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UA92’s Gary Neville and Professor Craig Gaskell pictured outside the new UA92 campus on Talbot Road 

pro-manchester Economics 
Conference 2018
Review of the pro-manchester 2018 Economics 
Conference held at the Lowry Hotel in Salford.

University of Salford unveil new 
Business 4.0 programme
The University of Salford’s Business School along with 
GM Mayor Andy Burnham unveil new business incubator 
Launch@SalfordUni.

   
  
Interview with Gary Neville and Principal and CEO 
Professor Craig Gaskell looking at the new Trafford 
University UA92 scheduled to open in 2019.

Brexit - what happens next?
One of the most topical subjects of the moment.  
Edwina Currie - Oxford and LSE graduate plus  
previous Cabinet Minister - gives us an exclusive  
and personal look at the Brexit debate.

First Friday Connectworking
City Centre Business Networking with GM Business Connect 
Magazine and Forever Manchester Charity. 
#Connectworking

UA92 - Trafford’s  
New Look University
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Simply visit www.gmbusiness 
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where you can register your details 
to receive an electronic link to the 
magazine as soon as it is published.

We offer a fantastic range of 
advertising opportunities, from  
full pages through to eighth pages  
that offer advertising at extremely 
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Discounted packages are available  
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Here at GM Business Connect  
we are on the lookout for both  
news articles relating to business 
activity within Greater Manchester, 
and educational articles that can help 
businesses at any level. 

If you regularly send out press  
releases, or if you are looking for  
press coverage of a newsworthy  
event, please get in touch either by 
phone or send an email to  
editorial@gmbusinessconnect.co.uk

  Paul Mirage 
                    • 07708 987518

  Jon Cheetham 
                 • 07971 575977

Office • 0161 969 8632
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café and dedicated spaces for Yoga 
and Pilates.

Tim Taylor, leasing manager for Peel 
L&P, said: “The Vic is a complete 
rethink of one our largest and most 
prominent buildings in MediaCityUK. 

“The well-documented evidence  
that workspaces need to serve 
the ever-changing attitudes of 
the modern occupier inspired us 
to evolve the proposition for the 
building to one that is more relaxed 
and fluid in its design.” 

A recent report from the World Green 
Building Council reveals that people 
who can see a green environment 
from their workspace are healthier 
and more productive (take 23% 
less time off sick, have greater job 
satisfaction and have 46 minutes 
more sleep per night), Peel L&P  
has transformed and repositioned  
The Vic to support the ultimate 
healthy work-life balance.

underlying dividends (i.e. excluding 
specials) rose 6.9% to £31.6bn, an all-
time quarterly record. While banks and 
mining companies helped boost the 
total, retail stood out as a weak spot.

The top 100 firms outperformed mid-
caps owing to a strong showing from  
a small number of large companies.

Falling share prices and rising 
dividends meant equity yields  
jumped to 4.1%.

a Queen’s Award for Sustainable 
Development for the second time, and 
a Princess Royal Training Award for its 
learning and development programme.

Phil Jones continued: “Our fundamental 
purpose is to make the people and 
businesses we work with more successful 
more quickly, which in turn has helped 
our business to thrive in an ever-
changing marketplace. I’m so proud to 
be leading this company and to see it 
being recognised at the highest level.”

One of MediaCityUK’s most 
photographed office buildings, ‘The 
Victoria’, is undergoing a major refurb 
and has repositioned itself simply as 
‘The Vic’, to reflect a more modern, 
flexible and people-focused design.

Investing in a £9m transformation 
of the 115,000 sq ft building and its 
external spaces, Peel Land & Property 
(Peel L&P) is pitching The Vic as one 
of the most desirable and ‘chilled-
out’ waterside office locations in 
Greater Manchester.

Designed around themes of 
collaboration, creativity, relaxation 
and healthy living, The Vic will offer 
areas for exercise, socialising and lush 
green outdoor spaces to promote 
calm and quiet contemplation, all 
against the backdrop of a tranquil 
waterside setting. 

Newly added on-site amenities 
include a bike store, locker and 
shower scheme, an enhanced ‘Bean’ 

Strong Q3 growth has pushed UK 
dividends within touching distance 
of £100bn for 2018, according to the 
latest UK Dividend Monitor from Link 
Asset Services. 

According to the report, UK dividends 
rose 4.1% to £32.3bn in Q3, breaking 
a third-quarter record. 

Underlying payouts, which exclude 
special dividends, reached £31.6bn, 
a rise of 6.9% year-on-year, and 

Business technology solutions 
provider, Brother UK, has hosted a 
visit from the Japanese ambassador 
as part of its 50th anniversary 
celebrations. 

The Japanese Ambassador 
Extraordinary & Plenipotentiary to the 
UK, Koji Tsuruoka, greeted staff and 
toured Brother UK’s Audenshaw site, 
before presenting a commemorative 
plate. Brother was founded in 
Japan in 1908, and its international 
headquarters are in Nagoya.

Phil Jones MBE, Managing Director 
of Brother UK, commented: “We are 
very honoured to have been visited 
by ambassador Tsuruoka - it was a 
fantastic opportunity to celebrate our 
heritage and demonstrate how we, 
as the UK arm of the business, have 
delivered 50 years of innovation from 
our home in Greater Manchester.”

This year the business has secured 
some of the country’s most 
prestigious industry awards, including 

UK dividends surging forward in 2018

Peel L&P reveals new £9m vision 
for MediacityUK’s ‘The Victoria’

Japanese Ambassador 
visits Tameside to celebrate 
50 years of Brother UK

L-R Brother UK MD  
Phil Jones MBE with  
Ambassador Koji Tsuruoka
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www.tonyhusband.co.uk

Award-winning cartoonist Tony Husband 
and his interesting friends are available 
for live presentations at your open days, 
training events, product launches, etc.

Tony can offer a totally unique and 
humorous touch to your marketing 
literature, calendars, reception art, 
portraits, and Christmas cards.

FIND OUT 
MORE...  
...about how you  
can commission 
Manchester’s very  
own cartooning megastar...

O7966 303571
      cartoons@
tonyhusband.co.uk

Businesses around the UK are being 
urged to make use of a £2,500 
voucher for gigabit broadband 
speeds before the scheme closes 
due to high demand.

The Government’s Gigabit 
Broadband Voucher Scheme has 
already helped more than 7,000 UK 
businesses and surrounding homes, 
who have used the vouchers to 
contribute to, and in many cases fully 
fund, the installation cost of a full 
fibre gigabit capable connection.

The £67 million scheme was initially 
expected to run until March 2021, 
but high demand for vouchers 
means that funds are now expected 
to be committed a year earlier, and 
perhaps even sooner if the current 
success of the scheme continues 

•  A third of employers (34%) say that 
staff with insufficient savings suffer 
from higher stress levels, and a 
quarter (25%) have seen an increase 
in employee health issues due to 
money worries

•  Less than one in five (17%) think that 
poor financial management by their 
staff has no impact on their business

•  However, nearly half of UK 
businesses (47%) neither offer 
financial education to staff nor plan 
to do so

A third of UK employers (34%) think 
that high employee stress levels are 

neighbouring businesses to ‘pool’ 
their vouchers. 

This will enable the scheme to reach 
more properties without the need 
for any additional funding. We 
expect more than 1,000 additional 
businesses and homes to benefit as 
a result of this change. 

DCMS will be carefully monitoring 
take-up following this change to the 
scheme rules to determine whether 
there are locations in which a higher 
voucher value would be justified.

The scheme is part of a series of 
Government initiatives to build a 
Britain with nationwide full fibre 
broadband coverage by 2033, 
making sure no communities are left 
behind. In addition to the voucher 
scheme, the Chancellor recently 

programmes are delivered via 
individual face-to-face meetings,  
with 37% choosing this method. 

35% include group face-to-face 
conferences and workshops, while 25% 
use web-based seminars. 

A further 26% include email education 
in their programme, and 23% use 
an online platform. More unusual 
methods include post (9%) and  
texts (4%).

Those who offer financial education do 
so for a variety of reasons. Employers 
see it as a valued employee benefit 
(40%), as well as a way to improve 

Businesses urged to claim £2,500 voucher for broadband boost

Employee health at risk from poor financial wellbeing

to grow. To date, demand for the 
scheme has been strongest in the 
South West, followed by the South 
East, Yorkshire and the North West. 

Digital Minister Margot James said: 
“Our modern Industrial Strategy 
is clear on the importance of 
connectivity, as we build a full fibre 
Britain that is fit for the future. 

“These vouchers provide practical 
and immediate help to firms 
struggling with slow broadband 
speeds. I encourage small 
businesses around the UK to  
apply now.”

To ensure as many businesses and 
homes benefit, the maximum value 
of the voucher will be reduced 
from the current £3,000 to £2,500 
in a move that will encourage 

a direct consequence of their staff 
not having enough savings, including 
pensions, according to the latest Close 
Brothers Business Barometer. 

A further 25% have seen employee 
health issues arise due to money 
worries, and 14% have seen higher 
absenteeism for the same reason. 
Only 17% of employers think that poor 
financial management by their staff has 
no impact on their business. 

Despite this, nearly half of UK 
businesses (47%) neither offer financial 
education to staff nor plan to do so. 

The most common financial education 

announced £200 million for an 
‘outside-in’ approach that will see 
full fibre broadband rolled out in 
the hardest to reach rural locations 
at the same pace as the rest of the 
country. The Borderlands, Cornwall, 
and Welsh valleys will be amongst 
the first areas to be targeted.

FSB National Chairman Mike Cherry:  
“Access to good broadband is 
vital for small businesses across the 
UK, and with the clock ticking on 
this scheme, it’s important small 
businesses don’t delay if they want 
to apply for funding.”

More information on the Gigabit 
Voucher Scheme, including details 
on how businesses can apply can be 
found at https://gigabitvoucher.
culture.gov.uk/

employees’ financial wellbeing (37%), 
and because it’s part of the businesses’ 
people strategy (33%).

Jeanette Makings, Head of Financial 
Education at Close Brothers, 
commented: “It’s clear that employees 
are not saving enough, nor are they 
saving in the most effective way. This 
is true for both short and longer term 
financial planning. 

“Having a comprehensive financial 
education strategy is a win-win for 
employers. It could even go some  
way towards solving the UK’s 
productivity puzzle.” 



The industrial agency team at property 
advisor JLL has let a new 95,980 sq 
ft distribution unit in Heywood on 
behalf of Aviva Investors, the global 
asset management business of 
Aviva plc. The unit was developed 
on a speculative basis in a joint 
venture between Aviva Investors and 
Graftongate, the industrial developer.

McCormick, the international herb 
and spice manufacturer listed on the 
NYSE, has taken a 10-year lease on 
the property called Link95. It plans to 
retain the 145,000 sq ft manufacturing 
unit it occupies in Littleborough, 
Rochdale, and use Link95 as additional 
distribution space in the region.

The September edition of The 
Parliamentary Review, a publication 
now in its fifth year of circulation, serves 
as a platform for educators, politicians 
and business leaders alike to share 
their knowledge and best practice. 
At this year’s Review, Steve Collings 
(Audit & Technical Director at Leavitt 
Walmsley Associates (LWA)), was 
invited to represent the accountancy 
profession and share his knowledge 
and experience to inform industry 
standards and outline best practice 
measures. 

With an esteemed readership, 
including pertinent figures from both 
Houses, The Review maintains a non-
partisan approach to sharing insight 
across a variety of policy sectors.

Leavitt Walmsley Associates Ltd is an 
award-winning firm of accountants 
and has been providing accountancy 
and business advisory services to 
clients across the North West and the 

 The unit is located on Hareshill 
Distribution Park in Heywood and 
is within two miles from the M66.  
Neighbouring occupiers include 
Yearsley Group and Martin Brower.

Richard Johnson, director at JLL in 
Manchester, said: “There is robust 
demand for units of Link95’s size 
and quality in prime locations, 
which continues to outstrip Grade 
A supply in the region. McCormick’s 
requirement was for high quality 
distribution space in North 
Manchester to store packaged 
sauces that are manufactured at their 
Littleborough facility and supplied  
to McDonald’s.”

UK for over 20 years. Steve Collings 
raised key points in The Review on the 
changing landscape of accountancy 
and the changes to tax in the UK: “It 
is now important that the accountancy 
profession has a period of stability as 
frequent changes to the rules are both 
unhelpful and costly to practitioners and 
businesses. The financial services sector 
has seen its fair share of uncertainty 
over the past couple of years, but it 
nonetheless remains stalwart and robust.
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ALL PART OF THE0333 344 3990
www.exclusec.co.uk

Event Security, Stewarding,  
Crowd Management

Manned Guarding and Site Security

Concierge, Reception and Front of House

Mobile Security Patrols • Key Holding

Vacant Property Security

Void and Vacant Property Alarms

Taxi Marshals • Security Dog Handlers

Lone Worker Protection

Security 

Cleaning

Portable Appliance  
(PAT) Testing

Pest Control

Post Room

Washroom

Security

First Aid

Retail/Alcohol Licensing

Health & Safety

Customer Service

Safeguarding

Conflict Management

Aviva Investors let large 
distribution unit in Heywood

Steve Collings shares best practice  
in The Parliamentary Review

Steve Collings, 
Audit & 
Technical Director, 
LWA
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TalkTalk has announced plans to 
relocate its headquarters from 
London to Salford to support its next 
phase of growth.

The move is the second major 
investment by the FTSE 250 telecoms 
company in the Northwest in recent 
years. The company opened a large 
office in Salford in 2017, which is 
home to the firm’s technology and 
business teams. The state-of-the-
art site replaced previous offices in 
Warrington and Irlam.

TalkTalk said the success of its 
Soapworks site in Salford had 
exceeded expectations, improving 
collaboration between teams, 
supporting a more flexible working 
environment and enabling the 
company to attract and retain the 
best talent. Since moving to Salford, 
the company was recognised as one 
of the UK’s best Large Workplaces by 
Great Place to Work.

TalkTalk now wants to build upon its 
success in the north west, transferring 
its HQ from London to Salford as 

Manchester based Giraffe Events 
Solutions has appointed a new 
Managing Director as part of an 
aggressive growth strategy.

Andrew Wright has taken the helm 
and wasted no time having already 
relocated the business to a newly 
refurbished 4,000 sq ft office and 
created two new positions within  
the team.

Giraffe Event Solutions was 
established in 2014 by Kat Farys 
following a successful career in event 
management at The Principal and at 
other event agencies.

businesses outside London and 
the city is working hard to grow the 
digital skills and talent for the future. 
TalkTalk relocating their headquarters 
and executive team here and creating 
hundreds of new, high quality, 
technical, digital jobs speaks volumes 
for the success of our investment in a 
digital future.

“TalkTalk has a long-standing and 
very warm relationship with the 
city and local communities so I’m 
delighted to hear of this further 
investment. It is an exciting new 
chapter in Salford’s success story 
as the fastest growing economy in 
Greater Manchester.”

TalkTalk relocates HQ from London to Salford New Giraffe  
on the blockpart of its strategy to simplify its 

operations. The company will relocate 
several hundred existing roles 
from London in 2019, supporting 
employees with their relocation plans. 
TalkTalk will also create new posts, in 
part through the continued expansion 
of its graduate and apprenticeship 
programmes.

Tristia Harrison, Chief Executive 
said: “We’re excited to be moving 
our headquarters to Salford. We’ve 
always had a base in the Northwest, 
but we want to build on that heritage 
and create a world-class campus for 
the whole business.

“As with any change, we are 
committed to supporting all of our 
colleagues during this transition 
period. Bringing all of our teams 
together will make us a simpler 
business, where it’s easier for teams  
to work together and deliver the  
very best service for customers.”

Salford City Mayor Paul Dennett 
said: “Salford is already home to 
the second largest cluster of digital 

Don’t miss the

Gin-gle Bell Christmas Party!

BUSINESS NETWORKING at the ATLAS BAR
Thursday 13 December  6.30pm - 9.30pm

The next innov8 Live event will be our Christmas Bash hosted by the Atlas Bar Manchester. 

The event will include Festive food and one of Atlas Bar’s famous Gin Drinks for all attendees. This event is for businesses only offering  
fantastic opportunities for networking. Places are going to be limited so make sure you register fast and don’t miss out!

Tickets £20+VAT   innov8-conferences.co.uk/event/innov8-live-gingle-bell-party/

Atlas Bar, 376 Deansgate, Manchester  M3 4LX

Andrew Wright



Barclays’ Flagship Manchester Eagle Lab open for business
Barclays’ flagship Manchester Eagle 
Lab, located at Bruntwood’s Union 
building on Albert Square, has 
officially opened for business.

The 8,000 square foot Lab, laid 
out over two floors, incorporates 
a brand-new café, an 80-seat 
auditorium, co-working and 
breakout space at street level and 
a combination of private offices, 
meeting rooms and breakout spaces 
on the first floor.

Created as a space for businesses 
and ambitious entrepreneurs to 
scale and grow their ventures, and to 
innovate by adopting cutting edge 
technologies, the Manchester Eagle 
Lab is the seventeenth launched 
by Barclays, following successful 
sites in locations including London, 
Liverpool, Cambridge and Cardiff.

Barclays and Bruntwood are now 
inviting entrepreneurs, businesses 
and members of the public to 
experience what the flagship 
incubator space has to offer and 

is managed by the award-winning 
team behind Manchester’s Teacup 
Kitchen, Cafe at the Museum and 
Cafe at the Cathedral.

The Lab has launched a packed 
programme, offering more than 
30 events. These include early 
bird breakfast meetings, designed 
to help start-ups, scale-ups and 
SMEs to meet other entrepreneurs 
and professionals in friendly and 
sociable environment, and pizza 
and beer networking sessions, 

to benefit from its state-of-the-art 
facilities.

These include the Lab’s Breakfast 
Bar café, located on the ground 
floor of Union, which is providing a 
new food and beverage amenity in 
the heart of Manchester’s financial 
district.

Open to the public, the café, which 
offers locally baked artisan bread 
products along with breakfast 
pots, soups and a selection of 
ciabatta and focaccia sandwiches 

events which are open to the local 
business community.

All businesses based at the 
Manchester Barclays Eagle Lab 
benefit from the support of a 
dedicated Eco-System Manager and 
on-site Barclays Business Managers 
who provide help and advice to  
local companies and entrepreneurs 
from across the city. The Eagle  
Lab also acts as the Manchester 
base for Barclays’ Digital Eagles 
community activity.

Andrew Butterworth, Commercial 
Director, Bruntwood said: “The 
Eagle Lab opening represents 
a significant milestone, both for 
our landmark Union building and 
Bruntwood’s ongoing mission 
to support innovation and 
entrepreneurship in the region. The 
fantastic workspace and facilities 
that Union and the Eagle Lab offer 
is already proving a successful draw 
for ambitious businesses in the city 
and we look forward to many more 
joining this like-minded community.”

Imperial War Museum North, 
8 February 2019

The shortlist has now been announced (see p30)
Tickets are now available

greatermanchesterawards.co.uk

GREATER MANCHESTER

AWARDS 2019
BUSINESS

Be part of Greater Manchester’s 
premier business awards

Sponsorship packages
still available

Please contact James Caldwell on 0161 300 6396 or email 
james@innov8-conferences.co.uk for further information.
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Businesses across Greater 
Manchester came together in 
October to attend Royal Manchester 
Children’s Hospital Charity’s Many 
Hands Campaign finale which took 
place at the UK Fast Campus in 
Manchester.

Launched in April, the campaign 
encouraged Northwest businesses to 
support their local children’s hospital 
by raising £1,000 through a unique 
and innovative fundraising initiative, 
with the aim to collectively raise 
over £50,000 towards the hospital’s 
Child and Adolescent Mental Health 
Service Unit.

Hosted by former MEN editor Paul 
Horrocks and spearheaded for the 
sixth time by renowned businessman 
Theo Paphitis, the campaign saw four 
shortlisted companies; Shoot the 
Moon, The Small Business Emporium, 
Jones & Co and We Are Gntlmen 
pitching brilliant fundraising initiatives 
ranging from charity cookbooks to 
bespoke branded shirts to a panel  
of judges.

Joining Theo on the judging panel 
were Maurice Watkins CBE, Chairman 
of the Charity’s Fundraising Board, 
Shelina Begum, Business Editor at 
Manchester Evening News and CEO 
of event sponsors Seneca Partners, 
Richard Manley. 

Following an impressive pitch to the 
judges, Theo announced Matt Bird, 
Founder of menswear retailer We 
Are Gntlmen as the winner of Many 
Hands 2018. 

For the campaign We Are Gntlmen 
designed and manufactured a new 
shirt exclusively for Royal Manchester 
Children’s Hospital Charity, donating 
100% of the proceeds. Named after 
the charity’s mascot, ‘Humphrey’ 

Commenting on their win Matt 
Bird said: “We are absolutely 
thrilled to have won the Many 
Hands Campaign, it really was a 
great evening with some tough 
competition. 

“I’m extremely grateful for the 
ongoing support from our customers, 
network and connections that helped 
get our ‘Humphrey’ shirt campaign 
off the ground. 

“It’s been a really fulfilling project to 

Theo Paphitis crowns Many Hands Winner

is the latest addition to We Are 
Gntlmen’s premium shirt collection 
and has so far generated £1,960 
for the charity from sales. Once all 
current stock of the shirts are sold, 
the company aims to raise £4,000 in 
total for Royal Manchester Children’s  
Hospital Charity.

Commenting on the Campaign,  
long-term supporter of the Charity, 
Theo Paphitis, said:

“It’s been an honour to have 
spearheaded this brilliant fundraising 
campaign over the past six years, 
giving me the opportunity to see 
so many charitable businesses use 
their ingenuity to make a genuine 
difference to such a worthwhile 
cause. 

“The judging this year was 
particularly difficult with each finalist 
displaying qualities which made them 
all worthy winners, demonstrating  
that no matter the size of a business,  
a highly-commendable contribution 
can be made. 

“I would like to congratulate Matt on 
his brilliant fundraising efforts,  
he should be extremely proud of  
his achievement!”

Simply use voucher code 
GMBC15 on our website

15% OFF 
YOUR FIRST ORDER

Leaflets & Flyers   I   Folded Leaflets   I   Stapled Booklets   I   Business Cards Order online now...
hello@everprint.co.uk

0330 221 0603

•  Based in Manchester

•  High Quality Print

•  Quick Delivery

•  Digital Print Specialist

•  Superb Range of Paper

•  Competitive Pricing

work on and I’m super proud to have 
been crowned this year’s winner and 
now be able to say Theo Paphitis is 
one of our customers!”

All funds raised by this year’s 
campaign will be used to complete 
the refurbishment of the Winnicott 
Centre. The Centre treats children 
and young people aged between 
three and 18, with conditions 
including depression, eating 
disorders, OCD and self-harm.

PAUL HUSBAND COMMERCIAL PHOTOGRAPHY
Websites - Corporate Events - Social Media Portraits - Product Launches - Press Releases

07921 239 147/ 0161 366 9488
paul@paulhusbandphotography.com   www.paulhusbandphotography.com

The Judging Panel
L-R Shelina Begum - Business Editor at MEN, 
Richard Manley - CEO Seneca Partners, 
Maurice Watkins CBE - Chairman of the Charity’s Fundraising Board, 
Theo PaphitisTheo Paphitis with 

winner Matt Bird, 
We Are Gntlmen
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Hannah said: “I am hugely excited 
about joining the team at Myerson. 
The firm’s credentials and employee 
values are exceptional, as well as this 
year winning Medium Law Firm of the 
Year, I am thrilled to be joining the 
rapidly expanding team at Myerson.”

Hannah specialises in non-contentious 
construction matters and advises 
on large-scale developments, 
predominately acting for developers.

Altrincham-based Myerson Solicitors 
LLP has announced the arrival 
of construction solicitor, Hannah 
Oakley who joins their property and 
construction team. 

Myerson have recently appointed 
construction law expert, Neil 
Armstrong as a partner, to head up 
their construction sector. Neil said: 
“Welcoming Hannah into our 
property and construction team has 
already benefitted and strengthened 
our construction offering. As a 
specialist within this area her 
experience and expertise will be 
invaluable.”  

Previously an Associate at law firm 
Addleshaw Goddard, Hannah joins 
the Myerson group during an exciting 
time of growth and development. 

As a property and construction group 
of over 30, including 6 partners, 
the department are expanding and 
growing from strength to strength. 

Myerson Construction set to 
grow with new appointment
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its screen network by purchasing 
and deploying its own screens in 
shopping malls and other high 
footfall locations. 

However, in order to rapidly extend 
the reach of its platform, it is also 
entering into licence agreements 
with regional partner operators 
around the world.

In support of the new technology 
Bidooh have launched an ICO 
through OKEx - one world’s largest 
digital asset exchanges - for their 
new cryptocurrency - the DOOH 
Token.

Bidooh is the world’s first facial 
analysis, digital billboard software 
platform on the blockchain, 
promising to revolutionise the 
$34.8bn Out-of-Home (“OOH”) 
advertising industry.

Manchester-based tech company 
Bidooh’s decentralised digital 
billboard network is live in Bosnia 
and Herzegovina and will be 
extended across the Czech Republic, 
Croatia, Slovakia and Romania 

As a real-time, real-audience, digital 
billboard advertising platform, the 
business has announced that it has 
secured contracts from two partners 
based in the Czech Republic and 
Romania to operate its blockchain-
based facial analysis billboard 
platform on live advertising screens 
across Eastern Europe. 

The two contracts combined cover 
an initial allocation of approximately 
300 screens and target a roll-out 
of 3,000 screens over a three-year 
period. 27 screens are currently live 
in Bosnia and Herzegovina under the 
Balkans contract, generating over 
one million direct interactions in an 
average month.

The contracts have been awarded 
following the success of the UK 
Test Network, currently operating 
on 16 screens across four different 
locations in the UK: Manchester 
Deansgate, Oldham, Rochdale and 
Nottingham. 

To date, over 500 advertisers have 
signed up and used the platform 
since the first site went live in 
November 2017.

Bidooh is forming a decentralised 
digital billboard network which offers 
publishers immediate access to the 
Group’s global selection of screens. 
Bidooh intends to primarily grow 

New appointment for 
LateRooms.com Business

Manchester based Bidooh 
win contracts to roll out 3,000 
screens across Eastern Europe
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Manchester-based LateRooms.
com Business has announced the 
appointment of Damian Farrell  
as its new Senior Corporate  
Account Manager.

Damian joins LateRooms.com 
Business in a newly created role to 
lead the account management team 
and will work on expanding the 
brand’s presence as a key player in 
corporate travel.  

Previously, Damian worked at Capita 
Travel and Events for eight years and 
more recently, in senior roles at ABC 
Connection, Kew Green Hotels  
and Conferma.

Damian said: “This is a very exciting 
time to join LateRooms.com 
Business. The brand is growing at 
an enviable rate. I very much look 
forward to developing their customer 
base and working with one of the 
best corporate travel teams in  
the industry.”

Graeme Descoteaux, Head of 
Corporate, added: “Damian’s 
appointment is a reflection of our 
commitment to employing the best 
talent in account management. 

“With over 20 years’ travel industry 
experience, Damian has a solid record 
in bringing new clients, customer 
retention and delivering profit  
through strategic engagement  
with customers.”

Damian Farrell, 
Senior Corporate 
Account Manager, 
LateRooms.com
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GM Business Connect were recently 
invited to Hotel Football to chat 
with Gary Neville and Professor 
Craig Gaskell - Principal and CEO of 
Trafford’s brand new University - UA92.

Gary - what attracted you to the 
UA92 project initially?

“Initially, our involvement was 
more around the conversation of 
the challenges of modernising an 
academic space - I was thinking 
about football coaching and how it 

is changing and modernising. I was 
also thinking about the pathway the 
Class of ‘92 took - finishing football at 
35/36 years of age with a belief that 
we wanted to create businesses and 
opportunities for young people, which 
upheld our values and principles.   

“Initially the view was to have a 
football academy for young players to 
go in to. The concept of a University 
came through extended talks with 
academics. We asked ‘Could we do 

something new and exciting and 
fresh?’, so we funded a feasibility 
study to look at where this could lead 
to - and we ended up with UA92.”

How did your sporting career 
influence your approach to the 
concept of a University?

“As the class of ‘92 we finished 
playing football as possibly the most 
famous group of young players in the 
past 50 years since the Busby Babes. 
We felt that the same ethics of the 
youth system and already established 
pathways to playing for Manchester 
United would be flowing through us, 
post-career. 

“We strongly believe in pathways 
and opportunities for young people. 
In thinking about how teaching and 
coaching approaches and values 
are changing, we are intending to 
help other young people at the start 
of their path be ready and more 
prepared for the reality coming by 
embracing those approaches and 
values.” 

Same question to you Craig - what 
appealed to you about UA92?

“What attracted me to the concept 
of UA92 was really the fundamental 
principle of ‘changing lives’. 

“Front and centre was that a social 
mobility ethos came out; making 
a new university. The fundamental 
principles on which it is built are 
phenomenal. The chance to innovate 
and do this public-private partnership 
as a new model is genuinely unique. 
It is not just making a University, 
it is creating a new academic 
model. I think it is going to be 
transformational for individual lives 
but it will also play a key leadership 
role in transforming the higher 
education sector.

“To be part of such an amazing 
partnership is absolutely what 
attracted me.”

What sort of business engagement 
are you looking for from the Greater 
Manchester business community?

Gary: “Bespoke partnerships. We have 
some already and are talking to others. 
No two partnerships are the same. 
None are off the shelf. We look at the 
individual business needs and they look 
at us - and we strike a deal (if and where 
our values align). Is it a skill shortage? Is 
it mentoring? Why do they want to be 
aligned to a university? 

“The partnerships are exciting because 
they want to be true partners and invest. 
They are embedded in the project. 

“Lancaster University came on board, 
then Microsoft, KPMG and numerous 
others including Bruntwood, Trafford 
College and the LCCC. They are all 
buying in to the ethos and values. What 
we all want to know is ‘can we get our 
people good jobs at the end of it?’ 
Simple as that.

“We can ‘oven-bake’, prepare the right 
individuals with the right skills for our 
business partners who come in, and this 
is a prime driver for engagement. We are 
an academic institution that is industry 
facing. We co-design curriculums with 
industry, making them different, with 
different modules and timetables. The 
whole premise behind the concept is to 
be industry and value aligned.”

Is there scope for small business to be 
involved?

Gary: “Absolutely there is. The idea that a 
small business came along and would like 
to do, say, five degree-apprenticeships, 
is fantastic. If a business comes to us with 
such a requirement and we aren’t flexible 
enough to provide, then we have failed. 

“As long as our values and principles are 
aligned and the request fits within the 
curriculum parameters of what we do, 
then we should be agile enough able to 
make it happen. Our three top areas are 
business, media and sport - which covers 
a great deal.”

Gary Neville

Professor 
Craig Gaskell, 
Principal and CEO  
of UA92
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Craig: “We are also talking with a new 
partner about developing a whole new 
curriculum area. 

“It’s an ongoing process where 
development and needs will change and 
grow over time with many cutting edge 
thinkers and innovative charities coming on 
board and contributing in various ways. 

“We are always honest about what we can 
do - it’s about being authentic - and so our 
partnerships are all value and culturally 
aligned.”

Gary: “Every agreement we have on the 
table or signed, is completely different. For 
example, the new curriculum that Craig 
has just mentioned would have to run the 
life cycle of a student signed up for it – 
typically a 3 year period. We are looking 
at different lengths of contracts too with 
renewals according to what is needed  
- just like with football players.”

Craig: “A partnership is where you  
each have something at stake.  
We are reliant on our partners to  
provide and so there has to be  
longevity. Again our partnerships  
must be culturally aligned as it’s  
about becoming part of a team.”

Craig - what lessons have you  
learned from your tenure at  
CU Scarborough that you  
can bring to UA92?

“That was effectively  
a micro-institution  
start-up project,  
but in a different  
context. The  
lessons I learned  
at Coventry were  
great - they are  
‘disruptive’ and  
do things in a  
different way. 

“I learned that  
you don’t have  
to follow the pack  
and if you see a  
good reason to  

the door’, but we still need to have the 
substance behind it. For nearly all of 
the projects we do we have thought of 
the idea, created the concept, worked 
on the feasibility directly - invested our 
time and money. 

“This gives us a level of credibility.  
We embed ourselves in the projects. 
We know every aspect of what is 
involved and what is happening  
- it is not like a tabloid headline of 
‘footballer opens pub’. 

“How many people can say they  
have opened a university?  
If this University works, it will be  
our greatest achievement.”

‘If it works?’ It will work, surely?

“If you are to ask me ‘Will Salford win 
on Saturday?’, I’ll simply say ‘yes’, but 
if you were to ask me whether or not 
Hotel Football will be here in 20 years 
time, I’d say ‘I don’t know - a lot of work 
needs to be done and done right’. 

“For the University to be here in 20 
years means that Lancaster University, 
the Class of ‘92, and all our partners 
need to be committed to the hard 
work. We haven’t gone in to this 
thinking it’s going to fail, but we need 
to be prepared for the hard work and 
be ready to do our best. 

“I won many titles under the greatest 
manager of all time and I never once 
heard him say ‘We are going to win this 
weekend’ in a press conference. 

“Instead I heard him say ‘We are ready, 
we’ll give it our best and fight to the 
end, the players are in good shape - 
and now we need to go and perform’. 
In respect of the university, we are  
ready too, and need to go and 
perform. 

“When that first student walks  
through the door in September  
2019, it becomes real. I’ve been 
through that in football matches  
and here in this project  
(Hotel Football). 

do something a different way, then you 
do it. I think that where systems and 
processes stop you doing things, it is 
the systems and processes that need 
to change. We need to be ready to 
challenge.

“Also, that particular project wouldn’t 
have got off the ground without really 
strong partnerships around it. In many 
ways the partners completely owned 
that project - the partners were the 
driving force for social mobility and 
economic change. Coventry as a 
group learned so much about how 
to do partnerships all over the world, 
learning from a wider audience. It 
became a flagship project.”

Gary - how much support do  
you enjoy from the Class of ’92  
– and does the fact that you  
were all teammates help in  
the corporate world?

“Being part of the Class of ‘92 can 
open doors through a level of interest 
and intrigue. In the real estate and 
hospitality side of things, we end up 
talking a lot about football - people 
care a lot about their teams and latest 
scores. It’s easy to break the ice and 
easy to relate in such introductions. 
But there has to be substance beyond 
football and social talk. 

“The reality is that before we sit down 
with people we work on a feasibility 
study. For this project we worked on  
a 6 month feasibility project before  
                    we started to talk about  
                        partners. We didn’t  
                            announce we were  
                             going to do a  
                              University for  
                             18 months.

                            “I ask myself:  
                           Do I believe in it?’   
                          ‘Would I invest in it?’  
                          and if the answer is ‘yes’                
                         then I know we are ready        
                        to go talk to a partner.

                                  “So it helps in           
                                      ‘getting through    

“When that first customer came  
through that door for a room they 
have paid for, it was then ‘game on’. 
We are live. When you are live you can 
have a good pass, a bad pass, you 
can score a goal...or you could crash 
and burn. All the things that could go 
wrong have to be considered and you 
have to make sure that everything is 
spot on every time.”

“We are greatly appreciated by our 
customers with great reviews on 
TripAdvisor - we are a 4.5 with 1,500 
comments, but if we don’t keep up  
the work, in a years’ time those  
reviews will be gone. 

“With Universities there is choice  
- so much choice. We need to win 
people’s hearts and minds. There is  
a lot of work to do.”

How do you keep focused?

“I’m not an academic, but what I can 
do is ensure that values and principles 
are retained. Lancaster University  
have bene absolutely wonderful from 
day one. To get them to take a  
chance, to invest when they don’t 
need to take any risks (they are 
already ranked near the top of the 
leader tables), is immense. I feel a 
responsibility to them. 

“What has excited me most in the past 
few weeks is having Craig come on 
board. When I look at the curriculum, 
timetable and modules - I know that 
this is our strongest point. 

“That curriculum alone makes me 
more confident than ever that we  
have our values in alignment and  
we are ready to go up on open-day 
                         stages and meet  
                            students and say  
                              ‘I believe this  
                                   is right’.”
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Brexit - what happens next?

?

“And it takes a while for business  
to adjust: not many of you, I’ll 
bet, can post overnight changes 
in prices reflecting currency or 
commodity price changes, and you 
will always find inertia fighting you 
when it comes to new customers  
or suppliers. Persistence, however,  
pays off. 

“So my prediction is that, even if 
we are a bit more nimble this time 
round, I suggest it’ll be at least ten 
years before we can really claim  
to know. 

“I was a Remain campaigner, but 
like millions of others I accept the 
result of the June 2016 referendum. 
Those who now demand a ‘People’s 
Vote’ conveniently forget that we 
had exactly that, with 33 million 
people voting and both sides 
pledged to accept the result. 

“We don’t rerun referendums if 
someone doesn’t like the outcome; 
Ireland, France, Denmark have done 
so, but it’s not the UK way. So now 
we should turn our minds to how to 
make the best of the considerable 
change which faces us. 

“Dr Ashcroft made interesting 
points in his article on Brexit, but 
I believe he was unnecessarily 
pessimistic. 

“I would suggest that economies 
tend to be self-righting. When one 
index rises or falls, that creates 
problems for those wedded to 
the status quo (let’s count a few 
academics and politicians here), 
but it also creates opportunities 
for those smart enough to seize 
them (which should include every 
business person smart enough to 
read this magazine). Let me give you 
a few examples. 

“There is the concern about a fall in 
the currency, but there’s a good side 
to this, as to most other economic 
shifts. As sterling has fallen, so 
exports are boosted. 

“The UK export sector boomed 
in 2018; as I write, the most recent 
data from the Office for National 
Statistics is for the quarter in 
September which shows that:

•  The total trade deficit (goods and 
services) narrowed from £3.2 billion 
to £2.9 billion in the three months to 
September 2018, due mainly to an 
improving goods balance.

•  Goods exports increased by £5 billion 
compared with a £2.1 billion rise in 
goods imports, resulting in the goods 
deficit narrowing £2.9 billion to £31.9 
billion in the three months to September 
2018. So exports grew by twice the 
amount imports did.

•  Rising exports resulted in the goods 
deficit narrowing with both EU and non-
EU countries.

•  Meanwhile, the UK’s trade in services 
surplus scored its fifth consecutive 
increase when it rose to £9.86 billion.

•  In the 12 months to September 2018, 
the total trade deficit narrowed to £7.6 
billion, due mainly to a widening of the 
trade in services surplus. 

“Similarly, the fall in sterling boosts 
earnings from overseas equities. As an 
example the Wellcome Trust, expertly 
run, cannily bet against the pound in June 
2016; the instant drop in sterling to 31 year 
lows boosted their funds by over £5 billion 
to £21 billion. Not bad. I had personally 
invested in international funds at the time 
and I also enjoyed a windfall. The message 
here is not to be too sentimental, but to 
assess the markets objectively.

“There is also the rise in inward tourism, 
and that Brits won’t go abroad as much, 
but that double boost to the hospitality 
industry is enormous. And welcome, as 
that’s entry level employment. We get 40 
million visits  a year and they spend £24 
billion (2017/18). 

“Chatsworth welcomes over 600,000 
visitors each year with 10% coming from 
China alone; if it’s the Year of the Sheep, 
they’ll buy every sheep toy and ornament 
from the Gift Shop they can lay their  
hands on. 

“Tourism figures can be very sensitive to 
exchange rates - we saw a substantial jump 
in inward tourism in 2017, then in 2018 the 
number of visitors cooled off as sterling 
strengthened somewhat. The same applies 
to us going abroad - when sterling rises 
again, we’re off.

“During the April - June 2018 quarter, 

officially leave the European Union. 
At least, we all hope so. 

“I nearly wrote, ‘By the time you 
read this, we will know...’ but that’s 
unlikely to be true. Not least 
because in my experience it takes 
ages to bed in any changes which 
have been agreed, and it takes even 
more time for most businesses to 
adjust to those changes. 

“When the UK voted in a previous 
referendum, in 1975, we were 
already officially members of the 
European Economic Community 
- we joined on 1 January 1973 - 
but it wasn’t until after I entered 
Parliament in the mid-1980s that 
Margaret Thatcher obtained 
her rebate from the Common 
Agricultural Policy, and it wasn’t until 
1986 that she pushed through the 
Single Market Act which  
helped bring free trade to all the 
member states. 

“After that we had years of staying 
up late in the Commons voting 
through changes to UK standards 
from over 200 Directives which 
resulted from that important law. 

The Brexit story is certainly 
picking up momentum. 

In our last edition we featured 
comments and views from 
Greater Manchester-based 
Economist Dr John Ashcroft. 
In this edition we follow John’s 
insights with Edwina Currie’s 
observations on the subject. 

Edwina is a graduate of 
Oxford and the LSE and taught 
economics, economic history and 
business studies before serving 
as MP for South Derbyshire for  
14 years. 

From there she went to the top  
of the political tree holding a 
high profile position in Margaret 
Thatcher’s government. 

In a career spent mostly in 
the public spotlight, and as an 
author and broadcaster, Edwina 
has always had a passion for 
Economics, and she is always 
happy to share her insights. 

She currently runs the High Peak 
Business Club and Share Club. 

“By the time you read this, we will 
have a better idea of what lies 
beyond 29 March 2019, when we 
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Edwina Currie hosts the monthly breakfast High Peak Business Club at Chapel-en-le-Frith  
Golf Club. For more information or to attend visit www.highpeakbusinessclub.co.uk  
or contact Edwina directly on edwinacurrie@sky.com

there were 19.9 million visits abroad 
by UK residents, the same number as 
in the same months a year earlier, but 
they spent 1% more on those trips; 
that included 1.1 million visits to North 
America, an increase of 12%. That 
means people like me and you jumped 
on a plane to New York, which was 
suddenly a bit less expensive.  

“We need to think about Brexit’s impact 
on immigration, and here I have an 
emotional reaction: my grandfather 
came from Poland to the UK aged 16 in 
1897, arrived in to Liverpool and couldn’t 
afford to go further. I know how valuable 
immigrants are to the economy. 

“An end to easy migration, however 
welcomed by those competing in 
the same wage pool, will cause some 
employers a great deal of grief, 
especially at a time of full employment 
and an inadequate skills base. 

“Strangely enough, we are currently 
seeing the highest immigration figures 
since 2011, with a sharp increase  
from outside the EU, so if you need 
people, they’re coming (perhaps  
getting ahead of possible changes  
to immigration law). 

“The ONS puts it like this: ‘Our best 
assessment is that around 270,000 more 
people came to the UK than left in the 
year ending March 2018, so long-term 
net migration has continued to add to 
the UK population.’  

“Net entry from the EU is still high 
but has fallen since the vote. ‘EU net 
migration was at its lowest level since 
2012 but continues to add to the  
UK population, with around 90,000  
more EU citizens coming to the UK  
than leaving in the year ending March 
2018,’ says ONS. 

“The decline is not just because 
Europeans don’t feel welcome, as 
Remain campaigners are quick to claim. 
UK earnings are no longer so attractive 
in other currencies as 10 years ago, 
while some of the poorer countries have 
seen their economies and job prospects 
improve too. 

“But again, being objective, these 
immigration shifts whether driven by 
currencies or cultural attitudes, could 
prove to be beneficial in the longer run.

If there are fewer low-wage  
arrivals, employers in the UK 
will be obliged to train and look 
after their workforces better. 

“They’ll have no choice but  
to invest in automation  
and IT. This will take time  
and money, so their  
reluctance is understandable,  
but the result can only  
be a rise in productivity  
and real wages. 

“I reckon that’s already 
happening (too slowly) as 
we have full employment   
and the lowest unemployment  
rate since 1975. That can’t  
be bad. 

“These aren’t paradoxes.   
An economic shock is often 
beneficial, as it disrupts  
complacency and groupthink,  
and presents opportunities to   
new forms of commerce. 

“Such shocks usually happen   
after great crises like war or   
a stock market bubble collapse. 
It was no accident that Japan 
overtook us in shipping in   
1954 less than a decade after   
being defeated and occupied   
by the Americans, or that by   
1955 we were talking about   
a German economic miracle. 

“When business people focus   
on the future and invest their  
time and energy in it, they can 
indeed work miracles. This time, 
however, we do understand  
what’s happening, and to some 
extent we can prepare for it. 

“The UK economy is remarkably 
resilient, and that’s not an 
accident. Five, ten years from 
now, we will look back at these  
trying times, and wonder why 
we were so anxious.

“That’s my prediction, 
and you can bet on it!”
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exporting, as well as increasing the 
potential of existing exporters.

“We welcomed the Government’s 
Export Strategy, which commits to 
increase exports as a proportion of 
GDP from 30% to 35%, as long as 
smaller businesses are front and centre 
of concrete new interventions that 
recognise the link between exporting, 
innovation and enhanced productivity.

“Incentives like export vouchers and 
grants should now be made available 
to small businesses to help them with 
upfront investment costs, for things 
like translation services or additional 
market research. An assessment 
of financial incentives, including 
export vouchers, as mentioned in the 
strategy, is a step in the right direction, 
but we are fast running out of time.

“If the Government doesn’t act quickly 
and introduce financial incentives, 
there is a risk the current uncertainty 
will have a serious and detrimental 

impact on the growth of small 
businesses.”

After the roundtable concluded, Mike 
said: “It was great to get to Manchester 
and meet members from across the 
North West. What was clear from our 
discussions is that so many businesses 
are all facing the same issues and 
problems, whatever their size or sector. 
That’s why FSB exists, we’ll make sure 
that we communicate those issues to 
the very heart of Government.”

Roundtable attendee, FSB member 
Mark Blackhurst, who runs Sharp  
Project based Digital Next, said:  
“It was a fascinating event, and really 
useful to get the viewpoint of someone 
like Mike Cherry who is clearly engaged 
with government at a very senior level. 
As a business owner it was particularly 
interesting to hear his thoughts on 
where Brexit was heading, especially 
with what’s happened since.”

came to be - and a brief rundown on 
the brewing process.

With the roundtable then underway, 
the first subject up for discussion - 
perhaps unsurprisingly - was Brexit. 

Mike said: “We’ve always argued 
small businesses need the security 
of a transition period, allowing them 
to carry on operating as they do now 
from the 29 March 2019 until at least 
the end of 2020.

“This would bring with it at least 
some certainty for small businesses 
and will hopefully lead to some 
firms pushing the go button on 
investment decisions that have been 
on pause as they waited for a better 
understanding of the medium term 
trading landscape post-Brexit day.”

Also discussed was exporting 
- this too, however, touched on 
Brexit. Said Mike: “The success of 
the UK economy rests on helping 
more small firms to translate their 
ambitions into reality and start 

Salford’s Seven Bro7hers’ Brewery 
was the unlikely, if not fascinating 
venue for an FSB roundtable 
event in November, which saw the 
organisation’s National Chair, Mike 
Cherry, offer his insight on the UK 
business scene.

FSB members from across the North 
West attended the November 13 
event to pick Mike’s brains on all 
subjects business related. His stop 
in Greater Manchester was part of 
a tour of the UK regions to engage 
with members and hear the views 
of business relating to the recent 
autumn Budget, concerns around 
the impending Brexit in March, and 
various other issues affecting SMEs, 
from education and skills to digital 
infrastructure.

The Seven Bro7hers’ event kicked off 
with a mini-tour of the Salford based 
micro-brewery premises on Daniel 
Adamson Road, with founder, Keith 
McAvoy on hand to give a potted 
history of the company and how it 

A well organised round table 
    in a brewery!

Are you a member yet? From only £172.50 per year. 
Benefits include:

• 24/7 legal advice
• Full tax protection
• FSB Care
• Regular networking locally and nationally
• Cost savings on business expenses such as free banking
• Plus much more

Contact Simon Edmondson 07766 493 428     simon.edmondson@fsb.org.uk     www.fsb.org.uk

We think Small 
Business is Great

FSB National Chair  
Mike Cherry

L-R Gary McDonnell (Empty Plates), Ciaran Reardon (Embrace Marketing), Simon Edmondson (FSB Region Chair),  
Tony Goodman (Forest & Co), Anne Lambelin (Empty Plates), Holly Bonfield (Manchester Mediation Network),  
Phil Thompson (Key Control Services), Mike Cherry (FSB National Chairman), Chris Manka (CM Consultancy),  
Samantha Bridger (Bridger Consultancy), Mark Blackhurst (Digital Next), Sean Morton (Prism).



Moving freight to the Continent
GM Business Connect caught up with 
Marie Boyer, the owner and MD of 
France Line International Transport 
Ltd, the specialist for cross channel 
freight between the UK and France 
with growing European-wide services, 
voted ‘Best Road Freight Company 
- Western Europe’ at the SME News 
2018 North-West Enterprise Awards.

After your move to a bigger  
office in Trafford Park in October 
last year, how has business  
been for you? 

“Business has been good, with 
ongoing turnover, profits and services 
growing. Our financial year ending at 
30 April 2018 was extremely positive; 
our turnover increased by 20% to just 
under £2.7 million whilst the volume 
of freight we handled rose by 7%. 

“For the first 6 months of our current 
financial year, we have continued to 
show growth and performed well.

“We’re pleased with our figures as 
the activity in our industry has been 
more challenging; there has been 
a slowdown in trading between the 
UK and continental Europe due to 
the continued uncertainty over the 
outcome of the Brexit negotiations. 

“We have also been affected by 
the volatility of the exchange rate 
between sterling and the euro linked 
to Brexit, as well as consistently rising 
fuel prices over the past few months. 

“However, we remain positive and 
upbeat for the future. We’re in 
challenging times, with threats from 
different quarters, but we will make 
whatever changes are needed to 
adapt and carry on being successful.”

To what do you attribute your 
ongoing growth? 

“The growth is due in part to new 
accounts, manufacturers from 
different sectors of industry as well 
as other freight forwarders who 
subcontract their French work to 
us. Many of these new customers 
approached us, they heard of France 
Line via word of mouth. 

“We’ve got a good reputation in 
the industry, due to our consistent 
record of 98.5% of deliveries on time, 
but also due to our strong values 
on customer service, honesty and 
relationship building. We have got 
a fantastic, dedicated multi-lingual 
team who really go the extra mile for 
France Line’s customers.

“The growth is also due to France 
Line now providing abnormal and 
out of gauge services between the 
UK and France alongside our long 
established services for standard 
commercial and industrial cargo.

“We are also carrying more and more 
standard freight into Europe to other 
destinations than France, and we 
keep expanding our geographical 
reach.” 

What destinations do you  
now cover? 

“For almost 40 years now, France  
Line has specialised in France, and 
we will always do so, due to our  
in-depth knowledge of the political 
and economic climate in France. 

“But we are moving an increasing 
amount of standard freight to  
and from Belgium and the 
Netherlands, Poland, and  
the main other Western  

and Eastern European countries. 

“Due to the effectiveness and 
reliability of our European services 
and our strong customer service, we 
our increasingly been called upon 
by our customers to help them with 
shipments to all kinds of destinations.

“We are of course more than happy 
to help, and we recently did a load to 
Finland and one from Norway.”

If a business was thinking of 
exporting to the Continent, what 
sort of advice would you offer? 

“We would suggest that they work 
with freight agents who specialise in 
the destination markets they want 
to ship to; their contacts, experience 
and expertise will help them mitigate 
any challenges and they will  
give them relevant  
advice on how  
to minimise  
any possible  
disruptions.”

You were recently voted ‘Best 
Road Freight Company - Western 
Europe’ at the SME News 2018 
North-West Enterprise Awards. 
Well done. How do you feel about 
this latest award win? 

“Our team was proud and excited;  
it was a nice independent recognition 
of our focused hard work, and a  
good endorsement. 

“The win helps cement our good  
reputation, not just for our specialist 
market of France but also for our  
new Western European services. 

“It is an effective way to keep our 
name in the public arena and in  
front of some of our audiences,  
raise our profile and brand with 
potential customers.” 
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Marie Boyer, 
Managing Director, 
France Line 
International 
Transport Ltd

French and European 
Road Freight
Exporting to or importing from France and /or Europe? Let us help you and make your life easier. 

GREATER RELIABILITY  98.5% of France Line deliveries arrive on time
MULTILINGUAL TEAM  with local understanding that helps resolve issues before they become problems
STANDARD AND OUT OF GAUGE / ABNORMAL CARGO
FULL LOADS AND PART LOADS  for general and hazardous cargo
GOOD PEOPLE TO WORK WITH  once you’ve given us the job, you know you can relax

If you’re a Freight Fowarder, Logistics Business or Manufacturer, call us now to find out how we can support you across Europe:

0161 746 8339
info@francelinetransport.co.uk  

www.francelinetransport.co.uk



For exceptional multi-model logistics:

Call: 0161 272 8989
www.allseasglobal.com

Thanks to a wealth of in-house 
expertise we’re trusted worldwide 
to move your cargo wherever 
it needs to go, on time and on 
budget.

•  Global freight solutions

•  Project forwarding

•  Supply chain management

A quick guide to exporting
focus
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by Tony Goodwin MBE

“The Government recently launched 
an Export strategy, building on 
their industrial strategy, that targets 
increasing UK exports to 35% of GDP 
from the current 29%.” 

Is that ambitious? 

“It would be disappointing, except 
that I hope it is only a first step. 
We are terrible compared to our 
near neighbours - Germany at 47%, 
Netherlands and Belgium over 80% 
and Spain, France, Italy more than us.

“Should you be exporting just to help 
the country achieve its potential? 
No, you should be exporting to help 
improve your bottom line profitability.

“I speak to a lot of companies whose 
exporting journey gets stuck in the 
mud before it has even started.  

The stories that I repeatedly hear are 
that it is complicated, that they lack 
the time, money or resources needed 
to start exporting. 

“I find this frustrating because 
exporting is simply selling. The 
mythology that exporting is difficult 
is stopping many people from 
expanding their businesses in a way 
that would provide a boost to the 
bottom line as well as to sales.” 

How can you get on board with 
exporting and help build your 
business? 

“Let’s start at the beginning. 

“There are three criteria I always 
consider when looking at how to 
market products, they are: right 
product, right price, right place.  
You don’t try to sell a premium 
product in a pound shop!”

Is the product you are intending  
to sell suited to the marketplace 
you sell into? 

“There are many ways of looking at 
this, but put simply - are you getting 
traction in sales and repeat sales?

“The right price includes considering 
the profit margin you are achieving, 
how your price compares to the 
competition and how it fits with the 
‘norms’ in the marketplace.”

Who do you sell to now? How do 
you categorise your customers and 
how do you reach out to them? 

“Taking that learning, where else are 
there similar customers? Exporting is 
not always about selling to a country, 
but rather to a market within and 
across countries. 

“If you have a vegan product, where 

are the main markets for vegan products? 
If it is a craft beer, where are there markets 
that have an interest in premium product 
at a higher price than other beers?”

These are fundamental questions to 
answer whether you are selling in the 
UK or exporting. 

“Let’s be clear, I am not suggesting that 
exporting is easy, but nor is selling in your 
home market! 

“Taking this on board, what advantages 
can be gained by exporting. The biggest 
opportunity is the potential exponential 
increase in market size. 

“I found a huge number of markets 
that welcome British products; we have 
a reputation for quality and there is an 
inherent trust in the brand. And that can 

The bottom line is -  exporting provides a boost for everyone
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provide a premium. You don’t have to 
assume that your products have to be 
sold at the same price in all markets.”

What’s next? 

“Consider your route to market. 

“If you would normally sell through 
distributors, then look for distributors  
in the same market. 

“A distributor that has experience 
importing products should be able to 
take all of the logistics problems off 
your desk. Don’t underestimate the 
advantages of selling ex-works. 

“An effective distributor can be one  
of the key advantages of exporting.  
Issue a despatch note and invoice  
when the remaining issues have been 
handed over.” 

They also have extensive information 
available on their website. 

“Chambers of Commerce provide 
great resources and expertise,  
none more so than the award-winning 
Greater Manchester Chamber  
of Commerce. 

“Trade organisations increasingly 
offer advice. 

“None of this works for you? Then try 
a gentleman I am very familiar with - 
Mr Google. Keyboard based research 
can take you a long way! 

“If you can set aside some 
budget then consider going to an 
international trade show, whether  
as an exhibitor or just a visitor to  
walk the floors. There are even  
some grants to help you.

“Building your business and helping 
your country at the same time makes 
a great combination.” 

So just take that first step.

If you identify key potential 
retailers, then you can approach 
them directly. 

“There are many large and medium 
sized retailers from all over the world 
who have buying offices in the UK  
or Europe. Local language and 
location with International reach. 
Their sole purpose in life is to 
facilitate the purchase of the most 
suitable local products.

“Whatever you are selling, find the 
best market and the quickest route 
in. You do not have to conquer the 
whole world week 1! Take that one 
step into one market and you will 
then be an exporter.”

Is there help available with all  
of this? 

“There is and quite a lot of it. 

“The Department for International 
Trade has locally based trade advisors 
who are there to help businesses get 
started and develop their exporting. 

The bottom line is -  exporting provides a boost for everyone

Tony Goodman MBE is a successful 
exporter and has been doing so through 
a variety of different businesses. He has 
an MBA and is a Fellow of the Chartered 
Institute of Marketing, Member of the 
Institute of Exports, Member of the Institute 
of Directors and DIT Export Champion.

Tony is currently Marketing Advisor at 
Forest and Co who specialise in offering 
guidance on branding, exporting and sales: 

www.forestandco.com
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where it is an absolute priority to 
plant more trees to create that barrier 
between the source of pollution  
and cleaner air.

“Developers need to understand 
the importance of ensuring there’s 
enough space for the number of 
trees we need in the city area. While 
it’s great to see Manchester growing, 
we need to see balance. With growth 
comes more people and more 
pollution, this is why planning the 
planting of these trees is so vital at 
development stage.”

Can developers do more for  
the region as they expand  
our skyline?

Jim Taylor, chief executive of Salford 
City Council and interim chief 
executive of Trafford Council says: 
“We need shiny new buildings and 
high-end housing to benefit our 
economy, but it’s just as important  
to have affordable social housing  
to benefit it too.

“The more people we have in housing, 
with stable lives and jobs paying rent 
into a system, the better it is for not 
just the economy, but for the lives of 
the people in our cities.

“It’s only small at the moment, but 
we currently have plans for new social 
houses. We’re not creating more 
council estates, we’re creating places 
where people can live.”

John Russell, group executive chairman at 
Fairhome Group ‘slept rough’ to raise money 
for the Booth Centre. ‘The CEO Sleepout’ 
gives individuals a small glance into life  
on our streets. “We did one night.  
There were no dangers. The issue is much 
wider than just putting your head down on 
the streets at night,” said John.

“The cost to combat homelessness is 
hundreds of millions and the infuriating thing 
is that the money is out there in the private 
sector, but there’s no one to facilitate these 
homes for vulnerable people.”

While these private companies may have 
good intentions, are there enough houses 
being built to accommodate our region’s 
ever-growing population?

“Undoubtedly the numbers that are being 
cited at the moment in terms of what’s 
expected are not great. We need to hit  
those numbers and ensure we’re building 
these houses in the right places and the  
right environment.

“There are a lot of people from different 
sectors who are keen to achieve the target 
of enough houses, but land supply is an 
issue as is getting the right money in the 
right place. There’s a much bigger focus 
than there’s been previously,” says Suzanne 
Benson, regional managing partner at 
Trowers & Hamlins.

Amanda Croome, founder and CEO of 
the Booth Centre believes it is everyone’s 
responsibility: “Everybody should have a 
decent home, not just a bed for a night. 
There are people living in very desperate 
conditions. Without the help local businesses 
and local people that have the ability to  
give, this will continue.

“Every business needs to work with local 
charities and local authorities, otherwise 

at GC Business Growth Hub:  
“How bad is our pollution problem?  
I think short answer is really bad,  
it impacts all of us every single day.

“The use of personal vehicles is the 
biggest thing that’s transformed in the 
last 100 years. Those personal choices 
we’re making are having wider impacts 
on climate change and pollution than 
we initially may have thought.

“We have now got to the point in  
our region where we have areas that  
aren’t safe to breathe in. In parts, 
primary schools aren’t able to open 
their windows because of pollution. 
This is a particular problem when we 
have weather like we had this summer.

“Both South Manchester and North 
Manchester have the highest asthma 
emergencies in the country. We need 
to ensure everybody has the choice of 
a pollution-free zone.

“If we don’t do something now, spend 
will shift from preventing pollution to 
investing into how we can survive it.”

Pete Stringer is GI planning and 
technical manager at City of Trees, 
an innovative and exciting movement 
planting a tree for every man,  
woman and child who lives in  
Greater Manchester.

Pete is passionate about planting 
trees to create a barrier of oxygen to 
try and combat our region’s polluted 
air: “We have important pinch points 

by Mel Hill

pro-manchester’s sold-out Economics 
of Greater Manchester Conference at 
The Lowry Hotel welcomed experts 
from our region to discuss the key 
issues affecting our region’s economy.

High on the agenda were 
homelessness, the skills gap and 
pollution.

So, what’s next for Manchester?

Mike Blackburn, chair of the Greater 
Manchester Local Enterprise 
Partnership believes: “We shouldn’t 
be waiting for central government to 
make plans for the north, we should 
be setting our own agenda.

 “Our great city region has been built 
on social and industrial pioneers for 
centuries. Our plan with the Industrial 
Strategy is to continue this in order  
to expand prosperity throughout  
our region.”

What are the issues the people of 
Greater Manchester want to see 
improvements to?

Greater Manchester’s air quality is 
getting more and more detrimental  
to our health as time goes on.

This is something high on the  
agenda of panellists Todd Holden,  
GC Business Growth Hub; Ian Palmer, 
TfGM and Pete Stringer, City of  
Trees Trust.

Todd Holden, director for low carbon 

pro-manchester Economics 
                       Conference  2018



pro-manchester Economics 
                       Conference  2018

GM BUSINESS connectDecember/January 2019 21

Manchester isn’t going to be the place we 
want to be, work or live.”

Manchester’s aim is to be a top 20 
global city by 2035. 

As well as homelessness, there are a 
number of things required to achieve this.

Sheona Southern, managing director, 
Marketing Manchester says: “Manchester 
is only at number 31 for the best cities with 
things to see and do. This is mainly down 
to the fact that we don’t have that tourist 
product that draws visitors to fly in.

“Tourism is worth £8.1bn to our economy, 
creating 94,000 jobs city-wide. We’re 
aiming to increase economic spend to 
£8.8bn by 2020. To achieve this, we only 
need to grow by 9% each year.”

Spending from occupants of our city is 
just as important as that of tourists.

With the recent announcement that the 
iconic Kendals building is the latest victim 
of the high street, what’s next for retail?

A changing face of retail panel, consisting 
of David Allinson, Manchester Arndale; 
Dan Butler, Trowers & Hamlins; Lindsey 
Cooper, RSM and Paul Titterton, Yorkshire 
Bank discussed what was next for Greater 
Manchester’s high streets.

David Allinson, centre director for 
Manchester Arndale says: “Footfall at the 
Arndale is positive. Food and beverage 
is what is helping us to thrive. This may 
not continue but it’s likely you’ll see more 
innovation from leisure and entertainment 
to ensure they become centres in their 
own right, not just retail centres.”

Is this the same for banking? Paul 
Titterton, head of network for Yorkshire 
Bank has noticed a huge shift in how the 
bank sells to its millennial customers: 

“Millennial shoppers are seeking 
an emotional connection with their 
brands. They want an experience, not 
just a banking service. This is what has 
led banks to opening lounges in major 
cities for their customers to use.

“There’s far more things to do to  
make your brand more immersive  
and we’ve got some really exciting 
ideas coming to fruition at Yorkshire 
Bank at the minute.”

With brands like these adjusting more 
and more to our new digital world  
and the millennial shopper, we are 
now starting to see huge skills gaps  
in technology.

Patricia Keating is executive director 
at Tech Manchester, a community 
for Manchester’s digital and tech 
industries, nurturing Manchester’s 
start-ups, connecting investors 
and boosting Manchester’s digital 
dominance.

Speaking on a panel alongside 
Deirdre Hughes, GC Business Growth 
Hub; Sally Lister, POPHOMES and 
Helen Marshall, University of Salford, 
Patricia said: “In tech at the minute, 
13 jobs are opening for each person 
qualified. 30% of the jobs in tech in 
Manchester are unfulfilled and this 
is because we don’t have enough 
people coming through the pipelines 
to fill these roles.

“Only 17% of people working in tech 
are women and only 15% are from 
BME backgrounds, so we’re fishing in 
an unnecessarily smaller pond than  
we need to.”

Helen Marshall, vice chancellor at the 
University of Salford believes it isn’t 

just the educational  
institutions that need to help  
with these skills gaps: “The whole 
workplace environment is working at  
a pace that is difficult to keep up with.

“At Salford we’re looking at what we  
need in the next 2-3 years, but we want  
to be looking ahead. The issue we have 
with this is, it is believed that 65% of 
children in primary school now will do 
jobs that currently don’t exist, so how  
do we prepare for and predict what 
courses to offer?

“If we’re going to move to a demand 
-led curriculum then industries need  
to get a lot closer to education, it’s a  
two-way street. We need to know what 
it looks like in their sector 10 years in 
advance and there are sector experts out 
there who already have this information 
but aren’t sharing it.”

Although our region has a large skills 
gap, it isn’t all doom and gloom, with 
Manchester’s employment rate at  
an all-time high.

Graham Lucas, managing director at 
Michael Page shared some fascinating 
stats from a recent study done by Page 
Group. “2017 was the strongest year 
on record for northern tech investment. 
£432m was raised, and Tech Nation 
ranked Manchester as the fifth  
biggest technology hub in Europe.

“While 20.2% of our current workforce  
are working in occupations likely to shrink, 
30-35% of what will be required of you 
in your job role in years to come is not 
currently something you do. While there 
will be reductions in other aspects of  
your role due to autonomy, there will  
be more to do in other areas when  
new technologies arise.”

A thought-provoking day for all 
attendees, with a great array of speakers 
made for a huge amount of positivity  
for Greater Manchester professionals  
to take away with them from  
pro-manchester’s conference.

pro-manchester’s Economics Conference 
was kindly sponsored by Michael Page, 
Trowers & Hamlins, GC Business Growth 
Hub, Yorkshire Bank, Latitude Studios  
and Vision Events.

pro-manchester is the largest business 
development organisation in the Northwest.

They represent the business community 
across the region and support growth and 
development to promote the North as the 
place to do business.

For more details call 0161 833 0964 or 
email admin@pro-manchester.co.uk

www.pro-manchester.co.uk
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Last April saw the much-anticipated 
return of The Northern Business 
Exhibition to Manchester. GM 
Business Connect were proud to be 
media partners with the event, and 
we also exhibited at the expo.

The two-day event had moved 
to a bigger venue for its 3rd year, 
taking over the Manchester Central 
Convention Complex, and provided 
entrepreneurs and business owners 
with a unique opportunity to discover 
the latest industry innovations and 
network with their peers. 

Just over 100 industry-leading 
suppliers, including show partners 
Yell Business, showcased their latest 
products and solutions to thousands 
of business professionals from across 
the country.

As a leading business exhibition 
in the North of England, the 
seminar and workshop line up 
didn’t disappoint and provided 
a comprehensive program of 
guidance, inspiration and up-to-date 
information. 

The keynote seminar hall hosted 

expo

more than one hundred and fifty 
seated delegates with many more 
crowded around the show for 
speakers including ex-BBC Dragon 
Rachel Elnaugh and social media 
marketing guru, Steven Bartlett. The 
25-year-old CEO of global social 
media agency, Social Chain, explored 
the changing landscape of online 
marketing and how businesses can 
capitalise on micro-influencers. 

Another highlight was Richard 
Hanscott, CEO of Yell, opening 
the exhibition with his very popular 
seminar on how to build a successful 
digital business.

The workshop halls were as popular 
as ever, covering digital marketing, 
finding business funding and the 
secrets of sales. International speaker 
and senior business advisor, David 
Tovey, hosted two packed out 
workshops on the Secrets of sales 
success, presenting a new approach 
to selling in order to build long-term 
profitable relationships.  

The event attracted thousands of 
ambitious business professionals 
and entrepreneurs from across the 

The Northern Business Expo   
   is back at Manchester Central

Get involved in NBE19! 
Get in touch now to secure your exhibiting  
spot and be part of the biggest business event 
in the North! 

The exhibition will be taking place on  
12 & 13 March 2019 at Manchester Central.

Exhibitor enquiries 0330 1222 049  
or email sales@newstartexhibitions.com

Media Sponsors

country, keen to network, find new 
suppliers and stay up-to-date in 
a constantly evolving world; from 
established business owners looking 
for cost-effective ways to grow and 
develop to budding entrepreneurs 
taking part in the NBE18 Win Your 
Business in a Box competition. 

On the back of the 2018 event the 
Northern Business Expo is once again 

back at Manchester Central over  
12 and 13 March 2019, following the 
same successful formula as last year.

Once again GM Business Connect 
are media sponsors and exhibitors, 
and we are looking forward to 
meeting a great new set of exhibitors 
and visitors this coming March.

Tickets are free and available through 
https://northernbusinessexpo.com/

Register for your FREE Tickets: 
northernbusinessexpo.com

northernbusinessexpo.com
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Her website Musicandgigs.co.uk 
has been running for a few years 
already and has covered huge music 
events such as BBC Big Weekend, 
Leeds Festival and Fusion Festival. 
Sophie, who graduated with BA 
Television and Radio, said: “It started 
as a hobby, it’s my passion really. 
We do reviews, exclusive interviews, 
new releases and exclusive music 

up their own business, but is a vital 
skill for employees and is highly 
valued by business.

Launch your business at Salford

Entrepreneurial students and 
graduates from the University of 
Salford are given support to take on 
the world with their ideas, thanks to a 
new business incubator.  

Launch@SalfordUni hosts ambitious 
entrepreneurs with great business 
ideas, who benefit from six months of 
advice and space to grow their ideas 
into fully fledged businesses. 

It’s about making Greater Manchester 
the best place to start and grow a 
new business and is supported by 
The GC Business Growth Hub and 
Santander Universities. 

Launch@SalfordUni provides a 
location to generate ideas and work 
with leading business figures. In 
addition to workshops and advice, 
the programme includes subject 
specific Q&A sessions, facilitated by 
academic staff from Salford Business 
School, networking showcase events 
and access to a seed funding pot 
made available through the University 
and partners Santander.

Greater Manchester Mayor 

Greater Manchester Mayor Andy 
Burnham helped open the new 
facility. He said: “This answers a 
real need in the regional economy, 
that is start up space for young 
entrepreneurs. 

“It is often difficult when you are 
trying to launch a new business, you 
need funding and accommodation. 
This sends a message that students 
can aspire to run their own business 
when they graduate. 

“The jobs and investment that these 
businesses create will bring huge 
benefits, but it also brings a buzz 
to the place. That is why this is so 
important to me, it’s putting real 
energy into the Greater Manchester 
economy.” 

Sophie Graham is one of the 
ambitious students selected to use 
the facility. 

Industry and business 4.0 are driving 
huge change across our economy. 

Entire industries will cease to exist, as 
automation develops and machines 
become capable of doing many of the 
jobs we take for granted today. 

The ways in which business operates 
as a consequence of that is changing 
and will continue to change in ways 
that we don’t yet even understand. 
Building a flexible UK workforce 
that can meet the demands of this 
changing business model is vital.

At the University of Salford Business 
School we are committed to 
developing business leaders and 
managers that are equipped for 
next-generation practice in the global 
marketplace.

Our teaching is industry-led, inspired 
by contemporary practice yet forward-
looking and developed in partnership 
with business leaders. 

The quality of our teaching is built 
upon strong intellectual resources. 
With over 100 academics - many of 
whom remain active in the business 
world - the School benefits from 
a broad range of expertise and 
ensures our international curriculum 
disseminates cutting-edge knowledge 
to our students and clients.

Without innovation, business fails. 
Our focus on business innovation and 
business sustainability encourages an 
entrepreneurial mindset, enhancing 
both employability prospects and 
the ability to generate business/
employment opportunities.

Entrepreneurship focus

The University of Salford is committed 
to enabling and producing the 
entrepreneurs of the future, who can 
innovate using technology in inspiring 
new ways. 

Innovation is key to growing the 
regional and national economy and 
providing jobs far into the future. We 
work closely with entrepreneurs who 
pass on their skills and methods for 
success. 

An entrepreneurial attitude is not 
useful just for those who want to set 

 Industry and 
Business 4.0

SALFORD BUSINESS SCHOOL

IN PARTNERSHIP 
WITH INDUSTRY
We develop graduates who mean business.

Find out more about our business-informed, industry-relevant 
Business, Finance and Law programmes

www.salford.ac.uk/business-school

+44 (0)161 295 2222
sbs-admin@salford.ac.uk

BECOME UNSTOPPABLE 

documentaries. I’m looking to branch 
out more nationally and I’d like to 
turn the hobby into something that 
pays the bills. 

“We have big plans for the future, 
which is why this incubator will be so 
useful for me. 

“I’m sure with the support of the 
University and the whole team I’ll be 
able to make it a success.”

Find out more about how Salford Business School works with industry 
www.salford.ac.uk/business-school/business-and-partnerships or 
contact Sam Wood on 0161 295 5361, email s.e.wood@salford.ac.uk

For more information about how the University of Salford supports 
enterprise www.salford.ac.uk/askus/work-and-careers/enterprise

L-R Jo Purves - PVC International and Regional Partnerships, Andy Burnham - GM Mayor, Justyna Turner - University of 
Salford Enterprise Champion, Paul Dennett - Salford City Mayor, Professor David Spicer - Dean of Salford Business School
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monthly business networking  - First 
Friday - taking place between 4-6pm 
on the First Friday of every month. 

This was always a great way to end the 
week. Based in iconic venues across 
the City Centre, the event was always a 
laid-back approach to networking. 

This was aimed at businesses and 
supporters that were strong on the 
idea of community, and very proud to 
wear their own CSR credentials, happy 
and confident to meet up with like-
minded people in business. 

This always struck a chord with 
GM Business Connect, who as a 
magazine not just covered the events 
editorially, but fully supported business 
engagement. Connecting businesses 
was and still is our prime concern. 

As a charity Forever Manchester are 
constantly looking for new methods of 
getting their important message out 
to the business community, and when 
First Fridays took a back seat to the 
many fantastic activities that the charity 
have been championing, GM Business 
Connect wasted no time in suggesting 
we take over the event - this time with 
the added support of our extensive 
business network. 

There have had to be a few changes. 
We now charge £15 entry. This goes to 
providing the very best in hospitality 
for those attending, as well as the 
purchase of a Forever Manchester 
tombola ticket on entry which features 

Spread over either side of City 
Centre Manchester, October 
and November saw First Friday 
Connectworking take place at two 
brand new venues. 

The October event was hosted by 
Grand Pacific situated on Spring 
Gardens, who welcomed everyone 
with Gin on arrival then food. 

For November we moved to All 
Star Lanes in the Great Northern 
building - taking over their private 
party room know as Jungle Room, 
complete with private bowling 
lanes. They laid on some amazing 
food and hospitality. This event was 
also made more special as Steve 
Frehley and Mike Robinson - owners 
of Jeffrey’s Tonic - set up their 
pop-up bar and gave away free Gin 
and Organic Tonic syrup especially 
for the event. You can see more at 
www.jeffreystonic.com

Over recent years Forever 
Manchester Charity, which is 29 
years old, have promoted regular 

#CONNECTWORKING
GM BUSINESS
connect

www.gmbusinessconnect.co.uk

www.forevermanchester.com

October Business Card Draw Winners:
L-R Stephanie Cowan, Clayton Hotels,  
Rob Taylor, Reedsmore, Susan Leigh, Lifestyle Therapy

Business Connectworking in the 
                             heart of Manchester



Photography by Martin Hambleton of Commercial Photography North West 07766 815703

GM BUSINESS connectDecember/January 2019 25

Business Connectworking in the 
                             heart of Manchester

Forever Manchester work with 
local communities across Greater 
Manchester to inspire and encourage 
projects that the communities want 
to see, to make their neighbourhoods 
happier and healthier. 
They help local people to build 
communities from the inside out, 
and galvanise the true creative, 
entrepreneurial spirit for Greater 
Mancunians to emerge and shine. 
To see how your business can work 
with Forever Manchester contact  
Jean Mills on 0161 214 0940  
jean@forevermanchester.com  
www.forevermanchester.com

#CONNECTWORKING
City Centre Business Networking  •  4.00pm - 6.00pm 
Friday, 7 December Barclays Eagle Lab, Union, Albert Square, Manchester  M2 6LW
Friday, 11 January Manchester Hall, 36 Bridge Street, Manchester  M3 3BT
Tickets only £15 from Eventbrite: First Friday Connectworking

FOLLOW US

@GMBizConnect
@4EVERManchester

Don’t forget your business cards!

L-R Paul Mirage, Matthew Lewis, Barclays

L-R Paul Mirage, Dan Shidlow

L-R Steve Frehley and Mike Robinson 
from Jeffrey’s Tonics

Kyle Blythe, 
All Star Lanes

some great prizes including overseas 
holiday breaks. The next Tombola draw 
in December even features a 4 day trip 
to New York for two as a main prize. 

Our ethos is still the same - to attract 
businesses people to network on a 
regular basis in Manchester City Centre. 

There are no long speeches or talks. 
The event is two hours of pure business 
networking, with a short break for a 
business card draw and a few words 

about Forever Manchester. 

We are very clear that the 
emphasis is on networking, and 
making great connections to help 
you, also raising the profile of 
Forever Manchester as Greater 
Manchester’s premier vehicle for a 
very Mancunian approach to CSR. 

So, October and November’s 
events followed the winning 

Connectworking formula - Free Gin 
and Tonic, food and plenty of chat. 
Up for grabs in the business card 
prize draws were bottles of quality 
wine, Drinks, Bowling and a Burger at 
All Star Lanes (won at both events), 
a presentation box of Jeffrey’s Tonic, 
and a free session for two people at 
Zero Gravity’s Float Spa in Altrincham 
zerogravityfloatspa.com

The next First Friday Connectworking 
will take place on 7 December at 
Barclay’s Manchester Eagle Lab at 
Union, Albert Square, the 11 January 
event will be at Manchester Hall on 
Bridge Street.

Both events will take place from  
4pm - 6pm and all information is  
published through our website at  
www.gmbusinessconnect.co.uk 
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the canopy cover and biodiversity. 
Perhaps most importantly, it enables 
them to give a quantifiable financial 
value to trees, including the  
health impact, flood reduction  
and heat savings. 

Technology clearly has a central role 
in tackling carbon reduction and 
Jon expects huge scale innovations 
over the next 5 years. New products 
help to both reduce demand and to 
make demand more visible. However, 
it must not be forgotten that smart 
devices still need people to install 
them and implement the changes. 

Innovation is at the heart of TfGM’s 
long-term strategy. Nicola noted that 
whilst technological developments 
form part of the solution, it is still 
about mindset. For example, 
autonomous vehicles could be used 
to provide cheaper, more efficient 
public transport services - or they 
could lead to an increase in private 
car ownership and be used for 
even more short journeys. One 
very positive impact of technology 
though has been seen in the ease of 
engaging the public and ensuring 
mass participation in consultations. 

Over 6,000 comments have already 
been uploaded in relation to the 
Beelines project which has given a 
depth of local knowledge that would 
not have been gathered through 
traditional routes.  

Can Manchester really do things 
differently? 

To close the event, Steve passed over  
to Mark Atherton, director of 
environment at GMCA, to share his 
thoughts on the agenda and the next 
steps for the business community. 

He reminded delegates that meeting 
the 2038 target means that during our 
working lives, we need to stop using  
any form of carbon-based fuel. It’s not 
just about educating our children  
- who tend to know a lot more about 
climate change anyway - as they will not 
be in decision making roles in time to 
make an impact. Everyone needs to  
start taking action now. 

Mark was pleased that the panel offered 
a cross sector approach and echoed the 
importance of collaboration through 
networks like pro-manchester. He invited 
all delegates to the next GM Green 
Summit, being held on 25 March 2019, 
and noted they are keen to engage with 
companies with a national footprint 
already working towards zero carbon.   

Financial services firms have an 
important role to play in creating more 
innovative ways to fund developments 
now, and to reap the long-term benefits. 
Mark recognised that the public sector 
must lead the way and improve energy 
efficiency across their own estate. Work 
currently being undertaken by GMCA 
includes new build standards, projects to 
meet 70% of heat demand locally, and a 
viability study with Arup to assess using 
real estate across the region for energy 
and heat generation. 

Speaking regularly across the country 
about Greater Manchester’s zero carbon 
plans, Mark is often asked whether 
Greater Manchester can actually do 
something different. His answer?  
Of course we can! 

And on that note, it’s over to the 
businesses, organisations and individuals 
in our region to make it happen.

City of Trees is on a mission to plant 
three million trees in the region:  
quite literally a green agenda. The 
benefits include air quality, carbon 
reduction, improved biodiversity  
and an increase in physical and  
mental wellbeing. Sian Day is  
keen to engage more businesses  
in fundraising and volunteering. 

Joy Woods, Galliford Try, is a carbon 
literate trainer and passionate about 
not just constructing sustainable 
buildings but passing that ethos 
on to clients, employees and the 
sector as a whole. Her big ask is to 
get all companies to start viewing 
sustainability as an essential part  
of the business and to take  
significant action to reduce their 
carbon footprint. 

How can technology help? 

Galliford Try uses a variety of 
design and technology options 
for construction clients, and Joy 
is always keen to hear more case 
studies showing that smart buildings 
are worth investing in. These are 
particularly important when  
securing upfront investment from 
public sector bodies for long term 
environmental benefit. 

City of Trees has used new software, 
iTree, to run a survey of 1,600 plots 
across Greater Manchester. This 
enables the charity to estimate the 
number of trees in the region,  

by Ilona Alcock

Mayor Andy Burnham is determined 
to make Greater Manchester the 
first zero carbon region by 2038. To 
do this, we need a 15% year-on-year 
carbon reduction and the clock 
has already started ticking. It is an 
ambitious goal and one that requires 
everyone in the region - individuals, 
politicians and businesses - to make 
immediate transformational changes. 

pro-manchester’s Green Economy 
committee brought together a cross 
sector panel of experts, hosted by 
Steve Connor, Creative Concern, 
to unpick what this means for 
professional services. 

What can businesses do to support 
the Green Agenda? 

Jon Fletcher, Big Clean Switch, 
noted that we have only 12 years to 
avoid catastrophic climate change. 
Switching to renewable energy  
- both as individuals and  
businesses - is an easy first step  
to transformational change. 

Transport gets a lot of bad press in 
Manchester, so it was wonderful to 
hear about all the positive activity 
and plans. Nicola Kane leads on long 
term strategy at TfGM and sees the 
green agenda as an opportunity for 
change. Her key focus is on reducing 
the number of short car journeys. 
Currently a third of journeys under  
1 km are made by car. 

The Green Agenda

Steve Connor,  
Creative Concern

Sian Day,  
City of Trees

Nicola Kane,  
TfGM

Mark Atherton,
GMCA

Jon Fletcher, 
Big Clean Switch

Joy Woods,
Galliford Try

pro-manchester is the largest business 
development organisation in the Northwest.

They represent the business community 
across the region and support growth and 
development to promote the North as the 
place to do business.

For more details call 0161 833 0964 or 
email admin@pro-manchester.co.uk

www.pro-manchester.co.uk
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Shout about the Greater Manchester
Business Expo 2019!

GM Business Connect magazine’s 
main ethos has, and always will be, 
connecting businesses. We have 
always been champions of grass 
roots networking and encouraging 
the business community of Greater 
Manchester to move from the 
relative comfort of their laptops and 
screens, and simply get out and 
meet their potential customers and 
strategic partners face to face.

One of the principal methods of 
doing this is by visiting and /or 
exhibiting at Business Expos. 

We were recently approached by 
Shout! Network - one of the North 
West’s leading business network 
providers - to look at a closer 
involvement in supporting a new 
Business Expo in May this year.

Shout’s credentials in bringing 
business communities together 
is exemplary, offering business 
networking opportunities with 
regular meetings and events over 
the North West over many years 
now, and they are also organisers  
of some very successful Expos 
across the region.

Brand new in their portfolio is the 
Greater Manchester Business Expo, 
kicking off in May at the USN  
Bolton Arena.

We are very pleased to be Media 
Partners with Shout! on this 
inaugural Expo, taking place in 

the north of Greater Manchester, 
opening up a whole new wave of 
opportunities to those businesses 
situated around an area not 
normally associated with  
large-scale Expos.

We caught up with Jordan Conlin 
from Shout! and asked him for an 
insight on the new Expo: 

“Following the success of the 
Lancashire and Merseyside Business 
Expos, Shout Network’s first  
Greater Manchester Business Expo 
will take place at the USN Bolton 
Arena on Friday 17 May 2019  
from 9am to 3pm.

“We will have over 120 exhibitor 
stands available to SMEs and 
organisations from around the 
North West looking to promote 
their businesses to the anticipated 
2,000+ visitors. 

“We’re especially pleased with 
the initial response, as despite 
still being six months away, almost 
half of the exhibition spaces have 
already been snapped up and 
over 500 delegates have already 
registered. 

“To give an example, Risk Support 
Services, based in Wavertree, 
exhibited for the first time at the 
Merseyside Expo in October. Within 
4 to 5 days of the expo they secured 
approximately £6,000 of business 
from visitors to their stand, and 

further work is promised for the new 
year. The North West is absolutely 
the place to both find business and 
do business, which is why we’re 
rolling out the Greater Manchester 
Business Expo.”

Director of Risk Support Services, 
Stuart Johnston commented:  
“We approached Shout! to exhibit 
in Liverpool as we wanted to 
expand our reach. The response 
was incredible. The amount of 
new business that came from 
the event means that it’s more 
than paid for itself. Everyone 
attending was there to do 
business, and the camaraderie 
with the other exhibitors created 
a great atmosphere. We’ve now 
booked with Shout !Network for 
the Lancashire, Manchester and 

Merseyside expos in 2019.”

Jordan commented: “We’re 
delighted to say that the feedback 
from Stuart and his team at Risk 
Support Services echoes what many 
of the exhibitors at the Merseyside 
Business Expo have said, which 
is why so many of the exhibition 
spaces for Manchester have  
already been sold. 

“We expect the 
Manchester 
Business Expo 
to be another 
great showcase 
for North West 
businesses.”

For more information  
contact Jordan Conlin at  
jordan@shoutexpo.com

expo
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53million
Combined Absolute Reach

for Shout Expo’s in 2018

3,000+
Delegates attended 

our 2018’s Expos 

Friday 17th May 2019
9am til 3pm

Would you like the
opportunity to
connect with the
thriving North West
business community?
The Greater Manchester
Business Expo will take
place in Bolton for the
first time at the USN
Bolton Arena, hot on the
heels of the ground-
breaking Lancashire
Business Expo held
annually at The Guild
Hall in Preston.

Media Partners

Jordan Conlin,  
Shout! Network

Register for your FREE Delegate Pass: 
www.shoutexpo.com/manchester



Winning business opportunities

For further information please 
contact Amanda Manson, 
Events Organiser on  

07754 069 829
amanda.manson@k-club.co.uk
www.k-club.co.uk

review
The end of September brought two 
great speakers to K-Club’s regular 
Salford networking event - Ben Peppi, 
head of sport services at JMW and 
leading Paralympian Cyclist Neil 
Fachie MBE.

So, after the usual excellent breakfast 
courtesy of hosts AJ Bell Stadium, 
Ben Peppi took to the mike.

Ben talked with passion for the sports 
industry and the importance of career 
transition of athletes to business. 
He began with conceptualising 
the pathway from professional 
athlete to retired athlete looking 
at their character traits, value and 
circumstances e.g. their reason for 
retirement, including injury.  

First in the transition process, an 
athlete needs to establish their own 
inherent value to business. What will 
set them up for their retirement? This 
task involves increased self-awareness 
and understanding of their own self-
worth - beyond being on the pitch or 
court or course.

Questions to consider are:

Who am I?

What’s my social and personal 
identity?

What’s my purpose?

Ben explained that when in their 
career prime, athletes are often 
micro-managed by clubs, agents, 
managers, parents and so on and 
that the retiring individual must also 
transition to greater self-reliance - 
with the correct support for business 
and wellbeing. 

There is often an understandable 
fear of having a lack of transferable 

skills. Upon retiring their identity of 
performance is lost and, is further 
compounded through the further  
loss of teammates, environment  
and routine. This can lead to a  
harsh reality and one or more of the  
‘Big 5’: Debt, Divorce, Depression, 
Drugs and Drink. 

There is a bit of a myth, he said, that 
athletes simply migrate to coaching 
or media. Ben believes there are 
many more opportunities to explore 
and this is where his expertise and 
platform come in to ‘play’. For 
example, an athlete’s personal 
network (including sponsors, CEOs 
and senior execs) can open doors 
for business - this ‘little black book’ 
being a majorly overlooked and 
under-developed strategy in the UK.

Furthermore, corporates and SMEs 
can benefit from collaboration 
through the personal traits and 
skills of the athlete: tenacity, 
teamwork, resilience, ambition, 
hyper-competitive, manageable and 
being highly committed. They have 
leadership skills and can motivate 
others. This sports mentality is what 
is needed for successful business - 
110% dedication. There are a number 
of ways businesses can benefit 
and use sports stars to capitalise 
on these traits – from PR to media 
and sponsorship, event hosting, 
strategising sales and marketing. 
This applies for both business-to-
consumer and, business-to-business.  

Brands and businesses benefit 
commercially with continued growth 
of digital and social campaigns, with 
the uptake of contracted marketing 
rights of a star and ambassador 

agreements. Similarly, there is the 
rising value of sporting properties 
that are aligned with businesses. 
There are increasingly nuanced 
arrangements with variable ways to 
engage sports stars with fees, equity 
and structured rewards making it 
more affordable for business too.

Ben rounded up by looking to the 
future learning from the USA where 
American stars are demonstrating 
success in a variety of creative ways. 
We have various athletes with many 
skills across many different sports 
able to fit businesses including and 
beyond sports, technology, health 
and nutrition. 

Next to speak was Neil Fachie 
MBE. As a Paralympian Neil is 
visually impaired and rides on 
tandem bicycle. He is a double 
commonwealth champion, double 
world record holder and ten times 
world champion.

Neil began by referring back to his 
own dramatic memories of being in 
the moment of the Olympic games. 
Where his hard work, discipline and 
focus was levelled with the doubting 
‘what if?’ questions in his mind and 
the judging presence of staring 
onlookers and TV cameras. He 
remarked that athletes’ careers are 
‘defined by moments’. Bodies are 
pushed to the limit and minds to the 
edge of resilience.

With numerous gold and silver 
medals and having set world records 
and then returned to break them, 
Neil had much to share on achieving 
potential and coping with both 
success and perceived failures. 
Reminiscing on the times when he 

won silver and not gold, he shared 
that he had felt ‘like a failure’ and 
discussed his own personal low 
points where after much torment, he 
had the revelation that he also had no 
career or income after sport. 

After some soul-searching he 
returned to cycling but also to set up 
his own business – LNF coaching – 
where he could share his insights on 
self-talk, mantras and being focused.

Through these techniques (e.g. 
mantras and self-talk) athletes 
maintain being ‘in the moment’ and 
in the flow of their best technique. 
He offered the audience the ‘rule 
of three’ – where mantras that use 
3 words are more memorable and 
effective (e.g. “Just Do It”, Nike). 
Neil shared his own winning mantras 
“earn your stripes” as an example 
(referring to the striped design of the 
winning jersey). 

Each time, “earn your stripes” would 
bring his focus back to his goal. In 
doing so, he self-improved, made the 
team again and raced his dream race 
in the velodrome. He became world 
champion and did indeed “earn his 
stripes”. He went on to win another 
2 gold medals and to break his own 
world record. 

Neil concluded by showing his 
medals to the audience and 
explained that each carried not only 
a story of struggle of what he had 
to go through to win, but that each 
carried a winning mantra. He likened 
this to business and encouraged the 
audience to form their own mantras - 
and apply them (as an athlete would) 
in the moment, to their own goals 
with clear focus, to win.

L-R K-Club Founder Fred Stone, Sue Weighell, Amanda Manson, Neil Fachie MBE, Ben Peppi, Brian Wood, Matt Townsend.
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awards
The Greater Manchester 

Business Awards announce shortlist

The Judging Panel

Back for a triumphant third 
year the Greater Manchester 
Business Awards are once again 
showcasing the very best of Greater 
Manchester’s business community.

Organised by specialist conference 
organisers, innov8 Conference 
Services, the awards are set to 
highlight the hard work and 
entrepreneurship local businesses 
are delivering, taking a view that the 
Greater Manchester region is still 
the powerful centre for commerce 
in the Northwest.

The venue for the Awards has 
changed to the Imperial War 
Museum North, which will be a 
fantastic host for the main event on 
8 February 2019.

As media partners GM Business 
Connect are once again more than 
pleased to support the event, and 
indeed it is shaping up to be one 
of the pivotal dates in our portfolio 
of business activities, particularly 
fitting in with our mantra of 
‘connecting’ businesses.

The shortlist covers 12 categories:

If anyone would like to get in touch with the judges please contact Rachel Parker  
at innov8 Conference Services Ltd on 0161 300 6396 or rachel@innov8-conferences.co.uk

Business of the Year 
(Under 10 Employees)

Altrincham HQ 
Amelia Rose Photography 

Ashcosmetics

Corporate Social 
Responsibility  

Excellence Award
BJSS 

Equilibrium Asset Management 
Tropical Palms

Customer Service  
Excellence Award 

(Under 10 Employees)

Ashcosmetics 
Hey There Little Princess 

Lily ShippenBusiness of the Year 
(Between 10-50 Employees)

Active Flooring Solutions 
Bring Digital 
Jobwise Ltd 

Matthews Environmental Solutions 
Start People Ltd 

The Mill Exchange Employer of the Year 
Aequitas Legal 

Bridgewater Home Care Limited 
Bring Digital Ltd 

Equilibrium Asset Management 
Jobwise Ltd 

KidzRus Nursery Ltd

Customer Service  
Excellence Award 

(Between 10-50 Employees)

Datacentreplus 
Jobwise Ltd 

Langley Interiors (PHL Design)

Business of the Year 
(Over 50 Employees)

BJSS 
Benchmark International 

cartime 
Equilibrium Asset Management 

Purple WiFi Ltd 
Verastar Entrepreneur  

of the Year 
Danny Brooks 

Matt Kay 
Phil Eckersley 
Wayne Coyle

Customer Service  
Excellence Award 
(Over 50 Employees)

Bridgewater Home Care Limited 
Hotel Football 

Shepherds Friendly Society

Start-up Business of the Year 
(Under 2 years since formation)

Beyond Professional Services Group 
Blossom Wellbeing Cheshire 

Forty3 Media

Simon Edmondson
Simon is the 
Regional Chair of 
The Federation of 

Small Businesses for 
the North West of England 

having previously held the role of the 
Manchester Chair for over three years. 
He previously founded and grew 
Edmondson’s Surveyors which was sold 
as a successful business, and after that 
built up a successful catering company 
which was also sold 8 years ago. 

Jon Cheetham 
Jon is an independent 
marketing and design 
consultant specialising 

in printed marketing 
communications with 

a background working as an 
art director for some of the largest 
Northwest based advertising agencies 
over the years. He is also co-owner  
of GM Business Connect Magazine, 
and chairs the Greater Manchester 
Business Awards judging panel.

Helen McHale
Helen has worked 
with many housing 
authorities before 

moving to Stockport  
in 2001. She set up 

Stockport Homes in 2005 
and has grown the organisation by 
improving customer services, bringing 
more money into the Borough, 
delivering physical improvements to 
housing stock to become the largest 
developer of affordable housing in 
Stockport, employing 560 staff today. 

Karen Garrattley 
Karen is owner 
and Managing 

Director for COS 
Bookkkeeping, providing 

bookkeeping and training 
services for all major accounting 
packages. Karen is also Business 
Development Manager for Ralli 
Solicitors, and is active in promoting 
businesses across the Greater 
Manchester region. 

Tracey Rush 
Tracey is a co-founder  
of AsOne Digital  
Business Development 

(recently acquired 
by London based Zoo 

Communications) and retains 
the role of Business Development 
Director for the company. Managing 
Director of the Digital Creative 
Network, and member of the Tameside 
Prosperous Board supporting business 
development. She continues to Mentor 
for the GM Business Growth Hub.

Nicola Buckley 
Nicola is a previous 
winner of a Greater 
Manchester Business  

Award and is the owner  
and creator of Florence  

& Amelia’s vintage home and  
gift shop, which apart from offering  
gifts for sale hosts chalk paint and 
upcycling of furniture workshops 
to customers. Prior to opening the 
business she spent the majority of  
her professional life in a law firm  
in Manchester.

John Jones 
John is Corporate 
and Forensic 
Partner at Beever 

and Struthers Chartered 
Accountants based in 

Manchester. He has also stood 
as pro-manchester Non-Executive 
Chairman, and previously held a role 
as Senior Manager at KPMG. John is 
active in business engagement across 
Manchester and has been an associate 
of K-Club private networking.

Matthew Kershaw 
Matthew is 
currently Economic 
Development Officer 

at Tameside Council, 
and has been active in 

business development over the 
borough for many years. He previously 
held a position of Regional Manager 
for the Greater Manchester Chamber 
of Commerce, responsible for member 
and stakeholder engagement across 
three boroughs of the region.

Business Person  
of the Year
David Ingram 

Mark Flanagan 
Nicola Fleury

Young Business Person  
of the Year

Emma Rushworth 
Yaseen Al-Basri

Media Sponsors



employment law

considered the findings made by the 
tribunal regarding the office culture 
at Xactly. It decided that this was a 
culture where ‘banter’ was accepted 
by most, if not all, of the employees. 
Mr Evans was used to working in 
this environment and had himself 
participated in previous similar 
incidents with others. There was no 
evidence to support the position that 
he felt in any way uncomfortable with 
the working culture.  

Taking the background and context 
of the workplace into account, the 
EAT considered the comments 
were not harassment as they did not 
violate Mr Evans’ dignity or create an 
intimidating environment for him as 
he was not offended. It concluded 
that, in any event, it would have been 
reasonable for Mr Evans to have felt 
that the environment was not hostile 
or intimidating given the particular 
circumstances in this case.   

What does this mean for my 
business?

Many employment tribunal claims 
have failed where the employer has 
attempted to justify incidents of 
harassment by using the defence that 
it was ‘just banter’.   

What is different in this case is that 
Mr Evans himself had participated 
in the ‘culture of banter’; he had not 
complained about the incident at 
the time, and some of the evidence 
he put forward about his lack of 
involvement in this banter was not 
accepted by the tribunal. 

This does not give employers the 
green flag to ignore any potential 
harassment or inappropriate 
comments in the workplace.   

The Claimant appealed the decision 
to the Employment Appeal Tribunal 
(‘EAT’). The EAT did not uphold the 
appeal and agreed with the findings 
of the tribunal.   

The law 

Race and disability are two of the 
eight ‘protected characteristics’ set 
out in the Equality Act. It is unlawful 
to discriminate against a worker 
on the grounds of one or more 
protected characteristics.  

Harassment is defined in the Equality 
Act as “A person (A) harasses another 
(B) if A engages in unwanted conduct 
related to a relevant protected 
characteristic which has the purpose 
of or effect of either: 

a) Violating B’s dignity, or

b)  Creating an intimidating, hostile, 
degrading, humiliating or offensive 
environment for B.

When deciding the effect this 
behaviour has on B the tribunal 
must consider the perception of 
B, other circumstances of the case 
and whether it is reasonable for the 
conduct to have that effect. 

Employment Appeal Tribunal 
decision 

The EAT agreed that Mr Evans had 
not produced sufficient evidence to 
support his disability discrimination 
case because he was not overweight 
during his employment, and there 
was no medical evidence to suggest 
that his weight was affected by his 
diabetes. 

Whilst the EAT stated that being 
called a ‘fat, ginger, pikey’ could 
amount to harassment, in the context 
of this case, it was not. The EAT 

Is calling someone a “fat, ginger 
pikey” harassment under the Equality 
Act 2010? 

No concluded the Employment 
Appeal Tribunal in a somewhat 
surprising decision. 

Background 

In the case of Evans v Xactly, Mr Evans 
brought claims of discrimination and 
harassment on the grounds of his race 
and disability against his previous 
employer on the grounds that he 
had been called a “fat, ginger pikey” 
whilst at work. 

Mr Evans was employed as a sales 
representative at Xactly but was 
dismissed in under 12 months for 
failure to achieve his targets.  
Mr Evans did not have the requisite 
amount of service to bring an unfair 
dismissal claim, but this is not required 
for certain other claims,  
such as discrimination.  

At the employment tribunal, it was 
concluded that the Claimant had 
not proved that his weight (which 
was unremarkable) had anything to 
do with his disability (his diabetes). 
Accordingly, the tribunal did not 
uphold his claim of disability 
discrimination.  

The allegations of race discrimination 
and harassment related to the fact that 
Mr Evans had close associations with 
the travelling community although this 
was not known to the colleague who 
had made the comments which were 
complained about.  

The employment tribunal decided 
that Mr Evans had not been subjected 
to harassment on the grounds of race 
or disability.   

Chloë Leyland
Enhanced HR Solutions Ltd

www.enhancedhr.co.uk

It certainly does not mean that 
if anyone raises a complaint of 
harassment that it can be brushed 
off as ‘banter’. It is also worth noting 
that if anyone else in the workplace 
had overheard the comment and 
been personally offended by it, they 
could raise a harassment complaint 
themselves.  

Complaints of harassment are 
notoriously difficult to deal with in 
the workplace. Harassment often 
happens behind closed doors 
and can be difficult to investigate.   
Importantly, if a worker brings a claim 
of harassment it will be brought 
against the employer, and possibly 
any other individual(s) in the business.  

So, what can you do to protect 
your business against claims of 
harassment?  We set out below 
some key action points:

1.  Have and implement an Anti 
Bullying and Harassment policy 
which clearly sets out what is not 
acceptable in the workplace;

2.  Roll the policy out to staff by way 
of a training session and ensure 
that your employees understand it;

3.  Deal with all complaints swiftly  
and fairly and properly record  
your findings.

Defining harassment 

As well as providing ILM leadership and 
management qualifications Delphinium provides 

a comprehensive range of leadership and staff 
development services created individually to 

the requirements of your business.

ILM Qualifications  Level 3 and Level 5

Training  Flexible bespoke programmes from half days upwards

Personal Performance Coaching  designed to specific job roles

Onboarding Coaching  for new starters or internal promotions

Delphinium Business Coaching Limited, 
6 Station View, Hazel Grove, Stockport SK7 5ER www.delphiniumbusinesscoaching.co.uk 

For further information contact  
Gemma Rolstone on 

0161 949 9736 or 
enquiries@delphiniumcc.co.uk

Leadership Training, Coaching and Business Development
ILM APPROVED CENTRE DELIVERING LEADERSHIP AND MANAGEMENT PROGRAMMES
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wellbeing

Your stepping-stones may be about 
equipping yourself in advance with 
the knowledge and experience you 
need to power forward. 

You could perhaps start by 
volunteering at a charity, offering to 
work for free, starting an internship, 
shadowing someone who’ll provide 
you with a chance to practise; 
explore whatever stumbling blocks 
there may be, make mistakes and 
acquire important skills relevant to 
your goal. 

And sometimes trying a completely 
different niche, outside of your 
comfort zone, may introduce you 
to people, skills and learning 
opportunities that are relevant and 
transferable.

Your stepping-stones may 
require you to sit exams 
to provide evidence, both to 
yourself and to others, that you’re 
serious, are on your way and are 
determined to succeed. 

This could be essential, especially 
if you’re looking for a professional 
or qualification-demanding career 
or role.

Goals may require a  
variety of skill sets  
along the way. 

Training to run a marathon may 
require you to lose weight, 
organise your time better in order 
to regularly train, let go of some 
of your responsibilities, delegate 
better or enlist help with family or 
work-related commitments. 

Whatever your goals, could it be 
worthwhile to outsource some of 
the routine distractions that eat up 
so much of your time and energy? 

What about hiring someone to 
help with the domestic chores like 
cleaning, ironing or gardening, or 
to take over your routine business 
support like admin, accounts or 
social media management? 

that we’re moving in the right 
direction. 

Recognising each stage of the 
journey can significantly impact on 
our motivation levels, especially 
or dark days when we’ve achieved 
very little or have perhaps  
slipped back. 

Some days we may feel that we’ve 
taken two steps forward and one 
step back, but movement of any 
kind means that we’re not  
standing still.

A big stumbling block  
can be when we’re asked to do 
something slightly outside our 
immediate skill set. 

We may know most, but not all of 
what’s being asked of us. 

Rather than decline the work or 
try to muddle through, why not 
use it as an opportune stepping-
stone to forming an alliance with 
someone who can bridge that gap, 
oftentimes bringing a win/win result 
where both parties add value to 
each other’s businesses.

A more positive  
approach to failure  
can allow us to treat stumbling 
blocks as stepping-stones. 

If success comes too easily it can 
prompt us to ask, ‘are we making 
the best of ourselves, are we aiming 
for our highest goals?’ 

When a high-jumper clears the 
bar they simply keep on raising it 
until they’re not able to clear it any 
more. They continue to challenge 
themselves. 

Adopting a positive approach to 
setbacks and treating them as 
opportunities for growth allows you 
to move out of your comfort zone 
and be inspired to even greater 
heights.

Find alternative routes that 
push you to improve and progress. 

How often have we enviously 
watched when someone, perhaps 
someone we know, achieved a goal 
that to us appeared impossible? 

We may speculate, how on 
earth did they manage it? 

Sure, adopting the right mindset 
is important. That, coupled with a 
little luck, hard work and refusing 
to treat setbacks and hurdles as 
impediments lets them focus on 
reaching where they’re aiming for. 

They treat stumbling blocks 
as stepping-stones

When we have a goal, whether it 
be academic, personal or business 
related, it helps clarify things when 
we break the different stages into 
bite-sized chunks. 

If we’re aiming to run a marathon, 
earn a qualification, lose some 
weight, learn to drive, it’s sensible 
to set out stepping-stones from 
where we are to where we want  
to go. 

When we’re moving a sizeable 
distance or through rough, 
uncharted waters it’s less  
daunting to provide a raised stone 
or two on which to step and  
safely cross.

Support is often necessary 
Would a coach, mentor or trainer 
be a valuable addition to your 
team? 

They’ve often been there, done it 
and are aware of what’s required, 
or they understand the process 
sufficiently well to educate, 
motivate and inspire you to stay  
on target. 

It’s good to have someone with 
whom we can discuss each stage, 
who holds us accountable for 
our actions and who continues to 
provide motivation and inspiration.

Interim goals can be good 
as they’re an acknowledgement 

Susan Leigh MNCH (ACC)

Altrincham, Cheshire and 
South Manchester counsellor, 
hypnotherapist, relationship 
counsellor, writer and media 
contributor offers help with 
relationship issues, stress 
management, assertiveness 
and confidence. She works with 
individual clients, couples and 
provides corporate workshops 
and support.

She’s author of 3 books, all on 
Amazon and with easy to read 
sections, tips and ideas to help 
you feel more positive about 
your life.

To order a copy or for  
more information, help  
and free articles visit 
www.lifestyletherapy.net

For more articles, information  
or to make contact please call 
0161 928 7880 or visit  
www.lifestyletherapy.net

It would cost you financially, but it 
may be worth it.

Stumbling blocks can offer 
opportunities to learn important 
lessons and new skills along  
the way. 

And if we reach a certain stage and 
then have to pause a while, that’s 
fine too. 

Acknowledge that stepping-stones 
sometimes move us a way along 
and then provide space for a break, 
a breather, time to focus on other 
things in our lives whilst enjoying a 
new, rather different outlook.

Turn your stumbling blocks 
    into stepping stones



Turn your stumbling blocks 
    into stepping stones

diary dates
4 Networking 
Fortnightly breakfasts, lunches  
and evening networking

Manchester City Centre, Salford Quays, 
Didsbury, Ashton, Stockport, Cheadle, 
Knutsford & Wilmslow, Macclesfield,  
Bolton, Warrington  
 Full listings can be found on: 
 www.4networking.biz

BNI Royal 
Weekly every Thursday  
- early networking includes full breakfast 
6.45am - 9.00am 
Venue  Gatley Golf Club, Waterfall Farm,  
 Styal Road, Heald Green,  
 Cheadle  SK8 3TW 
Cost  £10  
Contact Andy Walsh 07850 909055 
 andywalsh@strandcreative.com

Bowdon Business Club 
Weekly every Friday - includes full breakfast 
6.45am - 8.30am 
Venue  Mercure Bowdon Hotel,  
 Langham Road, Bowdon WA14 2HT 
Cost  £10  
Contact Members@BowdonBusinessClub.co.uk

Business for Breakfast 
Networking - Fortnightly  
Venues  Events are held at Bolton, Bury,  
 Stockport, Heaton Park, Didsbury,  
 Littleborough, Manchester,  
 Oldham, Stockport and Whitefield 
Cost  £10 
Contact www.bforb.co.uk or email  
 centralservices@bforb.co.uk

Business over Breakfast 
Networking - fortnightly  
Venues  Meetings held all over the Northwest,  
 Greater Manchester and  
 Manchester City Centre 
Cost  £15 
Contact www.bobclubs.com  
 Tracy Heatley  07812 076946

Carrington Business Park 
Business Networking in the Park 
25 Jan 2019  9.30 - 11.30am 
Venue  Pembroke House,  
 Carrington Business Park, 
 Manchester  M31 4DD 
Contact 0161 776 4000 
 info@cbpl.co.uk

DataCentres North 
2 Day Exhibition and Conference  
30 April + 1 May 2019 
  9.00am - 5.00pm (4.00pm on 1 May) 
Venue  Emirates Old Trafford,  
 Old Trafford, Manchester M16 OPX 
Cost  FREE 
Contact 01892 518 877  
 datacentres@stepex.com 
 www.datacentresnorth.com

Dynamic Networking  
Free Business Networking  
Sale - 3rd Tuesday monthly  
15 Jan 2019   
5.30pm - 7.30pm 
Venue  The Boathouse, Sale Water Park,  
 Rifle Road, Sale  M33 2LX 
Cost  FREE 
Contact Natalie Lewis  
 natalie@dynamicnetworking.biz 
 www.dynamicnetworking.biz

Federation of  
Small Businesses  
Networking Altrincham 
21 Jan, 18 Feb, 18 Mar 2019  
6.00pm - 8.00pm 
Venue  altspace, Kennedy House,  
 31 Stamford Street, Altrincham  
 WA14 1ES 
Cost  FREE

Network Bolton 
22 Jan, 26 Feb 2019  5.30pm - 7.30pm 
Venue  Last Drop Village, Hospital Road,  
 Bromley Cross, Bolton  BL7 9PZ 
Cost  FREE

Network Media City 
7 Jan, 4 Feb, 4 Mar 2019 6.00pm - 8.00pm 
Venue  Orega Serviced Offices, The Blue  
 Tower, Media City, Salford  M50 2ST 
Cost  FREE

Contact Simon Edmondson  07766 493428  
 Simon.Edmondson@fsb.org.uk

Forward Ladies 
Women’s Networking Power Business 
Breakfast Club - Monthly 
5 Dec 
 9.30am - 11.00am 
Venue  Banyan, The Corn Exchange,  
 Exchange Square, Manchester M4 3TR 
Cost  £15 
Contact 0845 6434 940  
 enquiries@forwardladies.com

First Friday 
Connectworking 
City Centre Business Networking with  
GM Business Connect Magazine in association 
and in support of Forever Manchester Charity 
7 Dec 4.00pm - 6.00pm 
Venue  Barclays Eagle Lab, Union,  
 Albert Square, Manchester M2 6LW 
Cost  £15

11 Jan 4.00pm - 6.00pm 
Venue  Manchester Hall, 36 Bridge Street,  
 Manchester  M3 3BT 
Cost  £15

Tickets on Eventbrite: First Friday Connectworking

Contact Paul Mirage 07708 987518 
 paul@businessconnectpublishing.co.uk

Greater Manchester 
Business Awards 2019 
8 Feb 2019  
7.00pm - late 
Venue  Imperial War Museum North 
 Trafford Wharf Road, Stretford,  
 Manchester M17 1TZ 
Cost  £100

Contact innov8 Conference Services  
 0161 300 6396 
 greatermanchesterawards.co.uk

Greater Manchester 
Business Expo 2019 
17 May 2019  
9.00am - 3.00pm 
Venue  USN Bolton Arena, Arena Approach,  
 Horwich, Bolton  BL6 6LB 
Cost  FREE

Contact shoutexpo.com/manchester/  
 Exhibitor or Partner Opportunities: 
 Jordan Conlin - 01772 642830

Greater Manchester  
Chamber of Commerce 
Action4Business Networking, Sector lunches,  
Economic Updates 
 Full listings can be found on: 
 www.gmchamber.co.uk 
Contact 0161 393 4321

High Peak Business Club  
Regular monthly breakfast networking with 
high calibre speakers    
7 Dec 7.30am - 9.30am 
Venue  Chapel-en-le-Frith Golf Club,  
 Manchester Rd, Chapel-en-le-Frith,  
 High Peak  SK23 9UH 
Cost  £25 
Contact edwinacurrie@sky.com 
 www.highpeakbusinessclub.co.uk

K-Club 
Entrepreneur’s networking breakfast 
2 Speakers + Full English Breakfast 
31 Jan 2019  7.30am - 10.00am 
Venue  AJ Bell Stadium, Barton-Upon-Irwell,  
 Salford  M30 7EY  
Cost  £38.03

Women’s Business Lunch + Speaker 
26 Feb 2019  12.30pm - 2.00pm 
Venue  Barclays Eagle Lab, Union,  
 Albert Square, Manchester M2 6LWG 
Cost  £31.79

Contact  Amanda Manson 07754 069 829 
 www.k-club.co.uk

Leadership and 
Management Training 
Individual training days available in  
City Centre Manchester from Delphinium

14 Dec Solving Problems+Making Decisions

11 Jan Planning and Allocating Work

15 Feb Understanding the Communication 
Process in the Workplace

15 Mar Understanding Customer Service 
Standards and Requirements

Venue  Kuits Solictors, Blackfriars House,  
 Parsonage, Manchester, M3 2JA 
Cost  £299+VAT 
Time 9.30am - 4.30pm

Contact  Gemma Rolstone 0161 949 9736 
 www.delphiniumbusinesscoaching.co.uk

Manchester Business 
Breakfast Club 
Weekly Networking every Friday  
- includes breakfast  7.00 - 8.30am 
Venue  Manchester Tennis & Racquet Club, 
 33 Blackfriars Road, Salford  M3 7AQ  
Cost  Visitors free for 2 visits 
Contact 0161 820 1135 
 info@manchester-bbc.co.uk

Manchester Pro Business 
Curry Club 
Xmas Special  13 Dec  12noon - 2.30pm 
Venue  Rajdoot Tandoori, Carlton House,  
 18 Albert Square, Manchester M2 5PR  
Cost  £20 
Contact Steve Maz  0161 260 0011  
 pro-business.co.uk

M62 Connections 
PAYG Networking Wednesdays Fortnightly 
9 Jan, 23 Jan, 6 Feb...  9.30am - 11.30am 
Venue  The Coach House, Wilderspool  
 Wood, Trafford Centre M17 8WW  
Cost  £10

Thursdays Fortnightly 
17 Jan, 31 Jan, 14 Feb... 9.30am - 11.30am 
Venue  The Sandbrook, Sandbrook Way,  
 Rochdale, OL11 1RY 
Cost  £10

Contact Bill Dove  07932 044 743  
 m62connections.co.uk

pro-manchester  
Hot topic breakfasts, Sector lunches,  
Economic Updates 
 Full listings can be found on: 
 www.pro-manchester.co.uk 
Contact Nicola McCormick  0161 817 3483    
 nicola.mccormick@pro-manchester.co.uk

Shout! Network 
Bolton Networking Group 
Tuesdays Fortnightly. Breakfast Included 
11 Dec, 8 Jan, 22 Jan, 5 Feb 2019...   
9.30am - 11.30am 
Venue  Dunscar Golf Club 
 Egerton  BL7 9QY 
Cost  £10 
Contact Richard Singleton 
 richard@shoutnetwork.co.uk

Bury Networking Group 
Tuesdays Fortnightly. Breakfast Included 
18 Dec, 15 Jan, 29 Jan, 12 Feb 2019...    
9.30am - 11.30am 
Venue  Old Mill Hotel and Leisure Club 
 Springwood Street 
 Ramsbottom  BL0 9DT 
Cost  £10 
Contact Richard Singleton 
 richard@shoutnetwork.co.uk

Leigh Networking Group 
Wednesdays Fortnightly. Lunch included 
19 Dec, 16 Jan, 30 Jan, 13 Feb 2019...  
12.00noon - 2.00pm 
Venue  Leigh Sports Village, Sale Way 
 Leigh  WN7 4JY 
Cost  £10 
Contact Andy Skelding 
 andy@shoutnetwork.co.uk

SK8 Networking  
Fortnightly early networking  
every first and third Wednesday   
7.30am 
Venue  Café Unity, 228 Finney Lane 
 Heald Green, SK8 3QA and 
 Cheadle Royal Table Table, 
 Royal Crescent, Cheadle SK8 3FE

Cost  £5

Contact Chris Jones  
 0161 437 5999 / 07757 710199

The South Manchester 
Business Association  
Weekly networking breakfast  
every Wednesday   
6.45am - 8.15am 
Venue  Mercure Bowdon Hotel,  
 Langham Road, Bowdon WA14 2HT  
Cost  FREE

Contact 0161 962 5195   smba.org.uk

The Profile Club  
Business Breakfast - Membership Club 
18 Jan 2019  8.30am - 10.00am 
Venue  Manchester Airport Marriott Hotel,  
 Hale Road, Hale Barns, Altrincham  
 WA15 8XW  
Cost  TBC 
Contact barbara@marketingprofile.co.uk

The Business  
Network Manchester  
Business Lunch 13 Dec, 28 Feb, 21 Mar 2019 
12noon - 2.00pm 
Venue  The Lowry Hotel, 50 Dearmans Place,  
 Chapel Wharf, Manchester  M3 5LH 
Cost  £42.50 
Business Lunch 31 Jan 2019 12noon - 2.00pm 
Venue  The Midland, 16 Peter Street,  
 Manchester M60 2DS  
Cost  £42.50

Contact Helen Bennett  0870 751 7523 
 helen@business-network.co.uk

The Business Network  
South Manchester  
Business Lunch  
17 Jan, 14 Feb, 7 Mar, 4 Apr 2019  
12noon - 2.00pm 
Venue  Best Western Plus Pinewood on Wilmslow 
 180 Wilmslow Road, Handforth,  
 Wilmslow  SK9 3LF  
Cost  £32.00+VAT

Contact Simon Coy  07860 121773 
 simon@business-network.co.uk

The Northern Business  
Exhibition 2019 
2 Day business Expo   
12+13 March 2019   
10.00am - 4.00pm 
Venue  Manchester Central, Windmill Street,  
 Manchester M2 3GX 
Cost  FREE (pre-registration required) 
Contact www.northernbusinessexpo.com 
 0330 1222 049

Trafford Business Club 
Weekly Networking every Friday  
- early networking includes breakfast  
6.30 - 8.30am 
Venue  Sale FC, Heywood Road, Sale M33 3WB  
Cost  £5 for guests 
Contact David Lawton  07973 502595

Women’s 20/20 
Women’s networking - second Wednesday 
10 Jan, 14 Feb, 14 Mar, 11 Apr 2019  
12.15 - 2.30pm 
Venue  Mercure Bowdon Hotel,  
 Langham Road, Bowdon WA14 2HT 
Cost  £20 for non-members 
Contact Catherine Sandland   
 enquiries@2020network.co.uk

Don’t forget your 
               Business Cards!
Please note  If you plan to visit any of the above events 
please ensure all details are correct in advance. Whilst every 
effort has been made to confirm accuracy some details may 
be subject to change.
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All Star Lanes 
Address The Great Northern, 235 Deansgate  
 Manchester M3 4EN                 
Contact 0161 871 3600   
Facilities Private Bowling Room

Altspace Altrincham  
Address First Floor, Kennedy House,  
 31 Stamford Street,  
 Altrincham WA14 1ES                 
Contact 07946 728 863   
Facilities Co-working office space

Albert Square Chop House  
Address Memorial Hall, 14 Albert Square,  
 Manchester M2 5PF                   
Contact 0161 834 1866   
Facilities Function Room, Restaurant, Pub

Barclays Eagle Labs 
Address Union, Albert Square,  
 Manchester M2 6LW                      
Contact eaglelabs@barclays.com 
 https://labs.uk.barclays/   
Facilities Co-working and office space

Bizspace  
Atlantic Business Centre 
Address Atlantic Street, Altrincham WA14 5NQ  
Contact 0161 926 3600  
Facilities Conference Rooms, Café

Bizspace  
Empress Business Centre 
Address 380 Chester Road,  
 Manchester M16 9EA  
Contact 0161 877 5579  
Facilities Meeting Rooms, Offices

Bizspace  
Hollinwood Business Centre 
Address Albert Sreet, Failsworth,  
 Oldham OL8 3QL  
Contact 0161 684 2319  
Facilities Meeting Rooms, Offices

Bowdon Rooms The Cinnamon Club 

Address The Firs, Bowdon,  
 Altrincham WA14 2TQ  
Contact 0161 282 0011  
Facilities Conferences, Boardroom, Live Music

Café Gourmand 
Address 221 Ashley Road, Hale WA15 9SZ 
Contact 0161 929 6050  
Facilities Coffee and Patisserie Shop

Carrington Business Park 
Address Carrington Lane, Carrington,  
 Manchester M31 4DD    
Contact 0161 776 4000  
Facilities Café, Conference Rooms

Citibase  
Salford 
Address Merchants Quay, Salford M50 3SG                
Contact  0161 660 6204   
Trafford  
Address Oakland House, 76 Talbot Road, 
 Old Trafford, Manchester  M16 0PQ  
Contact 0161 464 7287 / 07920 763 889 
Warrington  
Address The Genesis Centre, Garrett Field,  
 Birchwood, Warrington  WA3 7BH  
Contact 01925 396 800

Facilities Serviced Offices, Meeting Rooms

Macdonald  
Manchester Hotel 
Address London road, Manchester M1 2PG                   
Contact 0344 879 9088    
Facilities Leisure Club, Spa,  
 Conference Centre, Restaurant

Manchester Airport  
Marriott Hotel   
Address Hale Road, Hale Barns,  
 Cheshire WA15 8XW                   
Contact 0161 904 0301    
Facilities Leisure Club, Spa,  
 Conference Centre, Restaurant

Manchester Escalator   
Address 233 Deansgate, Manchester M3 4EN                   
Contact 07711 556913    
Facilities Coffee, Food, Meeting Rooms

Mercure Bowdon Hotel   
Address Langham Road, Bowdon WA14 2HT                  
Contact 0161 928 7121    
Facilities Hotel and Leisure, Free Parking

Midland Hotel  
Address 16 Peter St, Manchester M60 2DS                      
Contact 0161 236 3333  
Facilities Function Rooms, Hotel

Mr Thomas’s Chop House  
Address 52 Cross Street, Manchester M2 7AR                 
Contact 0161 832 2245 
Facilities Restaurant, Pub

Orega Offices 
Address 3 Piccadilly Place, Manchester M1 3BN

 76 King Street, Manchester M2 4NH

 Blue Tower, MediaCityUK M50 2ST                 

Contact 0800 840 5509   
Facilities Meeting Rooms, Serviced Offices

Radisson Blu  
Address Chicago Avenue, M90 3RA                  
Contact 0161 490 5000   
Facilities Hotel, Meeting Rooms

Red Rooms   
Meeting rooms in Bruntwood 
Address Station House, Stamford New Road,  
 Altrincham WA14 1EP

 Landmark House, Station Road,  
 Cheadle Hulme, Cheshire SK8 7BS 

 111 Piccadilly, Manchester M1 2HY

Contact 0843 504 4753  
Facilities Offices, Meeting Rooms

Regus   
Meeting rooms for hire across a 
range of Regus properties

Address Adamson House,  
 Towers Business Park, 
 Wilmslow Road, Didsbury M20 2YY 
Contact 0161 955 4200

Address Regus Express Hilton  
 Manchester Airport, Outwood Lane,  
 Manchester M90 4WP 
Contact 0161 261 1440 / 07785 253 488

Address 5300 Lakeside, Cheadle Royal  
 Business Park, Cheadle SK8 3GP 
Contact 0161 246 6000

Address Manchester Business Park,  
 3000 Aviator Way,  
 Manchester M22 5TG 
Contact 0845 300 3585

Facilities Business Lounges, Offices, Day Office 
 Reserved Co-working, Meeting Rooms

Clayton Hotel  
Manchester Airport 
Address Manchester Airport, Outwood Lane,  
 Manchester M90 4HL                   
Contact 0161 498 0333  
Facilities Events and Conferences

Costa Coffee   
Address 33-35 George Street,   
 Altrincham WA14 1RN             
Contact 0161 929 0382   
Address Century House, Ashley Road,  
 Hale WA15 9SF            
Contact 0161 926 9913  
Address Golden Way, Urmston,  
 Manchester M41 0NA            
Contact 0161 926 7707  
Facilities Coffee, Snacks

Cresta Court Hotel   
Address Church Street,  
 Altrincham WA14 4DP                   
Contact 0161 927 7272    
Facilities Snack, Rest, Hotel, Free Parking

DeVere Venues   
Address Cheadle House, Cheadle Royal  
 Business Park, Cheadle SK8 3FS                   
Contact 0161 492 100  
Facilities Conference, Leisure, Restaurant

Emirates Old Trafford 
Home of LCCC - Event Space   
Address Talbot Road, Manchester M16 0PX 
Contact 0161 282 4020  
Facilities Conference, Meeting Rooms, Events

Hilton Manchester  
Address Deansgate, Manchester M3 4LQ                 
Contact 0161 870 1600 
Facilities Hotel, Meeting Rooms, Conferences

Hilton Manchester Airport  
Address Outwood Lane, Manchester  
 M90 4WP                   
Contact 0161 435 3000 
Facilities Hotel, Meeting Rooms, Conferences 

Holiday Inn Express  
Trafford City 
Address 2 Mercury Way, Urmston,  
 Manchester M41 7PA                   
Contact 0333 003 0050    
Facilities Meeting Rooms, Events

Holiday Inn Manchester 
Central Park  
Address  888 Oldham Road, Manchester,  
 M40 2BS                   
Contact 0161 277 6910    
Facilities Starbucks, Meeting Rooms 
 Free WiFi, Free Parking

Houldsworth Mill   
Address Houldsworth Street, Reddish,  
 Stockport SK5 6DA                   
Contact 0161 975 6000    
Facilities Meeting Rooms, Conferences

iFLY   
Address  Trafford Quays Leisure Village,  
 9 Trafford Way, Stretford,  
 Manchester M41 7JA                 
Contact 0845 331 6549   
Facilities Indoor Skydiving,  
 Corporate packages

La Famiglia   
Address 12-14 Victoria Road, Hale,  
 Altrincham WA15 9AD                   
Contact 0161 929 9626    
Facilities Italian Restaurant

Runway Visitor Park   
Address Sunbank Lane, Altrincham 
 WA15 8XQ                   
Contact 0161 489 3932    
Facilities Conference Room, Conference area  
 underneath Concorde, Restaurant,  
 Concorde Experience and Tours,  
 Meeting Rooms

Sam’s Chop House  
Address Back Pool Fold (off Cross Street),  
 Manchester M2 1HN                  
Contact 0161 834 3210 
Facilities Restaurant, Pub

St Anthony’s Centre   
Address Eleventh Street, Trafford Park,  
 Manchester M17 1JF                   
Contact 0161 848 9173    
Facilities Conference Rooms

St James Club Manchester   
Address 45 Spring Gardens,  
 Manchester M2 2BG                  
Contact 0161 829 3000    
Facilities Private Members’ Club,  
 Function Rooms, Business Suite 

San Carlo Fiorentina  
Address Manchester Airport, Marriott Hotel, 
 Hale Road, Hale Barns,  
 Cheshire WA15 8XW                   
Contact 0161 904 5043    
Facilities Bar & Restaurant

The Coffee House   
Address Warburton House, 14 Eagle Brow,  
 Lymm  WA13 0LJ also at 
 102 School Road, Sale M33 7XB 
Contact 01925 551797 
Facilities Coffee, Snacks

The FUSE   
Address Warburton Lane, Partington M31 4BU 
Contact 0161 393 4511    
Facilities Conferences, Meeting Rooms, Events

The LifeCentre   
Address 235 Washway Road, Sale M33 4BP 
Contact 0161 850 0770    
Facilities Meeting Rooms, Café

The Lowry Hotel   
Address 50 Dearmans Place, Chapel Wharf  
 Manchester  M3 5LH                   
Contact 0161 827 4000    
Facilities Conference, Leisure, Hotel

The Mere Golf Resort & Spa   
Address Chester Road, Mere,  
 Knutsford, Cheshire  WA16 6LJ                   
Contact 01565 830 155   
Facilities Meeting Rooms, Conferences

The Offices   
Address 53 King Street, Manchester  M2 4LQ

Address 46 Barton Arcade, Deansgate,  
 Manchester M3 2BW

Contact 0161 835 9560   
Facilities Meeting Rooms, Hot Desks,  
 Business Lounge, 1GB Wi-fi, Gym

Victoria Warehouse 
Address Trafford Wharf Road, Stretford,  
 Manchester M17 1AB                   
Contact 0161 660 7000  
Facilities Conference, Leisure, Hotel

Village Café 
Address 221 Ashley Road, Hale,  
 Altrincham  WA15 9SZ                 
Contact 0161 929 6050 
Facilities Café

Warren Bruce Court 
Address Warren Bruce Road, Trafford Park,  
 Manchester M17 1LB                   
Contact 0845 602 5047 
Facilities Meeting Rooms

places to meet
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DELIVERING QUALITY
ACROSS THE UK

01685 388 888 l SALES@STEPHENSANDGEORGE.CO.UK l WWW.STEPHENSANDGEORGE.CO.UK



CORPORATE EXECUTIVE 
COACH HIRE

FULLY LOADED Business Class Vehicles
VIP Coaches  •  Double Deckers  •  WiFi  •  Disabled friendly

0161 789 4545    info@gogoodwins.co.uk

Go Goodwins Coaches, Lyntown Trading Estate, Eccles, Manchester M30 9QG

www.gogoodwins.co.uk


