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James Caldwell, Innov8 (Trafford Business 
Expo organisers) pictured with Angela Hodson,  
Venue Sales Manager at Emirates Old Trafford
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Infinity launched at  
Trafford College by  
young entrepreneurs
Official launch event of ‘Infinity’ takes place  
entirely organised by Trafford’s business leaders  
of the future. Fully supported by local business,  
including a speech from Graham Brady MP.

Putting Trafford 
Council on the spot

The Shield Group moves 
regional HQ to Trafford
The Shield Group, the UK’s largest  
independent total security solutions  
provider locates their new regional  
headquarters to Old Trafford.

Networking  
Trafford Park
NiTC hosts a second successful  
networking lunch bringing businesses  
together from across Trafford Park.

Trafford Business Expo 2014 
scores at Old Trafford
Emirates Old Trafford is the venue for the first Trafford  
Business Expo on July 1. Full report and interviews inside  
with the sponsors, organisers, exhibitors and hosts. 

 EXCLUSIVE INTERVIEW  
 with newly re-elected Leader of 
Trafford Council Sean Anstee on the  
      council’s support of local business.
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to the latest edition of Trafford 
Business Connect and join the 
fastest growing business to business 
forum in Trafford.

Trafford Business Connect is a fresh 
business to business bi-monthly 
magazine that is unique. It is the only 
B2B magazine in circulation that is 
specific to the borough of Trafford. 

What’s more - it’s completely free.

Trafford Business Connect offers a  
detailed look at business life 
throughout Trafford and its surrounds, 
featuring local news and articles on a 
fantastic range of business topics.
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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. Simply visit 
www.traffordbusinessconnect.co.uk 
and click through to 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 our equivalent 
of classifieds - business services - 
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.traffordbusinessconnect.co.uk 
or alternatively please email: 
advertising@traffordbusiness 
connect.co.uk or phone:

Here at Trafford Business Connect  
we are on the lookout for both  
news articles relating to business 
activity within Trafford, or 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@
traffordbusinessconnect.co.uk
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Transport for Greater Manchester 
(TfGM) is proposing a new Metrolink 
extension to the Trafford Centre via 
Trafford Park. 

Work is currently underway to 
develop the design and alignment of 
the 5.5km route through Trafford.

The route is currently anticipated to 
continue on from the existing network 
at Pomona, along Trafford Wharf 
Road, Warren Bruce Road, Village 
Way, Park Way, Barton Dock Road 
and terminate at the Trafford Centre.

While stop names are to be 
determined, they are planned to 
be close to key facilities, including 
Wharfside for Old Trafford, the 
Imperial War Museum North, Trafford 
Park Village, Parkway, EventCity and 
the Trafford Centre.

Councillor Andrew Fender, Chair of 
the TfGM Committee, said: “The 
work now underway is an important 
step on the road to delivering this 
new line, which would be a fantastic 

addition to what is already a flagship 
centre for business and tourism.

“The route has evolved over time and 
better reflects how the area it would 
serve has developed - and continues 
to develop - since an original 
alignment was authorised back in 
1992 and reviewed in 2001.

“There is a great deal of work ahead 
of us before we can start to think 
of shovels hitting the ground, but 
I’m really pleased that it is building 
momentum and I look forward to 
more progress being made in the 
coming months and years.”

The scheme as a whole will be put to 
a public consultation later this year, 
ahead of a formal application being 
made to government for a Transport 
and Works Act Order that would give 
TfGM the statutory powers needed to 
construct and operate the line.

Securing the powers would allow 
construction to start once funding for 
the project has been confirmed.

The Greater Manchester Combined 
Authority has already approved the 
initial funding required to get the 
scheme ‘shovel ready’, which includes 
an order for 10 new trams to serve the 
line at circa £2 million a vehicle.

Ordering the vehicles now ensures 
TfGM secures the best price as it 

maintains the current supply stream 
from Bombardier, who are already 
providing a total of 94 new trams for 
the Metrolink network.

Subject to securing the necessary 
powers and full funding, construction 
of the new line could be completed 
in 2019.

Trams through Trafford Park come a step closer
news
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FSB Annual Conference attracts 
high profile speakers to Manchester
The Federation of Small Businesses 
saw a record number of new members 
at their 40th annual conference which 
was held in Manchester this year. 
Boosted by speeches from several 
high-profile government and shadow 
ministers, the conference had a record 
attendance of over 1,000 delegates.

George Osborne, Conservative MP 
for Tatton and Chancellor of the 
Exchequer, addressed FSB members 
first, touching on a number of key 
issues including the increase in exports 
and investment, fuel duty, business 
rates, employment tribunals, and of 
course the government’s relationship 
with small business generally.

The Chancellor then answered a 
variety of questions from FSB members 
ranging from credit referencing of 
small businesses, the influence of 
Government on high street banks, 
taxes and the topic of road pricing.

Next up was Ed Miliband, Leader of 
the Opposition. Mr Miliband started 
his speech by praising the FSB on their 
support of Chuka Umunna, Shadow 
Business Secretary, plus their support 
on a range of schemes and events like 

Small Business Saturday and  
the ‘NextGen’ programme.  
He then put forward his plans for  
when the Labour party are back in 
power, including setting up a Small  
Business Administration.

There were also promises to tackle the 
banks, and specifically their attitude 
to small businesses. The energy 
market was also listed for reform, and 
education was raised with an emphasis 
on work experience as a priority.

The other high profile speaker was 
Matthew Hancock, Minister of State 
for Skills and Enterprise. Mr Hancock 
started by acknowledging that the 
recovery wasn’t the success of Whitehall 
but the success of hardworking 
business owners. He then assured FSB 
members that the current Government 
would back small businesses to the hilt 
and then went on to outline a number 
of recent and planned measures to 
help businesses grow.

These included tax reforms, addressing 
skills issues, looking at access to finance 
and deregulation. Future changes 
are planned for public procurement, 
helping small businesses access 

the billions spent by public sector 
organisations.

As well as the high profile speeches 
the conference highlighted the work 
of the FSB and the importance of the 
individual members it supports.

New members included Mike Newman 
from The Speed of Sight who is the 
fastest blind man on four wheels 
(and on water), as well as Baroness 
Tanni Grey-Thompson who had said 
during her motivational speech to 
delegates that she would be joining 
the Federation before she left. 

Fortunately local membership advisor 

Simon Edmondson was in the audience 
and signed Tanni up after she finished 
her appearance.

For more information on the Federation 
of Small Businesses contact Simon 
Edmondson on 07766 493 428 
www.fsb.org.uk

The FSB’s Simon 
Edmondson with new 

member Baroness Tanni 
Grey-Thompson 
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Are you interested in saving time 
and money whilst making a real 
difference to the lives of out-of-work 
young people?
The Trafford Pledge is a joint 
initiative between Trafford 
Council, DWP, Trafford College, 
Your Housing Group and Trafford 
Housing Trust. The Pledge  
–matches local 16-24 year old  
job-seekers with Trafford 
businesses, benefitting both the 
local community and the wider 
Trafford economy. 

It can offer your business:

•	 	A	free	and	fully	managed	
recruitment service

•	 	Access	to	employer	grants	
of up to £2,275

•	 	Promotional	opportunities	for	
your business

•	 	The	chance	for	you	and	your	
staff to make a real difference to 
young people’s lives by helping 
them into employment

If you have any job vacancies or can 
offer work experience placements, 
apprenticeships or mentoring 
support to local young people the 
Trafford Pledge would love to hear 
from you.

Email traffordpledge@outlook.
com or phone 0161 912 4176

Trafford Pledge rolls 
out across borough

Startups and SMEs from across 
Greater Manchester’s creative and 
digital sector have been given a 
unique opportunity to expand their 
business with an investment to help 
develop innovative new products. 10 
companies will receive cash injections 
totalling £700,000 to help stimulate 
development of this industry in the UK.

The winners of the Creative and 
Digital Launchpad, a programme 
run by the UK’s innovation agency, 
the Technology Strategy Board, in 
conjunction with the Business Growth 
Hub, have demonstrated the most 
potential for innovation and growth 
within this sector. In all, 16 successful 
and shortlisted SMEs will benefit. 

The successful companies each receive 
varying amounts of funding announced 
at the Business Growth Hub’s Digital 
Frontiers conference on 25 April, an 
event that brought together specialists 
in creative media and digital, funding 
and business support.

These companies will all now 
participate in a programme of support 
to carry out innovative R&D projects 
that will lead to the development of 
existing or new knowledge and skills 
within the creative and digital sector.

The companies will also be given 
the opportunity to pitch for further 
investment at a special Launchpad 
Investment Showcase event at The 

Landing in MediaCityUK in June, to 
which a number of investors will be 
invited. The winning companies are:

•	 	Digital	Bridge	by	Shortbite	Ltd	
from Salford

•	 	Interactive	Projected	Displays	ROI	
by Hardy & Ellis Inventions Ltd

•	 	EventBeat	SaaS	by	EventBeat	Ltd	
from Stockport

•	 	Automating	Knowledge	in	the	
Cloud by Empiricom Technologies 
Limited from Manchester

•	 	Impact	by	Reason	Digital	 
from Manchester

•	 	User	generated	meta-data	(POC)	
by Movobi Ltd from Stockport

•	 	Tick	by	Tickvantage	Limited	from	
Manchester

•	 	Moneystream	by	Play	Creative	
Limited (trading as Play) from 
MediaCityUK

•	 	Retrofit	design	and	assessment	tool	
by the Society for the Reduction  
of Carbon Ltd (trading as Carbon 
Co-op) from Chorlton

•	 	Social	Hosted	TV	by	iBurbia	Studios	
Manchester Ltd from MediaCityUK

Nigel Walker, Head of Access to 
Finance at the Technology Strategy 
Board, said: “The aim of this 
Launchpad is to draw companies, 
investment and people into the 
Greater Manchester creative and 
digital cluster and encourage 

networking and co-operation. 
Innovative SMEs that might not be 
able to develop their product without 
support will get access to a programme 
that includes funding for their R&D 
projects, as we want to help the whole 
cluster in Manchester to grow.”

Nick Johnson, Director of winning 

company EventBeat said: “The 
Technology Strategy Board has 
presented us with a huge opportunity 
as we strive to become recognised 

globally as market leaders in Social 
Signage technology. This project 
funding will enable us to develop a 
‘Self Service platform’ to deliver a 
scalable solution to a mass market.
We are extremely excited at the 
prospect of the next eight months 
as we undertake our project which 
will look to grow our business, both 
within the Manchester community 
and to a global audience.”

The winners will have up to 60% of 
their product or service development 
project funded by the Launchpad 
programme and will continue to work 
with the Business Growth Hub, which 
has been supporting the growth of 
all of the entering businesses through 
business support and connections 
with Growth Advisors, as well as 
increasing access to the investor 
community and support system 
around Greater Manchester including 
Access to Finance, North West 
Business Angels, the Hub’s Growth 
and Mentoring teams, UKTI, Creative 
England, EEN and AXM.

For more information about the 
Hub’s Digital Growth services and 
other support available to growing 
businesses, contact the team on 
0161 359 3050 or email info@
businessgrowthhub.com

Boost for Greater Manchester’s 
creative and digital businesses

Nick Johnson, 
Director of 
winning 
company 
EventBeat 

Nigel Walker, 
Head of Access 
to Finance at 
the Technology 
Strategy Board

City Airport raises profile

City Airport & Heliport, located in the 
City of Salford close to the M60, is a 
business and general aviation airfield 
and is part of The Peel Group.

In order to raise the profile of the 
site a Family Fun Day is planned for 
Sunday 13 July. The day will feature 
a fun fair, exhibits, a classic cars 
display and a birds of prey exhibition. 
The emergency services will also 
be visiting showing the emergency 
vehicles they use on a day to  
day basis. 

Following on from last year’s 
successful Fun Day which featured a 
flypast by the Royal Air Force Battle 
of Britain Memorial Flight Dakota 

aircraft, this year, in addition to 
the Dakota, the airport will feature 
several flying displays during in the 
afternoon.

Kay Nugent, General Manager, said; 
“We are thrilled to announce the 
return of our Family Fun Day at City 
Airport & Heliport. We are aiming 
to make this year’s event bigger and 
better than ever. The North West Air 
Ambulance will also be visiting us and 
we will be raising money for this very 
worthy cause.”

Further details and discount advance 
tickets can be found on our event 
website www.visitcityairport.co.uk

Over 100 aircraft are based at the 
site, with over 40,000 take offs and 
landings per year, flown by a variety 
of private and syndicate owners, 
students under training, business and 
commercial use. 

The Heliport is also home to Cardinal 
Helicopter Services, a prestige 
helicopter charter company which 
offers executive transportation  
24 hours a day, 365 days a year.
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You can’t teach an 
   old dog new tricks...
...however, we can train your staff to 
improve how they work and how they treat 
your customers.
BlankCanvas Learning provides exciting and engaging methods  
in supporting and nurturing the greatest asset of your business  
- your employees.

We work hard to understand the culture of your business and  
identify a solution that ensures a return on your investment.

We offer learning interventions in the following areas:

• Sales     • Customer Service     • Communication  
• Core Management Skills     • Team Development   
• Influence     • Train the Trainer
We also design employee surveys and bespoke learning materials.

Call us now for a  

FREE CONSULTATION  
and see how we can make real  
improvements for your business

  Contact Will on 07710 066177 
   or email: will@blankcanvaslearning.co.uk

changing the way we think

www.blankcanvaslearning.co.uk

The perfect 
customer 
experience
Hale based training consultant Will 
Blanksby from BlankCanvas Learning 
has announced the first of a series of 
forthcoming training seminars at the 
LifeCentre in Sale.

This workshop is designed to help 
delegates add real value to the 
customer service they deliver.

Will established BlankCanvas 
Learning in 2008. He specialises 
in sales and service training and 
over the past five years he has 
enjoyed working with Tesco, Gala 
Bingo, Coral betting shops, Neal’s 
Yard, Sainsbury’s, The Carphone 
Warehouse and AG Barr’s. 

The first workshop is called “I can!” 
Customer service and is happening 
on July 8. If you would like to find  
out more or book a place then you 
can get in touch with Will on  
07710 066177 or  
e-will@blankcanvaslearning.co.uk 

New owners celebrate a 
bright future for Alderley Park
The new owners of Alderley Park 
have shared their vision for the future 
of AstraZeneca’s former R&D site. 
Manchester Science Parks (MSP) 
shareholders were joined by local, 
regional and national business and 
community leaders at a celebratory 
launch event held at the Cheshire site.

Manchester Science Parks, who with 
majority shareholder Bruntwood 
acquired the 400 acre site in March, 
revealed its ambition to maintain top 
quality bioscience as the cornerstone 
of its commercial strategy. MSP 
praised the investment record of 
previous owners AstraZeneca, and set 
out how the state-of-the-art research 
facilities at the site will be adapted 
to a new business model, where a 
vibrant community of businesses 
would specialise in different aspects of 
the drug discovery chain, working in 
a campus environment to encourage 
collaboration and the sharing of risk.

MSP, which with property partner 
Bruntwood, has a long track record of 
creating inspiring places for business 
success, also shared its vision for 
the 400 acre site in the heart of the 
Cheshire countryside. The new 
owner emphasised the importance 
of putting people at the heart of the 
Park, and of creating a place of beauty 
which nurtures creativity and helps 
businesses balance the pressures of 
working life with the promotion of 
well-being, leisure, and pleasure.

Chris Oglesby, Bruntwood CEO and 
MSP Chairman, said: “Through our 
acquisition of Alderley Park, we have a 
unique opportunity to create a diverse 
innovative community of bioscience 
businesses which is internationally 
respected for the quality of its work 
and as a sustainable business model. 
With our partners and the community 
of exceptional scientists who choose 
to remain at the Park, we will build 
a flagship for a vibrant life sciences 
industry in the North of England”

The vision for Alderley Park to 
remain at the forefront of bioscience 
innovation is supported by MSP’s 
public sector and academic partners, 
including the two Manchester 
universities, Manchester, Salford 
and Cheshire East Councils, and the 
Central Manchester Foundation Trust. 
All partners are united in working 
together to develop a bioscience 
business cluster at the site that 

could establish Alderley Park as an 
internationally recognised centre of 
scientific excellence at the heart of 
the North West.

Former owners of the site, 
AstraZeneca, will continue to have 
a long-term presence at Alderley 
Park, with over 700 employees 
retained on site, and will assist MSP 
in delivering its vision by supporting 
start-up and growing smaller life 
science businesses. AstraZeneca is 
committed to ensuring its legacy 
continues and has pledged a £5m 
contribution to the ‘Alderley Park 
Springboard Fund’ that will be used 
to support new businesses starting up 
there. MSP will also contribute £5m to 
the new Fund, and is optimistic that 
further contributions will ensure that it 
can play an important role in retaining 
and nurturing talent and enterprise. 

Mene Pangalos, Executive Vice 
President Innovative Medicines and 
Early Development, AstraZeneca, 
stated: “As we hand over ownership 
of Alderley Park, we can look back 
with pride on the important role the 
site has played in our success.”

The launch event provided an 
opportunity for attendees to gain 
an insight into the discussions 
around the vision for the future. 
Chaired by Chris Oglesby, the event 
brought together a high profile 
delegation of representatives from 
MSP, Bruntwood, The University 
of Manchester, Cheshire East 
Council and AstraZeneca, including 
George Osborne, Chancellor of the 
Exchequer and local Member of 
Parliament for Tatton. 

Mr Osborne explained the 
Government’s commitment to 
Alderley Park and the importance of 
securing the future of the site. The 
new state-of-the-art science hub will 
form an integral part of an ambitious 
global Life Science Strategy for the 
UK, as well as act as a driver for a 

single health science strategy for the 
North West region and beyond.

At the launch event, Mr Osborne 
presided over the handing over of 
Alderley Park from Mene Pangalos, 
Executive Vice President Innovative 
Medicines and Early Development 
at AstraZeneca to Chris Oglesby, 
Bruntwood CEO and MSP Chairman.

This symbolic event marks the start 
of the transformation of Alderley 
Park by new owners, Manchester 
Science Parks.

L-R Chris Oglesby, Bruntwood CEO 
and MSP Chairman, Chancellor George 
Osborne and Mene Pangalos, Executive 
Vice President Innovative Medicines 
and Early Development, AstraZeneca



SAVE MONEY ON YOUR 
BUSINESS PRINTING

Business Office Printing Supplies 
and Services from Cartridge World
When Cartridge World Business Direct takes on a new business customer, we’re not 
just in it for a quick sale. We’re looking to build a long-term partnership with you. 
That’s why we provide a tailored solution to save your business money every day.

Our expert consultants will arrange a convenient time to visit your premises, 
then carefully assess your printers, print volumes and usage before making their 
recommendations to help you cut your printing costs.

•	 Massive	savings	on	the	price	of	 
 printer manufacturers’ cartridges
•	 Free	collection	and	delivery	service  
 in most cases we offer a sameday service.

•	 Flexible	Credit	Facilities*

•	 Improved	Corporate	Social	and	 
	 Environmental	Responsibility	 
 choosing to recycle rather than replace  
 your cartridges is not only greener  
 but is cost-effective too. Cartridge World Sale

70 Marsland Road, Sale  M33 3HG
www.sale.cartridgeworld.co.uk 
Cartridge	World	Altrincham
26 Regent Road, Altrincham  WA14 1RP
www.altrincham.cartridgeworld.co.uk
Mon-Fri 9am-5.30pm • Sat 9am-4.30pm

* Subject to status   ** Valid until 28th February 2014

from

Call our Business Team NOW on 0161 973 8448and take advantage of a 10% DISCOUNT on	your	next	order	when	you	quote	TBC10**
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New smartphone marketing company 
Big Local App Trafford has partnered 
with the Speed of Sight Charity to 
support Trafford-based Mike Newman 
who is a 6 times Guinness World 
Record holder and officially the fastest 
blind driver on the planet.

Mike, who was blind from birth, is keen 
to share his love of speed with those 
who have disabilities in order to show 
them that everybody can achieve 
amazing things. 

Big Local App Trafford’s Managing 
Director Noel Dunn had a glimpse of 
Mike’s world whilst driving blindfolded 
around the track at the Three Sisters 
track in Wigan on April 23. “We 
take our sight for granted and this 
experience has shown me that people 
with disabilities are courageous and 
overcome barriers each and every day. 

“It was touching to see the biggest 

smiles on the faces of the children 
after driving Mike’s car around the 
track. He is a massive inspiration and 
a great ambassador in the world of 
motorsport and we are delighted to 
support his charity.” 

Mike attempts another world record at 
Elvington Airfield on August 13. 

Big Local App launches at 
the Speed of Sight

L-R 
Big Local App’s 
Alexandra 
Stevens and 
Noel Dunn, 
Mike Newman and Baxter

AN EVENING 
WITH THE

LIONS

25.9.14
SaleFC  M33 3WB

sponsored by

Mike Jefferson • 07867 128463
mike@eliteprorugby.com

      tryrugbymike

eliteprorugby.com

TRAFFORD BUSINESS

connect

JOHN BENTLEY
SCOTT QUINNELL
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Property finance lender, Auction 
Finance Limited, has appointed an 
experienced corporate development 
manager to strengthen its  
expanding team.

Having previously worked for Tenet 
Group Ltd, Capita Business Solutions 
and LMS Mortgage Packaging 
Services, Charissa Chang brings 
over a decade of experience in 
the financial services industry, with 
specific expertise in new business 
development, team management, 
and strengthening existing client 
relationships.

Charissa’s role has a national remit 
with a focus on driving business 
forward, assisting clients with 
property purchases, and building and 
maintaining existing and potential 
client relationships.

Commenting on the appointment, 
Chris Baguley, managing director 
of Auction Finance, said: “Charissa 
brings years of valuable experience 
to the business. Her proven track 
record in building and maintaining 
strong relationships with current and 
potential customers means she’ll be 
instrumental in strengthening our 
client portfolio and consolidating 
relationships with key customers  
and stakeholders.

“As we celebrate ten years of 
lending this year, demand for short 
term funding solutions continues to 
grow. Charissa joins the business at 
an extremely exciting time and her 
knowledge will play a key part in our 

future growth strategy.”

Charissa added: “Auction Finance’s 
reputation and track record in the 
industry, teamed with its insatiable 
appetite for future growth were the 
main reasons I joined the business.

“Having worked in the financial 
services industry for 13 years, I’m 
confident I will bring increased levels 
of customer service and engagement, 
heightened levels of new business 
growth, and assist in positioning 
Auction Finance as the leading 
provider of finance solutions to the 
UK property market.”

The appointment follows a string of 
recent successes for the business. 
Earlier this year it introduced two 
new lending products to benefit 
customers and by the end of January 
2014 it had increased the number of 
properties funded by 341% from the 
previous year.

For more information visit; 
www.auctionfinance.co.uk

Corporate Development Manager Charissa Chang

Auction Finance bolsters 
team with senior appointment

Brabners lawyer appointed Secretary of Eurolegal
Tony Harper, a Partner at North 
West law firm Brabners, has been 
appointed as Secretary of Eurolegal.

Eurolegal is a network of 23 
independent law firms, including 
Brabners, who work together on 
cross-border transactions and other 
multi-jurisdictional casework. The 
network has member firms from 
across Europe as well as the USA, 
Hong Kong and Japan.

Tony is a Corporate Partner at 
Brabners in Manchester with over 
25 years’ experience advising 
businesses on corporate finance and 
corporate transactions. He has also 

provided English legal advice on a 
number of cross-border transactions.

Tony has always been an enthusiastic 
supporter of Eurolegal, having been 
a member of the network since it 
began in 1990. His role as Secretary 
will involve organising the AGM 
and annual conference, considering 
and reviewing applications 
for memberships and general 
administration of the network. Tony 
is taking over the role as Secretary 
from Arco Siemons of Dutch law 
firm Wieringa Advocaten, who has 
held the post for 5 years. This is 
not the first time a Brabners lawyer 
has helped lead Eurolegal; Michael 

Brabner was both Chairman and 
Treasurer of the network.

Commenting on his appointment, 
Tony said: “I am both delighted 
and honoured to become Secretary 
of Eurolegal. Eurolegal provides 
Brabners’ clients with easy access 
to trusted foreign lawyers who we 
know well and have worked with 
previously. I am keen to develop 
the network through new initiatives 
including a young lawyer programme 
which encourages lawyers under 
35 to attend Eurolegal’s AGM 
and conference in addition to the 

member firm’s delegate. Our newest 
member is Japanese firm Kuribayashi 
Sogo and there is much to be made 
of the connections we can build 
upon in SE Asia and North and 
South America since the network was 
recently joined by law firms in Hong 
Kong and Miami.”

Mark Brandwood, Managing 
Partner of Brabners, said: “I would 
like to congratulate Tony on this 
well-deserved appointment. He 
will undoubtedly make a significant 
contribution to Eurolegal’s 
continuing success.”

The Eurolegal Team Tony Brabner

PROPERTY SURVEYORS 
AND ENERGY ASSESSORS

Trafford Surveyors are your local choice for all forms of commercial 
survey work. From banks to private clients, and covering all 

commercial property such as shops, factories and warehouses,  
we can offer a comprehensive range of services and advice.

To find out more about our range of 
independent services please call us on 

0161 929 8257

• Schedule of condition reports 

• Dilapidation reports

• Rent review support

• Commercial EPCs

• Expert witness valuations 

• RICS building surveys

• Specific defects

• RICS accredited assessors

TRAFFORD
S U R V E Y O R S

190a Ashley Road, Hale, Altrincham, Cheshire  WA15 9SF
kferguson@traffordsurveyors.co.uk

www.traffordsurveyors.co.uk
TRAFFORD

S U R V E Y O R S
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Altrincham based Informed Solutions’ CEO 
Elizabeth Vega appointed to techUK main board
Elizabeth Vega, CEO of leading 
Altrincham based IT and Management 
consultancy Informed Solutions, has 
been elected to the Main Board of 
techUK. Already a member of techUK’s 
Public Services Board and the Cabinet 
Office’s SME Panel, Elizabeth is one of 
the UK’s most committed advocates of 
the Government’s SME agenda.

Of her election, Elizabeth said; “I am 
delighted to have been elected to 
techUK’s Main Board and am very 
grateful to those who encouraged and 
supported me in this process. Whilst we 
have offices in London and two offices 
in Australia, our corporate HQ is in 
Altrincham. Therefore, I see this as an 
opportunity not only to champion the 
interests of SME’s throughout the UK 
but also to fly the flag for the Northwest 
region as a great place to set-up and 
do business from.

“To make the UK’s fragile economic 
recovery sustainable and enduring, 
it is critical that the regions and 

regional businesses are supported in 
their efforts to attract the investment 
needed to increase business activity, 
increase employment, increase exports 
and achieve real growth. As CEO of a 
well-established and growing mid-tier 
company, I am deeply passionate 
about ensuring that Government 
consolidates its promise to level the 
playing field for SMEs, enabling them 
to do more business with the public 
sector through open, fair competition 
and procurement process.

“I see my appointment to techUK’s 
Main Board as a great next step in 
championing and helping progress the 
SME, regional business investment and 
export growth agendas.”

Informed Solutions is a leading 
independent provider of professional 
services and systems integration, based 
in Altrincham with offices in London, 
Melbourne and Sydney. Elizabeth Vega 
launched Informed Solutions in 1992 
and has since built the company into an 

award winning market leader.

techUK is the UK’s foremost member 
organisation representing the interests 
of the UK’s ICT industry. Working closely 
with Government and industry to help 
inform key public policy issues, more 
than 850 companies are members of 
techUK, collectively employing more 
than 500,000 people and generating 
about half of all UK tech sector jobs.

New website heralds expansion 
of operations in Australia
Informed Solutions’ expansion of their 
Australia operations marks an exciting 
growth milestone for the Company, 
and is heralded by the launch of a new 
website, www.informed.com

CEO Elizabeth Vega said; “As a 
growing and forward looking company, 
we are constantly exploring fresh 
and innovative ways of showcasing 
our award winning technologies and 
services and what we do to serve  
both existing and new markets.  

We see the launch of our new website 
as the perfect way to achieve that and to 
celebrate the opening of our offices in 
Sydney and Melbourne, a very exciting 
milestone for the Company. We see our 
new website as a key step in reaffirming 
our commitment to core values,  
whilst demonstrating the development 
and progress we have made within  
the business.”

For more information contact: 
0161 942 2000 or email  
Paul.Collins@Informed.com

Elizabeth Vega, 
CEO Informed 
Solutions

Are you looking to promote your 
business within Altrincham, 
Sale and the surrounding area?
Then join the Chamber today and 
start saving £££s
Did you know the Chamber can provide you with:
•  Business Support •  Business Mentoring •  Unrivalled Networking 
•  Training Sessions •  Local Knowledge •  Invaluable Database
And huge savings across a range of services from telephone costs and 
accountancy to meeting rooms and video conferencing; VAT checks and 
printing costs to advertising and radio commercials and much more...

To enquire about membership contact
Paul at the Chamber on;
07708 987518 or call 0161 941 3250
Follow us on Twitter @altichamber
paul@altrinchamchamber.co.uk
www.altrinchamchamber.co.uk
 

The Chamber really is the ‘One Stop Shop’ to service your business.

Visit us on stand 15 at the Trafford Business 
Expo 2014 on July 1 at 
Emirates Old Trafford
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Regional Growth 
Fund Round 6 
opens in summer
Round 6 of the Regional Growth 
Fund is to be launched this summer, 
and is available to bidders from the 
private sector seeking £1million or 
more for high quality projects and 
programmes that leverage private 
sector investment, create sustainable 
jobs and boost the UK economy.

Launched in 2011 by Department for 
Business, Innovation and Skills (BIS), 
the government-backed Regional 
Growth Fund looks to support 
economic growth in local areas 
and support the creation of jobs by 
encouraging small businesses which 
are struggling to secure finance 
through other means.

If you have ideas for projects which 
might be eligible for RGF Round 6, 
please contact the Economic Growth 
Team to discuss how they can support 
your application process at business@
trafford.gov.uk

For businesses looking for less than 
£1million, Regional Growth Fund 
Programmes are available. These 
are schemes run by national or local 
organisations that have been awarded 

RGF cash to offer grants and/or loans 
to eligible businesses.

RGF programmes have made over  
£1 billion available to businesses 
across the UK, with over 3,500 eligible 
businesses having received cash from 
the fund through RGF programmes.

To be eligible businesses must be 
based in England, want to strengthen 
or grow their business, create or protect 
jobs, be investing private capital, are 
unable to find funding elsewhere for the 
application and be state aid compliant.

Each Regional Growth Fund 
programme will have specific criteria for 
applications, and each business should 
check this before they apply.

There is currently a Greater 
Manchester Investment Fund (GMIF) 
available managed by the Greater 
Manchester Combined Authority 
(GMCA) which is designed to encourage 
business growth and job creation in 
the Greater Manchester area.

Loans of between £0.5m and £5m are 
available to eligible companies, and will 
typically be for terms of up to five years.

Minister impressed by LCCC
Sajid Javid, the secretary of state for 
culture, media, sports and equalities, 
was taken for a guided tour of 
Emirates Old Trafford recently by 
Lancashire County Cricket Club’s Chief 
Executive Daniel Gidney.

The Rochdale-born MP was in Trafford 
alongside members of Trafford 
Council, including Leader Cllr Sean 
Anstee, to visit the redeveloped home 
of Lancashire County Cricket Club.

The LCCC sports led redevelopment 
of the area resulted in a new Tesco 
supermarket, a redeveloped cricket 
ground and a new Stretford Sports 
Village. The partnership was  
between Tesco, Trafford Council, 
LCCC, Stretford High School,  
Trafford Community Leisure Trust  
and the former North West 
Development Agency.

Test Match cricket and hosting The 
Ashes at Emirates Old Trafford was 
under significant threat and a proposal 
to move LCCC away from its 150-year 
home of Trafford was very real had 

in terms of jobs and growth and also 
significant long lasting health and 
community benefits we have to offer.

“We have a great partnership with 
Trafford Council and Stretford High 
School and look forward to a long 
lasting relationship.”

LCCC announce record profit 
for 2013
The Club itself has marked a return  
to profitability after four successive 
years of losses by announcing a  
record operating profit of more  
than £3.5 million for the year ending  
31 December 2013.

It also more than doubled its revenue 
to just over £19 million thanks largely 
to six successful days of international 
cricket which saw approaching 150,000 
spectators last year.

Following completion of the stadium 
redevelopment, the Club was successful 
in establishing new partnerships with 
major corporate brands, including a 10 
year naming rights deal with Emirates, 

action not been taken. This would 
have diverted a recurring multi-million 
boost to the local economy every 
time the Ashes are hosted in Greater 
Manchester. Last year’s Ashes were 
valued at £20m for the local economy.

The Council, through the land 
transaction and significant private 
sector investment, enabled £21m to 
the redevelopment of Emirates Old 
Trafford. Without Trafford’s support and 
involvement, the regeneration project 
would not have happened.

Sajid Javid MP said: “I am very proud 
as someone who’s from Lancashire to 
be here today. I am very impressed 
with the facilities and it just goes to 
show how partnerships between the 
public and private sectors can work.  
The outcome is great for the local 
community, not just sport.”

LCCC Chief Executive Daniel Gidney 
added: “We are delighted to welcome 
Sajid to Emirates Old Trafford and 
show him the world class facilities - not 
just for sport, but for the local economy 

L-R Sajid Javid MP with LCCC Chief Executive Daniel 
Gidney outside the Emirates Old Trafford Pavilion

and sponsorship of the new Players & 
Media Centre by AJ Bell. These were 
supplemented by the Club’s existing 
long-term relationships with Thwaites 
and Hill Dickinson which helped to 
deliver growth in annual sponsorship 
to a value in excess of £1 million.

For further information, please  
contact Communications Manager 
Paul Holliday on 07866 262998.

BRING YOUR CARPETS 

BACK TO LIFE

COMMERCIAL CARPET CLEANING

Having your carpets professionally cleaned will give you a completely fresh  
lift to your business premises for both customers and staff alike.

We ensure that your business enjoys a minimum of disruption with our  
professional service, leaving your carpets beautifully clean, fresh and dry.

Regular contracts are available plus one-off cleans.

•	Pre-clean dust mite treatment

•	 Fast-dry system

•	Upholstery cleaning available

•	Commercial properties

•	Public Houses

•	Conference venues

•	Offices

•	Hotels

•	Public areas

•	Reception areas

Call NOW for your FREE ESTIMATE

0161 905 3855
www.tailoredcarpetcare.co.uk

Tailored	Carpet	Care,	132a	Northenden	Road,	Sale,	Cheshire,	M33	3HE.
m:	07818	403358						e:	enquiries@tailoredcarpetcare.co.uk

Regular cleaning extends the life of your carpets
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Manufacturing Matters North West 2014
Following the success of the first 
conference last September, a second 
Manufacturing Matters North West 
event will take place on June 25  
this year.

Once again, manufacturers from 
across the region will be coming 
together to celebrate, share and 
explore manufacturing excellence in 
the North West.

Hosted by Mark Edwardson, TV 
news presenter for BBC North West 
Tonight, the event will take place at 
the A J Bell Stadium (formerly Salford 
City Stadium) from 9.30am - 2.15pm 
followed by an exhibition of business 
support providers and networking.

The conference is free to attend and 

will feature world-class speakers and 
industry experts, a panel discussion, 
personal growth stories, and 
access to support and networking 
opportunities.

Speakers confirmed to date: 

Andy Okolowicz  
Factory Manager, New Balance

Graham Wardlow 
Managing Director, Magnesium 
Elektron Technology Centre

James Baker 
Business Director,  
National Graphene Institute

Steven Barr 
Head of MAS and Area Director, 
Manufacturing Advisory Service

Gary Briscoe 
Managing Director, Mr Blister Ltd

Lesley Sharrock 
Commercial Director,  
James Robertshaw

Mark Woodward - Managing 
Director, The Papercup Company

John Sturgess - Owner/Director, 
MGS Technical Plastics 

Dave Jones 
Managing Director, VEKA

Jade Aspinall 
MBDA UK

Tickets are free to manufacturers and 
are being taken up quickly.

Manufacturing Matters North West 
2014 is supported by the Business 
Growth Hub, Manufacturing Advisory 
Service and NatWest.

The conveyancing, housing and 
family teams at Stephensons in 
Altrincham have moved into a new 
home of their own to cater for the 
firm’s growth over the last 12 months.

To celebrate this move Mayor of 
Trafford, Councillor Dylan Butt,  
was recently invited to the opening  
of the new offices in Grosvenor 
House, Altrincham.

The leading law firm, which has a 
network of 10 offices throughout 
the Northwest and in London, has 
moved to larger offices after a 
significant increase in demand for 
legal services and a doubling of the 
staff numbers in the last year.  

Ann Harrison, chairwoman of 
Stephensons, said: “It’s an exciting 
period for our Altrincham team; 
we’ve recruited more staff and 
increased the range of legal services 
we can offer to local people, so our 
new office gives us more room to 

continue that growth. 

“While our legal specialists are more 
adept at helping their clients to buy 
and sell their homes, supporting 
them with family legal matters and 
also helping tenants with housing  
law issues, this time it was the turn of 
our Altrincham-based staff to make 
the move.”

Stephensons is committed to 
providing access to justice for all 
and working with local organisations 
to provide outreach to people who 
need legal services. 

This includes free drop-in sessions 
at the Broomwood Community 
Wellbeing Centre each Tuesday and 
Friday. Similar sessions are also held 
at Partington Community Wellbeing 
Centre on Mondays, Wednesdays 
and Thursdays.

To find out more about the firm visit 
www.stephensons.co.uk

Stephensons moves into 
new Altrincham home

(L-R) Chairwoman, Ann Harrison, Trafford Mayor, 
Cllr Dylan Butt and Branch Manager, Janet Walsh.

who’s 
    driving 
           your business?

How do you fund your vehicles? It’s no longer one size fits all. 
Contact us for a no obligation review and bespoke solution for 
funding your business vehicles.

Funder portfolio
With one of the industry’s widest portfolios of 
finance providers, we’re always able to find the rate, 
credit or profile to fit your needs.

Fleet management
We’ve tailor made some of the most innovative and 
comprehensive fleet management packages to be 
found anywhere in the industry today.

Priority one
We are 100% committed to total customer care. 
Our dedicated account managers are always on 
hand to help.

Contact us NOW for ALL your business cars, vans and motoring requirements:

01422 382561 • 07837 895266
martin.duddridge@idealautomotiveconsultants.co.uk 
www.idealautomotiveconsultants.co.uk

Advanced technology
Constantly evolving cutting-edge technology 
designed to support you, your drivers and your fleet.

Product and service development
Ask us about SMARTLEASE- Long term contract hire 
benefits with the added termination flexibility of 
daily rental and 28 day plus hire products.

Insurance and accident aftercare
Would you expect manufacturers original parts to  
be fitted to your car in the event of an accident? 
Does your insurer guarantee this?  
Protect the future value and safety of your vehicles.

Incorporating

Contract Hire?
Salary
    Sacrifice?

Leasing?
PCP? Cash for Car?

Outright  
    Purchase?

Visit us on 
Stand 29 

at the Trafford 
Business Expo

on July 1



RICH
 TV LTD

How will you promote your 
business in 2014?
Don’t miss the Trafford Business Expo
Tuesday 1st July 2014  10am - 4pm

• Exhibition stands available
• Free visitor attendance
• Free seminars 
• Free catering and parking

Supported by

For further information visit: www.trafford-business-expo.co.uk
or contact us on: 0161 300 6396 / info@innov8-conferences.co.uk

TRAFFORD BUSINESS

connect
CONNECTING BUSINESSES

ACROSS TRAFFORD
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Bridging Finance customers 
to benefit from 
£435m Securitisation
The parent company to specialist 
short-term lender Bridging Finance 
based in Cheadle Royal has secured 
additional funding to bolster its 
lending requirements.

Jerrold Holdings Limited has 
announced it has completed an 
extension of its private Securitisation 
programme, while also increasing the 
facility from £373m to £435m.

The increase in financial backing will 
enable Bridging Finance to continue 
to provide competitive lending 
products to its customers.

Commenting on the transaction, 
Chris Baguley, said: “This important 
transaction secures committed funding 
on favourable terms to January 2018 
and will support considerable growth 
in both our retail and commercial 
divisions in line with continued 
demand for our products.

“This investment demonstrates our 
on-going commitment to customers 
and follows recent expansion with the 
opening of a London office. It will allow 
us to fund our ambitious growth plans 
and deliver a wide range of products 
at competitive rates to benefit our 
customers, both old and new.”

The new revolving facility runs until 
January 2017 with a further 12 months’ 
non-revolving commitment to 
January 2018. The Securitisation Note 
purchasers are Royal Bank of Scotland, 
Lloyds Banking Group and Natixis.

Loans from Bridging Finance typically 
vary from £20,000 to £3m, with  
an average loan size of £67,500.  
Funds can be transferred just 24 hours  
after completion.

For more information on Bridging 
Finance, call 0161 333 1955 or visit: 
www.bridgingfinance.co.uk

Manchester law firm’s 
growth success
A Manchester law firm is forecasting 
a successful 2014 following an 
impressive previous 12 months.

Established in 2007 as a breakaway 
commercial boutique firm from Legal 
200 Rowe Cohen, Lewis Hymanson 
Small has seen strong growth in 2013 
as well as a number of successes 
and client wins. In January, the firm 
became part of the US-based global 
Markel Group less than a year after 
being bought by legal expenses 
provider Abbey Legal Protection.

During a frenetic 2013, the firm has 
acted on a number of serious cases 
in several fields. They specialise in 
regulatory work, employment law, 
commercial litigation, white collar 
crime and commercial property and 
mainly acts for national associations, 
regulated businesses and an 
increasingly large pool of SME clients.

“2013 was an incredible year for 
Lewis Hymanson Small and we’re 
looking forward to continued growth 

in 2014,” said Will Burrows, head of 
employment law.

“We’re working on some of the 
biggest legal cases in their field this 
year including the new Hillsborough 
Inquest and the A19 police age 
discrimination cases, one of the most 
important Employment Tribunal 
decisions in recent years and a great 
success story for the firm.”

Headed up by partners Ian Lewis 
and Graham Small, the practice 
have acted in some of the most 
high-profile cases in recent years 
including the Raul Moat Inquiry, 
the Stephen Lawrence Inquiry, the 
News of the World phone hacking 
cases (Operation Elveden), and the 
Inquests into the deaths of Diana, 
Princess of Wales and Dodi Al Fayed.

“We’re delighted to be growing so 
rapidly and this year we’re looking 
at opening a London office so that 
we can better service our London 
clients,” added Mr Lewis.
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NatWest focus on Manchester
Ian Cowie, the Chairman of SME 
Banking at NatWest, made a special 
visit to Manchester recently to mark a 
milestone in the Greater Manchester 
Business Growth Hub’s mentoring 
programme.

The visit took place on May 7 at 
NatWest’s Spinningfields offices, and 
marks 200 businesses having worked 
with the Hub’s Growth Mentoring 
service since June 2013. Ian met the 
Hub Growth Mentoring team and four 
growing businesses that are currently 
working with Hub mentors.

NatWest is working with the Hub to 
train members of their own staff as 
business mentors, with 19 already 
actively working with businesses from 
across Greater Manchester. Ian’s visit 
was also designed to encourage more 
staff to become mentors.

The four businesses currently working 
with mentors recruited from NatWest 
are Sarah Hardacre, a visual artist and 
print maker from Salford, Eric Bishiyka 
of SW Clothing from Oldham, Amman 
Ahmed of Rormix, an app developer 

from Manchester and Jenifer Lord of 
JeniferLord.com from Tameside

The Business Growth Hub has already 
recruited 183 mentors, drawn from all 
areas of the business community, and is 
continuing to expand and recruit more.

The fully funded programme matches 
mentors to growing businesses to 
enable them to share their insider 
knowledge and help the companies to 
make the right choices from starting a 
new growth business, exploring finance 
to expand, accessing support, setting 
new goals, facing a business dilemma 
or just needing a second opinion.

Ian Cowie said: “I’ve heard some 

inspiring stories today about the 
fantastic value that mentoring is bringing 
to both small business and bank 
mentors in Manchester. I’m very proud 
of the role that local NatWest mentors 
are playing in support of this scheme.”

Richard Jeffery, Director of the Business 
Growth Hub, said: “Reaching this 
milestone of engaging 200 businesses 
with our mentoring service is a great 
achievement which we could not have 
achieved without the tireless support of 
our mentoring community.”

Visit www.businessgrowthhub.com/
services/mentoring-programme  
or call 0161 359 3050

In the biggest UK trailer purchase 
deal by a single company in 2014 
so far, leading trailer company TIP 
Trailer Services has announced 
that it is to invest over £19million 
in 900 new trailers for its UK trailer 
fleet. The first of the new trailers are 
scheduled to go into service  
in June this year, with the balance  
of the 900 trailers being operational 
by October.

With its UK Head Office in 
Carrington, TIP’s planned £19m 
trailer programme for 2014 will 
predominantly cover a mixture of 
standard trailer types, including 
curtainsiders, box vans, skeletals 
and reefers, although TIP says that 
it will also be looking to include 
a small number of newer trailer 
design types, such as teardrops  
and double deck trailers.

Announcing details of this major 
investment deal, Mike Furnival, 
Commercial Director UK said, 
“The majority of the trailers being 
purchased will go towards satisfying 
the growth of new TIP business here 
in the UK. 

“The UK customer base is asking 
for newer trailers as part of our 
extensive product offering and it is 
really positive that we are able to 
service this requirement and grow 
our market share.”

In the UK, TIP currently owns 
and manages over 14,000 trailers 
through its trailer rental and  
services business. 

Mike added “We feel that the  
time is now right to invest in our  
UK trailer fleet, which will enable  
us to better support our customers’ 
demand for good quality, flexible 
rental equipment that allows  
them to deliver the best service 
every day.”

As the new trailers join the growing 
TIP fleet, the company will be 
looking to remarket and sell some 
of their older trailers in the first 
steps towards reducing the overall 
fleet age profile.

Visit TIP’s website www.tipeurope.
com to learn more.

900 new 
trailers for 
TIP fleet

IFA battles 
jellyfish to 
qualify for 
channel swim!
As reported in the last edition of 
Trafford Business Connect local IFA 
David Randall of DJ Financial Solutions 
is to become one of the oldest 
swimmers to attempt the English 
Channel in September this year.

At 60 David will hopefully be the 20th 
successful swimmer over that age to 
complete the challenge. Fresh from 
a week at his gruelling training camp 
in Mallorca he is now qualified for 
the Channel attempt in the autumn. 
During the qualifying swims David was 
bitten several times by local jellyfish, 
but battled on to become eligible for 
the arduous swim to France.

David has earmarked three worthwhile 
charities which helped to focus him on 
his rigorous training schedule 

- The Alex Hulme Foundation, 
Stockdales and The Samaritans. 

If you’d like to find out more please 
call David on 0844 499 1508, or 
to make donations please visit: 
uk.virginmoneygiving.com/
DavidRandall5

D.J. Financial Solutions
Personal & Commercial Financial Guidance

Are you ready for 
Auto Enrolment?
D.J. Financial Solutions offer a one-stop shop taking the headache 
out of setting your business up for auto enrolment.

In partnership with specialists Workplace Advice Group we 
operate an efficient and hassle-free service, freeing you to 
concentrate on running your business.

Call now for more information:

David Randall
0844 499 1508/07767 833 951
david.randall@djfinancial.co.uk  www.djfinancial.co.uk

2nd Floor 
3 Ambassador Place
Stockport Road
Altrincham
WA15 8DB

D.J. Financial Solutions is an appointed representative of Intrinsic Financial Planning Limited, 
which is authorised and regulated by the Financial Conduct Authority.

Ian Cowie, Chairman of SME Banking, NatWest (Centre) pictured with the Hub Growth 
Mentoring Team plus four businesses currently being mentored



Catch up 
with us on 
Stand 19

www.bluelaw.co.uk
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Property Perspective 
mark official opening 

Shield Group 
wins Imperial War 
Museum contract

Back in 2008 during the recession, 
John Jarvis set up a Property Business 
in Altrincham providing services to a 
range of builders across the UK. Since 
then the business has grown and 
Property Perspective now employ  
7 staff. John has recently expanded the 
business even further and opened  
‘The Property Lounge’ in Altrincham.

Located at Garden Place, Victoria 
Road in Altrincham, this agency is well 

The Shield Group, who have recently 
moved into their regional HQ in 
Old Trafford, has been awarded the 
visitor services and security contract 
at IWM, the world’s leading authority 
on conflict and its impact, focusing 
on Britain, its former empires and the 
Commonwealth, from the first world 
war to the present.

IWM is a family of museums which 
attracts over two million visitors a year, 
including IWM’s London site that is  
re-opening on July 19 with new first 
world war galleries and a new atrium 
space marking the centenary of the 
first world war. 

As well as IWM North, other sites 
include IWM Duxford, a world 
renowned aviation museum, Churchill 
War Rooms, housed in Churchill’s 
secret HQ below Whitehall, and  
the second world war cruiser  
HMS Belfast.

The Shield Group, an award-winning 
company which has been at the 
forefront of the UK’s security industry 
since its inception 25 years ago, won 
the contract following the recent 
launch of a dedicated division for 
manned guarding. The company will 
provide some of the most reliable 

equipped to handle a range of selling 
and letting opportunities. 

John Jarvis explained, “Our approach 
to Estate Agency is different to most, 
not a formal office but an inviting 
‘Property Lounge’ where potential 
customers can relax and discuss 
individual needs and requirements, 
from selling or letting a property to 
valuable mortgage advice. 

“Recently we received instructions on 
Victoria Apartments in Altrincham, the 
first of its kind converting office space 
to residential, a fabulous initiative for 
Altrincham offering affordable housing.”

An event was recently held at Property 
Perspective where the Mayor of 
Trafford, Cllr Dylan Butt joined guests 
to celebrate the ‘Official Opening’.

security guards skilled in providing a 
quality visitor experience to all five of 
IWMs sites around the country.

As of the 1 April 2014, IWM transferred 
all of its visitor services and security to 
The Shield Group. Since taking on  
the role, the greatest priority for both  
IWM and The Shield Group has  
been to meet with staff and PCS to 
ensure everyone is fully supported  
throughout this transfer.

Commenting on the partnership,  
Alan Stoneman, Director of Corporate 
Services at IWM said: “We were very 
keen to work with a security company 
that really understood IWM’s culture 
and values as well as being able to 
offer a first class service. Throughout 
the process The Shield Group was able 
to demonstrate this empathy for the 
museum and we are delighted to be 
working with them in this important 
year for the museum.”

Speaking about the new contract, John 
Roddy, Chief Executive of The Shield 
Group commented: “We are delighted 
to partner with IWM to provide 
our comprehensive customer first 
approach visitor and security services.

“With our reputation and experience 
in this sector, we will be drawing on 

our expertise to deliver the great 
experience and services visitors have 
come to expect from visiting IWM’s 
five world class branches.” 

With projected sales of over £80 
million for the fiscal year 2014 -15,  
The Shield Group has been 
undergoing a major transformation 
since it was taken over in 2012 by 
India’s leading and largest security 
company, Topsgrup. 

Late last year, The Shield Group 

Business is booming 
bringing animation to life
On the first anniversary of 
international cinematic legend Ray 
Harryhausen’s death (May 7)* his 
legacy is boosting the MediaCityUK 
based Animation Toolkit business 
launched by Westley Wood.

By day, Westley is a director and 
producer for Citv but in his spare 
time he has built a burgeoning 
internet based business that has 
provided his Ray Harryhausen 
endorsed armature kits for as many 
as 5,000 animation projects across 
the world. Customers have included 
Disney, Aardman and Dreamworks. 

As an expert in stop motion 
animation, Westley, who lives in 
Altrincham and is currently producing 
and directing programmes such as 
Compost Corner and Stix and Stones 
for Citv, identified a gap in the 
market to provide kits which  
when built provide the ‘skeleton’  
for animation characters. After they 
have been fleshed out with  
clay and various other materials,  
the armatures are then brought to 
life by animators who move them 
frame by frame to create stop  
motion animation.

“The idea to create animation 
armature kits was really born by 
seeing trainee animation students 
struggle to build puppets for their 
films, it’s very time consuming as 
well as difficult to find the parts to 
build a quality and durable armature 
for a character. In my spare time 
I started to make the kits in my 

garage and demand soon picked up. 
Harryhausen is the grand master  
of stop motion animation so I knew 
that if he agreed to endorse my 
product my armature kits would 
really take off. I felt very honoured 
that he gave my product his seal of 
approval before he sadly passed 
away,” said Westley, founder of 
Animation Toolkit.

To cope with demand, three factories 
in China now produce the thousands 
of parts that were sold this year  
alone and sales have increased  
10 fold since Harryhausen endorsed 
the product. Customers now extend 
beyond the student market to 
industry professionals across the 
world as well as avid model makers 
and film enthusiasts.

Stephen Wild, Managing Director  
of MediaCityUK said: “Animation  
is going through a resurgence  
and Manchester has easily become 
the capital of this genre in the UK  
- with much of the activity  
happening here within MediaCityUK. 
It’s no coincidence that Westley’s 
business is booming and Animation 
Toolkit has become an important cog 
within the wheel.”

*Ray Harryhausen is world renowned 
for his work in special effects with 
stop motion animation. He made his 
name coining the term Dynamation 
and creating fantasy films, including 
Jason and the Argonauts and Clash 
of the Titans during the 1950s, 60s 
and 70s. He died aged 92 last year.

launched four strategic verticals 
combining traditional man-power 
and innovative technology, to 
deliver intelligent, risk-based  
Total Security Solutions (TSS)  
to its customers. 

That same year, John Roddy,  
who has over 30 years’ experience 
in the UK and European security 
sector, was appointed Chief 
Executive of the company, with a 
vision of making it one of the top 
five security providers in the UK.

L-R Becky Want, BBC Radio Manchester, Cllr Dylan Butt 
(Mayor of Trafford), Paul Mirage, John Jarvis
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Trafford Business Connect were 
recently invited to have a chat with 
Trafford Councillor Sean Anstee 
about the council’s relationship with 
local business. 

Sean holds the unique distinction at 
26 years old of being the youngest 
Council Leader in the UK, and has 
held that position since March  
after the sudden departure of 
Matthew Colledge. 

Many businesses across the 
borough are worried about the 
state of the roads, specifically 
potholes, that are potentially 
putting off their customers visiting 
their shops and premises. This 
seems to be a specific issue 
across Trafford Park, where there 
are more heavy vehicles adding to 
the problem. What is the council’s 
policy on this?

We make certain that our allocated 
capital budget for road maintenance 
is fulfilled and our priority is to act 
as quickly as possible when notified 
of any problems. There has been 
an announcement recently that 
central government are looking to 
allow more funding specifically for 
addressing the pothole problem, 
however, we will have to wait to see 
how that impacts on Trafford.

Where would a start-up business 
turn to for advice before starting 
their business in Trafford?

The council has a dedicated 
Economic Growth Team, which is a 
discretionary area of spending for us. 
We have protected this over recent 
years as it is important to encourage 
commercial growth in Trafford. 
Businesses can come to us for advice 
on locations, contacts for other 
businesses and a range of important 
support. We would also encourage 
businesses to approach their local 
chamber of commerce, specifically 
Greater Manchester Chamber  

of Commerce, or the Altrincham  
and Sale Chamber of Commerce for 
that area of Trafford.

The first port of call would be the 
Economic Growth Team which are  
a small but dedicated team which  
I think are particularly effective.  
As well as advising on locations 
and other useful areas of support, 
they can guide a new business to 
take advantage of grants and funds 
available. For instance, we’ve recently 
agreed changes to reduce business 
rates on a range of properties with 
rateable values below £50,000, or on 
properties that are empty to bring 
them back into use.

Are there restrictions in place to 
be able to take advantage of these 
reduced business rates?

Each relief scheme has different 
conditions attached to it. For 
example, the Retail Rate Relief 
scheme will offer up to £1,000 
discount to retail properties with a 
rateable value of £50,000 or less, 
whilst Reoccupation Relief will 
offer a temporary 50% discount to 
occupants of retail premises that 
have been empty for a year or more 
at the point of occupation. Small 
Business Rates Relief also continues to 
be available to business premises with 
a rateable value of less than £12,000.

The Economic Growth Team can 
help in identifying which premises 
are eligible for these discounts.

In what way are the council 
supporting apprenticeships at 
present in the borough - are there 
any specific plans in the future?

Currently there is the Partington 
Pledge which is supported by many 
businesses and has been successful 
in bringing young people to the 
workplace. 20 businesses have 
signed up for this, bringing 34% of 
young jobseekers in the area into 
employment so far. Over the coming 

months we’re going to roll that out 
to become the Trafford Pledge which 
will be a borough-wide initiative.

The thing about the pledge is that 
it is more effective than some of the 
DWP schemes. If we can match our 
local unemployed young people with 
local businesses that are recruiting, 
then between council and business 
that’s a great way to show support for 
our local young people.

Also, in terms of apprenticeships, 
the council, as the borough’s largest 
employer, actively supports the 
apprenticeship system by offering 
the scheme across many of its own 
different departments and sectors.

What’s unique about setting up  
a business in Trafford?

There are many unique aspects of 
Trafford to attract business to the 
borough. We have a local population 
educated to a very high standard, 
which means they tend to earn higher 
wages and create more spending 
within a very strong local economy.

Location is important and a good 
transport infrastructure helps 
tremendously. We have the Metrolink 
which currently goes down the 
middle of the borough, however, 
more work needs to be done on how 
we connect the north and south of 
the borough.

To sum up the unique aspects of 
Trafford I’d say in a nutshell our 
economy, people and location.

What incentives are the council 
offering businesses to set up and 
open up manufacturing premises?

The key business location for 
manufacturing is Trafford Park, 
however, from an economic growth 
perspective the council has been 
very open with businesses that we 
seek to engage with. So, one of 
the primary reasons behind having 
an economic growth team is to 

say, look at where we are, and how we’re 
located, and how easily it is for businesses 
to approach us. It’s not just manufacturing 
that we would support, but all businesses, 
and for all those coming forward we will 
actively engage with them to find solutions 
and offer support in locating in Trafford. 
There are many huge businesses that 
have been actively guided into the area, 
and that is from a Greater Manchester 
perspective as well, with MIDAS and other 
inward investment schemes available.

What monetary grants are available to 
businesses in Trafford?

One of the things that MIDAS and 
our team will do will be to try and find 
financial supports for businesses to set 
up in Trafford, whether that’s through the 
Greater Manchester Fund or one of the 
number of Greater Manchester-wide or 
Trafford-specific schemes like the town 
centre loan scheme. Often the task is to 
match a particular business with a scheme 
that’s useful and helpful to that business. 

What there’s less of are grants, with the 
current emphasis on making credit easier 
to find for businesses in the borough.

What information support is the council 
offering businesses in Trafford and how 
are you ensuring businesses get that 
information?

Again, our Economic Growth Team, small 
as it is, has developed enormously over 
time. There was a point when we didn’t 
even have a decent database of business 
contacts. Now, however, we have put into 
place effective methods of communicating 
with large numbers of businesses. 

For instance, if there is news on Metrolink 
moving through Trafford Park, we can 
specify Trafford Park businesses from our 
database and contact them all in one go. 

We also produce a quarterly Business 
Bulletin, and keep on top of the council 
website, with updates to make information 
regularly available to all businesses.

With the new proposed Metrolink 
going through Trafford Park, how do 

comment
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you think the current Metrolink 
infrastructure is serving Trafford 
as a borough?

I think with the new Metrolink 
reaching out to the airport, it will 
ensure areas like Sale Moor will enjoy 
the same access as Sale, Timperley 
and Altrincham which are all well 
served by the existing routes. What 
isn’t well served is the north of the 
borough. Places like Flixton, Urmston 
and Davyhulme can only reach the 
network through Stretford.

Looking at Metrolink through 
Trafford Park - I think the reason 
it is such a priority for Greater 
Manchester is that now the other 
boroughs are connected bringing 
the city region together, people who 
work in Trafford Park, who would 
have access to the Metrolink in 
places like Rochdale or Oldham for 
example, can now travel easily to 
what is still the largest industrial  
park in Europe.

In my view this proposed expansion 
of the Metrolink has to be the  
first priority.

Inevitably, there is going to be 
a rise in interest rates. How will 
this affect retail activity in the 
borough?

It depends when it happens, 
and also how it happens. My 
view is that people in the 
North should now be feeling 
the benefits of recovery in 
the economy. For a long 
time, businesses in 
the Southeast, when 
asked if things were 
improving, would say 
yes, whereas here it’s 
only recently that the 
general feeling of 
improvement can 
be felt. 

Saying that, if 
you look at any 

figures coming out of this region, 
whether it’s airport visits, hotel 
capacity, crime statistics, no matter 
what you look at, these figures show 
a distinct improvement now.

So, if there is a rise in interest rates, 
I do hope the Bank of England do 
it gradually so there isn’t a jolt to 
the general economy. With current 
unemployment at 7%, and people 
wondering what’s going to happen 
in light of the BOE trigger point 
being reached, I think setting further 
trigger points would 
only add to the 
uncertainty  
of how fast 
and when 
rates rise.

Peel 
Holdings are 
looking to 
link Salford 
Quays with 
Liverpool 
via the 
Manchester 
Ship Canal, with 
an estimated 

investment of £50 billion over  
50 years, what is the council’s view 
on the Ocean Gateway vision?

Peel are a key partner. They have a 
huge amount of land, and we need 
to work with them to develop some 
pretty tough housing targets over the 
next 8 or 9 years.

As far as their plans for outside the 
borough goes, if the Northwest is 
doing well, then that’s obviously 
good for Trafford, which in my view 
is the economic powerhouse of the 
Northwest. The borough benefits 

greatly from being where it is, 
and if there is going to be a 

stronger connection between 
Liverpool and Salford, then 
Northwest businesses as a 
whole will be stronger and 
better able to counter an 
inevitable draw to London 
and the Southeast.

We need to make sure 
we have a powerful 

network of connected 
businesses looking outside 

our own borough, which will 
make our regional economy 

in the Northwest stronger.
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Finally – HS2 – What is the 
council’s position on this?

Well, the council supports the 
high speed 2 network, with 
concerns about a particular route 
and spur which goes through 
Warburton. However, our main 
concern is that once the HS2 line 
is complete, we need to address 
what happens to the passengers 
once they arrive at Manchester.

There is the concern that once 
the project is complete it will  
end up as one way traffic  
to the South. 

We need to ensure that 
once passengers alight in 
Manchester, the Metrolink 
is fully able to quickly link 
areas throughout Greater 
Manchester, and that 
includes all areas of Trafford, 
offering quick and easy links 
to areas like Trafford Park.

That is the only way we 
will be able to deliver the 
economic benefits put 
forward by the project.



moves
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The Shield Group, the UK’s largest 
independent total security solutions 
provider, has marked the opening 
of their new regional headquarters 
in the heart of Old Trafford with an 
official launch event. 

On Thursday May 15, Dr Richie 
Nanda, Executive Chairman of  
The Shield Group, officially opened 
the new Headquarters situated in 
Trafford Plaza in the heart of Old 
Trafford. Invited were a guest list  
of clients, local businesses and 
partner companies.

The move to Old Trafford is 
expected to create hundreds of 
jobs in the region. The state-of-
the-art facility will aim to further 
enhance the group’s operations 
as well as serve its sizable client 
base in the important hubs across 
the North of England, supporting 
the company’s branch offices in 
Glasgow, Leeds and Birmingham. 

The flagship site in Manchester 
will showcase The Shield Group’s 
rapidly expanding client base across 
the north of England and Scotland, 
as well as its diverse range of 
business security services. 

The move is testament to the 
success story Shield has had in 
the Manchester region, where the 
company has seen strong growth in 
recent years and has recently added 
major clients such as the city’s 

renowned Imperial War Museum 
North. The new office is also set to 
bolster employment in the region 
with more than 300 new staff. 

Speaking about the launch of 
the new regional headquarters in 
Manchester, John Roddy, Chief 
Executive of The Shield Group 
commented: “The decision to 
open a regional headquarters in 
Manchester was an easy one. From 
the first day we set up office in the 
city, where Shield has operated for 
a number of years, we have and 
continue to experience phenomenal 
growth. The new centre is a smart 
investment that will bring new 
employment opportunities to the 
area as well as provide a welcome 
boost to the fastest growing 
economy outside of London.

“We are delighted with the 
feedback from our customers in 
the region and this decision also 
further extends our reach across the 
UK. The growing demand for our 
innovative Total Security Solutions 
Model is testament to our growth 
and unparalleled expertise in the 
security sector.”

Gordon Brady, Managing Director 
- National Accounts, is responsible 
for the running and operation of the 
business in Manchester, and new 
business development is the remit 
of Corporate Account Manager 
Bradley Cohen, who brings with him 

have helped increase revenues 
just over the last year from £61m 
(2013) to £81m (projected for 2014). 
This latest development follows 
The Shield Group’s acquisition by 
India’s leading and largest security 
conglomerate, Topsgrup in 2012, 
where the two market leaders set 
out to strategically collaborate and 
scale up the company’s services. 
With a growth in EBIDTA of 67% 
from the last financial year, the 
combined turnover for Topsgrup 
and Shield this financial year is 
expected to be around £170m. 

Dr Richie Nanda, Executive 
Chairman, added: “We are 
delighted with this move and  
the opportunity it provides  
our customers, who now feel  
that we are closer at hand to  
continue to provide a world-class 
security service.

“The Group has seen significant 
growth in the service we provide in 
the region and will use the regional 
headquarters to meet these 
growing demands.”

an extensive portfolio of business 
development experience working 
for a range of leading UK-based 
companies.

Speaking about his new role, 
Bradley said: “I am thrilled to be 
heading this amazing new project, 
which marks a pivotal point in The 
Shield Group’s continued journey 
of growth, innovation and success. 
I am confident that the decision 
to strengthen our presence in the 
North of England will prove to  
be a successful venture.  
I look forward to working with our 
team in Manchester to grow the 
business and achieve our overall 
corporate goal.”

The Shield business has expanded 
rapidly over the last few years, with 
the opening of several new offices 
around the UK to become a national 
brand. Shield has geared up its 
presence throughout the UK by 
widening its footprint to Glasgow, 
Leeds, Manchester, Birmingham, 
Bristol and Belfast. The number 
of staff working at the company 
has increased to over 2,500 and 
customers to more than 400.

Recently The Shield Group activated 
the Shield Monitoring System in 
Preston, UK, which has full Category 
II status, is compliant with British 
Standards regulations (BS5979) 
and will further enhance the range 
of services that the company can 
provide to its clients.

In order to grow the business 
volume, Shield has also hired seven 
managing and regional directors 
and invested £1m into an NSI Gold 
certified alarm-monitoring centre 
in Preston. All of these changes 

The Shield Group open their new  
         Regional HQ in Old Trafford

‘‘         Manchester is the ideal location to  
         strategically enable The Shield 
Group to take advantage of the growing 
opportunities in the city and expand our 
services to the neighbouring regions.

Dr Richie Nanda,  
Executive Chairman of The Shield Group

’’ Dr Richie Nanda, Executive Chairman  
with John Roddy, Chief Executive
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The Trafford Business Expo 2014
Business in Trafford is growing at 
an exceptional rate. Almost every 
day we’re approached by organisers 
and businesses with news of 
networking opportunities, new 
business launches and a whole host 
of events geared to bringing the 
local business community together.

As a B2B magazine rooted in 
Trafford and geared to bringing 
businesses together not just here 
but throughout Greater Manchester, 
we jumped at the chance to 
sponsor the borough’s foremost 
B2B event this year.

Owned and organised by 
Manchester based innov8, one 
of the UK’s leading conference 
services agencies, the Trafford 
Business Expo 2014 will take place 
at LCCC’s iconic The Point, one of 
the foremost conference facilities 
in Trafford. The event is on Tuesday 
1 July, running from 10.00am until 
4.00pm, and is entirely free of 
charge to visitors.

Taking on board the success of 
their previous Stockport Business 
Expo’s over the last couple of years, 
innov8 felt confident that the same 
successful formula can be applied 
to Trafford, and to date, looking 
at how fast the stands are being 
booked, it looks like the decision 
has paid off. 

James Caldwell, Director of Innov8, 
set out his vision for Trafford 
Business Expo to bring not just 
SME’s together but a whole host of 
larger businesses under one event, 

building a business community 
in one of the Northwest’s fastest 
growing business districts. Trafford 
currently enjoys business growth 
which is now faster than the 
Northwest average, with average 
earnings up to 20% higher than 
across Greater Manchester. 

The expo will provide the ideal 
opportunity to source customers, 
find suppliers and partners, 
and along with the added free 
workshops and speakers offer a 
great opportunity for businesses of 
all sizes to grow and make contacts.

The Trafford Business Expo is also 
unique in the fact that it is the 
only Trafford focused business 
to business event, providing an 
exceptional opportunity for business 
networking at a much greater scale 
than through other events.

Projected figures for exhibitors are 
currently over 50, with the majority 
of stands already snapped up as we 
write this article.

Free Seminars
Throughout the day there will be 
a series of free workshops and 
seminars. These are all geared to 
add value for any business that 
wishes to learn more about specific 
areas of business growth.

11.00am 
Alex McCann 
Altrincham HQ
Alex McCann is owner of Altrincham 
HQ - a social media company based 
in Altrincham that helps businesses 
deliver a ROI with Social Media. 

A former journalist, whose blogs 
have been read by over half 
a million readers, he has also 
successfully ran an events company 
plus organised 15,000 capacity arts 
and music festivals in Manchester. 
Alex has 80+ LinkedIn testimonials 

1.00pm 
Lynn Martin 
Manchester Metropolitan 
University & President of ISBE
Professor Lynn Martin PhD is an 
experienced entrepreneur working within 
a university whose role involves research 
and development in enterprise, as seen 
in her commercial activities and her  
60+ publications.

As Director of Enterprise at MMU School 
of Business and Law she leads activities 
across different faculties to promote 
effective knowledge exchange and 
entrepreneurial academic - practitioner 
initiatives.

Currently also President of the 
Institute of Small Business and 
Entrepreneurship (ISBE), the international 
body for research and practice in 
entrepreneurship, she is well known 

and is ranked number one for Social 
Media Marketing in the UK via 
independent customer reviews  
on Freeindex. Altrincham HQ  
works with businesses across  
the North West on all aspects of 
Social Media including Twitter, 
Linkedin, Facebook and blogging 
for business success.

12.00noon 
Brigit Egan 

The Oakridge Centre
Even in the age of consummate 
networkers, some of us still struggle 
with the concept of networking and 
are not networking to maximum 
effect. Brigit will explore what 
“networking” really means and how 
you can network in a way that will 
help performance within your job, 
and your organisation.

ARE YOU 
MISSING OUT?

Visit us on 
Stand 51

to find out more

DON'T MISS OUT ON WHAT WE HAVE TO OFFER...

Members of Greater Manchester 
Chamber of Commerce have 
access to a wide range of key 
business benefits and services:

• Unlimited calls to a helpline 
 manned by specialist HR advisers, 
 24/7, 365 days a year and an 
 online HR health check

• An exclusive funding portal to help 
 you search for financial backing 
 to support your business needs

• Over 40 networking forums taking 
 place across Greater Manchester

• Legal expenses insurance with 
 immediate protection and advice

• Fantastic cost-saving offers with 
 our City Card plus the opportunity 
 to promote your business and 
 generate staff rewards
• Potential savings on indirect 
 business costs

 And as the largest Chamber of 
 Commerce in the UK, we also 
 ensure that the voice of business 
 in Greater Manchester is heard 
                 where it counts.

Contact our team on 0845 602 9469 
or visit www.gmchamber.co.uk/membership

TRAFFORD BUSINESS

connect
VISIT US ON STAND 2

EXPO SPONSORED BY
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for her ability to bring together 
different organisations to promote 
economic growth and business and 
community benefits.

2.30pm 
Andy Preston 
The Future of Sales

Fresh from his speaking tours of 
South Africa and the Middle East, 
Andy Preston brings his ground-
breaking workshop ‘The Future Of 
Sales’ to Trafford. Whether you are 
in sales yourself, run a sales team, or 
you’re a small business owner, you 
cannot afford to miss what Andy 
shares in his workshop.

Article continues 
on next page

       Our aim is now to start   
       connecting businesses  
to each other across  
Trafford, to help find  
them new suppliers,  
clients and partners  
at the event.

James Caldwell,
Director of Innov8, 
Organisers of Trafford 
Business Expo 2014

’’

‘‘

visit us on 
stand 37

Tuesday

July 1
10am - 4pm

The Point
Emirates 

Old Trafford
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Trafford Business Connect magazine 
visited The Point recently, meeting 
with innov8 and Lancashire County 
Cricket Club to both look  
at the purpose built venue and 
have a chat with the organisers and 
venue hosts. 

James Caldwell explained  
“We are extremely pleased with 
the response so far. The stands are 
selling at a fast pace, but we are still 
keen to talk to more businesses as 
there are still a few stands available. 
Visitors are also registering through 
the website, and the fact that the 
Expo is a completely free event – 
including the ample car parking 
available in front of the ground 
– has made a real difference in 
attendee registration.

“The Trafford Business expo is 
gearing up to be a really important 
event for Business this year. We’ve 
pulled together a host of high 
quality and exciting speakers in one 
of the best venues in the Northwest.

“We intend to provide a positive 
experience for our visitors by 
attracting a high-calibre and varied 
range of exhibitors. To bring on 
board the type of exhibitors we 
are looking for, we’re aiming 
that no more than two types of 
businesses are represented in each 
category. This gives our exhibitors 
the assurance of a certain level of 
exclusivity, while at the same time 
our visitors enjoy a varied and 
fulfilling experience at  
the Expo.

“We’re providing a full support 
package for our exhibitors, 
making them as comfortable as 
possible. We’re also providing a 
fully inclusive experience for our 
attendees, ensuring that everything 
runs smoothly from the time they 
arrive. Everything is free of charge 
– including car parking, attendance 
to the Expo itself, the workshops 
and seminars, tea and coffee – 
we’re even offering free lunch to 

encourage visitors to stay for as 
long as possible.

“Our exhibitors are also planning 
to make the event as interesting 
and engaging as possible, offering 
free giveaways and chances to 
win prizes. Among the confirmed 
exhibitors are Darby’s solicitors who 
will be attending the event with 
Bluey – a real live Russian Steppe 
Eagle – who promises to be a  
great attraction.”

Venue hosts Lancashire County 
Cricket Club very kindly gave 
Trafford Business Connect and 
innov8 a grand tour of the recently 
refurbished facilities, including 
the ongoing modernisation of the 
Cricket Ground itself.

Angela Hodson, LCCC Venue 
Sales Manager was pleased The 
Point had been chosen to host 
the Expo. “Trafford is an ever 
expanding area and with the much 
improved transport links seems 
to be attracting more and more 

The Trafford Business Expo 2014

A  perfect opportunity to find new clients, suppliers and business partners

Don’t allow long-standing debts to adversely affect your business
For all your credit management requirements Premium Collections Limited have the solution. Operating on a national 
and international basis we can tailor a package of services to meet your requirements. Staffed by dedicated 
professionals with over 50 years combined experience of handling virtually every type of debt issue. 

For a detailed discussion on how we can help your business or for a quotation 
for any of our services please do not hesitate to contact:  

Paul Daine, Managing Director
PO Box 448, Altrincham, Cheshire WA15 7WP
Fax: 0161 929 3956
Email: enquries@premiumcollections.co.uk
Website: www.premiumcollections.co.uk

DEBT COLLECTION STATUS REPORTING ABSCONDER TRACING VEHICLE REPOSSESSIONS

visit us on
stand 52

‘‘Rich TV Ltd are pleased  
to be a co-sponsor with  

the first Trafford Business 
Expo and will be exhibiting  

at the event. 

We will also be covering the 
event by filming highlights of 

the show and are pleased to 
be associated with Innov8 

on numerous projects over 
the last few years.

This show is not one to be 
missed, whether you’re a 

new business or an
established business 

there’s something 
                     for everyone.

David Richardson, 
Managing Director, 

Rich TV

’’
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businesses to the immediate area.

“As a multi-purpose venue we can 
accommodate any size of event, 
offering not just the perfect venue 
but the perfect location. With car 
parking on-site and a dedicated tram 
stop on our doorstep, we offer easy 
access and a hassle free experience 

for exhibitors and visitors alike. 
Also, being centrally located and 
easily accessible to Salford Quays 
and MediaCityUK, plus Manchester 
City Centre and Trafford Park a few 
minutes away, being in the heart 
of Old Trafford offers a crucial 
advantage for our events.

“We are also a historic sporting 
venue with rich and colourful 
pedigree. Adding this to our recent 
investment on modern facilities 
sitting comfortably alongside our 
beautiful traditional architecture, 
gives us the backdrop of a rich 
sporting heritage that marks us  

as a truly iconic venue”.

Anyone wishing to attend the 
Trafford Business Expo 2014 on  
July 1 should visit the website  
www.trafford-business-expo.co.uk 
to register.

L-R Angela Hodson, Venue Sales Manager and Amy Toal, 
Venue Marketing Executive of Emirates Old Trafford 
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Thursday May 15 saw the second of 
four networking events taking place 
at ‘On the 7th’, an iconic venue 
situated in The Landing on the 
edge of MediaCityUK, overlooking 
Trafford Park.

Hosted by organisers ‘Networking 
in the City’ (NiTC) the event was 
another great success for bringing 
a diverse range of businesses 
together from Trafford Park, and 
further established the need for this 
type of networking targeted to still 
the largest industrial park in Europe. 

The event was sponsored again 
by Metronet (UK), and ourselves, 
Trafford Business Connect 
magazine. Also present was 
Jean Mills, head of business 
development for community charity 
Forever Manchester, which is NiTC’s 
chosen charity.

After a great introduction by 
Laura Nevin, Account Manager at 
Metronet (UK), plus a few drinks and 

a great lunch, it was time to enjoy a 
talk from Daniel Nolan, Managing 
Director of the E Word, a specialist 
search marketing agency based in 
Trafford Park:

“The E Word was founded in 2006 
and we have always been based in 
Trafford Park. As a new business we 
were lucky to be given office space 
by one of our first clients, Incom 
Telecommunications, on Waterside. 
Our growth from there was organic 
and gradual, and as we acquired 
clients, we acquired staff. We 
outgrew the first office pretty quickly 
and had to expand into a second 
one, then a third, then finally we 
were running riot and had to look  
to re-locate!

“In 2010 we moved to a Splash 
development called ‘Schoolhouse’ 
on Second Avenue, again in Trafford 
Park. People sometimes raise an 
eyebrow when you say you’re based 
in Trafford Park, especially if you’re a 

like this. There seems to be lots of 
networking events happening all 
the time in central Manchester, so 
it’s refreshing to be able to come 
to a Trafford Park based event, and 
I think the incredible scale of the 
many businesses located here  
mean days like today will be fruitful 
for everyone.”

Daniel wrapped up another 
successful networking event for 
NiTC, particularly highlighting the 
importance of an area like Trafford 
Park which is home to over 1,400 
businesses of all sizes and varieties.

digital or creative media business – 
they expect you to say The Northern 
Quarter or Cheshire – somewhere a 
little bit ‘trendy’. For us, locating in 
Trafford Park means we’re amongst 
lots of fascinating and successful 
businesses, plus one of the busiest 
and best connected motorways is 
two minutes away, it’s a five minute 
drive into town and the airport is 
15 minutes away. We find as well as 
being a central location for many 
of our clients, plus being on the 
doorstep of so many more potential 
clients, Trafford Park is central to 
many other business hubs – the City 
Centre, MediaCityUK and the Quays, 
Salford, Trafford and Manchester 
Airport for example. Plus we have 
loads of free parking!

“So, we’re very proud of being 
based in Trafford Park and are very 
pleased to be involved in events 

           For us, locating in Trafford  
           Park means we’re amongst 
lots of fascinating and successful 
businesses. Daniel Nolan  Managing Director, The E Word‘‘ ‘‘

Trafford Park

The next NiTC Trafford Park Professionals in Business event at  
‘On the 7th’ in the Landing, MediaCityUK will be taking place  
on Thursday July 10 from 12noon until 2pm. Guest Speaker  
will be Paul Newman, Director of Communications, MediaCityUK.

BOOK NOW Call Steve Kettle on 07585 002386 or go online to 
register at www.networkinginthecity.co.uk/event/trafford-park

Steve Kettle
(Networking in the City)

Laura Nevin,
Account Manager, 
Metronet (UK)

Daniel Nolan, Managing Director, The E Word

Connecting the world to
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Security and Training Solutions  
                                     across Trafford and beyond

With an impressive and burgeoning 
list of blue chip clients, Trafford Park-
based Exclusec Security Solutions 
have quickly established themselves 
as one of the Northwest’s most 
trusted providers of security and 
training solutions.

Established by Managing Director 
James Bancroft in 2010, ExcluSec’s 
client base includes intu Trafford 
Centre, Event City, Guardian 
Newspapers, The Mere Golf and Spa 
Resort, Chill Factor e, Salford City 
Council, Bolton Council and Cancer 
Research UK. 

With their hard work and 
commitment rewarded with a current 

’Client Satisfaction Score’ of 100%, 
Exclusec are not just another ‘security 
company’, they focus on delivering 
exceptional customer service, an ethos 
which is cascaded to staff at all levels.

James Bancroft said “The industry has 
changed dramatically over the past 
few years. I’d like to think we are in  
a position to offer an alternative to  
the old fashioned stereotypical image 
of security.”

“In addition to our constant training 
and education programme, we hold 
SIA (Security Industry Authority) 
Approved Contractor Status (ACS), 
ISO9001: 2008 accreditation and are 
an Investors In People employer.

ExcluSec Security Solutions also offer 
a comprehensive range of training 
courses, including First Aid, Fire 
Safety, Customer Service, Stewarding 
and Security among others.

And whilst recognising his own 
dedication and long hours in 
establishing ExcluSec as one of the 
UK’s top security providers, James 
remains quick to praise his team.

“Our staff are a fantastic asset to 
our company, I am very proud that 
we currently have a Staff Satisfaction 
Score of 96.6% and I would like 
to thank them for their continued 
support and hard work.”

Security Solutions Ltd

FULLY ACCREDITED, COST EFFECTIVE SECURITY SOLUTIONS

Security and Training Solutions

THE NO.1 CHOICE FOR TRAINING SOLUTIONS IN TRAFFORD

Exclusec Training Solutions are registered to provide training and examinations leading to 
Highfield Awarding Body for Compliance (HABC) qualifications (Centre No: 11924).  
We offer training courses for individuals, companies and large organisations throughout  
Greater Manchester, the North West and the UK. 

Our courses are competitively priced and we are fully accredited.

Our training venues have been specially selected and are easily accessible, DDA compliant,  
and are fully equipped with all the necessary resources and equipment for the effective 
development of our learners.

We provide courses in  • Stewarding  • Security  • First Aid   

• Fire Safety  • Customer Service. 

Why Choose Exclusec for Training?  • Experienced trainers  • Competitive pricing  

• Quality training  • Guidance with SIA licence application  • High pass rates

Exclusec Security Solutions are a professional security company based in Manchester. Whether 
you are a private individual, charitable organisation or company, we have the right security solution 
for you. We provide cost effective solutions for a range of clients, including Guardian Newspapers, 
Event City and intu Trafford Centre. We’re available 24 hours a day through our dedicated Control 
Room which manages any out of hours requests or enquiries.

Exclusec holds SIA Approved Contractor status (ACS) as well as many industry essential 
accreditations. Our service often becomes an integral part of your business activity, and we listen 
to your needs and give our advice to provide a positive and long lasting business relationship.

We provide  • Event Stewards  • Security Officers/Guards  • Door Supervisors  

• Close Protection Officers  • CCTV Operators  • Mobile Response Officers  • Dog Handlers

Why Choose Exclusec for Security?  • Experienced management team and staff

• SIA Approved Contractor  • ISO9001: 2008 registered  • Investors In People accredited

• Excellent Customer Service  • Committed to providing an ‘unrivalled’ service

• Members of National Outdoor Events Association   

• CHAS and SafeContractor accredited  • Dedicated control room available 24/7

If you would like to discuss your Security or Training requirements further, then please contact us on: 0844 870 7495
Exclusec Security and Training Solutions, The Guardian Buildings, Longbridge Road, Trafford Park, Manchester M17 1SN     www.exclusec.co.uk

Exclusec are exhibiting at the Trafford Business Expo at 
Emirates Old trafford on July 1 - visit them on STAND 4
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April saw the official launch of 
‘Infinity’ - a brand new student 
venture reported in the last edition 
of Trafford Business Connect.

‘Infinity’ is a new social enterprise 
developed entirely by the Colleges’ 
students, for students. 

Supported by Trafford College, 
FireCask, JD Sports and NACUE, 
the venture was developed as a 
business platform that engages 
both young people and industry 
experts though regular networking 
and social events hosted by the 
group. In addition, mentorship 
programmes are designed to 
increase interaction between 
students and employers, while 
developing key enterprise skills.

Trafford College’s entrepreneurial 
students, along with some of the 
boroughs top employers, came 
together at Trafford College’s 
Aspire Restaurant Bar in April to 
celebrate the launch of a new 
student venture known as Infinity.

The group also provide schemes for 
young start-ups, designed to give 
students support whilst launching 
their enterprise initiatives as well 
as introducing them to funding 
opportunities.

Infinity’s official launch provided 
their first networking event which 
attracted local business owners, 
students and MP Graham Brady,  
all inspired by the students’ 
dedication and enthusiasm  
for enterprise. 

Guest Speaker, Ben Fox of JD 
Sports, motivated the students 
with a thought provoking talk 
about careers, while Young 
Businesswoman of the Year 2012, 
Anna Moss, talked to the students 
about the importance of business 
plans and making the most of work 
experience opportunities.

Graham Brady MP spoke of his 
enthusiasm for the team’s drive 
and interest in enterprise, and 
employability.

James Scott, Assistant Principal 
14 -19 Learning at Trafford College 
added, “The College is proud to be 
supporting Infinity, a fantastic new 
social enterprise run by students for 
the students. 

“They have established an exciting 
proposition to further bring the 
worlds of education and business 
together which will enable 
young people to develop the 
entrepreneurial skills, attitudes and 
behaviours that are required for 
success in life and work.”

Infinity group MD, Liam Symonds, 
added, “The launch event was 
a great success. It fulfilled our 
expectations and we now have 
increasing motivation as a result 
of the great feedback we received 
from our audience. 

“The group are now working 
towards increasing membership 

and establishing an advisory board 
so that we can launch our free and 
exclusive mentorship scheme by 
September this year. Our events 
will continue with bigger and better 
ideas that will really inspire our 
audience and keep our members 
actively engaged.”

After the launch was completed MP 
Graham Brady gave an inspirational 
talk to the students. Reinforcing the 
concept of promoting enterprise 
as a possible future career, 
Graham started his speech giving 
encouragement to the students, 

To infinity... 
        ...and beyond!

saying how important business and 
enterprise are in creating the wealth 
upon which we all depend. He 
told them that somewhere among 
them might be the next Bill Gates 
or Mark Zuckerberg, but, said it’s 
not just about those who might be 
future billionaires, but about their 
own freedom and creativity and the 
ability to control their own lives.

For further information about  
the Infinity Group, or to get 
involved, please email:  
James.scott@trafford.ac.uk or 
contact.infinitygroup@gmail.com

‘‘           The time is now for young people to start up their own      
              ventures while they have maximum support and investment 
from the College and local employers. Youth enterprise is building 
the economy for the future.
                                                                                     Graham Brady, MP for Altrincham and Sale West’’

James 
Scott, 
Assistant 
Principal

Liam 
Symonds, 
Infinity
Group MD

Anna
Moss, 
FireCask

Jon 
Fowler, 
Infinity 
Director 
and Host

Ben Fox, 
JD Sports

L-R  Ben Fitton, Jon Fowler, Roshane Rowe, Simon Horton,  

Graham Brady MP, Shazhad Aslam, Liam Symonds, Zenab Butt 
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Warwick House  
provides a strategic key 
         for businesses in Trafford

Trafford in general, and Old Trafford 
in particular, is currently enjoying 
a significant investment into the 
area. Everywhere you look there are 
improvements - the huge new Tesco 
Extra megastore, a massive new 
investment at Emirates Old Trafford, 
Trafford Housing Trust’s residential 
development on Stretford Road to 
name but a few schemes already 
achieved or nearing completion.

Lancashire based Northern Trust, 
one of the UK’s largest privately 
owned property investment, 
development and land regeneration 
businesses, have invested in one of 
Old Trafford’s iconic office buildings 
- Warwick House, on the corner of 
Warwick Road and Talbot Road.

You couldn’t get more centrally 
located than this building. It’s directly 
opposite Lancashire County Cricket 
Club, adjacent to Trafford Town 
Hall, surrounded by Manchester 
United’s Old Trafford ground, White 
City Retail Park, Salford Quays, as 
well as established headquarters for 
Kelloggs and Centrica.

The refurbishment of Warwick House 
was extensive, with a new feature 
entrance being created opening 

onto a central lobby area - leading 
to lifts and all 6 floors.

Nick Hemmings, Lettings and 
Management Surveyor at Whittle 
Jones, managing agents acting 
on behalf of the landlords 
Northern Trust, commented “The 
refurbishment of the building has 
transformed Warwick House into 
arguably the highest quality office 
accommodation in Old Trafford.

“The creation of smaller suites and 
the ability to offer flexible terms in 
an excellent location will encourage 
small businesses looking to establish 
themselves or relocate into the 
Manchester area.”

The range of office accommodation 
available is from smaller 4 person 
suites (447 sq ft) to up 4,726 sq ft, 
with each benefiting from comfort 
cooling and LG3 lighting. 

There is a dedicated website for the 
property at www.warwickhouse-
manchester.co.uk

Alternatively contact one of the joint 
letting agents: 

Whittle Jones 01257 238 666 
Edwards & Co 0161 833 9991 
Canning O’Neill 0161 244 5500  

 THE IDEAL 
       OFFICE LOCATION 
    IN THE HEART OF 

   OLD TRAFFORD
FLEXIBLE HIGH QUALITY 
OFFICES TO LET
SUITES AVAILABLE FROM
4 PERSONS UPWARDS

For further information or to arrange a viewing 
please contact Whittle Jones or one of the 
Joint letting agents:

FROM 

  447 - 4,726 SQ FT 
                                  (41.5 - 439.05 SQ M)

Warwick House is a six storey office building which has 
recently undergone a substantial refurbishment programme 
to provide high quality office accommodation from  
4 persons (447 sq ft) suites upwards.

The building is situated in an excellent location on the corner 
of Warwick Road and Talbot Road opposite Lancashire 
County Cricket Club, near to Old Trafford Stadium.  
Warwick House benefits from established transport links,  
with Old Trafford Metro Station situated within a short walk 
and junction 7 of the M60 less than 2 miles away.

Internally, a feature entrance and lobby has been created 
with central access to the lift and all floors. The office suites 
come complete with comfort cooling and LG3 lighting,  
and the building benefits from:

•	Perimeter security including CCTV 
•	24 hour access 
•	Car parking (further parking is available at additional cost) 
•	Feature entrance and 8 person lift 
•	WC and kitchenette facilitiesMUFC Old Trafford Salford Quays

White City Retail Park

Centrica

Kelloggs

Warwick 
House

Trafford Town Hall

LCCC Old Trafford

Old Trafford Metrolink Station

Trafford Bar 
Metrolink Station

Tesco Extra
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As a growing national business,  
with offices in Kingston upon Thames, 
Surrey, Manchester and London, 
Colemans ctts have come a long way 
from their roots in Central Manchester.

Established by Roger Coleman in 
1987, the practice has gone through 
several changes and mergers, 
resulting in growth that warranted a 
move in 2003 to their iconic purpose-
built base on Talbot Road in Old 
Trafford, overlooking the LCCC.

Development of the business has 
been down to forward and energetic 
thinking, with the practice built on a 
theme of organic growth reflected in 
their uniquely personal approach to 
client care.

Not simply happy establishing their 
core values and strengths, the practice 
has an innovative approach to offering 

different strategies and trying new 
business models.

Recently they have been busy 
developing their HR Oracle service 
to companies, and to help raise the 
profile of this service they invited local 
businesses to a free employment and 
HR seminar on 10 April.

Commercial Director and Partner 
Zee Hussain explained “The service 
is aimed at helping small to medium 
sized businesses who can’t afford a 
full time HR facility. We have simply 
packaged all our skills and expertise 
into a core HR Oracle membership 
service and developed additional 
modules you can choose to add to 
your membership depending on 
your current or future business needs. 
These are fixed costs that can help 
businesses plan expenditure, whilst 
at the same time ensure they are 

always 100% compliant with current 
employment legislation.”

The seminar itself was entitled 
‘Managing Absence’, and speakers 
Deana Bates and Reena Sharma (both 
Employment Solicitors) delivered 
this in an extremely interesting and 
measured presentation. The subject 
covered handling and investigating 
absence, tribunal guidelines and  
good practice, the importance of  
a clear management policy, plus  
pro-active management of long and  
short-term absence.

As well as the free seminar there was 
plenty of time allocated for business 
networking over free pastries and 
coffee (always a good idea), and of 
course free parking arranged with the 
LCCC just across the road. For more 
information: 0800 038 0754 or visit 
www.hroracle.co.uk

Colemans ctts promote 
       HR Oracle service in Trafford 
     with free seminar and networking

L-R  Deana Bates, Reena Sharma, Zee Hussain

THE VILLAGE NURSERY - TRAFFORD PARKTHE VILLAGE NURSERY - TRAFFORD PARK

where your child wants to be...
Why you will want you child to be here:

OFSTED Outstanding nursery•
OFSTED best practice nursery•
Long serving, highly qualified staff•
CCTV security•
Set in one acre of land•
Baby sleep room and baby garden•

A couple of other important bits too:

Best priced nursery in Manchester•
Opening hours: 7am - 7pm•
All meals freshly prepared by our chef•
We’re a family owned and run business•
Our care is based upon your unique child•
Established for 15 years•

3rd / 4th Avenue, Trafford Park, M17 1JE     0161 8767994     www.village-nursery.co.uk

Visit us on 
Stand 35 

at the Trafford 
Business Expo

on July 1 at
Emirates

Old Trafford



SPECIALISTS IN SIGNAGE
DESIGN • PRINT • INSTALL

At RW Signs we provide our customers with high quality signs and graphics. Based in Stretford we can provide any aspect of corporate identity or advertising  
signage for your business, and our clients include a number of businesses throughout Trafford as well as local authorities and multi national companies. 

From small free standing signs to wide format full colour digital printing, a large range of print media is available which along with the latest technologies can create  
shop fascias, window graphics, banners, posters, internal and external signs, estate agency signs and a fantastic range of promotional items. 

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

FASCIAS WINDOW 
GRAPHICSBANNERS

MAGNETIC 
VEHICLE 
SIGNAGE

INTERNAL
SIGNAGE DIGITAL PRINTEXTERNAL 

SIGNAGE CANVASES
ESTATE 
AGENCY 
SIGNAGE

PROMOTIONAL
ITEMS

Stretford based family firm RW Signs 
takes us through their story of humble 
beginnings and how to get it right 
through a recession.

Dave and Paul Burgess, along with 
their father Alan, occupy a small, 
unassuming business unit on a sidestreet 
in a quiet backwater of Stretford.

It’s unusual to find what is a successful 
Trafford business in such a quiet, 
mainly residential area, but it’s a 
testament to thinking your business 
plans out shrewdly and sticking to 
your convictions that has made RW 
one of the more successful signage 
companies in the borough.

Dave and Paul started from humble 
beginnings in a pre-fab garage, 
building up a business fabricating 
and installing estate agents’ signs in 
the late ‘90’s. From a start servicing 
eight estate agents, they quickly 
cornered the market in a niche 
signage operation, quickly creating a 
comfortable living.

However, that simply wasn’t enough 
for the Burgess brothers, and in 2007 
they invested heavily in large format 
printers and the associated support 
equipment to move their signage 
business to a wider marketplace.

Coinciding with the worst recession 
in recent memory, and the bottom 
falling out of the housing market, it 
looked like RW was in for a choppy 
ride. However, this simply galvanized 
the brothers to push the new 
investment in technology, and to 

re-invent the business with a far wider 
service offering.

Things took an upward turn in 
mid 2008, with RW being awarded 
through an agency the contract for 
approximately 40 roundabout and 
street signs featuring sponsored 
welcome messages to Trafford. The 
job was so successful that the boys 
have now fabricated and installed 
over 400 similar signs across the 
northwest, from Blackpool, Chorley, 
Lancaster, Preston, and are currently 
tendering for Sefton Council.

As well as producing external 
signage, RW are constantly 
expanding their specialities, 
offering internal and external shop 
signage, window graphics, branded 
promotional items, pop-up banners, 
canvases, magnetic vehicle signage, 
plus a whole range of quality printed 
items that are professionally installed 
by their teams of expert fitters.

It wasn’t just the range of services 
that has grown over the past few 
years, there has been a good range of 
varied clients built up through word 
of mouth and quite simply a growing 

reputation for value and service. Sale 
Waterside Arts Centre for example  
- a contract gained through delivering 
a successful signage solution to Sale 
Library and Council services.

Other clients include McDonalds, 
Lovells, Persimmon Homes, Young 
People’s Sevices in Manchester, 
Homes4U, NHS Chorlton House, plus 
some impressive internal signage on a 
huge scale for Appliances Direct. 

Whatever the future brings, RW Signs, 
like many small Trafford businesses 
that have survived and prospered 
in the previous few bleak years of 
trading, can look forward to a robust 
and positive future in what is currently 
an optimistic and positive commercial 
outlook over the whole borough.

Signing up Trafford

L-R Paul and Dave Burgess
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social media
The rise and impact of social media

advertisement campaigns through 
appropriate platforms.

The rational for all of this is simple, 
the advertisers have to go where 
their clients hang out - on web 2.0 
social media sites or platforms, so 
this is where having a professional 
‘Internet Media Consultant’ can 
help business. 

An in-depth knowledge of the way 
this works is paramount to a client’s 
success. Specific consultants, grown 
from the rise of Social Media, 
understand the different platforms 
available on the market which 
allows are clients to get the best 
ROI (Return on Investment). 

Consulting on a number of different 
options that are available on the 
market and helping identify what 
would be the best options for 
clients ensures they get the return 
they are looking for. Professional 
consultancy firms are aware of 
the fact that, this day and age, 
competition is rife across all 
platforms and as an organisation 
they will pull together bespoke 
packages to suit individual  
business needs. 

Some interesting facts from online 
articles and media are :-

•	 	There	are	currently	over	 
200 million blogs published.

•	 	Almost	40%	of	active	internet	
users subscribe to an RSS feed.

•	 57%	are	on	a	social	network.

•	 	Twitter	features	over	50	million	
tweets and blogs per day.

•	 Facebook	is	used	more	than	 
 80 million hours daily.

•	 	Close	to	15	million	pieces	of	
information is shared on  
Facebook daily.

•	 	Over	90%	of	social	media	users	
think that all companies should 
have a presence.

•	 	80%	of	companies	are	using	
LinkedIn to recruit potential new 
employees.

Therefore, if you are a business 
owner or indeed an entrepreneur 
and need to put together a social 
media plan for your business, 
specialist media consultants can 
help in this area. They can consult 
and advise on your entry into the 
use of social media platforms, 
leaving you to concentrate on 
running your business.

The key for a business is to 
understand their target audience 
and the social media platforms they 
use. Once this is used effectively 
and correctly that business will 
start to see themselves ‘bringing 
business back’.

The only way they say in those days 
to participate, was to send an email 
to the owner of the site and hope 
they came back to you, today this 
sort of contact is now referred to as 
‘web 1.0 functionality’. 

Today social media refers to a 
collective group of sites whose 
content is primarily written and 
published by users and not the 
owners of the site. For example 
‘YouTube,’ where the videos you 
watch are indeed uploaded or 
published by ordinary people and 
not by YouTube or their staff. It’s the 
same with Wikipedia where content 
is again written or edited by people 
not connected to the site.

So in essence, instead of normal 
corporate websites which are 
created by companies, the contents 
on social media websites are 
actually created by the ‘you and 
me brigade’ and today this is now 
referred to as web 2.0 functionality.

Some popular platforms would 
include Facebook, YouTube, 
LinkedIn, Twitter, Tumblr, Second 
Life, Myspace, Google Groups, 
Wikipedia/wiki.

Social Media Marketing
‘Social Media Marketing’ is a 
segment of marketing that utilises 
the internet’s social platforms to 
deliver commercial messages to 
potential consumers.

It is a collection of methods 
and operations for generating 
commercial publicity through 
social media sites and online 
communities, fundamentally it is 
about planning and executing 

In this day and age the term Social 
Media is thrown about and can often 
be attached by stigma or stereotype. 
This generalisation of such an 
influential form of media can leave 
companies unaware of the benefits 
which can be attained by correctly 
utilising these different platforms 
and implementing effective ‘Social 
Media Marketing’ strategies.

‘Social Media Marketing’ basically 
refers to the process of gaining 
traffic or attention through social 
media sites with the objective of 
allowing clients and their companies 
to showcase what they have to offer 
to a selective consumer group.

The term ‘Social Media’ is in fact 
a catch-all term for sites that may 
provide radically different social 
actions. For instance, Twitter is a 
social site designed to let people 
share short messages or “updates” 
with others. Facebook, however 
in contrast is a full-blown social 
networking site that allows for 
sharing updates, photos, joining 
events and a variety of other 
activities. Social Media often feeds 
into the discovery of new content 
such as news stories, it can also help 
build links that in turn support Search 
Engine Optimisation efforts, many 
people also perform searches on 
social media sites to fact find social 
media content.

In order to further understand ‘Social 
Media Marketing’ we need to define 
Social Media and Social Networking. 
In the early days of Website design 
websites were static and passive, 
they were mostly online corporate 
brochures with very little interaction. 

John Fisher

Boomerang Integration  
Consultants

www.boomerangconsultants.co.uk

Do you want to maximise the benefits of 

using the various social media platforms, 

but don’t have the time or the skills?

We have the solution.

“Bringing Business Back”
www.boomerangconsultants.co.uk

hello@boomerangconsultants.co.uk

0161 834 6112



TRAFFORD BUSINESS connectJune/July 2014 33

5 metrics you should be 
  measuring your social media by

Retweets or hashtags therefore 
offer a potential audience, rather 
than the actual audience that 
actually stopped and read that 
specific post.

The same is true of Facebook 
where it’s stated “XXX people 
saw this post” - the message may 
have been delivered to a screen or 
device, but it takes somebody on a 
mobile or desktop to actually stop 
and read them to make it count.

Tip: Look at the timing of posts to 
see how this affects the reach of 
posts - literally 1 hour’s difference 
can make a massive difference so 
try A/B testing times.

Website Stats
If one of your key drivers for 
business is your website, then 
using social media to drive traffic 
to your website is a no brainer. 

Blogging can massively affect the 
amount of traffic that both organic 
search and also Social Media 
drives towards your website, and 
using a free service like Google 
analytics to track your Social Media 
acquisitions is key.

Google analytics can tell you 
virtually anything you need to 
know about your website hits, 
from which mobile device they 
are using, to which town the 
visitors are from, but ultimately 
the key is what is driving traffic to 
the website and which pages they 
are landing on.

The 3 metrics above of Number of 
quality followers + Engagement 

There has to be an upwards 
trajectory on the number of 
quality (ie. targeted market via 
demographic, location, potential 
referrer, etc) followers you 
have in the same way you build 
connections at physical networking 
meetings.

Tip: Make a list of 50 people you 
have met networking or worked 
with before, this makes a list of 50 
perfect leads for your business - 
connect with them on Twitter  
and LinkedIn!

Engagement
Let’s assume you have an  
audience of targeted connections 
and you’re posting every day on  
social networks.

It’s a very simple question - are 
your connections responding to 
you what you’re posting?

Is there a flurry of Twitter 
notifications, Facebook or LinkedIn 
updates when you post or is there 
radio silence?

The key to getting Social Media 
Engagement is in the name - the 
word social - respond to others,  
ask questions, don’t just sell.

Tip: For twitter look at www.
twitonomy.com for an overview of 
your engagement, Facebook - it’s 
the ‘People talking about this’ 
and LinkedIn ‘Who’s viewed your 
updates’.

Social media reach
Reach IMHO is a very old school 
measurement that looks at the 
potential reach of a post via shares/
retweets or via tracking a hashtag.

To put it in traditional context, the 
reach of Trafford Business Connect 
for the April/May Edition was 
11,000, plus the readers that they  
in turn passed the magazine on to.

The readers may have just skipped 
over this page, so the reach isn’t 
an accurate reflection of how many 
people have read this specific 
article itself.

Tools to track Twitter reach via 

What? You’re seriously telling me 
you spend 30 minutes to an hour 
using Social Media every single day 
and you’ve not been measuring 
or tracking how your Social Media 
Marketing has been going?

I have that conversation with Small 
Businesses every single week and 
watch their faces when it dawns on 
them that they’ve been dabbling 
with Social Media for a year with 
little or no results.

More often than not these are 
established businesses who take 
marketing seriously, and measure 
the results of traditional advertising 
such as flyer drops, cold calling, 
and trade advertising, and yet, as 
the thought runs “Social Media Is 
Free” the time vs results are  
not measured. 

Social Media should drive 
awareness and engagement  
- but ultimately if you’re doing it 
right, it will deliver a ROI as well as 
the warm fuzzy feelings that come 
from engagement!

Here are 5 metrics you should 
be measuring your social media 
activity by:

Quantity and quality 
of followers
You may note I’ve put quantity of 
followers here as well as quality - 
that’s important, and I’ll tell  
you why.

Firstly - I’m not advocating you go 
to a website such as fiver.com and 
buy Twitter Followers. There is no 
quick cheat method to building up 
an audience and if you go down 
the route of buying a fake audience 
it not only will deliver no business 
as the accounts bought aren’t 
real, but it will also create distrust 
amongst your real followers.

What I mean by quantity of 
followers is that the long term 
success of Social Media will not 
be built if you’re happy with just 
5 twitter followers, 2 LinkedIn 
connections, etc. Your marketing 
message will simply not be hitting 
enough people.

Alex McCann

Altrincham HQ

www.altrinchamhq.co.uk

+ Reach all should lead into web 
visits if your message is strong.

Tip: Load up Google analytics 
and follow this sequence - 
Acquisition > Channels > Social 
- don’t just look at what drives  
the most traffic to your site, 
actively plan to increase other 
social channels.

Sales
Social Media doesn’t deliver ROI 
in an instant - like face to face 
networking, it takes time to build 
meaningful relationships - but 
ultimately it should be generating 
sales for the business over time.

As part of your records you 
should have a simple spreadsheet 
system that you can analyse each 
month, which gives you all your 
sales information and what drove 
that sale.

In the B2B world, like many I work 
holistically, so at times certain 
sales are harder to attribute to 
Social vs Email List vs Networking, 
but by tracking the best fit you 
will start to build a pattern of 
what marketing channels are 
working vs which are not.

Business I’ve worked with aren’t 
just driving micro-purchases via 
social media - but large contracts 
and several £1,000s worth of 
business in each sale.
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cyber protection
and smart phones.

Reasons for ‘Information 
Commissioners Office (ICO) Fines 
period 2010 to 2013:

•	 49%	disclosed	in	error 
•	 32%	physical	loss/theft 
•	 9%	failure	to	dispose	securely	

If data is lost, the cost implications 
can be considerable in simply 
managing the crisis, as you can 
incur ongoing costs relating to 
having to notify all those affected 
and setting up credit monitoring 
and continuing service advice 
facilities. Reputational damage to 
customers can be immense.

Case Study
This is a much publicised 
occurrence and typical of the 
potential risks.

On 3 August 2012, Jala Transport’s 
(“Jala”) owner was driving to  
work. As he stopped at a junction, 
a thief reached through an open 
window and snatched the driver’s 
briefcase, which contained a hard 
drive containing a data base  
of 250 client’s data. The hard  
drive was password protected  
but was unencrypted.  
Jala voluntarily notified the 
Information Commissioners  
Office of the breach.

Despite Jala being the victim of 
the theft, the ICO considered that 
Jala had failed to take appropriate 
measures to secure the data  
held on the hard drive. The ICO 
found that the data subjects  
could suffer substantial distress 
knowing that the data had been 
disclosed to unknown third parties 
and fined Jala £5,000, a reduction 

from £70,000 in recognition of Jala’s  
voluntary notification.

Is your head still  
in the sand?
Having considered the above, it is 
sensible to review your company 
situation and consider what you 
may need to do. Firstly review  
your current working practices  
and test them.

As highlighted above even with the 
best internal security measures in 
place there will remain the potential 
risk exposure to your business 
both in terms of financial and 
reputational damage caused. 

There is an option to consider 
investigating the arrangement of 
the correct insurance protection  
for your business. 

Not all insurance policies are ‘what 
they say on the tin’! Don’t be put 
off by the perceived expensive 
premium, it may be a lot lower 
premium that you were expecting.

Speak with an insurance adviser 
who understands the complexities 
of the various cyber insurance 
policies available from insurers.

company concerned has spent 
millions of pounds attempting  
to prevent a problem arising,  
and despite their investment  
it has failed.

If your thought process is now 
taking comfort from the fact your 
company is not in the FTSE100 then 
think again. There is considerable 
growth in the number of incidents 
arising where cyber incidents have 
occurred with SME companies. 

The UK legislation regarding 
Data Protection is evolving and 
increasing, and the financial risk 
exposure to businesses matches 
this development all the way. 

The potential cyber threat to a 
business is considerable. The 
standard UK insurance policy  
cover does not provide the cyber 
risks protection. 

What every business 
needs to know about  
data breaches 
The perpetrator could live half way 
around the world. Organised crime 
operates 24/7.

The hacker is not necessarily 
interested in the size of the business 
he is targeting - their motives may 
simply be malicious.

Any company can be targeted; 
Cyber criminals don’t care where 
they steal data from.

A culprit is often working within 
the business. A surprisingly large 
proportion (over 50%) of data 
breaches are carried out by insiders.

A breach can be a simple mistake. 
Be security cautious with laptops 

Just to clarify firstly for those of a 
certain age this article has nothing 
to do with a famous foe of the 
undoubtable Doctor Who!  
The potential business risks from  
a cyber threat to any business 
can be catastrophic. The financial 
impact as well as the reputational 
harm caused to a business may not 
be recoverable. 

If you own or manage a business 
and are reading this and thinking  
it could never happen to my 
business you are in good  
company with CD collectors  
or Fax machine manufacturers! 

Firstly you need to determine 
whether your business has a 
potential risk. If your business uses 
a computer, collects personal data 
and operates a website you have a 
potential risk exposure. 

Under The Data Protection Act 
1988 ‘Personal data’ means data 
from which you can identify a 
living individual. Where the ability 
to identify an individual from 
one source of data depends on 
separately held information, the 
data held will still be “personal 
data”. The threshold for what 
constitutes personal data is quite 
low. A person’s e-mail address can 
contain that person’s name and 
where they work. The Information 
Commissioners Office (ICO)  
will fine businesses who suffer  
data breaches. 

If you believe you have been 
diligent with your operating 
procedures to protect the business 
from cyber risks think again. The 
media is constantly reporting high 
profile cyber incidents occurring 
and this is normally where the 

Ged Murray

Insure Risk Ltd

www.insure-risk.com



training
What if we train them 
            and they leave?

learn through reading and research. 
There are those who like to observe 
and reflect. Finally there are those 
who want to get on with the job and 
get feedback. 

Considering this preference and 
tailoring your training accordingly 
is likely to help the message land 
successfully. In truth a blended 
approach that appeals to all the styles 
is the safest. The risk is that we may 
train our staff in the way that suits us, 
instead of defining the best method 
for them. 

Often I see induction training 
delivered as a manual crammed with 
useful information and instruction, 
but unlikely to engage. There may be 
compliance issues that need to be 
communicated formally and signed 
off, but these should be blended  
with more collaborative learning  
such as discussions, observation  
and feedback. 

If you’re in retail or service, then 
encouraging a new starter to mystery 
shop your competition can raise  
their self-awareness and give you 
valuable insight.

Secondly, we need to consider 
how we can ensure the  
learning is applied?

If you choose to invest in formal 
training then do involve your staff 
member in selecting the course and 

take time ahead of that course to 
discuss with them what they hope to 
get from it, before explaining what 
you’d like to see. 

On return, discuss what they learned 
and agree the difference it will make. 
Perhaps most importantly watch 
out for how they are applying the 
learning and grab any opportunity  
to ‘catch them doing it right’  
(or nearly right) as this is the best way 
to reinforce any learning.

For many of us staff development 
slips down the ‘to do’ list and we may 
underestimate our own influence on 
our team’s development. We can fail 
to spot the opportunities each day 
presents for development through 
a new project, an extra challenge, 
some balanced feedback or some 
old fashioned praise. 

Ask yourself the question now - 
“What can I do today to invest 
in my team?”

made at the point of offer. High churn 
of new starters is highly disruptive.  
It brings down the experience base 
in your organisation and can unsettle 
established staff. 

A well designed induction will give a 
new starter a clear understanding not 
just of their day to day job, but also 
an insight into the values and ethos of 
the entire organisation.

Ambitious new starters will want to 
see what their next step could be, 
whether this is promotion or the 
development of new skills. In smaller 
organisations much of this will have to 
be learned on the job, but we should 
always build in the support structure 
that provides them with guidance 
when they need it and recognises 
their progress with praise. 

A weekly coffee chat that allows a new 
starter to reflect on their development 
is arguably a more powerful induction 
tool than a well worded manual.

Most of us will enjoy a developing role 
that brings extra responsibility and this 
challenge is identified as a key driver 
in raising employee engagement. 

This extra responsibility or challenge 
can feel exploitative if it is not 
accompanied by sufficient support 
and recognition. Not only will the 
right training enable them to do the 
job better, but it is also an obvious 
investment in them. It is a strange 
paradox that more people will leave 
an organisation because they have  
not received sufficient training than 
will leave because they want to use 
their transferable skills elsewhere.

It’s important to consider two 
questions to ensure that we are  
truly investing in our staff…

Firstly, let’s consider how they 
learn best?

We are probably all aware of how we 
best process new information and 
learn new habits and this is rarely 
achieved by just being told stuff  
(even if it’s repeated several times!). 
Many learn best through activity, 
simulation or challenge. Some will 

This fear is often expressed by small 
business at the thought of investing 
in their staff training. In reality the 
cost of retaining under-trained staff  
is far more alarming. 

In recent conversations with business 
leaders I have heard the following 
examples…

•	 	There was a customer advisor  
who didn’t know the product  
and lost a big customer. 

•	 	A sales consultant who didn’t 
know the questions to ask missed 
countless opportunities. 

•	 	A coordinator who struggled with 
the computer took three days to 
do a job that should take one. 

•	 	The maintenance operative who 
failed to follow due process 
landed his company a claim for 
compensation and damaged  
their reputation.

These may be dramatic examples 
but any of them would have been 
avoided with the appropriate 
training. This demonstrates 
an incredibly strong return on 
investment. The other impacts 
of failing to develop your staff 
include stress, low morale, and high 
attrition. Research shows a strong 
link between a robust development 
plan and high staff retention and 
employee surveys always show a 
correlation between regular training 
and good staff morale.

It is often mistakes or a crisis that 
highlight training needs. Many of the 
large financial institutions and utility 
companies responded to large fines 
with the promise of a rigorous training 
review - could regular training have 
prevented the mis-selling that earned 
the fines in the first place?

So, the message is clear and not a 
surprise; we need to invest in our 
staff’s training and we shouldn’t wait 
for a crisis for us to do it. 

The first step in most employees’ 
learning journey is the induction and 
many organisations forget that the 
“impression curve” works both ways. 
As we are watching to see if they are 
living up to the promise shown at 
interview, they are checking to see if 
we are delivering on the promises we 

Will Blanksby
BlankCanvas Learning

www.blankcanvaslearning.co.uk
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Teach your old dogs some new tricks... 
...at the LifeCentre, Sale on Tuesday July 8th

235 Washway Road, Sale M33 4BP

BlankCanvas Learning are offering a unique, full day workshop  
specifically aimed at customer facing employees.

The workshop is designed to help staff show confidence,  
adopt the service mind-set, use the optimal service language  

and apply these skills in every customer situation.

Cost for the full day course, including lunch and all course 
materials, will be just £175 per person.

If you’d like to find out more about the course,  
please contact Will on 07710 066177,  
or email e-will@blankcanvaslearning.co.uk

www.blankcanvaslearning.co.uk

changing the 
way we think
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The importance of a financial director role
underachieving against projections, 
and suggesting solutions or alternative 
routes to success.

•	 Understanding,	analysing	and	
presenting regular reports on external 
factors such as financial trends,  
stock market movements, competitor  
activity, market opportunities and  
their potential effects on the business.

•	 Working	alongside	other	board	
or management members such as 
Logistics, Sales and Marketing and 
HR, for example in the recruitment, 
selection, training, motivation and 
promotion of financial staff.

•	 Supervising	the	timely	and	accurate	
production of legislative requirements 
such as tax returns, audits, accounting 
procedures, and payroll.

•	 Managing	any	company	investments,	
dividends, and capital reserves.

•	 Preparing	tender	documents	and	
implementing purchasing practices.

The FD may even have the 
responsibility for instructing company 

insurance, suppliers and import-export 
requirements. If they are a formal 
director of the company, in addition, 
they will be required to exercise the 
duties and responsibilities of a director.

Regardless of whether you employ an 
in-house Financial Director or appoint 
the responsibility to a qualified and 
competent external consultant, the 
successful fulfilment of the duties 
outlined above will help to ensure 
achievement of your corporate goals, 
and ultimately see your business grow.

and liaising with other parties such as 
shareholders and financial institutions. 
In addition to the external connections, 
the FD will provide a leadership role to 
employees in relation to many other 
aspects of the business.

Examples of strategic and managerial 
tasks that the FD or outsourced 
consultant should implement or 
oversee include:

•	 Offer	guidance	to	the	Managing	
Director when determining the 
corporate objectives of the business, 
regularly advising on the projected 
success or failure based on availability 
of finances for budgets.

•	 Collating	the	financial	strategy	and	
departmental budgets for the business 
and the effects on the business goals.

•	 Understanding,	analysing	and	
presenting regular reports on internal 
factors including turnover, profit, 
income targets, and productivity with 
comparison projections to results.

•	 Analysing	where	there	are	or	
could be potential failings based on 

Whilst not all businesses will be at the 
point of turnover that warrants the 
appointment of an in-house Financial 
Director (FD), however if your business 
is growing rapidly, and you want to 
achieve sustainable structured growth, 
then you should consider the option 
of outsourcing the role of an FD to an 
experienced and qualified accountant.

Alongside the Managing Director and 
fellow directors or investors, the role 
of the Financial Director is a complex 
yet vital part of any successful SME or 
family business.

Rather than just managing adherence 
to the financial and tax obligations of 
a firm, which should be carried out 
by a suitably qualified accountancy 
practice, a key part of the FD’s job 
should be to outline, implement and 
ensure the achievement of a business’s 
financial strategies as part of the 
overall goals.

The role in part is to report to 
the other members of the board, 
providing timely financial information, 

Les Leavitt

Leavitt Walmsley Associates 
Chartered Certified Accountants

www.lwaltd.com

non exec fd’s



Normally no. This is partly to do with 
privity of contract (ie. the lender will 
usually have paid for it) but many 
bank’s standard terms expressly forbid 
valuers discussing the valuation with 
the borrower or any third party. It is 
normal for the valuer to send a copy 
of the valuation to the borrowers 
solicitor, although this is on the 
instruction of the lender. 
How will the value of my property  
be assessed?
The valuer will look at the physical 
attributes of the property such as 
size, location, specific features and 
condition. He will then consider 
permitted uses (which may not be 
the actual use) and any occupancy 
agreements. The valuer will then 
consider comparable transactions and 
make adjustments to reflect factors of 
the subject property. 
What is comparable evidence?
The valuer will normally have access  
to information relating to transactions 
of similar properties in the locality. 
Where the property is of a specialist 
nature the valuer may consider 
transactions over a wider geographic 
area or a longer time period.  
Details are normally set out in the 
valuation report. 
Can I challenge the valuation?
If you think that the valuer has made 
an error you should normally refer 
back to the lender. The error may 
be factual (eg. a problem with the 
description) or with the valuation 
methodology. Most valuation reports 
include a methodology so you 
should be able to see how the valuer 
reached his conclusion. If you are able 
to provide additional comparable 
evidence that you think the valuer 
should consider then, again, this 
should be provided initially to your 
bank. Most valuers are happy to 
reconsider their report in the light  
of any additional information that  
is provided.

Commercial
Valuations
I own an office which has a mortgage 
and the lender has told me I need a 
valuation - why would this be?
Many mortgages, particularly 
commercial mortgages, contain a 
clause requiring periodic revaluations. 
This is usually to ensure that there is 
adequate equity in the property.  
It may also be linked to the end of  
a particular deal, for example a  
fixed rate. 
What will the valuation entail?
The valuer will need to inspect the 
property and make enquiries with 
regard to the occupation  
(eg. any subletting) and obtain any 
planning consents. The inspection 
will not constitute a structural survey 
and shouldn’t be disruptive to the 
occupation of the property, but the 
valuer will need to inspect all aspects 
of it when on site. 
Can I choose the valuer myself?
Most banks operate on a panel basis 
whereby the valuer will have to be 
on the bank’s panel. Appointments 
for certain types of work are done on 
a fixed fee basis and usually without 
reference to the borrower; other types 
of valuation are done on a quote basis 
and the borrower may have some 
choice in the valuer. Occasionally 
banks will allow a borrower to suggest 
a valuer, but the instruction will need  
to come from the bank. 
Why will the instruction need to come 
from a bank?
The valuer will owe a duty of care 
to the bank who is lending money. 
Consequently there needs to be a 
contractual relationship which will be 
dealt with by appropriate terms of 
engagement and payment of a fee. 
The borrower is not normally part of 
the contract. In some cases the valuer 
does owe a duty of care to a borrower, 
although this duty is lower in respect 
of commercial property than for 
residential mortgage lending. 
Does this mean that I cannot negotiate  
a fee with the valuer directly?
In most cases the fee is agreed 
between the bank and the valuer 
without reference to the customer, 
although not in every case; it will vary 
from bank to bank. However, there 
may also be charges from the panel 
operators which cannot be avoided. 
Can I have a copy of the valuation report 
once it is completed?
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property

For a FREE review 
of your marketing and 
promotional activity 

CALL NOW on 

0161 291 0224

DESIGN • ADVERTISING • BRANDING
PACKAGING • PRINT • NEWSLETTERS

CATALOGUES • POS • WEBSITES
CORPORATE IDENTITY • DIRECT MAIL

www.joncdesign.co.uk 
42 Highcrest Avenue, Gatley, Cheadle SK8 4HD

e. jon@joncdesign.co.uk

JON CHEETHAM DESIGN
DESIGN AND MARKETING SERVICES

Are you squeezing 
the most from 

your advertising 
budget?

Graham Bowcock

Berrys - Surveyors, valuers,  
estate agents and commercial 
property consultants

www.berrybros.com



wellbeing
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Good relationships 
  make good business sense

a happy and secure home 
and personal life.
Learn to say how you feel, share 
bad news as well as good, listen 
and be interested in others too.

Relationships are a two-way 
exchange. It’s equally important 
to do things you want to do, not 
just accommodate others and their 
wishes. Enjoy your relationships 
with family and friends and let them 
support you in your business.

Build a good relationship 
with yourself. 
So often we consider ourselves  
last, regard personal time and 
interests as something we may fit  
in after everything else on the list 
has been ticked. 

But personal time is great for  
de-stressing, for feeling valuable, 
for supporting your own  
self-esteem. Enjoying the things 
you really want to do makes  
the hours spent at work slaving  
over your computer, an order  
or a piece of work worthwhile. 

It’s your personal reward for  
all the effort.

Some people even suggest  
that you should book yourself 
regular time in the diary and  
honour that time just as you  
would an appointment with  
an important client. 

Allowing an hour to read a book, 

have a leisurely bath, book a 
massage, go for a walk, can make  
all the difference to your mindset 
and feeling of wellbeing.

Certainly it’s important to look after 
your health too. 

Take time to eat healthily, 
have regular breaks, aim 
to finish your work and 
domestic chores at a 
reasonable time, commit  
to quality sleep. 
But fun is also an important part  
of building a good relationship  
with yourself, of feeling worthy,  
that you’re worth it, entitled  
to consideration. 

Enjoy occasional rewards and treats 
as well as committing regular time 
for the things you enjoy, that add 
value to your life.

up for coffee, keep in touch, treat 
each other well and get to know, 
like and trust each other.

Remember discussions 
you’ve had and follow-up  
on them. Demonstrate 
genuine interest.
Relationships and networking 
are not just about collecting 
stacks of business cards and then 
relentlessly bombarding each other 
with sales information. 

Maybe send out regular 
newsletters with interesting facts 
and articles that will be of help 
in their daily life. Be generous in 
recommending others, even if 
there’s no apparent immediate 
payback to yourself.

Build good relationships 
with family and friends. 
Devoting time to your important 
personal relationships 
demonstrates to them and to you 
that they matter, that you care 
enough about them to commit 
time to doing things together. 

Being respectful of those 
relationships ensures that you 
have a strong, loving, supportive 
network in your life. 

These are the people who will 
try to understand and make 
allowances for you if at times you 
are under pressure at work, are 
stressed or have less time available 
for them on occasion.

These are also the people who  
can bring balance into your 
life, maybe at times tell you if 
you’re wrong, over-doing things, 
damaging your health. 

They may not always fully 
appreciate your priorities or the 
demands that are placed on you, 
but family are for many people  
a significant part of the reason  
why they are motivated to work as 
hard as they do.

Open and honest 
communications are an 
important part of personal 
relationships, of building  

Many of us appreciate the 
importance of being polite to 
others, of treating others as we 
would like to be treated, but what 
about the ongoing implications 
of taking the time and making the 
effort to build good relationships?

Let’s look at how good 
relationships make good 
business sense...
Build good relationships in 
business. Networking, meeting 
and mixing with other people 
in business benefits us in many 
different ways. 

Firstly, from a purely practical point 
of view, meeting other business 
owners provides the opportunity 
for conversation and discussion, 
sharing information and advice, 
problem solving and providing 
mutual support. We may gain 
access to their contacts, both 
personal and professional, some of 
whom may be useful to us in any 
number of ways.

In addition we gain access to their 
knowledge, skills and expertise, 
which may help us develop 
personally and within our business.

Access to other professions 
may provide help with business 
coaching, stress management, 
printing, graphic design, technical 
support, accountancy skills, 
insurance - all of which enable  
us to become more confident, 
strong and viable as a successful 
business owner.

Meeting people in other 
businesses offers the 
opportunity to both  
utilise and recommend  
their services. 
Plus there’s the possibility of 
establishing alliances where we 
can include our joint skills on the 
menu, extending our range of 
goods and/or services to provide a 
more comprehensive service to our 
combined clients.

With this in mind, it’s important to 
nurture these relationships, follow 
each other on social media, meet 

Susan Leigh MNCH (ACC)

Councillor and Hypnotherapist

www.lifestyletherapy.net



Of course, writing your own content is easy. Isn’t it..?
And although he wasn’t a 
copywriter (he was much, much 
more), this is a great quotation that 
applies to many professions:

“Simplicity is the ultimate 
sophistication.” Leonardo Da 
Vinci. When my prose becomes 
twisted and convoluted, I remember 
this quotation. Keep your writing 
simple, readable and to the point. 

Think about what you have read 
today - emails, newspapers, reports, 
letters, adverts, magazine articles. 
What ones did you just glance at? 
What ones made you read to the 
end? Can you see any of the above 
advice and guidance in print?

Now you have a better idea of 
what’s involved in copywriting 
(and the nuggets are just a part), 
you can see that writing powerful 
content might not be as easy as it 
looks. Understanding principles and 
advice is one thing; using them in 
action is another matter.

Above all, remember this.  
Writing good copy that attracts 
attention, holds it and inspires 
action, takes time. Research, 
drafting, editing and re-editing  
can take several hours, even for a 
short piece. Is this the best use of 
you or your staff’s time?  

That’s where I and my fellow 
copywriters come in. You can 
concentrate your skills on running 
your business. We’ll use ours to 
write about it.

People see hype coming a mile off. 
Don’t claim it, prove it. 

“Let us prove to the world that 
good taste and good writing 
can be good selling.” William 
Bernbach. Many advertisements 
use shock tactics or questionable 
language to draw attention. If I have 
to use vulgarity to make a point, do 
I even have a point worth making ?

“Make it simple. Make it 
memorable. Make it inviting to 
look at. Make it fun to read.”  
Leo Burnett. This speaks for itself.

“You must make the product 
interesting, not just make the 
advert different. And many 
writers don’t understand that.” 
Rosser Reeves. This means 
homework and research. You must 
carefully study the product or 
service and work out why it should 
excite your particular prospects.

“The most powerful element in 
advertising is the truth.” William 
Bernbach. You can’t get any plainer 
than that. Above all else, keep your 
writing honest.

“Nobody reads ads. People read 
what interests them. Sometimes 
it’s an ad.” Howard Gossage. 
Creating and holding interest  
is the best way to reach your  
target audience. 

“A copywriter should have an 
understanding of people, an 
insight into them, a sympathy 
toward them.” George Gribbin. 
How can you understand the value 
of your product to your prospects, 
if you don’t understand your 
prospects’ needs?

“Believe me; nothing works as 
well on the web as deadlines.” 
Clayton Makepeace. Sound advice. 
Try to include a deadline in the  
call-to-action, as urgency is a 
powerful motivator. 

“On the average, five times as 
many people read the headlines 
as read the body copy. It follows 
that unless your headline sells 
your product, you have wasted  
90 percent of your money.”  
David Ogilvy. This quote expresses 
the absolute importance of crafting 
magnetic headlines. Next time 
you’re in the doctor’s waiting  
room, pick up a magazine.  
What draws you to one particular 
article over another? My money’s  
on the headline.

As a copywriter, I always prick up  
my ears when people tell me they 
write the content for their own 
website and printed material.  
I’m always keen to talk hints, tips 
and techniques with fellow writers. 

But when I ask their views on topics 
such as headline vs. body copy, 
sentence and paragraph length 
or spotlighting, the conversation 
often dries up. It’s the same when I 
mention target audience profiling, 
research or ways of editing - the 
discussion starts to falter.

There’s a simple reason for this. 
Whilst we can all write, copywriting 
is a special form of writing, with its 
own techniques and methods and a 
precise objective:

•		to	attract	the	attention	of	 
your business’ target customer; 

•		to	hold	that	attention	 
by creating more interest; 

•		and	to	inspire	action,	 
ie. to make contact.

I use many of these copywriting 
techniques when writing content for 
my clients and I keep up-to-date on 
current thinking and best practice. 
And I certainly keep in mind advice 
from well-respected copywriters. 
Here are some real nuggets that 
help me:

“When I write an advertisement,  
I don’t want you to tell me that 
you find it ‘creative.’ I want you 
to find it so interesting that you 
buy the product.”  
David Ogilvy (often called “The 
Father of Advertising”). He agrees 
that creativity has a purpose. But if 
your prospect can only remember 
the advert and not the product, 
you’ve only entertained and not 
met your objective. “Just what was 
that sweet little cat selling?”

“Decide the effect you want to 
produce in your reader.”  
Robert Collier. Copy, particularly 
a website landing page, needs to 
have a clear message and a clear 
call to action. If you don’t know 
what you want your readers to  
do, how will you persuade them  
to do it?

“We have become so accustomed 
to hearing everyone claim that 
their product is the best in the 
world, or the cheapest, that we 
take all such statements with 
a grain of salt.” Robert Collier. 
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Algy Cole

ColeWrite Copywriting

www.colewrite.com

Do you want the publicity, 
 but don’t have time to write it?

You want an article in Trafford Business Connect and elsewhere.

You want to get your message across, 

                                           to inform and persuade.
But you just don’t have the time to write it yourself.

This is where ColeWrite Copywriting comes in.

I can write about your business in a way that will propel you to the front 

of people’s attention.   

Whether you give me a blank sheet, a rough draft or a finished piece,  

I can make the words work for you. I can do it for this magazine  

– or anywhere else you want the attention? 

Give me a call on 07912 374220  

to put your company’s products and  

services into the spotlight they deserve. www.colewrite.com

copywriting
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Altrincham & Sale Chamber 
of Commerce
Breakfast Matters - Networking and breakfast
Thursdays - 5 June, 3 July, 4 Sept 8.30 - 10.00am
Venue  Cresta Court Hotel, Church Street,  
 Altrincham WA14 4DP
Cost  £10
Summer Lunch Friday 27 June noon - 2.30pm
Venue  Belmore Hotel, Brooklands Road,  
 Sale Cheshire M33 3QN
Cost  £30
Autumn Lunch Friday 12 Sept noon - 2.30pm
Venue  The Mere Court Hotel,  
 Warrington Road, Mere WA16 0RW
Cost  £30
Contact Anne Jardine  0161 941 3250  
 anne@altrinchamchamber.co.uk

Bowdon Business Group
Thursday - 5 June  4.00pm - 6.00pm
Venue  Bowdon Club, South Downs Road
 Bowdon, Cheshire WA14 3DT
Cost  £5 
Thursday - 19 June  9.00am - 11.00am
Venue  Café Seven, Vicarage Lane
 Bowdon, Cheshire WA14 3BD
Cost  £5
Contact David Bellin  0161 883 0308

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 Mark Haywood  07968 156 211

Bizspace Networking 
Mondays - 2 June, 7 July 6.00 - 8.00pm
Venue  Bizspace, Empress Business Centre,  
 380 Chester Road, Old Trafford M16 9EA
Cost  Free
Contact Simon Edmondson  07766 493 428  
 fsb@edmondson.eu

Business for Breakfast
Networking, plus breakfast - Wednesdays
11 June, 25 June, 9 July, 23 July 9.15 - 11.00am
Venue  Sale Golf Club, Golf Road, Sale M33 2XU 
Cost  £5.95
Contact Stephen Iacovou  07872 463690

Business over Breakfast
Networking, plus breakfast - Fridays - 6 June, 
20 June, 4 July, 18 July, 1 Aug 7.00 - 9.00am
Venue  La Vina, 105/107 Deansgate,  
 Manchester M3 2BQ
Cost  £15
Contact Tracy Heatley  07812 076946

Business Planning Workshop
Wednesday 10 September 9.20am - 4.50pm
Venue  Mercure Bowdon Hotel,  
 Langham Road, Bowdon WA14 2HT
Cost  £195+VAT (Early Bird £95 available)
Contact Mark Dyble  07931 882 555  
 mark.dyble@sme-businesssolutions.co.uk

Busy Bee Networking
Most Tuesdays - Professional Women’s 
Networking - 3 June 10.00 - 12.00noon
Venue  The Hale Kitchen and Bar, 149 Ashley  
 Road, Hale, Cheshire WA14 2UW
Cost  £10
Contact 07870 601 168  
 caroline@busy-bee-networking.co.uk

Carrington Business Park  
Networking - Tuesday 17 June 9.30 - 11.30am
Venue  Carrington Business Park,  
 Carrington, Manchester, M31 4DD
Cost  Free
Contact Susan Renshaw  0161 776 4000  
 susan.renshaw@cbpl.co.uk

FSB Manchester and 
North Cheshire Regional 
Golf Day
Friday 3 October 9.00am - 6.00pm  
Venue  Northenden Golf Club, Palatine Road,  
 Northenden, Manchester M22 4FR
Cost  £40 each, £140 team of 4
Contact Simon Edmondson  07766 493 428  
 fsb@edmondson.eu

Greater Manchester  
Business Fair 2014
Networking, plus breakfast
Tuesday 3 June 10.30pm - 3.30pm
Venue  Salford City Stadium,  
 1 Stadium Way, Eccles M30 7EY 
Cost  Free
Contact Kathy Haines  0151 709 8932

Gorvins Networking Group
Monday - 14 July 6.00 - 8.00pm
Venue  Dale House, Tiviot Dale,  
 Stockport, SK1 1TA
Cost  Free
Contact Simon Edmondson  07766 493 428  
 fsb@edmondson.eu

Lowry Networking Group
Mondays - 30 June, 28 July 6.00 - 8.00pm
Venue  The Lowry Mill, Lees Street,  
 Pendlebury M27 6DB
Cost  Free
Contact Simon Edmondson  07766 493 428  
 fsb@edmondson.eu

Networking in the City
Networking, watch Costa Rica vs England 
plus meal  Tuesday 24 June 12.30 - 6.45pm
Venue  Bem Brasil (Deansgate) King Street  
 West, Manchester M3 2GQ
Cost  £30 per seat, £270 per table of 10
Contact Steve Kettle  07585 002386

Professionals in Business
Networking, plus meal Thursday 10 July
12.00noon - 2.00pm
Venue  On the 7th, The Landing, Blue Tower,  
 MediaCityUk, Salford M50 2ST
Cost  £25
Contact Steve Kettle  07585 002386

Regus Networking Group
Thursdays - 19 June, 24 July 4.30 - 6.30pm
Venue  Regus, 3000 Aviator Way,  
 Manchester M22 5TG
Cost  Free
Contact Simon Edmondson  07766 493 428  
 fsb@edmondson.eu

RRG Ribbon Ball
Share the Love Charity Ball
Live Auction, Raffle and Live Music
Saturday 7 June
Venue  Emirates Old Trafford LCCC,  
 Talbot Road , Old Trafford M16 0PX
Cost  £75 per ticket, or £750 for table of ten
Contact Warren Eaton (RRG Group)  
 0161 728 8286 / 07779 802089  
 warren.eaton@rrgcontracthire.com

Six ways to build momentum 
in your business
Wednesday 27 June 8.00 - 10.30am
Venue  The Life Centre, 235 Washway Road,  
 Sale M33 4BP
Cost  £25+VAT
Contact Mark Dyble  07931 882 555  
 mark.dyble@sme-businesssolutions.co.uk

Spectra Business Seminars
Mondays - 9 June, 7 July 7.30 - 9.00am
Venue  Altrincham Town Hall, Market Street,  
 Altrincham, Cheshire WA14 1PG
Cost  Free
Contact 0845 224 7013  info@spectragroup.co.uk

The Business Network 
Manchester
Monthly Networking
Thursday 26 June  10.00am - 2.00pm
Venue  Manchester Metropolitan University,
 All Saints Building, All Saints,
 Manchester, M15 6BH
Cost  £39.75
Wednesday 23 July + Thursday 28 August
Venue  The Lowry Hotel, 50 Dearmans Place,  
 Salford, Manchester M3 5LH
Contact Helen Bennett  0870 751 7523

The Venue Expo 2014
Monday 1 & Tuesday 2 September
10.00am - 4.00pm
Venue  Event City, Phoenix Way, Off Barton  
 Dock Road, Urmston M41 7TB
Cost  Free

Timperley and Sale 
Business Club
Weekly Networking every Friday - early 
networking includes breakfast 6.30 - 8.30am
Venue  Bean and Brush Café, The Old Sorting  
 Office, 12 Hayfield Walk, Sale M33 7XW
Cost  £5 for guests
Contact Brad McBride  0161 973 8448  
 Laura Evans  07976 894419

Trafford Business  
Expo 2014
Tuesday 1 July 10.00am - 4.00pm
Venue  The Point, Emirates Old Trafford LCCC,  
 Talbot Road, Old Trafford M16 0PX
Cost  Free
Contact James Caldwell  0844 887 1550  
 james@innov8-conferences.co.uk

Urmston Networking 
at the Grill
Second Thursday of every month
12 June, 10 July, 14 August, 11 September 
3.00 - 5.00pm
Venue  The Grill at 27, 29 Station Road,  
 Urmston M41 9JG
Cost  £5.95
Contact Susan Renshaw  0161 776 4000  
 infor@cbpl.co.uk

Vibrant Network
Networking, plus breakfast
Tuesday 3 June - every fortnight 
9.30 - 11.30am
Venue  Chiquitos, Salford Quays,  
 Capital Quay, Manchester M50 3WL 
Cost  £15
Wednesday 4 June - every fortnight
9.30 - 11.30am
Venue  Wood. Wine & Deli, 40 Tib Street,  
 Northern Quarter, Manchester M4 1LA 
Cost  £15
Contact Rose Cleaver-Emons  07739748978

Women’s 20/20
Women’s networking - second Wednesday  
each month - 11 June, 9 July, 10 September 
12.15 - 2.30pm
Venue  Mercure Bowdon Hotel,  
 Langham Road, Bowdon WA14 2HT
Cost  £15 for non-members
Contact Julie Gray  enquiries@2020network.co.uk

For tickets or further information contact Warren Eaton (RRG Group)
0161 728 8286 / 07779 802089    warren.eaton@rrgcontracthire.com

Visit RRG on 
Stand 39 at the 

Trafford Business Expo 
on July 1 at Emirates 

Old Trafford
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Scan this 

Tailored Services

Print Solution Providers

Contact Ed or Alison

Tel. 0161 928 8826
www.120manchester.minutemanpress.com

120 Manchester Road
Altrincham WA14 4PY

We are proud to 
announce the 

installation of the 
latest full production 

digital press

Join our celebrations 
and enjoy a discount on your 

next order by quoting 
‘Trafford Business Connect’ 

places   
    to meet
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

Bowdon Rooms The Cinnamon Club 

Address The Firs, Bowdon,  
 Altrincham WA14 2TQ 
Contact 0161 926 8992 
Facilities Conferences, Boardroom, Live Music

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

Carrington Business Park 
Address  Carrington Lane, Carrington,  

Manchester M31 4DD   
Contact 0161 776 4000 
Facilities Café, Conference Rooms

Costa Coffee   
Address 75 School Road, Sale M33 7YF             
Contact 0161 973 2259

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

Gastronomy   
Address 191 Ashley Road, Hale WA15 9SQ                  
Contact 0161 928 7870   
Facilities Deli, Coffee Shop

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

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

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

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

Red Rooms  Meeting rooms 
for hire across a range of  
Bruntwood properties 
Address Station House, Stamford New Road,  
 Altrincham WA14 1EP

 111 Piccadilly, Manchester M1 2HY

 Centurion House, 129 Deansgate,  
 Manchester M3 3WR

 City Tower, Piccadilly Plaza,  
 Manchester M1 4BT 

 Lowry House, 17 Marble Street,  
 Manchester, M2 3AW

 Manchester One, 53 Portland Street,  
 Manchester, M1 3LD

 St James, 61-95 Oxford Street,  
 Manchester, M1 6FQ

Contact 0843 504 4753 
Facilities Offices, Meeting Rooms

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

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

The Little Deli Company   
Address 42 Stamford Park Road,  
 Hale WA15 9EP                  
Contact 07921 717548   
Facilities Meeting Rooms, Café

Be part of the Solution.
Not the Pollution!
How would you like to get more miles out of each gallon of petrol 
or diesel for your car, van, truck or HGV?
The product is a burn-rate modifier which catalyzes fuel. This action allows more of 
the fuel to burn in the power stroke of the engine cycle, therefore less fuel burns in 
the exhaust stroke, reducing harmful emissions. It also lowers maintenance costs, 
increases your engine’s horsepower and is completely safe for your engine.

For more information call John Smith on

0161 718 0354/07779 102258
email: john_smith84@sky.com

INDEPENDENT
DISTRIBUTOR

http://jdsfuel.gedt.tv 



business services

Specialists in Corporate Displays, Handover and Client Gifts

We provide fresh flower displays on a weekly basis starting from just £25. To arrange a 
meeting to discuss your office requirements please call our team on 0161 973 7528

Suite 1 Mayfield House, Danefield Road, Sale M33 7WR     www.diddibox.co.uk

Diddibox Flowers

Altrincham Cleaning Services is a 
specialist property cleaning company.
We specialise in end of tenancy 
cleaning, home movers’ cleans,  
communal area cleaning, builders’ 
cleans and one-off deep cleans. 
We work with landlords,  
property managers and home  
owners and cover Cheshire and 
Greater Manchester.

Call Natalie Bray on

07772 199644
www.altrinchamcleaningservices.co.uk

Commercial and 
Domestic Plumbing 

Services

IND Plumbing, 17 St Georges Road, 
Stretford, Manchester  M32 9JF

Tel: 0161 282 9097  

nick@indplumbing.co.uk

Boiler Breakdowns
Toilets and Taps

Radiators and Pipes
Servicing

Appliances Fitted
Leaks and Bursts

Blockages Cleared
Showers

Call
Nick Wealleans

on

07791 797469

TRAFFORD BUSINESS connect June/July 201442

To advertise please contact Paul Mirage on 07708 987518 or paul@businessconnectpublishing.co.uk

How to make sure you’re found by your  

              target market on Google 

   Make those searchers become finders...
         and those finders become your customers!

If no one knows you or your company,  
but wants what you provide, is it possible  
for them to find you through a simple  
search on Google? 

For our clients it most certainly is!

We can offer...

•  A forensic analysis of your website  
structure - how Google views it.

•  A deep insight to your competitor  
websites, to see what plans are working.

•  To identify toxic backlinks pointing to  
your website, and have them removed.

•  To re-write and create new content to 
strengthen your website in Google.

•  A mobile version of your website for  
best impact on smart phone screens.

•  Monthly video production to shout about  
your website on YouTube.

•  Professionally written monthly news stories  
for placement on high profile news websites.

•  Social Media marketing program to further 
increase your website profile.

•  UK, Manchester based agency - we truly 
understand your needs and your target market!

•  Your website on the first page of Google search 
results - and traffic that converts.

To find out how to have your website professionally 
marketed on Google and Social Media, simply call 

0161 813 1730 
or drop me a line  
howard@jungle-media.co.uk today!

JUNGLE ASSOCIATES FOR

• SEARCH MARKETING

• PPC ADVERTISING

•  SOCIAL MEDIA 
MARKETING

• MOBILE ADVERTISING

•  WEBSITE DESIGN  
AND BUILD

• WEB HOSTING

• LINKEDIN MARKETING

Jungle Associates Ltd,  
HQ, Clippers Quay, Salford Quays, 
Manchester  M50 3XP

www.jungle-media.co.uk

Can anyone 
hear you?
Put 
your 
business  
where your 
clients and 
customers  
can 
hear your 
message.
Advertise with

and get yourself HEARD!

0161 969 8632

TRAFFORD BUSINESS

connect



YOUR LOCAL AWARD-WINNING ACCOUNTANTS  
AND BUSINESS ADVISORS

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 ‘TBCM review’ to book your appointment.

Leavitt Walmsley Associates

•	 Audit and accountancy

•	 Business support and  
 networked services

•	 Company secretarial and payroll

•	 Corporate and personal taxation

•	 Non-executive Finance Director package

•	 Specialist expertise in academies  
 and solicitors’ accounts rules

Leavitt Walmsley Associates Ltd is an award-winning independent firm of chartered  
certified accountants based in Sale, headed up by directors Les Leavitt and Steve Collings.  
The firm provides a range of business solutions to a national client base including:

            LWA have advised us from the very  

            beginning, always making sure we know 

what to expect, preparing our business plans, dealing 

with our compliance and handling all aspects of our 

business financial control, going  beyond what we 

could have expected from a firm of accountants.

Trevor Holt, Managing Director of Holt Business Solutions

“ ”

Leavitt Walmsley Associates Limited, 
8 Eastway, Sale, Cheshire  M33 4DX
T 0161 905 1801   E mail@lwaltd.com
www.lwaltd.com
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WE CAN HELP 

FUND YOUR 

PROPERTIES BY 

PROVIDING 

SHORT TERM 

FUNDING  

subject to status and standard fees

TAKE YOUR PICK

From our selection of 3, 6, 9 
and 12 month products

With 24 hour funding available 
we can provide finance before, 
during or even after an auction

0161 933 7151 auctionfinance.co.uk

0161 933 7152
All bridging finance secured 

on land and commercial property

Scott Hendry
Director

07778 150 845
scott.hendry@auctionfinance.co.uk

9 0.99%6 0.75%3 0.75% 1280%
LTV
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