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WELCOME

Welcome

HOW DO you find the information and inspiration to guide your
outdoor hospitality business? It can be hard, especially if you are
attempting to create something truly unique.
There are some fabulous trade shows at both ends of the year,
and we enjoy and value the opportunity to meet readers at them,
many of whom take the time to chat about the magazine and how
it does or could do more to help them stay abreast of developments
and product information in this rapidly developing industry.
However, feedback we hear again and again is that there aren’t that many
opportunities for a proper chat with others in the profession. The day to day
operations of a busy glampsite, venue or event team leave little chance to seek out
those in the same boat. Facebook is an excellent resource for bringing people together
in groups to share experiences and learnings, but how much more effective (and fun) is
face to face?!
With this at the forefront of our minds we announced in the last issue a new and
different, pre-season event to fulfil this purpose and put an entrepreneurial spring in
your step. Open Air Business Gathering is exactly what it says on the tin – a gathering
of glampsite operators, venue owners and outdoor event organisers for 24 hours of
immersive idea sharing, learning and fun. Held on the 24-25 March, we have very
limited space at our fabulous woodland venue in Leicestershire so please, if this is an
idea that appeals to you grab your ticket early at www.oabgathering.com – we only
have 150…
Read more about what we have in store (gin, treehouse…) on pages 10-11.
Tally Wade
Editor / Publisher
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The latest news from the world of outdoor hospitality

Glamping Site Expands with Café

Pub Reveals Plans
for Glamping
TRISH CONWAY, the new licensee
of a Nottinghamshire country
village pub, has big plans involving
unusual glamping accommodation, a
community shop and events space.
Conway, a classically-trained chef
with 20 years of experience in the
hospitality industry, recently turned
another village pub into an awardwinning destination and has similar
plans for the Nevile Arms in Kinoulton.
She partnered with Hawthorn Leisure
and invested her own money to bring
it up to date. She is now looking to
diversify the business for the benefit of
the community and overnight guests.
Plans include quirky glamping units
and the conversion of an outbuilding
into a community store.
“In regards to the glamping, I’m
looking to do something quirky with a
glazed water pipe. It’ll be off-grid with
solar power. I also want to put caravan
power hook ups in the car park.
“The shop is important. There is
a mixed demographic here and all
have to drive a few miles just to get
essentials. Walking to a local store to
get a pint of milk you are likely to meet
other residents and therefore build
friendships and trust.
“Ultimately I’d like to create a
community hub where events can
bring people together such as farmers
markets, Christmas markets and
vintage car meets. The possibilities are
endless!”
The initial response from locals has
been overwhelmingly positive, many
supporting the idea of a pub offering
more to its community than just food
and drink.
4
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AFTER LAUNCHING Country Bumpkin
Yurts in June 2017, owners Jenny Lyon and
Lara Collis have completed the next phase
of expansion after opening a new on-site
canvas café at the farm based in Great
Oxendon, East Midlands.
Jenny told us: “Lara and I love great food
and the social side of café culture, and it goes
hand in hand with glamping, as spending
quality time with family and friends is at the
heart of both concepts. It opens up a world

of new possibilities and exciting ideas for the
site.”
Being eco-friendly is of utmost importance
to the Northamptonshire glamping venture
and the produce on offer is organic and
locally sourced where possible. The pair will
be running craft and food workshops, as well
as a number of events this year including
pizza and prosecco nights. The canvas café
is open seven days a week and available for
private hire.

Shipping Container Glamping
GLAMPING PODS,
in the form of
refashioned shipping
containers, have won
the Visit Wales quality
assured glamping
accreditation despite
having only opened
in September 2018.
The unique site in
Cwmtydu, a secluded
cove on the Cardigan
Heritage Coast, is an
amalgamation of six
shipping containers
(all fully insulated
and heated)
organised into three sleeping pods and two bathrooms on the first floor, an outdoor
shower, plus a further WC downstairs, as well as a fully equipped kitchen, living space
and laundry room. The whole property can be booked for a group of up to 12, or each
cabin individually for groups of up to four.
Ty Cwch Boathouse is the brainchild of Nigel Humphrey, an architect who recently
gained a master’s degree at Oxford Brookes in sustainable building. As a result,
everything that Humphrey does is as eco-friendly as possible which is why this is a zero
carbon development – from the reuse of materials (pre-used containers) to the septic
tanks and an air source heat pump for hot water and heating.

Farm Shop to
Host Weddings
AWARD-WINNING Croots Farm Shop and Café has
expanded its services to host wedding receptions.
Utilising its countryside site just outside Duffield in
Derbyshire, it has teamed up with events specialist
and tipi hire company Tipi and Kata to offer its very
own wedding reception venue. The season will run
from April to October, and Croots will be able to cater
for up to 140 guests.
Kay Croot, who runs the farm shop at Farnah
House Farm with husband Steve, has staged
numerous events over the 10 years.
The couple had their own wedding reception at
the farm in 1990 and hosted a number of weddings
in the fields for friends and family so have first-hand
experience.
The partnership with Tipi and Kata means that
Croots can expand its usual offerings to include any
configuration of tents, handmade furnishings and
finishing touches.

RACHEL DOCHERTY

Glastonbury
Raises over £3M
for Charity
GLASTONBURY FESTIVAL has revealed that
its most recent festival in 2017 raised over £3
million for charity, the most it’s ever raised.
£2.35 million went to its three main supported
organisations, Oxfam, Greenpeace and Water
Aid, while a further £750,000 was given out to
hundreds of other worthy causes, both local
and national.
Organisers Michael and Emily Eavis said:
“We’d like to say a huge thank you to everyone
who contributed by coming to the 2017 Festival
and to all the incredible volunteers whose
support and time make these donations
possible.”

New Venue Boosts
East Yorkshire Economy
WORK HAS begun on the
construction of a purpose-built
£400,000 licensed wedding and
events venue on an East Yorkshire
private country estate.
The Manor Rooms on The Drewton
Estate near South Cave are due to
open in May and will be operated by
the team behind its farm shop and
two holiday cottages. The venue will
include a large function room for 150
seated guests or up to 225 people
standing. A smaller space set on a
mezzanine floor has a capacity of 80.
There will also be a fully-equipped
bar, outdoor terrace and African
Boma (an enclosed seating area
surrounding a fire pit).
Local businesswoman Katie
Taylor, who secured a £115,000
grant from the European Agricultural

Fund for Rural Development (EAFRD)
towards the cost of the project,
said: “For the last eight years, we’ve
been providing a bespoke catering
service for private functions, but we
decided to develop a completely
new venue in response to demand
from customers keen to stage
larger weddings and events with
us. It means that we can offer a
comprehensive service to our
customers, with full catering and
bar facilities in a modern, exclusive,
barn-style venue.”
The Rural Payments Agency,
an executive agency of Defra, has
welcomed the many benefits that
the project will deliver for this part
of East Yorkshire, including the
creation of new jobs and increased
visitor footfall.
WWW.OPENAIRBUSINESS.COM
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PRODUCT
New Off-Grid
Waste and
Water Products
FOLLOWING AN upsurge in demand for
its plastic, above ground storage tanks,
Glampsan is launching three new products
designed to collect water and liquid waste in
“off-grid” situations.
Alongside a new version of its 500 gallon,
flat, above-ground waste tank, the company
has introduced 750 and 1,000 gallon versions,
giving customers even more flexibility.
Lightweight, easy to position and reposition
as businesses and/or locations change,
all three tanks use the same standard
components - all without the need for
expensive groundworks. Visit the website or
call the team to discuss your water or waste
projects. www.glampsan.com

Timber Geodesic Domes

NEW TO Event In A Tent’s range of tipis, stretch tents and bell tents, are
Timber Geodesic Dome structures. Designed and manufactured in the UK,
they are of a completely bespoke design and exclusive to Event In A Tent.
The 12 metre and 15 metre structures use a combination of steel nodes
and strong wooden beams to create a powerful dome shaped building with a
unique poly-cotton canvas covering. Both sizes can be configured as either a
full dome with front entrance way and rear fire exits, or as a stage setup with
extra support beams for professional lighting to be rigged to and ‘load-in
load-out’ back stage areas. www.event-in-a-tent.co.uk

Showman’s Caravan Destined for Spain
WORCESTERSHIRE BASED Fernhills
Caravans has built a wagon destined for
Europe. Designer brand, Gisela Graham
of London, ordered an air conditioned
Showman’s Caravan for a location in
Barcelona, Spain.
Fernhills has been building high quality
traditionally styled caravans since 2010
having previously been narrowboat
and barge fitters. Owner Marc Goodyear
explained that his knowledge of small
spaces and boat building skills helped
establish himself as a specialist builder of
French roulottes and traditional English
caravans.
“Obviously a lot of the traditional wagons
were really highly decorated, so we’ve
chosen to pick out some of the finer details
in the external trims and shutters,” he says.
“We have kept a high quality interior but
with a more contemporary layout.”
Fernhills’ products have proven timeless
appeal with caravans commissioned for
large private estates and gardens abroad and
in the UK, including for the National Trust.
6
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They are also proving to be a contender in
the luxury glamping market with several
caravans being used as high end holiday
accommodation across the country.
“It was an exciting year for us in 2018 and

our caravans have proven popular with
holiday accommodation providers and
their customers,” he says. “We are looking
forward to what 2019 will bring”.
www.fernhills.co.uk

Further Expansion for Europa International
EUROPA INTERNATIONAL has appointed Olivia Jenner as an additional account handler to act as a
‘vital link’ between the firm and its customers.
The family-run business was founded in 1961 and specialises in delivering and installing furniture
packages for the events industry. It announced the appointment following one of its most successful
years to date and ahead of further expansion plans in 2019.
Bringing with her a wealth of experience in customer service, Jenner joins just weeks before the
firm delivers as the official furniture hire supplier for Event Buyers Live 2019 - a specialist networking
event for the world's finest live event organisers and agencies – for the 6th year running. www.
europainternational.com/oa

WWW.OPENAIRBUSINESS.COM
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interlocking tiles - effective
protection for soft ground

Ideal for the reinforcement of
parking areas, access tracks,
pitches etc. at:
- camping & glamping sites
- open air event venues
- country & leisure parks
For indoors and out, to buy or rent.

Tel. 01992 522797

01962 877 644 | info@twilight-trees.com

www.perfo.co.uk

www.twilight-trees.com

Remember when canvas
was all you had to protect
your big event?
Download our
free festival
organisers' guide

s
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from

£60

FESTIVALS

.

ONE OFF EVENTS

.

STALLHOLDERS

If you have an important event coming up, we have a
policy to keep you, or your clients protected. And since
Event Insurance Services have been exceeding clients’
expectations for over 20 years, you know we’re a company
you can trust. But don’t just take our word for it, check out
our Trustpilot reviews too. Our policies offer affordable,
reliable cover, tailored to fit the scale and style of the
occasion – from festivals and events to high profile

EI_17_Ad_Festivals_147mm x 210mm_Green_2_SP.indd 1

.

CANCELLATION

.

ADVERSE WEATHER

weddings, small ceremonies, school fetes and parties. And
with the option to add in Adverse Weather cover, Event
Equipment cover and Employers Liability on most policy
types, you can be confident that we’ve got you covered.
To find out more or to get
a quotation, please call
01425 470360 or visit
events-insurance.co.uk
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INDUSTRY NEWS

Event Production
Show 2019
Olympia London plays host to The Event Production
Show on 26-27 February and is set to create its biggest
“Wow” to date, writes Adam Charman
CREATED FOR professionals in the
organisation, design and execution of
outdoor live events and festivals, the Event
Production Show (EPS) curates inspiration
through its exhibiting partners, and ideas
and thought leadership through its seminar
content.
Covering AV production, technology,
hospitality, sustainability, live
entertainment and everything in between,
EPS exhibitors offer product solutions no
matter what the need and challenge faced.
Interactive display will be a key focus this
year and Protec, one of the world’s largest
event technical and staging solutions
companies, leads our exhibitors as
headline sponsors, showcasing its technical
expertise, state of the art equipment and
focus on reliability.
LARGEST SEMINAR SCHEDULE EVER
The schedule at this year’s EPS is full,
covering the challenges that event
professionals face across the board and

more specific industry challenges. We
guarantee that a seminar exists that will
“Wow” and inspire everyone regardless of
role or industry sector.
Building on the success of last year,
we continue with an outstanding line
up on The Main Stage, playing host to
executive industry leaders sharing their
experiences on the more practical topics
and challenges that the industry faces. Plus
we have a series of new features for 2019,
including SaFest (event safety conference),
a stream dedicated to Local Government
Professionals and The Brand Experience
theatre dedicated to experiential and brand
activation content.
The total programme has been curated
to offer real value for the audience with
a “how-to”, solutions focus ensuring all
attendees walk away with something
practical to take into their roles and
projects.
As Always, EPS places great emphasis on
creating opportunities to connect with old

and new peers. We also welcome back our
association networking sessions
If events are at the heart of what
you do, then attending EPS should be
obligatory. We are certain everyone who
attends the show will learn something new,
be it about a new product or technology,
an improvement to how they run the safety
of their events, tips on how to make events
more profitable and improve customer
experience or how to increase production
values. Every attendee will leave “Wow’ed”!

SAVE THE DATE
The Event Production Show will take
place on 26-27 February at Olympia
London www.eventproductionshow.co.uk

WWW.OPENAIRBUSINESS.COM
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Are you Coming
to our Party?
PHOTOS BY HOTHORPE VENUES

Why the Open Air Business Gathering is just the thing for a
pre-season pick me up. Put an entrepreneurial spring in your
step by joining us in March. Tally Wade
I HOPE this event is on most
of your radars by now, but if
not, the OAB Gathering is a
very different affair to your
usual industry conference or
trade show. Here are some
compelling reasons why you
should join the party!

10
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INTIMATE
First up, it’s small. With a
maximum attendance of 150
people, strictly limited to 50
attendees from each of our
sectors, we are aiming for an
intimate gathering of likeminded professionals to mix,

mingle, share experiences,
bounce ideas off one another
and join in some exciting
learnings.
IN DEPTH
With an event of this scale we
are able to deliver on content,
with three separate conference
streams highly targeted to
function venue operators,
glampsites and outdoor event
organisers. Delegates are
welcome to pick and choose
sessions from across the
streams that interest them.

BUSINESS

2019 PRE SEAS
ON

GATHERING
Our speakers are some of
the most celebrated experts
from across the industry. Many
of them you will have seen at
other events but we are using
them in an entirely different
‘mode’. You will be learning
in a classroom environment
without the hustle and bustle
of outside activity. See the
side bar for a brief overview
of the topics we will dig down
into and think how learnings
could be applied to you and the
direction of your business.
And while you have them
all to yourself, make them
your friends! Put them in
your little black book and let
their expertise help shape the
future of your business; there’s
nowhere for them to run!

INDUSTRY NEWS

PROGRAMME*
ALTOGETHER
› Finding Money - A look at the
options – private investment,
grants, crowd funding and
financing
› Instagram - Tips, tricks and
using ‘influencers’

GLAMPING
NETWORKING
We hear it again and again
– running a busy outdoor
hospitality business leaves little
time to check in with other
similar business owners to share
experiences and explore ideas,
but we all know being insular
isn’t good for business. The OAB
Gathering is as much about
making connections and friends
as it is about learning, and that’s
why we have scheduled plenty
of opportunities to network and
socialise.
On the evening before the
conference we have a get
together in Hothorpe Hall’s
fabulous Woodlands venue
with bowl food, a gin bar and
everything else you need
for a good evening of chat
and inspiration. Hothorpe
has even organised low cost
accommodation so there’s no
excuse for not joining the fun.
VENUE
We have chosen our venue
for more than its wonderful
attributes for an event of this
nature (did we mention it has a
treehouse built by Blue Forest
– it’ll be open for a snoop!).
Hothorpe Hall has been featured
in these pages before on its
merits as a function and events
venue with the kind of twist we
like. We will be going behind the
scenes with MD Nicola Firth as
she explains the business moves
behind its success, its expansion
plans and how it is leading
on green initiatives from eco
structures, accommodation and
housekeeping.

SUPPLIERS
Finally, we have invited along
a very select few suppliers
who will be in attendance with
information on products and
services vital to businesses
in this industry. It is a great
chance to discuss your projects
with them and find out how
they may be able to help with
solutions.
WHY ARE WE RUNNING
OAB GATHERING?
Both myself and the team at
Open Air Business are keen
to respond to feedback you
have been kind enough to offer
over the last two years, and
believe wholeheartedly that
an intimate gathering of high
quality people to learn in a
classroom environment in an
inspiring space is just what the
industry needs. The gin and
treehouse just happen to come
as part of the package!
We are keeping costs right
down for attendees with day
tickets costing just £70, and
a package to include bed,
breakfast, the conference,
lunch and the pre-event dinner/
get together at £150.

DETAILS
OAB Gathering
24-25 March
Hothorpe Venues,
Leicestershire
Reserve your place at

www.oabgathering.com

› Going Green - Being off-grid,
dealing with waste, choosing eco
products and more
› Adding Value - What can you do
to increase revenue or add value?
› Treehouses - From idea to
high value business asset – the
journey and options
› Planning - Success, failure and
getting it right first time
› Getting Booked - Where to
market and how to manage
bookings for the best return
› Operations - Cleaning,
turnaround and codes of conduct

FUNCTION VENUES
› The Trend for Quirky - The
market for small, unusual,
rural spaces for weddings and
corporate events

› Corporate Events - What to offer
and where to market
› Customer Experience - Getting
it right across all platforms
from web to showround to event
› Seasonal Specials - Making
the most of Halloween,
Christmas, the springtime and
winter nights
› Structures - Marquees and other
temporary structures

EVENTS
› So, I’ve had an Idea! - How to
analyse your market, audience
demographic and competition
› Sponsorship - Finding sponsors,
preparing a brief, and keeping
them sweet
› Pieces of the Puzzle - How
complex events come together
› Sustainable Practices - They
don’t have to be expensive!
› Health & Safety - Best practice,
delegating responsibility,
minimising risk
› Local Liaison - Dealing with local
authorities, communities and
neighbouring residents
*subject to change as we tweak things

› Wedding Additionals - Ideas to
increase revenue or just stand out

SPEAKERS

Kelly Chandler

Richard Coulter

Thom Harris

Sarah Orchard

Jim Davey

Rowan Hoban

John Radford

Nicola Firth

Kate Morel

Andrew White

More announcing
soon!

WWW.OPENAIRBUSINESS.COM
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ENTREPRENEUR’S CHAT

Walter
Micklethwait

In the second of our series on outdoor hospitality entrepreneurs, we meet Walter
Micklethwait, who has turned his family’s country estate into an eco-friendly quirky
retreat and function venue. Louise Creasy reports
INSHRIACH HOUSE was built in 1906 by
the Blacks, a celebrated publishing family
and owner of the Edinburgh firm of A&C
Black for four generations, as a shooting
lodge. Despite being 15 minutes south of
Aviemore in the Scottish Highlands, it feels
completely isolated, bordered on the north
side by the river Spey, and to the south by
the Inshriach Forest and the foothills of the
Cairngorms.
AND SO IT BEGINS…
In 1970 it was acquired by Walter
Micklethwait’s grandparents and having
always spent his family holidays on the
Highland estate as an antidote to London,
when a third of it was left to his mother
10 years ago the pair dropped everything
to try and hang on to it. Walter picks up
the story: “It was an entirely sentimental
12
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decision and completely foolish as we
couldn’t afford it – I sold my house, and
mum had to rent out the family house
in London, but we were still £1.3 million
short – we were just lucky HSBC gave us a
mortgage. We were shaking everyone we
could find upside down – anyone who had
any money got it taken off them and we

just scraped it.
“Of course, we could not afford to sustain
such a big Edwardian country house with
200 acres, so we decided to rent it out and
we moved into one of the cottages.”
Inshriach House had never been a
business so a lot had to be done to bring
it up to scratch and into the 21st century
while keeping it eco-friendly. Walter
completely redecorated the entire house,
doing everything himself except for fixing
the roof. “I used reclaimed materials where
I could and spent the last bit of money
we had on fitting a wood pellet hot water
system and a set of solar panels for the
roof. When you run something like this you
have a responsibility to be as sustainable as
possible.”
After 10 months of blood, sweat and
tears, it was fit for accommodating 18

INDUSTRY OVERVIEW

people. “In 2009, there was little business
in the house and with next to no money
coming in we decided to host a festival
to make some friends and help put us on
the map. This was the Insider, and it ran
every year up until 2013, but it was never
profitable and increasingly elaborate,” he
says. “There were two musicians for every
one member of public over the three-day
event, and only 1,000 attendees. It was great
fun and very uncommercialised – people
loved it, but festivals are a mug’s game
unless you can handle them very well.”
CAMPING IN STYLE
Even with the house slowly building a
business with holidays, parties, weddings,
photoshoots and retreats, they still
needed to diversify. That is when Walter’s
love of making weird and wonderful
creations came into play. “I wanted to
know how to make a yurt and it just so
happened Canopy & Stars was starting out
at that point. They approached me with
this business plan and asked if I wanted
to get on board with my yurt. It got off to
a flying start as no one else was offering
anything similar this far north at the time.”
It was the perfect entry into glamping,
and the business soon expanded to
include other off-grid facilities. In 2010
the Beer Moth arrived, a converted
1954 Commer Q4 lorry, bought from
the Manston Fire Museum in Kent. Then
the Bothy Project approached him with
a scheme to build a small-scale art
residency space. Partly funded by the
Royal Scottish Academy, the custom
designed pre-fabricated cabin now does
six months each year of artist residencies
and six months of holiday lets.
The latest addition to the now 20
acre glamping area is a Swedish-style
shepherds hut (built by Walter’s partner
Lizzy’s dad), together with a wood-fired

sauna and hot tub – recycled nonetheless
from a horsebox and an army trailer
respectively. “I love trying to turn old
discarded junk, vehicles or buildings into
something purposeful; nothing is ever
thrown away if it can be useful. I try to make
something every year to keep it fresh.
“We’ve never done any conventional
marketing; it has just grown organically and
led off in meandering directions through our
passion for creativity.”
It is Walter’s unorthodox attitude to
life that has arguably led him to amazing
opportunities, and with that heaps of
media attention (Oprah Winfrey apparently
mentioned the Beer Moth on her show in
2014) inadvertently raising the profile of the
business.
ELSEWHERE ON THE ESTATE
While all these self-contained holiday units
are the estate's way of making money, extra

revenue is brought in from farming, which
Lizzy runs, breeding 60 to 100 Blackface
lambs each year to then sell on for meat,
and more recently Walter’s gin distillery.
Using only ingredients that he can pick
himself within a few miles of the estate, it
is distilled on site from an old hen coop,
that now resembles a Wild West saloon and
is also home to a small farm shop (selling
eggs and products made on site, from
woodcarvings to clothing) and a piano bar.
“I admire anyone who can make things,
that’s why Shed of the Year is so cool – it’s
full of very skilled people taking a lot of
time to craft things that are entertaining,
sustainable and almost universally
unnecessary. I admire people who use all
manner of materials with fluency and who
find uses for otherwise useless things.
“While I’m proud to have won the
prestigious award, it attracted undue
attention to our small-scale operation.

WWW.OPENAIRBUSINESS.COM
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INDUSTRY OVERVIEW

“WE HAVE NEVER HAD ANY MONEY TO SPEND ON
ANYTHING, SO IT’S ALWAYS BEEN A CASE OF
WHAT’S THE NEXT THING WE CAN AFFORD TO DO.
I REALLY DO NOT KNOW WHAT SELLS IT APART FROM
FAITH AND THAT WE ENTERTAIN PEOPLE”
We would have 80 to 100 people turn up
a day to have a look round, and while I
understand it is a tourist focused area of the
world, the joy of this place is the privacy of
it – for us as a family living here, but also for
our guests staying in the house or glamping.
It was starting to get intrusive so we decided
to hold open days, and they became really
popular – and fun.”
As well as these monthly events, the
farmyard space has become an events
function area in its own right. “There is
nothing else like it around us, or anywhere
in the UK that I can think of. We can host
up to 150 people and offer catering, live
music and a bar without it affecting the
house or glamping site. We held a mountain
bike conference last week and it was really
successful,” he says, before going on to add,
“Everything is reusable during events – it’s
not very practical but I wouldn’t have it any
other way – the gin business is the same,
every bit is recyclable – I don’t use any
plastic or polystyrene.”
WEDDINGS
While some years Inshriach House doesn’t
host any weddings, in a busy year it will
have up to six, with anywhere between 80
and 150 guests, and that’s because Walter
doesn’t advertise the fact it is a wedding
venue – couples just find it through word of
mouth or photographers.
Walter says: “The money is useful but
weddings are noisy and hard on the house
and garden. If we keep a marquee up for
more than two weeks it leaves a large
yellow rectangle on the lawn. The couples
who get married here love the area and
want creative input into their wedding,
14
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so we work together to pull that off, the
photographers we recommend tend to be
amazing, the caterers are always brilliant,
we hire rustic-looking furniture and there
is a stage area and bar in the marquee so
it looks very impressive. But I can't think
of anything less Inshriach than putting
together a wedding package.”
MICKLETHWAIT PHILOSOPHY
Walter, whose work has also resulted in him
being awarded the Sawday Trailblazer of
the Year Award, is rather modest. “It’s been
hard work but fun developing this business.
It has brought together a lot of creativity,
entertainment, a heap of good people
and has allowed us to hang onto Inshriach

through some difficult times.
“We have never had any money to spend
on anything, so it’s always been a case of
what’s the next thing we can afford to do. I
really do not know what sells it apart from
faith and that we entertain people. We have
no conventional marketing programme,
and while I am interested in what people
are doing on the glamping front and I turn
to people like Bill Coppethwaite, who
pioneered yurt building in the States, and
Lloyd Kahn, who has lived in a self-build
home for the last 50 years, for inspiration,
we never carry out any market research. We
build things we believe in and let it grow
slowly and organically.
“We’re not afraid of the bank anymore,

which is good – the business has diversified,
and a lot of people get what we’re doing
and the ethos of it. It also helps that
what we are doing just happens to be on
trend right now. In truth though, it is the
seclusion and wilderness of the landscape
that people come here for, and the sense
of humour – our USP is the element of
surprise and bewilderment about it all.
“We differentiate ourselves from others
with the level of recycling, originality and
imagination, and the space we have. The
house always had a nice atmosphere and
some of that has run down to the glamping.
Everything is individual but there is a
decorative theme that applies to all the
different elements, and then there are the
weird little touches, like a bar made from a
horsebox trailer. I like to call it a ‘Victorian
old man's pub’, and it can just about
accommodate two members of staff, but
has bar stools for customers on the front.
“There is nothing off the shelf about any
of it, and it is the same in the farmyard with
the ridiculous shop and many weird old
vehicles, it is another worldly experience.
As a result, Inshriach is more than the sum
of its parts. Less can be more when well
delivered. We are not trying to stay ahead
of the competition; we just seem to occupy
a different lane.”
And does Walter have a mantra that he
thinks we should all adhere to? “There
can be no doubt that we are at a critical
point environmentally so reuse everything
you can. Don’t be wasteful, profligate or
extravagant. Don’t buy, generate or gift
crappy things. Try to fix stuff. Try to be
sustainable. Work hard towards something
that inspires you. Don’t worry if you don’t
get it right first time. There are more
important things than money.”
THE FUTURE
While the house is the main avenue of
business for the Micklethwait family, the

glamping side of things is catching up –
turning over two thirds of what the house
does, with gin somewhere between the
two, and that is partly what Walter wants
to focus on for 2019. “I have just finished
building our own bottling room so I can
do very short runs and experiments and
contract distills for others and I’m investing
in equipment to make it a better business.
“This place has enormous potential and
none of it is very obvious, but with time,
funds and skills permitting, anything is
possible. As the community that lives here
has developed and the skills have changed,
people have brought their own ideas to the
party – there’s wood working, workshops,
retreats, joinery stuff, the gin – there’s all
these different avenues to pursue.
“Hopefully the next new project is a little
Victorian railway station I dismantled with
some friends five years ago. I have planning
permission to put it up and have chosen the
most awkward possible site for it, but I’ll
make it work somehow.”

It might be easy to cast off Walter’s
apparent scattergun approach to business,
but what he has achieved through
sheer hard work, creativity and talent
has completely turned the fortunes of
Inshriach House around. A former kids TV
set designer and antiques dealer, there is
nothing about Walter that does not surprise
us. A humble, genuine and fun guy, with a
busy working estate to take care of, along
with a growing family (three children under
the age of three), it’s a wonder he’s able
to keep diversifying the business at all.
Whatever happens next, it is sure to be truly
inspired and no doubt a little outlandish.

DETAILS
Inshriach House
Inshriach, Aviemore
Scotland, PH22 1QP
www.inshriachhouse.com
01540 651341
WWW.OPENAIRBUSINESS.COM
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CASE STUDY

Field of
Dreams

An organically grown, family run venue
offering weddings, events and field sports
Situated in the heart of Bangor on the southern side of Belfast Lough, Field of Dreams started as an
outdoor activity centre and now welcomes weddings and private parties to its purpose built barn
structure. Launched by Maurice Brown in 1995, son Greg now oversees operations. We speak to Greg
about his dad’s vision and some of his wackier ideas!

When did you start your venue
business and what is its history?
The venue as it is today has been
here since 2006 but the journey
started well before that. Dad is
a pro clay pigeon shooter and
purchased the land back in 1987.
As a successful business man
in the construction industry he
was well used to travelling for
corporate away days of different
sorts, often to Scotland where
adventure type activities were
often laid on at great expense. He
looked at the land and thought he
could do something just as good
but that would cost less for the
average person. His vision was to
create a ‘mini estate for ordinary
people’.
He added five lakes and
opened Field of Dreams in 1995
as an activity centre, originally
offering shooting and fishing,
16
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‘BUILD IT AND
THEY WILL
COME’ - KEVIN
COSTNER
HAS A LOT
TO ANSWER
FOR… AT ONE
POINT HE
WANTED TO
PLANT MAIZE
AND CREATE
A BASEBALL
FIELD

then archery and air rifles. He was
attracting stag do groups and
private parties but then our first
wedding reception happened. It
came about through a friend of
my father and was published on a
wedding blog in 2011. Since then
we have had 58 weddings and now
offer ceremonies on site too.
Tell us about your location and
site
We have 36 acres of lush
countryside with five lakes near
Bangor on the southern side of
Belfast Lough in Northern Ireland.
Dad called the venue Field of
Dreams having had his vision and
building what he thought would
attract people. ‘Build it and they
will come’ - Kevin Costner has a
lot to answer for… At one point he
wanted to plant maize and create
a baseball field – I think that would

have been one step too far. Dad is
really the brains of the operation
and I just decide if I want to go
with it or not!
What facilities for outdoor
functions do you offer?
Designed as a club house initially
in 2004, The Retreat is our main
indoor function space and can
be laid out and decorated in
a wide variety of ways. Dad is
in construction and designed
the building himself and put it
together with a joiner friend. It
has a Scandinavian style and
is situated on a lakeside with a
glazed front that offers stunning
views. It can comfortably seat 90
guests but can take up to 110. We
can accommodate most table
arrangements with round and/or
trestle tables which we provide as
part of the venue hire fee along

with chivari chairs and table linen.
We also have a giant tipi and
a traditional canvas marquee
available to hire as well as ample
car parking. We are also now
licensed for ceremonies on site
too.

and have a giant tipi and a
traditional canvas marquee. I was
careful to choose a quality canvas
marquee and had one made by
Grays Marquees on the Isle of
White. It is a beautiful 12x6m
structure with ash pegs and a high
quality canvas. Everything we do
here is about quality and things
like this matter. The tipi is 22 feet
in diameter and is a great chill out
area or somewhere for the kids.

I decided to buy in the structures
rather than work with outside
suppliers for each event as it just
makes financial sense. Also, I don’t
have to hang around waiting on
other people to come in and out
for every event. I can put the tipi
up with the help of just one or
two other persons, and for the
marquee I get in four or five local
lads to help.
I am getting quotes for a
bandstand style structure for a flat
area of grass by the lake which will
be a super place for an outdoor
ceremony providing great views
up the lake. I hope to have this in
place by May.
How do you work with your
customers to make their event
unique?
The venue is pretty much a blank
canvas and can be decorated in
a variety of styles. Every booking
has me on hand to help and it can
be arranged for adequate time
to prepare the venue in the days
before.

What services do you offer?
Anyone who books the venue gets
me on hand to help with all the
setting up and breaking down,
as well as troubleshooting on the
day. The Retreat has an annex
which is perfect for caterers to use
to prepare food but we don't get
involved in the catering ourselves.
There are a few local caterers I
am happy to recommend but the
majority of events held here lend
themselves to a BBQ or hog roast
outside by the lake.
Describe how you researched
and sourced your structures
We chose to buy our marquees
WWW.OPENAIRBUSINESS.COM
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How do you publicise yourself?
I don’t do a lot to be honest. I
might promote a couple of posts
on Facebook - £50 can go quite
far that way. It would be easy
to over commercialise a place
like this and it would lose its
appeal. Everything has a life and
to prolong ours I want people to
‘find’ us, like a hidden gem, even
though they might just live three
miles down the road.
I had been using a marketing
company and was paying £240
a month in Google ads but I
stopped just before Christmas.
Since then we have had 20 good
enquiries so I’ll see if I need to
revisit that or not.
I haven’t really touched on
marketing the venue to business
event organisers and I think this
is one avenue we could go to
town on. Our average wedding
has 100 guests who more often
than not say “What a spot!” Many
of them will think of us when it
comes to business away days
etc. - I don’t think we would need
to do much in the way of direct
marketing.
How would you describe your
‘style’ or unique selling point?
I would be laid back in my nature
but pride myself on offering a
personal service giving people
great memories of their time
here.
18
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What challenges have you faced?
Planning was a headache in the
early stages. Back in 1995 I think
Dad paid more in planning fees
than a large Tesco store did down
the road!
What are your plans for next
season?
We are getting planning for luxury
safari tents and timber framed
cabins for glamping. I think Field
of Dreams would work well as a
family park – secluded and safe
with plenty of activities and just 20
minutes from Belfast.
I also want to re-clad The
Retreat and have plans for a
boathouse structure for photo
opportunities. You can’t have

“THE BEST
THING
ABOUT THIS
BUSINESS
IS MEETING
DIFFERENT
CHARACTERS
AND SEEING
PEOPLE
GOING AWAY
HAPPY HAVING
ENJOYED
THEIR
EXPERIENCE”

enough wee things like that
around the place!
Describe your average day midseason
Depending on the bookings we
have it could be anything from
decorating The Retreat for a
wedding or taking a group clay
pigeon shooting. I like to make
sure the lawns are cut nicely – we
have 20 acres we treat as lawn so
it’s a big job! As is strimming – I
started a 25 year grass strimming
apprenticeship three years ago...
What do you enjoy about the
business and why?
The best thing about this business
is meeting different characters and

FUNCTION VENUES

seeing people going away happy
having enjoyed their experience.
One that really sticks in my head is
a city type I recognised from Ninja
Warrior on TV. He stopped me as
we were heading across the site
and pointed to cows in a field – he
had never seen one in real life
before! I then helped him catch his
first fish – he was over the moon.
What other outdoor hospitality
sectors do you operate in?
We run charity events which
are open to the public and
have the plans to add glamping
accommodation.
What are you most proud of?
That’s hard to answer – it’s funny

but to us we are always looking to
the next thing to improve or the
next project to get stuck into; we
probably don’t think that much
of the place! An example is me
wanting to re-clad The Retreat
- I have been looking at it for 14
years so am a bit sick of it but
visitors see things through very
different eyes.
We are never not doing anything
– although don’t get me wrong, I
do sit on my backside sometimes!
What advice could you give
to someone coming into the
industry?
Be yourself and do your best.
One thing I do pride myself on is
keeping things personal and being

genuine. We often get feedback
in reviews and in our visitor’s
book that say we ‘went above and
beyond’, but I believe this is how
everyone should be all the time,
especially in an industry like this.

ADDRESS BOOK
DETAILS
Field of Dreams
55 Upper Gransha Road
Bangor BT19 7QE
Northern Ireland
07872 837056
www.fieldofdreamsni.com
WWW.OPENAIRBUSINESS.COM
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Promo Shoots

Kelly Chandler gives the low-down on how to get
promotional photo shoots right for your venue
FIRST UP - should you build photo
shoots into your planned promotional
and marketing activity as a successful
wedding venue? Are they really essential?
Absolutely!
Whereas inspiration shoots used to be
purely for the ultra creative industries,
they are now an essential ingredient in
building a successful venue business and
being able to present, and importantly to
attract your target market, whatever and
whoever that market is. I see great results
time and again with my venue clients
who have committed to regular seasonal
shoots to showcase their spaces and
these clients report being able to attract
not only more business, but those couples
who are the perfect match for them,
making business easier to manage too.
So a question we’re often asked is how
do you go about it? What’s the best route if
you’re new to this? What’s the investment?
Who pays?
WHAT IS YOUR DESIRED OUTCOME?
Before running away with a photo shoot
project, really consider the purpose of
20
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the shoot in detail. Yes it’s
about having photos but
is this about showcasing certain areas of
your venue that you haven’t had photos of
before, is it showing the versatility of your
spaces set up in different ways, is it about
showcasing a higher level of wedding
detail than you’ve been able to attract
before, or is it about showcasing a certain
style or design that just works in your
spaces?
And importantly, what is your desired
target market you want to reach with
this shoot? It is also vital to know how
much you intend to use this shoot – is
this something you want to last for a long
time to form the basis of your website key
pages, brochure and marketing campaigns
or is this going to be just one of multiple
shoots and serve a certain goal, for
example promoting winter weddings?
Be sure that you communicate your
goals with your team all the way through
as it’s often when team members interpret
the brief differently and have different
goals and expectations that things don't
work so well.

HOW IS IT ORGANISED AND PAID FOR?
There are lots of ways of this working and
there are a few things to be aware of.
It’s very tempting to take advantage of
the requests of bridal designers, florists
and cake designers to provide services in
return for the shoot as shoot creation is very
much part of their marketing mix. This can
work well but do be careful of this option
depending on your needs. I hear and see
a lot of shoots which are beautiful but the
focus of the shoot is on the bridal fashion
for example not on practical shots of the
venue spaces that really showcase what
you have, for example, from a banqueting
point of view.
This arrangement might work well if you
are hosting a lot of shoots but if you are
doing this for key images for your venue’s
marketing, and because you don’t have

FUNCTION VENUES

“IT’S VERY
TEMPTING TO TAKE
ADVANTAGE OF
THE REQUESTS OF
BRIDAL DESIGNERS,
FLORISTS AND CAKE
DESIGNERS TO
PROVIDE SERVICES
IN RETURN FOR
THE SHOOT AS
SHOOT CREATION
IS VERY MUCH
PART OF THEIR
MARKETING MIX”
certain shots you must have, then you
really need to have a dedicated shoot to
your brief and overseen in detail by your
team; this can sometimes mean therefore
being prepared to invest time and budget
into it.
STYLISTS AND BLOGGERS
One option is to organise your shoot with
the support of a professional stylist or
wedding planner; they should have a flair
and passion for creating wedding looks
and the little white book of suppliers and
products to bring it all together. This is a
route I’d certainly look at and be open to as
the results can be spectacular.
Be prepared to invest some budget
however in a good stylist and particularly
if media exposure to a large/relevant
audience is guaranteed (some stylists are

also professional bloggers and influencers
so work with venues to style and then
feature their shoot).
Some stylists may be looking to portfolio
build or attract new markets to their
business so may produce a shoot for you
on a contra deal but everyone will be
looking for some commercial angle – it
could be some sort of trade off depending
on how they obtain customers and pay
their bills. Do have the “payment for time”
conversation and be clear on what everyone
is going to get out of it.
PULLING YOUR TEAM TOGETHER
When you are putting your team together,
it’s usual that your preferred/recommended
supplier team (if you have them already) are
invested into the shoot and will usually offer
their services at a much reduced/at cost rate

or on a complimentary basis (eg. it might be
for covering the market rate of the flowers
but not the time factor). It will depend on
how much exposure the shoot will get,
how much credit suppliers will get in the
resulting coverage and how much business
that supplier gets from your venue already.
For general etiquette, if a supplier has given
their time and service to be part of a shoot,
then they should be mentioned and tagged
in all social media every time and on key
website pages wherever practical.
It’s also important to consider if you will
submit the shoot to a professional blogger
or media outlet – most of my venue clients
focus a major shoot for their own branding
and marketing purposes and blog coverage
is secondary, but don’t forget to consider
submitting to a well-matched professional
blog and discuss suitability with your team.
WWW.OPENAIRBUSINESS.COM
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The other route is to work with a stylist/
blogger combo from the start if you have
a target publication in mind and blog
coverage is a key marketing strategy for
you.
PINTEREST
It’s more usual for a venue working on
a branding shoot that they are heading
up to pick from their own excellent
supplier team, and this would be my
recommendation. They know your spaces
and will have endless ideas of how these
spaces work, what styles work best,
which of their products work together and
more. I’d suggest a team members’ use
of a shared Pinterest board for on-going
collaboration to work out the finer details
of a shoot, and the details do matter – the
more you can bring your spaces to life with
creative touches that inspire your future
couples, the greater success you’ll have.
A shoot does take time, particularly
if you are not outsourcing to a stylist or
planner so be prepared to put in the hours;
it’s worth it!
WHEN YOU’RE IN IT YOU’RE IN IT!
We’ve already spoken about the need to
be specific about what you’re doing your
shoot for and this is extended to really
thinking through and writing down the
exact set-ups and shots you need. Map
out exactly the angles you want each
space to be photographed from - do you
want close ups from the front and back of
the room? Do you want bird’s eye views?
Often you’ll want a mix of close ups and

wide angle/large space shots if you’re
putting together entirely fresh marketing
materials.
Make sure the entire team have this list
with them on the day and use it as a tick
list to ensure things aren’t forgotten.
If you’re going to the effort and cost of
hosting a shoot you might as well make
the most of it so do take the opportunity
to plan lots of set ups and turn the spaces
around where you need to to show
alternatives for your couples. Allow plenty
of time for this – it does take longer than
you might think and the more creative
detail you have the longer it will take.
A shoot with furniture movements and
more can take several hours or a full day,
even going into the evening. Don’t forget
you will likely want to capture your spaces
to show the versatility across a wedding
day whether that’s daytime shots or
nighttime ambiance for partying with
candles lit, for example. And don’t forget
the outdoors – as if you would, being
readers of Open Air Business magazine!
WANT TO KNOW MORE?
This is a big topic with lots of information
to take on-board. If you’d like to know
more, then do come and join my private
Facebook group just for wedding venues
where there is a mini livestream training
on photo shoot creation plus many other
mini trainings to catch up on and in the
planning for 2019. Search for ‘Wedding
Spaces Going Places’ on Facebook and
come and join over 250 other global
venue colleagues there.

CREDITS
Photography from a venue photo shoot we
planned and styled for our client, Warmwell
House.
VENUE
Warmwell House - www.warmwell-house.com
PHOTOGRAPHY
Imogen Xiana - www.imogenxiana.com
FILM
Gorgeous Film - www.gorgeousfilm.co.uk
FLORALS
Martha and the Meadow - www.
marthaandthemeadow.com
CAKES
Fancie Buns - www.fanciebuns.co.uk
BRIDAL ACCESSORIES, HAIR AND MAKE-UP
Victoria Fergusson - www.victoriafergusson.co.uk
MODEL (BRIDE)
Tanya Louise Cumberland - www.
tanyalouisecumberland.com
BRIDAL GOWNS
Naomi Neoh - www.naomineoh.com
STATIONERY AND PAPER GOODS
Emily & Jo stationery www.emilyandjo.co.uk
SILK RIBBONS AND RUNNER
Pompom Blossom - www.pompomblossom.com
FURNITURE
DP Marquees (cross back chairs and wooden
bar unit for cake/champagne station) – www.
dpmarquees.co.uk
The White Chair Company (white chairs for
ceremony, pool furniture, white easel, gold
cutlery) - www.thewhitechaircompany.co.uk
TABLESCAPE HIRES
Couvert (glassware, charger plates, table cloths
and napkins) - www.couvert.co.uk

ABOUT THE AUTHOR
Kelly Chandler Wedding Consulting helps unique places and spaces to thrive in the modern wedding market via a
range of specialist one to one consulting and group training programmes.
Kelly has a wealth of specialist wedding industry experience through more than 15 years leading her award-winning independent wedding planning business, The Bespoke Wedding Company, together with a Directorship at industry body,
the UK Alliance of Wedding Planners. Kelly is proud to eat, breathe and sleep weddings - setting standards, inspiring,
mentoring and motivating others. She is a well-respected go-to expert in the business of weddings with a unique grasp
of both modern bridal expectations and a venue’s commercial needs. www.kellychandlerconsulting.co.uk
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Delivering Bespoke Glamping projects
for Discerning Landowners
In collaboration with treehouse builder Leigh Smallwood

• Planning Applications • Finance
• Structure Design & Installation

info@morelcompany.co.uk
www.morelcompany.co.uk
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MATTRESSES

BEDS

FOR

|

DIVANS

|

BUSINESS

•

HEADBOARDS

DESIGNED

|

SOFA

FOR

BEDS

DEMAND

With products designed for the hotel, glamping, accommodation and contract market, Mattison Contract Beds is one of
the industry’s leading manufacturers with over 150 years of experience. As a UK manufacturer, Mattison Contract Beds
produce mattresses, divan beds, headboards, sofa beds, guest beds, metal beds, bunk beds and bedding accessories which
all comply with UK fire regulations. With an extensive portfolio of clients ranging from top hotel chains, universities,
schools and cruise ships, through to interior designers, these are beds for business - designed for demand.

•
•
•
•
•
•
•

Our Services

Order direct from the manufacturer
Free delivery*
Free bed surveys and quotations
Order any quantity
Quick delivery lead times
Discounts for quantity
Contract Source 5 fire rated

•
•
•
•
•
•

Bespoke sizes available
Nationwide service
Full installation and disposal service available
Zip/Velcro® and link available on all models
Over 150 years of experience
Made to order

* Free delivery on orders of £500.00 or greater

MADE IN

THE UK

Mattison Contract Beds | 6 Whittle Road | Hadleigh Road Industrial Estate | Ipswich | Suffolk | IP2 0UH
01473 255 888 | info@mattisoncontractbeds.co.uk | www.mattisoncontractbeds.co.uk

GUEST COMMENT

Sweating
your Assets
Andrew White warns about promoting
unusual venues into the corporate
events market without the suppliers
or service levels to support them
THE DRIVE to maximise assets is
potentially having a detrimental effect on
the events industry. Fuelled by reports that
brands want ‘unique and unusual’ there
are more venues on offer than ever before.
And each time a new one is launched it
seems to get more daring and provocative;
first it was the museum sector, then we
moved to stadia and in the recent trade
press we’ve seen visitor attractions and
Challenger dining halls launch as the ‘go to
venues’.
A broader choice may seem great but
with so many alternative venues opening
their books it requires more ancillary
suppliers to serve a demand that is getting
wider by geo-location and more disparate
in terms of accreditation, compliance and
health and safety. In fact sweating assets
may well lead to some sweaty palms as
service levels diminish despite organiser
and delegate expectations getting greater.
The museum sector has been judicious
for years in its accreditation process
as it protects heritage, collections and

structures, as well as ensuring everyone in
the supply chain complies with health and
safety legislation and even sustainability
policies. So is the glut of new ‘unique and
unusual’ being discerning or is it simply a
fast fix for the bottom line?
In creating a supplier list, ancillary
partners want to see potential business.
Equally, venues need to see demonstrable
business introductions from them. But
activating an event for 50 people in a
venue 20 miles from the nearest town
may be cost prohibitive even though the
venue may look stunning. Cue the raft of
new suppliers who may not be used to the
needs of the discerning agent or corporate.
While they may help with the expense side
of things they may well create a greater
margin for error and result in detrimental
service levels at the expense of the event.
We visited a client the other day and
they were ardent in the fact that they
were wholly responsible for all events
hosted and therefore all catering and
service levels. I’m very used to historic

buildings having a supplier
list, but this really struck as
I could fully comprehend
how and why they would not
want to damage their new-tomarket brand and long-standing
integrity by outsourcing to a long
list of suppliers. They would control
exacting service levels, food and drink
and ultimately drive their own reputation
rather than relying on the algebra of
numerous suppliers.
If there is one thing that sweating your
assets points to it’s the fact that service
levels need to be consistent, outstanding
and reflective of the premise of the
building. Hotels have had star ratings
for many years to indicate service and
product offering. And while the unique and
unusual may offer the bigger wow factor,
such venues need to ensure they have the
standard of performance to compete.
A marketing image of an iconic setting
may well drive interest, however it’s
service standards that drive us to come
back and market the venue through word
of mouth.
There are numerous stately homes and
unique venues that have created incredible
event businesses. Plan and consider your
partners and, rather like a relationship, be
wary of who you let under your roof.

ABOUT THE AUTHOR
Andrew White is
MD of Triggerfish
Communications,
a specialist in
helping heritage
venues and leisure
attractions build
awareness and market
share in the business of
events. www.triggerfish.co.uk
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PRODUCT IN FOCUS

Heat, Power
and Lighting

Wedding at an Undisclosed
Location in Kent
Products: Generators, distribution and lighting
Supplier: Excell Electrical Event Solutions
Telephone: 01233 822059
Website: www.excellelectrical.com

Ascot Racecourse
Description: Ascot Racecourse
Grandstand
Product: Boiler and fan coil hot
water heating system
Supplier: Cooling and Heating
Solutions
Telephone: 01590 681434
Website: www.coolingandheatingsolutions.com
Details: The client required the ground floor and fourth floor
of the 90m+ grandstand structure to be heated for a Christmas
party. Due to the building being so enormous, and of an unusual
design, Cooling and Heating Solutions elected to do a trial
run prior to the event. This ensured the team knew that the
equipment selected was correct for the job and that the client
was able to see it in position so they knew exactly what to expect
for the event.
A 2MW fan coil and boiler system was installed to provide an
even distribution of heat throughout the event space. Due to the
draughty nature of the building it was a challenge to ensure that
it would be kept at a constant temperature throughout the event,
but it worked perfectly.
The team worked closely with the client throughout, ensuring
they were kept up to date on the progress of the install. This
meant that any tweaks to the design could be made quickly and
easily, without an issue.
Feedback: “It was a huge success! I cannot thank you enough for
your help and services on this!’’
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Details: The bride had booked a June wedding and
approached Excell Electrical to provide lighting, power
and distribution. Given the time of year and the long
days, lighting had to be sensitively done so that it
looked attractive during the day and amazing at night
but not over the top. Fortunately the chosen venue
had some beautiful trees beyond a pond that looked
beautiful illuminated and the area was truly bought to
life as darkness fell.
A super silent road tow generator was put into
position, and after installing power and lights in the
service tent things were ready for the big day.
The company’s generators play a major part at many
weddings each season and it also supplies several local
marquee companies with its services. All equipment
is of a weatherproof construction, complying to the
latest IEE regulations and therefore versatile and safe
whatever the weather.
It can supply complete
systems from a generator
to a domestic 13amp
socket suitable for use
inside marquees.
Cee-form
connections in
both single and
three phase and
a full range of
practical working
lights, display
lighting, garden
effects lighting and
various marquee
lighting is also available.

FUNCTION VENUES

A Marquee Wedding at
Hawarden Castle Pavilion
Description: A 1920s cricket pavilion in
historic parkland
Service: Power and lighting
Supplier: Event Equipment
Telephone: 01829 289888
Website: www.eventequipmentltd.co.uk
Details: Working alongside Hawarden
Castle Pavilion as preferred suppliers,
Event Equipment helped to deliver a
tailored lighting package. The pavillion
was used on this occasion for its WC
facilities and for food preparation area,
and the team provided wireless LED

uplighters positioned inside to create
a warm inviting glow that matched the
colour scheme of the day.
Externally, the bridal party had opted
for a large sailcloth marquee as their
guest numbers were quite large. The brief
was to make the whole site an inviting
place to be after dark. High level festoon
lighting in front of the marquee provided
an illuminated an area for guests to sit
and talk on Event Equipment’s bespoke
cable drum furniture. The company also
installed a low-level run of festoon as a
walkway which linked the pavilion with
the marquee.
Internally, the marquee was illuminated
with filament style festoon in the roof,
and uplighters around the perimeter.

Coombe Abbey
Description: Coombe Abbey’s
marquee wedding venue stands
on the East Terrace of The Abbey
grounds, boasting its own bar
and stage area. At 45x15m, with a
15x12m extension, it is available
to hire all year round
Product: IMA 150 indirect oil fired
heater for the main marquee and
an IMA 61 heater for the marquee
extension

Connecting these to a dimmer gives
greater control of light output, and really
helps to set the mood in the evening.
A combination of high-powered colour
changing LED fixtures were used to
illuminate the surrounding parkland’s
trees along with more traditional HQI
floods. All the additional lighting was
powered using one of Event Equipment’s
super silent generators
Feedback: The bride said: “Lots of guests
commented on how pretty and magical
the marquee and grounds looked. The
team from Event Equipment were helpful
and extremely knowledgeable, giving
advice on how to enhance the look and
create a stunning marquee day and night.”

Feedback: “We have worked with Thermobile for 15
years so were very confident in taking advice from
them for heating this area. The structure is in
use 52 weeks of the year so it is important
guests are comfortable throughout the colder
months. The heaters have been reliable with
excellent digital information to monitor
output air temperature, and technical advice
is readily available and much appreciated.”

Supplier: Thermobile
Telephone: 02476 357960
Website: www.thermobile.co.uk
Details: Coombe Abbey’s large semi permanent marquee
from Umbravilia Marquees has a seating capacity of 500 and, at
45x15m (plus extension), requires some thought as to how to
heat. Following a consultation with the venue owners, Thermobile
recommended overhead heat blown in through a clear PVC duct,
which prevented hot spots and provided the circulation of warm
air. Exit holes were positioned in the duct to direct the hot air
evenly around the large structure.
The indirect oil fired heaters selected for both the main
marquee and the extension offered efficient use of fuel with
consumption of 14.8 litres per hour and 6.5 litres per hour
respectively.
WWW.OPENAIRBUSINESS.COM
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PRODUCT
SNAPSHOTS
Portable Powerpack 450+
Portable Power Technology
01474 761051
www.portablepowertech.com

Event Lighting and Electrics
Brandon Hire Station
01179 719 119
www.brandontoolhire.co.uk
The Brandon Hire Station range includes everything needed to light
and power events. Its range of generators includes super silent and
long running tank options, and power distribution hire comprises
distribution boxes and cable protectors.
Its temporary lighting range is especially good for spot lighting in
noise sensitive areas, with rechargeable LED technology and solar
powered systems. It also includes festoon lighting in 22m or 100m
strings.
Lighting for car parks is best achieved with tower lighting systems
featuring long running fuel tanks and low emissions output, or by
hiring linked tower lights that can be powered from a mains supply or
generator.

Portable Power Technology (PPT) has launched
the quiet and compact portable Powerpack 450+.
Exclusive to PPT, its lightweight, rugged design
makes it safe and easy to move around – perfect for
outdoor events and venues. The Powerpack 450+
has a 444 watt hour battery and 450w pure sinewave
inverter. With a variety of output options, including
a three pin plug
socket, it’s ideal for
powering lighting,
device charging, pay
points, CCTV, outdoor
musicians or even a
small fridge!
Quick and easy to
recharge using solar,
mains or 12v, the
Powerpack 450+ will
keep you powered
wherever you are!

BUILD YOUR OWN SHEPHERD HUTS
VISIT WWW.SHEPHERD-HUTS.COM
AND CLICK ON THE ‘SELF BUILD’ PAGE

BUILD TO A SIZE
THAT SUITS YOU!
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Tipis • Stretch Tents • Timber Domes • Bars
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www.event-in-a-tent.co.uk•Tel: 01978 661449 •info@event-in-a-tent.co.uk

Finman Glamping
Cabins and BBQ Huts

Fantastic ROI
return a profit within
year 1 based on 25%
occupancy / £75
rental with a 17m2
Finman Sleeper
Cabin

from
£2,6003’
for a 1

Designer of Innovative Dream Solutions

Beautiful Inflatable
Bubble Houses

Our fantastic range includes
traditional, contemporary, double
storey and low profile designs to sleep
or host a range of guests. BBQ huts from
£3,685 and Log Cabins from £1,394.

For extra accommodation in your
backyard or for any occasion for
days or months...

“We are delighted with the Finman BBQ Hut. The
quality of build is superb, and Logspan provided a
very efficient fitting team. Logspan and its product
have exceeded our expectations.” Alastair

UNIQUE
01389 887205

•

QUALITY

•

CUSTOMISABLE

info@logspan.com

www.logspan.com

> MODULAR CONCEPT: fully transparent, semi
opaque or fully opaque for more privacy.
> Available from 6.5 feet to 26 feet diameter.
> NO BUILDING permit required.
> 50 min. set up, inflation included.

To buy or to rent We SHIP from FRANCE

e-mail or call us today to discuss your project!

CasaBubble® distributed in France:

+33(0)6 8627 9168

info@CasaBubble.com | www.CasaBubble.com

GLAMPSITES

CASE STUDY

Roulotte
Retreat

With the largest collection of French roulottes in
the UK, this glamping site in the Scottish Borders
breathes magic and romance
From a passion for travel and bohemian living, husband and wife
team Avril Berry and Alan Fraser have created a site reminiscent
of a Van Gogh painting, with handcarved French roulottes
painstakingly put together over the course of six years. But patience, planning and a unique
vision has paid off with multiple award wins and delighted guests. We talk to Avril.

What’s your back story – your life
before glamping?
I am a yoga teacher and yoga
therapist. My husband Alan
is a cognitive behavioural
psychotherapist. We both share a
love of travel and different cultures
and have journeyed extensively
worldwide for many years.
Before moving to the Scottish
Borders, we lived in Edinburgh and
used to host students who were
studying English at university and
language schools so this gave us an
insight into hospitality.
When we moved to the Borders
our twin boys were 10 and we got
right into country life - growing hay
in the meadow, walking daily with
our two dogs and keeping ponies,
then chickens, geese, ducks and
quails, so we were kept busy!

“IT WAS
LOVE AT
FIRST SIGHT
AND THE
BEGINNING
OF BEAUTIFUL
ESCAPES TO
RUBY, RIGHT
NEXT TO OUR
HOUSE”

What made you decide to
start offering glamping
accommodation?
As you can imagine, life was full on,
and as our children grew so did the
number of friends who came to play
and stay so we needed an escape...
enter Ruby Bowtop! We loved
the idea of having an authentic
Gypsy bowtop and after extensive
searching we eventually found the
one we were looking for in Devon.
It was love at first sight and the
beginning of beautiful escapes to
Ruby, right next to our house. We
used to light the authentic Queenie
stove and enjoy the peace and
quiet, just by our front door - it was
bliss! We then thought perhaps
others may like to experience this
magic and so the seed of Roulotte
Retreat was born.

This would have been around
2006 and before the popularity of
‘glamping’. We both like the unusual,
different and thinking out of the
box so ideas were no problem we
just had to work out the fine details.
We had the land and the idea and
so the search was on for the right
accommodation. It was to be 2010
before the first roulotte entered our
meadow gate.
How did you research the business
before entering it?
We searched extensively online for
almost a year, constantly working
on what sort of accommodation
we would like, who our customers
would be, what facilities we could
offer and where we could find the
accommodation that would fit the
bill and suit our needs. We based
everything on what we like and
expect when we travel and then
added some!
We wanted to be different, stand
out from the crowd, offer guests a
unique experience, an authentic
stay with a hint of magic and full
of romance, so for us it just had to
be French roulottes. So began the
quest, travelling throughout France
meeting up with many designers
and makers. This was one of the
most time consuming and enjoyable
parts of our roulotte journey and
also an amazing experience.
WWW.OPENAIRBUSINESS.COM
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Tell us about your location and
site
We live and work on site in the
heart of the Scottish Borders, near
Melrose. We have several acres,
some of which has been landscaped
to create a wildflower meadow
with a burn (otherwise known as
a stream) running throughout the
edge. We diverted some of this to
create a lochan (small loch or lake)
in the centre from which the water
continues to a wildlife pond before
finally flowing along a rill back to
the burn again.
Today, Roulotte Retreat is
reminiscent of Van Gogh’s 1888
painting, ‘Encampment of Gypsies
with Caravans’ with a campfire at its
centre and seven colourful roulottes
encircled in the middle of the
meadow - just magical!
Extensive planting of native
trees, shrubs and wildflowers
ensures the site is completely in
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keeping with the natural beauty
of the surrounding countryside.
We have walks directly from our
meadow - through the woodlands,
by waterfalls and up the legendary
Eildons where Thomas the
Rhymer, local poet and seer met
with the Queen of the Fairies and
disappeared for seven years.
How did you tackle getting
planning?
Right from the outset we worked
closely with planning and found
the team to be extremely helpful.
We also worked with SEPA,
(Scottish Environmental Protection
Agency), Scottish Heritage, Scottish
Borders Council plus a variety of
agencies in Scotland. We worked
closely with a local landscaper,
woodland business and specialist in
sustainable agriculture who listened
to what we wished to create and
helped us achieve our dream with
their professional knowledge and
expertise.

“BEING NEXT
TO A VILLAGE
AND IN THE
COUNTRYSIDE
IT WAS OUR
DESIRE TO
WORK IN
HARMONY
WITH NATURE
AND THE
LOCAL
COMMUNITY”

We decided to present our idea
to the local village in a public
meeting so that we could put
across our plans and listen to any
concerns the community and the
village committee may have and
addressed them, adjusting our
plans accordingly. Being next to a
village and in the countryside it was
our desire to work in harmony with
nature and the local community.
As part of planning we were
also required to put in two passing
places on the road coming from
the village due to the potential of
increased traffic, as well as widening
our drive at the entrance.
How did you finance the project?
Roulotte Retreat was self financed
and with help from a Scottish
Rural Development Programme
(SRDP) Rural Priorities Grant for
encouraging tourism into the
area. We were also awarded an
Innovation in Tourism award which
helped us with marketing, website
and branding costs.
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What glamping accommodation
do you offer and why did you
choose it?
We offer seven roulottes, six are
French and one is Dutch, as well
as Horseshoe Cottage which now
enjoys Ruby Bowtop in its woodland
garden. We also have The Studio,
an original 1950s wooden building
with outdoor covered deck amidst
Scots pines, which provides group
space for get togethers, events and
celebrations.
We opened in 2010 with two
roulottes and over the next few
years slowly introduced more
French ladies until we gained our
full complement. They are made
from wild cherry, chestnut, walnut,
oak and ash from the forests of
France, lovingly carved and crafted
by French artisans
Initially we opened all year round
but after a few years we realised
that it was important to take time
off and so began our annual break,
closing in the first couple of months
of the year to maintain the site and
recharge ourselves for the next
season.
When we looked at
accommodation it had to tick
many boxes, including the Scottish
weather, so our wooden roulottes
are well insulated in the walls, roof
and floor. We have heaters to keep
pipes warm and also trace wires
on the pipes. We are geared up for
extremely cold winters after the first
winter in 2010, one of the worst,
when we were bringing in guests
and supplies by sledge.
There are wood burning stoves
in each roulotte, which are fuelled
by eco fuel and electric radiators so

no one is ever cold, in fact it is the
epitome of ‘hygge’ or to ‘coorie in’
which is the Scottish equivalent of
cosying in by the stove, enwrapped
by the warm ambience of the hand
carved structures.

“WE ARE
GEARED
UP FOR
EXTREMELY
COLD
WINTERS
AFTER THE
FIRST WINTER
IN 2010,
ONE OF THE
WORST, WHEN
WE WERE
BRINGING IN
GUESTS AND
SUPPLIES BY
SLEDGE”

How did you work out your
brand and how do you publicise
yourself?
Being familiar with self employment
through our health and wellbeing
businesses, we have experience of
marketing and promoting in specific
markets. We had ideas of what
kind of branding we wanted and
worked with a branding company,
website designer and local artist
to create the branding we had in
mind and also initially worked with
a marketing company to get us
started.
We were fortunate to have
an excellent business mentor
who encouraged us to write our
extensive business plan and helped
us be accountable to it with monthly
meetings which were invaluable,
especially in the early stages of
setting up.
In the beginning, when we were
looking at marketing in 2009, we
didn’t quite fit in to the normal
tourism market pigeon holes so
were delighted to meet Tom at
Canopy and Stars. They were setting
up as part of Sawday’s and we were
to become one of their first few
glamping sites. We are now present
on many travel and wedding sites
and are still with Canopy and Stars,
although nowadays we generate
most of our own bookings through
our website.
We have been very fortunate with

such a unique product to attract
much press attention including
magazine features, travel books,
fashion and film shoots, and TV
coverage including the Scottish
Passport travel programme and
Four in a Bed.
How would you describe your
ethos and unique selling point?
Eco, chic, magnifique, to borrow
a few words from our romantic
neighbours over the water. Retreat
in harmony with nature, living in
colourful French roulottes in the
heart of the Scottish countryside what could be more romantic and
magical! There is no other collection
of hand crafted authentic French
roulottes in the UK.
We also offer Japanese style eco
hot tubs, hidden from view beside
two of our roulottes for bathing
under the stars. We invite guests
with a penchant for style and a
sense of adventure to ‘step back in
time’, get in touch with ‘their inner
Audrey Hepburn’ and experience
‘travelling without travelling’ in
different roulottes with their own
ambience, carvings and characters.
Some guests always return to the
same roulotte and others enjoy
‘roulotte bagging’, like the ‘Munro
bagging’ which any mountain
climbers will be familiar with in
Scotland.
How did you choose your interior
decoration?
With an exuberant love of colours,
fabrics, furniture, artwork, style and
reflecting our travels worldwide, all
of this has shaped the interiors of
our roulottes. It’s almost as if each
WWW.OPENAIRBUSINESS.COM
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roulotte styled itself and it was a
natural and enjoyable experience
to work alongside the character of
each ‘lady’. Each one is different,
with a name to reflect the essence of
the character and style.
What challenges have you faced?
Being pioneers of a unique project
was a challenge; there was no
guidebook or map, we had to find
our own way, but this only adds to
a sense of achievement. Already we
have mentioned the challenges of
planning permission and working
with local communities as well as
environmental, archaeological and
heritage agencies - at times it felt
like spinning plates and trying to
negotiate our way through balls of
red tape. However by taking one
step at a time and keeping everyone
informed, as well as being open to
change, things eventually fell into
place, not always in the place you
originally thought of I may add!
When we started no one knew
what a roulotte was so we had to
take on the role of educators. Many
people associate ‘caravans’ and
‘winter’ as not being compatible,
however wooden insulated
roulottes with wood burning stoves
and radiators are cosier than being
in a house in winter. This has taken
time to put across to guests but now
we have our regular guests who
come at least twice a year.
In the beginning, the transport
of the roulottes from France to
Scotland was a challenge but was
eventually overcome by working
alongside local haulage contractors
who delivered agricultural
machinery to Europe and brought
our roulottes back as a ‘backload’
thereby helping us keep our eco
credentials. Timing was a huge
consideration when working
alongside the roulotte makers,
34
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“ROULOTTE
RETREAT HAS
GROWN UP
AND IS A
LIFESTYLE
BUSINESS
WITH A
ROMANTIC
HEARTBEAT
AT ITS CORE”

getting them ready in time for the
haulage contractor and adjusting
the European schedule to ensure
pick up and delivery worked well for
all concerned
Another challenge was waiting
- once we ascertained which
roulottes we wanted, we had to
be on a waiting list for two years
before our order was started. It then
took 6-8 months with two makers
working full time to finish each
roulotte.
Organising the infrastructure in
the meadow was a huge challenge,
juggling plumbers and electricians,
doing groundwork and organising
the drainage all around the newly
landscaped meadow. The site had
to look ‘green’, not brown (mud) like
it did in the initial stages, so that
guests of the first two roulottes in
2010 could enjoy their experience.
We then completed the ‘meadow
jigsaw’ incorporating trees,
shrubs and wildflower planting
and continued to build up the
landscaping while awaiting the rest
of the roulotte family over the next
few years.

What are your plans for next
season?
Welcoming new guests and
returners back is always a joy.
We shall continue to enjoy the
romantic elopements and small
weddings. We also plan to organise
and facilitate more workshops - in
the last few years we have enjoyed
yoga, music, art, creative writing,
foraging, gin tasting, photography
and singing workshops.
Describe your average day midseason
Every day is different but generally
we start our day by saying goodbye
to guests who are leaving, readying
eco hot tubs for new arrivals and
preparing breakfast hampers if
required. Time in the office includes
organising emails and bookings.
A treat of the day is a walk along
the banks of the River Tweed or a
short hike up the Eildon Hills with
Bear, our deerhound lurcher, some
yoga practice, then it’s meeting and
greeting guests who are arriving.
There’s always some
maintenance or gardening, so we
enjoy a varied working day meeting
new people and being outdoors.
Although there is a pattern to our
day, not one day is the same and
life is never boring.
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Do you enjoy the business and
why?
Yes, we are passionate about our
business. From a kernel of an idea
when we enjoyed Ruby Bowtop all
those years ago, Roulotte Retreat
has grown up and is a lifestyle
business with a romantic heartbeat
at its core. We get to be outdoors,
live in a beautiful part of the
countryside and enjoy organising
our own time. We meet the most
lovely, interesting people and we are
always delighted when guests have
enjoyed their stay, taking a break
from their busy lives to find that
calm place within.
We also work well as a team, with
tasks split between us - Alan’s forte is
accounts and keeping the necessary
paperwork, somebody has to! He
is also excellent at problem solving
with maintenance issues. Mine is
marketing, bookings and interiors.
We have an excellent team who have
been with us for many years taking
care of all the changeover tasks and
also great support from our local
electrician and plumber whose
services are crucial.
What are you most proud of?
Our vision became a reality! We
felt great satisfaction having had
a spark of an idea which formed
into a vision and then step by

step we created Roulotte Retreat
from scratch with no map, list or
compass to show us the way. It was
a long journey and at times seemed
almost impossible, yet our beautiful
roulottes are now nestled around
the wildlife lochan in the heart of
the Scottish Borders as though time
has stood still and they have always
been there. In fact one of the best
compliments we ever received was
from a guest who said, “So you
bought these in France and then
drove them in here?” If only she
knew!
We also feel privileged that
couples choose to get married
in our meadow, their special day
witnessed by the birds, surrounded
by wildflowers with the sunset as a
backdrop.
And of course it’s always
satisfying to receive recognition
for our ideas and hard work,
including: Tourism Innovation
Award from Scottish Enterprise,
Tourism Business of the Year
Award sponsored by Visit Scotland
(Scottish Borders Excellence
Awards), Regional Finalist in Best
Nature Based Experience Award
(Visit Scotland Scottish Thistle
Awards), and Trip Advisor’s Hall of
Fame Certificate of Excellence for
five years in a row.
But most of all it’s when all our

“WE MEET
THE MOST
LOVELY,
INTERESTING
PEOPLE AND
WE ARE ALWAYS
DELIGHTED
WHEN
GUESTS HAVE
ENJOYED
THEIR STAY,
TAKING A
BREAK FROM
THEIR BUSY
LIVES TO FIND
THAT CALM
PLACE
WITHIN”

lovely returning guests come back
time and time again.
What advice could you give
to someone coming into the
industry?
Allow for much more time and
financial layout than you initially
anticipate. Looking back with a
wry smile, Alan’s initial idea of a
£30 extension cable turned into a
transformer costing in excess of
£14,000!
Be passionate about what you
do and believe in yourselves, you
are going to have to be prepared
to put in a lot of work and be on
hand 24/7 so it will be your passion
and energy that will drive your
business.
Be prepared to wear many hats
throughout the day, take one
step at a time and don’t become
overwhelmed. Think outside the
box, be original, be yourselves, take
time out and have fun!

DETAILS
Roulotte Retreat
Bowden Mill, Melrose TD6 0SU
0845 094 9729
www.roulotteretreat.com
WWW.OPENAIRBUSINESS.COM
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INDUSTRY INSIGHTS

Kate Morel
Stay up to date on the glamping industry
with Kate’s unique insights

Whisk Me Away
There are some places around the world
which are absolutely hitting the mark
when it comes to unique, experiential
glamping.

ABOUT THE AUTHOR
Glamping specialist Kate Morel helps landowners and hospitality businesses to develop and diversify by adding
experience-focussed accommodation. Through Morel & Co, Kate and a team of industry experts provide start-up advice,
planning consultancy, bespoke design and installation for glamping and unique build projects.
Kate is offering an extended free desktop consultation to Open Air Business readers throughout 2019.
www.morelcompany.co.uk / www.katemorel.com. Phone Kate on 07849 514588, email info@morelcompany. Facebook
business support group: Glamping Business Link

AURORA ZONE

AURORA ZONE, FINLAND
www.theaurorazone.com/destinations/northern-lights-holidays-to-finland
While Aurora Zone has several locations in the northern hemisphere with traditional
hotels and cabins, I can’t think of a more truly immersive experience than to spend a
night away from them in one of these glamping domes. They’re located in Torassieppi
and Jeris in Finland overlooking a frozen lake. What I admire about them:
› There’s a thin veil between you and the landscape, rather than being enclosed within
the solid walls of a building
› The wide view of the land and lake afforded by the dome’s huge windows,
creating a closer relationship with the land around you
› Expert qualified guides and instructors - in environments
like this, they are absolutely essential
› Related, experiential activities – husky
rides, a reindeer farm visit, snowmobile
safari, ice fishing and a northern
lights sleigh-ride (seriously, never
mind the fish, I’m hooked).

RUSHMORE

UNDER CANVAS MOUNT
RUSHMORE, USA
www.undercanvas.com/camps/mountrushmore
One of them is on Mount Rushmore,
located on an original gold mining settlement, and
offers a unique experience within one of America’s most iconic landmarks. What
I admire about it:
› Well chosen, appropriate structures that endorse the USP and respect the site narrative
› The clear ceiling feature over the bed making the most of starry night skies
› The tents are thoughtfully and carefully nestled among the trees and natural contours
of the land, creating a loose, unstructured layout
› Related activities such as horse riding and panning for gold, reflecting the location’s
history, endorsing the USP, and creating great memories for guests.

UNDER CA
NVAS MOUN
T

HERE WE are, the wheel has turned and once
again we find ourselves thrust into a fresh,
shiny new year. If I cast my mind back, winter
used to be a quiet time for glamping, but now,
with more all-year accommodation available
and more landowners diversifying, there are no
quiet months. Gone is that gentle post-festive
January that eased us into the new year, where
one could gaze wistfully out of the windows
envisioning pretty summer yurts. We now peer
earnestly through car windscreens, driving
around the country visiting new clients.
Glamping started somewhere around 2003
in the UK, as a grass roots, back to nature
holiday with eco-credentials reassuringly builtin, but that has also modified, with facilities
such as mains fed electricity and flushing
loos becoming widespread. It’s an interesting
path of development given that the latest
ABTA report is out, predicting that responsible
tourism is on the verge of
going mainstream with
almost 50% of consumers
saying it’s important to
them when booking. In
addition, 36% (up by 13%
on 2014) said that they
would opt for one travel
offer over another if its
environmental record
was better.
Big travel companies
are taking action, with one pledging
to remove 70 million pieces of single use plastic
in the next 12 months, and another planning to
offer 10 million greener holidays by 2020. There
are so many ways we can make our businesses
more sustainable, such as switching to green
electricity and carbon-offset gas providers. We
can reduce water usage by switching to spray
taps, using water hippos and recycling grey
water (if on a water meter this will also reduce
bills). More ideas and inspiration can be found
at www.reducereuserecycle.co.uk.
Another way is to plant more indigenous
trees and hedges which also create biodiversity
and habitats. We can review our consumables
such as cleaning products and even toilet
paper - check out the bamboo products from
Who Gives a Cr*p (uk.whogivesacrap.org)
which also. donates 50% of profits to sanitation
projects. Who knows, your guests might just go
home and order some too. However, I remain
unsure about the name.
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SINCE I last wrote, I’ve been to check out
some fantastic new cabins, one of which
was specifically designed to be accessible,
providing a glamping experience for wheelchair
users. I’ve mused for some time now on how
we can do more to provide creative holiday
experiences for those who interact with the
world in a unique way, be it through restricted
mobility, sight, hearing or the autism spectrum.
Everyone deserves the same depth of holiday
experience, so I’m always delighted and
encouraged when contacted by people who
want to set up glamping which will meet these
particular needs. I’ve also been thinking about
how to make my writing more accessible by
reading and recording it, but I don’t like the
sound of my own voice so that’s on the backburner for now.
The other company I visited was producing
super quality, hand-crafted timber roundhouse
and hut designs, and at competitive prices too.
However, the quality and cost weren’t entirely
responsible for my smiles that day. I love to find
and work with family businesses where skills
and experience are being passed on from one
generation to another, because it’s reassuring
to find small companies working with integrity
and taking pride in their craft.

Caravans, huts and wagons

OAB Gathering
There are several new industry events coming up this spring and they couldn’t be
better timed because as our European decree absolute looms, more businesses and
landowners are looking for profitable development ideas and alternative options.
One event that I am particularly looking forward to is the first Open Air Business PreSeason Gathering (24-25 March, Hothorpe Hall in Leicestershire), because it’s going
to be rather special. Sessions will be run by hand-picked industry leaders at a fab
venue with plenty of time for networking.
Tally has asked the Morel & Co team to talk through the process of building a
treehouse (or treehouses) - from my initial site appraisal, design concept, planning
application, and what contributes overall to a successful treehouse rental. There’s
also a social get-together for participants and delegates alike on the preceding
evening, which believe me, is a unique chance to network with industry specialists
over supper and drinks. I really do hope to see you there, and if you are joining us for
the evening on the 24 March, please note that it is my birthday, and that I am fond of
gin and flowers - but not flowery gin. www.oabgathering.com.

PIC TO HOTHORPE VENUES

FROM THE DIARY

Call:
01684
210609

nick@wild-hart.co.uk
www.wild-hart.co.uk
07971869058

WILD HART
PLAY

CABINS

HOME

Builders of Traditional Caravans and French Roulottes

www.fernhills.co.uk
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2010 – Creating the pond

TIMELINE

2009 – A blank canvas –
before work started at
Forest Garden Shovelstrode

Designing a
Glamping Site
Landscape design consultant and glampsite owner
Charles Hooper shares his experience in designing
a ‘Garden of Eden’ in Sussex
STARTING A glamping business can be
very exciting. There is a great opportunity
to create something really special, but
there are many challenges ahead before
you can welcome guests through the door.
Designing a site and dealing with the local
authority can all seem a bit daunting.
Having a great idea and the perfect location
are a good start, but there are lots of things
to consider before formulating a strategy
and putting your ideas into action. Careful
planning at the outset is crucial.
MASTER PLAN
Creating a master plan is a good way of
consolidating your thinking. The master
plan should incorporate a business plan,
designs and a vision for the future. It can be
modified over time as the business grows or
new niche markets are recognised.
Forest Garden Shovelstrode was started
in 2009 on a six acre site in Sussex. We offer
glamping accommodation and a range
of woodland craft courses. We also sell
38
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handmade products and produce from the
Forest Garden in our café and shop. The
original master plan has been modified
several times as we have responded to
market demands.
Future plans for your business may
include additional accommodation units,
the acquisition of more land, or branching
into new areas such as becoming a wedding
venue. Infrastructure should be designed
to cope with any planned expansion or
development as, if you have to dig trenches
for services, you only want to do it once.
Planning for any possible eventualities will
help reduce costs in the long term such as
financing, additional planning applications
or retro-fitting services.
ETHOS
Every glampsite should be unique - not
only in how the site looks and works, but
also by definition as your ‘ethos’. This is
the characteristic of a business that sets it
apart from the competition. It may reflect

your own character or personality such as
the environment or healthy living, or relate
more specifically to the target market such
as weekend warriors or honeymooners.
Your ethos should be reflected in every
aspect of the business from brand identity
to the overall look and design of the site,
accommodation and furnishings.
The land will, to a large extent, dictate
what can be done. What is remarkable
about the site? It may be the trees, or even
the lack of them. There may be extensive
views or none at all. The inspiration derived
from the site will be reflected in the overall
landscape design and may also influence

GLAMPSITES

2018 – The Forest
Garden and Pond

ABOVE Plan routes that catch some views
and add a sense of discovery and surprise

breaker for a planning application as it was
in our case. We had an existing driveway
opening onto a country lane with a national
speed limit of 60mph. However, to comply
with planning conditions, we had to install
a speed monitoring box proving a lower
average speed and number of vehicles, and
relocate the site entrance by 30 metres to
achieve the required visibility splay.

LEFT Forest Garden
Shovelstrode
Site layout and
circulation

your ethos. At Forest Garden Shovelstrode
we have inward looking views through an
ancient woodland. We are surrounded by
the sights and sounds of nature, and our
guests are coming here for exactly that.
RESTRICTIONS
An independent planning consultant who
has experience with the local council can
advise on what may be achievable. Check
with the local authority for any building
or development restrictions such as AONB
(Area of Outstanding National Beauty). If

planning permission is required, then it may
be sensible to arrange a pre-application
meeting where you can talk through your
ideas with a council planning officer. This
is a great opportunity to explore a few
different options. Their recommendations
will give a formal application the best
chance of success.
Check the visibility splay at the site
entrance. This is the clear sight distance
required to see cyclists, vehicles and
pedestrians and is determined by the speed
limit of the road or lane. This could be a deal

INFORMATION GATHERING
A base plan can be created from the
property deeds or a Google Earth image,
and it should include as much detail
as possible. A land survey will provide
important information like frost pockets,
prevailing wind, views and possible sites
for accommodation. Look out for potential
problems like flooding in winter, or trees
that may require ongoing maintenance.
Taking photographs in both summer and
winter is very helpful in visualising the site
in all seasons.
A desktop survey can also unearth
interesting archaeological information
about the area which could attract more
clients. Historical links between the
business and the area could garner support
from the parish council and may be helpful
for a planning application.
DESIGN
Using tracing paper or cut-outs for buildings
or structures placed over the base plan
allows the testing of several different layout
variations before committing to a final
design.
Inspiration should be taken from the
site. Is there anything specific that could
be featured? For instance, a natural
spring could supply a stream, waterfall or
natural swimming pool. Trees can provide
opportunities for platforms and aerial
WWW.OPENAIRBUSINESS.COM
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RIGHT AND BELOW Consider the number
of accommodation units and remember
that less is often more

walkways. The design must work
with the existing landscape, rather
than be imposed upon it.
Existing buildings could be
renovated or demolished to help
keeping building costs down. We
have converted a dilapidated stable
into a kitchen and café, an old
generator house became the new
shower block and we were able to
plumb into our existing sewerage
treatment plant. Alternatives could
be a composting loo or reed bed
filtration system.
When designing a glamping site,
and considering the number of
accommodation units, remember
that less is often more and that
people pay a premium for a sense
of privacy and seclusion.
The style of the accommodation
and the building materials is all a
matter of personal choice. There are
plenty of tried and tested options
like yurts, pods or shepherds huts,
or you can design your own cabin
or treehouse or look for something
unusual such an old Airstream
trailer or retired barge. The style of
the accommodation often defines a
glampsite in this highly competitive
industry.
PATH NETWORK
How people will move around
the site is very important. Rather
like the ‘kitchen triangle’ design
theory, a glamping site needs
to flow efficiently. The existing
path network can be modified if
necessary. The car park, shower/WC
facilities and the accommodation
units will all be interconnected
by a paths or tracks. The journey
should be interesting but not overly
labyrinthine, as this will irritate your
guests. Plan routes that catch some
views and add a sense of discovery
and surprise.
40

WWW.OPENAIRBUSINESS.COM

Consider the surfaces for any
paths or tracks. Woodchip can be
a simple solution, but requires
frequent replenishing. Our local
tree surgeon is happy to offload
his woodchip in exchange for a
jar of honey or a bottle of apple
wine! Alternatively, a metalled
road surface will provide all
weather access for cleaning and
maintenance vehicles, or an
ambulance. We had to provide a
hard road surface and turning circle
for a 12-tonne fire truck to within
45 metres of each accommodation
in order to comply with planning
conditions.
The path network is an ideal
location for the installation of
any underground services such
as electricity, water or drainage.
If path lighting is required and
solar is not an option (such as in a
woodland) then it’s helpful having
the power supply easily accessible.
PLANTING
Planting can transform a barren
landscape into a Garden of Eden.
Trees, hedges and plants can be

ABOUT THE AUTHOR
Charles Hooper is
a landscape design
consultant and
owner of Forest
Garden Shovelstrode
in Sussex. He has
experience in
designing gardens
and green spaces in
the UK and overseas
with a specific interest
in sustainability and
permaculture. Charles
also offers a site design
consultancy service.
info@charleshooper.
com / www.
charleshooper.com /
www.forestgarden.info

used for screening, shelter or to
provide dimension, texture and
colour. For more naturalistic
planting, look at the native plant
species that thrive in the local
conditions. Small plants are usually
cheaper to buy, but they take
longer to grow and their ultimate
size must be considered when
planting.
We have created a forest garden,
a system of growing a plethora of
mainly edible plants within the
seven canopy layers, from root
zone to the upper tree canopy.
We harvest many roots, shoots,
leaves and berries which we use
for cooking and making a variety of
jams, jellies and chutneys that we
sell in our café and shop.
BUDGETING
Accurate build costs can be
quoted from a comprehensive
design. The design can then be
modified if required to fit within
budgetary constraints, and the
works schedule could also be
extended to help with cash flow.
There are many other costs to
be considered such as furnishings,
services, website/SEO, cleaning,
maintenance and possible loan
repayments before a return can
be seen. A realistic contingency
should be factored in for any
unpredicted costs, delays or
emergencies.

A NOTE ON PLANNING
For a planning application the final landscape scheme
must show the intended use of existing buildings and
any proposed buildings. Having full permission in place,
that includes intended development, eliminates the
risk of being turned down at a later application, or any
unforeseen taxes. Our most recent planning application
incurred a £20k levy which would have been avoided if
we had submitted just one full application at the outset.

IF YoU’ve GOT THE LAND,
We’ve Got THe BRAND!










finance
support
site survey
marketing
training
mentoring
business plan
planning application

Wigwam® Holidays is the UK brand leader in the provision of glamping holidays
in our unique range of heated wooden Wigwam® Cabins. With over 80 sites
throughout the UK and a track record in business start ups there has never
been a better time to invest in your Wigwam® Holidays franchise.

stay somewhere different

CHECK US OUT AT

wigwamholidays.com

Over 20 Years
Perfecting the
Art of Wood
Fired Cooking

Join our dynamic portfolio of
unique glamping structures.
ut
Ask abo te
ora
our corp ring
ate
event c es
servic

No. 1 choice
for horsebox
conversions

Favourite of
the Hairy
Bikers

Top choice for
hotels and
caterers

Visit qualityunearthed.co.uk or
call 01348 830922
01825 714712 / 07860 318558
www.blisteringwoodfiredovens.co.uk
WWW.OPENAIRBUSINESS.COM

41

GLAMPSITES

GUEST COMMENT

H&S Basics
for your
Glampsite
Get ahead of the game on key health and safety
requirements for glampsites with advice from
Towergate Insurance’s Jessica Allnutt

WITH LIMITED legislation within the
glamping industry, it’s only a matter of time
before we start to see the implementation
of more official rules and regulations.
Ultimately, running a glamping site falls
under the hospitality industry so by
understanding some basic considerations
and legal requirements you can stay ahead.
When setting up there are a number of
things to consider, whether you are creating a
new site, or diversifying an existing campsite
to incorporate glamping facilities.
FLOODING
When choosing your development site
consider all the positive and negative factors
of that area:
› Flood Risk - although you may have never
experienced flooding in the past, if you are
in a flood risk area, it is important to put
in place additional measures, such as runoffs away from the site, to avoid possible
future incidents.
› Ground Water - be aware of land that
becomes heavily saturated or even
temporarily flooded, it will also be
considered a flood risk.
SPREAD OF RISK
When designing the layout of your site
and allocating pitches, you need to allow
a minimum of five meters between each
structure to diminish the chance of damage/
fire spreading to surrounding structures.
FIRES
Any fires carry potential risks so
implementing alternative heating and
cooking facilities such as electric is
42
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recommended. However, we recognise that
part of the charm and romance associated
with glamping includes a fire, so if you are
planning on offering these types of facilities
there are some key things to think about.
Open fires & BBQs
› Have designated spaces for outdoor fires
or BBQs. These should be open (not under
a covered area) and positioned away from
any structures. For safety there must be
sufficient space to be able to step away
from the fire freely and easily with no trip
hazards or obstacles.
› If fire is designed for cooking then
accessories should be provided to allow
for safe use such as grills or stands, with
tongs, heat proof gloves and metal only
pans.
› Prohibit use of liquid accelerants and
educate guests to put out the fire after
use when it will not be attended. Provide
a bucket of sand or earth and a fire
blanket that can also be used in case of
emergency.
› Make guests aware that wood, and BBQ
coals will still retain heat even after
extinguished and to exercise caution
around fire pits/ BBQs.
Wood burning stoves
› When installing wood burning stoves,
refer to manufactures’ guidelines. Using a
HEATAS qualified installer is also advised.
Remember that materials surrounding
the stove must be non-flammable and
thermally resistant. Fires should be
installed away from walls.
› With any open flames, including gas
burners, there must be sufficient

ventilation to avoid possible build-ups
of hazardous or toxic gases.
› Provide smoke and carbon monoxide
detectors in all structures as an early
warning system against fire, smoke and
gas hazards.
› Smoking facilities - most commonly,
accommodation is now non-smoking.
That said, customers are generally free
to smoke outside. It may seem obvious
but providing facilities for safe cigarette
disposal is important, especially around
fabric and canvas materials that could
get damaged or worse still lead to a fire.
› Note: it is worth being aware that
compost bins are also a fire hazard. You
might think that peat/compost isn’t
flammable, but a cigarette could ignite
it and will create a slow smouldering
burn that’s much hotter than normal
waste.
WINTER MONTHS
Traditionally holiday sites close during
the winter months, however glamping
seems to have changed this trend with
the installation of stoves for heating and
with better insulation making the most
of the 11 month license. There are some
considerations when it comes to your
insurance however.
› Any canvas structures should be taken
down and safely stored during the
winter months (November - March).

GLAMPSITES

items (food operations) on site will require
the premises to be registered with your
local council.

winter months (November - March).
› If you are closing your site over winter,
you will need to ensure any systems
are suitably prepared for the winter e.g.
turning off water and draining down
systems and facilities to protect against
freezing pipes.
PLAY AND WATER
› Children’s play areas should be properly
maintained to ensure all equipment is safe
to use. Disclaimer signs and guidance on
supervision is also highly recommended.
› Bodies of water are an obvious risk area;
any place where someone could fall or
inadvertently enter the water should be
fenced, gated or such like.
› Swimming pools - there are lots of slip
hazards, hard surfaces and hygiene
challenges. Make sure you take every
precaution to protect your visitors against
the risks, as well as themselves.
FOOD AND DRINK
Now we’ve covered the location and design
of your site, let’s think about those extras
that make it extra special. What will you be
providing for your guests?
› Tea/coffee making facilities – think about
providing individual sachets or biscuits;
they are hygienic for your guests and
simple for you to manage.
› When supplying pre-packaged food and
drink products, such as basic staples

GETTY IMAGES

GETTY IMAGES

PROCEDURES, RISK ASSESSMENTS AND
INSURANCE
There are some important areas you need to
cover for legal compliance, and some best
practices you should adhere to too.

or produce from local suppliers, ensure
they are stored in the correct manner, at
the correct temperature and disposed of
after use by dates expire.
› Sale of alcohol - should you wish to
sell alcohol in any form, this includes
providing complimentary alcohol, under
the Licensing Act 2003 you must have
a licence to do so, otherwise you are
breaking the law!
› Food outlets - any outlet preparing and
serving food and drink must comply with
food hygiene standards.
› Note: the provision of any food and drink

› Health and safety procedures – for the
protection of both visitors and employees,
it is important that you have a clear health
and safety policy that all staff are aware
of. Any incidents should be recorded,
and where identified measures should
be taken to rectify and improve any risk
areas. Staff should also feel confident to
communicate these rules and regulations
to guests and residents when required to
protect both them and others on site.
› Risk assessments – a forerunner to
implementing your health and safety
procedures, you should ensure that you
have carried out a full risk assessment for
every element of your site. The idea of a
risk assessment is to identify any areas
or risk such as fires (as discussed earlier),
what those risks are, and to take action to
mitigate (ideally eliminate) those risks.
› Public liability insurance – this is essential
to make sure your business is protected
when it comes to claims from the public
and guests, such as slips, trips and falls.
› Employers’ liability insurance – this is
a legal requirement if your business
employs one or more people and is
designed to protect your business against
damages and legal costs that arise as a
result of claims made by an employee
injured during the course of their work.
› Business interruption insurance – this is
to help you financially for loss of income
in the event your business is left nonoperational.
The regulation of the glamping industry
is a likely reality in the coming years, but
by using common sense and following best
practice from the wider hospitality industry
you will be in the best possible position for
both now and the future.

ABOUT THE AUTHOR
Jessica Allnutt is part of the specialist team at Towergate Insurance,
offering glampsite owners the protection and peace of mind to keep
their businesses running smoothly.
Towergate has taken the time to understand the glamping market,
tailoring cover to individual requirements and specific risk. Call for a chat
about your glampsite - 0344 892 1413 / www.towergateinsurance.co.uk
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PRODUCT IN FOCUS

Professional Services
George’s Treehouse,
Bob’s Treelodge and
Rooster’s Rest
Description: A farm estate
containing three luxury abodes
Service: A helping hand in
marketing and online guidance
Company: Quality Unearthed
Telephone: 01348 830 922
Website: www.
qualityunearthed.co.uk
Details: Quality Unearthed
provided advice and expertise
on market expectations at this
beautiful rural site and the
proactive owners were quick to
implement new development
ideas.
Using its professional team of
copywriters and photographers,
Quality Unearthed created an
enticing online product before
launching marketing
campaigns through its website,
social media channels,
affiliates, targeted emails and
PPC (pay per click) on Google.
It also used its dedicated PR
agency to encourage features
in magazines, newspapers and
other major publications.
12-hour daily booking and
sales management helped
reduce the workload, while the

owners were able to create a
wonderful guest experience,
achieving a 5-star Feefo rating
on every review. Bookings have
dramatically increased, and
both parties were extremely
pleased with the partnership
and prospects.
Feedback: Owner, Jo Carroll,
said: “We would have absolutely
no hesitation in recommending
Quality Unearthed to other
hosts. Being new to the
business, they have been an
invaluable source of advice in
helping us build up our business
from scratch. Their Owner Team
is superb and always available
to help with anything from
pricing structures to advice on
new building projects.
“They have an extremely
proactive marketing team
that works tirelessly to ensure
properties get the exposure they
deserve, and this has quickly
converted into bookings. Plus,
their photographer is probably
the best in the business and will
take the most captivating shots
of your properties.
We have built a close and
trusted partnership with Quality
Unearthed and are delighted
that we joined their collection.”

Wigwam Sites Across the UK
Description: Nationwide glamping sites
Service: ‘Business in a box’
Company: Wigwam Holidays
Telephone: 0131 450 7126
Website: www.wigwamholidays.com
Details: Wigwam Holidays is one of the UK’s leading
glamping accommodation providers. Over 80 sites
nationwide are testament to its ongoing success.
Wigwam Holidays operates a franchise opportunity which
includes the full business package from initial site visits,
help with planning permission, funding applications, a
booking system, assistance with marketing and an effective
website listing.
As well as providing a ‘business in a box’, the Wigwam
Holidays team works tirelessly throughout the year to
spread the word about the glamping cabins, with an
excellent PR and marketing team, attendances at the key
agricultural and industry shows and nationwide advertising
campaigns.
Wigwam Holidays builds its cabins in Scotland with
a number of choices, from three-person to five-person
models, some of which are en-suite with shower facilities.
The latest product innovation is the Running Water
Deluxe Accessible Wigwam Cabin which can accommodate
wheelchair users, including a spacious wet room, turning
circles, a lowered sink and hob, fitting for a mobile hoist and
more. Several existing sites have ordered these brand new
cabins that will help lead the way in product innovation for
the glamping industry.
Feedback: John Ridout of Wigwam Holidays Penbugle
Organic Farm in Cornwall says: “If you buy into Wigwam
Holidays you get quality workmanship and a product
that you can rely on. We feel part of a community offering
support having invested in a brand that we can trust.”
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Great Farm, Cotswolds
Description: The site has four areas
around a farm offering individually
designed camps. With units primarily for
two to four people, the glampsite offers
a quiet base from which to enjoy the
surrounding Cotswold Countryside
Service: Planning consultancy for
retrospective planning permission
Supplier: Acorus Rural Property Services
(Acorus)
Telephone: 01392 873900
Website: www.acorus.co.uk
Details: The owner of this glamping
site contacted Acorus after receiving
correspondence regarding its glamping
activities. Initially the applicant had
thought that as the accommodation is
moveable planning permission would not
be required, however further discussions
with the local planning authority led to
the need for a planning application to
retain the four camps on site.

The camps comprise a range of
accommodation including shepherd
huts, timber pods and a converted
railway carriage, and each camp has its
own hot tub. Acorus worked on behalf
of the applicant to prepare, submit
and manage the planning application
through the process. Queries regarding
access and parking took significant time

to negotiate and agree with the council,
however, once resolved, planning
permission was granted subject to
conditions.
Customer feedback: Acorus has
continued to assist the applicant on
other planning matters on the wider
holding.

of partners that gives holidaymakers
distinctive and memorable experiences
in wonderful natural locations, staying
in design-led pods. Its partnership
model allows landowners and farmers
to maximise the potential of their land
through tourism, one of the biggest
contributors to our economy.
further.space offers a partnership
opportunity which includes a support
package comprising finance, planning
guidance, marketing support and a booking
system, as well as visitor experience
training.
To join the select network of partners
in handpicked locations, apply at www.
further.space/partners.

Sites across Scotland,
Ireland and Northern Ireland.
Could you be next?
Description: Unique spaces in unexpected
places
Service: Provision and installation of
design-led pods as tourist accommodation

together with a complete tourism support
package
Supplier: further.space
Telephone: +44 2890 993499
Website: www.further.space/partners
Details: further.space is a network

Feedback: A further.space partner said:
“For a long time, I have wanted to develop
a holiday accommodation business on
my land. A lack of knowledge about the
tourism and hospitality industry as well
as financial constraints have held me
back. Then I heard about the further.space
partnership opportunity. They have given
me the support package and guidance I
needed to move my dream forward and I
cannot wait for my site to open later this
year.”
WWW.OPENAIRBUSINESS.COM
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Walnut Treehouse
Description: Treehouse project in
development
Service supplied: The design and build
of a bespoke treehouse structure
Company: Morel & Co
Telephone: 07849 514588
Website: www.morelcompany.co.uk
Details: Morel & Co was approached
by the client to design and install
a treehouse structure for the selfcatering holiday rental market. The
brief was for a structure that would
appeal as a couples’ short break
retreat, incorporating unique features
and facilities both inside and out to
differentiate it from other treehouse
rentals.
Located within 50 minutes of London,
a striking, contemporary design is
being created by Morel & Co member
Leigh Smallwood using a combination
of wood shades and textures. Internal
features will include contemporary art,
sculpted walls, creative lighting and
bespoke furnishings.
External features include a partiallycovered deck area with a new outdoor
hot-tub concept, which is currently
undergoing design and is being created
in collaboration with Naked Flame Eco
Tubs.
Feedback: Client Eleanor Davies said:
"Working with Morel & Co has given us

the benefit of working with a number of
experts in one team. Kate is incredibly
knowledgeable about all elements
of glamping and how the industry is
evolving and we feel that her expertise

has been invaluable. Leigh is incredibly
creative and totally passionate about his
craftsmanship and we are very excited
to see how this translates beyond design
into the build."

Leading Dorset Glamping Site
Description: A luxury glamping and
touring park site in Dorset with a
range of on site activities
Service: Site operator insurance
Company: Towergate Insurance
Telephone: 01242 531143
Website: www.towergateinsurance.
co.uk/caravan-site-insurance

Details: Towergate provided cover
for all the glamping units, site
operator buildings and facilities
(office, toilet block etc), activities
and farm machinery at this high end
glamping and caravanning site in
Dorset. With structures comprising
pods, yurts and domes, its facilities
include a catering trailer, hot tubs
and a spa treatment centre, with
additional farm buildings worth over
£500,000.
The site offers an extensive list
of activities which include spa
treatments, spa days, hot tub hire,
chicken hire, tractor rides and animal
petting.
Towergate’s site operator
insurance is designed for business
use therefore cover includes public
and employer liability as standard
with business interruption and legal
cover also available.
Feedback: “The customer had
been with their previous insurer for
over five years but not only did we
beat them on price but they were
particularly impressed with our
customer service and attention to
detail. This made it a ‘no brainer’ and
they switched without hesitation.”
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EVENTS

Timber
An immersive woodland event
from an award winning team
operating from a converted
horsebox

PHOTO BY SAMUEL MILLS

A joint project between creative event team
Wild Rumpus and the National Forest Company, Timber
celebrates the wellbeing eﬀects of the forest and reconnects
attendees with nature through music, art, literature and
performance. We talk to event director Rowan Hoban about the ingredients that
resulted in being awarded Best New Festival at the UK Festival Awards 2018.
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of an industrial landscape is spelled
out here in all its glory.

PHOTO BY SAMUEL MILLS

Describe your event and how
many people it attracts?
Timber is an immersive and
revitalising weekend festival
held in July over three days.
It celebrates our relationship
with the natural environment
through carefully curated musical
performances, installations,
debates and workshops.
An audience of 6,000 attended
the first event in 2018 at
Feanedock, a 70 acre woodland site
in the Midlands at the heart of the
National Forest - the first forest to
be created in England for over 1,000
years.
A joyous, reflective festival,
Timber gives people the chance
to recharge and reconnect with
family, friends, nature and, most
importantly, themselves. We were
thrilled to be awarded Best New
Festival at the UK Festival Awards
2018.

Explain a bit about your venue
and its history
Timber is held at Feanedock,
a 70 acre woodland site on the
Leicestershire / Derbyshire border part of the ‘forest in the making’ at
the heart of the National Forest. It’s
a beautiful, diverse site including
rolling parkland, established
woodlands and swathes of brand
new trees. More than anything,
we love that it tells the story of the
National Forest. The transformation

What is the event’s history?
The National Forest Company
approached us at Wild Rumpus a
couple of years ago to discuss the
idea of setting up a festival as a
joint venture. We work from four
acres of woodland in a converted
horsebox and treehouse and are
passionate about the creative,
health and wellbeing impacts we
get from working immersed in
nature, so the festival felt like a
good fit.
How does the relationship work
with the venue you hold the
event at?
The land where the festival takes
place is owned by the National
Forest Company, our partner in
Timber Festival. Last year’s festival
was the first event held on the site,
and it was certainly a steep learning
curve! There are, of course, huge
benefits in the festival organisers
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owning the site; we’re able to
invest in permanent infrastructure
and can take our time setting up.

How have you planned the
layout of the event and what
structures do you use?
We learnt lots from the first year
of Timber. Coming fresh to a new
site, you have to try to predict
how people will move around the
space. We’ve made some changes
from last year. The kinds of things
we think about are the different art
forms we’ll programme, timings,
sound bleed, cover etc, as well as
how the spaces will feel. We want
the festival to feel exploratory and
to tell the story of a woodland in
the making. We have a range of
timber framed structures, canvas
marquees and tipis, mostly hired
but a few purpose built too.
How did you research and source
your marquees, flooring, bars
etc?
We aim to source as many of the
suppliers and contractors for the
festival from within the National
Forest as possible. It’s important to
us that the festival has a positive
social, economic and cultural
impact for the forest.
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How did you find applying for
permission to run the event?
We have a premises license for the
event, which was fairly standard
and straightforward to apply for.
We’ve applied for them before
for other events, although every
council is different. We found the
process fairly straightforward.
What entertainment do you offer
and how did you choose and
source it?
We’re ambitious in the impact
we want Timber to have, and the
programming reflects that. We
invite the audience to join new
thinkers as they challenge us to
re-examine our relationship with
the world. They can gather with
artists, musicians and writers as
they respond and react to the forest
in bold and exhilarating ways.
Activists and makers will invite us
to join them in joyous celebration
of nature. The rebels and the
unexpected from the worlds of
music, art, performance and
wellbeing will play, provoke and
inspire as we change the world.
We spend the year seeing great
stuff at other festivals and events,
reading, listening and watching
inspiring artists and organisations.
What provisions do you make for
power, lights and sound?
There will be three music stages at
Timber festival this year. We have

the usual audio and lighting for
these and other smaller spaces
around site as well as a range
of light and audio installations
throughout the site.

“WE AIM TO
SOURCE AS
MANY OF THE
SUPPLIERS
AND
CONTRACTORS
FOR THE
FESTIVAL
FROM
WITHIN THE
NATIONAL
FOREST AS
POSSIBLE”

How do you manage admissions
and visitor safety?
We’re selling tickets online via
Ticketsellers and as well as
weekend tickets there are day
tickets available and discounts
for local residents. Safety is part
of our event management plans
and is informed by our experience
producing outdoor events and
festivals for the last nine years.
What ground protection do you
use for cars and footfall?
This year, the National Forest
Company are investing in some
permanent trackway through the
site, which will give us a great
route for vehicles during set up
and the audience during the event.
There will also be a small amount
of hired temporary tracking but
most of the ground drains well.

How do you publicise the event?
A comprehensive comms plan is in
place which looks at a whole range
of marketing and PR opportunities,
from social media, website, flyers,
reciprocal marketing with partner
organisations, competitions etc.
What challenges have you faced?
Building up a new festival in a
crowded market place is always
tricky. We’re working in a new region
in Leicestershire so building up local
contacts has been challenging but
as the event is a partnership with
the National Forest Company they
are already well established in the
area and have been able to broker
many introductions. We’re seeing a
lot of returning audience from 2018
which is great.
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What advice could you give to
someone coming into the outdoor
event industry?
To have a very clear vision of
your event, and base it around
something you feel truly passionate
about. Authenticity shines through,
and it is the events with real heart
that stand the test of time, so don’t
shy away from a niche market or
programming if it’s in an area that
you really love.
Be very clear about what impact
it is you are trying to have, who
your audience are, what you are
trying to achieve and then use your
events to tell your story.

ADDRESS BOOK
MARQUEES
Peak Tipis www.peaktipis.co.uk
Posh Frocks & Wellies www.
poshfrocksandwellies.co.uk
STAGES
Travelling Barn www.
thetravellingbarn.co.uk
FLOORING
GAP www.gap-group.co.uk
TOILETS
Ukloos www.ukloos.co.uk
TICKETING
Ticketsellers
www.theticketsellers.co.uk
VISITOR MANAGEMENT
EEP www.theeventpartnership.
co.uk
INSURANCE
Integro www.integrogroup.com
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How have you financed the event
and how profitable is it?
The event is set up as a not for
profit entity and is financed through
a mixed income model of ticket
sales, concessions, merchandise,
sponsorship and grants.
WWW.OPENAIRBUSINESS.COM
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Traders

In addition to the extra revenue stream traders can bring
to your event, you can enhance the event experience for
attendees too, writes Rachel Harban
INVITING TRADERS to your event can be
an integral part of your business plan. They
can add a revenue stream, create a buzz,
cover your catering and overall enhance
your offering and the event’s atmosphere.
In this article I will share some of the NMTF
experience on how traders and event
organisers can work together.
The first thing to think about is which
traders you want to attract – which will
be right for your particular event? In order
to answer this question, it is a good idea
to seek recommendations from other
operators to ensure those selected will fit
with your event and enhance it. Request
images of the stalls/units and images of
products and look at traders’ social media.
You can even ask for examples of previous
events they have traded on or, if a food
product, a sample menu.
There needs to be good communication
between the trader and organiser, clear
expectations set from both sides and
preferably all agreements made in writing.
Event organisers should have a rigorous
selection process in place as it is, but the
area where things can fall apart is when
52
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there is a lack of communication – ensuring
communication is maintained will lead to
a more successful experience. Remember,
happy traders create a good atmosphere!
INSURANCE AND REFERENCES
It is in the best interest of organisers to
ensure that traders have public liability
insurance. This will protect the trader from
any incidents that may occur by or at their
stall/unit and also protect the organiser
from claims potentially being passed to
them if liabilities are not in place.
Employer’s liability is a legal requirement
for traders who have staff or have anyone
helping them out on the stand – this is

“AS PART OF THEIR
MEMBERSHIP WITH THE
NMTF TRADERS RECEIVE
PUBLIC, PRODUCT AND
EMPLOYERS’ LIABILITY
PROTECTION FOR CLAIMS
UP TO £10 MILLION”

included in NMTF membership as standard.
Traders should also be encouraged to
have product liability and stock insurance.
As part of their membership with the
NMTF traders receive public, product and
employers’ liability protection for claims up
to £10 million.
FINANCIAL ARRANGEMENTS
Some events will charge a flat fee, some
will charge a percentage of profits and
others may charge both. Charging a flat
fee guarantees the organiser a set income.
Charging a percentage of the profits could
be considered for hot food and takeaway
vendors, as a rule of thumb they are more
likely to sell out of their goods then and
there whereas other types of trade may
produce interest for future sales but may not
sell as much on the day.
A percentage of the profits can work well
– if traders have an idea of the footfall and
how many other businesses may be there
selling the same or similar goods, the more
established businesses will generally know
how much stock they will need to cover the
event. With food traders, organisers could
work out a predicted income based on their
menu and how much they charge.
Charging a percentage of the profit also
provides an incentive for the organiser to
promote the event well. It is in both parties’
interests that they are honest and fair when
applying this process. Organisers and traders
must be able to trust each other in providing
accurate information.

EVENTS

be clear and honest with the information
they provide prospective traders.

The answer to which business model to
follow really comes down to what suits the
organiser best – what resources do they
have to manage the market area part of the
event? Do they have an individual who will
manage this and will have the time to do so?
Whichever route is taken, it is important
that communication is clear between the
businesses and the organiser and the final
agreement is made in writing with any
special agreements also noted. The NMTF
strongly advocates transparency with
agreements and good communication
between both parties.
GUARANTEES
It is preferable that the organiser of an event
gives an idea of expected footfall – we would
encourage organisers to be reasonable with
this and not to over exaggerate or make
guesses.
Organisers could look into purchasing
footfall counters or provide accurate
information on ticket sales. Traders will
decide whether it is viable for them by
considering things such as the pitch fee,
the costs of their stock for the event, how
many other businesses there will be selling
the same or similar goods as well as other
outgoing costs they will incur such as staff
wages, accommodation, travel etc.
Footfall counts are important in making
these decisions. Over exaggerated footfall
figures, in the worst circumstances, can
mean the end of a small business. We ask
that all organisers take this into account and

EXCLUSIVITY?
It is a good idea to have a ‘balance of trade’
policy in place. As opposed to restricting
it to one business of each type we would
recommend organisers take into account
the size of the event, the type of customer
they expect to have, and how many pitches
there are.
If the market area of the event is expected
to be quite large, it is impractical to have
only one of a certain type of product. Having
a policy allows the organiser to make a
decision about the number of businesses
selling the same line and they can justify
why.
Offering exclusivity sometimes means
traders will pay a premium but it can raise
issues if the agreement is not honoured
on the day. A good way to avoid problems
that can occur from having the same or
similar lines is to be open about the types
of businesses at the event, apply terms
determining how far apart the stalls will
be i.e. three stalls between them or have
an allocated area for same/similar lines.
Also, we would encourage some form of
differentiation between businesses selling
the same lines to ensure diversity and
choice.
Organisers can access policies of this
type by looking at general retail markets
around the UK. Many markets run by local
authorities have these details available
online.
REACHING TRADERS
So, how do you find traders? Advertising in
trade magazines or magazines specific to
those types of events will get the word out.
Traders who specialise in certain types of
events will look for opportunities in these
types of media.

Social media is also good for attracting
both business and custom and of course
word of mouth is a good way to get new
businesses – traders who have stood before
and had good experiences can help spread
the word.
The NMTF can send targeted mailers
to members by location and product line
– should organisers be interested in this
please get in touch!
KEEP THEM COMING BACK
How can you ensure traders will support
your event in the future? It’s simple really,
treat your traders fairly, always have
someone available during the event to deal
with any enquiries traders may have and
be open to negotiation. Traders who have a
good experience with an organiser will likely
return to those events and will encourage
others to do so as well.
In a lot of cases, the ‘market area’ of
events is not considered to be a priority as
there can be a lot of others things going on.
However, done right, it can be a real pull for
the event and an income generator.
Traders tend to be self-employed small
business owners or staff of larger companies
and an organiser who has this in mind and
works with the traders to create a positive
working relationship will have more success
in bringing those businesses back again and
again.
Recruiting and maintaining good quality
traders becomes easier when they are
treated as partners. As our chief executive,
Joe Harrison, says: “a market is only as good
as its worst trader!”
POTENTIAL PROBLEMS FOR TRADERS
Issues experienced by traders can include:
› False/exaggerated footfall figures being
presented – Organisers should present
accurate information so traders can make an
informed decision to apply for an event
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› Changes to contracts – In some
instances contracts have been
changed after deposits have
been paid which traders do not
agree with. Organisers need to be
transparent with the terms and liaise
with traders about any changes first
› Lack of a sitemap or changes to
trading position – Two big problems
for traders include being unaware
of the layout of the event and
where they will be placed or, being
moved on the day after agreeing
to trade based on information
previously given. Again, it is key
for the organiser to give as much
information as possible prior to
traders agreeing to stand
› Lack of on-site staff solely
responsible for the traders – when
issues or questions arise it is
important that traders are able to
reach someone who will be able to
answer any questions or potentially
resolve issues
› Cashless payment systems (NFC
bands) – there have been a couple
of occasions where festivals have
used this technology and have then
gone bust, resulting in the traders on
the event losing all takings. This is
an extreme case scenario, however
it can be devastating for a small
business. There should be policies in
place to protect businesses from this
eventuality
› Location of parking for vehicles –
traders may prefer to park as close
to their pitch as possible so that they
can reach it if needed while trading.
Walking miles to retrieve something
can be arduous and time-wasting,
especially when trading
› Severe weather policies – we can
never guarantee good weather in
the UK and it is as much an issue
for the organiser as the trader.
However, when a business has paid
a large sum to attend and then
the event is cancelled due to the
weather it can leave them suffering
54
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the consequences. We encourage
organisers to put in place a severe
weather policy which outlines the
steps taken in those circumstances.
We would recommend, as good
practice, that if the event or market
area of the event is closed that
traders receive a partial refund of
their fee to stand or a gesture of
goodwill i.e. reduced fee to stand at
the next event

desirable location for the trader then
a form of goodwill gesture may be
suitable i.e. reduced pitch fee or a
reduction should they trade at the
next event
› Traders breaching the terms of a
contract – organisers should have
in place rules and regulations which
lay out the responsibilities of traders
and of the organiser clearly. What
will be considered as breaches of the
terms, and the next steps if a breach
occurs, should be laid out clearly
and agreed upon by both parties.

› Special requests from the
organiser – if an organiser has
requested that traders have specific
set-ups i.e. particular stall covers,
types of shelving or decorations
that a trader has to purchase, we
would recommend this be taken
into account when setting the fee
to stand.
POTENTIAL PROBLEMS FOR
ORGANISERS
Organisers should be aware of the
following:
› Traders unhappy with the amount
of trade during the event – there is
a responsibility on the organiser to
advertise the event and they should
be seen to do this, however there is
an equal responsibility on the part
of the trader to do so as well. If the
organiser has produced the footfall
as promised, then it is up to the
trader to get these people to shop
with them
› Building out – traders may build
beyond the licenced area to try to
produce a better ‘flash’. It should be
made clear from the start whether
this is acceptable or not through
the agreement made between the
organiser and the trader
› Traders unhappy with pitch
allocation – ensure that traders
are aware of the layout of the
event and where they are likely to
be positioned prior to making an
agreement. The organiser generally
has the right to move a business
if necessary (terms dependent)
however, if the pitch is in a less
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JOINT MARKETING INITIATIVES
Traders and organisers should use
social media to promote events.
Organisers should create a hashtag
or link and encourage the traders to
use this when saying where they will
be trading.
It is key that organisers advertise
the event but there is equally
a responsibility for the trader
to promote their business and
encourage people to visit them.
Emphasis should be made to both
parties regarding this.
Traders could also be encouraged
to offer incentives for people who
see an advertisement from them i.e.
a discount on goods if they should
see a Facebook/Twitter post.
If an event is a regular occurrence
(monthly or weekly) perhaps a
steering committee could be formed
of regular traders that the organiser
can liaise with to promote the event.

WHAT YOU NEED
In order to decide which events they want to attend, traders
will want to know the following about your event:
› Is the event well promoted?
› Is it recommended by other traders?
› Is it aﬀordable?
› What would be the risk for their business?
› What are the previous footfall figures?
› Does it have good press reviews?
› Does the organiser have a good reputation?

heating & Air conditioning
TEMPORARY & PERMANENT
HYDRONIC
FAN COILS

HOT WATER
BOILERS

ELECTRIC
HEATERS

MARQUEE
HEATERS

HIRE • SALE • SERVICE

Electrical

POWERING YOU
THROUGH YOUR

2019 EVENTS
Temporary Power & Lighting
Suppliers and Installations

• Indirect Oil Fired Marquee Heaters
• Boiler & Fan Coil Heating Systems
• Heat Pump Chiller & Fan Coils
• Portable Air Conditioners
• Electric Blower Heaters
• Fans and Ventilation

www.excellelectrical.com
Email: enquiries@excellelectrical.com
Phone: 01233 822059

EVENT HIRE.

Our huge range of event equipment makes us a tough
act to follow. So whatever you need talk to us today.

To find your nearest branch call 0333 2000 836
or contact one of our Event Specialists.
Visit us at brandoneventhire.co.uk
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GUEST COMMENT

Solving Waste Plastic
I GOT to the point last time
saying how we all feel so
much better we are recycling
everything we can - well
most of us can say that!
The question then is having
responsibly seen the waste
into the system that ends up
at the recycling centre who
are going to do their utmost to
avoid land-fill - what happens
next?
Perhaps stacks are exported
to Malaysia and Indonesia
because China rejects most
plastic waste now unless it
is a specific high grade? Isn’t
that just pushing the problem
somewhere else and not
helping to solve it.
Reusing it is better although
sometimes what’s involved in
separating, cleaning, drying,
shredding and flaking is not
as pure as virgin - anyway you
can’t keep doing it as generally
the molecular structure
loosens so there is a limit to
the times this is possible.
So burning it to produce
energy must be better and it
probably is a bit - but it’s not
the best option either.
Finding a way to use
mixed recycled plastic from
its bundled up stack into a
product that is useful and

GETTY IMAGES

Continuing his thoughts on waste, Michael Hall takes us further
through the life cycle of recycled plastic

“FINDING A WAY TO USE MIXED RECYCLED
PLASTIC FROM ITS BUNDLED UP STACK INTO
A PRODUCT THAT IS USEFUL AND NEVER
NEEDS TO BE DESTROYED AGAIN IS A
VERY GOOD PLAN”
never needs to be destroyed
again is a very good plan. The
circular economy relies on this
and plenty of brains out there
are working on solutions that

are promising.
But it has to be a big idea to
match the sheer scale of the
problem, tinkering helps but
has little real impact. Then

it has to be refined to every
different set of circumstances
both by country and culture.
Think of it this way, a small
spark sets off a fire that
becomes an inferno. There
is a wonderful young group
in Belgium who have made a
start - Precious Plastic
www.preciousplastic.com - it’s
great what they are beginning
to achieve.
We too have been thinking
along similar lines, but
thinking isn’t the same as
doing so we are determined to
practise what we preach and
hope a few more people will
listen.
My final article will tell you
what we are actively doing
now.
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Don’t Dream it - Hire it
• Furniture - internal & external
• Dance floors & staging
• Thermostatically controlled heating systems
• Event lighting & electrics
• Power generation
• Event management
With our extensive experience within the events industry, Event Equipment is the ideal partner to
fulfil all of your event requirements. Our knowledgeable and friendly staff can help to make your
occasion special. Our event management service can help with every aspect of your day, be it a
party or a wedding, including being there on the day to make sure it runs smoothly.

www.eventequipmentltd.co.uk
Tel: 01829 289 888
Email: sales@eventequipmentltd.co.uk

Event Medical Cover
Health & Safety at Events
Fire Support at Events
T: 0330 043 0112
M: 07968 448475
E: info@semedical.co.uk
W: www.semedical.co.uk

Stand B2E

58

WWW.OPENAIRBUSINESS.COM

EVENTS

Know your
Counterfeits

Are you protecting
yourself against
counterfeit
banknotes? The
Bank of England
advises event
organisers to be
vigilant this year
against fakes

RECENT MEDIA stories suggest
some criminals are targeting
festivals and other events
with counterfeit banknotes.
The nature of outdoor events
– large footfall, lots of cash
spending and distractions
taking peoples’ minds off
checking for fakes – provides
a perfect environment for
counterfeiters to offload fake
notes. With new polymer £20
and £50 notes being introduced
in 2020, there is likely to be
a push by criminals to rid
themselves of the counterfeit
paper versions this year.
Fortunately there are
quick and easy ways to check
banknotes and the Bank
of England provides a free
Banknote Checking Scheme
and training materials.
Although counterfeit
banknotes represent a very
small fraction of the 3.7
billion genuine banknotes in
circulation, less than 0.05%,
most counterfeiters target
businesses so it’s important
to be vigilant and check notes
received as payment. This is
especially the case for the £20
and £50 notes which are still
printed on paper. Counterfeits
are worthless, so any
counterfeit accepted is a direct
loss to a business, even before

TAKE A CLOSER LOOK

"CRIMINALS ARE TARGETING
FESTIVALS AND OTHER EVENTS WITH
COUNTERFEIT BANKNOTES"
any associated administrative
costs or staff time.
Criminals often repeatedly
target places where they
have successfully passed a
counterfeit. There is also a
reputational impact from being
associated with accepting
counterfeit banknotes, even
more so if a retailer was to
accept a counterfeit and then
give it out in change.

To support businesses, the
Bank of England has set up a
Banknote Checking Scheme.
It allows businesses to build
and maintain a relationship
with the Bank, ensuring they
have the most up-to-date
information on banknote
checking to educate and
empower their staff.
Counterfeit banknotes are
manufactured by organised

criminal gangs and the
proceeds used to fund other
serious criminal activities.
The Scheme recognises the
corporate social responsibility
(CSR) contribution that
supporters make in helping
to reduce counterfeit levels
and associated proceeds from
crime, and by supporting the
Bank in maintaining confidence
in the currency.
The Scheme is completely
free to join and more details
can be found online: www.
bankofengland.co.uk/
banknotes/retailers-andbusinesses/banknotechecking-scheme.
Fortunately, there are
quick and easy ways to
check banknotes. The Bank
of England provides a range
of free training materials to
order or download, including
posters and training videos.
These are available at:
www.bankofengland.co.uk/
banknotes/counterfeitbanknotes/how-to-check-yourbanknotes. We recommend the
following two quick steps to
check the paper £20 and £50
notes:
The Bank will be issuing a
new £20 polymer note in 2020,
featuring the artist JMW Turner.
The current paper £20 is the
most counterfeited note and
so its replacement should see
the biggest benefit to retailers
in terms of reducing losses
from counterfeits. Supporters
of the Banknote Checking
Scheme will be the first to hear
more about the new note.
Alternatively, you can sign up
to the Bank’s Banknote Bulletin
to receive news of important
banknote developments at:
www.bankofengland.co.uk/
banknotes/retailers-andbusinesses.
WWW.OPENAIRBUSINESS.COM
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PRODUCT IN FOCUS

Marquees
Avalanche at The
Piece Hall
Description: Alpine themed bar
and grill venue
Products: Three tipis (two large
and one medium), two storage
tents, three stretch tents, and
all internal fixtures and fittings
(tables, benches, fire pit, bar,
kitchen, etc)
Supplier: Event In A Tent
Telephone: 01978
661449
Website: www.
event-in-a-tent.
co.uk / www.
avalanchebar.co.uk
Details: Event In
A Tent collaborated
with the events team at
The Piece Hall, Halifax, and
combined its Alpine themed
Avalanche bar and grill with
the venue’s full festive events
calendar over a two month
period.
The company installed a
large tipi structure which
included an Alpine-themed grill
kitchen serving steak burgers,
sausages, hot raclette cheese
and authentic Alpine tartiflette,
as well as a fully licensed bar
serving a full range of alcoholic
beverages, including local real
ale, imported Italian lager direct
from the Alps, and its own
‘Shot Skis’. Also installed was a
‘ski-lift photo booth’ which was
free of charge to all customers,
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but provided a source of
free marketing as users were
encouraged to share their photos
on their personal social media
channels.
Also provided were two
separate storage tents and three
large stretch tents, all of which
were installed and disassembled
at different times.
There were several obstacles
to overcome during the preplanning and installation
process. Most notably
the venue’s
environment
provided
difficulties in
the sizing and
availability for
the required
layout. This
was overcome by
using the Event In A
Tent team’s many years of
experience in tipi construction
to provide a layout that would
not only be large enough to
accommodate the expected
footfall but also provide
sufficient flexibility for the bar
and grill.
Access to the venue also
proved problematic as it is an
enclosed courtyard, open to the
public, with a single entrance/
exit point for vehicles. Ensuring
safe and efficient access during
the build and de-rig took a lot of
logistical planning as there were
also other large structures being
erected in the courtyard space
requiring vehicle access.

Barclays British
Summertime 2013-2018
Company: Instant Marquees
Telephone: 07748 165827
Website: www.instantmarquees.co.uk
Description: One of London’s premier music event
in Hyde Park
Products: Pop up market stalls for most of the food
concessions, small tents for security and entrance
personnel, and temporary branding for specialised
tents for water distribution etc.
Details: For the past five years, Instant Marquees
has supplied specially made striped 6x3m market
stalls to organiser AEG. In addition, it supplies up to
30 plain black or white structures for security and
use at the entrance of the event.
The market stalls are erected in advance and stay
up for the duration. To aid the production team, the
other structures are usually erected and taken down
last minute by a crew that remains on site for the
duration of the festival.
Feedback: “The best feedback we get is that they
keep inviting us back year after year, and each year
the job gets bigger!”
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Discover new wow factors
for your future events.
From temporary structures and roadways, to permanent
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Spot light

A roundup of products for the outdoor hospitality industry
MAXIMISING SPACE FOR MAXIMUM
PROFITS!
Mattison Contract Beds
01473 255888
www.mattisoncontractbeds.co.uk
Mattison Contract Beds has
a large range of products to
maximise the available space
of a room. With ‘Zip & Link’ or
‘Velcro & Link’, you can have
two separate twin beds with
the flexibility to create a double
when needed. Suitcase storage
POWERPACK 100+
Portable Power Technology
01474 761051
www.portablepowertech.com
Our compact, lightweight and
efficient Powerpack 100+ is a
rugged, versatile system that will
prove itself to be a vital part of
your site! The Powerpack 100+
can power and charge a variety of
small devices including phones,
radios and laptops and is the
ideal product to power lighting in

glamping pods.
Consisting of a 100w inverter and
efficient Li-ion battery, this unit
can be charged by grid, solar or a
car’s 12v socket.
PPT offers a wide range of offgrid power solutions so use our
expertise to customise a system
to suit you! Call us now on 01474
761051.

PLANNING ADVICE, PROJECT
MANAGEMENT AND SALES
Acorus Rural Property Services
ask@acorus.co.uk
www.acorus.co.uk
Acorus Rural Property Services
was founded in 2002. The
company trades as specialist
chartered surveyors and
planning consultants. We
operate nationwide from various
strategically located offices
offering planning consultancy,
TREEHOUSE GLAMPING FOR ALL
Cheeky Monkey Treehouses
01403 732 452
www.cheekymonkeytreehouses.com
Our team has over 15 years’
combined experience in designing
and building treehouses of all
shapes and sizes. From simple
elevated cabins to a complex
maze of rope bridges and tree top
hideaways. Whether it is a single
structure as a luxury escape for
two, or a field of individually
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provides guests with a vital area
to keep their items stored away
when space is at a premium,
while the guest bed option
provides you with the flexibility
to add an additional bed to a
room without impacting on
space when not in use.
All of our beds, mattresses and
headboards are for commercial
use and adhere to Crib 5 fire
retardancy.

built family glamping pods, we
provide a personal treehouse
consultation service with you at
your proposed treehouse site,
where ideas can be gathered,
shared and implemented. Handdrawn, illustrated and threedimensional drawings are then
created to suit your needs and
those of your desired end user.

architectural services, project
management and property sales.
Therefore we are one of the few
companies that can offer a ‘onestop-shop’ service from inception
of your project to completion and
sale if so desired. Our consultants
are experts in how permission
may be achieved even in Green
Belt areas and AONB. Whether
you want just an hour of planning
advice or a full scale package of
services, we will be pleased to talk
to you.

FOR SALE:
BUSHTEC SHAKA SAFARI TENT
Timbuktu Content
01428 684027
Bushtec Shaka safari tent and
stained floor for sale. Excellent
condition, only used twice
(both in desert conditions) for
promotional activity. 12m x
6m at longest/widest. Centre
space approximately 6m x 4m,
and two end spaces (designed
as bathroom and bedroom)
STORAGE AND PHONE
CHARGING LOCKERS
The Big Locker Hire Co.
07958 671072
www.biglockerhire.com
The Big Locker Hire Co. provides
storage locker and phone
charging locker services for
festivals and events. Having
somewhere for guests, artists
and staff to store their things
and charge phones is becoming
increasingly popular. Lockers

approximately 3m x 4m. Would
make amazing master suite,
entertainment space, dining or
reception for glamping operation
or home. Please call for price
(competitive for a quick sale),
installation might be possible too.

can add an element of luxury
to your VIP packages, become
part of your back stage offering
for artists or simply provide
security for staff belongings.
All of the Big Locker Hire Co.
services can be fully managed
by its friendly staff or you can
rent on a dry hire basis – and get
loads of free advice and support
on how to run things.

Classified
Directory

Finman
Glamping
Cabins and
BBQ Huts
From
£3,685

Temporary & PERMANENT
heating & air conditioning

Hire/Sale/service

UNIQUE • QUALITY • CUSTOMISABLE

01389 887205 www.logspan.com
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Classified Directory
Keeping Things
Together
Probably the largest selection of textile fasteners in the UK

Electrical

POWERING YOU THROUGH
Sewage Treatment Systems
Electric Free Biomatic Systems
For all residential, commercial and
industrial applications

YOUR 2019 EVENTS
Temporary Power & Lighting
Suppliers and Installations
www.excellelectrical.com
Email: enquiries@excellelectrical.com
Phone: 01233 822059

01295 236101 • sales@theseptictankstore.co.uk

www.opas.co.uk

www.theseptictankstore.co.uk

EVENT HIRE
INSTANT POWER

A SPECIALIST COMBINATION

Our range includes:
SCISSOR LIFTS
BOOMS
TELEHANDLERS
GENERATORS
ACCOMMODATION

TOWERLIGHTS
FLOODLIGHTS
FORKLIFTS
AIR CONDITIONING
WATER/FUEL TANKS

HEATING
GATORS
POWERED ACCESS
TEMPORARY FENCING
CROWD BARRIERS
TRAFFIC MANAGEMENT

FREEPHONE 0800 458 5701

eventhire@cwplant.co.uk

www.cwplant.co.uk

Hire Locations throughout the UK

www.twilight-trees.com

Meeting the Challenges
of Mowing Head On

www.stigalawnmowers.co.uk

Green Goblet Ltd
Luxury Toilet Trailers, Event Loos,
Themed Toilets, Shower Units &
Accommodation Hire

01256 384 134
www.site-equip.co.uk
event@site-equip.co.uk
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Re�ill not Land�ill

Reusable Branded Cups
A Greener Event
Less Landfill
Souvenir Cup
Sales & Serviced Solution
Washing & Storage

info@green-goblet.com 01172440103 www.green-goblet.com

DAY IN THE LIFE

24 Hours with…

Darryl Flemming
We join Darryl for the largest fireworks event of the year –
the Mayor of London New Year’s Eve Celebrations

PROFILE

DARRYL FLEMING
Darryl can trace his firework heritage
back to 1986. The culmination of
26 years in the industry saw him
take on the ultimate challenge
designing and project managing the
fireworks and pyrotechnics for the
Opening and Closing Ceremonies
for the London 2012 Olympic and
Paralympic Games.
In 2013 Darryl followed his
passion by starting his own company
with two other colleagues. Titanium
Fireworks has quickly grown into the
leading UK company responsible for
many of the major events including
London New Year’s Eve, Edinburgh’s
Hogmanay, Glasgow 2014
Commonwealth Games, England
2015 Rugby World Cup, Forth Road
Bridge 50th Anniversary celebrations
and Adele the Finale at Wembley
Stadium. www.titaniumfireworks.
com
MAYOR OF LONDON NEW YEAR’S
EVE CELEBRATIONS
The Mayor of London New Year’s
Eve Firework Display is a major
national celebration and the largest
firework display in the country
by a significant margin, centred
on the London Eye and barges on
the River Thames. The display is
designed and choreographed to a
unique soundtrack that is created
specifically for the display.
With over 150,000 people
watching from the embankment and
adjacent bridges and viewing figures
of over 12 million live on BBC 1, it is
without doubt the most prestigious
event in the firework calendar.

NEW YEAR’S Eve started with a live radio
interview on BBC London, a car was sent to pick
me up at 06:45 in order to get to Broadcasting
House for just after 07:00. After sitting around
waiting to be called into the studio, the
interview passed by and I was back at the hotel
an hour later. There was no way I would be able
to get back to sleep, the anxiety, worry and
apprehension combined with the adrenalin and
excitement working on an event of this nature is
a good combination to prevent sleep.
After a hearty breakfast, I went to our control
cabin to meet up with my colleague Will to start
our protocol and firing procedure for the show.
This entails checking any amendments to the
loading plan and creating the master fire files
that will eventually fire the display.
The physical method of firing a display of this
size is to split the control across five different
locations, each with its own firing panel
requiring its own unique fire file. Therefore
we have to create five separate files and then
download this on to each of the firing panels and
their respective laptops as well as repeating the
same for the backup systems.
At midday I had the first major briefing of the
event liaison team (ELT) which I attend in MOD
gardens opposite the Eye, a dash across Jubilee
Bridge via Starbucks ensures my caffeine levels
are topped up. The ELT is a command centre
where every agency in London is represented,
including our client Jack Morton. Each head of
department provides an update and a status
of confidence for the show. For us there is still
a high degree of uncertainty as the most iconic
part of the show, the London Eye, does not even
start getting built until around 17:30. This is
due to the fact that we are unable to attach any

fireworks to the structure until after the last ride
for the public at 16:30.
A swift return to Queen’s Walk heralds the
crew call and the first briefing of the day,
in readiness for the frenetic activity that
commences once the pier is closed to all river
craft and the public are escorted from the Eye.
There are many tasks which have to occur in
the correct order to ensure that the fireworks
for the Eye are unloaded from the barge and the
15 positions on the pier and pontoons are set
up and rigged. So as we approached 15.30, the
task force of Titanium crew commence with the
moving of barges into show position, unloading
the fireworks for the Eye and rigging the pier
positions. This activity is non-stop with myself
and Will in the control testing each position as
it is completed before the crew move on to the
next position.
The final briefing and heads of department
meeting occurs at 18:00, another trip over the
bridge via Starbucks is greeted with a degree of
more certainty, all three barges are ready and
in show position and the London Eye crew has
just commenced the loading of the first props,
scheduled to be finished by about 21:30. The
weather is good and relatively warm for the time
of year, the wind is light and our confidence to
complete the rig and deliver 100% of the show is
high. All other departments call in no problems
and we are good to go with the show.
The return trip to our control at the base of
the Eye via Starbucks again precedes the most
nerve racking moment of the entire production,
waiting for our riggers to load the props onto
the Eye, one by one, pacing up and down like an
expectant father waiting for the final prop to be
loaded. Once completed the Eye can be locked

DAY IN THE LIFE

down and the final data cable connections
are made.
By about 22:00 we are ready. All the
outputs are connected and with less than
two hours to go before the show, we get the
chance to test the middle barge, Eye and
hub in its entirety. Pressing the return key on
the lap top, I hold my breath as the FireOne
software scrolls through the module test
sequentially, each time it passes the box
turns green. It is agonising waiting for what is
only about 15 seconds for all the modules to
be tested. At last it’s green across the board
for both the module test and ematch test the countdown is most definitely on.
A final check is then conducted to make
sure that everything is in order, simple things
like data cables running under a firework, or
a pair of gloves left on a rack, checking the
angles and trajectory of tubes and effects,
just finding a way to occupy time as the clock
ticks slowly to the midnight moment. A final
briefing is conducted with the crew and
spotters are allocated their show positions,
the final run through and firing protocol is
rehearsed and the crew are stood down for
an hour before they go to the final show
position.
The firing of the display is probably the
most technically challenging operation
of the whole delivery. With five separate
firing panels located on barges and the
pier, we need to ensure they are all in
synchronisation with each other, with the
music and all start at exactly midnight.
Traditionally this has been achieved by
sending timecode from a central location
which is broadcast to all five locations, a
receiver picks up the timecode which is
connected to the firing panel.
At about 22:30 I cross Jubilee Bridge for
the last time to join the executive producer
and show caller at the central control
located opposite the Eye. Over our radio
net I check in with each of the firers and
our spotters located around the site before
we start sending timecode at 23:30, this
allows plenty of time to react if there was
a problem with any one of the locations.
At 23:45 the show starts going into positive
shot clock with the first test cues firing every
30 seconds right up to the moment Big Ben
strikes. With local back up enabled, all firing
panels were receiving timecode and running
correctly, even if TC dropped out, the panels
would run on their own internal clock.
The next call I receive over my radio is
from the Port of London Authority (PLA) to
confirm the river is closed and is ours. The
last checks are conducted with each firer,
then we are effectively along for the ride
waiting for the launch of the first shells.
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The last 10 minutes before midnight are
probably the worst. All the panels are
running and the test shots are firing. The
expectation of the crowd is heightened,
especially as the countdown clock starts
on the Shell building with 60 seconds to go.
The midnight moment comes and the thud
of the first lift provides a very reassuring
moment followed by the euphoria as the
show unfolds.
One of the few advantages of this show
is my ability to stand back and watch,
being directly opposite the Eye in the
best position and without any panels and
laptops to constantly check. I can study
and critique the show, looking for bits of
choreography that maybe didn’t work or
bits that did. The show passes without any
problem and the audience reaction is very

gratifying, as is the pat on the back from the
client.
A quiet contemplative trip back across
the river is met with the realisation that we
have a tremendous amount of work ahead
of us for the derig. The control is packed
away, stripped out and loaded on to the
middle barge, as are the pontoons and the
pier positions. Then the task of stripping all
the racks and disassembling the equipment
ready to be cross loaded on to our trailers
back at the dock loading location the other
side of the Thames Barrier.
It is about 03.00 when the barges finally
leave the London Eye location and move
back to the dock arriving at about 05:00. We
head back to the hotel before returning for
09:00 to strip the barges and load up all our
vehicles to return back to base.

TruDomes.com
“We cannot
fault their
service…”

“After researching the market for domes,
we chose to order our domes through
TruDomes. Our main basis for this decision was to support a UK company which
in turn meant if there were any issues we
could contact them easily. We cannot
fault their service. They have followed
our progress and assisted with any complex questions. We plan to purchase further domes from TruDomes.”
Claire Fahy, Proprietor
Pant y Rhedyn Guesthouse & Accommodation

“It's fabulous…
corporates love its
flexibility”

“The dome is beside our restaurant terrace at the moment and creates a talking
point for everyone who visits. We have
had baby showers, meetings and parties
in there and have a coffee house product
launch booked this summer. The acoustics are outstanding… it's fabulous and
funky and corporates love its flexibility.”
Ema Townsend, Head of
Marketing Heart Of England
Conference & Events Centre

“We would highly
recommend
TruDomes…”

“Our TruDomes glamping dome is great,
the aluminium frame is well engineered
and went up with no problems, Kelda
and the team are always ready to offer
help and advice and we would highly recommend TruDomes for glamping
projects.”
Carolyn Truss
Gayton Farm

From cosy to colossal together we create beautiful,
bespoke, spaces your customers will love!
Contact us today to design
your own amazing space. Our
home-grown experts in the
field of British designed,
engineered and manufactured

geodesic domes are ready to
help businesses like yours
create beautiful, customisable,
profitable spaces that your
customers will love.

W. TruDomes.com
T. 02476 326585
E. Hello@TruDomes.com

Spectacular brand showcases
World first event technologies

Media Structures ï Roadshows ï Exhibition Trailers
Event Management ï Event Logistics

