
The power of local 
Chris Haywood, Feb 2021 
 

The power of “local” is a strong one.  

As I sit here rewatching an interview I hosted with a local micro brewer, I find myself brimming with pride for the 

fantastic produce that is coming out of our area. This particular producer is one that I found by chance on Facebook, 

and I now find myself in awe of his talents. I stock his products in my shop. He drinks my wine. We both recommend 

each other to people around us. It’s a symbiotic relationship that has no obvious negatives. 

This interview I am painstakingly editing and reuploading is a chance for both of us to grow and reach new people. I 

am committed to the task, despite the many hours it is taking, and the other jobs I could be doing. 

I am doing nine other interviews like this. That is a lot of time spent at this computer waiting for videos to render! 

But each of these relationships has their own special benefits and characteristics, and they are all worth fostering. I 

find it one of the most satisfying parts of my job by far. This isn’t work. Far from it 

Localism is something that can set apart some great businesses. But it needs balancing.  

“Local” a key part of our vineyard’s identity. Every time we need something doing, we ask ourselves if there’s 

someone local who can do it just as well. If we need something new for the shop. A caterer for an event. A business 

to partner with. Like for like, local always wins. 

But localism isn’t without its pitfalls. I partly dislike the idea that someone is buying my wine because of my 

geographical location alone. Support like that doesn’t say anything about the quality of my product or the effort that 

went into making it. All it demonstrates is the luck of where I find myself compared to the buyer. 

Of course supporting local businesses is important, but for me that needs to be balanced against a genuine 

appreciation of the product at-hand. Local shouldn’t be supported for local’s sake. It should be something worth 

buying at the end of the day. Compare me to all wine, not just English wine. 

But if done right, having a network of local producers can do amazing things for you. We, for example, have turned 

one of our waste products into an experimental collaboration with a different local brewer. We were suggested to 

this brewer by a local taproom who we just happened to have a great relationship with. This taproom’s owner also 

runs two bars which stock our wine, and also stocks the producer I just interviewed.  

The world is very small from some angles, and it’s my goal to make it even smaller whenever I can. 

Ultimately I would love to create a metaphorical hub for Worcestershire’s best producers and businesses. Businesses 

who can compete on a national scale, but happen to be at the stage where conquering local is still key. We’re well on 

this journey, to be honest, and I hope these interviews prove to be concrete evidence that these people mean a lot 

to not only me, but also our business. 

Be nice. Be genuine. Be ambitious. And support those who deserve it.  

Together we are stronger. 

 

Time to prepare for my next interview tonight. 


