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Where did we start?

* Four GREAT sites

— Danbury ‘s historic countryside
— Mersea Island’s beachside

— Harlow’s urban oasis

— Bradwell’s sailing centre

« (Generating a profit after overheads
« A great product... with untapped market

* Product is good or better than market standard,
but the competition are drastically better at
marketing

 93% customer satisfaction

* 90% of business is returning customers — need
to win new customers




Progress made

2018

- Essex Outdoors joins the Commercial team
- Plans in place to deliver a £1m+ surplus

- More plans in development

2013 - 18
- New development included 2 x toilet /

shower blocks and two new ‘pod’ villages
- Movement around the ECC structure

Pre 2013
- Essex Outdoors moves from a funded
position to being cost neutral
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cROWTH!

Jan

Feb Mar

Apr

May Jun

Jul

Aug Sep Oct

Nov Dec

B New high ropes at
Harlow

M Birthday parties

H Corporate

m NCS

M Variable pricing

 Extra Camping

M Pods

¥ New - through

marketing
M Current
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