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How can a working relationship with a ‘Red Brick’ University aid 

long-term strategic investments in future-proofed campus 

redevelopment? 

 

 

 

 
#SwitchOnthepossibilities. 





 

Backdrop 
 

In recent years, Universities are faced with two major challenges:    
 

- Funding cuts: significant financial risk for institutions as levels of expenditure start 

to outstrip growth in income.   
 

- Students (mostly digital natives) are now paying more than ever before for 

education, which has naturally raised their expectations from academic quality 

and classroom facilities.  
 

Capital investments in learning space projects are imperative to meet student’s 

‘value for money’ expectations. At the same time, institutions must also find ways 

to control their operating costs and operational pressure on infrastructure.   

Future-proof Campuses 
 
University of Reading have committed 

to large scale refurbishment and 

upgrades across campuses, including 

those with long-term strategic 

significance for the future in an 

increasingly competitive education 

market. 

 

One aim of The Estates Strategy 2026 is 

identifying opportunities to ensure 

appropriate space provision and 

release surplus for alternative uses as 

appropriate. This encourages flexibility 

in space utilisation, including more 

shared use of facilities for efficiency, 

accommodate changing teaching 

approaches and enhance student 

experience with greater use of 

technology.  

Sole Suppliers: 
 

All Southern Universities Purchasing 

Consortium (SUPC) members were 

invited to compete for sole-supplier 

nomination. We were awarded the 

contract on account of the following: 

 

1. Systemsthinking: how can AV 

hardware be integrated to work 

together as a system, such that they 

provide a solution, and not just an 

installation? That is our approach 

with emphasis on systems design, 

rather than simply installing the best-

in-class hardware, which on their 

own may not deliver the client brief.  



2. Exposure: given our long standing commitment to systems-

design in solving problems involving learning spaces at   

Universities, we bring an unparalleled understanding of how 

institutions work, their processes and personnel. This 

 exposure has always helped us minimise delays and over-

runs. 

 

3. Appreciation of challenges: Our experience working with 

education institutions across UK and within multiple 

campuses has developed our understanding of the 

strategic challenges faced by institutions, such as teaching 

space management, and how AV technology and systems 

design can solve them. 

 

Start of a relationship 
 

As with any client, we begin with a thorough understanding 

of the key challenges of strategic importance, such as 

operating costs of learning spaces, as well as the long term 

strategy of the organisation such as estates management, IT 

infrastructure and student experience. 

 

We began with an audit/workshop meeting where the key 

challenges were established- costs involved with wide service 

stocks, wide analog application instead of digital, and the 

lack of network monitoring capabilities (planned roll out over 

the next 5 years). Keeping these in mind, standardisation was 

proposed as a solution to several challenges on campus.  
 
1. Establishment Costs 

2. User Interface from one room to another 

3. Reducing service stock 
 

We also surveyed all rooms on campus individually, including 

the centrally bookable teaching rooms, and also took an as-

set register of all rooms, as well as a structural survey of all 

300+ rooms  

The process isn’t complete without the partnership of the 

University; audits help us understand the final expectations of the 

university, and also help us set realistic caps on spending, setting 

standards and procedures.  

 

Our Projects: 
 

 Acoustic and Audio upgrade of the Great Hall. 

 Faculty rooms. 

 100+ network enabling control systems project on campus. 

 G10 Theatre: Largest lecture theatre on campus, which also 

serves the purpose of a conference venue and fully func-

tional digital cinema in one space. 

 5m outdoor 2.5mm pitch LED Wall outside Palmer Building. 

 Site-wide maintenance contract with Henley Business 

School.  

 Upcoming large projects include the Van Emden Lecture 

Theatre and the HumSS Building. 

Systemsthinking in action. 





User testimonial 
 

“Snelling Business Systems were given the challenging task of producing an AV system that would meet the needs of a 

mixed-use University lecture room and an independent cinema. The old system was a mess with poor integration 

between the cinema and lecture roles. Many things have impressed me about Snelling. They were left with a sketch of 

what we wanted and delivered the system without fuss. It's rare to find someone who can deal with both the institutional 

demands of a University and the highly specialised requirements of a cinema sound system”.  
 

Simon Still 
Director and Trustee, Reading Film Theatre      

 

 
Mixing and Control Room at G10 Theatre 



The difference. 

The difference lies in our approach. The only way to turn a 

client brief into a relevant solution is to get a thorough 

understanding of what they do, as much as an understanding 

of what they aim to do in future. 

 

We begin each project by listening to our clients' requirements 

and working within their parameters to deliver an AV solution 

which delivers an answer to a problem. 
 

This is particularly critical for clients within the education and 

further education sector, where large campuses are very often 

a consideration and where it is essential to work around their 

semesters, minimising disruption to both staff and students. 

 

As with all our projects, the work we undertake with Universities 

are entirely managed in-house by a dedicated project 

manager, who co-ordinates between the project team within 

the University, the contractor and the architects, to ensure we 

deliver on time and within budget. 
 

 



Snelling Business Systems 

 

Our roots go back to 1954; Roy Snelling started his busi-

ness out of a redundant Victorian laundry in rural Norfolk, 

selling Television and Radio sets in the earliest days of 

broadcasting.   

 

He witnessed a major transformation as more and more 

TV and Radio sets found a place in living rooms- a whole 

new way for people to interact, engage and consume 

information. The same purpose for which many AV sys-

tems and environments are designed and built for today. 

More importantly, there was a new medium for engage-

ment and interactions at a ‘sensory level’. 

 

Over the years, our experience led us to ask ourselves the 

pertinent question.      

 

“How can we use the potential in AV systems and envi-

ronments to unlock newer possibilities for businesses to 

interact with and engage their audiences, better”?      

 

 

 

We’re Social.  

 

As we grew and evolved as a business, our internal cul-

ture and design/engineering philosophy begins with a 

simple question “How can..?”. As an AV integration spe-

cialist, thinking ‘How Can..?’ has also evolved to build AV 

systems that can solve problems of strategic importance 

to your business/institution.     

  

We deliver all aspects of audio visual integration from de-

sign, integration, supply, installation and on-going 

maintenance - all backed by a service ethic, which con-

tinues to carry the Snelling signature of quality.      

 

Based in London and Norwich, we have maintained our 

portfolio of major clients and diverse projects across 

Higher Education, Corporate, Public Sector and niche 

projects. 

 

 

https://www.linkedin.com/company/snellingbusinesssystems
https://twitter.com/SnellingBiz


#SwitchOnthepossibilities. 



Snelling Business Systems 

Unit 23, Chestnut Drive 

Wymondham Business Park 

Wymondham 

Norfolk 

NR18 9SB 
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