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As customers become increasingly savvy, with
the help of internet research, anyone who has customer contact needs
refined consultative selling skills. In other words, the ‘know how and
skills’ to persuade and influence because they understand what’s
important to the specific buyer. Developing relationships based upon
understanding the drivers of purchase and key influencers relevant to
what you sell.

This is because the average customer is more than half-way through
the purchase process before speaking with a you, according to
marketing research by CEB and Google. Only when you understand
what’s important and why, will you know what you can do to add the
most value for your customers. 

The companies who invest prudently in teaching their ‘customer facing
people’ how to identify and cultivate opportunities will outperform those
who don’t. Understanding HOW your customers make buying decisions
should be a top priority for 2015.

If your sales is to become more customer
focused, then every marketing activity must ‘sing from the same hymn
sheet.’ Buyer behaviours have changed, the need for increased
alignment and closed-loop communication between marketing and sales
teams is absolutely critical.  In 2015 it will become more mission-critical
than ever — here’s why: According to research, B2B organisations with
tightly aligned marketing and sales achieved 24% faster revenue growth
and 27% faster profit growth over a three-year period.

It means it’s essential for your marketing to meet prospects and clients
where they are — and increasingly that’s on a tablet or smartphone. But
‘old school’ marketing tactics are also making a comeback, especially
‘in-person events’ and tradeshows. In a relationship-driven business,
you simply can’t beat the face-to-face interactions that tradeshows and
events offer—research proves it. Over the last five years, B2B marketers
have consistently listed in-person events as their most effective
marketing tactic.

1 Intelligent Sales 2 Joined-up marketing

“Although conditions in the East Midlands are currently much improved
and confidence is still relatively high, businesses are starting to feel
uncertain about their prospects for the year ahead. The outcome of the

upcoming general election is adding to uncertainty amongst business
leaders, as it has the potential to affect not only the shape of our
domestic future, but potentially also our place within the EU.” 

Below are predictions by some of the regions business leaders on the trends that will to help you take advantage of

the changing business landscape in 2015. The outlook is good if you can read the signs.

Generally all the business leaders we spoke to were optimistic about 2015. However, primary concerns revolve around issues that tend to delay decision
making by clients. 

As economic recovery has led to falling unemployment, small businesses have been
disproportionately responsible for creating new jobs. Our latest Small Business Index
found small business productivity was in positive territory in 2014 for the first time

since 2010. In our Business Manifesto for the 2015 General Election we have outlined
what is needed, including measures to tackle include the dysfunctional business rate
system; the ongoing skills gap, and improving access to finance.

John Allen, Federation of Small Businesses (FSB) National Chairman

Chris Frostwick, Partner and practice leader at Grant Thornton in the East Midlands

The robustness, tenacity and ambition shown by local business has
placed the East Midlands at the front of the pack in terms of economic
growth and private sector job creation. And although some uncertainty

lies ahead with a General Election on the horizon, the opportunity exists to place
businesses in the East Midlands at the heart of a UK economy built for success.

9 pointers on what you can do to take advantage in 2015
It's a time to refocus and set targets for the year ahead. Reflect on what you’re
doing well, where you could improve and what you need to do next. 

Liz Fothergill CBE, President of the East Midlands Chamber (Derbyshire, Nottinghamshire, Leicestershire)

Whats the big plan?
2014 saw the regional economy emerge as one of the strongest in the UK. 2015 will
continue to see a split between those businesses positioned to take advantage of the
major trends and those that aren't. 
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www.lovebusinessevents.co.uk/increasingsales

FREE Sales Workshop
‘get inside your buyers head’

increasingsales

get inside your buyers head’
increasingsales



Live Event Programme   February 12th 2015
www.lovebusinesseastmidlands.com 5

Your different marketing
tactics need to be understood by everyone
who interfaces with a customer. Each tactic or
activity must have a clear objective within the
overall sales process which is understood by
everyone.

They need to be regularly reviewed to ensure
the message remains relevant and current.
Anyone dealing with customers must feel
comfortable and confident within their role.
This means having clearly defined
responsibilities and measures of accountability
(or success). 

It means understanding what you are as a
brand, what’s important to your customers and
how you keep focused on delivering it. How you
manage internal communication, feedback and
responsibility. 

In 2015, the top performing companies know
that weekly practice reinforces concepts and
allows your team to execute under pressure, in
the moment.

Increased pricing
pressure for anything that appears to be a
commodity is a Google search away. (That’s
anything where the customer can't see the
difference between your offer and that of the
competition!).  Which means you need to really
understand your competition, their offer and
any hidden consequences. You may even
need to have a lower priced solution, which
can be used to combat ‘price competition’
and highlight the difference between a low
cost solution and your preferred offer.

As Elmer Wheeler said, “Always give the buyer
a choice between something and something,
not something and nothing!”

Savvy buyers realise it’s results that matter. Let’s
face it, if you paid half the price but didn’t get
what you needed, it probably wasn’t a good
deal. In 2015, top performing businesses will
develop skills and tools to demonstrate value
and earn higher margins. 

Whilst product innovation
remains critical for most businesses, the
‘business model innovation’ will become
especially important in 2015. Companies will
shift from selling products to people to
engaging much more fully with customers. 

Continually ask yourself and your people
“What could we do to make this better?”If you
have grasped ‘what’s important and why,’ you

will know what you can do to add the most value
for your customers. This is where you need to
focus your attention.

This trend has started, but will accelerate
significantly in the next year – because people
are more connected than ever before. This will
give people more power to FIND and GET
what they want – it gives you more opportunity
to drive truly useful, compelling innovation in
your offer.

The focus towards lean,
efficient employment strategies are essential to
promote top-line growth. The influx of
employment regulation and compliance criteria
is becoming incredibly complex and
demanding for employers. The increasing
costs of retaining full-time staff has seen a
broader shift towards contract employees and
freelance personnel to fill ‘expertise gaps’.

To help ease costs and increase cash flow,
many small businesses adopt a project team
model. Where a small, expert team is
assembled to meet the demands of a
particular client or project, then disbanded
after completion. This means businesses can
be very focused on not just getting people 'in
seats,' but really finding the right talent that will
enable their business to thrive. 

Evidence of this transition was when for the first
time, the number of small businesses in 2014
broke the five million mark. Don’t get me wrong,
this model isn’t right for everyone – or every
project, but if your people are your greatest
overhead, liability and challenge – it’s worth
keeping an eye on who you employ and why.

In 2015, small businesses will begin to see
operational efficiencies gained from the adoption
of cloud and mobile technologies. As these
hugely impactful technology platforms become
pervasive, small businesses across industries will
become more agile. They will deliver better,
improved services to their end users and
customers. This will, in turn, empower small
businesses to enjoy better customer
relationships and be more knowledgeable in their
respective markets.

Hackers are getting more sophisticated and
staying a step ahead of security measures.
Which means data security will continue to be
a major investment consideration for 2015,
especially with the evolution of enterprise
mobility and continued cloud integration.

It's no
longer acceptable for a business to have a
rubbish basic website, or to say 'everyone
finds us through word of mouth. The truth is,
everyone Googles everything, and it's become
plain weird to not have a website. Even a basic
website is no longer acceptable. Businesses
that win in 2015 will be those with great clear,
user-friendly mobile-optimised websites.

British consumers spend more money online
per head than any other developed country,
according to a recent report from Ofcom. We
spend an average of almost £2,000 on internet
purchases each year, far more than the next
biggest online splashers on the list,
Australians, who spend £1,356 per head.

It’s all too easy to get
absorbed in the day to day and the here and
now. It often feels like there are not enough
hours in the day. Do you know what your time
is worth and are you making the most of that?
Focusing on the things that really matter will
make your team more productive, grow your
business – and prevent burn out.

Invest time to reflect on your business strategy
– what did you set out to do? How are you
performing? How can you take your business
to the next level? By keeping a tight focus on
your goals, you are more likely to achieve them
and will ensure you’re properly resourced to
take your business forward.

5 Innovate

4 Protect Your Margins

3 One Mindset

7 Data, the cloud and cyber security

8 Google and your business

9 Value your time

6 Employ Smart

Love Business
Free Events

To register your interest visit:
www.lovebusinessevents.co.uk

You can sign up to be notified about
free events which provide access to
expert help through keynote
speakers, workshops and seminars.
These special Love Business events will be run
in partnership with one or a combination of our
partners and sponsors listed here:

East Midlands Chamber

The Federation of Small Businesses (FSB)

The Institute of Directors (IoD)

Business Growth Service

Networking Organisations & Groups
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The key is to make your business remarkable

The reason most people hate networking is they
feel it’s a false conversation. People feel they are
either being ‘sold to’ or ‘feel self-conscious’ they
will come across as desperately trying to sell.’

However, as the saying goes, it's not always
what you know, but who you know. That’s
what makes networking and relationships so
important. The stronger your bonds to others,
the better off you and your business will be in
the long run. The easiest way to make your
business remarkable is get people to
remember you. They will naturally associate
you with your business and what you do.

The most common ‘networking fears’ and
what to do about them

Forcing yourself to act in a way that isn’t
natural to you won’t help you. You will still hate
networking and everyone you connect with will
get the wrong idea of who you are.  You will be
much more productive if you are selective
about which events to attend. That way you
can be more focused in what you want to get
out of each meeting, rather than forcing
yourself to attend event after event and
becoming drained and uninspired. 

“Most people don’t have a need for what
you do, so it’s a waste of time”

Novice networkers assume they are trying to
talk directly to people who might buy from
them. Although sales leads are the eventual
objective, they are not the immediate goal. You
need to get people to remember what you do.
You are trying to build a list of people who
know about opportunities relevant to you.

“I hate talking to strangers”

Effective networking means casting your net
as widely as possible, so there’s no way to
avoid stranger contacts. The whole point is to
use “people you know” to get to “people you
don’t know” so that you eventually start
getting leads.

"I don’t know what to say”

You need a script for networking. You don’t
have to recite rehearsed lines word for word,
but you do need a plan. If you wing it, you may
not make a good impression, so develop a
paragraph or two that says who you are and
what you want.

“I hate saying the same thing over and over
again at networking events”

It’s only the same to you! Every conversation is
new to the person you are speaking with.
Which means even if you have said the same
thing 100 times, you need to sound fresh.
Don’t repeat your “script” word for word. Keep
your comments conversational and questions
focused on keeping the other person talking. 

Follow-up!

Whenever you’ve had a good conversation, a
simple email saying how nice it was to meet
them, helps make you memorable and your
business remarkable!

How to find a networking
event or group

www.lovebusinessnetworking.co.uk

So, you know that networking can be
the lifeblood of business success, but
how do you find the right
people and the right events?
Love Business Networking Directory 
This FREE online resource offers a simple, quick and easy
way to access information about Business Networking
Events in your area.

Love Business
Love it or hate it, networking is an essential part of business. Most business still
proclaim ‘word of mouth’ to be their biggest lead generation source.  Most networking
advice assumes that to succeed you have to become an extrovert. Or at least learn
how to fake it. Not at all, there is another way.”
Peter Motley, The Business Network (East Midlands)

Networking
“
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You need to develop a short and memorable answer to the
question, ‘what do you do?’
The easiest way is to have a really great business card – This can be
your ice breaker and when they walk away with it, they have a card
to stand out from the stack. Creative cards provide a marvellous
conversation starter and leave a lasting impression.

You need to develop a script based upon questions
Be Interested, Not Interesting!
Networking events can be tough for introverts, because most of us are
not natural salespeople, and we think that networking is all about selling
yourself. But that's not true. Networking is about building relationships,
not "making the sale." A critical part of building any relationship is
showing sincere interest in the other party. This is where introverts excel.

Have you ever been aware that everybody is talking... 
but nobody is listening?
If you are a naturally observant and thoughtful person, you are likely
an excellent listener. Put those skills to use. When you strike up a
conversation, don't attempt to launch into an awkward pitch for your
business. Ask the person why they came to the event. And instead
of flipping the conversation immediately back to yourself, dig deeper.
Ask how they got into their line of work and what they like about it (or
don't like). If you feel comfortable, ask about their families or
personal lives. This will make an impression.

Find common ground – a ‘personal connector’
Search for interesting people that are engaged in activities or
interests that are similar to yours. Once you have formed an actual
relationship with a networking contact, it will be much easier for you
to talk about yourself and your ideas. They will be interested in you
because you were interested in them.

Show don’t tell - Follow-up or forget about it
Don’t bore people with rehearsed stories of how great
you are at what you do. Rather, demonstrate your
greatness in real life. Be friendly, greet others with a
smile and offer to help out at every opportunity.
Networking events are only the beginning of a
connection. If you don’t follow up with the people you
meet, there was no point in going in the first place.
Follow up by adding your new connections on
LinkedIn, dropping them an email or giving
them a call. If you want to, you could even
arrange a one-to-one meeting where you can
get to know each other better.

Don’t bore people with rehearsed stories of how great
you are at what you do. Rather, demonstrate your
greatness in real life. Be friendly, greet others with a

connection. If you don’t follow up with the people you
meet, there was no point in going in the first place.

How to create a short
memorable script

Else Solicitors in Burton are
sponsoring an attempt to break the
world speed networking record.
The attempt will take place as part of the Love Business East
Midlands 2015 exhibition. This annual event attracts
thousands of innovative business leaders from the region.

Networking is an essential part of setting up and running
your own business, helping you to find potential
customers, partners, suppliers and the chance to meet
like-minded entrepreneurs. 

For any business willing to succeed, growth is central to
ensuring that the service, brand or product survives and
becomes a success.

Business networking is not all about exposure; it can also
serve as a very valuable medium to get unbiased help and
support from other business owners and entrepreneurs.  

This is especially valuable when your business is still new
and you are trying to find the best way to do things.
Sometimes, getting out of your businesses premises and
into a neutral environment can be helpful, not to mention the
opportunity to meet other business owners.

“Networking is an essential part of winning
new business and keeping clients connected"
“At Else, we host more than 30 networking events a year
because we believe that strong professional relationships
are the reason our clients work with us.

“The record attempt will be a fast and fun way to meet key
business contacts from across the East Midlands. We
expect to have more than 1000 participants to take part so
hopefully the record will stand for a considerable time.”

Official Sponsors of
the record attempt

Oliver Buckle,
Business Development

Manager at Else Solicitors

Sponsors of the
Networking Breakfast

Rob’s Top 12 Tips for Networking

Exclusively on video for
Love Business
Rob Brown, filmed 12 short videos for Love Business,
each one highlighting and
explaining a crucial
networking skill or discipline.
All aimed at
making you more effective
at networking.

each one highlighting and

networking skill or discipline.

making you more effective

www.lovebusinessnetworking.co.uk/robbrown
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If you want to inform, influence and persuade you
need to understand how people think.
Influencing others isn’t luck or magic – it’s a science you can learn. When applied
ethically, in a systematic process, it's incredibly powerful. Especially when used
across your sales and marketing. 

There are thousands of ways to get and keep a customer's attention. But you
don't want thousands of ways. You want just a simple system that's effective - so
you get better results with less hassle. A system so easy, reliable and flexible it’s
used by start-up businesses selling into micro niche markets - right through to
global organisations like the International Paralympics Committee.

It gets you inside a buyers head, it explains what makes
them buy and more importantly what stops them!
The Storming® system explains the key psychological triggers of behaviour. Plus
how these triggers work within the latest digital marketing technologies. Storming®

is so simple, you will quickly grasp which strategies to apply where because you
will understand how your buyer thinks. Storming® is your guide to an integrated
sales and marketing system which puts you on the same wavelength as your
customer. This means you can predictably grow sales.

You’ll understand the basics in a morning at our free
workshop - ‘Get inside your buyers head!’
Storming® is unique to Quiet Storm, it differentiates us from our competition. It’s
also the process which helps you to discover what differentiates you from yours.

Visit www.quietstorm.net/lovebusiness or call 0845 250 7320 to book your free place.

Sales & Marketing On-Paper On-Line On-Show

� Strategies to Increase Sales

� Creating Sales Processes

� Internal Communications

� Advertising & Direct Mail

� Branding & Graphic Design

� Brochures & Publications

� Online Marketing Strategy

� Search Advertising & SEO

� Websites & Ecommerce

� Video & Photography

� Exhibitions & Events

� Sales Presentations

Support & Training

� Open Workshops

� Online Training Portal

� Coaching & Training

O n e  b r i e f  •  l e s s  h a s s l e  •  b e t t e r  r e s u l t s
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What if you could 
get inside your buyers head?

Live Event Programme   February 12th 2015
www.lovebusinesseastmidlands.com

We’ve kissed lots of frogs, 
so you don’t have to...

Get inside your
buyers head‘Get inside your buyers head’

FREE DOWNLOAD
Visit www.quietstorm.net/lovebusiness 
and download your copy now!
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With only 140 characters per tweet, there’s no
room for fluff or waffle or unnecessary anything.
You have to cut to the chase with Twitter and
this makes it so much easier to digest as a
result. Short and sweet wins the day!

You may have noticed when looking at your
Facebook newsfeed that it appears jumbled
up sometimes. Posts from the last few days
appear next to photos from that very moment,
and some stuff just doesn’t get seen at all.
Facebook has its own peculiar algorithm that
decides what you see and what you don’t,
making it frustrating for business owners and
personal users alike. Not so Twitter where
everything is published in real time and every
follower can see every tweet. This makes it
invaluable for small businesses - powerful stuff!

Twitter encourages you to follow others - and
many of those tweeters will want to follow you
too. It’s definitely a two way street when it
comes to communication. People can see
that you’re listening to them, customers can
have their voices heard, and brands can
engage with potential customers anywhere
and at any time. Great for getting feedback,
building a good brand reputation and simple
communication.

Twitter have made plenty of changes in the
last few months to encourage users to share
more photos and videos than ever before, and
it is now a much more visual network. This
makes it great for sharing news as it happens.
At an event? Share a pic. Attending a trade
show? Multiple pictures work well. Promoting
your own party? Shoot some video. Showing
- and telling - people what’s happening makes
Twitter fresh and fun to use.

Social media wears many hats, and PR is
definitely one of its most powerful. Especially
when you look at how many journalists use
Twitter. It can be a great tool for sharing
stories as they happen with the right people.
Your brand, your reputation and your news
spread like wildfire. Just make sure you’re
getting the right messages out there!

Twitter use is growing - all the time. Your
customers are already having conversations
about your products and your services
online, it’s just a question of whether you’re
involved in the conversation. The real ROI
of social media? Still being in business in
five years’ time.

It’s fun. There is no other platform that
allows you to connect with people you
would never normally meet, follow an
event without actually being there, share
tips and advice, smile at photos, share
video and ask for recommendations.
Using Twitter for business won’t feel like
a chore because you’ll enjoy
generating leads though it. It doesn’t
get much better!

If you’re already on Twitter,
make sure you join in the
conversation happening online
around Love Business 2015
using the hashtag #lbem2015

Still not convinced?
Call Shake Social on
0115 901 7357 for an
informal chat.

1 Small is beautiful

2 It’s in real time

3 It’s a two way street

4 Make it visual

5 Enhance your PR

6 Your customers are already tweeting

7 And finally...

Seven reasons
why you should
be using twitter
for business 

Claim your FREE social media
review and use digital marketing to
grow your business. You’ll get:

A free 30 minute telephone
consultation looking at your
business aims and current social
media activity

A full report explaining what is
working and what isn’t and how
you can improve

Kate Tyler, from social media agency Shake Social, explains why Twitter is a must-have tool for business.

Social media is here to stay. Fact. And the choice of networks just keeps growing. From Facebook to Instagram,
Pinterest to Snapchat, it seems every business is under pressure to devote more and more time to social media. You’d
be forgiven for wanting to bury your head in the sand and ignore them, but you really would be missing a trick if you
did. So, here’s seven good reasons why if you only choose one network for your business, you should make it Twitter!

customers are already having conversations

online, it’s just a question of whether you’re

Using Twitter for business won’t feel like

Inspiring Business by Sharing Success
12
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The East Midlands is rapidly becoming a key region both
democratically and economically in the UK. The region has
recently been identified as the fastest growing region of
the UK outside London achieving a growth rate of 4% last
year. The economic surge is being led by the County of
Leicestershire which was listed in the top 12 economic
areas in the UK according to research by the Royal Bank
of Scotland.

Part of this is down to the fact that we have three great cities in
Derby, Leicester and Nottingham and we are home to expanding
manufacturers and successful multi-national companies such as
Rolls Royce, Next and Boots. Foreign multi-nationals such as
Toyota have set up here in the past and have continued to
expand. Home grown building companies such as Barretts and
Bloors have their bases in the region in my constituency. This is
all because the East Midlands is a great place to do business.

The reasons for this in my mind are twofold. We have the natural
advantages of both our position in the Country with the
expanding East Midlands Airport being our gateway to the world.
However there is more to it than that. We have a great
and committed workforce who have adapted to new
and emerging business sectors. These regions
success and resilience can be put down to the
diversity of our business sectors and we are
terrifically well placed to keep our economic
growth on an upward curve.

In Parliamentary terms, there are many key
marginal seats in the region, the results of which
will help to dictate who governs this Country later
this year. Presently the East Midlands is well
represented in Government with both the
Transport Secretary and the Education Secretary
representing constituencies in the region. We
are having our voices heard and if we maintain
our economic performance, it will mean
Westminster will be taking notice.

How Westminster views 
the East Midlands

11.35am – 12.00pm
Andrew Bridgen
Conservative Party MP/Director of AB Produce
Alison Mackenzie interviews Andrew Bridgen on
how Westminster sees the East Midlands.

Love Business Keynote Speaker

Andrew Bridgen 
MP for North West Leicestershire
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The East Midlands is home to the UK’s largest and oldest car dealers
Two of the country’s biggest dealer groups are based in the East Midlands. Pendragon PLC, Nottingham, originally based in
Derby as part of Williams PLC. The Sytner Group, originally based in Nottingham but with it’s head office now in Leicester. In
addition to this, the Sturgess Motor Group, one of the UK’s oldest and longest running family owned car dealerships, which
started, and remains, based in Leicester. 

Love Business Driving

Company car tax is designed to penalise
higher-consumption motors, so it bands cars
according to their CO2 output (another way of
expressing fuel economy). That gives a
percentage figure, from which you work out
what you pay based on the car's list price.
These bands have been tightened over the
years by successive governments, and this
has had a big impact on buying trends.
If you get fuel from your employer it’s taxed too! 
The tax is worked out by a complicated system that's
based on multiplying an arbitrary figure by the vehicle's
tax band. According to the Energy Savings Trust, you
would need to be driving over 12,000 private miles a year
to benefit.

Pendragon became a public limited company
when the vehicle division of Williams PLC was
de-merged in 1989. At that time the operation
included 19 car dealerships, representing
specialist and luxury franchises, in addition to
a small contract hire business.

Since then Pendragon have enhanced their
portfolio and expanded considerably through a
series of new builds and acquisitions, and now
represent over 20 brands in the UK and the
USA. This includes both specialist and volume
brands. Pendragons largest representation is
with Ford and is closely followed by Vauxhall,
where they are the largest retailer in the UK.
Specialist marques range from Maserati to
Mercedes-Benz and they also retail
Harley-Davidson and Triumph motorcycles.

Sytner Group was established in Nottingham
by British Touring Champion Frank Sytner
and his brother Alan in 1968. 

The Group has since grown to represent 25
brands in over 140 dealerships across the
UK. 2002 provided a landmark in Sytner
history, when Penske Auto Group; one of the
largest automotive retail Groups in the US
acquired the company. 

Whilst aiming to be the leading retailer of
prestige cars in the UK, Sytner still retain a
strong family feel throughout the entire business
and the success of Sytner Group and it’s growth
lies squarely with this talented team.

Walter Edwin Sturgess was born into a family
that had deep roots in Leicester. However, he
decided to emigrate to Australia during the
1880s and planned to stay there. But, purely by
coincidence, he met a girl from Leicester whilst
in Australia, they married, settled and had two
children. The plan to acquire a fortune in ‘down
under’ didn’t materialise, so the family headed
back to England and their Leicester roots.

In 1897, Walter established his bicycle sales and
repair shop in Leicester, assembling bicycles
which he called 'Austral,' his trade mark was a
kangaroo on a shield. After moving into cars at
the turn of the Century, the Sturgess family have
continued to serve the local and national motorist
providing quality products and services.

Pendragon PLC, the largest automotive retailer
in the UK and No1 internet motor retailer

Sytner Group, the UK's top motor retailer for new
and approved used prestige and executive cars

Sturgess Motor Group, probably
the UK’s oldest motor retailer

Company cars still account for around half the new cars bought every year in the UK,
despite an increasingly complex tax system. But did you know some of the UK’s
leading car dealers have their roots in the East Midlands?

Little Administration - Insurance, tax,
maintenance etc

A good choice of tax-friendly, 
low-CO2 models

Too many restrictions on the type/make
of car you’re allowed to use the cash for

Your high mileage (10,000+) makes
private schemes too expensive

Mileage rates for business driving are
too low (below 20p a mile)

Five reasons to
take the cash

Little Administration - Insurance, tax,

Five reasons to
take the cash

Five reasons to
pick a company car

1

2

3

4

5

Your business and personal 
miles are low

You don’t care about having a brand-
new car

The company car choice 
list is restrictive

Fuel economy is low down on your list
of priorities for a car

You want to own your car

1

2

3

4

5

Is it worth having a company car in 2015?
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“No effort shall be found wanting in the production
and supply of genuine ale of first rate quality”

William Everard - 1849



With a pub estate of over 170 pubs, varying from city
centre venues and community locals to village inns, all of
which are within a 70 mile radius of the Leicestershire
brewery. Everards are renowned for brewing high quality
award winning ales and have a core range featuring
Beacon Bitter, Tiger Best Bitter, Premium Ale Original and
Sunchaser Blonde.

Here’s an insight into the last 12 months...

2014 was an exciting year for Everards Brewery - winning the
prestigious Bill Squires award, working with some great
international brewers and continuing to provide an exciting range
of beers – we’ve been busy!

We are proud to have been presented with CAMRA’s prestigious
‘Bill Squires Award’ for our Project William work supporting first
generation brewers, championing cask ale and reviving pubs. It
is the first time the award has been presented in ten years.
Project William was launched in 2007 and has revived 29 pubs in
the Midlands so far. Of the 29 resurrected pubs so far, 15 had
been closed. Seventeen have gone on to win CAMRA Pub of the
Year awards so far.

As well as developing Project William, we continue to invest in
our 178 strong pub estate across the East Midlands.  We have
completed a number of developments and are proud to work
with great licensees.  All of our pubs are run as tenanted
businesses and we are always keen to hear from interested
people who have a great vision for a successful pub – simply
arrange a chat with us.

Learning the Lingo...

As craft beer increases in popularity in the UK, Everards has
become a regular stop-off for international brewers invited to the UK
to brew beers for JD Wetherspoon’s globally-focused beer festivals. 

“Through these projects we’ve been introduced to new
ingredients, beer styles and brewers,” said Nick Arthur,
Operations Director - Brewing & Sales. Previous visitors to the
brewery include Will Meyers of Massachusetts’ Cambridge
Brewing Company and Peter Bouckaert from The New Belgium
Brewing Company, Colorado.

Working together...

We continue to work with other great local partners.  From
Leicester Tigers to the Leicestershire & Rutland Cricket League,
we love local sport and Tiger is the official beer of many
successful local clubs.  We work with local causes too – Warning
Zone and ProstAid are two key local charities we support and in
2014 Everard’s pubs raised over £7500 for ProstAid’s ‘March
Hair’ appeal.  As well as fundraising, a number of the Everards
team get involved and we support many initiatives such as
interview training for local schoolchildren and supporting literacy
and numeracy with nearby Primary Schools.

The future...

We are now planning the next chapter in our 165-year history.
Central to the vision is a new multi-million pound food and drink
business park located at Soar Valley Park, Leicester. It will be
home to a new craft brewery and our new offices. The park will
be spread over 13 acres and include a nature reserve.

We have more pub developments, new beers and new
partnerships lined up for 2015 so visit www.everards.co.uk
or find us on Facebook (Everards Brewery) and Twitter
(@everardstiger) to find out more.

Everards is a shining example of a successful family business, starting with William Everard
when he brewed the first pint of Everards ale in 1849. Their intelligent combination of
innovation and modern technology with the best of traditional values and practices has
delivered continued success. Whether it’s customer service, brewing, or their pubs.

“Tradition with ambition”

to brew beers for JD Wetherspoon’s globally-focused beer festivals. 
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Brian & Susan Crouch,

Licensees of The Birch Tree, Coalville

Warning Zone

Richard Everard (Everards), Roger Protz (CAMRA), Keith
Bott (SIBA), Stephen Gould (Everards), Carl Brett (CAMRA)
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Why are premiums rising? 
Insurers have been forced to increase
premiums to cover the spiralling cost of state-
of-the-art equipment, new drugs and more
complex treatments.

Cancer is just one example. Cancer Research
UK** says that cancer incidence rates in Great
Britain have increased by 23% in males and
43% in females since the mid-1970s. With
some insurers covering specialised cancer
drugs sometimes costing upwards of
£30,000, it’s not difficult to see why PMI
premiums have risen.

If your company has experienced increasing
premiums over recent years, you may have
paused to question whether your company’s
budget can still afford private medical
insurance for employees.

But by following some simple guidelines, you
can still keep control of premiums whilst
providing yourself, your employees and even
their families with suitable health insurance
cover and that all-important peace of mind.

Choosing cover to suit your
needs and budget
Many of us assume that we have to buy all
the elements of a PMI policy whether it suits
us or not. In reality, there are options on the
market that enable us to pick and choose
appropriate cover at an affordable price. 

You might think about saving part of your
company’s premium by streamlining your cover
– a menu-driven policy can help you do this. If
you remove some of the outpatient cover for
example, you and your employees may have to
pay for outpatient appointments/treatments
(like physiotherapy) or use the NHS, but could
still be covered for the major, and often more
expensive, inpatient treatments.

Switching cover if you have
previous or current claims
Just because you or an employee have
made previous claims on the policy, it
doesn’t necessarily mean you are tied to
your existing insurer.

Some insurers are prepared to offer the same
level of cover and underwriting for clients to
switch to them, meaning clients don’t lose
cover for previous conditions or get penalised
for past claims. What’s more, some insurers
offer special deals for new customers, so this
may be worth checking out. 

But every company’s circumstances are
different and PMI can be a complex purchase,
so always check carefully what any new
insurer will cover and take advice before
taking any action to ensure you and your
employees remain covered for previous
conditions – an independent broker can do
this for you.

Key benefits of PMI
Giving employees fast access to diagnosis
and treatment, private health cover can help
employees return to work sooner and reduce
absence time following an illness or medical
procedure.

With access to comfortable, private
surroundings for treatment, PMI is also a
valued employee benefit that can help attract
and retain quality employees and increase
employee morale within an organisation.

According to Investors in People*, PMI is
highly-rated as an employee health and
wellbeing benefit amongst employees, coming
a close second to flexible working hours. 

The benefits of PMI can provide peace of
mind for both organisations and employees
alike, but these advantages can often come at
an increasing cost.

References
*Investors in People, press statement released 19 February 2014.  **Cancer Research UK ‘Cancer Statistics, Key Facts’ September 2014.
The information provided is for informational purposes only and does not constitute advice. The author is not liable to any person for any loss or

damage that may arise from the use of any information contained above. Readers should not make any decision to purchase health insurance

based on any of the information above without seeking advice from a broker who specialises in health insurance.

Love Business Health
Cutting the cost of company 
private medical insurance
Whether you are self-employed, managing a small company or
director of a large business, your choice of company private
medical insurance (PMI) is important when it comes to
protecting your own health and that of your employees.
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Looking for a better
deal on your company’s 

health insurance?

Are you paying too much?
We’ve teamed up with Love Business East Midlands to offer businesses
a private medical insurance (PMI) check-up. We’ll search the market to
find the right policy at the right price for your budget.

Specialist, independent advice
As an independent whole of market broker, our friendly and expert team
have extensive access to major health insurers’ products. Whether your
company is considering PMI or if you currently have a policy, give us a
ring. Even if your employees have made claims in the past, call us.

We will:

� Review your current policy so you can be sure it reflects
your company’s needs

� Search specialist PMI insurers to make sure you’re 
not paying too much

� Check whether we could save you money without
sacrificing important cover

� Find out if we can add valuable extra benefits within 
your budget

� Give you clear recommendations to enable you to make
informed choices

PMI check-up for Love Business readers

Call us today on
0800 999 8 999
Lines are open 9am to 6pm Monday to Friday,

please quote LB when you call

www.ukhealthinsurance.com
We also specialise in international insurance and employee benefits
including PHI, key person and shareholder protection insurance.

UK Health Insurance is a trading name of Healthnet Services Limited which is authorised and
regulated by the Financial Conduct Authority, no. 312313. Registered address: Healthnet Services
Limited, Bourne Gate, 25 Bourne Valley Road, Poole BH12 1DY. Registered in England, no. 04620230. LB

 (B
 2

/1
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How to choose suitable and affordable
PMI for you and your employees

Review your policy every year. Many
organisations take out PMI and stay with the
same provider for years. Always check you still
have the most appropriate cover for your
company’s circumstances.

Shop around. PMI providers regularly introduce
new products and deals which may be better
suited to your needs or cheaper than your
current premium. An independent broker can
search for you.

Tailor your policy. Make your money go further
by removing cover that you don’t want. Do ask
for comprehensive cancer cover though. Cancer
Research UK** report that someone in the UK is
diagnosed with cancer every two minutes and
more than one in three people will develop some
form of cancer in their lifetime, so make sure full
cancer cover is in place. 

Think about increasing your excess. The excess is
only payable when a claim is made. A higher excess
can make the premium much more affordable.

Don’t assume you need to stay with your
existing insurer. Even if you or your employees
have made a claim on the policy and have a 
pre-existing condition, it can often be a quick 
and easy process to move to a different insurer
on the same terms. You might even find you can
switch to a lower premium without any loss of
cover. But ALWAYS take advice before you act.

Use a specialised health insurance broker.
A broker can negotiate directly with your current
insurer and any potential insurers on your behalf.
This could result in a reduction in your premium
without even having to change insurers.

1
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Love Business East Midlands is the region’s premier business event of the
year and the Chamber is delighted to be its headline partner in 2015.

Supporting the event is a really good fit for the

organisation, which rebranded as East Midlands

Chamber last year. 

The Chamber has come a long way since the merger in
2013, which saw the Derbyshire and Nottinghamshire
Chamber join forces with its sister organisation in
Leicestershire to create an organisation dedicated to
nurturing business success in the three counties and beyond.  

As East Midlands Chamber, the organisation now has a new
name and a strong identity which is synonymous with the
geography it serves. 

The merger cemented the Chamber's position as the UK's
second-largest Chamber of Commerce and while one of its
aims is to grow further still, its main focus is on ensuring it is
the best.   

The Chamber is the premier source of business support,
information and representation in the East Midlands. 

It helps its members with everything from export enquiries
and international trade services to making the most of online
technologies, along with staff development and training,
recruitment support, assistance with legal, HR and financial
issues and a host of other services.  

Nationally, the economy has markedly strengthened, with
business confidence at its highest level since before the
2007 crash. It’s good to see that this confidence and

momentum is being maintained and driven locally by
businesses here in Derbyshire, Nottinghamshire and
Leicestershire. 

As a local businesswoman with a passion for manufacturing, I
have seen at first hand the drive, determination and
commitment to success that businesses in this region
possess. This has helped to place the East Midlands at the
front of the pack in terms of driving economic growth and
private sector job creation.

The region is the spine of UK manufacturing, while its service
sector has been one of the country's top performers in
recent years.

In Derbyshire, Nottinghamshire and Leicestershire there
remains plenty of capacity to create yet more growth and the
Chamber’s ambition is to help its members to do so.

The Chamber's role is to harness its members' the tenacity,
innovation, determination, creativity and passion to help
them achieve further success. 

Its core purpose is to highlight and celebrate its members’
achievements and successes, to provide support and
guidance to help them realise their full potential and to fight
on their behalf in the corridors of power, making sure the
voice of Derbyshire, Nottinghamshire and Leicestershire
business is heard.

Liz Fothergill CBE,
President, East
Midlands Chamber

Chamber Delighted to be
Backing Love Business

2014 was a good year for business here in the

East Midlands, which enabled the regional

economy to emerge as one of the strongest in

the UK.

This region provides the UK with its manufacturing spine. It
also has one of the UK’s top-performing service sectors,
along with real strengths in advanced engineering, life
sciences, logistics and technology. 

In addition to being home to several world-renowned
household names, the region has fantastic supply-chains, a
wealth of innovative businesses and some of the world’s
leading academic institutions working with business. 

It is this broad-base which has seen the East Midlands
emerge as a national leader in terms of driving economic
growth and job creation. 

That doesn’t mean we can stand still – as businesses rarely
do – but I firmly believe there are still plenty of opportunities
for growth and the Chamber will be doing all it can over the
next 12 months and beyond to help its members make the
most of them.

There are also important discussions to be had in the East
Midlands about transport infrastructure, the skills agenda
and how to make any potential devolution deal work for the
region’s businesses and these are all debates which the
Chamber will be driving throughout 2015. 

In the run-up to the General Election and beyond, the
Chamber will be actively campaigning to ensure the next
Parliament places business at the centre of local growth,
delivers on our long-term infrastructure needs, fixes the link
between education and the world of work, reduces the cost
of doing business and supports firms to succeed overseas. 

Whoever is in power after the election will need to take more
tough decisions about austerity in order to further reduce the
UK’s budget deficit and bring down its mountain of debt. 

The Chamber will work hard with its local elected
representatives to ensure that any cuts to public spending
do not have a disproportionate impact on the private sector.

Throughout the course of 2014, firms in the East Midlands
delivered another strong performance, which gives them
another solid platform upon which to build in 2015. The
Chamber will support them all along the way.

George Cowcher,
Chief Executive, East
Midlands Chamber
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The Chamber is the event’s
headline partner for 2015 and
will host its own ‘event within an
event’ – the East Midlands
Chamber Love Business Village
– which will feature more

exhibitors and be in a bigger floor space
than the whole of Love Business 2014.
“Love Business East Midlands has established itself as the region’s
premier free business expo and I’m delighted that the Chamber is
supporting the event as headline partner.

Wendy goes on to say 

“Love Business is the only event in the East Midlands where businesses
can showcase their products and services to up to 3,000 visitors on the
day, in a relaxed and informal atmosphere which combines ample
opportunities to network with a full programme of business-related
activities to suit a wide range of interests. 

“The Chamber is keen to ensure that this is the start of a long-term
partnership with Love Business, to help more of its members to fully
exploit all of the opportunities the event offers.

“We look forward to welcoming you to the Chamber Village on the day.”

If your business fits into any of the sector focused zones and you would
like to find out more about the The East Midlands Chamber, please
contact Wendy on 0333 320 0333 or email wendy.hain@dnlcc.co.uk.

Featuring some of the region’s biggest brands, across six sector-
specific areas, the Chamber Village will include the following zones:

• Love Business Tourism – Tourism is important to the East Midlands,
attracting over 141 million visitors to the region annually. It offers
significant potential for economic development. The sector
contributes some £5.9bn to the local economy and provides jobs for
around 100,000 people. Discover who’s responsible for developing
tourism in your area.

• Love Business Food and Drink – Featuring some of the region’s
top food producers, bringing scrumptious samples. 

• Love Business Creative – Industry experts, entrepreneurs and the
region’s creative businesses will share their knowledge and
experience of the opportunities and challenges in the creative sector.

• Love Business Technology – Access leading businesses within the
technology sector, supported by universities, eBusiness, ICT,
telephony and broadband businesses. This area is designed to help
you to exploit Information and Communications Technologies (ICT) to
boost your business performance.

• Love Business International – This is the go to zone that
supporting International trade and those wanting to explore the
possibility of trading overseas. It will provide companies with export
advice and insight into global business opportunities.

• Love Business Growth and Business Support Hub – Showcasing
the D2N2 and LLEP Local Enterprise Partnerships and what they can
do for your business, no matter what you do. Growth Hubs are
responsible for connecting businesses with appropriate sources of
information, advice and support.

East Midlands Chamber is aiming to help make Love Business
2015 the biggest and best event yet, according to its Director
of Membership, Wendy Hain. 

East Midlands Chamber
Love Business Village



Love Business East Midlands 2015 Exhibition Plan

10.15am – 11.00am
Growing Sales In 2015? Discover
What’s Working and What’s Now 
a Turn-off

WORKSHOP 2

9.15am – 10.00am
Creating your 2015 Social 
Media Strategy

SPECIAL
WORKSHOP

8.30am – 9.15am
Using Networking & Social Media
Effectively To Win More Business

WORKSHOP 1

Keynote Speakers
Alison Mackenzie
Political Correspondent for ITV
Presenter & Anchor 
Gem106 Love Business Speaker Theatre

9.30am – 9.40am
George Cowcher
Chief Executive of The East Midlands Chamber
Formally Opening Love Business 2015

9.40am – 10.00am
Christopher Tate
Managing Director, Donington Park
Rising Like a Phoenix – Donington Back on Top!

10.10am – 10.30am
John Forkin
Managing Director, Marketing Derby
Connecting Businesses to Increase Sales

10.40am – 11.00am
Emma Jones
Founder of Enterprise Nation
Start-up Britain – Key to 'Start-up Success'

11.10am – 11.30am
Mike Jones
Business Owner & Communications Consultant
The New Age of Business Communications

11.35am – 12.00pm
Andrew Bridgen
MP for North West Leicestershire
How Westminster Sees The East Midlands

12.10pm – 12.30pm
David Brason & Mark Noble
High Court Solutions
How to Make Your Debtors Pay

12.40pm – 1.00pm
Victoria Dytrych & Sean Sherwin-Smith
Director, PKF Cooper Parry & IT Director, Pall-Ex Group
Clearly Cloudy? Demystifying the Cloud

1.10pm – 1.30pm
John Dabrowski
Former Professional Basketball Player & Business Coach
Mental Toughness to Increase Sales

1.40pm – 2.00pm
Simon Gray
Managing Director, Career Codex Limited
Innovative Thinking for Careers and Business

Seminar 1 Super-fast Broadband is here! But what
does this mean for business?

Seminar 2 The New Age of Business
Communications

Seminar 3 Super-fast Broadband is here! But what
does this mean for business?

WORKSHOP HUB
Sponsored by

Online & Mobile
Mini Seminars

• Agadon Heat and Design
• Central Joinery
• Technifold
• Parry Catering
• Mowbray Leather Goods
• Vipa Design
• WTI Fasteners
• TEX Plastics
• K-Tech Suspension Ltd
• Arrow Solutions
• MAS Representatives

Manufacturing
Support HubSeminar 1 Converting Website Visitors into Sales

Seminar 2 An introduction to Marketing
Automation Software

Seminar 3 Google+ for business

Seminar 4 Online Marketing for Local Businesses

Seminar 5 An introduction to Marketing
Automation Software

• Emfec
• Leicester College
• Loughborough College
• Derby College
• Skills Funding Agency
• Futures

Apprenticeship
Support Hub

• AAA’s
• NK Motors
• Mogal e Azam
• New College Nottingham

Business
Support Hub

Featuring over 20 of the regions leading businesses
from a diverse cross section of sectors. Find out
first hand how they are growing, optimising their
productivity and out performing their competition.

Seminar Suite
eBusiness Club Seminars 
Sponsored by 
Superfast Leicestershire
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To register your interest for more FREE events li



I N  A S S O C I AT I O N  W I T H

11.15am – 12.00pm
Keeping Your Most Talented People
and How To Effectively Introduce
Apprenticeships into Your Business

WORKSHOP 3

12.15pm – 1.00pm
Growth Accelerator Grant
Funding to Increase Sales 
& Much More

WORKSHOP 4

1.30pm – 2.00pm
Business Finance, Unlocking
Personal Wealth & Demystifying
‘Auto Enrolment’

WORKSHOP 5

2.15pm – 3.15pm
Inspiring leadership, transforming
cultures and driving growth

WORKSHOP 6

B1 The Business Network EM
B2 Greater Birmingham Chamber of Commerce
B3 Rev Marketing
B4 Eagle Design Limited
B5 Power pac ltd
B6 IMPACT Apprenticeships
B7 Firth And Scott Insurance Brokers Ltd
B8 Sandler Training
B9 Kangaroo Marketing & Design
B10 Purple Sprout PR
B11 Keith Cook Training Ltd
B12 Status Social
B13 Certus TG
B14 Quadrant Events Ltd
B15 Quadrant Events Ltd
B16 Gem Vending
B17 Gem Vending
B18 Babington Group
B19 EHL Group Ltd

- Edward Hands & Lewis Solicitors
- H Pipes & Co Solicitors
- Cash Protection Agency (CPA)
- CoLaw
- EHL Tax
- EHL Trustees
- EHL Marketing

B20 CPS Interiors Limited
B21 FlexPlus Ltd
B22 Environmental Technology Centre
B23 Yu Energy
B24 Crestline
B25 WSI MidWeb
B26 Soar Accounting Ltd
B27 Costco Derby
B28 John Merison (BMC) Ltd
B29 Heartwood Conferencing Ltd
B30 HDP Education Solutions
B31 Extinguish Fire Solutions Limited

LB1 Love Business Event Desk
LB2 Quiet Storm Sales & Marketing Solutions
LB3 KC Jones Conference & Events
LB4 The Conference Works
LB5 Richard Shakespeare
LB6 Else Solicitors
LB7 Donington Park

B32 Connect Derby
B33 De Montfort University
B34 Bray and Bray Solicitors
B35 SilverDisc Limited
B36 Loates Business Solutions Ltd
B37 Thistle East Midlands Airport
B38 WPA Healthcare
B39 Company Image Commercial Interiors Ltd
B40 Optimised Learning
B41 Yew Lodge Business Solutions
B42 Federation of Small Businesses
B43 Softcode Solutions
B44 University of Nottingham
C1 Reflex Print Solutions
C2 Monitor Environmental Ltd
C3 Granite Workwear Ltd
C4 Percurra Franchising
C5 CreaseStream LLP
C6 Inchcape Nottingham
C7 ICAEW
C8 Pellacraft Ltd
C9 Jordan Media
C10 Central Health Network Limited
C11 Love Business Workshops
C17 Sturgess Jaguar & Land Rover
C18 Roundhouse Thinking / Events
C19 Marketing Derby
C20 Sturgess Jaguar & Land Rover
C21 The Institute of Directors
C22 Maple
C23 Rob Brown
C24 East Midlands Business Link
C25 Career Codex
C26 Nottingham Means Business
C27 Derbyshire, Leicestershire 

& Rutland Air Ambulance
D1 PH Hotels Group and De Vere Venues Group
D2 Nottingham Post Media Group
D3 One Stop Promotions Ltd
D4 Stephenson College

D5 Solutions for Accounting
D6 Dalycom 
D7 Bridge Fleet Solutions Ltd
D8 Air-IT / MBC
D9 CWCS Managed Hosting
D10 Economit Ltd
E0 GEM Vending
E1 Anicca Digital
E2 Intellectual Property Office
E3 First Enterprise Business Agency
E4 GEM 106
F1 Derbyshire Fire Service
F2 Bosworth Water Park
F3 Toyota (Inchcape Nottingham)
F4 Lexus (Inchcape Nottingham)
F5 Bridge Fleet Solutions
F6 Everards Brewery
F7 RISK Health & Safety
F8 The Finesse Collection

- Finesse Hospitality
- Cathedral Quarter Hotel
- Donington Manor Hotel

F9 The Racing School
F10 Aim Awards
F11 High Court Solutions
F12 Kate Tyler - Shake Social
F13 Ahead in Speaking
VIP Love Business VIP Lounge Reception

Love Business Exhibitors

Love Business Hub

East Midlands Chamber Hub

Exhibitors include but not limited to: Visit Peak District •
Experience Nottinghamshire • East Midlands Trains •
Leicestershire Promotions • Leicester Race Course • All
About Tourism • Galleries of Justice • Growing Nottingham -
Nottingham County Council • Centre Parcs

Love Business Tourism

Exhibitors include but not limited to: Food & Drink Forum •
Leicester Food Park • Welbeck Estate • Hyperama Plc • 34
Windsor Street • Mercure Burton Upon Trent – Newton Park Hotel  

Love Business Food & Drink

Business Support and Exhibitors include but 
not limited to: Pera Consulting • Qdos • Westfield Health •
D2N2 • LLEP • Royal Bank of Scotland

Love Business Growth Hub

Exhibitors include but not limited to: 
Nottingham Trent University Creative Hub 
Partners and Creative Companies • Arctic Cabins

Love Business Creative

Exhibitors include but not limited to: 
East Midlands Chamber International • DHL Express •
EEN • UKTI • Santander • Spatial Global

Love Business International

Exhibitors include but not limited to: Purpose Media • GCI
• E-Business • Digital Derbyshire Technology •
Leicestershire Superfast Broadband • Neustro Consulting •
University of Derby • Better Broadband for Nottingham

Love Business Technology

Love Business
Tourism

Sponsors of
Love Business 
VIP Suite

Love Business
Food & Drink

Love Business
Creative

Love Business
Technology

Love Business
Growth Hub

Love Business
International

East Midlands Chamber Hub

HDP Event Medical Services
Sponsorship of Paramedic 
and First Aid Facilities

Joanne Cooper Photography
Official Love Business
Photographer

RISK & Safety 
Management Services Ltd
Sponsorship of Health & SafetyRISK

Love Business Village
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As designers, casters and manufacturers of
high quality gold, silver and platinum
jewellery, we work predominantly with
small independent jewellers and
designers. Our service is very specialist
and trying to grow the business and give it
a 'scaleability' not dependant upon me, has
been a challenge for several years now.
Working with a GrowthAccelerator coach
has helped me identify several ways to
grow my business and given me a
valuable insight into what’s possible. We
are halfway through the coaching and it’s
already had an impact on our thinking,
the way we look at opportunities and
position ourselves.
It has provided a very clear framework,
from which I can share my vision, together
with what has to change, why and how it
benefits everyone in the business. 

I found the growth coaching really useful.
As a business owner, the challenge is
often getting a fresh insight into what
you do. The process challenged my
thinking and I feel confident I have a
better business because of it. 

The sales and marketing function within
the business is now clearly visible. The
support provided by our growth coach
extended beyond ‘in person’ coaching
and has provided us with a fantastic
reference tool so we can transfer the
knowledge gained.

Working within construction, specifically
the new housing sector has been very
challenging through the economic
downturn. Although we had adapted and
changed our focus, the way the business
was projected didn’t match what we had
transformed into.

The GrowthAccelerator Process has
enabled us to take stock of where we are
and control of the way we market and sell
our services. It has equipped us with the
tools and skills to take our business to the
next level.

Want to accelerate you r
SME’s working with the help of GrowthAccelerator experienced 4x faster growth than the average SME*

Peter Crump, Managing Director,
Vipa Designs Ltd

www.vipadesigns.co.uk

Wendy Ball, Finance Director, 
JA Ball Ltd

www.jaball.co.uk

Liz Eaton, Managing Director,
Soar Accountancy Ltd

www.soaraccountancy.co.uk

Tailored advice and support to help you
grow your business the way you want to.
GrowthAccelerator is now part of the Business Growth

Service, a government-backed service offering support to

businesses with the potential to improve and grow. The

Business Growth Service can help you to achieve your

business goals by identifying barriers to growth and

providing tailored support that fits your needs. 

This support includes coaching, consultancy, mentoring,

training, access to finance and export advice. 

How GrowthAccelerator works

A straightforward customer journey that delivers results.

1) Identify your growth needs - Use our unique insights
service and expertise to identify barriers to growth

2) Apply your growth strategy - Choose an expert coach who
will help you apply your growth strategy

3) Hit your growth targets - Access coaching, masterclasses
and match funding to hit your growth targets

The starting point for all of the businesses featured below was a FREE half-day Workshop c
Take a look at these companies who have accessed G
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The process helped me focus more on my
sales responsibilities. As with any small
business owner I have many hats, the
trouble was before we started this
process, I wasn’t clear on what I needed
to do regarding marketing and sales, it
wasn’t a priority. Now our approach is
systematic, we have structure and can
prioritise, plus I can delegate some of the
process because it is very clear what
needs to happen and when.
Gordon Wilson, my business partner, and
I, actually feel more confident about
achieving our goals as a result of the
Growth Coaching and this has impacted
on our behaviour throughout other areas
of the business. As a result we are
already seeing the financial gains, and
this year is looking very healthy
compared to last year.

The process has enabled us to transform
the business from one primarily managed
by individuals and all of the challenges
which come with that, to a business with
a central information system, and
devolved responsibility. The result is I
have more time to work ‘on the business’
as I’m free from working in it. The
information management system makes
job roles and responsibilities clear.
It provides all our key success metrics and
makes it easy to manage our business.
Most importantly of all, sales have
increased and the management team
feel confident we understand how to
manage both the quality and quanity of
enquiries.  This means we can
sustainably grow the business.

Having approached a company to help us
with increasing sales, they told me about
the GrowthAccelerator. I must admit to
being sceptical at first but having come
out the other end of the process, I can see
the results speak for themselves.

The grant funding enabled us to
effectively double our spend and get a
level of support beyond our initial budget.
Given the impact we’ve experienced in
such a short period, I’m confident we’ll
achieve our growth targets. 
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Anne-Marie Brewster, Val Adams, Mike Adams,
RISK & Safety Management Services Ltd

www.riskhealthandsafety.com

Robert Shepherd, 
REHAB Prosthetics

www.rehabprosthetics.com

Mark Boulton, Managing Director,
NLVM Ltd

www.commercialvehiclemovements.com

Accessing Finance - We have helped businesses to
raise over £100 million in external finance.

Business Development Coaching  - 94% of businesses
we’ve worked with said they’re more likely to grow as a
result of GrowthAccelerator.

Growth through Innovation - 90% of businesses we’ve
worked with said we helped bring new products and
services to market.

Building leadership and management skills - We’ve
helped businesses to access over £13 million in grants
for senior team development.

GrowthCommity- Our high growth network lets you
connect with an elite group of business leaders.

How does it help?
GrowthAccelerator can offer support in these key areas:

GrowthAccelerator is
part funded by the
government and part
funded in areas by the
European Regional
Development Fund.

www.growthaccelerator.com

p called Get Inside Your Buyers Head - to find out more visit www.lovebusinessgrowth.co.uk
d GrowthAccelerator to help them grow...

Lance Bombardier Ben Parkinson is the most severely injured
British serviceman to have come home alive from Afghanistan.

Live Event Programme   February 12th 2015
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Adrian Hobbs FlexPlus

The age of DIY online recruitment
The general consensus is that the UK economy will

grow in 2015. What isn’t widely agreed upon is the

scale of this growth, although a 3% expansion is

regarded as a safe bet.

Given this optimism, it will therefore come as no surprise that 66% of UK businesses plan to hire new staff
in 2015. What may surprise most is a closely related recruitment fact, which is that, a staggering “82% of
businesses are struggling with recruitment”. This set of numbers, especially the last figure, tells the tale, I
believe, of an old recruitment model unable to cope with the recruitment demands of a new age. 

But, just what are the dynamics of this new age?
• Speed is now everything - employers want to hire in less and less time

- Delays are easily measurable in opportunities and Pounds lost

- 33% of businesses are losing employees because of the length of their hiring process

• More workers than ever before are switching jobs, which, in addition to natural churn, is increasing the need for recruitment

• Traditional methods of recruiting remain expensive, averaging £2,000 per hire

• Job applications have shot through the roof - leaving employers exposed and unable to cope with this volume of applications

The bulletpoints above demonstrate beyond doubt the fact that the recruitment landscape has changed. 
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How can businesses hire staff cost effectively?

The emergence of Do It Yourself (DIY) online recruitment is seen by a
growing number of businesses as the answer to most of these challenges.
Online recruitment can reduce hiring costs by as much as 90%, and shave
more than 50% off recruitment time, as illustrated by these examples*:

• Reuters saved £1 million in recruitment fees

• Sainsbury’s achieved cost savings of 40%

• Federal Express reduced recruitment time by 65%

• For Sainsbury’s, at best, it took 8 days to move from application to

offer supporting literacy and numeracy with nearby Primary Schools.

Online recruitment gives businesses the tools they need to recruit in a
fraction of the time, and at a fraction of the cost. By cutting out the

middleman (recruitment agencies) and accessing powerful recruitment
suites known as Applicant Tracking Systems, businesses are able, from
any desktop in the world, to perform the exact same services offered to
them by recruitment agencies at inflated prices. 

In 2006, 79% of businesses surveyed by the CIPD used local press
advertising to advertise jobs. By 2013 this number had dropped to a
meagre 29%, while in the same period, the uptake in online recruitment
registered a 22% rise. In the same period, all other methods of advertising
jobs (employee referral schemes, company websites, recruitment agencies
and local press advertising), suffered significant reversals. 

Has the age of DIY Online Recruitment arrived? 

*For references and to learn more about online recruitment, please see
http://www.flexplus.co.uk/downloads/files/stand-out-metrics.pdf

An interesting exercise for any business is to check how it
is performing in these 3 crucial recruitment areas.

• Cost per hire

• Time to hire

• Quality of hire

It may come as yet another surprise to learn that 61% of
businesses do not measure their recruitment costs.

It’s now all about cost per hire, time to hire and quality of hire
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The MAS support and grant funding has
helped us develop new products,
streamline production processes and
access funding to enable us to reach a
wider market. I know the business is in
better shape as a result of the support
we’ve had from MAS. Having the
confidence to work with a MAS
accredited supplier means you know they
have the skills and expertise you need.

Love Business Manu

Gary Rose, Director, Parry Group Ltd

Getting the support and grant funding
was much easier than I had envisaged.
An email, followed by a brief telephone
interview and a visit resulted in us
getting expert help in the fields we
needed it. The support of our MAS
Business Growth Manager also greatly
added to the project. He was able to
identify areas where we could make
simple improvements to save time and
reduce the possibility of errors.

Wayne Smith & Andrew Mason, Directors, WTI Fasteners Ltd

The support from MAS to develop our
ecommerce strategy has been fantastic.
We were able to get a £3000 grant to
contact an expert to help us develop our
online sales and route to market. We
could work with any MAS registered
consultant, which gave us freedom to
choose the supplier we felt most
comfortable with. As a result online
sales continue to grow and we have an
excellent support network.

Simon Hall, Managing Director, Agadon Heat & Design

Manufacturing firms are key to region’s success
Manufacturing accounts for 16% of this region’s output, making it much more
important here than for the UK as a whole. Which is why, if you are a manufacturing
business, you need to be aware of the support available and how to access it.

Business Growth Service

The Manufacturing Advisory Service (MAS) is now part of the

Business Growth Service, a government-backed service offering

support to businesses with the potential to improve and grow. The

Business Growth Service supports growth in England’s SME

manufacturing sector, and can provide up to 50% funding (from

£300 to £3000) for consultancy projects to help increase your

competitive edge.

Grant funding for virtually any aspect of business

MAS is able to consider funding projects that look at virtually any
aspect of business from products, processes and people to the
supply chain and the markets operated in.

MAS are able to offer a wider range of support, we don’t just deliver
lean anymore, our scope is much wider, we focus on supporting
projects with feasible growth.

Funded by the Department for Business, 
Innovation and Skills

MAS have an 80+ strong team of Business Growth Managers with
specific manufacturing expertise. They work with SME management
teams to plan long-term strategies, improve processes, bring new
products to market and develop supply chains.

MAS is delivered by a national consortium

Led by Grant Thornton UK LLP with Pera Consulting Ltd, South
West Manufacturing Advisory Service Ltd and the West Midlands
Manufacturing Consortium Ltd, it applies the expertise of the private
sector and national sector specialists to local businesses through a
consistent delivery framework.

How the support is delivered

MAS uses specialist consultants to deliver in-depth projects,
selected by the manufacturer following a manufacturing review and
diagnostic. Then they provide a free review and diagnostic of your
business to develop an action plan tailored for your company needs.
You could then go on to a specialist project to address the actions
identified – and if you are an eligible small or medium sized business
with the ambition to grow we can also provide match funded
support for some projects.

The starting point for all of the businesses featured below was a FREE half-dayWorkshop

Take a look at these companies who have accessed
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facturing

I’ve never been too keen on applying for
grants as my past experience has been
it has taken up more time than the
benefit gained. However, my experience
of MAS is so far proving to be excellent.
It seems at last the grant funding and
business support on offer is delivered in
a way which matches my expectations.
It’s there to help not wrap you up in red
tape and paperwork.

Chris Taylor, Managing Director, K-Tech Suspension Ltd

Having been made aware of the grant
funding available, the best thing was the
insight a new perspective could give us.
Sometimes you are too close to the
business and miss things which could
make an impact without a huge investment
of cash, resource or time. We’ve found the
grant application process easy and felt
confident we remained in control – in other
words, we chose who we wanted to work
with and the areas we felt we needed help.

Paul Garner, Nick Johnson, Minh Phan, Mowbray Leather Goods

It’s great to have outside help from
someone who has a broad manufacturing
experience. I found they could quickly
identify small areas which could be
improved, accumulating to accelerate the
optimisation of production. This also
gave me confidence when more radical
suggestions were aired as I had seen the
results of smaller changes make a great
impact on our processes. 

Neil Bark, Managing Director, Central Joinery

MAS is funded by
government and
part-funded in
areas by the
European Regional
Development Fund.

www.mas.businessgrowthservice.greatbusiness.gov.uk

How to quickly find out if your
business eligible?
To be eligible for the Business Growth
Service, your business needs to:

Be a manufacturer•

Be determined to grow•

Be registered in the UK & based in England•

Have fewer than 250 employees•

Have a turnover of less than £40 million•

Is your Manufacturing Business
eligible for match funding? 

The answer is probably YES!
MAS work with many types of manufacturers
who vary in size and operate in various
sectors, funded support can be accessed by
small to medium sized businesses.

If you’re eligible, what MAS
can support you with?

Business Strategy - Build clear business and
product strategies to support your current
plans and future opportunities. This includes
ecommerce strategy.

Operational Efficiency - Identify and
overcome the obstacles that are limiting the
performance of your business. 

Develop new ideas - Develop and introduce
new products and materials to generate
business growth.

Strengthen Supply Chains - Maximise the
benefit of high-value supply chain opportunities.

If you meet the eligibility criteria and you have
identified an area of support you need help
with, then you should contact MAS via our
website or call 0300 303 0034.
www.mas.businessgrowthservice.greatbusiness.gov.uk

What happens next, once
you’ve contacted MAS?

A MAS Business Growth Manager will•
contact you for an initial discussion and if
appropriate arrange to visit your
manufacturing business

They will undertake a short business review•
during the visit, and talk through your
identified improvement areas

Supporting you with ‘easy to complete,’•
grant application paperwork, they will take
you through the selection process of
selecting a suitable consultant or trainer (if
required) or you can choose to work with
your preferred consultant to execute the
project. (Please note to deliver a MAS
project the consultant of choice must be
registered on the MAS DIRECTORY).

Your MAS Business Growth Manager will•
help identify your priorities, quantifying
and qualifying the anticipated outcomes
and benefits

Finally, they will measure the benefits to your•
business when the project is completed

• Aerospace & Defence

• Automotive

• Chemical

• Construction

• Electronics

• Food

• Life Sciences 

• Marine

• Materials & Engineering

• Nuclear

• Offshore Wind

• Oil and Gas

• Pharmaceuticals

• Rail

Priority Sectors

p called Get Inside Your Buyers Head - to find out more visit www.lovebusinessgrowth.co.uk

d MAS grant funding to help them grow...
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Gulbenkian’ prize for ‘outstanding
achievement’
In 1993 The Museum of Law Trust was
established by a group of forward-thinking
trustees to save it and they raised millions of
pounds to restore the site and transform it into
a public museum of national significance.  In
1995 two magnificent Victorian courtrooms
were reopened along with The County Gaol.
A year after opening, the Galleries of Justice
Museum won the prestigious ‘Gulbenkian’
prize for ‘outstanding achievement’.  This
remarkable award was to set the tone and be
the first of many.

Over 80,000 visitors every year
The museum quickly gained a national
reputation not only for its collections, and
atmospheric and interactive experience of three
centuries of crime and punishment but also for
its extensive educational and community work.
In 2004 the trust took over the management of
the City of Caves in Nottingham’s Broadmarsh
Centre which is owned by Nottingham City
Council.  The City of Caves invites visitors to
explore the hidden world beneath the streets of
Nottingham and discover how local people
lived in this original sandstone labyrinth.
Together, the two attractions welcome over
80,000 visitors every year.

The Suffragettes, Oscar Wilde, The Kray
Twins and Dr Crippen…
The museum is also custodian of some very
thought-provoking artefacts:  the door to the
cell which imprisoned Oscar Wilde at Reading
Gaol; the last remaining executioner’s box with
contents; the last gibbet used in England
dating back to 1832; the Bow Street Dock –
(on loan from Bow Street Court) which is
famous for the trials of the Suffragettes, Oscar
Wilde, The Kray Twins and Dr Crippen
amongst others.  Artefacts from the museum
have also been included in The British
Museum’s acclaimed ‘Teaching History with
100 Objects’ project which is a series of
stimulating, free online resources for teachers
– each based around a museum object which
connects with key elements of the new history
curriculum.  The ‘Bow Street Dock – Special
Exhibition Programme’ recently won the
award for the ‘Best Exhibition’ at
Nottinghamshire Heritage Awards.

The icing on the cake
Speaking on behalf of the Galleries of Justice
Museum, Nicola Burley, Executive Director
said: ‘This is the icing on the cake of what has
been a truly remarkable year for us.  Last year
we celebrated the twentieth anniversary of the
establishment of the charitable trust. This

award is an extremely positive recognition of
the work carried out by our dedicated team,
we continue to offer our very popular tours
and exhibitions and fly the flag for Nottingham
as we look forward to the twentieth birthday of
the opening of the museum itself which takes
place in April this year!’

The Galleries of Justice Museum is a true
jewel in Nottingham’s crown
It is the largest of its kind in Europe but it is
also a unique venue for events, celebrations,
banquets, and weddings – as well as being a
site notorious for its haunting and supernatural
activity! Celebrated for its fun ‘After Dark’
events such as Ghost Tours, Terror Tours and
Murder Mysteries and is a very popular place
for those interested in the paranormal – of
which the number of followers is growing!
The awe-inspiring civil courtroom has a
capacity of 120, it was built around 1888 and
houses the original judge’s chair, dock and jury
box – this space is perfect for lectures, film
shows, presentations, mock trials and
seminars. Alternatively there is very regal
‘Grand Jury Room’ which is just right for
private dinners, parties, presentations, training
events and meetings. There are unique,
smaller rooms which can accommodate from
6 to 20 delegates. 

The Galleries of Justice Museum, in the Nottingham Lace Market area, has been awarded
‘Gold’ in the ‘Small Visitor Attraction of the Year’ category at the prestigious VisitEngland
Awards for Excellence.  The gold award is the highest award for excellence in Tourism in
England given by VisitEngland.

Yet, just over twenty years ago one of Nottingham’s most historic locations was facing ruin. The Shire Hall,
a former courthouse and gaol in the heart of the city’s Lace Market was on the verge of dereliction.

The Galleries of Justice
A national award winning ‘hidden gem’ of a visitor
attraction and a symbol of this regions’ resilience when
faced with adversity. ‘I believe that Nottingham has a unique cultural asset which

entertains our public and educates our children.‘

Mich Stevenson OBE
DL Hon. LLD Hon. MA,
Chairman of the Board of 
Trustees of the museum

Love Business Tourism



Live Event Programme   February 12th 2015
www.lovebusinesseastmidlands.com

33



Inspiring Business by Sharing Success
34

To find out if hiring an Apprentice could help your business to grow,
contact the ncn Business to Business team on 0808 168 7087.

‘Homemade’ apprentices are the icing on the cake

Taking on an Apprentice is a great way to give back,
but it’s also a very effective way of supporting business
growth. The calibre of Apprentices we’re seeing is
impressive and there are plenty of fresh faces out there,
looking for their chance to get their foot in the door.

ottingham’s queen of ‘real food’ and founder of
award-winning café bistro, Homemade, believes

taking on an Apprentice is a great way to ‘give back’.
Jasmin Barlow-Wilkinson, who currently employs three
Apprentices, also spoke highly of the value they add to
her business.

“It’s a way of giving back and it’s been a good
experience,” she said.

“It’s great to have young, fresh eyes. You can train
apprentices in the right way, they are quick to learn and
appreciate the opportunity.”
The original Homemade, on Pelham Street in Nottingham
city centre, will be celebrating its tenth anniversary this
year. In 2013, Jasmin opened her second café under the
Homemade brand in Sherwood, which was soon followed
by a third in 2014, within the newly developed pavilion in
the Forest Recreation Ground.
As an entrepreneur, Jasmin is a huge advocate of on-the-
job learning, another reason she’s decided to invest in
Apprenticeships.

“Many of the Apprentices we employ don’t have any
experience as it’s their first job and working in
hospitality isn’t for everybody. It’s not just serving the
customer and this often comes as a bit of a shock, but
it’s a learning curve.”
She also believes they offer young people a viable
alternative to traditional education routes.

“There is a nice, but false, bubble around going to
university, and I know many students put off going
because of the fees. Apprenticeships are a nice way
round that,” she added. 
Jasmin recruited her Apprentices through ncn Business to
Business, a dedicated team from New College
Nottingham, offering recruitment and training. 
According to Head of Apprenticeships Kevin Smith, she is
part of a growing trend of small business owners who
have decided to take the plunge.

“Yes, taking on an Apprentice is a great way to give
back, but it’s also a very effective way of supporting
business growth. The calibre of Apprentices we’re
seeing is impressive and there are plenty of fresh faces
out there, looking for their chance to get their foot in the
door,” he said.

“
”N

Jasmin Barlow-Wilkinson
Owner of Homemade

Current Apprentice
Leon Walker prepares a salad

Current Apprentice 
Rachel Granby gets to grips with icing!
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The Air Ambulance Service

WNAA operating from Coventry Airport and
DLRAA based at East Midlands airport attend,
on average, four missions every single day per
helicopter. From road traffic collisions to house
fires; fallen horse riders to industrial accidents.
DLRAA regularly attend any incident that is
life-threatening, where access by land is
limited, or where the patient’s quality of life
would be affected by undue delay.

We have the fastest and most technologically
advanced civilian helicopter available, taking
our highly trained medical team to the scene
of any incident within minutes, giving our
patients the best possible chance of recovery.

The Children’s Air Ambulance (TCAA) will
transfer critically ill children from general
hospitals to Paediatric Intensive Care Units
across England and Wales, or help move
specialist paediatric teams to enable children
to receive the lifesaving, specialist treatment
and care that they need as soon as possible,
cutting transfer times.

All these services are provided without any
Government or lottery funding and rely entirely
on charitable donations.

The Air Ambulance Service (TAAS) is an umbrella organisation that provides

three separate services; Warwickshire & Northamptonshire Air Ambulance

(WNAA), Derbyshire, Leicestershire & Rutland Air Ambulance (DLRAA) and The

Children’s Air Ambulance (TCAA). 

To find our more or help support please call 08454 130999

or visit www.theairambulanceservice.org.uk 

or email enquiries@theairambulanceservice.org.uk 
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Love Business Construction
The construction sector is where the East Midlands really punches above it’s weight with some of
the UK’s largest home builders, commercial construction companies and building materials
manufacturers. With many of the regions businesses being started with little cash, hard work and
the passion of the business owner to achieve their vision – they are inspiring stories!

Balfour Beatty is the largest construction
contractor in the UK. Balfour Beatty plc is a
multinational infrastructure group with capabilities
in construction services, support services and
infrastructure investments. Balfour Beatty works
for customers principally in the UK and the US,
with developing businesses in Australia, Canada,
the Middle East and South East Asia. Although
initially formed in London in 1909, their
association with the East Midlands started
between the wars included the standardisation
of the electricity supply in Derbyshire and
Nottinghamshire. Last year, the company
rebuffed three offers by rival Carillion for the two
companies to merge. The last bid, which valued
Balfour Beatty at £2.1 billion. 

Bowmer & Kirkland Group (B&K) is a British
construction services and security company.
Established in 1923 as a partnership between
joiner Alfred Bowmer and bricklayer Robert
William Kirkland. With Group Headquarters at
Heage in Derbyshire and Regional B&K offices in
Sunderland, Manchester, Scotland and London,
the company employs 1400 people across 29
companies operating in the UK and USA.

Breedon Aggregates
With local man Peter Tom CBE as Chairman,
Breedon Aggregates is the largest independent
aggregates business in the UK, employing more
than 1,250 people in England, Wales and
Scotland. Headquartered at Breedon-on-the-
Hill near East Midlands airport, where they
employ around 490 people.  Breedon
Aggregates England operates 16 quarries, 8
asphalt plants and 23 ready-mixed concrete
and mortar plants, serving the East & West
Midlands and East Anglia, Wales, Greater
Manchester and South Yorkshire. 

Ibstock Brick
Ibstock takes its name from the original base in
the village of Ibstock in Leicestershire, where the
Company headquarters is still situated.
Brickmaking has taken place on the site as far
back as 1830. In 1899, the Company was
registered as Ibstock Collieries Ltd. Its principal
activity was coal mining as well as quarrying clay
for the manufacture of bricks and pavers. The
Company employs a total of 1960 people
across the UK.

David Wilson Homes
David Wilson joined his father’s joinery workshop in
1960 and during that decade gradually moved the
business into housebuilding. By the early 1970s,
AH Wilson (as it was then named) was building
around 150 houses a year in the Leicestershire
area. David Wilson expanded substantially in the
1980s with sales rising from 300 to 1600 in the
decade, while group profits increased from £2m.
to £40m. Wilson then began to move out from its
east midlands heartland. By 2003 Wilson was
building over 4000 units a year and was regarded
as one of the most consistently successful of the
quoted housebuilders. David Wilson had run the
business for 40 years and experiments were made
to ensure a controlled succession.
However, in April 2007, Barratt acquired Wilson
Bowden PLC and today, David Wilson Homes, is
now part of a network of 25 housebuilding
divisions throughout Britain. Barratt Homes Plc is
officially the highest quality major national
housebuilder. Having been awarded an exclusive
‘5 Star Housebuilder Award*’ by the Homebuilders
Federation is extra assurance that you can still
expect the best quality build when you choose a
David Wilson home.
*Awarded to Barratt Developments Plc Group brands
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Davidsons Homes
I started Davidsons from my home office and began to build a team of
experienced professionals from some of the well known names in the
homebuilding sector. The business was founded on the basis of a
passion to build great homes and to constantly improve. Our difference
is about real attention to detail in everything we do. For instance, we
produce many, many versions of a development layout until we are
happy that it will be a great place to live. As Group Managing Director I
make sure the business is heading where we want it to be – I spend a
lot of my time developing land relationships and overseeing
development designs.
It’s important to me that we continue to be faithful to our guiding
principles and that we leave a long term legacy. It’s a tremendous
feeling to be able to drive away from a development feeling proud of
what you are leaving behind. This is a family business with a number of
family members, and my father David, with his considerable experience,
has been a powerful, positive influence in his role as Chairman. It’s a
unique heritage, and one you won’t find anywhere else.
James Wilson  Managing Director at Davidsons Developments Ltd

John Bloor Homes
Bloor was born in a small Derbyshire village, his father was a coal miner.
He suffered from health problems, and long absences from school
limited his formal education, leaving school at the age of 15. Bloor's first
job was as a trainee plasterer for a local building contractor. Two years
later he set up his own business and began building his first house
before he was 20. His building company, Bloor Homes, is now one of
the largest privately owned house builders in the UK, and has
contributed to the successful regeneration of the East Midlands. In
2002, housing sales reached 1,870 making Bloor Homes then the
largest housebuilder to be owned by one man. His business, Bloor
Holdings, owns both Bloor Homes and Triumph Motorcycles. He
invested over £80 million into rebuilding the marque, opening the new
Hinckley factory in 1991, rebuilt in 2002, it's one of the most efficient
motorcycle factories in the world, and now produces 46,000
motorcycles per annum.

James Wilson  
Managing Director at 
Davidsons Developments Ltd

Going into homebuilding was never really a conscious
decision. As part of a homebuilding family I wandered
round the David Wilson Homes head office from when I
was old enough to walk. I started work with David Wilson
Homes as a graduate trainee, moving round the country
doing every job in the industry, construction,
management, surveying, buying. I learned a lot from some
really inspirational people. I was MD at the East Midlands
office before taking up a group development role.
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