
First of all, give us a few numbers –
how many centres do you have, for
example?
Eduard Schaepman: By November we
will have 51in the Benelux of which 10
in Belgium. We started a new wave of
openings 3 years ago and have opened 4,
then 8, then 16 during those years. Our
total stands at more than one thousand,
in 450 cities across 78 countries. Within
the next 2 or 3 years, we plan to triple
this number worldwide, and have
around 100 centres in the Benelux.
Belgium is in fact our best country in
terms of occupancy – we are 95% occu-
pied. Brussels is obviously popular –
we have 9 embassies and several
European institutions in our centres
there.

Did you see the economic crisis coming?
Eduard Schaepman: Yes, Mark Dixon
travels the world for us, and he warned
us a couple of years ago that we would
need to prepare for a new type of
demand across the globe.

What did you decide to do?
Eduard Schaepman: Taking into account
the likely increase in home working
along with increasingly difficult traffic
conditions, we started from the basis of
our ‘meeting rooms’. We realised that
as companies reduced their full time
equivalent employees and asked people
to work from home so that space costs
could be reduced, there would be a
demand for a new type of office service.
So we have a service whereby our recep-
tionists can handle the mail, e-mail and
telephone for such people, or just a part
of this. They benefit from a ‘virtual
office’, and when they need to meet peo-
ple, they call us, book a meeting room,
and we put up their company sign for
them while they are there.  

You also have a card system, allowing
people to use more than one centre.
How does this work?
Companies can choose the level of serv-
ice they need. Just Belgium, all of the
Benelux, the whole world… Our most
comprehensive card, which we call
‘Platinum Plus’ gives access to all serv-
ices in all centres in the world – ideal for
multinational companies needing to be
where their business takes them.
Employees just turn up and use the serv-
ices they need wherever and whenever
they need them. There are actually 18
different service levels available, so all
requirements can be catered for. And
the cost of a card is around 25% of the
cost of providing a single workstation for
an employee (computers, secretarial serv-
ices, stationery, furniture…) so this is
very popular in terms of making cost
savings.

Tell us about your ‘Netspace’ product 
Eduard Schaepman: This is used a lot by
insurance companies and banks. We set
up a complete office for them, staff it
and run it for them. In this way they are
free to concentrate on their core business,
and do not need to worry about the
mechanics of operating an office. The
difference between this service and our
normal centres is that the name ‘Regus’
does not appear – simply the name of the
client – so as far as the outside world is
concerned this is a ‘normal’ office of the
company in question.    
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It is now exactly 20 years
since Regus first came on
the scene with the first
centre in Stephanie
Square, Brussels. The
brainchild of British
entrepreneur Mark Dixon
offered fully serviced
offices so that companies
did not need to rent their
own space in every
location. As times
change, so has Regus,
though. General Manager
for the Benelux Eduard
Schaepman, explains how
the Regus product has
evolved to meet a new
type of demand.

Regus reacts

Dossier les outils de la mobilité interne

“There has been a noticeable

difference in demand since the

recession took hold. In the Benelux,

we have seen a 30% increase in

demand month on month, and this

is still going on. And demand is

tending to be for shorter periods

and for less space. The average

request is for 2 workstations,

whereas it used to be 5. This is

coming from very small companies

which prefer not to work from

home and need a full range of

office services. There is also

demand from the regional

governments which have a freeze

on budgets but still need extra

space.”

Noticeable difference 
in demand 

Founder Mark Dixon warned
that the crisis was coming
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