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ECONOMIC DEVELOPMENT 

Access to high-speed networks 
and services is a top priority for 
commercial tenants, say nearly 

all property owners and building man-
agers who responded to a recent survey. 
In fact, they see high-bandwidth net-
work connections as a greater competi-
tive advantage than gyms, cafeterias and 
other building amenities.

Comcast Corporation, which re-
cently launched fiber-based commercial 
Metro Ethernet services in more than 
two dozen metropolitan areas, polled 
nearly 500 U.S. commercial building 
owners and property managers about 
the importance of advanced communi-
cations services, including Metro Eth-
ernet, broadband Internet, voice and 
video. Survey respondents included 
owners and managers of buildings of 
various types and sizes in all regions of 
the country, and results were fairly con-
sistent across all categories.

More than three-quarters of respon-
dents said they considered access to ad-
vanced telecommunications services an 
important selling tool, and 90 percent 
of them ranked access to advanced com-
munications as top on the list after price, 
parking and location. For respondents 
that manage high-rise office buildings, 
access to advanced communications was 
the third most important selling point, 
and it was tied with location as the most 
important selling point for respondents 
that own or manage 2 million or more 
square feet of property.

Though the survey did not specifi-
cally define advanced communications 

High-Speed Networks  
Attract Commercial Tenants 
As businesses increasingly rely on cloud services, commercial  
property owners and managers find they need superior  
communications services to attract and retain tenants.

services, Tom Sweeney, senior director 
for Comcast Business Class, explained 
that businesses most value the flexibil-
ity to scale services quickly to meet their 
needs. “Each cloud-based application 
adds a new bandwidth requirement,” he 
said, adding, “In the old days, if a cus-
tomer wanted 45 Mbps, it had to order 
DS3 service or bonded T1 lines. That in-
volved placing an order with the service 
provider and getting an access loop – it 

More than a third of survey respon-
dents said the topic of access to advanced 
communications services was raised in 
at least 75 percent of negotiations with 
prospective tenants. As a result, many 
property owners and building manag-
ers are now expanding their building 
network infrastructure options to gain 
a competitive edge and a marketing tool 
for attracting and retaining tenants. 

Sixty-one percent of respondents re-
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What’s important to companies today is to  
be able to scale services up and down as their 

needs dictate – to expand bandwidth with little  
or no interruption to their businesses.

took anywhere from 30 days to months. 
What’s important to companies today 
is to be able to work with a service pro-
vider to scale services up and down as 
their needs dictate. Most of our custom-
ers know the minimum they require … 
but if something drives them to need ad-
ditional bandwidth, they can work with 
Comcast to expand that bandwidth 
with little or no interruption to their 
businesses.”

ported that advanced communications 
services in their buildings provide them 
with a competitive advantage – which is 
critical in today’s commercial real estate 
market. 

“Access to advanced communica-
tions for tenants is a key factor when 
selecting a space for their business,” 
said Linda Ward, property manager at 
Farbman Group, a company that man-
ages more than 20 million square feet of 
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office, retail, multifamily and industrial 
space throughout southeastern Michi-
gan. “When we equipped our build-
ings with advanced communications, it 
generated a lot of excitement among our 
tenants. Our tenants needed a highly 
reliable, all-in-one solution that would 
allow them to quickly and easily receive 
Internet, phone and cable television ser-
vices – without reaching out to different 
providers.” 

DemAnD Drivers for ADvAnceD 
communicAtions services 
A few years ago, businesses demanded 
access to high-performance networks 
primarily to connect with suppliers 
and partners and to meet government 
regulations for off-site backups. Today, 
however, the role of these networks is 
expanding. 

Faster networks now enable busi-
nesses of all sizes to outsource their IT 
infrastructure, applications and services 
to managed hosting, cloud services and 
software-as-a-service (SaaS) providers. 
This helps lower their IT costs and im-
prove efficiency – and it turns a secure, 
reliable, high-performance network 
connection into a mission-critical busi-
ness asset. 

Today, business email is likely a 
cloud service with storage backed up to a 
data center across the country, and team 
meetings are held via videoconferencing. 
Analyst firm IDC estimates that public 
IT cloud services will account for nearly 
half of new IT spending by 2015, with 
75 percent coming from SaaS. Similarly, 
Gartner’s IT spending forecast for the 
second quarter of 2011 estimated that 
public cloud services will grow four 
times faster than overall IT spending. 

multiple service proviDers
Half the survey respondents said that 
providing multiple service provider op-
tions positively impacts their occupancy 
rates up to 19 percent. 

Access to multiple service providers in 
a building gives tenants options for dif-
ferent services, plans, prices and service 
level agreements as well as the flexibility 
to switch providers. Most importantly, 
access to multiple service providers pro-
vides redundancy and load balancing, al-

lowing companies to maximize their net-
work uptime and overall performance.

Nearly two-thirds of respondents 
(62 percent) said their buildings are 
served by multiple fiber-based providers. 
Warehouses were the building type most 
likely to have multiple providers (68 
percent) because their responsibilities in 
moving inventory, order fulfillment and 
related logistics require redundant net-
work connections to maximize uptime. 

In Farbman Group buildings, Ward 
said, some tenants need access to multiple 
providers because they require redundant 
paths – for example, a tenant that oper-
ates a data center and needs to guarantee 
a downtime of close to zero – while other 
tenants simply want a choice of provid-
ers. Farbman, which prides itself on be-
ing a “tech-savvy” owner, helps tenants 
derive the greatest benefit from the pres-
ence of multiple providers by collecting 
feedback on their experiences with dif-
ferent providers and sharing it with other 
tenants and prospective tenants. 

Terry Connell, senior vice president 
for Comcast Business Services, ex-
plained, “As businesses look to acceler-
ate their operations and reduce IT costs 
with SaaS and cloud-based services, 
companies are realizing that a scalable, 
reliable wide area network connection is 
critical to the success of their business, 
which is precisely why access to multiple 
fiber network connections is a top prior-
ity in recent office space searches.” 

property owner perspectives
In a webinar discussion of the survey re-
sults, Brian Mann, the managing part-
ner of Mann Properties, commented 
that the survey findings matched his 
own experience – except, rather than 
finding the availability of advanced 
communications services to be an ad-
vantage, he found their absence to be a  
disadvantage. 

Though Mann Properties is a value 
provider with small tenants in non–Class 
A buildings, it considers advanced com-
munications services a necessity rather 
than an amenity. “Tenants wouldn’t 
lease in a building without electricity,” 
Mann said, “and they wouldn’t lease in 
a building without broadband, either.”

Mike Pepper, managing director of 
the properties group at Kennedy Wil-
son, which primarily operates suburban 
office buildings, agreed that “the need 
for telecom sophistication is even more 
paramount than the survey would indi-
cate.” Broadband connectivity was usu-
ally the second question his prospective 
tenants asked, immediately after deter-
mining that a building’s neighborhood 
was suitable for them.

Mann and Pepper both said that 
equipping buildings for advanced com-
munications services had become more 
feasible because fiber had been extended 
into so many commercial areas. “Ten 
years ago, we couldn’t afford to pay for 
retrofitting our buildings,” Mann said. 
“As time has progressed and the infra-
structure has grown, [fiber] has come 
closer to legacy properties, and provid-
ers are more willing to bring it to our 
tenant base.” 

They also agreed that accommodat-
ing multiple providers has become easier 
because more providers are competing 
for commercial tenants, not only with 
direct fiber connections but also with 
rooftop wireless installations. Pepper ex-
plained, “It used to be that the building 
owner had to pay [for the installations] 
and police the providers; now, as the 
equipment has become more powerful 
and takes up less room, my job is just to 
direct traffic and accommodate as many 
of the tenant requests as we can.” 

As service providers assume more of 
the installation costs, they have become 
less willing to share revenues with build-

Obtaining advanced services is easier now,  
but revenue sharing is less common.  

Property owners are satisfied with the trade-off. 
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ing owners. However, these owners felt 
that the telecom revenues they received 
were never worth the responsibilities 
entailed. Mann said, “Looking back, 
maybe [revenue sharing] wasn’t a real 
business model in the first place.” Pepper 
added, “We wasted a lot of time trying to 
manage and control a very squishy prod-
uct. … Real estate was hard enough –  
we weren’t going to be landlords and 
phone company substitutes.” 

Even when they don’t collect an-
cillary revenues, property owners and 
managers can take advantage of the 
advanced communications networks in 
their buildings to make their operations 
more efficient. For example, both Mann 
and Pepper have installed Web-enabled 
HVAC systems that they said saved 
countless telephone calls, truck rolls and 
hours of diagnosis and tweaking. 

recommenDAtions
Based on its analysis of the survey re-
sults, Comcast concluded that to attract 
and retain tenants, building owners and 

property managers must provide con-
nectivity to advanced communications 
services – if possible, from multiple 
service providers over diverse networks. 
Ensuring the availability of connectiv-
ity and proactively marketing that ca-
pability to prospective tenants will add 
value and help owners differentiate their 
building portfolios.

Comcast recommends that building 
owners and property managers 

• Benchmark the products, services 
and prices in their properties against 
competitive local properties to help 
analyze their competitive advantage 
and fill in any gaps in access to ad-
vanced communications services.

• Ensure that their marketing and 
sales materials list all the communi-
cations services and providers avail-
able in their buildings so these key 
selling points stand out for prospec-
tive tenants. 

• Highlight network access points, 
data rooms and other on-site com-

munications facilities when giving 
tours of properties. 

• Educate brokers about the advanced 
communications services offered in 
each building and the benefits to 
prospective tenants.

• Ensure a wide range of bandwidth 
capacity options delivered over mul-
tiple separate networks so that if one 
network goes down, tenants can still 
be connected. 

• Be prepared to discuss plans for 
bringing services into buildings that 
do not have them, and be aware of 
the available service providers. 

• Take the time to understand ten-
ants’ business and potential applica-
tions as well as the services they need 
(videoconferencing, SaaS, digital 
imaging). Proactively discuss how 
the building’s advanced communica-
tions infrastructure is suited to those 
needs, rather than wait for tenants 
to ask about a building’s advanced 
communications infrastructure. v


