
Previously, we have looked at the potential benefits available to park owners
from uti lising capital allowances particularly on plant and machinery, however
in our experience a number of park owners are still  missing out on these often
substantial tax savings. In this article, partner, Tony Medcalf looks at the rel ief
available and when you should take action.

If you are planning on developing your park in the near future, you will be speaking to a
planner and a developer to outline possible materials to use, likely costs and likely
timescales for any development work. You probably wouldn’t think to speak to a tax
advisor at this stage, but to minimise your tax bill, that is exactly what you should do.
By making tax planning part of the development process from the beginning it is easier
to decide what you can and cannot claim legitimate future tax relief for, and easier for
your local tax Inspector to understand the claim.

Generally speaking, relief on expenditure on plant and equipment must be on assets
used for the purpose of the trade, but the meaning of plant and machinery is not
defined in the statutes. Machinery is easy to identify but plant is very difficult to define
and includes apparatus kept for permanent employment in the trade.

For example, in order to build additional services such as a shop, club house, toilet
block or swimming pool there is a need to use plant such as electrical, cold water, gas
and sewerage systems serving sinks, sanitary ware and similar equipment.

Business profits are difficult to earn and even more difficult to retain, so to miss out on
the tax planning opportunities available when developing your park would be a real
waste of a golden opportunity.

Moore and Smalley have years
of experience in working with
businesses and their planners
and developers to minimise
the business’s tax bill. This
complex area requires
specialist advice and support
from professional tax advisors,
such as the tax team at Moore
and Smalley. For further
information, contact Tony
Medcalf on 01772 821021.
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to the third edition of ‘park life’,
Moore and Smalley LLP’s update for
caravan and holiday park owners.

In this issue we have looked at a
number of areas of interest to park
owners, including:

¨ A look at the importance of tax
planning as part of any site
development plan.

¨ Succession planning for park
owners and how to make sure
your business is in safe hands
following your retirement whilst
maximising your income
potential.

¨ Some of the questions we have
been asked by clients and
contacts about mobile home
ownership, sales, and
inheritance.

¨ A round-up of caravan and
tourism news from Lancashire,
Cumbria and beyond.

If you would like to find out more
about our services to park
owners, please contact sector
specialist Damian Walmsley on
01772 821021.

We hope you find the latest edition
of interest, if there is anything you
would like to see in future
editions, please contact us at

info@mooreandsmalley.co.uk.
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Chris Collier, chief executive of Cumbria Vision has taken early

retirement. Ms Collier guided the county’s tourism industry

through the foot-and-mouth crisis as chief executive of

Cumbria Tourist Board. She was awarded an OBE for services

to tourism in 2002.

Cumbria Tourist Board has reported an extremely successful

Easter Holiday weekend thanks to the sunny weather and

despite long tailbacks caused by a fire on the M6. Attractions

such as Windermere Lake Cruises and the Aquarium of the

Lakes were very busy for the whole weekend.

John Dunning, retired entrepreneur and founder of

Westmorland Ltd has been named Cumbria’s Tourism

Personality of the Year.

Blackpool, Brent (as part of the Wembley project in London),

Cardiff, Glasgow, Greenwich (the Millennium Dome scheme),

Manchester, Newcastle and Sheffield have all been shortlisted

as potential locations for Britain’s first ‘supercasino’ and now

enter the second phase in the selection process. A decision on

which area will host the supercasino, which will have up to

1,250 unlimited jackpot machines, is expected before the end

of the year.

Fleetwood

and

Thornton

could be in

line for a

£750,000

improvement

of riverside pathways as part of a central government (DEFRA)

initiative to establish a national coastal walkway. The route is

planned to connect the Wyre Estuary Country Park at Stanah to

the £1m Wyre Marsh Nature Park at Fleetwood before going on

to link up to the town.

The old Leeds-Morecambe railway line is being revived to attract

tourists over the Pennines. Lancaster City Council, Lancashire

and North Yorkshire County Councils and Northern Rail have

funded a new enterprise, Leeds-Morecambe Community Rail

Partnership Ltd to promote the railway route. The new enterprise

was launched by the Mayor of Lancaster on 20th May at Carnforth

railway station.

Have you any tourism or holiday park news that you would like to

publicise? If so, contact Mark Brennan at

info@mooreandsmalley.co.uk.
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Moore and Smalley
are members of  the

Brit ish Holiday and

Home Parks
Association

Damian Walmsley
Par tn er

Damian Walmsley

joined Moore and

Smalley Chartered

Accountants and

Business Advisors as

a student in 1987, and

after training and

qualifying as a chartered accountant, he

became a Partner in 1998. Damian is

responsible for a portfolio of around 200

business clients with a range of turnovers up

to £25m. In the last three years he has

assisted a number of clients in acquiring and

selling holiday parks in deals totalling over

£20m and is one of our resident experts in

this field.

Damian was recently recognised by his peers

as the ‘Business Advisor of the Year’ in the

North West Society of Chartered

Accountants Business Awards.

djw@mooreandsmalley.co.uk

Tony Medcalf
Tax Partner

Tony Medcalf has been

with Moore and

Smalley for 9 years

and tax partner for 5

years having joined

the practice from a big

4 firm. He leads a

dedicated team of highly experienced staff

on a wide range of tax planning initiatives

tailored to the owner managed business

sector. Tony has a number of clients in the

holiday park and property development

sectors.

Tony is responsible for the management of

the firm’s personal and corporate tax

compliance, as well as lead advisor on

special one-off tax projects.

tm@mooreandsmalley.co.uk

Jane Har r ison
Senior Consul tant

Jane qualified as a

Chartered Accountant

with Moore and Smalley

and has extensive

experience of advising

SME’s with particular

expertise in business

planning and financial

modelling. Jane has been working in

Corporate Finance for four years and in that

time has advised on a broad range of

transactions including disposals, acquisitions

and fund raising. Jane also advises our OFEX

clients.

jmh@mooreandsmalley.co.uk
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In the last issue we looked at our BESt (Business Exit Strategies)

product for park owners who are looking to exit their business. In

this issue we have considered family succession and the

questions clients often ask us about this method of transferring

ownership of the business.

What  is ‘succession planning ’?

Succession planning is considering and concluding upon what

you think the future strategic direction of your business should be,

and therefore who the best individuals are to lead it in that

direction. It is frequently considered in the context of the owner

manager exiting from the business both operationally and in terms

of ownership.

The key challenge in determining an effective succession planning

strategy is to assess the likely opportunities and challenges which

might face your business; identify the management strengths and

capabilities which will be required to deal with these issues and

then determine the extent to which your existing management

team possess the necessary skills and abilities. Where there are

gaps then steps can be taken to provide existing managers with

the appropriate experience and training to develop these abilities,

or individuals can be recruited to ensure that the management

team has the collective strength to successfully take over the

running (and possibly ownership) of the business.

What are the benefits of this approach?

Exiting from your business is usually a unique event – meaning

that there is one chance to get it right. If this exit is to be

generated by a transfer of control and ownership to second tier

management then taking the time to plan for this in advance can

significantly reduce the risks that either the transfer fails, or the

business itself fails under the new owners.

The reason why the future success of the business is so

important to the vendor is that it is often the case that vendors will

retain some element of residual financial interest in the business -

either in the form of a reduced shareholding or a right to receive

deferred consideration. Consequently, there is always a risk that

these payments are not made.

In the best of all possible worlds the benefits of succession

planning include

¨         An opportunity for you to nurture existing talent within your

        management team;

¨ The ability to retain for yourself some element of ongoing

interest in your business (be it operational or financial),

¨ Having the emotional satisfaction of seeing your business

retain its independence.

On a practical level, there may also be a need for less pre-sale

grooming of the business than might be necessary if a trade sale

was the preferred exit route and the legal aspects of transferring

ownership might also be carried out more smoothly.

What are the r isks?

Aside from the fact that you will probably not receive all of your

consideration upon exit, the largest practical risk is whether, after

completion, you can resist giving what might seem to you to be

valuable advice, but that your successors may see as meddling.

You would probably be less likely to feel the need to offer advice

to your successors if you feel that they have the right skills and

abilities to lead the business.  However, if you have run your

business in a very autocratic style, then the team may not have

had the necessary opportunity or encouragement to develop

those skills and abilities.

When should I star t the process?

The need to develop and nurture your management team, assist

them to identify and grow their inherent strengths and identify and

address their weaknesses should be an ongoing process in any

business.  In essence this is the core of succession planning: it is

a strategic aim to establish a capable and reliable second tier

management team who will have the appetite, ability, vision and

energy to take over the reins of your business – and give you the

comfort you need in order to let them do it.

How do I plan for succession?

Most important of all is to always keep your succession plan

under review.  Even if you believe that your exit route will be a

trade sale, it makes sense to have a realistic succession plan as a

fall back position.  The key element of the plan will be to nurture

your existing management and to give them the freedom to

exercise their judgement, make mistakes and learn from them.

In addition, work with your advisers to structure appropriate

reward schemes for management to encourage the behaviours

which will strengthen them as individuals and as a team – and

hence make them a realistic exit option for you.

As with any aspect of strategic planning I would advise you to

take the long view – always have in mind when you would like to

exit the business and work backwards from that point to establish

what milestones you need to achieve and when in terms of both

trading performance and the development of your key personnel.

If  you need some adv ice on succession, con tact

Corporate Finance Manager, Jane Harrison on 01772

821021 or  jmh@mooreandsmal ley.co.uk.
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Can a res ident sell his/
her  mobi le home on site, and can I

(the s i te owner) c laim a commission?
A resident has the right to sell their home on site and

pass on their agreement with the site owner to the buyer.
The buyer must be approved by the site owner, however the

site owner cannot withhold their approval unreasonably or the
resident can apply to the court or an arbitrator for an order to the

site owner to give approval.

The site owner can claim a commission on the sale up to a maximum
fixed by law, which is currently 10%* of the sale price. Site

owners can charge a lower percentage than this if they wish,
but they cannot charge a higher one. The site owner can buy

the home if the resident wants to sell it to them, but the site
owner does not have ‘first refusal’ and even if this

right is written into the agreement it is doubtful
that it is enforceable.

Can a resident give a
mobi le home away  to  someone

el se?
A resident can only give their home and pass on the

agreement to a member of their family who is approved by
the site owner. Again the owner must not withhold approval
unreasonably or risk court action. Commission would not be

payable to the site owner upon the gift of a mobile home.

The definition of a family member for this purpose covers: a
wife or husband, parent, grandparent, child, grandchild,

brother, sister, uncle, aunt, nephew or niece. Any relation
by marriage or of half-blood counts as a full relation.

Stepchildren, adopted children, and illegitimate
children are also included, as are people

living together as husband and
wife.

*  The commission is
currently the subject of

government consultation as the
government is looking to reduce the

amount to 7.5%, wi th no compensatory
increase in pitch fees. The final date for

responses to the Department for Commu-
nities and Local Government (formerly
the Office of the Deputy Prime Minister)

is 2nd August 2006. For further
information, contact the British

Holiday and Home Parks
Association on 01452

526911.

Can a member  of  a
resident ’s  fami ly  inheri t his  or her
agr eemen t  wi t h  th e s i t e own er?

If a resident’s spouse was living with them when he/she
died then the spouse will inherit the agreement with the site

owner. If there is no such spouse, any member of the resident’s
family who was living with them when he/she died inherits the agree-

ment. In both cases the beneficiary will continue to have the rights given
by the Mobile Homes Act 1983.

If no member of the resident’s family is living with them when he / she dies
then the person who inherits the home will have the right to sell the home on

site and to pass the full benefit of the agreement between the deceased
and the site owner to the purchaser. The sale will be subject to the
normal sale rules outlined above*, plus the person who inherits the
home will be liable for the pitch fees and maintenance of the home

until it is sold. The person inheriting the home will not automati-
cally have the right to live in it, unless the site owner

agrees that they can.
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The proposed tax on tourist accommodation in England to

boost local government funding is being opposed in a

Commons early day motion. The tax was put forward as

part of Sir Michael Lyon’s inquiry into local government

funding as a means of making a contribution to local

services in popular holiday destinations such as the Lake

District, the South West and the South Coast. Such a tax

would be expected to add a further 5 to 10 per cent to a

room bill before VAT is calculated.

At least 25 MP’s have already signed up to oppose the

‘bed-tax’ and the Liberal Democats are considering

adopting the campaign against the tax as official party

policy.

Grant Hearn, chief executive of budget hotel chain

Travelodge, said that a 10% tax on hotel, guest house,

bed-and-breakfast, cottages, caravan and campsite

spending could reduce revenue by up to £1.3bn per year

and cost 32,000 jobs. Lord Marshall of Knightsbridge, the

chairman of VisitBritain, is asking to “put the bed tax to

sleep” before it undermines the British tourist industry,

currently worth £74 billion a year.


