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First Quarter Vacancy rates: 
Greater Vancouver 

April 2014 
Office vacancy rates increase in Greater Vancouver 
 
As we start the second quarter of 2014, the statistics are revealing – and may be troubling for a landlord. 
  
Currently, Greater Vancouver has 52,333,837 square feet of office space, with vacant space at 11.4 percent of that total. 
There are 28 new office buildings under construction – which will add another 4,645,529 square feet of space.  
 
How do these numbers stack up against the recent past? Take a look at the following figures from the first quarter of 
each of the past five years: 
 

 
Source: Altus Insight 
 
Vacancy Rates are up        152% 
Building under construction are up      218% 
New space increased    469% 
 
Over the same period, the Consumer Price Index rose an average of 1.5 percent a year. The population of Greater 
Vancouver, between 2006 and 2011 (2011 being the last census date), increased from 2,116,583 to 2,313,328. That’s an 
increase of roughly seven percent over a five-year period, for an average annual growth of 1.8 percent. 
 
This begs an important question: What is driving the rapid growth in office space – and where is the need for over 
4,500,000 square feet of new space? 
 
In the past, Metro Vancouver market developers built to meet demand. Now, they are apparently also building to replace 
inventory. Of all the new construction, (at the time of writing) about 55 percent of the space has tenants lined up.  Of that 
55% only about half again was growth, or absorption. As such we see vacancies continuing to rise, and lease rates on 
average will continue to fall. At the same time we are seeing fewer clients seeking additional or new premises, and there 
appears to be a weakening demand.  
 
Through the balance of 2014, be prepared to focus more effort on your marketing and positioning your buildings 
vacancies and leasing team to capitalize on all potential tenants, It is not always the best building or space that wins, 
but usually the Landlord who is most effective and timely in their marketing and communication.  
 
 
 
 


