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90%

With rising input costs and cautious customer 
spending, profi t margins across the UK leisure sector 
are typically in single fi gures, and leisure fi rms are 
feeling the pressure. When Centrica Business Solutions 
surveyed the sector about the biggest challenges 
facing their organisation in the next 12 months, 39% 
of respondents cited managing staffi ng costs and 
keeping productivity levels high.3 The challenges faced 
by leisure fi rms today are driving a need to diversify and 
seek new growth opportunities.

Diversifying to create new revenue streams helps to address the 
seasonal or time-limited nature of a lot of leisure activities. Many 
facilities are unused for signifi cant periods, failing to generate income. 
In 2017, 42% of UK visitor attractions reported regular seasonal closure.4

For many established leisure operators, diversifi cation is now also a 
strategic necessity in the face of increased competition from new, 
disruptive companies – such as the rising numbers of pay-as-you-go gyms. 
A recent market entrant is London’s boutique luxury gym chain, 1Rebel.5 
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Why diversifi cation 
is now an imperative

The importance of energy 
in driving strategic growth
In a sector where margins are thin, competition is increasing and the market is becoming ever 
more saturated, today’s leisure operators must maximise returns from existing sites and diversify 
their operations to generate new revenue streams. Doing so requires the ability to innovate and 
respond quickly to new opportunities.

We believe that energy must be an integral part of leisure fi rms’ strategic growth plans, and 
the industry appears to agree. In a survey by Centrica Business Solutions, 90% of leisure sector 
respondents said that having coherent energy strategies could help them focus on innovation.2 

But many leisure operators are yet to take advantage of the new, more agile approaches to 
sourcing and managing energy that are critical to future success.
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Other examples of growing competition that highlight the importance 
of diversifi cation include interactive experiences (such as immersive 
theatre), ‘competitive socialising’ (such as venues combining mini 
golf with a bar) and escape room challenges. The UK now has 1,139 
escape rooms – representing growth of around 42% in the past year.6 
Further competition comes from ‘stay at home entertainment’ – for 
example, Netfl ix instead of the cinema and online gaming instead of 
visiting an arcade.

Given these pressures, diversifi cation has become essential and it 
is no surprise that many leisure operators are already diversifying 
their operations to generate new revenue streams. In 2017, 87% of 
visitor attractions in the UK engaged in additional income generating 
activities – and those that did saw their revenue grow by an average 
of 7%, compared to 4% for those that did not.7

As the UK market becomes ever more saturated, many fi rms are 
also seeking to expand into international markets where demand for 
leisure experiences is increasing. One example is Gravity, the UK’s 
largest trampoline park operator, which raised £3 million to diversify 
into new areas of the leisure market. It is also building its franchise 
and partnership programme, which has already seen work begin on a 
ten-park franchise deal in Saudi Arabia.8

But, to support their growth strategies, leisure fi rms need a fl exible 
energy infrastructure that supports multi-use facilities. They also need 
to generate new revenue streams from under-utilised real estate. And 
they need the agility to easily expand into new sites and geographies. 
New, more agile approaches to sourcing and managing energy can 
support all three imperatives.

42%



Everything points  
to a flexible energy  
infrastructure
It is encouraging that, in the Centrica 
Business Solutions survey, 74% of leisure 
sector respondents said they believe their 
organisation is pragmatic and adaptable to 
changing circumstances.14 The real challenge, 
however, is being agile enough to capitalise 
quickly on new growth opportunities.

Enabling multi-use facilities
To support diversification, leisure firms need an energy 
infrastructure that has the agility to adapt to changing 
energy requirements when a facility is utilised for a variety 
of activities.

•  For example, flexible, on-site generation technologies 
– such as combined heat and power (CHP), back-up 
generators and solar storage – support the diverse 
energy needs of multi-use leisure facilities. These 
technologies enable the deployment of energy from 
different sources, in different volumes – such as when a 
sports stadium switches from hosting sporting events  
to conferences.

Creating new  
revenue streams
Leisure firms can generate new revenue streams by taking 
advantage of under-utilised real estate. The role of energy 
here can include:

•  Renewable generation technologies that enable 
leisure operators to maximise ROI on their existing 
facilities. Installing solar panels on roofs, for example, 
can transform under-utilised real estate into a revenue-
generating asset.

•  Optimisation solutions – such as demand side 
response (DSR) – that unlock the value from on-site 
generation investments by facilitating the resale of 
excess capacity to the grid to offset energy costs.

These are some of the ways that the right energy strategy 
can strengthen ROI – driving cost efficiencies to enable 
new investments. In the Centrica Business Solutions 
survey, 58% of leisure sector respondents said they believe 
that they need to integrate energy generation, storage and 
management technologies to maximise ROI.15

Case study: We helped fund and oversee the installation 
of six energy storage machines at The Olde House in North 
Cornwall. The machines store solar energy from the day 
for use at night during peak times, eliminating the need 
for expensive grid imports. The solar panels also power 
an on-site electric vehicle charging station and 30 holiday 
cottages. Through tracking and dynamic response to calls 
from grid operators for flexible services, The Olde House 
can also generate revenue.

Ensuring energy helps  
drive business growth
To support expansion into new sites, markets and 
geographies, leisure firms need both the ability to easily 
expand their energy footprint, and the assurance of a 
reliable energy infrastructure. But many are held back by 
a lack of energy knowledge, skills or resources – turning 
energy infrastructure into a constraint rather than a 
support to their growth plans.

Reversing this situation – ensuring your energy 
infrastructure becomes a business driver – can be achieved 
by outsourcing aspects of energy management to a third 
party. This enables leisure operators to benefit from end-
to-end delivery models that accelerate the deployment 
of new infrastructure. Outsourcing can also help firms 
deploy standardised solutions, and relieves pressure on 
over-stretched in-house teams. Often crucially, outsourcing 
enables leisure companies to take advantage of the new 
approaches to funding energy that can overcome capex 
constraints. In the Centrica Business Solutions survey, 65% 
of leisure sector respondents agreed that they need both 
commercial and technical expertise to help realise new 
opportunities relating to energy.16
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Your priorities
Our experience of working with leisure fi rms has highlighted the energy 
strategies that we believe should be prioritised to enable innovation 
and diversifi cation:

•  Ensure your energy strategy supports innovation and business agility 
to enable you to capitalise quickly on new growth opportunities.

•  Ensure you have a fl exible, scalable energy infrastructure that 
can support a diversifi ed range of activities within a multi-use 
leisure facility.

•  Explore opportunities to generate new revenue streams from 
under-utilised real estate by capitalising on supply-side incentives.

•  Consider outsourcing to reduce reliance on in-house resources 
and accelerate the development of new infrastructure that 
supports growth into new areas.

Our solutions
Our work with leading leisure businesses means that we are 
ideally placed to help you diversify your operations and 
generate new revenue streams through our innovative, 
end-to-end energy solutions:

•  Flexible energy technologies – such as CHP and DSR – that 
support the diverse energy needs of multi-use leisure facilities.

•  Renewable generation and optimisation solutions – 
including DSR – that help maximise ROI on leisure facilities 
by generating new revenue streams.

•  Flexible funding models that remove barriers to deploying 
new technologies and free up capex.

•  End-to-end delivery capability and fully managed services 
that address your resource limitations and accelerate 
deployment of new infrastructure.

•  Standardised solutions that help drive expansion into 
new international markets, supported by our international 
presence and in-depth knowledge of local energy markets.

£500K
SAVINGS

We helped National Museums 
Liverpool guarantee annual 
energy savings of £500,000 
by installing a CHP system split 
between a plant room in the 
new building and the historic 
Great Western Railway (GWR) 
goods shed.
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