GSH's HQ in Stoke can display to
clients real information on
operalional performance
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expected to be able to see how their properties
would be managed now and in the future, GSH
embarked on a £2.5m investment in IT over the
past two years, and an office refurbishment with
£250,000 of leading edge audio-visual equipment
installed throughout.
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display them on large wall mounted screens for
clients and visitors to see as they walk around
the building.

Each floor of GSH House also includes a new
client presentation suite as well as state of the art
conference rooms and a boardroom with
integrated AMX controls.

Segal continued, “We wanted to be able to
demonstrate each aspect of a client’s contract as
they asked about it. We found that if they come
in groups of more than three or four they tended
to break off into different groups. The GSH hosts
needed to access information to answer
questions or demonstrate processes throughout
the office tour. Now we can call up the system
from anywhere to demonstrate it in real time to
show what we actually do.”

Using its own in-house IT development
resource, GSH has kept ahead of client
expectations of the capabilities of its technology.
Currently migrating from Maximo version 4 to
version 6, GSH first introduced live client
reporting by the GSH portal in 2003. Now five
years on, client expectations are not just for real
time reporting but also for on demand reporting.

GSH is an international business with clients in
the UK, Eire, Netherlands, Belgium, Luxembourg,
France and the USA. In Europe it operates
through a joint venture with HSG Zander which
gives them coverage across most of the
ntinent. GSH concentrates on hard services —
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offices that makes the point for us unequivocally.”




