
FL Hitchman is a privately owned business manufacturing the Aquaroll 
Water Carrier and the Wastemaster Waste carriers along with a range  
of accessories. 

 Cha l l enge
 
James wanted to innovate and grow his business and 
develop products for new markets.  He realised that 
he was spending too much time supporting day-to-day 
delivery and not enough time developing the business.  
He was looking for new challenges.  

His immediate concerns were to raise brand 
awareness in the UK and also in the global market 
place. He wanted to develop new products and 
accessories and sell into new markets, particularly the 
disaster relief and equestrian business. Fundamentally 
he wanted to provide an offer that would set him apart 
from his competitors.

James felt that some outside consultancy support 
might provide new approaches and new ways forward 
and allow him to innovate and consider new options 
for change. 
 

The company’s markets have 
traditionally been via wholesalers 
to hundreds of retailers in the 
caravan and leisure industry.  
The company was set up in 1953 by Frank Hitchman 
and the firm was run by his son until 2012 when it 
was bought by James Griffin, the current Managing 
Director. James did not have a background in 
manufacturing, he previously worked in corporate 
finance. However, he always felt himself to be 
a practical person and liked making things.  
Manufacturing was a natural place for him to be.  
James has now owned FL Hitchman for six years 
and during this time he has sought opportunities for 
innovation and growth.  

It’s easy to carry on doing 
the same things, it’s about 

being challenged.”

CASE STUDY



Transformations for only a few days, James found the experience 
extremely helpful.”

 Impact
Since James received an Innovation Voucher, the 
company turnover has increased by 20 percent.  
Working with Prime Shield Innovation Ltd, James has 
combined water filtering and cleaning accessories with 
his water Aquaroll storage product so has brought a 
new product to market.  He has also started to export 
to new markets in South Korea, Japan, Australia, 
New Zealand and a range of European countries. 
In addition, he has cut out much of the waste in his 
manufacturing processes, improved the skill base of 
his staff (they are now all multi skilled), and James 
feels he is focussing his time and energy where he 
should be - “building the business”.

James thinks that the Innovation Voucher ensured 
these changes happened sooner than he originally 
anticipated so securing his position more securely 
in the marketplace. Prior to receiving innovation 
consultancy James did not really perceive his  
business as being particularly innovative but now  
he is constantly looking at ways to improve.  
 

James has combined  
water filtering and cleaning 

accessories with his water 
Aquaroll storage product so  
has brought a new product to 
market.”

 I nnova t ion  
 Voucher 
 So lu t ion
 
After having his application for an Innovation Voucher 
approved, James engaged a consulting company, 
Sirius Business Transformation Ltd, to provide some 
innovative input. James was encouraged to undertake 
a range of changes and improvements.

Examples of innovations included developing 
partnerships with other companies in order to work 
collaboratively to develop new products and access 
new markets. James was also supported to sell into 
the lucrative equestrian market. The consultancy 
support assisted James to review his business model 
and to explore new markets overseas.

The consultancy support not only looked at 
developing new products and accessing new 
markets, James was also supported to review his 
manufacturing processes and systems and staffing 
arrangements in order to make them more efficient 
and productive. Whilst the funds from the Innovation 
Voucher allowed David to work with Sirius Business 
Transformations for only a few days, James found the 
experience extremely helpful.


