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Mark Lawson of MDCI

Management
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frames and the management of huge budg-

ets and volumes of cash flow, careful
management of construction projects is vital.
The inability to deliver a project to budget,
quality or schedule can mean the difference
between profit and loss, success or failure.
Increasingly competitive and with rising land
and marketing costs putting pressure on profit
margins, the property development sector is
more than ever dependent upon specialist
professionals whose training, experience and
proven track record give investors, no matter
how big or small, the confidence that there is
someone to promote their interests on the
ground. That role is filled by the project man-

I n an industry that is dictated by strict time-
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ager, the person responsible for coordinating
and planning the efforts of the multitude of
people, from architects, surveyors and engi-
neers to builders, technicians and suppliers,
into an organised process. Given the technical
and financial complexities, such a task can be
nothing short of a military operation.

This is especially true of the larger projects,
with their complex financial structuring and
phased development. Here, the ability to plan,
mobilise, organise and ensure their comple-
tion is a vital skill, and one not to be taken
lightly. Mark Lawson, CEO of MDCI, knows it
only too well. The company he founded has
been a pioneer and leading force in the field
of project management in southern Spain for

some time now. “We build on our experience,
expertise and the systems we have in place,
but each individual project requires you to
come up with new solutions to new scenarios.
This keeps it interesting. You always have to be
on your toes, carrying a lot of responsibility for
multi-million euro projects, but it also means
this is an industry in which you never stop
learning”” Although specialised in the manage-
ment of large projects involving apartments,
townhouses, hotels and commercial property,
MDCl also have a division dedicated to smaller,
bespoke projects, such as the building of luxu-
ry villas for individual clients. “We are better
known for our management of projects for
Marriott, La Cala Golf Resort and La Cartuja, La »
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A project under development

Perla Living, in addition to a further 420 units
for a variety of investors and international
developers. But 30 per cent of our business is
dedicated to managing the construction of
luxury villas for private owners. Although both
involve construction, the two segments
demand quite a different approach, which is
why we have specialist teams dedicated to
each!

A few years ago project management was
still a rather new phenomenon on the Coast,
although it is a well-established sector in
North America, Japan and most of Europe.
Developers would undertake the highly spe-
cialised tasks of financing, project manage-
ment and marketing themselves, but
especially many of the foreign developers
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found they had bitten off more than they
could chew. "Although we can provide these
services too, and have established a good
track record doing so, our clients-the investors
and promoters of real estate projects-are usu-
ally well set up for the financial and sales/mar-
keting side of things, but not always equipped
to deal with the full intensity of the task of
project management during the construction
period. This is obviously especially true of for-
eign investors, who don't speak the language
or have the advantage of existing channels of
tried and tested suppliers, construction com-
panies, architects, surveyors, technical people
and artisans. We have these contacts in place,
and those contractors and suppliers who work
for us know exactly what we expect in terms

of quality, pricing and delivery on time. With
our experience and volume of buying power
we can negotiate prices, terms and contracts
on behalf of clients, and enforce their satisfac-
tory completion, in a way that would be much
harder and more laborious for them to achieve
by themselves. Thanks to this, we are noticing
that more and more Spanish companies are
starting to use us as well. | suppose this is the
ultimate compliment and confirmation that
our track record speaks for itself'm




