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Established in 1988, the Facility Management Association of Australia 
(FMA) is the peak national industry body for facilities management, 
representing and supporting professionals and organisations 
responsible for the management, operation and maintenance of 
buildings, precincts and community infrastructure. 

With the support of committees around Australia, the Association 
provides a range of services including information and networking 
events, education, learning and professional development 
opportunities, industry research and development, professional 
standards development for skills and competency, and proactive 
partnering at all levels of government. 

A primary focus of the Association in representing the facilities 
management industry is to ensure that the needs of facilities 
management professionals are understood and considered in 
government and business policy formulation and decision making. 

FMA is a founding partner of Global FM, which enables the Association 
to enjoy a productive relationship with its allied membership 
organisations from around the world and provides further access to 
international research and innovative practices. FMA is also a member 
of leading industry bodies such as the Australian Sustainable Built 
Environment Council (ASBEC). 

The Association believes governments at every level should seek 
to empower all Australians to reach their full potential through the 
provision of quality and sustainable built environments. 

For more information visit www.fma.com.au 

Programmed Facility Management provides a range of maintenance 
services within the built workplace environment, as well as managing 
the impact these services can have on people and the workplace. 
Programmed Facility Management can tailor a complete property 
maintenance package, which includes a range of maintenance 
activities through to project management of building refurbishments. 

Programmed Facility Management can manage your entire facility, 
including non-core support services, as well as providing strategic 
facilities management advice and consulting. We tailor solutions and 
systems to meet changing customer needs, and manage risk to reduce 
customer exposure. 

Our range of property maintenance services includes planned and 
responsive maintenance works, within a 24 hour customer service 
centre. Refurbishments or capital upgrades can be managed from 
design through to completion. Training auditors can also inspect and 
report on the condition of your buildings. Our Computer Aided Design 
(CAD) team can assist with all aspects of your project design and 
produce the necessary drawing and specifications. 

Whatever industry you’re in, Programmed Facility Management can 
customise a maintenance and/or Facility Management solution to 
perfectly fit the size and scale of your operation. 

For more information visit www.programmed.com.au 

The Facilities Management Association of New Zealand (FMANZ) is New Zealand’s leading membership association for the facilities management 
profession. With over 500 members, FMANZ is a rapidly-growing, collaborative network of FM professionals, defining and implementing best 
practices. The Association has three core functions - education, networking and advocacy - and offers its members access to professional 
development programmes, certification of their skills and the opportunity to participate in multiple networks for the free exchange of ideas 
with peers. These services are the basis of greater recognition and acceptance of facilities management’s successful role in governments, 
organisations, academia and industries. 

For more information visit www.fmanz.org 
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DISCLAIMER

This document has been prepared for the use stated in the document title only and for all other functions for information purposes only.

Unless otherwise stated, this document must not be relied upon for any purpose, including without limitation as professional advice. FMA, 
FMANZ, and Programmed Facility Management, nor their officers, employees or agents accept any responsibility for any inaccuracy of information 
contained within this document. FMA reserves the right to retract this document at any time. This document must not be reproduced in part or full 
without prior written consent from FMA.
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Now in its fifth year, the Facilities Management Industry Census 
provides valuable insights into this vital sector. The purpose of the 
Census is to provide a snapshot of the current industry and insights 
into meaningful trends, with each year adding more data and a greater 
understanding of industry norms and changes.

Conducted each year, the Census gathers valuable information relating 
to three types of industry ‘participants’: Purchasers, Practitioners, and 
Suppliers.

As facilities management continues to transition from a vocation to a 
profession focused on stakeholder relationships, the industry has seen 
a shift away from the image of the older white male FM Practitioner.

The 2016-17 Census has seen the largest improvement in gender 
diversity in its history. Female Practitioners now make up 28% of the 
workforce, increasing from 19% in 2012-13 and from 22% last year.

Executive Summary

Previously faced with an issue of an aging workforce, the facilities 
management industry is also getting younger, with this Census 
showing 37.7% of Practitioners now being under 40. 

Similarly, the overall breakdown between different age groups has 
become much more even over time, reflecting the industry’s efforts to 
improve diversity in this area.

The reach of facilities management companies is increasing, 
with 60.7% of responding Practitioners working for a ‘global’ (those 
operating within multiple countries around the world) or ‘multinational’ 
firm (those operating within multiple countries within one geographical 
region), rising from 48.4% in 2016 and 38.73% in 2015.

80%

60%

40%

20%

28% Female

72% Male

2013 201720152014 2016

Fig 2: Practitioner Gender

Despite an apparent slow down seen last year, the trend toward greater 
levels of education for facilities management Practitioners appears 
to have continued. Additional data in future years will provide further 
clarity of long-term trends.

A Diploma of Facilities Management is 
considered the most suitable form of formal 
education required to become a Practitioner 
in the facilities management industry, with 

this Census showing a record 30.5% of 
Practitioners with this level of education.

While down 10.1%, ‘corporate offices’ remain the most common 
type of building being managed with 54.3% of responding 
Practitioners indicating it forms part of their portfolio. 

With an average over four years of 3.3%, ‘tourist accommodation / 
hotels’ remains the most specialised sector of those measured.

Trends appear to be showing an industry where Practitioner portfolios 
are growing in terms of the number of buildings, their individual size 
and their overall geological distribution, while the diversity of building 
types is decreasing.

Purchasers engage 13.52 contractors for  
each employee directly involved in delivering 
their facilities management services, rising  

from 5.77 last year.

Practitioners also appear to have significantly increased their 
outsourcing as well, with the drivers behind this being unclear at this 
time.

The most prevalent services also outsourced by Purchasers were 
again Planning and Design as well as Construction services, with 
87.1% of the former and 90.3% of the latter being outsourced all or 
some of the time. 

Financing and Accounting services continue to be the least outsourced 
services with 83.9% of Purchasers in this Census indicating they keep 
these functions in-house, rising from 73% last year and comparable to 
86% in 2015.

With 48.3% of Purchasers rating it as very high, the top benefit for 
outsourcing facilities management services is ‘accessing best 
practice’. This presents a significant jump since 2015 when only 
24.6% rated it very high and 52.5% as high.
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For Practitioners who responded to the Census the top benefit of 
sub-contracting specific facilities management services to suppliers is 
‘reduced risk’ with 39.9% indicating it as high and 45.3% as very high; 
reflecting a similar trend seen with Purchasers.

‘Maintenance’ and ‘cleaning’ services  
continue to be the most sub-contracted

by FM Practitioners, with 83% and 80.8% 
indicating they do this always or often.

The biggest growth has been in ‘emergency planning and management’  
where Practitioners indicating they always or often outsource these 
activities has risen from 29.4% in 2015 to 45.1% in this Census.

For the majority of their facilities management supply chain, 48.4% 
of Purchasers intend to re-tender with a revised scope at contract 
renewal dates (or within the next 12 months). 

At 36.7% of Purchasers see the ‘gain share model’ is the best suited to 
their business, while Practitioners continue their strong support for the 
‘reimbursable model’ at 39.1% in this Census.

At the executive level of Purchaser organisations facilities 
management is seen as less of ‘an operational expense’ compared 
to previous years, with 43.3% of Purchasers indicating this as the 
predominant view.

As understood by Practitioners, 37.5% believe Purchasers see it as ‘a 
conduit for the delivery of core business’ (up from 26.3% in 2015). 

A majority of Purchasers again consider facilities management to 
be a first or second priority against other expenditure categories in 
their organisation, rising to 54.8% of respondents in this Census.

This Census has seen an increase in  
the number of Purchasers indicating  

facilities management is ‘always’  
discussed at the executive level.

‘Team competencies and skill base’ is the most highly rated used 
to select facilities management service providers, with 51.6% or 
respondents rating it very high (up from 45.5% in 2016).

‘Performance against agreed KPIs’ was seen as the top criteria for 
Purchasers to evaluate outsourced facilities management services, with 
86.2% rating it as high or very high. 

As seen in previous years, a Facilities Manager remains the most 
common type of Practitioner at 39.5% (up from 23% in 2014).

More than half of Practitioners (or their direct supervisors) continue to 
meet with Purchasers at least monthly, although those meeting every 
six months or more have increased to a record 29.7%.

Suppliers involved in ‘maintenance’ continue to make up the largest 
group of respondents (27.7%) followed by ‘engineering’ and ‘cleaning’.

48% of Suppliers have 100 clients or less compared to a high of 
64% in 2014.

A majority of Suppliers obtain at least 26% of their revenue from 
facilities management, with 52% of respondents ranking it first or 
second against other revenue categories.

Networking events are used by 70% of Suppliers to promote their 
brand/goods or services, down from 83% in 2015.

26% of Suppliers attend meetings with  
facilities management Practitioners on a  
weekly basis to discuss strategy, rising  

from a low of 15.2% in 2015. 

The proportion of responding Suppliers compliant with the ISO 9000 
Quality Management standard has risen again after falling to 47.8% last 
year, with notable growth in those Suppliers compliant with the risk 
management standard ISO 31000 (rising to 40% from 25.5% in 2014).

When ranked the top strengths for the facilities management industry 
remain ‘improving and maintaining health and safety’, ‘improving FM 
service levels’, and ‘energy management’.

Those who see ‘carbon management’ as  
a strength of the facilities management 
industry has dropped from 25.7% to  

15.6% in the last year.

The top overall opportunity for the industry remains ‘advances 
in technology’, with its overall score (opportunity minus threat and 
excluding those who were unsure) dropping 88% in 2016 and 87% in 
2015 to 75.7% in this Census.

The issue of ‘wage inflation’ continues to be the greatest threat with 
a score of -43.8%, which is down significantly from -34% in 2015.

All three types of respondents have the same top three opportunities, 
although the scores have dropped; possibly displaying lower levels of 
confidence in the industry.

< >
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Facilities Management Industry Census

Trends & Insights

The Facilities Management Industry Census is conducted annually by 
the Facility Management Association of Australia (FMA) in association 
with industry partners Programmed Facility Management and the 
Facilities Management Association of New Zealand (FMANZ).

The Census has become a valued resource providing important insights 
into both the profession and wider industry of facilities management. 

The purpose of the Census is to provide a snapshot of the current 
industry as well as insights into meaningful trends. It is intended for a 
broad audience, including those not regularly or directly involved in the 
industry as well as those looking at a career in the industry.

Conducted online each year, the Census gathers valuable information 
relating to three types of industry ‘participants’: Purchasers, 
Practitioners, and Suppliers.

Introduction

2012-13

Purchaser A person who procures facilities management 
services for delivery, or is a decision maker on 
how individual facilities services are delivered. (i.e. 
building owners)

Practitioner A contracted (outsourced) or directly employed 
(in-house) provider of FM services. (i.e. facilities 
manager or facilities coordinator)

Supplier A provider of products or services to the facilities 
management industry (i.e. consultant, cleaners, 
security, etc.)

Fig 1: Participant Types
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Trends & Insights
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FACILITY MANAGEMENT ASSOCIATION

Facilities Management Industry Census

Trends & Insights

Practitioners continue to make up the majority of respondents to the 
survey at 68.7%, which is above the five year average of 63.7%.

The focus of this analysis is on the facilities management Practitioners 
themselves and their organisations, with additional analysis provider for 
Purchasers and Suppliers as well as the overall industry.

However, information presented in this report is just a summary of the 
large amounts of data collected. Those interested in learning more 
about facilities management and/or the results of the Census should 
contact the team at FMA by visiting fma.com.au.

Note: as data now allows this Census to give greater focus to trends, 
some information from previous years has been recalculated to ensure 
accurate and meaningful like-for-like comparisons between studies. In 
most cases this has only minimal impact on comparative information, 
however it does mean that some figures from previous versions of the 
Census will have changed in their representation here.

This is the fifth time the results of the Census have been published.

1
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2016-17

http://fma.com.au
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As facilities management continues to transition from a vocation to a 
profession focused on stakeholder relationships, the industry has seen 
a shift away from the image of the older white male FM Practitioner.

The 2016-17 Census has seen the largest improvement in gender 
diversity in its history. Female Practitioners now make up 28% of the 
workforce, increasing from 19% in 2012-13 and from 22% last year.

Demographics & Diversity

80%
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40%

20%

28% Female

72% Male

2013 201720152014 2016

Fig 2: Practitioner Gender

Previously faced with an issue of an aging workforce, the facilities 
management industry is also getting younger, with this Census showing 
37.7% of Practitioners now being under 40. 

This represents a 10% rise in the last two years and possibly shows 
that as older members of the workforce retire they are being replaced 
by a much younger type of professional rather than immediate peers.

Similarly, in 2013 almost half of Practitioners were at least 50 years 
old, which was seen as indicative of the same issue. In 2017 this has 
dropped to 34.5%.

Figure 3 also shows how the overall breakdown between different age 
groups has become much more even over time, reflecting the industry’s 
efforts to improve diversity in this area.

It remains unclear how the facilities management industry is performing 
in other areas of diversity (such as ethnicity or sexuality), however this 
could be explored in future version of the Census.

80%

60%

40%

20%

2013 201720152014 2016

 50-59  >70
 40-49 30-39 20-29

 60-69

Fig 3: Practitioner Age
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Fig 4: Practitioner Business Type

The reach of facilities management companies is increasing, with 
60.7% of responding Practitioners working for a ‘global’ (those 
operating within multiple countries around the world) or ‘multinational’ 
firm (those operating within multiple countries within one geographical 
region), rising from 48.4% in 2016 and 38.73% in 2015.
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A Diploma of Facilities Management is considered the most suitable 
form of formal education required to become a Practitioner in the 
facilities management industry. This Census shows a record 30.5% of 
Practitioners with this level of education, rising from a previous low of 
23.2% in 2016 and high of 27.5% in 2013.

Similarly, a Masters level degree is seen as less relevant for most roles, 
which is reflected in the Census with an increasingly smaller proportion 
of Practitioners indicating it as their highest level of education (8% 
down from 12% in 2016, 13% in 2015, and 17.5% in 2014).

 Certificate level

Education

80%

60%

40%

20%

2013 201720152014 2016

 Diploma level  Bachelor or higher
 Grade 12/13 and lower

Fig 5: Highest Level of Practitioner Education

For Practitioners where it is their highest level of education, a Diploma 
is seen as ‘relevant’ by 56.4%, with 89.7% considering it as at least 
‘partially relevant’ (compared to 84.5% across all education levels). 

This finding is similar to the results for Practitioners with a Diploma as 
their highest level of education in 2016 (88%) and 2015 (90.2%), and 
could be seen to reflect the suitability of a Diploma to a majority of 
roles in the facilities management industry.

Despite an apparent slow down seen last year, the trend toward greater 
levels of education for facilities management Practitioners appears 
to have continued. Additional data in future years will provide further 
clarity of long-term trends.

The number of buildings in Practitioner portfolios has remained varied, 
but has seen a drop in small portfolios of five buildings or less (up since 
2014 but down from 42.1% in 2015 to 38% in 2017).

75.9% of Practitioners are responsible for 50 buildings of less, while 
the greatest growth has been for portfolios with between 21 and 100 
buildings (up from 29.8% to 34.3% since 2015).

Portfolios

Fig 6: Number of Buildings in Portfolio

201720152014 2016

40%

30%

20%

10%

 6-10
 51-100  101-500

 1-5  21-50 11-20
 Over 500

The split between the type of buildings in Practitioner portfolios has 
remained relatively consistent since 2014, with the biggest drop over 
that time being in ‘government / special purpose’ (down 10.8%). 

‘Corporate offices’ are down 10.1%, but remain the most common 
type of building being managed with 54.3% of responding Practitioners 
indicating it forms part of their portfolio. 

With an average over four years of 3.3%, ‘tourist accommodation / 
hotels’ remains the most specialised sector of those measured.

The average size of buildings in Practitioner portfolios has seen a 
comparative drop over the last three years in smaller buildings, with 
9.8% fewer indicating their average building was 1,000 sqm or less.

This trend has also seen an increase in larger buildings with the biggest 
gains seen with 29.6% of Practitioners having an average building size 
of 10,000 sqm+ (an increase of 7.7% since 2015).

https://www.fma.com.au/diploma-facilities-management
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Fig 7: Type of Buildings in Portfolio
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Fig 8: Average Size of Buildings in Portfolio

43.5% of Practitioners have a total portfolio of 50,000 sqm or less 
(down from 58.6% in 2016 and 55.1% in 2015, with the biggest drop 
with those whose total portfolio is between 20,001 and 50,000 sqm.

The data shows that over the last three years Practitioner portfolios 
are getting larger, with reductions in the proportion having smaller 
portfolios being countered with increases in those whose are larger.

In terms of location, Practitioner portfolios were previously focused on 
one metropolitan or regional area (50.4% in 2016 and 43% in 2015), 
however in this Census more than half have national portfolios with 
56.3% having a portfolio that is either Australia or New Zealand wide.

These trends appear to be showing an industry where Practitioner 
portfolios are growing in terms of the number of buildings, their 
individual size and their overall geological distribution, while the 
diversity of building types is decreasing.

 2016 2015  2017

Fig 9: Total Area of Buildings in Portfolio
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Outsourcing is a fundamental element of contemporary facilities 
management practice in Australia and throughout much of the world, 
with it being near impossible to give a clear ratio of outsourcing in 
facilities management through the data collected in this Census.

In response to this, the 2014-15 study introduced a new metric to give 
stakeholders the necessary insight; ratio of employees to contractors. 

This metric displays the relative difference in internal and external 
human resources (i.e. employees and contractors) devoted to 
delivering facilities management services.

Over time, this ratio should provide insight into the level of services 
being delivered in-house compared to external providers. 

Outsourcing

Fig 10: Employee to Contractor Ratio

 2016 2015  2017

Purchasers directly employ 7.4% of those individuals involved in 
delivering their facilities management services at a ratio of 13.52 
contractors for each employee. This has risen from 17.3% and a ratio 
of 5.77 last year, indicating an increase in the level of outsourcing.

The drop seen in 2014-15 (13.9% and a ratio of 7.19) shows that this 
particular measure requires further observation to determine the most 
meaningful baselines and trends over time.  

Practitioners appear to have significantly increased their outsourcing as 
well, with the drivers behind this being unclear at this time.

Overall based on the responses, this Census shows that Purchasers 
engage 56.9% more sub-contractors or suppliers per employee 
compared to Practitioners, rising from 18.4% and 21.3% in 2016 and 
2015 respectively.

5.77

1.061.53

7.19 7.70

13.52

Fig 11: Other Outsourcing by Purchasers 
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Design
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2015
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2017

HR and 
recruitment

Other

29% 45% 26%

39% 61%

10% 39% 52%

19% 32% 48%

6% 10% 84%

19% 23% 58%

39% 48% 13%

58% 32% 10%

13% 29% 58%

Purchasers, who are assumed to outsource some/all of their facilities 
management services, provided a mixed response in the outsourcing of 
other services. 

Most prevalent again were Planning and Design as well as Construction 
services, with 87.1% of the former and 90.3% of the latter being 
outsourced all or some of the time. Although both of these have fallen 
over the last two years from 91% in 2015 and 96% in 2016 for Planning 
and Design and 98% in 2015 and 100% in 2016 for Construction..

The growth in outsourcing Information Technology services appears to 
have slowed with 51.6% of Purchasers in this Census using external 
providers for this all or some of the time (dropping from 64% in 2015 
but still above the 47% in 2015).

Financing and Accounting services continue to be the least outsourced 
services with 83.9% of Purchasers in this Census indicating they keep 
these functions in-house, rising from 73% last year and comparable to 
86% in 2015.

Project Management is notably variable with 23% of Purchasers in 
2015 indicating it was kept in-house compared to 51.6% in 2017.
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 Low  Very Low Medium High Very High

Fig 12: Purchaser Rating of Benefits from Outsourcing FM
2015

2016

2017
Access to best practice

Buying efficiencies

Improved focus on core business

Greater flexibility

Improved in-house quality

Increased competitiveness

Reduced costs

Reduced in-house staff

Savings on management time

Sharing / mitigating risk

48% 34% 14% 3%

34% 41% 24%

31% 52% 14% 3%

28% 38% 34%

14% 38% 38% 7% 3%

17% 59% 17% 8%

38% 28% 21% 10% 3%

10% 31% 31% 21% 7%

10% 45% 17% 24% 3%

34% 48% 3% 14%

The top benefit for outsourcing facilities management services 
according to Purchasers in this Census is ‘accessing best practice’ 
with 48.3% rating it as very high. This presents a significant jump since 
2015 when only 24.6% rated it very high and 52.5% as high.

In the last Census the top benefit of outsourcing was ‘buying 
efficiencies’ where 47.6% rated it as very high (rising from 19.7% in 
2015). While the growth seen last year in ‘reducing costs’ where it rose 
to 42.9% from 27.9% has not continued with 37.9% or responding 
Purchasers rating it as very high in 2017.

The other benefits of outsourcing facilities management services that 
stood out in this Census include ‘improved focus on core business’ 
and ‘sharing risk’ which have both seen 82.8% of Purchasers rate it as 
either high or very high (rising from 66.7% and 61.9% respectively).

These results align with 2013-14 where buying efficiencies (92%), 
reduced cost (83%) and access to best practice (81%) were the highest 
rated benefits. Also somewhat in line with the 2012-13 study where the 
highest rated benefits were buying efficiencies (60%), concentration on 
core business (56%) and reduced costs (56%). 

For Practitioners who responded to the Census (see over page) the top 
benefit of sub-contracting specific facilities management services to 
suppliers is ‘reduced risk’ with 39.9% indicating it as high and 45.3% 
as very high; reflecting a similar trend seen with Purchasers.

‘Improved service delivery’ was previously the top rated benefit for 
Practitioners to outsource with 79% in 2014, 82% in 2015, 83% in 
2016 and 85.1% in 2017 rating it high or very high. In this Census it is 
the third top benefit behind ‘reduced risk’ and ‘access to best practice’ 
which has seen a steady increase over the last three years.

In 2015 ‘strategic partnerships’ was the lowest rated benefit with just 
13.9% rating it as very high, with this increasing to 23.5% in 2016 but 
falling again in this Census to 18.9%. In 2017 11.5% of respondents 
rated ‘strategic partnerships’ as low or very low.

14.9% of Practitioners rated ‘consolidation of facility services’ as low or 
very low, down from 15.4% last year.
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In terms of sub-contracting by Practitioners, this data provides a large 
number of insights into the behaviour of those providing facilities 
management services. 

‘Maintenance’ and ‘cleaning’ services continue to be the most sub-
contracted by FM Practitioners responding to the Census, with 83% 
and 80.8% indicating they do this always or often (note: this excludes 
those who were unsure).

Both of these have continued to be the top areas for Practitioners to 
outsource, with ‘cleaning’ failing from 87% last year, but still up from 
79% in 2015 and 78% in 2014. Similarly, ‘maintenance’ was 74.7% in 
2015 and 83.1% in the Census last year.

The biggest growth has been in ‘emergency planning and management’  
where Practitioners indicating they always or often outsource these 
activities has risen from 29.4% in 2015 to 45.1% in this Census.

Reduced costs

Access to best practice

Strategic partnerships

Improved service delivery

Reduced risk

Strategic resource reduction

Consolidation of facility services

Buying efficiencies

 Low  Very Low Medium High Very High

Fig 13: Practitioner Perception of Outsourcing Benefits
2015

2016

2017 42% 44% 9% 2% 3%

32% 35% 28% 4% 1%

26% 46% 24% 4% 1%

19% 42% 28% 8% 3%

40% 44% 13% 2% 1%

46% 40% 11% 2% 1%

20% 40% 26% 10% 3%

21% 36% 28% 11% 3%

Similarly, the biggest fall has been seen in ‘construction’ with 70.6% 
indicating always or often in 2015 but this Census has seen this fall to 
56%, following a similar decline seen last year.

In contrast to this, only 10.6% of Practitioners sub-contract out 
‘financial’ services always or often (rising from 5.9% last year and 8% 
in 2015 and 2014) , with 60.3% indicating they never subcontract these 
services (63% in 2016 and 64% in 2015).

The results are similar for ‘recruiting’ with just 10.3% indicating they 
sub-contract out always or often (up from 8.5% last year and similar 
to 11.4% in 2015), with 45.2% indicating never (up from 39% last year, 
44% in 2015, and 28% in 2014).
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Fig 14: Sub-contracting by Practitioners
2015

2016

2017

Construction

Design

Corporate real estate 

Engineering

Financial

Information Technology services

Legal

Maintenance

Project Management

Recruitment

Cleaning

Security / Access

Landscaping

Emergency Planning & Mgmnt.

Other soft services

 Rarely  Never Sometimes Often Always

41% 15% 18% 16% 9%

30% 16% 18% 23% 13%

16% 8% 15% 21% 39%

28% 21% 25% 16% 9%

6% 5% 8% 21% 60%

8% 4% 14% 27% 47%

10% 10% 15% 20% 45%

60% 23% 12% 1% 4%

11% 16% 33% 21% 20%

5% 5% 16% 28% 45%

71% 10% 12% 1% 5%

51% 17% 14% 5% 13%

53% 13% 11% 10% 13%

32% 13% 21% 15% 19%

37% 21% 22% 10% 10%
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As an industry with a high level of outsourcing, the Purchasers of 
facilities management services are critically important stakeholders.

This Census has previously measured the cost of facilities management 
relative to overall operational expenditure, however due to high 
variability between years and low response rates it has not been 
included here. This is one of a number of areas that will be looked at by 
FMA Australia ahead of the next Census to ensure industry is provided 
with the most accurate information going forward.

FM Purchasers
Purchasers generally use a diverse range of models for contracting 
facilities management services, with the main types being:

Gain share model: parties share the risks and rewards of a business 
relationship over the long term.

Fee at risk model: the service provider allocates a portion of their fee 
against a set of criteria that must be achieved to obtain the full fee 
payable.

Reimbursable model: allowable and reasonable costs incurred by 
a service provider in the performance of a contract are reimbursed 
directly from the client.

Restricted works limits: a repairs and maintenance limit is placed 
on assets, whereas a service provider must ensure the assets are 
maintained within this limit at their cost, which is inclusive of the 
service provider’s fee.

Fig 15: Intentions at Contract Renewal

Bring back/keep 
services in-house

40%30%10% 20%

 2016 2015  2017

Re-tender contracts 
with current scope

Re-tender contacts 
with revised scope

Stay with your current 
supplier

Tender a new contract

Undecided / Unknown

For the majority of their facilities management supply chain, 48.4% of 
Purchasers intend to re-tender with a revised scope at contract renewal 
dates (or within the next 12 months). This is similar to 45.5% last year, 
46.9% in 2015 and in 2014 where 41% responded the same.

In 2015 9.4% of Purchasers indicated they would re-tender with the 
same scope, while last year this rose to 27.3%, in this Census this has 
fallen to 16.1% (passing the 2014 result of 20%). 

Once again no Purchasers indicated they intended to bring back or 
keep services in-house, which has fallen from 8% and 3.1% in 2014 
and 2015 respectively.

Fig 16: Best-Suited Contract Type (Purchaser)

Gain share model

Fee at risk model

Reimbursable model
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Other

40%30%10% 20%

 2016 2015  2017

For Purchasers of facilities management services that responded to 
this Census, at 36.7% the ‘gain share model’ is the best suited to their 
business. This has increased from a low of 9.1% last year and 23.3% 
in 2015.

The suitability of the ‘restricted work limits’ approach has fallen to 6.7% 
after being 22.7% in 2016 and 18.3% in 2015.

This contrasts with the best suited approach for Practitioners, with 
continued strong support for the ‘reimbursable model’ at 39.1% in this 
Census, 38.3% in 2016 and 41.6% in 2015.
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Fig 17: Best-Suited Contract Type (Practitioner)

Fig 18: Executive Perception of FM
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At the executive level of Purchaser organisations facilities management 
is seen as less of ‘an operational expense’ compared to previous years, 
with 43.3% of Purchasers indicating this as the predominant view 
(down from 54.6% in 2016 and 51.6% in 2015).

‘A conduit for the delivery of core business’ has increased from 13.6% 
last year to 36.7% in this Census.

As understood by Practitioners, 35.4% believe Purchasers see FM 
as ‘an operational expense’ (down from 42.6% in 2016 and 53.1% 
in 2015). While 37.5% believe Purchasers see it as ‘a conduit for the 
delivery of core business’ (up from 26.3% in 2015).

A majority of Purchasers again consider facilities management to be 
a first or second priority against other expenditure categories in their 
organisation, rising to 54.8% of respondents in this Census from 40.9% 
in 2016 and 54.7% in 2015.

Fig 19: Ranking Against Other Expenditure
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 2016 2015  2017
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Fig 20: FM Discussed at Executive Level

9.7% of Purchasers responding to the Census indicated that facilities 
management is ‘always’ discussed at the executive level, increasing 
from 4.5%, 1.6%, and 5% in 2016, 2015, and 2014 respectively.
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On the criteria Purchasers do or would likely use to select facilities 
management service providers, ‘team competencies and skill base’ is 
the most highly rated, with 51.6% or respondents rating it very high (up 
from 45.5% in 2016 and 48.44% in 2015).

At 87.1% rating it either high or very high, ‘team competencies and skill 
base’ and ‘competitive pricing are the equal top criteria for selecting a 
facilities management service provider

This follows the past results where in 2013 ‘quality of personnel’ was 
the most highly rated selection criteria by Purchasers with 72% of 
respondents rating it as high or between medium and high. This grew 
further in 2014 with 92% rating ‘team competence and skill base’ 
(renamed from 2014) as high or very high.

Once again the most poorly rated selection criteria surveyed was 
‘recommendations from colleagues’ with no respondents rating it as 
very high and 35.5% rating it as high. Although this is higher than last 
year where 27.3% rated it high or very high, but nonetheless continues 
an overall downward trend from 46% in 2014 and 39% in 2015.

‘Performance against agreed KPIs’ was seen as the top criteria for 
Purchasers to evaluate outsourced facilities management services, with 
86.2% rating it as high or very high. 

In 2016 ‘quality of communication’ was the top criteria at 95.2%, with 
this criteria falling in to 72.4% in this Census, which is also down from 
82% in 2015.

While all have experienced some variation, some criteria have remained 
comparatively steady. These include ‘achievement of cost savings’, 
‘integration with my company’, ‘understands my business’, ‘delivery of 
strategically aligned outcomes’, and ‘delivery of sustainable outcomes’. 

Based on the responses, the lowest rated criteria in this Census is 
‘integration with my company’ with 65.5% rating it high or very high. In 
2016 the lowest rated criteria was ‘flexibility to adapt to my business’ 
at 61.9% (now 75.9%), with ‘delivery of strategically aligned outcomes’ 
in 2015 at 66% (now 75.9%), and ‘delivery of sustainable outcomes’ in 
2014 at 51% (now 69%).

Fig 21: Purchaser Rating of Service Provider Selection Criteria

Competitive pricing

Existing customer base and 
references

Fit to your organisational culture
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Good understanding of my 
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Team competence and skill base

Recommendation from colleagues

Reputation of the firm

Service tailored to my needs

2015

2016

2017

 Low  Very Low Medium High Very High

39% 48% 13%

10% 55% 32% 3%

32% 39% 29%

23% 36% 42%

35% 42% 23%

52% 36% 13%

0% 35% 55% 10%

19% 52% 23% 6%

45% 39% 16%
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 Low  Very Low Medium High Very High

Achievement of cost 
savings

Flexibility to adapt with my 
business

Integration with my company

Performance against agreed KPIs

Quality of communication

Quality of documentation

Team competence and skill base

Represents value for money

Speed of response to queries

Understands my business

Delivery of strategically aligned 
outcomes

Delivery of sustainable outcomes

Fig 22: Rating on Basis for Evaluating Outsourced Facilities Management
2015

2016

2017 41% 31% 10% 17%

21% 55% 21% 3%

21% 45% 28% 7%

62% 24% 7% 7%

31% 41% 28%

28% 41% 24% 7%

41% 31% 21% 7%

38% 34% 28%

34% 7% 24% 3%

41% 41% 14% 3%

28% 48% 24%

34% 34% 28% 3%
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There are five main categories of facilities management professional 
recognised by the Facility Management Association of Australia:

Facilities Officer 
Entry-level role that provides administrative support and, at times, oversees 
maintenance tasks to ensure the day-to-day smooth operation of a building or 
a facility’s infrastructure. Suitable for those seeking the experience necessary to 
become a Facilities Administrator or Facilities Manager.

Facilities Administrator 
An operational-level role that provides administrative support, including 
budgeting, procurement negotiation, contract liaison and documentation, as 
well as coordination of staff and office equipment during relocation, and at times 
supervision and physical assistance with maintenance tasks, to ensure the day-
to-day smooth operation of a building’s infrastructure.

Facilities Coordinator 
Responsible for coordinating the operational management of a building or 
facility, including budgeting, procurement negotiation, contract liaison and 
documentation, and staff supervision to ensure the proper and efficient operation 
of all physical aspects, creating and sustaining safe and productive environments 
for occupants.

Facilities Manager 
Organises, controls and coordinates the strategic and operational management 
of buildings and facilities in public and private organisations to ensure the proper 
and efficient opera on of all physical aspects, creating and sustaining safe and 
productive environments for occupants.

Facilities Director 
Senior role that has full accountability and authority for the successful 
coordination of FM activities within their organisation or business unit, often 
including multiple sites, types of facilities and employees.

Practitioners
While position titles vary considerably, based on the categories and 
responses to this Census, Facilities Managers continue to be the most 
common type of Practitioner at 39.5% (up from 23% in 2014).

The categories of Facilities Coordinator and Facilities Director have 
continued their downward trend, although remain considerably most 
common among respondents at 18.1% and 28.9% respectively (down 
from 23% and 47% in 2014).

Fig 23: Roles of FM Practitioners
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Fig 24: Strategic Meetings with Purchasers
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Practitioners (or their direct supervisors) continue to meet with 
Purchasers at least monthly for the majority of respondents, with 
54.7% in this Census, 56.5% in 2016, 63.9% in 2015, and 60% in 2014 
indicating a frequency of weekly, fortnightly or monthly.

However, those that meet every 6 months or more have increased to 
29.7%, up from 23% in 2016, 21.1% in 2015, and 26% in 2014.
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Suppliers to Industry
A wide range of goods and services are supplied to the facilities 
management industry. Suppliers are therefore an important part of this 
Census, making up 17.2% of respondents in 2017 (dropping from 22% 
in 2016, but up from 14% in 2015 and similar to the 25% in 2014).

Suppliers involved in ‘maintenance’ continue to make up the largest 
group of respondents (27.7%) followed by ‘engineering’ and ‘cleaning’.

Fig 25: Number of Clients per Supplier
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Of those who considered it applicable, a majority of Suppliers (64.9%) 
obtain at least 26% of their revenue from facilities management. This is 
down from 66.7% in 2016, but up from 59.3% in 2015. Further data is 
required to determine long term trends in this area.

Against other revenue categories in their organisation, a majority of 
Suppliers (52%) rank facilities management first or second (62.7% in 
2016, 52.2% in 2015, and 47.5% in 2014).

Fig 27: FM Against Other Supplier Revenue
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Suppliers with 100 clients or less has fallen in this Census at 48% of 
respondents in 2017 compared to 61.2% in 2016, 58.7% in 2015, and 
64% in 2014.

This could represent (based on respondents) suppliers to the facilities 
management industry growing their client bases. This is most clearly 
shown with those having between 501 and 1,000 clients which has 
risen from 2.5% in 2014 to 18% of respondents in this Census.

Fig 26: Portion of Supplier Revenue from FM

 2016 2015  2017 2014

 2016 2015  2017 2014
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Networking events continue to be the most used method to promote 
their brand/goods or services, with 70% of respondents to this Census 
(down from 86.6% in 2016 and 83% in 2015.)

Next most common was ‘direct advertising’ at 54% (from 46.3% in 
2016 and 68.1% in 2015), with ‘advertorials’ increasing from 16.4% last 
year to 46% in this Census.

26% of participating Suppliers attend meetings with facilities 
management Practitioners on a weekly basis to discuss strategy, rising 
from 22.4% in 2015 and 15.2% in 2015, and similar to the 21% in 
2014. 

While 54% Suppliers attend such meetings at least monthly, down from 
56.7% in 2016 but up from 43.5% in 2015. 

Similarly, the number of Suppliers who ‘never’ meet with Practitioners 
has fallen from 15.2% in 2015 and 16.4% in 2016 to 12% in this 
Census.

Fig 29: Supplier Compliance with Standards
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The proportion of responding Suppliers compliant with the ISO 9000 
Quality Management standard has risen again after falling to 47.8% last 
year to 58% in this Census (similar to 61.7% in 2015 and up from 50% 
in 2014).

The falls seen in other standards in 2015 has also been reversed 
based on the responses to this Census, with notable growth in those 
Suppliers compliant with the risk management standard ISO 31000 
(rising from 25.5% in 2014 and 22.4% in 2015 to 40% in 2017).

 2016 2015  2017

Fig 28: Promotional Activities by FM Suppliers

 2016 2015  2017
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 Current Weakness/Strength
 Weakness/Strength in three years

Strengths and Weaknesses
Fig 30: Current and Future Strengths and Weaknesses

StrengthWeakness

 Weakness/Strength in three years (2016)

 Current Weakness/Strength (2016

Improving and maintaining 
health and safety 1 1

Improving FM service levels 3 2

Energy management 2 3

Reducing costs of FM 12 5

Moving towards a total 
integrated FM solution 10 6

Water management 11 8

Improving standards and 
consistency of FM delivery 7 9

FM adoption of technology 5 12

Outsource management 9 7

Asset management 4 10

Waste management 8 4

Managing increased flexibility in 
the working environment 6 11

Business continuity planning 17 17

Building awareness and 
recognition 13 13

Identifying and managing whole 
life costs 15 15

Aligning FM services with the 
delivery of business strategic 

outcomes / org. needs
14 14

Enabling workplace productivity 
and innovation 16 16

Encouraging social cohesion 
and connectivity 19 18

Attracting and retaining 
appropriately skilled staff 18 20

Carbon management 20 19

2015 2016
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When asked to consider the strengths and weaknesses of the facilities 
management industry, participants consider most to be a greater 
weakness in the short term (currently) compared to the long term (in 
three years). 

Again this can be seen with ‘carbon management’ where 37.2% 
consider this a current weakness while 17.1% see it as a weakness in 
three years. In contrast, 15.6% see it as a current strength and 47.2% 
see it as a strength in three years (although this has dropped from 
25.7% and 59.2% in 2016 respectively).

When ranked the top strengths for the facilities management industry 
remain ‘improving and maintaining health and safety’, ‘improving FM 
service levels’, and ‘energy management’, with these receiving an 
overall score (strength minus weakness and excluding those who were 
unsure) of 63.8%, 43.2%, and 41.2%. This is lower than 2016 when 
these were 77%, 68%, and 62% respectively (in 2015 these were also 
the top three with scores of 72%, 36% and 39% respectively).

While in 2015 the greatest current weakness for facilities management 
at 47% was ‘attracting and retaining appropriately skilled staff’, with 
this dropping to 45.6% in 2016, but rising to 50.8% in this Census.

‘Reducing Costs of FM’ as increased its ranking with Purchasers and 
Suppliers, while the top three for Practitioners has remained steady for 
the past three years.
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6

58% Improving and maintaining health and safety 1 1

58% Improving FM service levels 2 2

42% Reducing Costs of FM 9 10

Opportunities & Threats

Practitioner
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6

71% Improving and maintaining health and safety 1 1

53% Energy Management 2 3

47% Improving FM service levels 3 2

Supplier
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5

 2
01

6

48% Improving and maintaining health and safety 1 1

32% Energy Management 6 3

47% Reducing Costs of FM 9 7

Fig 31: Top 3 Strengths by Participant

There is a closer alignment to the short and longer term considerations 
when participants consider the threats and opportunities facing the 
facilities management industry.

The top overall opportunity for the industry remains ‘advances in 
technology’, with its overall score (opportunity minus threat and 
excluding those who were unsure) dropping 88% in 2016 and 87% in 
2015 to 75.7% in this Census.

The issue of ‘wage inflation’ continues to be the greatest threat with a 
score of -43.8%, which is down significantly from -34% in 2015.

Participants are less concerned with the ‘global economic outlook’, 
which has dropped two places, while ‘reforms to the Vocational 
Education & Training Sector’ has increased 2 places to 5th overall.

All three types of respondents have the same top three opportunities, 
although the scores have dropped; possibly displaying lower levels of 
confidence in the industry.

In the past year ‘advances in technology’ with Purchasers has dropped 
from 90% to 80%, with Practitioners from 88% to 79%, and with 
Suppliers from 80% to 64%. Although, in 2015 these were 79%, 91%, 
and 86% respectively.

This Census nonetheless shows clarity in the opportunities being 
presented to the facilities management industry and how they are 
considered comparatively.

Fig 32: Top 3 Opportunities by Participant
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46% Building Information Modelling 2 2
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Fig 33: Current and Future Opportunities and Threats

Threat Opportunity

 Current Weakness/Strength
 Weakness/Strength in three years

 Weakness/Strength in three years (2014-15)

 Current Weakness/Strength (2014-15)

Advances in technology 1 1

Building Information Modeling 2 2

Mandatory reporting of energy 
performance 4 3

Harmonisation of the Workplace 
Health & Safety legislative 

framework
3 4

Reforms to the Vocational 
Education & Training sector 5 7

Renewable energy targets 6 5

Interest rates (low) 7 6

Climate change 8 8

Regulatory changes 11 10

Price of the dollar (low) 10 11

Global economic environment 12 9

Price of the dollar (high) 9 12

Energy prices 13 13

Cuts to government services 15 14

Interest rates (high) 14 15

Wage inflation 16 16

2015 2016
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