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CLIENT

London Portfolio – Multiple Clients

REAL ESTATE TYPE

Multi -Let Offices

LOCATION

London, UK

SQUARE FOOTAGE

4,168,850 sq ft

BACKGROUND

As  ESG  expectations  accelerate,  Cushman  & 

Wakefield  UK  Asset  Services  recognise  that  credible  

portfolio  performance  depends  on  the  standards  set  

within  our  supply  chain . Our  expectation  was  clear : 

elevate  ESG  criteria  as  a  non -negotiable  standard,  

doing  more  than  simply  promising  carbon  neutrality . 

Our  supply  partners  need  to  meet  and  grow  with  our  

sustainability  ambitions .

Regular Cleaning distinguished itself as a Planet 

Mark –certified leader, delivering transparent carbon 

reporting and meaningful social value while driving 

positive change across Greater London. Their level of 

openness and ambition aligned directly with the 

standards we expect from our partners.

SERVICES

• Asset Services

• Facilities Management

Sustainability in Action: 1.6M 
Litres of Water Donated Through 
Supply Partnership

Better begins now

CHALLENGE

The  Procurement  team  sought  to  secure  suppliers  who  

could  provide  transparent  carbon  data,  deliver  

measurable  social  value,  and  keep  pace  with  ESG  

expectations . Many  relied  on  unverified  claims,  making  it  

essential  to  identify  partners  capable  of  evidencing  real  

impact  and  supporting  a more  mature  and  accountable  

supply  chain .
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SOLUTION

Cushman  & Wakefield  strengthened  its  procurement  

approach  by  embedding  elevated  ESG  and  social  

value  requirements  into  every  tender .

Regular  Cleaning  stood  out  immediately!  They  

offered  transparent  carbon  reporting,  strong  Planet  

Mark  credentials,  and  proven  social  value  delivery,  

creating  a  partnership  built  on  accountability  and  

continuous  improvement . 

This  approach  ensures :

✓ Transparent  and  consistent  carbon  data

✓ Prioritisation  of innovation, including 

chemical - free cleaning and energy - efficient 

equipment

✓ Tangible  social  value  delivered  from  the  portfolio,  

with  more  than  1.6  million  litres  of  clean  water  

donated  through  the  Made  Blue  Foundation

RESULTS

Raising  standards  within  its  supply  chain  translated  

into  measurable  impact  across  the  portfolio . 

Independently  validated  reporting  recorded  28 .59  

tCO ₂e  from  April  2024  to  March  2025 , embedding  

carbon  transparency  into  daily  operations . 

Services  generated  1,663 ,600  litres  of  clean  

drinking  water  in  2025 , enabling  228  people  safe  

water  for  a  year . IOSH  training  strengthened  

capability  across  sites,  while  £ 3 .7 m  in  social  value  

and  Planet  Mark  recognition  demonstrate  the  scale  

and  integrity  of  this  approach .
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• Asset Services

• Facilities Management

Better begins now

TANGIBLE BENEFITS AND KEY TAKEAWAYS

By selecting Regular Cleaning as a true Partner of 

Choice, Cushman & Wakefield embedded 

independently validated transparency, high -

support, high -challenge collaboration and 

education into its supply chain, strengthening 

portfolio accountability and accelerating carbon 

reduction and social value at scale.

This partnership has demonstrated the tangible value of 

aligning our supply chain with our sustainability ambition. 

Regular Cleaning’s commitment to transparent carbon 

reporting and meaningful social impact has strengthened 

the resilience and performance of our portfolio. It 

exemplifies the type of mature, ESG -driven collaboration 

we expect to build across all future supplier relationships.

Chris Ferris – Partner, Head of Procurement, UK Asset Services

“

Sustainability in Action: 1.6M 
Litres of Water Donated Through 
Supply Partnership
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