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Simply visit www.gmbusiness 
connect.co.uk and click subscribe, 
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 
reasonable rates.

Discounted packages are available  
on request for series bookings. 

For more information please 
download a copy of our media  
pack found on our website:  
www.gmbusinessconnect.co.uk  
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advertising@gmbusiness 
connect.co.uk or phone:

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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news
Lower growth ambitions 
for retail SMEs who fail to 
adapt to new technology

hesitations alone have cost retailers  
£6.6bn a year. In the past, retailers have not 
always understood how best to leverage 
technology innovation to their competitive 
advantage. Since 2000, three quarters of 
retail growth has come through online 
channels. Despite the evidence of sales 
success through online channels, Close 
Brothers found that over a third (35%)  
of retail SMEs do not have a website and 
36% do not sell their products online.

Giving customers more payment options 
and letting them spread payments over 
a fixed term is another way retailers can 
improve their prospects. With only 5% of 
retail SMEs offering retail finance, there is 
a huge opportunity. However, 63% of retail 
SMEs can’t see the opportunity in offering 
retail finance. One in five think customers 
wouldn’t want to take on debt and over half 
think it isn’t suitable or desirable for their 
customers. Yet last November of the 242 
million purchases made on credit cards, 
58% of purchases incurred interest charges.

Those SMEs who have used retail finance 
have reported up to a 30% increase in  
sales when offering finance as an option  
at checkout. One in seven cited an  
increase in sales when finance options  
are implemented, 13% said that it  
creates a demand for more expensive 
goods and one in six (17%) said that it 
benefited the customer by giving them 
more payment options.

economic growth and leadership 
skills within science.

Organiser Steve Bennett, Managing 
Director of Science North Limited 
commented: “Following the success 
of the inaugural conference in 2016, 
we’re thrilled to be able to announce 
the details of Business of Science 
2017. Ultimately it’s about connecting 
business and scientific excellence 
and driving collaboration between 
the two to generate economic 
growth.

“We already have some excellent 
speakers lined up and new ideas for 
interesting panel discussions, which 
we’ll announce over the coming 
months. We’re also really pleased 
to have the continued support of 
many of last year’s sponsors and 
look forward to working with new 
businesses too.”

Returning sponsors include BASF, 
Grant Thornton and the University 
of Bolton. Drug discovery and 
development company Redx 
Pharma will again be involved in the 
conference with details due to be 
announced soon.

Event supporters include Active 
Profile, RARE Digital, WolfeLive, the 
Museum of Science and Industry, 
Wakelet, Fatsoma and TransitionPlus.

For more information on the event, 
visit www.businessofscience.co.uk

•  Just four in ten retail SMEs who do 
not trade online expect growth in 
the next year vs over half (52%) who 
trade online.

•  Over a third (35%) of retail SMEs do 
not have a website.

•  Only 5% of retail SMEs offer retail 
finance.

Nearly half of retail SMEs (48%) are 
expecting to grow in the next year, 
but difficulty in adapting to new 
technologies is damaging their growth 
potential. According to a new report 
published by Close Brothers Retail 
Finance, retail SMEs who trade online 
report higher growth ambitions with 
52% of SMEs expecting sales growth 
in the next year, while just four in ten 
businesses that do not trade online 
expect to see growth.

Close Brothers Retail Finance surveyed 
over 500 retail SMEs on adapting to 
changing business challenges in order 
to grow.

SMEs in the retail space are facing 
difficult challenges with the constant 
drive for innovation to acquire 
customers, retain customers, and also 
combat fierce competition from peers.
To fulfil their potential, retail SMEs 
need to adapt to new technologies 
that can help them compete. Research 
has shown that mobile technology 

A conference celebrating the 
connection between business and 
science is set to make a return to 
Manchester in 2017.

The Business of Science Conference 
will be back in the city on 18 May 
with a programme of high-profile 
speakers including Sir Richard Leese, 
leader of Manchester City Council, 
and Richard Carter, managing 
director UK and Ireland for BASF.

Other speakers include Museum of 
Science and Industry in Manchester 
include entrepreneur, investor and 
advisor Sherry Coutu CBE and Rosa 
Wilkinson, director of trade policy 
stakeholder engagement at the 
Department for International Trade.

Key event themes will focus on 
science, innovation and skills with 
topics spanning the development 
and commercialisation of great 
science, the role of science to drive 

Business of Science 
returns in 2017

Bruntwood unveils Union plans for Albert Square

Property company Bruntwood 
has unveiled designs for its latest 
acquisition and redevelopment 
of a 66,697 sq ft workspace, 
directly opposite the Town Hall in 
Manchester’s Albert Square.

Formerly known as Commercial 
Union House and latterly home 
to Aviva Insurance, the six-storey 
building will now simply be known 
as ‘Union’. It will be completely 
redeveloped to create contemporary, 

building fabric and an abundance of 
natural light provided by new glazing 
throughout.

The workspaces have been 
redesigned to allow for additional 
collaborative and break-out space 
and Union also provides bicycle 
storage, secure parking, showers and 
24-hour access.

Ciara Keeling, Head of City Centre 
Asset Management at Bruntwood, 
comments: “We acquired Union last 
year in response to the ever-growing 
customer demand for well-designed, 
contemporary workspace in the heart 
of the city - and you can’t get more 
central than opposite the Town Hall.

“Union is surrounded by a wealth 
of retail and local amenities and is a 
stone’s throw from the revamped St 
Peter’s Square, Deansgate and King 

high quality workspace. Looking 
directly out over Albert Square, Union 
will provide unrivalled views of the 
city’s major cultural and social events 
including ‘Festival Square’ for the 
Manchester International Festival, the 
Christmas Markets, the Manchester 
Jazz Festival and the city’s Food and 
Drink Festival.

Bruntwood is working with Bridge 
Architects on the project with 
construction progressing well on-
site, and a planned building launch 
in summer 2017. When complete, 
Union will provide five upper floors 
of workspace, including a fifth floor 
penthouse suite. Floor plates range 
from 9,389-10,691 sq ft as well as 
a new ground floor reception and 
12,500 sq ft of retail space. All will be 
refurbished with a modern industrial 
feel exposing elements of the 

Street. Having Albert Square on the 
doorstep with all the opportunities 
that brings for participation in the city’s 
cultural event programme, we know will 
be a huge draw for this space.

“We love the designs for Union and 
we know it will meet the demands 
of businesses looking for agile and 
inspirational workspace in the city.”

Steve Bennett, 
Managing 
Director of 
Science North 
Limited
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The Airport City Manchester 
Joint Venture has announced the 
completion of its logistics facility, 
ALPHA, located within its flagship 
Global Logistics development.

Targeted at UK and international 
businesses aiming to benefit from 
the airport location, ALPHA has 
already generated strong interest 
from potential occupiers with 
announcements expected shortly.

The 130,000 sq ft development is 
the first on the site built by Airport 
City JV partner, Beijing Construction 
Engineering Group International 
(BCEGI) and offers logistics units 
ranging from 17,500 sq ft to 35,000 sq ft.

Yu Dongwen, acting lead director 
at BCEGI (UK) Ltd, said: “We are 
very proud to have completed the 
ALPHA project, particularly at such a 
prestigious development as Airport 
City Manchester. As a contractor 
and joint venture partner in Airport 
City we have great confidence in the 
development and believe it will act 
as a magnet for inward investment 
into the North West, which will bring 
economic benefits and employment to 
the region.”

Completed on time and on budget, 
ALPHA was forward sold during 
its construction for £12.2m to the 
Greater Manchester Pension Fund 

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

(GMPF), which was advised by LaSalle 
Investment Management. The building 
has now been handed over to GMPF.

Councillor Susan Quinn, Chair of 
GMPF Property Working Group, said: 
“We’re delighted that our infrastructure 
partnership with Airport City has 
once again delivered on our stated 
goal of hands-on direct investment 
and successful collaboration. This 
investment will give us the strong levels 
of return we seek as well as provide 
badly needed opportunities for 
international businesses and jobs  
for Greater Manchester. We look 
forward to welcoming our first tenants 
and their staff.

“Many pension funds struggle to 
invest in infrastructure but we are 
leading the way and we look forward 
to building upon this success. We’re 
excited by the pipeline of potential 
investments and we look forward to 
working on more opportunities to 
achieve our twin aims of significant 
investment returns to pay our 
pensions promises, whilst delivering 
infrastructure and jobs for Greater 
Manchester.”

The construction of ALPHA follows  
the successful completion of Amazon’s 
654,000 sq ft warehouse and fulfilment 
centre, which became operational  
in November 2016, playing a key 
role in the international company’s 

Christmas shopping period.

ALPHA and the Amazon fulfilment 
centre have joined the 37,400 sq ft 
DHL Global Logistics facility at the 
expanding Airport City development. 
Situated at the heart of a government 
Enterprise Zone, Airport City is one 
of the UK’s largest joint venture 
commercial development projects.

ALPHA has excellent access to 
the M56 and is located next to 
Manchester Airport’s World Freight 
Terminal, which already handles 
106,000 tonnes of cargo every year.

Each unit will have its own fenced 
and gated yard with dedicated car 
parking and HGV delivery access. 
The warehouse accommodation has 
been finished to shell condition, with 
each unit having around five per cent 
of office space at first floor level.

Once complete, the £1billion 
development will comprise five million 
sq ft of premium office space, hotels, 
advanced manufacturing, logistics 
facilities and ancillary retail. The joint 
venture partners are Manchester 
Airports Group (MAG), BCEGI, 
Carillion PLC and GMPF.

Lynda Shillaw, MAG Property CEO, 
said: “The completion of ALPHA 
is another significant landmark in 
the development of Airport City 
Manchester and the establishment of 
Global Logistics as a thriving location, 
which is attractive to multi-national, 
logistics-driven businesses. The 
investment that was made in ALPHA 
and its forward sale to GMPF, clearly 
demonstrates the confidence in 
Airport City and its role in driving the 
economic development of this area.”

Construction complete on 
£12m Airport City logistics facility

(L-R): Councillor Susan Quinn (Chair of 
GMPF Property Working Group), 

Yu Dongwen (acting lead director at 
BCEGI (UK) Ltd) and Lynda Shillaw,  

(MAG Property CEO) inside the 
completed ALPHA facility.
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Altrincham town centre saw a 
significant year-on-year increase in 
visitor numbers in the eight weeks 
leading up to Christmas according 
to figures released recently by 
Altrincham Unlimited. 

November experienced an increase 
of 19.4% in footfall year-on-year, 
while the uplift in December was 
even more impressive with a 28.1% 
increase on 2015. This compares to 
a UK average decrease in footfall of 
0.7% year-on-year in November and 
increase of just 0.9% in December 
(source: Springboard).

Katie Bland, BID Manager for 
Altrincham Unlimited said: “We 
are delighted with this significant 
increase in visitors to Altrincham town 
centre in November and December 
2016. The Christmas season saw 
Altrincham Unlimited’s first major 
marketing campaign, with investment 
in radio, print and online advertising 
plus a number of festive events, and 
the impact appears to have been 
extremely positive.

An ever-improving retail offer, a 

The UK’s leading workwear 
manufacturer has revealed details of 
a new €3 million deal to supply high 
visibility wet-weather jackets and 
trousers for a major Irish postal service 
provider. The deal will see Stockport-
based Ballyclare Limited provide a total 
of 13,000 garment sets to the An Post 
delivery staff in two phases, and covers 
the period up until 2020.

“We’re delighted to have won this 
contract from An Post as it represents 
a major success for Ballyclare,” 
comments the company’s Sales and 
Service Manager, Maggie Shaw.  
“It also demonstrates our ability to 
provide garments which suit a client’s 
individual specifications right down  
to the last detail.”

Ballyclare was invited to submit 
proposals to manufacture GORE-
TEX® based jackets and trousers to 
provide full wet-weather protection 
for the delivery staff. However, the 
garments also had to combine hi-vis 
elements without compromising the 

Altrincham bucks trend  
with record visitor numbers 

Stockport company awarded 
contract for new workwear 
for Irish postal service

number of high-profile restaurant 
openings, popular Christmas 
markets and festive family activities 
all combined to give Altrincham a 
real buzz in the weeks leading up 
to Christmas, and made the town a 
highly attractive destination. We are 
now finalising a full calendar of events 
to build on this momentum and give 
visitors plenty of reasons to keep 
coming back in 2017.”

David Wightman, Manager of 
Altrincham’s Stamford Quarter 
Shopping Centre said: “November 
and December were exceptionally 
busy months for the Stamford 
Quarter. The lantern parade and 
Christmas lights switch-on event in 
mid-November were a great launch to 
the festive season and visitor numbers 
to our car park then grew further 
throughout December, culminating in 
Saturday 17 December as our busiest 
day since records began in 2010. 

Altrincham is well and truly back on 
the map as a shopping destination 
and it is great to see.”

An Post colours and branding which 
had traditionally appeared on the 
company’s workwear. “This required 
us to work closely with An Post and 
undertake some very careful design 
work to ensure we satisfied the brief,” 
adds Maggie. “We also had to meet 
the rigorous specification that An Post 
had laid down in terms of the quality 
and performance of the garments.”

This lead to a series of stringent tests 
to ensure that the garments met all 
the correct standards, including a 
particularly demanding rain tower 
test. “Rain tower tests are normally 
conducted for 1 hour to ensure 
compliance with EN 343,” says 
Maggie. “However, we pride ourselves 
in the quality of Ballyclare garments, 
and in this case, we subjected them 
to eight solid hours of rain tower 
testing, and they passed with flying 
colours. An Post were able to witness 
the testing and so they were confident 
that our offering was more than a 
match for their requirements.”

Etihad’s Manchester contact 
centre celebrate five years

“They all serve to reinforce 
Manchester’s place as a destination 
of great strategic importance for 
Etihad Airways.

“While there are exciting 
developments still to come with 
the airport expansion plans at 
Manchester set to make the city a 
leading national airport hub, and we 
are looking forward to entering the 
next phase of our relationship.”

Claire Maxwell, Manchester Contact 
Centre Manager at Etihad Airways, 
added: “Having been here since 
day one, it’s been a rewarding 
experience, both professionally 
and personally for myself and many 
members of the team. 

“It’s been an amazing five years, 
where we’ve been given many 
opportunities to develop while also 
delivering success in a core element 
of the business.

“The Manchester centre has 
achieved so much in its first five 
years and I look forward to us 
continuing to deliver the best service 
to our guests and trade partners 
from around the world.”

The Manchester office was the 
second of four global contact 
centres for Etihad Airways, with 
the airline now operating one in 
Abu Dhabi and two in Al Ain in the 
United Arab Emirates (UAE). The 
Manchester Contact Centre is also 
home to a number of other Etihad 
Airways teams including Guest 
Relations, Web Services and the 
North of England Sales Team. 

Etihad Airways began operating 
daily flights to Manchester in March 
2006, doubling that to twice daily in 
August 2011. In July 2011, the airline 
announced a comprehensive 10-year 
sponsorship deal with Manchester 
City Football Club, and in August of 
that year opened a line maintenance 
facility at the airport for Etihad 
Airways Engineering.

Etihad Airways’ Manchester Contact 
Centre is celebrating five years since 
it commenced operations in the city.

The Contact Centre opened in 
January 2012, with a team of 23 
people handling calls only in English.

Today, the centre in Manchester has 
grown to become a 24-hour, multi-
lingual workplace. It employs 175 
people of 20 different nationalities, 
taking calls in English, Dutch, 
Spanish, Italian, French, German, 
Russian, Portuguese, Korean, 
Mandarin, Cantonese and Japanese.

The multicultural team handles 
incoming calls from Etihad 
Airways guests and travel trade 
partners, spanning time zones 
from Manchester through to New 
York, Los Angeles, Seoul, Sydney, 
Kazakhstan, Moscow and Berlin. 

More than one million calls were 
handled by the Manchester Contact 
Centre in 2016, and were taken at all 
times of day and night, every day of 
the year.

Ruth Birkin, Head of Contact Centres 
for Etihad Airways, said: “It is great 
news to be able to mark five years 
since we opened our Manchester 
Contact Centre. Etihad Airways’ 
commitment to Manchester has 
developed significantly over the 
years with the sponsorship of 
Manchester City Football Club, 
the jobs created by the contact 
centre, and the economic impact 
delivered by twice-daily flights out of 
Manchester Airport. 

Claire Maxwell, 
Manchester Contact 
Centre Manager

Ruth 
Birkin, 

Head of 
Contact 
Centres
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Specialist team to advise property 
owners affected by HS2 route

YOUR LOCAL ACCOUNTANTS AND BUSINESS ADVISORS

Leavitt Walmsley Associates

Leavitt Walmsley Associates Ltd is a North West based award-winning independent firm of chartered certified accountants, 
headed up by directors Les Leavitt and Steve Collings.

The firm provides a range of business solutions to a national client base including:

• Audit and accountancy

• Business support and networked services

• Company secretarial and payroll

• Corporate and personal taxation

• Non-executive Finance Director solution

•  Specialist audit and compliance expertise for Academies

For a no-obligation opportunity to find out how LWA can 
help you with a FREE business review illustrating your 
business’ growth potential, please get in touch and simply 
quote ‘GMBCM review’ to book your appointment.

Leavitt Walmsley Associates Limited 
8 Eastway, Sale, Cheshire  M33 4DX    T 0161 905 1801   
Suite 113 Newton House, Birchwood Park, 
Warrington WA3 6AE    T 01925 830 830   
E mail@lwaltd.com    www.lwaltd.com

Scanlans has formed a specialist team 
to advise homeowners and business 
people in the north west whose 
properties face being blighted or 
demolished because of the HS2  
high-speed rail scheme. Experts based 
in the property management and 
surveying firm’s Manchester office will 
negotiate with authorities to secure 
compensation for clients.

The team is experienced in dealing 
with compulsory purchase claims and 
advising owners whose properties may 
be subject to blight where schemes 
such as HS2 affect their value.

The government recently announced 
the preferred route for the next phase 
of HS2, which will see the line run from 
Crewe to Manchester and from the 
West Midlands to Leeds.

Scanlans chairman Ian Stanistreet said: 
“Setting aside the political debate, 
there is no doubting the impact this 
major programme will have on owners 

and occupiers of affected properties 
and land.

“The government will use its 
compulsory purchase order powers 
to acquire land and buildings where 
necessary, with a large sum of money 
earmarked for compensation.

“The main principle is that people 
must not be left worse off financially 
than had the scheme not gone ahead. 

“Additional compensation may also be 
due, over and above the value of their 
property, and all legal and surveying 
fees will be paid.”

Ian added that many people are 
unaware they can force the relevant 
authority to buy their property if it can 
be proven it is blighted by the scheme. 
Scanlans partner Paul Long added: 
“Whatever the benefits from the HS2 
scheme, it’s vital that homeowners 
and businesses suffering losses should 
be duly compensated and properly 
represented.”
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Cheshire based law firm, Blackstone 
Solicitors have just announced 
that for 2017 they have opened 
a London office to service their 
continued expansion of London and 
International based clients.  

Located in Mayfair and specialising 
in commercial litigation, property 
law for commercial and residential 
clients, corporate legal services, and 
family law and wills and probate.

Rapidly growing Manchester based 
motor finance firm CarFinance 247 has 
made three senior level appointments 
to further bolster its capabilities in 
providing award winning customer 
service and to support its expansion 
plans in 2017.  

Julie Atkinson joins as Compliance 
Director, Matthew Williams has been 
appointed to a newly created role of 
Head of Learning & Development  
and Andrew Haines becomes Head  
of Marketing. 

Blackstone expand 
into London

Hat trick of appointments 
at CarFinance 247

Established in 2010 and lead by Award 
winning lawyer, Emma Nawaz the 
firm has grown quickly and in 2016 
announced a turnover of just over 
£1million - an increase of 34% on the 
previous year. For 2017 the firm forecast 
a further 50% growth.

The firm has developed with several 
new partners and lawyers expanding the 
team from 10 to 23 over the last year.

Blackstone Solicitors achieved national 
and international fame in 2014/15 when 
they took on and won cases against high 
street banks over accusations of racial 
discrimination concerning British citizens 
with Iranian backgrounds or Iranians 
living in the UK.

Commenting on the expansion into 
the Capital, Managing Director, Emma 
Nawaz said, “Our portfolio of London 
based clients is continuing to expand.  
Opening this Mayfair office will allow 
us to service their needs locally and to 
expand our client base further.  
We are a passionate and tenacious law 
firm totally focused on winning cases for 
our clients. We are delighted to open 
this London office.”

The appointments come on the back 
of a hugely successful year for the firm. 
In the past 12 months it has more than 
doubled its workforce and created 
a new employee training division, 
Academy 247. 

Managing director Reg Rix added: 
“Our ongoing success is very much 
down to our people, culture and team 
effort. Julie, Matthew and Andrew 
each bring a wealth of relevant 
experience into the business and will 
help us as we expand market share.”

Emma Nawaz

Matthew Williams Julie Atkinson Andrew Haines



Despite an increasing number of  
high-profile cyber attacks worldwide, 
UK businesses are still leaving 
themselves vulnerable to hackers and 
cyber threats according to new figures.

A new report published by Advanced, 
the UK’s third largest software and 
services provider, found a quarter of 
companies were not taking adequate 
steps to improve cyber security.

Moreover, a survey of internet security 
professionals has found confidence 
in the country’s ability to stave off 
serious cyber threats had plummeted 
in the past year. Just over half of the 
IT security experts surveyed in the 
UK believe risks from cyber crime are 
being adequately assessed, down 14 
per cent from last year.

This comes after the government 
published figures showing that cyber 
attacks were costing the UK economy 
£27bn each year.

Part of the problem facing businesses 
is the ever changing nature of the 

email scams at low cost as a third party 
provider. This has apparently led to a 
spike in the profitability of phishing, 
and the threat can be expected to 
increase accordingly.

All of this can sound daunting - but 
without understanding the scale of 
the threats out there, businesses will 
continue leaving themselves exposed.

The first step to better protection is to 
update, or create, your digital security 
policy. Working with a formal policy 
helps you to review and understand 
risks, respond proactively and plan 
what to do with a security breach.

Three areas are crucial:

Systems  This covers everything in 
your network, from WiFi and VOIP 
telephones to email and social media. 
List everything, and consider potential 
weak points - are people using their 
own mobile devices on business 
WiFi networks? Are they secure? 
When were your firewall settings last 
checked? What controls do you have 

UK Businesses open to cyber threats
threat posed by cyber criminals.

A recent attack which knocked out 
broadband access for half a million 
TalkTalk and Post Office customers 
was a high profile example of a 
strategy expected to be used more 
and more by hackers. By stealing WiFi 
passwords, cyber criminals are able to 
hijack routers to spread malware.

Another sinister threat this poses is 
giving hackers the opportunity to write 
malware directly onto a computer’s 
RAM, without using any carrier files, 
making it incredibly hard to detect 
and remove. Many businesses and 
consumers never change their WiFi 
router key from the one supplied by 
their IP provider, making it easy for 
hackers to steal access details from a 
single database.

In another development, access to 
compromised web servers and new 
automated turnkey technology has 
lead to hackers setting themselves 
up to provide ‘Phishing-as-a-Service’ 
- offering to run so-called phishing 

on opening SPAM and suspicious  
emails? How is your data stored, 
protected and backed up - especially  
any data belonging to suppliers,  
clients or customers?

Devices  It can be easy to forget to 
configure new devices to a broader IT 
security system, especially if staff use 
their own mobile phones or laptops 
in work. Conversely, are people using 
work devices at home, and how are 
you managing security there? A virus 
which lands through unsecure home 
broadband can easily wreak havoc  
when that device is reconnected to  
your work’s system.

Users  How people use technology - 
whether taking care with odd looking 
emails, setting their own devices up 
safely in the office, or following protocols 
for data handling and protection - is 
the single biggest factor in protecting 
against cyber crime. Companies which 
hire a trained IT specialist to manage the 
malware and think they are safe are the 
ones which get found out. It only takes 
one person to open one scam email to 
launch a phishing attack or download 
malware, so invest in educating your staff.
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The Northern Powerhouse needs 
to place itself at the centre of the 
UK’s energy innovation agenda by 
being the first region to lead major 
collaboration across the industry, 
according to Denise Massey, the 
Managing Director of the Energy 
Innovation Centre. 

“Securing the UK’s future energy 
supplies is one of the most important 
issues on today’s political agenda with 
ramifications for everyone from the 
individual householder to the Ministry 
of Defence,” she said. “And it is only 
collaboration between the different 
sectors making up the energy industry 
– renewables, oil, gas, nuclear etc. – 
that could meet the challenges of the 
energy trilemma of energy security, 
energy access and affordability and 
lower carbon i.e., environmentally 
sustainable. Yet at the moment there 
seems to be little appetite for actually 
taking action on developing this 

Northern Gas Network has already 
worked with consultancy KPMG 
on a ‘Powering the North’ report 
exploring these very issues. She will 
discuss this and more at the 2017 UK 
Northern Powerhouse International 
Conference and Exhibition in February 
at a dedicated session exploring the 
issue of ‘Powering the Powerhouse’ – 
focusing on energy in the north. 

Other speakers for this session include 
Andy Koss, the Chief Executive Officer 
of Drax Power and David Gill, Director 
of Stakeholder Relations, Northern 
Gas Networks.

The 2017 UK Northern Powerhouse 
International Conference and 
Exhibition event – which will be held 
in Manchester Central on 21 and 22 
February and is expected to attract 
some 3,000 delegates over two days 
– is supported by Chief Executives 
from across the major cities of the 

collaborative approach nationally.

“The Government is open to new 
ideas and approaches where things 
are working well in order to inform the 
development of the national policy 
framework, but at the moment, those 
models are simply not there. 

“This is where the Northern 
Powerhouse could come in. We’ve 
got an incredible asset base in 
terms of energy – nuclear, gas, 
electricity, renewables, offshore – and 
a comprehensive network of SMEs 
primed for innovation. It’s all right 
here in the region. We could provide 
a framework for how the different 
strands of the sector could work 
together and provide part of the blue 
print which could, over time, be rolled 
out nationally.”

There’s already appetite for this 
collaboration in the sector, says 
Denise. Mark Horsley, the CEO of the 

North from Liverpool to Newcastle. 
It will feature sessions with the CEOs 
of major national businesses such 
as Nissan, Cisco and Stobart Group. 
International delegations are expected 
from India, Australia, China and the US.

The conference is one of the few 
events to attract delegates from 
across the entire range of sectors, 
with leading political, academic and 
business figures from across the North 
of England present.

Topics being addressed during the 
conference include manufacturing, 
transport and infrastructure,  
finance and delivery, devolution, 
competitiveness and productivity  
and energy.

For further information or to 
book tickets to the UK Northern 
Powerhouse International Conference 
and Exhibition please visit  
www.uk-northern-powerhouse.com

Northern Powerhouse should lead energy agenda 
with deeds not words, says industry expert

news
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Together, the specialist finance 
provider, has confirmed its 
partnership with Funding Options; 
one of the three companies chosen 
by the Government for the new SME 
bank referral scheme, which came 
into effect in November 2016.

Funding Options was selected by the 
British Business Bank as an official 
partner for the scheme, whereby high 
street banks must refer their business 
banking customers to an alternative 
provider if they cannot offer direct 
funding, with the aim of helping more 
SMEs with growth plans. 

The panel is made up of a variety of 
alternative finance providers, to cover 
as much of the market as possible, 
and includes specialist lenders, 
invoice financing and peer-to-peer 
platforms, with customers being 
matched to the most appropriate 
lender.

Chris Baguley, commercial director 
at Together said: “The launch of 
the SME bank referral scheme is 
revolutionary for small businesses in 
the UK and we’re already working 
with several banks on this, so we’re 
delighted to now also be on hand 
through Funding Options to assist 
businesses that are looking for 
finance. 

“We know from our own research 
that a worrying number of SMEs 
are unaware of the alternatives to 
mainstream banks, so it’s great that 
they are now being pointed in the 
right direction through organisations 
such as Funding Options. We hope 
that with the help of specialist lenders 
like ourselves, the scheme will help 
many small businesses to grow.”  

Richard Leader, marketing director 
at Funding Options added: “SMEs 
contribute significantly to the UK 
economy, and this is likely to increase 
further now that we’re seeing a 
much-needed improvement in access 
to funding. We assist companies all 
over the UK to find the right business 
finance and have an existing and 
successful relationship with Together. 
We are pleased to now add them to 

Together confirmed as Funding Options panellist 
our Bank Referral panel, giving more 
opportunities to help UK businesses 
find the right finance.”

The bank referral scheme was 
confirmed in the Small Business, 
Enterprise and Employment Act 2015 
and stipulates that banks which turn 
down a finance application from a 
small business must now refer the 
customer to an alternative finance 
provider. The British Business Bank 
has estimated that over 100,000 SMEs 
are turned down for a bank loan 
every year, representing a possible 
funding gap in the UK of £4bn, which 
highlights the scope of the new 
scheme.

Agreement for new £90million 
structured credit facility
In further news Together has 
announced that it has successfully 
agreed a new facility of £90 million, 
targeted at funding its bridging 
finance activity.

The programme is supported by 
Goldman Sachs Private Capital and 
will run until January 2021, with the 
underlying loans drawn from across 
Together’s portfolio.

programme and our recent £375 
million capital markets bond 
issuance.” 

Two industry awards for 
innovative finance products
Together is celebrating after its 
product range scooped two industry 
awards, for ‘best buy-to-let product 
range’ and ‘best near-prime product 
range’ at the recent Loan Talk Second 
Charge Mortgage Awards.

The event is dedicated to the UK 
second charge mortgage market, 
spanning lenders and mortgage 
brokers. 

Second charge mortgages, also 
known as secured loans, serve a wide 
variety of purposes for homeowners 
and property investors, and the 
buy-to-let and near-prime categories 
highlight two of Together’s niche 
markets.

Pete Ball, chief executive of personal 
finance at Together, said: “To win 
two awards that both acknowledge 

the high standard of our products 
is a great way to start the year. We 
continually improve and enhance our 
product range to make sure we’re 
delivering what customers want and 
I’m delighted that this has been 
recognised by our peers.

“The buy-to-let sector has faced 
many challenges recently, and we’ve 
made many changes to our buy-to-let 
offering in response to this, so that we 
can help landlords and investors as 
they adapt. Our range also includes 
consumer buy-to-let products, 
designed for ‘accidental landlords’ 
such as those who have inherited  
a property.”
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Marc Goldberg, Together’s 
commercial CEO, commented: “We 
have a clear strategy set out for the 
next five years and this additional 
funding will enable us to further 
increase our bridging finance lending. 
We’ve seen strong demand from 
businesses and investors in this area, 
and lent a total of £572.3 million of 
bridging finance in the 12 months to 
30 September 2016.”

Commenting on the completion, 
Gary Beckett, group CFO of 
Together, said: “The successful 
introduction of the Delta facility 
demonstrates Together’s strong 
financial position, our robust business 
model and the continued demand 
for our products. It will support our 
growth plans and sit alongside our 
existing funding channels which 
include the £1 billion Charles Street 
securitisation programme, the 
£255 million Lakeside securitisation 

Together 
Commercial 

Director
Chris Baguley

Together 
Commercial  

CEO Marc 
Goldberg

Together Chief 
Executive 

of Personal 
Finance  

Pete Ball



New Parliamentary Boundary Consultation 
Portal a big step forward for digital democracy 

Inquesta to double office space 
as expansion gathers pace

Built by Altrincham’s award winning 
IT consultancy, Informed Solutions, 
the new Parliamentary Boundary 
Consultation Portal (PBCP) is proving 
to be a huge success with members 
of communities affected by 
proposed parliamentary boundary 
changes. The recently launched 
website enables those affected by 
the proposed changes to view them 

Forensic accounting and insolvency 
practice Inquesta is doubling 
capacity at its Greater Manchester 
headquarters as the firm celebrates 
its fifth anniversary.

Inquesta, which was founded in 
January 2012 by directors Rob Miller 
and Steven Wiseglass, is investing 
£200,000 to expand its offices in 
Radcliffe after buying the building 
next door.

The fit-out of the former dry  
cleaners at St John’s Terrace on  
New Road is expected to be 
completed by the spring. 

The two-storey scheme will create 
a large open-plan office area, two 
smaller offices and a breakout zone.

It will enable Inquesta to double the 
size of its workforce to 24.

When Inquesta moved to New Road 
from the Riverpark Business Centre 
in east Manchester in 2014, it had 
just five staff.

The firm’s forensic team advises 
on contractual and matrimonial 
disputes, personal injury claims, 
proceeds of crime orders and fraud 
investigations, as well as banking 
disputes such as mis-sold interest 
rate swaps.

On the insolvency side, Inquesta 
deals with administrations, 
liquidations, bankruptcies, company 
voluntary arrangements and 
individual voluntary arrangements.

Rob said the office development will 

Informed Solution’s UK CEO Seth Finegan

GM BUSINESS connect February/March 201712

news

online and submit feedback from the 
comfort of their own homes.  

The current review of parliamentary 
boundaries proposes that the 
number of UK constituencies should 
reduce from 650 to 600. Leading 
Digital Transformation specialists, 
Informed Solutions, were engaged 
by the Cabinet Office to deliver the 
PBCP for the Boundary Commissions 
of England, Wales and Scotland. 
The portal recently went live and 
immediately proved to be extremely 
popular, with 220,000 visits to the 
site in its first 24 hours of operation, 
and has resulted in over 80% of the 
17,000 representations made to date 
being made online.

Sam Hartley, Secretary to the Boundary 
Commission for England, said:  
“Consulting with the public to define 
the parliamentary constituency 
boundaries is a hugely important 

enable Inquesta to add to its existing 
teams and introduce new service lines.

“As the practice grows, we require 
more office space and it is fitting 
to embark on the expansion of our 
premises in the very month we are 
celebrating five years in business,”  
he said.

“We have come a long way in a 
short time, and continue to recruit 
experienced staff to meet increasing 
demand for our services. 

“Our insolvency division had its 
busiest-ever quarter in the final three 
months of 2016 and the forensic 
practice is seeing significant growth, 
particularly in relation to banking 
litigation matters.”

process. Enabling the public to 
access proposed changes and 
comment on them online is a 
significant step forward in making 
the democratic process more digital 
and therefore more interactive and 
transparent. 

“This project is unique in that 
it is the first portal to combine 
the consultation process for 
the Boundary Commissions for 
England, Scotland and Wales onto 
one platform. We are pleased to 
be collaborating with Informed 
Solutions on this exciting journey to 

deliver an innovative public service.”

Informed’s UK CEO, Seth Finegan has 
echoed these sentiments: “It is great 
to be working with the Cabinet Office 
on such an important project, and we 
are delighted with the early take up of 
the system by the public. 

“During the 2013 review, only 20% of 
responses to the Government were 
made digitally, so the fact that over 
80% of representations in this round  
of consultation have been made 
online is extremely encouraging, and 
suggests that it is already proving to 
be a great success.” 

L-R Rob Miller and Steven Wiseglass 



Property owner BIDs rolled out as 
part of Local Government Finance Bill 
The Northern BIDs Group, 
the industry body for Business 
Improvement Districts (BIDs) in the 
North of England has welcomed 
the inclusion of Property Owner 
BIDs in the Government’s legislative 
agenda for 2017.

The new legislation, which forms 
part of the Local Government 
Finance Bill (2017) enables the 
creation of Property Owner BIDs, 
which can currently only be created 
in London. When enacted, this 
will provide the right for property 
owners to collectively invest in the 
improvement of their cities, in much 
the same way companies in existing 
BIDs have been.

Property Owner BIDs were first 
introduced in the UK in 2009 as part 
of the Business Rate Supplement 
Bill. Due to the way this bill was 
drafted, and because London is the 

only part of the UK to currently have 
a business rate supplement, levied 
to help meet the cost of Cross Rail 
2, their use has subsequently been 
limited to the capital.

When finalised, this legislation 
will provide the legal framework 
for BIDs and property owners 
to collectively invest in projects 
focussed on economic growth. 
Northern BIDs Group and its 
members have worked closely with 
Government to permit Property 
Owner BIDs beyond London.

Property Owner BIDs have 
been successfully implemented 
in London, the United States, 
including major cities like New York, 
and in European cities including 
Hamburg. By including property 
owners the Heart of London BID, 
the New West End Company BID, 
and BID Neuer Wall in Hamburg 

have created distinct characters and 
robust rationales for investment in 
the areas they represent.

Bill Addy, Co-chair of the Northern 
BIDs Group, which represents  
seven of the largest city BIDs in  
the North of England, said:  
“The expansion of Property Owner 
BIDs is welcome in the North, it will 
allow our Business Improvement 
Districts to add additional impetus 
to the investment they are driving. 
This has long been campaigned 
for, so it is to see good that the 
Government is listening and more 
importantly acting.

“The inclusion of Property Owner 
BIDs in the Local Government 
Finance Bill will enable areas to 
drive investment, economic growth 
and jobs, and will help balance 
the playing field between London 
and the rest of the country. We 

are confident that when enacted, 
BIDs, working closely with property 
owners, will provide a compelling 
case for investment that creates the 
best possible return for business and 
their cities.

“We look forward to continuing our 
work with Government as the bill 
makes its way through Parliament.”

Sean Bullick, Co-chair of the 
Northern BIDs Group, said: “It is now 
up to the BIDs in the North to make 
compelling cases to property owners 
and investors on behalf of our cities. 
This is a potentially revolutionary 
opportunity for the UK’s cities to put 
themselves on a par with London and 
the great metropolises of the world.

“By empowering businesses to invest 
in the long-term future of their areas, 
the addition of property owners to 
BIDs can make a huge difference.”
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The Greater Manchester Business 
Awards announce their shortlist

GM Business Connect are proud to 
be media sponsors of the Greater 
Manchester Business Awards which 
take place on the 19 May 2017 at the 
Radisson Blu Edwardian Manchester 
Hotel.

Organised by innov8 Conference 
Services, the inaugural awards 
attracted a massive influx of 
nominations from which a total of 
33 companies and individuals made 
it to the shortlist over a total of 10 
categories:

Business of the Year 
(under 10 Employees) 
Assured Events 
Carcoon Storage Systems Int Ltd 
Afflecks 
Green Cloud Hosting

Business of the Year 
(between 10 - 50 Employees) 
Healthwork 
ParkCloud 
Surface Wall Finishes Ltd

Business of the Year 
(over 50 Employees) 
Shield Safety Group 
Purple 
Peninsula 
Exchange Utility

Start-up Business of the Year 
(under 2 years since formation) 
GEM Business Support Ltd 
Konductor Ltd 
Strategic Analytics Team Ltd 
Eko 4 Global Services ltd

Corporate Social Responsibility 
Altrincham HQ 
Tropical Palms Group 
Manchester TreeStation
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Customer Service Excellence 
(under 10 Employees) 
Premium Collections 
United Global Logistics 
Kingtons Estate Agency Ltd

Customer Service Excellence 
(between 10 - 50 Employees) 
Aequitas Legal 
DCB Group 
Adlington Hall and Gardens 
Bluebell Fitted Furniture Ltd 
Breakout Manchester

Customer Service Excellence 
(of over 50 Employees) 
Contact 
Exchange Utility 

Business Person of the Year  
Lee Devlin 
Tony Martin 
Mark Flanagan

Young Business Person of  
the Year (under 25 Years of Age) 
Jennifer Craven 
Roman Dibden

Reaction to the shortlist has been 
growing, and here are some 
comments from some of the 
shortlisted businesses:

Assured Events

Managing Director Karl Perry 
commented: “Having started the 
events-specific business pretty much 
from scratch in 2006, we actually grew 
steadily throughout the recessionary 
years, which in itself, was no easy 
achievement.

“Then in 2012 we were hit hard 
by a client’s customer going into 
liquidation resulting in the client 
having to pull multiple projects, 

followed by another client going into 
liquidation themselves.”

Expansion into Higher Education 
conferences led to a growth for 
Assured in the HE sector as Karl 
explains: “We grew their commercial 
return through sponsorship sourcing, 
exhibition and cost management by 
over 40%. They in turn referred us to 
another association and  since then 
we have won four more conferences.”

Strategic Analytics Team

Paul Jorgensen, Senior Partner at 
SAT, said: “I cannot begin to express 
how proud I am of the team here at 
Strategic Analytics Team. 

“Even though we are less than a 
year old, we have already achieved 
so much, including launching 
the world’s first IVV Diamond 
accredited defensive driver training 
course for electric vehicles and 
becoming the European partner for 
Australian technology company JESI 
Management Solutions. 

“Awards like these are important in 
supporting the Northern Powerhouse 
concept and rivalling London as the 
place to do business. We need to 
redress the North-South economic 
imbalance.”

Altrincham HQ

Alex McCann, of Altrincham HQ, 
said: “The community is a massive 
part of what we do at Altrincham HQ. 
We’ve always said we’re 50 per cent 
business and 50 per cent community. 

“I organised the Altrincham v Cancer 
events because the Christie helped 
close friends of mine and I wanted to 
give something back.

“I think everyone has duty to help 
others. We might have a business 
and an audience, but our corporate 
social responsibility policy simply is to 
‘be human and care’. 

“I’m so proud to be recognised on 
the shortlist for what we do locally 
for these great charities. There’s a lot 
of local businesses that get involved 
with both events and it really is a 

group effort.”

In both 2014 and 2015 Altrincham v 
Cancer was announced as one of the 
Top 3 per cent of Justgiving fundraising 
campaigns and the announcement on 
the Top 2016 campaigns is imminent.

Exchange Utility 

A note from the Directors at Exchange 
Utility: “Starting the year with two 
Greater Manchester Business Awards 
Shortlistings is fantastic news for 
Exchange Utility and everyone within it.

“We’re off to a great start in 2017 and 
we’ve got some big plans in the pipeline!

“This shortlisting is a testament to 
the amount of determination and 
enthusiasm we will be taking into the 
coming year. Everyone is truly thrilled 
with the results so far - Well done team 
Exchange!”

GM Business Connect asked the 
organisers innov8 Conference Services 
to comment: “Our aim was to create 
a Business Awards that was genuinely 
worth winning and also completely fair 
and transparent in terms of the selection 
of the Finalists and eventual winners.” 
confirmed Director of innov8 Conference 
Services James Caldwell. “This included 
removing ourselves from the Panel, to 
ensure that only those truly deserving of 
being named a finalist made the shortlist.

“Competition was very impressive 
in each category and I know there 
are a number of companies who 
were disappointed to not make the 
shortlist, and the view from the panel 
was that whilst there was some very 
good applications some companies 
just absolutely blew them away in 
terms of what they have achieved so 
far.” Said James: “There is a lot of talk 
at the moment about the Northern 
Powerhouse, and we want the Greater 
Manchester Business Awards to really 
highlight why fantastic companies and 
individuals make Greater Manchester 
such a fantastic place to do business.”

For tickets to the event visit  
www.greatermanchesterawards.co.uk 
or call innov8 on 0844 887 1550
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Manchester based Sellick 
Partnership placed a record 
number of temps in 2016, largely 
in response to a strong demand 
for experienced locums in the 
legal sector.

The national legal and finance 
recruitment specialist placed 
1,095 temporary employees 
between January and November 
2016. The strongest area of 
growth was in the legal sector 
across the UK, where a record 
level of public sector roles 
have been filled by Sellick 
Partnership’s legal team.

It comes as the business 
prepares to mark 15 years since 
its launch by Managing Director 
Jo Sellick. Since 2002, Jo has 
overseen the opening of seven 
regional offices across the UK 
and now employs 80 members 
of staff.

Jo says: “It’s incredible to think 

how far the business has come 
since we launched in 2002 and to 
be entering our 15th year on such 
a high is a real boost. We’ve been 
through some challenging times 
over the past 15 years, not least 
the global financial crisis which hit 
us – and our clients – hard.

“I feel immensely proud of where 
we are today and enter 2017 with 
confidence about our future. 
In 2016 we launched two new 
divisions, housing and HR, which 
are both going from strength to 
strength, and we are constantly 
looking at ways to grow the 
business and secure its future for 
the next 15 years and beyond.”

The firm’s legal division gross 
margin for the calendar year to 
November indicates a 17 per 
cent rise compared with the same 
period in 2015. The business 
as a whole is on track to meet 
ambitious targets set for its 
current financial year which ends 
in February 2017.

Under the strapline “Celebrating 
15 years of putting people first”, 
Sellick Partnership is planning to 
commemorate the anniversary 
throughout 2017, which will 
include employees, candidates, 
clients and local business 
communities surrounding each of 
its regional branches.

The first event of 2017 will be 
the eighth annual Manchester 
Professionals’ Football League 
(MPFL) in January, which Sellick 
Partnership runs in aid of St 

Ann’s Hospice. The firm also 
supports the Manchester-based 
charity with its annual Manchester 
Professionals’ Cricket League 

(MPCL), and Awards lunch, with 
the 2016 event raising £10,000 for 
The Lord’s Taverners and St Ann’s 
Hospice.

Managing Director 
Jo Sellick
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£1.2 billion. He has moulded the 
business we have today. 

“We started in Stoke-on-Trent, the 
office you can see today was half the 
size with a small team and with Chris 
performing many roles including 
Managing Director, Sales Manager - 
the whole lot. In 2008, Chris bought a 
second business in Jersey and then in 
2012 we bought another in London. 
This took us from a small annual 
turnover (from when Chris bought 
the business) to where we are today, 
around £33 million” 

You’re talking about moving to 
Manchester. Will this be a satellite 
office? How will it fit with the 
other offices, e.g. Stoke, Jersey 
and London?

Garry: “We are excited to have Rob 
Massey - a senior member of the 
team in Stoke - who is going to move 
to Manchester and take on the Office 
Manager’s role. He is a very forward 
thinking person and certainly has all 
the talent to succeed - and we’re sure 
will be a credible Manager. 

“Rob has been with Wayte for twelve 

and do it well - the ‘Wayte Travel way’.”

Lisa: “At Wayte travel we manage  business 
travel for anybody who books European/
International travel from  a spend of £10 k 
up to £2.5 million. 

“We cover every aspect of business travel.  
Airfares, accommodation, and UK and 
international rail, and we can also help with 
passports and visas, security and health 
information. 

“SMEs and growing organisations often 
need help with their spending where costs 
sometimes spiral out of control, or they 
find that there are new health and security 
issues. This is where they need to be able 
to manage their travel with expert advice 
and so, we consult and provide bespoke 
travel programmes, understanding our 
customers, how they work, and what their 
needs are.  

“We work across a whole plethora 
of industries - manufacturing, 
pharmaceuticals, retail, law and 
professional services - and what they all 
have in common is that they want to make 
savings and have service excellence. 

“One of our favourite testimonials is 
that we are the “John Lewis of business 
travel”. We have also been awarded 
the prestigious Diamond Benchmark Q 
from QMS International for our customer 
service.”

Business class travel is often perceived 
as expensive and exclusive to the  
well-heeled. How does this fit with the 
need for savings and working within 
tight budgets?

Garry: “That perception was probably the 
case in the past. What we’ve seen over 
the past 5 -10 years is that companies are 
reining in their travel policies and want 
real value for money. Also, previously, 
organisations without a policed 
programme may have seen their spend 
abused.

“Wayte Travel are renowned within the 
industry for the good customer service 
we offer and, more importantly, the value 
for money that we bring. Many clients 
have been with us over 20 years, and this 
tells us that throughout generations we 
consistently offer really good customer 
service, good management of accounts,  
all done professionally and with a smile.

“We acquire new business from clients who 
want that ‘good old fashioned’ customer 
service, understanding and longevity in 
their agent.”

The business of travel

GM Business Connect are always 
keen to find out more from 
businesses looking to move into the 
region. We caught up with specialist 
business travel consultancy Wayte 
Travel Management and had a  
chat with New Business Manager  
Lisa Murray and Sales Director  
Garry Lloyd.

Lisa and Garry shared their plans to 
open up a Manchester office in iconic 
City Towers overlooking Piccadilly 
Gardens, and also talked about the 
history and ethos of their company.  

How did your company get 
started - and how is it set  
to develop?

Garry: “The organisation has been 
around since 1903 and specialising in 
business travel since 1980, previously 
owned by the parents of our current 
managing director Chris Morris. In the 
90’s, Chris invested time and energy 
and decided to focus more in the 
business travel arena involving us in 
the Advantage Focus membership  
- a huge consortium of agents,  
with a collective spend of around  

years and in that time has been highly 
successful in retaining business and 
developing leads for new business. 
His attitude is exemplary and this 
rubs off on others too.

“The new office is located in City 
Tower in Piccadilly, and opens  
3 April. Lisa Murray has been brought 
in as manager for the North and the 
Midlands, and our plan is to grow and 
add to the team of four consultants 
within the first year.”

Lisa – why Manchester?

Lisa: “Personally, I have 25 years’ 
experience in the travel industry 
and specifically ten years in business 
travel. I live just outside Manchester 
myself, and have worked in the city 
for 17 years. So for me, in working 
for Wayte Travel, I know the city and 
am very familiar with the professional 
networking bodies. Manchester 
has the largest international airport 
outside of the capital and has forged 
a strong business network.

“I think there is a huge SME market in 
the North and in Greater Manchester, 
which holds really good opportunities 
for us managing travel for smaller 
businesses all the way to international 
organisations.”

What makes you stand out from 
other travel consultancies offering 
business travel?

Garry: “We are an innovative 
bespoke travel company who tailors 
to the individual. We are not like 
other organisations providing simple 
‘off the shelf’ options. We also never 
close the books on anyone, we 
always try to find solutions with a 
fresh approach to each client’s needs, 
prior experience and expectations.  
Also, as members of Advantage, we 
can find the best fares and rates too.

“As a business we don’t have a set 
structure in place. Yes, we have a 
Managing Director, Sales Director 
and Financial Director, but we  
don’t put people in boxes. Instead  
we encourage our team to seek 
creative opportunities and to explore 
new ideas. 

“We invest in our people and offer 
enviable working conditions. We have 
a great blend here and what we want 
to do is to open up that platform to a 
few more people, a few more clients, 

Sales Director Garry Lloyd, New Business Manager Lisa Murray
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Lisa: “Our clients know that they have 
a dedicated personal agent rather 
than being pushed into a call centre 
environment or on to online solutions. 
This is almost unheard of in this  
industry now.

“Whether a company spends millions 
or is a small company on a budget, 
everyone is equal and everyone gets that 
same level of personal service.”

Garry: “All of our clients get a face  
to face service. My job is the Sales 
Director, but every week we make a  
point of seeing at least three or four  
of our existing clients. 

“All of our large clients will be seen at 
least once every 6 - 12 months, more 
if required. It’s in these meetings that 
we build rapport and understanding 
between travellers, travel bookers and 
their consultants. This is massively 
important to offering the level of 
customer service that we are proud of.”

Lisa: “This really helps procurement or 
finance departments who have brought 
in Wayte Travel as a new provider, and for 
clients who have never been managed 
before we deliver the new service to the 
whole organisation. 

growth. We are opening this office to 
offer a closer personal involvement 
with many existing clients in the 
Northwest region, as well as 
accessing an incredibly dynamic and 
fast-moving business environment. 

“We feel even more confident 
because we have invested a lot 
in bringing Lisa on board and 
she is incredibly experienced and 
professional. 

“We have an exceptional sales  
team and we will all be contributing 
to make it the success we intend  
it to be. 

“We have seen opportunities to 
acquire other organisations, however, 
the organic development of a brand 
new team is exciting and we are 
looking forward to bringing in some 
very talented people locally. 

“We invest heavily in our own people 
and training them in the right manner, 
which means we get good, life-long 
work in return. We have people here 
now who have already given 20 - 25 
years of service - across the wider 
business there is an average length of 
10 years.”

“We often set up meetings with 
all travellers involved in a client’s 
business so that they can each voice 
any concerns, raise specific questions 
regarding the booking process, 
emergency travel, etc. This allows us 
to gain a high level of detail about 
their needs and offer a high level 
of service with bespoke plans. It’s 
certainly a winning formula.”

You have impressive growth rates, 
what are your expansion plans for 
the future?

Garry: “We are very ambitious and 
would like to continue to grow, but in 
a controlled and structured manner.

“What we don’t want to do is ‘grow 
for the sake of growing’. We want to 
expand in a ‘Wayte Travel way’, in a 
measured and constructive manner 
exemplified in the acquisition of 
the well run Jersey and London 
offices. We acquired each as a going 
concern, and integrated them as 
soon as we could in to the Wayte 
Travel way of working. 

“We will do this with the new 
Manchester office too, but we are 
keen to stress that this is organic 

Over 35 years of 
specialist business travel

Wayte Travel is a leading UK-based business travel company. 

We specialise in providing a comprehensive travel management service, 
combining our unsurpassed expertise and vast network of worldwide contacts 
to create a tailor-made solution for each of our clients.

Our core travel management services are complemented by an impressive and 
innovative range of supporting and added value options that help you to manage 
your business travel policies and budgets more efficiently and effectively. 

Manchester Office

13th Floor, Piccadilly Plaza, City Tower, Manchester  M1 4BT
Offices also at     Stoke-on-Trent   •   London   •   Jersey

We can offer the following services:

• One point of contact for all flights, airlines and other elements of travel

• Best possible airfares for travel from the UK – Economy, Business and First Class travel

• Lowest hotel and car rental rates

• Monthly account facility for regular business clients

• MI/Travel Reports

To find out more contact Lisa Murray
07733 000763 or 0161 694 9645
sales@waytetravel.co.uk   
www.waytetravel.co.uk

What’s going to be the biggest 
challenge for you in moving to 
Manchester?

Garry: “We love a challenge but I feel 
that’s not the right word to use as we’re 
confident Wayte Travel has a winning 
formula - fingers crossed.

 “We fully expect that Manchester will 
offer a fantastic range of exceptionally 
talented staff with exactly the right 
attitudes and aspirations to push us 
forward, plus, will ensure our customers 
experience the very best in customer 
service.”

If you are interested in joining Wayte 
Travel Management working at their new 
Manchester office, or would like to know 
more about the services they provide, 
contact Lisa Murray on 07733 000763 
or sales@waytetravel.co.uk

Rob Massey, 
Office Manager 
- Manchester



event
GM BUSINESS connect February/March 201718

intentions for the position of Mayor of Greater Manchester.

The evening will be opened by Professor Malcolm Press, Vice Chancellor of 
Manchester Metropolitan University, after an initial vote for the position of Mayor.

Jonathan Lawson (MMU) will then explain the agenda and will compere the 
proceedings, introducing each of the six candidates who will present their key 
campaign points.

The debate will then be opened to questions from the floor followed by a final 
vote and networking over refreshments in the Business School atrium.

GM Business Connect asked each of the organisations to comment on  
the hustings:

In a spirit of typically Mancunian solidarity four well-renowned organisations 
have joined together to bring the businesses of Greater Manchester the 
chance to make an informed decision on who to vote for  in the forthcoming 
Mayoral elections on 4 May.

The Federation of Small Businesses, the Greater Manchester Chamber of 
Commerce and the Institute of Chartered Accountants in England and Wales 
will be co-presenting along with the Manchester Metropolitan University 
Business School a business hustings on 30 March.

The event will take place at the MMU’s All Saints Campus on Oxford Road  
and will present six mayoral candidates who will be speaking about their 

Between now and May the 
devolution debate is going to 
really ramp up, and we want to 
make sure business is at the top of 
the agenda. A hustings event like 
this involving all the key business 
organisations in the region is a 
perfect way to let real business 
people, those actually on the 
coal-face, to engage directly with 
the candidates and ask their own 
questions.

Greater Manchester Chamber of 
Commerce members have been 
kept informed and up to speed 
with the Mayoral elections since 
they were first put on the agenda 
following George Osborne’s 
Northern Powerhouse speech in 
June 2014. 

The idea of having an elected 
Mayor for Greater Manchester 
has been something that many 
members have talked about for 
years - even before the former 
Chancellor’s speech, but as the 

It’s also an opportunity for the 
candidates to each differentiate 
themselves form one another, set 
out their own key business policies 
in public, and rationalise how they 
believe each can help make a positive 
impact for a devolved Greater 
Manchester.

And we have to be clear about 
this, the region’s success post 
devolution will largely be based 
on having aa strong, resilient and 
healthy private sector, and the new 
Major will have the powers to help 
make that happen. The new Mayor 
will be the region’s most powerful 
person, and it will be their ideas and 
decisions which will make or break 

election draws nearer there is still a 
huge need to make sure that people 
not only understand who they are 
voting for but also what powers the 
mayor will have and how the system 
will work in practice.

This is why the hustings event is so 
important in the overall process,  
so that voters can actually hear 
directly from the candidates and 
engage with them on the key issues. 

Unlike any local election that has 
gone before, the candidates on 
the stage are the people that you 
will be voting for. For this reason it’s 
important that businesses get out 
and get involved.

And whilst many may say that 
businesses don’t get a vote, 

the economy, and therefore the entire 
devolution process.

If Greater Manchester is to become 
a more fertile, more attractive region 
in which to trade, a place where 
business across the entire country will 
want to come and do business, and 
make GM the go-to regional centre 
for commerce, jobs, and growth - 
it’ll be largely down to the Mayor, 
whoever that ultimately is.

For some of the candidates this will 
likely be their first real opportunity 
to meet and engage with a large 
‘business’ crowd in public. But for all 
of them it’ll be a key meeting in the 
build up to election-day, and one 
where they’ll certainly want to shine. 

the Mayor will offer a level of 
accountability in local decision 
making that hasn’t been there 
previously, and so the more that 
business engages with the Mayor, 
the more that the decision making 
process should reflect their views.

We are already seeing a surge in 
interest on major issues that the 
Mayor should be looking to tackle 
such as infrastructure, business 
support, skills and trade support.

By holding events such as this the 
candidates can hear first-hand from 
the people that their decisions will 
affect and gauge what response they 
may have.

Whoever is elected as the first Mayor 
of Greater Manchester it is important 

We believe this hustings event will 
really put a sharp focus on each of the 
candidates, providing a soapbox for 
them to showcase what they have to 
offer Greater Manchester. Frankly, it’ll 
be sink or swim time, and I am hoping 
there’ll be plenty of media present on 
the night to report back to the wider 
public on how each candidate fairs.

FSB earlier this year produced a 
detailed business manifesto which all 
the candidates have now had, so for 
me personally I am particularly looking 
forward to seeing exactly what policy 
issues of ours they are in agreement 
with.

Simon Edmondson, FSB Regional 
Chair, Greater Manchester

that businesses feel that they have 
contributed to the process and that 
the person who is in post has a clear 
understanding of what role business 
has to play in driving forward the 
growth and development of Greater 
Manchester. 

The more direct interaction and 
engagement there is, the clearer this 
should be. Husting events are one way 
of making this happen but the idea of 
having this level of direct contact must 
continue throughout the Mayor’s term 
in office.

Chris Fletcher, 
Marketing & Policy Director, 
Greater Manchester Chamber  
of Commerce 

Making an informed decision: 
 the Greater Manchester  Business Hustings
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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

ICAEW is delighted to be partnering 
with Manchester Metropolitan 
University, Greater Manchester 
Chamber of Commerce and the 
Federation of Small Businesses on the 
Greater Manchester Business Hustings 
taking place on Thursday 30 March.

The forthcoming mayoral election 
represents a significant event in the 
history of Greater Manchester. We 
know that the newly elected Mayor 
will lead the Greater Manchester 
Combined Authority and will control 
budgets for areas such as transport, 
policing, skills and housing, but what 
are their priorities and where will their 
focus be?

This event gives ICAEW members,  

and all those attending, the 
opportunity to hear directly 
from the candidates and more 
importantly quiz them about what 
they will do if elected to the role. 
No doubt our members will also 
put across their views as to what 
the priorities of the newly elected 
Mayor should be.

We are expecting a lively debate 
and it is a fantastic opportunity for 
the business people who live and 
work in Greater Manchester to find 
out what the candidates for Mayor 
have got to say and for voters to 
express their views. Whatever the 
outcome of the election, this is a 
crucial role for the region and the 
Mayor will arguably be one of the 
most powerful civic leaders in  
the country.

Melanie Christie,  
Regional Director, North West

The Hustings will use the Twitter hashtag #GMBusinessHustings before, during and after the event.

Local businesses will have the 
opportunity to quiz six of the 
Greater Manchester Mayoral 
candidates on their strategy to 
facilitate the growth of the region’s 
businesses.

Greater Manchester’s new Mayor 
will lead the region’s Combined 
Authority and will become one of 
the most powerful politicians in the 
country, holding decision making 
powers and budget in areas such 
as health, housing, justice, policing, 
transport and planning across all ten 
boroughs of Greater Manchester.

If the region is to thrive, the 
candidate’s plans must support 
businesses. Part of the growth 
of businesses will inevitably 
mean narrowing the skills gap. 
It will be interesting to hear how 
the candidates will support the 
education sector (schools, further 
education colleges and universities) 
in developing young people within 
the region to narrow this gap. 
However, businesses also need the 
best infrastructure to thrive and 
each candidate’s infrastructure plans 
will also be of great interest.

The Government’s strategy of 

appointing regional mayors to 
preside over regional issues is 
an enormous opportunity for 
the region in terms of improving 
the lives of Greater Manchester 
citizens. The responsibility of 
the elected mayor to manage 
a devolved budget effectively 
means it is paramount that the 
right candidate is elected. It is our 
responsibility as citizens of Greater 
Manchester to be actively involved 
in electing the right candidate. 

The Greater Manchester Hustings 
event is an opportunity to ask 
each candidate the questions 
that the regions’ businesses need 
answered in order to elect the 
best candidate who will ensure 
supporting the regions businesses 
is a priority. Regional growth is 
dependent upon this support.

Let’s not forget however, that 
Greater Manchester is exactly 
that, it is not just Manchester 
City centre. The areas such as 
Bolton, Oldham, Bury, etc are 
equally as important and delegate 
representation from these non city 
centre areas is encouraged.

Yvonne Rennison, Head 
of Business and Public 
Engagement, MMU
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prescriptions for a variety of stress-
related issues, but these days many 
clients suffering from stress and its 
associated symptoms prefer a  
much more therapeutic approach 
to their problems. 

“Did you know there are over 360 
symptoms of stress?” asked Susan. 
“It affects our concentration, 
appetite, libido, ability to 
sleep, self-esteem, confidence. 
Physical symptoms, like pain, 
IBS, headaches, rashes can be 
exacerbated through stress.”        

So, when working with businesses 
Susan provides corporate support 
through staff training, workshops 
and healthcare, either to individual 
clients or in a group setting. All 
workshops, talks and sessions are 
tailored to each client’s needs. 

As well as her work with many local 
businesses she is a prolific writer 
and publisher, appearing on many 
national and local radio stations, 
including BBC radio as well as 
on BBC television. Her first book 
was published in Autumn 2012, 
‘Dealing With Death, Coping With 
the Pain’.

GM Business Connect caught up 

with Susan at Partington’s iconic 
multi-purpose venue the FUSE  
for a chat about her passion  
for writing:

What made you write your first 
book, ‘Dealing with Death, 
Coping with the Pain’?

“This was written after a phone 
call from South Africa, which came 
with an order for 86 copies for 
the libraries in Botswana. It was 
commissioned as an educational 
tool for school children who had 
experienced trauma and difficult 
home lives. 

“When I came to write it, I didn’t 
want to limit the book’s scope:  
I wanted it to have a wider reach. 
People who are divorced or have 
lost their health, job or business 
or are approaching retirement 
can often feel incredibly bereft, so 
the book is aimed at people who 
are adjusting to an unexpected, 
difficult ending of some kind.

“This book has seven chapters, 
which cover the grieving process, 
helping others at this time, 
dealing with anniversaries, starting 
out afresh, being on your own, 
launching a new life, reclaiming 

confidence and coping with the mixed 
emotions that people go through when 
dealing with loss and death.” 

Tell us about your second book 
‘Dealing with Stress, Managing its 
Impact’.

“This was published at the beginning of 
2016, and again each chapter is written 
to help people deal with stress in the 
different areas of their lives. Home, work, 
relationships, family and friendships all 
have the potential to become demanding 
and stressful, especially if more than one 
of those areas becomes problematical.   

“Some stress is okay, it helps us to think 
outside the box and keeps us on our  
toes, but living in a constant state of 
stress affects a person’s health and  
quality of life. 

“I wrote this handbook to cover the 
various areas of life that I often find my 
clients are troubled with. Its aim is to 
help readers understand what’s going 
on/wrong and find the tools to manage 
stress themselves. The book explains 
ways to treat yourself better, identify your 
priorities, become more appropriately 
assertive and learn to identify and work 
through the different challenges and 
stages of life.

“For example, someone may be working 
with others or on their own, perhaps 
they’re trying to start out in business or 
are launching a new career or maybe 
needing to be more assertive with their 
boss. Confidence issues, fear of not being 
good enough, concern at delegating, 
apprehension at speaking to strangers 
and potential clients, being overwhelmed 
through taking on too much work or 
worry at there not being enough work are 
just some of the very real areas that can 
cause stress.   

“Also, intimate and personal 
relationships, perhaps with a partner, 
family or friends can cause stress. 
Balancing many different demands and 
obligations can be wearing. 

“There are sections to cover all these 
situations. This book has eight chapters 
and isn’t intended to be read from start  
to finish. Its easy-to-read style starts with 
a clear ‘contents’ listing which helps  
the reader identify the relevant section 
they need.

“I know of several businesses who have 
this book in their libraries and have found 
it to be of help when a valuable member 

Susan Leigh has been a regular 
contributor to the GM Business 
Connect since it started. She writes 
the Wellbeing section, providing  
a column looking at the many 
aspects of stress and how to cope 
with it, both in our personal and 
business lives.

Susan runs Altrincham based 
Lifestyle Therapy, which offers 
a tailor made combination of 
counselling and hypnotherapy on 
a one-to-one, couples or group 
basis. Her background, working for 
many different areas of a blue-chip 
company, means that she is all 
too aware of the many stresses of 
corporate life.

She came into counselling and 
hypnotherapy initially because of 
her husband’s interest. They set up 
the practice together, but when 
he became unwell, Susan revisited 
her hypnotherapy training, got 
a distinction and took over the 
practice full-time.  

Over the years Susan says she 
has observed her clients’ needs 
and their health-related issues 
gradually change. Way back, many 
clients were simply placed on 
long-term medication and repeat 

Susan Leigh pictured at 
the FUSE with her three 
published books
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of staff’s behaviour has changed or 
when a team has begun to function 
less efficiently. 

“There are lots of tips, hints and 
guidelines for firstly identifying and 
recognising what’s going on and then 
for finding ways to help and deal with 
each situation. 

“There’s a section on health and 
‘Sunday night insomnia’. Sleep-related 
issues last year cost UK businesses 
£40 billion. Sleep is something 
that we don’t tend to think of until 
we’re lying awake at night, but poor 
sleep contributes to absences, lack 
of concentration, accidents, poor 
performance and is a key symptom  
of stress.

“Also when people are overloaded 
and don’t take time off for holidays 
or continue to work when ill, perhaps 
through fear of losing their job or 
concern about their co-workers, the 
stress cycle grows and escalates. 

“As an employee or business owner 
it’s important to remember that whilst 
we may feel it’s necessary to continue 
working regardless, we all need to stop 
and put petrol in the tank sometimes.”

Your latest book, your third one is 
‘101 Days of Inspiration’. Where did 
you get your inspiration from?

“I started putting #tipoftheday on 
Twitter, a 120 character message to 
make people think, talk or give them a 
bit of a lift. 

“I got such great feedback from 
followers that I decided to give them 
a portable version with lots of tips, 
fabulous pictures and illustrations.

“The price is low so that you can 
buy it to give away to friends, staff, 
clients and customers, who will then 
be regularly reminded of you. It’s 
a gorgeous little book, sized to be 

kept in your pocket or bag, so it’s 
with you whenever you need an 
interlude of ‘me time’ or a few 
minutes break to support your 
reserves and reduce stress levels. 

“It has a feel good factor, 
suggesting things to do, ways to 
think differently, to take time out, 
as well as reminders that ‘no’  
can be the most positive word in 
your vocabulary and ‘yes’ the  
most negative, used well you 
establish better balance. 

“The tips provide reflection and 
time for yourself.”

What challenges have you had in 
writing?

“I enjoy writing, and because I write 
regularly for a lot of publications 
and magazines internationally 
and nationally as well as columns 
in newspapers and articles, I can 
always find content to restyle. 

“However, because I have so many 
articles out there sometimes, when 
starting a new article, I am aware 
of my responsibility to keep the 
content as original and fresh as 
possible.

“Occasionally I reflect on how my 
style of writing has developed and 
evolved over the years. I never set 
out to be a writer, so it’s been a 
fascinating voyage of discovery, 
resulting in a reasonably serious 
writing career. From time to time 
I’m invited to write for a new 
readership demographic and that 
provides an interesting challenge. 

“I enjoy the process of writing, 
and I take my time, reading and 
re-reading my articles before I send 
them off. It can sometimes take a 
few days because I’m aware that 
you can write something that reads 

great today but by tomorrow it may 
read very differently!” 

How do you balance writing with 
being on the radio?

“I do a lot of work for the BBC and 
now have my own afternoon show 
on Trafford Sound twice a week. 

“Because radio has specific timings 
those appearances can usually be 
worked around. 

“Often I find that when I make 
notes for going on the radio those 
notes can become the basis for 
another tip or article.”

How do you plan your articles?

“I sit down at the end of the month 
and decide which publications 
I’m going to be writing for, which 
articles I need to send, what 
topics are relevant to the different 
publishers - for example GM 
Business Connect magazine. 

“Whoever I’m writing for, it needs 
to be relevant to their readership. 
Some people want really upbeat 
stuff, others want a business focus, 
so it’s a matter of choosing the 
right way to phrase and write 
something for the appropriate 
audience, within the designated 
number of words.”

Do you think that people don’t 
like to admit that they are 
stressed because of failure?

“I see many clients who are 
concerned at admitting they’re 
stressed or not coping as well as 
they feel they ‘should’ be coping. 
Vulnerability can be scary and 
can cause distress as to what the 
ongoing implications may be.

“For example, a person in paid 
employment may worry that their 

job could come under threat or 
they may be seen as inefficient or 
incompetent. Bosses and people 
who run their own businesses often 
adopt a stressful ‘feast or famine’ 
mentality. The good times mean 
long, stressful hours, saying ‘yes’ 
to everything and everybody. The 
famine times mean worry about 
covering the bills. 

“In other scenarios, people can be 
concerned at delegating, fear losing 
control or that if they train other 
people they might be ‘better than 
me and pinch my job’. 

“There are other reasons why 
people put themselves under undue 
stress, perhaps working in a ‘first in, 
last out’ setting, where staff arrive 
early and leave late to create the 
impression of being really busy. In 
reality, if they worked less hours, 
took time for themselves, enjoyed 
being with loved ones, walked the 
dog, skimmed a few stones on 
the beach, they would actually be 
healthier and perform better at work. 

“I support my clients, listeners 
and readers to manage stress and 
lead more effective lives. By taking 
breaks, looking after themselves, 
adopting better habits and having 
‘me time’, spending time with family, 
friends, hobbies and interests, it 
benefits their quality of work. 

“Doing things that bring you joy 
improves your overall satisfaction 
and quality of life.”

Susan’s books are available  
on Amazon, her website:  
www.lifestyletherapy.net and  
at Waterstones by order.

101 Days of Inspiration
Based on Susan’s #tipoftheday this glossy, pocket-sized book is one that you’ll buy  
as a gift and end up keeping for yourself! With lots of lovely thoughts, pictures and illustrations and  
priced at £7.99 it really is too good to miss, available from Amazon, Waterstones and lifestyletherapy.net 

Susan has two books already published, ‘Dealing with Stress, Managing its Impact’ and ‘Dealing with Death, Coping with the Pain’; both are self help 
books with lots of easy to read sections, tips and ideas to help the reader regain control of their life.

AVAILABLE NOW
www.lifestyletherapy.net

www.waterstones.com
www.amazon.co.uk
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£7.99
For more information please call  0161 928 7880 or visit  www.lifestyletherapy.net
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representative of global equities,  
rose 6% in 2016.

“On a historical basis, the high 
levels that we see today have 
typically resulted in a correction. 
However, there are other factors at 
play to consider now: notably the 
extraordinary actions of central banks 
since the Global Financial Crisis.

“Quantitative Easing (QE), in its 
simplest form: the printing of 
electronic money to buy financial 
assets, mainly bonds, has helped 
keep markets buoyant.  Even after the 
US started to taper its QE program in 
2014 and actually started to increase 
interest rates in 2015, the European 
Central Bank, the Bank of Japan 
and to a lesser extent, the Bank of 
England, have picked up the slack 
since then, supporting global equity 
markets by expanding their QE 
programs. However, a major problem 
with QE is that the more central 
banks do it, the weaker their currency 
gets, meaning that they need to do 
more to achieve the same impact in $ 
terms. But suffice to say, they cannot 
do this forever.”

The Bull Case/Top Trump?

“Much of the strength in equities 
that we have seen following the US 
election boils down to hope that 
President Elect Trump will be able 
to generate inflation and stimulate 
growth in the economy. The recovery 
from the last recession has been 
uninspiring and GDP growth, in the 
US and globally, has been running 
out of steam in recent quarters.

“Trump has proposed a radical 
reduction in taxes. This is likely to 
boost consumption, the main driver 
of the US economy. By reducing the 
tax on repatriation of foreign earnings 
from 35% to 10%, it is hoped he will 
encourage businesses to increase 

investment back in the US, helping 
to increase domestic production. 
Relaxing regulation, particularly in 
the banking sector, is also seen as a 
positive move. There has been also 
much excitement about the prospects 
for investment in infrastructure: his 
proposals included $1tn investment in 
infrastructure assets.

“It would seem that investors have 
been focusing on only the positive 
sides of Trump’s ideas, having been 
petrified about his proposals before 
the election. For example, restricting 
immigration is likely to lead to weaker 
growth. Also, if trade reform were to 
bring about the imposition of high 
tariffs, specifically on Chinese exports, 
it could lead to an era of rising 
protectionism and a global trade war, 
harming trade like in the 1930s.

“Apart from Trump, there are arguably 
other reasons to be optimistic. Some 
investors are hopeful about China, still 
easily the largest contributor to global 
growth, accounting for approximately 
30% of it. Whilst we have seen stability 
in recent data, there are still some 
worrying signs: indeed, China forecast 
that growth would slow to 6.5% this 
year, the slowest pace of growth in 

more than 25 years.”

Reality Check: Demographics, Debt and 
Technology

“There is quite a lot that worries me with 
these arguments: we are already very late 
in the business cycle: the average post-war 
expansion cycle is 58 months, yet with 
the previous US recession having finished 
in 2009, we are already some 90 months 
in!  This means that a lot of the benefits 
associated with economic recovery, higher 
employment, for example, are already 
in the past. Also, we are coming from a 
background of high stockmarket valuations, 
especially in the US and arguably in the UK 
too so it is hard to see how it can progress 
much from here in the short term at least. 

“These are three major structural issues to 
consider. Firstly, most developed countries 
are affected by aging demographics: this 
puts a greater burden on the government to 
provide pensions and healthcare, potentially 
increasing taxes on the workforce. Secondly, 
the world is already saturated with debt. 
Thirdly, technology is developing now at a 
rapid pace and this will threaten millions of 
jobs. The Chief Economist of the Bank of 
England recently warned that up to 15m jobs 
in Britain, around half the workforce, are at 
risk of being replaced by robots.  

2016 was a tumultuous year for 
investors. With that in mind pro-
Manchester invited John Goodall 
from private wealth management 
experts WH Ireland to present a look 
into what 2017 expects to deliver 
across world markets.

The presentation took place at 
the brand new iconic Manchester 
location of DLA Piper LLP, 1 St Peter’s 
Square.

After many years of extremely low 
interest rates and extraordinary 
central bank policy, are we finally 
poised for higher rates as inflationary 
pressures start to mount?

After a welcoming introduction from 
DLA Piper Partner Chris Roberts, 
John considered how investors 
should best position themselves for 
the year ahead:

2016

“2016 was certainly a volatile year. 
The trading range of the FTSE was 
the highest since 2009 as investors 
tried to price in first Brexit and then 
the US election. I will be looking 
ahead to see what 2017 has in store  
and summarise with forecasts of 
where I think the major asset classes 
will finish up by the end of the year.”

Where is the market now? 

“Following Trump’s victory, global 
equity markets have moved higher.   
We have seen a succession of new 
all-time highs in the US for the Dow 
Jones, S&P 500 and NASDAQ 
and also in the UK the FTSE 100 
eclipsing all-time highs set in 2015, 
up 14% in 2016, although this was 
clearly influenced by the 16% fall in 
the pound against the dollar which 
increased the value of overseas 
earnings. European and Asian indices 
have fared less well. The FTSE All 
World Index, a broad index which is 

John Goodall, 
Manager - Private Client Research, 
WH Ireland
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“Quite simply, there are more people 
now and we are living longer.  In summary, 
these three factors: demographics, debt 
and technology are hugely deflationary 
and represent a great challenge for 
Trump to overcome if he is to succeed in 
bringing back inflation which he needs to 
generate growth.”

Outlook for Currencies

“It is important to take stock of the 
currency markets: the largest and most 
liquid financial market, and arguably 
the ultimate indicator of confidence in 
a country’s economy.  2016 was a big 
year for currencies as movements made 
a great difference to overall investment 
returns, highlighting the importance of 
overseas diversification as the pound 
weakened, in part but not exclusively due 
to Brexit. 

“The dollar has seemed the safe bet so 
far, but after a great performance in 2016, 
has our view changed? 

“The Fed promised three interest rate 
hikes in each of the next three years, 
taking rates up to 3% by the end of 
2019.  Only this time last year, they were 
predicting four interest rate hikes in 2016 
but we only got one. We think that their 
3% target looks optimistic. However, even 
though other major countries have seen 
a pick up in their yield curves, indicating 
the increased expectation of rate rises 
in the future, we remain sceptical and 
would argue there are still no credible 
alternatives to the dollar as a favoured 
currency.”

Outlook for Bonds 

“In 2016, we saw negative bond yields 
globally with over $10 trillion outstanding 
in negative yielding sovereign debt at 
one time, mainly in Japan. With this in 
mind, is the bond market still relevant for 
investors?

“Current yield curves reflect the 
expectation of low future rates, but also 
due to QE with central banks buying 
bonds. Even if central banks were to scale 
back and reverse this policy, we believe 
that demand for bonds will remain strong 
if investors continue to believe that 
interest rates will stay low: any yield is 
better than zero. As we have discussed, 
debt and demographics are likely to 
weigh on future demand: older people 
and those already burdened by high debt 
generally have lower demand for large 
purchases. This will keep interest rates 
depressed in our view.

“With this in mind, we are 
underweight bonds as a house but 
believe there could be an opportunity 
to increase exposure, particularly in 
the second half of the year.  

“Inflation in the UK is set to 
rise sharply this year due to a 
combination of higher oil prices 
and the weaker pound: but these 
are likely to be one-offs. Assuming 
no further significant changes in oil 
and sterling, I expect CPI to peak at 
around 5% in May before dropping 
back to around 2.5% by the end 
of the year. As inflation peaks, the 
market is likely to factor in a higher 
level of long-term inflation without 
due consideration of the underlying 
drivers. 

“The best strategy could be to buy 
gilts later this year before inflation 
expectations subside.”

Outlook for Commodities 

“Commodities, in particular gold, 
does well if interest rates fall. Against 
the backdrop of rising inflation and 
interest rate expectations, gold 
has performed poorly and is very 
unpopular right now.  However, 
we still view it as an important 
constituent in portfolios because 
it provides useful diversification 
benefits, generally rising when 
equity markets decline. We expect 
gold to be volatile in 2017, although 
performance is likely to improve if 
interest rate expectations decline. 
Another reason to be positive on 
gold is due to the so called “war 
on cash.” Globally we are seeing 
central banks restricting cash, by 
not only reducing cash in circulation 
but prioritising and rewarding 
electronic transactions. If they were to 
completely eliminate cash, it would 
be positive for gold and other real 
assets such as property as people 
would become even more distrustful 
of leaving money in banks.  

“If we take a broader look at 
commodities, much has been made 
about population growth pushing 
demand for commodities. However, 
low interest rates have, if anything, 
increased poverty. 

“As real asset prices have increased, 
the gap between the rich and the 
poor has grown: 73% of the world’s 
adult population have assets of less 

than $10,000 per head; this is up from 
68% in 2010.  This is not helping to 
increase demand, especially when 
innovation is helping to increase the 
supply of commodities, in particular 
oil. With supply set to increase and 
demand uncertain, we would suggest 
that industrial commodity prices 
are someway ahead of reality right 
now. To some extent this is reflected 
in prices already, futures prices 
forecasting contraction in iron ore 
and no change in copper over 2017.”

Outlook for Equities

“Looking at the FTSE first of all, 
following the US election, we have 
seen that, whilst inflation and higher 
expected interest rates are perceived 
to be positive for one group of stocks 
(e.g. oil, mining and banks), they are 
bad for another group (e.g. consumer 
staples, real estate and healthcare) 
because dividends are seen as less 
attractive. In Q4 we saw a major shift 
from one group of stocks to the other 
- but this behaviour suggests that it 
will be difficult for the market as a 
whole to make significant progress.  
It is one step forward, one step back.  

“We expect more rotation this 
year with the consumer staples 
and healthcare sectors to come 
back into favour and to outperform 
mining, oil and banks as interest rate 
expectations decline in the second 
half of the year. This will lead to little 
overall movement in the FTSE itself 
given how divided the overall index 
is. So, although the market as a whole 
looks expensive, it is best to look 
for value within individual sectors 
and tilt portfolios to areas such as 
consumer and healthcare which offer 
dependable income.

“Looking at the international markets, 
the US is, as discussed, expensive 
by historical standards. The S&P 500 
is heavily distorted by the leading 
stocks with around 30% of the index 
accounted for by the top 20 stocks, 
4% of the index. Going forward, we 
believe that stock selection will be 
critical: investing with a specialist fund 
manager who will be able to focus 
on genuine opportunities is likely to 
provide the best results.  

“The markets in Europe are much 
cheaper, reflecting problems in the 
banking sector. In Japan, it is a similar 

story: the domestic sector is weak 
but technology for example looks 
interesting. We are more cautious on 
Asia Pacific, due to its links with China, 
following the election of Trump, and 
Emerging Markets which are likely to 
be under pressure due to the strong 
dollar and uncertain outlook for 
commodities.”

Summary and Forecasts

“To summarise therefore our major 
calls for 2017:

•  The US will raise rates but it will be 
slower than expected, probably 1-2 
hikes.

•  No other major economy is likely to 
raise rates in 2017.

•  Political issues will remain due to 
wealth inequality.  Non conventional 
parties will perform well.

•  Currencies: euro to fall against 
pound as political issues weigh.

•  Dollar: can see some volatility as rate 
expectations cut, but still  
most credible.

•  Short-term, pound could bounce 
on favourable Brexit terms, but still 
favour dollar in long-term.

•  Equities to make little progress, 
rangebound.

•  Favour income stocks as interest rate 
expectations disappoint.

•  Bonds are likely to beat expectations 
as short positions unwind and gold 
should be resilient.”

Year end forecasts:

FTSE  6,900 to 7,200,  
Gold  $1,200 - $1,250,  
US 10 year Bond Yield  2.0%-2.2%

pro-manchester is a corporate 
membership organisation representing 
the 240,000 employed in the financial 
and professional service community  
in and around Greater Manchester.

Boasting more than 300 corporate 
member firms, pro-manchester 
engages with over 5,000 individuals. 
For more details call  
0161 833 0964 or email:  
admin@pro-manchester.co.uk

Chris 
Roberts,
Partner, 
DLA Piper UK LLP



Bringing rugby to the 
  heart of the community

GM Business Connect has enjoyed 
a great relationship with Sale FC 
Rugby Club for many years. This is 
mainly down to forward thinking 
Chief Executive Mike Jefferson, 
who has been guiding one of the 
oldest rugby clubs in the country 
into a world of corporate and social 
affiliations integrating both local 
community and businesses.

We asked Mike to share with us both 
present and future plans for the club: 

What’s happening with Sale FC 
Rugby Club now?

“We’ve come a long way in 
recent years. I am employed in a 
commercial capacity which was a 
brave move for the club which is 
itself a members’ club, an amateur 
outfit. We have inherited wealth 
which has been well looked after 
over the years but we decided to 
explore commercial ideas to take the 
club forward. 

“Three or four years ago we were 
a club that had lost its direction. 
With the loss of the last twenty years 
of our membership, there was no 
‘vision’, so I came on board to get 
the club back to the top of the table 
and to get ourselves back in to the 
community and get the local people 
and businesses involved. Our level 
of rugby is on the up and we want 
to engage with, and reward our 
members with success.”

What benefits are there in 
approaching the business 
community?

“We are trying to marry up business 
strategies to run the club because 
we do have different revenue 
streams outside of the rugby. We are 
essentially a business but we are also 

a members’ club, and we have to take 
advice from our members and make 
decisions with our members at heart. 
First and foremost, we are a rugby 
club and so we want rugby players to 
come through. 

“Trying to marry a business and a 
rugby club together is quite an effort, 
and we’ve had challenges along the 
way, but we’ve met them, and are now 
producing an ‘off the pitch’ product as 
a venue at Heywood Road. 

“This reflects our members and also 
our business decisions in trying to 
bring these different revenues in 
to the club. We need sponsorship 
packages to come in and we want 
businessmen and women to suggest 
ideas as they know what is going on 
the local area.”

What are the benefits to the 
businesses who get involved with 
the club? 

“A lot of businesses are family run, 
locally, and we want the local families 
and business families to come in. 

“We have children playing minis 
and juniors (of which we have over 
170 and is a strong area of growth), 
families watching a good level of 
sport together and nice facilities plus 
a great environment. 

“We are also going to do a 
redevelopment, which is a massive 
decision but it will benefit the 
community and offer meeting space 
for the businesses.” 

What kind of involvement do 
the businesses have? Is it just 
Sponsorship?

“Local business people have great 
ideas and acumen. We have over 400 
members with many owning their own 
businesses, whilst chatting with in 
the bar at the club they offered ideas 
which we did take on board. In acting 

on some, it changed the direction in 
how we run the club and business. 

“It’s all based on feedback from 
the local area. The club has been 
in Heywood Road and at Sale 
FC for over 100 years, so Sale is 
synonymous with rugby. 

“People in Sale are realising that 
we are a high level of rugby - level 
4 - something to be proud of, plus 
we’re second in the league. If we go 
higher, people in both Trafford and 
Greater Manchester will take notice 
of the high grade rugby played. 

“We have a relationship with Sale 
Sharks and people are now  
coming to us to see junior Sharks 
play at Sale FC, so relationships  
are now coming out on to the  
pitch and filtering through the  
local community.”

How do you intend to further 
involve the community? 

“We have relationships with schools 
now and have a great relationship 
with the council - with Sean Anstee 
leading the way - and we have 
forged some great partnerships 
offering coaching and advisory 
meetings with both girls and boys in 
local schools. 

“This is a growth area where we 
are offering something back to the 
schools. Historically, rugby always 
goes to secondary schools but I 
believe that we should go to primary 
schools to provide more opportunity 
and variety in sport. We will be 
offering incentives to schools to get 
involved with the club and vice versa.

“It’s expensive to put coaches out 
on the road, but what we are after is 
local business partnership and to see 
if businesses might help fund the 
coaches, as it’s all giving back to the 
local area.”

What developments are  
in store for the club?

“The development of the site at 
Heywood Road is another huge 
decision in the club’s history. We 
played through both world wars and 
built Carrington, investing heavily  
there - spending millions on 20 acres  
of training ground. 

“So, with Heywood Road, we are 
investing in redeveloping both bars  
as a new commercial dining facility 
which lends itself to corporate clients. 
We are going from being a ‘rugby 
club’ to a venue. 

“Swinton Rugby League is also here,  
a Tae Kwon Do club, a members’  
gym, we are also a polling station  
for the council! 

“There are many different facets to 
the club, and this redevelopment is 
future-proofing Sale FC with 30 years 
of investment. The next generation 
will benefit, and children will grow up 
remembering this. 

“In marrying up the club with business, 
we will have a high end finish - lots  
of glass balconies overlooking the 
pitch, corporate boxes, wedding 
industry clientele.

“We’ll offer 250 seated multifunctional 
catering for small and large events. 
It will reward our members for their 
loyalty and might even be an attractive 
proposition for those in Manchester 
itself. It will be open to everybody. 

“There is already crossover with other 
clubs and we are on the up, part of a 
regional development for rugby with 
greatly increasing footfall which of 
course, also benefits the local pubs 
and businesses too.”

For further information on Sale FC 
Rugby Club contact Mike Jefferson 
on 07867 128463 or email 
mjeffo100@gmail.com
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Sale FC  
Rugby Club’s  

Chief Executive 
Mike Jefferson



Totally Excellent
                 solutionsCottage Delight has been providing 
high quality speciality foods to the 
independent retail trade since 1974. 
Independent sales represent 
the majority of overall sales, with 
customers across the UK and Ireland

Managing Director Jason Moody 
explains, “Cottage Delight continues 
to be a very successful organisation 
with a consistent level of market 
share and a fantastic product range. 
However, we were experiencing a more 
difficult trading environment in respect 
of independent sales and whilst we 
have managed to achieve our growth 
targets in other sales revenue streams 
we felt it was timely to conduct a 
detailed analysis of our Sales function.

“We had some observations of our 
own on what we might change, 
however we felt it would be beneficial 
to conduct an independent analysis 
using a ‘fresh pair of eyes’.”

The Solution
Total Excellence Centre introduced 
one of their organisational design and 
development specialists, Steve Ball, 
to Cottage Delight. Steve, who has a 

wealth of experience and proven track 
record on Organisational Change and 
Business Transformation conducted a 
detailed organisational review of the 
whole Sales function. During that time, 
he reviewed the existing organisational 
structure and job descriptions, 
examined the functionality of both the 
Field and Telesales teams, considered 
the capability of individuals within 
the function, and gained an insight 
into the culture, leadership style, and 
remuneration arrangements.
Jason said, “Steve quickly got a grasp 
of our business model, our culture, 
and the challenges facing our Sales 
team. He invested a considerable 
amount of time talking to members 
of the team and was able to build 
relationships quickly, to facilitate the 
detailed analysis we required. He used 
his experience to identify opportunities 
for improvement and presented  
them to me, and subsequently the 
Board, in a positive and professional 
manner. We wholeheartedly  
supported his recommendations and  
immediately started work on an  
implementation plan.”

The Benefits
The organisational review confirmed 
the concerns held by Cottage 
Delight about the performance 
of the Sales function. However, 
it also provided a deeper insight 
and most importantly a number of 
recommendations for change. Jason 
said, “The recommendations really 
gave us food for thought and were 
backed up by sound rationale and a 
clear business case. We have already 
made a number of changes to our 
organisational structure, as well as 
increasing the levels of accountability 
in the team.

“The benefits will take some time 
to show themselves in terms of 
bottom-line results, however I am 
very confident that the changes we 
are making will deliver long-term 
sustainable growth”.

Jason continues, “The support 

we received from Total Excellence 
Centre was everything expected and 
reaffirmed to me how important our 
partnership has become over the past 
five years. I would wholeheartedly 
recommend Michelle and her team 
of trainers and consultants at Total 
Excellence Centre to any business, 
who are looking at developing their 
people or in need of support with their 
business growth strategy.”

focus
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business motoring
Grey Fleet: 
              Are you and 
   your business at risk?

certificate, but this is often where 
it ends. Companies should also 
be checking the roadworthiness of 
vehicles, such as looking at tyres and 
offering routine services. This is not 
a legal requirement but will go some 
way to managing the risk for accidents. 
Another option would be investing in 
additional driver training, particularly if 
employees are driving for long periods 
of time, covering many miles, or if 
they are driving a specialist vehicle 
such as an electric car where they have 
previously had no driving experience.”

If a company has regular risk 
assessments and health and 
safety policies in place already, 
can Grey Fleet be considered  
as part of those?

“Yes. Every single company should 
be aware of the Health and Safety at 
Work Act (1974) which considers and 
ensures the wellbeing of staff whilst 
they are ‘at work’. Even though a  
Grey Fleet driver might not physically 
be at the work place, if they are out 
on the road for business purposes 
employers need to go as far as they 
can to ensure their safety. 

“Equally, risk assessments are just  
that – they assess potential risks to  
the business - so a road safety or  
Grey Fleet policy would sit easily in 
either of these areas.”

What needs to be included in a 
Grey Fleet policy or framework?

“A policy of this nature is quite 
complex and I would suggest seeking 
specialist advice from companies like 
Strategic Analytics Team. However,  
the following actions could help:

•  Annual checks of vehicles for 
roadworthiness. These can either  
be carried out by a qualified third 
party or a declaration signed by the 
driver to say that their vehicle is fit 
for purpose.

•  Accurate records and copies  
of paperwork such as driving  
licences, vehicle insurance and  

So, what are the legal 
implications and risks? 

“Legally speaking, businesses need to 
be aware that mismanagement  
of a Grey Fleet can bring with it a very 
real risk of prosecution and/or civil 
litigation. 

“For example, if a traffic accident 
occurs and the driver of a Grey 
Fleet car is at fault, the driver would 
be held responsible and their own 
insurance used for any claims. The 
risk for an organisation comes if the 
driver does not have car insurance 
in place or does, but it does not 
permit business use. Another scenario 
could be if an employee falls asleep 
at the wheel after attending a long 
business conference. In this case, the 
organisation as well as the driver could 
be held accountable.

“When any work-related road incident 
takes place, the employer will be 
asked to provide proof that they have 
taken steps to minimise the risk and 
that these steps are ‘reasonable and 
proportionate to the level of risk’.”

What can employers do to 
better manage these risks  
and comply with the law?

“In my experience, few companies 
whose employees use their cars for 
business journeys will ask for proof 
of car insurance for business use. 
Some will ask to see a current MOT 

GM Business Connect caught 
up with Paul Jorgensen, Senior 
Partner at Strategic Analytics 
Team, to discuss the implications 
of employees driving vehicles for 
business use which are not owned 
or leased by their organisation - 
otherwise known as ‘Grey Fleet’.

Can you briefly explain just 
what is meant by the term 
‘Grey Fleet’?

“Put simply, ‘Grey Fleet’ refers to 
any vehicle which is used for making 
a work-related journey but is not 
owned or leased by the business 
itself. It is estimated that there are 14 
million Grey Fleet vehicles in the UK 
today, compared to just one million 
company cars, and many companies 
are completely unaware of their 
legal responsibilities or the risks 
associated with their use.”

Is this industry specific or only 
relevant to large companies 
with a fleet of vehicles?

“No, Grey Fleet is applicable to any 
organisation whose employees use 
their own cars for business-related 
journeys. This could be sales reps, 
community nurses, service providers 
who go out to visit clients - the list is 
endless. The use of the word ‘fleet’ 
can give people the impression that 
this is not relevant to them and their 
business when it absolutely is.”

Paul Jorgensen
Strategic Analytics Team

www.strategicanalyticsteam.com

MOT and service certificates  
from all employees.

•  Regular maintenance of vehicles, 
paying particular attention to 
windscreen wipers, tyres and brakes.

•  As part of an appraisal or annual 
review consider driver training. 
Defensive driver education courses 
can significantly reduce the risk of 
claims and litigation as well as reduce 
fuel costs.

•  Consider a journey management 
software for mobile workers. Not only 
can these monitor drivers out on the 
road, they can also offer peace of 
mind and ensure help can be there 
quickly in an emergency.”

Paul Jorgensen has more 
than 20 years of experience 
in health & safety roles in the 
logistics sector, including 
working for Shell and DHL. 

He now runs Strategic 
Analytics Team, a company 
which provides logistics 
operational expertise 
management to organisations 
of all sizes, including defensive 
driver education and journey 
management.

To find out more about  
Strategic Analytics Team,  
call 0161 932 1418, email  
CET@strategicanalyticsteam.com  
or visit 
www.strategicanalyticsteam.com
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venue

the building, you’ll be amazed. 
There’s a wow factor that starts in the 
stunning reception area with its high 
ceiling and contemporary design; 
the perfect space to meet and greet. 

The professional standard 
auditorium includes retractable 
seating for up to 280 cinema style or 
150 for a banquet. 

Fully equipped sound and lighting is 
built in and technical assistance  
is available. Changing rooms,  
Green Room and other backstage 

spaces are all nearby. 

The Boardroom, Dance Studio 
and Sports Hall can accommodate 
seminar style groups from 10 to 
100. There’s no extra charge for 
equipment and plenty of breakout 
space. Sports facilities are on hand 
to add an extra dimension to a 
corporate day. 

There’s plenty of secure on-site 
parking, free wifi and a trained 
team who make every guest feel 
like a VIP. From simple refreshments 

to lavish banquets, you can be 
assured of the best quality and 
value. The fully equipped kitchen 
and experienced chefs and servers 
consistently earn top marks on 
feedback forms.

The facilities are of the highest 
quality and the whole site is a blank 
canvas; flexible and adaptable to 
enable truly bespoke event design 
in an unusual and inspiring setting.

You’re welcome to use the 
reception area for small, informal 
meetings at no charge. Just call 
to check availability a day or two 
ahead. A staff member will show 
you around if you have time.

For more about the FUSE please 
visit www.usethefuse.co.uk

To book a site visit and/or a 
personalised quotation, please call 
Frank Green on 0161 393 4511 or 
email contact@usethefuse.co.uk 
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The FUSE is an amazing £5.5M 
multi-purpose venue now available 
for hire, for business meetings, 
conferences, events and shows, 
awards ceremonies, wedding 
receptions, corporate away days all 
at surprisingly competitive rates. 

You’ve probably driven past the 
iconic building without realising, 
situated on Warburton Lane,  
the main A6144 from Carrington  
to Lymm.

Why not drop in for a tour around 

Trafford’s Hidden Gem

Everything you’d expect from a 
conference/events venue - apart 
from the surprisingly low rates.

• Meetings, Seminars
• Corporate away days
• Weddings and Parties
• Shows and Events 
• Budget to Banquet Catering
• Sports hall and 3G Pitch
• Ample Free Parking
• Minutes from M60 & M6

0161 393 4511

www.usethefuse.co.uk

contact@usethefuse.co.uk

As used by ...

Multi - Purpose Venue

Introductory 
offer:

50%
 off room hire for first 

time users.

FUSEMagAd.indd   1 20/01/2017   14:59



Alex McCann

Altrincham HQ

www.altrinchamhq.co.uk
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social media
10 good daily Social Media 
        Habits to get into for 2017

opportunities to help those in your 
immediate network.

Pull up - support new start-up 
businesses who need a helping hand.

By focusing on these three areas 
each day, it’s giving clarity to who you 
specifically engage with.

Having that in mind at all times makes 
Social Media Engagement super 
easy.

6. Be creative

Produce something new every 
single day. As children we produced 
pictures and stories at school and 
got rewarded for it. As adults and 
business owners you can produce 
pictures and stories and get rewarded 
for it - It’s called content marketing.

 Producing something every day 
doesn’t mean you have to blog every 
single day. It can be something as 
simple as a one line quote, a social 
media tile or a short facebook live 
video. Focus on your core messages 
and produce a series of content 
around it.

7. Think local

You’re reading GM Business Connect 
because you work locally and you 
care about local businesses. You go 
to local business networking events 
because you want to work locally, 
and then you go on Social Media and 
don’t seem to care about the local 
business market?

Three very simple daily tasks can get 
you noticed locally:

- Search your local town’s twitter 
hashtag and engage with other local 
businesses,

- Respond to a post in a Manchester 
based LinkedIn Group,

- Be active in your local town’s 
facebook group.

All of the above options - think of the 
motto we mentioned earlier of reach 
higher/refer sideways/pull up. 

8. Give yourself permission to sell

Are you allowed to sell on Social 
Media? Of course - it’s ultimately why 
you’re using Social Media.

There’s a big confusion over social 
media selling because in many 
respects it’s the soft sells (the blogs, 

the engagement, the human element) 
that is focused on in social media blogs. 
Do all of those soft sells and it’s perfectly 
acceptable to hard sell your services.

I go for a hard sales message at least 
once a day on Social Media - it’s blatant, 
it’s in your face, it’s unavoidable, it works! 
In percentage terms my hard sales 
messages are very low - but if you don’t 
ask for the sale, you won’t get the sale.

9. Measure Measure Measure

If you can measure something you can 
improve on it

From Twitter Analytics to Facebook 
Insights. From Instagram Analytics to 
Google Analytics. Your Social Media 
marketing and blogging efforts are 
measurable. To do Social Media 
Marketing effectively you need to spend 
as much time on the geeky analytics as 
you do with the sexy creative. Discover 
your inner Sexy Geek!

Analytics fuel everything we do on Social 
Media and we listen to the feedback 
from the audience about which content 
they want more of.

It pays to listen to your audience. 
They’re the ones that are going to buy 
from you. Give them more of what they 
want or lose them.

10. Remind yourself of business goals

If what you’re doing on Social Media 
isn’t aligned with your business goals 
then it’s not good for business.

 Remind yourself each day of your 
business goals and reflect each day if 
what you have done on Social Media has 
been pushing towards them.

 You’d be amazed at how many don’t 
refer back to their business goals more 
than once a year.

Do more than the average...

 

 

people know you exist.

Just five new twitter followers/LinkedIn 
connections/Facebook likes a day 
would add up 1,825 new people that 
know your name over a year. 

Awareness is the first part of marketing. 
Action is the second. 

People can’t buy off you unless they 
know you exist so part of your daily 
habits should be connecting with new 
people.

3. Engage with new connections

I have 20,000 connections across the 
various Social Media platforms and I 
reach over 600,000 screens a month.

The gratitude I have for that will never 
diminish. Businesses don’t realise how 
much easier the world of business is 
with Social Media, and for that reason 
I engage and chat to new connections 
every day.

 If you don’t it’s like going to a 
networking meeting, picking up the 
business cards from the bumf table 
and not chatting to anyone. Social 
Media is built on relationships and a 
simple hello will open doors - whether 
you have two followers or 200,000, 
you’re not above saying hello.

Do this daily.

4. Educate yourself

LinkedIn and Medium are great  
places to educate yourself. Choosing 
the right online mentor can really 
impact how you see your business, how 
you grow your business and the level of 
ambition you have for your business.

Social Media has made the world a 
much smaller place and you can have 
the world’s greatest minds at your 
fingertips, whether you treat these 
mentors as morning motivation or  
read an article before you write 
tomorrow’s To Do List, set aside 5-10 
minutes a day to learn more. Education 
and learning is never a waste of time.

5.  Reach higher/refer sideways/ 
pull up

This three step phrase is a real 
blueprint for Social Media Success.

Reach higher - engage with the 
influencers and tastemakers in your 
market.

Refer sideways - always look out for 

“We are what we repeatedly do. 
Excellence, then, is not an act, but a 
habit” Aristotle

How many of you have slipped into 
the habits of just not doing Social 
Media?

How many of you have slipped into 
the habits of dabbling with Social 
Media and not really achieving 
anything?

How many of you have really focused 
on your social media with intent?

These small daily habits for Social 
Media Marketing will make a huge 
difference to your Social Media 
Success:

1. Diarise your Social Media

For many business owners if Social 
Media isn’t diarised it simply won’t be 
done - Emails, meetings, work will get 
in the way.

First of all you need to have a set 
time of the day when Social Media is 
the sole focus of your day. Just 10-15 
minute blocks that are diarised in as 
immovable regardless of how the day 
pans out.

 I’m also a big fan of writing down 
the Top 10 things to do that day in an 
actionable list.

Writing a to-do-list the night before 
which prioritises your important Social 
Media tasks of the following day is a 
sure fire way get the important stuff 
on Social Media done.

Marketing is one of the most 
important activities your business 
does each day and Social Media 
should definitely be on the To Do 
List with specific details about what 
you want to achieve that day. When 
you diarise your whole day and have 
specific social media tasks in mind, 
you waste less time on the social 
media noise and spend more time on 
the things that matter.

2. Be growth focused

Growing your audience a little each 
day should be one of your key 
priorities and daily tasks.

Businesses think far too small when it 
comes to their Social Media Growth. 
Being a hidden gem is not a thing 
to be proud of - it means far too few 



finance
2017 preview-VAT FRS advantages       
    cut and IR35 legislation change

•  Estate agents and property 
management 12%

• Management consultancy 14%

Proposed changes have also 
been announced which will affect 
businesses that have a very low cost 
base - these businesses will be called 
“limited cost traders” and are defined 
as a business that spends less than 2% 
of its sales on goods (not services) in 
an accounting period. A business will 
also be classed as a limited cost trader 
if it spends less than £1,000 a year, 
regardless of whether this is more than 
2% of the firm’s turnover on goods.

The emphasis on ‘goods’ will impact 
upon businesses who incur VAT on 
services such as;

• Rent

• Software licences

• IT support

• Digital journals

• Sub-contractors

• Telecoms

So, VAT registered businesses who are 
trading under the VAT threshold of 
£83,000 may want to deregister from 
VAT with effect from 1 April 2017, and 
businesses trading over that threshold 
may need to withdraw from the FRS 
also.

Finally on this point, bear in mind that 
any attempt to invoice in advance for 
services to be provided on or after 
1 April 2017 to capture that invoice 
within the FRS, will be treated as if the 
invoice was issued on 1 April 2017.

New IR35 legislation and its impact 
on contractors

IR35 is a tax legislation created 
by HMRC to tackle potential tax 
avoidance by contractors (also 
known as “disguised employees”) 
who supply their services through an 
intermediary (e.g. a limited company), 
but if it was not for the intermediary, 
they would be classed as an 
employee.

From 5 April this year, new legislation 
will move the responsibility to 
determine a public-sector contractor’s 
IR35 status from the contractor to 

the end-client, recruitment agency or 
other third party closest to the limited 
company in the supply chain. If this 
goes ahead, many contracts may end 
up having the new legislation applied to 
them as a default, whereas pre-6 April, 
those very same contractors had thought 
their assignments were viewed as being 
outside IR35.

So, if your contract is inside IR35, what 
does this mean? A deemed salary 
calculation should be run to declare 
PAYE and National Insurance on 95% 
of the contractor company’s income, 
allowing up to 5% to cover the costs 
of running the company. Certain 
deductions can be made such as 
pension contributions. Rule changes 
introduced in April 2017 mean in certain 
cases no deduction can be given for 
Travel and Subsistence costs.

We would recommend using the 
Employment Status Indicator, which has 
been set up by HMRC and can be used 
to identify the employment status of 
workers and contractors. If all questions 
are answered completely and correctly, 
HMRC will accept its findings as binding, 
however if you don’t agree with the 
outcome, you aren’t bound by its results. 
If this is the case, you will need to seek 
professional advice, as to why you 
believe the status indicator is incorrect.

This tool is incredibly useful for 
contractors to establish an initial  
decision on their status, in relation to 
IR35, and we hope it proves helpful  
in the coming months.

the scheme, but it has been proposed 
that this advantage will be cut back 
significantly from 1 April 2017.

Proposed changes announced 
mean that the FRS will continue, 
but for many businesses, it will not 
be economical to use. This will 
particularly affect businesses that 
spend very little on goods, such as 
firms that purchase services rather 
than products, so is likely to have a big 
impact on the contracting sector. 

When using the FRS, businesses 
ignore VAT incurred on purchases 
when reporting VAT payable, with 
the exception of capital items which 
cost £2,000 or more. Then the gross 
turnover is simply multiplied by the 
FRS percentage set for the particular 
trade sector, with some of the 
common percentages being;

•  Accountancy and legal  
services 14.5% 

• Journalism or entertaining 12.5%

• Computer or IT consultancy 14.5%

•  Business services not listed 
elsewhere 12%

Just a few months ago, the Chancellor 
of the Exchequer, Philip Hammond, 
presented the final Autumn Statement 
which he declared was focused 
on “preparing and supporting the 
economy as we begin writing a new 
chapter in our country’s history”.  The 
majority of proposed changes are to 
be put in place on 1 April 2017 which 
is just a matter of months away, and 
amongst these changes are new IR35 
legislation, and restrictions to the VAT 
Flat Rate Scheme (FRS).

Following these announcements, 
many UK SME’s raised some key 
questions, so in this issue, our finance 
expert, Les Leavitt, Managing Partner 
at local firm LWA, provides an 
overview of these two key elements 
and changes due to happen as a 
result of the budget.

Advantages to the VAT Flat Rate 
Scheme to be significantly cut 
back…

The VAT flat rate scheme (FRS) is used 
by numerous small businesses to 
simplify their VAT reporting, and many 
also gain a cash advantage from using 

Les Leavitt

Leavitt Walmsley Associates 
Chartered Certified Accountants

www.lwaltd.com
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The apprenticeship reforms
apprenticeships

ahead for Apprenticeship 
providers, particularly the stronger 
ones with great quality. The 
reforms place control into the 
hands of employers, and obviously 
they will only want to work with the 
best providers, who can deliver the 
best training and development for 
their Apprentices.”

Increased flexibilities on those who 
can undertake Apprenticeships will 
also ensure employers benefit.

Previously individuals who had 
successfully obtained a degree 
could not be supported onto an 
Apprenticeship, but post April 
2017, as long as that individually 
requires significant re-skilling,  
they can participate.

Giving the significance of the 
Apprenticeship Reforms, Salford 
City College are working hard to 
ensure they support all employers 

with further information and 
details. The following resource/
events are available:

•  Free consultancy to business 
on the impact of the 
Apprenticeship Reforms to  
their business.

•  Increased information on Salford 
City College website and 
Apprentice Levy Calculator.

•  Event on the 18 November 2016 
in partnership with The Morson 
Group and Salford City Council 
aimed at Apprenticeship Levy 
paying organisations.

•  A further Salford City College 
event in February 2017 for 
employers who will be affected 
by the reforms.

For further information on any of 
the above, please call 0161 631 
5555 to speak to a member of the 
Apprenticeship team.

be recouped into the public purse 
to support other Apprenticeship 
provision.

3. Funding Reforms: 

Significant changes in 
Apprenticeship funding will 
see a much simpler landscape 
for providers. From April 2017, 
Apprenticeship frameworks 
and standards will be placed in 
one of fifteen predetermined 
bands. Where employers pay the 
Apprenticeship Levy and have 
sufficient continuous funds in their 
‘pot’ they will pay 100% of the 
costs. Where employers don’t  
pay an Apprentice Levy, they will 
enter the market place as a  
‘co-investment’ organisation.

The government will pay 
a whopping 90% of their 
Apprenticeship training costs,  
with the company left to 
commit to the remaining 10%. 
The predetermined bands will 
guide the price charged for 
Apprenticeships, but employers 
are free to negotiate where they 
see fit. Small companies (under 50 
employees) who support a 16-18 
year old into an Apprenticeship  
will not pay any of the 
Apprenticeship costs.

4. The introduction of the Digital 
Apprenticeship Service (DAS):

The final element of the reforms 
will also see the addition of the 
DAS to the Apprenticeship market 
place. Eventually the DAS will 
control all transactions between 
employers and training providers, 
however, initially for the first year 
it will only manage transactions on 
behalf of those with a levy fund.

The DAS will enable to 
employers to manage their own 
Apprenticeship provision, selecting 
the training providers who best 
fit their business needs. It will 
also be a fantastic resource which 
employers can turn to and find 
out information on apprenticeship 
provision and process.

Debbie Ward, Director of 
Apprenticeships & Community 
Learning at Salford City College is 
excited about what lies ahead, she 
said, “The Apprenticeship Reforms 
will ensure fantastic opportunities 

The Apprenticeship Reforms, 
designed to place Apprenticeship 
provision at the heart of 
employment based training activity 
will come into effect from April 
2017 with significant benefits  
and opportunities for employers  
in all sectors. 

Influential speakers suggest 
they are the biggest changes to 
Apprenticeship provision we will 
see for a lifetime, and really will 
make a huge difference to the 
educational landscape.

The reforms are based around four 
key areas:

1. Introduction of 
Apprenticeship Standards:

Employers up and down the 
country have been ripping up the 
old Apprenticeship frameworks 
and redesigning exactly what 
skills, attitudes and behaviours 
Apprentices require to succeed!

Apprenticeship frameworks will 
gradually be removed by 2020, 
leaving the sector with a wide 
range of Apprenticeship Standards 
designed by industry, for industry. 

Apprenticeship Standards can 
include a wide variety of different 
training and development activity, 
to fit particular requirements 
in different sectors, but all will 
conclude in an ‘end assessment’, 
where Apprentices will have to 
prove they have the skills required.

2. The introduction of the 
Apprenticeship Levy:

To support the creation of a world 
class Apprenticeship sector, 
the Apprenticeship Levy will be 
introduced by HRMC in April 2017.

Because of a £15,000 subsidy for 
all companies, the levy will only 
affect companies with a PAYE 
bill of over £250,000 per month 
(£3million per year). Where a 
company returns a PAYE bill 
of over £250,000 per month to 
HRMC, a 0.5% levy will be imposed 
on that PAYE bill, with the levy 
added into a digital account 
for that company to spend on 
Apprenticeship training.

The funds will remain in that digital 
account for 24 months for the 
company to use, thereafter, it will 
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digital marketing

relevant, applicable content for  
the user.

3. Comment likes. There are several 
software programs and hundreds 
of thousands of individuals who 
specialise in leaving thousands of 
comments on websites and blogs. 
Each comment will carry a backlink  
in the hope of providing link juice  
to the site. 

But seriously, does anyone think a 
backlink for Viagra from a gardening 
website is going to fool anyone? Well, 
obviously, many do! These comments 
are not only flagrant spamming 
practices but they can even harm  
the site they are placed on.

Not only will webmasters incur the 
wrath of the Penguin algorithm  
but also justified complaints from 
website owners. It is a rapid shortcut 
to site de-indexing and should be 

2. Duplicate content. A whole 
industry has sprung up with software 
that will ‘spin’ written content; taking 
a piece of content and producing 
multiple variations with altered text, 
word count and formatting. 

Google will not be fooled. Not only 
does most respun content read like 
garbage but it leaves the user, who 
Google ultimately is most concerned 
with serving, with a poor experience. 
Anything which jeopardises Google’s 
reputation for offering the most 
relevant content to the searcher 
receives the most serious sanctions.

3. Keyword stuffing. The most 
relevant content for each search 
produces the highest ranking. 
However, constantly repeating 
the same keyword or keyphrase 
throughout the content piece will 
not enhance ratings. Again, user 
experience is the highest priority and 
keywords should be used in context 
and only when relevant.

The Major Penguin Criteria

1. Bought links. The more backlinks a 
site has is normally a good indication 
to Google of its’ relevance and 
authority within its category; two 
factors which weigh heavily in the 
Google ranking criteria. It must 
be stressed however that relevant 
backlinks are the key.

Many have tried to boost their site 
with questionable links which can 
be bought freely from link farms 
and private blog networks. But once 
more, if a site is concerned with 
‘weight loss’ and buys a zillion links 
from ‘cage fighting’ sites, far from 
being elevated in organic rankings it 
will almost certainly be de-indexed 
and disappear from sight.

2. Reciprocal links. Webmasters on a 
budget will often look to short cut the 
ranking process again with outside 
rankings. This time they will swap links 
with other sites in an effort to forcibly 
show authority to Google.

Penguin is far too sophisticated for 
this nonsense. Unless both sites 
are related, the links will count for 
nothing. In fact, they are like a red 
flag to a bull and are one of the 
quickest ways to get a site severely 
penalised. It clearly shows the 
webmaster is far more concerned 
with artificial ranking than providing 

The concept of two cute, cuddly 
animals striking dread into the hearts 
of webmasters worldwide is at first,  
a comical one.

However, these two strangely named 
algorithms can completely devastate 
a poorly conceived, structured and 
executed site in minutes.

Constantly scouring the internet and 
analysing websites, these two bots 
are sophisticated, highly efficient and 
merciless.

Should a webmaster ignore the 
Google SEO guidelines, take 
shortcuts or even worse try to cheat 
the system, their website could be 
deindexed instantly without warning 
and a stern warning will follow from 
the internet search giant. Worse still, 
even after rebuilding and conforming 
with all the guidelines, getting the 
site re-indexed will be even harder.

Each algorithm has a specific task. 
Panda monitors content on websites 
whereas Penguin analyses backlinks 
to the website.

There are three major areas that 
each monitors relentlessly. If there is 
infringement on ANY of these areas, 
expect Google to wield the axe.

The Major Panda Criteria

1. Hidden content. Many 
inexperienced webmasters will try to 
take advantage of Google by hiding 
content in white space. Placing white 
text on a white background, they will 
attempt to hide keywords and links, 
assuming panda will miss them.

This is a huge mistake as the bots are 
way smarter than we can imagine and 
will spot the text. Even if they cannot 
identify the text but suspect there 
is an infringement, the site will be 
passed up for manual inspection and 
these guys have seen it all.

Howard Jones
Jungle Marketing

www.jungle.marketing

Videos for 
          Websites

UP TO 30% OFF VIDEO PRODUCTION COSTS

A simple one minute video  
about your service or product  
will help to deliver your  
marketing message much better 
than the written word. 
Video also helps to increase the 
visitor time on page, this can have 
a very positive effect on your 
website search engine ranking.
Call today for a friendly  
no obligation chat.

JUNGLE.MARKETING FOR

• FREE WEBSITE AUDIT

•  VIDEO PRODUCTION

•  SEARCH ENGINE 
OPTIMISATION

•  PPC ADVERTSING

•  SOCIAL MEDIA 
MARKETING

•  WEBSITE DESIGN 
AND BUILD

•  WEB HOSTING

Jungle.Marketing,  
Eaton Place Business Centre,  
114 Washway Road, Sale  M33 7RF

www.jungle.marketing

0333 300 1299 
or drop us a line enquiries@jungle.marketing today!

  Make those searchers 

become finders...
   and those finders   

          become your 

 customers!

avoided at all costs.

All responsible website owners will  
do regular housekeeping exercises 
on their site to ensure it remains 
Google friendly. 

No better way than to enlist the help 
of a quality SEO agency to do a 
free Google audit of the website to 
ensure all bases are covered.

The 6 biggest webmaster mistakes to draw penalties   
         from the Google police - Penguin and Panda!
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wellbeing

support and input they value and 
respect. 

A counsellor may help them 
rediscover their confidence, 
focus and self-belief again. 

Stressful situations can be 
draining and cause mental and 
emotional debilitation. Sharing 
the load, talking things through 
and being heard, understood 
and supported can make a huge 
difference.

Many business owners 
experience self-doubt at times. 
Find a setting where you can 
exchange ideas and problem-
solve.

Maybe someone you’ve met at 
a conference, network meeting 
or on a business forum would 
be happy to provide time to talk 
through your situation in a safe, 
confidential setting or you could 
initiate a discussion on a site 
where contributors are happy 
to openly discuss solutions and 
the lessons learned from their 
experiences.

Stepping away for a time to 
reconnect with the personal 
areas of life can provide a 
therapeutic break, a chance to 
clear your mind and regain a 
more appropriate perspective. 

Time spent may enable you to 
appreciate that you don’t have to 
be perfect or do it all yourself.

It may be viable to outsource or 
hire areas of expertise or begin 
to align yourself with someone 
who has complementary skills. 
Viable solutions often become 
apparent after a break.

Do something that lifts your 
spirits and reminds you why 
you do what you do. One of 
my friends test drove a super-
car, returning afterwards feeling 
revitalised and ten feet tall. 

Others may be motivated after 

Appreciate that impediments 
and immovable objects can 
sometimes provide a useful 
interlude for you to stop and 
audit your plans. Dedicate time 
to review, evaluate and even 
revise your commitment to your 
latest project or course of action. 
Enforced reflection can be a 
valuable investment of your time.

There may be some merit 
in using your temporary 
timeout to conduct a survey 
or canvas staff, clients or 
colleagues for their views. 
While you’re considering your 
next step why not ask for their 
opinions, how they view your 
business or enquire whether 
they have suggestions to help 
you grow or improve what you 
already offer? 

Other people see things from a 
different perspective and their 
feedback may provide valuable 
insights which could spur you on 
to a renewed plan of action.

Accept that your loss 
of direction may have 
caused your associates to 
temporarily lose confidence 
in you. Management are often 
expected to be problem-solvers, 
with all the answers and so, 
depending on the closeness 
of your relationships, it may be 
disconcerting for your team to 
see you in such a different light.

Explain sufficiently and reassure 
those who need it.

If you’ve hit the brick wall  
it may be appropriate  
for you to take yourself 
away from the situation  
and seek advice elsewhere,  
in a more confidential arena. 
Many business owners 
appreciate the role that a 
mentor, coach, confidante or 
partner can play, someone who’s 
survived setbacks or whose 

Have you ever hit the brick 
wall, something so solid and 
immovable that you can’t 
see any way around it, no 
matter how hard you try?

It can cause you to feel a failure, 
perhaps isolated from others, 
as despair and frustration set in. 
Life doesn’t always go to plan; in 
fact sometimes we can feel that 
we’re dealing with a problem so 
complex and unassailable that 
there are no options left from 
which we can salvage a good 
outcome.

I’m sure many of us have at 
times had this experience, 
of insurmountable problems, 
no way forward and perhaps 
excessive demands being placed 
on us, maybe all at the same 
time.

Work, relationships, home 
life, health and friends are all 
areas that can sometimes seem 
to be operating in an unhelpful 
and unsupportive way. There 
may be conflicting demands or 
responsibilities that require much  
of our time, energy and attention

Sometimes we may need to 
acknowledge that our desired 
plans and choices are not 
feasible at the present point in 
time.

Be strong and admit if 
something’s not working.  
There’s no shame in trying 
something new; it’s often a 
great learning experience, can 
introduce you to new people 
and allow you to explore other 
options.

But recognise if it’s time to 
stop banging your head on that 
brick wall. Others will usually 
appreciate your honesty, see you 
as more human and may even 
suggest a referral to someone 
who’s in a position to help.

Susan Leigh MNCH (ACC)

Susan runs Altrincham based 
Lifestyle Therapy offering a 
tailor made combination of 
counselling and hypnotherapy 
on a one-to-one or group basis.

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

time spent with family or at the 
spa or golf range. Take a break 
and step back from your ‘wall’. 

Find something that 
rewards you and reminds 
you of your worth. Use 
that to give a boost to your 
confidence, with time to 
recharge and enjoy a distraction.

Being ‘resilient’ is often thought 
of as being tough, strong and 
keeping going no matter what. 
In fact resilience demands that 
we stop occasionally, take stock 
of things, adapt and grow in 
the light of new challenges and 
goals. 

Hitting a brick wall indicates 
that something is not working as 
initially anticipated. 

The companies I work with and 
the workshops I run, place a 
high value on training staff and 
management to be resilient 
by taking stock of the present 
moment and learning to adapt 
to an ever-changing and 
unpredictable future. 

We discover that a brick 
wall can be worked around.

Have you ever hit 
   the brick wall?



diary dates
4 Networking 
City Centre - Fridays Fortnightly  
- 17 Feb, 3 Mar, 17 Mar... 12noon - 2.00pm 
Venue  Revolution, Deansgate Locks 
 Whitworth Street West 
 Manchester M1 5LH 
Cost  £15 
Contact Jon Mason   01942 765308

Cheadle - Fridays Fortnightly  
- 17 Feb, 3 Mar, 17 Mar...   8.00am - 10.00am 
Venue  De Vere Hotel Cheadle,  
 Cheadle Royal Business Park,  
 Cheadle  SK8 3FS 
Cost  £15 
Contact Kristian Main  0161 244 8856 

Stockport - Fridays Fortnightly  
- 24 Feb, 10 Mar, 7 Apr...  8.00am - 10.00am 
Venue  Bamford Arms, Buxton Road,  
 Stockport SK2 6NB 
Cost  £13 
Contact Fay Marcroft  01625 668664

Sale - Tuesdays Fortnightly  
- 21 Feb, 7 Mar, 21 Mar...  8.00am - 10.00am 
Venue  Sale Golf Club, Sale Lodge,  
 Golf Road, Sale M33 2XU 
Cost  £15 
Contact Chris Richardson  0161 834 9480  

Salford Quays - Wednesdays Fortnightly  
- 15 Feb, 1 Mar, 15 Mar...  8.00am - 10.00am 
Venue  The Beefeater, 11 The Quays,  
 Salford Quays M50 3SQ 
Cost  £15 
Contact Paula Cohen  01606 532530   
 www.4networking.biz

Altrincham & Sale 
Chamber of Commerce 
Breakfast Matters - Networking and breakfast 
Thursdays 2 Feb, 2 Mar, 6 Apr 8.30 - 10.00am 
Venue  Cresta Court Hotel, Church Street,  
 Altrincham WA14 4DP 
Cost  £10

Contact Anne Jardine  0161 941 3250  
 anne@altrinchamchamber.co.uk

Bowdon Business Club 
Weekly every Friday  
- early networking 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 City Centre,  
 Oldham, Stockport and Whitefield 
Cost  £10 
Contact www.bforb.co.uk or email  
 centralservices@bforb.co.uk

Business over Breakfast 
Networking - Fridays fortnightly  
24 Feb, 10 Mar, 24 Mar... 7.00 - 9.00am 
Venue  Neighbourhood, The Avenue North,   
 Spinningfields, Manchester  M3 3BZ 
Cost  £15 
Contact Tracy Heatley  07812 076946

Dynamic Networking  
Free Business Networking  
Sale - 3rd Tuesday monthly  
- 21 Feb, 21 Mar, 18 Mar...  5.30pm - 7.30pm 
Venue  The Boathouse, Sale Water Park,  
 Rifle Road, Sale  M33 2LX 
Cost  FREE

Stockport - 2nd Thursday monthly -   
9 Mar, 13 Apr, 11 May  5.30pm - 7.30pm 
Venue  Grosvenor Casino, 59 Wellington St,  
 Stockport SK1 3AD 
Cost  FREE

Wilmslow - 1st Wednesday monthly -   
1 Mar, 5 Apr, 3 May  5.30pm - 7.30pm 
Venue  Hallmark Hotel, Stanley Drive,  
 Wilmslow SK9 3LD 
Cost  FREE 
Contact Natalie Lewis  
 natalie@dynamicnetworking.biz 
 www.dynamicnetworking.biz

Federation of  
Small Businesses  
Bring a buddy networking 
13 Feb, then 1st Monday - 6 Mar, 3 Apr 
6.00pm - 8.00pm 
Venue  Orega Serviced Offices, Blue Tower,   
 MediaCity M50 2ST  
Cost  FREE

3rd Tuesday - 21 Feb, 21 Mar... 
 8.15am - 9.45am 
Venue  The Legh Arms Pub  
 Conference Centre, London Road,  
 Adlington, Macclesfield  SK10 4NA 
Cost  £10

1st Friday - 3 Mar, 7 Apr... 
 7.00am - 8.45am 
Venue  Prestwich Golf Club, Hilton Lane,  
 Prestwich M25 9XB 
Cost  £9+Eventbrite booking fee

Women in Enterprise Networking 
8 Mar 6.00pm - 8.00pm 
Venue  Veeno Italian Wine Bar,  
 14 Brazennose Street,  
 Manchester  M2 6LW 
Cost  £10

GM Mayoral Vote - Hustings  
30 Mar 6.30pm - 8.30pm 
Venue  Lecture Theatre G.36,  
 MMU Business School,  
 All Saints Campus, Oxford Road,  
 Manchester  M15 6BH 
Cost  FREE

Hustings Robert Downes  07917 628905  
 Robert.Downes@fsb.org.uk

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

Forever Manchester 
Birthday Party 2017 
10 Feb 6.30pm - 1.00am 
Venue  Principal Manchester 
 Oxford Street, Manchester  M60 7HA 
Cost  £85+Eventbrite booking fee

Forward Ladies 
Women’s Networking Power Business 
Breakfast Club  - 1st Wednesday Monthly 
1 Mar, 5 Apr, 3 May   9.30am - 11.00am 
Venue  Albert Schloss, 27 Peter Street,  
 Manchester  M2 5QR 
Cost  £12 
Contact 0845 6434 940  
 enquiries@forwardladies.com

Greater Manchester  
Business Awards 
19 May 7.00pm - late 
Venue  Radisson Blu Edwardian Hotel,  
 Free Trade Hall, Peter Street,  
 Manchester  M2 5GP 
Cost  £100

Contact innov8 Conference Services  
 0844 887 1550 
info@innov8-conferences.co.uk

Greater Manchester  
Chamber of Commerce 
Action for Business Trafford 
10 Feb 12noon - 2.00pm 
Venue  Emirates Old Trafford  
 Talbot Road, Old Trafford M16 0PX 
Cost  £15 (members free)

Action for Business Manchester 
22 Feb 7.30am - 9.30am 
Venue  Cloud 23, 
 Hilton Deansgate Manchester 
 303 Deansgate, Manchester M3 4LQ 
Cost  £15 (members free)

Action for Business Stockport 
1 Mar  12noon - 2.00pm 
Venue  Village Hotel Cheadle, 
 Cheadle Road, Stockport  SK8 1HW 
Cost  £15 (members free)

Action for Business Salford 
29 Mar  7.30am - 9.30am 
Venue  The Lowry Theatre, Pier 8,  
 Salford Quays  M50 3AZ 
Cost  £15 (members free)

Meet the Mayor - Tony Lloyd 
6 Mar 1.00pm - 2.30pm 
Venue  Elliot House, 151 Deansgate 
 Manchester  M3 3WD 
Cost  Free

Quarterly Economic Breakfast 
16 Dec 8.00am - 10.00am 
Venue  Elliot House, 151 Deansgate 
 Manchester  M3 3WD 
Cost  Free

Handbags & Briefcases 
Speed Networking  
25 Apr 11.30am - 2.00pm 
Venue  Clarke Nicklin Accountants 
 4 Brooks Drive, Cheadle Royal 
 Business Park, Cheadle SK8 3TD 
Cost  £5.90

Contact Jenny Matthews  07984 872325  
 info@handbagsandbriefcases.co.uk

K-Club Manchester 
Entrepreneur’s networking breakfast 
9 Feb, 27 Apr   7.30am - 10.00am 
Venue  AJ Bell Stadium, Barton-Upon-Irwell,  
 Salford  M30 7EY  
Cost  £30.00

Women’s Business Lunch 
7 Mar 12noon - 2.00pm 
Venue  DWF LLP, Hardman Street 
 Manchester M3 3HH 
Cost  £20.00 
Contact Amanda Manson  07754 069829  
 amanda.manson@k-club.co.uk

Manchester Business 
Breakfast Club 
Weekly Networking every Friday  
- early networking 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 Business 
Lunch  Two course meal and networking  
11 Feb, 29 Mar  12noon - 2.00pm 
Venue  Rajdoot Tandoori, Carlton House,  
 18 Albert Square, Manchester M2 5PR  
Cost  £20 
Contact Steve Maz  0161 260 0011  
 http://pro-business.co.uk/

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

Thursdays Fortnightly 
16 Feb, 2 Mar...  9.30am - 11.30am 
Venue  The Sandbrook, Sandbrook Way,  
 Rochdale, OL11 1RY 
Cost  £10

Contact Bill Dove  07932 044 743  
 www.m62connections.co.uk

Planning Workshops  
with Mark Dyble, Business Growth Specialist 
28 Apr 9.30am - 4.30pm 
Venue  Altrincham Town Hall, Market Street, 
 Altrincham  WA14 1PG 
Cost  £195 (Early bird £125) 
 +£65 for additional colleague 
Contact Mark Dyble  07931 882555    
 mark@markdyble.com

pro-manchester  
Corporate Finance Lunch 
15 Feb   12noon - 2.30pm 
Venue  Hilton Deansgate 
 303 Deansgate 
 Manchester M3 4LQ 
Cost  £38+VAT 
Contact Nicola McCormick  0161 817 3483    
 nicola.mccormick@pro-manchester.co.uk 

Rotary Club Altrincham  
Networking, Dinner - Every Monday 7.00pm 
Venue  Cresta Court Hotel, Church Street,  
 Altrincham WA14 4DP 
Cost  £12 
Contact Ken Garrity  0161 929 0142    
 kengarrity@hotmail.com

Rotary Club Sale  
Networking, Dinner - Every Tuesday 7.00pm 
Venue  The Belmore, Brooklands Road,  
 Sale M33 3QN 
Contact Peter Munday 0161 969 1391 
 Mari Griffin 0161 962 6078

Simply Networking Expo  
16 Mar, 15 Jun, 4 Oct  10.00am - 2.00pm 
Venue  Grosvenor Casino Salford, Riverside,  
 5 Derwent Street, Salford  M5 4SW 
Contact Mark Greenwood  0844 858 9099 
 www.networking4business.com

The Business  
Network Manchester  
Business Lunch 27 Apr 
10.00am - 2.00pm 
Venue  The Mere Golf Resort & Spa,  
 Chester Road, Mere,  
 Knutsford  WA16 6LJ  
Business Lunch 23 Feb, 30 Mar, 25 May 
10.00am - 2.00pm 
Venue  The Lowry Hotel, 50 Dearmans Place,  
 Chapel Wharf, Manchester M3 5LH 
Cost  £39.95 
Contact Helen Bennett  0870 751 7523 
 helen@business-network.co.uk

Trafford Business Club 
Weekly Networking every Friday  
- early networking includes breakfast  
6.30 - 8.30am 
Venue  Bean and Brush Café, The Old Sorting  
 Office, 12 Hayfield Walk, Sale M33 7XW 
Cost  £5 for guests 
Contact Laura Evans  07976 894419

Women’s 20/20 
Women’s networking  
- second Wednesday each month  
Dec 14 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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AJ Bell Stadium  
Address 1, Stadium Way, Eccles,  
 Salford M30 7EY                   
Contact 0161 786 1570   
Facilities Conference, Meeting Rooms, Events

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

Bean and Brush Art Café  
Address 12 Hayfield Walk, Sale M33 7XW                      
Contact 0161 973 2140   
Facilities Café, Food, Drink

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

Bossco Business Design Store 
Address 13 Stonepail Road, Gatley SK8 4EZ  
Contact 0161 282 0011  
Facilities Tea/Coffee, Web Design, Print,  
 Business Support

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

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

Eaton Place Business Park   
Address 114 Washway Road, Sale M33 7RF                   
Contact 0161 905 1424    
Facilities Meeting Rooms, Offices

Elliot House   
Address 151 Deansgate, Manchester M3 3WD                   
Contact 0161 393 4352   
Facilities Meeting Rooms, Private Dining

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

Regus   
Meeting rooms for hire across a 
range of Regus properties

Address Peter House, Oxford Street,  
 Manchester M1 5AN

 5300 Lakeside, Cheadle Royal  
 Business Park, Cheadle SK8 3GP

 Manchester Business Park,  
 3000 Aviator Way,  
 Manchester M22 5TG

Contact 0845 300 3585

Facilities Offices, Meeting Rooms

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

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

Event City 
Address Phoenix Way, Manchester M41 7TB 
Contact 0161 870 9800  
Facilities Conferences, Large Events

Friends’ Meeting House   
Address 6 Mount Street, Manchester  M2 5NS                   
Contact 0161 834 5797   
Facilities Meeting Rooms, Conference Venue

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

McGregors   
Address 29 Stamford New Road,  
 Altrincham WA14 1EB                   
Contact 0161 928 1487    
Facilities Natural Organic Food Served

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 Room

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

Mersey Farm   
Address Carrington Lane, Ashton On Mersey,  
 Sale M33 5BL                   
Contact 0161 962 8113    
Facilities Restaurant, Hotel, 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

On The 7th The Landing  
Address The Blue Tower, MediaCityUK,  
 Salford Quays M50 2ST                  
Contact 0161 686 5500   
Facilities Bar, Restaurant, Conference Room

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

Red House Farm  
Address Red House Lane, Dunham Massey,  
 Altrincham WA14 5RL                  
Contact 0161 941 3480   
Facilities Restaurant, Conference Room

Red Rooms   
Meeting rooms for hire across a 
range of Bruntwood properties

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

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

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

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

places to meet
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SIGNAGE
DESIGN • PRINT • INSTALL

Call us now to find out how we can display your  
business in the best possible way.

Call Dave or Paul on 0161 864 2688 to find out more.
RW Signs, 2a Jackson Street, Stretford, Manchester M32 8AY

office@rwsigns.co.uk       www.rwsigns.co.uk
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COLOURING YOUR FUTURE

WWW.STEPHENSANDGEORGE.CO.UK
01685 388888  l SALES@STEPHENSANDGEORGE.CO.UK

GOAT MILL ROAD l DOWLAIS l MERTHYR TYDFIL l CF48 3TD                                    

FOLLOW US ON TWITTER @SandGPrintGroup



This advertisement is intended for professional intermediary use only and must not be distributed to potential clients.

Long-established 
experts...
in short-term lending

As a principal lender, with over 40 
years’ experience, we’re dedicated to 
working closely with our professional 
sector partners. Our expert team is 
here to support you and your clients in 
a range of short-term property funding 
requirements.

Taking a common-sense approach, 
we aim to put your clients in the best 
possible position to complete.

Call our team on 
0161 933 7158 or visit 
togethermoney.com/
northwest

Bridging fi nance 
Auction fi nance 
Commercial mortgages 
Buy-to-Let mortgages 
Development funding

Commercial fi nance

David Cunningham  
Corporate Development Director 


