | PROPTECH 

INNOVATION DEBATE led 

by Rob Koops and Wouter 

Truffino. What are the most 

important developments 

and technologies? How does 

the average Dutch company 

rank on the innovation scale?

SKEPP (15 min.) kicks off with 

a short power talk entitled 

The Office as a Service.

Other participants are our 

tech partners, including a 

number of start-ups.

2.00–2.30 p.m. | The “Sin-

gle-Pane” View for Intel-

ligent Buildings with Neil 

Salt of Gooee. The PropTech 

company Gooee, which 

recently entered the Dutch 

market, takes a glimpse at 

the future of smart buildings. 

(this session is in English/

flag?)

2.30–2.50 p.m. | Future 

digital delivery in manu-

facturing-led construction 

with Dale Sinclair (AECOM) 

(in English)

3.00–3.30 p.m. | The Block-

chain experiments in the 

housing association sector 

with FIBREE in collaboration 

with Stekacademy

3.30–3.50 p.m. | The road to 

smart and healthy buil-

dings – key lessons learned 

with Boy Lokhoff of Healthy 

Workers

4.00–4.30 p.m. | Returns on 

Smart Cities with Syntrus 

Achmea, AECOM and others, 

led by Hans Dijkstra of Hol-

land ConTech & PropTech

5.00–7.00 p.m. | Wrap-up 

in the PropTech Café and 

networking drinks offered 

by SKEPP

Wednesday, 
5 June
10.30–11.00 a.m. | The State 

of the Blockchain 2019 with 

FIBREE, led by Jo Bronckers

11.15 a.m.–12.00 p.m. | SMART 

talks about digital tech-

nologies, data rooms and 

how living labs work, with 

Primevest Capital Partners, 

Imprima and The Student 

Hotel/Innovation Lighthouse

1.00–2.00 p.m. | PROPTECH 

INNOVATION DEBATE led 

by Wouter Truffino (English 

spoken) Which companies 

and technologies have major 

impact on the real estate in-

dustry? How does the aver-

age Dutch company rank on 

the innovation scale? With a 

short power talk of AECOM 

on “improving the liveability 

of cities through data and 

modelling”.

2.30–3.00 p.m. | The real 

value of real estate: under-

standing use and experi-

ence of the workplace, with 

Iain Thompson of Office App 

(English spoken)

3.30–4.00 p.m. | The Future 

of Digitalization with best 

practises from BPD & 

Heembouw with Innobrix, 

Primevest Capital Partners & 

Imprima Virtual Data Rooms

5.00–5.30 p.m. | Wrap-up in 

the PropTech Café

Thursday, 
6 June

11.30 a.m.–12.00 p.m. | The 

winners of the Blockchain 

and AI Hackathon 2019 

present their hacks for the 

real estate market (i.e. Ka-

daster) led by Jo Bronckers 

(FIBREE). Speaker: Rutger 

Zuidam (Odyssee).

1.00–2.00 p.m. | PROPTECH 

INNOVATION DEBATE led 

by Rob Koops and Wouter 

Truffino. What are the most 

important developments 

and technologies? How does 

the average Dutch company 

rank on the innovation scale?

With a short power talk of 

HEYDAY Facility Manage-

ment & Office App. Hospitali-

ty, community and work-

place experts respond to the 

shift in mindset in real estate 

involving a service concept 

which is completely turning 

the sector upside down.

2.00–2.30 p.m. | VORM 

and KYP discuss process 

standardisation in the con-

struction industry.

Stan Roestenberg (KYP) and 

Norbert Schotte (VORM) are 

looking forward to telling 

you about how KYP Flow 

was launched, its underlying 

principles and how it works.

2.30–3.00 p.m. | The Future 

of Work presented by Henrik 

Botten Taubøll of WeWork. 

(English spoken)

3.30–4.30 p.m. | PROVADA 

PropTech Award presented 

by Frits Sissing. Stand-up 

introduction of the start-ups 

and participants at PROVA-

DA Future. 

HIGH
LIGHTS

Provada Future serves the real estate 
sector as a platform for technological 

innovations and inspiration. These are 
a few highlights of the programme.
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Realtime valuation of your commercial property
One third of the brokers are already partners

Ventu Monitor 
for all 32.360 
listings in the 
Netherlands

FOR RENT

FOR SALE

FOR RENT

Jan Willem de Graaf, CTO of Ventu: ‘Workplace 

providers now spend a lot of money scoring high 

on Google, or pay fees to internet brokers who 

provide them with leads. Ventu offers flexible 

office space providers an extra channel to reach 

an even larger target group at an attractive rate.’

In recent years, Ventu has invested heavily in 

(organic) findability on the web. More and more 

searchers for office spots are able to find Ventu. 

Nowadays, an average of 130,000 unique visitors 

visit the site every month. De Graaf: ‘If you pu-

blish your offer on Ventu, you will also get access 

to the Ventu Monitor. This gives you real-time 

insight into how the location with workplaces 

scores in the market, As an extra you receive 

visitor statistics and qualitative leads.’

Real estate advisor Savills recently showed in 

a research report that the market for flexible 

office space is growing strongly (with 242% in 

the last five years) and that an increasing part 

of the Dutch office market is becoming flexible. 

The working population will be 75% millennials in 

2024; it’s a generation that is used to freedom of 

choice and flexibility.

Technological developments make it possible to 

work ‘anytime anywhere’. 

Over the past five years, working from home has 

increased by 14.1%, and the number of self-em-

ployed people has grown by 125% in more than 

ten years. Flexible office providers also bring a 

variety of concepts - from high-end to basic - 

to the market, comparable to the hotel industry: 

from budget to 5-star.

The influence of millennials on the office market 

is large and will only increase further. This 

generation no longer wants to sit at the same 

desk every day; the possibility of working inside 

(silent workplace or consultation room) or outsi-

de (other city, location or from home) the office 

appeals to young people.

The office itself can also make the difference. 

Services, such as a pool table, fitness facilities 

or a roof terrace, are becoming an increasingly 

important part. As a result, user demand chan-

ges from as many square meters as possible to 

workplaces with a unique branding. The larger 

players even make it possible to hire workpla-

ces in various cities, which is reminiscent of 

the fitness industry: one subscription to plug in 

on-the-go.

DUTCH STARTUP VENTU
INTRODUCES SEARCH 
SYSTEM FOR FLEXIBLE 
OFFICE SPACE
The Dutch supply platform for commercial real estate, Ventu, 
is introducing a search system for flexible office space at the 
Provada property trade fair in Amsterdam. Until now, a platform 
for flex spaces is missing in the Netherlands.

BY PAUL WESSELS

Technological 
developments make 
it possible to work 
‘anytime anywhere’. 

BIG DATA

At Provada 

 Ventu will be 

present at Hall 12, 
stand 49
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Frank Beinborn

Sales Germany 

+49 1525 4878668

beinborn@propertyeu.info

Dean Ireland

Sales Europe 

+31  88 7767352

ireland@propertyeu.info
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Contact Dean and Frank and 
get your (advertorial) published 
in the next edition of Firestarters

F
IR

E
S

T
A

R
T

E
R

S
P

R
O

P
E

R
T

Y
E

U
M

A
R

C
H

2
0

19

2

Looking for real 
estate value in today’s 
business environment?
EY provides managers and investors 

accounting and assurance, global tax, 
investment fund structuring, asset and 
transaction due diligence, valuation, risk 
advisory and outsourcing.

ey.com/lu/real-estate    #BetterQuestions 
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              Bouwinvest
Sustainability and technology 
go hand in hand

                  Unibail-Rodamco-Westfield
“Boring retail is over”

             Round Hill Ventures
Proptech fund breaks national barriers

                      Holland Metropole
The Netherlands as 
single start-up hub
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