
The election of a new Mayor comes as 
the number of people living in the capital 
has reached its highest level since 1939. 
London is forecast to reach a population 
of 9 million by 2020 and achieve ‘megacity’ 
status by 2030 with over 10 million 
citizens.      

The four-year period of the new mayoralty 
must see important decisions taken to 
prepare for the London population of 
2020 and beyond. 

London Chamber of Commerce and 
Industry (LCCI) members range from 
small and medium enterprises through to 
multi-national companies. 

LCCI surveys of business leaders and 
focused research will provide the new 
Mayor with insights into what the capital 
needs to remain an attractive, productive 
and competitive global city.  

TOWARDS A GREATER

LONDON
20 STEPS THE NEW MAYOR CAN TAKE TO ENSURE OUR

CAPITAL IS AN EVEN BETTER PLACE FOR BUSINESS 

LONDON MAYORAL ELECTION 
MAY 2016

Keep up to date with the debate on Twitter by following @londonchamber
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London businesses 
predict success in 2016
Results last month from Lon-

don's largest and most au-
thoritative regular business 

survey, the Capital 500, indicate 
strong business performance in 
London, buoyed by growing domes-
tic demand for goods and services.

The quarterly survey of over 500 
London business leaders, conducted 
for the London Chamber by Com-
Res, shows the overall balance figure 
for domestic sales is up six points to 
nine per cent. The report also shows 
the overall balance figure for cash-
flow is at the highest level since the 
Capital 500 survey was established 
two years ago.

While there is some evidence to 
suggest that growth in employment 
and investment may be slowing, 
London businesses are still looking 
to expand. The survey also shows 
market conditions are favourable, 
as reflected in positive expectations 
for the next 12 months in terms of 
business turnover and profitability.

Realistic
Commenting on the figures, LCCI 
chief executive Colin Stanbridge 
said: "London businesses are per-
forming well amid a growing busi-
ness consensus that UK economic 
growth is stabilising. However, 
while these signals are encourag-
ing, in order to protect the capital's 
position as a world-leading place to 
do business, the government must 
now look to cement a strong Lon-
don economy for the medium and 
longer term. 

“This has to include realistic in-

vestment in the capital's strategic 
transport infrastructure, practical 
steps to tackle the skills gap and, 
ultimately, enhanced devolution as 
London surges toward being a city 
of nine million people by 2020.

"The continued dithering over 
London airport capacity is a con-
cern. Prolonged political uncertain-
ty about London airport capacity 
may come to colour the perceptions 
of shareholders about new or further 
investment in UK major infrastruc-
ture. If that were to come about, in 
time, a host of impacts on the wider 
economy may become apparent."

Tensions
Vicky Pryce (below), chief economic 
adviser for the Centre for Economic 
and Business Research said that the 
survey for London confirmed the 
general picture across the UK which 
was one of slow growth in exports, 
particularly affecting manufactur-

ing. “This is partly due to a stronger 
sterling but also to unusually weak 
world trade growth for this point in 
the cycle. A slowdown in the emerg-
ing markets is to a large measure 
responsible for that, but also geopo-
litical tensions – which have if any-

thing intensified recently.
"The result is that businesses are 

increasingly cautious, with invest-
ment intentions slowing down with 
much of the focus on cost-cutting 
and rationalisation to achieve effi-
ciencies. This is hardly surprising 
given the concerns over the state of 

the global economy but also policy 
uncertainty in the UK – not just in 
the area of infrastructure spending 
on airports and elsewhere but also 
over membership of the European 
Union."

www.londonchamber.co.uk

Great expectations
LCCI has made four key 
recommendations following the 
survey results to help maintain 
business confidence across the 
capital:
• The 

interdependency 
of trade and 
air-links needs 
to be a central 
consideration 
in the runway 
decision process. 
However, as any 
new runway will 
not be operational 
until the mid-
2020s, Ministers 
should enact practical short-
term measures to boost 
London airport capacity and 
make best use of existing 
airport, airfield and terminal 
infrastructure around the 
capital.

• To ensure that the 
apprenticeships being created 
are of a sufficiently high 
quality to meet businesses' 

skills needs, the government 
should review its collaboration 
and cooperation with business 
especially around the setting 

and maintenance 
of apprenticeship 
standards.
•  While the 
announcement of 
a new Transport 
Development Fund 
is welcome, the 
government should 
be prepared to 
allocate additional 
funding if required 
to get vital strategic 
infrastructure 

projects into development.  
• London's elected politicians 

– not Whitehall – are best 
placed to understand the 
capital's future needs. The 
government should revisit the 
debate on fiscal devolution to 
the capital; its impact on public 
finances and how an enhanced 
devolution arrangement might 
work in practice.

January 2016

CAPITAL 500
LONDON
QUARTERLY
ECONOMIC SURVEY

Q4 2015
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On May 5th Londoners will 
go to the polls to elect a 
new Mayor of London.  

With less than 100 days to go to 
the big day, London Chamber of 
Commerce and Industry (LCCI) 
has published Towards a Greater 
London, a 20 step agenda for 
securing the capital’s future as a 
great place to live, start and run a 
business.

Commentators have pointed out 
that whoever wins in May – the 
odds are it will be either Labour’s 
Sadiq Khan or the Conservative 
Zac Goldsmith – will be a different 
proposition to the two big 
personalities to have held the office 
to date, Ken Livingstone  and Boris 
Johnson.  While that’s one reason 

by Rob Griggs

Towards a 
Greater London

Issue 120 | November 2015
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Five key challenges
Fixing the housing crisis
London’s chronic housing 
undersupply impacts on 
employees and employers.  
LCCI is calling on the new 
mayor to become ‘owner - 
landlord’ of housing stock for 
‘blue light’ essential workers 
such as police, firefighters and 
paramedics - helping boost 
London’s resilience. 

Closing the skills gap
London businesses need access 
to a diverse, skilled workforce.  
One of the steps LCCI wants 
the new mayor to take is to 
seek government approval for 
a third party sponsorship route 
(London Visa) for established 
sector specific organisations 
to support non-European 

Economic Area worker visas 
on behalf of recognised small 
businesses. 

Boosting digital capability
London’s smaller firms face 
challenges in developing and 
sustaining online presence. 
Treating digital infrastructure as 
a key utility will provide greater 
connectivity.  LCCI wants 
the new mayor to establish a 
new business panel focused 
on raising awareness of the 
benefits of developing an online 
presence among offline sole 
traders and small businesses. 

Keeping transport moving
London’s ageing transport 
infrastructure often faces 
overcrowding and congestion. 
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“By 2030, Greater 
London is expected 
to be home to over 
10 million people, 
making its 32 
boroughs and the 
City of London a 
‘megacity’ when 
taken together”

boroughs and the City of London a 
‘megacity’ when taken together.  

Why does this matter? And 
why would LCCI, as a business 
representative organisation, want 
to make sure that candidates for 
London’s elected office have these 
figures at the forefront of their 
minds?  Because the next Mayor of 
London will need to make important 
decisions to ensure that a London of 
nine and later 10 million people has 
the infrastructure, skills and powers 
necessary for its businesses, large 
and small, old and new, to succeed.  

Infrastructure features heavily 
in LCCI’s mayoral publication, 
Towards a Greater London.  Its 
20 steps are actions the next 
Mayor of London should take 
to address five key challenges 
facing London today.  These are 
detailed below, with the full 20 step 
Towards a Greater London agenda 

available on the LCCI’s website at  
www.londonchamber.co.uk/
agreaterlondon 

Rob Griggs is head of the public 
affairs team at LCCI

“The new mayor needs to drive forward 
network enhancements including night tube 
commencement, Bakerloo Line extension  
and move Crossrail 2 to ‘next stage.”

why the election and new mayoralty 
will be fascinating to follow, it 
doesn’t, however, get to the heart of 
why this election really matters. 

To address this, one needs to 
consider the demographics.  By 
the time the new mayor comes up 
for re-election in 2020, London is 
forecast to have a population of over 
nine million people.   That takes 
the capital into truly unchartered 
waters, having passed its pre-war 
population peak of 8.6 million in 
2015.  By 2030, Greater London 
is expected to be home to over 
10 million people, making its 32 

http://www.valuedynamics.uk.com
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Why I should be Mayor of London 
Tomorrow

The election of a new Mayor comes as 
the number of people living in the capital 
has reached its highest level since 1939. 
London is forecast to reach a population 
of 9 million by 2020 and achieve ‘megacity’ 
status by 2030 with over 10 million 
citizens.      

The four-year period of the new mayoralty 
must see important decisions taken to 
prepare for the London population of 
2020 and beyond. 

London Chamber of Commerce and 
Industry (LCCI) members range from 
small and medium enterprises through to 
multi-national companies. 

LCCI surveys of business leaders and 
focused research will provide the new 
Mayor with insights into what the capital 
needs to remain an attractive, productive 
and competitive global city.  

TOWARDS A GREATER

LONDON
20 STEPS THE NEW MAYOR CAN TAKE TO ENSURE OUR

CAPITAL IS AN EVEN BETTER PLACE FOR BUSINESS 

LONDON MAYORAL ELECTION 
MAY 2016

Keep up to date with the debate on Twitter by following @londonchamber

The five main candidates in the 
contest to become London’s 
Mayor appeared before a 

business and student audience of over 
400 at the LSE last month and made 
their respective cases why they should 
lead the city into what is certain to be a 
challenging future.

The candidates – Siân Berry (Green 
Party), Zac Goldsmith (Conserva-
tive), Sadiq Khan (Labour), Caroline 
Pidgeon (Liberal Democrat) and Peter 
Whittle (UKIP) – referenced findings 
and research from London Tomorrow, 
LCCI's thought leadership programme 
which is focussing on the challenges 
and opportunities arising from Lon-
don’s growing population.

Opening up
LCCI chief executive Colin Stanbridge 
moderated the proceedings and gave 
the candidates two minutes to make 
their case – the order having been de-
cided by drawn lots – before questions 
from himself and the floor. 

Zac Goldsmith said that London 
had boomed over the last eight years 
under Boris Johnson but there was 
plenty for the next Mayor to do in de-
livering much-needed housing, keep-
ing London moving, making the streets 
safer, protecting the environment and 
tackling pollution. It was easy as a May-
oral candidate to make promises but 

you had to deliver, just as he had in his 
own constituency with the result that 
he had achieved the biggest increase in 
parliamentary majority of any MP in 
London. “London is a great city and if 
I am backed I will make it greater still.”

Peter Whittle told the audience of his 
London roots which he said informed 
his whole character. He praised the 
work of London Tomorrow and noted 
that infrastructure was the key theme. 
He believed that this had been neglect-
ed in the capital and that its growing 
population required us to look at the 
demand as well as the supply side. He 
noted that he was the only candidate 
who would assert that London had an 
exciting future outside the EU.

Siân Berry spoke of the ‘power of 
good ideas’ and mentioned three which 
would feature in a Green Mayoralty. 
She would abolish fare zones making 
travel more affordable for commuters 
in the outer boroughs. City Airport 
would be closed and the land used for 
housing while private renters would be 
protected. 

Sadiq Khan praised London as the 
greatest city on earth but one that was 
facing huge challenges, the housing cri-
sis being the biggest. What the capital 
needed was a Mayor with experience, 
values and vision; one that would sup-
port business and deliver a safer and 
pollution-free environment. He be-

Targeted investment is essential 
to service a rapidly expanding 
population.  The new mayor 
needs to drive forward network 
enhancements including night 
tube commencement, Bakerloo 
Line extension and to move 
Crossrail 2 to ‘next stage’. 

Securing more powers to grow
Looking ahead, London needs 
greater powers to enable 
it to meet the challenges it 
faces. Retaining more London 
generated taxes and securing 
new competencies will be key.  
As a first step LCCI wants the 
new mayor to engage with 
London Boroughs to explore 
how clusters of combined 
authorities could drive greater 
economic cooperation.

Over the next three months LCCI 
will build on January’s debate at 
the LSE and continue to speak 
not only to mayoral candidates 
but also candidates for the 
London Assembly who play an 
important role in holding the 
mayor to account.  

lieved he was the man with the right 
qualities to put London back on track.

Unlike the other candidates, said 
Caroline Pidgeon, she had held the 
current Mayor to account on key issues 
such as transport. As a working moth-
er she knew first-hand about work-life 
pressures and, after over 20 years in 
the capital, she was ready to take on 
the Mayoral role. Housing would be a 
priority and she had costed plans for 
50,000 new homes in London. The 
election, she believed, was wide open 
and the voters would decide which can-
didate genuinely had the experience to 
lead London.

Housing rules
Naturally enough housing dominated 
the next session – all candidates had 
put the subject at the heart of their 
Mayoral agendas.

Caroline Pidgeon proposed the 
continuation of the Olympic precept 
paid by Londoners to fund housing 
development. Peter Whittle believed 
that Londoners should be given hous-
ing priority. Sadiq Khan also spoke of 
homes for Londoners, with half of the 
new build classed as affordable housing 
and a London Living Rent linked to a 
third of earnings. The scandal 

Zac Goldsmith, Peter Whittle, Siân Berry, LCCI chief excecutive  
Colin Stanbridge, Sadiq Khan and Caroline Pidgeon
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http://security.gallagher.com


Your business February 20166

LCCI President a 2015 winner
London’s financial and business 
newspaper City AM has been 
looking back over the last 12 
months and picking the year’s 
winners. The overall verdict 
was that it has been a good 
time for commerce with the 
UK’s economy continuing its 

steady growth and employment 
reaching new heights.

Among its list of the year’s 
winners are Uber, the taxi-
hailing app now available in 
80 countries in the world, Lidl, 
the first supermarket to adopt 
the living wage, and house 

builder Berkeley founder and 
group chairman Tony Pidgley 
(also LCCI President, above) 
whose company has made the 
FTSE 100 for the first time 
and whose annual profits rose 
by 42 per cent to nearly £540 
million.

File: 217956-2-16LBM SouthLondonProcurement
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of investors selling to buyers 
in the Middle East and Asia should be 
stopped. Zac Goldsmith spoke of ex-
tending the housing supply and tack-
ling ‘land banking’, the biggest culprits 
being the public sector. Like most of the 
candidates he believed that the green belt 
was sacrosanct and that there were suffi-
cient brown field sites for development.

Continuity
Colin Stanbridge raised the subject of 
Mayor Johnson’s extension by just one 
year of Bernard Hogan-Howe’s con-
tract when the Metropolitan Police 
Commissioner wanted three years – 
the consensus was that he was doing a 
good job and that continuity between 
Mayors was needed. From the floor 

candidates were asked how they would 
work with and for business. Responses 
acknowledged that housing was high 
on the business agenda too, as well as 
the need for greater digital connectiv-
ity (Goldsmith), support for local high 
streets (“they look like ghost towns”: 
Whittle), the creation of a business 
advisory board (“but not made up of 
political patsies”: Khan), and invest-
ment in digital, infrastructure and the 
workforce (“it’s a scandal that only ten 
per cent of mums return to work”: 
Pidgeon).

On cycling in the capital Siân Berry 
was supported in her view that there 
should be investment in more super-
highways in the outer boroughs. All 
candidates agreed that there were too 

many private hire vehicles on London’s 
roads and all committed to a reduction 
in air pollution. 

Interest
There was huge press interest in the de-
bate and it was aired as a live webcast 
attracting scores of comments at #lon-
dontomorrow. It was the top local sto-
ry after the 10 o’clock news when BBC 
political editor Tim Donovan called 
the debate “reasoned and reasonable”, 
focussing on which candidate could 
do most with the resources and land 
available. 

And, as Colin Stanbridge said after 
his polished and humorous chairing of 
the event, the size of the audience and 
the interest shown on line made a non-

sense of the contention that enthusiasm 
for political debate was waning. 

The Mayoral debate was held at the 
London School of Economics and 
Political Science and introduced by 
Professor Tony Travers, director of 
LSE London. LCCI chief executive 
Colin Stanbridge put the debate into 
context, namely as part of London 
Tomorrow, the Chamber’s thought 
leadership programme, in association 
with EY and supported by London 
City Airport, which is focussing on the 
challenges and opportunities arising 
from London’s growing population 
before inviting the five candidates to 
make opening presentations followed 
by questions from the audience.

Siân Berry Zac Goldsmith Sadiq Khan Caroline Pidgeon Peter Whittle

Quotes of the night

“If Caroline Lucas can 
achieve so much as a single 
MP imagine what a Green 
Mayor of London could do!”

“London must be affordable 
with more housing, with 
better transport, and safer. I 
can deliver for the capital as 
a whole.”

“The new Mayor can do a 
huge amount – it’s not about 
cutting ribbons, being funny, 
or walking the red carpet, but 
I can do that too!”

“I will be a full-time Mayor, 
not one with my eye on the 
next job.”

“London is a city with a soul 
and I want to be its first gay 
Mayor.”

Copyright N
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In our daily lives, we are always 
making contracts.
Whether buying a train ticket, 
the latest "Jimmy Choos" or a 
multimillion business deal.  No 
matter what the transaction 
is, you are creating a binding 
contract. Without a good 
contract, you have no recourse 
to the law if things fall apart.  

So what is a contract? 
Offer
Goods and/or services have to 
be offered by someone.
Acceptance
The offer must be accepted 
and communicated for it to be 
effective.
Consideration
The exchange of money or 
goods or services, seals the 
deal in an effective contract.
Intention 
The intention to create a legally 
binding contract is a paramount 
factor, the parties, both offering 
and accepting, must have the 
intention to create a legally 
binding contracts.   With 
commercial contracts the 
intention is implied.

What if your contract is 
non-existent or wrong? 
Well it could cost you a lot of 
money to put things right. A 
recent client not only had to 
pay solicitors fees for a badly 
worded contract, they lost a lot 
business because their goods 
were not released by the other 
party in the dispute. 
In the words of Nick Jenkins the 
founder of Moonpig and one of 
the Dragons, “ spend a couple of 
grand on your contract, Lawyers 
exist for a reason. This (the 
Contract) is the only thing that 
you have. It’s the only thing.” 
Nick Jenkins, Dragon’s Den 
(BBC2 Series 13 Episode 11).
It doesn’t necessarily have to 
cost a couple of grand, but get 
your contracts looked at by a 
solicitor before you enter into 
them. It could save you a lot of 
time and money further down 
the line. 

i  If you have any legal issues 
call our business team free on 
0203 0044943 or email us on 
business@hodders.co.uk for an 
initial free no obligation chat.

What is a Contract

SPONSORED COLUMN

Inspirational 
The Library at the Hyatt Regency 
London – The Churchill was 
the venue for last month’s LCCI 
Inspiring Networking Evening. The 
event more than lived up to 
its billing with an address from 

Karen Mattison MBE, co-founder 
of Timewise Jobs which has 
revolutionised flexible hiring in the 
UK recruitment market. Karen’s 
story will be covered in next 
month’s London Business Matters.

Entrepreneurial success:  
the rise of the middle market

To mark the launch of EY’s 
Entrepreneur of the Year 2016 
awards programme, EY’s Caroline 
Artis takes a look at London’s 
entrepreneurial success and shares 
some economic insight on what 
impact the city’s future growth 
will have on the entrepreneurial 
business community.

We continue to see 
investment in London 
as a leading global city, 

including an increasing amount 
of investment from overseas. EY’s 
2015 UK Attractiveness Survey 
revealed London’s ‘international 
business culture’ as a stand out 
feature amongst global investors, 
with 52 per cent citing London as 
the most attractive European city 
for foreign direct investment. 

As a consequence, we see growth 
opportunities for companies 
looking to expand and grow in 
the city. The middle market in 
particular is having a significant 
impact on growth, with London 
constantly highlighted as having a 
vibrant and thriving entrepreneurial 
culture. Most recently, London 
was named the best city in Europe 
for digital entrepreneurs and 
famously boasts more European 
corporate headquarters than 
any other UK city. 

London has been the fastest-
growing component of the 
UK economy since 2012, and 
recent indicators and surveys 
confirm its continued economic 
dynamism and growth. New 
research from EY’s region and 

city economic forecast estimates 
that employment in London 
has grown by 2.1 per cent in 
2015, almost double the UK-
wide average, and that London’s 
Gross Value Added has risen by 
3.4 per cent in 2015, easily the 
largest increase of any UK region.  

Exceptional
For 17 years in the UK, EY has 
been celebrating the success of 
London’s entrepreneurs through 
our EY Entrepreneur of the Year 
programme, recognising those 
exceptional men and women 
who see the future, and through 
their entrepreneurial businesses, 
are helping reshape it. Last year’s 
programme brought in entrants 
ranging from Blippar, Kolak Snack 
Foods and TransferWise – all 
operating in the middle market. 

Often considered to be the 
backbone of the economy, middle 
market firms come in different 

shapes and sizes, but what they 
all have in common is that they 
are focused on accelerating and 
sustaining their growth. In 2015, 
the 35 finalists in the London & 
South programme had combined 
revenues of over £2.8 billion 
and employed more than 32,000 
people across the region. 

As we begin our search for 
London’s most innovative 
entrepreneurs to be named 
amongst the next generation of 
legacy builders, I invite you to 
enter our 2016 programme, or to 
nominate a business leader who 
inspires you.

  

Caroline Artis is 
EY’s senior London 
partner.  
For more 
information visit  

www.eoy.co.uk where you can 
submit a nomination or enter online

http://www.hodders.co.uk
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Tourism in London supports 260,000 jobs and generates £15 billion in visitor spending in the capital annually.

Man of steel trades House of 
Cards for House of Commons 
Now Jeff Kabel faces his 

biggest challenge to 
date: how to persuade 

politicians representing Britain’s 
shattered steelworks that Beijing 
isn’t the bogeyman. And that the 
UK steel industry could be robust 
and profitable with the right 
economic policies and coherent 
management strategy.

In addition he has to keep peace 
at a top table made up of steel 
conglomerates worried about the 
FTSE, versus family firms worried 
about their next wage bill.

A background in commodities 
trading helped Jeff prepare for his 
roller-coaster role. 

And if the going gets really 
tough he can tap in to divine 
intervention: Jeff spends his spare 
time serving as Treasurer at a 
sizeable London C of E parish.

It’s unlikely Frank Underwood 
chose to go anywhere near a 
church in House of Cards, but Jeff 
saw enough of Washington politics 
close-up to know that schmoozing 
senators wasn’t for him.

He did, however, pick up 
some useful pointers on political 
intervention. Those ‘learnings’ 
help now as he meets the minister; 
lunches with the steel town MP 
leading the charge against China – 
or spars with Sir Humphrey.   

Jeff reminds them that global 
markets work best when they are 
free and fair. Tilting the tables may 
work briefly - but the backlash is 
always painful. 

Now a turning point is looming 
for Jeff. 

After cramming more than 
enough career drama in two 
decades out of Ivy League he 
achieved his first goal of time-
out after Enron and JP Morgan: 
taking a ‘virtual retirement.’ The 
buzz of manufacturing close-up 

has helped Jeff clarify his future:  
probably the only American in 
London set to ‘un-retire’.

Small changes often shape big 
decisions: what was the trigger 
for you? 
I was among those who managed 
Ross Perot's Washington 
campaign to be President in 
1992 when I was straight out of 
University.  Concurrently the start-
up environmental  trading business 
where I worked  was being  sold 
to a Texan multinational energy 
concern.   The campaign taught me 
firstly how  mind-numbing politics 
can be as well  as how to  'manage' 
future interactions and, second, 
that I wanted a career involving 
something creating real value.  

Did that impact your career or did 
it change your life in other ways? 
It provided clarity on what 
was important and what was 
inconsequential ... in business 
and life.

Success isn’t measured by how 
others see us but in achieving our 
goals. What are yours?
Creating a robust enterprise that 
provides employment, training 
and true value for customers and 
shareholders. It has to be ethically 

driven to its core.   I was an early 
adopter online but I’m passionate 
about the goods, services and 
funding that underpins the virtual 
world.   I still get excited, for 
instance, visiting a power plant or 
a steel mill.  

And the ‘dark before dawn’ 
moment, when if felt it could 
never get any worse?
Remember Enron?  Shares 
became worthless overnight; my 
mentor took his own life; the 
CEO who wrote my grad school 
recommendation was indicted 
and all that innovation was 
rubbished.     I was  'stranded' in 
London! Fortunately, the basic 
skillset and commodity market 
insight became quite valuable 
shortly after the crisis.

What do you do that makes a 
difference?
My goal was to be able to retire 
early and change course,  if 
desired.    The last two years have 
been a dry-run on what retirement 
might look like.   As Chairman 
of a large, very active London-
based trade association and 
Treasurer of a busy CoE parish in 
Chelsea, plus holding a significant 
European workload for my alma 
mater, Cornell, I’ve had my work 
cut out.  Transitioning from  a JP 
Morgan  trading floor to the 'real' 
world was a shock to the system.   
A typical day can see back-to-
back meetings for all three roles 
with exhausting tactical gearshifts. 
There are no weekends.   I guess I 
am now prepared to un-retire!

What makes you most proud?
I feel I’ve learned a lot and left 
these organisations in better 
shape than I found them.   There 
were considerable market events 

affecting our steel trade members 
and weighty personnel issues in 
the church.  At times it’s seemed 
a battle between pragmatism and 
magnanimity.

Here or there: harder to be an 
Englishman in New York or an 
American in London? 
Even though I have  lived in 
London for 15 years (and 
Argentina prior to moving here) I 
still get the occasional ‘you being 
American' and the converse on the 
other side of the Pond.   I suppose 
I blend well. 

If you’d taken the different road, 
where might it have led? 
Architecture or Law.

Inspiration 
Who? 
When working for Koch Industries 
I was fortunate to have a personal 
association with Charles Koch, a 
true libertarian.

Where?
At the seaside ... anywhere. 

What?
Claire Tomalin's Samuel Pepys:   
The Unequalled Self and works I 
own by Honoré Daumier.

What's above all? 
I have been mesmerized for years 
by Sister Wendy Becket and The 
Story of Painting.  I still watch  the 
interview she gave  to the BBC at 
Christmas 2012.  Her intellectual 
rigour, compassion and  grasp of 
how the world works – even as 
a Carmelite contemplative – is 
transcendent.

Tony Maguire runs BOXKIK 
Gamechangers in communication 
www.boxkik.com

Jeffrey M. Kabel, Chairman, International Steel Trade Association by Tony Maguire

“I was an early 
adopter online but 
I’m passionate 
about the goods, 
services and 
funding that 
underpins the 
virtual world”

http://www.boxkik.com
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Where else to have lunch 
with London’s first lady 
of theatre but the in-

stitution sprinkled with theatrical 
stardust that is The Ivy? Rosemary 
Squire OBE, one half of the husband 
and wife team behind the huge-
ly successful Ambassador Theatre 
Group (ATG), reckoned to be the 
world’s biggest live theatre company 
of its kind, is clearly not a stranger to 
the restaurant and enthuses about its 
history and quality as she settles in 
to our generous berth beneath The 
Ivy’s trade-mark harlequin stained 
glass windows.

ATG’s business model 
combines theatre ownership and 
management, theatre production, 
and marketing and ticketing 
operations.  Of the 46 theatres 
with which they are currently 
involved 12 are in the West End 
and make up a big chunk of the 
estimated £1.5 billion contribution 
to London’s economy. How was 
business at the moment? “Very 
healthy. London theatre is at 
an all-time high and continues 
to benefit from the talent and 
creativity around the industry. 
There is no doubt though that the 
Paris terrorist attacks caused a blip 
and there were a couple of weeks 
when the family market dipped. 
But the public are very resilient 
– the theatres are too, they didn’t 
even close during the Blitz! – and 
the business has bounced back.

What could the Mayor of 

London do to help cement the 
success and growth of the capital’s 
theatres and the additional visitor 
spend the shows bring? “He is seen 
around and obviously enjoys the 
theatre. Perhaps the most helpful 
thing is his championing of all-
night tubes as this gives people the 
opportunity to dine leisurely or 
go on somewhere after the shows,  
and  so contribute even more to 
the London economy”

“What the government could 
do – it’s not in the Mayor’s gift 
– is to allocate more lottery 
funding to the theatres to enable 
them to bring them up to 21st 
century standards. Many of them 
are listed buildings so you can’t 
knock them down and build more 
suitable ones even if you wanted 
to. Refurbishments and updates 
are prohibitively expensive and 
theatres could do with some help.”

Partnership
Rosemary set up and has run ATG 
in partnership with her husband 
Sir Howard Panter since 1992 and 
while it is generally acknowledged 
that she focusses on the business 
side she also has a passion for the 
creative side.  I wondered which 
came first: her interest in theatre 
or business. “My mother loved 
theatre and on my 13th birthday 
took me to Julius Caesar at 
Stratford-upon-Avon. We lived in 
Nottingham where the Playhouse’s 
artistic director was Richard Eyre 
[later director of the National 
Theatre] and where future stars 
like Jonathan Pryce and Judi 
Dench appeared. By the time I was 
16 I knew I wanted to be a theatre 
manager.”

Her route to management 
took a few diversions via modern 
languages (Spanish and French) at 
Southampton University and Brown 
University in the USA (Catalan), 
and was informed by holiday jobs 
at the Nottingham Playhouse 
and the Gaumont Theatre (now 
the Mayflower) in Southampton. 
Rosemary excelled at maths as well 
as languages and believes that the 
attention to detail needed for both 
subjects has contributed to her 
business skills.

 
Awards

These skills have been recognised 
with numerous awards including EY 
entrepreneur of the year and, with 
her husband, being named a record 
seven-times as the Most Powerful 
Person in British Theatre.  She is 
a past President of the Society of 
London Theatre and was honoured 
with an OBE for services to theatre 

Working lunch
Peter Bishop meets Rosemary Squire OBE, joint chief executive of Ambassador Theatre Group

ATG's Harold Pinter Theatre

Rosemary Squire, OBE

The Ivy
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in 2007. As the mother of three 
children – one of whom, Daniel, 
is making his name in the same 
business, currently producing The 
Patriotic Traitor with Tom Conti and 
Laurence Fox at the Park Theatre in 
Finsbury Park – Rosemary is acutely 
aware of the challenges facing 
women in the workplace. She has 
championed the cause, campaigning 
for more women on business boards 
and arguing for a quota system. In 
her own company she has pioneered 
job sharing as well as part-time 
and home-working. “There is still 

a massive under-representation of 
women in theatre and the Equity 
statistics on female member 
unemployment are worrying. 
Studies estimate that it will take 
decades for women to catch up and 
get equal representation in business 
overall and I think: ‘what a waste of 
half the population!’”

Her work schedule is an example 
to all – men and women – and 
could be described as punishingly 
enjoyable. In the week we met 
she had been to the theatre three 
times – Private Lives at the New 

Victoria Theatre in Woking (an 
ATG theatre), Cirque du Soleil’s 
latest touring show Amaluna at 
the Royal Albert Hall, and Funny 
Girl (starring Sheridan Smith – 
“too young surely to be a national 
treasure, but that’s what she is”), 
and had attended four dinners.

She had also recently seen 
Singing in the Rain in the Théâtre 
du Châtelet in Paris which 
prompted me to ask about ATG’s 
overseas plans. “We already run 
three theatres in New York, two on 
Broadway and one in Brooklyn, all 

are going well. And we have an Asia 
Pacific base which we run out of 
Sydney and are particularly looking 
at China, Japan and Singapore.”

Creative
 This was the business side of her 
working personality talking but we 
soon got back to the creative and 
her view that one of the reasons 
why British theatre was so brilliant 
and brimming with talent was 
the excellence of British training 
and education – not only RADA, 
LAMDA and the Central School 
of Speech and Drama, but also 
the many ATG creative learning 
projects on offer up and down the 
country which within any year 
can have 70,000 young students 
participating.

At the time of our lunch the death 
had just been reported of RADA 
alumnus, Alan Rickman who 
starred in Aphra Behn’s Jacobean 
play The Lucky Chance, Rosemary’s 
first producing credit. Written in 
1686, the play introduced the phrase 
“Here today, gone tomorrow”, not, I 
suggest, a sentiment that could be 
applied to the Ambassador Theatre 
Group or Rosemary Squire.

www.atg.co.uk

Ambassador extraordinaire
Rosemary Squire OBE, founder, 
co-owner and joint chief 
executive of the Ambassador 
Theatre Group:
• Studied at Southampton 

University and Brown 
University, Providence, Rhode 
Island, USA 

• Has seven times been named 
Most Powerful Person in 
British Theatre (with husband 
and business partner Sir 
Howard Panter)

• Many other accolades include 
EY Entrepreneur of the Year 
(2014) and a number 16 ranking 
in BBC Radio 4’s Woman’s 
Hour Power List 100 (2013)

• Past President of the Society 
of London Theatre and 
member of the Arts Council 
England National Council

• Awarded an OBE in 2007 for 
services to theatre

• Leisure interests include 
gardens, walking, literature 
and contemporary dance. Lyceum Theatre

http://www.hodders.co.uk
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Transformation-on-Thames
Use of London’s arterial river 

could be transformed over 
the next 20 years, according 

to the latest Thames Vision publi-
cation issued last December by the 
Port of London Authority (PLA). 
The authority oversees navigation-
al safety and river operations on 95 
miles of the tidal Thames from Ted-
dington Lock, through the capital, 
and out to the sea.

The Thames Vision: Goals and 
Priority Actions report has been de-
veloped by the PLA with members 
of the public, river stakeholders and 
other organisations across London 
and the South East for the last ten 
months.

At the launch of the report PLA 
chief executive Robin Mortimer 
writes: “Today we kick off a ten-
week consultation on the goals and 
actions needed to make the most 
of the Thames. When we started 
this project in March we were sure 
there was untapped potential in 
this great river.  What we’ve found, 
working with hundreds of people 
and more than 70 organisations, 
has surpassed our expectations.

  
Attractions

“The cargo port the biggest it’s ever 
been and doubling the number of 
passenger trips on the river are great 
goals to aim for.   We can combine 
this with environmental improve-
ment and drawing more people to 
the river to enjoy sport and cultural 
attractions.   This is about opening 
our eyes to what the great River 
Thames can offer  right in the heart 
of London and the South East.”

The report sets out what needs to 
be done, by the PLA and others, to 
make the most of the Thames.  The 
goals are:
• The busiest ever Port of London, 

handling 60 – 80 million tonnes 
of cargo each year (in 2014 the 
port handled 44.5 million tonnes)  

• Double the number of people 
travelling by river – reaching 20 
million commuter and tourist 
trips every year 

• More goods and materials moved 
between wharves on the river, 
taking 550,000 lorry trips off the 
region’s roads

• The cleanest Thames since the 
Industrial Revolution, with im-
proved habitats in the water and 
on adjoining land

• Greater participation in sport and 
recreation on the water

• A riverside which is a magnet for 
ramblers, historians, artists and 
others, whether living nearby, on 
the river or travelling from fur-
ther afield.

The 24 priority actions to achieve 
the goals include: improving the 
main navigation channels; reacti-
vating safeguarded wharves; a long-
term pier strategy, including new 
piers at Thamesmead, Erith, Green-
hithe, Swanscombe, Grays and Til-
bury; development of sport oppor-
tunity zones along the river; and 
Tideway completing the Thames 
Tideway Tunnel as planned.

 
Information on the consultation 
and how to feedback your 
comments is on the PLA website 
www.pla.co.uk/Thames-Vision

LBM fact: River Thames has over 200 bridges, 24 tunnels, six public ferries, one cable car link and one ford

Richard Tracey (left), London Assembly member and the Mayor’s  
River Ambassador, with PLA chief executive Robin Mortimer

http://www.pla.co.uk/Thames-Vision
http://en.wikipedia.org/wiki/River_Thames
http://en.wikipedia.org/wiki/Ford_%28crossing%29


Record freight volumes for P&O
P&O Ferries carried more 

freight between Dover and 
Calais in 2015 than in any 

previous year in its modern history.
The ferry company's six ships on 

the English Channel transported 
1,340,317 units of freight during 
the 12 month period - a 22 per cent 
year-on-year increase. 

Both the third and fourth quarters 
set new records for quarterly freight 
volumes, as P&O Ferries provided 
an additional vessel and additional 
sailings on the Dover to Calais 
route. Freight comprises around two 
thirds of the company's business.

Janette Bell, commercial director 
of P&O Ferries, said: "The cross-
Channel ferry business is a vital 
strategic link in the transport 
infrastructure of north-western 
Europe and these numbers illustrate 
that hundreds of thousands of firms 
rely on our services to import and 
export goods.

"We expect demand for cross-
Channel transport to increase, 
driven by a rising population 
and the strength of the British 

economy. The vast majority of our 
freight customers are businesses 
transporting goods from continental 
Europe to Britain.

Priority
"During a period when the media 
has been continuously writing about 
delays at the Channel tunnel, we 
have made it a priority to minimize 
dwell times for our customers by 

keeping a sixth ship in service on the 
route and maintaining a schedule of 
58 sailings a day."

The news follows a strong tourist 
performance by P&O Ferries during 
the peak summer season, with both 
July and August seeing the highest 
number of tourists travelling on the 
company's Dover to Calais services 
since 2003.

P&O Ferries is a leading pan-

European ferry operator, sailing 
on nine major routes between 
Britain, France, Northern 
Ireland, the Republic of Ireland, 
Holland and Belgium. The 
company operates 20 vessels 
which carry more than 10 million 
passengers, 1.6 million cars and 
2.2 million freight units every year. 

www.poferries.com
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“The company 
operates 20 vessels 
which carry more 
than 10 million 
passengers, 1.6 
million cars and 2.2 
million freight units 
every year”
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The outgoing year of 2015 is a 
most memorable milestone 
in the history of China-UK 

relationship:
President Xi paid a successful 

State Visit to Britain. Together we 
upgraded our relationship to a glob-
al comprehensive strategic partner-
ship for the 21st century, and we 
opened up a ‘Golden Era’ for Chi-
na-UK co-operation.

The year 2015 was a year of im-
mensely productive business coop-
eration between China and the UK. 

Our two countries signed busi-
ness deals with a value of £40 bil-
lion. These business deals covered 
energy, transport, manufacturing, 
finance, tourism and many other 
key areas.

The year also witnessed a num-
ber of highlights in our financial 
cooperation: London is now the 
most vibrant RMB offshore market 
in Europe. For the first time in Lon-
don and outside China, the People’s 
Bank of China issued RMB-denom-
inated central bank bills. Important 
steps have also been made in our 
green financial cooperation.

The year also brought forth good 
news for mutual visits and tourism. 
From January 2016, the UK will is-
sue to Chinese visitors two-year vi-
sas with multiple entries. In the fu-
ture, UK visa validity is likely to be 

extended to an even longer period. 
Now the two sides are working on 
reciprocal arrangements.

Impressive
In 2015, Chinese enterprises also 
made impressive achievements in 
the UK. The deal clinched by China 

General Nuclear Power Group for 
the Hinkley Point C is the biggest 
single investment ever made by a 
Chinese company in the UK. It is 
also the first-ever investment by a 
Chinese company in a nuclear pow-
er plant of a developed country.

The Industrial and Commercial 

Bank of China completed the ac-
quisition of a 60 per cent stake in 
Standard Bank Plc. and opened the 
ICBC Standard Bank in London.
The China Construction Bank list-
ed its exchange traded fund on the 
London Stock Exchange. The Agri-
cultural Bank of China listed dual 
currency bond equivalent to one 
billion U.S. dollars on the London 
Stock Exchange – the first green 
bond issued by a Chinese financial 
institution.

The Bank of China set up its Lon-
don Trading Centre to deal with 
quotes and trades of offshore RMB, 
foreign exchange, industrial met-
als, commodities, bonds and other  
derivatives in Europe and the 
Americas.

Cooperation
The China Development Bank is-
sued dollar and Euro bonds in 
London and officially opened its 
London representative office. Pet-
roChina reached agreement with BP 
to step up their cooperation in shale 
gas and petroleum products sales.

The Alibaba Group upgraded its 
London office to a strategic cen-
tre for its business in Europe. The 
C.banner International Holdings 
bought the 255-year-old British toy 
retailer Hamleys. The Geely Group 
invested 250 million pounds in a 
new factory in the UK which will be 
a combination of R&D facilities and 
production lines and will develop 
the next-generation, pure electric 
and ultra-low-emission London 
black cabs.

The BYD company is partnering 
with local business to develop and 
produce a version of a zero-emis-
sion electric bus and has received 
the largest order ever in Europe’s 
electric bus market.

Last but not least, Chinese enter-
prises are making investment in Lon-
don’s housing market as a strategy to 
diversify their international assets.

These examples are only a few of 
many more success stories and are 
evidence, that for the Chinese enter-
prises in the UK, the time has come 
for action. China-UK cooperation is 
at a new historical starting point, a 
window of important opportunity 
when so much can be achieved.

Development
China is currently preparing its 

13th Five-Year Plan which will com-
mit to a development that is innova-
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2015 – a memorable milestone          in UK-China relations
by Liu Xiaoming 

LBM fact: There are direct flights to 530 destinations from London’s five airports, plus high-speed rail to Paris and Brussels

The year of the monkey
This month marks the arrival of 
the year of the monkey according 
to the Chinese zodiac writes Olivia 
Ronayne. 
The zodiac is a repeating cycle of 
12 years, with each year being 
represented by an animal. The 
year of the monkey is the ninth 
in the cycle – the next year in 
which it will feature will not be 
until 2028.
According to many the year of 
the monkey is believed to be one 
of the least lucky years in the 
Chinese zodiac.  Although people 
born in this year are characterised 
as great intellects and skilful, 
the monkey is considered a 

mischievous, wily and vigilant 
animal. It is advised that if you 
want to have a good return for 

your financial investment, you 
need to outsmart the monkey!
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China Chamber of Commerce in the UK

The newly-formed Chinese 
Chamber – CCCUK – is based 
on the Chinese Enterprises 
Association of Britain, 
established in 2001, and will 
be chaired by Si Bingjun (right), 
managing director of PetroChina.

At the Chamber’s launch in 
December at a stellar gathering 
at the London Marriott hotel he 
explained the background to its 
creation. “By the end of 2014, 
investment coming directly from 
China to the UK was valued 
at  over US $40 billion, the 
number of UK registered Chinese 
companies was over 500 and 
covered agriculture, aerospace, 
construction, energy, financial 
services, IT and e-business, 
property development, 
manufacturing, professional 

services, retail, transport, tourism 
and utilities.

“With the recent successful 
state visit by President Xi Jinping, 
the Sino-UK bilateral cooperation 
is entering a golden era. UK 
has become one of the top 
destinations for Chinese overseas 
investment. Under these 
circumstances, we need one 
wide open window to show the 
opportunities which lie ahead, 
one strong build networking to 
connect people, one clear loud 
voice to lobby our interest –these 
are now the responsibility of 
CCCUK. 

It is CCCUK’s mission to 
increase the visibility of the 
Chinese business, to foster 
and reinforce relationships 
between Chinese business 
and wider community, and to 
promote business excellence and 
individual achievements.” 

The chairman thanked 
those involved in setting up 
the new entity including the 
Chinese Embassy in the UK, the 
London and British Chambers 
of Commerce, 48 Group, 
KPMG, Linklater’s, Reignwood, 
PetroChina, China Unicom, ABP, 
Haitong Bank, Bank of China, 
China Mobile, China Daily, 
Huawei and CCPIT where Nin 
Ling and his team have been 
outstanding.

Si Bingjun echoed the 

sentiments of Chinese 
Ambassador HE Liu Xiaoming 
with his belief that this was the 

beginning of a golden era of Sino-
British relationship.
www.chinachamber.org.uk

tive, coordinated, green, open and in-
clusive. These are our goals for 2020:
• China will build a moderately 

prosperous society by doubling 
the GDP and average personal in-
come from the 2010 base

• China’s GDP per capita will reach 
US $12,000 closing the gap with 
high-income economies

• The size of China’s economy and 
market will strongly boost the 
confidence of Chinese companies 
going global. This will greatly sup-
port their development overseas.
The UK is also moving forward 

with structural reforms, infrastruc-
ture upgrading, promoting high-
tech and green industries, and seek-
ing to highlight London’s role as an 
international financial centre.

These mean new cooperation op-
portunities for business communi-

ties of both our countries.
There is an old Chinese saying: “If 

you can innovate for one day, do so 
from day-to-day and forever keep 
building on the innovation.” Today, 
we live in an ever-changing age and 
innovation is the ever-lasting theme.

It is my firm belief that the China 
Chamber of Commerce in the UK 
(CCCUK) is committed to serving 
the Chinese enterprises in the UK 
and promoting closer China-UK co-
operation. I hope that the institu-
tional reform will give the CCCUK a 
good opportunity to inspire new 
thinking, build a new image and cel-
ebrate new achievements in the 

coming New Year. The new CCCUK 
logo looks like the Chinese charac-
ter zhong, meaning China. It also 
resembles a glowing red Chinese 
lantern symbolizing happiness and 
prosperity and signifies the very best 
of good fortune for CCCUK in the 
year 2016. I wish the Chamber suc-
cess in serving the Chinese compa-
nies in the UK and promoting Chi-
na-UK cooperation will prosper.

HE Liu Xiaoming is the Chinese 
Ambassador to the United 
Kingdom. This is an edited version 
of his address last December 
on the occasion of the launch in 
London of the China Chamber of 
Commerce in the UK

CCPIT's Nin Ling (left) with Xu  
Weiping who is spearheading the 
Royal Albert Docks development 
east of London.
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A tale of two tech cities – 
London and Tel Aviv

London and Tel Aviv are two 
of the world’s fastest growing 
tech hubs. Both cities have a 

thriving culture of entrepreneur-
ship, increasing access to growth 
capital and an abundance of tech 
talent. It was no coincidence that 
Tel Aviv was chosen as the Mayor 
of London Boris Johnson’s most re-
cent destination for an internation-
al trade mission.

  Technology was naturally an 
important focus of Boris’ visit to 
improve trade links between the 
two nations. With shared strengths 
in hi-tech industries and buzzing 
start-up communities, collaboration 
opportunities between the two cities 
are plentiful.

 Israel or the ‘start-up nation’ has 
a strong reputation as a fast growing 
hub for technology start-ups. Ac-
cording to the Global Start-up Eco-
system Report, Tel Aviv ranks as the 
5th best start-up ecosystem in the 
world, scoring highly for talent and 
access to funding. Its performance is 
boosted by the countries strong em-
phasis on R&D – almost 40 per cent 
of Israeli hi-tech employees work in 
the research department of a multi-
national company like Intel, Micro-
soft, Cisco or Google, all of whom 
have subsidiaries in the country.

 
Scale

But while Tel Aviv’s tech scene is 
flourishing, Israeli entrepreneurs 
are increasingly looking to London 
to scale and grow. Sitting along-
side Boris on a panel at London & 
Partners event at Tel Aviv’s Google 
Campus, Israel’s managing director 
of Google, Meir Brand remarked: “If 
Israel is the start-up nation, London 
is the scale-up capital.” 

  This sentiment is backed up by 
the number of technology com-
panies listed on the London Stock 
Exchange. There are currently 16 
Israeli tech firms listed across Lon-
don Stock Exchange’s markets with 
a combined market value of £3.7 bil-
lion, accounting for over three quar-
ters of all listed Israeli companies.

  Following November’s trade 
visit, we have already seen a num-
ber of Israeli companies choose 
London as a destination to expand 
into Europe. Wearable device mak-
er OrCam Technologies has since 
decided to establish its European 
headquarters in the capital. The 
company’s head of sales and op-
erations,  Rami Ben Yehuda  said: 
"Following our meeting with May-
or  Boris Johnson during his visit 
to  Israel, we are delighted to an-
nounce that we are opening our 
European headquarters in London.  
With its thriving tech sector, the 
ease of doing business and gov-
ernment support, this is the ideal 
location for us."

  Clarisite,  an Israeli software 
company specialising in the anal-
ysis of customer behaviour, con-
firmed that they have now decid-
ed to make London their global 
headquarters owing to the access 
that the city gives them to the 
world’s leading global financial 
services and insurance compa-
nies.   Yaron  Morgenstern,  Claris-
ite's  chief executive who is based 
in London said: "We are excited to 
expand our operations in London 
and to make it our global head-
quarters. Operating from the heart 

of the financial services industry 
the support we are getting from 
London & Partners as well as UKTI 
Israel presents a great opportunity 
for us and allows us to best serve 
our global clients". 

Allure
The allure of London as a desti-
nation for Israeli tech companies 
was also highlighted by Central 
Working’s announcement to bring 
20 Israeli tech companies to Lon-
don within a year. James Layfield, 
chief executive of Central Work-
ing said: “Strong community lies 
at the heart of Israeli culture and 
Central Working’s strength is in 
our nurturing community, so I’m 
thrilled to welcome these fantastic 
Israeli tech start-ups into the net-
work and have the opportunity to 
help them expand and thrive in a 
new market.”  

But it’s not all one way traffic. 
To showcase the strength of Lon-
don’s tech sector the Mayor was 
joined on the visit by a selection 
of London’s most exciting compa-
nies, all with an eye on expanding 
internationally. 

Pioneering
The 16 companies from London 
represented two of London’s fast-
est growing digital sectors – ed-
ucation technology and urban 
solutions. London is pioneering 
the development of urban solu-
tion technologies such as open 
data and smart cities technologies. 
Likewise, with a high concentra-
tion of world-leading educational 

institutions and support from the 
recently-created trade body Ed-
Tech UK, London is an ideal desti-
nation for Edtech start-ups. 

London-based start-ups can also 
benefit from the increasing amount 
of venture capital flowing into 
London’s tech companies. Recent 
figures from London & Partners 
revealed that 2015 was another re-
cord year for VC investment, with 
London companies accounting for 
over 60 per cent of the $3.6 bil-
lion raised by UK tech businesses 
last year. Following their involve-
ment on the recent trade mission, 
London-based EdTech start-ups 
Proversity and Gojimo closed new 
funding rounds at the end of last 
year, representing just some of the 
many positive outcomes for the 
companies on the visit.  

As well as helping to highlight 
what London can offer for inter-
national businesses looking to re-
locate, trade missions also offer a 
great opportunity for London and 
UK companies looking to expand 
globally. I hope to be able to say 
more later this month about how 
London & Partners will be work-
ing with organisations such as the 
London Chamber of Commerce 
and Industry to help a greater 
number of London businesses ex-
pand and grow internationally.

Gordon Innes is chief executive 
at The Mayor of London’s inward 
investment company, London & 
Partners  
 www.londonandpartners.com

LBM fact: London contributed over 23 per cent to the UK’s gross domestic product (GDP) in 2015.

by Gordon Innes

“Israel or the ‘start-
up nation’ has a 
strong reputation as 
a fast growing hub 
for technology 
start-ups."

Mayor Boris Johnson tries out 
an electric scooter
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Nigerian market ripe for a 
courier partnership

Formal postal and courier 
services in Nigeria date back 
to the 19th century. The first 

post office was established by the 
British colonial masters in 1852 
and was considered part of the 
British royal system.

Fast forward to the current day, 
and the Nigerian industry has 
moved away from the monopo-
listic grip of the government and 
is characterized by pickups and 
drop-offs happening every minute 
across the country and across the 
globe.

With over 237 registered couri-
er businesses in Nigeria, the sec-
tor generates an annual revenue 
of £43,750,000. It is not though 
a crowded market place and the 
industry has room for improve-
ment and much potential. Only 
a handful of the industry players 
operate according to international 
best practice and standards with 
the majority operating as cottage 
businesses without modern tools 
and technology.

With increasing demand for 
speed, efficiency, safe delivery 
and a reliable tracking system, 
the stage is set for the big players 
who can introduce such tools and 
technology to meet the demands 
of a market in need of a more 
professional approach to courier 
services.

While the majority of courier 
companies in Nigeria may lack 
the appropriate tools required to 
practice as a standard courier out-
fit, there is no doubt that they pos-
sess a wide network and a sound 
knowledge of the Nigerian terrain. 
From these there is the opportu-
nity to create a synergy between a 
proper understanding of a business 
environment and availability of 
modern work tools.

Demand
Nigeria’s population, currently at 
170 million people, is expected to 
grow to 413 million in the next 
35 years making it the third most 
populous country in the world. 

In less than five years since online 
shopping was introduced to the 
market, it has grown into a billion 
naira industry with deliveries 
taking between three and eight 
days even within a city as small 
in land mass as Lagos, owing to 
logistical constraints. ICT com-
panies also require movement of 
spare parts to their various instal-
lations many of which are newly 
set up. In addition, there are 25 
banks in Nigeria each with an 
average of two hundred branches 
nationwide with a high demand 
to move instruments across all 
branches, oil servicing compa-
nies, and government agencies 
– all with growing courier needs

Add to this the burgeoning re-
quirements of the diaspora which 
is constantly moving packages 
up and down the British-Nigeri-
an corridor and one can see the 
massive potential of the courier 
and postal industry. A partner-
ship between courier firms from 
these two countries would in-
deed be strategic and sensible. 

Tajudeen Adekunle is managing 
director of Kunlenson Logistics 
Nigeria 
www.kunlensonlogistics.com 

by Tajudeen Adekunle

Lagos Abuja
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“Add to this the burgeoning requirements of the diaspora which is 
constantly moving packages up and down the British-Nigerian 
corridor and one can see the massive potential of the courier and 
postal industry.”

http://www.kunlensonlogistics.com
http://www.cleankill.co.uk
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Hospitality has been at the 
heart of the City of London 
since the now-global 
insurance business started 
in Lloyd’s Coffee Shop in the 
17th century. At the London 
Capital Club Simon Russell 
is using his international 
experience to update the club 
world to the 21st century at 
the same time as preserving 
the best traditions of the past. 

A.M.
I live in Old Street so am fortu-

nate to be able to walk to work. My 
route takes me down Moorgate, past 
Bank, and in to the lovely little en-
clave in Abchurch Lane where the 
club is located.  I usually get to our 
grade II listed building between 8.00 
and 9.00 when the first thing I do is 
walk the building – all seven floors 
– making sure everything is in order,  
then saying hello to any club mem-
bers I spot before one of our won-
derful, thirty-strong staff makes me 
a cup of coffee.

In our morning meeting at 10.00 
the heads of teams and I go through 
the day ahead. We’re almost mili-
tary in our planning because there 
is such a lot going on and my man-
agement philosophy is based on 
empowering people. I think the key 
to a good leader is knowing how 
and when to make decisions and I 
develop my team to do this. I am 
not a fan of micro-management 
but I know of course that the buck 
stops with me.

You have to be practical as well as 
philosophical and staff need to be 
well fed before the day’s activities 
ratchet up. So, at 11.00, we have 

lunch together in a room known 
as the Time Capsule because of 
the historic collection buried be-
neath it. After that I will ‘float’ 
between our restaurants, bar and 
club room, making introductions 
and helping people network.

Traditionally the club was for City 
grandees but in my 18 months here 
membership has become more 
dynamic and diversified with rep-
resentation now from, for example, 
the recruitment, digital marketing, 
and technology sectors as well as 
financial services. We have events 
featuring speakers such as Lord 
Heseltine, Chinese Ambassador 
HE Liu Xiaoming and General Sir 
Mike Jackson. We run Chinese and 
African business clubs and have es-
tablished a Guild of Entrepreneurs. 
In fact, with Ambassadors and Liv-
ery Companies meeting here, it’s 
fair to say that the whole set-up is a 
global hub as much as club.

Hospitality has been part of my 
personality from a very early age. 
My sister and I were brought up 
by my father and we operated on 
a division of labour basis. I was 
cooking family meals as soon as I 
was tall enough to reach the stove! 
I could have gone down the chef 
route but realised that my curi-
osity and love of problem-solving 
made hotel management the more 
appropriate path. After taking my 
hospitality degree I won an indus-
trial placement in Hong Kong – at 
the Royal Hong Kong Jockey Club 
– just a year after the handover. 

It was here, at possibly the most 
prestigious club in the world, that I 
learned every aspect of the business 
– food and beverages, dealing with 
suppliers, logistics, sales and mar-
keting, customer care – and this 
was the foundation of my career.  
Since then I gained more experi-
ence at the Old Oaks Country Club 
in New York State, the William 
Club in Manhattan (I was in the 
USA for ten years) as well as in Bul-
garia before coming back to the UK 
and eventually being asked to take 
over at the London Capital Club. 

P.M.
Mid-afternoon I might finally 
sit at my desk, deal with emails, 

and catch up with my deputy 
Alexander Klostermann. In the 
club business there is no let-up. 
Whereas hotels guests check in 
and then check out, club mem-
bers join … and stay for good! 
I reckon that if you can master 
the art of running a club you can 
pretty well turn your hand to any-
thing. Food is a big factor though 
and I’m proud that I managed 
to entice a wonderful Mauritian 
chef, Jean-Didier Gouges, to the 
club.  He’s worked at Le Gavroche 
and Nobu but here he has a blank 
canvas and I believe will be one of 
the next star chefs. That’s not to 
say that we don’t serve the more 
traditional fare that our members 
want too, the salt beef and club 
sandwiches, but we like to give 
them a wide, high-quality choice.

If I’m not attending an event in the 
club in the evening, there’s a good 
chance I will be at something sim-
ilar in the City.  For example, I was 
recently at the Corinthia Hotel for 

the Mulan Awards which recog-
nise the achievements of Chinese 
women, and at the Grange Hotel in 
Tower Bridge to support an Asian 
youth charity in the UK. I think it 
is important that businesses take 
more responsibility in their com-
munities and I am keen to put 
something back. If I ever give up 
managing clubs I may well go in to 
full-time mentoring or teaching.

I don’t seem to find much ‘leisure’ 
time at the moment. When I was in 
New York I had a definite private life, 
playing football and squash or visit-
ing vineyards in California, and Ar-
gentina and Chile too – wine is a big 
interest.  My ‘project’ at the London 
Capital Club for the last 18 months 
has so absorbed me that it hasn’t left 
space for much else, but I enjoy it so 
much I can’t really complain!

London Capital Club, 15 Abchurch 
Lane, London EC4N 7BW   
020 7717 0088 
www.londoncapitalclub.com

Working day
Simon Russell, general manager of the London Capital Club

LBM fact: The average actual weekly hours worked for all workers in London is 33.2 hours

“I could have gone 
down the chef route 
but realised that  
my curiosity and 
love of problem-
solving made hotel 
management the 
more appropriate 
path.”

http://www.londoncapitalclub.com
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Preparing for change in 
North Korea
With its lack of basic in-

frastructure, a penchant 
for nuclear proliferation, 

institutionalised human rights abus-
es, and well-deserved reputation for 
unilateral seizure of foreign assets, 
North Korea is not the most obvi-
ous choice for companies looking to 
trade in Asia.

 However, no form of zero-sum 
politics lasts for ever. And wheth-
er North Korea’s decision to final-
ly open up and adhere to bilateral 
and international standards comes 
via necessity of internal or external 
pressure, and whether this is led by 
the current political regime or the 
multiple other stakeholders within 
North Korea who want a better fu-
ture for their country, there will be 
a time soon where it must change 
– no country is an economic island.  
Above all, the case for British busi-
nesses to think about economic en-
gagement after change – rather than 
with the current administration – is 
a compelling one on many accounts. 

Development
When that change happens UK 
business is in a good position to 
contribute to the country’s econom-
ic development. From the birth of 
the North Korean state in 1948, the 
leadership have carefully and obsti-
nately cultivated a domestic percep-
tion of the Japanese, Americans, and 
South Koreans as hostile forces de-
termined to overthrow and under-
mine the North Korean nation with 
their colonialism and capitalism. 
Especially after the collapse of the 
Soviet bloc, European countries – 
despite their participation in the Ko-
rean War on the Allied side – have 
been regarded as neutral forces. This 
long-ingrained perception is part of 
the reason why North Koreans learn 
British English, not American. With 
regards to the role of the Chinese, 
they have made more in-roads over 
the years. But with Britain and Chi-
na now looking to strengthen their 
economic relationships, and with 
the transformation that the opening 
of North Korea would bring to the 
region and beyond, there is much 
potential scope for collaborative dy-
namism ahead. 

In the mid-1990s, a large famine 
killed up to three million people in 
North Korea. In order to survive – 

and in violation of local law – reg-
ular North Korean citizens took to 
trading. From this arose a nascent 
capitalist and entrepreneurial class, 
developing a market economy from 
scratch and continuing to evolve. 
Today, every part of the North Ko-
rean state is inextricably linked to 
this market economy, one under-
pinned on foreign currency such 
as the Chinese Yuan and US Dollar 
rather than the North Korean Won, 
due to the necessity and value of 
trade with the outside world. 

Vanguard
At present, the market economy is 
a literal one, with black and grey 
markets being at the forefront of 
entrepreneurial endeavour, while 
the Pyongyang elite buy and sell 
bulk goods such as rice and oil 
from over the border. North Ko-
rean traders are the vanguard of 
change, working both within and 
without the state’s political and 
economic system, as a counter-

vailing force against it. But despite 
the international community’s best 
efforts to engage the North Korean 
elite through government spon-
sored projects, it is the ordinary 
citizens who continue to drive eco-
nomic change, proving themselves 
to be more adept in capitalism than 
in socialism. 

To cite one example, despite the 
lack of any meaningful financial 
system to speak of in the country, 
without stable or regulated access 
to capital,  North Koreans still man-
age to grow their businesses. In the 
mid- to longer-term, the develop-
ment of a micro-financing system 
from British companies could mu-
tually benefit each party, providing 
North Korea’s population with ad-
equate opportunities to participate 
in a business environment that is 
market-oriented.

Just south of the 38th parallel, 
North Korea faces an economy of-
ten dubbed the ‘miracle of the Han’ 
– one that has grown from having 

the lowest GDP per capita in 1950, 
to be the 13th highest GDP today. 
The sheer hard graft of the South 
Korean people contributed much 
to this feat (the North Koreans are 
not lacking in such tenacity) and 
Britain has done well out of its 
partnerships and ventures in South 
Korea. In the north, just across the 
Yalu River, is the Chinese econo-
my which has shattered all expec-
tations in the past three decades. 
Finally free of a repressive political 
and economic system, and with 
the right investment from outside, 
there is no reason to think that 
North Koreans cannot aspire to 
reach the same level of economic 
growth and prosperity.

The question of change in North 
Korea is not if, but when and how. 
It is time to start thinking with this 
in mind.  

Michael Glendinning is director 
of the European Alliance for 
Human Rights in North Korea. 
Shirley Lee is a specialist in North 
Korean affairs. The consulting 
arm of the organisation is Taedong 
Consulting. 
www.eahrnk.org 
www.taedongconsulting.com
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by Michael Glendinning    
  and Shirley Lee

 

Pyongyang Central

Pyongyang, North Korea’s capital
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“... despite the lack 
of any meaningful 
financial system to 
speak  of in the 
country, without 
stable or regulated 
access to capital,  
North Koreans still 
manage to grow 
their businesses”

photo: Joseph Ferris IIIphoto: calflier001
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Do you want to access a selection of business co-operation offers 
made by European companies wishing to work with UK firms? 
Every month Enterprise Europe Network publishes a Business 
Opportunities in Europe Bulletin, which contains the latest 
co-operation offers from companies across the EU and beyond. 
To find out more about this issue’s listed overseas business 
opportunities or to subscribe to the bulletin contact Enterprise 
Europe Network London at europe@londonchamber.co.uk or  
020 7248 1992. 

Spain
Manufacturer 
of valves, 
piston valves 

and level gauges is looking 
for international distributors, 
installers and industrial hardware 
stores. The company can adapt 
their products to technological 
innovations and can meet any 
market requirements. In addition, 
the company provides solutions 
directly to the final costumer.

Ref: BOES20150918002

Poland
Manufacturer 
and distributor 
of organic food 

products is looking for suppliers. 
They are looking for high-quality 
ingredients, without trans-fats, 

allergens or preservatives, and 
are interested in products such 
as flour, grains, nuts, natural 
sweeteners, dried fruits and 
many more. They wish to 
accommodate distribution services 
and manufacturing agreement 
partnerships. 

Ref: BRPL20151209001

Greece
Car rental 
company wishes 
to expand 

its business abroad through 
finding master franchisees. The 
company champions a quality 
service at affordable prices and 
flexible terms and conditions for 
their customers. 

Ref: BOGR20151123001

Germany
Supplier of 
high-quality 
leathers for 

the automobile, furniture and 
garment sectors, is looking for 
joint ventures and other service 
agreements with companies to 
increase its product range. The 
company is especially keen on 
companies which can deliver 
products quickly, delivering on 
demand. 
Ref: BRDE20151117001

Italy
Specialist in 
corporate 
finance, 

fundraising, grant advisory and 
EU funds offers its extensive 
expertise in the business plan and 
market exploitation tasks within 
an EU project. The company 
is able to ensure and facilitate 
communication between the 
partners as well as with the 
European Commission, ensuring 
good project administration 
and establishing the consortium 
structure and procedures. 

Ref: BOIT20151116001

Malta
Specialist 
in security 
systems 
software that 

can be easily integrated into 
any company’s organisational 
structure, is looking for 
commercial agency agreements 
with companies to resell their 
products. 
Ref: BOMT20151127001

Netherlands
A Dutch 
company 
has created 
online sensor 

technology which allows for 
real-time monitoring of water 
quality in water supply systems. 
Using their patented, integrated 
optical chip, they are able to run 
a high-density detection system 
throughout a distribution 
network. 
Ref: BONL20151127001

Enterprise Europe 
Network Events - 
See P40

               Overseas business opportunities
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PLASTIC Omnium are the global 
leaders in the supply of waste 
containers and support services 
to Local Authorities have a proven 
solution to refuse storage issues 
that is widely used across cities in 
Western Europe and which is now 
growing in popularity in London.

Underground refuse storage 
systems can offer real benefits to 

property developers, management 
companies and Local Authorities 
by helping to transform negative 
spaces into great new places for 
communities.

Each underground system 
can hold 5000 litres of waste 
which is equivalent to 5 large 4 
wheeled bins. 3 Underground 
systems can be installed into 

one car parking space enabling 
major space savings. Due to 
their large capacity the systems 
require emptying less often 
meaning collection truck journeys 
in and around the housing 
developments are reduced and so 
too the opportunities for damage, 
accidents and vehicle pollution.

Recent evidence provided by 
a London based client indicated 
that the Underground systems 
had helped to provide quality, 
safe communal spaces enhancing 
the wellbeing of residents 
with less time spent removing 
dumped items. The inclusion 
of a foot pedal opening system 
was further encouraging regular 
use whilst fill level and access 
control technology options made 
managing the systems easier and 
more controllable.

Underground Refuse Systems 
are used extensively in towns and 
cities across Europe, their benefits 
are starting to be realised by more 
organisations in London. Isn’t it 
time you took your residents waste 
underground?

For more information on 
Underground refuse systems 
please visit our website at www.
sulo.com or contact joe.watson@
plasticomnium.com telephone 
0121 521 4472

Global leaders in the supply  
of Waste and Recycling Containers

ADVERTORIAL

http://www.pourbansystems.com
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February 2015

03/02/16 Time 12.30-14.30 ALL MEMBERS

Time To Talk Business
Venue: Holiday Inn - London 
Commercial Road, 5 Cavel Street. 
London E1 2BP
Nearest stations: Whitechapel, Algate East and Shadwell 
Patron Member, Premier Plus Member, Local Member and 
Member’s Guest: Complimentary

Contact: Véronique Collins Tel: 020 7203 1965
Email: vcollins@londonchamber.co.uk

03/02/16 Time 09.30-11.30 MEMBERS AND NON-MEMBERS

Sales Success Workshop 
Venue: DoubleTree by Hilton - London  
2-8 Hanger Lane, Ealing, London W5 3HN
Nearest station: Ealing Common
Patron Member, Premier Plus Member, Local 
Member and Member’s Guest: £12.00  
Non-member: £36.00

Contact: Donna Subero Tel: 020 7556 2394
Email: dsubero@londonchamber.co.uk

04/02/16 Time 09.30-11.00 LOCAL MEMBERS AND NON-MEMBERS

Maximise Your Membership
Venue: Jurys Inn, Wellesley Road, Croydon CR0 9XY
Nearest station: East Croydon
Local Member and Non-member: Complimentary

Contact: Linda Saran Tel: 020 7556 2393
Email: lsaran.croydon@londonchamber.co.uk

09/02/16 Time 12.00-14.00  PATRON AND PREMIER PLUS MEMBERS

Changing Places Lunchtime Networking  
Venue: Mint Leaf Restaurant and Bar, 
12 Angel Court, London EC2R 7HB
Nearest station: Bank
Patron Member, Premier Plus Member and Member’s Guest: 
Complimentary

Contact: Events Team Tel: 020 7203 1700

Email: events@londonchamber.co.uk

10/02/16 Time 12.00-14.00 ALL MEMBERS

Connect 4 Lunch
Venue: Holiday Inn London-West, 4 Portal Way, 
Gypsy Corner, London W3 6RT
Nearest station: North Acton
Patron Member, Premier Plus Member, Local 
Member and Member’s Guest: Complimentary

Contact: Donna Subero Tel: 020 7556 2394
Email: dsubero@londonchamber.co.uk

11/02/16 Time 18.00-20.00 PATRON AND PREMIER PLUS MEMBERS

By Invitation Only Networking Reception
Venue: Langan’s Brasserie, Stratton Street, Mayfair, London W1J 8LB
Nearest station: Green Park
This complimentary event is exclusively for Patron Members and 
Premier Plus Members paying the 13+ employee subscription rate.  
You are welcome to register a guest or colleague, but please note 
that, if they are a non-member, they must also be from a company 
with 13+ employees.  A maximum of two places per company applies.

Contact: Events Team Tel 020 703 1700
Email: events@londonchamber.co.uk

16/02/16 Time 10.00-12.30 ALL MEMBERS

One of a Kind Networking
Venue: Croydon Park Hotel,  
7 Altyre Road, Croydon CR9 5AA
Nearest station: East Croydon
Patron Member, Premier Plus Member  
and Local Member: £20.00

Contact: Linda Saran Tel: 020 7556 2393
Email: lsaran.croydon@londonchamber.co.uk

17/02/16 Time 18.00-20.00 ALL MEMBERS

Ten Pin Alley Bowling Evening
Venue: The Brooklyn Bowl, The 
O2, Penisula Square,  
London SE10 0DX
Nearest station: North Greenwich 
Patron Member, Premier Plus Member, Local Member and 
Member’s Guest: £17.00

Contact: Véronique Collins Tel: 020 7203 1965
Email: vcollins@londonchamber.co.uk

25/02/16 Time 09.30-17.20 ALL MEMBERS AND NON-MEMBERS

Botswana Business Clinic
Venue: London Chamber of Commerce and Industry (LCCI)  
33 Queen Street, London EC4R 1AP
Nearest stations: Bank and Cannon Street
Patron and Premier Plus Member: Complimentary 
Non-member: £15.00

Contact: Marta Zanfrini Tel 020 7203 1822
Email: mzanfrini@londonchamber.co.uk

25/02/16 Time 18.00-20.00 ALL MEMBERS

The Grapevine Network
Venue: Sussex Innovation Croydon,  
11 Floor, No 1 Croydon, 12-16 Addiscombe Road,  
Croydon CR0 0XT
Nearest station: East Croydon
Patron Member, Premier Plus Member, Local Member and 
Member’s Guest: Complimentary

Contact: Linda Saran Tel: 020 7556 2393
Email: lsaran.croydon@londonchamber.co.uk

*Members are welcome to bring a non-member guest to a Changing Places/Cereal 
Networking event.  Please note that non-member guests are only able to attend one 
Changing Places/Cereal Networking event per year.  If they wish to attend more 
than this they will need to join the London Chamber of Commerce.

How to book your place(s) at a London Chamber of Commerce event
Visit londonchamber.co.uk/events to book your place/s on any of the 
above events following the instructions below.
• For ticket fee events use our online booking facility or download and 

complete a booking form and fax or post it to us with your payment.  All 
prices are inclusive of VAT

• For free events book by following the instructions under each event’s 
entry on our online events diary
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02/03/16 Time 12.30-14.30 ALL MEMBERS

Time To Talk Business
Venue: The Knowledge Dock, 
University of East London, 4-6 
University Way, London E16 2RD
Nearest station: Cyprus (DLR) 
Patron Member, Premier Plus Member, Local Member and 
Member’s Guest: Complimentary

Contact: Véronique Collins Tel: 020 7203 1965
Email: vcollins@londonchamber.co.uk

02/03/16 Time 17.45-20.30 ALL MEMBERS AND NON-MEMBERS

Networking Training: How to Work a Room
Workshop leader: Heather White,  
Networking Architect, Smarter Networking
Venue: etc venues – Fenchurch Street,  
8 Fenchurch Place, London EC3M 4PB
Nearest station: Tower Hill
Patron and Premier Plus Member £66.00 
Local Member £102.00 
Non-member £132.00

Contact: Events Team Tel: 020 7203 1700
Email: events@londonchamber.co.uk

03/03/16 Time 16.00-18.00 ALL MEMBERS

Changing Places Evening Networking
Venue: Parcour Consulting, London Showroom, 6 Northburgh 
Street, Clerkenwell, London EC1V 0AY
Nearest station: Barbican
Patron Member, Premier Plus Member, Local Member and 
Member’s Guest: Complimentary

Contact: Events Team Tel 020 7203 1700
Email: events@londonchamber.co.uk

07/03/16 Time 10.00-16.20 ALL MEMBERS AND NON-MEMBERS

Thailand Business Clinic
Venue: London Chamber of Commerce and Industry (LCCI) 33 
Queen Street, London EC4R 1AP
Nearest stations: Bank and Cannon Street
Patron and Premier Plus Member: Complimentary 
Non-member: £15.00

Contact: Vanessa Vlotides Tel 020 7203 1838
Email: vvlotides@londonchamber.co.uk

09/03/16 Time 12.00-14.00 ALL MEMBERS

Connect 4 Lunch
Venue: Novotel London West, 1 Shortlands, 
London W6 8DR
Nearest station: Hammersmith
Patron Member, Premier Plus Member, Local 
Member, Member’s Guest: Complimentary

Contact: Donna Subero Tel: 020 7556 2394
Email: dsubero@londonchamber.co.uk

16/03/16 Time 07.45-09.00 PATRON AND PREMIER PLUS MEMBERS

Cereal Networking
Venue: Pitcher & Piano, 21 Cornhill, London EC3V 3ND
Nearest station: Bank
Patron and Premier Plus Member: Complimentary

Contact: Events Team Tel: 020 7203 1700
Email: events@londonchamber.co.uk

22/03/16 Time 09.00-16.30 ALL MEMBERS AND NON-MEMBERS

International Business Training Course:  
Letters of Credit
Venue: etc venues - Garfield House, 86 Edgware Road, 
London W2 2EA
Nearest station: Marble Arch
Patron and Premier Plus Member £354.00 
Local Member and Non-member £414.00

Contact: Marta Zanfrini Tel: 020 7203 1822 

23/03/16 Time 09.30-11.30 ALL MEMBERS AND NON-MEMBERS

Workshop: Growing Your Presence Through  
Online Marketing   
Venue: Capital Business Centre,  
22 Carlton Road, South Croydon CR2 0BS
Nearest station: Sanderstead
Patron Member, Premier Plus Member,  
Local Member and Member’s Guest: £12.00 
Non-member: £36.00

Contact: Linda Saran Tel: 020 7556 2393
Email: lsaran.croydon@londonchamber.co.uk

31/03/16 Time 12.00-14.00 ALL MEMBERS

The Grapevine Network
Venue: TBC
Patron Member,  
Premier Plus Member,  
Local Member and Member’s 
Guest: Complimentary

Contact: Linda Saran Tel: 020 7556 2393
Email: lsaran.croydon@londonchamber.co.uk

*Members are welcome to bring a non-member guest to a Changing Places/Cereal 
Networking event.  Please note that non-member guests are only able to attend one 
Changing Places/Cereal Networking event per year.  If they wish to attend more 
than this they will need to join the London Chamber of Commerce.

March 2015

April 2015

How to book your place(s) at a London Chamber of Commerce event
Visit londonchamber.co.uk/events to book your place/s on any of the 
above events following the instructions below.
• For ticket fee events use our online booking facility or download and 

complete a booking form and fax or post it to us with your payment.  All 
prices are inclusive of VAT

• For free events book by following the instructions under each event’s 
entry on our online events diary

06/04/16 Time 12.30-14.30 ALL MEMBERS

Time To Talk Business
Venue: Docklands Sailing & 
Watersports Centre,  
235a Westferry Road,  
London E14 3QS
Nearest stations: Crossharbour and Mudchute (DLR) 
Patron Member, Premier Plus Member, Local Member and 
Member’s Guest: Complimentary

Contact: Véronique Collins Tel: 020 7203 1965
Email: vcollins@londonchamber.co.uk
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Good old-fashioned arithmetic
The success of the City of Lon-

don is rightly praised but we 
need to ensure that we have 

the right pipeline of talent and skills 
to compete in the future – these 
were the key messages from Pro-
fessor Alison Wolf, the Baroness 
Wolf of Dulwich CBE, in the Sec-
ond Annual Lecture of the London 
Chamber of Commerce and Indus-
try Commercial Education Trust 
(CET) at the City of London Club 
last November.

Professor Wolf (right), argued 
that arithmetic, far less mathemat-
ics, should be at the very core of the 
educational system. Whether the 
individual followed an academic 
route through tertiary education or 
by way of an apprenticeship, numer-
acy would play an essential part as a 
basis for the study of higher math-
ematics or as an understanding of 
how to run a business. 

In front of an audience of busi-
ness leaders, government officials, 
academics and the voluntary sector 
Professor Wolf spoke of the val-
ue demonstrated in setting up the 
School of Mathematics at King’s 
College University and how it has 
attracted children from a wide area 
of London. The sheer joy of partic-

ipating in the study of mathematics 
with like-minded students was evi-
dent with high level results justify-
ing its establishment.   

Her challenge was not just set to 
the audience at the Club but to all 
employers, as socially responsible 
leaders, who are critical to the suc-
cess of commercial education:  “I 
confess to a certain romantic at-
tachment to the legions of long dead 
clerks toiling in counting houses 
and totting up figures which their 

successors will never need to do… 
we have far too few talented math-
ematicians coming through and we 

have an acute shortage of engineers” 
she concluded. 

CET’s ongoing commitment to 
seek out and support education 
projects which equip people with 
the skills to succeed in commerce 
and enterprise and which help 
them ‘put learning to work’ – in-
cluding mathematics – continues 
apace see box below. 

Good old-fashioned philanthropy, 
like good old-fashioned arithmetic, 
still has a long way to run.

“Good old-fashioned 
philanthropy, like 
good old-fashioned 
arithmetic, still has a 
long way to run”

 

Putting learning to work

The Commercial Education 
Trust is a London-inspired 
grant-making body, whose 
history is intertwined with the 
London Chamber of Commerce 
and Industry (LCCI). It was 
the foresight and wisdom of 
members of the LCCI which 
led to the organisation’s 
incorporation in 1989, built on 
the back of the success of the 
LCCI Examinations Board.  The 
Chamber still houses CET and 
supports it with a number of 
services.
The legacy of the founding 
fathers has blossomed: the 
CET is now a grant-making 
foundation with £7.3 million in 
assets and a track record of over 
£2.7 million invested in a range 

of charitable and educational 
projects.  These come from 
across the whole continuum of 
education, to include initiatives 
which help schoolchildren 
prepare for the world of work; 
projects to support to schools 
and higher education and 
vocational institutions to deliver 
employability and enterprise 
education; to programmes which 
bring together the worlds of 
business and commerce with 
teaching and education.
“As valuable and essential as 
grant-making is” says David 
Coughtrie, Chairman of the CET, 
“we see our role not only as an 
evidenced-based funder but also 
as being an effective advocate 
for commercial education and we 

want to use our convening power 
to drive change”.
One key activity is therefore 
the CET Annual Lecture. When 
the CET Board of Trustees 
decided to set up an annual 
lecture, they had two principal 
objectives in mind: to raise 
the debate on subjects at the 

heart of commercial education 
and to raise the awareness of 
CET’s work.  

If you would like to partner with 
the CET visit www.lccicet.com 
to find out more or contact Clare 
Brooks on 020 7203 1909

CET Chairman David Coughtrie with members  
of Junior Chamber International

David Coughtrie (Chairman, CET), 
Professor Alison Wolf, the Baroness 
Wolf of Dulwich CBE, and Anne 
Robins (CET Trustee-elect)
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n Networking Training
Open to members and non 
members, this workshop is ideal 
if you are new to networking 
or have some networking 
experience but are not getting 
the results you need from the 
events you are attending. The 
workshop will take place on 
Wednesday 2 March at etc 
venues - Fenchurch Street.  
Tickets start at £66.00 inclusive 
of VAT per person.

n Changing Places Evening 
Networking
Parcour Consulting will host 
the next reception on Thursday 
3 March. This complimentary 
event is open to all members.  
Space is strictly limited and early 
bookings are recommended. 

n Cereal Networking 
Aimed at members from a variety 
of different business sectors and 
companies, ranging from SMEs 

to the big corporates. The next 
breakfast networking event will 
take place on Wednesday 16 
March from 7.45am - 9.00am 
at Pitcher & Piano, Cornhill. 
This complimentary event is 
exclusively open to Patron and 
Premier Plus members only.  

n Introduction to Membership 
There are many services and 
benefits included in membership 
and these meetings provide new 
members detailed information of 
all that is available. It also gives 
members the opportunity to 
introduce their business to other 
new members, as well as gain 
tailored advice on maximising 
membership. There will be 
demos of online services as 
well as tailored advice on which 
services and events would suit 
you best. The next meeting is on 
Wednesday 10 February at 33 
Queen Street and is open to new 
Premier Plus members only.

LCCI events highlightsLCCI trade missions

n Tanzania  
(energy, oil and gas sector)
Monday 14 – Wednesday 16 
March 2016
Register your interest with  
Ruma Deb
Tel: 020 7203 1949
Email: rdeb@londonchamber.co.uk

n Tanzania and Rwanda 
(multisector)
Monday 14 – Friday 18 March 2016
Register your interest with  
Ruma Deb
Tel: 020 7203 1949
Email: rdeb@londonchamber.co.uk 

n United Arab Emirates  
(multisector, priority given to 
Women in Business)
Saturday 3 – Thursday 8 
September 2016
Register your interest with  
Vanessa Vlotides
Tel: 020 7203 1838
Email: vvlotides@londonchamber.
co.uk 

Dar es Salaam, Tanzania

Kigali

Dubai
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Who are you? 
I am a Canadian diplomat whose 
role is to build commercial links and 
partnerships between the UK and 
the Province of Ontario, Canada.

What is your connection with the 
London Chamber of Commerce? 
I am a director on several Lon-
don-based boards: Canada-UK 
Chamber of Commerce, Young Dip-
lomats of London, and the Associa-
tion of Economic Representatives of 
London.  Membership of the Lon-
don Chamber of Commerce helps 
me to build a wider network with 
the business community as well as 
connect business to the diplomatic 
community.

What was your first job in London? 
My first job here was to start a branch 
office for a Canadian company.  I had 
the chance to arrive in a new place 
and navigate my way through the 
process of starting an office and hir-
ing employees. The experience gave 
me great commercial insight for my 
current government role.   

Which one business achievement 
over the last 12 months are you 
most proud of, and why?  
I am most proud of creating aware-
ness about how, in my role, my 
knowledge and experience provides 
value for UK businesses looking to 
expand.  For example, my first proj-
ect was advising and helping a client 
navigate the process of getting a key 
employee into Canada to start their 
new business.  As a result of how 
quickly we were able to act, the com-
pany was able to bid for (and win) 
a project they would otherwise have 
missed.

“If there is one thing I hate about 
my job it’s ...
...  I actually really love my job. One 
of the challenges is that London has 
such a thriving entrepreneurial eco-
system and I struggle with not hav-
ing enough time to get out and meet 
all the key stakeholders.”

If you were advising a young 
entrepreneur which business 
person would you suggest as a 
model? 
For me entrepreneurship is as much 
a mind-set as it is a title. With this 
in mind, I would suggest finding 
someone who has either demon-
strated entrepreneurship within a 
large organisation or someone who 
has started their own business; both 
are equally valuable. An entrepre-
neurial role model is someone who 
can draw on experience, excel in 
different environments (not just in 
a start-up environment) and see 
things through from start to finish. 
If you can find someone who has 
failed and persevered, that’s a bonus, 
as they can provide really powerful 
insight on how to keep moving in 
the right direction. 

What is the most challenging 
aspect of your job and why? 
The biggest challenge is getting 

face-to-face with decision-makers 
in companies to share the value 
that our services can add to their 
company.  We can provide value to 
companies expanding abroad by 
helping them find office space and 
employees, connecting to trusted 
service providers, providing free 
market research and information 
about commercial opportunities 
and understanding the process of 
registering a company.

What is your favourite and least 
favourite thing about London?
I love the energy and dynamism of 
London, but I do miss the ready ac-
cess to nature available in Canada.  
When the energy of London is too 
much, I regularly take a train out of 
town.  In no time I am in amazing 
countryside where I’m ready for a 
long hike and a break at a local pub.

www.investinontario.com

Two minute interview

Aaron Rosland  Counsellor (Commercial – Ontario) and Head of the Ontario International Marketing Centre in the UK

Photo: Mike Cattell

Whisky galore
Fares Oufi was a key 
participant in an LCCI buying 
mission to La Rioja in Spain in 
2014. 

With his company FFO 
International he has now 
branched out and specialises 
in private label Blended Scotch 
whiskies. These are made from 
carefully selected fine grains 
and malts, matured in oak casks, 
blended and distilled in Scotland.

The company shipped their 
first containers to Shanghai in 
November 2015, and currently in 
talks to extending the brand into 
Brazil, Chad, Ethiopia, Kenya, 
Thailand and Vietnam.   
Oufi is also working with clients 

to arrange bespoke, aged blends 
and rare malts.

 
www.ffointernational.com

LBM fact: There are 16,580 businesses of all sizes in the Square Mile

http://www.investinontario.com
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MIPIM Madness 

Once again we are approach-
ing the time of the year 
when the big players from  

across the property and construc-
tion spectrum don their sunglasses 
and descend on Les Palais des Festi-
vals in Cannes for le marché interna-
tional des professionnels de l’immo-
bilier, or MIPIM to those of us less 
au fait with the French language. 

MIPIM is the world’s largest 
property exhibition, attracting over 
20,000 delegates from around the 
globe and for the fourth time Lon-
don Chamber of Commerce and In-
dustry (LCCI) will have a significant 
presence at the Expo. LCCI presi-
dent, Tony Pidgley CBE (chairman 
of the Berkeley Group), along with 
LCCI chief executive, Colin Stan-
bridge and Mark Collins (chairman 
of UK Residential CBRE) and LCCI 
Property and Construction Group 
deputy chairman, will all be in situ 
ensuring significant visibility, focus 
and support for the Chamber and 
its partners. Between them they 
will host a full range of networking 
events offering multiple opportuni-
ties to make new business contacts.

London has its own designated 
marquee area next to the beach, at the 
side of the Palais des Festivals.  The 
London Pavilion houses stands de-
tailing all the current major London 
developments and projects together 

with a conference area, terrace bar 
and model of London, making it as 
busy and buzzy as the capital itself.  

Showcasing
At MIPIM we will be showcasing what 
LCCI membership, and its property 
and construction network in particu-
lar, can do to help London businesses 
grow. Last year, big names from pol-
itics and business, including London 
Deputy Mayor Sir Edward Lister and 
Nick Candy were involved, and we 
will at least match those this year.

Companies that are joining the 
Chamber team in Cannes as sponsors 
have taken the opportunity to get their 
brand out to the high-calibre MIPIM 
audience in a cost effective way. Their 
logos are emblazoned on LCCI’s inter-
active flagship stand, located in one of 
the most high-profile areas of the Lon-
don Pavilion.   

The Chamber’s 2016 partners cover a 
wide range of sectors and include Berke-
ley Group, CBRE, KPMG, Mitsubishi 
Electric as well as leading creative de-
signers Wagstaffs Design, global archi-
tects AHR, the famous Ascot racecourse, 
growing multi-disciplinary practices 
Bennington Green and Calfordseaden, 
and rights to light experts GIA.  Mid-
dlesex University join the party with 
their BIM qualification alongside the 
UK’s mapping service Ordnance Survey, 
Stirling Prize-winning contractors Gil-
bert-Ash and transport planners Vectos.

LCCI will be using MIPIM as a plat-
form for the voice of London business. 
With the Mayoral Election just months 

away there is the opportunity to pro-
mote the policies that will deliver the 
best business environment for London 
business to the many policymakers 
and journalists that make the journey 
to the French Riviera. LCCI's key mes-
saging focuses on housing, transport 
and infrastructure, and construction 
skills.

Interfacing
The four days of the event comprise 
early mornings and late nights fram-
ing back-to-back meetings, appoint-
ments and events – hard but enjoya-
ble work which involves interfacing 
with non-members and members, 
all with the same objectives: meeting 
people with whom they can forge 
relationships with back in the UK to 
discuss property and construction 

projects – you just don’t get those op-
portunities anywhere else!

MIPIM runs from 15 – 18 March 
2016. Angela Reed is LCCI spon-
sorship and promotions manager.  

Contact her for information on 
how to get involved. 
areed@londonchamber.co.uk

by Angela Reed 

New London
LCCI is participating in the New 
London Architecture (NLA) Discussion 
Forum debate programme in the 
London Pavilion at MIPIM. 

Events include:

• Transport Investment: Unlocking Value 
LCCI chief executive Colin Stanbridge to chair Speakers include 
Fiona Fletcher Smith, director of development, enterprise and 
environment at Greater London Authority, Sir Merrick Cockell, 
chairman of Crossrail 2 Growth Commission, and Graeme Craig, 
commercial director at Transport for London 

• LCCI President’s Q and A: New Mayor, new assembly –  
 London’s challenges ahead  

LCCI President Tony Pidgley, CBE in the spotlight. Chaired by 
Robert Gordon Clark of London Communications Agency

• Build to Rent and PRS, 
Mark Collins (Chairman, UK Residential, CBRE and LCCI Property 
and Construction Group Deputy Chairman) to chair. 

Putting on the Ritz

London property market expert 
Mike Hussey was guest speaker 
at the LCCI’s latest property and 
construction event which was 
held in the stunning Music Room 
at the Ritz hotel. A Fellow of 
the Royal Institute of Chartered 
Surveyors, Hussey is a prolific 
developer, responsible for some 
of the landmark schemes built in 
the capital in the last 20 years. 
In 2010 he founded and became 
chief executive of property 
investment and development 

company Almacantar currently 
engaged in reviving Centre 
Point's iconic 34-storey tower. 
Previously he held senior 
positions at the Canary Wharf 
Group and Land Securities. 

The LCCI Property and 
Construction New Year 
Reception was sponsored 
by Barclays, Bond Bryan 
Architects,CBRE and Middlesex 
University London 
www.almacantar.com

Mike Hussey

Colin Stanbridge
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LBM fact: London has the third highest number of billionaires in the world, behind New York and Moscow

Construction industry key 
to London’s future

London is growing rapidly and 
by 2030 is forecast to be home 
to over 10 million people. To 

support this ‘megacity’ status there 
are two options for the capital.  It 
can either build the infrastructure 
necessary to meet the needs of its 
growing populace and capitalise 
on the economic benefits of an in-
creased workforce or, by failing to 
invest, risk its future competitive-
ness and create increasing levels of 
congestion and overcrowding. 

Tackling the housing crisis and 
addressing the city’s increasingly 
stretched transport network are key 
to the capital’s future success and 
the property and construction in-
dustry will play a hugely important 
role in deciding which path the cap-
ital will take.  

Ambitious
Is there any cause for optimism?  
Record numbers of workers are 
employed in construction and en-
couraging progress has already been 
made towards delivering the most 
ambitious transport infrastructure 
programme since the 1970s. The 
property industry has risen to the 
challenge and, with construction due 
to start on HS2 by 2017 and a con-
certed political effort to dramatically 
boost house-building, the industry 
certainly looks set for further growth.

Are property and construction 
firms being held back? Despite record 
employment in the industry, an acute 
shortage of construction skills contin-
ues to jeopardise the delivery of cru-
cial infrastructure projects. Firms are 
struggling to recruit the 224,000 extra 
workers which are needed across the 
construction sector by 2019.  And 
it’s not just large-scale developments 
that are affected; 60 per cent of small 
builders found difficulty in hiring 

bricklayers last year. Targeted invest-
ment in training the next generation 
of workers is essential to ensure the 
right skills are in place for the future. 
The government’s target of creating 
30,000 apprenticeships in the rail and 
road sectors is a welcome start.

Consensus
In 2015 LCCI welcomed the creation 
of the London Land Commission 
which had a mandate to compile a reg-
ister of available public land. This de-
velopment was just one signal that, af-
ter decades of underwhelming house 
building, there is at last a consensus 
that one part of the solution to the 
housing crisis is getting the most out of 
London’s brownfield land. These areas, 
often formerly used by industry, are 
now prime opportunities for develop-
ers. However, in order to maximise the 
potential of the land identified, pro-
gress needs to be made towards cut-
ting red tape and encouraging small 
builders into the market place.

An aspect of the housing crisis that is 
often underappreciated is the role that 
a well-connected transport system can 
play in unlocking areas for housing de-
velopment.  Although the government’s 
commitment to overhauling London’s 
overburdened transport network is 
promising, steps must be taken quickly 
and investment must be sustained. 

Pressure
Today, London’s severe undersupply 
of housing and ageing transport in-
frastructure not only puts pressure 
on the capital’s workforce but also, 
increasingly, risks London’s ability to 
compete for talent and investment on 
a global stage.  

At a time when London must 
embrace and prepare itself for meg-
acity status, the property and con-
struction industry has never had 
such an important role to play.  

Emily Follis is policy manager  
at LCCI

by Emily Follis

The future City of London and beyond …
London’s skyline is going 
through a massive change. Over 
200 towers are planned in the 

capital in an attempt to meet the 
needs of the capital’s growing 
population. So how will London’s 

skyline change in the next 20 
years? This picture uses models 
and CGIs to present a future 

view as the capital’s developers 
focus on building upwards rather 
than outwards.

Image credit: Copyright CPAT / Hayes Davidson / Jason Hawkes
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Music brings businesses to life
London Business Matters 
catches up with Paul 
C lements, commercial 
director of PRS for Music

What is PRS for Music?
PRS for Music is a society of 110,000 
songwriters, composers and music 
publishers – our members. We rep-
resent their rights, as well as those of 
members of 150 affiliated societies 
in nearly 100 countries around the 
world, by licensing organisations to 
play, perform or make available mu-
sic. We then distribute the royalties 
we collect to those members and so-
cieties fairly and efficiently.

We have 14.7 million musical 
works in our repertoire and have 
been providing music licences to 
businesses that play music for cus-
tomers, employees, or both for more 
than 100 years. Nearly 90 per cent 
of all money collected is distributed 
to our members, the rest covers our 
business’ running costs. We current-
ly have around 210,000 businesses, 
our customers, helping secure the 
future of great music, which is 
something we’re hugely proud of 
and grateful for.

How valuable is music to business-
es?
Incredibly valuable. Music is as 
much part of a business’ identity 
as its name or décor and we work 
closely with our customers to ensure 
music brings their brand to life. 

Music plays such a vital role for 
both customer engagement and staff 
productivity and PRS for Music is 
deeply committed to continuous 
research and learning in these areas.

We speak to our customers con-
stantly to build up valuable case 
studies in all sectors to use and 
educate not only our staff, but our 
existing and potential customers. 
There are still a number of people 
that don’t realise music can add a 
real layer of competitive advantage 
to their business, or know how to 
use music to its full potential, which 
is where PRS for Music can advise. 

How are the business tariffs set?
At the moment, PRS for Music offers 
44 public performance licensing tar-
iffs across a wide range of business 
sectors from hospitality to medical, 
manufacturing to health and beau-
ty. Each tariff is tailored to cater for 
the needs of a particular business 
sector, as we appreciate that not all 

businesses are the same. This is why 
we have such a varied offering with 
many low-priced licences for small 
businesses and some licences are 
available jointly with fellow music 
licencing company, PPL.

The main aim when setting a tar-
iff is to ensure that our charges for 
music played or performed in pub-
lic are fair to both the music creators 
and our customers. Wherever possi-
ble, we work with national trade as-
sociations and representative bodies 
to run a consultation process before 
introducing changes to a tariff.

We are currently conducting an 
extensive simplification and mod-
ernisation of our tariffs to create 
a better customer experience. The 
process has been welcomed by the 
trade bodies and customers we have 
engaged with about this exercise to 
date, which is appreciated, if not un-
expected.

How is the licence fee distributed?
Our members are, in a way, small 
businesses themselves who are try-
ing to earn a living from their music 
creation. 

We work hard to understand ex-
actly which songs have been played 
where and when, so we can distrib-
ute the royalties to the correct peo-
ple.  In 2014 that meant we processed 
over 250 billion individual musical 
usages, from various sources such 
as radio play, streaming, downloads, 
TV and live performances.

PRS for Music is also committed 
to supporting up-and-coming song-
writers which is why the PRS for 
Music Foundation was formed in 
1999. The PRS for Music Foundation 
has given more than £20 million 
to more than 5,000 new music ini-
tiatives awarding grants and lead-
ing partnership programmes that 
support music sector development. 
There’s no better feeling than wit-
nessing the emergence of a talent-
ed performing songwriter that we 
helped to financially support their 
first tour or their first album pro-
duction.

What are the common misconcep-
tions about PRS for Music? 
The main ones are that we’re a tax 
– which we’re not – and that we’re 
the same as fellow licensing compa-
ny PPL. Although both PPL and we 
license music and we work closely 
together, we are not the same. When 
recorded music is played in public, 
two separate copyrights are being 
exploited and as such, two royalty 
fees are payable. 

PRS for Music licenses the use 
of musical compositions and lyrics 
when they are played or performed 
in public, broadcast on radio or TV, 
used on the internet or copied onto 
physical products such as CDs and 

DVDs on behalf of our composer, 
songwriter and music publisher 
members. PPL licenses recorded 
music played in public or broadcast 
and then distributes their licence 
fees to its performer, artist and re-
cording rights-holder members. 

How do you offer additional value 
to customers?
I am really pleased to say that there 
has been a significant shift in cus-
tomer engagement. I can hold my 
hands up and say that in the past, our 
customer engagement hasn’t been as 
good as we would have liked, but 
more recently we have moved from 
the former legal enforcement model 
to a more benefits and values driven 
sales model for our customers. We 
have recently launched an online 
portal filled with customer-focussed 
content such as member interviews, 
playlists, business guides as well as 
great competitions and giveaways. 
This is promoted by a newsletter 
that goes out quarterly to more than 
120,000 customers.

We also offer key businesses ad-
vice and guidance on music use in 
varying business sectors and we 
host several Music Makeover com-
petitions each year offering winning 
businesses a music makeover valued 
up to £10,000. This includes expert 
consultancy and guidance, music 
equipment or systems, as well as a 
high profile launch event. So far, we 
have run these competitions in the 
pubs and hairdresser sectors, but are 
planning to expand into other areas 
next year.

www.prsformusic.com

LBM fact: There are an estimated 688,683 businesses in London

“There’s no better 
feeling than 
witnessing the 
emergence of a 
talented performing 
songwriter that we 
helped to financially 
support...”

Paul Clements, commercial director of PRS for Music

http://www.prsformusic.com
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Community collaboration
Zoe Powers of GLH 
Limited shares 
her company’s 
experience of 

establishing successful 
partnerships

Community investment is a 
mainstay for many of us en-
gaged in any sustainability 

and corporate social responsibility 
activity. It is widely understood that 
collaborating and partnering with 
others are often the bedrock of mak-
ing this particular endeavour suc-
cessful and impactful. These are fine 
words that seemingly make logical 
sense, but for those just embarking 
upon developing a community in-
vestment programme, partnering 
with new organisations may seem 
daunting. We have been actively and 
positively contributing to our local 
community for nearly 50 years and 
are keen to share some thoughts and 
experiences of establishing success-
ful partnerships.  

Clarity 
Carefully planning your commu-
nity investment programme is es-
sential. Planning needs to include 
being clear about your aims and 
expectations, the causes you are 
prepared to support and therefore 
the type of organisations you want 
to partner with. This clarity will 
help with developing a process for 
selecting partners, for instance you 
may decide you will only work with 
charities that support the elderly. 
We decided from the start that we 

would mainly work with charities 
and schools in our local community, 
those within a few mile radius of our 
main office in East Finchley. 

Shared vision
Taking the time at the start to un-
derstand in very simple terms what 
you both would like to get out of 
the partnership. Exploring how this 
was going to be of benefit to both 
partners, over and above this being 
simply a nice thing to do. For the lo-
cal charities we work with, we both 
share a desire to support and im-
prove our local community. For the 
local schools we partner with, there 
is a shared commitment to sustain-
ability, as is our want to support the 
new generation of decision makers 
and leaders understanding the ev-
er-changing globalized world. 

Resource allocation 
Diligently thinking through how 
you are going to work together is 
very important. Being clear from 
commencement about what re-
sources – time and money – are 
available from both partners and 
what internal and external commu-
nication channels are to be used. 
Annually we ring fence budget to 
deliver our community investment 
programme, meaning we are clear 
with our partners what funds and 
employee time is available at the 
start of each year. 

Roles and  
responsibilities 

Deciding who is to lead on and 

support this work from both per-
spectives is essential, including 
having a dedicated point of contact 
(very helpful).  Agreeing what each 
partner is responsible for certainly 
aids the smooth running of your 
partnership. It is likely that you will 
need to revisit these particularly as 
expectations shift and delivery re-
quirements change. As our lead for 
Sustainability I act as the dedicated 
point of contact within the busi-
ness, however we are also mindful 
of being inclusive, meaning others 
are throughout the business are in-
volved. 

Impact 
Agreeing at the start what success 
looks like for both partners is critical 
when deciding how to measure and 
assess progress of the programme 
and any projects within it. How 
you intend to measure and assess 
the impact you have made should 
be built in to your planning before 
delivery even begins. Agreeing the 
outputs (number of) and outcomes 
(change) you are looking to achieve 
will form part of this, along with the 
methods you are going to use and 
regularity with which you are going 
to gather data and information. For 
our sustainability education work in 
secondary schools, success is based 
around student engagement and 
their learning. 

Communication 
Clear communication underpins 
the success of any partnership and 
community investments ones are 

no different. Agreeing from the start 
how you are going to communicate 
between yourselves, internally with-
in your organisations and externally 
with your respective stakeholders 
and audiences is helpful. Agreeing 
your core messages at the planning 
stage and then throughout delivery 
is important for consistency.  We 
have found that honest and regular 
communication heads off and ad-
dresses any issues quickly. We have 
used our internal communication 
channels to sustain both support 
and engagement in our community 
investment work. 

Shared value 
The last and most important aspect 
of developing partnerships with the 
community is the creation of shared 
value – the partnership must be 
mutually beneficial to all involved. 
We provide both financial resources 
and employee time to our commu-
nity investment. These unrestricted 
funds mean they are able to devel-
op additional projects and purchase 
needed equipment. For us it means 
we are able to meaningfully con-
tribute to our local community, en-
gage our employees and carve out a 
strong competitive advantage com-
mercially.  

GLH is a London-based, 
independent, transport company 
that has been operating in the 
private hire vehicle market for 47 
years and specialises in passenger 
car provision and courier transport 
www.glh.co.uk

It’s 2016. We have the Rio 
Olympics to look forward to, 
it’s the Chinese Year of the 
Monkey and it is the year that 
the UK gets a National Living 

Wage of £7.20. How will small 
businesses in London cope with 
this major change? We are about 
to see a substantial 50p hike to 
the current National Minimum 
Wage (NMW) for most people.

Fintan O’Toole, LCCI board 
member and director of The HR 
Dept  puts the rise into context: 
“The annual rise in the National 
Minimum Wage has rarely been 
by more than 20p, so this jump 
is a game changer. It will have 
a significant impact on many 
businesses and I would urge 
them to plan for its introduc-
tion.”
This is just the start. The gov-
ernment has indicated that the 

National Living Wage will hit £9 
per hour by the end of the dec-
ade. It applies to workers aged 
25 and over.

O’Toole adds: “SMEs are right 
to have concerns over the Na-
tional Living Wage, particularly 
those with tight staffing budg-
ets. Cash flow may be impacted, 
growth restricted, and it may 
cause discord among staff on 
other pay grades. These may 
need to be adjusted upwards 
too, to maintain differentials.”
Then there is the administra-
tion. Payroll is already becom-
ing more complicated. Detailed 
records will need to be kept 
to ensure that low-paid staff 

turning 25 are moved on to the 
National Living Wage when it 
is introduced in April. Fail to 
comply and the penalties range 
from public naming and sham-
ing to fines and even criminal 
prosecution.

Is there any silver lining? “If 
you are looking for good news,” 
O’Toole concludes “research 
cited by the Living Wage Foun-
dation suggests that paying a 
living wage could lead to im-
proved staff performance, better 
retention and reduced absen-
teeism. These may all add up to 
cancel out the hit you will take 
on your payroll.”
www.hrdept.co.uk

 National Living Wage: dark clouds and silver linings 

Fintan O’Toole
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The virtuous cycle
The Mayor’s Cycling Vision 

2020 aims to double the num-
ber of journeys made by bike 

in London each day, bringing huge 
health and lifestyle benefits both to 
cyclists and  – thanks to reduced 
emissions, less traffic, and cleaner 
and greener public spaces –  every 
London resident and visitor. 

Boris Johnson has pledged to 
make cycling ‘normal’, not just for 
the, ‘admirable Lycra-wearers, and 
enviable east Londoners on their 
fixed-gear bikes,’ but for everyone. 

Investment in cycling infrastruc-
ture is welcome but there is one 
area that has yet to be properly ad-
dressed: the lack of secure cycle 
parking across the capital. 

Deficit
London suffers from a notable lack 
of secure cycle spaces, and, despite 
rapidly increasing demand, the situ-
ation is only getting worse:
• Planners are trying to de-clutter 

the streets, and increasingly shy 
away from putting Sheffield-type 
stands in newly designed public 
areas

• Santander Cycles, while encour-
aging cycle journeys and attract-
ing as many as 73,000 hires per 
day, inevitably steal large chunks 
out of pavements, or eat into 
resident or meter parking, so is 
meeting with increasing resist-
ance from local residents and 
businesses

• Although electric bikes are a rap-
idly growing and evolving mar-
ket, being promoted by govern-
ment, and with an obvious appeal 
for non-MAMIL (middle-aged 
men in lycra) commuters, the fact 
that prices range from around 
£1,000 to upwards of £5,000 
means they’re unlikely to be en-
trusted to just a hefty lock and a 
Sheffield stand 

• Provision of cycle spaces may 
be a legal planning requirement,  
but according to GLA research 
these semi-public areas (especial-
ly within basements) frequently 
suffer from theft and as a result 
bikes are often stored on balco-
nies and in apartments and cy-
clists often use a second less val-
uable bike to commute on

• While the Mayoral Cycling Vision 

talks about an extra 80,000 cycling 
spaces being provided by 2016, 
nearly all of these are through the 
planning regime, providing bike 
storage for residents and workers 
in the new developments, but little 
or none for the public.

Missing link
Eco Cycle, a high tech mass bike 
storage system which has been op-
erating successfully in Japan since 
2002 has now arrived in London 
and has the potential to be the 
missing link in the Mayoral Cy-
cling Vision.

The system has enormous poten-
tial for developers, corporations, 
educational institutions, transport 
hubs, hospitals, planners and others 
interested in: 
• Reducing on-street clutter and 

enhancing the public domain
• Minimising the footprint of bike 

storage within high value space
• Meeting statutory obligations for 

provision of cycle spaces more 
efficiently

• Improving take-up of cycling 
spaces provided, thanks to greater 
security and convenience

• Encouraging and facilitating a 
green mode of transport, improv-
ing health and wellbeing among 
cyclists and the population at 
large

• Future-proofing developments 
and adding a unique and distinc-
tive USP to a development or area

• Improving corporate reputation, 
and supporting Corporate Social 
Responsibility commitments

• Supporting the Mayoral Cycling 
Vision for London.

Eco Cycle Ltd has collaborated 
with Apex Lifts, London’s largest 
independent lift manufacturing and 
elevator servicing company, who 
will manufacture, install and service 
the units, and also supply round-
the-clock engineer call-out services 
and off-site monitoring. 

A working model of an above 
ground Eco Cycle unit, with stor-
age for 58 bikes, has been imported 
from Japan and erected by Apex in 
premises close to Southwark Under-
ground station.

www.ecocycle.co.uk

by Adam Blaskey

With so many ways to stay 
in touch with colleagues 
and clients wherever you 

are, a fixed location is no longer an 
essential part of running a business. 
Here are four reasons to ditch the of-
fice for a more flexible working life.

Cloud-based  
technology

Much of the everyday running of a 
business can now be done more ef-
ficiently online; including arranging 
meetings, storing documents and 
ordering stock. It’s no longer just 
email: super-fast broadband and 
secure wifi access points have giv-
en rise to crystal-clear video calls, 
while tech entrepreneurs have de-
veloped cloud-based apps that cover 
everything from accounts to project 
management. When you can com-
municate with colleagues and access 
information at the click of a button, 
the internet (and perhaps a liberal 
supply of good coffee) is the only 
thing you really need.

Shifting workplace 
attitudes

A Virgin Media Business poll of 
company bosses recently predicted 

that 60 per cent of staff will regu-
larly work remotely by 2022. With 
millennials on course to make up 
the majority of the workforce by 

Why you don’t need an       office to run a business
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What buying a new car can teach 
us about winning contracts

Being located in two places 
(Liverpool and St Albans) 
means that I do a considera-

ble number of miles each month. I 
recently renewed my Honda CRV. 
The key decision factor was the 
mileage and therefore the final lease 
value of the car. The dealer under-
stood my requirements and that was 
what he focussed on.

From this exercise there are a 
number of lessons that I have learnt 
that can also apply to business: 
• Do your homework, and make 

sure you understand what is on 
offer, especially the financial or 
commercial aspects of the pro-
jected deal

• Be very clear and communicate 
what your key decision criteria 
are

• Always listen to what is being 
said, and if something is not clear 
then ask questions: put your ego 
to one side if it means you need to 
ask very simple questions.

Homework
I have supported clients in both 
purchasing and selling decisions. 
One of my earliest contracts was to 
support the Department for Trans-
port in evaluating rail franchise 

bids. As I was not familiar with the 
franchise I spent a day travelling the 
network as a passenger so I could 
experience as well as see the look 
and feel of the train service. This 
meant that when I evaluated the 
various proposals I could visualise 
what was being proposed, and could 
also make an informed assessment 
as to the feasibility of the proposals. 
I adopted exactly the same approach 
with one of my clients, and we used 
date stamped photographs to show 
our commitment to understanding 
the prospective client’s business. We 
now have a new client!

In my earlier career I have seen 
and read enough pitches that failed 
to get past first base because people 
failed to do their homework and get 
to know both the potential client’s 
business and its requirements. In 
the context in which your business 
operate, how much homework have 
you done recently on your clients, 
both current and prospective?

Clarity around decision making 
criteria

This applies equally, both to ven-
dors and purchasers. If you do not 
know what the key decision factors 
are, then how can you expect your 
purchasers or suppliers to know 
how to pitch to you. I am a member 
of a consortium that has successful-
ly secured a place on a government 

rail consultancy framework. The 
government was keen to see new 
entrants and remove a barrier that 
stopped small consultancies ac-
cessing this market. As supporting 
SMEs was a clear client require-
ment, our consortium included a 
range of one-person specialist con-
sultants whom we named in our bid, 
so that it became a genuine bid, and 
not a paper compliance exercise. 
In fact, the addition of some of the 
one-person consultancies signifi-
cantly enhanced our potential offer.

Ego
We all want to be successful (by 
whatever measure we use). How 
much does our ego stop us from 
making the right choices about who 
we work for or or who we hire. I 
have turned work down because 
it has not been made clear to me, 
or I have failed to get the answers 
I needed, as to what the brief was. 
Do not be afraid to ask simple 
questions, nor should you fail to 
ask what could be perceived as a 
daft question, because the person 
opposite sounds very confident or 
smooth, and you don’t want to un-
dermine your pitch by “appearing” 
unsure or lacking confidence. Very 
often, these are the questions that 
tease out key information, which 
will benefit both your pitch and the 
prospect’s sense of your willingness 

to develop a strong understanding 
of their project.

So what?
I am very pleased with my new car, 
and from the mileage undertaken 
so far I am confident that the deal 
will prove to be the right one. To 
satisfy myself about the proposed 
deal I had to ask the dealer some 
fairly basic questions. Proving that 
dealer was a good salesperson, who 
listened carefully to his prospect, 
his responses and his tone did not 
leave me with the impression that 
my questions were overly simplistic, 
and provided me with the informa-
tion I required to enable me to ar-
rive at a decision. In other words, I 
wasn’t worried about the impression 
I would make; I was much more 
concerned to get the information I 
needed.

I hope that this mundane exam-
ple will help you in thinking though 
your own approach to how you pitch 
for work, or in choosing the people 
who will help your business devel-
op. Perhaps some of the best lessons 
for our businesses come from the 
things we do and experience outside 
of them.

Jim Barclay is a public transport 
professional and former finance 
director 
jim@jimbarclayassociates.com

by Jim Barclay

2020, business values are changing 
to reflect the attitudes of this evolv-
ing demographic. While we proba-
bly won’t see the complete demise 
of the 9-5 tradition for some years 
to come, most people now work 
longer hours and are permanently 
’switched on’. Businesses do need 
to consider not only the monetary 
efficiencies that a more flexible 
working environment can help cre-
ate – but also the implications from 
a talent acquisition perspective. The 
best candidates may increasingly 
expect – and actively seek out – 
flexible employers.

Offices waste time
By this, we don’t just mean wa-
ter cooler chatter – but rather the 

time it takes to get to the office and 
home again. According to Nutmeg, 
the average London worker spends 
an hour and 14 minutes commut-
ing every day, which adds up to 
18 solid months, or 13,000 hours, 
over the course of your working 
life. Unsurprisingly, this isn’t great 
for your health: the Office for Na-
tional Statistics has revealed that 
commuters are more likely to suf-

fer from anxiety. The University of 
Montreal has also found that the 
longer you commute, the more 
likely you are to experience ad-
verse symptoms, with those travel-
ling for more than twenty minutes 
more susceptible to chronic stress. 

They waste money, too
If paying monthly rent shows no 
correlation to increased revenue, 
then the expense of an office may 
not be worth it. It’s not just rent-
ing physical premises that costs 
businesses money: research has 
revealed that the average working 
Londoner spends £118 on their 
monthly commute, a sum that 
equates to £66,000 over a lifetime. 
With so many resources now ac-

cessible online, committing to a 
set working location will become 
increasingly redundant.

It may therefore be better to 
maintain a flexible approach, and 
find a productive space when you 
need it. With two convenient lo-
cations in Central London’s May-
fair, members of The Clubhouse 
have flexible access to hot desks, 
private meeting rooms, open-plan 
areas and complementary tea, cof-
fee and refreshments. So, why not 
do your health and wallet a favour, 
and make the workplace revolve 
around you.

Adam Blaskey is chief executive 
and founder of The Clubhouse 
www.theclubhouselondon.com

Why you don’t need an       office to run a business
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My first experience of debt 
collection came as an 
11-year-old lad tramping 

the streets of many council estates 
in order to collect the money for 
the milk that I had delivered weeks 
before.

Of course, I didn’t know then, 
that this hands-on approach 
would serve me well in the 40 odd 
years that I have since worked in 
the debt collection industry!

Collecting money goes back a 
long way. In ancient civilisations 
they would force debtors, their 
wives and children into debt slav-
ery until the creditor recouped 
their losses through physical la-
bour. Thankfully things have 
changed for the better but it is 
still a massive challenge for small 
businesses to keep on top of this 
problem.

Small firms currently account 
for around 99 per cent of all pri-
vate sector business in the UK. 
Managing cash flow is the biggest 
single factor in the demise of those 
businesses so debt collectors still 
play a very important role in keep-
ing the wheels of industry turning.

Basic
There are still a lot of basic rules 
that can be applied before the busi-
ness necessarily needs the services 
of a debt collection agency. For ex-
ample, it is crucial that clear pay-
ment terms are not only included 
in the contract between businesses 
but also re-emphasised on the ac-
tual invoice. 30 days is standard 
as it ties in with the same terms 
that most employees are paid and 
also suppliers. Some industry sec-
tors may impose shorter payment 
terms

Encouraging customers to pay 
online and offering a small discount 
for prompt payment will assist 
businesses in the avoidance of bad 
debt. The same can be said for set-
ting up standing orders with clients 
that you may have regular dealings 
with and this is common practice 
for accountants, who should know 
a thing or two about finance. Using 
a credit controller or a bookkeeper 
who can provide weekly or month-
ly lists of overdue accounts is also 

good management practice.

Difficult
If your customer becomes difficult 
and either won’t pay or is not in a 
position to pay it may be worth con-
sidering using an external debt col-
lection agency.

There are a number of important 
factors to take into account before 
instructing a third-party collection 
firm:
• How long have they been estab-

lished?
• Have they provided references 

from customers who have been 
satisfied with their services?

• Do they have clear terms and 
conditions?

•  Are they charging you money up-
front? Not acceptable in my view, 
the exception being for court fees 
or disbursements

• Are the company or their direc-
tors, members of any professional 
organisation? Look for member-
ship of an appropriate profession-
al association.

Settlement
Ensure also that they are not sim-
ply a letter writing service, as many 
agencies are. A pro-active company 
that will visit your customers to en-
sure that they are still trading and to 
negotiate a settlement is essential. 
An in-house legal department is 
also useful so that they are also able 
to institute legal action on your be-
half or indeed the issue and service 
of a legal notice known as a statu-
tory demand which is a very useful 
tool for undisputed debts

Finally, be advised that they need 
to be working in partnership with 
firms of lawyers so that any com-
plicated or disputed case can be ef-
fectively dealt with either through 
professional mediation or through 
the county court system.

A collection agency is more rele-
vant now in 2016 than ever and can 
provide an excellent one-stop-shop 
for any accounts that go beyond 
your normal trading terms.

Kerry Bland is director of Jack 
Russell Debt Collection & Legal 
Process Servers 
www.debtcollect.co.uk

Debts: to collect or not to collect?
by Kerry Bland

“Encouraging 
customers to pay 
online and offering a 
small discount for 
prompt payment will 
assist businesses in 
the avoidance of 
bad debt.”

With IT becoming more 
complex and an ever 
evolving industry, many 

companies are turning to managed  
IT service providers to help them 
achieve real value from their IT in-
frastructure.  Finding the right IT 
partner is a challenging task that 
must be approached in the right way 
to achieve the best results for your 
company.

When selecting a managed IT 
provider, it’s important that you un-
derstand the typical characteristics 
that you should expect. You want 
to find the right partner that fits 
your business and is keen to work 
in partnership with you. In any new 

partnership, getting to know and 
understand a client’s business is crit-
ical and a managed IT provider will 
invest in building trust with every 

aspect of the business and develop-
ing the relationship.

A managed IT provider should 
take a strategic approach to a com-

pany’s IT infrastructure.  A key stage 
in this is to create an IT roadmap, 
helping both parties define how 
your company’s ideal IT environ-
ment will support the long term 
strategic objectives for the business. 

In the early stages, of a partner-
ship, a thorough IT audit will identi-
fy how the company’s current IT in-
frastructure is performing and allow 
your partner identify how it can be 
improved.  

Processes
The ability to provide a remote 
monitoring and management of and 
organisations’ IT assets is crucial 
when selecting an IT service provid-
er.  A managed network operations 
centre will be equipped with the 
right tools and processes in place to 
detect problems and prevent them 

by Simon Golding

Creating a competitive       advantage through IT
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Accurate translating and in-
terpreting can make or break 
a business deal, event or 

meeting.  When it comes to business 
matters, a clear understanding by all 
participants as to what is being said 
or written is crucial.  Mistakes can 
be costly.  A poor translation can re-
sult in severe financial losses, some-
times totalling millions of pounds.  
Contracts can be lost, relationships 
damaged and the wrong informa-
tion disseminated. A report by the 
All-Party Parliamentary Group on 
Modern Languages in 2014 pointed 
out that contracts totalling around 
£50 billion are lost each year due to 
linguistic problems.  

Cultural
It is not just a matter of translating 
words. Accurate translating needs 
to take into account cultural ele-
ments, recreating words and sen-
tences so that they have the same 
impact whatever the language.  This 
is particularly relevant to technical 
translations involving specialised 
terminology. 

Confidentiality is equally impor-
tant.  Mishearing words or acciden-
tally passing on information as a 
result of a bad translation can cause 

immense problems. Every detail has 
to be accurate when it comes to dis-
cussing deals or organising logistics.  
Sourcing raw materials, compo-
nents, equipment can involve global 
negotiations, likewise moving goods 
from one place to another, sup-
ply chain management, organising 
people and arranging events.  With 
a global marketplace, the potential 
for confusion as a result of language 
problems is always present.

Most companies now operate in a 
global or international environment.  
Businesses seeking to expand into 
emerging markets need to be able 
to communicate effectively in the 
language of that country. It is essen-
tial that queries are deal with effec-
tively, deals negotiated and accurate 
documentation drawn up whatever 
the language involved.  Linguistic 
needs have to be linked to a cultural 
awareness and knowledge for any 
international business or companies 
with overseas clients.  Accurate lin-
guistic skills can overcome language 
and cultural barriers. With cus-
tomers requiring increasing levels 
of transparency in terms of orders, 
product lifecycles and documenta-
tion, every business deal generates a 
vast range of material that needs to 
be clearly understood by all parties.  

This is where the use of a special-
ised professional translation com-
pany can make a tremendous dif-

ference.  Highly-trained and able to 
understand complex linguistic ma-
terial, professional translators en-
sure that every aspect of a business 
deal is fully understood by every 
participant.  Every nuance, every 
word should be conveyed precisely, 
accurately and consistently no mat-
ter what the language.   Confiden-
tiality is paramount.  Professional 
translators and interpreters can deal 
with every aspect of the detailed 
documentation and negotiation in 
business deals including software 
help manuals, client portals, legal 
documents, quality procedures, 
press releases, audio and video 
translation, technical manuals, HR, 
legal and HSE materials, airline op-
erating procedures and navigation 
documents.  Every industry from 
finance to shipping, aerospace to 
logistics has a vast array of infor-
mation that has to be accurately 
translated and interpreted in order 
to ensure a successful business deal.

Professional
When utilising the services of a 
translating company, businesses 
need to be very clear as to what they 
are seeking. Translating focuses on 
the written word whereas interpret-
ing deals with speech often on a one-
to-one basis, in meetings, conferenc-
es and during events.  Documents 
can be discussed during a meeting, 

but may need a full written transla-
tion that can be notarised to confirm 
it is a true representation of the orig-
inal document.  It may be that a doc-
ument dealing with a logistics issue 
may even have to be apostilled by a 
specific designated authority such as 
the Foreign and Commonwealth Of-
fice. A professional translation com-
pany can organise this.  

Preparation is vital at every stage.  
Having interpreters and translators 
fully briefed and ready to deal with 
difficult or sensitive situations and 
documents can speed up negotia-
tions.  It is also essential to allow 
enough time.  High-level translators 
can only work for short periods; 
they need regular breaks in order to 
maintain their concentration.  Un-
dertaking simultaneous translation 
during a business deal may involve 
having more than one translator on 
hand at any one point.  

Always remember that the suc-
cess or failure of a deal can rest on 
just one word being understood 
correctly.  Accurate communication 
and translation can be the key to 
deals totalling millions of pounds.  
The services of professional inter-
preters and translators are crucial to 
every international deal. 

Abozar Arabi is general manager of 
Welcome Translations Ltd 
www.welcometranslations.com

before they occur.  Regular monitor-
ing of your IT system and the use of 
monitored alerts means that 95 per 
cent of issues can be fixed remotely.  
It will also eliminate IT failures and 
provide an uninterruptible service 
ensuring that your IT environment 
is healthy and running at peak per-
formance.

The availability of a company’s IT 
is critical to the success of that com-
pany so the managed IT provider 
should ensure that all systems and 
servers are running at peak perfor-
mance.  The provider should have a 
real time view of a company’s entire 
IT environment and should be able 
to troubleshoot issues like bottle-
necks in the system and take appro-
priate action.  

A key component of a managed IT 
service is a proficient and responsive 

help desk.  When you encounter an 
issue you want to know that you have 
an expert on hand to act quickly and 
resolve the problem before it esca-

lates.  The support teams should have 
detailed knowledge of your systems 
and access to the management tools 
which allow them to respond quickly.

Managed IT services should be 
delivered under a structure Service 
Level Agreement  

so the provider is held accounta-
ble for the services they deliver.

Finally, a managed IT provider 
should provide you with predict-
able and clear pricing structures 
that detail exactly what services you 
are paying for.  A defined roadmap 
should be in place so you can pre-
dict what work needs doing and 
how much it is going to cost. 

Having all this in place with a 
trusted partner allows a company 
to focus on their core business and 
create a true competitive advantage 
from their investment in IT.

Simon Golding is managing 
director of Trilogy Technologies UK 
www.trilogytechnologies.com

Won in translation
by Abozar Arabi

Creating a competitive       advantage through IT

http://www.welcometranslations.com
http://www.trilogytechnologies.com
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Saving for the next generation

Parents, grandparents, godpar-
ents and other adults like to 
build up a nest egg for chil-

dren to help with future expenses 
such as university fees, a first car or 
a deposit on their first home. Junior 
ISAs were launched just four years 
ago in November 2011 and have 
proved to be a popular way for par-
ents and other relatives to save for 
children. Why is this?
• Tax benefits  – they operate in 

the same way as an adult ISA 
giving:  tax-free interest on cash 
deposits, no further liability to in-
come tax and no capital gains tax. 
This means that when the child 
turns 18 and can access their 
funds, what they see as their JISA 
balance is what they can pocket 
or turn over into an adult ISA.

• Easy to contribute  – contribu-

tions can be made at any time 
and can be set up to receive reg-
ular or irregular contributions 
as long as the £4,080 limit is not 
exceeded (2015/16). This makes 
it a great way for grandparents, 
godparents etc. to give gifts on 
birthdays or at Christmas as any-
one can top them up.

• Long term investment wrapper – 
contributions are locked away 
until the child reaches 18 when 
withdrawals can be made (the tax 
benefits continue whilst invested)

• You can convert Child Trust 
Funds (CTF) to Junior ISAs  – 
since April 2015 anyone with a 
child trust fund can convert it 
to a junior ISA. This added flexi-
bility can mean that your Wealth 
Manager can help you to choose 
a fund, at an appropriate level of 
risk which provides opportuni-
ties for more growth than per-
haps a CTF invested in cash

• Not taxed as the parent’s in-

come  – typically, when a parent 
gives money to a child that pro-
duces a gross income of more 
than £100 a year, the parent is lia-
ble for tax on all the income. For a 
Junior ISA, income or investment 
returns generated do not count to-
wards the parent or the child's tax 
allowance. Effectively any income 
or capital gains can be re-invest-
ed without any more tax being 
skimmed off the top so the child 
can benefit from gross roll-up.

• Long-term savings  – the maxi-
mum £340 a month investment 
could grow to more than £100,000 
over 18 years if returns average 
five per cent a year net, but even 
moderate regular saving could re-
sult in a useful lump sum to help 
offset living costs at university or 
help to purchase their first car 

Junior ISAs
Easy to set up and run, Junior 
ISAs are the investment of choice 

for many as they foster long-term, 
tax-efficient saving for the child 
and can encourage good financial 
habits from a young age. Addi-
tionally, older generations worried 
about Inheritance Tax Liabilities 
can make regular contributions 
out of their income which effec-
tively reduces the size of their es-
tate thus reducing any potential 
IHT liability.

It is important to remember 
that any unused annual allowance 
(currently £4,080) is lost at the end 
of each tax year. However, once in 
the Junior ISA wrapper, the invest-
ed funds remain efficient year af-
ter year.

 

Michelle Debono DipPFS is an 
associate partner at St James's 
Place Wealth Management 
Contact her to arrange a 
complimentary financial review.
michelle.debono@sjpp.co.uk

by Michelle Debono

An apprenticeship is a way 
for young people and adult 
learners to earn while they 

learn in a real job, gaining real 
skills and knowledge and a real fu-
ture. Hiring apprentices helps busi-
nesses to grow their own talent by 
developing a motivated, skilled and 
qualified workforce.

Apprenticeships are at the heart of 
the government’s drive to equip people 
with the skills that employers need to 
grow and compete. Putting employers 
in the driving seat is simplifying ap-
prenticeships, improving quality and 
ensuring they deliver the skills that 
young people and the economy need.  

Benefits
Almost nine in ten employers who 
had hoped for benefits as a result of 
hiring an apprentice received them. 
Apprentice employers report bene-
fits including improved skills levels, 
service, morale and productivity.

Apprenticeships are boosting pro-
ductivity by enabling businesses to 
grow their skills base. The average 
apprenticeship completer increases 
business productivity by £214 per 
week, with these gains including in-
creased profits, lower prices and bet-
ter products.

Apprenticeships are available at 
intermediate, advanced and higher 

level, covering more than 170 in-
dustries and 1500 job roles, from 
advertising to youth work via envi-
ronmental engineering and nuclear 
decommissioning. In addition to 
this, more than 1300 employers are 
involved in designing the new ap-
prenticeships standards, with 194 
standards published (of which over 
60 are higher and degree Appren-
ticeships) and more than 150 new 
standards in development.  The new 
apprenticeships are in a broad range 
of sectors from nuclear to fashion, 
law, banking and defence.

There were more than 250,000 
employer workplaces employing an 
apprentice in 2014/15, covering an 
extensive range of skills levels and 
occupations.

Small London-based businesses 
can get £1,500 to help cover the cost 
of starting a new apprentice aged 16 
to 24 years old. More than 106,000 
extra young people have been able 
to start an apprenticeship thanks to 
this grant.

The apprenticeship grant for 
employers of young people (AGE 
16 to 24) aims to support business-
es, who would not otherwise be in 
a position to so, to recruit individ-
uals aged 16 to 24 into employ-
ment though the apprenticeship 
programme.

Reforms
Reforms to apprenticeships are put-
ting employers in the driving seat, 
so young people can go into a pro-
gramme created by the same people 
employing them.

These reforms are to:
• ·Simplify standards, replacing 

complex frameworks with short, 
simple, accessible standards, 
written in language employers 
understand;

• ·Increase the quality of appren-
ticeships through more rig-
orous testing and grading at 
the end of the apprenticeship. 

Levy
A UK-wide levy will be introduced 
from April 2017 for all larger em-
ployers in public and private sector 
to help fund the increase in quantity 
and quality of apprenticeship train-
ing in England.

The levy will put apprenticeship 
funding in the hands of employers 
and will encourage employers to in-
vest in their apprentices and take on 
more. Employers in England who pay 
the levy and are committed to appren-
ticeships training will be able to get 
out more than they pay in to the levy, 
(partly) through a top-up of addition-
al funding to their digital accounts.

The levy is being introduced to 
fund a step change in apprenticeship 
numbers and quality – delivering on 
the commitment that there will be 
3 million apprenticeship starts by 
2020. The levy will put apprenticeship 
funding on a sustainable footing and 
improve the technical and professional 
skills of the workforce (an important 
component of productivity). 

Factfile – Apprenticeships

Supporting employers 
The National Apprenticeship 
Service is keen to support 
employers. This includes 
simplifying the process of recruiting 
an apprentice or trainee through 
the support of employer focused 
teams and ‘Find an apprenticeship’ 
and ‘Find a traineeship’ recruitment 
sites on GOV.UK. On the 
sites employers can advertise 
their vacancies and potential 
apprentices or trainees can apply. 
The service offers free impartial 
advice and support to employers 
looking to recruit for the first time 
or expand their programme.  

It is easier than ever to employ 
an apprentice. Search for 
apprenticeships on GOV.UK or 
call 08000 150 600 to find out 
more about apprenticeships 
and traineeships.
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Sales do not necessarily equate to profit

Meena Jafferali asks whether 
we are all about sales or 
should stop to consider 

business profits 
There is nothing wrong with 

wanting to make sales your priority 
as the main aim of any business is 
to make money, but it is imperative 
not to forget that in order to sustain 
a profitable business it is just as 
important to understand business 
processes themselves. This means 
understanding the basics: balance 
sheet, profit and loss, budgets, cash 
flows, bookkeeping and, increasingly 
in recent times, business analytics. 
In this article, I will explain the 
difference between revenue and 
profit, how this relates to managing 
an efficient cash flow management 
system, and ways to improve it.

Let us begin by breaking down 
the barriers of language that 
accountants (myself included) like 
to think they have a monopoly over.  

Revenue  
(also known as turnover or sales)

It feels wonderful when we make 
a sale and the income we receive 
from it. But whilst it gives you that 
warm fuzzy feeling, sales income 
should be viewed with some level 
of caution as it does not include 
costs (fixed and variable). Therefore 
it fails to convey to a business 
how efficiently it is being run. 

Profit 
(also known as earnings)

The Cambridge Dictionary Online 
describes profit as “… money that 
is earned in trade or business after 
paying the costs of producing and 
selling goods and services.” In 
simple terms, profit is what you 
get to keep. This is what should be 
giving you the warm fuzzy feeling.   

Cash flow 
This is the movement of money in 
and out of your business. Why is it 
important? Because cash is king and 
also because it measures the financial 
health of your business. It is a good 
source of information for shareholders 
and stakeholders and it provides them 
with a gauge to measure the efficiency 
at which the business is running and 
as a going concern.  

Let me give you an example: your 
burning desire since time began 
was to own your own company that 
makes tables (we all need tables). 
You are now in a position in life to be 
able to make and sell tables. You are 
approached by a company who think 
your tables are unique and place an 
order for 3000 tables. You’re already 
in the Bahamas - in your head, of 
course.  What next?

You do the following (like any 
competent business owner would do): 

• You ensure that you have the ad-
equate level of raw materials for 
the order

• You have the necessary man-
power to complete the order to 
quality satisfaction

• You ensure that the necessary 
internal processes are undertak-
en to have an efficient audit trail 
to your order.

• Assuming all this is done and 
the tables are made and des-
patched, you’re in the Bahamas 
enjoying the fruits of your la-
bour. You return to a call from 
your accountant for a meeting. 

• Your accountant says ‘You 
had a boom period recent-
ly. How wonderful as you 
made £30,000 from just one 
order but why has it only 
made you a profit of £1,000?” 

Let me elaborate.
This is because you only considered 
the sales and not the costs relating to 
the order. 

In order to deliver 3000 tables you 
had to purchase a sufficient level of 
raw materials (perhaps in addition 
to your stock and possibly to your 
capacity) to make good on your 
order. In addition to this you hired 
staff to complete the order. This 
meant extra hiring costs (possibly 
at higher cost due to short notice).  
The running of the machines at an 
increased capacity meant higher 
electricity costs and maintenance 
of the machines. The packaging 
and storage costs incurred for 
the tables whilst all of them were 
being produced meant added costs. 
Finally, the cost of delivery to the 
customer, possible recovery through 
adding delivery costs on the invoice 
to the customer. These bring up an 
entirely separate topic of Budgeting, 
an article in itself.

All of the above costs totalled 
£29,000 and in actual fact your 
profit suffered as you now only have 
£1000 (£30,000 less £29,000) to 
show for it. In addition to this, your 
cash flow may have also suffered 
as you probably needed to pay for 
the costs you incurred (in advance 
perhaps depending on your 
relationship with your supplier) 
and will only receive income from 
the sale when your customer 
receive their tables (and there is no 
guarantee that they are going to be 
satisfied with the quality). Receipt 
of income could also take longer if 
you offered the customer a credit 
facility for giving you a large order. 
According to your cash flow you 
are already out of pocket, however, 
there are several ways to improve 
your cash flow like offering your 
customer a discount for prompt 
payment or advance payment.

Now we understand that sales do 
not equate to profit and definitely do 
not equate to money in your bank. 

Meena Jafferali is the managing 
director of Cresco.  
www.crescotraining.com

by Meena Jafferali

“In simple terms, 
profit is what you get 
to keep. This is what 
should be giving you 
the warm fuzzy 
feeling.”

 
 
 
A delegation from Ghana’s twin 
city of Sekondi-Takoradi visited 
LCCI month to discuss business 
cooperation and trade facilitation. 
Increasingly international because 
of off-shore oil discoveries, the 
port city in the country’s western 
region is also known for its 
shipbuilding and timber industries.

Delegation leader Ato Van-Ess, 
chairman of the Sekondi-Takoradi 
Chamber of Commerce is third 
from the right in the photograph. 
The chamber’s services include 
information on starting and running 
businesses, networking, match-
making, advocacy and Alternative 
Dispute Resolution.

www.sekonditakoradichamber.or

Second to none
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Swim star to business star
Angela Wilson is a former team 
GB swimmer with ASD Spectrum 
Disorder and ADHD who has ex-
perienced success and failure in 
her life.  The setbacks only made 
her stronger and more deter-
mined to succeed.  This is her story. 

Angela (pictured right), showed 
potential from a very early 
age and was selected for the 

Scottish team as when just 11 years 
old. She dominated Scottish swim-
ming for 10 years and was selected 
for the Olympic team at the age of 
15 after qualifying at the European 
Games with the 4th fastest time in the 
world.  She marginally missed out on 
competing due to a change in the UK 
qualifying standards. 

Technique
 Following this disappointment An-
gela continued to train for the Com-
monwealth Games and qualified in 
five events for Scotland. She made 
the final despite having taken three 
months off from training following 
a serious horse riding accident while 
on a family holiday in California.  An-
gela began teaching while competing 
at international level and realised she 
could give something back by helping 
others, particularly focusing on tech-
nique.  

The drive and determination 
which she demonstrated during 
her competitive swimming career 
has been brought to the outstand-
ing business she has grown from 
nothing – Angela’s Swim School. 

Results
Over the last 20 years Angela has 

taught thousands of children and 
adults to swim and has enjoyed seeing 
tremendous results from her clients, 
including medals won at the World 
Transplant Games, children being 
selected to carry the Olympic torch 
in 2012 for their achievements in 
swimming and, more recently, several 
being selected for Team GB.  Many of 
her young clients could swim over a 
mile at only five years of age.  Some 
of her early pupils are now becoming 
instructors and franchisees.  Angela 
has dedicated herself to helping oth-
ers achieve amazing things.

Her focus is to change and improve 
lives both through swimming and 
through her business.  She encour-
ages people to use their setbacks and 
disappointments as the motivation 
for success. Angela’s swim school was 

successfully franchised in 2014 seeing 
18 franchises signed in 18 months.  In 
two years Angela has seen the busi-
ness double in size not only geograph-
ically but also financially. In 2015 
she was a finalist in both the Lloyds 
Bank National Business awards and 
the EWIF – Encouraging Women in 
Franchising.

Unique
Angela’s Swim School uses tried and 
tested methods developed by Angela 
during her training.  The outstanding 
strength of the school differentiates it 
from other swim schools. The unique 
method of teaching is designed to 
bring benefits throughout life – help-
ing people achieve success in all areas 
of their lives.  

Angela has passed this onto her 

adopted daughter who also has ASD 
spectrum disorder and ADHD, 
watching her grow and achieve her 
own success has inspired Angela to 
pass her skills onto other children 
with disadvantages and disabilities. 
She is an active Lady Taverner and 
now helps the charity raise thousands 
of pounds for disabled children.

The company has recently rebrand-
ed and updated our website and the 
mission is simple – to see children 
learn a life-saving, life-enhancing skill 
and to take those skills and transfer 
them into other areas in life so not 
only will they become strong, confi-
dent swimmers but they will become 
strong confident individuals.

Angela’s Swim School’s new logo – 
Swim to Win at Life – sums this up 
perfectly.

www.angelasswimschool.co.uk

She encourages 
people to use their 
setbacks and 
disappointments 
as the motivation 
for success.

Trade element of EU-Ukraine agreement goes live
In June 2014 the EU and 
Ukraine signed the Deep and 
Comprehensive Free Trade Area 
(DCFTA) as part of the broader 
Association Agreement (AA).
The main objective was to boost 
bilateral trade in goods and 
services between the EU and 
Ukraine, through the progressive 
cutting of tariffs and the alignment 
of regulations for products, 
services and business. 
From 1 January 2016 the 
trade aspect of the DCFTA has 
entered into practice, becoming 
a significant step towards the 

complete implementation of 
the Association Agreement. 
The DCFTA supports a gradual 
legislative alignment that would be 
implemented over fifteen years, 
in order to allow all the affected 
stakeholders the time to adapt.

The UK government predicts 
that such an agreement would 
increase Ukraine GDP by 0.5 per 
cent per annum; exports to the 
EU would rise by 6.3 per cent and 
imports from the EU would grow 
by 5.8 per cent.
The European Commissioner for 
Trade Cecilia Malmström declared 
that the agreement, “creates 
unique opportunities for Ukraine 
to stabilise, diversify and develop 
its economy to the benefit of all 
its citizens. The change will not 
occur over night, it will require 
work and investment. Gradually, 

the DCFTA will contribute to 
a prosperous Ukraine and to 
stronger economic integration 
with the EU.”
The challenges that such changes 
may cause Ukrainian SMEs has 
been taken into consideration 
by the Commission, which has 
put in place a DCFTA Facility for 
SMEs. As part of the SME Flagship 
Initiative, which supports SMEs in 
Eastern Partnership countries, the 
DCFTA Facility for SMEs will help 
companies’ source EU grants, seize 
trade market opportunities and 
integrate with global value chains.

Enterprise Europe Network 
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EU Presidency goes Dutch
Every six months a different 
member state holds the Presidency 
of the Council of the European 
Union. In 2016 the Netherlands will 
take the reins for the twelfth time, 
the last time being in 2004. Holding 
the Presidency involves mediating 
and brokering compromises 
between the 28 EU member states 
and between EU institutions like 
the Council, European Commission 
and European Parliament.

 The Dutch Prime Minister, 
Mark Rutte, has announced 
his top priorities for the six 
months mandate, announcing in 
a statement, ‘As holder of the 
Presidency, The Netherlands will 
focus on the essentials: key issues 
that can best be addressed at 
European level'. 
The Presidency will prioritise the 
following topics: a comprehensive 
approach to migration and 

international security, Europe 
as an innovator and job creator, 
sound, future-proof European 
finances and a robust Eurozone 
and a forward-looking policy on 
climate and energy.
The boost of jobs and growth and 
the implementation of the Internal 
Market will be made operational 
through the launch of the EU Fund 
for Strategic Investment which 
aims is to overcome the current 

investment gap in the European 
Union  by mobilising private 
financing for strategic investments 
which the market cannot finance 
alone.

The Council of the EU has 
revealed directives given to the 
Commission for negotiations on 
a Comprehensive Economic and 
Trade Agreement (CETA) with 
Canada. CETA is the first trade 
agreement between the EU and a 
major world economy.  It is also the 
most far-reaching bilateral trade 
agreement negotiated to date.  
The deal addresses a wide range 
of issues at the Canadian federal 
and provincial level that affect 
European exports of goods and 
services to Canada.  It also makes 
it easier to invest and creates 

a more predictable business 
environment.
The headline protocol is the 
removal of over 99 percent of 
import tariffs, which should save 
European exporters €500 million 
a year. The deal will be a boost for 
bilateral trade between the two, 

at a time when economies around 
the world are scrambling for trade 
deals with other nations. 
Further provisions include making 
access to public contracts easier, 
opening-up the services’ market 
and offering predictable conditions 
for investors. It will also protect 
intellectual property rights, include 
regulatory cooperation and 
guarantee that economic growth 
will not undermine democracy, the 
environment or consumers’ health 
and safety. 
Canada is an important partner for 
the EU, possessing a large market, 

being a highly developed nation 
and being rich in raw materials; 
the agreement also includes 
cooperation on raw materials in a 
time when Europe’s energy sector 
is facing questions. Canada’s 
significance is so large that the 
CETA is expected to boost the 
EU’s output by €12 billion a year. 
The draft agreement was finalised 
in September 2014 and is going 
through the final stages, such as 
legal steps and translation. It will 
then pass through the European 
Parliament and the governments of 
Member States for ratification.

China joined the European Bank for 
Reconstruction and Development 
(EBRD) last December. Although 
the bank will not invest in 
China itself, the world’s second 
largest economy will become a 
shareholder in the institution, 
bringing it closer to Europe and its 
developing neighbors. 
The EBRD is a multilateral 
development institution which 
provides diversified funds and 
financing services to Central and 
Eastern Europe, Eastern and 
Southern Mediterranean and 

Central Asia. Founded in 1991, 
its original goal was to help the 
Eastern European transition 
economies. Nowadays, 36 countries 
are supported, including countries 
such as Ukraine, Egypt and 
Mongolia; the key purpose being 
to promote market-orientated 
economies, as well as private and 
entrepreneurial initiatives.   
China will contribute to the 
funding of its capital base, 
which raises funds to invest in 
development projects. Chinese 
enterprises and financing 

institutions can start their own 
projects and seek financial 
collaboration among the bank’s 
members. 
Greater cooperation with China’s 
Asian Infrastructure Investment 
Bank (AIIB) had already been 
advertised, as both target similar 
regions and together larger 
projects could be financed. 
The bank already issued €8.9 
billion (£6.5 billion) in debt during 

2014, €800 million of which was 
to China’s strategic Central Asia 
region, with experts expecting 
infrastructure construction, 
energy and railway projects to be 
the focus in the near future

EU-Canada trade

China joins European Development Bank

EVENTS

Food Business Meetings Tavola 2016
14 March 2016
This event will consist of face-to-face meetings for the retail food 
sector and large catering organisations. Participants from all food 
sectors, from alcoholic beverages to vegetarian products, and from  
 

 

 
all stages of the business process, from producers to distributors, will 
be present. 
Location: Kortrijk, Belgium.   Deadline for registration: 1 March 2016

Registrations for all events are now 
open. For further information please 
contact the Enterprise Europe Network 

London office at E: europe@londonchamber.co.uk
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EVENTS

IndustryMatchMaking 2016 –  
Business and Technology Matching Event
7 April 2016
This brokerage event will involve pre-arranged face-to-face meetings 
involving companies and R&D institutions looking for technological, 
research and business co-operation. Sectors involved will be all 
types of machinery technology, including metal-cutting and laser 
equipment, innovative technologies, such as 3D printing and robotics, 
and companies in the fields of software, electronics, environmental 
protection, monitoring systems and more. 
Location: Sofia, Bulgaria. Deadline for registration: 21 March 2016

NaviGate Matchmaking 2016
18 May – 19 May 2016 
This brokerage event in Turku, Finland, is for all areas related to the 
maritime sector. The event is the perfect opportunity for businesses 
to expand their market reach, source or further commercialise their 
innovative processes or technical solutions and find commercial and 
development partners. Participants are involved in R&D, education 
and training, recruitment, ICT, arctic know-how, design and repair, 
equipment manufacturing and further areas for the shipbuilding, 
shipyard and maritime logistics industries. 
 Location: Turku, Finland. Deadline for registration: 6 May 2016

Centrallia 2016 
25 May – 27 May 2016
This brokerage event in Winnipeg, Canada, is ideal for companies which 
wish to enter the North American market and which are looking to 
benefit from the EU-Canada Free Trade Agreement (CETA). Jointly 
organised by WTC Winnipeg and EEN Canada, this international 
business-to-business forum involves one-to-one meetings to find new 
partners, a conference component, trade show and networking events. 
The event is ideal for companies in manufacturing, transportation and 
logistics, agribusiness, ICT, the environment, energy, construction, 
innovation and R&D and more. 
Location: Winnipeg, Canada. Deadline for registration: N/A

Smart Business Days@Metropolitan Solutions
31 May- 02 Jun 2016
This matchmaking event is organised by Enterprise Europe Network 
Berlin-Brandenburg with Deutsche Messe and IHK Berlin, and will 
be held on three consecutive days during the wider Metropolitan 
Solutions event. These B2B sessions will offer the opportunity to  
find new international business partners, partners for technological  
cooperation or European project partners. Sectors participating 
include electronics, IT, industrial manufacturing, transport, energy, 
environmental and more. 
Location: Berlin, Germany.    Deadline for registration: 29 May 2016 

Need to outsource your postal requirements?

Need a company to take care of your eBay orders?

Need a post box with private mailing address?

Have items requiring packaging and shipment?

Need somewhere to post your letters and buy stamps?

Want to outsource a mail or order fulfilment job?

Visit www.postandpackinguk.com for more information, 
or call one of our branches, details below:

Independent Postal Service for retail and business

Post and Packing 
Welling

115 Bellegrove Road
Welling DA16 3QS
Tel: 0203 198 6049

Post and Packing 
Croydon

13 Norfolk House
Wellesley Road

Croydon CR0 1LH
Tel: 0203 198 6039

Post and Packing 
Kings Hill

5 Liberty Square
Kings Hill

West Malling
Kent ME19 4AU

Tel: 01732 840600

Post and Packing 
Tunbridge Wells

23 Mount Pleasant Road
Tunbridge Wells
Kent TN1 1NT

Tel: 01892 739799

Post and Packing 
Sandwich

Discovery Park
38, First Floor, 

Innovation House
Ramsgate Road, 

Sandwich
Kent CT13 9FF

Tel: 01304 249 980

Post and Packing 
Acton

20 Churchfield Road
Acton, London W3 6EG

Tel: 0203 198 6029
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42 Law 
207 Regent Street, London   
W1B 3HH
c.strasser@42law.com
www.42law.com
Law firm

A&K Business Services Ltd 
13 Norfolk House, Wellesley Road,  
Croydon, Surrey CR0 1LH
020 3198 6039
tony@postandpackinguk.com
www.postandpackinguk.com/croydon
Independent postal services

Africa React Sport International
78 Golders Green Road
London NW11 8LN
0800 027 5071
info@africareactuk.org
www.africareactuk.org
Advertising sales, sports development 
and recycling

AHH Group Limited 
128 Uxbridge Road, Pinner, 
Middlesex HA5 4DS
www.pattypets.com
Marketplace for pets & pet lovers

Anritsu EMEA Ltd 
200 Capability Green, Luton, 
Bedfordshire LU1 3LU
01582 433200
01582 731303
sales@anritsu.co.uk
www.anritsu.co.uk
Test and measuring equipment

Apple Tree Communications 
24 Greville Street, London EC1N 8SS
020 3008 4533
sp@homeatc.com
www.appletreecommunications.com
Brands communications agency

Archaio Ltd 
7th Floor, Berkeley Square House, 
Berkeley Square, London W1J 6BR
020 3829 0940
www.archaio.com
Property maintenance management 
software

Auditel Ltd 
The Chase, Coulsdon, Surrey CR5 2EG
020 3434 0903
steve.mead@auditel.co.uk
http://auditel.co.uk/consultants/
stevemead/

Cost Management Solutions
Central Surveillance Company Ltd
P.O. Box 64612, London SW8 9BA
07805 823528
contact@centralsurveillance.co.uk
www.centralsurveillance.co.uk
Surveillance and security

Charlton Athletic 
Delaware North at Charlton Athletic 
Football Club, The Valley Floyd Road, 
London SE7 8BL
020 8333 4040
Sports venue

Coversure Croydon Independent 
Insurance Brokers
309B, 3rd Floor Park House, 22 Park 
Street, Croydon, Surrey CR0 1YE
020 7998 0102
020 8686 0425
croydon@coversure.co.uk
www.coversurecroydon.co.uk
Independent insurance broker 

Croydon Design 
Floor 10 Zone A, Bernard Weatherill 
House, 8 Mint Walk, Croydon, Surrey 
CR0 1EA
020 8760 5556

andy@croydondesign.com
www.croydondesign.com
Graphic and digital design agency

DBK 
100 Cannon Street, London EC4N 6EU
020 3691 0500
sdidcott@dbkltd.com
www.dbkltd.com
Project management building 
consultancy

Eco Cycle Limited 
9B Comyn Road, London
SW11 1QB
07801 848006
info@ecocycle.co.uk
www.ecocycle.co.uk
Automated cycle storage

Esther Maynard T/A Karim 
Maynard Associates
C9, Peabody Buildings, John Fisher 
Street, London E1 8HE
07903 828074
info@karim-maynard.com
Consultancy

Continued...

n The County Ground, 
Beckenham
The County Ground, Beckenham 
offers a unique venue with 
function rooms that are ideal for 
all types of events from 2 to 200 
guests, all with stunning views 
across the ground. We provide 
a professional service with a 
personal touch and can offer full 
catering and bar facilities with a 
choice of menus and refreshments 
for you to choose from. 
Throughout February we have 
Day Delegate rates from £21.95 
per person. Please call for more 
information 02034902370. 

n Pinpoint Events Ltd
PinPoint Events is delighted 
to be working with Care City, 
designing and delivering the launch 
event marking the opening of 
the new Barking based Healthy 
Ageing Innovation Centre.  The 
event will showcase the centre’s 
aims of delivering measurable 
improvements in healthy ageing 
for the local population and acting 
as a catalyst for regenerating one 
of London’s most deprived regions. 
A group of local innovators and 
SME’s will also be showcasing their 
products and services to assist with 
an ageing community.

n The Apartment Service
Roomspace, by The Apartment 
Service, is delighted to announce 
the opening of their second 
apartment building in Croydon, 
Vertex House. 
Vertex House offers business 

travellers a great range of 
spacious, fully furnished one and 
two bedroom apartments, with 
contemporary, modern open 
plan living and dining spaces. 
All apartments come with 
complimentary Wi-Fi and our 
Roomspace 24 hour Guest Services 
assistance. Our apartments are 
ideal for anyone living or working 
away from home regardless of 
length of stay. For more info: www.
roomspace.com

n Newton Waterproofing 
Systems
Newton Duo Achieve CSSW 
Status.  Newton Technical 
Advisors Aimee-Jayne Goodes 
and Billy Shinners have both 
been successfully accredited 
as Certificated Surveyors in 
Structural Waterproofing.  The 
CSSW is a nationally recognised 
qualification for individuals 
who diagnose problems with 
water entering structures below 
ground and recommend design 
solutions. The course provides a 
comprehensive understanding 
of waterproofing all structures, 
reflecting the guidance outlined in 
BS 8102:2009.  Newton’s Technical 
team now possesses 6 CSSW 
qualifications and over 100 years’ 
experience in the industry.

n eSolidar Limited
eSolidar is a social impact startup 
that seeks to provide alternative 
revenue streams for charities. 
We specialise in charity auctions, 
in which users can bid on special 

Members’ noticeboard

EVENTS
n Brainwave
Charity Clay Pigeon Shoot at Cowdray House, West Sussex, 
Thursday, 12th May 2016
A day’s clay pigeon shoot and fine dining will be held at the exclusive 
and highly prestigious Cowdray House in support of Brainwave 
Children’s Charity.  
There will be an auction after lunch along with prize giving and 
presentations from Brainwave.  
If you are interested in sponsoring a stand, making a donation 
of auction prizes or booking a team place, please contact Karen 
KarenBetancourt-Jess@brainwave.org.uk / Mob: 07872 411581).

n Bradfield Consulting Ltd
Did you know that a third of your employees are disengaged?
Come along to our free breakfast workshop on Thursday 25th 
February to pick up some tips about how to engage your employees 
in 2016.  Led by our Head of Consultancy & Outsourcing, Aisha 
Oakley will be sharing ways you can keep your employees motivated 
to produce optimal results for your business.  Held at Bradfield’s 
offices in Central London, to attend please email enquiries@
bradfield.co.uk or call us on 0207 977 9200 for more information.

items and experiences that benefit 
charity. We are looking for an 
industry professional, with a solid 
background in marketing and 
communications, who has key 
contacts in the UK festival and 
charity scene. To apply, check out 
the full description here: https://
angel.co/esolidar/jobs/57177-
marketing-and-partnerships.

n Chartered Institute of 
Arbitrators
CIArb unveils new Business 
Arbitration Scheme (BAS).  
Developed by CIArb to provide 
simple, timely and cost-effective 

dispute resolution, BAS is a fixed 
cost arbitration scheme catering to 
claims of low to medium monetary 
value (£5,000-£100,000) before 
a sole arbitrator. It aims to 
provide parties with a final, legally 
binding decision on their dispute 
in less than 90 days from the 
appointment of the arbitrator, for 
a fixed fee of £1,250 + VAT per 
party. The award of an arbitrator 
is enforceable in the same 
way as a court judgement.  For 
further information, please visit: 
http://www.ciarb.org/dispute-
appointment-services/schemes/
business-arbitration-scheme.
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Fast-Form Systems Ltd 
Unit 1, Topcoat Industiral Estate,  
Estate Road 8, Grimsby, Lincolnshire, 
DN31 2TG
020 7148 1274
info@fastformsystems.com
www.fastformsystems.com
Formwork, shuttering, handrail and 
access hire

FFE Consulting Ltd 
117-121 Curtain Road, London  
EC2A 3AD
020 7729 1414
info@ffeconsulting.com
www.ffeconsulting.com
Interior designers

Fox Curtis Murray (FCM) 
222 Regent Street, London
W1B 5TR
020 7323 5758
020 7323 5859
www.fcmltd.co.uk
Contstruction inspection

Fulham Nannies 
69 Stephendale Road, London  
SW6 2LT
020 7736 8289
info@fulhamnannies.co.uk
www.fulhamnannies.co.uk
Registered nanny agency

Greenstone Financial Planning Ltd
78 Pall Mall, London
SW1Y 5ES
020 7129 1236
info@greenstonefp.co.uk
www.greenstonefp.co.uk
Financial planning and advice

Harnser Risk Group Ltd 
69-75 Thorpe Road, Norwich, Norfolk 
NR1 1UA
07469 237496
rr@harnsergroup.com
www.harnsergroup.com
Security engineering design and risk

Hilton London Paddington 
146 Praed Street, London W2 1EE
020 7850 0500
sales.paddington@hilton.com
www.hilton.com/paddington
Hotel

iGym London 
Victoria Road, Acton, London  
W3 6BL
020 8992 8605
info@igym.london
www.igym.london
Health and fitness centre

Katherine Kinmonth-
Gordon & Company
19 South Mall, Cork, Co Cork
 00353 21 4222110
00353 21 4222094
katherine@kgordonandco.ie
www.kgordonandco.ie
Accountancy services

LiteracyPlanet 
PO Box 82, East Street, Petworth,  
West Sussex GU28 8BB
01798 368604
rob@literacyplanet.co.uk
www.literacyplanet.co.uk
Online literacy for schools

Lunacitric S.A. 
C/Luis Barcala, 7A Ento-A, Orihuela, 
Alicante, Spain 3300
00349 6677 9507
mrlemon@mrlemon.com
www.mrlemon.com
Citrus food product

Multibrands International Ltd 
2 Jowett Street, Bradford, West 
Yorkshire BD1 2JX
01274 307310
01274 307966
info@multibrands.eu.com
www.multibrands.eu.com
Manufacturer of (FMCG) goods and 
LED lighting

NRM UK Ltd 
Ground Floor, 1 Fore Street, London 
EC2 79DT
07710 158802
punit@nrminternational.com
www.nrminternational.com
India focussed property consultancy

Orchid 
213-233 Gower Street, London  
NW1 2NR
020 3745 7317
hannah.bosley@orchid-cancer.org.uk
www.orchid-cancer.org.uk
Charity

Pinnacle Consulting Engineers Ltd
Pinnacle House, 3 Meridian Way
Norwich, Norfolk NR7 0TA
01603 327170
norwich@ukpinnacle.com
www.pinnacleconsultingengineers.com
Civil and structural consulting engineers

Porsche Centre East London 
Gallions Park, 101 Woolwich Manor Way, 
London E6 6EY
020 3203 0444
www.porscheeastlondon.co.uk
Franchise car dealership

Pramati Technologies Europe Ltd
1 Fore Street, Moorgate, London  
EC2Y 5EJ
07440 211634
europe@pramati.com
www.pramati.com
IT platform products

Protech Alarms Ltd 
The Studio rear of 32 Colvin Gardens, 
Ilford, Essex IG6 2LQ
07956 334446
service@protechalarms.co.uk
www.protechalarms.co.uk
Installation and maintenance of security 
systems

Provincia Limited 
51 Brambledown Road, Wallington, 
Surrey SM6 0TF
www.provincia.co.uk
Business consultant

Radical Results 
Relationship Coaching
99 Woodville Road, Thornton Heath, 
Surrey CR7 8LP
020 8653 0510
dlewin39@hotmail.co.uk
www.rrrelationshipcoaching.com
Relationship coaching

Ralec Engineering 
Plot 14, Old Aba Road, Rumukurushi, 
Port Harcourt, Lagos State
 002 3480 2383 9474
ralecengineering@gmail.com
www.ralecengineering.gbng.com
Laboratory equipment in oil and gas 
industries

RBJ Simpson & Company Limited 
Unit 33, Cremer Business Centre, 
Cremer Street London E2 8HD
020 7613 4010
020 7729 7846
info@simpson-london.com
www.simpson-london.com
Leather goods manufacturer

Rochard Shipping Ltd 
Wey House, 58 Hamm Moor Lane, 
Addlestone, Surrey KT15 2SF
01932 565225
www.rochardshipping.co.uk
Freight forwarding

Rocknroller - Roller Discos Ltd
78 Coniston Road, Addiscombe, 
Croydon, Surrey CR0 6LN
020 8656 0513
info@rocknrollerdisco.com
www.rocknrollerdisco.com
Mobile roller disco provider

RTC Corporation Ltd 
3 Hampstead Gate, 1A Frognal, 
London NW3 6AL
020 7842 1000
020 7842 1020
hatamikia@rtcco.com
www.rtcco.com
International trade

Sale Service and Maintenance Ltd
Group House, Albion Road, Reigate, 
Surrey RH2 7JY
01737 226711
info@salegroup.co.uk
www.salegroup.co.uk
Mechanical and maintenance services

SalesAtWork Ltd 
12 Melcobe Place, London NW1 6JJ
020 3745 7535
enquiries@salesatwork.com
www.salesatwork.com
Cloud based sales performance 
management software

Schofield Lothian 
Temple Chambers, 3-7 Temple Avenue, 
London EC4Y 0DT
020 7842 0920
www.schofieldlothian.com
Construction and infrastructure 
consultancy

Science Museum 
Exhibition Road, South Kensington, 
London SW7 2DD
020 7962 4131
www.sciencemuseum.org.uk
Museum

SGS & Partners Limited 
Drew House, 23 Wharf Street, 
Greenwich, London SE8 3GG
01799 513648
info@sgs-partners.com
www.sgs-partners.com
Consulting boutique

Ski Freight International 
Basepoint Business Centre,  
272 Field End Road, Eastcote, 
Middlesex HA4 9NA
020 8582 0145
020 8582 0146
info@skifreight.com
www.skifreight.com
Logistics

Sohatoos Industrial Consulting Co
No 23 Corner of 6th Andisheh, 
Andisheh St, Northern Sohrevardi, 
Tehran, Iran
 00 9821 8847 1400
00 9821 8844 0081
info@sohatoos.com
www.sohatoos.com
International investing promotion

Solutia Intelligence UK Ltd 
4 Crown Place, London  
EC2A 4BT
www.tago.com.mx
Software factory 

Spmax Limited 
246-250 Citygate House, London  
E7 9HZ
020 3318 2674
info@spmax.co.uk
www.spmax.co.uk
Electronics trading

Squirro 
1 Canada Square, London E14 5AP
020 3725 7609
info@squirro.com
www.squirro.com
Contextual intelligence solutions

Storm Procurement 
The Boulevard, Blackmoor Lane, 
Croxley Business Park, Watford
Hertfordshire WD18 8YW
01923 658599
paul.alexander@storm-procurement.com
www.storm-procurement.com
Procurement, global supply and logistics

Sutton Chamber of Commerce 
1 Times Square, Sutton, Surrey  
SM1 1LF
020 8770 3173
admin@suttonchamber.co.uk
www.suttonchamber.co.uk
Chamber of commerce

Teneo Translations UK Ltd 
34 Howard Business Park, Howard 
Close, Waltham Abbey, Essex  
EN9 1HB
01992 767141
chris@teneo-translations.com
www.teneo-translations.com
Language services provider

Tevron International Limited 
Plot 7 GM Close, Olysosun Falomo, 
Oregun PO Box 50218, Lagos, Nigeria
 002 3480 2329 6665
tevron2000@yahoo.com
Electrical accessories, travel bags and 
textiles

The Danwood Group Ltd 
Harrison Place, Whisby Road, Lincoln, 
Lincolnshire LN6 3DG
07902 620122
zoe.edwards@danwood.com
www.danwood.com
Print and document management 
solutions

Tune Hotel Liverpool 
Street London
13-15 Folgate Street, London  
E1 6BX
020 7456 0400
fd.london.liverpoolstreet@tunehotels.
com
www.tunehotels.com
Hotel

Virgile Language Training 
23a Churchfield Road, Ealing, 
London W13 9NF
020 8840 2990
info@virgilelanguagetraining.co.uk
www.virgilelanguagetraining.co.uk/
corporate-french
French courses to adults and businesses

Ziptech Services Ltd 
Shepperton Marina, Felix Lane, 
Shepperton, Middlesex TW17 8NS
0845 123 3942
dedmonds@ziptechservices.co.uk
www.ziptechservices.co.uk
IT outsourcing
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Looking for a new
charity partner?

Hospice UK is the national charity for hospice care, providing  
valuable support to hospices across the UK. 

Partner with us and you will make a difference to the lives of 
thousands of people in your community and across the country. 
Our award winning team will work with you to deliver a unique 
partnership that is right for your business. 

Let’s work together to improve lives!
 

www.hospiceuk.org/corporate-partnerships
Hospice UK. Charity registered in England and Wales No 1014851 and in Scotland No SC041112.

London Business Magazine advert2.indd   1 22/01/2016   14:11:18

http://www.hospiceuk.org/corporate-partnerships
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Essential benefits 
for London Chamber 
Member organisations
Think you know about health 
insurance? Well, you may have to 
think again. HSF health plan, a London 
based health cash plan, provides a 
range of essential benefits especially 
for London Chamber Member 
organisations.

HSF health cash plan is not private 
medical insurance. It is designed to help 
employees cover the cost of their everyday 
healthcare needs such as dental, optical and 
physiotherapy.

It provides your employees with a staff 
benefit that gives cash back for everyday 
healthcare costs, as well as an employee 
assistance program.

Preferential rates for LCCI member 
organisations start from £1 per week and 
can be provided on a purely voluntary 
basis with no cost to your company.  
Family members can be added too – at no 
additional cost!

HSF health plan is the trading company 
of the charity The Hospital Saturday Fund. 
The charity provides grants to medical 
charities, hospices and hospitals, as well as 
to individuals where ill health or disability 
has caused financial difficulties. By joining 
HSF health plan, employees not only get a 
great benefit which will save them money, 
they help the important work of the charity - 
not something which usually happens when 
an insurance policy is taken out!

i  For more information contact HSF health 
plan on 0800 917 2208

Start your day, afternoon and 
night right at San Carlo 
AS the spring sun bursts through the 
morning clouds, make sure you start 
your day right and join us for breakfast at 
Cicchetti restaurants in Covent Garden and 
Piccadilly, now open from 8am-11.30am, and 
if work or pleasure brings you into the city 
at the weekend, come along from 9am.

The idea behind Cicchetti (chi-KET-ee) is 
a social way of eating – getting together with 
friends, family or colleagues to talk over food 
and build relationships. It’s an Italian concept 
considered essential to life and wellbeing. 

Make Cicchetti your meeting place and take 
advantage of our delectable new menu which 
combines the best of English and Italian food. 
Stop by en route to the office, or make a date of 
it in our stylish restaurant to chat business over 
some authentic Italian coffee. Whether you fancy 
the works with excellent quality sausages, eggs 
any-style, lashes of bacon and hash browns, or 
something a little lighter such as eggs Benedict 
or pancakes with blueberries – there’s always 
an ample selection of English and Continental 
options to choose from. 

If it’s a classy afternoon meeting spot you’re 
after, we serve classic tea and scones from 
2.30-5.30pm from Monday to Saturday, with 
the premium ‘Champagne Tea’ coming with 
a glass of Veuve Cliquot Brut as well as finger 
sandwiches, fruit scones and pastries.

For a more sophisticated evening dining 
experience, join us at our Signor Sassi restaurant 
in Knightsbridge. Having opened in 1984, Signor 
Sassi has since become one of the most famous 
Italian restaurants in London. With authentic yet 

simple Italian food, combined with an unrivalled 
vibrant yet homely atmosphere, Signor Sassi will 
certainly make for an unforgettable experience if 
you are out to impress.

All of the food in all our breakfast, lunch and 
dinner menus are made with the highest quality 
ingredients, and with a full Italian staff – we like 
to transport you to il bel paese – whether it’s 
first thing in the morning, or later in the day for 
our Venetian style tapas. You’ll be guaranteed 
the most authentic Italian sounds and 
surroundings possible – with traditional British 
bits mixed in!

i  For more information about our restaurants, 
and to secure your table now, contact  
Cicchetti Covent Garden on 020 7240 6339, 
Cicchetti Piccadilly on 020 7494 9435 or  
Signor Sassi  020 75842277, or visit our website 
at www.sancarlocicchetti.co.uk/  
www.signorsassi.co.uk. 
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THE start of a New Year brings with it the opportunity to review expenditures and explore new avenues for cost 
savings. Expert business travel management can open a world of savings and efficiencies for your business. 
Corporate Traveller outlines some of the top tips to help reduce bottom line travel expenditure in 2016. 

Draw up a travel policy
A travel policy is critical for 

making travel savings. It is a 
framework for your travel and 
outlines how people travel, where 
they stay, cabin classes and so 
forth. Corporate Traveller can 
assist in drawing up your travel 
policy and drive compliance. 

Consolidate your travel 
suppliers

Using the same airlines, hotel 
chains and car hire companies 
for your business travel can give 
them an incentive to offer you 
discounted rates, loyalty miles 
and other extras. As your expert 
travel partner, Corporate Traveller 
can provide you with accurate 
reporting of your spend and assist 
with supplier negotiations. 

Drive savings by booking in 
advance

Purchasing airfares in advance 
is a simple but often overlooked 
strategy for making savings 
on business travel. Research 
conducted by Corporate Traveller 
has indicated that business 
travellers can pay up to 200% 
more for airfares purchased one 
day out from travel. Implementing 
an advance purchase strategy into 
your travel policy is an effective 
way of reducing travel costs. 

A blended booking model
One of the best ways to 

maximise efficiencies in your 
travel is through ensuring the 
right booking process is used for 
the type of travel it is. While an 
online tool is most beneficial for 
simple point to point bookings, 
for most other travel you will 
derive greater benefit from the 
knowledge and expertise of an 
experienced consultant. Partner 
with the right travel manager 
and they will guide you as to if 
and when it makes sense to shift 
some of your bookings to an 
online booking tool. 

An online tool should be simple 
to use and quick to provide the 
user with what they are looking 
for. Ask your travel manager 
whether they also have in place 

a process whereby there are 
‘human’ checks and balances 
in place for the booking tool 
to ensure if a better priced, 
more competitive solution is 
available through creative fare 
construction, you are contacted 
with this option. 

Benchmarking
By benchmarking your travel 

programme you can assess 
how your business is tracking 
in comparison to other clients 
that are of a similar size and 
also against standard industry 
measures. Benchmarking can help 
you gauge how you’re tracking 
with airfare and accommodation 
purchasing strategies and 
demonstrate where changes 
need to be made to improve long 
term savings. An experienced 

travel management company will 
use benchmarking to help your 
business make the most informed 
decisions on buying travel. 

24/7 emergency assistance
When partnering with a travel 

manager, find out if they offer 
24/7, emergency assistance 
for your travellers. Emergency 
assistance is now a duty of care 
priority for companies with 
a mobile workforce. It is vital 
that your travelling employees 
have access to personal and 
experienced travel managers 
when an emergency strikes. A 
travel manager will take care 
of everything from bookings to 
insurance, visas and passport 
issues – your travel manager is 
your central point of contact. 
Your travel manager will also be 

able to assess what alternatives 
are available during major flight 
disruptions to ensure there is 
minimal disruption for your 
people. For many businesses 
time is money and when your 
employee time is being spent 
waiting in airports or trying to re-
book travel during an emergency 
– the delay will come at a cost to 
your business.

“Partner with the 
right travel manager 
and they will guide 
you as to if and 
when it makes sense 
to shift some of your 
bookings to an 
online booking tool.”

5 Top Tips for maximising 
your 2016 travel budget

http://www.corptraveller.co.uk


Local, personalised service 
+ value for money =  
smarter business travel

corptraveller.co.uk

Bring a City expert on board

0800 856 0815
33 Creechurch Lane, EC3A 5AY

http://www.corptraveller.co.uk
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PEOPLE are attracted to megacities 
because they are looking for 
possibility and opportunity. 
Whether it’s Tokyo, Delhi, 
Shanghai, New York or Buenos 
Aires, megacities give everyone the 
possibility to change their lives.

London, as the great megacity 
of Europe, is no different as young 
people arrive each day with a bag 
on their back looking for a new 
opportunity. After three centuries 
as the busiest trading port in the 
world, there is still opportunity in 
London. For 350 years we had the 
busiest sea ports in the world as 
we traded with the four corners 
of the globe. But with the Port of 
London now closed the UK has 
entered a new era and today now 
benefits from having one of the 
best connected airports in the 
world – Heathrow.

Heathrow is a strategic national 
asset for the UK, making it easier 
for businesses, entrepreneurs, 
exporters and their exports to get 
to global markets. Over a quarter 
of the UK’s exports go through 
Heathrow and it’s the doorway for 
inward investors and tourists to 
come here to spend their money. 

But Heathrow has been 
operating at full capacity – 
480,000 annual movements 
- for ten years. We are the most 
efficient two-runway airport in 

the world, with a plane arriving 
or taking off every 45 seconds. 
Indeed, we do more with our two 
runways than most airports do 
with 3, 4 or 5. 

The global economy is changing. 
All of global growth is in Asia, 
North and South America - places 
you can only get to by air. These 
continents contain the megacity 
powerhouses that Britain needs 
to get to, such as Chongqing or 
Wuhan we had barely heard of 10 
years ago. Places you can only get 
to by air.

After years of delay, politicians 
have recognised this is a serious 
issue and two years ago the 
UK Government established 
an Airports Commission to 
recommend how to the keep 
the UK as an aviation hub. In 
December, the Commission began 
a three month public consultation, 
creating an opportunity for 
business to have their say. After 
an overwhelming show of support 
from Chambers across the 
country, that consultation is now 
closed, a final recommendation 
is due just after the next general 
election and Heathrow is ready to 
increase the UK’s air capacity and 
build on the success of the last 
fifty years.

The Airports Commission has 
confirmed that only Heathrow 

can connect all of Britain to global 
growth, delivering up to £211bn 
to the British economy and up to 
180,000 jobs while reducing noise 
for local residents compared to 
today thanks to improved aircraft 
technology. 

Britain is in a global race to 
win more business from the new 
and emerging megacities of the 
world than our European rivals. 
The big questions are who can 
build the strongest exports? 
Who can attract the most inward 
investment? Who can attract the 
most tourists?

There is huge demand from 
overseas airlines to offer a daily 
direct service to Heathrow. But 
if airlines can’t fly here, they 
opt instead to “hub” from Paris, 
Amsterdam or Frankfurt. Only 

last month the Chief Executive 
of Japan’s All Nippon Airways 
announced his airline would look at 
expanding routes through Germany 
rather than the UK, if congestion at 
Heathrow is not resolved. 

He is not alone - I heard the 
same message from airlines on 
a recent trip to China and Korea. 
The consequence is that to get 
to those growth markets, we will 
increasingly have to go through 
France or Germany. 

France, Germany, the 
Netherlands and the Middle East 
want the economic growth that 
could be Britain’s. By adding one 
new runway at Heathrow, we will 
have more capacity than Paris, 
Amsterdam or Frankfurt. 

An old Chinese proverb says 
“The best time to plant a tree is 
20 years ago. The second best 
time is today”. We need to seize 
this opportunity to keep Britain at 
the heart of the global economy 
for future generations and allow 
London to remain the great 
megacity of Europe. Each of us 
needs to write to the Commission 
by February 3rd to express our 
support for Heathrow and build 
momentum with politicians to 
make the right decision for Britain 
after the election - to expand 
Heathrow, and connect all of 
Britain to global growth.

Aviation and the rise 
of the megacity

“After three centuries 
as the busiest 
trading port in the 
world, there is still 
opportunity in London. 
For 350 years we had 
the busiest sea ports 
in the world as we 
traded with the four 
corners of the globe.”

How to connect all of Britain to global growth
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Where dreams are made 
Korean Air A380

Make flying on a whole new scale a reality
Step on board the Korean Air A380 and watch your dreams take flight.
Inspired by wonder and innovation, it blends more space, privacy and luxury across every class,
with the finest service in the sky. Bring dreams to life with the new Korean Air A380. 

Disclaimer : Korean Air reserves the right to substitute aircraft, product variant does not form part of any contract.

Reservation : 0800 413 000 (UK) 00800 0656 2001 (UK & Ireland)

Ticketing : 020 7495 8641 (UK)
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Air Astana lands top awards at Skytrax Awards
FLYING to Kazakhstan has 
become even easier for overseas 
residents following the recent 
extension of the relaxation on visa 
requirements. Passengers from 
the UK and 19 other countries can 
travel visa free with Air Astana until 
the end of 2017 and stay for 15 
days. The extension of the initial 
pilot programme instigated last 
July (initially covering 10 countries) 
is good news for passengers and 
Air Astana, now the only airline 
offering direct scheduled flights to 
Kazakhstan from London.

In other news, Air Astana is 
launching a new route from 
Astana, effective 2nd June, to the 
capital of Mongolia, Ulaanbaatar.   
It is promoting the route year-
round with return fares of £478 in 
economy and £2,649 in business 
class from London Heathrow 
(via Astana).  Ulaanbaatar is the 
industrial and financial heart 
of Mongolia and travellers can 
experience its rich cultural 
heritage in its museums, palaces 
and monasteries.  Its vast desert 
and rugged mountains provide a 

novel new destination. 
The close of 2015 marked 

a significant development in 
Air Astana’s 14-year history. 
In December it was officially 
removed from a list of airlines that 
have faced operating restrictions 
in the EU.  While the EU’s Air 
Safety Committee had recognised 
that Air Astana’s safety 
standards were fully compliant 
with the highest international 
standards, it imposed a limit on 
its ability to add and increase 
existing frequencies to the 

EU - as part of the sanctions 
imposed on Kazakhstan in 
2009. Those restrictions were 
lifted in April 2014, enabling Air 
Astana to add flights to Paris 
last spring, complementing 
London Heathrow, Frankfurt and 
Amsterdam.

Air Astana is proud to be 
the first airline in Russia, the 
CIS and East Europe to be 
awarded a four-star rating by 
independent review specialist 
Skytrax.  It scooped the title 
‘Best Airline Central Asia and 
India’ for the fourth successive 
year and ‘Best Airline Staff 
Service Central Asia/India’ 
for the third consecutive year 
in 2015.  Skytrax Awards 
are world renowned as a 
valued benchmarking tool for 
passenger satisfaction among 
business and leisure travellers.
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Some of the world’s most luxurious 
private rental Villas, Yachts and Real Estate 

at your finger tips.
Telephone 0845 017 6707
www.worldwidedreamvillas.com

The Dream, Barbados

WORLDWIDE Dream Villas – 
your introduction to the world’s 
most exclusive private villas, 
resorts, islands and luxury yachts 
for holiday rentals or to buy. 
Our portfolio includes specially 
selected, private retreats and 
luxury villa resorts throughout the 
Caribbean, Europe, Indian Ocean, 
Asia and South Africa.
Choices range from self-catering 
to fully-staffed villas where butlers 
and chefs pull out all the stops to 
ensure you have a memorable stay. 
That’s the beauty of a villa holiday - 
it’s as individual as you are.
Our team has a wealth of 
knowledge and experience 
in luxury travel, you can also 
be assured all our villas have 
been quality checked by a staff 
member or our local partners. Our 
Concierge Service takes care of 
all those extras such as luggage 

delivery, airport transfers, private 
jet, baby sitters and much more. 
We understand that if you are a 
discerning individual considering 
a luxury villa holiday you prefer 
your own comforts and privacy. 
Our service is tailor-made to suit 
you, visit our website which is 
constantly updated with new and 
inspiring holiday ideas or contact 
us with your requirements

To help purchase overseas 
home, our Real Estate experts can 
advise you. The website features 
many outstanding and exclusive 
properties designed to be your 
‘home from home’. We also have 
some properties that are ‘off 
market’ and only available to those 
who enquire, so contact us for 
further details.

i  www.worldwidedreamvillas.com  
enquiries@worldwidedreamvillas.com

Make your dream a reality

https://airastana.com
http://www.worldwidedreamvillas.com
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LONDON Stansted Airport 
recorded its busiest year since 
2007 as 22.56 million passengers 
travelled through the terminal in 
2015, an increase of 2.6 million 
passengers and 13% on the 
previous 12 months. Domestic 
traffic experienced the strongest 
growth during 2015 with passenger 
numbers up by 50%, primarily 
driven by a significant increase 
in capacity on Scottish routes by 
Ryanair and easyJet.

In December, over 1.7m 
passengers used Stansted, an 
increase of 9.2 per cent on the 
previous year, making it the 
second busiest December on 
record and the 21st month of 
continuous growth. The month 
also saw the highest ever load 
factor for any December with an 
average of 83.2% of all available 
seats occupied on each flight, 
surpassing the previous best of 
81.5% set in 2014.

Stansted now serves over 170 
direct connections and offers more 
scheduled European destinations 
than any other UK airport. As well 
as an extensive route network, the 
airport also offers up to four flights 
a day to key destinations such as 
Barcelona, Dublin, Edinburgh and 
Glasgow, providing passengers 
with greater choice and increased 
connectivity. 

While the airport has much 
of Europe covered in terms of 
connectivity, its network expanded 
even further during 2015 with 
Thomas Cooks’ new long-haul 
connections to the USA and Mexico. 
This new long-haul programme was 
further bolstered by the news that 
Thomson will this summer operate 
new services to Orlando and 
Cancun using a 787 Dreamliner. 

On the development front, the 
airport is now putting the finishing 
touches to an £80million terminal 
transformation which includes a 
new executive lounge and 50 new 
shops, bars and restaurants, and 

work is now underway to construct 
a new £45 million 357-bed hotel 
next to the terminal to provide 
even more choice and enhanced 
facilities. Also nearing completion is 
an £8million upgrade of its Satellite 
One departure gate area which will 
not only make the area sleek and 
modern but enhance the passenger 
facilities in the form of comfortable 
seating, fully refurbished toilets as 
well as free charging points and 
improved wi-fi. The transformed 
airport will provide passengers 
with a much better range of 
products and services, and put it in 
a stronger position to attract new 
long-haul carriers.

Stansted is also the busiest 
airport for all-freighter traffic 
among the London airports, 
and is the most significant 
hub for express freight within 
the important London market.  
Cargo tonnage during December 
increased by 7.8% over the same 
month last year to lift the annual 
total to over 237,000 tonnes in 
the past 12 months, up 4.7% on 
the previous year and the highest 
annual total since 2012. 

Looking to the future Stansted 
is unique amongst London airports 
that it has substantial spare runway 
capacity today and significant 
room to grow in the future. As 
other airports become increasingly 
congested, Stansted’s capacity 
for growth will be vital to meeting 
increased demand for air travel in 

London and the wider South East. 
The airport published its 

Sustainable Development Plan 
(SDP) in 2015, which set out how 
it will grow to the full capacity of 
its single runway. The SDP was 
supported by neighbouring local 
authorities, residents and key 
businesses in the region. Many 
stakeholders highlighted the pivotal 
role the airport plays in the local 
economy and the vital contribution 
it will make to meeting demand in 
the UK as recognised in the Airports 
Commission’s final report. 

It will be at least 15 years before 
any new capacity is ready with the 
Commission’s report highlighting 
the challenges that still need to 
be overcome, not least the need 
to meet stringent environmental 
conditions. Heathrow and 
Gatwick are already full but 
Stansted can accommodate an 
extra 20-25 million passengers a 
year on its runway.

Making the most of existing 
capacity at Stansted over the next 
10-15 years is a vital precursor to 
building new capacity, because it will 
allow the airport to offer businesses 
and passengers in London and 
the East of England the best fares 
and choice of destinations, and 
provide a significant boost to the 
UK’s productivity and economic 
performance.

Stansted is perfectly positioned 
to serve a thriving part of the 
country, sitting at the heart of 
the London-Stansted- Cambridge 
growth corridor which is home to 
some of the UK’s most dynamic 
and fast growing sectors. Its 
long term potential is also clear, 
with London’s economic growth 
increasingly weighted to the 
east, and significant potential 
for employment and population 
growth across its core catchment. 

Another key area for the airport 
is its work with the Department 
for Transport, Network Rail and 
train operators to deliver faster, 

more frequent and reliable services 
between the airport, London 
and Cambridge. To make the 
most efficient use of Stansted’s 
capacity and attract new airlines, 
it has identified a package of 
investments that would materially 
improve the rail connectivity to 
London in the next five years. 
These vital improvements will 
not only help to foster growth, 
productivity and regeneration 
along the entire London-Stansted-
Cambridge corridor but also unlock 
spare runway capacity at Stansted 
Airport at a time when it’s in short 
supply in the south east.

These plans for Stansted can 
only be delivered successfully 
by working in partnership with 
stakeholders, and over the last 
two years it has developed a new 
Corporate Social Responsibility 
programme that meets local and 
regional needs. For example, it 
has created an airport community 
network to work with other 
airport companies to support local 
educational partnerships, and the 
airport academy continues to help 
unemployed people get back into 
work by providing training and 
work experience. 

Building on long standing 
commitment to ‘Meet the Buyer’ 
events, the airport is helping local 
smaller companies to share the 
benefits of its growth and success. 
Last summer the airport launched 
its flagship community project, the 
London Stansted Aerozone, which 
provides an on-site education 
centre for young people that will 
use aviation-based examples 
to bring subjects like science, 
technology, engineering and 
maths to life, and inspire children 
to follow careers in these areas.

In March 2015 Stansted will 
celebrate the 25th anniversary 
of HM The Queen opening the 
iconic terminal building in 1991, 
so it promises to be yet another 
fantastic year for the airport. 

London Stansted Airport offers 
more scheduled European destinations 
than any other UK airport

“As other airports 
become increasingly 
congested, Stansted’s 
capacity for growth 
will be vital to 
meeting increased 
demand for air travel 
in London and the 
wider South East.”
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01892 515900
bt@baldwins-travel.co.uk

www.bbtm.co.uk

Your Travel is Our Business

• OUR MISSION STATEMENT

We endeavour to deliver 

the highest standard of 

professional and efficient 

service and the most 

cost-effective, flexible and 

tailored travel services to 

our clients. We continuously 

seek to develop our 

working practice by 

communicating regularly 

with our corporate clients.

• OUR CREDENTIALS

BBTM is a member of 

The Advantage Focus 

Partnership. This consortium 

is made up of over 800 

independent agents that 

enable BBTM to compete 

on buying power with the 

top travel management 

companies in the UK. 

• OUR AWARDS

‘National Travel Agent of 

the Year’ and ‘Travel Agent 

of the Year, London and 

the South East’.

• OUR LOCATION

Central London is just 

45 minutes away from 

our head office in Royal 

Tunbridge Wells. BBTM 

is part of the largest 

independent travel agency 

in Kent - Baldwins Travel 

Group which has 7 leisure 

stores in key locations 

across the South East. 

 

OUR HISTORY 

A thriving and award-winning 

family business today, BBTM 

is owned by the Marks family, 

who have a long established 

name within the travel 

industry. Chairman, Ron 

Marks has received a Lifetime 

Achievement Award for his 

‘Outstanding Contribution to 

the Travel Industry’, enjoying 

and making a difference to 

the sector for over 50 years.

The Marks family acquired 

Baldwins Travel nearly 30 

years ago from the second 

owners who had performed 

a management buyout from 

the original Baldwin family.

Mr A.F. Baldwin of Tunbridge 

Wells, Kent, born 1839, 

founded a printing and 

stationery shop in the heart 

of the town. Following the 

success of the business it 

went on to include rail ticket 

sales. The printing works 

eventually closed and the 

flourishing travel business 

took off and remained at 

25/27 Grosvenor Road, today 

the head office of Baldwins 

Travel Group.

01892 515900
bt@baldwins-travel.co.uk

www.bbtm.co.uk

Your Travel is Our Business

Your Travel  
is Our Business

Further information:

E: bt@baldwins-travel.co.uk | www.bbtm.co.uk

40 years in Business 
Travel, delivering  
On Service  
On Price  
On Time

Call us now to 
discuss your 
business travel needs
01892 515900

http://www.bbtm.co.uk
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IT IS difficult to think of a more 
drawn-out process than the 
question of airport expansion 
in the South East - successive 
Governments have tried and failed 
to come up with a solution.

The debate goes back almost 
fifty years to 1968 when the then 
Government first commissioned 
a review into aviation capacity. 
Since then, there have been no 
fewer than ten commissions, white 
papers, reviews, proposals, and 
studies into airport expansion, 
all of which have long since been 
consigned to the dustbin.

Today, there is widespread 
agreement that, without increased 
airport capacity, the UK risks losing 
out to our competitors who are 
rapidly forging ahead with new 
airports opening up access to new 
markets around the world.

Increased airport capacity in 
the South East would deliver new 
routes to new markets, greater 
connectivity - not just overseas 
but here in the UK too - and boost 
jobs and economic growth across 
the country.

When I speak with business 
leaders about the need for airport 
expansion, their frustration from 
decades of delay and inaction 
is clear. They are crying out for 
greater access to new markets 
and improved access to existing 
markets that would help to boost 
trade and competition.

The good news is that the 
Government accepts the case for 
expansion and expects to make 

a choice between Heathrow and 
Gatwick later this year.

As our largest airport, Heathrow 
has often been at the centre of the 
expansion debate, but time and 
time again their plans have been 
grounded. There are many reasons 
for this, but chief among them is 
the environmental impact a third 
runway would have on large parts 
of London.

The reality is that the vain 
pursuit of illegal expansion at 
Heathrow would prove fruitless 
once again. Even the airport’s 
most ardent supporters must 
now recognise that if Heathrow 
was going to expand it would 
have done so years ago. Heathrow 
aircraft noise adversely affects 
more people than all of Europe’s 
major airports combined, while 
air quality around Heathrow is 
already in breach of legal levels due 
to pollution from road traffic. It is 
naive to believe that Heathrow can 
simply wish these legal problems 
away with a third runway and that 
millions more car journeys on a 16 
lane M25 will improve the situation.

Fortunately, for the first time 
in the expansion debate, the 
Government now has a clear 
alternative, which can deliver the 
economic boost the UK needs. 
Treasury economic analysis reveals 
the economic benefits of expansion 
at Gatwick are largely the same as 
at Heathrow. Gatwick is already the 
UK’s second largest airport, flying 
to more destinations than any 
other UK airport, and with a second 

runway it can deliver the same 
number of passengers, the same 
number of long haul routes, better 
UK and regional connections, as an 
expanded Heathrow at less than 
half the cost.

Furthermore, expansion 
at Gatwick would enhance 
competition, delivering the UK two 
world class airports, and it would 
be in line with current trends in 
aviation such as the rise of lower 
cost travel, and the growth of 
point-to-point flights.

Crucially, Gatwick can deliver 
a new runway at a dramatically 
lower environmental impact 
than Heathrow. Under our plans, 
the number of people adversely 
affected by noise would be 36,000 
compared to nearly 700,000 at 
an expanded Heathrow. To help 
residents deal with noise we would 
introduce Europe’s most innovative 
noise mitigation scheme.

And perhaps most significantly, 
Gatwick has never breached 
legal air quality limits and would 
not do so even with a second 
runway - meaning businesses 
can be confident in the legality 
of Gatwick’s expansion plans. A 
runway at Heathrow that cannot be 
legally delivered offers no economic 
benefit at all.

Finally, after years of fruitless 
debate, a new runway can actually 
be delivered by 2025. If we take 
a step back for a minute then the 
solution is actually very simple, 
one where we don’t have to 
choose between the economy and 
the environment.  If we choose 
growth at Gatwick over inertia at 
Heathrow, then 2016 can finally be 
the year Britain solves one of our 
longest running policy challenges.

Stewart Wingate is CEO of 
Gatwick Airport.

The choice for the UK is clear: Growth 
with Gatwick or Groundhog DayBy Stewart Wingate
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New Year, New Era
THE New Year marked a welcome 
milestone at London Luton 
Airport (LLA); 2015 was our 
busiest year on record.

Not only that, we also achieved 
a faster rate of growth than 
Heathrow, Stansted or Gatwick. 
12.3million passengers chose 
to travel with us last year, an 
increase of 16.9% compared with 
2014. It is an achievement we can 
take great pride in.

While 2015 was the busiest 
year in our 77 year history, 2016 is 
set to be the most exciting. With 
the support of the Department 
for Transport and Luton Borough 
Council we have embarked on a 
£110m redevelopment project 

which will transform the airport and 
increase capacity by 50%.

As political discussions continue 
over whether to build a new runway 
in the South East the significance 
of the project is threefold. Firstly, it 
will deliver a huge boost to the local 
economy. Secondly, it means LLA is 
doing its bit to address the current 
capacity constraints in the South 
East. And finally, it will significantly 
improve the experience for the 
millions of passengers that pass 
through LLA each year. 

Supporting the economy
What is most significant about 

our plans is not the money that we 
are putting in, but the returns that 
will go back into the local economy.

LLA is already the largest employer 
in the Three Counties region. A 
recent report showed that in 2013 
the airport directly and indirectly 
supported 27,200 jobs in the 

region. The same report, produced 
by independent consultancy 
Oxford Economics, found that the 
transformation project will go on to 
create an extra 10,000 jobs by 2030.

But to make a lasting 
contribution to the local community 
it is important that the jobs created 
are the high-value skilled roles that 
the economy needs.

According to Oxford Economics, 

40% of the new jobs created 
at LLA will be in management, 
professional or skilled occupations. 
This is reflected in the fact that the 
average gross wage for employees 
at LLA is £38,000, compared to the 
national average of £27,000.

So what will be the 
impact of this on the 
wider economy?

In 2013 LLA had an economic 
impact of £1.3 billion per year. The 
airport’s transformation will see 
this figure increase by an amazing 
77% to £2.3 billion every year. This 
equates to £4,300 per minute, every 
day of the year.

The huge impact we expect to 
have is reflected in the support 
we have received from our major 
partners. Since its launch in Luton 
twenty years ago easyJet has 
become a great British success 
story, growing to become a £6.8 

Why 2016 is set to be the most 
exciting year in the history of 
London Luton Airport

by Nick Barton, CEO,  
London Luton Airport

“We have embarked 
on a £110m 
redevelopment 
project which will 
transform the 
airport and increase 
capacity by 50%.”
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billion FTSE100 company. Sophie 
Dekkers, easyJet Director of UK 
Market, summed up the firm’s view 
when she said recently that “All 
of the infrastructure going in will 
provide an opportunity to make the 
airport one that is world-leading.”

easyJet is just one example 
of how LLA has always been 
committed to working in 
partnership with local businesses, 
ensuring that the community 
benefits as the airport grows. Our 
Meet the Buyer events and the 
‘Get into Airports’ programme, 
supporting youth employment 
through a partnership with The 
Prince’s Trust, are two further great 
examples of how we do this.

Playing our part to address 
capacity constraints

The airport’s transformation 
comes at a pivotal moment for 
UK aviation. Almost everyone 
recognises that we need to ease the 
current airport capacity constraints 
in the South East. Yet the 
government recently had to delay 
announcing a decision regarding the 
expansion of Heathrow or Gatwick.

 Even once a decision is made 
it will take 15 years or more to 
become a reality. Furthermore, 
even with the addition of a new 
runway, capacity in the future will 
still be unable to meet the DfT’s 
demand projections.

This is why Sir Howard Davies 
made clear in his Commission’s 
report that “It is imperative that the 

UK continues to grow its domestic 
and international connectivity in 
this period, and this will require 
the more intensive utilisation 
of existing airports other than 
Heathrow and Gatwick.”

Indeed, during a recent visit 
to the airport to mark the official 
‘ground-breaking’ – a key milestone 
in our redevelopment – Secretary 
of State for Transport Patrick 
McLoughlin MP highlighted the 
importance of LLA’s expansion in 
meeting these capacity demands.

Work is well underway, 
particularly at this stage to 
improve local transport links. A 
major upgrade to Junction 10a of 
the M1 has already been delivered 
to make it easier to get to the 
airport, with a new multi-storey car 
park set to follow. We are working 
hard to improve the rail link as 
well. In December the Thameslink 
service introduced overnight trains 
to the airport from London St 
Pancras in its timetable for the first 
time. An extra 400,000-600,000 
existing passengers per year are 
expected to take advantage of the 
additional services.

Continued improvements in rail 
links are central to the airport’s 
development. We hope to introduce 
Oyster card services right through 
to the terminal building later 
this year. We are also working to 
introduce a dedicated Express 
service with four fast trains per 
hour as part of the upcoming East 
Midland Trains franchise, as well 

as continuing planning work on a 
possible fixed link between Luton 
Airport Parkway station and the 
terminal to replace the existing 
shuttle buses. 

Transforming the 
passenger experience

Once complete in 2020 the 
investment will not only have 
increased capacity but also 
transformed the experience for 
the most important group of all: 
our passengers.

The transformation will include a 
complete redesign of the terminal. 
The capacity of our security search, 
baggage reclaim and immigration 
areas will be doubled to create a 
quick, efficient, and convenient 
passenger journey. There will also 
be more space to relax as we are 
doubling the size of the existing 
retail space, bringing in exciting 

new brands and dining options, to 
complement the new £1 million 
executive lounge. 

Improvements are already 
visible. In preparation for the 
redevelopment, security search has 
already re-located to the ground 
floor. Equipped with the latest 
scanning and tray return systems, 
the new area is designed to improve 
the speed and ease with which 
passengers can clear security.

Most excitingly, the work will 
also allow us to expand the range 
of destinations available from the 
airport. We already serve over 
100 destinations, adding 20 new 
routes and four new airlines in 2015, 
including La Compagnie’s business 
class-only service to New York. 
Now that European carriers Vueling 
and Transavia have confirmed their 
arrival in 2016 there will be even 
greater choice for travellers at LLA.

High hopes for the future
As the support from the business 

and political communities has 
shown, the redevelopment of 
London Luton Airport will have a 
huge impact. It will not only support 
economic growth on a local and 
national scale, but will also help 
address the South East’s airport 
capacity issues over the short-
medium term as well as improving 
the experience of our passengers. 
As our newly-appointed contractors 
begin work in earnest, I am 
looking forward to what will be a 
truly transformative year as this 
ambitious vision becomes reality.

“In 2013 LLA had an 
economic impact of £1.3 
billion per year. The 
airport’s transformation 
will see this figure 
increase by an amazing 
77% to £2.3 billion every 
year. This equates to 
£4,300 per minute, every 
day of the year.”
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ANY examination of the UK event 
management sector has to include 
some hard numbers, mainly 
because the contribution that it 
makes to the UK economy is often 
unseen – or worse, overlooked.  This 
is a great shame as it contributes 
so many economic benefits for the 
UK, ranging from both export and 
inward investment, infrastructure 
development, creative enterprise, 
innovation and professional 
development for a large and varied 
workforce.

The fact that some 8,000 
students each year complete degree 
courses in event management is 
one measure of the success the 
sector has in attracting new and 
ambitious talent that recognise the 
many opportunities that this vibrant 
and increasingly confident part of 
the creative industries offers. 

Latest estimates suggest that the 
British events industry is worth over 
£39 billion to the economy through 
direct visitor spend and that 
conferences, meetings, incentive 
travel and exhibitions contribute 
over £21 billion to government tax 
revenues when taking into account 
the overall value of these sectors 
to GDP.  Translating this into jobs 
means that the sector supports 
25,000 businesses, mainly small 
and medium-sized enterprises, 
which supply a huge variety of 
goods and services that in turn 
creates employment for a workforce 
of over 530,000 diverse and skilled 
professionals.

Enough of the numbers already 
– this isn’t about painting with 
numbers; it’s suppose to be about 
the art of event management.  The 
links that bind events in all their 

variety to our local culture and 
heritage are strong and true and 
it is here that we find the artistic 
and creative imperatives that 
make event management such an 
exciting and challenging career 
choice these days.  Rooted in very 
traditional skills, the range of events 
that are delivered by often world 
class British event production 
agencies are all focussed on the 
same thing, no matter what the 
event itself is.  That is delivering a 
unique and inspirational experience 
for all the participants.  In a world 
where we are digitally connected 
24/7 and overabundance of choice 
has become a challenge in itself, 
‘real’ experiences are becoming 
even more valued.  The experience 
economy gives us a global platform 
to showcase the expertise, 
capabilities and skills of the UK.  

From the annual county fair to 
a new literary festival, major music 
concerts to sporting events, the 
demands of event management 

reflect the rich diversity of events 
across the spectrum. This is 
also what has given the sector 
such a resilient profile over the 
last few years.  The worse days 
of the recession impacted on 
the corporate and public sector, 
which led to more innovation in 
recreational events and subsequent 
growth to offset the downturn.  
The latest business surveys show 
an increase in both confidence and 
investment, with more share of 
marketing budgets being allocated 
to events once again.  As with many 
other businesses, the events sector 
has responded to the challenges of 
the recession with a sharper focus 
on measuring effectiveness and 
demonstrating value for money 
and return on investment.  At the 
heart of this is the timeless reliance 
on one thing that events of every 
type have in common – the chance 
for people to share and enjoy 
creative solutions to often complex 
communication challenges.     

Just take a moment to think 
about that.  From family gatherings 
to celebrate together at a wedding 
or even grieve together at a funeral, 
someone has to be responsible 
for organising the day, arranging 
all the details, getting the right 
words prepared and making sure 
that everyone is there that should 
be.  From the youngest to the 
oldest the day has to work for 
everyone.  Now scale that up into 
your professional world when it’s 
not just family and friends but 

The show must go on –  
the Art of Event Management

“The artistry of event 
management in Britain 
rests on our instinct 
and ability to combine 
and collaborate as 
blended teams of 
experts to bring 
the show to life.”
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Visit www.cemeconference.co.uk to discover our
highly competitive meeting solutions for up to 800.
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THE remarkable growth of CEME 
Conference Centre is further 
enhanced in 2016 with the 
addition to their amazing portfolio 
of meeting space of three new 
executive rooms, a large executive 
boardroom and a fantastic ‘space-
age’ acoustic POD named ‘The Orb’. 

CEME already provide a wide 
variety of conference rooms 
from their ‘state of the art’ POD 
Theatre – a 120 seat auditorium 
- through small and medium 
seminar/training rooms, executive 
boardrooms, large adjoining 
conference space, exhibition areas 
and stunning outdoor gardens 
and lakeside areas. CEME can 
provide meeting solutions from 2 
to 800 delegates including large 
exhibitions, conferences for up to 
400, IT suites, classrooms, film 
locations and even engineering 
and automotive workshops. 

Not only does CEME have a 
remarkable space, it delivers out 
meetings and conferences to the 
very highest MIA ‘Accredited in 
Meetings’ Gold standard – the 
only Gold venue in East London 
and Essex. It is a member of 
Conference Centres of Excellence 

and a World Host venue for 
exceptional customer service. 

CEME has grown its conference 
business by over 150% in the 
three few years – prolific growth 
by anyone’s standard. Conference 
centre director, Eamonn Cole 
explained why,

“The meetings industry is now 
more competitive than it ever was, 
but the recipe for success has not 
changed. Our focus will always 
remain to ‘exceed expectations’ 
through outstanding customer 
service, the excellence of our 
facilities, the quality of our people 
and the delivery of exceptional 
value for money”

If this was not enough, CEME 
are offering new corporate clients 
a 20% room hire discount of their 
first booking made before 29th 
February for any date in 2016. 

i  To discover what success 
really looks like, contact CEME 
Conference Centre Events office 
now on 0208 596 5151 or e-mail: 
events@ceme.co.uk 
CEME Conference Centre – 
‘Amazing Space’ 
www.cemeconference.co.uk

CEME Conference Centre 
Expansion Continues At Pace

colleagues, employees, bosses, 
stakeholders and shareholders that 
might be participating. The devil is 
always in the detail and that is when 
the artistry of event management 
becomes critical.  Like artists there 
are a multitude of styles to choose 
from, working in a multitude of 
mediums and combining many 
different influences to create the 
finished masterpiece.  This is where 
the work of EVCOM and other trade 
associations becomes a vital source 
of insight and information for clients 
and commissioners alike – a fact 
that is borne out by the increase 
we’ve seen at EVCOM recently with 
new corporate members joining us.

This is hard evidence that as 
business confidence grows, many 
communication professionals that 
want to see what best in class looks 
and feels like and want to engage 
with the cutting edge of creative 
content development and delivery 
are willing to join our association.  
The reasons are clear too – they 
want to learn more, network with 
potential suppliers and understand 
the latest developments and trends 
within the sector.  Having the 
opportunity to share best practice 
remains one of the key purposes 
of associations like EVCOM, where 
our well established awards 

programmes not only celebrate 
creative excellence but also enable 
potential clients to discover new 
solutions to key communication 
challenges that they face.  (If that is 
of interest to you, don’t hesitate to 
get in touch.)       

Above everything else it is 
perhaps the richness and variety 
of the impact that a thriving event 
sector can have for the country 
that is its most distinctive feature. 
Some of these are obvious, such 
as the clear links with Britain’s 
tourism experience and the 
international export of our event 
management and production 
skills.  Less obvious is the creative 
enterprise required to deliver a vast 
array of different types of events 
week in and week out. These 
often feature the exchange of 

information and knowledge, leading 
to educational discovery, greater 
social and cultural awareness 
and in many cases vital support 
to other key industry sectors – IT, 
finance, pharmaceutical, scientific, 
automotive and manufacturing.  It 
is a constant work of art.

However, unlike the tortured soul 
working alone in a garret studio, 
the artistry of event management 
in Britain rests on our instinct and 
ability to combine and collaborate 
as blended teams of experts to 
bring the show to life.  From the 
venue management that supply 
the spaces – and we have some 
of the most iconic event venues in 
the world at our disposal – to the 
teams that lug in the tonnes of 
equipment required to create the 
experience, from the designers that 

create the sets to the head of audio 
that blends the soundtrack with the 
lighting designers colour palette, 
from the front of house staff that 
welcome guests to the serving 
staff that graciously feed and 
water them – it requires everyone 
to have a single minded fix on the 
quality of the experience.  From the 
content development team to the 
perfectly chosen host, that speech 
to those perfect images the art of 
event management is alive and 
well here in Britain.  We should be 
proud of our world class reputation 
and the expertise we bring to this 
most vibrant part of the creative 
industries. We are live.  There is no 
second chance in the immediacy of 
the here and now. Cue show in five, 
four, three, two, one. Go lights.             

http://www.cemeconference.co.uk
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LSDN actively addresses London’s labour market trends by providing 
individuals with education and skills training opportunities. Their innovative 
programmes are set in the heart of the community. Apprenticeship 
programmes are tailor made and responsive to diverse needs of small and 
medium employers and micro businesses.

“It’s not a job for today, but a career for the future”

LSDN’s partnership with employers is key to the success of the Government’s 
flagship Apprenticeship Programme. Many employers have seen business 
benefits from hiring apprentices, finding they have tailored, job ready and 
motivated employees at the end of their programme.

Some of the programmes on offer include:

• Railway Engineering; • Business Administration & Law;
• Health & Social Care; • Education & Training.

Many of LSDN’s apprentices who successfully completed their Apprenticeship 
are on the path to their dream career. “I have responsibility and I’m learning 
and earning”. LSDN’s focus behind this continued success is on helping 
individuals to love learning; realise their aspirations and build a meaningful 

and professional career. Their ethos of Love Learning© is very simple:

“It’s not a job for today, but a career for the future”

Carol Hurd
2nd floor, Suffolk House, East Entrance, George Street, Croydon CR0 0YN
020 3784 1294 - Churd@lsdn.org.uk

www.lsdn.org.uk

To find out more about how LSDN’s 
employer partnership can help your business, 
and for information about programmes, 
please contact: 

Does Your Business Employ Apprentices?

APPRENTICESHIPS are becoming 
an increasingly popular option 
for businesses, helping them 
develop a motivated, skilled and 
qualified workforce and bringing 
about many business benefits - 
including improved skills levels, 

service, morale and productivity. 
And they enable individuals 

to ‘get in and go far’ at some of 
Britain’s biggest and brightest 
companies, gaining the skills and 
knowledge they need to succeed, 
in some cases up to degree level, 

while working and earning.
Sue Husband, Director of 

the National Apprenticeship 
Service, said: “Now is the time for 
more young people to consider 
apprenticeships as a route into a 
successful and rewarding career 

and for more businesses to get 
on board and reap the benefits.”

“The country’s top employers 
are offering the best start to 
enable young people to get the 
skills they need for a great job, not 
only with apprenticeships but with 
work experience and traineeships. 

“Any work experience is good 
experience.  It helps people work 
out what they want to do and 
gain transferable skills, like time 
management, team work and 
good communication which all 
employers look for.

“For those who prefer work 
experience with the option to 
improve their English and Maths, 
a traineeship is right for you.  They 
last for up to six months and are 
tailored to each individual, with 
support from a trusted training 
provider. Traineeships have been 
developed by employers making 
them a great stepping stone to an 
apprenticeship or other job.”

Apprenticeships deliver  
for businesses and individuals

contimued on P62

http://www.lsdn.org.uk
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Do You Know Where Your Customers Are Right Now?
Around 9 out of 10 UK adults are online, and up to as much as 20 hours per week.

ACCORDING to a report published 
by Ofcom, around 9 out of 10 UK 
adults are now online with many 
spending an estimated 20 hours 
per week on the web. 

In addition, nearly three quarters 
of UK internet users have at least 
one social media profile, of which 
81% use their profile once a day or 
more. – Source: Adults’ Media Use 
& Attitudes Report, Ofcom 2015.

Despite this considerable pool 
of potential brand followers and 
brand ambassadors online, many 
businesses are still suffering from 
a digital skills gap; rendering their 
business unable to compete on the 
web and effectively cutting them 
off their digitally active customers.

Closing the skills gap  
for good.
For business of all shapes and sizes, 
hiring a Social Media and Marketing 
Apprentice is a cost effective and 
efficient way of closing this digital 
skills gap.  A Social Media and 
Marketing Apprentice allows a 
business to deliver rapid, responsive 
and engaging marketing which 
speaks directly to customers, 
wherever they may be. 

The hiring business also gains 
an employee who is eager to learn 
and develop to meet the individual 
needs of their business for within.  
The Apprentice receives what may 
often be their first foot on the 
career ladder and an opportunity 
to invest their talent in the future 
of a forward thinking organisation.

Seetec Skills
Seetec Skills’ Digital Academy 
helps employers by sourcing and 

shortlisting Apprentices on behalf 
of businesses based on their 
individual requirements.  Once 
an employer has chosen their 
Apprentice a dedicated adviser 
supports both employer and 
Apprentice with training that takes 
place in the place of work of the 
Apprentice at times convenient to 
the employer.

Once the Apprenticeship has 
been completed the employer has 
the opportunity to employ the 

Apprentice on a permanent basis, 
securing the growing contribution 
to their business. 

To find out more about 
Apprenticeships and Seetec Skills’ 
Digital Academy, 
visit seetecskills.co.uk   | @
seetecskills

http://www.seetecskills.co.uk


APPRENTICESHIPS62

Almost nine out of every ten 
apprenticeship employers hoping 
to achieve business benefits say 
apprenticeships deliver – including 
89% reporting that it has helped 
their business improve the quality 
of their product or service. 

Apprenticeships are available 
in more than 1,500 job roles from 
nuclear to fashion, law, banking and 
defence. There are different levels of 
apprenticeship depending on skills 
and qualifications: intermediate, 
advanced, higher and degree 
apprenticeships.  

For those who have their sight 
set on professional qualifications 
or a degree, an apprenticeship can 
fund and support their learning.  
You can study for a degree while 
working in legal services, banking 
and engineering as well as many 
other job roles.

Reforms to apprenticeships are 
putting employers in the driving 
seat when it comes to designing 
apprenticeships. These reforms are 
replacing the existing frameworks 
with short, simple, accessible 

apprenticeship standards written 
by employers.  The reforms are 
also giving employers control of 
apprenticeship funding so they are 
able to select the training that best 
meets their skills needs. Employer-
led Trailblazers are leading the way 
in implementing new standards in 
apprenticeships, collaborating to 
design apprenticeship standards 
and assessment approaches to 

make them world class. More than 
1,200 employers are involved so far.  

Sue Husband continued: 
“Employers tell us there is a 
skills shortage that is hampering 
their ability to grow or be more 
productive, a mismatch between 
what skills they need to compete 
effectively and what they have at 
their disposal. Apprenticeships can 
fill this gap. 

“The government’s ambition is 
for 3 million more apprenticeships 
by 2020. While many businesses 
are already reaping the benefits of 
apprenticeships – there is a need 
for more to get involved to fill the 
skills gap.

To find out more about 
apprenticeship and traineeship 
opportunities, search on GOV.UK.

Spotlight on UBS Wealth Management 
UBS Wealth Management 
started their first apprenticeship 
programme in September 2014 
with 16 apprentices on board.  The 
subject was ‘Financial Services’ 
and it was the first time that UBS 
had recruited school leavers.

UBS had several ambitious aims 
which included:
• Give school leavers an 

alternative route into financial 
services

• Attract new talent
• Support organic growth of 

internal talent for succession 
planning

• Deliver business efficiencies
• Improve the client experience
• Energise the business 
• Have a positive impact on 

employee engagement

The question was could the 
apprenticeship programme and 
the apprentices deliver these high 
expectations?

Did it work?
It seems, almost overwhelmingly, 
that it did.  The programme 
solved several, often costly issues, 
such as recruitment.  Benefits 
within the first 9 months of the 
programme included improved 
employee engagement, ability to 
build the talent pipeline and an 
increased Client Advisor Assistant 
(CAA) and Client Advisor (CA) 
capacity, amongst others. 

Nick Tucker, Head of UK 
Domestic at UBS, said that `the 
introduction of the programme 
has energised our entire business. 
The apprentices will provide future 
CAA capacity removing the need 
to hire externally. They are giving 
CAAs time back to focus on value 
added client servicing, in turn 
freeing up our CAs to focus on 
advice and business generating 
activity. Their role is also allowing 
us to embed greater consistency 
and discipline around the annual 
review process.  A win for 
apprentices, a win for CAA’s, a win 
for CA’s and a win for the business!” 

Having new blood in the 
company has really shaken up 
the culture.  Giles Pretor-Pinney, 
commented that “the apprentice 
programme has proved to be 
a positive force for all parties. 
The existing team have been 
reinvigorated with the arrival 
of enthusiastic, motivated and 
energetic new colleagues, hungry 
to learn and add value as soon 
as possible. The apprentices 
have benefitted from immediate 
access to the front line of Wealth 
Management in the UK at the 
world’s leading player in this 
field and clients have benefitted 
from increasing improvements 
in the productivity of the team in 
delivering our service.” 

It does seem that the decision 
to incorporate apprenticeships 
into UBS has really paid off for the 

company, their productivity and 
their staff. 

What do their apprentices think?
The apprentices were enthusiastic 
about the skills and the future 
that UBS could offer them.  Greg 
Anderson, apprentice, pointed 
out that `UBS had the most 
promising opportunities following 
the apprenticeship. It offered 
everything you could want from 
earning a good wage whilst learning, 
to gaining everyday life skills.”

The social aspect was clearly 
important too.  Mark Bonner, 
apprentice, said: “The Outwards 
bound course pushed me out my 
Comfort zone and helped forge 
lasting friendships.”

What’s next?
There are currently 10 other 
business areas within UBS 
considering similar programmes 
and their corporate real estate 
services have already started their 
own programme. The company 
aims to grow their apprenticeship 
component throughout the 
whole of UBS UK, whilst Wealth 
Management UK, part of UBS, 
would like to see apprentices 
make up 20% of their entire work 
force by 2025.

UBS Wealth Management went 
on to win the Rolls-Royce Award 
for Newcomer Large Employer 
of the Year for the London region 
at the National Apprenticeship 

Awards 2015 which is a brilliant 
achievement and clearly show 
that UBS fully support, and 
understand, apprenticeships.    

There have been significant 
tangible benefits which 
apprentices have brought to UBS, 
and there is definite appetite 
for the company to expand 
their apprenticeship role and 
the apprenticeship quota in the 
future.  

Catherine Gardiner, Front 
Office Risk Manager at UBS, 
concludes, “I’ve been incredibly 
impressed with the Apprentices, 
having been an advocate from 
the beginning. The majority 
have made a conscious decision 
to pursue a career, rather than 
take up places in University and 
I think this is the reason for their 
approach to their new career - 
they have joined us without any 
preconceptions or expectations. I 
have very much enjoyed working 
with them and watching them 
develop their skills.  I hope that 
one day I’ll see one of these 
Apprentices taking up a place in 
the management team, at which 
point we can really show that this 
initiative has worked.”

For more information about 
apprenticeships, search on GOV.UK
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Contact our advisors today! 
E: apprenticeships@croydon.ac.uk 

T: 0800 652 0784
W: croydon.ac.uk

Croydon College offers apprenticeships in:

Business Administration and Customer Service
Construction and Building Services
Hair and Beauty
Health, Care and Teaching Services
Hospitality and Catering
Logistics
Motor Vehicle
Retail
Sport

Want to gain a qualification and earn while you learn? 
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THREE Croydon College 
apprentices will be among tens of 
thousands celebrating National 
Apprenticeship Week in March. 

With the week aiming to 
show what a powerhouse for 
the future apprenticeships are, 
it’s apt the three Price Building 
Services heating and ventilation 
apprentices are currently working 
at Battersea Power Station! 

Steven Grove, Laurence 
Davies and Stanley Hyland are all 
enthusiastic about their decision 
to become apprentices and 
highlight just why apprenticeships 
have such a positive impact on 
individuals, businesses, and the 
wider economy. 

The trio also proves just 
how diverse apprentices are. 
Two, Steven Grove, aged 34, 
and Laurence Davies, aged 28, 
have Army backgrounds, seeing 
frontline action in Sierra Leone, 
Iraq, and Afghanistan, while 
Stanley Hyland, aged 20, joined 
Price Building Services straight 
from college. 

Ex-Army infantry rifleman 
Steven, who is married and lives 

in Old Coulsdon, is unequivocal 
about why he wanted to become 
an apprentice. “I wanted a career 
in construction with a physical 
role and the opportunity to use 
my brain. I enjoy problem solving 
so pipe fitting seemed the natural 
trade to pick,” he explains. 

“It’s hard work but really 
rewarding - and I get to work with 
a good group of lads,” he adds. 

Meanwhile Laurence, who 
lives in Tadworth, Surrey, made 

his choice because he had family 
and friends in the profession. 

It’s a huge change in direction 
for him having served ten years 
in the Army as a Royal Engineer. 
Even so, he is enjoying the 
course. “The best bit by far is the 
practical. The worst bit is the key 
skills,” he admits ruefully. But he 
has high hopes for the future. “I 
want to excel at my chosen trade 
and earn a living from it,” he says. 

Stan, who lives in West London, 

followed a more traditional route 
having completed a plumbing 
level 2 course at college and 
a construction course in high 
school he joined the growing 
number becoming apprentices. 

Croydon College is one 
of the largest providers of 
apprenticeships in South London 
with overall success 12% above 
the national base rate. It offers 34 
different frameworks with more 
planned for the future. 

From bombsite to building site
“If you’re at least 16 and 
not in full-time education, 
this could be the perfect 
option for you, and 
National Apprenticeship 
Week is the perfect time 
to find out more,” 
explains Frances 
Wadsworth, Principal at 
Croydon College.

http://www.croydon.ac.uk
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The Inside Job 
Protecting your business from the threat within 

IN today’s business world, one of 
the biggest security threats comes 
from inside the organisation. A 
report from the U.S. Department 
of Justice identified nearly one-
third of all staff commit some 
form of employee theft. The 
U.S. Chamber of Commerce 
estimates employee theft to cost 
businesses approximately US$40 
billion each year. 

With the increasing risk of 
theft or embezzlement coming 
from within, businesses are now 
looking to identity management 
security solutions for prevention 
and protection. 

Steve Bell, Chief Technology 
Officer for security developer, 
Gallagher says, “Identity is crucial 
to security. Technology has moved 
from traditional keys: untraceable, 
unmonitored and easy to copy, 
to smart cards, PIN pads, and 
now biometrics. Access is now 
determined by a unique identifier, 
something that cannot be used by 
another person.” 

Successful business security 
is two-fold; managing access 
by identity and monitoring it. 
Gallagher’s Personal Identity 
Verification (PIV) solution uses 
strong authentication and ensures 

smart cards cannot be cloned. 
It provides detailed visibility and 
traceability which act as a strong 
deterrent, as most people won’t 
commit a crime if they’re aware of 
the high risk of being caught. 

Layers of security are also 
important and whether it be cost-
effective wireless access control 
or a fully-wired and monitored 
system, Gallagher can work with 
you to identify areas of risk and 
recommend a security solution 
that meets your specific needs 
and protects your business. 

i  For more information on 
Gallagher security solutions,  
visit security.gallagher.com
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Cyber-Security
Focusing only on technical solutions is equivalent to leaving home without your 
trousers on. Governance is equally important

NINETY percent of smokers will 
die or become ill because of their 
habit. They all know this. Yet many 
will convince themselves that they 
will be part of the 10% who don’t.

When it comes to cyber-
security, the question is not 
whether a company will be 
attacked but when. Those 
who ignore this simple fact 
are probably crazy, stupid or 
incompetent. There is no patch for 
any of these. Adopting the ostrich 
approach will only prevent you 
seeing it coming – and give the 
hacker a more interesting view as 
he approaches.

The kernel of any good cyber 
defence is a simple, well-crafted 
governance regime. Identify 
the threat, quantify the risk 
and array defences accordingly. 
The magic ingredient is always 

proactive engagement on the 
part of management. Below 
that, cyber-security must be 
an, “everyone all of the time”, 
situation. Drop your guard and 
a hacker will spot and exploit 
the vulnerability in a moment. 

Governance – rules, processes 
and procedures - must be clear, 

concise, written in plain language, 
effectively promulgated and 
effectively applied. No exceptions. 
Training and education must 
take place, which might be a 
drag and seem expensive but 
neither of those consequences 
are worse than the company 
going to the wall because you 
didn’t do the simple things. Even 
the smallest enterprise needs 
to ensure that their people 
know what they need to know 
and do what they need to do.

Unsporting hackers spoof email 
addresses/links to make them 
look innocuous. If you are busy, 
tired, or both, how easy is it to 
make that mistake of opening one 
of these? Some estimate that as 
many as 95% of all hacks begin 
with a phishing attack.

Well maintained cyber-security 

tools and a structured update and 
patching programme are vital. 
But this will only help as part of 
a concatenated plan that has, at 
its heart, good governance. That 
plan, is what will save you from a 
heap of misery on the day that the 
hackers visit.

Management must be clear 
about what they will do in the 
event of a cyber breach and they 
will need to have practised it. A 
potential problem will quickly 
become a full-blown crisis if the 
response is inadequate. No plan? 
You have an 80% chance that you 
will soon be just a statistic.

i  For more information or to 
discuss, please contact  
info.bronzeye@hushmail.com  
or Andrew Taylor at  
andrew.bronzeye@hushmail.com

In this dangerous digital world, SME’s can find it difficult to access 
hiqh quality cyber-security services. This is a problem. Virtually no 
company can now operate without using the internet, with all of 
the dangers inherent in doing that.

Mainstream solution providers can be reluctant to engage with 
smaller companies who lack scale and deep pockets – which 
appears to be the primary driver for vendor engagement. 

BronzeyeIBRM’s service addresses this market deficiency. We 
offer, essentially, an outsourced and comprehensive CISO service which provides subscribers* with access, 
through a dedicated account manager, to experienced, high calibre, Information Security specialists who would 
normally be accessible only to much larger companies.

Included in the package

Induction phase:
• Technical and Physical Network/System review  

(including scan)
• Remediation Advisory (follows review and scan)

Strengthening and Maintenance phase:
• Security Monitoring (on-site or hosted by 

BronzeyeIBRM)
• Technical Helpdesk
• 24/7 Incident Response Team
• Structured Pen-Testing program (as appropriate)

Advice and Assistance with:
• Threat and Risk Assessment
• Information Security Governance (procedures, policy, 

practice)
• Regular ‘Cyber Security’ intelligence reports
• Encryption, BYOD/CYOD and remote access 

governance
• Patching policy and implementation
• Crisis Management planning, preparation and 

training**
• Resilience planning and training**
• Disaster Recovery planning and training**
• Employee education and training**
• Cyber Insurance
• Cyber legal support

* Minimum subscription period is 4 months
** Extensive or onsite education & training subject to separate contract

The kernel of any 
good cyber defence 
is a simple, well-
crafted governance 
regime. Identify 
the threat, quantify 
the risk and array 
defences accordingly.

CITY of London Police, in its role 
as the National Policing Lead for 
Fraud, is a key component of the 
UK’s response to this problem, 
working with local, national 
and international agencies 
and organisations to tackle 

the current and future threat. 
The force, which is also home 
to Action Fraud, the national 
reporting centre for fraud and 
online crime, highlights some of 
the ways businesses are being 
targeted by criminals.

Businesses operating in an 
increasingly competitive local, 
national and global environment 
can ill-afford to have their security 
compromised, be it from an internal 
or external breach. In recent 
months there has been significant 

reporting in the media about 
large organisations falling victim 
to major data breaches, exposing 
the company and its customers 
to significant financial risk and 
reputational damage.

High profile victims such as 
TalkTalk illustrate the dangers faced 
by businesses and the far reaching 
effects a data breach can have. The 
ensuing publicity would have put 

Tackling fraud  
and cyber crime -  
prevention and  
intelligence is key
Fraud and cyber fraud is costing the UK tens of billions of 
pounds each year, with businesses bearing a large proportion 
of these losses. 

contimued on P66

http://security.gallagher.com
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Cyber-Security
Focusing only on technical solutions is equivalent to leaving home without your 
trousers on. Governance is equally important

NINETY percent of smokers will 
die or become ill because of their 
habit. They all know this. Yet many 
will convince themselves that they 
will be part of the 10% who don’t.

When it comes to cyber-
security, the question is not 
whether a company will be 
attacked but when. Those 
who ignore this simple fact 
are probably crazy, stupid or 
incompetent. There is no patch for 
any of these. Adopting the ostrich 
approach will only prevent you 
seeing it coming – and give the 
hacker a more interesting view as 
he approaches.

The kernel of any good cyber 
defence is a simple, well-crafted 
governance regime. Identify 
the threat, quantify the risk 
and array defences accordingly. 
The magic ingredient is always 

proactive engagement on the 
part of management. Below 
that, cyber-security must be 
an, “everyone all of the time”, 
situation. Drop your guard and 
a hacker will spot and exploit 
the vulnerability in a moment. 

Governance – rules, processes 
and procedures - must be clear, 

concise, written in plain language, 
effectively promulgated and 
effectively applied. No exceptions. 
Training and education must 
take place, which might be a 
drag and seem expensive but 
neither of those consequences 
are worse than the company 
going to the wall because you 
didn’t do the simple things. Even 
the smallest enterprise needs 
to ensure that their people 
know what they need to know 
and do what they need to do.

Unsporting hackers spoof email 
addresses/links to make them 
look innocuous. If you are busy, 
tired, or both, how easy is it to 
make that mistake of opening one 
of these? Some estimate that as 
many as 95% of all hacks begin 
with a phishing attack.

Well maintained cyber-security 

tools and a structured update and 
patching programme are vital. 
But this will only help as part of 
a concatenated plan that has, at 
its heart, good governance. That 
plan, is what will save you from a 
heap of misery on the day that the 
hackers visit.

Management must be clear 
about what they will do in the 
event of a cyber breach and they 
will need to have practised it. A 
potential problem will quickly 
become a full-blown crisis if the 
response is inadequate. No plan? 
You have an 80% chance that you 
will soon be just a statistic.

i  For more information or to 
discuss, please contact  
info.bronzeye@hushmail.com  
or Andrew Taylor at  
andrew.bronzeye@hushmail.com

In this dangerous digital world, SME’s can find it difficult to access 
hiqh quality cyber-security services. This is a problem. Virtually no 
company can now operate without using the internet, with all of 
the dangers inherent in doing that.

Mainstream solution providers can be reluctant to engage with 
smaller companies who lack scale and deep pockets – which 
appears to be the primary driver for vendor engagement. 

BronzeyeIBRM’s service addresses this market deficiency. We 
offer, essentially, an outsourced and comprehensive CISO service which provides subscribers* with access, 
through a dedicated account manager, to experienced, high calibre, Information Security specialists who would 
normally be accessible only to much larger companies.

Included in the package

Induction phase:
• Technical and Physical Network/System review  

(including scan)
• Remediation Advisory (follows review and scan)

Strengthening and Maintenance phase:
• Security Monitoring (on-site or hosted by 

BronzeyeIBRM)
• Technical Helpdesk
• 24/7 Incident Response Team
• Structured Pen-Testing program (as appropriate)

Advice and Assistance with:
• Threat and Risk Assessment
• Information Security Governance (procedures, policy, 

practice)
• Regular ‘Cyber Security’ intelligence reports
• Encryption, BYOD/CYOD and remote access 

governance
• Patching policy and implementation
• Crisis Management planning, preparation and 

training**
• Resilience planning and training**
• Disaster Recovery planning and training**
• Employee education and training**
• Cyber Insurance
• Cyber legal support

* Minimum subscription period is 4 months
** Extensive or onsite education & training subject to separate contract

The kernel of any 
good cyber defence 
is a simple, well-
crafted governance 
regime. Identify 
the threat, quantify 
the risk and array 
defences accordingly.

http://www.bronzeye.com
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the issue of company security on 
every business’s radar. However, 
what companies and organisations 
may not be aware of is the multi-
layered nature of the threat they 
face. Making their IT systems as 
secure as possible from the threat 
posed by outside agents represents 
only part of the solution. They also 
need to make sure their own staff 
fully understands the dangers and 
how their actions can inadvertently 
cause huge problems for the 
organisation that employs them.

Data breaches aren’t the only 
threat faced, fraudsters are using 
ever more sophisticated methods to 
target individuals and businesses. 
One method often reported to the 
City of London Police is invoicing 
fraud. This is when a criminal 
targets an employee and convinces 
them that they are a representative 
of another company currently 
delivering a service. They then 
explain that their bank account 
details have been changed and 
payments for monies owed need 
to be transferred into a different 
account. Quite often, the criminal 
is able to remove the money before 
the two organisations realise what 
has happened. In July two men 
were jailed for defrauding Guernsey 
Treasury of £2.6 million after they 

made staff believe they were acting 
on behalf of a building company 
delivering work at Guernsey Airport.

Another version of this type of 
fraud is CEO fraud. Here criminals 
impersonate the company director, 
CEO, or senior manager and instruct 
a member of the company’s finance 
department to transfer funds 
with respect to a discreet and/
or sensitive acquisition, either of 
another business, or commercial 
property. On occasion, the 
fraudsters will introduce a third 
party, purporting to be a lawyer 
or regulator, to add a sense of 
legitimacy to the request. The 

employee believes they are acting 
on management instructions and 
so authorise the transaction.

Another threat that company’s 
need to be aware of comes in the 
form of social engineering, and in 
particular phishing, with employees 
being sent emails with links or 
attachments, which, if opened, 
release malware into the IT system 
which can either extract sensitive 
information or shut the whole 
system down.

 Fraud and cyber crime are on the 
rise with recent statistics from the 
British Crime Survey indicating that 
fraud is now the most prevalent 

crime in the UK with 5.2 million 
incidents last year. Businesses 
have a role to play in tackling this 
problem as the cost in financial and 
reputation terms can be extensive 
and far reaching. 

More advice on how to protect 
yourself and your business can be 
found on the Action Fraud website 
or by following them on Twitter @
ActionFraudUK

...and 
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Visit us at www.excelpublishing.co.uk
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to see how we can help 
develop your business 
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SERJEANT SECURITY LTD
Serjeant security is an established, reliable and accredited protection company.  
We have been a family run business since 1998. We have built up a very good  
reputation in the industry over the last 18 years.

Our growth is firmly based on 
customer satisfaction.

We supply all our clients with 
discreet, trained and experienced 
high calibre Officer’s.

We already supply for some major 
constructors within the industry, 
which include Local Authorities, 
Construction, Retail, Logistics, 
Offices and prestige apartments to 
name just a few.

We pride ourselves in building up 
an agile, responsive business that 
focuses on our client’s needs and 
provides customised solutions with 
a certainty of delivery at a high 
quality of service, competitively 
priced

Serjeant Security Ltd recognises 
that the quality of our personnel is 
paramount to our success. Great 
emphasis is placed on the 

recruitment and thorough screening 
and training of our staff. Our growth 
is firmly based on customer and staff 
satisfaction, which over the years has 
proved a winning formula.

We supply male and female 
Security Officers in order to offer 
you optimum choice and flexibility.

All our Officers are trained and 
SIA licenced to Level 2 Security 
Guarding and level 2 Conflict 
Management standards as a 
minimum.

Where necessary Officers are 
trained in their specialist fields ie; 
CCTV Monitoring, Key Holding, Dog 
handling, close arm protection etc, 
to NVQ Level 2 or equivalent

All staff vetted to BS7858 Standard.

We aim to meet and exceed Client’s 
expectations, and continually train 
our staff to improve our quality of 
service provided.

We would like to offer you the 
opportunity for one of our 
management team to survey your 
present/future security requirements 

for cost effectiveness and efficiency. 
This can be done over the phone 
in the first instance to give you 
the opportunity to evaluate costs, 
followed by a meeting to ensure all 
requirements would be met.

You will not be disappointed!

Services we provide:-

• Manned Security Guarding 

• Door Supervision 

• Close Protection 

• Reception Security/Concierge 

• Retail Security 

• Dog Units 

• Mobile Security Patrols 

• Key Holding / Alarm Response 

• CCTV Monitoring and  

 Management

Serjeant Security Ltd, Unit 10 Kent House, Bexley Business Park, 19 Bourne Road, Bexley, Kent DA5 1LR 
Tel:- 01322 315501 Fax:- 01322 315502 Email info@serjeantsecurityltd.co.uk www.serjeantsecurityltd.co.uk
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Manage your workforce 
to Work Better

Reduce your wage bill 

Increase productivity

Produce accurate payroll data (every time)

Prepare perfect reports

Simplify rostering

Handle holidays & absence

Connect & engage employees

www.humanforce.com
0800 014 8841SME online tools and Enterprise Solutions

From 13 to 13,000 employees get great 

workforce management tools to:

Shift Workers? 

Complicated Payroll?

Multiple sites to manage? Find out how your business can benefit

Workforce Management explained 
(& how it can make your business work better)
IF you run a people-led business 
– where people are key to the 
service or products you sell – it’s 
very important that you have the 
workforce management tools to 
support you to get the best from 
your ‘human capital assets’. 

This is what Workforce 
Management (WFM) is focused 
on – helping you to get the right 
people in the right place at the 
right time (every time) so that your 
business works better.  

A complete workforce solution 
will include day-to-day team 
management admin like time and 
attendance, to more HR related 
functions like leave and absence, 
qualifications and awards. It’s 
also a good idea to include any 
compliance requirements in a 
workforce system too (if there are 
limits on hours worked, breaks and 
staffing ratios for example).

You’ll also want business features 
for reporting and productivity 
included as part of workforce 
management, so that KPIs that 
are important to you are all taken 
directly from your ‘people data’. 

Other aspects of workforce 
management should be focused 
on time saving – like having payroll 
data automatically calculated in real 
time and all employee information 
‘attached’ to each record so there’s 
no need to look it up separately.

Where your workforce 
management solution can really 
come into it’s own is where 
you get employees managing 
themselves. If you can put control 
back in the hands of your team 

(often literally - by having it on 
their mobile phones) then your 
employees feel more connected 
and engaged with their work. 
Being able to check rosters, bid 
for additional shifts and request 
time off all from their phone or 
PC at home means employees are 
able to manage their own time 
better. Meanwhile of course your 
managers don’t have to chase 
their team for information or 
waste time sending out multiple 

messages and confirmations. Your 
managers get to spend more time 
managing, less time on admin, 
and their team works when they 
know they can and want to. 

i  Find our how your business can 
benefit - watch our 2 minute video  
www.humanforce.com
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What Do You Do  
Once the Water 
Recedes?

STORMS Desmond, Eva and 
Frank spent December of 2015 
wreaking destruction across 
the UK, flooding over 16,000 
residential homes in England, and 
creating the wettest December 
in the UK for over a decade. 
Whilst Lancashire and Cumbria 
bore the brunt, the rest of the 
UK did not escape unscathed, 
with over 200 flood warnings and 
alerts issued across the country 
throughout December, and 
hundreds of homes evacuated. 
Toby Champion, Commercial 
Director at Newton Waterproofing 
Systems, examines how 
waterproofing measures can 
assist those who are recovering 
from or facing the threat of 
flooding.

Cleanup
It is when the waters recede 

that flood victims are left with the 
greatest challenge – how to make 
flood-damaged properties fit for 
reoccupation quickly, and how to 
protect our homes from a repeat 
of such catastrophes in future?

Frequently, the post-flood 
cleanup can be as frustrating and 
torturous as the flooding itself, 
and making affected properties 
habitable again can take a lot 
longer than expected. From 
health and safety assessments, 
flood damage assessments, flood 
characteristic investigations and 
future flood risk assessments, to 
the stripping out of irreparable 
fixtures and fittings, a whole host 
of factors can prevent occupiers 
from returning to their homes.

However, one of the 
most onerous delays to the 
reinstatement and reoccupation 
of flood-affected properties is 
the unavoidable requirement 
to allow saturated structural 
walls to dry out, which can be 

as painfully slow as one month 
per inch of wall thickness. 
Furthermore, the process 
cannot begin in earnest until 
all contaminated finishes and 
organic materials have been 
removed and a ‘Decontaminate 
Building and Sanitation 
Certificate’ has been issued.

Either expediting or 
circumventing this part of the 
flood recovery process is therefore 
a crucial element in ensuring swift 
reoccupation of a property.

Recovery
Designing an effective and 

achievable flood management 
strategy is vital to being able 
speed up reoccupation, and 
cavity drainage systems, 
comprising of membranes, 
drainage and pumps, can be a 
key contributor to success.

The High Density Polyethylene 
(HDPE) membranes employed 
as part of such a system are 
designed with a cuspated 
profile, creating an air gap 
between the membrane and the 
surfaces to which it is applied. 
Once installed with specially 
sealed fixings as part of a 
comprehensive cavity drainage 
system, the membranes have 
two major benefits for f lood-
affected properties:

• By providing a barrier that 
is completely impermeable 
to water, the membranes 
separate the damp structure 
from the internal environment, 
allowing new internal surfaces 
and finishes to be installed 
immediately. They are also 
permanently effective against 
damp, salts, staining, and 
moulds, just a few of the 
potential side effects of the 
drying process that can impact 
internal environments

• Secondly they use positive 
vapour pressure to ‘move’ 
dampness out of the property. 
Internal vapour pressure in the 
air gap created by the cuspated 
profile of the membrane is 
greater than external vapour 
pressure outside. The result is 
a vapour pressure equalisation 
process, occurring where internal 
pressure moves out to the lower 
pressure externally. In doing so, 
dampness in the external walls is 
moved outwards of the property

Reoccupation and 
Remediation

By maintaining the status 
quo of the structure whilst 
simultaneously protecting internal 
environments, an effective cavity 
membrane system allows finishes 
to be applied with the peace of 
mind that the membrane will 
prolong their longevity and allow 
the walls to dry naturally behind. 
Most important of all though, is 
that in most cases the property 
can be reoccupied significantly 
earlier than if the walls were 
required to dry naturally to a 
point where new finishes could be 
applied directly.

Furthermore, when installed as 
part of a comprehensive Cavity 
Drain System that also employs 
suitable drainage, the system will 
have additional benefits beyond 
just providing a solution for 
post-flood damp proofing. Once 
installed, the system will assist 
in future-proofing the property 
against further flooding, forming 
an integral part of an overall 
designed flood remediation 
solution. By depressurising water 
as it enters the structure, the 
system is able to manage and drain 
it to a sump, before safely pumping 
it out and away from the structure, 
protecting both the occupants, 
and their possessions, inside.

This 3D cross-section demonstrates a typical and full Newton System 500 cavity drain waterproofing installation

Over 3,000 square feet of Newton’s cavity drain system was installed to prevent water ingress  
in the Grade II listed Pickenham Hall, Norfolk

http://www.newtonwaterproofing.co.uk
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Living Hoarding
Eco-Friendly No-Dig Hoarding System

Creates a sustainable ecosystem in
urban areas

Suits “no-dig” hoarding systems ensuring 
minimal waste

Significantly reduces dust and air
pollution

Provides construction site noise
absorption

Deters vandalism and graffiti

Reduces up to 60% of particulate matter

Reduces up to 40% of nitrogen dioxide in 
the air

100% reusable system

Living Hoarding is an environmentally friendly hoarding 
    solution with ivy and vegetation growing on the
        sides of the panels, providing effective
           reduction of dust on site and
                minimalising air pollution.

Living hoarding is reusable
and sustainable, no waste is 
left on site!

Tel: 0870 950 57 88
Fax: 01226 713 555
Email: enquiries@bloknmesh.com
Web: www.bloknmesh.com

http://www.abc-creation.uk
http://www.bloknmesh.com
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At last...a new service to produce 
more revenues
TO create more revenue 
opportunities, Kaiser, Apple, GE and 
others, are building true connections 
between their services and products, 
and the customer and user. They are 
using Design Thinking.

Design Thinking is a new 
category of services. It is based 
on the work of Ogilvie, Apple 
and Ideo Corporation. It is closer 
to Design and Advertising, than 
Management Consulting. In fact, 
the tools used are more social 
science and anthropology, and less 
management science based. The 
focus is designing appealing human 
centric, or empathic, solutions 
that move beyond and include 
customer experience. Observations, 
culture mapping, reading feelings, 
and senses are carried out instead 
of studies, analysis, and best 
practice processes. Customers 
willingly reveal deeper insights into 
motives and values using stories 
and analogies where they would 
become defensive when intrusive 
analytical questioning are used.

The currency is building on 
points of sticky appeal rather than 
statistical validity.

As the focus is on innovation 
and the customer, a global bank 
explained to us, designers do 
not need to know in detail how 
the industry works. In addition, as 
they further explained, because 
most innovation happens in 
small organisations (5 people in a 
warehouse), smaller companies 
are more relevant to deliver these 
innovations. They can also teach 
the larger companies how to fail as 
this is a necessary pre-requisite for 
breakthroughs. 

Usually the target is to produce a 
prototype in 3 to 6 weeks ready for 
consumer testing and improving. 
Services experientially designed 
this way would not sit well with 
accuracy focussed, professionally 
compliant, and risk averse larger 
consulting firms. I believe on 
the other side that they may be 
complimentors.

i  Sikander is a partner in Value 
Dynamics LLP, a leading UK based 
design and innovation firm that 
helps its clients to realise new 
revenue opportunities. Contact 
sikander@valuedynamics.uk.com

ADVERTORIAL

STREYM is a specialist provider 
of flexible Network, Application & 
Security Solutions & Services. We 
help businesses throughout the UK 
and internationally with tailored IT 
solutions and services to address 
specific business requirements

We pride ourselves on delivering 
a flexible engagement style in 
order to meet your requirements. 
Streym views your challenges 
from the perspective of the 
technical team as well as members 
of the management board; this 
approach means that we can 
align the delivery of our services 
and solutions with your business 
needs. Our consultative approach 
delivers a lifecycle of services that 
include assess, design, deployment, 
support and management.

Streym makes IT work. By asking 
the right questions, our consultants 
resolve complex network, security, 

communications and application 
issues. This insight is essential to 
provide a complete end-to-end 
service – a service designed to 
meet specific business objectives, 

not merely address individual IT 
components. Streym’s proven 
track record gives our clients the 
confidence to make decisions 
based on expert advice at business, 

management and operational levels.
We offer a practical and flexible 

approach to IT, based on a strong 
foundation of technology. We work 
collaboratively with our clients 
– our agility to respond to client 
needs provides real value and rapid 
delivery consequently building long 
term relationships. Our end-to-end 
services cover all aspects of IT from 
initial assessment through design & 
planning, hands-on deployment and 
24×7 management and support. 

i  Find out more: 
www.streym.com 
info@streym.com

Tailored IT Solutions & Services for 
Businesses who only want to focus on 
growth, not technology issues

design - creative - true digital marketing solutions  

call us on 0161 661 4172

e-mail marketing      web development      app developmente-mail marketing      web development      app developmente-mail marketing      web development      app developmente-mail marketing      web development      app development

Excel Digital is a division of Excel Publishing Company Limited
Excel Publishing Co Ltd, 6th Floor, Manchester One, 53 Portland Street, 
Manchester, M1 3LD  |  Tel: 0161 236 2782

digital marketing solutions 
at your fi ngertips

Excel-digital-promo-advert-A4-qtr-page.indd   1 22/08/2013   16:21

http://www.excelpublishing.co.uk
http://www.streym.com
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If you are a member of LCCI with an offer for other members, contact Jo Cass on: 020 7203 1713 or membersoffers@londonchamber.co.uk

n Salonika are a Financial 
Services firm operating in the 
fields of Corporate Advisory, 
Capital Markets Advisory and 
Shariah Compliant Solutions. 
Our team of investment 
banking, accountancy and legal 
professionals provide a range 
of custom made solutions to 
our clients in the UK and in 
Emerging Markets.  We have an 
experienced team of investment 
banking, capital markets, 
accountancy and public policy 
professionals with a proven 
track record of developing 
bespoke and innovative 
solutions for our clients. 

Offer to members
We are offering all LCCI 
members a free 30 minute 
initial consultation to discuss 
their corporate strategy 
requirements. We are also 
offering members 30% off all 
company valuation and due 
diligence work for UK and 
Europe related acquisitions.

Contact
To find out more please call 
Hussain on +442077888432.

n The Directors Briefing looks to 
invite six business people to the 
LSE each month.  The aim to help 
fill knowledge gaps enabling you 
to reach the correct decisions 
for your business.  Over 300 
directors and partners have 
benefited since we started in 
2013.  There is nothing for you to 
join, and no one is allowed to sell 
to you.  Would you find attending 
helpful? If so, here is an offer 
exclusively for LCCI members. 

Offer to members
£50 credit towards attending a 
Directors Briefing, normal cost 
£95, members’ cost £45.  Please 
contact us to quote your LCC 
membership number to take 
advantage of the offer.

Contact
www.directorsbriefing.co.uk
dedmonds@directorsbriefing.
co.uk
DDI: 01908 504 052

n House recruitment is a 
pioneering recruitment 
consultancy offering something 
different. We can provide a 
typical contingency service as 
well as an innovative Direct Hire 
offering, shaving over 50% off 
a typical agency fee and raising 
your employer brand and profile 
in the process. Covering the UK 
sourcing HR, Sales & Marketing, 
Finance, Legal and Business 
support roles as well assisting 
with building an employer brand. 
The perfect solution for any start 
up or growing SME. 
 

Offer to members
House is offering a free of charge 
consultation on any recruitment 
projects/needs your business 
has, and a 10% discount on the 
final fee of the first assignment. 
(Consultations to be within M25 
and for a maximum of 2 hours)..

Contact
Michelle Paoloni on 07795 
172755 or email michelle@
houserecruitment.co.uk
www.houserecruitment.co.uk 

n Tailor made partnerships 
to protect, manage, maintain 
and support your IT Systems, 
IT infrastructure, Networks, 
Cloud and on site servers, 
computers plus devices. Fast 
Friendly Professional response, 
our current average response 
to fix is 7 minutes. We’re 
audited annually to provide 
peace of mind on our client 
confidentiality, trust and quality 
standards. 
 

Offer to members
Let us help you do more and love 
your IT! We’d like to give LCCI 
members a 10% discount on 
monthly contracts and a 15% on 
annual contracts

Contact
T: 0800 019 4525
E: info@nova-itsolutions.com
W: www.nova-itsolutions.com

n Trusted by the Italian 
government, Unicef and 
the UN to name a few, One 
Stop Language Solutions has 
earned a strong reputation for 
providing accurate, carefully 
researched, flawless Italian 
to English and English to 
Italian translation services 
to companies and stellar 
professional interpreting 
services for events, conferences, 
exhibitions or business 
meetings.  We offer world-class 
services in over 150 languages, 
recognised professionalism, top 
quality, confidentiality, friendly 
approach and value for money, 
with 20 years’ experience. 

Offer to members
We currently have a special 
spring offer for London Chamber 
of Commerce members - 5% off 
all interpreting work available 
from 1st February to 31st May 
2016.

Contact
020 7297 3008 for an instant 
quote and more details 
contact@
onestoplanguagesolutions.com

n At Space & Shape we pride 
ourselves on our authentic 
high-quality contemporary 
designer furniture. Each 
individual of our timeless pieces 
are carefully made by skilled 
craftsmen, who only select solid 
hardwood for their work. We 
aim to refresh your working/
home environment with a 
contemporary spark to create a 
fun and vibrant atmosphere. 
 

Offer to members
We are proudly offering LCCI 
members 10% off on orders 
over £1000, FREE UK Delivery. 
Simply use the Promotion Code: 
LCCIROCKS

Contact
For more information check 
out our website www.
spaceandshape.com and if you 
have any questions, please 
contact info@spaceandshape.
com 

n Conveniently situated in the 
heart of London, connected 
by footbridge to Paddington 
Station, Hilton London 
Paddington has a roof to roof 
connection with Heathrow 
Airport in just 15 minutes by 
Heathrow Express. Along with 
four London Underground 
lines on the doorstep, the 
hotel remains one of the 
best-connected hotels in the 
capital. The hotel offers a 
total of 18 flexible meeting 
rooms along with dedicated 
events staff ready to cater 
for up to 350 people. 

Offer to members
The hotel offers to LCCI 
members 10% off conference 
and events bookings (excluding 
bedrooms) and 20% off Food & 
Beverage in the Steam Bar and 
The Brasserie restaurant. Book 
and consume by 31 May.

Contact
Call 02078500500 and quote 
“PADLCCI16”. Terms and 
conditions apply

n “JS Baltic” - Lithuanian 
based company producing 
seating furniture. We produce: 
auditorium and conference hall 
chairs, theatre and cinema seats, 
concert hall chairs, educational 
institutional chairs, public spaces 
and lounge seats, stadiums and 
sport hall chairs. The accumulated 
experience of employees in 
the furniture industry allows 
us to produce high quality 
products. We can produce the 
chairs according to customer 
orders, prepare a draft layout 
of the chairs in the respective 
area and propose suitable 
chairs for the project design. 

Offer to members
“JS Baltic” – looking for 
contractors and business partners 
in the UK and / or Northern 
Ireland. We are able to offer 
good quality of chairs, seating 
production and installation that 
meet the standards for a really 
reasonable price.

Contact
Contact our commercial agent in 
UK Gintaras Baciauskas
gintaras@jsbaltic.com
+44782812254.



What Third-Party and Fraud 
Risks Threaten Your Business?

Our Third-Party Risk Management (3PRM™) 
services provide a proactive approach to 
mitigating risks from third-party affiliations, 
protecting your organization from liability, 
brand damage and harm to business.

Our 3PRM strategy focuses on:

 ; Providing third-party risk assessments

 ; Meeting contracting requirements

 ; Conducting due diligence

 ; Providing management oversight

Our fraud experts will work with your team to:

 ; Identify fraud risks at your organization

 ; Implement proactive controls to prevent fraud

 ; Investigate cases of unethical behavior

 ; Measure effectiveness and results

Estimated amount of revenues 
that the typical organization 
loses each year to fraud.*

Potential global fraud loss 
(if applied to the estimated 
Gross World Product).*

*Source: ACFE’s 2014 Report to Nations.
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CONTACT CRI GROUP TODAY
Our experts can assist you with all of your anti-fraud and due diligence needs.

WEB: CRIGROUP.COM    
EMAIL: ZANJUM@CRIGROUP.COM   PHONE: +44 20 7712 1626 OR +44 20 3478 2449

London Business Matters 3PRM.indd   1 11/19/15   9:32 PM210737-12-15 LBM CRI Group.indd   1 20/11/2015   11:24

http://www.crigroup.com
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