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Strategic Facility Planning Today
Creating Value through Strategic Facilities Planning involves both Planning (What you do) and
Strategic Thinking (How you think). In today’s environment, Facility Managers (FM’s) must
develop multiple scenarios of the future, determine appropriate facility responses (using strategic
thinking), perform analysis and develop a “straw man” executive presentation. During the course
of plan development, they should uncover their facilities’ Value Proposition (or lack thereof). This
is a prerequisite to beginning an executive-level conversation about facilities. Then, when things
change, FM’s can quickly adapt the most appropriate scenario to support fact-based decisionmaking.

Strategic Planning and Strategic Thinking – the Race to the South Pole - A Case Study
From a European/ North American perspective, the late 1800’s was a time of exploration and discovery Victoria Falls, Yellowstone Park, the Grand Canyon – the list goes on. However, it was the race to the
poles that captured the world’s attention, much like the race to the moon did in the 1960’s. Facility
Managers can learn from the contrasting approaches to thinking and planning of the two principals in the
race to the South Pole; Roald Amundesen and Robert Falcon Scott.
Roald Amundsen – was born in Borge, Norway in 1872 and trained as a
physician, Amundsen was an explorer at heart and was tremendously
disappointed when he heard of the claims (disputed) that two parties
reached the North Pole in 1909. He cut his teeth on Arctic exploration as a
member of the failed Belgian expedition to the South Pole in 1897 and was
the first to traverse the Northwest Passage (crossing the Arctic Ocean north
of Canada) from 1903 to 1906. While on the Northwest Passage
Expedition he learned from the Eskimos and adopted many of their “best
practices.” This “learn, adapt and improvise” management and thinking
style served his team well in overcoming countless obstacles on the quest
for the South Pole. His payoff for success was funding for future
expeditions.

Fig. 1 – Eskimo goggles made
out of whale bone prevented
snow blindness in Amundsen’s
team. Scott’s team was plagued
by snow blindness (no goggles).

Robert Falcon Scott – was born in Devon, England, UK in 1868. A
graduate of the Naval Cadet Programme, he was a career military man
whose father had lost the family fortune, leaving Scott as the sole provider
for his mother and two sisters. Advancement in rank and pay was his primary motivation. Like
Amundsen, Scott had a support role in a previous expedition to the South Pole that failed (1901-1903).
What is interesting is that Scott’s planning and thinking model was the British Military’s decision-making
model which was hierarchical, authority-centered and which did not support change. Today, the U.S.
(and many other countries’) Military decision-making model more closely matches Amundsen’s process
th
than the Military model at the turn of the 20 century. Scott was an inspiring writer and his writings were
eerily reminiscent of Tennyson’s “Charge of the Light Brigade” (Forward, the Light Brigade! Charge for
the guns' he said: Into the valley of Death Rode the six hundred.). Posthumous publication of his journal
inspired national pride and recognition of his gallant, but doomed expedition throughout the Empire, even
though he lost the race and ultimately his life in the frigid Arctic desert.
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The Race
Amid much fanfare, acclaim and publicity, Scott left the UK for the South Pole in 1910. While on layover
in Australia he was shocked when he received the following telegram:
"BEG TO INFORM YOU FRAM PROCEEDING ANTARCTIC--AMUNDSEN“
Norway had recently won its independence from Sweden and
Amundsen had the support of the new king. Success was a
national imperative. Preparation had proceeded in secret
and the crew/ expeditionary team was not told of the purpose
of their trip until they approached the point of no return. Both
Amundsen
1,300 KM
Scott and Amundsen “wintered over” - their ships encased in
Scott
ice, until late 1911. Both parties spent the early part of 1911
1,300 KM
laying out supplies along their route for the return trip.
Amundsen’s team pushed farther to the south and their long
line of provisions ultimately saved them. Scott decided to
turn back early against the advice of expedition members
Fig. 2 – Scott and Amundsen “overwintered”
who were harshly rebuked by Scott who insisted on full
on opposite sides of the Ross Ice Shelf. Scott
military formality even when struggling for their lives. Over
followed a known route, Amundsen an
untried path. Both parties were 1,300 KM
the winter, Scott was tireless in his planning and checking.
from the Pole
Amundsen delegated planning to his team of experts. One
man, who was in charge of the sledges (the same British Military issue sledges used by Scott) spent the
winter carving excess wood from the sledges. The result was a fully functional sledge with 66% less
weight.
Amundsen left his base at first light in September but was soon beaten back by the unbelievable cold (59°F / -50°C) and wind. His party took about a month to recover and left the base on 19 October, 1911.
They had 5 sledges, 52 dogs, skis and less than two handfuls of men. Their path was an unexplored
route and their trip was smooth and uneventful. They were so focused that Amundsen was known to take
only two photos on the expedition.
Scott’s party was similar in size to Amundsen’s and departed the base on 1 November, 1911. He had
relied on the “best” procurement experts in the British military. They had premiere Arctic ponies from
Siberia, motorized sledges from Norway and the best sled dogs from Canada. The ponies and motorized
sledges failed and the dogs were eaten. “Man Hauling,” the practice of dragging a sledge with the
expeditionary members in the harness, was the ultimate method of propulsion and a tactic that burned so
many calories that it ultimately led to their death from starvation as Scott miscalculated their caloric needs
by more than 3,000 calories per day. Unlike the Norwegians, the primary goal of Scott’s trip included a
comprehensive “scientific programme,” and Scott took readings twice daily and religiously kept a journal.
Amundsen arrived at the South Pole on 17 January, 1912, followed by Scott 33 days later. Amundsen’s
team left a tent, last wishes of each team member, a letter to King Haakon VII and detailed instructions
and advice for Scott on his return trip (what they had learned). When Scott arrived he wrote:
The worst has happened"; “
All the day dreams must go"; “
Great God! This is an awful place"
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Amundsen made an uneventful return to base. Scott was supposed to have been met as he came off the
Antarctic plateau by a relief party from the ship, but due to unforeseen events and a proclivity for following
exact orders even though the situation had changed, the relief part never discharged their full duties. As
Scott and his team neared their base, they were met with a 10-day blizzard and perished before the
weather let up. The widows and dependants of Scott’s party were allowed generous stipends.
Amundsen was rewarded with future expeditionary funding and in 1926 was the first undisputed party to
reach the north pole (via plane). He died two years later in a plane crash while on a polar rescue mission.

ROALD AMUNDSEN
“Lessons Learned” - Experience from Eskimos and
previous Antarctic Expedition

Flexible - Changed course with an eye on the final
goal
Informal – relies on each individual’s experience

Practiced Continuous Improvement
Brought a team experienced with Arctic
Exploration
Willing to change (Abandoned initial Expedition –
it was too cold and they turned back)
Challenges - Things went “smoothly” possibly due
to the experience factor and the fact that most
obstacles had been anticipated and planned for.
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ROBERT FALCON SCOTT
Relied upon the Purchasing Expertise to get “the
best of everything” (they got the “best arctic
ponies from Siberia,” but left their booties at
base camp), the Best Motorized Sledges from
Norway and the best Sled dogs from Canada.
Those procuring the means by which the
expedition would travel had no direct experience
in the subject matter.
Autocratic - Top Down, Decision-Making
Formal communication - rank = expertise.
Military protocol followed even to their
deathbed.
Formal plans carried out and not questioned by
those executing plans
Brought “experts” to teach “skiing and sled
handling” during the “overwinter”
Kept journals and did scientific readings even
though they greatly delayed the Expedition
Challenges - An extreme run of “Bad Luck” – they
forgot the ponies booties, one of their motorized
sledges broke though sea ice, the motorized
sledges broke down, they miscalculated daily
caloric intake by 3,000 calories, the relief team
didn’t have enough dog food, the list goes on.

Why Strategic Facility Planning should be “Adaptive” – Like Amundsen
The product of a Strategic Facility Plan is both a short term and long term Capital Spending Plan,
encompassing the entire portfolio of owned and/or leased space, that ensures that facilities will support
the organization’s strategic objectives. Strategic Facility Planning has traditionally been driven by staff
growth. Information is “handed down” to Facility Managers to develop a facility growth or re-stacking
plan. In today’s environment most companies have vacant space and many Facility Managers labor
under the mistaken notion that they don’t need a strategic facilities plan. They are wrong. All Facility
Managers need, at the very least, a plan to address Facility Renewal needs (roof replacement,
mechanical equipment replacement etc.). The plan should also answer “strategic” questions about
various financial and real estate aspects of their facilities. These questions are ideally suited to being
studied using the process of Strategic Facilities Planning, coupled with “Strategic Thinking.” In days gone
by, Facility Managers developed plans based on growth projections sent down from HQ. Today, Facility
Managers must create a number of hypothetical growth/ contraction scenarios that address an array of
possible futures. When things change (merger, new product etc.) they can use the detailed planning data
that has already been assembled to revise a limited number of existing scenarios, run the pre-requisite
financial analysis and present well thought-out and timely scenarios for executive decision-making.

Strategic Facility Planning with Strategic Thinking can Identify a “Value Proposition”
The word “strategic” has “gravitas” - that is, it imparts a sense of seriousness, dignity and solemnity.
When combined with “facility planning,” it brings to mind words like; rational, step-by-step, systematic and
logical. Strategic Thinking is associated with the words; creative, innovative and sometimes intuitive. In
today’s business environment, most Facility Managers are not thinking or planning strategically. The
great recession has resulted in a net job loss in the U.S. of more than 3 million jobs since 2008, with a
1
similar trend in Western Europe and Asia, and Facility Managers continue to see vacant office space that
2
3
is not going away in the short run. One day the situation will change . The problem with having vacant
space and no plan is that Facility Managers, may be viewed by those at the executive level as a nonvalue added tactical manager, and their planning prerogative may be usurped by those in the C-Suite with
a broader perspective who may ask questions like:
What if your enterprise adds a product line? What would be the facility impact?
What if there is a merger, acquisition or divestiture?
What is the appropriate level of spending for facility renewal?
Do previous own/ lease decisions still apply today?
What is the Book Value and Market Value of facilities?

1

Vacancies in US commercial markets are at 17.1% at the end of 2012, however large blocks of contiguous space are starting to disappear. Office
space absorption is growing fastest in the U.S., followed by Western Europe. Supply and demand in Asia and Central/South America are keeping
pace, with no change expected in the overall vacancy rate in 2013. Reported by Jones Lang LaSalle’s Global Market Perspective – First Quarter 2013
at http://www.joneslanglasalle.com/gmp/en-gb/pages/global-market-perspective-offices.aspx
2

The author has conducted an informal survey of 10 IFMA chapters in which only 15% (approximate) of Facility Managers have experienced a net
growth in seated population in their facilities from 2008-2012.
3

Unemployment changed dramatically in the U.S. during the Great Depression over a very short time - falling from 22 percent to 14 percent in 1936 as
a result of a Supreme Court ruling that abolished the National Recovery Administration. This ruling created, temporarily, a pro-business climate and led
to business investment and hiring . The U.S. government had been in an adversarial relationship with business, which some say led to a prolonged
depression, while parts of Europe and other areas of the world were in a long recovery. In January, 1936 the U.S. Supreme Court ruled in favor of the
Schechter Brothers who owned a butcher shop in Brooklyn, New York. They were headed to prison because when customers came in their shop, the
brothers did not give them the “next chicken in line” but allowed customers to choose which bird they wanted. They were charged with this and 60
other counts of violating the National Recover Act. Reference: Shlaes, Amity, The Forgotten Man, Harper Perennial, New York, NY, 2007.
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How does Market Value relate to the original purchase price plus the sum of Facility Renewal
expenditures?
Are facilities in the right locations?
Are office layouts configured to support the changing mix of office workers (more knowledge
workers, fewer clerical)?
If office density (more people per sq. ft.) is increased, will existing parking support the increase
seated population?
If we increase use of office space with alternative strategies like work from home, how do we
accommodate parking or transportation for those times when all employees get together?
Will there be the right facilities at the right price, at the right location five years from now?
What is the appropriate level of Sustainability for renovation projects?
Are there ways of using facilities to support the Balance Sheet and Income Statement that have
not been previously considered?
“Strategic Thinking” elevates a Facility Manager’s thinking from the tactical (how can I reduce my budget)
to a higher level where the value proposition for facilities can be clearly stated and backed-up by hard
data. For example, a Facility Manager in the Public Sector may say “our value proposition is that we can
build and run our buildings cheaper than if we leased.” A Private Sector FM may have a more complex
value proposition that supports relocation. “We purchased our current building in a deteriorating part of
town for $14 million. The sum of facility renewal investments since purchase, and for the next ten years is
$22 million. If we remain in the current location, we will have to construct an addition with a parking
garage and relocate the data center for $10 million. This will bring our total investment in the existing
location to $46 million and we will have exactly what we have now – an older building located in a
deteriorating part of town and even at low staff growth rates, we will run out of space within 10-15 years.
If we relocate to a new facility, the total cost will be $60 million and we will be able to remain there for 20
years. The facility will be exactly what we will need in the future and we can sublease expansion space
until we need it. The facility will also function like other financial investments in that it will increase in
value and we can convert the investment to cash with a sale-lease back.”
What is different about today’s operating environment is that in the past, Facility Managers received
concrete staff projections from their organization and developed a plan to respond while today, Facility
Managers need look at alternative scenarios for the future operating environment and plan for a
reasonable range of outcomes.

Strategic Thinking
Strategic
Thinking
provides
insights about the present and
foresight about the future, but
can’t be processed correctly
without the laborious datagathering
and
analysis
associated with Strategic Facility
Planning. A model of how
Strategic Facility Planning and
Strategic Thinking should work
together will be presented in this
Figure 3 – Strategic Facility Planning and Strategic Thinking
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paper along with a process for formulating questions and some advice on developing a team and a team
work-environment that will support development of a plan that serves the needs of the enterprise, whether
public or private.
If you consider Strategic Facility Planning as the process of continually aligning the facility with
organizational and technology needs of the enterprise, then there are many overlooked opportunities to
add value. By gathering and analyzing the right facility information, within the context of the Strategic
Facility Planning process, then overlaying the process with “Strategic Thinking,” Facility Managers can
discover a value proposition for how their facilities enhance performance of the enterprise.
4

The International Facility Management Association (IFMA) has developed a “white paper” that is a “howto” primer for Strategic Facilities Planning. A strategic Facilities Plan links an organization’s core
business strategy and long-term facility requirements. The product of a plan is both a short-term and
long-term Capital Budget that identifies projects that will fill the “Gap” between organizational needs and
facility availability. The IFMA process is very similar to the four-step Strategic Facility Planning process of
Figure 3.

STRATEGIC FACILITY PLANNING
(What you do)
Phase 1 - Where you have been – Researching and benchmarking existing operating cost and space
management can provide insights into how to improve operations now and identify future improvement
opportunities.
Phase 2 -Where you are headed –
Developing future staff and space
needs within the context of various
“scenarios” (multiple futures) develops
options and focuses evaluation efforts
on decision-making. A facility “Vision”
and “Guiding Principles” can be
developed to aid corporate governance
and guide future decision-making.
Phase 3 - How to get there
Determining the financial impact of
scenarios. Analyzing the financial
difference between scenarios and
identifying potential benefits beyond
pure financial impact, help to clarify the
best path moving forward. It should be
pointed out that in facility planning

4

Figure 4 – a “combined graph” showing the relationship
in changes in Net Sales, Total Space, Corporate Campus
employees and Number of stores. Graphs of this type
support “Strategic Thinking.”

“Strategic Facility Planning: A White Paper, developed by the International Facility Management Association and available for
download at http://www.ifma.org/docs/knowledge-base/sfp_whitepaper.pdf.
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the difference in Net Present Value between the scenarios is the most important financial factor in
evaluating scenarios.
Phase 4 - Consensus Building – Soliciting feedback from a diverse set of stakeholders elicits a wide
range of questions that come from different perspectives. Answering these questions helps target the
best scenario and provides for a stronger business case. After the appropriate amount of “Strategic
Thinking,” Facility Managers can develop their Value Proposition.

STRATEGIC THINKING
(How you think – No particular Order)
Systems Thinking – Every Facility Manager operates in a “Facilities” operating environment that is
similar to other Facility organizations. Their core business, however operates in an environment that is
unique to their industry. Benchmarking facility performance can lead to better performance for the
Facilities Department.
Intent Focused – A facilities “Vision” and “Guiding Principles” are examples of tools that organizations
employ to systematically shape future decisions in a particular direction. The General Services
Administration’s number one Guiding Principle has been “Use what you have first.” This guidance is
easily understood and directs facility decision-making, regardless of who is in a position of authority.
Intelligent Opportunism – Traditional lines of thinking reinforce how to make the most out of limited
resources and current opportunities. Intelligent Opportunism embraces concepts not at the center of
organizational consciousness. Instead of focusing on a five-year struggle to reduce facility operating
costs, a Facility Manager may ask “why not move to a lower cost facility?”
Thinking in Time – is a process embedded in the first phase of Strategic Facility Planning process where
changes in Key Metrics over time are plotted and evaluated. Understanding the relationship between
these metrics (like sales volume to the number of staff at the corporate HQ), coupled with intelligent
opportunism and other ways of Strategic Thinking can help identify creative ways of looking at the future
that may be of benefit to the organization (see Figure 4).
Hypothesis Driven – Strategic Facilities Planning provides a process for asking the question “what if?”
(see Phase 3 – how to get there). By studying the answers to multiple “what if” questions, Facility
Managers can understand the financial implications, schedule impacts and intangible aspects of various
courses of action.

The Decision Making Process
Decision making is both science and art. Decision making is knowing if to decide, then when and what to
decide. It includes understanding the consequences of decisions. Decisions are the means by which the
5
commander (decision-maker) translates his vision of the end state into action. Facility Managers can
take away specific process improvement ideas from the Military Decision Making Process and Agile
Software Development Process.
Military Decision Making Process
The military decision-making process is a proven analytical problem-solving process that can be
compared (generally) to the Strategic Facility Planning process in that both are analytical processes. The

5

U. S. Military Decision-Making Process, reference http://www.au.af.mil/au/awc/awcgate/army/fm101-5_mdmp.pdf
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military process relies heavily on quickly incorporating reconnaissance into already developed plans
(called courses of action) to deliver “modified” plans (assuming assumptions are still correct). This
develop/reuse strategy is essentially what we are proposing for the Strategic Facilities Planning/Strategic
Thinking process for today’s unique business environment.
Some of the best practices that can be learned from the Military Decision Making Process include:
Plan Assumptions – List all plan assumptions and where they are used in calculations for each
scenario. Identify conditions that are assumed over the course of financial analysis. List
conditions that would invalidate the plan or financial analysis.
Scenario Analysis – As mentioned previously, the absolute cost for capital spending should not
be the deciding factor when evaluating plans, but the difference in Net Present Value (includes
both Capital Investment and Operating Cost) between scenarios should be the major financial
analysis criteria. Other best practices for evaluating scenarios include:
o Suitability – as conditions change is the economy, the ability of a scenario to meet
original objectives changes. Check to make sure that the assumptions (i.e. discount rate)
and business environment have not changed from original plan.
o Feasibility - if, after a period of time, a plan is re-examined, does it still have the ability
to meet objectives? The most important change over time is the availability and price of
real estate. Make sure previous assumptions have been adapted to the current market.
o Acceptability – when a plan is re-examined, are the magnitude of expenditures and type
(capital vs. expense) still within current limits of acceptability?
o Distinguishability – are plans distinguishable from each other with the passage of time?
o Completeness – if previous plans have been adapted, are they complete?
o Avoid – drawing premature conclusions and gathering facts to support such conclusions
o Decision Points – if there are specific time constraints, decision points must be identified
and emphasized when presenting to executives.
o Brainstorming – soliciting input from a variety of team members yields the best results
when developing and evaluating scenarios.
o Decision Matrix – seeing all the
relevant information at one time, in
a matrix or “dashboard” format
allows the brain to process more
complex information, faster.
Agile Development
Both Software development and Strategic Facility
Plans have traditionally been driven by “top down”
instructions. FM’s should learn from the Agile
Software Development Process about how to
develop and implement a plan that is fluid and which
can be quickly changed as the business
environment changes.
One of the problems with traditional software
development, often called the “heavyweight waterfall
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Figure 5 – War Room facilitates the art of Colocation
(placing multiple entities in a single location) –
Strategic Facility Planners, Facility Managers, Project
Managers, Furniture Managers, Financial Analysts
and Real Estate professionals work together to
develop an adaptable plan.

method” was that the process was top-down, regimented and micromanaged. Agile Software
6
Development methodology evolved slowly in the last half of the twentieth century as a better way to
work. A compilation of major aspects of the approach was released in the “Agile Manifest” in 2001,
which included the following: We have come to value: individuals and interactions over processes and
tools; working software over comprehensive documentation; customer collaboration over contract
negotiation; responding to change over following a plan.
There are many characteristics of Agile Development that can be applied to the Strategic Facility
Planning Process because they both embrace a process, and set forth ways of working in a rapidlychanging business environment. Specifically some of the ways both processes add value is through the
interaction of people through processes (ref. Figure 3), customer collaboration (i.e. reference emerging
7
role of “occupier advocate ” – someone who is more concerned with the people rather than the building),
and responding to change instead of blindly following “the plan.”

Considering “Thinking about Thinking” and “Human Nature” when Planning
What should Facility Managers “think about while strategic facilities planning?” A good starting point is
thinking about the economy and how future facility decisions will be impacted by various economic
futures. In a downturn, for example, there may be little short term impetus for building additional space
but if an organization has been on a growth trajectory and continues to grow, it will eventually need more
space. There are several benefits associated with building in a down turn that should be considered –
lower unit construction costs and lower design fees. Unit construction costs (cost per sq. meter/ cost per
sq. ft.) decrease due to an ultra-competitive bid environment (more bidders on each job). When the
economy turns around (it always does), unit construction costs will rise due to a less competitive bid
environment (fewer bidders) and more projects (plethora of “delayed” projects). Due to the length of this
downturn (Total U.S. Construction spending is still 30% lower than in 2008), many contractors and
subcontractors have gone out of business, and when the construction market turns, it will “spike” meaning there will be a significant increase in unit costs because there will be fewer bidders on each job.
Architectural fees will rise. Corporate clients who have squeezed architectural firms’ fees to record low
levels will find they will be searching out new architectural relationships. This is because when corporate
clients ask vendors to cut costs or be cut loose in a recession, it’s a corporate move that rewards the
corporate managers. During this recent recession, Architecture firms (owned by individuals, not a
faceless entity) have been asked to take fee cuts in the neighborhood of 30%. These architecture firms
(owned by individuals) have been financially damaged by the recession and the fee cuts are a personal
issue. When the market turns, there will not be enough architects in the work force to handle the influx of
8
new projects as the workforce is estimated to be down about 15% from 2008 and very few college
graduates have been absorbed into the field over the last 4 years. The law of supply and demand will
again raise its head and architectural fees will rise significantly. How was this and other conclusions
reached? By thinking about the construction market, the economy and human nature.
6
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Agile Software Development – reference Wikipedia.org, http://en.wikipedia.org/wiki/Agile_software_development
Occupiers Journal publication “Work&Place is available at – www.occupiersjournal.com

8

Government statistics on Architectural unemployment are statistically unreliable due to the small sample size of architects in
each survey according to the American Institute of Architects. Archrecord.construction.com “Exactly How Many Architects in
the U.S. are Unemployed?” Architectural Record, Oct. 25, 2010.
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Understanding human nature can provide significant insights into facilities planning and life. Take the
case of American Football’s Champion Baltimore Ravens. In the playoffs they faced the Denver Broncos
who had a 13 game winning streak, the best record in the league, the best quarterback and in many
sportscaster’s opinion, the best team in the league. The Broncos thrashed the Ravens during regular
season play. The two teams met in the playoffs in extreme cold (9° F, -13° C). TV commentators,
seeking to illustrate the cold, held bottled water while talking and when they finished ten minutes later,
showed the viewers that the bottle was frozen. The Ravens understood that playing in extreme cold for
more than four hours diminishes reaction times and “makes you stupid.” They adjusted their game. The
Broncos didn’t, played a defense based on quick reaction, burned and lost the game.
Whether its sports, politics or facilities planning, those who understand human nature gain a competitive
advantage. Consider the recent U.S. legislation that has outlawed the sale of T-12 fluorescent lights.
Many Facility Managers have proceeded with replacement programs, but an unusually large number
have procrastinated. What will be the result? When current supplies are gone, facility managers will be
forced to change ballasts or fixtures and there will be a shortage of electricians and prices will rise due to
the law of supply and demand. In a similar manner, there will be a spike in office lease rates after the
turnaround because Facility Managers have been cautious in adding space. When hiring reaches the
point where new space is needed they may have to go outside their current facilities and lease space.
Facility Managers who understand human nature will enjoy an edge over the “reactionaries” and
“procrastinators” when the economy turns around.

Conclusion
In today’s business environment Facility Managers are faced with a
significant degree of uncertainty. While many FM’s have vacant space,
the most likely scenario for filling the space or needing extra space will not
come from incremental headcount growth, but from a merger or
acquisition – a “wildcard” if you will. By developing an adaptable Strategic
Facilities Plan, employing “Strategic Thinking” and embracing the
collaborative characteristics of Agile Development, Facility Managers can
rest assured that they will be able to identify their value proposition and
quickly adapt the plan to changing circumstances.
Strategic Facility Planning is a knowledge management and analysis
process that supports Strategic Thinking. With the right steps in
Strategic Facility Planning, Strategic Thinking will flow as a natural
result. They support each other. Strategic Thinking identifies a gap
between the present and potential better futures. Strategic Facility
Planning provides a process and framework for analysis that opens the
mindset in an organization, and this in turn creates value in the core
business, whether in the Public or Private sector.

Figure 6 – Strategic Facilities
Planning used to be like a
symphony. Everything was
pre-planned and the Conductor
coordinated the orchestra.

Figure 7 (Charlie Parker) in
today’s environment, strategic
facilities planning is more like
improvisational jazz. Changes
are made “on the fly” but a
superb performance is still
delivered.
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