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Executive Summary

Glamping has evolved from a niche tourism trend into a serious hospitality asset. As
guest expectations rise and traditional accommodation costs increase, operators and
investors are looking for solutions that deliver strong returns, operational flexibility

and brand differentiation.

Luxury dome accommodation has emerged as a compelling option. When used
strategically, it can outperform traditional builds in speed to market, revenue per

unit and brand differentiation.

This white paper examines:

The true drivers of ROl in glamping

How luxury positioning impacts profitability

Why dome structures offer commmercial

advantages over permanent builds

What operators should consider when
planning a high-return glamping concept




Glamping as a Commercial
Hospitality Model

Glamping is no longer defined by novelty. It is driven by the same fundamentals as
premium hospitality.

Experience Comfort Design Financial

Today's guests are willing to pay a premium for accommodation that feels unique,

immersive and connected to nature — provided it meets luxury expectations.

For operators, this creates an opportunity to deploy accommodation that:

Commands higher average rates.

Differentiates strongly in online marketplaces.

Scales incrementally rather than all at once.

Return on investment (ROI), therefore, is not driven by volume alone, but by yield per
unit and speed of return.



Why ROI Matters More Than
Ever in Glamping

Rising costs and planning complexity have reshaped development economics:

Land values continue to increase.

Permanent builds require significant upfront investment.

Planning timelines can delay revenue by months or years.

In contrast, experiential accommodation allows operators to:

Launch quickly.

Test demand before scaling.

Adapt concepts over time.



The Core Drivers of ROI in
Luxury Glamping

Premium Average Daily Rates (ADR)

Luxury domes enable pricing beyond traditional glamping units because they offer:
Architectural distinction

Panoramic views

Spacious, light-filled interiors

A sense of exclusivity

Guests are not paying for square metres alone — they are paying for the experience.

Occupancy Through Differentiation

Experiential accommodation stands out in booking platforms and marketing
channels. Distinctive design leads to:

e Higher click-through rates

e Promotion via word-of-mouth

¢ Increased social sharing

¢ Repeat variation

This differentiation supports healthier occupancy without relying on discounting.

Ancillary Revenue Opportunities

Luxury domes often function as more than sleeping accommodation. They can
support:

¢ Private dining experiences

e Wellness retreats

e Stargazing experiences

e Seasonal events and celebrations

These add-ons increase revenue per guest, accelerating payback.

Speed to Market

Compared to permanent structures, domes typically require:
¢ Minimal groundworks
e Shorter installation timelines
¢ Reduced pre-revenue periods

The ability to generate income within weeks has a direct impact on ROI.



Comparing Domes to
Traditional Glamping Builds

While specifications vary, the commercial contrasts are consistent.

Traditional Cabins, Lodges or Pods

High upfront capital expenditure

Extensive foundations and groundworks

Longer planning and construction timelines
Fixed use and location

Higher long-term risk if demand shifts

<O IO I

Delayed revenue generation

Luxury Dome Structures
Q Lightweight foundations

Q Faster installation

Q Operational in weeks, not months

Q Lower planning risk in many locations

Q Relocatable and reconfigurable

Q Long service life when built to premium standards

Flexibility is a critical component of ROI. Assets that can be repurposed or relocated

protect capital over time.



Understanding Payback
Periods in Glamping

Why Payback Period is a Critical Metric

Payback period is one of the most closely scrutinised metrics for glamping investors
and landowners, particularly when comparing experiential accommodation to
traditional hospitality builds. Unlike hotels or permanent lodges — where capital
recovery may extend beyond a decade — well-designed luxury glamping sites can

achieve significantly shorter payback windows.

This accelerated return profile is a key reason glamping has gained traction as a

standalone hospitality asset rather than a supplementary offering.

Typical Payback Ranges for Luxury Dome Projects

While outcomes vary by location and execution, high-performing luxury dome
projects frequently target:

e 12-24 months in strong seasonal destinations

¢ 18-36 months in emerging or mixed-use markets

These timelines are driven by a combination of lower upfront capital expenditure,
faster deployment and the ability to command premium nightly rates from day one.

Revenue Velocity vs. Headline Pricing

From a commercial perspective, payback is influenced less by headline ADR
(average daily rate) alone and more by revenue velocity — how quickly a unit can
move from capital outlay to consistent cash flow.

Luxury domes benefit from:
e Shorter pre-revenue periods
¢ Immediate market differentiation
e Strong early occupancy by novelty and design appeal



Understanding Payback
Periods in Glamping

Key Variables That Influence Payback

Payback periods are shaped by several interrelated operational and design factors.

This includes:
e Total installed cost per unit, including foundations, fit-out and services
e Length of operating season, including shoulder and winter performance
¢ Thermal efficiency and weather resilience which determine usable nights
e Pricing discipline and yield management

o Upsell, packages and experience-led revenue integration

Projects that address these variables effectively tend to produce more consistent,

resilient financial performance.
The Impact of Year-Round & Extended Season Operation

Luxury dome structures designed for all-season or extended-season use consistently
outperform summer-only accommodation in cumulative return.

Even when higher specification increases initial cost, additional operating weeks
materially reduce payback time by increasing annual revenue without a

proportional rise in fixed costs.

In many cases, a longer operating season has a greater impact on ROl than marginal

increases in nightly rate.

Investor Benefits of Shorter Payback Periods

From an investor and landowner perspective, shorter payback periods:
e Reduce exposure to market and regulatory risk
¢ Improve financing and refinancing options
e Enable earlier reinvestment or site optimisation
¢ |ncrease exit flexibility and asset optionality

Luxury dome accommodation transforms glamping from a speculative long-term
venture into a performance-focused investment with real-time measurable returns.



The Role of Luxury in
Protecting Margins

Margin Pressure in Budget Glamping Models

Lower-priced glamping concepts are structurally more exposed to margin erosion.
While they may achieve initial occupancy, they are often vulnerable to:

e Price competition from new entrants

e Seasonality, particularly in shoulder months

e Rising operating costs across labour, utilities and maintenance

As supply increases, budget models tend to compete on price rather than

experience, compressing margins over time and limiting reinvestment capacity.

Pricing Power & Yield Stability

Luxury accommodation operates under a different pricing dynamic. Guests selecting
premium glamping experiences are less price-sensitive and more focused on:

¢ Quality of experience

e Design and aesthetics

e Privacy and exclusivity

e Emotional value

This allows operators to maintain rate integrity, reduce discounting and apply more
sophisticated yield management — supporting stable margins even as costs rise.

Experience-Led Demand vs. Commodity Demand

Budget glamping risks commoditisation as unit types become increasingly

standardised, while luxury experiences remain clearly differentiated.

Experience-led demand delivers:
e Higher willingness to pay
e Stronger booking intent driven by aspiration
e Lower substitution risk from nearby competitors

As a result, accommodation functions as part of the experience itself, rather than
simply a place to sleep.



The Role of Luxury in
Protecting Margins

Resilience During Softer Market Conditions

During periods of economic uncertainty, budget travel is often the first segment to
experience pricing pressure. Luxury glamping tends to show greater resilience
because:

e Cuests prioritise fewer, higher-quality trips

e Special occasions and milestone travel continue

¢ Unigue experiences justify discretionary spend

As a result, premium sites often maintain occupancy and ADR (average daily rate)

more effectively during market downturns.

Brand Equity as a Margin Multiplier

Luxury positioning strengthens brand perception, which in turn supports long-term
margin protection. Strong brands benefit from:

e Higher direct booking ratios

e Reduced reliance on third-party platforms

o Creater repeat visitation

¢ Increased referral-driven demand

Over time, this lowers customer acquisition costs and improves lifetime guest value -
key drivers of sustainable profitability.

Fewer Units, Higher Performance

In many cases, a smaller number of high-performing luxury units can outperform a

larger inventory of lower-yield accommodation.

This model:
e Reduces operational complexity
¢ Limits staffing and maintenance overhead
e Preserves site quality and guest experience
¢ Enables focused investment in design and service

From a commercial standpoint, margin protection is often achieved not through
scale, but through intentional premium positioning.



Patterns Observed Across
Successful Glamping Sites

Quality & Design as Revenue Drivers

High-performing glamping sites consistently treat accommodation as a long-term
revenue asset rather than a temporary structure. This is reflected in:

¢ |nvestment in durable, weather-resistant materials

¢ Architectural forms that create visual impact

¢ Interiors designed for comfort, acoustics and thermal performance

Quality design supports higher nightly rates, reduces maintenance-related
downtime and extends the usable life of the asset. Importantly, visually distinctive
accommodation also performs better in digital channels, where imagery strongly
influences booking decisions. In these cases, design is not a cost centre —itis a
revenue driver.

Clear Premium Positioning & Market Differentiation

Successful operators define their market position early and reinforce it consistently
across pricing, branding and guest experience. Rather than competing on volume or
affordability, they:

e Establish clear premium price anchors

¢ Communicate value through experience, privacy and setting

¢ Avoid dilution through excessive discounting

This clarity simplifies marketing, attracts experience-led guests and reduces exposure
to price-led competition. Premium positioning also supports long-term brand equity,
enabling sites to maintain margins as supply increases within the broader market.

Experience-Led Operations & Revenue Expansion

The strongest-performing sites prioritise guest experience over maximum unit
count. This approach typically results in:

e Higher guest satisfaction and review scores

¢ |Increased repeat visitation

e GCreater willingness to purchase add-ons and upgrades

When ancillary revenue streams such as private dining, wellness offerings, guided
experiences, or seasonal events are integrated into the accommodation, the
property becomes part of the experience —and a primary marketing asset — driving

organic demand and reducing reliance on paid acquisition.



Key Considerations for
Operators & Investors

Revenue Potential & ROI

A core consideration for any glamping investment is how quickly the
accommodation can begin generating revenue and the level of return it can deliver
over its lifespan. Units that are quick to install and ready to let with minimal
additional infrastructure allow operators to shorten the time between capital outlay
and first bookings.

Equally important is the ability of the accommodation to support premium nightly
rates. Well-designed, high-quality structures that offer comfort, privacy and a
distinctive guest experience typically achieve stronger occupancy levels and higher
average daily rates. When combined, faster deployment and premium pricing
significantly enhance overall ROI.

Asset Longevity, Flexibility & Ruseability

Investors should assess whether the accommodation is a long-term asset rather than
a short-term solution. Structures that are durable, relocatable or adaptable to different

sites provide far greater flexibility as market demand evolves.

The ability to repurpose or relocate units reduces risk, preserves asset value and allows
operators to respond to changes such as site expansion, planning constraints or shifts
in guest preferences. From an investment perspective, assets with extended lifecycles
and reusability offer long-term value and improved capital efficiency.

Operational Efficiency & Brand Alignment

Operational considerations play a critical role in profitability. Accommodation that is
easy to maintain, energy-efficient and designed with housekeeping and turnaround
times in mind helps reduce ongoing costs and operational complexity. Lower

maintenance requirements also minimise downtime and extend the usable life.

At the same time, the accommodation must align with the operator’s brand
positioning and guest expectations. Premium glamping customers increasingly
expect high-quality finishes, thoughtful layouts and a seamless blend of comfort
and nature. When accommodation supports both operational efficiency and brand
identity, it becomes a strategic asset that strengthens the overall business model
rather than a temporary or isolated investment.



Reducing Planning Risk and
Time to Revenue

Accelerating Time to Market

For many landowners and operators, one of the biggest barriers to launching a
glamping site is the time, cost and uncertainty associated with full planning
permission. However, an alternative route exists that can significantly reduce this
friction: the exemption planning route.

Under UK legislation, certain approved organisations — often referred to as
exempted camping clubs — have the authority to certify small sites without the need
for full planning permission or a traditional site licence.

In practical terms, this allows operators to establish a site with up to five units under
a certification scheme, creating a fast and relatively low-risk pathway to market.

A Commercially Efficient Entry Point

The exemption route is not simply a regulatory workaround; it is a strategic tool for
accelerating ROI. Compared to traditional planning routes, this model enables
operators to:

e Launch with minimal planning delays

¢ Reduce upfront costs and professional fees

e Begin generating revenue significantly sooner

e Test demand before committing to full-scale development

This aligns closely with the broader commmercial advantages outlined in this paper,
particularly the importance of revenue velocity and reducing pre-revenue periods.

Why Dome Structures Are Well-Suited

Luxury domes are well suited to the exemption planning model. With sites typically
limited in scale and designed for low impact, domes offer clear advantages:

¢ Minimal groundworks and infrastructure

¢ Rapid, low-disruption installation

¢ Reversible, low-impact structures aligned with regulations

¢ Flexibility to relocate or reconfigure over time

This makes them an ideal solution for delivering premium accommodation within a

constrained footprint, while maintaining strong commercial performance.



Reducing Planning Risk and
Time to Revenue

From Proof of Concept to Scalable Asset

The exemption route is often best viewed as a phase-one strategy rather than a

long-term limitation.

Operators can:
e Validate pricing, occupancy and guest demand
¢ Build brand presence and operational experience
e Generate early cash flow
e Use performance data to support future planning applications

Once demand is proven, sites can transition to full planning with significantly
reduced risk and stronger financial justification.

A Lower-Risk Path to Market Entry

In an environment where planning timelines can delay revenue by months or even

years, the exemption route provides a compelling alternative.

It allows operators to:
e Enter the market quickly
e Protect capital during early-stage development
¢ Maintain flexibility as concepts evolve

When combined with high-performing, design-led accommodation such as luxury
domes, this approach supports a more agile, performance-driven model of glamping
development — one focused not just on build but on speed, adaptability and ROI.

Designed for Phased Growth

The exemption planning route enables a phased, low-risk approach to development
where operators can:

¢ Launch quickly with a small number of units

e Test demand and refine their offer

e Scale based on proven performance

This supports a more agile model focused on early revenue and controlled growth.



Conclusion

Designing for Return, Not Just Aesthetics

Luxury dome accommodation sits at the intersection of imagination and
investment discipline. It delivers a powerful balance of speed to market,
commercial flexibility and strong revenue potential — while significantly reducing
the long-term risk associated with traditional development.

More than visually striking structures, domes are agile hospitality assets designed
to respond quickly to market demand and evolving guest expectations.

As glamping matures beyond a passing trend, the opportunity shifts from simply
building something beautiful to designing with intent. Thoughtful alignment of
experience, build quality and commercial strategy is now what defines success.

When these elements come together, luxury glamping becomes more than
accommodation — it becomes a destination. One that captivates guests, adapts
with the market and consistently delivers resilient performmance and returns.
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