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When it comes to running a confer-
ence or business event, it would be 
hard to find a more appealing location 
than the wonderful Dandenong Rang-
es just outside of Melbourne. High in 
the mountains, surrounded by forest, 
overlooking Silvan Dam and right down 

the Yarra Valley, the CountryPlace lo-
cation is truly idyllic.

Choosing the right venue, in the right 
location, can sometimes be a daunt-
ing task. The right conference facili-
ties, services, accommodation, and 
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AT A GLANCE
WHO: CountryPlace

WHAT: An award-winning conference, 
event, and accommodation venue

WHERE: 180 Olinda Creek Road, 

Kalorama, Victoria 3766

WEBSITE:  countryplace.com.au

food and drink offerings, have to be 
carefully considered in order to make 
the meeting or retreat a success. 

In Victoria, there are few places 
that can fit all of the above require-
ments better than CountryPlace. The 

award-winning conference, event, and 
accommodation venue offers a pre-
mier service in one of the most beau-
tiful locations in the Dandenong Rang-
es. The centre has been operating for 
almost 25 years in its current location, 
just 40 minutes from Melbourne. 

Jeffry and Carol Farman, the co-found-
ers and a directors of the company, 
talked to us about managing the ven-
ue, their values, and the guidelines 
that direct CountryPlace. With a strong 
background in advertising and mar-
keting, Jeffry handles the promotion, 
branding, and marketing of Country-
Place. He is also actively involved in 
developing and maintaining the mag-
nificent CountryPlace gardens. 

Very special gardens

The venue’s gardens are a huge at-
traction with both the people who 
book the events and the guests them-
selves. These gardens are situated in 
the Olinda State Forest, one of the ven-

http://countryplace.com.au/
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ue’s main features. Anyone who visits 
the location can attest to its beauty. 

The gardens, which spread across 
eight acres, feature both native flow-
ering trees and exotic specimens. Be-
cause guests frequently enquire about 
them, the organisation recently com-
pleted a project to identify and label 
all of the important species. The pris-
tine gardens offer a sense of tranquil-
ity that makes CountryPlace ideal for 
both business and leisure. 

Special events, popular 
with guests 

One example of a popular event is 
the Faulty Towers Dining Experience.

“We have been running the Faulty 
Towers Dinner Show for the past three 
years and it’s now enormously popu-
lar. We sell out well ahead of time for 
each of the events and we will be run-
ning six of them this year. Faulty Tow-
ers tends to attract people who are fa-
miliar with the show. Often corporate 
groups will include a show to provide 
a highlight for their event,” says Jeffry 
Farman.

Moving Australia’s venues 
forward

When the Farmans acquired the ven-
ue in 1992, they quickly focused on 
turning it into a prestigious yet ap-
proachable organisation that could 
accommodate a range of different cli-
ents. Soon after the purchase, they 

went on a tour of venues in the Unit-
ed States. Here they became familiar 
with the International Association of 
Conference Centers (IACC). Member-
ship of the association required strict 
standards with regard to meeting fa-
cilities and conference rooms. For ex-
ample, meeting rooms must have very 
good natural light with lots of windows. 
Fully adjustable ergonomic chairs were 
required to provide all-day comfort for 
conference delegates.

With all that in mind, the company de-
veloped a purpose-built conference fa-
cility, connected to the main complex, 
that met all of these standards. Having 
met the criteria, CountryPlace became 
the first Australian conference centre 
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to be accepted for membership of the 
international association. 

After gaining membership, in 1993, 
Jeffry worked hard to establish a lo-
cal chapter of the association in Aus-
tralia. He became the first chairman of 
the Australian Chapter. He also served 
for two years as president of the global 
board, based in St Louis. 

Domestically, CountryPlace has won 
the National Tourism Award twice and 
the Victorian Award for Tourism five 
times. It is also the only conference 
centre to be inducted into the Tour-
ism Hall of Fame in Victoria, a fact that 
showcases the exemplary services of 
the venue. 

Establishing the Quality 
Management System

Offering a reliable, customer focused 
service is important for CountryPlace 
to achieve strong repeat business lev-
els. The organization is committed to 
an ongoing Quality Management Sys-
tem for their operations. “Quality man-
agement is based on establishing clear 
standards, training and staff commu-
nication. You firstly have to know what 
the customer wants you to achieve,” 
says Jeffry. Everything from making 
beds, pouring beers, cleaning the ven-
ue is documented. The system that 
CountryPlace has in place defines ab-
solutely everything. Nothing is left to 
chance. 
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This method, it seems, has been work-
ing well for the company. Their level of 
repeat business stands at around 65 
percent. They are clearly doing what 
their clients want. Regular clients have 
particular requirements, right down to 
the way they need the conference ta-
bles placed. 

The quality management system is 
imbedded across every aspect of the 
business, including the supply chain. 
Anything that goes into the kitchen is 
carefully inspected too. If a chicken ar-
rives at the wrong temperature, for in-
stance, the kitchen staff will send it 
right back because it does not meet 

the standards set by the management 
system. 

Being the largest residential proper-
ty on the mountain has made Country-
Place very important for local suppli-
ers so there is a symbiotic relationship 
that works very well. Keeping the sup-
ply chain moving and simultaneous-
ly investing back into the facilities can 
be a challenge but it is certainly some-
thing that Jeffry and his team have con-
sistently handled well. After all, a ven-
ue such as CountryPlace needs to be 
at the forefront at all times. There are 
continuous investments in computer 
software and hardware, screens, data 
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projectors, electronic whiteboards, 
and everything else that might be use-
ful to meetings and conferences. 

Running at the top of the 
market

According to Jeffry, CountryPlace’s 
most successful marketing tool is 
keeping direct contact with their cus-
tomers. The venue has a database of 
about 5,000 people to whom they reg-
ularly email marketing campaigns and 
associated promotions. Some of their 
clients only have a conference once 
each year but the company still keeps 
in touch with them and maintains con-

tinuous contact. Web-based market-
ing is also a vital and the company is 
continually improving its website strat-
egy. 

Jeffry also talked to us about staying 
ahead of the competition: “The market 
is quite competitive. First of all, 90 per-
cent of our business comes from Vic-
toria. Corporate, government, univer-
sities, and leisure groups.” What they 
tend to do first is choose a location. An 
area or region that has a particular ap-
peal. The Dandenong Ranges is a tour-
ist destination because of its natural 
beauty with the forests, gardens, hills, 
and lakes, all of which make it very 
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attractive. It also means we are well-
known for our location to most clients”

CountryPlace maintains a team of 
about 35. Jeffry and his wife regard 
CountryPlace as a family business 
with staff who have been with them for 
a considerable number of years. The 
managing director John and his wife 
Janine, an award-winning chef, have 
been with CountryPlace for more than 
25 years. Their sons have also worked 
in the business. Generally, Jeffry wants 
to offer his employees a chance to bal-
ance work and family life even though 
the work is challenging. CountryPlace 
operates 7 days a week with very busy 
weekends so a lot of employees are 
needed to cover the various bases. 

Continuous growth via on-
going investment

To date, the venue has provided 
meeting and hospitality facilities for 
over 10,200 residential meetings cov-
ering learning and professional de-
velopment as well as programs relat-

ed to culture change, leadership, and 
team-building. It has hosted a range of 
clients including universities, schools, 
corporations, churches, government, 
and special interest groups such as 
health and fitness clubs as well as 
hobby and sports groups. Over the 
past 12 months alone, the venue has 
grown revenue by over 22 percent. Ac-
cording to Jeffry, their 25 years of ex-
perience and their absolute dedication 
to meeting their clients’ specific needs 
are the two main things that have es-
tablished CountryPlace’s leadership in 
the market.

Jeffry hopes to continue building 
upon the stellar track record of Coun-
tryPlace. He wants to retain positive 
customer feedback to raise the level 
of repeat business. Whatever area Jef-
fry will focus on in the future, it is cer-
tain that CountryPlace will benefit. 

http://yeringfarmwines.com/
http://yeringfarmwines.com/


Business View Oceania

www.BusinessViewOceania.com

USA \ CANADA \  CARIBBEAN \ AUSTRALIA \  NEW ZEALAND

http://www.businessviewoceania.com/

