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Ground floor Commercial Strategy – Albert Bridge House, Manchester
1. Objective
Our vision is to establish a thriving place with an enlivened public realm. A dynamic ground floor commercial strategy is central to this.
Our key objectives include:
1. Enlivening Public Realm: Attracting occupiers that activate street frontages, encourage footfall, and integrate seamlessly with the new public spaces.
1. Community Support: Providing essential amenities and desirable leisure options for the growing residential and working populations.
1. Complement the City Centre: Offering a unique blend of businesses that enhances and complements adjacent business and the wider city centre offer.
1. Minimising Vacancy: Implementing a proactive marketing and letting strategy to secure tenants efficiently.
1. Long-Term Sustainability: Securing tenants at market-competitive rents with appropriate terms to ensure the enduring quality and viability of the commercial units.
2 Ground Floor Retail & Leisure Strategy
We will adopt a highly curated and strategic approach to tenant selection: 
1. Curated Tenant Mix: We will move beyond a reactive letting approach to actively curate a tenant mix that fosters a sense of place and community. This includes: 
0. Experience-Led Uses: Prioritise businesses that offer unique experiences and provide essential amenities, such as independent cafés, high-quality food and beverage (F&B) establishments (including coffee/brunch, restaurants, and bars), fitness studios, and lifestyle retail. These uses are crucial for activating the public realm throughout the day and into the evening.
0. Local & Regional Operators: Focus on attracting successful local and regional businesses, including start-ups and those seeking second, third, or fourth sites. This supports the local economy and provides a distinct identity.
1. Public Realm Integration: We will seek tenants who are keen to integrate with the public realm through:
1. Transparent Frontages: Encouraging designs that offer clear visibility into units, creating an inviting and active street scene.
1. Outdoor Seating & Activation: Facilitating outdoor seating areas for F&B operators, where appropriate, to extend activity into the public realm.
1. Partnerships: Exploring collaborations with local BIDs / cultural event organisers to host events, markets, and pop-ups within the public realm, further enhancing footfall and engagement.
1. Removing Barriers to Entry: To attract independent and young businesses, we will consider providing finished shopfronts and capped services to units, to reduce initial set-up costs and encourage a wider range of tenants. We will also support fit-out for strategic tenants where applicable.

3. Proactive Marketing and Letting Strategy 
Our strategy will be proactive and multi-faceted to ensure continuous interest and swift occupation of units:
1. Commercial Pack Development: Create high-quality marketing materials, including a dedicated commercial pack that clearly articulates the development's vision, target market, and unique selling points
1. Digital Marketing: Utilise digital platforms, virtual tours, 3D walkthroughs, and listings on commercial property portals.
1. Social Media & PR: Implement a robust PR and social media campaign throughout the development process to generate curiosity, interest, and exposure. 
1. Agent Engagement: Appoint specialist local letting agents with expertise in ground floor retail and leisure to broaden reach and facilitate negotiations. Regular quarterly reviews will be conducted with agents.
4. Incentives & Terms
· Market comparable ERV’s: We will aim for market comparable Estimated Rental Values (ERVs).

· Market Benchmarking: We will conduct thorough market research and benchmarking against comparable ground floor units in similar city centre and emerging neighbourhood locations. This will ensure our target rents are aligned with current market conditions and reflect the quality and unique attributes of our development.

· Lease Structure: We will primarily seek Full Repairing and Insuring (FRI) leases with upward-only rent reviews to provide long-term income stability and protect asset value.

· Rent Reductions and Incentives: We will consider rent-free periods of a minimum of 1 month per year.

· Reduced Set-Up Costs: We will consider tenant fit-out contributions where applicable. 
5. Timeline
The following outlines the anticipated timeline for curating the commercial units. 
· Pre Marketing Launch: appoint specialist agents, release marketing materials. 

· Active Leasing: Months 1–9 – Conduct viewings, negotiate terms, and secure Heads of Terms. 

· Stabilisation: Months 10–12 – Complete lease agreements, onboard tenants

· Ongoing: continue to monitor and refine the tenant mix to ensure ongoing vibrancy and minimise future vacancy 
6. Outcome 
The ultimate aim is to ensure 100% of the commercial units are let within 12 months of Practical Completion. The above strategy will in turn:
1. Minimise Vacancy Risk: A strong tenant mix and proactive management will reduce the likelihood of prolonged vacant periods.
1. Enhance Asset Value: A vibrant, fully-let commercial offering contributes significantly to the overall asset value of the development.
1. Foster Community: A sustainable commercial offering will support the long-term well-being and satisfaction of residents and workers, reinforcing the proposed development's placemaking strategy and ensuring it is a desirable place to live, work, and socialise.
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