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•  A realistic schedule for both client and 
installer is very important. Normally for us, 
it’s getting in on day one and making any 
existing services safe for the landscaper, or 
fitting temporary supplies for lighting and 
charging batteries – and, obviously, the kettle! 

Then plan around subbases, pouring of 
concrete, planting, erection of sheds and 
garden rooms, soil preparation, irrigation and 
turfing. Lay the whole process out once in a 
spreadsheet that is easy to adapt for each 
commission. Above all, if you issue a 
schedule, make sure everybody has input. 

•  Conduits. They show your client that you are 
invested in the project, and also help with 
damage limitation. If a light needs moving or 
you have to add a feature, the conduit makes 
adding or repositioning lights easy. When I 
meet clients who have small budgets, I never 
talk them into lighting – I’d far rather talk them 
into conduits, so I know that when the time 
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and money is right, they will come back to us for 
a lighting installation.

•  Aftercare. The main flaw in most lighting 
commissions is a lack of aftercare. It’s crucial 
that you go back, set up, and talk the client 
through any specifics they may need to know; 
often, it’s the only time you will meet them again 
after the initial consultation. Make sure your 
installer sets the lighting up at night, and put it 
on the drawing in red so they understand 
expectations. Normally the fittings are installed 
during planting, so it’s easy for them to get 
knocked and covered in mulch. This is your 
opportunity to sell yourself again and show that 
you care. Guarantee that you’ll come back free 
of charge in the autumn to clean the lights and 
set them up again to suit the garden as it sheds 
its colours, preparing it for winter. We do this for 
most clients, without being asked – we set aside 
dates in October and November when we email 
a number of key customers from that year to set 
up, clean, and care again.

We can be at different stages of this process 
across 30 commissions every week, so if you’re 
ever in doubt as to what makes it run smoothly, 
then do ask. After all, we are the fourth emergency 
service – first aid for darkness.

To truly turn your  
clients’ lighting dreams 
into a reality, you need  
to plan thoroughly and  
go the extra mile, says 
Robert Webber

I have just returned from a great day teaching at 
the SGD with Gill Goodson. It’s always good to 
be able to pass on what I know, and share 
common experiences with people who I hope 
will carry the torch for fantastic lighting. 
Questions invariably occur, with the biggest 
always being procedure – where to begin, where 
to involve us, and when to start talking to the 
client – and it got me thinking that it’s about time 
I brought some clarification to the process: 

•  Always listen to what the client wants, and 
don’t be swayed by styles, finishes and types. 
The most common mistake is just delivering 
what we want – that’s when you’ll surely be 
met with: “I didn’t ask for that!”. A detailed brief 
from the client is always paramount – it is your 
‘10 commandments’ for customer satisfaction. 

•  Next is budget – always talk about money 
early on. It’ll save you hours of pain trying to 
convince clients to pay more later. Garden 
lighting isn’t cheap – a properly installed 
system runs at around £300 per light fitted, 
and on average costs around 20% of the build 
budget. Be honest, know your value and sell it. 
People buy people before they buy products.

•  Draw good plans: hand drawn, rendered, 3D, 
profile, schematic, it doesn’t matter as long as 
all the information is included. You’ll realise 
whether you took a good brief when you sit 
down to do the plans. Positions, circuits, 
switching, dimming, power, planting, and 
timing are always the questions we will come 
back with. None of them are dealbreakers in 
isolation, but when two or three are neglected 
it’s impossible to cost without a thousand 
emails and hours of talking – especially if the 
commission is going to tender.
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