
CASE STUDY: PROPERT Y ACQUISITION

CLIE  N  T: T  HE CH  A  PEL

The Chapel is an award-winning luxury hairdressing spa with an HQ in Kent. Established since 
2002, with three UK branches in Tunbridge Wells, Sevenoaks and Islington, The Chapel occupied 
statement town centre properties with character, from 3,000 to 8,000 sq ft, including a 19th 
century Baptist Chapel in the middle of Tunbridge Wells' historic conservation area.

S  E R  V  I  C  E  P  R O V  I  D E D

We worked with The Chapel on a monthly consultancy basis plus post-contract work to ensure full 
co-ordination to completion. Specific working arrangements in terms of dedicated time, and exclusive 
commitment were agreed. This enabled us to co-ordinate a full acquisition process within client 
budget and timescale to achieve their target of two new branches to be opened in 2018.

A C  T  I  O N S

In full consultation with the client search parameters were agreed and target locations were forensically 
examined with their demographic information to prioritise potential locations to advise on market 
conditions, values and existing opportunities. This enabled the client to consider locations that were 
not originally on their radar and co-ordinate logistics with their existing management structure.

The requirement was particularly unusual due to the requirements that each new branch effectively 
needed to have flagship qualities or have the ability to create a statement of space, light and character.

Company structure was analysed and organised to advise on suitability of covenant, market presentation 
and assessment of likely outcomes of negotiations.

A full and extensive search for opportunities was carried out according to agreed prioritisation 
of locations, examining the current market, recent other transactions and future or off market 
opportunities. The range of opportunities available were considered in the context of each specific 
location to compare sites in different locations and regions so that choice of sites with optimum long 
terms sales and profitability.



CASE STUDY: PROPERT Y ACQUISITION

R E S U LT S

Around 12 properties were considered seriously, negotiations entered into on five sites with terms 
agreed on two properties.

The first property was a former Baptist Chapel, acquired off market on a new lease basis with the 
property having recently been sold for redevelopment. A change of use was obtained within 3 months, 
together with Conservation area consent for the installation of a mezzanine in conjunction with the 
landlords.

The second property was a former church, which had been converted to 5,000 sq ft of offices in the 
90s and due to come to the market as the current occupiers were relocating. Terms were successfully 
negotiated for a new lease, subject to complex planning and Listed Building conditions.

In addition to co-ordination of the search and acquisition process, planning issues were managed. 
This included pre-application enquiries, liaison with local authorities and conservation bodies and 
co-ordination of planning issues with the design and fit out teams to achieve the required style of 
operation within the parameters of heritage buildings.


