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brand - together
Finance experts Together are revisited after a period  
of incredible sustained growth to see how their loan  
book has now topped over £2.24billion

RRG Group celebrate 50 years
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networks looks back on 50 years of growth
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Salford networking event for entrepreneurs 

Managing Debt
Sale’s Harrington Brooks share their  
approach to helping the UK’s household  
debt sector  

Human Resource 
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The Leadership Psychology Institute  
look at the benefits for business
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Visit us at the 
Trafford 

Business Expo 
on June 27 at 

Emirates Old Trafford

C-HR Dynamic 5 door Coupe FWD Hybrid 1.8 VVT-i  Auto. Official Fuel Consumption Figures in mpg (1/100km): Urban 80.7 (3.5), Extra 
Urban 68.9 (4.1), Combined 72.4 (3.9). CO2 Emissions 87g/km. All mpg and CO2 figures quoted are sourced from official EU regulated 
laboratory test results. These are provided to allow comparisons between vehicles and may not reflect your actual driving experience.
Model shown is C-HR Hybrid Dynamic with Leather 5 door 1.8 VVT-i Auto at £29,080. Price excludes metallic paint at £545. Prices correct at time of going to print. *Business users only. Initial rental and VAT 

applies. Available on new leases of model shown when ordered and proposed for finance between 3rd July 2017 and 1st October 2017, registered and financed by 31st December 2017 through Toyota Financial Services on Toyota Contract 
Hire. Advertised rental is based on a 36 month maintained contract at 8,000 miles per annum with an initial rental of £1,542 +VAT. Excess mileage charges apply. Metallic or pearlescent paint are not included. You will not own the vehicle. 
Other finance offers are available but cannot be used in conjunction with this offer. Offer may be varied or withdrawn at any time. Participating Toyota Centres. Toyota Centres are independent of Toyota Financial Services. Indemnities may be 
required. Finance subject to status to over 18s. Toyota Financial Services (UK) PLC. Registered Office: Great Burgh, Burgh Heath, Epsom, KT18 5UZ. Authorised and regulated by the Financial Conduct Authority. Terms and conditions apply. 
^Maintained Contract Hire keeps your business moving. We include all routine servicing, replace worn tyres and give peace of mind with AA Roadside Assistance.

Anything but
business as usual.

NEW TOYOTA C-HR DYNAMIC HYBRID

£257+VAT
per month* (Business users only)

£1,542
initial rental 

+ VAT
17% BIK

  FULLY MAINTAINED^

Servicing Tyres

Maintenance Breakdown

RRG Group Fleet 
191 Moorside Road, Swinton M27 9LL
Tel: 0161 452 4790
Email: martin.shorrock@rrg-group.com

/rrggroupfleet

www.rrgcontracthire.com

@RRGFleet
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business to business bi-monthly  
magazine that is crammed full of local 
and regional news, articles, interviews 
and regular columnists. 

The magazine connects businesses 
across Greater Manchester, and is 
completely free.
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magazine, we give no warranty and make no representation 
regarding the accuracy or the completeness of the content  
of this information. Consequently we accept no liability for any 
losses or damage (whether direct, indirect,  
special, consequential or otherwise) arising  
out of errors or omissions contained in this  
magazine. Views expressed in GM  
Business Connect in editorial or advertising  
content are not necessarily those of it’s  
publisher Business Connect Publishing  
Limited. The publisher cannot be held  
responsible for any inaccuracies supplied  
to us in editorial or advertising material.

subscribe

advertise

editorial

Subscription is easy and FREE. 
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  
or alternatively please email: 
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
Manchester scores with UA92

the three organisations have now 
been joined in the partnership by 
Microsoft, Bruntwood and Trafford 
College. The project also has the 
support of Manchester United 
Football Club and Lancashire County 
Cricket Club.

UA92 will make a strong contribution 
towards regeneration of the Old 
Trafford and Stretford areas, with 
the new campus and student 
accommodation featuring as key 
elements of a refreshed masterplan 
to transform and regenerate the area, 
which is also being launched at the 
same time and is the key driver for 
Trafford’s involvement.

A new Higher Education concept 
which would offer students paid 
placements in business whilst also 
developing their personal AND 
academic talents - was launched 
recently by a partnership drawn from 
the worlds of business, football, 
education and local government.

University Academy 92 is an idea 
first conceived by the Class of 
’92 - former Manchester United 
teammates Gary Neville, Ryan 
Giggs, Paul Scholes, Nicky Butt and 
Phil Neville.

They approached Lancaster 
University and Trafford Council to 
help them develop the concept and 

UA92 will be a catalyst to wider 
benefits for the local community 
which include skills development, 
new employment opportunities, 
the rejuvenation of Stretford town 
centre, development of a new 
leisure centre for Stretford, the 
opportunity to engage in sports 
and healthy living, supporting our 
physical activity ambitions and 
helping to reduce demand on the 
health and social care economy.

The public launch of the project 
represents the beginning of a 
three-month period of consultation 
with key stakeholders, including a 
master planning exercise by Trafford 
Council.

Project founder Gary Neville said: “I 
have always believed that success is 
down to more than just having talent 
and good luck. There should be no 
limits to what you can achieve with 
the right preparation. Our aim is that 
UA92 graduates would leave with 
an academic qualification, of course, 
but also with a range of other skills 

such as how to deal with pressure, 
understand finance, leadership and 
presentational skills, and also how 
to maintain a healthy body and 
mind. In other words, the complete 
package you need to succeed in the 
workplace.”

UA92 has a strong ‘widening 
participation’ mission and is designed 
to attract students who might not 
otherwise have gone to university as 
well as traditional university entrants 
looking for a broader formative 
experience that enhances life  
skills as well as employability. 

At the centre of UA92 philosophy is 
the Target Talent Curriculum, which 
seeks to put personal development at 
the core of the learning experience. 

It will focus on providing students with 
ten attributes: academic learning, life 
skills, work experience, how to survive 
in demanding workplace situations, 
leadership skills, peer group analysis, 
participative learning, fitness, and 
presentation and financial skills.

The intention is to welcome the first 
students in September 2019 to a new 
campus in Talbot Road, Old Trafford.

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

Lightwaves 2017: Lighting up Salford Quays   
 this winter

unforgettable 10 days, from Friday 8 
until Sunday 17 December. 

Featuring new and exclusively 
commissioned digital art displays 
alongside emerging talent, and light 
workshops from local, national,  

network of our current society. 

The artwork will have an interactive 
element, displayed on the stepped 
area of MediaCityUK, a microphone 
will be placed in the River Irwell, 
capturing the sounds underneath 
the surface, translating them from 
soundwaves into lightwaves.

Dekyvere explores the boundaries 
between nature and technology 
with his evolving masterpiece, 
which illustrates togetherness and 
collaboration through the metaphoric 
symbols of sound and vision.

This winter, Quays Culture will host 
the UK’s biggest digital light festival 
at Salford Quays. The annual festival, 
Lightwaves 2017 will showcase an 
eclectic programme of digital light 
art, taking over public spaces for an 

and international artists. 

Lightwaves 2017 will bring light to 
those dark winter nights, as 10 free 
light experiences span across Salford 
Quays, from the Plaza between The 
Lowry and the Lowry Outlet,  
to MediaCityUK.

Weaving a web of creativity, artist Tom 
Dekyvere’s new commission brings 
to life the (dis) connections made 
between people, with vast amounts of 
light emitting rope bounded together 
to form a network; reflecting the 
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www.tonyhusband.co.uk

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

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

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

O7966 303571
      cartoons@
tonyhusband.co.uk

UKFast books in for long 
stay with LateRooms.com

there have been learnings on both 
sides. UKFast has been thoughtful 
and responsive to the challenges we 
faced during a migration that was 
constrained within tight timescales. 
Together we have created an 
amazing platform that is a true 
business enabler.

“UKFast demonstrated a drive 
and commitment that is familiar 
to us in our own internal culture. 
That coupled with a passion for 
technology and a solid technical 
solution gave us the confidence that 
UKFast would become a partner and 
not just a supplier.”

UKFast CEO Lawrence Jones said: 
“LateRooms.com is a brilliant online 
brand that we’re incredibly proud to 
host. Growing a business is about the 
challenges you can overcome and 
the kind of partnerships you build 
along the way. They trust our brand 
and they know we care 100% about 
every element of the service and the 
experience we give them.”

Manchester hosting firm UKFast has 
announced a five-year partnership 
with LateRooms.com to support 
the development of the popular 
online booking site’s technology 
infrastructure.

The deal sees the online 
accommodation site migrate its 
web hosting arrangements from a 
colocation solution with ATOS in 
favour of a bespoke-built, cloud-based 
solution, developed in partnership with 
UKFast.

The recently launched cloud solution 
now regularly processes 6.4 million 
events an hour. Laterooms.com 
currently serves 100 million page 
requests a month.

Head of IO at LateRooms.com, Stuart 
Taylor, said: “The new platform gives 
us improved stability, higher availability 
and the ability to scale up while 
remaining cost effective. In short we 
can do a lot more, with less.

“Throughout the migration process 

Northern Powerhouse 
Investment Fund tops 
the £10 million mark
The Northern Powerhouse 
Investment Fund (NPIF) is 
celebrating reaching another 
milestone with more than £10m 
now invested across the Northern 
Powerhouse region. Launched at the 
beginning of 2017, NPIF supports 
regional entrepreneurship to create 
economic prosperity in the North 
of England. NPIF investment are 
provided through appointed fund 
managers which have already 
provided funding and support to 
over 90 businesses.  

The business community in the 
North West has reacted positively 
with corporate finance advisors, 
the Growth Hubs, banks, and 
accountants all referring clients to 
the funds. This is already making a 
real difference to small and medium 
businesses looking for funding 
options for the next step on their 
growth journey. 

Over the last six months, NPIF fund 
managers have provided finance to 
a number of high-profile businesses 
across a range of sectors, including 
a £250,000 investment to Blackpool-
based, Omega Product Services 
and an £500,000 investment to 

Warrington-based renewable energy 
specialist, Aberla. 

Jake Berry, Northern Powerhouse 
Minister, said: “It’s fantastic to see 
that so soon after we launched the 
Northern Powerhouse Investment 
Fund it’s already provided £10 million 
to support Northern businesses. The 
Fund is a great example of what can 
be achieved when the Government 
and businesses work together and 
is all part of our plan to boost the 
northern economy, creating more 
jobs and attracting investment in the 
region.”

Andy Burnham, Mayor of Greater 
Manchester, said: “The Northern 
Powerhouse Investment Fund is 
supporting local entrepreneurs 
and business owners to grow 
their companies here in Greater 
Manchester and across the North. 

“As we look to rebalance our 
country’s economy, this fund’s 
approach can show the benefits that 
investment in the North has locally 
and across the UK. The showcase of 
innovative businesses at Venturefest 
Manchester recently shows the 
breadth of potential in the region.”
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Employment  
is recovering 
from Brexit dip

With over 30 years experience, you can rely on CMS Direct Mail to 
take care of your mailing and meet your deadline with exceptional 

standards of quality and accuracy.

Our dedicated ‘one-stop’ mailing service, aims to reduce your 
Direct Mail costs by offering expert advice, highly competitive 

pricing and maximum postage discounts.

• Personalised letters, one-piece mailers 

• Variable Data Colour Digital printing

• High speed enveloping/poly-wrapping

• Ink-jet addressing

• Comprehensive data cleaning options

• Daily collections from all major carriers

• Maximum postage discounts

• Full OCR & CBC accreditation

Spread Your Message With Direct Mail

For more information, helpful advice and a quotation, please call or e-mail 
0161 787 7020

sales@cmsdirectmail.com

CMS Direct Mail Ltd  
Eccles, Manchester
www.cmsdirectmail.com

According to recruiters Pareto Law, 
agencies also reported increased 
difficulties in getting talent in from 
other EU countries, a particular 
problem in London where EU 
workers account for 17% of the 
workforce, as opposed to 7% 
across the rest of the UK. 

Pareto are finding that employers 
are becoming increasingly 
concerned about the growing 
labour and skills shortage following 
Brexit, which has led to a lower 
level of immigration and a higher 
level of emigration. 

The good news is that businesses 

The Financial Times are reporting 
that recruitment companies are 
currently placing candidates at the 
fastest pace in two years, following 
a huge downturn surrounding 
Brexit. 

A survey of 400 recruitment 
agencies showed that the number 
of candidates being placed in 
permanent roles has soared. 
This contrasts with a period of 
several months around the Brexit 
referendum last year where 
permanent placements crashed 
and the majority of placements 
were being made on a temporary 
or contract basis. 

SPECIALISTS IN 

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

WINDOW 
GRAPHICS

MAGNETIC 
VEHICLE 
SIGNAGE

BANNERS
INTERNAL / 
EXTERNAL
SIGNAGE

ESTATE 
AGENCY 
SIGNAGE

FASCIAS
DIGITAL 
PRINT

can either hire and train some of 
the huge quantity of UK graduates 
joining the workforce annually or 
provide further training to new and 
existing staff.

Brexit is obviously still having an 
impact on businesses, who are 
delaying medium and longer-
term investment plans due to 
uncertainty. 

Wage growth is also not moving 
as quickly as usual, which has been 
put down to a weak productivity 
performance in the UK as a whole. 

However, recruitment rates seem to 
have recovered. 

Unemployment is at its lowest level 
in 42 years and strong employment 
is providing good news for the 
economy. 



Leading acupuncture clinic opens in Salford
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pain, sports injuries and many other 
ailments, first in Northwich and then 
Ashton-under-Lyne.

The company has continued to 
grow and now Emma’s distinctive 
approach to acupuncture is also 
being offered at the Salford 

‘Acupuncture That Works’ is 
bringing its expertise to Salford with 
the opening of its third clinic in the 
North West.

For six years, Emma Guy and her 
team have successfully treated 
hundreds of patients for debilitating 

Pay Partners

Paying employees accurately is critical, and needs to be on time every time  
to maintain the trust and productivity of your staff. 

We employ Chartered Institute Qualified Personnel who are focused  
on continuing professional development in payroll processes. 

We also have the infrastructure in place to handle payroll complexities  
and continue to make the necessary investment in our people  
and technology to ensure full compliance with all legislation. 

The benefits of our expertise and efficiency are passed on to you.

Outsource your Payroll 
to the experts

                  We are thrilled with the service! Our new payroll  
                  processing routine will save us a lot of time internally 
and it all seems so very straight forward and efficient.

Many thanks for persevering with us and getting  
this over the line ... I know we’re in safe hands.

 Nigel Darbyshire, Financial Director, Bathroom Takeaway

‘‘ ’’
PayPartners 0800 169 9939

businessenquiries@pay-partners.co.uk   www.pay-partners.co.uk

Lancastrian Office Centre, Talbot Road, Stretford, Manchester  M32 0FP

PAUL HUSBAND COMMERCIAL PHOTOGRAPHY
Websites – Corporate Events – Social Media Portraits

Marketing Material – Product Launches – Press Releases

CALL NOW for further information 07921 239 147/0161 366 9488
paul@paulhusbandphotography.com   www.paulhusbandphotography.com

Emma Guy

Chiropractic Clinic Wellness 
Centre, complementing existing 
chiropractic, homeopathic and 
podiatry therapies at its base in St. 
James House, Pendleton Way.

Emma practices traditional Chinese 
acupuncture but looks to combine 
the best of both Eastern and 
Western medicines, an approach 
she developed while working as the 
resident acupuncturist at St. Luke’s 
Hospice in Winsford.

‘Acupuncture That Works’ treats 
patients for a range of conditions 
that Western medicine alone can’t 
resolve and also helps people to 
feel more positive, revitalised and 
relaxed.

Emma is delighted she can now 
bring her therapies to the people of 
Salford and Manchester: “My vision 
is that every town and city in the UK 
should have a centre where people 
can benefit from professional 
acupuncture treatments. It’s great 

that we are now in Salford and based  
in such a professional establishment  
as the Salford Chiropractic Clinic  
Wellness Centre.”

For more details about the new clinic, 
please contact Emma Guy on  

0800 051 7688
enquiries@acupuncturethatworks.co.uk

www.acupuncturethatworks.co.uk/
acupuncture-salford/
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A report by the Low Pay 
Commission has found that women 
make up the majority of workers 
whose employers fail to pay them 
the minimum wage, with figures 
showing that almost two thirds of 
underpaid workers are female. 

The study also found that women 
are the least likely to complain 
about being underpaid.

Commenting on the report, 
Chair of the Low Pay Commission 
Bryan Sanderson said: “The Low 
Pay Commission has always had 
a strong interest in compliance 
with the minimum wage rates it 
recommends. There is, after all, little 
point in having a minimum wage if 
workers do not receive the correct 
rate.”

ELAS employment law consultant 
Jacob Demeza-Wilkinson says: 
“There are two key things that this 

and fines that can be imposed 
have been doubled to 200% of the 
arrears in pay, up to a maximum of 
£20,000 per employee. This would 
mean that you could find yourself 
paying twice if the employees also 
make claims. 

“Further, and perhaps more 
importantly, if a company is found 
to be deliberately underpaying staff 
then company directors can now be 
disqualified for 15 years. The HMRC 
now have more funds to pursue 
criminal prosecutions if necessary.

“The second point raised here is 
that of equal pay, which is the law 
requiring men and women who 
perform the same work to be paid 
the same. This report highlights 
that there may still be businesses 
where this is not happening. This 
is a particularly serious matter as 
it is set out in the Equality Act, 

Minimum wage and equal pay 
still a gender issue

report brings to light - the issue of 
paying minimum wage correctly, 
and the issue of equal pay.

“It is vitally important that 
employers pay their employees at 
least the minimum wage for the 
work that they do. These rates 
change annually so it is important to 
keep an eye on this and know what 
the current rate is. 

“If an employer doesn’t comply 
with these requirements, the 
consequences can be very severe. 
Firstly, there is the obvious 
consequence that underpaid 
employees can bring claims to 
remedy this, and they would be 
entitled to the deficit. If a number 
of employees are being underpaid 
this could open the floodgates. 
Secondly, the sanctions that can 
be imposed by the HMRC are now 
as severe as ever. The penalties 

meaning a breach is considered 
as discrimination. It should be 
noted that there is no upper limit 
on the compensation which can be 
awarded for a discrimination claim 
and, whilst most cases will attract 
a much smaller amount than the 
multi-million pound record award, 
the fine will not be negligible. It is 
far easier to comply with the laws to 
begin with.

“It is deplorable that there are still 
employers in this day and age that 
either will not or do not comply with 
the laws, particularly when these 
laws are in place to try and ensure 
equality amongst employees. 

“Given the possible consequences 
set out above, it seems sensible 
to comply with the law rather than 
risking the future of your business 
for the sake of a couple of pounds 
an hour.”
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Business is Personnel
With over 30 years of experience, Halecroft Recruitment 

are able to offer innovative and comprehensive 
recruitment solutions incorporating:

Interim and Contract  •  Temporary  •  Permanent
Headhunting  •  Exclusive and Retained Search

Recruitment Process Outsourcing
Managed Service Provision  •  Payroll Solutions

Outsourced HR  •  Skills Evaluation

Contact us now to find out more:

0161 905 0526
Halecroft Recruitment, 28 Victoria Road, Hale  WA15 9AD

www.HalecroftRecruitment.co.uk
Supply Chain 

and 
Procurement

PA and 
Business 
Support

Digital 
Marketing

HR and 
Recruitment
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Executive 
Appointments

North West digital community’s 
raising bee gathers pace

Planisware to increase UK customer support with new office location

their time and skills to the cause.

Viv Slack from Street Support 
Network explained: “You can’t 
help but notice the rising number 
of people sleeping rough and 
experiencing homelessness in 
our cities; as digital professionals 
we wanted to use our skills to do 
something to help, and through our 
research recognised that a central 
online resource - bringing together 
frontline organisations, volunteers, 
citizens and people with lived 
experience of homelessness,  
working towards the shared goal of 
helping those in need - could be part 
of the solution. And streetsupport.net 
was born.

“But we’re a small team with lots 
of connections, and working with 
the Manchester Homeless Charter 
and the GM Homelessness Action 
Network we have found ourselves 
with a backlog of requests for  
new features and content on the  
site and app.

to a wide industry community and 
events such as Project Challenge, 
the initiative from Planisware is seen 
as key to the business as well as 
their customers’ operations, and will 
leverage and enhance this existing 
community base. 

There are also plans to launch a 
localised Planisware user-forum 
where thought leaders and experts 
within the UK PPM community can 
come together to knowledge share.

In true Manchester style, a ‘raising 
bee’ (a gathering of people to give 
assistance) is forming among the 
city’s digital community to help 
tackle the ever-increasing issue of 
homelessness, not only in Manchester 
but other cities around the UK.    

The social enterprise at the heart 
of this movement has been given a 
huge boost with new support from 
digital agency Code Computerlove.  

Code is the latest business backing 
the Street Support Network, 
launched in 2015 to provide a central 
online network connecting the 
breadth of organisations across the 
region that are working towards a 
shared mission – to make it easier for 
people who are homeless to get the 
help they need.      

By hosting the first of a new series 
of events, open to anyone from the 
region, Code and the Street Support 
Network are hoping to encourage 
more people with digital skills to get 
involved with the project by giving 

UK-based customers of Planisware 
are to receive localised support 
from the company’s first UK site 
located in MediaCity. The PPM 
(Project and Portfolio Management) 
specialists are celebrating the 
opening of their physical foothold 
in the UK with a series of events and 
training throughout the Autumn, 
including Project Challenge 2017.

With the UK at the forefront of PPM 
development and innovation thanks 

“So we had an idea – what if we 
can bring together a community 
of creative and digital folk to work 
together to help us – to really make 
this resource everything it needs to 
be; really make a difference. And 
of course – where better to rally 
support? Manchester takes pride 
in its worker bee history through 
collaboration and rolling up our 
sleeves.

“So that’s what we’re doing – once a 
month, we’re aiming to pull together 
a reliable team of regular volunteers 
to work together to deliver more 
features and testing new ideas as 
they emerge. Our lead developer 
Vince Lee is leading the charge, 
directing on the tech stack side, while 
I work with volunteers to progress 
other areas. 

“And we’re delighted to now 
have the support of the Code 
Computerlove team, which is helping 
us to kick start the project and 
hosting the first meet-up.”

“With our headquarters in Paris, 
and further sites across the USA, 
Germany and Japan, opening the 
UK site was the next strategic step 
for Planisware, where we already 
serve several of our customers”, 
said CEO Pierre Demonsant. 

“We were very pleased to appoint 
Kay Ojo as our Managing Director, 
whose extensive experience in the 
industry provides a strong direction 
for the branch.”

Tony Foggett, CEO of Code 
Computerlove, added: “Viv and the 
team have come up with something 
we can all get behind; we’re keen to 
offer as much support as we can and 
encourage anyone else with digital or 
marketing skills to come and join us 
and get involved.

“Viv and the team have the strategy 
and ideas in place – this is about less 
talk more do, to get these features 
live so that the people who need it 
most get to benefit.   

“So if you’re a DotNet, front end 
and ionic app developer, designer, 
content writer, tester, project 
manager or just someone with time 
to give and a passion to make a real 
difference then we hope to see you.” 

The Street Support Network will be 
running four events between now and 
the end of 2017. More information: 
https://www.codecomputerlove.
com/events/street-support

“Planisware UK gets us closer to our 
customers and the wider industry 
community”, said Kay. 

“We are building a resource pool of 
expertise to support our customers 
in the long run.

“Our customers in the UK are first 
class in their industries and this 
step marks a renewed focus to help 
them further push the boundaries 
with confidence.”
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Dash Cam footage is now widely  
accepted by Police Forces and  
Insurance Companies as proof of  
liability and in determining if road  
traffic offences have been committed.  
They also provide many other benefits including:

• Safeguarding you or your drivers against malicious claims. 
• Helping to identify driver training needs. 
• Helping your compliance for Fleet Operators Recognition Schemes. 
•  Providing peace of mind that your vehicles are being driven in  

a safe and secure manner. 

We have a full range of systems, from single mounted cameras  
for your car, motorbike or helmet to full 360º systems for  
heavy vehicles and buses. 

To find out more call us today on 

0161 932 1418  

Do you need a dash cam for your  
cars, vans, trucks or buses?  

• Three quarters (76%) of advisers 
expect an increase in clients in the 
coming year.

•  Half (53%) see Defined Benefit 
(DB) transfers as a key growth 
opportunity, with social care 
funding featuring highly and 
pensions dashboards also creating 
opportunities.

•  4 in 5 (81%) advisers have seen 
turnover increase in the past 12 
months, and 81% expect this to 
continue into 2018.

•  However, 7 in 10 advisers fear that 
domestic political volatility, as well as 
Brexit, could derail this growth. 

Financial advisers are riding a wave 
of opportunity in 2017, according to 
a landmark new ‘Adviser Attitudes 
Report’ from Aegon, assessing the 
health of the UK advice market. 
One in five (17%) expect growth to 

expect to grow their team in the next 
12 months to meet it.

When considering the biggest 
opportunities for the advice market 
over the next two years, DB to DC 
transfers emerge on top, with more 
than half (53%) of advisers identifying 
it as a key area for growth. The 
promise of pensions dashboards 
featured prominently for a quarter 
(26%) of advisers as improved access 
to information about historic savings 
plans may prompt the demand for 
broader pension planning and advice. 
Social care funding was also marked 
out as a key opportunity for growth by 
one in five (21%) advisers.

Although they have done little to 
dampen business optimism, a number 
of threats are showing up on advisers’ 
radars as they look ahead to the next 
two years. Two in five (40%) advisers 
are concerned that Brexit could hurt 
their business, although one in five 
(21%) see it as an opportunity, showing 
how uncertain a post Brexit world 
looks. But the combination of broader 
political volatility and Brexit is seen 
as a key threat by 70% of the adviser 
market. Regulatory change is also 
a worry for many, with Mifid II (23%) 
being called out as introducing further 
uncertainty to the path ahead.

The advent of robo-advice is also a 
topic that divides advisers, with 31% 
expecting to see more demand, while 
the same number of advisers (31%) see 
it as a threat. For advisers with average 
client assets in excess of £200,000, any 
concern is much less evident with only 
10% seeing it as a threat.

Advisers are as bullish about profits 
and turnover, with three quarters (75%) 
reporting a profits increase over the 
past year and similar numbers (77%) 
expecting to see profits grow in the 
next 12 months. Four in five (81%) firms 
have seen turnover grow over the past 
12 months, and the same number 
(81%) expect this growth to continue 
over the coming year.

Steven Cameron, Pensions Director 
at Aegon UK said: “From RDR to 
advising on the pension freedoms, the 
UK’s financial advice market has been 
buffeted by its fair share of regulatory 
headwinds in the past decade, but 
has emerged stronger and more 
sustainable; as too have the firms that 
have proven they can adapt to meet 

Adviser attitudes report reveals financial 
advisers are in high spirits about years ahead

be ‘significant’ as they capitalise on 
emerging advice opportunities such 
as Defined Benefit (DB) to Defined 
Contribution (DC) transfers.

The report, which tracks the behaviour, 
attitudes and concerns of the UK 
financial adviser market, found the 
sector to be in rude health, despite 
a slight fall in the total number of 
financial advice firms since 20151.

As the pension freedoms take root, 
and savers have to take on more 
personal responsibility for securing 
their own financial wellbeing, advisers 
are reporting a growing customer 
base. Three quarters (76%) expect 
the number of clients that their firm 
services to increase over the next 12 
months, while just 5% predict that 
customer numbers will fall. Such is 
the anticipated scale of demand that 
more than a quarter (28%) of advisers 

the opportunities change brings. The 
government’s pension freedoms have 
given more financial responsibility to 
individuals approaching retirement, 
making the role of the adviser a 
fundamental backbone of our pension 
system.

“In our increasingly complex market, 
it’s important that people seek 
professional financial advice whenever 
making significant and life-altering 
decisions, so it’s encouraging to 
see that advisers are indeed seeing 
this growing need reflected in 
demand. Consumers face increasing 
choices but there are also significant 
challenges to be overcome in 
providing for their financial futures. 
This is especially the case with the 
ongoing decline of DB and in this new 
era of pension freedoms. For those 
advisers that can stay ahead of the 
curve, all change should be seen as 
an opportunity to demonstrate added 
value to both current and prospective 
clients.”

Keith Richards, CEO of the Personal 
Finance Society, said: “Advisers have 
good reason to feel positive about 
the future. Not only is consumer 
demand for their services continuing 
to increase, more and more people 
are recognising the value they bring 
and even the UK government has 
mandated regulated advice within 
their own pension legislation for 
safeguarded benefits over £30,000.

“Evidence of demand was already 
present prior to the announcement 
of pension freedoms as consumers 
realised the challenges of investing 
alone in a near zero interest 
environment and the economic 
uncertainty ahead. Pensions freedoms 
has undoubtedly increased demand 
further for regulated advice opening 
up a range of new client opportunities 
for firms with extra capacity. It 
also provides the advice sector an 
opportunity to establish an important 
role in the public’s best interest more 
broadly going forward.

“Given the demographic and 
economic pressures facing our 
economy in coming years, including 
Brexit and its demand on Government 
resources, advisers will continue 
to play a key role in supporting 
individuals with their financial and 
social challenges at home.”
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Denton-based engineering and 
fastening business Francis Kirk 
Group has expanded its international 
distribution network with key deals in 
Dubai and the US.

The Dubai appointment of Integrated 
Auto Supplies will accelerate growth 
in the Middle East. The company 
already has a successful distribution 
partnership in Iran. In the US the 
company’s market leading self-locking 
nut Philidas – with multiple industrial 
uses – is now being stocked by the 
largest engineering component 
distributor in North America.

The company has also signed an 
agreement with a German-based firm 
that specialises in distribution into 
and out of the automotive and oil 
& gas industries in the Middle East. 
The move aims to speed up order 

that. We have been patient though, 
the opportunities to quote have come 
in and we’ve landed some sizeable 
orders in the last few months. I will 
be going out again to Tehran to visit 
customers there in the Autumn.”

The Dubai partners will also be 
focused on the automotive sector 
whereas the US deal is most likely 
to unlock rail business initially. The 
distribution partner is a major supplier 
to rail giants Bombardier worldwide, 
which also happens to be an existing 
UK customer of Francis Kirk.

Tom again: “There are plenty of 
opportunities to build on existing 
relationships and look for new 
customers in the US. We have been 
keen to work with this particular 
distributor for some time – it’s a large 
multiple office organisation, serving 

Tameside firm opens up new sales 
partnerships in Dubai and the US

processing and improve logistics 
moving forward.

It’s ten months since Francis Kirk 
Group started trading in Iran working 
with the Tehran-based Alipoor 
Company to provide a single source 
fastening and cutting tools solution to 
manufacturers throughout the region.

Automotive is important and growing 
as a sector in Iran. Via the Alipoor Co, 
Francis Kirk Group is already starting 
to supply a new Renault operation 
– also based in Tehran - with the 
Philidas product and is hoping to 
build on an established reputation for 
British quality so favoured in Iran and 
other parts of the Middle East.

MD Tom Kirk said the journey with 
Iran was starting to bear fruit. He said: 
“It does business differently and we 
have had to learn how to manage 

thousands of US companies, including 
important rail customers. It will help us 
build share in the States.”

Francis Kirk Group has increased its 
worldwide export activity in the last 
two to three years and it now accounts 
for almost 40% of turnover. European 
business is also still strong and 
expanding.  The company is on track 
to move from £4.75million to £7million 
turnover by the end of the year with 
export playing a major role in growth.

SAFEGUARD YOUR BUSINESS 
WITH THE LATEST 

INTELLIGENT BATTERY BACK-UP 
POWER TECHNOLOGY

Whether you need back-up for one  
computer or an entire office, our bespoke  

installations cater for all needs.

Northern Power UPS have been providing  
Uninterruptible Power Supply systems  

to businesses for over 30 years.

Contact us now to find out more:

0161 914 6575

Atlantic Business Centre,  
Atlantic Street, Altrincham  WA14 5NQ

info@northernpower.co.uk   

www.northernpower.co.uk

VISIT US AT THE 

STOCKPORT BUSINESS EXPO 
ON 22 NOVEMBER AT EDGELEY PARK STADIUM

POWER. ASSURED.

Do you work in the low carbon
or environmental sector?

Call 0161 359 3050 or visit
businessgrowthhub.com/lcmasterclasses

Masterclass topics include:

• Surviving turbulent market conditions 
• Marketing low carbon products and services
• Developing your sales technique
• Building an agile business
• Creating a high profile company
• Building an effective sales team

And if you’re interested in growing and developing your
business with a series of bespoke masterclasses,

get in touch today.

Tom Kirk, MD of 
Francis Kirk Group
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J Rosenthal revamps Appletree brand Hurst advises 

on management 
buyout at BDB

collection comes on the back of 
its growing popularity within the 
independent sector.

The brand’s new look, packaging and 
new POS (including look book and 
strut cards) were launched at an open 
showroom event held at J Rosenthal’s 
headquarters in Radcliffe, Manchester.

Commenting on the new collection, 
design director Jackie McLoughlin 
said: “We’ve extended the choice 
of merchandise within the Appletree 
range to offer a full collection of 
complementary products. As well 
as bedding sets, each design story 
also features coordinating throws 
and cushions that can be mixed 
and matched to create a stunning 
style statement. While ideal for the 
bedroom, the cushions and throws 
look equally at home in living spaces.

“There are four core design stories  
for this season. Plantation includes  
five key looks to capture the spirit 
of 2017’s key botanical trend and 
celebrates the charm of the British 

Manchester-based J Rosenthal & 
Son, one of the leading suppliers of 
home textiles to the retail sector in 
the UK, has re-launched its Appletree 
brand for AW17 with a rebrand, new 
packaging and extended range of 
coordinating products.

A British brand, Appletree has a 
strong heritage dating back to 1770 
and has been part of Rosenthal’s 
bedding portfolio for a number of 
years. It offers contemporary bedsets 
and accessories that encapsulate 
current interior design trends and 
the new season’s launch coordinates 
with 2017/18’s most sought after 
colour schemes. The brand refresh 
and renewed focus on the Appletree 

countryside; Retro Metro has four 
key designs with a contemporary 
Scandinavian vibe; Satira also has 
four key looks including patchwork 
and paisley with a modern twist, and 
there are six core products within the 
Oriental story that’s inspired by the 
exotic Far East.”

Jackie added: “Appletree is a brand 
that continues to go from strength 
to strength, with widespread appeal 
to British consumers of all ages. Our 
new brand identity and packaging 
has been designed for maximum 
impact at point of sale and to reflect 
the level of quality and attention to 
detail associated with these products. 

“This, coupled with our significant 
investment in POS and marketing 
support for our stockists, makes the 
brand a focus for the consumer in the 
category.”

J Rosenthal & Son will be supporting 
the Appletree brand with a new 
consumer PR and social media 
campaign.

Hurst Corporate Finance has advised  
on the management buyout of  
leading international B2B marketing 
consultancy BDB.

Ben Bradley and Ryan Niblock advised 
BDB managing director Matt Smith 
and the new executive team on their 
acquisition of 100 per cent of the 
company’s share capital from founders 
Susanne and Henry Dixon.

Joining Matt on the executive team  
are deputy managing director  
Catherine Butcher, Jenny Mason and 
Jon Hallowell.

Founded in 1987 and based in 
Altrincham, BDB is a specialist 
marketing communications consultancy 
which delivers integrated and creative 
campaigns for global clients across 
sectors including food and nutrition, 
healthcare, construction, engineering, 
energy, coatings and packaging.

Finalist shortlist 

  announced soon!
Entries for the 2018 Greater Manchester Business Awards 

closed on 15 October 2017.

After last year’s sell-out inaugural awards evening,  
businesses across Greater Manchester are eagerly awaiting  

to see if they have been shortlisted for the  
2018 Awards Dinner which will be held at the  

Radisson Blu Edwardian Hotel, one of Manchester’s finest  
City Centre Hotels on the 9 February 2018.

greatermanchesterawards.co.uk
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Chiropractic 
clinic expands 
in new 
premises 
after buyout

SDL Auctions shortlisted twice in 
national property awards

shortlisted for awards, and we have 
won an award on each occasion.

“Andy Thompson, who joined our 
North West team earlier this year, was 
named as the Rising Star in the 2016 
awards.

“SDL Auctions is growing across the 
West and East Midlands, the North 
West, Cheshire and North Wales and 
has raised over £100 million so far this 
year, offering more than 1,100 lots and 
selling more than 900 properties across 
the UK.”

A new, fast responding and constantly 
updated website has also been a key 
factor in the firm’s success in 2017.

Designed and built by Bromsgrove-
based Essential Marketer, the site was 
launched to support SDL Auctions’ 
rebrand, incorporating customer 
feedback and offering better 
navigation for users.

Chrissie Watterson, SDL Auctions head 
of marketing and communications, 

SDL Auctions, the fast-growing 
regional network, has been 
shortlisted in two categories in a 
prestigious national property awards.

The firm, which has regular auctions 
throughout the year at the AJ Bell 
Stadium in Manchester under the 
name SDL Auctions North West, 
has been shortlisted in the Auction 
House of the Year and Website 
of the Year categories in the 2017 
Negotiator Awards.

SDL Auctions chief executive officer 
Rory Daly said: “This is the fifth year 
in a row that SDL Auctions and its 
predecessor companies has been 

A long-established north west 
chiropractic clinic has expanded with 
a move to bigger premises after 
undergoing a buyout.

Founder Scott Middleton has sold 
Salford Chiropractic Clinic to associate 
Lindsay Beardsworth, who joined the 
practice in 2004.

The clinic, opened by Scott in 1984, was 
previously based at Sorrel Bank House 
on Bolton Road and has now moved to 
St James’s House on Pendleton Way.

It mainly treats private patients but also 
sees people referred by the NHS.

Following the move, Lindsay has 
introduced acupuncture, podiatry and 
homeopathy as additional disciplines, 
and the clinic is now treating over 200 
patients a week.

said: “Our new website has been 
an essential core component in our 
success this year.

“It allows buyers and sellers to see 
lots being added on a daily basis, 
giving them full descriptions and 
access to galleries of pictures, as 
they are confirmed for auctions, 
sometimes weeks or months ahead.

“And on the day of the auction, our 
customers can bid online or watch the 
auction room live as the results come 
in, in real time.”

Sister company, SDL Auction Partners, 
which works with a growing number 
of estate agencies across the UK, is 
sponsoring the New Agency of the 
Year category and is exhibiting at the 
conference at the awards gala dinner

The winners of the awards will be 
announced at a gala presentation 
dinner at the London Hilton on 31 
October – dubbed the Property 
Party of the Year – which will this 
year be hosted by TV presenter and 
comedian Jimmy Carr.

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

SDL Auctions CEO 
Rory Daly

Lindsay 
Beardsworth
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Manchester based Insurance Broker 
Caunce O’Hara raised their clubs 
to local charities Claire House and 
Speed of Sight recently at their 
biennial golf day.

Taking place at the Worsley Marriot 
Hotel & Country Club, guests 
tested their limits as they were 
challenged to take their shot of the 
day completely blindfolded at the 
par 3 14th hole, in honour of blind 
charity, Speed of Sight.

Raising over £5,000, Caunce O’Hara 
used the funds to arrange a track 
day with a difference for their 
chosen charity Claire House based 
on the Wirral.  

At the beginning of September 
both charities came together to 
enjoy a driving experience like no 
other at the Three Sisters Race 
Course in Wigan.

Driving with a 
difference

news

Children of Claire House and their 
families took to the tracks with 
nine-time world record holder Mike 
Newman, also known as the fastest 
blind man on the planet, as they got 
to not only experience driving for 
the first time but experience driving 
a race car.

Stephen Darcy, MD at Caunce 
O’Hara commented, “Combining 
the two charities allows us to create 
an event day like no other. 

“We can give the children of Claire 
House and their families a once 
in a lifetime opportunity that may 
otherwise be out of reach.

“Experiencing the independence 
of driving, a simple task we take 
for granted each day, the children 
of Claire House can build their 
self-confidence and create special 
memories with their families they 

Honest  Professional  
Dependable  Innovative

Your Local Security  
and Training Provider

Call us now for more information

0844 870 7495
enquiries@exclusec.co.uk     

www.exclusec.co.uk

Exclusec Security Solutions Ltd., The Guardian Buildings, Longbridge Road, Trafford Park, Manchester  M17 1SN

•  Static and Manned 

Guarding

•  Key Holding and  

Alarm Response

•  Event Security  

and Stewarding

•  Concierge and Reception 
Security

• Security Dog Handlers   

• Close Protection

• Training Services

• Vacant Property Services

can cherish forever. 

“On top of that, the money raised 
allowed Speed of Sight to continue 
their mission in being able to host 
unique driving days for disabled 
adults and children.”

Corporate Fundraising Manager for 
Claire House, Tony Langan, said; 
“Claire House Children’s Hospice 
exists to help families with seriously 
ill children create memories that will 
last a lifetime. Thanks to our friends 
Caunce O’Hara, that’s exactly 

what we’ll be able to do with this 
amazing driving experience.  
We’re so grateful for their continued 
support for Claire House.” 



IS YOUR BUSINESS READY FOR ELECTRIC VEHICLES?
This Summer it was announced that diesel and petrol vehicles will be banned in the UK from 2040 in a bid to tackle  
air pollution. Here at Strategic Analytics Team we are working with businesses to help them get ready to “Go Electric”. 

• We run the World’s first IVV Diamond Approved Accredited Driver Training for Electric Vehicles

• We help you create policies to minimise the risk to your business

• We provide bespoke consultancy services

If you would like to find out more, call us today on 0161 932 1418

info@strategicanalyticsteam.com
www.strategicanalyticsteam.com
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Informed Solutions celebrate 
25 Years of success 

Edinburgh, London, Manchester 
and Sydney; recognising the 
valued relationships built with their 
staff, clients, alliance partners and 
associates.

Since the company was founded 
in 1992, Informed has successfully 
delivered hundreds of major 
projects across government, 
corporates and household-name 
multi-nationals. They’ve evolved 
and matured the business; won 
many prestigious industry awards; 
developed talented people; grown 
the business in a sustainable 
manner; and are increasingly 
achieving export success.

Today, they are a company with 
deep expertise in large scale digital 
transformation, big data, location-
intelligence and cyber security.

It’s hard to believe that when the 
business was founded in 1992, 
they were solving the problems of 
building solutions on a World Wide 
Web that had only just launched – 
where non-military GPS was still very 
much a work in progress!

25 years on and the world is living 
in an era of constant change, and 
Informed, too, seems to be at the 
forefront of that ever-changing 
digital landscape.

Elizabeth Vega, Founder and Global 
CEO of Informed Solutions, offered 
her thoughts:

“We’ve had an amazing journey 
over the past quarter century,  
as we’ve watched almost every 

Altrincham based Informed 
Solutions are celebrating a 
quarter century of achievement in 
innovation, excellence and integrity 
this year. 

They are hosting four special 
events, across four special cities 
which are highly regarded hubs 
of innovation, collaboration and 
enterprise.

So much has happened since the 
company was established nearly 25 
years ago. The business has worked 
in over 40 different countries and 
expanded across the globe from 
five office locations. It’s been quite 
a journey, a huge adventure and 
professionally a defining experience 
for many of the staff at Informed.

To celebrate, they will be 
hosting four evening receptions 
at spectacular venues across 

aspect of business, citizen and 
consumer life evolve since Informed 
was established. 

“We’ve crossed the threshold of 
a new millennium; integrated a 
new, confident and questioning 
generation of digital natives into 
our workplaces; accommodated 
the needs of the widest and most 
diverse workforce in history; and 
increasingly chosen to do business 
and connect on-line. 

“Consequently, the business 
landscape, our relationships and 
workplaces have been almost 
completely reinvented.

“I am grateful for the business 
opportunities and problems 
entrusted to us by clients and 
deeply moved by the support, 
commitment and loyalty that I 
receive from colleagues, alliance 
partners and associates.  

“The last 25 years have been a 
marvellous adventure in working 
closely with people that I trust, 
respect and genuinely enjoy 
working with; building a fabulous 
company culture and business 
together, that we can all take  
pride in.

“I am truly excited by what is yet  
to come, and in the build up to  
our celebrations I have invited staff, 
alliance partners and other  
willing associates to share their  
own reflections and anecdotes 
about our journey, achievements 
and experiences.”

Informed Solutions  
Global CEO  
Elizabeth Vega

New CMI 
President 
announced

Bruce Carnegie-Brown has been 
appointed the new president of the 
Chartered Management Institute. 
Bruce formally took over from 
outgoing president Mike Clasper at the 
professional body’s AGM at the end of 
September.

Currently the chairman of both Lloyd’s 
of London and Moneysupermarket.com 
Group, he brings to the role a wealth of 
experience from a 30-year career in the 
City. His other appointments include 
vice chairman of Banco Santander SA. 
Bruce has been a Companion of CMI 
since 2014.

CMI is the only chartered body 
for management and leadership 
professionals with more than 157,000 in 
membership. The body now partners 
with more than 90 universities and 
500 education providers to help 
nearly 40,000 aspiring or established 
managers gain CMI-backed professional 
qualifications in the last year alone. 
CMI also offers Chartered Manager 
status, the highest accreditation in 
management.

New CMI 
President 
Bruce 
Carnegie-Brown
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Esprit’s Trafford Park Docks in 
Manchester welcomed another 
large shipment recently from 
Europe via the Manchester Ship 
Canal.

The 3,500 tonne MV Scot Ranger 
delivered four large silos destined 
for a Manchester factory.

The unloading of the silos 
was managed by Trafford Park 

In 2018 Mount Property Group 
will break ground on a £150 
million redevelopment of a prime 
site on Regent Road, providing 
525 Homes on one of the main 
gateways into Manchester City 
Centre. Regent Plaza has a target 
completion date of 2019 for  
Phase 1 and 2020 for Phase 2.  
The Scheme will consist of a 
mixture of one, two and three 
bedroomed apartments and 37 
City town houses. 

The Regent Plaza site occupies 
a prominent location in Salford, 
on one of the main gateway 

Trafford Park 
docks think big

Mount Property Group acquire 
£150 million Salford Scheme 

company Speedrite before making 
the final leg of the journey under 
police escort.

Graham Dixon, Group Director of 
Esprit Warehousing and Docks, 
commented: “This is exactly what 
the ship canal should be used 
for - let’s get freight back on the 
Manchester Ship Canal, reducing 
congestion and pollution on 
Greater Manchester’s roads.”

routes into Manchester city centre 
and surrounded by existing 
amenities. In addition to offering 
an impressive appearance and 
part of the new skyline for visitors 
approaching Manchester, the 
development will cater to the 
thriving private rental market in 
the area and compliment other 
planned local developments.

The NorthWest based developer 
have numerous schemes in 
progress throughout the  
Liverpool and Manchester regions, 
equating to around £300 million  
of current works.
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pro-manchester have announced 
the full agenda for their Economics 
Conference 2017. 

With influential guest speakers from 
across the region, the day will bring to 
light to questions about the economy 
and the future of the Greater 
Manchester region.

The pro-manchester Economics 
Conference opens its doors on the 
13 October at the Hilton Manchester 
Deansgate. This year’s keynote will 
be from Anthony Light, Director at 
Oxford Economics discussing his 
thoughts on rising inflation, consumer 
spending, business confidence and 
investment.

Joining him on stage will be Sir 
Richard Leese, Leader of Manchester 

Plant design and display specialists, 
I Want Plants, is expanding its team 
following a raft of high profile contract 
wins – including The Alchemist in 
Media City and office letting giants 
Bruntwood.

The Hale-based family business is 
adding two more members to its 
25-strong team, to assist with servicing 
contracts across the North West and 
the Midlands.

The company provides inspirational 
green interiors and exteriors for 
offices, hotels and restaurants. 

Director Richard Rowland, said: “We 
are seeing growth in all areas of our 
business – pun intended – from rental 
plants for offices to more creative 
projects for brands like UK Fast and 
The Alchemist in Media City.

“We are also working in new areas for 
us such as Leeds and Birmingham.”

I Want Plants recently created an 
open-air roof garden at Bruntwood’s 

pro-manchester 
Economics 
Conference agenda 
announced

Media City win spurs growth 
for Hale-based I Want Plants

City Council. Sir Richard will be airing 
his thoughts on the city’s prospects 
and the devolution agenda.

Mike Blackburn will delve deeper into 
these areas and sectors which may be 
at risk from a hard Brexit. 

Eamonn Boylan of Greater 
Manchester Combined Authority will 
be closing the day’s deliberations with 
his thoughts on the development of 
Greater Manchester as one of the best 
places in the world to grow up, get on 
and grow old.

With a fantastic line-up of speakers 
and topical themes, it promises to be 
a huge event, not to be missed.

For further information visit  
www.pro-manchester.co.uk

£8 million flagship development Neo  
in the heart of Manchester.

It also furnished Living Venture’s city 
centre Grand Pacific restaurant with 
displays which included two enormous 
Banana Trees and nine large palm trees 
in custom-made charred planters. 

I Want Plants, based in Hale, is the 
commercial branch of the business, 
running alongside I Want Trees which 
is aimed at the residential market 
offering instant gardens, mature  
fully-grown trees, and privacy hedges. 

All your BUSINESS ESSENTIALS 
under ONE ROOF

post, parcel & print centre

Mail Box Rental and Virtual Office
Private, secure, personal mail box rental without the need for a PO Box number. Virtual office solutions including a prestigious 
Altrincham address, Altrincham landline options and mail forwarding.

Parcel and Post Logistics
Bespoke collection, expert packing, worlwide delivery  
of all business items, large or small. Services offered 
with most major global and domestic carriers.

Business Print Services
High quality, rich colour printing solutions. Design, artwork and print  
of business cards, stationery, leaflets, brochures, folders  
and banners. In-store short run digital print available.

Raise your Business Profile
Give yourself a prestigious Altrincham business address, with a full range of business functions including mailing facilities,  
company registration location, plus a telephone answering service including an Altrincham landline. Product fulfilment,  
promotional items, office supplies, stationery and shredding and data destruction services are available. 

Call:  0161 233 0500     eMail:  info@mbealtrincham.co.uk
www.mbealtrincham.co.ukVisit us to find out more:  Peel House, 30 The Downs, Altrincham WA14 2PX

3 MONTHS 

FREE
MAIL BOX RENTAL 

when you sign up 
for a year

*Terms and conditions 
apply

*
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that. In the past 12 months we’ve 
expanded our nationwide presence 
and enhanced our product range 
to ensure we can help even more 
customers access the finance they 
need, and with a loan book of over 
£2.24 billion, and further growth 
anticipated, we’re pleased to see 
the results this is yielding. 

“We’ve also invested heavily in 
our infrastructure to support our 
ambitious plans, and a lot of new 
people have joined the business, 
so there are close to 600 colleagues 
now. Many of these have been 
with Together for years and boast 
extensive knowledge of the 

business, but we’ve also brought in 
some great new people, with broad 
industry knowledge and long-term 
experience in the sector, which  
is paying dividends for what we  
can offer. 

“Finally, it’s increasingly our 
common sense approach to lending 
that is standing out. Our approach 
is different to what high street 
banks do and so more and more 
customers are coming to us, for a 
whole variety of reasons.”

How much has unifying the group 
under one brand helped to drive 
this growth?

Marc: “It has made a massive 
difference. We’ve taken a business 
which has been 43 years in existence 
– that was previously made up of 
many different companies that had 
all been successful in their own 
fields – and brought them under 
one brand. That now allows our 
partners and brokers to clearly see 
our product offering and recognise 
the size and scale of what we  
can offer. 

“It’s also helped consumers to 
recognise us as Together, as now 
that all our products are under 

the same brand, we can merge our 
marketing and present a single identity, 
where everybody has more clarity and our 
customers know who they are borrowing 
from. It’s much better now for customer 
services and that’s made a big difference.

“I’d say that unifying the group has really 
been the turning point for our business 
since 2015 – hence our current results.”

You announced earlier this year that 
you had acquired the neighbouring 
building – is that a sign of your 
intention to continue to expand?

Pete: “Absolutely. One of the strengths 
of Together’s success is putting the 
foundations in place for growth. Having 

Exactly two years ago GM Business 
Connect visited Together which had 
just gone through a major rebrand.

Unifying the group’s separately 
branded products under a new single 
identity, the business had impressive 
plans to affirm its place as a serious 
challenger to the mainstream lenders 
in the fast-moving marketplace of 
specialist finance.

Pre-tax profits at the time of the 
brand launch were an impressive  
£70 million, with a loan book in 
excess of £1.4 billion. However,  
two years on and pre-tax profits  
are currently £117 million with a  
loan book topping £2.24 billion.

Growth in the business has been 
exceptional, with staff levels 
increasing from 350 in 2015 to  
almost 600 currently. The group  
has even purchased the building  
next door at its impressive Cheadle 
Royal headquarters.

The new brand has worked well for 
the organisation, and further fine 
tuning in the marketing message 
has seen ‘common sense lending’ 
introduced to further emphasise 
Together’s uniquely personal 
approach to defining its business 
model.

We caught up with Pete Ball, 
Personal Finance CEO and Marc 
Goldberg, Commercial CEO, for a 
chat about the incredible success 
enjoyed by the group recently:

Together has just announced a 
record year – clearly things are 
going well. What are the key 
drivers of this success?

Pete: “It’s a really exciting time for 
Together and our strong financial 
performance is a testament to 

Building a stronger brand 
     - together

L-R  Marc Goldberg, Commercial CEO and Pete Ball, Personal Finance CEO
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the right people, the right buildings  
and infrastructure is key.

“The No.1 Lakeside building, which is 
next door to our main office on Cheadle 
Royal Business Park, was acquired in 
February 2016 to support our long-term 
expansion, and we’ve now started 
moving our colleagues into the  
premises, although this will be  
a phased process.  

“Given the growth we’ve seen in our 
headcount and the fact that we’re 
still recruiting for roles; many of which 
have been newly-created as part of our 
wider growth strategy, it’s essential that 
we plan ahead to accommodate our 
growing team.”

Tell us about the kind of clients 
that Together works with and how 
you help them in growing their 
businesses?

Marc: “Bringing the group together 
has helped us to become even more 
customer focused, as we have a better 
insight of the whole business, so we 
know much more about our customers 
now; ranging from high-net-worth 
individuals and limited companies to 
those on the road to retirement and 
the self-employed. Our strapline is 
‘common sense lending’ so, it’s every 
type of customer, which is really  
quite amazing.

“Having people, not computers, 
making decisions and thinking outside 
the box – that’s what has made us who 
we are today. Most banks and building 
societies have quite a rigid lending 
criteria and credit scoring process, but 
we’re much more interested in looking 
at the transaction in its entirety. It’s 
all about the bigger picture and the 
individual circumstances. 

“In terms of the businesses we support, 

Find out more about Together at  www.togethermoney.com

we have a commercial team that works with 
professional introducers across the North  
West and all of mainland UK, supporting 
businesses by providing the funding they 
need. We are also now part of the Bank 
Referral Scheme which means that  
high street lenders will refer their  
customers to us when they can’t  
help with business funding, and  
that’s really important in helping  
small businesses to grow.”

How is the business projected  
to develop in the future and  
how far do your plans extend?

Pete: “So, one of the key things  
about growth is not taking on  
more risk and having the right  
foundations for that growth.  
We have always had a very  
clear view of the level of risk  
we will take in our lending and  
will continue with our prudent  
approach as we move forward.

“We have some really exciting plans  
to get the Together brand out there,  
to develop our digital capabilities and 
distribute our products through new  
channels and new routes to market.”

Marc: “One of the key things for us is to  
push our brand – to get new and existing 
customers to understand what Together  
does and how we do it. We want to push 
common sense lending out there in the 
marketplace as we feel that, given the  
choice, there would be many more people 
who would be keen to deal with lenders  
like ourselves who will review each  
application on its own merits, and look  
after them the whole way through the  
process. So, that’s where we see the  
key to our growth.”

In terms of the economic future of  
the UK, do you have any views on  
how an interest rate rise will affect  
your marketplace?

Marc: “At Together we are about working  
with our customers. Understanding their 
needs and issues - and working together  
to address those needs in the short,  
medium and long-term. It’s our common  
sense and flexible approach that will  
ensure we can deliver solutions regardless  
of any economic uncertainties, whilst,  
as a business, we have a strong  
platform to build market share despite  
any wider market challenges.”

Photography by Paul Husband  07921 239147
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scheme, under the Small Business 
Act changes. What this means 
is that where borrowing directly 
from the bank is not possible, SME 
customers can be formally referred 
to alternative lenders.

“We know from our own research 
that a worrying number of SMEs 
are unaware of the alternatives 
to mainstream banks, and yet the 
British Business Bank has estimated 
that over 100,000 SMEs are turned 
down for a bank loan every year, so 
it’s great that they are now being 
pointed in the right direction.

“We’ve seen positive results from 
the scheme which has introduced 
Together to a wider audience.”

Auction finance seems to have 
been an area of focus over the 
past 12 months - can you tell 
us a bit more about the recent 
developments in this area?

“As well as having a presence 
at over 300 property auctions 
every year, spanning all the major 
auction houses, we also recognise 
the digital shift in the industry, 
whereby people want to search for 
properties online. As a result we’ve 
put a lot of emphasis on developing 
our auction pages on the Together 
website, to help make the customer 
journey as easy as possible. 

“We’ve added a host of information 
to help prospective buyers and can 
provide decisions-in-principle ahead of 
the auction, so that buyers can bid in 
confidence on a particular lot, up to an 
agreed amount.

“We’ve also teamed up with Essential 
Information Group (EIG), the UK’s leading 
property auction search engine which can 
now be accessed through our website, 
helping customers find the best bargains, 
on residential, commercial or semi-
commercial properties, often before they 
appear in auction catalogues.”

How do you intend to grow your 
presence in the auction market? 

“We’ve started to really affirm our place 
as one of the market leaders when it 
comes to auction finance, and in June we 
announced an exclusive partnership with 
SDL Auctions, one of the UK’s leading 
auction networks. 

“In a nutshell, this means we are the  
only finance provider in attendance  
on auction days, at all of their  
auction houses.

“This puts us in a really strong position, 
but also means the customer knows that 
they are dealing with an expert – we’ve 
been providing auction finance for over 
a decade and we know the market and 
understand the buying process, which is 
different to the traditional route.”

Chris Baguley, commercial director 
at Together, gave us his insights into 
the business, detailing Together’s 
current activities and also plans for 
the future:

As commercial director your team 
spans a broad remit, from short-
term funding to auction finance. 
Tell us how things have evolved 
since you unified the group under 
the Together brand?

“It’s had a huge impact to be 
honest, as coming together under 
one identity has made people much 
more aware of the sheer size and 
scale of our business. 

“In the 12 months to 30 June 2017 
we lent close to £1.2 billion – an 
average of £98.8 million a month. 
That’s up 17.2% on the previous 
year and the growth spanned all 
areas of the business, so by unifying 
the group we’ve seen a momentum 
that’s been a powerful driving force.

“It also makes it an exciting place 
to work and that’s helped us in 
attracting really strong candidates 
as we continue to recruit. 

“Short-term funding plays a big 
part in the business and our 
strength here is all about our service 
proposition, combined with our 
strong funding channels. 

“Our team works closely with 
introducers and auction houses 
to get our message out there, 
ensuring people understand how 
we can help customers including 
homebuyers, property investors, 
landlords and SMEs.”

Property focus: 
   Building on success

Can you give us examples of a 
couple of recent property deals?

“One example involved a    
    Manchester property professional,  
    who was keen to restructure his  
    portfolio of residential and  
   commercial properties and settle  
   existing debts. He approached  
  us for short-term funding and,    
 after looking into the case, we 
agreed to provide £1.2 million on  
a flexible 12 month term. 

“This allowed the investor to settle 
his arrangement with his bank 
and gave him a year to market the 
tenanted residential properties.

“He subsequently found a buyer 
for all the residential apartments 
in his portfolio, allowing him to 
exit the loan in under four months, 
leaving the commercial properties 
unencumbered. 

“In another case, a Manchester 
developer approached us for 
funding of £5 million to secure part 
of a large redevelopment site in the 
city centre. The regeneration of the 
area was well-publicised, so land 
was in high demand, and the buyer 
needed to complete quickly. 

“Despite the complexity of the 
deal, the funds were provided in 
just 21 days, and the client was able 
to purchase the land and move 
forward with the development, 
creating additional accommodation 
for a buoyant rental market.

“It’s deals like these where our 
speed and service are key.  
We have an agility that sets us  
apart from the mainstream and  
can often deliver funding in 
extremely tight timescales.”

Last year you announced 
Together’s inclusion in  
the Bank Referral Scheme  
– how has that evolved?

“We’ve partnered with RBS and 
NatWest as part of their Capital 
Connections scheme for business 
banking customers, and we’re also 
part of the Funding Options and 
Funding Exchange panels which 
were selected to support the 

Chris Baguley, 
Commercial Director

To find out more about 
funding from Together call  0161 933 7158



standout players this season. 
His commitment and drive is 
outstanding and he’s brought some 
real flair to the Premiership.”

Can you outline some of the  
early successes which have  
come from your partnership  
with Sale Sharks?

“Before the season started,  
we launched our partnership 
with an exclusive dinner at our 
headquarters in Cheadle and Mark 
Cueto MBE and Sharks’ player 
David Seymour joined us and our 
guests to share their insights and 
expectations for the coming season. 

“We also wanted to ensure all 
our colleagues are participating 
in this partnership, so we 
launched a competition called 
#touchlinereporter so that 
colleagues’ kids could win the 
chance to be sports reporter  
for the first home game. 

“This was set up as part of our  
Let’s Make it Count initiative 
and our winner, 8-year old Henry 
Hatfield, stepped into the spotlight 

pitchside at the game against 
Newcastle Falcons to interview 
winger Josh Charnley. 

“It was fantastic to see, and Henry 
did a great job. In fact, we’re in 
talks with Sale Sharks’ Community 
Trust to take this initiative to schools 
and give even more children this 
amazing opportunity.”

Tell us more about the charity  
and community work you’re 
involved in? 

“We have a dedicated initiative 
spanning charity, community and 
the environment and Sale Sharks 
have been supporting us in several 
of our projects.

“For example, some of the players 
joined us at our head office for 
Comic Relief in March and helped 
us to raise £3,000 in just one 
day, with colleagues challenged 
to take on the Premiership 
rugby professionals in a passing 
challenge.

“Also, earlier this month, the club’s 
mascot Sharky came along to  
help collect donations from our 
dress-down Friday to support  
‘In the Pack’, the Sharks’ inclusive 
wheelchair rugby programme.

“We have plenty more plans in the 
pipeline too, so we’re really excited 
about working together are looking 
forward to what’s ahead, both on 
and off the pitch.”

Earlier this year, Together 
announced a two-year deal with 
Premiership rugby team Sale 
Sharks. Together’s corporate 
relationship director Steve Luty 
talked to GM Business Connect 
about the Sharks and his hopes 
for both the season and the 
partnership.  

What prompted you to sponsor 
Sale Sharks?  

“Sale Sharks are acknowledged 
as one of the leading rugby union 
clubs in Europe and are a credit to 
the North West, so we were really 
excited to confirm our partnership 
for the next two seasons, in a deal 
which will run until 2019. 

“We felt it was important that we 
increase our brand awareness in the 
North West, which is our heartland, 
and sponsoring Sale Sharks felt 
like the right fit. We share many 
core values and are leaders in our 
respective fields, so we’re really 
proud to see our name on the back 
of their shirts.
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“They have recruited some talented 
internationals such as Faf de Klerk, 
James O’Connor and Jono Ross, 
underlining the club’s ambition.  
I’m also delighted to see the 
progress of the likes of Manchester 
local Sam James, who I’ve seen 
develop over the years. 

“As part of our deal, we have 
sponsored Faf de Klerk as our 
chosen player and that seems to be 
paying off already. 

“Faf, a 25-year-old scrum half 
who’s won 11 caps for South 
Africa, scored on his Premiership 
debut, has put in some impressive 
performances since, and looks like 
he could be one of the Sharks’ 

Together

L-R Pete Ball, Personal Finance CEO, 
Faf de Klerk, Scrum Half, Sale Sharks 
and Marc Goldberg, Commercial CEO

8-year old Henry Hatfield 
interviewing Sale  
Sharks Winger  
Josh Charnley

For the latest updates follow  

@Together_news_

Steve Luty, 
Corporate 

Relationship 
Director

teams up with 
 Sale Sharks
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RRG Group celebrate 
                50 years

2017 marks an important birthday 
for the RRG Group. Established 
in 1967 by Michael Smyth, a small 
garage business was acquired 
on Radcliffe Road, Bolton. The 
workshop employed five mechanics 
and the site also had a petrol 
station that sold 400 gallons of 
petrol per week. Shortly after the 
company was formed, Bill Tyldsley 
joined the company as a mechanic, 
and just three years later he 
became a Director of RRG.

gallons of petrol per week and 
further expansion took place 
in 1983 and 1987 with the RRG 
Swinton Ford dealership and the 
RRG Rochdale centre in Heywood, 
respectively. The Swinton site later 
became Toyota before changing 
to the Group Fleet centre in the 
summer of 2014.

In 1990, the Salford Quays 
dealership opened, housing 
Toyota and Lexus. A couple of 
years later, the RRG Rochdale site 
was relocated from Heywood to 
Edinburgh Way, Rochdale. Then in 
1996, Elton Garages Limited was 
formed to operate the Peugeot 
franchise, with a dealership built 
alongside Toyota Rochdale. 

In 1997 the group celebrated its 
30th Anniversary - coinciding with 
the iconic Toyota Corolla launch. 

A year later, a site on Bury 
New Road was acquired and 
transformed into Elton Manchester 
Peugeot. The same year, the 
Peugeot site in Oldham was 
attained and developed into the 
group’s fourth Peugeot dealership. 
The Toyota franchise also extended 
into Altrincham in 1998. 

Lexus further strengthened  
its relationship with RRG in 1999, 
when Lexus took the decision  
to build separate centres.  
Lexus then moved out of  
Salford Quays and the Manchester 

and Bolton sites were built. 

In November 2000, ownership of 
the RRG Group was transferred to 
The Marubeni Corporation. Akira 
Tanaka was appointed Chairman, 
Michael Smyth was appointed 
Executive Vice Chairman, Bill 
Tyldsley became the Vice Chairman 
and Tom Brockbank remained 
the Managing Director of Elton 
Garages Limited. 

On 29 March 2002, Michael Smyth 
retired from the Group and Bill 
Tyldsley was appointed Executive 
Vice Chairman. In May 2002, Elton 
Oldham moved to a new site in 
Oldham.

In early 2006, the Group acquired 
three Toyota Centres in Stockport, 
Denton and Macclesfield, plus 
a Lexus and Mazda Centre in 
Stockport. It was also a big year for 
RRG Bolton Toyota, who moved 
to a stunning multi-million pound 
dealership.

2008 saw the creation of Mazda 
Manchester after Peugeot 
operations were relinquished. A 
year later, the Suzuki franchise was 
obtained and Mazda Stockport was 
extended to house Suzuki.

In spring 2010, work started on Kia 
Bury, formerly the Peugeot Bury 
Centre. Later that year, Executive 
Vice Chairman Bill Tyldsley retired.

Further expansion continued in 

2011 when the group’s third Mazda 
site opened in Rochdale. In 2012, 
Finance Director Arran Bangham 
and Operations Director Tony Cliff 
were appointed as Joint Managing 
Directors. Tony was previously 
appointed Toyota Operations 
Manager back in 2005, but his 
initial employment with the RRG 
Group began over 20 years prior 
to that when he started as a petrol 
pump attendant with Toyota Bolton 
at the tender age of 15. 

2012 also saw the large acquisition 
of West Riding Motor Group, 
consisting of Toyota Bradford, 
Toyota Huddersfield, Toyota 
Silsden, Lexus Bradford and 
MG Bradford Centre, the latter 
subsequently being sold on.

January 2013 saw the opening of 
RRG Nissan Bury, built alongside 
Toyota Bury. In the summer of that 
year, RRG Skoda Rochdale opened, 
sharing the same site as Mazda. 
In July 2015, Mazda Rochdale’s 
operations moved to Manchester 
and Stockport leaving Skoda to 
expand the Rochdale dealership. 

More recently, the group moved 
all Mazda operations to Stockport 
and transferred Lexus Manchester 
operations between the Bolton 
and Stockport sites, selling the 
Manchester site. Mazda Stockport 
has since expanded after the 
Suzuki franchise operations ended 
in December 2016. 

Today the group boasts 20 Centres 
across the North West and West 
Yorkshire, representing seven 
manufacturers - Toyota, Lexus, 
Peugeot, Mazda, Nissan, Kia  
and Skoda. 

Looking forward, exciting times  
lie ahead with the opening of  
the Skoda Bolton dealership in 
early 2018. 

focus

Radcliffe Road 1974

Elton Road 1987

The group’s relationship with 
Toyota began in 1971 when RRG 
obtained its first Toyota dealership. 
Petrol sales were soaring in that 
decade, and in 1978, the Elton 
Garage site in Bury was purchased, 
selling Toyota cars and petrol.

By 1982, RRG was selling 80,000 



Family furniture 
    + the leadership of change
The end of September featured two 
great speakers to K-Club’s regular 
Salford networking event: Nick 
Bianchi from Macclesfield family-run 
furniture retail business Arighi Bianchi 
and Professor Anthony Conway, 
Director of Coaching with 6-Group 
and former Executive Director at 
United Utilities.

So, after the usual excellent breakfast 
courtesy of hosts AJ Bell Stadium, it 
was time for the speakers.

Arighi Bianchi is a 4th generation 
family run furniture business with over 
200 staff. It was founded in 1854 by 
Antonio Arighi and Antonio Bianchi, 
and K-Club were delighted to have 
Nick Bianchi come to talk about its 
heritage and legacy.

Nick introduced the 160 years of 
family business by celebrating the 
present - his father’s (who is the 
chairman)  
60 years in the family store where 
he can be found as maître d’ of the 
celebrated café bar, taking pride in 
offering the best experience in Italian 
coffee and eating. 

Originating from the silk producing 
region of Lake Como, the company’s 
founder (Arighi) left home as a  
maker of technical instruments  
(e.g. barometers) to arrive in 
Macclesfield during the 1854 Italian 
civil war at a time when his home 
shores were Austrian controlled.  
Rather poetically, a ‘silk route’ for  
home was chosen where Macclesfield 
was regarded at this time as the 
largest producer of finished silk with 
over 70 mills of its own. 

As a 4th generation family member in 
an era of instant communication and 
travel, Nick relayed his reverence for 
his ancestor who made the 4-week 
long journey on foot. Furthermore, 
this trailblazer established the 

company’s ethos by going door to 
door (as a foreigner in a new land) 
offering his new neighbours the 
chance to ‘try before you buy’ his 
wares. With the following partnership 
of his relation and cabinet maker 
Antonio Bianchi, the business went 
on to specialise in home furnishings.

Thus the bedrock of the Arighi 
Bianchi philosophy was formed 
and today remains about customer 
satisfaction with new and current 
styles and continued care traversing 
a ‘seismic shift’ in shopping patterns 
over the past 15 years with 86% of 
purchases made by women.

“Whilst we are long established, it 
doesn’t mean we are outdated. We 
continually evolve.”

Despite always being encouraged by 
his parents to do his own thing and 
even against his own intentions that 
had led him to study languages and 
become an interpreter for premiere 
league football clubs and in to 
catering, Nick has become heavily 
involved in the business just like 
his father has been - proud is to be 
working one to one with customers, 
from advising on carpets to serving 
cappuccinos. 

Nick rounded off by identifying the 
challenges facing Arighi Bianchi 
e.g. currency fluctuations, housing 
market stagnation, online shopping 
and competitors such as large scale 
supermarkets. 

As furniture still remains a “touchy 
feely” shopping experience he 
explained, only 15 % of such 
purchases are made online (lower 
than for other industries) and seeing 
challenges as opportunities to 
respond quickly, Arighi Bianchi have 
expanded their social media (from 5 
to 20 staff). Upholding value, personal 
experience and quality, they continue 

to use their own fitters, tailors and 
drivers and retain their long-standing 
staff (some who have been with them 
since the 1980s) ensuring that Arighi 
Bianchi is a premier team in itself. 

In line with their vision of personal 
customer care, expansion can be 
made by standing true to that ethos 
established over 160 years ago today.   

Next to speak was Tony Conway, 
Director of Coaching with 6-Group. 
Tony was the director of engineering 
at United Utilities for 30 years with a 
portfolio of projects worth 3.5 billion 
pounds. He has been both director  
of waste water and ‘director of 
curiosity’ – a role in which he was 
to find new and innovative ways of 
dealing with water. 

Tony took the mike to talk about the 
importance of leadership of change 
i.e. how entrepreneurs can face 
change and take advantage of those 
opportunities – to be successful. 

Beginning his talk with his own 
beginnings as a young bricklayer, 
as taught by his dad when he was a 
teenager where he realised that he 
could earn a wage but not necessarily 
a living - “life by the tools is a very, 
very hard life”. Encouraged by his 
family he went on to university to 
graduate as a civil engineer from 
where he found himself to be 
incredibly fortunate in his career 
opportunities working with North 
West Water which became United 
Utilities.

On appreciating the size and 
complexity of United Utilities 
he explains that it uses highly 
sophisticated technology supplying 
up to 7 million people, 2 thousand 
million litres of water in supply 
every day with enough mains to 
wrap around the world and enough 
sewer to wrap twice around the 
world. Therein lies a huge ‘change 
agenda’ with fluctuating factors 
including energy prices, customer 
expectations, affordability, climate 
change, flooding, regulation changes 
and so on. 

“I have become fascinated by 
change. You start with nothing and 
you end up with something.”

Drawing on his research and career 
experience, Tony explored what 

makes ‘successful change’ – tangible 
things and, people. He explained 
that tangible things such as buildings 
and IT systems involve a lot of time 
and effort but, the people aspect is 
massive where their culture of change, 
expectations and attitudes are so 
important but often go unattended to 
creating an ‘implementation gap’.

On looking at what drives our 
behaviour and, in looking at leaders 
who have been successful in bringing 
about change from a people 
perspective, Tony shared with us the 
clues to solve the problem.

Firstly, he states that we all have our 
own ‘map’ on how to navigate the 
world (our individual beliefs and 
values), according to our childhood 
and social conditioning; and this map 
drives our attitudes and habitual ways 
of thinking, feelings and emotions. 

Secondly, when wanting to bring about 
change, “never start at the top” of the 
corporate triangle. Tony explained that 
companies often expect people to 
‘slip in to line’ but this only works in the 
short term and when accompanied by 
a threat e.g. job loss. People will adapt 
in the short term but will ultimately 
revert back to original map of attitude 
and behaviour.

Instead, we need to start at the 
bottom to help people see the 
world in a different way – start with 
the conditioning - changing their 
maps, attitudes, feeling, emotions 
and behaviours. He highlighted that 
the decision to commit to change is 
a personal one. As leaders we can 
help them make this decision through 
perspective.

“None of us see the world how it is, we 
all see the world how we are.”

Tony went on to extend his map 
metaphor to include invisible glasses 
that filter information to uphold each 
individual perspective, highlighting the 
difficulty in managing a perspective 
change.

He finished by offering 6 core traits for 
successful leaders of change.

For further information please 
contact Amanda Manson, 
Communications Director 
on  

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

review
L-R Nick Bianchi, Fred Stone, K-Club Director and 
Tony Conway, Director of Coaching with 6-Group
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Paul Daine

Premium Collections

www.premiumcollections.co.uk
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debt recovery
7 tips to get your   
      invoices paid

4. It is vital to ensure you  
use the correct firm tone  
in your terms and conditions. 

You may never need (or want) 
to use this legislation but simply 
by putting the following on your 
invoice it shows you are aware  
of the law and take invoice 
payment seriously:

“We will exercise our statutory 
right to claim interest (at 8% 
over the Bank of England base 
rate) and compensation for debt 
recovery costs under the Late 
Payment of Commercial Debts 
(Interest) Act if we are not paid 
according to our agreed credit 
terms.”  

5. Invoice payment can often 
come down to difficult choices 
by the debtor. If they are faced 
with 10 invoices and 5 are getting 
paid it is more likely that the 
invoices perceived to be chased 
the hardest or with the sternest 
terms and conditions will get 
paid.  

Human nature says you will pay 
the company who seems the 
most fierce over the nice guy 
who always accepts the delayed 
payment excuse however lame or 
farfetched they may be.

Make sure your invoices and 
terminology give you even a 

chance of making it into the 50% 
that the debtor will pay that day. 
It may be a valuable investment 
to enlist a professional company 
to ensure your processes are as 
watertight as they can be.

6. If you don’t use an accounting 
software package, make sure you 
keep a log of times and dates of 
calls, e-mails and letters sent to 
clients that can be so useful if further 
action is required.

7. Keep your cool. Non-payment 
of money you are owed can be 
very frustrating but threats and 
aggression often delay payment 
further and can have serious legal 
implications.  

If you feel you have met all of the 
above to the best of your ability 
and you are still having difficulty 
getting paid then it is time to get 
professional help.

choose between your invoice and 
another invoice from a supplier 
who never speaks to them other 
than to demand x and y you will 
win that battle every time.

2. Be clear on your payment 
terms on the invoice but also at 
the time of completing the work or 
a transaction.

If your terms are not clear or are 
ambiguous, then it’s just another 
option for a debtor to delay 
payment. It also gives you a 
point of reference when they are 
surprised as to why you are chasing 
payment “so early on.” 

Always e-mail your invoices to your 
customers so they cannot claim 
they never received them. If you 
have to post invoices follow them 
up a few days later with a call or an 
e-mail requesting confirmation the 
invoice has been received.

3. When working with bigger 
companies you should also 
check their payment terms when 
entering into any agreement with 
them. 

There is no point in chasing after 
30 days if they pay all invoices after 
60 days. Make sure both sides have 
clear expectations of when the 
invoice will be processed. It saves 
wasted phone calls and letters.  

It is a sad fact of business life that 
not all your invoices will be paid on 
time, or at all. 

Large companies will have credit 
control departments to chase 
payments and maybe even an 
in-house legal department. 
Medium companies will at least 
have an accountant or bookkeeper 
that manages the credit control 
processes. However, many small 
companies cannot afford the cost 
of a member of staff dedicated to 
chasing payments from customers.

This short guide offers a few tips  
to get your invoices paid.

1. Stay close to your customers 
where possible, talk about their 
business and business plans  
with them.

This is often referred to as KYC 
(Know Your Customer). Confirm if 
they are a sole trader, partnership 
or a limited company. Verify their 
identity by requiring them to 
complete a credit account opening 
form, obtain a credit report 
wherever possible. 

Don’t just become an invoice 
each week or month. Try and 
form relationships and a regular 
dialogue which will help keep you 
familiar to your customer. If the 
time comes for them to have to 



7 tips to get your   
      invoices paid

debt management
Britain’s growing 
      debt problem:
   What can be done?

support customers in financial 
difficulty. It outlines best-practice 
ways to collaborate with debt 
advice providers to ensure that 
all consumers get the right 
outcomes and that creditors are 
more likely to receive the money 
they’re owed.

The Financial Conduct Authority 
(FCA) has also agreed to extend 
the payday loan price cap until 
2020. This helps to ensure that 
the cost of payday loans remain 
manageable and reduces the risk 
that consumers will end up with 
unmanageable debt. 

What it means for 
us and our business 
partners
If an increasing number of 
borrowers end up getting into 
unmanageable debt, it follows 
that more people will also need 
help to deal with this debt. This 
could mean that the existing 
debt market will be stretched by 
an influx of consumers.

An independent review into the 
debt advice funding framework 
in the UK is currently looking 
at how things could change 
in the future. This should 
help to ensure that some of 
problems currently facing the 
debt management market are 
tackled – and that all consumers 
struggling with debt are able 
to receive the help they need 
to get back on track with their 
finances.

By partnering with other relevant 
businesses in Manchester and 
across the UK, we’ll be able  
to ensure that we deliver a 
joined-up debt advice service 
to our customers. It’s important 
to us that any business partners 
share our corporate values and 

million borrowers have never 
experienced a rate rise. When 
interest rates do eventually go 
up, it’s likely that a large number 
will have difficulty affording their 
mortgage payments.

Alex Brazier, the Bank of 
England’s director for financial 
stability, said in a recent speech 
that “household debt – like 
most things that are good in 
moderation – can be dangerous 
in excess.” 

He warned that the credit market 
is currently in a similar shape as 
it was in the build-up to the last 
financial crisis.

Tackling the problem 
across the industry
The issues currently facing the 
UK consumer credit market aren’t 
just a worry for debt solutions 
providers – it needs the debit and 
credit industry as a whole to look 
at what’s happening. 

In his speech, Alex Brazier warns 
that lenders could be entering 
a “spiral of complacency” due 
to the current period of good 
economic performance. This 
means they might be more likely 
to loosen lending criteria.

Of course, this isn’t to criticise 
lenders or suggest that 
they’re accepting borrowers 
irresponsibly. It is however 
important that all companies 
operating in the debt market 
ensure that they’re thinking of 
consumers’ long-term sustainable 
financial wellbeing.

What the debt 
industry is doing
The Money Advice Service 
toolkit, Working Collaboratively 
with Debt Advice Agencies, is 
one way that creditors can help 

According to the FCA, unsecured 
consumer credit has reached 
£200bn this year. This includes 
credit cards, personal loans, 
overdrafts and car finance 
loans, with more than a third of 
borrowing on credit cards.

It’s because of this that some 
debt solutions providers 
are starting to worry about 
consumers’ financial stability. 
StepChange estimates that some 
2.9 million people are struggling 
with severe debt problems 
currently, with another 9 million 
just about managing to stay  
in control.

And it’s not just an increase in 
borrowing that could cause a 
problem for UK consumers. Rising 
inflation means that everyday 
goods and services are getting 
increasingly more expensive, with 
the current consumer prices index 
at 2.9% (correct at time of going 
to press). In comparison to this, 
wages over the last 12 months 
only rose 2.2%.

This means that in real terms, 
people now have less money 
in their pockets to cover their 
bills and other household 
expenditure, making good  
money management even  
more important.

Problems on the 
horizon
It’s not just the current state of 
the debt market that’s causing 
concern for debt solutions 
providers. There are also a few 
warning signs that the present UK 
economy could spell trouble for 
certain groups of people.

The Bank of England’s base 
interest rate has been 0.5% 
or lower for more than eight 
years now, meaning at least 1.5 

Darren Smith 
Group Commercial Director

Darren.Smith@ 
HarringtonBrooks.co.uk 
www.HarringtonBrooks.co.uk

Harrington Brooks is one of 
the UK’s leading debt solutions 
providers. Based in Sale, it 
has around 50,000 active Debt 
Management Plan and IVA 
customers across Britain and 
earlier this year, it was fully 
authorised by the Financial 
Conduct Authority (FCA).

Harrington Brooks can help 
people who are struggling to 
make ends meet. 

It offers a range of solutions for 
different situations and means 
that consumers can take control 
of their finances going forwards.
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that they offer support for all of 
their customers and employees.

Darren Smith, Group Commercial 
Director says: “It’s clear that 
there are a number of problems 
facing the consumer credit market 
in the UK. If the current trend 
continues, it’s possible we could 
see the economy falling into 
another financial crisis. Harrington 
Brooks is well placed to support 
its customers through times of 
economic hardship and to help 
them work towards a place of 
sustainable financial wellbeing.”

Statistics correct at the time of going to press.
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Global business tech 
   leaders and influencers 
converge for new Manchester  
     business technology expo!
Manchester Central Convention 
Complex will host the new 
Smarter Business Tech LIVE expo 
on the 15 and 16 November, 
representing the largest ‘free 
to attend’ business technology 
event of its kind ever held in the 
region, bringing together some 
80+ hours of invaluable insight, 
educational and demonstration-
based presentations delivered by 
150+ specialist speakers over two 
packed days.

Keynote presentations from 
global tech leaders including IBM, 
SAP, Microsoft, Oracle NetSuite, 
Hewlett Packard Enterprise, 
Vodafone and Hootsuite are joined 
by a host of top ‘global influencers’  
across the Sales, Marketing, 
IT and Business Operational 
Management spectrum. The Expo 
provides a unique opportunity for 
attending business leaders and 
senior management, from SME’s 
through to mid-size enterprises, 

to gain invaluable ‘heads-up’ 
on latest business tech trends, 
best ‘tech-based’ practices and 
innovation that can drive their 
digitally-centred businesses to the 
next level.

The impressive keynote speaker 
programme is supported by a 
showcase of 100+ exhibiting tech 
specialists demonstrating the 
very latest sales and marketing, 
business management, IT, financial 
and operational software solutions, 
technologies and specialised 
tech-based services to attending 
business professionals.  

Event organiser and founder Ian 
Stone commented: “Businesses 
today of every size and shape need 
to leverage the best and most 
appropriate tech-based solutions, 
partners and practices across all 
their critical processes to compete 
and to grow. 

“This event quite simply brings 
together an annual ‘snapshot’ of 
the most progressive solutions and 
thinking under one giant roof.”

With eight parallel free to attend 
business intelligence, educational 
and demonstration ‘conference’ 
programmes running over both 
days, attendees are able to locate 
the very best ‘content’ that suits 
their individual needs. 

This includes sales and 
marketing-focused, financial and 
administrative management-
focused, and specialised 
operational and enterprise level 
business process requirements. 

Hot topics such as GDPR 
readiness, Digital Skills, Cloud 
and Infrastructure, Big Data 
and Business Analytics, Mobile 
Working, Marketing Automation, 
Social Media, Customer 
Experience and many more can be 
tapped into through programme 
streams running across the event.

Multiple chartered professional 
bodies – including CIM, BCS, ISM 
and ICAEW, regional business 
bodies, specialised technical 
and trade organisations, tech 
giants, top influencers and 
authors and tech entrepreneurs 
are all contributing to a packed 
programme!

Ian continued: “Attending 
businesses should leave fired 
with intelligence, options and 
inspiration to tap into the very 
best, most progressive ‘tech’ to 
support their performance and 
growth ambitions – whether a  
small business with ‘big ambition’ 
or an established enterprise, 
requiring to future-proof 
enterprise-level or departmental 
processes, to optimise its 
performance and growth.”

expo

REGISTER FREE AT WWW.SMARTERBUSINESSTECHLIVE.COM

15th & 16th November 2017
Manchester Central

SMARTER 
BUSINESS 
TECH LIVE

THREE SHOWS
1 EXPO!

SALES TECHNOLOGY - MARTECH - CLOUD COMPUTING - ARTIFICIAL INTELLIGENCE - BUSINESS SOFTWARE 
CRM - 150+ SPEAKERS - FINANCIAL MGT - LEAD CONVERSION - CYBER SECURITY - KEYNOTE PROGRAMME 
UNIFIED COMMS - MARKETING AUTOMATION - MASTERCLASSES - CONTENT MARKETING - SEO/SEM - SAP
SOCIAL SELLING - 120+ EXHIBITORS - GOOGLE DIGITAL GARAGE - IBM - ECOMMERCE - GDPR - VODAFONE 
BCS VIRTUALISATION - REMOTE WORKING - HOOTSUITE - DATA & ANALYTICS - ASSET MGT - 5000 VISITORS 
BUSINESS INTELLIGENCE - MICROSOFT - WORKSHOPS - CHARTERED INSTITUTE OF MARKETING - DATA CENTRES 
HOSTING - BUSINESS CLINICS - EMAIL MARKETING - IASME - PANEL SESSIONS - DIGITAL SKILLS - SAAS - ERP

SMARTER

A4 Advert AW 25/8 LOGOS.indd   1 05/09/2017   10:19

For latest information, 
updates and to  
register for your  
FREE entry badge visit  

www.smarter 
businesstechlive.com  

Event organiser and founder Ian Stone 



finance
HMRC or Big Brother? 
               The surprising
    information sources used

system can highlight areas of 
likely underpayments, and even 
find specific details of individuals’ 
payments where necessary.

In the ever-digital world we live in, 
the majority of us have some sort 
of social media presence and yes, 
you guessed it – Connect uses 
social media too. The system can 
use public social media account 
information, including details visible 
on Twitter, Facebook and Instagram 
that might reveal more about an 
individual’s spending habits, which 
could in turn indicate someone 
having more money than declared 
in comparison to their showcased 
lifestyle.

HMRC will also be one of the 
government bodies to gain access to 
information under new laws known 
commonly as the ‘snoopers’ charter’. 
This legislation means telecom 
providers can store customer web 
browsing and email records for at 
least one year, which can then be 
accessed by the Government. 

There are positives to this ‘Big 
Brother’ approach, as HMRC is 
also using these powers to warn 
individuals to check that they have 

not underpaid. They do this by 
gathering information from banks, 
peer-to-peer lenders and other 
financial institutions, checking it 
against tax returns, and then sending 
letters to those with discrepancies. 
For example, in July 2017, HMRC sent 
40,000 letters to people it believed 
were failing to pay tax due on 
property investments, all with the help 
of Connect.

So, what do you think? 

A useful information gatherer or an 
imposing big brother system? 

We would love to hear your thoughts 
on this; you can tweet us @lwaltd,  
but make sure Connect isn’t watching!

• Lettings agents 

• Newspapers

• Overseas information exchange

• Property websites

• Social media

Everyone leaves a digital footprint 
of where they are, what they do and 
what they spend, and Connect uses 
this to paint a very specific picture 
of each taxpayer. The system can 
crunch data at every digital step 
you take, whether it’s renting an 
apartment on Airbnb, or buying 
something on eBay. 

It doesn’t stop there either, Connect 
can also access Land Registry 
records to see houses purchased, 
ensure correct tax has been paid, 
and it can even determine if a 
property is being rented out and 
whether that income has been 
declared. The system can dig even 
further, and identify whether a 
person is likely to be able to afford 
such properties, and in contrast, 
whether they are potential suspects 
for previously having undeclared 
income or savings.

Connect can access any 
transactions you make through 
Visa or Mastercard too, and the 

As Celebrity Big Brother consumed 
UK TV screens over the summer, 
have you ever thought about a 
different type of Big Brother that 
may be keeping its eye on you, and 
more importantly, your financial 
footprint?

HMRC’s powerful “Connect” system 
was fully deployed at the beginning 
of 2017, but has been years in the 
making and is thought to have cost 
around £100m to build. Connect 
draws on information from a myriad 
of government and corporate 
sources to create a profile of each 
taxpayer’s total income, and some of 
these sources will come as a surprise 
to many, as they include;

• Airline passenger lists

• Banks

• Chip & pin merchants

• Credit agencies

• Department for Work and Pensions

• DVLA

• Electoral roll

• Email records

• Insurance companies

• Internet

• Land registry

Les Leavitt

Leavitt Walmsley Associates 
Chartered Certified Accountants

www.lwaltd.com
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Manchester and Liverpool.

Graham also described the movement 
up the canal of oversized loads, and the 
fact they weren’t causing congestion 
by cutting out the need to travel on 
Manchester’s roads by using the canal 
for the first part of their journey.

After the three presentations there were 
10 x 1 minute slots awarded on business 
cards drawn out of a bucket. Then back 
to networking. In an area that contains 
over 1,000 businesses and over 35,000 
employees events like this are crucial in 
bringing businesses together.

The Trafford Economic Partnership are 
currently planning the agenda for the 
next Trafford Park Business Network 
event. For further information and to 
register interest in attending, contact the 
Trafford Council Economic Growth Team  
on 0161 912 417 or email  
business@trafford.gov.uk
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(Freight Programme) from Transport 
for Greater Manchester. Richard 
spoke about logistics challenges and 
opportunities, particularly about the 
need for a city-region approach.

He went into detail about the need to 
support freight operating businesses 
across Greater Manchester, which 
was very relevant to Trafford Park 
where there is a large concentration of 
logistics hubs and businesses.

Next to speak was Luke Bywaters, Eco-
Innovation Adviser for the Business 
Growth Hub.

Luke took a holistic view of the UK 
logistics and freight sector, specifically 
about the growth of the sector and 
different drivers of growth across the 
industry.

He specified Uber and Amazon as case 
studies, and looked in depth at some 
very interesting freight activities and 

networking
The Trafford Park 
Business Network

The end of September saw the joint 
Trafford Council and GM Chamber’s 
Trafford Park Business Network take 
place at Hotel Football. 

As a business networking event this 
is unique in as far as it has one sole 
purpose – to bring together businesses 
in one of the world’s largest and oldest 
industrial parks.

Limited to attendees only based in the 
Park, it was nevertheless well-attended 
with an eclectic mix of different 
businesses and organisations.

The format consisted of open 
networking followed by three speakers. 
After the talks there was a business 
card draw for 10 businesses to 
speak for 1 minute to the assembled 
audience.

The theme for the event was logistics 
and freight, and the first speaker 
was Richard Banks, Senior Manager 

methods that were designed to help 
the environment.

Bibby Distribution was also singled 
out as a great example using 
environmentally supportive practices 
with their Saica contract.

Luke finished with some very 
interesting views of the future of the 
sector, highlighting driver-less vehicles, 
drones, plus many other technological 
developments planned for the future.

Final speaker was Graham Dixon, 
Managing Director of Esprit 
Warehousing and Docks.

Graham gave us a history of the 
business, describing the start as a road 
haulage company in 1998, followed by 
the eventual leasing of a dry dock site 
on the Manchester Ship Canal in 2015.

After a £250K refurbishment of the 
warehouse the site now handles bulk 
freight and employs 25 people in 

Richard Banks, 
Senior Manager 
(Freight 
Programme) 
from Transport 
for Greater 
Manchester

Luke Bywaters, 
Eco-Innovation 
Adviser for 
the Business 
Growth Hub

Graham Dixon, 
Managing 
Director 
of Esprit 
Warehousing 
and Docks
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digital marketing

The Camera

• 12MP camera

• 4k video

• Optical zoom

• Wide angled telephoto lenses

• Digital zoom 10x for photos/  
 6x for videos

Again, the camera keeps getting 
better, and now has a much larger 
and faster sensor, alongside a 
colour filter and deeper pixels. 

The phone also has 4k video 
capability and optical image 
stabilisation, for both video and 
regular images. This means the 
phone is great for creating both 
video for mobile and snapping 
everything around you.

The Round-Up

Now we’ve come to the end, and 

become the new way of charging 
as we move into the future; you just 
place the phone on the mat, and let 
it charge.

It also means you won’t keep 
breaking your charger, but could 
prove tricky when it comes to 
borrowing one at work.

Add speakers that are 25% louder 
to the mix, and the new iPhone 8 is 
already putting up a good fight as 
to why you should upgrade.

Let’s go inside

• New A11 Bionic chip

• Two performance cores

• Improved battery

So, let’s explain the technical stuff. 
The new A11 Bionic Chip has 
replaced the old A10 fusion. 

That may not mean much to 
everyone, but it basically means it’s 
up to 70% faster. Add to this the 
two performance cores, which are 
up to 25% faster and you’re in for a 
mobile treat.

The A11 bionic also means an 
extraordinary AR experience when it 
comes to apps and games, a world 
we seem to be moving into faster 
by the day. It should also help with 
overall battery life.

The Screen

• Retina HD display

• 4.7inch screen display

• True Tone

• Wide colour gamut

• 3D Touch

The new HD retina display 
automatically makes the on-screen 
images more beautiful than ever, 
which is perfect for app and web 
browsing. But when you add the 
True Tone technology, it gives you 
a much better iPhone experience. 
This is because it adjusts white 
balance to match the light around 
you; perfect if you’re using your 
phone in the sun.

The new 4.7inch screen is also 
hugely beneficial as it’s slightly 
smaller than it’s predecessor, 
meaning those with smaller hands 
are able to manoeuvre it a lot easier

It is widely known the majority of 
searches on Google are now done 
using a mobile device. In view of 
this trend and the long-awaited 
announcement from Apple about 
the launch of their latest mobile 
phone taking place, we though best 
to give you an overview of what 
they had to say.

Apple iPhone 8 - The Review

Ever since the unveiling of the 
iPod in 2001, the Apple Keynote 
has become a highlight of the 
tech calendar. And since it’s debut 
a decade ago we’ve become 
accustomed to a new iPhone each 
year, and this time we got three; the 
8, 8 plus and the iPhone X. 

Although we weren’t expecting the 
iPhone X, the 8 was predicted, and 
as we guessed, it’s mostly the 7 plus 
with a few changes.

However, there are enough changes 
to warrant a rumble of excitement 
and the need for an upgrade. 

So let’s take a closer look at the 
iPhone 8...

• Colours: Silver /Space Grey /Gold

• The Cost:  
 £699 for 64Gb /£849 for 256Gb

Let’s get the important bits out of 
the way first. As usual, the colours 
haven’t changed much, and the 8 is 
the most affordable of the bunch, 
with the iPhone X starting at £999.

However, this cost has become the 
norm of late in the smartphone 
world, the only unfortunate thing is, 
you don’t have long to save.

Key Changes

• Glass front and back

• Wireless charging

• Louder speakers

• Dust and water-resistant 

Now let’s delve a little deeper into 
the phone, with the upgrades that 
make it better than the phone you 
got last year. 

This time, there’s a glass front and 
back. These have been introduced 
so you can charge the iPhone 8 
wirelessly with the new AirPower 
mat. This is the same for all new 
iPhone releases, and looks to

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

•  VIDEO PRODUCTION

• FREE WEBSITE AUDIT

•  SEARCH ENGINE 
OPTIMISATION

•  PPC ADVERTSING

•  SOCIAL MEDIA 
MARKETING

•  WEBSITE DESIGN 
AND BUILD

•  WEB HOSTING

Jungle.Marketing,  
Digital House, 9 Springfield Road,  
Sale, Cheshire  M33 7XS 

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!

we have to say, we’re quite in love 
with the new iPhone 8. We were 
obviously going to be in love with 
it either way, and although it isn’t 
quite as good as the iPhone X, 
which could overshadow the iPhone 
8 altogether, it is a much more 
affordable stepping stone on the 
way up from the iPhone 7 plus, and 
an upgrade you should get if you’re 
in the market for one.

Do we need an iPhone 8?



Alex McCann

Altrincham HQ

www.altrinchamhq.co.uk
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social media
Personal branding: an insight 
     into branding yourself

Q. Is the concept of a personal 
brand the outcome of the social 
media/digital age?

The idea of a personal brand was 
first introduced in 1937, so personal 
brands aren’t something that were 
invented post-Social Media or after 
mobile phones. 

But like everything, your personal 
brand is amplified by social media.

The average smart phone user 
picks up their phone 150 times a 
day and people are spending hours 
each day on social media, so social 
media is massively powerful in 
putting the spotlight on brand you.

Think of your network - you’ll 
probably see most of your network 
more online than you do face- 
to-face.

Even not turning up on LinkedIn 
or Twitter says a certain amount 
- people may perceive you as 
someone who isn’t passionate, 
dedicated or part of the community 
by your lack of profile.

Social Media allows you to get 
eyeballs, ears and attention at  
a greater scale and ease than  
ever before. 

Q: How can Social Media 
specifically help build your 
personal brand?

Helping others and great content 
help you become the go-to person 
in your industry. 

Firstly turn up daily and be 
that person that looks out for 
opportunities for others. 

You won’t enhance your personal 
brand using social media if you turn 
up once a week or once a month -  
you literally have to be all in  
- you can’t do something as 
important as Social Media  
half heartedly. 

Social Media is used far too often 
for broadcasting rather than 
listening. 

Simply looking at your Twitter/
LinkedIn feed each day opens up 
opportunities to connect others  

and share others’ good news. 

It’s also important that you regularly 
produce content that enhances your 
audience’s life - whether that be a 
written blog, podcasts or videos. 

Look at leading business figures such 
as Richard Branson - they produce 
content on a regular basis. 

Q: Some leading business figures, 
say “no” to a personal brand.  
Are they right?

The reality is these people have a 
personal brand whether they like it 
or not.

The anti-personal brand is a brand  
in itself. 

Often you’ll find that these leading 
business figures have a very strong 
brand and people know instantly 
what they stand for, what their beliefs 
are and how they treat people. 

You can decide to be part of the 
conversation or sit on the side-lines.

It’s really important if you’re a 
small business owner, specifically 
in a relatively small community like 
Greater Manchester, to be part of 
that community in an authentic way. 

People buy from people is a little 
clichéd, but it’s true.

Q: What are your tips for  
creating a lasting authentic 
personal brand?

Be nice always - three words that will 
serve you well!

crossover between what we say 
about ourselves or how we market 
ourselves and what others say  
about us. 

Ultimately your brand can be good 
or bad depending on how you treat 
people. 

In terms of business this is hugely 
important as it dictates whether 
people want to do business with 
you... or

In terms of being an employee it 
could be the difference between 
being on the top of the list or being 
overlooked for an all important 
promotion.

Q: How does a personal brand 
differ from a CV?

A CV is just a list of factual 
achievements on paper. It’s quite 
sterile and to the point. 

A personal brand is something  
you live and breathe every day of 
your life.

It’s more than the shoes you wear, 
the watch on your wrist or the cut  
of your suit.

It’s your personality and what makes 
you, you.

It’s all about authenticity, so it isn’t 
something you can switch on and 
off. It isn’t a stage show or it isn’t a 
one off campaign. 

Literally a personal brand is from 
cradle to grave. 

Over the Summer I talked to 
over 1,000 teenagers about the 
importance of Personal Branding.

These are digital natives - the 
generation that has grown up with 
technology and social media and 
are much more aware than their 
parents about how what they post 
on social media can impact their 
lives.

This is the generation that grew 
up when LinkedIn lowered the age 
to 13, knows how to network their 
face off and will document their life 
online in a way that opens up doors 
and new opportunities.

In this issue we look at a few of 
the questions around Personal 
Branding: what it is, why it’s 
important and how to enhance your 
personal brand using social media.

Q: What is a personal brand?  
Do you have a personal brand? 
What’s the most important part?

Jeff Bezos, founder of Amazon, 
describes a personal brand as “Your 
brand is what people say about you 
when you’re not in the room.”

So, in that respect everyone has a 
personal brand whether they like 
or not. You can’t opt out of other 
people perceiving you in one way 
or the other. 

A personal brand is what defines 
us, and the intersection is that 

Online video production

Events & Corporate Video Production

Cine to DVD, VHS to DVD

Transfer Services

DVD Authoring

Full Editing Services

Duplication Services

Bridge House (Ground Floor)
42 Newbridge Lane,
Stockport,
Cheshire
SK1 2NA



Dr Maria Katsarou 
Managing Director,  
Leadership Psychology Institute

Maria@leadershipsy.com 

Maria has 20 years of experience in partnering 
with senior teams across many business sectors. 

She holds a BA in Management and Organisational 
Behaviour, MA in Human Resources Management,  

an MSc in Psychology and a Doctorate in Leadership Psychology. 

She holds the Henley Certificate in Coaching, is an accredited Coach  
by the International Coaching Federation as well as accredited in  
various psychometrics by the British Psychological Society.

    Businesses 
Under Pressure  
   - The Rising Cost and  
       Overheads Conundrum

leadership

fully-fledged HR department or full 
time HR staff. For example, they may 
not recruit very often or have many 
employees within their business and 
in these cases, it makes sense to use 
an outsourced HR Support, which 
covers their needs. 

2. Flexibility and Decreased 
Overheads   
This is the result of the first point 
since, in practice, you use them 
whenever you want.

3. Access to Expertise   
You have access to knowledge and 
skills that you wouldn’t be able to 
afford otherwise, unless you hired a 
top-notch HR Professional. 

4. Free existing HR people from 
specific jobs   
This means they can focus on more 
strategic aspects rather than for 
example policies and procedures.

Which companies/organisations 
can benefit from such services? 

Various Case-Studies/Examples: 

• It can be an SME, which has not 
had Human Resources up to now, 
and would like to introduce the  
HR function gradually, before hiring  
a full-time person. 

• It can be a company that already 
has an HR Professional, who  
however, is quite junior. In this case, 
HRO can be used to 1) mentor the  
HR Professional and 2) help them  
to introduce HR policies, procedures, 
systems that they would not be able  
to introduce on their own. 

• Large organisations who already 
have HR Professionals, but who 
however, because of specific business 
demands, need external help and 
support for specific projects, like, 

With ever increasing costs, like the 
National Living Wage, which has 
impacted 55% of businesses in Northern 
England, and 51% in the Midlands, 
businesses need to plan ahead to 
consider ways to absorb future costs. 

Human Resources Outsourcing  
(HRO) is a viable solution with 
sustainable results that can contribute 
to this direction.

What is HRO? 

In simple terms, it’s sub-contracting 
human resources functions to an 
external supplier. 

Why do it?  
What are the benefits? 

Reviews of business processes have 
led many organisations to decide 
that it makes business sense to 
sub-contract some or all non-core 
activities to specialist providers. (Core 
activities are the functions that directly 
make money for your organisations, 
e.g. Sales. Non-core activities, are all 
support functions, which, although 
they do not make money, they are 
necessary to run a business, e.g. IT, HR, 
Legal, etc). 

The CIPD (Chartered Institute of 
Personnel & Development) identifies 
a number of strategic drivers and 
reasons for outsourcing HR services:

1. Reduced Cost   
Outsourcing your HR function can 
significantly reduce your costs, 
because many businesses, particularly 
small businesses, do not need a 

“Higher employment costs impact 
on the bottom line and reduce 
the resources available to invest 
in the business and people”

Jane Gratton, Head of Business Environment  
at the British Chambers of Commerce

re-design their existing Performance 
Appraisal System, carry out information 
sessions for employees, design their 
Talent Management System, etc. 

So, support can be 1) one-off,  
2) on-going, or 3) on a project-basis 
and can take many forms to fit the 
specific needs of the organisation. 

Do I need HR in first place?
1. Cost Savings 
HR can contribute to cost savings. 
Through implementing an HR strategy 
that supports your business goals  
you make your business more  
efficient through the planned use  
of human resources.  

2. Managing Performance 
All employees work towards the 
common goal to improve business 
performance through the fulfilling  
of their own personal objectives  
and everybody is aligned behind 
the same purpose. Performance 
management also includes managing 
poor performance as well as  
rewarding excellent performance,  
and hence contributes to a climate  
of fairness. 

3. Provide guidance with 
Employment Legislation 
Employment legislation is changing 
constantly and it is hard to keep up 
with the ever shifting sands that the 
government dictates. HR ensures that 
internal HR policies and employee 
handbooks are kept up to date, they 
are well communicated to all staff and 
respective training is provided to all.

4. Training & development 
HR supports training and 
development initiatives by assisting 
with a company-wide skills analysis, 
developing and coordinating a 
training plan, identifying training 
and development initiatives and 
delivering appropriate workshops. 

5. Recruitment 
HR works with managers to draft 
adverts, identify an appropriate 
advertising medium, develop  
job descriptions, undertake 
shortlisting, develop interview 
processes and questions and 
organise assessment days. 

These are just some of the few areas 
that Human Resources can support 
your organisation.
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Contact us today for a free consultation on how HRO can 
become part of your Business Planning: 
maria@leadershipsy.com 

01928 788 283
07484 789941

Rational House, 
64 Bridge Street, 
Manchester  M3 3BN

www.LeadershipPsychologyInstitute.comCome and see us at the 2017 CIPD Annual Conference

Visit us at our 
Stand H116
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wellbeing

whilst others become more 
relevant.

Hence, it’s wise not to put all your 
eggs in one basket. 

If we invest too much in one or two 
friendships we may find ourselves 
becoming unduly possessive, 
proprietal, jealous or controlling. 
Fear of missing out (FOMO) can  
be a factor if we’re watching 
someone we’ve previously shared 
everything with start to live an 
exciting new life.

No one wants to be guilt-tripping, 
bullying or intimidating their 
friends into making decisions that 
are wrong for them, or be on the 
receiving end of that treatment 
either. That’s why it’s so important 
to accept that we can enjoy 
friendships in many different areas 
of life. Those relationships need not 
consume us, but instead can satisfy 
and support us in a variety of ways.

We may have friends who are 
fantastic at work. They share our 
outlook, enjoy discussing work and 
career-related issues but otherwise 
have very little in common. 
This often becomes apparent 
when someone leaves their job, 
promising to keep in touch. When 
they return to visit, even after only a 
few weeks, there’s usually very little 
to discuss once the initial greetings 
are over.

Tips for maintaining good 
friendships:

Learn not to rely too heavily 
on one relationship for all your 
emotional and companionship 
needs. Having a small circle of 
best friends is all well and good, 
but be wise to your own counsel. 
Expecting one person to be 
everything to you is too much 
responsibility both for you and 
them. Maintain your identity and 
relish other friendships, hobbies 
and interests.

Accept that some friends will 
have their limitations. Some may 
be fair-weather friends, only able to 
cope with fun, laughter and good 
times. Others may be foul-weather 

I guess it’s often convenient and 
requires less effort to rub along 
with the people in our own orbit, 
with those who seem pleasant or 
‘nice enough’. Mixing and meeting 
regularly means we network, 
reinforce our social hierarchy and 
establish our own ‘tribe’.

But sometimes our ‘friends’ can be 
negative, causing more harm than 
good. There may come a time when 
we need to ask ‘are my friends bad 
for me?’ Do they support my best 
interests, challenge me to better 
myself and demonstrate real care?

Consider how much of yourself 
you invest in your friendships.

Some people give of themselves 
constantly, providing time, loyalty, 
money; always thinking of others 
before themselves. Sharing our 
dreams, secrets and expectations 
may work if those involved apply 
the same consideration, but 
often one person is more heavily 
invested in the relationship. Or 
an unanticipated third-party may 
appear on the scene, putting the 
relationship’s dynamics into disarray.

Nothing in life stays the same. 

Stuff happens as new interests 
surface in the shape of a life 
partner, children, promotion at 
work or opportunities to move 
home or travel more. Health-related 
issues may occur that require us to 
adapt accordingly, meaning some 
relationships may be demoted 

How many of us refer to 
practically everyone we know  
as friends?

We may thrive on being popular, 
enthusiastically accumulate lots 
of introductions, have hundreds 
of contacts on our phones and 
network voraciously. But how 
many of the people we meet with 
regularly, socialise with, reveal our 
innermost thoughts and secrets to 
are true friends?

TV channel, Lifetime recently 
commissioned a survey on this 
very subject and discovered that 
millions of Britons ‘can’t stand’ their 
friends because they’re too high 
maintenance or have no shared 
interests. It’s hardly surprising when 
we reflect that many of the people 
we spend time with are there 
through circumstance or accident.

We may have acquired friendships 
during our early school days, from 
our neighbourhood, through family 
connections or at work, but over 
time gradually realised that we’ve 
grown apart, supporting different 
goals, aspirations and outlooks.

The Lifetime study reveals that 
differing opinions, lifestyles and 
humour mean that 45% of us have 
‘frenemies’, people we socialise 
with but don’t really like. And, in 
fact, many of us ‘struggle to get 
along’ in our own group.

Why is this situation so 
commonplace? 

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

friends, happy to listen, give advice 
and support you, but disinterested 
in partying and frolics. Both have 
their part to play.

Notice how much of yourself you 
‘give away’ in your relationships. 
What do you offer, what do you get 
in return? Do you have boundaries 
where you say ‘enough!’ about 
sharing time, money, personal 
secrets and information. 
Extraordinary circumstances may 
mean one person does more 
taking and the other more giving, 
but set limits so the traffic’s not 
permanently one-way.

Accept that situations change; 
a new partner may appear, a job 
or business opportunity may arise 
that requires more dedicated time, 
effort or indeed the chance to work 
away. Be generous in celebrating 
your friends’ successes.

Be firm and keep intuitively 
in touch with what’s right for 
you. Friends may have a different 
perspective or even an ulterior 
motive about what you ‘should’ do. 
Yes, friendships require compromise 
and co-operation, but refrain 
from sacrificing your happiness to 
constantly accommodate others. 
Flexibility is fine but shouldn’t 
become a way of life; ensure that 
your friendships are good for you.

Are friends bad for you?

MARTIN HAMBLETON I COMMERCIAL PHOTOGRAPHER
info@martinhambleton.com    07766 815703    www.commercialphotographynorthwestblog.co.uk



diary dates
4 Networking 
City Centre - Fridays Fortnightly  
- 13 Oct, 27 Oct, 10 Nov... 12noon - 2.00pm 
Venue  Revolution, Deansgate Locks 
 Whitworth Street West 
 Manchester  M1 5LH 
Cost  £15 
Contact Jon Mason   01942 765308

Cheadle - Fridays Fortnightly  
- 13 Oct, 27 Oct, 10 Nov...  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  
- 20 Oct, 3 Nov, 17 Nov...  8.00am - 10.00am 
Venue  Alma Lodge, 149 Buxton Road,  
 Stockport  SK2 6HA 
Cost  £15 
Contact James McCulluch 07530 963889

Sale - Tuesdays Fortnightly  
- 17 Oct, 31 Oct, 14 Nov...  8.00am - 10.00am 
Venue  Sale Golf Club, Sale Lodge,  
 Golf Road, Sale  M33 2XU 
Cost  £15 
Contact Janine Mitchell 07854 273916  

Salford Quays - Wednesdays Fortnightly  
- 25 Oct, 8 Nov, 22 Nov...  8.00am - 10.00am 
Venue  The Beefeater, 11 The Quays,  
 Salford Quays  M50 3SQ 
Cost  £15 
Contact Paula Cohen  01606 532530   
 www.4networking.biz

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

Bowdon Business Club 
Weekly every Friday  
- 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  
20 Oct, 3 Nov, 17 Nov... 7.00 - 9.00am 
Venue  Abode Hotel, 107 Piccadilly 
 Manchester  M1 2DB 
Cost  £15 
Contact Tracy Heatley  07812 076946

Carrington Business Park 
Networking, 16 Nov  9.30am - 11.30am 
Venue  Carrington Business Park, 
 Manchester  M31 4DD 
Contact 0161 776 4000 
 info@cbpl.co.uk

Dynamic Networking  
Free Business Networking  
Bolton - 4th Tuesday monthly  
- 24 Oct, 28 Nov...  5.30pm - 7.30pm 
Venue  Last Drop Village, Hospital Road,  
 Bromley Cross, Bolton  BL7 9PZ 
Cost  FREE 

Sale - 3rd Tuesday monthly  
- 17 Oct, 21 Nov, 19 Dec...  5.30pm - 7.30pm 
Venue  The Boathouse, Sale Water Park,  
 Rifle Road, Sale  M33 2LX 
Cost  FREE

Wilmslow - 1st Wednesday monthly -   
4 Oct, 1 Nov, 6 Dec...   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  
Networking Altrincham 
3rd Mon - 16 Oct, 20 Nov, 18 Dec... 
 6.00pm - 8.00pm 
Venue  altspace, Second Floor,  
 19-23 Stamford New Road,  
 Altrincham  WA14 1BN 
Cost  FREE

#FSBConnect Bolton 
1st Fri - 3 Nov, 1 Dec... 
 8.00am - 9.45am 
Venue  The Watermillock, Crompton Way,  
 Bolton BL1 8TJ 
Cost  £10 (includes breakfast)

#FSBConnect Macclesfield 
3rd Tues - 17 Oct, 21 Nov, 19 Dec... 
 8.00am - 10.00am 
Venue  The Legh Arms Pub  
 Conference Centre, London Road,  
 Adlington, Macclesfield  SK10 4NA 
Cost  £10 (includes breakfast)

#FSBConnect Oldham and Saddleworth 
4th Mon - 23 Oct, 27 Nov... 
 6.00pm - 7.45pm 
Venue  Clough Manor, Rochdale Road,  
 Denshaw OL3 5UE  
Cost  £10 (includes refreshments)

Mingle with Members 
4th Thurs - 26 Oct, 30 Nov, 28 Dec... 
 6.00pm - 8.00pm 
Venue  Linten Technologies, Binks Building,  
 30-32 Thomas St, Manchester M4 1ER  
Cost  £10

Network Media City 
1st Mon - 6 Nov, 4 Dec, ... 
 5.45pm - 8.00pm 
Venue  Orega Serviced Offices -  
 MediaCityUK, The Studios,  
 Blue, Salford  M50 2ST  
Cost  FREE

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

Forward Ladies 
Women’s Networking Power Business 
Breakfast Club  - Monthly 
1 Nov, 6 Dec 
 9.30am - 11.00am 
Venue  Banyan Bar & Kitchen,  
 The Corn Exchange,  
 Exchange Sq, Manchester, M4 3TR 
Cost  £15 
Contact 0845 6434 940  
 enquiries@forwardladies.com

Greater Manchester  
Business Awards 
9 Feb 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 Bolton 
7 Nov 7.30am - 9.30am 
Venue  Bolton Whites Hotel, Macron Stadium 
 De Havilland Way, Bolton  BL6 6SF 
Cost  £15 (members free) 

Action for Business Manchester 
25 Oct  7.30am - 9.30am 
Venue  Slater+Gordon, 58 Mosley Street 
 Manchester  M2 3HZ 
Cost  £15 (members free)

13 Dec 7.30am - 9.30am 
Venue  Hilton Deansgate Manchester 
 303 Deansgate, Manchester M3 4LQ 
Cost  £15 (members free)

Action for Business Trafford 
22 Nov 12noon - 2.00pm 
Venue  Victoria Warehouse, Trafford Wharf  
 Road, Stretford  M17 1AB 
Cost  £15 (members free)

Action for Business Salford 
6 Dec 12noon - 2.00pm 
Venue  AJ Bell Stadium , 1 Stadium Way 
 Barton-upon-Irwell, Eccles  M30 7EY 
Cost  £15 (members free)

Action for Business Rochdale 
9 Nov 12noon - 2.00pm 
Venue  Mercure Manchester Norton  
 Grange Hotel, Manchester Road,   
 Rochdale  OL11 2XZ 
Cost  £15 (members free)

Action for Business Stockport 
28 Nov  12noon - 2.00pm 
Venue  Robinsons Brewery Visitor Centre 
 Apsley Street, Stockport  SK1 1JJ 
Cost  £15 (members free)

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

Handbags & Briefcases 
Power Lunch Club for Women 
18 Oct 12noon - 2.00pm 
Venue  The Message Trust, Harper Road,  
 Sharston, Manchester  M22 4RB 
Cost  FREE (Lunch will be extra)

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

K-Club Manchester 
Entrepreneur’s networking breakfast 
16 Nov 7.30am - 10.00am 
Venue  AJ Bell Stadium, Barton-Upon-Irwell,  
 Salford  M30 7EY  
Cost  £30.00 
Contact  Amanda Manson 07754 069 829 
 www.k-club.co.uk

LPI Coaching Programme  
17,18 Oct+21,22 Nov+13,14 Dec+23,24 Jan 
Venue  The Boardroom, Royal Exchange  
 Theatre, St Ann’s Sq, Mcr  M2 7DH 
Cost  £3,850+VAT (8-day course)  
Contact Dr Maria Katsarou  07484 789941 
 www.LeadershipPsychologyInstitute.com

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

Manchester Pro Business 
Two course lunch and networking  
Last Weds monthly - 25 Oct, 29 Nov  
12noon - 2.30pm 
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 
18 Oct, 1 Nov, ...  9.30am - 11.30am 
Venue  The Coach House, Wilderspool  
 Wood, Trafford Centre M17 8WW  
Cost  £10

Thursdays Fortnightly 
26 Oct...  9.30am - 11.30am 
Venue  The Sandbrook, Sandbrook Way,  
 Rochdale, OL11 1RY 
Cost  £10

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

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

Smarter Business Tech Live  
15 & 16 Nov 
Venue  Manchester Central Convention Complex 
 Windmill St, Manchester M2 3GX 
Contact Jini Stone  0203 829 6060 
 www.smarterbusinesslive.com

Stockport Business  
Expo 2017 
22 Nov 10.00am - 4.00pm 
Venue  Edgeley Park, Hardcastle Road,  
 Edgeley, Stockport  SK3 9DD 
Cost  FREE (pre-registration required) 
Contact Rachel Parker  0161 300 6396  
 rachel@innov8-conferences.co.uk

The Business  
Network Manchester  
Business Lunch Dec 14 
10.00am - 2.00pm 
Venue  The Lowry Hotel, 50 Dearmans Place,  
 Chapel Wharf, Manchester  M3 5LH 
Business Lunch 25 Oct, 23 Nov 
10.00am - 2.00pm 
Venue  The Midland Hotel, 16 Peter St,  
 Manchester  M60 2DS 
Cost  £42.50 
Contact Helen Bennett  0870 751 7523 
 helen@business-network.co.uk

The Business Network  
South Manchester  
Business Lunch Nov 2, Dec 14 
12noon - 2.00pm 
Venue  Best Western Plus Pinewood,  
 180 Wilmslow Road,  
 Handforth, Wilmslow SK9 3LF 
Cost  £32.00+VAT 
Contact Simon Coy  07860 121773 
 simon@business-network.co.uk

Trafford Business Club 
Weekly Networking every Friday  
- early networking includes breakfast  
6.30 - 8.30am 
Venue  The Claremont Centre,  
 Claremont Road, Sale M33 7DZ  
Cost  £5 for guests 
Contact Laura Evans  07976 894419

Women’s 20/20 
Women’s networking  
- second Wednesday each month  
Oct 11, Nov 8, Dec 13  
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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Altspace Altrincham  

Address 19-23 Stamford New Road,  

 Altrincham  WA14 1BN                  

Contact 07946 728 863   

Facilities Co-working office space

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

Bizspace  
Hollinwood Business Centre 

Address Albert Sreet, Failsworth,  

 Oldham OL8 3QL  

Contact 0161 684 2319  

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

Citibase  
Manchester 

Address 40 Princess Street,  

 Manchester, M1 6DE  

Contact 0161 234 0000 / 07827 016 707 

Trafford  

Address Oakland House, 76 Talbot Road, 

 Old Trafford, Manchester  M16 0PQ  

Contact 0161 464 7287 / 07920 763 889

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 Roo

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

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 in Bruntwood 
Address Station House, Stamford New Road,  
 Altrincham WA14 1EP

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

 111 Piccadilly, Manchester M1 2HY

Contact 0843 504 4753  
Facilities Offices, Meeting Rooms

Regus   
Meeting rooms for hire across a 
range of Regus properties

Address Regus Express Hilton  
 Manchester Airport, Outwood Lane,  
 Manchester M90 4WP 
Contact 0161 261 1440 / 07785 253 488 
Facilities Business Lounge,  
 Meeting Rooms, Offices

Warrington  
Address The Genesis Centre, Garrett Field,  

 Birchwood, Warrington  WA3 7BH  

Contact 01925 396 800

Facilities Serviced Offices, Meeting 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

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

Holiday Inn Express  
Trafford City 

Address 2 Mercury Way, Urmston,  

 Manchester M41 7PA                   

Contact 0333 003 0050    

Facilities Meeting Rooms, Events

Houldsworth Mill   
Address Houldsworth Street, Reddish,  

 Stockport SK5 6DA                   

Contact 0161 975 6000    

Facilities Meeting Rooms, Conferences

La Famiglia   

Address 12-14 Victoria Road, Hale,  

 Altrincham WA15 9AD                   

Contact 0161 929 9626    

Facilities Italian Restaurant

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

Address 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

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, Trafford Park,  
 Manchester M17 1LB                   
Contact 0845 602 5047 
Facilities Meeting Rooms
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