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SPACE: CONSULTING
The world of work is far from a simple place.  Its filled full of variables that impact the overall 
performance of any organization.  It’s the position of SPACE: CONSULTING that it takes a little (or a lot) 
of thinking to make sure a project or program is launched along the right path.  
When there isn’t yet a project or program, but a sense that there’s an opportunity, then

SPACE: CONSULTING can provide real value.  Because it’s how you look at the opportunity that 
determines the results. 

SPACE: CONSULTING can address the need to provide the facts and evolve the options of what is 
possible:

RESEARCH/SHARED EXPERIENCES: preparing and providing the background research on a medley 
of parallel company experiences.  From formalized benchmark studies to the simple collection of a 
myriad of experiences, the world of work that SPACE: CONSULTING can draw from, provides an 
opportunity for rapid access to a wealth of information

GATHERING DATA: Meeting with selected representatives to gather the information required to 
establish the foundation for need.  Regardless of the required outcome, the solution rests on gather the 
right information from the right people to establish the foundation for the demand

CONDITION ANALYSIS: Survey of existing conditions to assemble the set of facts upon which to then 
base new concept developments including site, building systems, code and regulatory needs, capacity, 
market, use with the identification of the gap to bring the program forward to completion

FEASIBILITY/ EVOLVING CONCEPTS: An analysis of all the factors, combining the knowledge of the
others, definition of needs, current condition analysis to then build a series fo potential solution with a 
range of cost and time impacts



SOLVING THE PUZZLE 
Consulting

Does understanding the need for 
resources improve the functionality?
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Improvements 

4. Organization 
Improvements

5. Process 
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6. Innovation
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Master Plan: 3-5 Yr View
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PHASE 1: Defining                    +  2: Initiating            +   3 : Implementing       +  4: Adjustments as Required
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Further the shortfall of space is evident in churn rates well below 
industry average, resulting in facilities that are not responding to 
changes in business
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Does it seem like I’m looking for an answer
To a question I can’t ask

I don’t know which way the feather falls
Or if I should blow it to the left

All the voices that are spinning around me
Trying to tell me what to say

Can I fly right behind you
And you can take me away

Norah Jones, Nightingale



Anticipation is Key to Success
SEE WHAT WE SEE

SEE www.thinkspace.biz/space-trends.html


