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The financial information included in this review does not constitute statutory accounts as defined in the Companies Act 2006. 
Full accounts for the year ended 27th September 2020, upon which the auditors issued an unqualified opinion, will be delivered 

to the registrar of companies.
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2020 marked a new chapter for Wells & Co. Peter Wells 
took over the Managing Director position in January and 
work started at pace on our new home in Bedford. The 
strategy of the business is based around three key pillars.  
Firstly, to focus on the growth and performance of our 
managed pub businesses in the UK and France through 
the acquisition of individual pubs and pub groups.  
Secondly, to secure the sustainability and income from 
our Pub Partner (leased and tenanted) estate, recognising 
its current importance as the financial bedrock of our 
business. Thirdly, to continue with our great brewing 
tradition through our investment in a 30,000 hectolitre 
brewery, capable of supplying excellent beer to our pub 
businesses and beyond.

The first half of the year saw progress in all aspects of 
our strategy. By Christmas 2019, the steel frame of our 
new home was up and cladding was well underway.  We 
had invested in The Eaton Oak, converting it into our 
sixth Little Gems managed site and were delighted with 
its initial sales. Our newest Pizza, Pots & Pints sites, The 
Holly Bush in Oxford and The Cottage in Earlsdon were 
outperforming our expectation and the pipeline of new 
sites showed an exciting sense of pace and purpose. 

To support our drive to grow our returns through 
investment in our managed pub business we recruited a 
new Retail Director, Shirley Couchman, to join Peter and 
Anthony on the executive board. Shirley brings extensive 
experience of retail operations and property strategy 
which will be very useful for the company.

CHAIRMAN’S REPORT

By the end of February, the company was showing 
great momentum.  Sales revenue was up nearly 16% and 
EBITDA was up 9%. But then, with the COVID-19 virus 
spreading, on 20th March the Prime Minister announced 
the effective closure of our business.

Results
When the pubs were allowed to re-open for the last 
three months of the financial year, we took the decision 
to support our Pub Partners’ cash flow by significantly 
reducing their rent, to give them the confidence to 
rebuild their businesses, rather than handing the keys 
back which would have left us with a much bigger long-

Paul Wells, Chairman

term problem. With the number of guests that could 
be welcomed limited by the social distancing and safety 
measures applied, together with the reduction in rent, 
Annual Group Revenue was down by the end of year 
by 27% on the previous year. Our final Group Profit was 
down by £7m which resulted in an operating loss of 
£1.8m. In cash terms, the strong trade at the beginning of 
the year in particular meant we finished the year with a 
positive EBITDA of £3.6m.

Because of the lack of income, the management team 
worked hard to conserve cash. The board and senior 
management team all volunteered to take a 20% 
reduction in pay. Throughout the closure 75% of the 
wider team were placed on furlough and anything other 
than essential capital expenditure was delayed. The 
result was that the Group net debt position was £9m 
lower than anticipated.  

Of course, one of the decisions taken to preserve cash 
was to defer the dividend payment approved at the 
AGM in January 2020. The ongoing crisis with associated 
lockdowns and pub closures means we now have to 
recommend that we cancel this payment and look to 
drive the business to allow us to pay out an interim 
dividend at the first opportunity.

In this year the challenges confronting the company have 
been relentless. On behalf of the board, I would like to 
express our thanks to everyone at Wells & Co. for their 
resilience and fortitude. I would also like to commend 
the exceptional leadership shown in these difficult 
months by Peter and his team.

The outlook remains uncertain, but the three-pillar 
strategy remains very steady and with the careful 
management of our debt position and cost base we 
expect to return to a more stable position in the months 
ahead.

Shirley Couchman, Retail Director
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The financial results for 2020 were significantly impacted 
by the disruption caused by the Coronavirus pandemic. 
The closure of the business in the second half of the year 
meant that we lost key trading months, resulting in an 
overall operating profit loss of £1.8 million, although the 
positive EBITDA of £3.6 million showed the underlying 
strength of our business.

The year started with much promise. We had a strong 
pipeline of refurbishments and new pubs with a talented 
management team in place to grow the business, 
bolstered by the appointment to the board of Shirley 
Couchman, our new Retail Director. Until the end of 
February our trading trajectory was very positive. Against 
the previous year, sales revenue was up almost 16%, 
operating profit was up 5.6% and EBITDA was up 9%.

With the promise of a strong summer and a sporting 
calendar that would drive more customers into our 
pubs, we were confident of a very strong trading year. 
On March 16th, however, the day before St Patrick’s 
day (traditionally a key date for our wet-led sites), the 
Prime Minister announced that we should all stay away 
from pubs. On the 20th he announced the closure of 
the hospitality trade, just before Mothering Sunday, the 
biggest grossing day of the year. Pubs remained shut until 
July, followed by a period of trade with social distancing 
restrictions in place that – whilst vital in ensuring the 
safety of our colleagues and customers - hampered our 
ability to maximise the summer trade and make up for 
the previous business closures. 

To support the long-term sustainability of our Pub 
Partners’ businesses and allow them to rebuild their cash 
flow, we also took the decision not to charge their full 
rent. In fact, for our tenants we were very quick to offer 
one of the strongest financial and emotional support 
packages in the industry. The regular communications 
from our central team were greatly appreciated; we 
wanted our Partners to exit this period feeling relieved 
and grateful that they were in partnership with us, 
and we are proud to have delivered on that ambition.
We provided constant support to help them navigate 
through lockdown and access the government grants and 
furlough support they were entitled to. We then created 
a step-by-step guide on how to reopen their business in a 
Covid-safe manner, all of which was deeply appreciated. 

Our concern was always that we would be left with a 
number of empty pubs. Ultimately, not a single Pub 
Partner resigned on the back of the closures and we 
received numerous letters of gratitude in recognition of 
the support we offered them throughout an incredibly 
testing year. 

MANAGING DIRECTOR

Peter Wells, Managing Director
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At the start of the year, we launched our new company 
values:  

We’re in it Together
Everyone Counts
Love What we do
Learning to Improve
Shout About Success

Alongside our purpose: Delivering the experience you’d 
recommend to friends.

The timing turned out to be apt, as throughout the 
pandemic we have returned to these values to qualify 
what were the right decisions to take when faced with 
so much uncertainty. The phrase “We’re in it Together” 
is one that has been repeated frequently over the past 
ten months but certainly did give us strength in some 
dark moments. The other value which we leant heavily 
towards was Learning to Improve. In our minds, this gives 
us permission to experiment and try new things, not 
worrying if they don’t go according to plan, as long as we 
learn and improve from the experience. This is exactly 
how we faced up to the lockdown, always remembering 
the Darwinian theory that those who are best able to 
adapt to a changing environment are the ones who will 
survive. 

As a result, during lockdown we developed new 
menus, new takeaway and delivery offers and most 
importantly new technology to enhance digital ordering 
and payment, which meant that on July 4th, the day 
we re-opened, we were able to take £52,000 through 
a web-based portal on mobile phones across our 
seventeen managed pubs in the UK.  This is one of the 
best examples of how we continued to work together in 
a positive and open manner. We successfully launched a 
completely new in-pub payment solution with a skeleton 
team in place in a very short time, with no pilot, no time 
for operations to learn, optimise, adapt, no real-world 
testing from an IT perspective to ensure everything 
worked on a large scale. Over the course of the summer, 
we took £2.37m in sales via this format.

Another example of our ability to adapt came from the 
Pizza, Pots & Pints team, who within a couple of days at 
the beginning of lockdown created their Bare Necessities 
kits, a selection of household staples for those struggling 
to get to the shops before the shelves were cleared by 
the hoarders. The aim was always to remain relevant to 
our communities, to maintain their loyalty and advocacy 
so that when they could return they would choose 
our pubs over the competition – which is exactly what 
happened.

Overall, our pubs struck a fine balance, creating an 
environment that was safe yet social, controlled yet 
welcoming. We knew how to play our part and had the 
structure in place that ensured we were able to hit 
the ground running when allowed to do so. When we 
re-opened in July we also delivered a transformational 
shift in in-pub safety with robust training, checks and a 
cleaning regime to ensure our customers and staff felt 
entirely safe. I am proud to report that not one of our 
staff members contracted the virus over the summer. 
At no point was it easy, but we learned a lot. Many of 
the measures we have introduced thoughout 2020, 
from at-table ordering and payment to the social media 
broadcasts from our pubs, will remain in place for the 
future. 

Our business is stronger and our team, who we have 
looked after and continually engaged with throughout 
a long period of furlough, are resilient and determined 
to recover lost ground. I genuinely believe that our 
creativity and resilience demonstrated throughout a very 
challenging year, together with our culture of constant 
improvement and rigorous training, will enable us to 
flourish once we are given the opportunity to do so.

Of course, with Brewpoint now up and running and our 
team of amazingly talented brewers creating a portfolio 
of sensational beers, we have a beacon of light around 
which to gather. The finances will show we had a very 
difficult year. The finances will also show we are still in a 
strong position to come out swinging, looking ahead to a 
future we can all be excited about.
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2020 results
In the year to 27th September 2020, sales income from 
continuing operations decreased by £14.7m to £38.4m 
due to the period of forced closure for our business as a 
result of Covid-19. 

Operating loss before exceptional costs was £1.8m (2019 
£5.3m profit) which is £7.1m lower than last year, driven 
by the closure of all sites due to Covid-19 in both the UK 
and France. Loss after tax of £12.4m (2019 £1.4m profit) is 
down on the previous year by £13.9m due primarily to 
the impact of Covid-19 and also due to the exceptional 
costs in the current year relating to restructuring costs 
and impairments, the loss on the fair value of non-
cash derivatives in part compensated by an increase in 
property disposals. Group adjusted EBITDA of £3.6m 
is less than the previous year, due to a decrease in 
operating profit due to Covid-19. 

Financing
The net debt position including shareholder bond is 
£29.5m (2019 : £16.7m). With the business closed from late 
March onwards, the focus has been on reducing cash 
outflow whilst minimising any damage to the underlying 
business or assets. The business has a strong operating 
model that we know works when we are allowed to 
be open, as demonstrated during August when some 
trading was permitted, and therefore using furlough and 
obtaining grants has been the order of the day rather 
than drastic alterations which would be to the detriment 
of the business in future years.

HSBC have been very supportive throughout the 
pandemic with regard to altering our banking covenants 
as necessary. Whilst at no point have we had any 
concerns over cash availability, the annual EBITDA, a key 
measure for HSBC, has understandably been reduced.

With the business having very limited income we have 
had to focus on accelerating the disposal of pubs which 
we had identified as being non-core. The disposal of ten 
sites during the financial year generated £2.5m of cash 
for the business, allowing us to keep debt levels lower. 

Defined Benefit Pension Scheme
Another impact of Covid has been a worsening of the 
valuation of the pension scheme. Lower bank interest 
rates and a volatile stock market have seen our pension 
deficit increase at the end of September.

Exceptional Costs
Due to the sale of non-core pubs and the impact of 
lockdown we have had some redundancies during the 
year, resulting in an exceptional restructure cost of 
£0.1m.

FINANCE DIRECTOR

There is also a requirement for the auditors to review 
the carrying value of our fixed assets (i.e our pubs) 
based upon an estimation of how they will recover 
following Covid-19. This has indicated the need for non 
cash exceptional impairment of £9.9m at the year end. 
This is certainly a significant amount, however in the 
context of the value of fixed assets it is a 7.6% reduction 
which is in the middle of the 5% to 10% range across the 
sector as a whole. It is worth stressing that impairment 
is a judgement and when businesses recover this can be 
reassessed and the impairment reversed.

Coronavirus support received
Whilst no comparison to the strong cashflows we can 
generate when allowed to trade, we have been the 
recipients of support from both the UK and French 
governments.

In total by March 2021 we have received £6.6m of benefit, 
with £4.5m in the UK and £2.1m in France. For the UK, 
£2.9m of the support has been furlough, which has 
allowed us to support our colleagues during lockdown. 
The reduced VAT rate to 5% on food has had £0.3m of 
benefit and the remaining £1.3m is a combination of 
savings on business rates and local grants.

For France, £1m has been furlough support with £1.1m 
being government support for the hospitality sector.
We are certainly not ungrateful for the support, but 
as with the wider industry are excited to re-open fully, 
welcome back all of our colleagues and customers and 
provide those experiences people will recommend to 
their friends.

Anthony Fryer, Finance Director
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A SIMPLIFIED PROFIT 
AND LOSS ACCOUNT

Continuing income we have generated      £’000

The Group’s turnover is the total amount of money that has been charged for our products and 
services. It includes sales of beers, wines and spirits, rent from the partners of Wells & Co. pubs and 
trading income from our managed houses in both France and England. 

What we have spent 
Out of this we have to pay for:

Raw materials, wines, spirits and beer from other brewers     15,085
Wages, salaries and pensions        12,103
Repairs to licensed properties         1,065
Depreciation and amortisation in continuing business      4,864
Other operating costs          7,162

What’s left

Operating loss before exceptional costs         -1,597

Property Profit - The profit made on disposal of non core assets    504
Finance Cost on Pension Scheme  -293

Historical retained profits at start of the year      65,888
Historical retained profits at end of the year    46,694

Our profit then moves by:
Deferred Tax - the movement in the accounting tax on the pension scheme  496 
Foreign Tax - the credit in France on the losses we incurred 9
Restructure costs  -96
Derivatives - non cash movement on our fixed interest bank agreement -346
Impairment - non cash adjustment for movement in property values -9,880

Loss after tax -12,439

Movements in reserve:
Exchange Difference - the impact the weakening Euro has on our French business 15
Dividends - the amount we accrued from last year’s AGM vote -1,464
Employee Share Scheme - annual charge for our employee benefit scheme 20
Property - extra profit on pub disposal from revaluation reserve 643
Pensions - annual revaluation of defined benefit pension scheme -5,969

Turnover          38,471

Total expenses         40,279

Loss before tax           -2,622

Retained losses for year to 27th September      -19,194

For the 52 weeks ending 27th September 2020

Operating Loss from Continuing Business                   -1,808

Minority Interest - the part of Little Gems we do not own  100 
Interest Payable - on money borrowed from the bank and other institutions  -1,125
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A SIMPLIFIED BALANCE SHEET

What we own         £’000

Fixed Assets - the brewery, public houses and other assets    132,493
Stock - beer, wines and spirits    435
Debtors - money owed by customers and others   18,663
Cash   17,448

Figures correct as at 27th September 2020

Less what we owe
Creditors - for supplies of raw materials, wines, spirits, duty, VAT, tax, 
dividends, services and equipment    37,792
Loans - long term money borrowed to run the business    46,979
Deferred Tax    2,209
Defined benefit pension scheme liability   20,071

Share Capital and Reserves     15,294
Historical Profits 46,694

         169,039

         107,051

Net assets    61,988

Shareholder funds   61,988
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For the 52 weeks ending 27th September 2020

A SIMPLIFIED CASH FLOW

What trading cash we generated       £’000

Operating profit from continuing business    -1,808
Profit on sale of non core pubs - the proceeds received    504
Depreciation and Amortisation - added back as not a cash cost    4,864

What other monies we spent       £’000

Investing in our pub estates in both France and UK and Brewpoint    17,027
Monies paid into the defined benefit pension scheme    1,543
Dividends paid to shareholders    855
Interest paid   1,020

Net Cash at start of year   -16,703
Net Cash at end of year   -29,531

What other cash came into the Group
Sale of non core pubs - the proceeds received in excess of property profits  1,966
Working capital movements - changes in our levels of stock, debtors and creditors  2,091

Earnings before interest, tax and depreciation (EBITDA)  3,560

Working Cash Flow  7,617

Total Cash Outflow  20,445

Net cash movement for the year -12,828
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A TASTE OF BREWPOINT

The new home of Wells & Co. is now a reality; Brewpoint 
is open for business.

A building project on Brewpoint’s scale is never entirely 
smooth sailing, and we certainly encountered our share 
of roadblocks to overcome on its journey to completion, 
but the Coronavirus pandemic was a global setback 
we certainly hadn’t factored into our plans. It’s hard to 
imagine now, but as we entered 2020 the term ‘Covid-19’ 
had yet to enter our collective vocabulary. By March, of 
course, everything had changed.
 
Whilst a large proportion of the UK’s working population 
– including every pub in the Wells & Co. estate - were 
forced to down tools, construction sites remained an 
exception, and the Brewpoint build team forged ahead.
 

The most important component of the build – the 
brewing equipment – made the successful journey from 
Bavaria to Bedford and was installed in early May. As soon 
as the relaxation of German lockdown rules allowed, 
Braukon dispatched their commissioning team to the UK 
to get everything up and running. 

Work progressed well, so well in fact that we were 
ultimately presented with a completed Brewpoint in 
July, on budget and just a couple of weeks later than if 
the pandemic had never taken place. This presented us 
with an interesting dilemma: do we mothball our new 
brewery until such time as social distancing regulations 
permit us to open ‘properly’, making full use of its indoor 
space, or do we get creative and find an alternative 
way to share the Brewpoint experience with our local 
community sooner?

We chose the latter. Too excited to wait for social 
distancing guidelines to ease off in Spring 2021 – or later 
– we set to work transforming Brewpoint’s external 
garden area into a pop-up bar to run from early October 
until mid-December. The result, A Taste of Brewpoint, 
did exactly what it said on the tin; customers enjoyed 
a real flavour of our new home thanks to the ground-
breaking beers, delicious food, retail opportunities 
and entertainment on offer. Freshly-baked pizzas were 
washed down with freshly-brewed pints, and Bedford 
locals enjoyed a safe return to the live music and 
welcoming hospitality they’d missed so sorely for the 
bulk of 2020. 
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Permanent Range

Developed thanks to consumer feedback from our Wandering Brewer 
Project, our cask range is recognised, trusted and perfectly suited to our 

pubs. It’s what die-hard Wells fans want to drink.

Crafted to meet the needs of the modern marketplace, featuring beer styles 
in line with both established and growing categories in the On trade, these 
are the beers we’ll be championing on draught in both our own pub estate 

and the Free trade.

Cask Range
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Canned Range

Developed with online shoppers very much in mind, our canned range has 
exploded in popularity over the past six months and already features over 

ten beers to choose from. 

Beer fans abroad enjoy their drinks a little differently to us Brits. Our export 
range features higher alcohol content and stronger flavours, perfectly 

matched to the relaxed Continental drinking style.

Export Range
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LIFE AT BREWPOINT
In last year’s Annual Review we briefed you on our 
environmental and social objectives for our new home, 
Brewpoint. The timeline may have shifted due to the 
pandemic, but our vision remained, and the end result is 
something we’re truly proud of. In stark contrast to our 
old site, Brewpoint is hard to miss visually, welcoming 
and accessible to all, and has established itself as 
as a true ‘brewery for Bedford’ despite the limited 
opportunities to trade we were afforded in 2020. 

Sustainability remains key to our mission, and on this 
front Brewpoint has delivered as promised. We explained 
this time last year that “our eco-friendly new home will 
embody sustainable business practices from the solar 
panels on its roof downwards”, and the photovoltaic 
cells we’ve employed mean this is literally the case. Solar 
electricity panels, also known as photovoltaics, capture 
the sun’s energy and convert it into electricity that you 
can use in your home – or brewery, in our case. The 
natural energy they provide us with is key to keeping 
Brewpoint’s lights on and its beer production flowing. 
Speaking of electricity, we’ve also future-proofed 
Brewpoint with multiple charging points for electric 
vehicles just outside its front door. Already seeing regular 
use from our colleagues, these charging points also 
ensure that the increasing number of consumers opting 
for electric cars have everything they need on hand when 
paying us a visit. 

We’ve also used 2020 as an opportunity to reduce our 
environmental impact in a number of smaller, yet no less 
impactful ways. We’ve introduced a car share scheme 
– our database allows interested colleagues to pool 
transport with others that live near them or en route 
to work at Brewpoint, reducing the number of cars on 
the road. Our involvement in the Cycle to Work scheme 
provides colleagues with assistance in purchasing a 
bicycle, making it easier to move away from motorised 
transport where possible. We share local public 
transport information internally to encourage its use, and 
we currently encourage colleagues to work from home 
where possible, supported by the technology required 
to do so.

While proactive planning is essential when designing an 
eco-friendly brewery or introducing a car share scheme, 
there are moments when some creative quick thinking 
can turn a potentially wasteful situation into a golden 
opportunity. Brewpoint’s initial production runs provided 
one such moment. 

As our team of brewers got to grips with the state-of-
the-art equipment at their disposal, a few early batches 
of beer emerged whose taste when finished, whilst 
delicious, wasn’t quite what we’d anticipated. All part of 
the trials and tribulations of brewing, but we were keen 
not to let these perfectly tasty batches of beer go to 
waste.

The solution: branding and selling them direct to beer 
fans here at our new home. If you visited our A Taste Of 
Brewpoint pop-up bar in October, you’d have found Off 
Point, Thirst Brew, Two Sheds, and Rule of Three pouring 
on the bar; these are the names we gave to these unique 
recent brews, and judging from their strong sales our 
customers agreed with us that there was nothing amiss 
with the quality of the beer itself.
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Based on this happy accident, and with development of 
both our permanent and seasonal ranges gathering pace, 
this may not be the last you hear of the names Off Point, 
Thirst Brew, Two Sheds, and Rule of Three. Watch this 
space. 

The pandemic has of course had a bearing on Brewpoint’s 
initial output, but again our Brew Crew have played the 
hand they’ve been dealt to great effect. 

Head Brewer Ian Jones reflects: “The original brief for 
Brewpoint was to develop a brewery that was flexible 
enough to meet the uncertain demands of the future 
beer market. This was built into the plant design from 
the very beginning, so we have a small batch flexible 
brewhouse that allows us to get a brew underway every 
three hours. We can do multiples of the same brew, or 
different ones. We can also use multiple different types 
of malts and grains. Then in fermentation we have one-, 
two- and five-brew fermenters. Beer processing allows 
us to stabilise, make additions, centrifuge to reduce 
solids, filter, carbonate, nitrogenate and sterilise...
or none of the above. Finally, our packaging capability 
encompasses multiple pack sizes in can, bottle, keg or 
cask.

This flexibility was tested very early on. We were 
originally planning to launch the Brewpoint range with 
a single new cask ale and a new keg ale. Thanks to Covid 
we immediately had to incorporate the four brands that 
Marston’s were previously brewing for us under licence 
– Charlie Wells and John Bull. Next came restrictions 
on pubs trading and the subsequent idea to open up 
the outside bar at Brewpoint…with six new beers. The 
final test was opening the online shop and canning 
nine different beers in 330ml cans and a further six 
into five-litre mini kegs and casks. All in all, since finally 
commissioning the beer in September this meant we had 
produced eighteen different products and a staggering 
691,901 pints of beer by the end of 2020.” 

One of the new additions to the Brewpoint range has 
proved an instant hit with our neighbours in Bedford. 
The mere mention of Chocolate Toothpaste – a dessert 
combining a pastry case with chocolate mousse and 
a squirt of cream – is enough to bring back memories 
of tasty school dinners in noisy canteens for many 
graduates of Bedford’s educational system.  

One such alumnus is Marcus Finch, our Retail Brand and 
Marketing Executive. Marcus suggested the name during 
a brainstorming session, and it was quickly married to 
our desire to create a new stout as part of the Brewpoint 
range. The end product, created using Brewpoint’s small-
batch plant, is a dark, robust 4.8% ABV stout with notes 
of chocolate, coffee and molasses that quickly became 
a crowd favourite at our A Taste Of Brewpoint pop-up bar.

Carli Pfurtscheller, former BA Graphic Communications 
student at Bedford College, was instrumental in helping 
devise a new look for our new HQ. After being wowed 
by her initial submission for a potential Brewpoint logo 
as part of our collaboration with the college’s students 
in 2019, we were keen to work more closely with Carli 
in devising all of the ‘wayfinding’ for the site, including 
vinyl decals for the beer garden and restaurant, bar and 
brewery tour signage. Carli has also since turned her 
hand to creating the packaging for the very first beers to 
be brewed; if you’ve enjoyed a pint of On Point by now 
then you’ve seen the fruits of her labour. 

After four decades on the outskirts – both figuratively 
and literally – of Bedford life at our old brewery, a 
constant refrain when mapping the journey to the 
completion of our new home was the need to maximise 
our engagement with our local community. Fortunately, a 
project on this scale presented plenty of opportunity to 
collaborate with the bright sparks of Bedford, and none 
more so than the development of Brewpoint’s graphic 
identity. 
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Carli picks up the story: “I never thought that winning 
the brief to design the Brewpoint logo would lead to all 
of the work I’ve since done with Wells & Co.! Since doing 
my research into the Wells family and history of the 
company as part of the design process, I feel I’ve really 
come to understand what makes Wells & Co. tick. 
I think this understanding and respect for the company’s 
history and ethos is the key to our successful working 
relationship. The trust that Wells & Co. have placed in me 
over the course of this year since I graduated has really 
boosted my confidence as a designer. The work I’ve done 
on Brewpoint’s wayfinding and brewery tour has given 
me amazing experience in areas that most graduates 
would never have the chance to do. 

It’s great to see Brewpoint open, but it will be even better 
once the team can open up the indoor restaurant and 
brewery to tours, when all the work I’ve done inside will 
be revealed!”

Carli is far from the only local creative we’ve worked 
with in 2020; we also went on the hunt for local artists 
to collaborate with when branding Brewpoint’s inaugural 
seasonal beer range.

As Head of Marketing Tom Foddy explained at the 
project’s outset: “There is so much talent out there; 
everyone has their own unique style, especially in the 
local area of Bedfordshire. We are keen to work with and 
promote our local community as much as possible.” 
After much deliberation, thirteen individual pieces of 
artwork have been chosen, with each one taking pride 
of place on a pump clip for one of Brewpoint’s monthly 
cask beer offerings throughout 2021.

The first in the range, a 5.0% ABV Christmas ale named 
Red Cheeks with artwork by Kelly Billington, made its 
debut over the festive season, which accounts for the 
lucky thirteenth pump clip. 

Kelly reflects on the experience: “I wanted to enter this 
competition as I am an illustration student in the third 
year of my degree at the Cambridge School of Art. I am 
eager to get my comical style out into the world rather 
than just in my sketchbooks and portfolios for my tutors 
to see.

I absolutely loved the fact that all I was provided with 
from Wells & Co. was the title - ‘Red Cheeks’ - and 
was asked to run with it, so I did. Initially I drew some 
nutcrackers. They were tame and not really me. I couldn’t 
get the nutcracker drawing to work how I wanted it to, so 
I scrapped that idea and came up with the concept of a 
literal pair of red cheeks! 

Much to my delight, Wells & Co. welcomed this with 
open arms and accepted it as the first image for their 
thirteen-image set. They were great to work with, 
providing excellent and extremely important feedback. 
I would not have produced such a wonderful image 
without it, so thank you!

I would love to do something similar in the future, 
especially if it means working with Wells & Co again. I’m 
really grateful for this opportunity.”

Tom adds: “We couldn’t be happier with the designs 
these artists have produced, in fact we love them so 
much that we are now selling limited edition prints, 
signed by the artists, via our online shop. Based on the 
success of this project we’ll be looking to run a similar 
arrangement in 2022 and beyond; if you know of a 
budding local artist we’ve yet to discover, invite them to 
visit www.brewpoint.co.uk to learn more about our new 
home and then to get their thinking caps on for their own 
design.”
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Wow, what a year. 2020 was deemed the ‘year of 
clarity’… oh, how long ago January feels!

Back in October 2019 we celebrated the long-feted arrival 
of the Holly Bush in Oxford. The journey took nearly 
24 months and resulted in a great team effort from 
the Commercial, Property, Marketing and Operations 
teams to head off numerous objections from residents, 
licensing, and planning departments. Despite all the 
local challenges Nick and his team have quickly become 
a welcomed addition to the Osney social scene and are 
now the go-to pub on the island. 

PIZZA, POTS & PINTS

The first half of the financial year saw the Pizza, Pots & 
Pints pub teams produce some fantastic year-on-year 
sales growth by delivering experiences you’d recommend 
to friends. By February sales were £80K up on budget and 
£1.1M up on last year, with managers rightfully confident 
in chalking up another successful year. That was, until 
Boris applied the handbrake and up flew the dust. 

Despite the unknowns, our managers and head chefs 
really took their teams under their wing and supported 
them through what was a truly traumatic time. Not 
willing to simply dwell on the outcome, the teams did 
what they know best – they provided a service to their 
community. Fresh fruit, vegetable and salad boxes helped 
locals to avoid the snaking lines at the supermarket; 
gourmet ready meals allowed them to take a night off 
from cooking, whilst takeaway pizzas provided a luxurious 
sense of normality. 

This was, in hindsight, the calm before the storm! 
When teams returned to their pubs ahead of the 4th 
July ‘D-Day’ we had to fundamentally shift the way we 
operate our pubs. The teams not only needed to get their 
pubs COVID-19 ready but needed to grapple with a new 
online booking system and a transformational online 
ordering system for guests. 

It is easy to focus on the outcome and forget the journey. 
However, in this instance the journey is what we should 
be celebrating. Managers and their teams have had to 
learn very quickly on the job and were soon flung in at 
the deep end with the Eat Out To Help Out scheme.

Days were long, challenges were coming thick and fast, 
guests needed to get used to a totally new service style 
and teams had to grapple with new job roles. Yet despite 
all the challenges, our teams dug deep and delivered 
again and again - none more so than The Jam Garden in 
Loughborough, who despite a lengthy period of closure 
soon returned to year-on-year growth on reopening, an 
incredible result.This hard work and these technological 
advancements meant we were quickly able to return to 
profit, no mean feat amidst a global pandemic and when 
up against some extremely strict operating guidelines. 

The desire of guests to return to our pubs and the 
dedication of our teams fills me with great confidence. 
I believe we have already enjoyed a taste of things to 
come when we consider the barnstorming arrival of A 
Taste Of Brewpoint, the pop-up bar at our new Bedford 
home. It was not only a great reflection of how everyone 
at Wells & Co. can come together to deliver experiences 
you’d recommend to friends, but also of the desire of 
our guests to drink our fantastic new beers, eat our great 
food, attend our experience-led events and generally 
have a whole load of fun. To have delivered £90K of sales 
in a garden in October by opening just four days per week 
should be cause for serious celebration.

Every one of the Pizza, Pots & Pints team have made a 
difference this year – not only to their colleagues but to 
their local communities. For this I cannot thank them 
enough. 

Here’s to a much brighter, lighter 2021 – memorable for 
all the right reasons!

Benjamin Smith, Director of Operations - 
Pizza, Pots & Pints
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2020 has certainly thrown a few challenges our way! 
I can’t thank the teams enough for their hard work and 
dedication in everything we have done - it has certainly 
been a massive factor in us turning our fortunes around 
this year.

We delivered a record-breaking Christmas in 2019 whilst 
in the midst of getting the people right and refining the 
offer for our guests. In many ways lockdown couldn’t 
have come at a worse time for us as we were ready to 
launch our new menu and deliver a massive Mother’s Day 
without agency support in the kitchens. We were very 
much on the right track though….

Fast forward three months and we were ready to go on 
July 4th having offered takeaway and delivery, grocery 
shops, and supplied a fair few barbeques with Charlie 
Wells beer and local meat. In what was a frustrating 
time, the teams again gave it their all to make these new 
formats work. One of my fondest memories of 2020 will 
be the looks on the teams’ faces as they were back in 
action - I knew at this point that we were in really good 
shape to make an assault on the rest of the year. We 
came out of the blocks ahead of the industry average and 
have maintained that position since. 

LITTLE GEMS

Making full use of our external areas, even adding 
astroturf to the car park at The Old Cock Inn, we 
managed to get back into growth before Eat Out To 
Help Out began. What was abundantly clear from the 
first weeks of trade was that we had got the ‘mix’ right- 
hundreds of pieces of feedback were received about 
how we had made our venues Covid-safe but were still 
providing a warm, welcoming experience. We also got 
the right balance of online ordering and table service 
that meant we could continue to enhance that guest 
experience further. 

The results we saw throughout the summer were 
then astounding. Aside from the record weeks at Cox’s 
Yard (£63k) and The Eaton Oak (£31k), everyone was 
contributing to the group numbers on a weekly basis and 
the teams continued to develop into some really solid 
units. We delivered strong profit growth from July and 
continued to build momentum. 

As schools returned, the weather turned damp and as 
we entered October we still pushed ahead of industry 
averages; it was great to be able to launch our winter 
menu ‘properly’. As November lockdown began we 
went back to takeaway and delivery, able to apply all of 
our previous learnings - again worth a mention that the 
teams have just embraced the challenge and made the 
most of it. 

Christmas followed a very different pattern with 
bookings coming in later, but it is comforting to know 
that we provided a great experience for our guests again. 

We are in a really good position to make 2021 ‘our year’ 
and make a significant contribution to the company 
numbers. I want to make sure we continue to develop 
our teams through into management positions as we 
look to expand our group and we will have more activities 
planned to support this. Habits have changed during 
2020 and we need to stay on our toes with how this 
translates for guest behaviours. People will very much 
want to make 2021 a year of celebrating the things they 
couldn’t do last year and I think that is going to set the 
tone for a lot of what we offer them. To achieve what we 
did in the midst of a global pandemic in 2020 fills me with 
confidence again that we will do the right things.

I’m looking forward to the challenge with an outstanding 
team by my side!

Tor Humpherston, Director of Operations - 
Little Gems
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Let’s begin by stating the obvious: 2020 has been an 
unprecedentedly challenging year for pubs across the 
UK. The Pub Partners in our leased and tenanted estate 
have been tested to their limit by Covid-19, the ensuing 
lockdowns and ever-changing government guidelines, 
trading restrictions and staff shortages. 

Despite all these challenges and more, our Pub Partners 
have persevered and prevailed. We at Wells & Co. have 
worked hard to back their incredible efforts every step of 
the way.

Nothing has better illustrated the commitment to our 
Partners and the values we hold dear than our work 
with them throughout the pandemic. Our team, at times 
much reduced due to furlough, has worked tirelessly 
to ensure our Partners had all the information and 
support they needed. Highlights include our pragmatic 
approach towards rent and our commitment to regular 
communication across a number of platforms to ensure 
the right content reaches our Partners. Rent can be an 
emotive topic but our approach, featuring a significantly 
reduced rent through the reopening summer period, 
allowed Partners to rebuild their finances. Many were 
hugely appreciative, and consequently better placed to 
survive the more challenging winter period. 

PUB PARTNERS

Our commitment to seeking and using partner feedback 
helps us to focus on their needs and what they look to 
us for. The Licensee Index is a recognised industry survey 
that we have taken part in for several years. Last year 
we picked up on a number of areas we felt warranted 
further understanding, so we held a number of ‘Partner 
workshops’, conducted independently by KAM Media, 
to dig deeper. One of the results of this was recognition 
that we needed to change our approach to the Retail 
Development Manager / Pub Partner business meeting 
to take account of the significant differences in Partner 
motivations and goals.

As a family-owned pub retailer and brewer, we are 
justly proud of our heritage and values. We believe 
this is evidenced in our way of working with our Pub 
Partners and by the support we offer them; no-one in 
our estate is left to ‘sink or swim’. Marketing and social 
media in particular are more important than ever, 
especially during the rollercoaster of constant change 
that has been 2020. Customer engagement with our pubs 
continues to evolve, and we believe we’re now better 
equipped to support our Partners through this, even 
those for whom this is a more challenging journey. We’re 
actively seeking out ways to back them further; simple 
food solutions, better support for wine and on gaming 
machines will all help Partners increase their sales and 
margins in the future.

We are particularly proud that we have not let the 
pandemic and its impact stop us from looking to those 
things we know are going to support our Partners in 
the future. Nothing better illustrates this than the 
opening of Brewpoint; our new brewery is central to our 
Partners’ future beer offering and provides a real point 
of difference. In this respect and many others, we will be 
better placed exiting this period than we were entering it.

Richard Bishop, Director of Operations – 
Pub Partners
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2020 has been a complicated but interesting year for 
us at Wells & Co. France. We had a strong start to the 
financial year; our most recent acquisitions, the Market 
Tavern and Red Lion in Bordeaux, the Market Brew 
House in Reims and the Tower of London in Toulouse 
were trading strongly, and we were actively hunting for 
new sites in Nantes and Strasbourg in order to expand 
our estate further. Before lockdown struck, we were 
on target to achieve around €16.7m in sales by the end 
of the financial year, which would have been a great 
performance compared to the €14m we took in the 
previous twelve months.
 
Most excitingly, we were all waiting for the launch of new 
beers from Brewpoint, our new brewery in Bedford. Our 
customers were looking forward to tasting them!

Then Covid happened with a lockdown from the 17th 
March until the 2nd June, where all pubs and restaurants 
were closed in France. The reopening was amazing, our 
customers were so happy to be able to enjoy pints on 
our terraces enjoying the great weather despite the 
safety regulations. It has been really hard for us to 
persuade our customers to respect these rules (such as 
wearing a mask inside our pubs), but we knew that it was 
the right thing to do. We adapted ourselves to all the new 
rules, such as the curfew introduced a few weeks later, 
by organising daytime instead of evening events to attract 
our customers earlier than normal. In France we are used 
to going to pubs later than in the UK, so having a closing 
time of 10pm was not easy for us. But our pub managers 

WELLS & CO. FRANCE

did an amazing job of ensuring their pubs were still fun 
places to be, and customers continued to visit. It is in 
this type of moment that you see just how attached our 
customers are to our pubs!

Then the second lockdown happened on the 30th 
October, so we had to close all our pubs again on 
that date. It has been a big shock for us and for our 

customers. For now we just have to wait until we can 
reopen properly, so in the meantime we are trying to 
be creative and keep connected with our customers, 
who are as sad as us. We have developed a click-and-
collect offer in most of our pubs, so people can enjoy 
their favourite beers in cans! We will also keep our pubs’ 
spirit alive as much as we can by creating online events. 
We think it is important to still try to bring joy to our 
customers, even if it is not how we expected to do it.

As we get stuck into 2021, I am sure the future will 
be better. Our teams will be so happy to be able to 
open their pubs and offer the full experience to our 
customers, who will be there for sure. We will make 2021 
an amazing year!

Ariane Lapegue, Head of Operations -  
Wells & Co. France
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PUB LOCKDOWN SUCCESS

In the early weeks of lockdown, when stockpiling was 
rife and shop shelves were lacking in daily essentials, 
our Pizza, Pots & Pints team stepped into the breach 
to support their locals. ‘Bare Essentials’ kits including 
lockdown necessities such as bread, eggs and – 
crucially – toilet roll were sold from their pubs for the 
nominal price of £6, a lifeline to those caught out by 
shop shortages or seeking a safer alternative to busy 

2020 took our pubs into truly unprecedented territory.

Casting our minds back to the beginning of March, which 
now feels like an eternity ago, and despite the dire 
warnings from China, Italy and beyond it largely felt like 
‘business as usual’ in the world of the good old British 
pub. Our managed pubs in the UK and France were 
continuing to trade their socks off after the strongest 
winter we’ve had in some years, while our Pub Partners 
were gearing up to celebrate the achievements of their 
peers in style at our annual awards at The Swan Hotel in 
Bedford on 12th March.
 
That awards evening went ahead – just – and a fantastic 
time was had by all, but it was to be the last occasion 
many of us would be in the same room for quite some 
time. By that point Covid-19 was starting to feel very 
real, with bookings beginning to be cancelled across 
our estates and media focus ramping up considerably, 
helped along in no small part by health minister Nadine 
Dorries enjoying lunch in one of our pubs shortly before 
announcing that she had tested positive for the virus. 

Fast-forward two weeks, and we found ourselves in a 
truly unprecedented situation. Our pubs joined every 
other community local, premium gastropub, restaurant, 
bar and nightclub in the land in closing their doors. 
Windows were shuttered, staff were furloughed, and 
many pubs across the country ceased trading entirely 
until word came from on high that it was safe to resume 
business. 

Not all of them, however. Amongst all the madness and 
sadness, it has truly lifted our spirits to see some of 
the incredible lengths our pubs have gone to in order 
to keep trading, keep their teams (and our colleagues) 
working and continue serving their local communities. 
We have seen creativity, charity and social cohesion at 
their absolute finest; they’ve truly done us proud, and 
their efforts won’t be forgotten by their customers once 
Covid-19 is eventually behind us.

Let’s take a moment to recap some of the highlights from 
March onwards:

supermarkets. 
As the hoarding died down, these boxes of staples 

pizza, pots & pints

evolved into ‘finish at home’ meals giving customers the 
opportunity to take a night off from cooking and enjoy 
a favourite from the Pizza, Pots & Pints menu in the 
comfort of their own home, or to indulge in some messy 
family cooking fun via the team’s DIY pizza kits.
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little gems

wells & co. france

Bedford favourite the d’Parys reopened its doors in 
July and wasted little time in restoring its trade close 
to pre-lockdown levels thanks to the team’s ongoing 
efforts to maintain the kind of reassuring yet welcoming 
environment that pubgoers sought in 2020.

Tor Humpherston, Director of Operations at the d’Parys, 
explains: “We worked hard during lockdown to provide 
the best service we could in the form of takeaway 
meals, drinks and grocery boxes, both to help our local 
community and to ensure that the pub’s name was front 
of mind when the time came to reopen.” 

Deputy Manager, Ron Hazlehurst, adds: “We’ve grown 
fond of the phrase ‘safe but sexy’ here at the d’Parys. 
By this we mean that we’ve undertaken thorough risk 
assessments and made the venue as safe as possible 
from a health perspective, without plastering arrows 
and signs everywhere and ruining the atmosphere in our 
lovely pub. 

We believe we’ve found a good balance between enticing 
our loyal customers to return to their local whilst 
ensuring their wellbeing remains our top priority, and 
this is reflected in the positive feedback and reviews 
we’ve been getting since reopening.” 

Further north, Cox’s Yard in Stratford-upon-Avon 
proved its combination of extensive outdoor trading 
space, scenic riverside setting and relentless focus on 
exceptional customer service to be a winning one. In the 
last week in July the team achieved an all-time Wells & 
Co. weekly sales record, an astonishing £63k in sales.

Full credit to manager Stu and his hard-working team 
for demonstrating that, despite these uncertain times, 
a truly great pub experience can still be had within the 
Little Gems estate. 

Moving north, the Market Brew House in Reims made 
the best of trading restrictions in France by transforming 
their pub into a pop-up clothing store during quieter 
trading periods; customers could shop for a bargain 
whilst enjoying a drink in their local, with all profits going 
to a local charity working to combat Covid-19.

Our colleagues in France were instructed to close their 
pubs a week before their UK counterparts, and have 
demonstrated incredible creativity in keeping their pubs 
front of mind for their customer base throughout their 
confinement and beyond. 

The team at the King Arthur in Lyon launched an 
ambitious ‘Charlie’s Beard Challenge’. Fans of their 
Facebook page were invited to clean shave on the 17th 
March and then let nature take its course, with the best 
beard at the end of the lockdown winning a prize when 
the pub re-opened.
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pub partners

A different approach was needed for our Pub Partner 
estate. As business partners running their own small 
enterprises out of our premises, our role was to support 
our Pub Partners as they decided on the best approach 
for their individual pubs. 

Some, such as The Eltisley in Cambridgeshire, were 
quick to launch popular takeaway options. Others did 
incredible things with the resources at their disposal, 
for instance The Wrestlers in central Cambridge, who 
cooked up their remaining stock and took the meals 
down to Addenbrookes hospital for the NHS staff hard at 
work there.

Others, such as The Fox in Farthinghoe, decided that 
keeping active was a top priority during lockdown. 
Utilising cellar equipment, including plenty of empty 
kegs, the team at The Fox created a miniature gym in their 
car park and invited their local community to socially 
distanced boot camp sessions whilst the gyms were 
closed.

Operator Sarah commented: “It was amazing to see so 
many villagers use the little gym in our car park, and 
we’ve seen all of them return to the pub and become 
regulars now that we’ve reopened, supporting our pub 
week in, week out.”

In Warwick, the team at the New Bowling Green raised 
just shy of £3,000 for a community fund which provided 
over 2,000 meals to local emergency services, vulnerable 
residents and the local homeless charity, Helping Hands. 
Meals went out to a number of key local emergency
service providers, including Coventry hospital and air
ambulance (pictured below), Leamington police station,
and the nearby NHS call centre.

Our pubs in Bordeaux have also moved with the times – 
nightlife stalwart DJ Norbert brought his ever-popular 
DJ slots at the Sherlock Holmes forward, with music 
from 6.30pm to soundtrack the after-work apero crowd. 
Funky tunes and Happy Hour pricing have quickly proved 
a winning combination with fans of socially distanced 
beer and beats in Bordeaux.
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