

With those assets, you're in a strong position because you have something that's difficult to replicate: a beautiful destination and multiple complementary businesses. Rather than relying on yoga classes alone, the goal would be to create several income streams that reinforce each other.
Here are some ideas, roughly in order of earning potential.
1. Retreats (highest earning potential)
A private river, swim pond, gardens, and yoga studio are ideal for retreats.
Examples:
· Weekend yoga retreats (2-3 nights)
· Women's wellbeing retreats
· Couples retreats
· Yoga + wild swimming
· Yoga + gardening
· Yoga + seasonal cooking with produce from the market garden
· Corporate wellness retreats
If your husband co-owns a restaurant, guests could enjoy exceptional food without you needing to build another catering business.
A retreat with 10 guests paying £600-£900 each can generate £6,000-£9,000 in revenue over a weekend before expenses.

2. Exclusive dining experiences
The restaurant could extend into your property.
Ideas include:
· Garden-to-table dinners
· Long-table summer suppers
· Fire cooking evenings
· Harvest feasts
· Chef's table weekends
· Yoga + brunch mornings
People increasingly pay for memorable experiences rather than just meals.

3. Membership community
Create a local membership.
For example:
· Weekly yoga
· Monthly river swims
· Sauna (if you add one)
· Seasonal workshops
· Garden tours
· Members' picnics
· Discounts at the restaurant
Even 100 members paying £40/month creates £4,000/month recurring income.

4. Day retreats
These are easier to run than residential retreats.
Example schedule:
· Morning yoga
· Garden lunch
· Swim
· Breathwork
· Sound bath
· Tea by the river
Charge £120-£200 per person.

5. Venue hire
Rent the property for:
· Wellness teachers
· Coaches
· Photography
· Brand shoots
· Small weddings
· Creative workshops
Beautiful private locations are in demand.

6. Holiday accommodation
If there's space:
· Shepherd's huts
· Cabins
· Glamping
· Luxury bell tents
· Tiny house
Guests could book yoga as an add-on.

7. Weddings
If appropriate for the property:
· Small luxury weddings
· Elopements
· Outdoor ceremonies
· Restaurant catering
A few high-quality weddings each year can contribute significantly.

8. Workshops
Bring in other teachers:
· Pottery
· Floristry
· Herbalism
· Bread making
· Fermentation
· Painting
· Photography
· Meditation
You provide the venue and take a percentage or venue fee.

9. Market garden income
The garden itself can generate revenue:
· Vegetable boxes
· Cut flowers
· Herbs
· Farm stand
· Restaurant supply
· Seasonal pick-your-own events

10. Online yoga
Use your setting as your backdrop.
Film:
· Membership library
· Courses
· Retreat previews
· River meditations
· Morning practice
The scenery becomes part of your brand.

Build one recognizable brand
Rather than marketing lots of separate things, build one identity around the property.
For example:
A place to reconnect with nature through movement, food and slow living.
Everything fits beneath that:
· Yoga
· Retreats
· Restaurant
· Garden
· River
· Swimming
· Seasonal events
That creates a much stronger brand than promoting each offering individually.
An example annual mix
Instead of trying to maximize every activity, you could aim for a balanced calendar:
· 10 weekend retreats
· Weekly yoga classes
· 1 day retreat each month
· Summer garden dinners
· Venue hire on selected dates
· Small membership
· Online yoga subscription
· Garden produce sold to the restaurant and local customers
This spreads income across the year and reduces dependence on any single source.
From your description, the property's greatest value isn't just the yoga studio—it's the combination of a beautiful natural setting, exceptional food, and an experience that feels restorative. People are increasingly willing to travel and pay for places that offer all three. If those elements are presented as one cohesive destination, the whole can become much more valuable than the individual parts.

Think about your ideal guest
Based on what you've described, I wouldn't try to compete on volume. Instead, I'd focus on creating a premium experience for people who want to slow down.
They might be looking for:
· Beautiful natural surroundings 
· Excellent food 
· Yoga and movement 
· Cold-water swimming 
· Time away from busy lives 
· A peaceful, uncrowded atmosphere 
That kind of experience can justify higher prices and fewer guests.
A longer-term vision
You could gradually grow into a destination that offers:
· Weekly yoga classes for locals 
· Monthly day retreats 
· Seasonal supper clubs using produce from the garden 
· Wellness weekends 
· A small collection of luxury cabins or shepherd's huts 
· A signature annual retreat calendar 
That creates income from multiple sources while preserving the calm, intimate feel of the property.
One question that would shape the possibilities quite a bit: Where is the property (roughly), and how many acres do you have? The answer affects planning considerations, local demand, and what types of accommodation or events are likely to work well.
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