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SANDERSON YOUNG WISH ALL THEIR CLIENTS A  
PEACEFUL CHRISTMAS AND A PROSPEROUS NEW YEAR 





#AskSB

nuthouse
bunch of elves
this side of the

We believe marketing brings creative passion into 
any business and can be the best investment you ever 
make, and, whilst we can’t always guarantee to solve 

all your challenges, it’s reassuring to know our work has 
been putting smiles on our clients’ faces since 1999.

Silver Bullet: your truly integrated service

jolliestTHE

Clark Griswold, National Lampoon's Christm
as Vacatio

n

Happy Christmas from Silver Bullet

@SilverBulletPR             Hello@silverbulletmarketing.co.uk  www.silverbulletmarketing.co.uk    t: 0191 261 7422
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Visit our showroom today 1 Stirling Court, Eleventh Avenue North, Team Valley, Gateshead, NE11 0JF
www.wdix.co.uk 0191 482 0033

Since 1931 our family business, est.1888, has
supplied and installed AGA Cookers in homes
throughout the North East and Yorkshire.
We also supply a wide variety of high quality range
cooker and refrigeration brands for all kitchen styles
and sizes. A North East company you can trust, our
team are dedicated to providing you the best advice,
price and service to ensure that you find the best
appliances for your kitchen. Based in Gateshead,
just off the A1, our magnificent showroom has

dedicated AGA displays, with all current models, col-
our ranges and specialist AGA Cookshop. Our expert
staff can demonstrate the workings of this renowned
cooker, and show why an AGA is more than just a
cooker. As Range Cooker Specialists our showroom is
filled with leading cooker brands such as Wolf,
Lacanche, Steel, Rangemaster and Falcon. ESSE
Range Cookers are our latest addition for this Spring.
We also have a selection of refrigeration displays from
leading brands Sub Zero, Steel and KitchenAid
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Cooking&Cool
YOUR KITCHEN DESERVES THE VERY BEST APPLIANCES

At Walter Dix & Co, we specialise in quality range cookers, refrigeration, extraction and cooking equipment.  
Visit our Gateshead showroom to see our range of dedicated displays, or contact us today. 
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Welcome to the December edition of Northern Insight.
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We are delighted to close the year with another exhaustive look at the very best in North East business life.

Our cover stars are Sanderson Young who are making a difference in the world of estate agency.

As ever we feature an array of social event coverage including the fantastic ITPS Raceday,  

the North East Marketing Awards and Percy Hedley Ball. 

Look out for some great features on local companies showcasing their growth and success this year with  

many making their mark on the national stage. 

I’m sure everyone will find something of interest to enjoy in one of our most comprehensive editions yet. 

2018 has been a momentous year for Northern Insight with the magazine continuing to evolve and grow.  

We look forward to 2019 with great enthusiasm and optimism.

All that remains is to wish all of our readers, advertisers and suppliers a very  

Merry Christmas and prosperous New Year. Cheers!

Michael Grahamslaw, Publisher

Thank you for your continued support.  
Till next month.   
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B U S I N E S S  N E W S

One of the region’s most important investment 
funds has secured £8.5m to support a range of 
property and land backed projects.

The TOC Property Backed Lending Trust PLC (PBLT), 
which is quoted on the main market of the London 
Stock Exchange, has secured the additional funding 
to fulfil demand from projects predominately in 
the North East.

The fund was launched at the beginning of 
2017 by one of the North East’s leading wealth 
management companies, Tier One Capital. As 
the appointed investment advisor to PBLT, Tier 
One Capital has already identified a pipeline of 
potential loans through its presence and network 
in the region.

Ian McElroy, CEO of Tier One Capital, said: “The 

ongoing success of PBLT reflects a growing 
confidence in the region and a real willingness 
to invest in its future. Over £50m has been 
raised over the last two years through our direct 
lending proposition. People and businesses who 
are dedicated to developing property in the North 
East have access to the fund, which is specifically 
designed to encourage further regional prosperity.”

Fund Manager Brendan O’Grady added: “The North 
East is seen as a real area of growth by investors 
from around the UK. There is an appetite for an 
alternative form of investment and the PBLT 
enables both institutional and regional investors to 
invest in a way that delivers a strong return, while 
making a positive difference to the future of the 
North East.”

ENTREPRENEURS LAUNCH 
REVOLUTIONARY 

UNIVERSITY APPLICATIONS 
BUSINESS

A start-up business is already planning global 
expansion through the launch of its much-
anticipated online platform which promises 
to revolutionise the process of university 
applications for international students.

StudyAtlas has created a one stop shop for students 
around the world to search, compare and apply 
for university courses through one single website. 
Currently, international students apply for courses 
via an agent, where fees can be up to £2,000, 
however now, StudyAtlas simplifies and improves 
the application process for both the student and 
the university.

Based in TusPark Newcastle, StudyAtlas offers 
university courses in the UK, Australia and New 
Zealand, with partnerships in Nigeria, India and 
China planned for the near future. Global expansion 
into the likes of the United States and Canada will 
be the next phase of development.

Founder Asanka Jayaweera said: “We are 
disrupting the inefficient and outdated system 
for international student recruitment by fully 
automating the admissions process. Our service is 
free and impartial to students. The application will 
be reviewed and improved by the StudyAtlas team 
and then goes directly to the university.

“We wanted to base StudyAtlas in the UK and 
Newcastle is the best place for us as a start-up. 
There are great universities, facilities, advice and 
support.”

StudyAtlas is being supported in its growth and 
development by Newcastle-based law firm Sintons. 
Sintons is a specialist in advising start-up and tech 
businesses.

TIER ONE CAPITAL SECURES £8.5M 
ADDITIONAL FUNDING FOR NORTH 

EAST INVESTMENT FUND



B U S I N E S S  N E W S

intelligent process automation
Nintex drives efficiency and manages your processes, across cloud and mobile.

Find out how Synergi can supercharge your process automation.
Get in touch with us by calling 0191 477 0365 or visit www.synergi.it
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FORMER TEACHER 
WRITES BOOKS TO HELP 
CHILDREN WITH SELF-
CONFIDENCE ISSUES

Eleanor Baggaley is using her life experiences to 
help children deal with self-confidence and goal-
setting.

Originally from Warrington, Eleanor moved to 
the North East to attend Newcastle University. 
Following a move to Scotland, Eleanor was involved 
in a motor accident which shook her confidence 
very badly, before moving back to the region to 
become a maths teacher. However, one child, 
who sadly died from a brain tumour, provided 
Eleanor with the motivation to leave mainstream 
education and focus on helping children with their 
self-belief, positive mindset and confidence.

Under her business name The Snowdrop Story, 
Eleanor now has one children’s book published and 
two more in the pipeline, all three named after her 
own children, Maya, Oscar and Ava.

VETERANS ASSIST HEALTHWATCH 
NEWCASTLE

Former members of the armed forces are being asked for their opinions on mental 
health matters in a new survey that will help health professionals to understand 
the needs of those who have served their country.

Healthwatch Newcastle (HWN) champions the rights of users of publicly funded 
health and social care services. They collect feedback on services from people of all 
ages through a network of voluntary and community sector organisations. 

HWN has now partnered with North Tyneside charity Forward Assist to facilitate what 
the charity terms ‘Post Traumatic Growth’ for military veterans. 

HWN is holding a series of focus groups and surveys with Forward Assist. The results will 
be collated and used to shape future care and health services throughout Newcastle.

KELLY’S HEROES GO 
FROM CV’S TO QUALITY 

CARE
An expert in helping people to gain employment 
by raising their self confidence levels has used 
her knowledge of the care sector to start a new 
strand to her business.

Kelly Oliver Dougall started Cygnet North East 
after working with a brain injury charity as a 
community counsellor and care expert. Kelly is now 
linking her skills together to form a new branch of 
her business, caring predominantly for those with 
brain injuries covering North Tyneside, Newcastle 
and Northumberland.

Kelly has incorporated three distinct sectors into 
her business, skills training, specialist care and the 
well-being of her clients, creating a one stop shop 
to help people reach their full potential, increase 
empowerment and receive the best possible care. 

NEOFFERS.CO.UK OFFERS 
CHRISTMAS HOPE

One local businessman is pledging to help The 
People’s Kitchen feed a friend for Christmas for 
the fourth year running.

Chris Tubman last year raised a staggering £68,325 
after thousands of kind-hearted north easterners 
pledged £5 to feed a friend for Christmas. Chris, 
who runs NEoffers.co.uk, understands that this 
can be a very stressful time for those who are 
unfortunate enough to be homeless during the 
festive period.

The People’s Kitchen have been feeding the 
homeless and vulnerable of Newcastle for more 
than 30 years. The charity is run entirely by 
volunteers, no government funding is received 
and no one is paid for their work. Chris has asked 
his kind-hearted customers to once again pledge 
£5 for the cost of a winter meal with all proceeds 
going to The People’s Kitchen.



ITPS ANNUAL 
RACE DAY  

2018
 

Managed IT Solutions and Services Provider 
ITPS held its annual race day for the first jump 
meeting of the season at Newcastle racecourse 

last month. Its flagship event hosted by Sky 
Sports presenter Pete Graves saw clients and 

partners enjoy an afternoon of hospitality 
and fine food in the stunning Park View Suite 
at High Gosforth Park. The company raised 
an impressive £3k for charities St Oswald’s 

Hospice, Sunshine Fund, Percy Hedley 
Foundation and The Freeman Hospital.





FIND YOUR DREAM HOME THIS CHRISTMAS @ 
WWW.SANDERSONYOUNG.CO.UK

I was delighted to feature, for the very first time, a New 
Homes development on the front cover of the Autumn/
Winter issue of our bi-annual magazine, Collection. We 
are extremely proud to be connected with the Smith’s 
Dock development in North Shields which represents 
one of the finest, most innovative new homes schemes 
to be built in the North of England over recent  
decades. It has transformed the former proud working 
area of the ship building docks into a beautiful place 
to live with a diverse mix of luxurious, contemporary 
apartments and fabulous energy efficient two and 
three storey homes.  We strongly recommend, if you 
haven’t visited this site, to do so, where our colleagues 
will be delighted to welcome you 5 days a week. See 
www.smithsdock.co.uk.
The title of this article indicates my review of the  
estate agency industry and the changes we have  
experienced in recent times. The arrival of online  
estate agents has undoubtedly shaken our traditional 
industry and they now represent something in the  
region of 8% of the market place. The ability to  
purchase an estate agent up front, at a low cost is  
obviously attractive to certain consumers, and we  
must review where that attraction lies and what the 
benefits of it are compared to traditional skills.
My own company has, for a long time, invested in 
expensive high street offices, however, the success of 
our magnificent website and its everchanging features 
is undoubtedly proving to be an extremely good  
investment. The number of people visiting our 
branches has dramatically reduced in recent years, 
with the tremendous visibility of properties online. The 
majority of consumers want to have access and ease 
of shopping, and the Amazon model is proving very 
clearly how the public react to shopping online. Whilst 
many of us continue to look out for ‘local industry’ it 
still needs to be easy, quick and efficient and this is why 
online business continues to have a great attraction.
The most significant focus, I believe, in how an estate 
agent makes a difference, is through their expertise, 
experience, knowledge and understanding of the way 
in which they can benefit a client.
At the end of the day we are selling a commodity,  
and that commodity is probably the most valuable  
our client owns. Like all commodities from houses to  
jewellery, cars and artwork, the value of a property 
depends on how many people see it for sale,  
understand its worth and value its benefit.  I am firmly 
of the belief that properties can vary in value by 
between 5% - 10% minimum, and for most of us this 
represents a significant amount of money, which is 
effectively being gambled every time you offer it for 
sale.  The principal way in which estate agents make 
a difference is the ability to reach out, not only to the 
maximum number of people, but to convince those 
people to buy that commodity at the best price  
possible and to overcome objections as and when 
they may occur during the transaction. These skills 
often save, or make up to, 10% of the property value; a 
significant sum of money for any vendor to gamble!
Online estate agents, low value estate agents and  
people who charge a low level of fee are obviously 

hoping to transact a very high volume of properties  
or they are remunerating their team at a low level.   
If staff are remunerated at low levels then they  
won’t feel valued and you will attract inexperienced, 
unqualified and uncaring qualities.
By investing in your skills and employees, you should 
be able to recruit the very best people who can 
transact that business to the highest level of value, in 
the quickest period of time and with the least amount 
of problems occurring.  This, I believe, is where estate 
agents can make a difference.
I think, as I look to the future, the need for expensive 
offices will dissipate; the focus on high quality  
connections and communications between the estate 
agent and their client will increase and I can see a 
time coming soon when we will need to have live  
communication 24 hours a day, 7 days a week, which 
is something we are constantly reviewing.
The need for expertise and professional service is 
where Sanderson Young focus most of their attention. 
My company is represented by 50 high quality  
employees, who have, in many cases, worked in the  
industry for a long period of time: they are local 
specialists, they know their area, the house styles, the 
housing problems, the transaction difficulties and 
the premium levels that sometimes can be achieved 
in certain locations. Values can change dramatically, 
even within a street, where one side or another can 
carry a premium when one style of house and one age 
of property can also vary dramatically.  It is through 
the local knowledge that we carry and the experience 
of the years of selling in these areas, that we can ac-
curately forecast this.
We see property values rising steadily over the next 
12 months due to the shortage of supply, and even 
though some of the magnificent new homes sites 
which we are opening will satisfy some of that supply, 
we need to build many more properties very quickly 
to reach current demand.
I am delighted that the colleagues I work with within 
Sanderson Young are continuing to be valued by so 
many of our clients and that our in-depth knowledge 
of the housing market proves the worth of an estate 
agent over and beyond the low level fees and online 
operators, so that we can genuinely provide value for 
money and prove, undoubtedly, to our clients, how a 
good estate agent can make a significant difference.
The latter part of 2018, and the start of 2019, will see a 
number of new show homes being opened at some of 
our fantastic new developments, including the  
Smokehouses at Smith’s Dock, the Ascent Homes 
development at Hemingway Court at Ponteland, and 
Foxton Glade at Lesbury, representing only three of 
the most exciting developments within the region. 
Thank you to our past and present clients for their 
fantastic loyalty and support in recent times and I look 
forward to welcoming new clients to our company in 
2018/19 where we strive to exceed the expectations 
of every client we represent.

Duncan G Young
Chairman

THE NEED FOR 
EXPERTISE AND 
PROFESSIONAL 

SERVICE 
IS WHERE  

SANDERSON 
YOUNG FOCUS 

MOST OF THEIR 
ATTENTION.
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forward to welcoming new clients to our company in 
2018/19 where we strive to exceed the expectations 
of every client we represent.

Duncan G Young
Chairman

THE NEED FOR 
EXPERTISE AND 
PROFESSIONAL 

SERVICE 
IS WHERE  

SANDERSON 
YOUNG FOCUS 

MOST OF THEIR 
ATTENTION.

13

C O V E R  S T O R Y



14

R E C E N T  A P P O I N T M E N T S

OUTSOURCED TALENT ACQUISITION 
PARTNERS INSPIRING BUSINESS CHANGE

www.seao.co.uk  |  hello@seao.co.uk  |  0191 211 1470

NEWCASTLE INTERNATIONAL AIRPORT APPOINT 
NEW AVIATION DEVELOPMENT EXECUTIVE

Newcastle International Airport’s newest recruit Chris Ion has filled the position 
of Aviation Development Executive – meaning he will work as part of a small 
team works in collaboration with the airlines at ‘Your Airport’.

The 27-year-old has moved back to the North East after spending the past five 
years working with airlines and airports all over the country – most recently in 
Doncaster Sheffield Airport.

His new role includes all facets of aviation development, including managing, 
measuring and procuring airlines and services. It will also involve working with 
different airlines and tour operators to develop exciting new routes from the Airport.

Leon McQuaid, who has recently been promoted to Head of Aviation Development, 
added: “Chris shares our passion for the North East and we are thrilled to welcome 
him to the team. “His experience and knowledge of the industry will be an invaluable 
asset to Newcastle International Airport.

Commercial law firm St James’ Square have announced the appointment of a new partner.

Scott Cable has been promoted from senior associate to partner of the Newcastle-based firm. 
Scott, a commercial litigator with over 10 years’ experience, is also head of the dispute resolution 
department.

His promotion will strengthen the partnership team at St James’ Square, which has made a turnover 
of £1.3 million in the 18 months since the firm was founded.

St James’ Square Managing Partner, Paul Monaghan said: “We are delighted to have made Scott a 
partner. He has been with the firm for a year now and his hard work and dedication has contributed 
enormously to the growth and success of St James’ Square.”

The appointment takes the St James’ Square partnership team to five, with Scott joining Paul 
Monaghan, Andrew Carser, Mark Lynn and Martin Wilson.

Northumberland-based housebuilder, Ascent Homes, has announced the 
appointment of a Senior Land Manager to add further support to its land acquisition 
and housing development team.

David Salkeld is widely experienced, starting his career at building contractor, John 
Laing in Gosforth on leaving school and qualifying as a chartered quantity surveyor 
with admission to the Royal Institution of Chartered Surveyors (RICS) in 1987.  Since 
that time, he has worked in commercial teams for main contractors until moving into 
property development in 1997 whilst at Willmott Dixon, followed by time at Helios 
Properties and Morgan Sindall Investments.

With a brief to locate and secure a legal position on land as well as selecting a 
consultant team to secure planning permission in accordance with Ascent Homes’ 
business objectives, David will be drawing on all of his expertise.  

He is currently working on several current and planned developments across the county 
including schemes at Blyth, Newbiggin, Longframlington and Prudhoe. 

SAMUEL KNIGHT INTERNATIONAL 
ANNOUNCE RAFT OF NEW 

APPOINTMENTS 
Samuel Knight International is enjoying a swathe of new appointments 
and promotions as it continues to amplify business growth. 

Samuel Knight has appointed Laura Lee in the role of marketing manager 
to lead its marketing and communications strategy, following a period of 
significant expansion at the rail and energy global manpower business. 

With prior marketing experience in professional services recruitment, 
Laura has over 10 years’ experience working across the private and public 
sector in a number of senior marketing positions. 

Another key promotion within the finance arm of the business, is Lisa 
Whitwell, who has been promoted to Financial Controller having played a 
key role in establishing international operations.  

Additionally, Samuel Knight International’s energy division has enjoyed a 
welcome boost, with Simon Cottenham recently promoted to Business 
Development Manager.

NEW APPOINTMENT AT HOUSEBUILDER STRENGTHENS TEAM

NEW PARTNER FOR GROWING NORTH EAST LAW FIRM ST JAMES’ SQUARE



In our experience of working with entrepreneurs 
and SME business owners, a regular challenge is 
helping them identify and manage their external 
suppliers or business partners. Coming from a 
mindset and reality of doing everything themselves 
the notion of needing external expertise or support 
can be a new concept. However as you grow this 
expertise can be instrumental to your success.

Having spent most of my career working ‘in’ 
businesses I learnt very early on that ‘win, win’ 
partnerships are the only way for long term 
successful business relationships. So how effective 
are your external business relationships? Are you 
meeting your objectives? Might the way you manage 
such relationships be hampering your success?

Trust is the basis of any successful relationship

Lencioni talks about trust being the basis for building 
cohesive management teams and the same is true 
for any successful long term supplier or business 
partnership. Any business will have the challenge of 
what to insource or outsource at different stages of 
their growth journey. Finding the right partner who 
understands your business and shares your values is 
as important, if not more so, than whether they have 
the technical skill.

Getting the right person for the job

Consider the process you go through to recruit a new 

team member. Then compare that to how you select 
a new key supplier or business partner. How robust 
is the process? Do they understand your why? What 
are their motives and are they aligned with your 
values? Ideally you want companies that will go the 
extra mile to gain the necessary insight to give advice 
or guidance that has relevance. Time invested is likely 
to impact the outcome.

“There’s never enough time to do it right, but there’s 
always enough time to do it over” – Jack Bergman.

The terms of engagement

Ensure you know what you want. There are lots of 
sales people out there and watch out for ‘wolves in 
sheep’s clothing.’ Are they experts in what you need? 
Have they experience working with people like you?

Be clear about how the relationship will be managed. 
How will they react to challenge? They might 
be technically gifted but with no appreciation of 
how to manage a successful partnership. How will 
performance be measured?

Roles and responsibilities

Who is responsible for what? If you are engaging 
with a new partner be prepared to discuss your ways 
of working, both process and cultural. Consider the 
demands on your internal resource. For you to get 
the best from your partner you need to commit time 
and resource.

What’s it like doing business with you?

We take the time to get feedback from our customers 

and from our teams but how good are you as a 

client? Does it matter? It might well be hampering 

you achieve your business goals and vision. Take a 

look in the mirror or ask some of your suppliers what 

it is like doing business with you – extreme I know!

Ensure there is a ‘respect equilibrium’ – understand 

their pressures as well as your own. 

Are your systems and processes robust enough for 

easy partner integration? Unfortunately internal 

challenges, such as ineffective decision making can 

be magnified when working with external partners. 

Have the honest dialogue

Even the best constructed and robustly selected 

partnership will have its learning. Create the 

foundations for honest dialogue from the start. It 

will be critical in the ‘forming’ and ‘storming’ stages. 

Getting used to a new relationship and different 

ways of working takes time. Work at it. However if 

it just isn’t working make the difficult decision and 

agree to walk away, but do it amicably. Word travels 

even faster these days!

“Coming together is a beginning, keeping together is 

progress, working together is success” - Henry Ford.

Andrew Silver

ARE YOU A GOOD CLIENT? WHY DOES IT MATTER?
“Alone we can do so little, together we can do so much” – Helen Keller

Andrew Silver is a Director of 360 Growth Partners who identify, coordinate and make the adjustments businesses need to accelerate growth.  
For more information go to www.360growthpartners.co.uk or e-mail start@360growthpartners.co.uk
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The lights have been switched on, 
Fenwick’s window is drawing its usual 
crowds, and the most wonderful time of 
year is finally here. 

Along with the festivities has come the 
typical slew of big budget retail Christmas 
adverts and, as has become tradition, so 
too come the barrage of journalists keen to 
review who has been naughty and nice, and 
which ones we really should watch twice! 

Over the last decade we’ve seen the 
competition for the top spot in the 
Christmas advert rankings become tougher 
than ever. And with it, has emerged a 
different style of advert. John Lewis’ 2011 
‘The Long Wait’ advert ensured that the 
festive ad game would never be the same 
again. Since then we’ve seen the triumphant 
rise of the storytelling approach. Call it 
charming, call it heart-warming - you 
certainly won’t need to look far to find the 
John Lewis effect in action. Think Aldi’s Kevin 
the Carrot. Or this year’s Cadbury’s offering, 
with its ‘Secret Santa’ theme encouraging 
us to give a small gift anonymously this 
Christmas, 'just because'. (Of course if that 
gift can be chocolate, all the better). 

With so much money being spent, it’s easy 
for companies to feel priced out of the ball 
game. But every so often, along comes a 
brand to show us why that isn’t the case.  

One such advert that stands out this year 
for arguably achieving more column inches 
than most, is Iceland’s ‘non-Christmas’ 
Christmas advert. Whilst it wasn’t set to be 
the biggest budget advert on the box, it is 

likely to be this year’s most talked about. 
Aimed at raising awareness of the impact 
of palm oil production on orangutans and 
their habitats, the advert was banned by 
Clearcast, not for its content (as some 
originally claimed), but for breaking a well-
known rule prohibiting advertising that is 
‘inserted by or on behalf of a body whose 
objects are wholly or mainly of a political 
nature.’ In this case, it was produced not by 
Iceland, but by Greenpeace. 

A heart-warming advert, yes. Strong 
storytelling, yes. A PR stunt…possibly. 
After all, surely Iceland knew it would 
contravene broadcasting rules? And in doing 
so they’ve prompted more conversations 
(and raised more awareness of Iceland’s 
environmental commitment – something 
they’ve previously ranked poorly for) than 
they otherwise would have done. 

But if you’re anything like me, you may have 
noticed that it isn’t even a Christmas TV 
advert that has been dominating the local 
airwaves. Instead, it’s an exceptionally clever 
little marketing tactic by the North East’s 
very own Gregg’s.  

When the curtains were pulled back on this 
year’s Fenwick’s window, the crowds were 
quick to spot something different. Thanks 
to some clever thinking, and the hard work 
of a few workmen (no doubt dispatched to 
Northumberland Street in the middle of the 
night), the neon sign of the Gregg’s store 
located directly across the street had been 
turned around. It may look back to front 
when you look at it straight on, but in those 
all-important Instagram snaps of Fenwick’s 

festive scenes, the wording in the reflection 
reads perfectly. 

It’s an exceptionally simple idea. One that, 
beyond a couple of hours of time, won’t 
have broken the bank. But arguably the 
reason why it is so effective, is because it 
reinforces a brand persona that has long 
since been established. Cheeky, somewhat 
irreverent, the king of the stunt. Gregg’s 
latest offering is the perfect addition. 

More often than not, the very best PR or 
marketing campaigns will appear to be 
simple. But scratch the surface and you’ll 
uncover a potent mix of both strategy and 
creativity. Rooted in insight, supported by 
genuine actions, and brought to life with 
a sprinkling of imagination and creative 
genius. 

At Karol we call this process forensic PR. 

It starts at the end, with your customer. 
Learning who your audience are, what 
motivates them, what they like and what 
they don’t. Knowing who else is competing 
for their attention – and how. Knowing 
what makes you different and where you 
add value. 

It’s what helps you have a point of view, a 
purpose, an opinion. It’s what allows you to 
craft a story that reflects who you are and 
what you stand for. 

And then comes the hard work. That brilliant 
creative thinking. That gem of idea that 
allows you to tell your story, time and time 
again. 

We told you it was simple! 

WHY SIMPLICITY CAN BE KEY TO 
PUBLICISING YOUR BUSINESS  

Karol Marketing Account Director, Victoria Ross, explains why communications success isn’t 
always down to big budgets, and how sometimes the simplest ideas are the ones that  

can really help your brand stand out from the crowd.

To discuss how Karol’s award-winning insight and creativity could help raise the profile of your businesses, please contact 
 Victoria Ross or Stefan Lepkowski on 0191 2657765 or Victoria@karolmarketing.com/Stefan@karolmarketing.com 

 @KarolMarketing
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The Gallagher Premiership encounter is a 5.30pm kick-off, last season’s 
match at the home of Newcastle United drawing a club record home crowd 
of 30,174 for the 25-22 victory over Northampton Saints.

This season’s game once again falls on football’s international weekend, Falcons 
director of rugby Dean Richards welcoming the return of an event which saw 
Premiership Player of the Season Vereniki Goneva marking his first-half try with 
a trademark Alan Shearer celebration last March. 

“It was an incredible experience to be involved in last season’s fixture at St 
James’ Park and the chance to go there again is another fantastic opportunity 
for us and our supporters,” said Richards.

“The North East public are renowned for coming out and supporting major 
events, it will be a real celebration of rugby and to play at such an iconic 
stadium is a chance not to be missed.”

Newcastle captain Will Welch echoed Richards’ enthusiasm saying: “I’m a 
lifelong Newcastle United supporter, I’ve gone there regularly from when I was 
a kid and it’s great that we will have the chance to return to St James’ Park.

“Last season’s game there was one of the stand-out moments of my career, 
captaining the side in front of more than 30,000 people, and I’m sure there’ll 
be similar levels of excitement around this season’s fixture. 

“The fact that it’s against Sale Sharks adds a bit of extra spice with being our 
northern rivals in the Premiership, and we feel like we owe them one after 
losing over at their place earlier in the season.”

Entry starts from just £10 for adults and £5 for children, with tickets available 
now by calling 0871 226 6060 or visiting www.newcastle-falcons.co.uk .

Falcons season ticket members are once again eligible for a free ticket, with 
season parking passes also valid. In addition, season ticket members will be 
entitled to purchase extra tickets in certain areas at a discounted rate. For full 
ticketing details and FAQs visit www.newcastle-falcons.co.uk .

Hospitality packages are available by calling 0191 214 2892 or emailing 
corporatesales@newcastle-falcons.co.uk.

www.newcastlefalcons.co.uk

Newcastle Falcons will return to St James’ Park on 
Saturday March 23 when they host northern rivals 

Sale Sharks in ‘The Big One’.

THE BIG ONE!
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Rob Vickers and Ally Hogg take centre stage once again as Newcastle 

Falcons’ award-winning hospitality team offers a new and exciting 

package for the rest of the 2018/19 season.

The new interactive zone in our 100 Club invites you to join in with friendly competition 
on our reaction test, with guests given the chance to beat the score set by the Falcons 

players on the day. 

In addition, the recently-retired pair will be on hand to discuss all things Falcons with 
you, whether you already know a thing or two about the game or are a total novice. They 
will answer all your questions and highlight a few pointers for you to watch out for during 

the game, both from the Falcons and the opposing team. 

Executive West Stand seating is all part of the package with the new concept food 
offering including a hot and cold grazing-style chef’s table, plus cold desserts, 

farmhouse cheeses and post-match snacks.

Book your places for the rest of the 2018/19 season and get your  
half season ticket for £630 + VAT per person.

To secure your places or for more information please email 

corporatesales@newcastle-falcons.co.uk or call 0191 214 2892.

100 CLUB

*Subject to availability. Applicable to the 2018/19 season only.

SECURE YOUR HALF SEASON TICKET IN THE 100 CLUB TODAY!



We spoke to Nicola Matthews, head of the 
family law department at Hay & Kilner Law Firm 
in Newcastle and a qualified mediator, to find 
out more.

What is Family Mediation?

Family mediation is a process where families 
undergoing changes, usually arising from the 
ending of a relationship, meet together with a 
neutral third person - the mediator - to help them 
have informed discussions around reaching an 
agreement with which each and both of them can 
live.

Mediators act impartially, providing fairness and 
even-handedness towards each party. They cannot 
give legal advice, but can provide legal information 
which aids discussions.

Mediation is a voluntary process - all parties must 
wish to try to reach agreement via the process 
and any party can pause or stop it at any time.  
Mediators can also choose to suspend or end the 
mediation if they believe doing so is appropriate.

The mediator creates a secure environment 
in which both parties feel safe and there is no 
fear or threat of violence, harm, intimidation or 
manipulative behaviour.

Parties reach their own agreements

With the people involved formulating their own 
agreement, it is far more likely to work than a 
decision imposed, for example, by a court.

No third party knows the children or the financial 
circumstances better than the parties themselves, 
so they should be in control of making decisions, 
with guidance from the mediator.

The mediator manages the process to help those 
involved make their own informed decisions, think 
about their options and discuss them, but does not 
express an opinion about which option they think 
is best.

The mediator does however tell the parties if they 
think the agreement they have reached is not one a 
court would approve/make legally binding. 

The mediator encourages the parties to consider 
the needs, interests, wishes and feelings of 
the children, as well as their own. Children are 
innocents in any family situation and can suffer 
significant emotional harm if they are subjected to 
parental conflict. 

Independent legal advice

The parties are encouraged to obtain independent 
legal advice on the various issues being discussed, 
so they have a better understanding of how family 

law applies to their individual situation and can 
carry out their discussions accordingly.    

Confidentiality and privacy

Mediation is a confidential process - the mediator 
will not disclose any information to a third party 
obtained during the process unless the mediator 
believes a related individual has suffered or is at risk 
of suffering significant harm, or there are concerns 
over potential criminal issues.

Factual information regarding financial issues is 
provided on an open basis, so it can be disclosed 
to independent legal advisers. Once an agreement 
is reached, it can be used by lawyers to prepare 
an agreement to be sent to the court to become 
legally binding.

When discussing options, anything said cannot be 
relied upon in any later legal proceedings, so that 
the parties can freely discuss various options and 
thus have a greater chance of reaching a successful 
conclusion.

Experience tells that agreements made by 
separating parties, rather than third parties, are 
more likely to stand the test of time.

Taking the time to investigate how mediation 
might work for you, and how it might help make a 
difficult and emotional process more manageable 
for everyone involved makes clear sense. 

FAMILY MEDIATION

Mediation is becoming an increasingly common part of the process of resolving disputes over the issues 
faced by separating couples - but what does it actually entail and how does it work in practice?

For further information, please contact Nicola Matthews at Hay & Kilner Law Firm on 0191 232 8345, or visit www.hay-kilner.co.uk
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We’re making  
the best we can.

Not the most we can.

“
”FREE TRADE: BLOOD Flat Cap, £140. Twisted Bandage Sharing Scarves, £160. CANDY Socks, £25.

FREE TRADE: BLOOD Baker Boy Cap, £160. 

SET THE BAR HIGHER
The world’s best materials, Britain’s best makers, limited editions,  

handmade, 100% ethical - in Newcastle’s best bars.

Always Wear Red is the Newcastle based luxury menswear clothing brand that creates confidence.

With such a grand claim, it’s best or nothing. There are 68 different pieces in the AWR collection. Gift boxes, caps, bags, belts, wallets, purses,  
scarves, beanies, ties, pocket squares and slightly slouchy socks can all be found at www.alwayswearred.com

Always Wear Red believe in the sweet spot where ‘exclusive  
and special’ meets ‘classic and timeless’.

AWR founder Michael is changing how we buy clothes:

“80% of clothing rarely gets worn. 70% of all clothing ends up 
incinerated or as landfill. This Christmas we are encouraging people 
to ‘Buy Less and Buy Better’. We believe people should buy things 
for themselves and others that are amazing and different. Unique, 
personal things that few others have.”

Different and Better just got Easier and Faster

Twisted Bandage “Sharing Scarves”. Pick ‘n’ Mix odd-socks. Quick 
Release (QR) belts. Overlong scarves. Curated gift boxes. Super-thick 
cashmere beanies. And a new range of black and blood red leather 
accessories called BLOODLINE. 

“Ordinary doesn’t breed confidence. Only extraordinary does that. 
Extraordinary is the AWR way.”

Photography by Alex Wright.
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Always Wear Red is a confident look. 
We’re for creative, authentic people.

People that will be all over these 
bars this Christmas.

And anyhow, there are worse places to 
do a photoshoot.

“

”
TYNE BAR: Skinny Bandage Scarf £60

BRIDGE TAVERN: Be Very Frayed Shawl, £300. 

CANDY Socks, £25.

CROWN POSADA: BLOOD Baker Boy Cap, £160. 

Skinny Bandage Scarf, £60. CANDY Socks, £25.

The Always Wear Red online store can be found at www.alwayswearred.com

C O N F I D E N C E  I S  A  C O LO U R®



Peter R
utherford

Ebenezer Scrooge was writing out his extensive 
Christmas card list (post spiritual visitations) 
when he decided that it might be a nice idea to 
gift some of the money he had raised from the 
recent sale of his business.

He had received a tidy sum and he thought it 
would be more than he needed to support him for 
the rest of his life. However, still being of cautious 
disposition, he decided to take advice and called in 
those fine fellows from Rutherford Hughes.

Scrooge was feeling as well as he had ever done 
as he had struck up a relationship with a young 
widow, 35 years his junior. Carole had a son of just 
five years old and Scrooge was keen to give him 
every opportunity in life. The pair had been living 
under his roof for some six months or so.

The adviser arrived at the appointed time and 
announced his arrival with a firm rat tat of the 
brass door knocker.

Scrooge pulled open the door and welcomed the 
adviser with a firm hand shake and expansive smile. 
“You are most welcome,” he enthused.

Scrooge offered the adviser a cup of mulled wine. 
“I better not, thank you, I am driving,” was the 
response.

The two talked for some time as the adviser asked 
questions about Scrooge’s current situation, how 
he envisaged his future, what concerned him and 
what he wanted to achieve. Scrooge found the 
conversation stimulating as it made him focus his 
mind.

Scrooge wanted the majority of his estate to go 
to his nephew and family. He felt a great loyalty 
to them as they had shared their Christmas meal 
with him after his conversion despite his previous 
antipathy. 

However, he wanted to take care of Carole and 

son too. “Can I give my nephew a significant sum 
now?” he asked.

The adviser responded, “you can but if you do not 
survive seven years it is still part of your estate for 
Inheritance Tax purposes.”

The adviser went on, “Plus, as this money came 
from the sale of your business, it qualifies for 
Business Relief for IHT. If you reinvest it in certain 
qualifying investments within three years it is 
immediately outside your estate. If you invest in 
those and gift them then the seven-year rule does 
not apply as the IHT value of the gift is nil.”

“Splendid!” shouted Scrooge.

“Now what about Carole and the boy? I could leave 
them the house when I die”

“You could,” answered the adviser, “but as they 
are not blood relatives and you are not married 
to Carole, you would be losing the Residential Nil 
Rate Band which is rising to £175,000, giving rise to 

another £70,000 of tax.”

“Oh dear,” mused Scrooge as he scratched his 
oversized chin. “What to do?”

“You could marry her.” The adviser suggested, 
slightly nervously. He went on, “Anything you leave 
her then would be IHT free and she could keep the 
Residential Nil Rate Band if she leaves the house 
to the boy.”

Scrooge’s chin was being worked overtime as he 
tried to absorb this information.

“I am nervous,“ he said, “I understand that divorces 
are most common and expensive.”

“Let me explain about pre and post nuptial 
agreements,” said the adviser.

If you or would like more information, or would like 
to discuss your own position, then please do not 
hesitate to contact me or one of my colleagues, 
David Hughes and Paul McAtominey. 

Rutherford Hughes Ltd. is authorised and regulated by the Financial Conduct Authority. Rutherford Hughes Ltd company registration no: 10431722. Country of registration: England. Office &  
Registered Office address: Collingwood Buildings, 38 Collingwood Street, Newcastle upon Tyne, NE1 1JF.

A CHRISTMAS 
CAROLE?

Best wishes for the festive 
season to all readers. What 
follows is a seasonal tale.
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Peter Rutherford is a director at Rutherford Hughes Ltd. He can be contacted on 0191 229 9600  
peter.rutherford@rutherfordhughes.com       www.rutherfordhughes.com 





Three more students have joined the BrightStart 
Higher Apprenticeship programme at Deloitte’s 
Newcastle office.

BrightStart, which has operated for the past three 
years, supports students in gaining professional 
qualifications alongside on-the-job training, all 
while kick-starting their careers and earning a good 
salary.

Hundreds of students are applying for places on the 
programme each year, alongside those who seek 
places on Deloitte’s graduate scheme. 

Among the new BrightStart intake is Rakib Islam, 
from Darlington, who achieved A-levels in Sports 
Science, ICT and Maths at the town’s Queen 
Elizabeth Sixth Form College. He has secured a role 
within the corporate audit team.

“I was attracted to Deloitte because of the 
range of development opportunities available, 
the rewarding nature of the role and how the 
BrightStart programme will help me succeed in the 
long term,” he said.

Stephen Hall, office senior partner at Deloitte in 
Newcastle, said apprenticeships had significant 
benefits for the firm - as well as the students.

“The recruitment of these young people underlines 
our commitment to developing the next generation 

of outstanding business talent from all walks of 
life,” he said.

“The success of BrightStart demonstrates that 
the lack of a university degree is no barrier to an 
aspirational career choice. We are recruiting school 
and college leavers who are incredibly talented 
and motivated, and through the programme they 
will have the same career opportunities as any 
graduate.

“We have found some fantastic people through 
both our apprenticeship and graduate programmes, 
and for us it is very rewarding to watch those young 
people progress in their careers,” he said.

Deloitte is one of the UK’s largest recruiters and 
continues to work hard to ensure the firm’s talent 
pool is diverse and reflects the make-up of today’s 
society. In the last financial year, 5,000 people 
joined Deloitte, with more than a third being 
graduates and school leavers, including 270 on the 
BrightStart scheme.

Although a university degree is still the most 
common route into a ‘Big Four’ professional services 
firm such as Deloitte, higher apprenticeships are 
proving an increasingly popular alternative route 
into a career.

As Stephen Hall explained: “Most people who come 

to us today have a university background, but go 
back 40 years and you will find that most articled 
clerks, as trainees were then known, went into 
those jobs directly from school. 

“The range and quality of higher apprenticeship 
programmes available are making them increasingly 
attractive to young people, who may be put off 
university by the cost of a degree.”

Deloitte’s student recruitment process includes 
blind recruitment and academic contextualisation, 
which ensure that all applicants are assessed 
equally, regardless of their background.

“Whenever I go into local schools and colleges and 
talk to students, I am very keen to stress to them 
that they have a realistic opportunity for a career 
with Deloitte,” said Stephen.

“Academic capabilities are important when it 
comes to recruiting young people, but so are self-
motivation, enthusiasm and a willingness to work 
hard and learn.” 

Deloitte’s continued investment in its graduate 
and BrightStart programmes is also testament to 
its growth plans for the region, with investment in 
people key to the firm deepening and broadening 
its capabilities in order to serve clients and make a 
positive impact on their businesses.

DELOITTE CREATES MORE OPPORTUNITIES FOR 
LOCAL SCHOOL AND COLLEGE STUDENTS

Business advisory firm Deloitte is giving more school and college leavers across the North East the 
opportunity of a career in professional services, without the need for a university degree.

www.deloitte.co.uk/northeast
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Stephen Hall, office senior partner at Deloitte in Newcastle, with the 2018 graduate and Brightstart intake
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With the support of North East advisors, the 
business has been purchased by the MBO team at 
S&A Fabrication , which consists of sales director 
Simon Pelly and senior estimator Jonathan 
Kirk. They will take over the daily running of 
the business and future growth plans, with the 
previous owners Geoff and John continuing to 
work on a consultancy basis. 

Accountancy firm Tait Walker, commercial law 
firm Mincoffs Solicitors and HSBC UK have been 
working with the MBO team to ensure a smooth 
process throughout for all parties. 

Barnard Castle-based S&A Fabrication Ltd, 
specialises in manufacturing steel framed buildings 
for the agriculture industry, as well as producing 
a range of commercial and industrial buildings. 
Established in 1978 by Geoff Simpson and 
John Allinson, the firm is known for its popular 
Roundhouse Buildings Solutions business, a 
concept which brings advanced, innovative building 
design to the agriculture market.

Originally starting the work in June 2017, Tait 
Walker has been advising Simon and Jonathan at 
S&A Fabrication Ltd throughout the entire MBO 
process, as well as assisting with raising finance 
from HSBC UK to fund the transaction. 

Michael Smith and Lucy Elliott from Tait Walker’s 
Corporate Finance team, worked with Tax Associate 

Adrienne Paterson to provide transaction and 
tax advice on the deal structure, along with Paul 
Shields who heads up the Durham office. Associate 
Solicitor Chris Hughes of Mincoffs and Martin 
Glaholm of HSBC UK advised on the movement 
of cash through the group structure and the legal 
process.  

Michael Smith commented: “We are delighted to 
have assisted Simon and Jonathan on the successful 
MBO of S&A Fabrications and Roundhouse Building 
Solutions.

“Through our collaborative approach with Mincoffs 
Solicitors and HSBC UK, we have played a key 
part in securing the long-term future of the two 
established North East companies. 

“We are confident the group will thrive under the 
new management team with support from HSBC. 
We wish them every success going forwards.”

The Corporate Team at Mincoffs Solicitors (which 
included associate solicitor Chris Hughes who 
led on the acquisition, partner John Nicholson 
and paralegal Bri Cheng) worked closely with 
the firm’s Commercial, Commercial Property 
and Employment teams to deliver advice to the 
management team on the transaction. 

Chris Hughes from Mincoffs Solicitors added: “The 
team and I were delighted to act for Simon and 

Jonathan on the management buyout and are 
proud to have played our part alongside Tait Walker 
and HSBC UK in delivering the transaction and 
ensuring continuity for the staff. We wish Simon 
and Jonathan the best of luck with their future 
plans for the group.”

Commenting on the MBO, previous owner John 
Allinson said: “Geoff and I are thrilled that Simon 
and Jonathan have been able to fund this purchase 
and will continue with the S&A and Roundhouse 
brand. We wish them every success and we’ll always 
be here to offer help and support when required.”

HSBC UK facilitated the transaction of S&A 
Fabrications Ltd by listening to what was required 
from management teams and putting a suitable 
finance structure in place.

David Slane, Area Director for HSBC UK in the North 
East, said: “As soon as we met the management 
teams at both S&A Fabrications and Roundhouse 
we had great confidence in their vision for the 
future of the businesses and the retention of jobs 
for the local area. We listened to what was required 
from both sides and put a suitable structure in 
place to facilitate the management buy-out. 
We place great importance on supporting local 
businesses, communities and economies and this 
deal evidences our ability to support companies 
across a variety of sectors in the North East.” 

Over the past couple of years there have been some changes at Barnard Castle based Steel Fabricator S&A which 
have now resulted in the sale of the building fabrication side of the business in a management buyout. 

www.taitwalker.co.uk

NORTH EAST ADVISORS ASSIST WITH MANAGEMENT 
BUY OUT OF COUNTY DURHAM MANUFACTURING FIRM
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L-R: Chris Hughes, Mincoffs; Martin Glaholm, HSBC UK;  
Michael Smith, Tait Walker; Paul Shields, Tait Walker;  
Jonathan Kirk; S&A Fabrication; Simon Pelly, S&A Fabrication



Robson Laidler Wealth
t: (0191) 281 8191   e: wealth@robson-laidler.co.uk   w: robson-laidler.co.uk

Fernwood House, Fernwood Road, Jesmond, Newcastle upon Tyne NE2 1TJ

Robson Laidler Wealth Director Amanda Cowie 

has recently received an accreditation from the 

Society of Later Life Advisers “SOLLA”. There are 

only three other Independent Financial Advisers 

in Northumberland and Tyne & Wear who hold 

this.

The Later Life Advisers Accreditation has now 
become established as the industry standard of 
excellence for those advising older clients and 
their families. It demonstrates that an adviser has 
excellent interpersonal and communication skills, 
such as the ability to explain complex matters in a 
way that is more easily understood. 

Coupled with Robson Lailder’s wills, powers of 
attorney and probate service this makes the firm 
one of the only in the area that offers this plus 
accounts, chartered tax advice, financial planning, 
and investment advice all under one roof.

Amanda said: “This can be a difficult time for 
families navigating issues such as inheritance tax 
and paying for care. I was already qualified to 
give this advice but felt that it was important to 
have as much knowledge in this area as possible 
and the SOLLA assessment process was extremely 
comprehensive!  It is also important to work in an 
environment which supports the advice we give. I 
have some fantastic colleagues in Robson Laidler 
who assist with wills, powers of attorney and tax.  
As far as I am aware, we are the only firm in the area 
which provides a full later life service to clients.  We 
all lead very busy lives and for most people, having 
one firm who can deal with everything is extremely 
helpful.”

LOCAL ADVISER GAINS MUCH SOUGHT AFTER LATER 
LIFE ACCREDITATION

If this is an area in which you need advice, contact Amanda via email:acowie@robson-laidler.co.uk or ring her on: 0191 281 8191.

29

B U S I N E S S  I N S I G H T

Amanda Cowie



Maven Capital Partners, through its management 
of the Finance Durham Fund and North East 
Development Capital Fund, has provided 
£825,000 of funding to independent shipping 
container supplier, Parsons Containers. The 
funds have invested £500,000 and £325,000 
respectively, which will support the company’s 
growth plans, enhancing its digital presence 
online and help the business to open four new 
sites for its self-storage brand, ‘U Hold the Key’, 
in the next 12 months. 

A long-established supplier of shipping containers 
for all applications by sale and hire throughout the 
UK, Parsons has a growing reputation in industry. 
The company is one of the UK’s largest multi-
discipline shipping container businesses, operating 
on multiple sites, including a strong presence in the 
North E ast. 

Parsons’ “U Hold the Key” brand, one of the 
earliest container self-storage businesses in the 
UK, supplies container self-storage services for 
domestic and commercial use to small businesses 
and customers requiring flexible storage. With nine 
UK sites using over 1000 stores, U Hold the Key has 
innovated to ensure the systems of the business 
are local, inexpensive, easy to use and secure. 

Under the “Parsons Containers” and 
“ContainerContainer” brands, the company 
supplies shipping containers to industries for 

shipping and freight and for applications including 
accommodation and storage. These include the 
self-storage industry, construction, off-shore, local 
government, schools and catering.  

Ean Parsons, Founder and Managing Director, has 
worked in the shipping container industry since 
1984 and has been instrumental in the historic 
development of the business, running it since 
inception in 2000.  

The deal is the first joint investment between two 
of the north east regional funds managed by Maven. 
The Finance Durham Fund was established by 
Durham County Council and overseen by Business 
Durham, the economic development organisation 
for County Durham; The North East Development 
Capital Fund is supported by the European Regional 
Development Fund. 

Parsons was established in 2000 in Sedgefield, 
County Durham by Ean Parsons, who sought 
to capitalise on his extensive experience in the 
container business in supplying containers for 
shipping, freight, storage and accommodation.   

Ean Parsons, Managing Director of Parson 
Containers, said “I am delighted with the investment 
by Maven, especially as it involves both The Finance 
Durham Fund and North East Development Fund.  
We are proud to be a North East business, rooted 
in County Durham and with a loyal and skilled local 
workforce. With that platform, we have established 

a growing national customer base and a strong 
demand for our products and services. I am pleased 
that Maven is demonstrating confidence in the 
business with this investment. It will enable us to 
take advantage of existing opportunities and I am 
sure that we will repay this faith by strengthening 
our business in Durham and the North East.”

Michael Vassallo, Investment Director at Maven, 
said, “Parsons is an established and reputable 
business with a growing share of the UK shipping 
container market. Ean is an ambitious and 
dedicated Director who has grown the business 
substantially in the last 18 years and we are 
delighted to provide funding at this stage in the 
company’s development. 

“The joint investment between the two funds 
Maven manages in the region, the Finance Durham 
Fund and the North East Development Capital 
Fund, is a fantastic example of investors in the 
North East working together to provide a local 
business with a substantial funding package to 
enable it to grow.”

Cllr Simon Henig, Leader of Durham County 
Council, said: “Parsons started out in County 
Durham almost 20 years ago and we're really proud 
that our Finance Durham fund can support them 
today. We wish them the best of luck with their 
future business ventures as they continue to grow 
and develop across the North East and the UK.”

MAVEN LEADS £825,000 INVESTMENT IN  
PARSONS CONTAINERS 

Multi-site shipping container operator and leading self-storage service provider secures investment  
from the Finance Durham Fund and North East Development Capital Fund

L-R: Ean Parsons of Parsons Containers, Angus Allan of Clive Owen,  
Cllr Simon Henig and Sarah Slaven of Durham County Council,  
Vivienne Parsons of Parsons Containers and Michael Vassallo of Maven.

Contact Maven’s North East team today on 0191 731 8590 to discover the funding opportunities available to back business growth or visit 
www.mavencp.com to find out more.
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Maven offers flexible debt and equity funding options  
to support dynamic SMEs across the UK, investing up 
to £15 million in a single transaction. 

Maven funding can support a business at any stage of 
its growth cycle and cover a wide range of corporate 
activity including MBOs and buy-and-build strategies, 
as well as the provision of acquisition finance, 
development capital and replacement capital.

CREATING VALUE

www.mavencp.com

Maven Capital Partners UK LLP is authorised and regulated by the Financial Conduct Authority, Firm Reference Number 495929

If your business is in need of finance to help unlock its growth potential, we may be able to help. 
For more information please contact:
Salvus House, Aykley Heads, Durham, DH1 5TS. T: 0191 731 8595 
Earl Grey House, 75/85 Grey Street, Newcastle upon Tyne, NE1 6EF. T: 0191 731 8590

Maven North East A4 Flyer (Jan 2018)_v2.indd   1 16/01/2018   18:30
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Bloodrun Emergency Voluntary Service (EVS) is a 
blood bike and transport charity that provides a 
free, voluntary courier service to NHS hospitals 
and Trusts in the Tees Valley and North Yorkshire 
area.

And now the team, who handle over 1500 
emergency out-of-hours call outs over 365 days 
a year, has been invited to join the community 
at Commerce House in Middlesbrough as virtual 
tenants, gifted to the charity by the building’s 
owners Commerce Chambers Ltd.

Ritchie Wolstenholme, chairman of the Bloodrun 
EVS is keen to be visible and have a recognised 
postcode. The charitable service launched eight 
years ago and is growing everyday as more 
departments become aware of the free service, 
which saves a large outgoing that previously was 
being spent on taxi’s in emergency situations.  
Ritchie explained: “We are very much focused on 
the central conurbation between Hartlepool, North 
Tees and James Cook Hospitals but the call outs can 

see our bikes and cars going to Durham Tees Valley 
Airport or The Friarage Hospital, Northallerton 
with important samples for pathology or medical 
suppliers and paperwork needed for emergency 
procedures. 

“Our whole aim is to save money for the NHS, and 
in doing so we need to raise funds to ensure we 
can keep running. To do this we need a postcode, 
a central base for people to be able to send 
donations to, and Commerce House is ideal due to 
its location. Thank you to the team there for the 
support, it just this kind of generosity we need from 
other corporates in the area, with all donations or 
donations in kind gratefully received! ”

The Bloodrun EVS is solely built up from volunteers 
and currently has four motorcycles and three cars in 
its fleet. The team is constantly on the look out for 
sponsorship especially for tires, fuel, maintenance 
of the vehicles and of course for more volunteers 
to drive cars ride bikes and fundraise. Christine 
Huntington, facilities manager at Commerce 

House, said: “Bloodrun EVS is such a good cause, 
we were keen to help them. They had nowhere to 
call ‘home’ where post could be collected and kept 
safe, hold team meetings and no-one to answer 
business calls during the day, so we were delighted 
to offer assistance. 

“As a growing business in the heart of 
Middlesbrough, we are keen to support both 
businesses and good causes in the region.”

Commerce House is a Grade II listed building, 
that has recently had £1.2 million poured into a 
sympathetic renovation project. The building boast 
office space of varying sizes up to the largest which 
holds 14 desks.  There is also a stunning reception, 
boardroom (The Chairman’s Room) and business 
lounge. Virtual office services, hot desking, co-
working and business event space is also all for hire.

You can now send post to Commerce House, 
1 Exchange Place, Middlesbrough, TS1 1DE for 
Bloodrun EVS.

BLOOD RUN CHARITY HAS NEW FREE HOME
A local charity that saves the NHS over £125k a year has landed itself a new home,  

in the heart of Middlesbrough, free of charge.

More information is available at www.commerce-house.co.uk or by emailing committee@bloodrun.co.uk



Commerce Chambers Ltd  

Commerce House, 

1 Exchange Square, 

Middlesbrough TS1 1DE 

t: 01642 917 116

commerce-house.co.uk

 READY 
 FOR 
 BUSINESS
And with offices 
filling fast!

n  IMPRESSIVE 
OFFICE SPACE

n	 BOARDROOM

n HOT DESKS

n BUSINESS LOUNGE

n MEETING ROOMS

n VIRTUAL OFFICE

n  CUTTING EDGE 
TECHNOLOGY

Commerce House, the outstanding, iconic, grade II listed 
building in the heart of Middlesbrough is now fully 
refurbished and has released the last of its stunning office 
space. With rooms available for two to fourteen people.
With enviable facilities, Commerce House is the perfect opportunity for a head 
office, satellite office or to expand operations within the prestigious TS1 area of 
Middlesbrough in the heart of the newest regenerated location in the region. 
And now we have some great deals available for a limited time only!

To find out more and to take advantage of this offer, you’d better get moving! 
Contact Christine Huntington on 01642 917 116 or Christine@commercechambers.co.uk

Your business can be part of the growing Commerce House community!

64168 KH CM Teesside Business Fully Open Ad 297x210 (4).indd   1 06/06/2018   9:19 am



Cascade Cash Management Ltd has enjoyed six 
years in business already achieving an important 
milestone last year when the company launched 
a new and unique online portal. 

The new portal has increased revenue through the 
addition of new customer relationships in the form 
of savers and third-party advisory firms. It is these 
third-party advisory partners that have extended 
the reach.

Abby Turnbull was appointed as Partner Support 
Manager earlier this year, and she has been working 
closely with the new partners. She said: “We are 
proud to be working with partners now from the 
South East, South West, Midlands, Yorkshire, the 
North East and Scotland. The portfolio grows on a 
weekly basis and it is exciting to see the returns 
they are achieving for clients. 

“I have been concentrating on elevating our service 
and relationship management and to date now, 
we can actually boast to have administered over 
£700m of cash savings as a team.”

The Cascade team can administer funds on behalf 
of clients or depositors and can use the portal to 
manage their own savings. Partners including IFA’s, 

solicitors, attorneys, accountants and many more 
can also self-brand the product for presentation to 
their own clients.

One such partner, Steve Balmer of David Allen 
Financial Services in Carlisle, said: “Every time I 
have used Cascade so far, the service has always 
been great and we have always been responded to 
quickly. There is usually a perception with clients 
that a Financial Adviser will always steer them 

towards non-cash based investments, however 
this Cash Management service is a great way of 
introducing clients with an aversion to risk.”

Cascade is an independent and transparent 
service created to generate enhanced cash returns 
and increased protection on deposits through 
professional cash management.  

The online portal is the only one of its kind in the UK 
allowing independent and unbiased cash solutions 
meaning that clients don’t have to choose only one 
bank. With the online portal and Cascade’s client 
support team, all banks are accessed quickly and 
easily, on a daily basis.

Managing director of Cascade, Dr Emma Black, said: 
“We are delighted to be growing our partner base 
and Abby is doing a fabulous job ensuring they get 
the most out of our services for themselves and for 
their clients. Our assets under administration have 
grown by an impressive 2.74% per month since the 
launch of our online Portal and we are continually 
on the lookout for more partners to continue this 
positive trend. If you think you are a potential fit 
for us, please do get in touch and see how we can 
help!”

More information is available at www.cascade.co.uk

CASCADE DRAWS PARTNERS ACROSS THE UK - 
COMPANY GROWS AS PARTNERS JOIN

Since launching it’s new portal, a North East based cash management company has spread its reach 
across the entire UK, thanks to a series of innovative partnerships.

34

B U S I N E S S  I N S I G H T

Pendower Hall opened its doors to a number 
of Councilors from the West End of Newcastle 
recently, to give them a sneak peek at progress 
on site.

Currently undergoing renovation, the Grade II listed 
building is all set to be a combination of business 
community and events venue when it opens its 
doors following extensive works.

And as preparatory works start to make a difference 
to the previously dilapidated building and the 
archaeological dig on site comes to a close, the new 
owners were keen to share the progress.

Cllr Jeremy Beecham and Cllr Rob Higgins were 
delighted to be given a tour of the site to see 
how the stunning 19th Century building is being 
brought back to life. 

David Redhead of Pendower Hall, talked them 
through the next stages of the project: “It was a 
good time to welcome Rob and Jeremy onto the 
site, so they can see the progress and the lengths 
we are going to in restoring a part of the area’s 
history. We were particularly excited to display 
some of the artifacts of the archaeological dig, 
which has uncovered new Roman history and we 
now know this was an industrial are in the 2nd 
Century. 

“The preparatory works and the archaeological 
dig have been done to the highest standard and 
we are now looking forward to the next stages of 
development with our eyes firmly set on being 
open in 2020, all being well.”

Pendower Hall has been well received by the local 
community, with 150 children from local schools 
having already visited and over 40 brides-to-be 
having expressed interest for bookings as soon as 

the Hall is ready! 

Both councilors are excited to see Pendower Hall 
restored and enjoyed seeing the CGI’s of how the 
building will look, saying it was just what the area 
and Newcastle city needs.

Cllr Rob Higgins said: “The transformation is 
marvelous. This building is a vested part of the 
history of Benwell and I for one am delighted to 
see it having life breathed back into it.”

More information and images are available at www.facebook.com/pendowerhall

VIPS VISIT PENDOWER HALL AT CRUCIAL  
STAGE OF WORKS



So, what does all of this mean for interest rates 
and the mortgage world? To be completely 
honest, if I knew when/how much by/the 
direction of future interest rates changes, I 
would have a much more lucrative career than 
advising on mortgages! 

However, I can assist in covering off some of the 
risks of increasing mortgage interest rates and 
their effects on mortgage payments, which I feel 
is particularly important for most people’s largest 
monthly outgoing.

At the present time one of the strange by-products 
of all of the political and economic uncertainty 
is that the mortgage products currently available 
are extremely competitive. Five year fixed rates 
seem particularly so, with many of my clients 
commenting on how the gap between these rates 
and the traditionally much cheaper two year fixed 
rates has narrowed to a point which is the smallest 
I can remember.

One other key feature to consider is that a re-
mortgage “deal” or more accurately a formal 
re-mortgage offer can be available for up to six 
months - consequently a rate can be confirmed 
now, but not actually taken for up to six months (if 
at all, as there is no obligation to complete on the 
transaction until the legal formalities are finalised). 
This would allow time to see the initial outcome of 
the Brexit negotiations.

Whilst it should be noted that some fees are likely 
to apply, this may be an option to give peace 
of mind coupled with a wait and see policy of 
being able to walk away from the proposed new 
mortgage rate should it be beneficial to do so or 

taking up the offer if the opposite applies.

Who should consider a mortgage review at this 
time? Most definitely anyone paying their lenders 
standard variable rate, but in reality almost anyone 
who currently has a mortgage should consider a 
review including:

      Those who have a fixed rate which ends within 
the next six months.

      Those who have a longer term historic rate – 
here we can build in the costs of exiting the 
current rate where necessary.

      Anyone who thinks their recent credit history 
prevents a new rate being available – we may 
have a solution.

      Anyone planning to move and paying a standard 
variable rate – most new deals can be transferred 
to a new home should you move.

      People who have applied for a re-mortgage and 
been turned down – not all lenders are the same 
and we may be able to help.

Our process is initially no obligation and will 
include, in most cases, a review of whether it 
is more beneficial to move from your current 
mortgage provider or take a new interest rate from 
them.

In terms of managing your mortgage risk, what 
have you got to lose with an initial no obligation 
review at a time of such uncertainty?

Paul Hardingham and Tony Ibson are Mortgage and Protection Advisers at Innovate Mortgages and Loans. Both have over 20 years of experience 
advising individuals and businesses across the North East of England. They can be contacted for bespoke advice at paul@innovateml.co.uk  

or tony@innovateml.co.uk or call 0191 223 3514.

The purpose of this article is to provide technical and generic guidance and should not be interpreted as a personal recommendation or advice.

35

B U S I N E S S  I N S I G H T

Paul H
ardingham

, D
irector of Innovate M

ortgages and Loans

Your home is at risk if you do not keep up repayments on a mortgage or other loan secured on it.

IS IT TIME 
TO BREXIT 

PROOF YOUR 
MORTGAGE? 

Firstly, apologies, I think we’re 
all well and truly sick of the 
dreaded “B” word and all of 

the potential upheaval it could 
bring to our day to day lives. 

At the time of writing the 
outcome of negotiations remains 

uncertain, but media rumours 
of possible outcomes and their 

consequences prevail.



Graham Finlayson and Chris Renshall have 
joined the Gosforth-based firm as engineers, and 
are working on a range of IT strategy, network 
infrastructure, information security and data 
management projects.

Graham is predominantly based on the RMT 
Technology support desk, while Chris is spending 
much of his time out in the field, working with 
clients to identify and implement hardware and 
software solutions which meet their specific 
business and operational needs. 

RMT Technology specialises in providing bespoke 
accounting and business systems and IT Support 
to a wide range of owner-managed businesses, and 

has a particularly specialism within the professional 
services community, including architectural 
practices, CAD designers and accountants. 

The firm works mostly with clients around its native 
North East, but is also expanding its presence in 
Yorkshire and the North West, and further recruits 
are expected to follow Graham and Chris as its 
operations grow.

Paul Holborow, director of RMT Technology, says: 
"The range and capability of business technologies 
today means that taking a 'one size fits all' 
approach is a thing of the past.

"Cloud-based solutions will be the right option for 

many businesses, while using 'on premise' systems 
will be more suitable for others with higher data 
processing needs. 

"Our focus is on understanding what clients are 
looking to achieve from both a commercial and 
operational point of view, and then identifying 
the technologies that will best suit their particular 
needs.

"Bringing Graham and Chris onto the team means 
we have the resources in place to deliver the 
systems and solutions we specify for our clients, 
and we're hoping to see the team expand further 
on the back of the growing number of projects that 
we're undertaking."

RMT TECHNOLOGY ADDS TO EXPERT TEAM TO HELP 
MEET GROWING CLIENT DEMAND

RMT Technology, the specialist technology support division of RMT Accountants & Business  
Advisors, has added two new members to its team to help manage growing demand  

for its services across the north of England.

36

B U S I N E S S  I N S I G H T

www.rmttechnology.co.uk

The RMT Technology team - (from left) IT Manager Mike Hayes,  
IT Engineers Graham Finlayson, Paul Kirkup and Chris Renshaw,  
and Paul Holborow, Head of IT and Technology Services.



ReadMilburn 
& COMPANY

Chartered Accountants & Registered Auditors

71 Howard Street, North Shields, NE30 1AF   
0191 257 0355   info@readmilburn.co.uk

Seasons Greetings from The Coastal Accountants!

ANNUAL ACCOUNTS

SELF ASSESSMENT

PAYE COMPLIANCE

VAT COMPLIANCE

MANAGEMENT ACCOUNTS

STATUTORY AUDITS

TAX PLANNING

REVENUE INVESTIGATIONS

CONTRIBUTION AGENCY

INVESTIGATIONS

VAT INVESTIGATIONS

COMPANY FORMATIONS

BUSINESS START-UPS

INFORMATION TECHNOLOGY

FORENSIC ACCOUNTING

SPECIAL ASSIGNMENTS



38

L E G A L  &  F I N A N C I A L  N E W S

Mincoffs Solicitors is a progressive full service law firm  
with a commercial, pragmatic and straight talking approach.
mincoffs.co.uk

WEALTH MANAGEMENT FIRM ACHIEVES GOLD 
STANDARD IN FINANCIAL PLANNING

2018 has been a great year for Garth Thompson Wealth Management which has been awarded 
Chartered Status by the Chartered Insurance Institute. 

The Practice is one of only 703 financial planning businesses worldwide to be awarded this prestigious 
award (CII Sept 2018).

The firm was founded in 2008 by Garth Thompson, who has worked in the financial services industry for 
30 years in the North East. He initially worked at Lloyds Bank in Management, having graduated from 
Newcastle University in 1989.  

In addition Garth and his colleague Lee Watson of Blyth, were both awarded personal Chartership. Lee, 
one of the youngest successful graduates, has since gone on to the next stage achieving Fellowship Status.  

The Practice provides advice on all aspects of financial planning including pension and investment 
planning, inheritance tax and long term care planning. 

A rapidly-expanding North East commercial law firm 
is celebrating after hitting a turnover of £1.3 million 
in just 18 months.

St James’ Square was founded in 2017 when managing 
partner Paul Monaghan teamed up with investor Brad 
Holbrook and, together with other founding partner 
Andrew Carser, the entrepreneurs planned out a 
business strategy that would set out to establish the 
ideal law firm.

Paul and Andrew took their combined experiences of 
working in other legal practices and were determined 
that their law firm would reflect the very best for their 
staff and their clients.

Now, with figures showing an expected turnover of £1.6 
million by the end of the year, the firm has outperformed 
the whole of 2017 in just the first quarter of this year.

Today, St James’ Square employs 28 members of staff 
and the firm has recently moved to a new 5000-square 
foot office at Esh Plaza, in Newcastle Great Park.

EXPERIENCED DEALMAKER JOINS RG  
CORPORATE FINANCE 

Ryecroft Glenton (RG) has announced the appointment of Nick Johnson as Corporate Finance Partner 
to further strengthen its growing, award-winning, corporate finance service line.

Carl Swansbury, founder and Head of RG Corporate Finance, said Nick’s appointment will help the firm 
increase the number and variety of mid-market transactions RG advises on.

Originally from the North East, Nick is an experienced corporate financier and has 25 years of experience 
in advising on management buyouts, disposals, acquisitions, fundraising and providing strategic support to 
owner managed businesses, Plc’s and PE houses throughout the UK, as well as internationally.

Nick also has significant business experience from a 25-year career spent in professional services working 
throughout the UK and overseas.

Nick said that he is excited to join RG and was drawn to the firm because of its impressive track record, 
along with the high calibre of its award-winning corporate finance capability.

A team from Womble Bond Dickinson's (WBD) 
Newcastle and Leeds offices has advised the 
Warde-Aldam family, owners of the Healey Hall 
estate, on the terms of a new partnership with 
Cripps Healey Limited (Cripps), which operates 
the Healey Barn wedding venue. The partnership 
will result in the provision of accommodation for 
guests of the Healey Barn venue in Healey Hall 
and adjacent cottages.   

WBD's team was led by corporate solicitor Oliver 
Rickett who provided structural advice in relation 
to the partnership arrangements and by private 
capital partner Alexander Dickinson, who has a 
long-standing relationship with the Warde-Aldam 
family.

Oliver Rickett comments: "It was a pleasure to 
work with the Warde-Aldam family on this exciting 
venture which will expand the offering of one of 
the region's most successful growing businesses."

James Warde-Aldam of Healey Hall said: "My 
thanks go out to Alexander, Oliver and the team 
at Womble Bond Dickinson for providing us with 
the structural advice on the partnership with Cripps 
Healey and to Saffery Champness and Land Factor 
for their role in the set up and ongoing support 
as we begin our new venture with Cripps Healey. 
We hope that the partnership will be mutually 
beneficial and provide great accommodation to 
Healey Barn guests in addition to the first class 
hospitality already offered by the Wedding Venue."

LAW FIRM ADVISES ON 
PARTNERSHIP

GROWING NORTH EAST LAW FIRM ST JAMES’ 
SQUARE EXCEEDS EXPECTATIONS



Corporate & Commercial
Business Solutions

Funding   Advisory   Investment

• Cashflow Finance
• Business Loans
• Asset Finance
• Invoice Finance
• Short Term Funding 
• Vehicle Finance
• Vehicle Sourcing
• Property Finance

• Business Consultancy

•  Receivables 
Management

•  Outsourced Credit  
Control

•  Commercial Debt  
Recovery

• VAT & Tax Loans

Corporate and Commercial Business 
Solutions Group is a commercial 
finance brokerage and business 

consultancy helping NE businesses 
achieve their aspirations. Whether 
it is fund raising, business system 

improvements or outsourced 
credit control and commercial debt 

recovery we can offer more than  
50 years experience in assisting 

SME businesses. 

Stay calm, the tax deadline might be approaching but we’re here to help. 
First of all, here are those all-important dates from HMRC to pencil in to 
your diary… and highlight, capitalise and underline:

          Midnight 31st January 2019 – Online tax returns deadline

New to this? 

If you’ve never submitted a tax return before, you'll need to register with 
HMRC. This step is simple, and can easily be done online. Once registered, you 
can then choose from two ways to submit your tax return: you can send a paper 
tax return or fill in an online tax return on the HMRC website – If you’ve still not 
filed your tax returns, the paper deadline has passed so you will need to submit 
them digitally – don’t panic, keep reading.  

To submit your taxes digitally, you can send your tax return using HM Revenue 
and Customs’ free Self-Assessment online service. It’s as simple as that, and 
with the introduction of Making Tax Digital in April 2019, you will be required 
to do this in future.

If you want to save yourself from the dreaded end of year tax bill, you can opt 
to have overdue tax (if it is less than £2,000) collected by PAYE. The advantage 
of this is that any tax due would be paid monthly over 12 months from April 
2019, rather than the daunting single lump sum.

If you missed the deadline:

If you forgot to file your paper tax return and missed the October paperless 
deadline, don't be tempted to try and file it late. You still have time to complete 
an online tax return instead - but don't be attracted to attempt to do both. 

If you miss all of the deadlines, you will be liable to pay a penalty of £100 if 
your tax return is up to 3 months late. The longer you leave it, the more you’ll 
have to pay, so don’t risk it. 

Making Tax digital

If you are not already aware, HMRC are introducing new systems to replace the 

existing VAT and Income Tax returns and their aim is to "Make Tax Digital" (MTD). 
This system will begin with VAT in 2019, having the majority of businesses using 
cloud accounting software that will enable them to update their tax accounts 
directly from the software. 

From 1 April 2019, VAT registered businesses with annual taxable turnover of 
more than £85,000 will be required to maintain digital records for VAT and 
submit VAT returns using MTD-compatible software. Under the requirements 
of MTD, any transfer of data must be carried out using the software which 
is capable of maintaining the records stated in the regulations, preparing VAT 
Returns using the information in those digital records and communicating with 
HMRC via the Application Programming Interface platform.

Need some help?

If you’re finding all of the jargon a little overwhelming, we’re here to help. At 
KP Simpson we can file your tax returns for you and advise you on the best 
practices for your business. 

TIME IS TICKING TO FILE YOUR TAXES
B U S I N E S S  I N S I G H T
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Worrying Trend

There have been disquieting developments in the 
wealth management sector with a number of 
prominent firms narrowing their client base to those 
that produce ‘higher profits’, the message seemingly 
as blunt as “give us more money or go elsewhere”. 
Firms have been shedding clients with less than 
£500,000 invested as they scramble to balance the 
load of regulation and compliance with the necessity 
of running a profitable business.

Brewin Dolphin bucks this trend, taking a longer-term 
view. Huge efforts are being made to communicate 
what marks out the firm as being different, and it’s a 
tricky balancing act. 

On the one hand Brewin Dolphin is at the very 
forefront of embracing and utilising new technologies 
(with an innovative MyBrewin web portal and even 
an Apple Watch app), and yet this is a firm that has 
managed money for more than 250 years, helped 
generations of families and has a remarkable and 
proud history. 

Inclusivity

Although the balancing act may seem a little 
paradoxical, what ties the proud heritage of Brewin 
Dolphin and the drive for modernity together is a 
simple thing. Exceptional service and inclusivity: 
a desire to find new clients at every stage in their 
financial journey and stick by them, supporting and 
nurturing them along the way.

“We take our responsibility very seriously when it 
comes to ensuring that everyone can benefit from 
expertise when it comes to managing money and 
savings.” Said Nicholas Wilson, Divisional Director 
and Investment Manager at Brewin Dolphin’s 
Newcastle office.

“There’s the real risk of an ‘advice gap’ widening – 
where increasing numbers of people end up excluded 
from getting expert advice on how best to make their 
money work harder for them, and how to structure 
investments. In part attributable to the new pension 
freedoms, we’re now seeing an increased demand for 
advice, when the number of people in a position to 
give that advice is in decline or they are turning away 
clients deemed not profitable enough to service. 
That doesn’t reflect the values we stand for at Brewin 
Dolphin, and it’s not the way we work.”

The Journey

There has long been the perception that a significantly 
high level of wealth is needed to become a Brewin 
Dolphin client. In fact, Brewin Dolphin’s range of 
services are such that anyone with around £10,000 
can be a client and can benefit from the firm’s “with 
you for life” approach to securing people’s financial 
future and helping them to achieve goals.

As Nicholas explains, “We could lay out in fine detail 
all the market intelligence and macro-economic 
analysis done by our in-house research team, but 
what clients really want is to be comfortable, and 
able to trust that they are in the right hands. It’s 
about so much more than technical skill - it is also 
about personal understanding.

“The investment managers and financial planners 
here in the Newcastle office are a genuinely diverse 
bunch. We have staff of varying ages across all our 
teams; we have a far higher percentage of female 
managers and advisors than the industry average, 
reflecting the fact that more women are investing, 
and they have different lifespans, time horizons 
and priorities. We also have specialists focusing on 
certain areas; some deal with business owners, others 
professional advisors, others young entrepreneurs.”

What this means in practice is that Brewin Dolphin 
can always offer a personalised service tailored to an 
individual, while being able to draw on the overall 
expertise of an office with a wide range of knowledge 
and experience. Clients of Brewin Dolphin are much 
more than numbers on a page and wherever possible, 
investment managers are matched with clients 
based on specialism, interests, expertise, or even 
just rapport. It may seem unimportant to some, but 
Brewin Dolphin believe (and have proven) that this 
approach delivers a better service and cements a 
relationship.

Being a Brewin Dolphin Client

Few people have the knowledge, the confidence and 
the time to deal with their financial planning and 
investments, so put value in the ability to work with 
Brewin Dolphin to help them achieve their goals. 
This involves exploring and identifying their goals 
and needs, and the best way to address them. This 
usually includes discussing a range of other issues 
and a wider analysis.

“The message is this”, said Nicholas. “Whether 
you’re an individual looking to check you’re taking 
advantage of tax allowances or your pension is right 
for you; a new investor looking for an ISA or our 
Brewin Portfolio Service; or someone with more to 
invest in our discretionary services – we’re here to 
help. If you’re a charity or a company that needs to 
discuss investment, we’re here for that too.

“Brewin Dolphin is open for business and open to 
everyone, and we’re in it for the long term. Just as 
we’ve been around as a firm for over 200 years, we 
still value that ethos and it shows in the way we 
work. We develop long-term relationships with our 
clients on which we place genuine worth, and our 
clients feel valued and appreciated.”

OPEN FOR BUSINESS AND OPEN TO EVERYONE
Wealth Manager Brewin Dolphin’s suite of services mean that whoever you are, there’s a solution 

tailored to your needs.

www.brewin.co.uk/newcastle
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For many years the government has used capital 
allowances to encourage businesses to invest in 
plant and machinery, recognising the important 
role this plays in innovation and improving the 
UK’s economic output. The availability of capital 
allowances can significantly reduce the cost of the 
investment by reducing the owner’s tax liability.

In 2015-2016 the Office for National Statistics 
(ONS) reported that CA claims had risen by 3% 
overall to £90.5bn, supporting the notion that 
investment into qualifying fixed assets is as strong as 
it ever has been. To further strengthen this position, 
the Chancellor announced the introduction of 
significant amends to the existing CA system in the 
2018 Budget - an increase in the Annual Investment 
Allowance and the introduction of Structures & 
Buildings Allowances. 

However, despite this, many individuals and 
companies are still underclaiming their qualifying 
entitlement to such valuable reliefs, but why? 

At RSM, we have found that there are a number of 
common myths that often stop businesses from 
claiming capital allowances. All of these so-called 
challenges can be overcome to ensure no tax relief 
is lost. Making a claim can be much easier than you 
think, and our team can help you overcome any 
obstacles that may stop you making a claim.

Capital allowances myths challenged

We have no cost breakdown for our expenditure so 
we can’t make a claim.

In many circumstances, this is a barrier to making 
a claim as the qualifying expenditure must be 
accurately assessed. However, a lack of detailed 
information can be overcome by a capital allowance 
specialist. RSM’s multi-disciplinary team is made up 
of chartered surveyors, chartered accountants and 
chartered tax advisors. We’re able to build robust 
claims from the ground-up, using industry cost 
databases and evidence gathered from site visits 
to identify and quantify the value of allowances 
available.

My advisor has already made a capital allowance 
claim.

Many advisors will make routine capital allowance 
claims for assets such as computers, trade equipment 
and furniture. But in order to fully benefit from 
capital allowances, a combination of surveying and 
specialist taxation knowledge is needed.

For this reason, the majority of accountants are 
unaware of the full extent of what may be claimed 
and how to value it. In our experience, involving a 
specialist can almost always increase the quantum 
of the claim.

We can’t make a capital allowance claim because 
we’re out of time.

When considering a capital allowance claim, it is 
possible to go back to the date when the property 
was purchased. At RSM, we have prepared numerous 
claims for properties acquired many years ago.  Any 
newly identified allowances have to be included into 
the latest open tax period. The only requirement 
is that the items covered as part of the capital 
allowance claim are still in existence in the building at 
the end of the year being claimed for. Alternatively, it 
is possible to make a claim in the next tax return and 
begin claiming allowances from that point forward.

We’re loss-making so we can’t benefit from making a 
capital allowance claim.

Capital allowances are a very flexible form of tax 
relief. If a company, partnership or individual is loss 
making, the relief can be either carried back (via the 
loss carry back rules), carried forward or surrendered 
via group relief. Additionally, in certain circumstances 
it may be possible to surrender a loss arising from 
a capital allowances claim to HMRC in return for a 
payable tax credit – resulting in a beneficial cash-
flow boost.

It’s only a timing benefit that will be clawed back 
when we sell the property.

It’s a common misconception that making a capital 
allowance claim reduces a building’s base cost for 
capital gains purposes. This is generally not the case 
– unless the property is sold at a loss. Furthermore, 
since April 2014 the transfer of allowances when a 

property is sold often requires agreement between 
the buyer and seller which can act to protect the 
seller against any claw back of relief. At RSM we have 
extensive experience of assisting clients in drafting 
the relevant clauses and elections to be included 
within legal contracts at the point of acquisition or 
disposal. 

The previous owner of the property has claimed all 
the capital allowances.

The rules surrounding capital allowances on second-
hand properties are particularly complex. In many 
cases there may be an opportunity to identify 
previously unclaimed allowances. This can be for 
several reasons:

      The seller is not entitled to claim (eg as a charity, 
pension fund or similar non-tax paying entity); 

      The property has been owned for over 10 
years (additional capital allowances assets 
were introduced in 2008, if the seller held the 
asset prior to 2008 then a partial claim may be 
possible); or

      The seller is a property developer/trader holding 
the building as a current asset.

Our experienced team can carry out an initial 
feasibility review at no cost to determine if an 
opportunity for a viable claim exists. This makes 
the process much smoother and reduces the time 
burden of identifying savings. 

CAPITAL 
ALLOWANCES – 
CHALLENGING 

THE MYTHS AND 
UNLOCKING 

OPPORTUNITIES
The importance of capital 

allowances for your business

By appointing an experienced tax advisor all the above scenarios can be mitigated and, in many cases, unlock significant cash tax savings.  
For further information on maximising capital allowance tax relief or other taxation issues, please contact Sanjay Pugal, Associate Director,  

at sanjay.pugal@rsmuk.com or your usual RSM contact.
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Unlike traditional accountants, Lumo specialises 
solely in the area of rebate for research 
and development relief, which can often be 
overlooked by businesses who don’t believe they 
qualify for relief.

The company has worked hard to share their 
message across the North East, including talking 
with members of NEPIC, Converge and the North 
East Motor Alliance. The team have also moved 
into state-of-the-art offices in Durham and taken 
on a raft of new experienced staff to cope with 
rising demand.

REVEALING THE TRUE VALUE

Speaking about the brand’s busy 2018, Business 
Development Manager, Joe Routledge, believes it 
is the company’s diligent and thorough approach 
which has seen client numbers soar: “I think our 
brand’s biggest strengths is that our service in not 
diluted and diversified into other specialisms - we 
only operate in the R&D sector and it receives the 
full attention of all of our highly qualified team.

“This focused approach has allowed our team to 
really drill down into our clients and ensure their 
claims have taken into account every viable option. 
We have even had a significant number of clients 
who have applied previously for the relief, only to 
then discover, once they begin working with us, 
that we have been able to uncover opportunities 
that have been left unnoticed by others. 

INCREDIBLE INNOVATION IS ALL AROUND US

Ask the team at LUMO and they agree that one of 
the most exciting elements of a role geared around 
R&D is learning about the innovation happening 
across a variety of sectors, including life sciences, 
food and drink, science and technology and 
manufacturing. 

Highlights from the past twelve months include 
a waterfall technology to help cool car paint, an 
Italian beehive monitoring system, whisky from the 
Wear and a business crowd-funded from a love for 
Argentinian peanuts.

Whilst many of these businesses can clearly be 
seen to be breaking boundaries and developing 
new techniques to achieve their goals, there is 
evidence in the amount of unclaimed R&D tax 
credits that many companies can implement 
innovation without even fully realising it. 

A WIDER PERSPECTIVE

In addition to highlighting innovation within 
business, Lumo also works closely with clients 
in an advisory capacity, providing upfront 
recommendations on areas of research and 
development which can be claimed, allowing our 
clients to budget efficiently and securely plan for 
the future. 

This 360-degree approach to R&D tax claims, 
coupled with a comprehensive approach to 
customer service, and an average claim rate of 4-6 
weeks, are just a few of the reasons that Lumo has 
seen such great results in 2018 and are looking 
forward to a New Year jam-packed with innovation.

LUMO SHINES A LIGHT ON INGENUITY IN THE  
NORTH EAST AND BEYOND

R&D Tax specialists, Lumo, are celebrating a fantastic end to 2018 which has seen them save  
companies in the North East alone over £4m through successful tax relief claims. 

www.lumo.tax
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For more information,  
visit www.explorewealth.co.uk or call us on  
0191 285 1555 to arrange a free initial consultation.
Explore Wealth Management Ltd is authorised and regulated by the Financial Conduct Authority.

At Explore Wealth Management, 
we understand the difficult 
decisions you face when 
planning ahead for retirement.

We proudly see ourselves as the North East’s leading financial 
advice firm for business owners, professionals and senior 
managers who are either approaching, or already in retirement.



In September we further cemented our position 
in the North East with the opening of our office 
in Newcastle, forming part of an ambitious 
expansion plan across the North of England and 
Scotland.

The Newcastle office is headed up by Jim Meakin 
- Partner and Head of Tax - a well-known face in 
the city; having previously held the position of 
Managing Partner of international accounting firm 
RSM’s Newcastle Office.

The move into Newcastle continued a successful 
year of growth for the firm, following the acquisition 
of Haines Watts’ former Glasgow office in February, 
and taking the total number of offices to 17 across 
the North of England and Scotland. The launch of 
the Newcastle office also complements Armstrong 
Watson’s existing strong presence in the North 
East - with a long established office in Hexham 
- and follows last year’s celebration of the firm’s 
150th anniversary as an accountancy practice 
across the North of England.

Jim Meakin, Tax Partner commented, “Having 
seen the attraction of joining Armstrong Watson 
as Head of Tax it became apparent that we had a 
shared view of the opportunity here in the North 
East. There is a huge opportunity to help businesses 
in the region to maximise their succession 
opportunities; so many leave it to chance as a 
result of insufficient awareness of the options 
available. We are taking to them the message that 
Armstrong Watson has the resource and expertise 

to help them make the most of what they have 
built up when the time is right.”

As the Armstrong Watson business has increased in 
size, so has the size of the team, with our current 
headcount standing at 415, which includes 12 
graduate trainees and 7 new partners joining the 
firm across the regions in 2018 alone.

Recruiting and retaining talent plays a vital role in 
the firm’s growth strategy and a forward-thinking 
approach led to Armstrong Watson being recently 
ranked by the AAT (The Association of Accounting 
Technicians) student magazine as one of the top 5 
small firms in the UK in which to launch a career 
in accountancy. 

The continued expansion has also seen an increase 
in expertise in key areas, with services including 
specialist tax advice, corporate finance, commercial 
funding, dispute resolution, financial planning and 
wealth management (which is a particularly strong 
focus of the firm), forensic accounting, strategic 
business advisory services, asset management, 
restructuring, recovery and insolvency, and payroll.

In October, Armstrong Watson’s commitment 
to growth was recognised when the firm were 
announced as the 28th largest accountancy 
practice in the UK in the revered Accountancy Age 
50+50 rankings 2018 – up from 32nd position in 
2016. 

A commitment to evolving technology has also 
played an integral part in the firm’s growth, one 
such example was the early adoption of Xero cloud 

accounting software in 2014, which led to over 
4,000 clients transferring onto the platform and 
Armstrong Watson being awarded the software 
giant’s accolade of UK Xero Partner of the Year 
in late 2017 - and a head start in the run up to 
HMRC’s impending ‘Making Tax Digital’ April 2019 
deadline.

The firm’s proactive approach to digital and online 
platforms also resulted in further award wins in 
2018, with an international award for leadership 
presented by Intranet provider Jostle, and the 
payroll service team receiving the ‘Project of the 
Year’ title at the CIPP Chartered Institute of Payroll 
Professionals (CIPP) Annual Excellence Awards.

Paul Dickson, CEO and Managing Partner 
commented on Armstrong Watson’s successful 
2018 and plans going forward, “We have strong, 
well established roots across the North of England, 
including the North East. So being present in 
Newcastle has long been part of our strategic plan.

The depth and breadth of our proposition to our 
clients allows us to advise and support businesses 
by providing the services often only found within 
the larger national firms.

I look forward to 2019 with Jim Meakin and the 
team in Newcastle, working with our clients in the 
North East in our Quest to help business owners 
achieve prosperity, peace of mind and a secure 
future when they are with us.”

2018 has been an exciting year of continued transformation for Armstrong Watson, Accountants 
Business and Financial Advisers, with expansion across the region and growth throughout  

key service lines and sectors. 

www.armstrongwatson.co.uk
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CONTINUED GROWTH FOR ARMSTRONG WATSON

Paul Dickson (left) CEO and Managing 
Partner of Armstrong Watson welcomes 

Jim Meakin, Tax Partner, to the team.



Supporting, advising & 
protecting businesses & 

individuals for the long term

Rotterdam House
116 Quayside

Newcastle upon Tyne
NE1 3DY

Contact: Jim Meakin
Tel: 0191 434 0830

Email: jim.meakin@armstrongwatson.co.uk

16 regional offices,
150 years of history

and now open in Newcastle

www.armstrongwatson.co.uk



But for every employee who thinks the room is 
too cold, there will be those who are opening 
a window, turning down the thermostat or 
reaching for a fan! So, as the summer’s heatwave 
becomes a distant memory, legally, what do 
you need to do to ensure your workers are 
comfortable?

Health and Safety

Workplace temperature falls within the remit 
of health and safety legislation, particularly the 
Workplace (Health, Safety & Welfare) Regulations 
1992 (the “1992 Regulations”) which requires 
you to ensure the indoor workplace temperature 
is “reasonable”. Further, under the Management 
of Health and Safety at Work Regulations 1999, 
you must conduct risk assessments which 
includes considering both the indoor and outdoor 
temperature (which is considered a potential 
hazard) and whether this is a risk to health and 
safety. If it is, action must be taken.

What is a “reasonable” temperature?

There is an Approved Code of Practice supporting 
the 1992 Regulations. Whilst this does not set 
down a legal requirement, it does provide helpful 
guidance. According to the code, the minimum 
indoor temperature of a workplace should be 16 
Degrees Celsius. However, where the work involves 

rigorous physical effort, it can be as low as 13 
Degrees Celsius. Ultimately though, it is for you, 
having carried out a risk assessment, to determine 
what will amount to reasonable comfort when it 
comes to workplace temperature. This will very 
much depend on the working environment – 
working in a kitchen is likely to be warmer than 
working in an office.

For those of you who struggled with workers 
feeling too hot during the summer, there is not a 
recommended upper temperature. This is due to 
the complexity of the interaction between radiant 
temperature, humidity and air velocity. But the 
temperature still needs to be reasonable depending 
on the working environment.

What should you do?

Satisfying everyone will be impossible but 
consulting with staff is a good start and ACAS 
suggests you try to satisfy the majority of people.

Other sensible steps would be:

      Ensuring buildings, heating and air conditioning 

systems are properly maintained to avoid any 
unexpected problems;

      Moving workstations or particular employees 
away from colder areas if it is a problem for 
them;

      Provide additional heaters or fans if 
appropriate;

      Being mindful of any disability issues that 
might be exacerbated by the temperature 
of the working environment and taking 
reasonable steps to address them;

      Relaxing any dress code, where appropriate to 
do so, to reflect any extremes in temperature; 
and

      For those working outside:

      Ensuring they have appropriate clothing;

      Ensuring they have adequate breaks; and

      Providing hot or cold drinks depending on the 
weather.

As always, take advice if the issue becomes 
problematic.

Claire Rolston and Yvonne Atherton are employment law and HR solicitors at Rolston Lant Law Firm, a boutique commercial law  
firm specialising in employment law, commercial litigation, company/commercial, IP and commercial property.   

We can be contacted on 0191 6030061 or hello@rolstonlant.com
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HOT WATER 
BOTTLE 

ANYONE? 
IT’S TOO COLD!
From nursing hot water bottles, 
cradling mugs of hot drinks or 
even wanting to wear slippers, 
feeling cold in the workplace 
affects many of us at some  

time or other. 
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What have been your 2018 highlights?

Following our major re brand on January 1st 2018 
landing our first big law firm client of the year was 
a highlight which was followed by many more 
throughout 2018 however the biggest highlight 
was sponsoring, judging and presenting at the 
Northern Law Awards 2018. Not only was it a 
superb evening in June at The Hilton Gateshead 
but also huge exposure for the company not only 
on the evening but during the build up to the 
awards night. 

What has been your biggest challenge  
this year?

A good friend of mine once told me that you 
should never wait until you are quiet to carry out 
marketing you should look to do it all year round. 
I have done some form of marketing everyday in 
2018 and even though it has been incredibly busy 
at times, I have always made sure I find time in 
the day to promote the company and its services 
in some form.

What has been your proudest moment?

I pretty much started 2018 with a total re 
brand, new website, logo, marketing materials, 
advertising, sponsorships. Seeing all the new 
branding after months of designing was a very 
proud moment. It was a particularly proud 
moment seeing the company branding and logo 
on display at the Hilton in June at the Northern 
Law Awards, accompanied by Stacey Nottingham 
from Bombshell Design who has worked so hard 
on all our branding and design work.

How did you build your brand this year?

After starting with a total re brand in January we 
have kept with the same 'logo in the Tyne' theme 
and have made special edition adverts for the 
World Cup, Halloween and Christmas.  We are 
a North East based company which although 
nationally respected with a number of global law 
firm clients, still very proud of the area so our 
branding tends to be inspired by the North East. 

Our 2019 calendar which will be delivered to 
Solicitor firms all over the country shows images 
from the North East taken by local photographer 
Graeme Peacock for example.

What are your goals going into 2019?

I have two main goals for 2019, to carry on 
providing the best possible service to all our 
existing clients but also take on more clients and 
establish ourselves as the 'go to' process serving 
company in the North East of England as we 
look to expand our team and possibly move into 
bigger offices near the Quayside.

Who has inspired you this year?

One of my main inspirations in business is Jamie 
Waller CEO of various companies and winner 
of the Cranfield Business School Entrepreneur 
Alumnus of the Year 2018 after starting work 
as a bailiff he built several hugely successful 
companies and has recently had a book 
published. He is a perfect example of how you 
can start at the bottom and through hard work 
and determination you can achieve your dreams.

Is Brexit a cause of concern for you and  
the legal industry?

I am not sure about the legal industry itself but 
I am confident it will have no effect whatsoever 
on our company, if anything uncertainty within 
the business world is more likely to increase our 
workload rather than reduce it.

Where do you see the business in  
12 months time?

We have grown substantially during 2018 with 
8 consecutive record months and I believe this 
growth will continue in 2019 as we acquire more 
clients both in the North East and nationally as 
word of the quality of service we provide spreads.

We are currently in talks with 2 global law firms 
regarding process serving services in 2019 which 
if successful will greatly increase not only our 
workload but our reputation as a leading provider 
of process serving services in the UK.

THAT WAS THE YEAR THAT WAS 
Northern Insight meets Simon Darby, owner SD Legal Services, 
who reflects on a superb 2018 and looks ahead to 2019 with  

great optimism.

www.sdlegalltd.co.uk
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Smile. You’re on camera….and your data is being 
processed. This seems to have been causing 
many concerns lately, in particular when CCTV 
users are deciding whether they need to disclose 
footage. 

Data protection implications

CCTV usually captures personal data. Whether 
that’s by capturing images of individuals, car 
registration plates, or other data that identifies 
individuals, CCTV usage is a data processing 
activity and needs to comply with data protection 
laws. Amongst other things, this means CCTV data 
must be processed lawfully and securely, be limited 
to only what is necessary, and kept for no longer 
than is needed to fulfil its original purpose. 

Lawful use of CCTV

As with any other type of data processing, for 
CCTV to be lawful, there needs to be a lawful basis. 
Of the six lawful bases set out in the GDPR, the 
one that usually applies is legitimate interests. It’s 
unlikely that you will realistically be able to obtain 
sufficient consent from every person whose data 
you might capture in this way. A sign saying, ‘By 
entering these premises you consent to being 
captured on CCTV,’ won’t usually meet the GDPR 
criteria for valid consent. The other lawful bases 
will likewise only apply very narrowly to the use of 
everyday CCTV.

So if your organisation does use CCTV, you will 
almost always need to have a valid, recorded 
legitimate interest, which does not outweigh the 

rights and freedoms of the individuals whose 
personal data you capture. 

Further compliance requirements for CCTV

Organisations that use CCTV will need to register 
with the ICO to pay their annual data protection 
fee as a data controller. 

The use of CCTV needs to be explained in a privacy 
notice, and data subjects need to be informed of 
the processing before it occurs. In practice this 
means you will need signage at the entrance to 
areas where CCTV is in use, before the recording 
takes place, and a CCTV policy. 

There are further privacy safeguards to be applied 
for exceptional uses of CCTV, such as covert 
recording, or recording in places individuals would 

expect a greater degree of privacy, like fitting 
rooms or toilets. Such intrusive uses will rarely, if 
ever, be justified under the legitimate interests test.

Disclosing footage

You may be asked to disclose footage you hold 
through subject access requests (SARs) under the 
data protection legislation. You might also receive 
freedom of information requests from members of 
the public (if you’re a public authority); or general 
requests to view footage outside of these two 
statutory rights. 

For SARs, the requester will need to provide enough 
information for the controller to identify the data 
in question. If the footage includes any third party 
personal data, this will need to be redacted, i.e. 
blurred or blanked out.

The right of access gives individuals the right 
to copies of their data, as long as this does not 
adversely affect the rights and freedoms of others. 
This means if your organisation does not have 
the capability to redact third party personal data, 
you can’t provide copies, but may instead be able 
to meet your obligations by inviting the person 
making the request to view the footage on site. 

In most cases responding to general disclosure 
requests, perhaps from the media, insurance 
bodies, or members of the public, will be at your 
organisation’s discretion and should be governed 
by a CCTV policy. In all cases, your organisation 
needs to make sure that it is protecting personal 
data when disclosing CCTV footage, and that all of 
its other data protection obligations are met. 

To learn more or for help with any data protection, GDPR compliance or any IT legal issues, email data@muckle-llp.com or call 0191 211 7777.
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G
illian Scribbins

HAVE YOU BEEN FRAMED?
Data protection isn’t restricted to words and names. Here, Gillian Scribbins - data protection  

specialist at Muckle LLP, talks candidly about CCTV data processing.



Get 
Data 
Protection 
Right
Uncertain about next year’s General Data Protection Regulation? 
Save time and prepare with straightforward, friendly legal advice for  
you and your business.

Call 0191 211 7777 or email data@muckle-llp.com  
to find out more

with expert legal advice for your business

muckle-llp.com
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GENEROSITY FESTIVAL 
LAUNCH

Over 250 guests recently joined The Community 
Foundation Tyne & Wear and Northumberland and 
Newcastle University at the Discovery Museum as 
they launched their three week Generosity Festival 

of Philanthropy and Giving. 

Professor Charles Harvey, Director of the Centre 
for Research on Entrepreneurship, Wealth and 
Philanthropy at Newcastle University, told the 
800 year North East Philanthropy Story, which 

he and his team have been researching for three 
years. Guests also saw the premiere of a specially 
commissioned film ‘What does Philanthropy Mean 

to us’ and were entertained by award winning 
November Club who worked with students from 
Longbenton High School on what philanthropy 

means to young people. The performance included 
a ‘Philanthropy Tango’. Guests also got to meet 
over 20 groups the festival has highlighted as 

being #PoweredbyPhilanthropy, seeing the 
benefits of philanthropy in action.





New partners, new website, new brand and a 
cutting-edge conveyancing app which could 
revolutionise how the firm does business, adds up 
to a recipe for future success.

But innovation and adaptation have been hallmarks 
of the firm since its launch 18 years ago.

Senior Partner Surbhi Vedhara said: “You hate to use 
the word ‘journey’ because it has become such a 
cliched word.

“But that’s the best way to describe a process which 
has seen our business evolve from a single strand to 
a range of legal services, from a handful of staff to 
more than 70 and from a local firm, to one working 
across the UK.

“Along the way, we’ve seen people who started 
as trainees developing into partners, we’ve seized 
new opportunities to change the business when 
they’ve presented themselves and new technology 
is something we’ve learned to love and looked to use 
to help our clients.”

The new conveyancing app is perhaps the perfect 
example of the firm’s efforts to marry up traditional, 
diligent legal services with new opportunities to 
improve services.

Founding Partner Paul Miller said: “The app will 
provide a 24/7, on-demand service to clients rather 
than limiting them to office opening hours.

“It will allow clients to access and sign certain key 
documents, access information on their transaction 
and check for updates on progress at any time.

“They will be able to securely send many documents 
to us through the app within seconds rather than 
posting them to us.

This will make the conveyancing process so much 
more streamlined - literally a click of a button – and 
is going to vastly improve the amount of control the 
client will feel from now on over the conveyancing 
process.”

However, it is not just conveyancing work that the 
firm specialises in. 

Sweeney Miller Law has also established an enviable 
reputation across a whole spectrum of business 
and commercial Property matters, from acquiring 
commercial premises to dealing with commercial 
agreements.

Other services include commercial litigation, 
employment law, commercial contracts and 
commercial litigation.

In terms of individual services, Sweeney Miller 
Law has a particularly strong Wills and Probate 
department under the guidance of David Smith who 
became a partner in the firm this year as did Damien 
Todd, Jess Fenwick and Michael Storey.

The growing North East firm also offers 
comprehensive legal support in the fields of 
matrimonial and family, civil litigation and personal 
injury.

“When we founded the firm, it was personal injury 
that was the area where most of our caseload came 
from,” recalls Paul.

“It remains a field that we are well-established in but 
over the years as the firm has grown, so have other 
areas of legal expertise”

With offices in Sunderland and Newcastle, Sweeney 
Miller Law are well-positioned to provide a whole 
range of legal services not just the two large cities in 
which they’re based but the whole of the North East 
and indeed the rest of the country.

And as their continued growth has demonstrated, 
their geographical position is no bar to working 
further afield.

“We are handling both individual and business 
transactions in Wales, Scotland and the south of 
England with greater London and the South a 
particular growth market for us,” revealed Paul.

INNOVATING AND EXPANDING  
LAW FIRM LOOKS FORWARD TO A  

HAPPY NEW YEAR
A year of rapid change at North East solicitors Sweeney Miller Law has left  
the firm perfectly positioned to expand regionally and nationally in 2019.
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Four new partners are helping Sweeney Miller Law ambitiously expand.

‘The future looks bright’ -  
founding partner Paul Miller.

‘New technology can revolutionise customer service’ 
senior partner Surbhi Vedhara



The acquisition will add further strength and 
depth to Mincoffs’ award winning Corporate and 
Commercial teams and consolidates the firm’s 
position as a market leader in the technology 
and digital sector. 

Matthew Rippon, who founded Particular with Deb 
McGargle in 2011 (now CLO at Seed Legals), is 
known as one of the country’s leading lawyers in 
the tech start up space and has joined the Mincoffs 
team as a consultant. Matthew will continue to 
support early stage businesses in various mentoring 
roles including Telefonica’s Wayra accelerator 
programme and the Northumbria University 
Graduate Enterprise Programme.

Led by partner Antony Hall, Mincoffs Commercial 
Services team has grown rapidly, increasing its 
revenue by a significant margin over the past 
two years. The team was awarded Corporate/
Commercial Firm of the Year in the 2018 Northern 
Law Awards and was also shortlisted as Regional 
Technology, Media and Telecoms Firm of the Year 
in the national Legal 500 Awards 2018.

Antony Hall said “Particular Legal has built up 

an enviable reputation within the North East’s 
technology community and brings a diverse range 
of specialist expertise that will complement and 
bolster the capabilities of our existing teams. The 
acquisition underlines the position of Mincoffs as a 
leading firm in the technology and digital sector. I 
have no doubt they will be a great addition to our 
business.” 

Particular Legal entered the legal market in 2011, 
offering an innovative approach to legal services, 
with a focus on a plain-speaking tone of voice with 
annual retainer contracts and fixed fees rather than 
hourly billing. The firm’s portfolio of clients range 
from technology start-ups to established owner 
managed businesses. The team has substantial 
expertise in providing commercial legal advice 
related to intellectual property and technology 
issues.

Matthew Rippon said: “I am excited by the next 
stage in our journey. We’ve come a long way over 
the last 8 years, as has the tech sector as a whole. 
We believe that the combination of Particular 
Legal’ s unique take on the delivery of legal advice 

with the range of services offered by Mincoffs is a 
winning formula for the legal market.”

Established in 1948, Mincoffs Solicitors is one 
of the North East’s leading law firms for the 
digital and creative sectors. The technology team 
work with businesses ranging from start-ups to 
international brands and pride themselves on their 
innovative approach to legal services, as they invest 
time understanding clients’ businesses and the 
challenges that they face.

The firm offers the full range of services that a 
digital business needs to succeed, whether it be 
advice on software licensing or brand protection, 
help raising finance or employment or property 
issues. The team have established a track record 
in helping clients protect and exploit their ideas 
and they frequently advise on the legal aspects of 
commercialising new products and technologies.  
Many of the specialist IP and IT lawyers in the team 
have worked in-house so understand first-hand the 
complex work demanded of software developers 
and IT service providers.

For more information about Mincoffs Solicitors visit www.mincoffs.co.uk

MINCOFFS SOLICITORS ACQUIRE PARTICULAR LEGAL
Newcastle based Mincoffs Solicitors has announced that it has acquired  

niche technology- focused law firm, Particular Legal. 
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L-R Matthew Rippon of Particular Legal and Antony Hall,  
Partner and Head of Commercial Services at Mincoffs Solicitors.





A series of events centred on developing the tech 
angel investor community in the North East and 
Yorkshire will take place, addressing the ongoing 
issue of the funding gap between tech businesses 
and investment.

Recent research into the UK business angel market 
by Tech Nation and the British Business Bank 
indicates that although North East start-ups hail 
the support community as the region’s biggest 
strength, there is ‘clear regional disparity in terms 
of where Angel investors are based and where they 
invest’. 

North East tech start-ups cite the lack of access to 
funding in the region to be a drawback with many 
traveling to London or further afield to secure 
investment. In a survey of more than 2500 deals, 
involving over 650 angel investors, less than 0.5% 
were based in the North East, while almost 60% 
were based in London and the South East.

Tech Nation is hoping to bridge the gap between 
northern tech investors and businesses to keep the 
flow of funding and knowledge within the region. 
With the help of expert programme partners 

Mincoffs Solicitors and Blu Sky and established 
experienced investors, the Angel Community 
will run a series of workshops for new and 
inexperienced tech investors in the North East and 
Yorkshire, as well as dinners and pitching events. 
The community will also look to help start-ups and 
new tech businesses seeking local investment, with 
investment readiness workshops for advice on how 
to make a new venture an attractive prospect for 
investors.

The Angel Community is an evolution of the 
previous Tech North Angel Community with 
events to be held in Newcastle, Leeds, Manchester, 
Liverpool and Cheshire. The aim is to build a strong, 
open network of tech investors that is easy to 
access and open to collaboration.

James Bedford, Head of Investment Partnerships at 
Tech Nation commented: “We’re delighted to be 
building on the success of the previous programme 
with our partners Mincoffs and Blu Sky. It is really 
important that we support the growth of the angel 
investor community to enable tech companies to 
find the right investors.” 

Specialist IT lawyer Antony Hall, who heads the 
Commercial Services Team at Mincoffs, said “the 
North East’s technology cluster is full of ambitious 
and exciting businesses, many of whom are looking 
for investment. As well as bringing capital, angel 
investors bring vital business experience which can 
make a huge difference in helping tech businesses 
reach their full potential. We are very pleased to 
be supporting Tech Nation with this important 
programme; stimulating angel activity within the 
region can only strengthen the region’s technology 
community.”

Dave Gibson, Co-founder of Blu Sky added: “We’re 
excited to be on board with the Tech Nation 
Angel Community Programme and attending the 
Newcastle and Leeds events! Supporting the local 
angel community will only encourage more local 
investments with start-ups in the region, boosting 
our business ecosystem.” 

Tech Nation was launched in May 2018 after 
merging the Tech City UK and Tech North brands 
to support tech companies across the whole of the 
UK. 

NEW ANGEL INVESTOR COMMUNITY AIMS TO BRIDGE 
THE NORTH EAST TECH COMMUNITY’S EQUITY GAP

Tech Nation, the UK network for ambitious tech entrepreneurs, has teamed up with Newcastle based 
Mincoffs Solicitors and North Shields based Blu Sky Chartered Accountants for the launch of the new 

‘Angel Community’ Programme. 

www.mincoffs.co.uk
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L-R Samantha Grigg, Blu Sky, James Bedford, Tech Nation,  
Peter Robinson, Mincoffs Solicitors, Steven Robinson, Blu Sky  
and Antony Hall, Mincoffs Solicitors.
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What is your job role at GBLF? 

I am a chartered legal executive within the Family 
Department here at GBLF. I specialise in family 
law, with particular regard to divorce, matrimonial 
finances and private child law proceedings.

How long have you worked at GBLF? 

I have worked at GBLF for eight years.

What was your dream job when you were at 
primary school? 

I always wanted to be a West End performer. When 
I was little, I loved to dance and sing, undoubtedly 
annoying everyone! I soon joined an amateur 
dramatic group which I attended for many years. 
As I grew older, this all changed and I wanted to 
become either a lawyer or a pathologist!

What has been the proudest moment of your 
career so far?

Looking back, I have had many exciting moments in 
my career, but the one that stands out is probably 
the first contested hearing I advocated and won! It 
was a fantastic feeling of triumph.

What do you look forward to most at the end 
of the working week?

I am a homely person and enjoy nothing more 
than relaxing at home, spending time with my 
family and friends. I enjoy walks in the countryside, 
and the inevitable pub lunch! I also love going to 
the cinema, it’s always great to watch the latest 
blockbuster.

If you could have dinner with anyone, dead or 

alive, who would it be, and why?

Heston Blumenthal, so he could make the dinner in 
the first place! Orlando Bloom for a little bit of eye 
candy. Rameses II, regarded as the greatest, most 
powerful of all of the Ancient Egyptian Pharaohs, to 
give insight into Ancient Egypt which I have always 
had an interest in. Finally, the character Blackadder 
to make me laugh!

What is the best book you’ve read?

I love all of the historical novels by Philippa Gregory, 

but in particular, The Kingmakers Daughter which 
takes the reader back to the Court of Edward IV 
and the actions of the ‘Kingmaker’ Richard Neville 
Earl of Warwick, the most powerful magnate of the 
15th Century who sought to use his daughters as 
pawns to gain influential powers with the Crown. It 
had me gripped from beginning to end.

If you could have one superpower, what 
would it be and why?

I’d like to have magic superpowers like Harry Potter 
because then I could do anything, go anywhere and 
have the ability to turn people into frogs at will!

GBLF  T: 0191 388 1778 E: info@gblf.co.uk  W: www.gblf.co.uk

GETTING TO 
KNOW… 
GILLIAN 

MITCHELL
As chartered legal executive 
at Gordon Brown Law Firm 
LLP (GBLF), Gillian Mitchell 

specialises in family law, 
with particular expertise in 

private child law and advance 
financial provision cases, 

obtaining Accreditation through 
Resolution.
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A NEW ERA 

IN LAW

  Dispute Resolution    Restructuring and Insolvency    Real Estate Residential Property   

  Real Estate Commercial Property    Debt Recovery    Corporate and Commercial Services   

  Employment and HR    Sport Services

+44 (0)191 466 1000    INFO@SJS-LAW.CO.UK    WWW.SJS-LAW.CO.UK
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Staff at St James’ Square Law Firm with Erin Fairley, 
Fundraising Manager, Macmillan Cancer Support

Staff from St James’ Square after completing the Blaydon races

David Barber, Macmillan volunteer, 
at the Charity Karting event

Dressing up with special four-legged 
ghostbuster, Teddy, at Halloween



The festive period is a time for goodwill and giving and 
for Newcastle law firm St James’ Square, this Christmas is 
even more special.

This month marks the culmination of a year of fundraising 
during which the team raised £10,000 to help improve the 
lives of people living with cancer.

A year-long series of charity events were held to support 
Macmillan, with all money raised doubled by the firm. 

The fundraising activities each reflected St James’ Square’s 
fun working environment. They included coffee mornings, 
sponsored runs and dress-down days. On Halloween, the 
firm’s partners raised donations and more than few laughs 
by dressing as Ghostbusters for a day in the office.

Another highlight was the Charity Karting and Client 
Networking event at Karting North East, which saw 28 
teams made up of clients and staff compete in an endurance 
race. Macmillan volunteer David Barber also came along and 
shared his own story of his battle with cancer.

The charity efforts reached their festive finale last month 
when a special Polar Express screening was held at the 
Tyneside Cinema.

St James’ Square prides itself on being a family-orientated 
firm and the partners wanted to host a Christmas event 
to include not only clients and employees, but also their 
children and partners.

The festive fundraiser invited families to enjoy an exclusive 
screening of Polar Express, complete with a conductor 
stamping golden tickets, mugs of hot chocolate and a visit 
from Santa, with all donations raised going to the Macmillan 
fund.

St James’ Square was founded in 2017 when managing 
partner Paul Monaghan teamed up with investor Brad 
Holbrook and, together with other founding partner Andrew 
Carser, the entrepreneurs planned out a business strategy 
that would set out to establish the ideal law firm.

Central to their plans was an ethos of philanthropy, and 
supporting good causes like Macmillan remains a top priority 
for the firm.

Managing partner Paul Monaghan’s own aunt Rita Monaghan 

was supported by Macmillan nurses before she sadly lost her 
cancer battle aged just 30.

Paul said: “Macmillan help so many families like my own 
through cancer and the work that they do is truly amazing. It 
is such an honour to have raised money to help play a role in 
the fight against this terrible disease.

“Credit must go to everyone who was involved in this 
remarkable fundraising effort. It was a very proud moment 
for us all when we handed over the cheque to Macmillan. 
We are now really excited to get started on next year’s 
fundraising challenge.”

As well as proving popular with St James’ Square’s employees 
and their families, the year’s fundraising mission has also 
struck a chord with the firm’s clients.

Paul Oates, Director of Premier Care Homes, said: “As well 
as being exceptional lawyers, St James’ Square Law Firm are 
dedicated to raising money for charity. I am delighted to 
have been involved this year in the Charity Karting event. 
It’s great to see a law firm taking the time to support good 
causes like Macmillan in such an engaging way.”

Erin Fairley, Macmillan Fundraising Manager, said: “We are 
delighted that St James’ Square has supported Macmillan 
Cancer Support during 2018.

“The incredible £10,000 they have raised this year will go a 
long way in ensuring Macmillan can reach the people who 
need us today.

“We simply could not deliver this vital support without 
corporate partners like St James’ Square and we’d like to 
thank everyone involved.”

But the firm’s good work does not stop there. With 
the £10,000 raised throughout the year now being put 
to good use supporting Macmillan’s important work, the 
St James’ Square team already has its sights on the next 
challenge. Its chosen charity for 2019 is Heel & Toe, the 
North East organisation that supports children with Cerebral 
Palsy and other physical disabilities.

The team is hoping to build on this year’s success and raise as 
much as possible to help the charity, which offers a range of 
therapies to improve the lives of children and their families.

CHARITY CHAMPIONS ST JAMES’ SQUARE 
CELEBRATE FUNDRAISING MILESTONE
After a year of hard work and dedication, St James’ Square has handed over  

an incredible £10,000 to charity and this is only the beginning as the law firm  
looks to the New Year with fresh fundraising plans.

www.sjs-law.co.uk
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Held at The Grand Marquee at Wynyard Hall and 
sponsored by Recognition PR, the conference, 
the Forum’s final one before the UK officially 
begins its withdrawal from the European Union, 
emphasised the important role that business will 
have in a post-Brexit world. 

Chris Hulatt, who co-founded investment firm 
Octopus Group, implored business leaders in 
attendance to ‘embrace, rather than fight change’ 
while echoing the importance of maintaining a 
strong brand in order to grow and ‘change the world’.

Chris has overseen Octopus’ growth from an 
investment company, which has helped put more 
than £8.3bn into the UK economy, to a multi-faceted 
organisation.

He said: “Entrepreneurs will be the ones who are 
going to be the driving force of revitalising the 
economy. 

“Your values need to be memorable as the success of 
your company is going to be down to your people, 
who should never be compromised. Trust your 
instincts and gut feelings; one of the worst things is 
to be paralysed by decision-making.”

Chris added: “No-one wants to sit down with their 
grandchildren and talk about how much money 
they’ve made, but what their money helped to 
achieve.”

Bob Keiller CBE, the former chief executive of Wood 
Group and owner of entrepreneurial consultancy 
AB15, gave an inspiring presentation on utilising 

effective storytelling into business practices, such as 
during pitches and when giving presentations. 

Bob said: “The heart of leadership is all about 
communication – it’s taken me a long time to realise 
that the key to communication is storytelling. If you 
can harness it, it’s like rocket fuel and can make a 
huge difference. 

“Get your story right, and people will remember it.”

The day’s introductory session, chaired by Graham 
Robb, senior partner of Recognition PR, drew on 
effective finance strategies that have supported 
three regional businesses’ potential and growth. 
Nigel Mills CBE, chairman of The Lakes Distillery, 
Kevin Brown, group managing director of home 
services firm Pacifica Group, and Rob Mathieson, 
who founded technology company ION Industries, 
all spoke about their own distinct business growth 
journeys. 

Mark Inglis, the first double amputee to have 
summited Mount Everest, delivered, undoubtedly, 
the conference’s most inspirational presentation. He 
recalled spending 13 and a half days at the summit 
of Mount Cook, due to a blizzard, which resulted in 
the loss of his legs below the knee, while also winning 
Paralympic Silver – the first New Zealand Olympian 
to win a medal in cycling. 

He has since gone on to become a renowned 
winemaker, motivator and founder of charity, Limb 
4 Life.

Tees Valley Mayor Ben Houchen and Tamara Roberts, 

CEO of sparkling wine company Ridgeview, rounded 

off a successful conference. 

Mr Houchen outlined his ongoing work to build a 

strong local economy across the region, as well as 

the creation of an Access to Finance Fund to provide 

capital investment for SMEs, while Tamara talked 

about how her family-run business has grown to 

produce nearly 300,000 bottles of sparkling wine 

each year, while exporting to 12 countries.

James Robson MBE, chairman of the Entrepreneurs’ 

Forum, said: “Our line-up of inspirational speakers 

and personalities has given our members plenty 

of advice and invaluable ideas that they can take 

inspiration from. 

“Our conferences are at the heart of stimulating 

effective peer-to-peer learning among our 

membership and 200-strong guests, who are 

the people creating the jobs, driving growth and 

strengthening our regional economy.”

Hosted by BBC presenter and journalist Charlie 

Charlton, Fortune Favours the Brave is one of the 

highlights of the Forum’s extensive calendar of 

events, which brings together more than 200 leading 

entrepreneurs for a day of peer-to-peer learning. 

For further information about future Entrepreneurs’ 

Forum events, visit entrepreneursforum.net/events 

or you can call 0191 500 7780.

ENTREPRENEURS ARE CHALLENGED TO  
‘EMBRACE, RATHER THAN FIGHT CHANGE’

The Entrepreneurs’ Forum supports more than 300 aspirational North East business owners in all sectors, helping to expand their networks, 
improve leadership skills, share experience, create new opportunities and grow their business. For more information call 0191 500 7780  

or visit www.entrepreneursforum.net

More than 200 members of the North East business and entrepreneurial community were challenged to 
help revitalise the economy, when the Entrepreneurs’ Forum hosted its Global Entrepreneurship Week 

conference, ‘Fortune Favours the Brave’. 
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Kevin Brown is a member of the Entrepreneurs’ Forum, a group of like-minded people who come together at inspirational events to share best 
practice, create valuable connections and help each other to grow their businesses. For more information, visit www.entrepreneursforum.net

Tell me about your background  
in business?

I started my working life as an apprentice 
electrical engineer after leaving school at 
16. Upon completing my apprenticeship, 
my career progressed at the North Eastern 
Electricity Board as I worked my way up to 
become its operations director.

It was in 2003 when my business career 
really started, albeit by chance! I was made 
redundant from my role at the electricity 
board and, along with Scott Pallister, finance 
director of Pacifica Group, we co-founded the 
company. This was my first foray into running 
a business and the experience proved to be 
very challenging, while at the same time 
extremely rewarding. 

From starting with four members of staff 
then, we are now turning over in excess of 
£40m with more than 450 colleagues and 
operating nationally from our headquarters in 
Houghton-le-Spring. Our team are currently 
completing in excess of 230,000 service calls 
each year, which demonstrates the Group’s 
strong growth.  

What was the inspiration behind Pacifica 
Group and how was it formed?

The retailer division of Northern Electric 
closed down, resulting in my redundancy. As 
Scott and I both knew the aftersales sector 
well, we decided to form a company to service 
the needs of customers, who are primarily in 
the brown and white goods. 

Pacifica Group was formally established in 
2006 and developed to offer a whole house 
approach to clients in the B2B2C market, who 
require approved tradespeople to fulfil requests 
from customers we held manufacturer or 
extended warranty products. 

In your own words, describe what 
Pacifica Group does?

Pacifica Group is primarily an aftersales 
support business, which provides three 
main services: the repair and maintenance 
of domestic appliances, in-home heating, 
insulation and renewable energy installations 
and maintenance, as well as extended 
warranty solutions. 

Our divisions comprise of:

      Pacifica Appliance Services – brown (TV, 
Hi-Fi, etc) and white (washing machines, 
refrigeration, etc) goods in-home repair 
services, along with return-to-base 
refurbishment of returned products to 
sectors including manufacturers, insurance 
companies, retailers and grocers. 

      Pacifica Home Services – heating (gas, 
LPG and oil), installation and repair 
services, as well as home insulation 
and renewable technologies to sectors 
including social housing providers and 
utility companies.

      UK Warranty – white label insurance 
products, service contracts and 
administration services to the 
manufacturer, extended warranty and 
retail sectors.

How has the company progressed  
and grown, and what do you attribute 

this to?

The company has grown from a start-
up established by two colleagues with no 
business experience, to a Group that is one 
of the leading home services firms in the 
UK. Our team work with a range of clients 
that includes leading manufacturers, energy 
providers, insurance companies and social 
housing providers, and securing these high-
profile contract wins has helped support our 
organic growth. 

We have an experienced team of industry 
professionals and an extensive network of 
talented engineers that ensure our core values 
are upheld, which has supported winning new 
contracts and providing further services to 
existing customers. 

What is your proudest moment with 
Pacifica Group?

Developing a North East-based business that 
now offers national coverage to all clients, 
while providing employment to more than 
450 colleagues. I’ve grown up in the region and 
am very passionate about it, so I am proud to 
have overseen the growth of Pacifica Group to 
become a major employer in the North East. 

We have a come a long way in a relatively short 

period to the position where the company 
is now, and I am also incredibly proud of the 
entire journey. 

The company has also collected a number of 
awards along the way, which is humbling as 
it is always nice to be recognised among your 
peers in the North East business community, 
as well as throughout the industry. I was also 
honoured to have won the Entrepreneurs’ 
Forum’s Scale-up Award this year! 

What is Pacifica Group’s USP? 

85% of the services we provide are undertaken 
by an employed engineer on a national 
scale, making use of the largest independent 
company in the sector. This ensures we can 
offer a first-class level of service to our clients 
by managing the whole customer journey.

We pride ourselves on delivering excellent 
customer service and this has helped to 
support our continued growth. There are 
other companies like us around, but it is our 
emphasis on customer service and our core 
values that helps to secure new work and 
deliver more services to existing clients. 

Throughout your business career,  
have you ever made a mistake that  
you have learnt from? And how did  

you overcome it?

There are probably too many mistakes to 
remember! But it is how you learn from 
them that forms part of your resilience and 
knowledge moving forward. 

Do you live by a certain motto?

In business, I always like to view a problem 
from the customer’s point of view. If we can 
design a solution that meets their needs, then 
it usually results in a good outcome for all 
parties.

What are your future plans  
for Pacifica Group?

We are looking to develop each of our 
subsidiaries over the next four years, which will 
include creating new, skilled jobs, expanding 
further and entering even more markets. 
I expect the Group to exceed its planned 
turnover of £100m during this period as well.
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One of the world’s leading automotive 
seating suppliers has teamed up with 
Gateshead College to kick-start the roll-out 
of a UK-wide apprenticeship programme.

Lear Corporation has joined forces with the 
college and its strategic partner, Cidori, to 
develop a skills programme designed to help 
the Detroit-headquartered firm improve 
efficiency, boost productivity and increase 
employee engagement.

Initial training has already taken place at Lear’s 
Coventry operation, which employs more than 
1100 staff, and saw more than 100 apprentices 
work on a variety of projects designed to 
improve the smooth running of production 

lines, make the workplace safer, boost morale 
and reduce unnecessary waste and costs.

On the back of this success, the programme 
is now being rolled out to Lear operatives and 
line managers at other sites across the country. 
Its UK operation is part of a global company 
that employs 165,000 staff in 39 countries 
and supplies its seating systems to major car 
manufacturers worldwide.

The training equips apprentices with the skills, 
knowledge and understanding to meet the 
challenges and changing needs of a modern 
production environment. It also allows them 
to work towards a Business Improvement 
Techniques qualification.

North East-based engineering and design 
consultancy, Ardmore Craig, is thrilled to have 
teamed up with British number one bobsleigh 
driver, Mica McNeill.

The firm teamed up with Mica following a talk at 
an entrepreneurial event earlier this year where she 
discussed her career so far and the challenge she 
faced when her funding was withdrawn by British 
bobsleigh’s governing body, inspiring her to set up 

a crowdfunding campaign to get her to the Winter 
Olympics.

Andy Stevenson, managing director at Ardmore 
Craig, said: “It’s clear when listening to Mica 
speak that she is really passionate about what 
she does, so when we heard about the challenges 
she was facing with her funding, we identified an 
opportunity to help.

As well as providing funding towards Mica’s training 

and travel costs, Ardmore Craig are involved with 
component design for the bobsleigh. 

Using existing runners as a reference point and 
with a pair of officially certified blanks, the team 
has developed the first set of runner profiles in its 
3D CAD package.

The 3D model will be used to machine the blanks in 
the North East of England prior to being tested on 
the ice later this year. 

An innovative scheme designed to attract new 
talent into the built environment industry has 
secured the backing of three high-profile firms 
that have won work across the globe. 

Black & White Engineering (B&W), Shed and 
James Christopher Consulting are the latest 
companies to become sponsors of PlanBEE (Built 
Environment Education), a unique, flexible training 
programme designed to attract and retain the 
brightest new talent in the region, plug skills gaps 
and create a more flexible workforce capable of 
working across various construction disciplines.

The scheme was launched in 2016 when 
Gateshead College and Ryder Architecture formed 
a powerful alliance with a network of architects, 

designers, contractors and engineering specialists.

Rather than follow a traditional training model 
where students complete their qualifications while 
working in one company, PlanBEE gives trainees 
the chance to work across several companies and 
therefore gain a more rounded understanding of 
the built environment industry.

Students will now benefit from a wider range of 
expertise with B&W, Shed and James Christopher 
Consulting on board.

The programme has been tailored specifically 
for and by the North East construction sector, 
providing students with a starting salary of 
£10,700 per year, a professional qualification and 
a guaranteed job opportunity on graduation.

ARDMORE CRAIG 
SUPPORTS TEAM 
GB BOBSLEIGH 

DRIVER

AUTOMOTIVE FIRM DRIVES FORWARD WITH NATIONAL APPRENTICESHIP SCHEME

THREE FIRMS PLEDGE SUPPORT FOR CONSTRUCTION SKILLS SCHEME



1. Launched our new brand

After a period of sustained growth, we launched 
our new brand and website in June 2018. The 
vibrant new brand and website have been key 
components in our growth strategy. Our brand now 
truly reflects where Horizon Works is positioned in 
the market place and accurately represents our 
passion for supporting innovators across our region 
and beyond. Our new brand played a key part in us 
being shortlisted for Agency of the Year at the 2018 
North East Marketing Awards.

2. Developed our business overseas

This year we have been able to expand our business 
overseas. We secured our first international client, 
Ohio-based AmeriWater – which provides premium 
water treatment equipment. After being impressed 
with the work that Horizon Works had carried 
out with clients in similarly complex industries, 
AmeriWater appointed us to help them deliver 
their growth plans.

To commemorate this further, we were one of only 
20 companies throughout the whole of the UK to 
have been awarded funding as part of Heathrow 
Airport’s World of Opportunity programme. The 
programme aims to provide 20 SMEs across the 
UK with the financial boost needed to explore 
and develop export opportunities through trade 
missions, trade shows or market research. Ohio is 

a key manufacturing hub in the United States and 
the funding will allow us to further capitalise on 
this.

3. Expanded our client base

This year has been an exciting one for our client 
portfolio in that we have been able to add a 
wealth of new organisations to our existing client 
base. This includes companies such as INVISTA 
Performance Technologies, the technology 
licensing group within INVISTA, Groundwork South 
Tyneside and Newcastle, which helps people and 
organisations make changes in order to create 
better neighbourhoods and work in a greener 
way and Fera, which works across plant and bee 
health, crop protection, sustainable agriculture, 
food and feed quality and chemical safety in the 
environment. 

Sarah French, Deputy CEO of Groundwork 
commented: “We engaged Horizon Works to 
review our current marketing and PR activities and 
develop a practical strategy for the Trust. Horizon 
Works produced an insight into our work, ethos 
and values informing a new approach to our brand, 
campaigns and business. The team quickly got to 
grips with our broad and diverse business activities 
and approached the project with enthusiasm, drive 
and clarity. They have been a pleasure to work with 
and we will certainly continue the relationship to 

keep our marketing and PR activity on track.” 

4. Growth 

Throughout the year, we have also expanded our 
client delivery teams to accommodate our growing 
client list. We have attended and exhibited at key 
industry events such as the North East Automotive 
Expo and the NEPIC Meet the Members Annual 
Conference and Exhibition. As official marketing 
partner of the Advanced Manufacturing Forum 
(AMF), we have also hosted a range of events 
including our successful Marketing Club and 
Awards Masterclass to provide manufacturing 
organisations with key marketing tips, tools and 
advice. 

5. New office 

Finally, as part of our long-term growth strategy, 
we have invested in new headquarters which 
are located on Northumberland Business Park, 
Cramlington. This investment will allow us to 
provide an excellent working environment for our 
growing team, give us the space we require for 
future expansion and provide a dedicated seminar 
and events space. This will allow us to host a range 
of seminars and events for our clients, network 
partners and businesses across the industries we 
work in.

HORIZON WORKS REFLECTS ON A SUCCESSFUL 2018
Samantha Davidson, Managing Director of leading B2B marketing agency Horizon Works talks us through 

the highlights of 2018 and how the company has been able to build upon its ambitious growth plans. 

To find out more about Horizon Works visit www.horizonworks.co.uk
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Guests were overwhelmed, by the amazing 
entertainment at the 8th Annual Pathways 4 
All Ball "Circus" which was held at The Grand 

Hotel Gosforth Park.

A staggering £55,429 was raised on the evening 
and one very lucky guest left wearing an amazing 
diamond pendant worth £1,300 which every year 

is donated by Mulory Antiques and jewellers, which 
is won through a lucky balloon draw only available 

on the night.

Pathways 4 All is a local parent lead charity which 
runs The Tim Lamb Children's Centre...a non-

judgmental place, where children with disabilities 
and additional needs can meet up and enjoy a huge 
array of onsite activities, outings, play schemes and, 

family holidays. in the charities static caravans.

8TH ANNUAL PATHWAYS  
4 ALL BALL “CIRCUS”





Here, Paul Lott from Hadrian HR, shares his 
insights and explains the future of Tribunal fees.

In the 12 months prior to June 2013, the Employment 
Tribunals (ET) received on average 13,500 single cases 
per quarter, while from October 2013 the number 
of single cases averaged 4,400 per quarter, and the 
number of ET claims dropped an average 65% during 
the four years following fee implementation. Sex 
discrimination claims alone fell by 83% in the year 
following the introduction of tribunal fees.

Cases such as unpaid wages and holiday pay attracted 
a fixed issue fee of £160, and then £230 to proceed 
to a hearing, whilst for more complex matters (e.g. 
unfair dismissal, discrimination), an employee had to 
pay £250 to lodge a tribunal claim plus an additional 
£950 hearing fee, meaning potentially a total of 
£1,200 in order to bring a claim. 

Without any significant increase in the level of 
successful outcomes, this leads to the contention 
that the fees were not achieving one of their original 
aims, which was to reduce the number of spurious 
and vexatious claims. It was also claimed that female 
employees were disproportionately affected by the 
imposition of fees and that they were discriminatory.

In July 2017, following a series of unsuccessful 
challenges by the trade union Unison, the Supreme 
Court unanimously ruled that the Employment 
Tribunal fee regime was unlawful. The court based 
its decision first and foremost on UK constitutional 
law rather than European law (and therefore Brexit 
should not have impacted on this decision). It was 
stated that the Government could not impose fees 
if there is a real risk that persons will effectively be 
prevented from having access to justice, and the 
court pointed to the long-term reduction in claims 
accepted by the Employment Tribunals.

The removal of the fees had an equally dramatic 
effect to their imposition, as from July to September 
2017, there was an immediate 64% increase in 
claims from the previous quarter, and then the 
following:

      A 90% increase in single tribunal claims from 
October to December 2017 compared to the 
same period in 2016

      From January to March 2018 claims were up by 
118% against the same period in 2017  

      From April to June 2018 claims were up by 164% 
against the same period in 2017

What is the future for Employment  

Tribunal fees?

The Supreme Court's ruling was that the fee regime 

established in 2013 was unlawful, not that any 

Employment Tribunal fees will be unlawful, and 

the Supreme Court acknowledged that other fee 

systems could and do work.

The government might therefore pass regulations 

to introduce a new system of fees which are more 

proportionate and affordable, and there have 

recently been suggestions that this may be the case.

What should employers do now?

      Ensure policies and practices are up to date and 

legally compliant. 

      Provide adequate training to decision makers. 

      Obtain early specialist advice on employment 

problems.

If you require any further support or advice in relation 

to Tribunal fees policies, procedures and practice, 

please contact our team of specialist advisors. 

UNDERSTANDING TRIBUNAL FEES

In July 2013 the Government introduced Tribunal fees through the Employment Tribunals  
and the Employment Appeal Tribunal Fees Order 2013, and the effect of the implementation  

of tribunal fees was dramatic.

Hadrian HR  T: 0845 340 0099  E: info@hadrianhr.co.uk  W: www.hadrianhr.com 
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It is no surprise then that recruitment continues 
to evolve in line with rapidly changing market 
dynamics and demands.

The traditional, transactional vendor model has 
been replaced with strategic talent partnerships, 
with recruiters developing Recruitment Process 
Outsourcing (RPO) propositions as a more effective 
approach to securing talent for their clients.

In that regard, Solutions Recruitment is no different; 
setting a compelling vision and mission built around 
partnership. However, unlike their competitors, the 
leadership team were reticent to develop an RPO 
proposition prematurely.

Andrew Mears, director at Solutions Recruitment, 
said: “We have always prescribed to a partnership 
approach to recruitment but felt the evolving nature 
of talent and customer requirements required a 
greater level of integration.

“We didn’t want to be a ‘me too’ business, so finding 
the right people, with the right mix of expertise to 
lead the right offering, was always our priority.”

The result is SEAO Talent Partners, a group of 
talent acquisition experts with over thirty years of 
cumulative in-house recruitment, business growth 
and change management experience from across all 
sizes of business and sector.

With a decade’s worth of experience in the 
recruitment industry, SEAO’s director, Sam Wall, took 

the leap from corporate to start-up to launch the 
business and has a real passion for utilising in-house 
skills in order to provide a quality service.

Sam said: “I have experienced huge mergers, 
acquisitions, a massive financial buy out process, as 
well as proactively contributing to business strategy 
and leading internal change programmes. 

“I have identified my team; all in-house professionals 
with the understanding of what quality and service 
looks like. They speak and empathise with businesses 
– no sales techniques – no ‘give me a placement 
fee and I’ll go away’ – it’s all based on partnerships, 

loyalty, brilliance and added value.”

To further embed Sam’s vision and ethos, the team 
has agreed upon a set of company values: Lead the 
Way, Partner with Passion, Inspire Brilliance and Be 
Unique.

Sam continued: “These values will keep us grounded 
– allowing us to all pull together and make sure we 
stay true.

“In the board at Solutions I have been lucky to find 
a group of kindred spirits who believe, like I do, an 
integrated talent partnership is much more than 
simply outsourcing a process. We exist to enable our 
clients to thrive – from developing a robust talent 
strategy, to executing a headcount expansion plan, 
we have the expertise to deliver it.”

Despite such approaches growing in prominence, 
both Sam and Andy believe traditional recruitment 
still remain relevant and expect partnership models 
to work with, rather than replace, traditional 
approaches. 

Andrew added: “We are delighted to welcome SEAO 
Talent Partners to the Solutions family. The value 
integrated partnership models offer to organisations 
is excellent and we expect this approach to continue 
to grow.”

It is clear that there is a need for organisations to be 
agile and adaptable, ensuring their talent strategies 
remain relevant against their competition.

To find out more about Solutions Recruitment, visit www.solrecruit.co.uk or for more information on  
SEAO Talent Partners, visit www.seao.co.uk
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AN INTEGRATED APPROACH TO RECRUITMENT  
IN A VUCA WORLD

One thing that is certain in today’s business climate is that change is the new constant, indicative  
of the VUCA (volatile, uncertain, complex, ambiguous) world in which we operate.

Sam Wall (right), director at SEAO, with the SEAO team.

L-R: Sam Wall, director at SEAO with Andrew Mears  
and Michael Grayson, directors at Solutions Recruitment.



Want help with hiring tech talent? Call us on  0191 620 0123 or email info@ronaldjamesgroup.com to find out how we can  
attract the North East’s top talent.
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ADDRESSING 
THE TECH 

INDUSTRY’S 
GENDER GAP

Did you know that currently, only 17% 
of employees in the UK technology 

sector are women? With a market that 
is now worth an estimated £18bn, the 

UK tech sector is said to be growing 2.6 
times faster than the overall economy. 

We often forget that some of our earliest 
programmers were women, looking back, Ada 
Lovelace (1815-1852) was the world’s first 
computer programmer. She was followed by 
many other women in tech who influenced 
the world of programming today, with 75% of 
those who participated in the Bletchley Park 
codebreaking operation during world war 2 being 
women.

Today, the number of women in the computer 
programming sector is overshadowed by men. 
While equality in the workplace has frequently 
trended in the news over the past few years, why 
aren’t we seeing a change in the number of women 
in Tech?

According to ‘women in tech’, Only 7% of students 
taking computer science A-level courses are female. 
Just half of the girls that study IT & Tech subjects 
at school go into a job in the same field. This has 
lead to an increasing demand for women in IT - 
with a large number of tech companies chasing 
a small pool of highly skilled female IT workers in 
their attempts to help reduce the widening gap of 
unfilled Tech and Stem Roles. 

How can we help?

Focusing purely on hiring women won’t be enough 
to combat the gender gap in IT skill in the near 
future. We need to look at the root of the problem. 
As employers, we can encourage women to pursue 
a career in IT and attempt to bridge the gender gap 
by:

1. Marketing to raise awareness

A prime example: In 1967, Cosmopolitan Magazine 
urged their fashionable female audience to 
consider careers in programming. In an article titled 

“The Computer Girls,” the magazine described the 
field as offering better job opportunities for women 
than many other professional careers. We need to 
hit the headlines by utilising marketing to reach 
the women out there who may be a natural born 
programmer - and don’t even know it yet! 

2. Promoting a fair and equal workplace

When a woman is employed in the IT industry 
there can be resistance and bias from all-male 
teams (although mostly unconscious) which can 
slow down their career progress - don’t be that 
guy! Not every woman would want to be the only 
female on a team either, however, as the numbers 
of women in tech grow, we can all gain from a 
male-female balance in the workplace.

3. Offering Benefits

By providing the opportunity for remote working 
and flexible working hours (which this industry 
already promotes more than any other) this will be 

an attractive benefit for women who want to have 
healthy work-life balance and spend more time 
with their families.

4. Investing in female tech communities

Sponsor women who may not have the confidence 
to pursue their career in programming, or that 
female tech community or meet-up you come 
across online - help them grow and in turn they 
will help you grow your workforce.

Changing your Ethos

We need to be mindful and provide opportunities 
for the women who are willing to learn - from 
education right through to adult training courses. 
Look out for interested individuals and take the 
opportunity, be proactive and search for those who 
may not have the confidence to step forward.

By re-thinking your sourcing techniques and the 
way you market them - we may be looking at a 
brighter future for all budding female programmers.



Are your finances heading in the right direction?

Tel: 0191 3410380
Email: chris.buckland@sjpp.co.uk
www.chrisbuckland.co.uk

Global Wealth Management Ltd

We provide a comprehensive wealth management service, 
offering specialist face-to-face advice tailored to you.  
Our services include:

• Investment Planning • Inheritance Tax Planning
• Retirement Planning • Intergenerational Planning

For further details please contact:

H2SJP30235 10/18
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New contract wins and increased product 
demand has led to a need for boosted production 
volumes at AkzoNobel in Ashington, creating 22 
new skilled jobs.

The global paint specialist, which officially opened 
its state-of-the-art facility in Northumberland in 
September 2017, has invested time and resource 
into streamlining operations and creating a third 
production shift at the site in order to service 
demand created by a string of business wins with 
new and existing customers.

The £100 million invested in the Ashington site 
is the single largest investment ever made by 
Dutch-headquartered AkzoNobel. The cutting-
edge technologies available at the site is enabling 
AkzoNobel to produce more paint, more quickly 
and sustainably than ever before.

“Production at Ashington is going from strength to 
strength,” said Jeff Hope, head of manufacturing 
unit at AkzoNobel Ashington.

“Since opening the site, we have been steadily 
increasing production as volumes have been 
transferred from other AkzoNobel facilities, but 
recent business successes have created a need for 
us to boost outputs dramatically which has led to 
new appointments at the site.

“The introduction of an additional shift to our 
current production rota provides us with around 

50 per cent more manufacturing time. We are 
also working hard to increase the efficiency and 
productivity of our operations and increase the 
time that the plant is actively making paint.”

The 22 new production operatives have all been 
trained in-house and are already working regular 

shift patterns. 

Shirley Spoors, production manager at AkzoNobel 
Ashington, added: “This is a really exciting time 
for the site. We are pushing the limits of what our 
production lines can achieve and so far, we are 
delighted with the results.”

To find out more about AkzoNobel, visit www.akzonobel.com.

INCREASED DEMAND FOR PAINT CREATES NEW JOBS 
AT AKZONOBEL

The filling hall at AkzoNobel Ashington.
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What many businesses may not know is that 
they could be accessing funding through this 
levy to support apprenticeship training not only 
for school-leavers but also for graduate recruits.   

Apprenticeships are a valuable way of combining 
learning in the workplace, off-the-job training, 
and the opportunity to apply new skills in a work 
environment. They allow businesses to create a 
pipeline of talent by developing staff as they work 
and embedding them within the business. 

Typically, apprenticeships are often associated 
with school-leavers who join the workforce and 
gain qualifications as they work, however, many 
businesses are now also reaping the benefits 
of maximising the apprenticeship opportunity 
by providing training programmes for graduate 
recruits – what is often known as ‘apprenticising’ a 
graduate programme.

‘Apprenticising’ a graduate programme isn’t the 
same as offering a degree apprenticeship, which 
is when a school-leaver joins a business and gains 
a degree by learning as they work. Apprenticising 
a degree programme is all about helping new 
graduates to broaden their skillset through a 
structured programme of learning. 

Michaela Reaney, Managing Director of Gradvert, 
which specialises in improving business 

performance by improving people, explains: 
“When graduates join a business they often have a 
strong set of technical skills, but may lack broader 
knowledge in areas such as leadership, agile working 
and the broader workings of their company. 

“We’re working with businesses to create graduate 
programmes which equip new recruits with the 
skills and behaviours which are essential for the 
next generation of leaders in a business.” 

Businesses can fund the vast majority of this 
training through the Apprenticeship Levy, making 
it a very cost-effective way of building a skilled 
workforce and creating a pipeline of future talent.

“Not only can businesses fund the training via 
the Apprenticeship Levy but they can also save 
a significant amount on National Insurance 
contributions for those employees that are 
undergoing training,” said Michaela. 

“For example, we’ve recently designed a graduate 
programme for a client with 140 graduate 
employees who will save £500,000 on National 
Insurance contributions alone, so it is definitely an 
option that more businesses should be considering.” 

Employees with an in-depth specialist skillset are 
sometimes referred to as ‘I-shaped’ employees 
- graduate recruits are a good example of this as 

they bring with them in-depth knowledge relating 
to their area of study. 

In the past, graduate programmes have often 
lacked a focus on developing the behaviours, 
knowledge and skills that can create what is known 
as a ‘T-shaped’ member of staff – someone who 
not only possesses in-depth specialist knowledge 
but who also has a broad base of skills across 
different areas. 

The Apprenticeship Levy gives an opportunity for 
businesses to create a programme which achieves 
this in a very cost-effective way. 

Graduates taking part in an apprenticised 
programme benefit from a structured programme 
of learning, regular feedback and plentiful 
development opportunities. It is also hoped that by 
embedding graduates within the business through 
this rounded programme of learning, retention 
rates amongst graduates will also be boosted. 

“No one works in isolation and all businesses need 
their staff to have skills in areas like teamwork and 
leadership. When new graduates join a business it’s 
the perfect time to make use of the Apprenticeship 
Levy to provide a training programme which 
develops them as fully rounded members of the 
team.” said Michaela. 

Find out about Gradvert’s approach to people development at www.gradvert.com
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‘APPRENTICISING’ GRADUATE PROGRAMMES
The key to using the Apprenticeship Levy to unlock skills in graduate recruits

Since April 2017, businesses with a wage bill of £3m or more have been paying the Apprenticeship Levy, 
contributing to funding available for apprenticeship training in England. 
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BUSINESS LUNCH CLUB
...Inspiring conversation over a fine lunch...

We are extremely honoured to have Sir Peter Vardy as our 
speaker for our January lunch event. 

With a focus on his work with the Vardy Foundation, Gary Lumby will 

interview Sir Peter and there will be an opportunity for questions from 

the floor. This is one not to miss.

Alastair is an active Investor covering many sectors. 
Passionate about people, business and the NE.  

He has been awarded Entrepreneur of the Year, Non-Executive Director 
of the Year, Director of the Year and Mentor of the Year as well as 
being recognised as one of the ‘Maserati 100’ – people who are seen 
as philanthropic by giving something back to the business community 
in support of start-up and growing businesses. Alastair has a wealth of 
experience that he will be  sharing with us.

Limited places available - contact Linda Hitman to reserve your space, Linda@exclusivebusiness.net 

Diary Dates:  Monday 4th February - Andy Preston Entrepreneur and Philanthropist - Wynyard Hall
Monday 25th February - David Blair BMS Recruitment - Jesmond Dene House

Booking now for Monday 28th January

Booking now for Monday 7th January 2019

Venue - Jesmond Dene House, Newcastle upon Tyne

Date - Monday 28th January 2019, 12 noon 

Price - £50pp to include a two-course lunch and coffee

Venue - Wynyard Hall, Stockton-on-Tees

Date - Monday 7th January 2019, 12 noon 

Price - £50pp to include a two-course lunch and coffee

Speaker - Sir Peter Vardy, DL - The Vardy Foundation

Speaker - Alistair Waite, Altec Engineering Ltd   

B U S I N E S S M A G A Z I N E

I N S I G H T
NORTHERN

BROUGHT TO YOU BY



RIGHT PLACE, RIGHT 
TIME, RIGHT PEOPLE 

With a simple blend of engaging speakers and 
inspiring guests the Exclusive Business and 
Northern Insight networking lunches have 
established themselves as one of the go to  

events of 2018.

At the most recent at Jesmond Dene House Stefan 
Lepkowski, founder of Karol Marketing gave a very 
emotive presentation detailing his journey so far.

Guests at the second Wynyard Hall gathering  
enjoyed a rollercoaster ride through business and 
personal failure and success from Matt Scott of 

Navada Studios.

For details of the 2019 calendar visit  
www.exclusivebusiness.net
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Great minds, stimulating conversations,  
be part of The Exclusive Business Lunch Club

For more details visit: www.exclusivebusiness.net or to book a place - email Linda@exclusivebusiness.net

DATES FOR YOUR DIARY

Inspiring speakers, valuable connections, relaxed and enjoyable

Starting 2019 with an exceptional guest –  
Monday 28th January

Sir Peter Vardy – The Vardy Foundation 
In an interview format this is a unique opportunity to hear Sir Peter’s own story.

Limited places available – book now!

MONDAY 28TH JANUARY – JESMOND DENE HOUSE   
SIR PETER VARDY IN CONVERSATION

MONDAY 25TH FEBRUARY – JESMOND DENE HOUSE   
DAVID BLAIR - BMC RECRUITMENT 

MONDAY 7TH JANUARY – WYNYARD HALL   
ALISTAIR WAITE – ALTEC ENGINEERING LTD 

MONDAY 4TH FEBRUARY – WYNYARD HALL   
ANDY PRESTON – ENTREPRENEUR & PHILANTHROPIST 



DAVID AND JENNIFER MULLEN 
Directors, JDM Earth Electrical Services.

Based in Hartlepool, the company are leading the way in the domestic, commercial and Electric Vehicle Charging industries. 

Tell us about your career path so far?

We started with very different career paths before 
deciding to work together and form JDM Earth Ltd in 
2014. Jen qualified as a nurse in 2002 and worked in 
a variety of settings within both the NHS and private 
sectors, she also formed a business in wellbeing 
securing an NHS contract over a four year period that 
assisted individuals in developing coping strategies 
to deal with a range of mental health and health 
conditions.

David worked in customer services and then 
management for a global IT firm before deciding to 
follow his career as and electrician and developing a 
sole trader electrical business. We arrived at a point 
where we both felt stagnant and unfulfilled in our 
careers and believed that it was time to incorporate our 
interests, passions and ethos into one business model. 
With support and guidance from from our friend 
Haani Hasnain of Harmonised World Ltd we were able 
to shape our ideas into something that would provide 
us with the the growth and fulfilment that we both 
craved.  We were then able to develop business that 
placed positive emphasis on customer service, our 
employees and environment whist fulfilling our need 
to “give back” to what we believe in.

What inspired you to form your business?

JDM Earth was formed out of a mutual passion to 
create a business that positively impacts  

our local community by the provision of learning 
opportunities/employment, the environment by 
supporting carbon reducing technologies and places 
strong emphasis on charitable giving. We believe in 
creating a more sustainable future for generations to 
come and this is embedded directly into our company 
ethos. 

Over the years we have observed an increase in 
unsustainable practices in relation to modern 
living/working, all having negative impact on our 
environment globally and we want to do things 
differently. Our vision is to be a company that is 
environmentally and socially aware whist providing 
a dedicated service to our electrical contracting and 
electrical vehicle charging customers. 

How has the business evolved since  
our inception?

JDM Earth was incorporated in 2014 and has evolved 
significantly during that time. Starting as a small 
electrical contracting company, we have now taken 
on much larger projects in the domestic, commercial 
and industrial sectors whist integrating services that 
support the development of sustainable practices 
such as Electric Vehicle charging, LED lighting fit outs 
and smart homes. Through collaboration, we are 
also delighted to offer CIWM waste management 
courses (with availability throughout December 
2018), consultancy in carbon reduction/reporting and 
environmental management ISO14001. 

As part of our evolution, we are dedicated to 
increasing the electric vehicle charging infrastructure 
within the North East and have already provided a full 
turn key service for multiple local/national and global 
businesses along with private homes, workplaces 
and destination charging. Our partnership with Rolec 
Services enables us to provide multiple charging 
options from a simple wall mounted home charger to 
ground mounted pedestals with on line functionality 
and back office systems. We are also registered with 
the Office for Low Emissions Vehicles to enable our 
customers to obtain the current subsidies available 
for home and workplace charging. In turn this, has 
enabled us to grow our business, increase our number 
of employees and also learning opportunities.

What has been your proudest moment?

We have had too many proud moments and would 
struggle to reduce this down to one! Our staff 
members really are a credit to the company and we are 
so grateful to have such a strong and committed team 
who we are incredibly proud of. It is their constant 
dedication that enables us to deliver on service on 
a daily basis. We can attribute their dedication to 
us winning The Best Small Business 2018 sector at 
Hartlepool Business Awards this year which was a 
fantastic achievement. 

We are also especially proud of being able to utilise 
our business to support and host a black tie event for 
our chosen charity “Mahouts Elephant Foundation” for 
which we are Trustee’s. We hosted a fantastic evening 
at Crathorne Hall Hotel where just under 100 guests 
from local and national businesses attended. We were 
delighted to raise just under £6000 for the foundation 
which will assist them in continuing their vital work 
in Thailand.

What has been your most challenging  
moment so far?

We wouldn’t say there has been one particular 
challenging moment, the nature of running and 
growing a business in itself is naturally challenging and 
I’m sure many others business owners will relate to 
this.

Growing a business, takes dedication, hard work, 
calculated risk, long hours and persistence and this can 
often be at the expense of a work life balance. Every 
day offers new challenges and steep learning curves 
that have to be overcome in order to achieve business 
goals. We believe that these challenges actually help 
us to develop the resilience and flexible approach 
required to navigate the ever changing demands of 
the business.

We have found that having a clearly defined vision and 
having a strong “why” is of paramount importance in 
developing a new/growing business along with having 
the right people around you. We recently appointed 
Gary Lumby MBE as our first Non-Executive Director 
to assist us in developing our growth strategy and to 

help us to navigate challenges within the business 
successfully. Gary brings with him a wealth of 
experience in business advisory/banking and we are 
delighted to have him supporting us along the way.

What is the company USP?

Our priority is to provide a first class service and our 
focus is always on the client, what we can provide 
for them and how we can assist them best in their 
projects. We never focus on short term gain and work 
to develop long term relationships with our clients by 
providing a transparent and honest service.

What is most enjoyable about our  
respective roles?

Our roles as directors are diverse, interesting and 
constantly evolving. However, I think that we would 
both agree in saying that the most enjoyable part 
is bringing our vision and passion to life and we 
wouldn’t be able to do that without our team who 
show constant dedication and commitment in their 
work. We both have genuine concern about the lack 
of sustainable practices and developing a business that 
fits in with our personal ethos in relation to creating 
positive impact is something that we find fulfilling, we 
want to use our business to make a difference.

Where do you see the business  
in 5 years time?

In 5 years time we see our business growing from 
strength to strength particularly within the electric 
vehicle charging sector. This is an emerging market and 
we already have extensive knowledge and experience 
within the sector that we can share with our customers, 
businesses and local authorities. With the appointment 
of Gary Lumby MBE as our non- executive director, 
being surrounded by a fantastic team of electricians 
we believe that we have developed a solid foundation 
from which to develop our company further and 
provide an expert service to our customers. We see 
our business as playing a major role in developing the 
North East’s EV charging infrastructure.

Of course, as the company grows, we will be increasing 
our support to our chosen charity Mahouts Elephant 
Foundation (www.mahouts.org) for which we are 
Trustees. The foundation collaborates with vulnerable 
indigenous communities to facilitate the return of 
their elephants from often exploitative circumstances 
back to beautiful forest habitats whist developing 
an extensive reforestation program and model of 
ecotourism in Thailand. 

We would like to encourage more individuals 
and companies to support the foundation by 
recommending their projects to those visiting Thailand 
and also become involved with our fundraising 
activities or attend our yearly Elephant Ball. You will 
find details of activities on our website in the new year 
along with an elephant sized EV promotion!
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Handling the festive ‘sickie’

‘Throwing a sickie’ is a common issue, with one in 
five admitting to taking a fake sick day in the last 
year. For businesses that are open across the holiday 
season, it’s likely to be a skeleton staff and someone 
phoning in sick can cause havoc and unanticipated 
service gaps.

Tips on managing sickies:

      Be mindful that most people are genuinely 
unwell – Sick staff don’t make productive people, 
so if they really are sick it’s best to let them 
steer clear of the office.

      Remind staff before the holidays of how to 
report sickness – Make it clear that being 
hungover is not a valid reason to not turn up, 
and ensure your employees know that ‘I didn’t 
know who to ring, so I just didn’t turn up’ isn’t 
an excuse.

      Book in a ‘return to work’ meeting – If staff are 
off sick, check in when they return. 

      Check social media – If someone phones in 
sick and then checks in online at the nearest 
pub, chances are they might be faking it and 
can go some way to provide evidence for an 
investigation.

Flu may be coming to an office near you!

As the flu season is in full swing – how prepared is 
your business if a few key people were struck down 

by a virus? 

Tips on protecting your business, your staff and 
yourself:

      Many employers choose to make voluntary 
arrangements for the Flu Jab for employees, with 
the aim of keeping staff healthy over winter and 
reducing sickness absence levels. 

      The old saying “coughs and sneezes spread 
diseases” still holds true. Providing tissues for 
people to sneeze into rather than spreading their 
germs far and wide is a good idea – but make 
sure they bin them!

      Think how many germs there are on mobile 
phones, keyboards and door handles, so good 
hygiene is essential. Providing antibacterial hand 
wipes can help.

      We have all joked about man flu, but how can 
you tell if it’s a bad cold or the real flu? The 
BBC’s Dr Ranj joked that a silly test is to put a 
£20 note on the floor – the person with a cold 
will pick it up whilst the person with flu won’t 
even care. Colds tend to come on gradually, but 
flu symptoms have a sudden onset. Therefore 
staff suddenly experiencing a headache, 
temperature, sore throat or coughing need to go 
home and stay there.

      Whether it’s man flu or a broken leg, make 
sure there’s a well communicated policy and 
procedure for reporting and recording absence.

Brace yourself as the temperatures plummet

Despite the Christmas festivities being a source of 
great excitement and anticipation, gloomy weather 
inevitably comes along with it. Prepare for the 
worst and don’t be caught out like last year (we all 
remember The Beast From The East).

Tips for managing employees in the cold weather:

      Putting in place a business continuity plan to 
deal with adverse conditions such as long power 
cuts and snow can make life much simpler.

      If there is a danger of staff being snowed in, 
remind employees of their obligations to you; 
basically that it is their responsibility to find a 
way of getting to work so that they get paid, 
safely of course!

      If you decide to close the business then you do 
have to pay your staff their wages.

      The UK law states that employers must provide 
a ‘reasonable’ temperature in the workplace. 
While there are no prescribed upper limits it 
is suggested that the minimum lower indoor 
working temperature is 16 degrees Celsius, or 13 
degrees if the work performed is very physical. 
This temperature needs to be reached within an 
hour of work starting so having an alternative 
heat form is a good idea.

The HR Dept Newcastle are available throughout the holiday season so if you have an employee issue get in touch  
with Jayne Hart on 0191 5947789 or Jayne.hart@hrdept.co.uk
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As winter sets in, The HR Dept team have some top tips on how to manage some common people  
issues over the coming months.

WINTER TIPS FOR EMPLOYING STAFF
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Apprenticeships are widely recognised by 
employers as a great way of upskilling the 
region’s business community. Not only do they 
help firms become more competitive by plugging 
skills gaps within the workforce, they also create 
rewarding career paths for dozens of young 
people.

That’s why Gateshead College runs its annual Edge 
Awards, to champion the value of apprenticeships 
and celebrate the achievements of company bosses 
and students who’ve benefited from them. 

Held at the college’s Baltic Campus, this year’s 
prestigious event saw 15 awards handed out to 
employers and students who’ve excelled in a range 
of specialisms including construction, customer 
service, engineering and retail. Bus operator Go 
North East was named Large Employer of the Year 
for its successful apprenticeship programme, which 
has helped the company strengthen its position in 
the electric vehicles and hybrid technology markets. 
Now the programme, delivered in partnership with 
the college, is set to be extended with the launch 
of a new mentoring scheme that will allow the 
current crop of apprentices to support and develop 
new trainees within the business. 

Also recognised this year were global automotive 
giant Lear Corporation, iconic food-on-the-go 
chain Greggs and Nexus, operator of the Tyne & 
Wear Metro. 

Sylwia Skowronska was named Manufacturing 
Apprentice of the Year for her sterling work at 
Lear, a Detroit-based automotive seating supplier 
which is delivering a national apprenticeship 
programme with Gateshead College to help staff 
find ways of making the business more efficient. 
The programme has already enabled the firm to 
cut costs by £200,000 and increase productivity by 
75% at its Coventry site. 

The Retail of the Year Award went to Sophie Lomax 
of Greggs, which is providing retail services and 
retail management training to apprentices across 
the country in partnership with Gateshead College. 
Greggs launched this national programme to 
develop a new pipeline of skills that can support its 
future growth plans. 

Nexus, too, was recognised in this year’s Edge 
Awards for its pioneering engineering training 
scheme, which covers all aspects of rail engineering 
including electrical and mechanical, signalling 
and communications training. Tech-whizz Paul 
Drummond was named IT Apprentice of the Year 
for his sterling work at the firm, which kick-started 
the programme with Gateshead College in 2013. 

Apprenticeships have also helped smaller firms 
to strengthen their position in the marketplace. 
The Valley Nursery & Kids Club was named Small 
Employer of the Year for its ability to fast-
track the careers of staff and help them provide 

consistently high standards of care and support 
to children and their families. And Geoff Ford MBE 
of Ford Engineering received a special accolade for 
his outstanding contribution to apprenticeships, 
having piloted the growth of one of the region’s 
most successful firms in this sector. 

The Edge Awards were backed by the North East 
England Chamber of Commerce and North East 
Local Enterprise Partnership, which both featured 
on the judging panel. 

Judith Doyle CBE, principal and chief executive of 
Gateshead College, said: “These companies and 
students are living proof that apprenticeships 
can transform the fortunes of businesses and 
individuals. Our apprentices perfectly sum up the 
mission of Gateshead College: to produce the most 
highly prized students in the jobs market so that 
employers have the skills they need both now and 
in the future. 

“In addition to gaining useful technical 
qualifications, our apprentices also acquire 
important employability skills and work-ready 
attitudes that any employer would want. 

“We’re now delivering apprenticeship programmes 
on a national level and some of our winners 
travelled from Coventry, Bury and other locations 
outside of the North East to collect their awards. 
This shows how much companies value this form of 
training and the benefits it brings to their business.”  

PRESTIGIOUS AWARDS CELEBRATE THE VALUE  
OF APPRENTICESHIPS

Some of the region’s best-known firms have been recognised for building a skilled  
workforce through apprenticeships

To find out more about Gateshead College and the courses on offer, visit: www.gateshead.ac.uk/courses
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Ivan Jepson (far left), director of business development 
at Gateshead College, with the award winners



Did you always envisage a career in  
the industry?

I have worked in the industry a long time, however I 
became a broker a little by accident. Basically I was 
being overlooked for promotion at the company 
I worked for as the brokerage side of the job was 
something that I hadn’t trained in, so I trained, 
decided that I could go it alone and did exactly that.

What is your favourite aspect of the job?

Helping people grow their businesses. It makes me 
feel great about what we do when we can help 
someone reach their business goals, it’s nice to be 
part of the process.

What has been your career defining 
moment?

Probably the day I resigned from the company I 
worked for, as I did it in a very unusual way. I just 
left a note that said: Bye.

How do you measure success?

Well this month we’ve just celebrated our 5th 
birthday, so that’s a pretty good yard stick. Also 
by the repeat business we get is a good indicator. 
Usually once they have dealt with us, they stay 
with us. We go over and above what we are 
supposed to do, that way people come back to us 
when they need our services again. We work on the 
theory that it’s easier to keep a client happy than 
constantly find new ones.

What have been the biggest changes in the 
industry since you started?

Probably the credit crunch a few years ago, when 

people were not investing in their businesses, so 
not as much use for our services. We got through it 
though, unlike many others, so we must have been 
doing something right at the time.

How has your skillset developed accordingly?

By taking on experts in their field in a freelance 
capacity, it means that we have the flexibility to 
assist a variety of clients.

Are you a risk taker by nature or more 
conservative?

Definitely a risk. Nobody ever got rich by not taking 
the odd risk or two!

To what would you attribute your success?

My desire to succeed and not ever giving up, no 
matter how tough things are.

What’s your biggest weakness and how have 
you managed this?

Not a weakness, but pure love for my two girls 
and missus, Emma. It’s good to show a softer side 
though, so as I say, definitely not a weakness!

How do you remain motivated?

It’s quite easy, I love my job, I love helping people 
and I have expensive taste, so that is enough to 
motivate anyone!

Would you prefer to be liked or respected?

Respected, if someone doesn’t like me, that’s 
absolutely fine, I’ve never been a friend glory 
hunter and never will.

I’ll retire when…. I no longer enjoy my job.

STAYING POWER...

Longevity in business is something to be admired. In this series of features, we are celebrating some of  
the most accomplished professionals from across the North East business community. Aimed at major  

players with 20+ years’ experience in their respective sectors, we provide a fascinating insight into  
what makes them tick and what we can learn from them.

This month we chat to…

CHRIS ADLAM
Advanced Funding Solutions
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Chris Adlam
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Ammar Mirza CBE is the founder and chairman of Asian Business Connexions, Board member of North East LEP and holds various other  
positions across the private, public and third sectors.

Even the thought of the song sees me humming 
along now, even though this article isn’t about 
pop or Boy George in his very queer and quaint 
manner that was great fun to see in the colourful 
pop videos’.

Culture is such a powerful aspect of all our lives 
and helps define who we are, where and how 
we live. Recognising and appreciating different 
cultures is key to community cohesion and living 
harmoniously, helping inform and celebrate local 
communities.

For the last 18 months I have had the pleasure of 
supporting Culture Bridge North East delivering 
the Partnership Investment Fund that aims to 
invest over £1.5m into cultural education activities 
for children and young people. The ambition is 
to encourage, facilitate and develop meaningful 
relationships for organisations to come together 
and deliver rich cultural sustainable education.

The investments to date have seen rugby linked 
to dance activities, improving mental health and 
resilience through drama, creating networks for 

young people to help inform local arts and cultural 
programmes and whole lot more across the North 
East.

Whilst my parents migrated here and we had our 
own cultures, beliefs and behaviours, nothing makes 
me more proud than when I say I was born here on 
the banks of the Tyne.  I may look different to those 
around me. But I feel the same passion, obsession, 
hunger and ambition that those shipbuilders, coal 
miners and engineers had all those years ago, 
probably even more so as I am determined to make 
a difference for all of my local community. 

As young people grapple with a local identity 
crisis, with the coal mining, ship building and 
manufacturing industries that helped shape our 
wonderful region distant memories that they do 
not connect with. We need something that helps 
meaningfully connects our past with our future.  
Culture is that solution, the golden thread that can 
connect with everyone regardless of colour, creed 
or religion.

What we now need to do for our future generations 

is showcase the immense opportunities open to 
them through digital, engineering and technology 
for which the North East is once again pioneering, 
establishing a world class reputation. The 
challenge is simply a lot of our young people have 
experienced several generations of unemployment. 
They don’t know any engineers, I.T. specialists, or 
any jobs in the immerging and growing sectors.  
Their parents don’t know either, and they are their 
biggest influencers. 

Simply parachuting into schools and delivering an 
engineering or science project, whilst great fun and 
should be encouraged, does not have the long-term 
desired effect. What is required is a person centred 
approach focusing on strengths and interests, using 
arts and culture to develop the connection and 
then further develop skills through partnership 
working. And maybe even sprinkling in a little fun 
by singing popular music like the Fog on the Tyne, 
which is surely part of our local Culture Club.

Merry Christmas to one and all.  
Love, peace and harmony.  

CULTURE CLUB
One of those tunes that you never forget from the 1980’s is Karma Chameleon by Culture Club.   

That is if you lived through the 1980’s and listened to, what I can only describe as, real pop music.

Ammar Mirza CBE



AmmarM UK Limited, 12 Mosley Street, Newcastle upon Tyne, NE1 1DE.   Tel: 0191 2308040    Email: ammar@ammarm.com    Web: www.ammarm.com

Your Success is our Business

AmmarM would like to wish all customers, 
partners and supporters a very Merry Christmas 

and prosperous New Year

For all your business start-up and growth including  
property investment needs contact AmmarM first.
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A pioneering training programme is helping people to secure work within 
the North East’s social care sector.

Registered charity and residential care provider, Dementia Matters (previously 
known as Dementia Care), has launched the new Dementia Matters Academy 
to help fulfil its recruitment needs while also encouraging more people into 
roles in care.

Delivered by qualified trainers and experienced health practitioners, the four-
week long course covers all of the fundamentals of basic care as well as some 

specialist skills such as bed bathing, skin integrity, catheter management and 
how to communicate effectively with people living with dementia. 

“Recruitment and retention is one of the biggest issues faced by organisations 
operating within adult social care,” said Hannah Stevens, Head of HR at 
Dementia Matters.

“A recent study conducted by Skills for Care showed that at any one time, there 
can be as many as 90,000 job vacancies for care roles advertised online. Over 
the years, we have tried to be creative with our recruitment process, however 
we have still found it difficult to attract new candidates and retain those with 
existing skills and experience.

“By launching the Dementia Matters Academy, we have effectively widened our 
resource pool and opened up our job vacancies to all. Through comprehensive, 
bespoke training, we can mould candidates into ideal employees who have 
both a sound understanding of how we operate and the vital skills needed to 
enable them to succeed.”

Dementia Matters has just recruited its second intake of Academy students 
following a successful pilot programme earlier in the year. To date, all of the 
graduates from the first programme are still employed by the charity.

“The care sector is notoriously difficult to find work in, especially with no 
previous experience, but skilled care workers, especially those who specialise 
in dementia care, are in short supply,” added Dr Fraser Quin, chief executive at 
Dementia Matters.

“The launch of the Academy has allowed us to address these issues head on and 
at the same time, develop a training and employment model that supports our 
business growth, instils our employment values from day one and increases the 
employability of young and untrained people within the North East.”

PIONEERING TRAINING PROGRAMME PROVIDES JOB 
OPPORTUNITIES IN NORTH EAST CARE SECTOR

For more information about Dementia Matters, visit www.dementiamatters.net

Dr Fraser Quin, chief executive at Dementia Matters.

A young student’s dedication to learning 
the traditional skills of a woodsman in 
his spare time has paid off having been 
named Apprentice of the Year 2018 at 
Northumberland College.

Jack Knights has completed a two year, level 
two Arborist apprenticeship programme in 
only a one year period as part of his job at 
Hauxwell Hall Estate, North Yorkshire, where 
since the age of 14, he has assisted a five-
strong forestry team in his spare time. 

Fully supported by Sir Richard Dalton, owner 
of the 4,590-acre estate, who recognised 
his talent at an early age, Jack was enrolled 
onto the programme and has since worked 
closely with assessor, Paddy Smith, from the 
College’s Kirkley Hall campus to learn specific, 
land-based skills and improve his vocational 
learning using dyslexia-friendly methods.

“I’d tried construction work prior to the 
course but always felt that arboriculture was 
more for me. It was what I personally enjoyed 
in my spare time working at the estate so I 
grabbed the apprenticeship opportunity with 

both hands when it was offered to me,” Jack 
commented.

“The training programme has been great. I 
love learning new skills and understanding 
the theory behind the different trees. I’ve had 
great support, especially from my employer, 
however Paddy is also a fantastic teacher 
and I would have really struggled without his 
encouragement. I’ve learned so much from 
him and Northumberland College.”

Assessor Paddy Smith added, “Jack is a great 
example of a student that has shown huge 
passion and commitment to his studies, 
as well as overcome personal challenges 
to achieve fantastic success on the course. 
We have worked closely with his employer, 
Hauxwell Hall Estate, to ensure that the 
course was delivered in the best way possible 
and by enabling Jack to complete his studies 
on-site, he has proven that he has real 
aptitude and a natural talent for this line of 
work. He is now completing level three and I 
have no doubt that he has a strong future in 
arboriculture.”

PLANTING THE SEEDS OF A NEW CAREER; 
NORTHUMBERLAND COLLEGE APPRENTICE REACHES 

NEW HEIGHTS

For more details on land-based courses or apprenticeship programmes at Northumberland College, please t: 01670 841200 or  
visit www.northumberland.ac.uk.

Northumberland College and 
Hauxwell Hall Estate apprentice, 
Jack Knights. 
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“SME CofE aims to be the leading Small to Medium Enterprise (SME) 
Support Hub. A truly collaborative and ethical approach that will provide 
a one stop High quality centre of excellence for All support needs, 
helping SMEs to start, survive and thrive.”

“To bring together credible enterprise support and service delivery 
partners with the single goal of providing the right support, at the right 
time, for the right price for all SMEs to grow.”

Wishing you a very 
SMErry Christmas!



What were your career ambitions growing up? 

When growing up I didn’t have a particular career 
ambition, I had an interest in business at school which led 
me into my apprenticeship at Park Electrical Distributors. 
Aged 17, my career ambitions were triggered with the 
thoughts of combining design and business. 

Tell us about your role at  
Park Electrical Distributors? 

My role at Park Electrical is to manage and develop our 
lighting design department. We have a team of five 
lighting engineers plus an office administrator who 
service all Park’s customers with their lighting needs, 
developing specific lighting and control designs for each 
individual project. My role also includes developing 
business for our team, expanding our customer base and 
generating additional revenue. 

What is your proudest business achievement? 

In 2015 I was promoted to lighting design manager 
which was a great personal achievement for me. It 
demonstrated a level of trust from the company in my 
ability. I started within the department as a junior and 
to have the opportunity to develop my skill set at Park 
has been invaluable.

What is the biggest challenge you  
have encountered?

At the beginning of my career, my biggest challenge was 
my age. I worked hard to demonstrate my knowledge 
of the sector.

How has the industry changed in the last decade?

The industry has had a huge shift in the last decade. 
The development of LED into a useable light source 
has changed every scheme we do. Fluorescent, 
Incandescent and Discharge light fittings have been the 
industry standard for several decades but now LED has 
thrown lighting into the 21st century. With the use of 
LED lighting we can now dramatically reduce energy 
consumption against previous technologies, but more 
importantly we now have limitless opportunities to 
carry additional services through lighting. We can now 
carry Wi-Fi, CCTV, Audio, Bluetooth Mesh Networks 
and many other services through light fittings which 
instantly makes the right lighting design imperative to 
the building. 

What advice would you give to your  
18 year old self?

The best advice I would give to anyone, including myself, 
is don’t take business to heart - it’s not personal. I used 
to often take criticism or advice as a personal attack 
and would look to immediately defend my actions or 
decision which was unnecessary. In the main, we are all 
trying to do what is right by our own company or project. 
If we can work with partner companies to achieve the 
best outcome for all then great, if not - move on and live 
to fight another day. 

Who are your hero outside of business? 

Outside of business is easy. Sir Bobby Robson is a North 
East icon like no other, for both his brilliant time at St 
James’ Park where he will always be adored and also his 
contribution to the region. He was a fantastic man from 
whom we could all learn.

In business I have some personal heroes within Park who 
have helped me reach my goals and who I am sure will 
help me reach my next ones. They shall remain nameless, 
but they know who they are! 

Is there a mantra you always aspire  
to do business by? 

I wouldn’t say I have a particular ‘mantra’ but there’s a 
phrase that was said to me by a colleague that’s always 
stuck with me and I try to follow as best I can – “Be 
kind to everyone on the way up; you will meet the same 
people on the way down.”

Which fictional character do you most relate to? 

Fairly difficult question to answer, but probably the 
most accurate to me would be Sulley from Monsters 
Inc. – From failing college and starting off in the mail 
room to working his way up to top scarer with nothing 
but hard work and teamwork with Mike seems to relate 
to me nicely. Also my eldest daughter loves Monsters 
Inc. so it fits quite well! 

How do you like to unwind?

I have two young daughters at home, so the chance of 
unwinding is slim. They bring me more joy and happiness 
than I’ve ever known (when they aren’t tearing the place 
apart!) I’m very lucky to have both of them. When not 
playing dolls or doctors, I try and play golf or football as 
much as I can. 

My wife and I occasionally have a date night but if you 
have kids you will know how infrequent they are...!

KARL SNOWDON 
Lighting Design Manager, Park Electrical Distributors.

IN 
CONVERSATION 

WITH...
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Kate and Kennedy, the CXY founders.



CXY is actually one of the very few organisations that 
really understands what customer experience is; We know 
the little gems that have made Apple and Amazon trillion-
dollar businesses. What we teach is far from the fluffy stuff 
and combines the basic principles of psychology, analytical 
and strategic thinking, and a robust commercial approach. 
We take organisations from only operational delivery, to 
truly connecting emotionally with customers. This achieves 
company turn arounds and transformed industries. 

We have vast knowledge of many sectors and have led the 
customer experience strategy for the Rail industry as well 
supported organisations such as Marks and Spencer and Tesco. 
We have successfully delivered acquisitions, international 
growth, and new market entry for companies such as Halfords, 
Staples, Arriva and First Group. Recent experience has seen 
outstanding results in telecoms, hospitality, technology, and the 
energy sector.

So, what is CXY? We are an organisation that is pushing 
boundaries in every way. We are teaching the secrets of top 
consultancy firms who charge top dollar prices, but we are 
teaching this to the world for a nominal fee. We go far above 
and beyond; we are sharing the secrets of customer experience 
that no one tells you. Why do we do this? Primarily because 
many don’t get it, however given only 6 companies in the world 
do, this isn’t surprising really. 

These secrets have profound effects on your business, they 
help you to keep customers, grow customers, and draw more 
customers in. They reduce your marketing costs, your operating 
costs, increase your profits, positively impact your bottom line, 
and ultimately increase the value of your business.

A few CXY facts to get you thinking! We have helped customers 
to increase profits from anywhere between 24 - 95%. We have 
increased existing spend per customer by a minimum 15%. We 
improve customer retention rates from a minimum 19%. Our 
customers have also seen employee engagement rates increase 
by 20%.

64% of today’s customers will tell you that the experience they 
have is the number one influencer for any buying decision. 72% 
of businesses say improving customer experience is their top 
priority. After having a positive experience with a company, 77% 
of customers would recommend you.

Customer Experience has become a buzz phrase and 
organisations, consultancies and individuals are masking other 
business functions such as marketing, CRM and customer 
service as customer experience. Well that’s secret number one, 
none of these are customer experience. 

In true customer focused style, you can engage with CXY any 
way that works for you. Either through our training program 
“CX Education”, conferences, events and seminars, or a more 
personalised service of us tailoring our training programs 
specifically for you and your customers, people or organisation. 
We can work with you and hold your hand every step of the 
way, with bespoke consultancy and support or of course if 
you just want a long-distance relationship with CXY you can 
engage with us through our online training and consulting at 
www.getcxy.com where you will find useful hints and tips as 
well as some interesting blogs and real-life stories of customer 
experience in action.

Why not come along to one of our taster events, these will be 
taking place early next year, all details will be on our website 
and Eventbrite, we look forward to seeing you there. Or if like 
us you prefer the personal touch, please call us for a CXY chat 
on 07711106855.

DO YOU WANT TO GIVE GREAT CX?
After 2 years in the making and founded on over 17 years of experience and 

knowledge and the identification of a very noticeable gap in the market, we are 
delighted to finally announce the launch of CXY in the North East of England.  

Sorry it’s taken us a while.

So, in true CXY style “be a giver not 
a taker” and together let’s make the 

world a better place by delivering 
amazing experiences.
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It’s been a year of change in the recruiting world 
and, while there are some obvious external 
factors out of our control, the last year has seen 
GDPR affect the way recruiters operate. New 
technological developments and a focus on 
removing hiring bias in large companies have also 
had a significant impact, but the biggest challenge 
remains the same.

How to recruit the best people when there’s a lack of 
skilled candidates available remains the number one 
issue for every growing business; including the tax 
and accountancy sector.

Skill shortages have been the biggest challenge for a 
number of years, so if you haven’t already accepted 
that the recruitment market is driven by talented 
people, not employers, then 2019 is the time to do 
so.

As an experienced professional with the right 
attitude, you simply don’t have to worry about 
whether or not you’ll be able to find a new job; it’s 
those competing for your signature that need to be 
concerned. That’s why I believe these six trends are 
the most important ones to consider if you want to 
improve your recruitment in 2019:

1. Recruitment Marketing

Despite not being in your current marketing plan, 
this can have an enormously positive impact on your 
bottom line. The most successful global recruiters 
all develop recruitment marketing strategies to help 

them attract talent and raise their profile as a great 
place to work. In 2019 this will become an essential 
part of the hiring process and help you to attract the 
right people.

2. Employer Brand

Good people do a lot of research before applying for 
a job and websites like Glassdoor make it easy to 
discover what employees really think about working 
anywhere. If you have a bad reputation, it could be 
why you find it difficult to hire and retain great staff. 
It’s essential to put energy into building a strong 
employer brand and communicate your company 
values effectively during the recruitment process. 

3. Candidate Experience

People walk away from the hiring process if the 
experience doesn’t match their expectations, so it’s 
critical that you improve job application, interview 
and feedback methods. A bad interaction will not 
only lead to people turning down job offers, but 
shines a negative light on the business as a whole. 
Make sure you dedicate enough time to recruiting, 
treat people with respect, respond to queries, 
communicate clearly and make decisions quickly. 
If you want to beat your competitors to the best 
people, a much more personalised and engaging 
recruitment experience is a must.

4. Talent Pool

Imagine if every time you had a job vacancy you 

were prepared with a pool of pre-selected talent 
to call upon. That’s the way the best recruiters 
work and it’s something that should become more 
main-stream in 2019, helping businesses to respond 
quickly to staffing changes and warm up the right 
people ahead of time so they can help with future 
talent needs.

5. Employee Referrals

Referrals from people you trust and who understand 
the needs and culture of your business are the best 
way to find new recruits. If you look after your staff, 
they will not only become your best advocates, 
but will help to attract great people in the quickest 
and most cost effective way. That’s the reason 
incentivising staff to help with recruitment is still 
a popular trend which will continue to rise in the 
coming year.  

 6. Talent Sourcing

Only one third of people are actively looking for a 
new job, but almost everyone is interested in hearing 
about the right opportunity. In a candidate-driven 
market you need to extend your reach, so working 
with someone who has expertise and access to 
the best people is a crucial part of any pro-active 
recruitment strategy.

Concentrating on these trends will give your 
recruitment strategy a fresh focus and help to attract 
the very best talent.

Bryony Gibson, managing director of Bryony Gibson Consulting, shares the trends that will help  
you to improve your recruitment strategy in 2019.

RECRUITMENT TRENDS FOR 2019

www.BryonyGibson.com Jobs. Advice. Expertise.

Bryony
Gibson
Consulting
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Talk to the PR specialists 
at MHW PR...

Want your business to 
be in the spotlight?

We storyboard and implement communications campaigns
that build client reputations. That involves generating and 
distributing persuasive, engaging content - online and offline.

We have years of knowledge to help make our clients more 
famous, putting them centre stage. We work across a range 
of business sectors from the corporate world to industrial,
healthcare and hospitality.

Please call if you need your business putting in the spotlight.

SPOTLIGHT

Tel:0191 233 1300 
mhwpr.co.uk
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Michelle Rainbow, Skills Director at the North 
East LEP, explains more.

We know that even at the young age of three or 
four, children are already starting to form their 
first aspirations. By six they are starting to have 
opinions on what they think they can or can’t do 
in the future. And by the time they’re 10, young 
people start to make decisions which could go on 
to limit their future options.

This is why we are embarking on a programme 
of work in partnership with North East primary 
schools to strengthen careers guidance for pupils 
and help open their eyes to the range of possibilities 
their futures hold. 

Back in 2015, the North East became the first UK 
region to pilot the implementation of the Gatsby 
Good Career Benchmarks in our secondary schools. 
We began by working with 16 schools and colleges 
before rolling out the programme to the entire 
region, and now we are expanding this work to 
encompass our primary schools as well.

The work we will be doing in partnership with 
schools across the North East will help us to make 
sure that all children, from primary age upwards, 

have the best possible guidance to help them 
understand the exciting opportunities that are 
open to them as they grow up. 

It’s not about children choosing their future jobs 
at this very young age. It’s about helping our 
children and young people to have ambitions and 
aspirations for themselves, helping them to learn 
about the variety of jobs open to them and the 
fantastic range of opportunities we have in the 
region, and to gain a broad understanding of the 
routes to get into work including apprenticeships 
and further and higher education.

From early 2019 we will be working with around 
70 primary schools to pilot the use of the Career 
Guidance Benchmarks in a primary setting. The 
benchmarks have proven to have a transformational 
impact on careers guidance for slightly older 
students, forming a framework which enables 
schools to strengthen links with local businesses 
and provide top quality careers guidance for each 
and every pupil. Following our secondary schools 
pilot and the subsequent wider roll-out, the 
Government adopted the benchmarks as part of 
the national Careers Strategy and the North East is 

now playing a key role in supporting schools across 
the country to adopt the benchmarks.

For the primary pilot, we will be partnering with 
schools in different locations, of different sizes and 
with varying OFSTED ratings so we can really test 
how best to apply the framework to primaries. 

We know that many primary schools are already 
doing great work in the area of careers guidance 
and one of the aims of this programme will be to 
build a community of best practice and facilitate 
the sharing of challenges and solutions.

Similarly, we will build on the work of the many 
employers currently supporting teachers and 
leadership teams in primary schools to bring 
careers to life for pupils. 

We’ve had a fantastic response from schools 
wanting to be involved in the pilot and there is still 
time for more schools to get involved. We’d love to 
hear from any who are interested in working with 
us to raise the aspirations of the next generation. 

The North East Primary Benchmark pilot is part 
of the North East LEP’s North East Ambition – a 
programme which aims to improve career guidance 
and advice from primary school upwards in the 
North East. 

CAREERS GUIDANCE IN PRIMARY SCHOOLS – CAN WE 
RAISE OUR CHILDREN’S ASPIRATIONS?

Following a successful pilot programme to improve standards of careers education in all North East 
secondary schools, the North East LEP is expanding its work to focus on primary pupils, helping to 

broaden their horizons and raise their aspirations.

Find out more about the North East LEP’s work at www.nelep.co.uk/skills
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A husband and wife team have opened a new 
clean-eating restaurant in Seaham.

Paul and Linda Barron, who are adventurers at heart, 
launched Clean Bean restaurant after being inspired 
from their travels around the world.

“On our travels we were blown away by the amount 
of choice people had to keep up a healthy lifestyle,” 
said Linda, “and we believe that bringing our new 
concept to Seaham will offer something different 
and complement the amazing food offerings we 
already have in the town.”

Paul said: “We were delighted to work closely with 
BIC Business Adviser, Margaret Cook, who helped us 
write a business plan and signposted us to funding.”

A programme designed to unlock the innovative 
potential of North East SMEs has been relaunched 
by the North East BIC.

The SME Innovation Programme will assist businesses 
in the region to become more innovative, enabling 
them to increase their competitiveness and exploit 
more opportunities – bringing huge benefits to the 
region.

The BIC has received £899,250 of funding from 
the England European Regional Development Fund 
as part of the European Structural and Investment 
Funds Growth Programme 2014-2020. 

Over the next three years, the programme will 
support over 70 SMEs by providing the advice and 
funding required to outsource innovation experts 
who will help SMEs to develop new products, services 
or processes and/or help bring them to market.
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Leonard Curtis Business Solutions Group (LCBSG) has unveiled a Darlington office to further strengthen 
the brand in the region and compliment services already provided to clients from the Sunderland office.

The Group’s North East Region now boasts offices in Barlborough, Leeds, Sunderland and Darlington which are 
ideally placed to support clients stretching from Nottingham up to the borders of Scotland.  

Steve Kenny commented: ‘’The Darlington office will create new opportunities for us and help us work even 
more closely with our introducer base and better serve the needs of our clients here. 

A marketing firm has hailed their recent expansion 
as a major milestone that will inspire future 
business growth.

Red Button Marketing, which specialises in providing 
telemarketing services and telemarketing training to 
a variety of clients, has joined Darlington’s Business 
Central after previously operating from home.

Business owner, Margaret Bradshaw has moved into 
the business centre’s co-working lounge and says the 
expansion will help propel the ambitious plans she has 
for her company.

She said: “The move to Business Central provides a 
great opportunity for me to collaborate with other 
businesses on-site. There’s a great atmosphere in the 
building and I’m looking forward to connecting with 
the community.”

NORTH EAST BIC 
LAUNCHES NEW ROUND 

OF INNOVATION FUNDING

NEW CONTRACT WIN 
FOR NORTH EAST BIC 

The BIC has won a contract to help people from 
black and minority ethnic (BME) backgrounds find 
employment.

The new contract, will see them deliver training 
programmes in Sunderland, Newcastle and North 
Tyneside.

The programmes that the organisations are recruiting 

for include English for Speakers of Other Languages 

(ESOL) courses that will focus on helping individuals 

with little to no knowledge of the English language 

find employment, as well as those who have a 

greater understanding of the language.

Social Enterprise Manager, Kevin Marquis, said: “We 

need to recognise and value the skills that people 

with BME backgrounds bring to our communities”.

AMBITIOUS MARKETING 
FIRM EXPANDS 

NEW OFFICE MOVE FOR LEONARD CURTIS BUSINESS 
SOLUTIONS GROUP

www.ne-bic.co.uk

GLOBETROTTING DUO INSPIRED TO EMBARK ON 
RESTAURANT VENTURE



88% of the city’s businesses voted in favour, with 
a record-breaking 904 ballots cast, 8% up on NE1’s 
previous record set in 2013.   

The team at NE1 were delighted by the turnout and 
the huge number of positive ballots cast, a vote that 
makes NE1 the most strongly supported BID in the 
whole of the United Kingdom.    

Adrian Waddell, Chief Executive of NE1 said: “It means 
a great deal to us to have received such resounding 
support from the city’s business community and we 
are so thankful for the opportunity to continue our 
work in the city.

“We are really pleased that businesses have used 
their collective voice to endorse NE1’s efforts and 
achievements to date and to support our plans for 
the coming five-year term. This is an exciting time 
for the city and the city region. The strong 88% Yes 
vote gives us a powerful mandate to go on delivering 
for Newcastle, and forge ahead with our proposals as 
set out in our business plan.”  

So after the post-vote celebrations it is back to 
business for the NE1 team and they are already 
gearing up and ready for the new challenges and 
goals that lie ahead.  

Adrian explained: “Our focus is and always has been 
about Newcastle and helping raise its profile – locally, 
nationally and internationally, or all of us Newcastle, 
the city region and not just the city centre need to 
be our focus. We are determined to do more to get 
people outside the region talking about, visiting and 
setting up and growing businesses here.

“In essence our programme is about providing the 
city with extra sizzle. As each year passes more 
people come to realise the opportunities that are 
available here. An exciting, welcoming and friendly 
city which with careful management can generate 
its own gravity. This resonates with both people and 
businesses and it’s people that are at the heart of 
all of this. Doing things that are people-centric will 
be the common theme running through just about 
everything we do over the next five years.    

NE1 is perhaps best known for its popular city 
events programme. The highly successful and much 
emulated, Newcastle Restaurant Week, Screen on 

the Green and the Newcastle Motor Show are all 
eagerly anticipated events in the city’s calendar. 
And together with NE1’s Quayside Seaside, the 
temporary summertime pocket parks, NE1’s Alive 
after Five initiative and NE1 Street Rangers all bring 
NE1 to the public’s attention. 

Adrian explained: “Although only one aspect of our 
work, it is our events that people know and recognise 
most readily. We are extremely proud of them and 
committed to their ongoing delivery – so long as 
they continue to provide the Return on Investment 
needed they will remain in our portfolio. We know 
our businesses and the public love them and that 
they deliver commercially for our members. A big 
question for us is how do we grow and continue 
to improve on what we are doing. What we’ve got 
to do now is to think imaginatively about how we 
can improve and continually develop these things to 
make them better. Nothing is immune from change.   

Other priorities for NE1 in the next term are a 
renewed focus and further investment in the city 
centre especially on areas like Newcastle’s Retail 
Quarter, Newcastle Quayside and the city’s Historic 
Core. NE1 has outlined ambitious and far-reaching 
plans for each of these three key areas and is keen to 
establish and maintain the involvement and buy in 
from organisations who have a long term interest in 
these areas and in the city as a whole. 

In many ways Newcastle is leading the way in 
helping both to protect and develop a sustainable 
commercial model for the city centre. Other cities 
emulate what they see going on here. It matters 
that those with an interest in the city are given an 
opportunity and a say in what happens. Property 
owners, other investors and people who use the 
city will be encouraged to get involved to assist in 
delivering NE1’s programme. 

Another key priority will be making greening an 
essential element in all physical projects to create 
a better environment for NE1’s businesses and an 
improved experience for visitors. Improving the 
quality and attractiveness of Newcastle’s green 
spaces and the overall quality of environment is one 
of NE1’s missions. 

Working with other partners to improve connectivity 
in the city both from a digital perspective, focusing 
on the city’s digital infrastructure, and also on its 
transport links locally, nationally and internationally 
will form another strand of NE1’s work over the next 
five years. 

NE1 has committed to an ambitious programme 
for the next BID term and Adrian is confident and 
enthusiastic about the next five years:

“The Yes vote was a vote for making things happen 
in Newcastle. It is also an endorsement of the 
effectiveness of the ‘team’ approach that’s invariably 
needed to get bigger projects underway. The city’s 
businesses, universities and college, local authority 
and hospital all have roles to play and we’re really 
looking forward to our on-going work with them 
over the next five years.

“Our task now is to return with interest the trust 
and confidence businesses have shown in us. I 
know we have a brilliant team at NE1 – they are 
experienced, very conscientious and they live and 
breathe Newcastle. We’re all really looking forward 
to the challenges and opportunities this new term 
will bring.

“I want to thank our businesses for their continued 
support and also our key partners including the City 
Council, Newcastle and Northumbria Universities, 
Newcastle College and the RVI hospital. Together 
they play an important part in helping shape what 
goes on in the city, along with many others.  

The new BID term starts in April but NE1 is already 
pressing ahead with its existing projects as well as 
starting to map out how practically to deliver all the 
ambitious proposals outlined in its business plan.  

Adrian explained: “We know our direction of travel; 
our manifesto is our business plan and we are 
organising ourselves to start delivering it. The really 
interesting part will be making sure we make best 
use of all our available resources, skills within our 
team and our enthusiastic and experienced board 
as well as the business community which when 
combined will help us deliver our vision for the city.   

Thursday 18th October 2018 was a big day for Newcastle with NE1 voted in for a third term  
as Business Improvement District (BID) company for Newcastle city Centre. 

NE1 - MAKING THINGS HAPPEN IN NEWCASTLE
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I’m often quoted as saying that “sales is a 
culture – never just a department” but one of the 
biggest challenges facing any business owner, 
irrespective of whether you have a dedicated 
sales team or not, is how to disseminate and 
unite your team around your current strategic 
sales objective. And never more so in the coming 
years as we transition through Brexit, that no 
matter what your politics, is going to mean 
businesses need to adapt and change in order to 
stay ahead of the market. 

I see it as everyone’s responsibility in an 
organisation to increase revenue and deepen profits, 
whether you are in finance, warehousing, account 
management, production, operations, or customer 
service. Every single person in your organisation 
can find ways to save pennies and make more 
pounds, but often they are not empowered to take 
these initiatives or make suggestions to improve 
customer experience and customer lifetime value. 
They stick to their silo and accept that they are a 
small insignificant cog in a big wheel.

One way to unite your organise on a common 
medium-term goal, (because, of course, your 
vision and values is your North Star for your long 
game), but if you want to add some thrust your to 
collective effort – one way to do this is to introduce 
a theme for the coming calendar year. 

What do your people need to keep front of mind 
as they go about their day-to-day roles? What is 
one overarching idea that encapsulates all of your 
strategic objectives for the next twelve months? 

They may feel like a small insignificant cog in a big 
wheel, so name the wheel. Give it an identity that 
everyone can relate to.

For example, a couple of years ago one of my 
clients introduced the theme ‘Going Global’ as 
their theme for the coming year. It was announced 
at their opening team meet in January. It’s worth 
noting, they were already trading internationally 
at this point (around 5% of turnover), but their 
core strategic goal for the next phase of growth 
was to increase export to 35% of turnover, so 

Going Global became their constant reminder 
to everyone to keep asking ‘Is what I’m currently 
doing helping us Go Global?’ They went to great 
expense and purchased two blow-up beach-ball-
esque globes which they hung from the ceiling in 
the centre of the main office. They wrote the words 
Going Global at the top of every white board in the 
business, created an internal logo for it and added 
it to the bottom of every internal document. Over 
the coming months it became ingrained in their 
culture and part of their everyday language. And 
yes they achieved their objective. 

I’ve had other customer’s who’ve had themes of 
‘The Year of Action’ – and the MD gave everyone 
a mini Action Man toy as a memento. Many of 
the staff kept these on their desks as permanent 
anchors. Or another had a year of ‘Shine and 
Sparkle’, where the aim was to outshine their 
competition. (That theme was particularly well 
received when the MD handed out mini bottles 
of sparkling champagne when it was introduced 
– again many employees kept the (now empty) 
bottles on their desk as a reminder of their purpose 
and focus. If you asked them why the bottles were 
there, they would respond, “Because it helps remind 

me that we want to outshine our competition in 
the eyes of our customers.”

If you want to go one step further, once you’ve 
discussed and agreed your upcoming core 
objectives invite your team to put forward their 
ideas for a theme and either take a unilateral vote 
or whittle the suggestions down to a short-list and 
then vote.

My team have come up with some crackers over 
the years. We’ve had “Refining our Engine” which 
reflected a year when we were very focused on 
improving our internal processes and deliverability 
of our CX experience, or “The year of growth” when 
we had all the pieces in place and just needed 
to sell more and increase our market share. (My 
suggestion that year that went into the pot and was 
promptly vetoed by the team was … ‘Just hit the 
f****** number!’ Clearly they went for something 
much more politically correct and appropriate to 
share company wide – and quite right too!)

So, as you look ahead for the next period – what 
overarching theme can you introduce that will 
reflect your next 12 month’s core objectives?

To watch a video on how to improve the sales focus of your business follow this link; www.companyshortcuts.com/

Nicola Cook. CEO of Company Shortcuts.

FOCUS ON 
GROWTH

Have you picked a theme yet? 
And I don’t mean for your 

Christmas party’s fancy dress 
code – rather a theme that 

unites and focuses your  
business on the challenges of 

the year ahead.
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Science: It blows the mind of many, captures the 
hearts of some and provides an explanation for 
just about every natural phenomenon you can 
think of. It’s a universal currency, transcending 
culture, creed and ethnicity. It’s exciting, 
it’s old, it’s new, it’s topical, it’s consistently 
evolving and just like time, never stands still. 
The science sector is about innovation through 
imagination, pushing the boundaries of every 
day acceptance to provide the understanding 
of tomorrow. Put into practice, this has the 
power to transform people’s lives. 

Science isn’t all white coats and chemicals, 
although that part is pivotal to drug design 
and development. It’s observing our night sky 
and beyond to explain our past and predict our 
future. It’s the technology that resides in our 
smart phones, allowing us to be connected 24/7, 
anywhere in the world. It underpins every feat of 
architecture in our towns and cities. It has the 
answers to life limiting diseases, slowing down 
climate change and harnessing all that AI has to 
offer. It’s that water you drink, the same water in 
our toilets. It’s that carbon in pencils, the same 
carbon in diamonds. It works in laboratories, 
offices, schools, workshops and clinics.

Science isn’t optional. It is essential to our global 
society. And it’s happening now. A career in science 

can open the door to working and travelling the 
world. How would you like to shape our future? 
TDR Training is on the lookout for young people 
who want a science apprenticeship, to develop 
their skills today, enriching our tomorrow. We 
are the leading source of information, advice 
and guidance for scientific careers, matching 
suitable candidates to vacancies and sharing your 
learning journey with you. The science sectors 
we work with continually develop and innovate; 
from routine day-to-day testing to creating 
new intelligence platforms. Utilising a range 
of skills, roles within this sector are extremely 
varied and include process operators, laboratory 
and workshop technicians, analytical chemists, 
astrophysicists and biomedical scientists.

At TDR Training we recruit for, and deliver science 
apprenticeship standards from level 2 and 3 
through to level 6 (degree apprenticeships). So 
whatever stage you’re at in your science career, 
there’ll be something to suit you. If you want to 
be a part of shaping the future of society then 
head to our website to check out our latest 
vacancies and how we could help. Let us be the 
next step in your career path.

In the time it has taken for you to read this, one 
red blood cell has completed one circulation of 
your body. Fascinating stuff, eh?

THE GOOD THING ABOUT SCIENCE IS THAT IT’S TRUE 
WHETHER OR NOT YOU BELIEVE IN IT

- Neil deGrasse Tyson
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www.tdrtraining.co.uk

Based in South Tyneside, Demob Job is a long-established engineering and 
technical recruitment specialist for ex-military personnel - bridging the gap 
between companies and personnel leaving the military.

Ex-military candidates have a breadth of aptitude, skills and training which can 
greatly contribute to a company’s growth and success. Demob Job prides itself 
on having the best ‘talent pool’ of candidates who have previously served in the 
Armed Forces; Royal Navy, British Army and Royal Air Force. Acting as an extension 
of its client’s team or as an outsourced recruitment partner, Demob Job utilises its 
extensive military insight coupled with its expertise in engineering and technical 
roles to identify the right candidates to save clients time and ensure a bespoke 
and efficient recruitment process. This philosophy is reflected in its ability to place 
1 candidate out of every 3 candidates interviewed.  

Demob Job is embedded in many North East organisations and networks including 
the North East Automotive Alliance (NEAA) and the North East of England 
Process Industry Cluster (NEPIC), and proactively works to recognise, attract and 
retain talent within the region. The company can provide permanent and contract 
services and works in a wide range of sectors including engineering, automotive, 
manufacturing and facilities management.

Adrian Cheesman, Managing Director at Demob Job, said: “Ex-military personnel 
offer employers an ideal candidate with a number of transferrable skills and 
qualities including leadership, discipline, determination, the ability to stay calm 
under pressure, team work and being goal driven. 

“They have worked with some of the world’s most advanced defence systems, 
with specialisms in aeronautical, avionics, electrical, mechanical, nuclear, 
communications and marine engineering. Furthermore, having experienced some 
of the most demanding environments, ex-military personnel bring different life 
experiences to the team as well as, in many cases, excellent technical capabilities.”

DEMOB JOB – THE ENGINEERING AND TECHNICAL 
RECRUITMENT SPECIALISTS

To find out more about how the Demob Job team can help you with your recruitment needs, call 0191 427 4655,  
email enquiry@demobjob.co.uk or visit www.demobjob.co.uk

Adrian Cheesman,  
Managing Director at Demob Job



As a result of increased business in the capital, the company wanted to 
be ideally located to respond to London’s thriving hospitality scene and 
fast pace opportunities.

The new office, which is based on Argyle Walk near Kings Cross, will also 
generate an increase in RDA’s workforce as its currently recruiting for 
an Account Manager and Senior Designer ready to quickly respond to 
opportunities and service RDA’s current and prospective London based 
clients.

Nick Bradley, Director at RDA, said: “We are delighted to have opened the 
new office. We’re not exactly looking to regionalise the provision of our 

services, as we work all over the UK, however we’re finding a lot of our key 
client base and current opportunities are London based, so this move will 
allow us to be more physically responsive. Our head office remains in the 
North East, but we’re looking forward to further expansion in the London 
region as we continue to grow.”

As well as the new London based roles, the company has made three 
additions to its sales and marketing team in the past 12 months due to 
increased business across a range of sectors which include sports and 
leisure, garden centres, business and industry, education, healthcare and 
the high street.

RDA OPENS LONDON OFFICE DUE TO  
CLIENT DEMAND

Due to client demand, North East based RDA, one of the UK’s leading design and installation  
companies has recently opened an office in Central London.

For further information about RDA, visit www.rdalimited.co.uk or tel: 0844 873 4993    
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L-R: Alex Bradley, Director, Nick Bradley, Director,  
John Fitzgibbon, Senior Consultant, Roy Addyman,  

Managing Director, Louise Ward, Business Development 
Manager, Paul Hirst, Senior Consultant.





Located at the head of this quiet cul de sac, on the edge of Jesmond Dene, is this superb 
detached luxury home. The property was purchased by the current owner in 2016 and has 
been extensively renovated to an extremely high standard with fabulous internal features 
and beautiful lighting.

Lindisfarne Close Jesmond

Price Guide: £1.1 Million

5 4 5 D

Ashleigh Sundin

ashleigh.sundin@sandersonyoung.co.uk

rare! Office: 0191 223 3500

www.sandersonyoung.co.ukFrom Sanderson Young



Saxby House is a beautifully presented and substantial Victorian detached home in a 
lovely private garden site of approximately 0.264 acres with lovely views across open 
countryside. The property retains much original character and has been remodelled and 
extended to a lovely standard.

Saxby House Station Road, Corbridge

Price Guide: £875,000

5 4 4 D

Ashleigh Sundin

ashleigh.sundin@sandersonyoung.co.uk

rare! Office: 0191 223 3500

www.sandersonyoung.co.ukFrom Sanderson Young



Contact rare! From Sanderson Young on 0191 2233500   ashleigh.sundin@sandersonyoung.co.uk   www.sandersonyoung.co.uk

THE GRANARY, SHOTLEY FIELD

PRICE GUIDE: £895,000
The Granary is a stylish stone built conversion overlooking a spectacular South Northumberland hillside, only a 30 minute drive from central Newcastle. One of only 
three individual properties in an exclusive courtyard development, this stunning five bedroomed family home occupies approx. 0.4 acres with fabulous panoramic 
rural views, beautiful professionally landscaped gardens, large walled garden, separate orchard, stone shed converted from an old blacksmith’s shop, parking for five 
cars and a double garage. The beautifully decorated property has been sympathetically designed to a high specification whilst retaining individuality, many original 
features and great character. Design features include vaulted beamed ceilings, exposed stone walls, oak flooring, a stone inglenook fireplace, excellent natural light 

from the picture windows, glazed doors/Juliet balconies and heritage windows to the roof.
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At Tecaz we love to give the opportunity for you to see and
touch a range of bathrooms or kitchens before you decide
to purchase. Our showrooms feature over 200 bathrooms,
100 showers and 50 kitchen displays, you're sure to  nd
what you are looking for.

Save up to 60% off RRP on some of our Biggest Brands
including Heincluding Heritage, Roman, Merlyn, Lakes, Tavistock, Roca,
Laura Ashley, Crosswater and many more!

FREE computer planning and design are available, and for
larger projects, we offer installation support. We are
con dent you'll achieve your dream space.

Plus FREE granite or Silestone worktops available on
selected kitchen ranges.

Norham Road, North Shields, NE29 7TN • Tel : 0191 257 6511

Tecaz Echo House, Pennywell Ind Est, SR4 9EN • Tel : 0191 534 7733

Portrack Lane, Stockton-on-Tees, TS18 2HG • Tel: 01642 610 100

Opening hours

Monday - Friday : 9am - 6pm • Saturday : 9am - 5pm •Sunday 10am - 4pm

More Choice

sale

starts 27th Dec



What is a Help To Buy: Equity Loan?

The Government Help To Buy: Equity Loan scheme 
allows first time buyers with a lower deposit to 
step onto the property ladder, by providing a loan 
of up to 20% to add to their own 5% deposit. By 
creating this 25% combined deposit, the buyer can 
now receive a 75% loan to value mortgage from 
a lender. 

Lenders are more likely to approve your mortgage 
application with a larger deposit, opening up more 
options to find the best deal for you – as well as 
better interest rates. The scheme can only be used 
against new build properties. 

The loan is interest free for five years and following 
that will provide a competitive rate of 1.75% in 
the sixth year – which is a fairly good rate in the 
current market. 

After the sixth year, the rate of interest will increase 
by 1% plus any increase in the retail price index 
(RPI) which is a measure of inflation. If the RPI falls 
at any time, your charges will still increase by at 
least 1%. 

In summary, the scheme is designed to help first 

time buyers onto the property ladder by providing 
them with a higher deposit and more mortgage 
options.

A total of 158,883 properties have been purchased 
using the Help to Buy equity loan scheme, 
according to the latest figures from the Ministry 
of Housing, Communities and Local Government.

Will I be still be able to sell my home?

Having a Help to Buy loan won’t impact your 
house sale, but it will impact the amount you 
take away from it. The process is the same as in 
any other property sale, however when you do sell 
your home you are required to pay back 20% of 
the value of the property. 

For example, if you bought your property for 
£180,000 and go on to sell it for £200,000, you will 
be required to pay back £40,000 rather than the 
original £36,000 you lent. Similarly, if your property 
decreases in value, you still pay back 20%. 

Can I still remortgage if I have a  
Help To Buy loan?

You will still be able to remortgage your home. 

As always, it depends on the circumstances of 
the homeowner, including the loan-to-value, how 
much equity the homeowner has and whether the 
property has increased or decreased in price. 

Are there any other options for those  

with a small deposit?

Yes, there are a number of different options available 
other than the Help To Buy Loan. One option is 
shared ownership, which means that people can 
own between 25 and 75 per cent of their property, 
paying a subsidised rent on the remainder. Terms 
and conditions apply, and homeowners must fall 
within the lower salary category.

The Government also offers a Help to Buy ISA, 
which allows each first-time buyer (not household) 
the opportunity to receive a bonus of up to £6,000. 
Savers can deposit up to £1,200 into a savings 
account and continue to save up to £200 per 
month. The minimum total savings are £1,600 – for 
which you will receive £400 from the government, 
and a maximum of £12,000 – which will earn you 
£3,000 grant for the government. 

For more information please call 0191 260 2000

108

P R O P E R T Y  I N S I G H T

THINGS YOU NEED TO KNOW ABOUT A HELP  
TO BUY: EQUITY LOAN

By Bradley Hall Director of Mortgages and Finance, Lewis Chambers

Lewis Chambers



The commercial agency team at Bradley Hall 
chartered surveyors has been announced as ‘The 
Most Active Agent’ in the North East following 
a record year for the firm. Chartered Surveyor 
Nicholas Bramwell was given the title of ‘Most 
Active Dealmaker’ in the North East following an 
impressive year. 

Group Managing Director, Neil Hart, said: “We 
are enormously proud of this achievement as 
The EG Awards are compiled only of factual data, 
ensuring that they are one of the most accurate 
and reflective accolades in the industry.

“The commercial agency team, especially Nicholas, 
have performed exceedingly well, and we are 
delighted that Nicholas and the team have been 
given this acknowledgement not only by us, but by 
external awarding bodies too.”

Most Active Dealmaker is awarded to the highest 
volume of commercial property deals carried out 
by an individual across the North East. Most Active 
Agent is awarded to the overall firm who carries 
out the most commercial property deals. 

From September 2017 to August 2018 the firm 
completed on 191 deals and over £60m worth of 
sales and lettings, from properties perfect for SME’s 
and start up companies, to large development sites 
and investment property.  

Bradley Hall was also recently awarded the title of 
most active non-national office agent in the region 

following a 400% increase in office deal activity 

year on year. 

The firm, which has followed an aggressive and 

strategic growth strategy to expand its team and 

services, has experienced success across a range of 

sectors including; offices, industrial, licenced and 

leisure. 

Tim Aisbitt, Head of Agency for Bradley Hall, said: 

“This is fantastic recognition of the commercial 

property deals completed by the Bradley Hall 

agency team over the past year. 

“Undeterred by Brexit, the region is maintaining its 
optimism and businesses are still expanding, starting 
up or relocating to the North East. Organisations 
like Invest Newcastle and its supporters, including 
Bradley Hall, are driving new business towards the 
region and championing all that is great about the 
North East through international property events 
such as MIPIM. 

Dealmaker Nicholas Bramwell said: “Despite 
current economic uncertainty the commercial 
property market is performing well. There has been 
a steady stream of activity, ranging from local small 
businesses to national brands including Eon Energy 
and NCJ Media. 

“In the past year new and exciting schemes have 
provided additional space for hospitality providers 
and retailers, including shipping container leisure 
hubs which provide SMEs with an affordable 
presence within city centre locations.

“The office market continues to thrive, and we 
increased transactions of office space by 400%, 
becoming the highest-placed independent agent 
for office deals in Newcastle upon Tyne. 

“The recent success by the commercial property 
team and has been underpinned by Bradley Hall’s 
growing reputation and presence and we look to 
continue this as our market share continues to 
expand.”  

BRADLEY HALL WINS TWO PRESTIGIOUS AWARDS
A North East property firm has been awarded two prestigious accolades including ‘Most Active Agent’ 

and ‘Most Active Dealmaker’ by leading national commercial property magazine, Estates Gazette.

For information on its services please visit the Bradley Hall website www.bradleyhall.co.uk
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Nicholas Bramwell



The growth of the business has also resulted 
in the appointment of a further senior planner, 
Joanne Wood, to further support the company’s 
clients. 

Here, Mark Ketley discusses the projects which 
have particularly stood out during his time with BH 
Planning and Design.

In recent years Bradley Hall has rapidly became 
a key player in the North East property industry, 
and I was delighted to join a team of professional 
industry experts with an outstanding track record.

My role now includes managing a number of 
exciting projects while attracting new business and 
growing the planning and design team. Now is such 
an exciting time for North East development, and 
BH Planning and Design is already playing a part in 
the changing landscape of the region.

We’ve been involved in a number of significant 
projects, including with well-known brands Story 
Homes, Miller Homes and Galliford Try, as demand 
for new housing in the region grows. However, 
there are two particular projects which have stood 
out due to their impact on the regions people, 
entrepreneurs and local communities. 

North East charity, Heel and Toe, recently acquired 

a new centre which will support their work in 
providing free therapy for children with physical 
disabilities. The charity wanted to build a specialist 
therapy centre in Durham which will help increase 
support for the region’s young people with physical 
disabilities. They currently provide 12,000 hours of 
free therapy including physiotherapy, occupational 
therapy, speech and language, conductive 
education and special educational needs tutoring.

The charity launched the Footprints Appeal last 
year to raise money to convert a derelict building 
in nearby Perkinsville, into the only centre in the 
area to house a hydrotherapy pool. 

We were proud to work on behalf of Heel and Toe 
in gaining planning permission for the state-of-the-
art hydro centre, which will help provide important 
sessions for families in the hydrotherapy pool with 
a therapist, plus therapy rooms, a Gait analysis suit, 
rebound therapy on a trampoline, a charity shop 
and accommodation for families who are travelling 
from outside of the region at reduced rates. 

Over 500 children a month have free therapy 
sessions with the charity and this figure is expected 
to rise to 600 a month in time for the planned 
opening of the new centre.  

In addition to national corporate companies and 
important local charities, we also look to support 
home-grown North-East businesses as they 
expand. Bells Fish Shop, which has been running for 
a total of 60 years, will open its fourth operation 
on Finchale Road in Framwellgate Moor, following 
gaining planning permission with our support.  

Business owner Graham Kennedy, who has been in 
the industry alongside his wife Alleson for 32 years, 
has invested in the transformation of a former 
derelict car showroom into a 9,000sq ft restaurant, 
takeaway and preparation centre. 

The planning system is tasked with supporting 
investment and economic growth, and this is an 
exemplar proposal as the redevelopment of this 
derelict site will create new jobs for local people. 
These projects are especially important as we look 
to utilise the region’s opportunities and play a part 
in efficiently transforming the landscape not only 
in our cities but in our surrounding communities 
too.

We are looking forward to continuing in our 
success, growing operations and growing the team. 
2018 has been a fantastic year for us and we look 
forward to the future of BH Planning and Design.

PLANNING AND DESIGN DIRECTOR REFLECTS  
ON AN EXCITING YEAR

BH Planning and Design has experienced significant growth throughout 2018. The appointment of 
director Mark Ketley has driven an influx of new projects, including for regional and national businesses, 

charities and a number of major housebuilders. 

For information on its services please visit the Bradley Hall website www.bradleyhall.co.uk
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ORCHARD DENE 
JESMOND

PRICES FROM £750,000    

Show Home Open in February

Eleven 4 and 5 bedroom luxury homes

Contact the Bradley Hall New Homes Team on 
0191 284 2255

gosforth@bradleyhall.co.uk

Orchard Dene is a carefully designed mix of 
four and five bedroom family homes, perfect for 
modern suburban living. Every last detail has been 
considered, resulting in a stunning development 
offering stylish contemporary living. The first 
release of homes will be available in February 
2019. Register your interest today with Bradley 
Hall.

Orchard Dene is situated in the centre of vibrant 
Jesmond within walking distance of the array 
of luxury shops, bars and nightlife and within 

minutes from Newcastle city centre. Jesmond 
Dene is on the doorstep perfect for stunning 
scenery whilst walking or bike riding.

One of the most popular places to live in the 
Newcastle area and with good reason too, 
renowned for its multitude of bars, attentive 
designer stores and sophisticated cafés and 
restaurants on Osborne Road and St George’s 
Terrace, it is popular with students, young 
professionals and families alike, creating a great 
diversity and a busy little hub of activity.

The suburb is flanked by the beautiful Jesmond 
Dene, a wooded valley and Victorian park, giving 
a unique haven of peace and tranquillity for the 
people of Newcastle, it is perfect for delightful 
short walks or relaxing with friends. Many tree-
lined paths run through the valley, leading past 
interesting landmarks such as the Eye Bridge and 
its picturesque weir.
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Constantly striving to further enhance its 
product design and specification to the 
benefit of homebuyers and a passion for 
creating the blueprint for new home design 
of the future, Avant Homes puts innovation 
at its core. Its product range and all-inclusive 
enhanced specification sets it apart from other 
housebuilders along with a desire to challenge 
convention in the housebuilding industry.

The continued growth of the business and 
investment in its product, people, processes and 
technologies is what makes Avant Homes one of 
the most exciting housebuilders in the UK. The 
company delivered record revenues and volumes 
for its year ending April 27, 2018, following a 
strong trading performance driven by outlet 
growth and geographic expansion. Revenues were 
up 21 per cent to £447m driven by rapid growth in 
completions up to 1,903, a 16 per cent increase on 
the previous year. 

To provide a greater range of choice to homebuyers 
in the region Avant has recently launched a new 
range of homes to its portfolio in the North East. 
The distinctive Bridge range – so called as it bridges 
the gap in the housing market for aspirational and 
attainable homes –  features Avant’s intelligent 
design principles and signature open-plan layout 
in two, three and four-bedroom homes across 14 
house types. 

These new home designs sit alongside the 

homebuilder’s Original range to offer a broad 
collection of properties in different sizes, designs 
and prices. Avant Homes estimates the range will 
eventually make up 30 per cent of its overall build 
output across the group and will form a key part of 
its five-year strategic plan to double the size the 
business, delivering 4,000 units per annum and a 
£1bn turnover by 2023. 

Its current portfolio of developments will deliver 
over 496 properties throughout the North East 
providing high quality homes, boosting the local 
economy and supporting hundreds of local jobs. 
Several new developments are also planned for 
County Durham, Sunderland, Gateshead and 
Newcastle in 2019.

Avant Homes North East Managing director, Scott 
Varley said: “This is a very exciting time for Avant 
Homes. Our continued upwards trajectory and a 

strong land pipeline puts us in an excellent position 
to achieve our ambitious growth plans for the 
North East business. 

“We believe housebuilders should take more 
responsibility for meeting the needs of all 
homeowners – and that’s exactly what we’re doing. 
We are focused on giving customers more choice, 
more flexibility and the opportunity to live in an 
aspirational home at an achievable price that works 
for them. With the introduction of our Bridge range 
and the continuous enhancement of our Original 
product we are creating attainable and aspirational 
homes that meet need the needs of buyers across 
the region, and continue to differentiate us from 
other housebuilders

As well as providing much-needed family 
homes, Avant Homes is investing significantly in 
sustainability, making improvements to roads and 
infrastructure, funding public services, preserving 
and enhancing open spaces and supporting local 
communities.

Scott added: “We work extremely hard to ensure 
our product, service and customer experience sets 
us apart by offering buyers something better and 
different to the competition and as we approach 
2019 we’re focused on further building on the 
exceptional progress that we have made in growing 
our business over the past few years.”

To find out more about Avant Homes developments in the North East visit www.avanthomes.co.uk or call 0191 516 5100
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AVANT HOMES ACCELERATES GROWTH WITH NEW 
RANGE OF HOMES IN THE NORTH EAST

Avant Homes is one of the leading developers of residential property in the UK. Currently  
building 17 developments across the North East, the housebuilder’s focus is on delivering design-led, 

family homes in prime locations throughout the region.

‘Avant Homes is creating attainable and aspirational 
homes that meet need the needs of buyers across the 
region, says managing director, Scott Varley’.



**Specification varies on each plot. Please speak with your Sales Advisor for specification 
details. *Stamp duty paid available on new reservations made on or before 21.12.18 only, 
that subsequently go on to legally complete. Offer on selected developments and plots only, 
subject to Avant Homes terms and conditions. Stamp duty contributions may vary depending 
on the property that is being purchased. Does not apply to second home owners or buy to let 
mortgages. Not to be used in conjunction with any other offer. Please ask your Sales Advisor for 
full details. Prices and details correct at time of going to press. Images representative only and 
may include optional upgrades at additional cost.

avanthomes.co.uk

Marketing suite & showhomes open Friday to Wednesday 11am – 5pm, 
Thursday 1pm – 8pm

2, 3, 4 & 5 bedroom homes from £117,950

You could be moving into an extraordinary home made to different standards, 
this January, with thousands saved in stamp duty.

Have it all – bi-fold doors, contemporary designer kitchens, integrated 
appliances, full-height tiling and so much more included in the price.**

HAVE 
IT ALL



DEMAND FOR FLEXIBLE OFFICE SPACE SET TO 
DRAMATICALLY INCREASE, RESEARCH REVEALS

The demand for flexible workspace is set to accelerate as over two 
thirds of global corporates plan to increase their use of flexible 
co-working and collaborative space over the next three years, 
according to new research from Knight Frank.  

Knight Frank’s (Y)OUR SPACE report surveyed senior executives at 
120 global companies which collectively employ over 3.5 million 
people and occupy an estimated 233 million sq. ft. of office space.  

The research reveals they plan to significantly reduce their number 
of traditional leased offices and operate increasingly from flexible, 
serviced and co-working spaces, which create a more collaborative 
environment and offer the freedom to expand and contract quickly, 
according to market conditions.  

Flexible workspace is defined as workspace that is furnished and 
ready to use – complete with everything needed to facilitate 
work straightaway including WiFi, a receptionist, meeting rooms, 
technology and equipment. 

Patrick Matheson, partner at Knight Frank Newcastle, said that some 
North East landlords are ahead of the curve having already started 
converting their offices into flexible and collaborative spaces. 

He comments: “71 Grey Street, The Pearl on Northumberland Street 
and NEON at Quorum are good examples of landlords developing 
collaborative space within their offices to meet this changing occupier 
trend. 

“The likes of WeWork and other co-working operators haven’t 
committed to Newcastle as a location to open co-working operations 
yet, but the thriving tech scene we have here gives us the right 
platform and I’m sure if one of these did come to town they would 
do well.”

Today, despite the proliferation of co-working and serviced office 
operators, the majority of global corporates occupy offices on a 
traditional lease model. Two thirds of companies surveyed reported 
that co-working, serviced and flexible office space comprise 5% or less 
of their current office space. 

However, the research reveals that the proportion of flexible space 
within companies’ portfolios is set to increase dramatically. 

Sixty-nine percent of global corporates plan to increase their use of co-
working spaces, and 80% expect to grow the amount of collaborative 
space they use over the next three years. 

Furthermore, almost half (44%) said that flexible space will constitute 
up to a fifth of all office space in the next three years. An additional 
16% estimated that as much as half of their workspace globally would 
be flexible space within the same time period.
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The drivers

The North East

Paul Lancaster, Founder of Plan Digital and Newcastle Start-up Week, 
says it is a demand for vibrant, buzzy, collaborative, high-spec workspaces 
that is driving forward this trend in the North East.

“Managed workspaces are not new. Places like PNE’s North East 
Workspace, North East BIC, TEDCO and Regus have been around since 
the 80s or 90s, says Paul. “They’re great places but they’re traditional, 
serviced offices where companies usually work in their own spaces, 
behind closed doors. They are often out of town and difficult to reach 
without a car.

“What we’re seeing is people wanting to be part of a vibe. They want to 
be amongst other like-minded people and innovators, bouncing ideas off 
each other in high-quality, boutique-style-décor, collaborative spaces. 
They see the Google and Facebook offices on Silicon Valley and they 
want a slice of that. And they want to be in city centres, within walking 
distance of entertainment and shopping,” says Paul.

The war for talent

Paul continues: “The global war for talent is definitely a thing. That ever-
increasing competition for winning the best employees for your business 
is strongly behind why companies are moving towards higher quality, 
contemporary, flexible and collaborative workspaces.

“People are no longer willing to relocate for a job – it’s now a case of 
taking the job to the talent, which is where short-lease flexible, co-
working offices come in. If that person is in high-demand for their skills 
then they don’t settle for mediocre, bland, traditional, working-in-silos, 
offices on the edge of town. Absolutely not.”      

The flexible scene

The North East’s journey onboard this global trend was highlighted 
in ‘The Auxin Report’ back in 2016. This research, commissioned by 
Newcastle and Gateshead Councils, looked at the region’s digital sector 
and explored what the councils could best do to help the development 
of the digital sector with a particular focus on workspace provision.

One of the upshots of the report was the revealing of the tech 
community’s desire for modern, shared workspaces with a community 
vibe and short-term, affordable leases that allow them to expand and 
contract as needed.

Campus North was, of course, the first proper co-working space in 
Newcastle and fulfilled that brief for around five years until closing its’ 
doors earlier this year. Paul Lancaster, who was originally a sponsor and 
supporter of Campus North whilst at Sage and then Tech North (now 
Tech Nation) before becoming a tenant when he started his own Plan 
Digital business in 2016, said:

“It was Newcastle’s first generation of collaborative space and people 
loved it for its community feel, city centre location, flexibility and 
affordable price. It was the perfect home for freelancers and early stage 
tech and digital startups. But although it will be sorely missed, it wasn’t 
right for everyone with some people demanding the community vibe 
but with an even higher quality environment and also more follow on 
space that they could grow into as their business grew.

“The fact that 71 Grey Street is almost at full capacity from the outset 
shows the demand is there for high quality, flexible and collaborative 
workspace for fast-growing and ambitious startups and established 
SMEs, and highlights just how vibrant the tech and digital sector is in 
Newcastle these days.”

The future

Hanro is one of the first North East property developers to take the 
baton and run with this changing occupier trend.        

Hanro has invested £2m in transforming 21,000 sq. ft. of offices at 
the prestigious, central Newcastle address of 71 Grey Street and has 
incorporated communal, networking spaces.       

Head of Property at Hanro, Erin Peart, said: “What we really want to 
do is create a buzz in the building with scaleup businesses who can be 
complementary to one another.”

On the second floor of the building the firm is offering shorter term 
leases in smaller spaces, alongside longer leases on other parts of the 
building, offering a great mix of options for occupiers.

She said: “Rather than try to fight the tide, this is a building where we 
are happy to accept that the more flexible we are with leases, the more 
demand we will have from occupiers.”

To sum up - demand for flexibility is the single biggest threat - and 
opportunity - to owners of office space. The recent boom in co-working 
is indicative of a structural change within commercial real estate 
whereby companies desire space that is flexible, highly serviced and 
aligned within the realities of doing business in an age of disruption. 

Whilst it’s tech, digital and gaming companies that are at the forefront 
of this vogue, professional services firms are now making-up ground and, 
as the Knight Frank research shows, global corporates have cottoned-on 
to its benefits too.

P R O P E R T Y  I N S I G H T

115

www.knightfrank.co.uk

Collaboration space at 71 Grey Street

What are your reasons for opting for  
flexible/collaborative workspaces?

...said they believe it would increase  
personal productivity - linked to  

wellbeing and happiness

...said greater 
speed to becoming 

operational

...state it would 
increase the sense 

of community 
amongst workers

...said it gives  
increased flexibility 



The strategy outlines a number of key aims, 
including plans to expand its build programme 
to develop at least 500 high quality new 
homes every year. The organisation provides a 
range of ways for customers to access homes: 
from homes to buy and shared ownership, to 
affordable housing, social housing and supported 
and specialised housing.

Karbon also remains committed to continued 
investment in its almost 30,000 existing homes 
across the North East and Yorkshire, and has 
committed £180m in planned maintenance over 
the next ten years to ensure they are fit for the 
future.  

Its main business driver is to deliver excellent 
customer service and engaging and listening to 
customers to shape its products and services.  
Karbon wants to shape strong, sustainable places 
by prioritising safety and security, investing in 
community projects, and working in partnership to 
address key customer issues such as employability 
and financial inclusion. 

The foundations to deliver this strategy have been 
firmly laid following a recent G1/V1 rating from the 
Regulator of Social Housing, the highest possible 
score for governance and viability, and a strong A+ 
credit rating from Standard & Poor’s.  

The organisation has now issued a bond so it 
can have an even greater positive impact on its 
customers, communities and the region. Following 

recent roadshows to investors, Karbon raised 
£150m of new bonds, with a further £100m 
retained for later sale.   

The bond oversubscription of five times at final 
pricing is thought to be one of the highest seen 
for a public housing association bond in the past 
five years. The bond finally priced at Gilts+153bps. 

Investors were attracted by the strength of Karbon’s 
brand, its leadership, strategy and approach to risk 
management. They were also impressed with the 
strength of the Karbon story from its deep roots 
within the local communities of the North East of 
England, to the position it now occupies following a 

number of successfully managed mergers in recent 
years.

Paul Fiddaman, Chief Executive of Karbon Homes 
said: “We are extremely proud of our five year 
strategy which is driven by the needs of our 
customers.  

“As a profit for purpose business, we invest any 
surplus into building, improving and maintaining 
homes, and providing sustainable outcomes for 
customers and places. Combining a sound business 
head, with a strong social heart, this bond ensures 
we have the financial strength to deliver our 
strategy, so we can build strong foundations for 
more people.”

Sarah Glendinning, Regional Director of the CBI, 
said: “It is really encouraging to see such ambitious 
aims from one of our region’s biggest businesses. 

“Karbon’s commitment to address the housing 
crisis through continued investment in existing 
homes and the delivery of 500 new homes a year is 
impressive. This is great news for not only the north 
east economy but also the wider positive impact 
on Karbon’s supply chain. 

“Their continued focus on delivering an excellent 
customer experience is also clear, and by seeking 
regular and genuine customer insight to inform and 
shape their products, services and activity, they will 
be able to deliver for their communities. 

“With these strong foundations, Karbon has a 
bright future ahead.”

KARBON LAYS STRONG FOUNDATIONS FOR A 
SUCCESSFUL FUTURE

One of the North East’s largest housing providers, Karbon Homes, has issued £150m in new bonds to 
support the delivery of its ambitious ‘Strong Foundations Strategy’. 

www.karbonhomes.co.uk
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Karbon offers a wide range of homes of 
all types and sizes, to suit the needs of 
customers at different stages in their lives.

Paul Fiddaman, chief executive of 
Karbon Homes.



Ian Tew
Partner & Head of Building Consultancy
E: ian.tew@knightfrank.com
T: 0191 594 5012

Puneet Vedhera
Associate 
E: puneet.vedhera@knightfrank.com
T: 0191 594 5020

• New Build
• Refurbishment & Fit-Out
• Building Surveys
• Technical Due Diligence
• Dilapidations & Lease Advice
• Development
• Cost Consultancy
• Design & Space Planning
• Workplace Consultancy

Building Consultancy 
& Project Management 

Locally expert, globally connected

CT3328-180x267mm-NEWCASTLE-ADVERT-V5.indd   1 03/08/2018   13:19



As background, I was contacted recently by someone in the final stages of selling their home, 
after they were requested to provide proof that they had (or didn’t need) planning 

permission for works they carried out. They approached their Local Planning 
Authority (LPA) who convinced them to submit a pre-application enquiry, then 

after several weeks were told planning permission was required and that 
they MUST apply for retrospective planning permission or a Certificate of 
Lawfulness of Existing Use or Development (CLEUD). Naturally they were 
anxious and confused.

In this case the works had been carried out 14 years ago and whilst having the 
relevant paperwork in place is preferred, there are a few things to keep in mind. 
The salient point is the length of time the works had been completed.

In most cases an unauthorised development becomes immune from 
enforcement action if no action is taken:

    • Within four years of substantial completion for a breach of control 
consisting of operational development, i.e. building works;

    • Within four years for an unauthorised change of use to a single 
dwelling;

    • Within 10 years for any other breach of planning control 
(essentially other change of use).

If a development has been carried out in excess of the above 
timeframes anyone can apply for a CLEUD which seeks to prove 
that the development or use has existed for the required period 
of time. The onus lies with the applicant to provide precise and 
unambiguous proof, if the LPA have no evidence to the contrary 
and the balance of probabilities lies with the applicant the LPA 
will grant a certificate.

The Council cannot however require someone to apply for a 
CLEUD and if you have evidence to support the length of time a 

development has existed enforcement action will not be taken by the 
LPA just because you haven’t applied for a CLEUD. A CLEUD is the formal 

legal document to confirm the development needed permission, but it’s over 
the timescale for enforcement and therefore now considered lawful. The process 

can take as long as a planning application to determine and requires the same 
planning fee as a new proposal.

There is another option if you’ve carried out works but have not exceeded the ‘immunity’ 
timescales above, retrospective planning permission can be applied for, however just 
because your extension maybe build doesn’t mean it will automatically be granted. The 
LPA will consider the merits of the scheme and if it doesn’t comply with National or Local 
guidelines/policy then it can be refused.

In terms of a house sale there maybe other ways to progress without going through 
the CLEUD or retrospective planning application routes, for instance, I know of cases 
where an Indemnity Insurance to cover the works has been sufficient to allow a sale to 
complete. This is generally in cases where the works exceed the ‘immunity’ timescales, 
and therefore enforcement action will not be progressed by the LPA.

I’m in no way advocating development without the relevant consents as it can 
become a lot more complicated than the example I’ve used. It’s not illegal to carried out 

development without the relevant consents (unless it’s a Listed Building) and scenarios such 
as this happen regularly so if you find yourself in a situation like this consider your options.

OH NO, I DON’T HAVE 
PLANNING PERMISSION!

By Chris Pipe, Director, Planning House

PLANNING HOUSE can be contacted on 07944844882/info@planninghouse.co.uk  
or by visiting www.planninghouse.co.uk
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The removal van was booked and champagne on ice ready to 
celebrate the start of a new chapter. It therefore came as a bit 
of a surprise to a client that planning permission was required 
for historic works carried out at their property and that this 

could potentially scupper their house sale.
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With twenty guests expected and parents who 
have spent a lifetime in the restaurant business, 
no pressure? Around the 23rd my wife and I go 
into military mode as we plan the hundred and 
one finer details. Last year we dressed the children 
as our favourite military heroes so they could get 
into the spirit of things. The kids loved it but we 
still get strange looks from some neighbours so 
maybe not this year?

After the meal it is time to reflect upon the year 
gone and talk about our hopes for the year to come. 
On a personal level, the year gone consists of “Where 
did it go?” As for the future, I keep it simple. Good 
health and a degree of happiness for friends and 
family. In terms of our business I feel we met the 
many challenges of 2018 and are in good shape 
to face those presented in 2019. Just as well since 
challenges there will be.

The Tenant Fee Ban is expected to come into force 
in Spring 2019. Met with glee by many tenant 
associations this legislation will introduce a ban 
on fees charged by letting agents and landlords to 
their tenants. Charging for costs like pre-tenancy 
administration, credit checks and inventory check 

out reports are just some of the services it will no 
longer be possible to charge a tenant for.

These services will still need to be provided and paid 
for so the net result of this legislation is fairly obvious. 
Increased rents. For the property management sector 
there is grim news following a survey by property 
maintenance specialist Fixflo. The survey indicates 
that half of all letting agents will lose between 10 
– 30% of turnover because of the ban. An estimated 
48% are considering not trading beyond early next 
year.

Alarming statistics but nothing to disturb my festive 
rest. We have been preparing for this for two years. 
Streamlining systems, introducing an online tenant 
interface and generally preparing for change. It helps 
that the vast majority of our business comes from 
residential property and block management so very 
little of our turnover will be impacted by the ban.

As if times ahead were not looking interesting 
enough, Newcastle City Council is currently 
consulting to expand the licensing scheme for 
private rental properties in the city. This will cost 
landlords around £900 per property and there are 

some 14,000 properties. That is an estimated £12.5 
million in Council revenue.

The stated objective is to push up standards and 
beat anti-social behaviour. This worthy objective 
fails on two counts. There is not a shred of evidence 
that current licensed areas have seen a drop in anti-
social behaviour. The local burglar is unlikely to desist 
because he has a functioning smoke alarm. And 
second, our cash strapped Council does not have the 
resources to police the scheme. So rogue landlords 
will continue to ignore the legislation.

And finally, the elephant in the room. Just who is 
going to pay that extra £900? Take a wild guess? So, 
if 2018 was living through interesting times, in the 
property management sector 2019 looks set to be 
absolutely fascinating. 

So, as we head for a fascinating new year, may I take 
this opportunity to wish you all a happy Christmas 
and a prosperous new year from everyone at Heaton 
Property? I shall leave you with my wife’s favourite 
festive poem from Wendy Cope OBE. “Christmas 
here again. Let us raise a loving cup; Peace on earth, 
goodwill to men, and make them do the washing up.”

A FASCINATING NEW YEAR?
I love everything about the festive season leading up to our family highlight, Christmas Dinner. 



Doree Bonner International have more than 100 years of experience in moving, 
changing, expanding or relocating businesses and employees. We understand that 
careful management planning and a professional and methodical approach are both 
essential when implementing all aspects of business moving.

Our business...
Small O�  ces O�  ce blocks UniversitiesLibraries

Council O�  ces Hospitals IT SuitesSchools

WITH BR ANCHES NATIONWIDE,  WE’ RE NEVER TO O FAR AWAY

For more information on business moves:

0191 268 6383
email: moving@dbonner.co.uk   |   www.doreebonner.co.uk

...is moving your business

DARTFORD - UK

• Project management
• Quality control
• IT relocation

• Storage
• Archive storage
• Decant moves

• Business moving accessories
• Employee relocation – UK and overseas
• All employees are CRB checked

DBonner Northern Insight Mag ad 2018.indd   1 17/10/2018   09:23



When the Ferguson family decided to 
create the Ad Gefrin Distillery, to produce 
Northumberland’s first single malt whisky, they 
turned to local planning specialist JT Planning to 
help drive the project forward.

The ambitious plans will see a large, prominent, 
vacant site on Wooler’s South Road transformed 
into a new whiskey distillery and major visitor 
attraction.  The site has a frontage onto the 
main A697 road through the town, therefore the 
overall design of the new buildings requires careful 
consideration.

The proposals will bring forward a significant 
investment, creating much needed jobs in this 
remote area of North Northumberland, known as 
the gateway to the Cheviots.

The site lies within the Wooler Conservation Area 
and is positioned in an extremely prominent 
position on an important site within the village.

The project is expected to create in the region of 
50 permanent jobs. The proposals also represent an 
investment of around £10 million.

Plans for the Ad Gefrin Distillery are being driven 
by the Ferguson family, owners of the national 
haulage firm Fergusons.

The Ferguson family, a long-time client of JT 

Planning, are passionate supporters of the region 

and local businesses. Alan Ferguson, OBE, and 

a past president of the North East Chamber of 

Commerce, fronts the project but it’s a real family 

affair involving his entire family, including wife, 

Eileen, and son, Chris.

JT Planning has project managed the planning 

application stages alongside the Ferguson family 

and well-known local architect, Richard Elphick 

who produced water colour images on display. 

Jon Tweddell explained: “We have also engaged 
other professionals to help with various planning 
issues including ecology, archaeology, drainage and 
transportation.

“Planning for the site does bring about some 
significant matters to address. As a former haulage 
yard, the site has been vacant for some years now 
and includes a number of vacant buildings that are 
falling into disrepair. 

“The plans are to clear the site and erect a number 
of traditional buildings. The redevelopment of this 
site will bring a number of wider benefits and 
would improve the visual appearance of the area 
and the character of the conservation area.”

Subject to gaining relevant planning consents, it 
is hoped the distillery and visitor centre will open 
its doors by 2020. Other spirits will also be made 
at the distillery, some of which will be available 
after three years; the single malt will take longer to 
create and bottle.

The planning application was lodged in October 
2018 and has since been validated. 

If anyone wants to view the plans and comment 
please access the details via www.northumberland.
gov.uk and enter the reference number 18/03870/
FUL.

MULTIMILLION POUND PLANS TO CREATE 
NORTHUMBERLAND WHISKY DISTILLERY

Plans have been revealed to transform the former Redpath Yard in Wooler into a whisky distillery  
and visitor centre. Helping deliver these ambitious plans is Jon Tweddell, of JT Planning, who  

outlines some of the detail of this project.

For more details visit www.jontweddell.co.uk
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BUSINESS TO EVERYONE

If you’ve been putting off your conservatory roof 
repairs for a while now, you might be wondering 
if it’s okay to get it looked at over the winter. 
If the summer just slipped by too quickly (a bit 
like the wine), and you simply forgot to have 
someone local come out and inspect your home 
before the first snow fell, winter probably snuck 
up on you pretty quickly. While most people 
typically choose to get roof repairs done in the 
summer, know that it’s possible to have your 
roof checked out this winter.

Most companies do the majority of their work in 
the warmer seasons. Summer is their busiest time 
because the weather is warm and predictable. 
Many homeowners schedule their roof repairs 
in the warmer months because that’s when they 
have the time, and that’s when the weather is most 
likely to be on their side. So, when winter comes 
around, days become shorter as it’s quite often 
unpredictable as to what will happen from the 
morning to the afternoon with our typical British 
weather. 

The roof tends to be weakest part of the 
conservatory; general wear and tear over the years 
can cause damage, letting unwanted water into the 
roof, and as many conservatories are not properly 
insulated and ventilated, water in a conservatory 
can lead to mould if left untreated, which can 
cause serious respiratory problems.

If a lot of water is entering into your conservatory, it 
can also cause damage to furnishings and interiors, 

particularly if you have carpet and fabric sofas and 
chairs - both ending up being very costly to you. 
Leaks in conservatories can be caused by a number 
of factors and no matter how much you examine 
the structure it’s most likely to be impossible 
to fix yourself without specific knowledge and 

experience.

Converting your conservatory to a tiled roof is 
the best way to permanently prevent leaks from 
occurring, it also makes the room more versatile 
providing a year-round extension to the home, not 
one you can only use in the summer!

FREE WINTER WEATHER HOUSE DOCTOR CHECKS

For more information visit our website: www.conservatoryroofsnortheast.com or follow us on Facebook for regular updates and offers.
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VISUALSOFT WINS ECOMMERCE 
AGENCY OF THE YEAR AWARD

Newcastle and Stockton-based eCommerce and digital agency Visualsoft is celebrating after winning 
the prestigious title of ‘Large eCommerce Agency of the Year’ at the recent Northern eCommerce 
Awards.

The team’s entry was praised for its strong focus on client success and tangible demonstration of results, as 
well as strong passion for the work it carries out on a daily basis.

The company, which supports 1,200 retail clients in growing their business online, prides itself in investing 
heavily in innovation and forging partnerships with industry heavyweights such as Google, Klarna and 
Amazon. 

The award recognised the company’s industry-leading service offering, including its eCommerce platform 
and online marketing services, as well as Shared Success, an innovative revenue model in which client fees 
are based on a percentage of their sales. 

Dean Benson, CEO of Visualsoft, said: “We are absolutely delighted to have won this award. 2018 has been 
a fantastic year for the business, we have recently celebrated our 20th birthday, increased staff headcount 
by 19% and have announced plans to move our Newcastle operation to the city’s iconic Grey Street. Our 
continued success is a result of our expert team and the amazing clients and partners we have the honour 
of working with.”

TWIST EXPANDS 
TEAM

Creative PR and Marketing agency Twist has 
expanded its team, with the appointment of two 
new PR and Marketing Managers, Janine Lamb 
and Rachael I’anson. 

Rachael and Janine join the team to take Twist’s 
growth to the next level. Rachael will lead the 
marketing and media campaigns for Twist’s 
interiors and home technology clients. Her varied 
experience stems from previous roles as Events 
Coordinator during the relaunch of Fenwick 
Newcastle’s multi-million pound Food Hall.

Rachael commented: “Working in the retail 
and hospitality sectors has given me invaluable 
insight into the importance of fully integrated 
communications and maintaining a competitive 
advantage to drive better results. It’s a really 
exciting time to be joining the team.”

Janine will take charge of marketing and media 
campaigns for Twist’s portfolio of luxury property 
and venue clients. Having worked as Marketing 
Officer at Dance City in Newcastle, Janine brings 
experience with some of the biggest fashion, 
cosmetic and food brands in the world.

Janine said: “When the role at Twist became 
available, I knew I had to be part of such an 
exciting new team. I’m beyond proud to be part of 
Twist and I’m really looking forward to seeing the 
business grow.”

Children can now star in their 
own personalised story thanks to 
Newcastle-based Bang on Books, 
bringing magic and adventure to kids 
worldwide through reading. 

Bang on Books create bespoke hand 
illustrated stories where children can step 
into their own adventure and become the 
lead character in the book. With three 
tales to choose from, including Christmas 
story ‘Santa Socks’ that will debut this 
festive season, there’s a captivating 
experience to suit everyone. 

Simon Davidson, Founder and CEO of 

Bang on Books, said: “Bang on Books 
is the ultimate experience that I wish 
had been available when I was a young 
boy growing up. By allowing children to 
step into the pages of the story, we are 
opening up a whole world of adventure, 
excitement and escapism that is so 
important when we are growing up.”

Featuring 42 pages of colourful 
illustrations and text, the three books 
(Unicorn Oo, The Golden Key and Santa 
Socks) are finished to a luxury standard 
with high quality material and foil detail. 
Through global delivery, the books can 
reach the hands of customers worldwide.

NORTH EAST PUBLISHER BRINGS STORIES TO LIFE WITH 
PERSONALISED CHILDREN’S BOOKS



I’m of an age where I take anyone’s ‘celebrity’ 
online with a massive dose of cynicism. I work in 
an industry, however, where I’ve justifiably and 
proudly invited a pug to an event because the 
dog’s Instagram account was seriously off the 
charts.

Weird, huh? But social media is now how and where 
so many of us gain influence from. In PR, where we 
once hoped the Sunday Times would come and 
review that new hotel we’re representing, we now 
hope just as much that all 300 guests take to their 
Instagram feed to snap images of the views from 
their balconies.

And so the influencer marketing campaign is born. 
Aligning your brand or product with an individual 
who carries a large and relevant influence within 
their online sphere can be tremendously powerful.

What started as an influencer marketing campaign 
designed to create desirability around Snapchat’s 
new glasses, has turned into a rather dreadful PR 
spectacle for all involved. It rather underlines the 
sometimes peculiar world of influencer marketing 
and the necessary dance steps needed.

In case you missed it, Luke Sabbat, an American 
social media ‘influencer’ (and rumoured boyfriend 
of one of the Kardashians) with 1.4 million 
Instagram followers, is being sued for failure, to well, 
influence.  PR Consulting (Snap Inc’s PR agency) has 
filed a lawsuit against Sabbat who was paid silly 
money – really silly money –  to create a series 
of social posts promoting Snap’s new spectacles. 
Having not fulfilled his duties on Instagram (yes, 
Instagram, the social network currently eating 
Snap’s lunch), PR Consulting are asking for $45,000 

(the amount of dosh they’ve already handed over) 
alongside another $45,000 in damages.

Before I get into why this entire campaign is 
nothing short of a complete moronathon, I have 
to point out that influencers who are happy to 
take money from brands should absolutely be held 
accountable when they don’t deliver.

Let’s have a look at what went wrong (without 
giving too much away, the answer is all of it).

Firstly, I’d love to know the influencer selection 
process PR Consulting underwent. I mean, Sabbat 
is an actor SLASH model (tick) with over 1 million 
Instagram followers (tick) who was recently spotted 
with a Kardashian (tick). Nonetheless, I have no 
idea if he feels (or felt) like an authentic advocate 
and if his audience marries well with that of Snap’s 
target demographic for the new spectacles.

Secondly, the campaign platform of choice was 
Instagram. Now, if this was executed subtlety and 
with any degree of finesse, they may have got 
away with it, but because of the shit storm that 
has subsequently ensued, the activation looks 
desperate given Instagram is the no.1 reason Snap 
is disappearing down the pan.

Thirdly, when contracting Sabbat, why on earth 
was he paid 75% of the total fee upfront? PR 
Consulting have subsequently learned a difficult 
lesson on phased payment terms, especially where 
less-than-ethical influencers are concerned.

Lastly, the lawsuit in itself has created the worst 
possible PR for Snap, Snap’s new shades, PR 
Consulting and the world of influencer marketing. 
The lawsuit has shined much unwanted attention 
on the murky goings on of influencer paid-for 
promotion. If authenticity is the key ingredient for 
a successful influencer campaign, I’ve seen more 
authenticity in a plastic surgery waiting room.

In summary, if you want a blow-by-blow account of 
how not to run an influencer marketing campaign, 
you don’t need to look any further. Whatever 
desirability Snap hoped the glasses would generate 
has now been diminished, alongside Sabbat’s name 
on agency’s influencer target lists.

NOT JUST SNAP-PED, BUT IRREPARABLE. WHEN 
INFLUENCER MARKETING GOES WRONG

Social media, for all its benefits, can be a bloody awful place sometimes. 

Sophie Raine is Deputy MD of W Communications, owners of Newcastle-based W North. Follow us @WCommNorth.
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CELEBRATIONS AT 
THE NORTH EAST 

MARKETING AWARDS
The North East Marketing Awards celebrated the 

very best of the region’s marketing sector last 
month at a glittering awards ceremony at the 

Biscuit Factory, Newcastle. 

Organised by Echo Events & Association 
Management and sponsored by Nigel Wright 

Recruitment, the event attracted around  
300 marketing professionals from agencies 

and in-house teams across the North East. The 
evening celebrated all areas of marketing from 

brand creation to campaign of the year and 
shone a light on our rising stars as well as the 

regions marketing leaders.





It is now the first place many people go to for 
news, entertainment and shopping, so it’s vital 
that brands using it to advertise keep up with the 
changes to ensure they are continually producing 
engaging and relevant content.

Here are Curtis Gabriel’s top 5 Social Media 
predictions as we move into 2019.

1. Content Creation and User  
Generated Content 

Forget about spending hours creating carefully 
designed artwork for your brand - instead focus 
on what is real and what is already there. We have 
recently employed 3 new regional Content Creation 
Managers because the need for real images of our 
clients is so high – it’s what people want to see 
on social media. There is also a second side to 
this - user generated content. The best advert and 
spokesperson for your brand is someone who has 
been there, used your product and loved it. Make 
use of these images to help give your brand greater 
authenticity and realism online. 

2. Listening 

Whilst engaging with your audience is a marketing 
basic, many brands forget to go that one step 
further on social media when it comes to listening. 

Social media listening is an incredibly valuable, yet 
often underutilised, tool which can give you a real 
insight into your brand and even your competitors 
social media pages. It really enables you to identify 
patterns and collect meaningful data which can 
give you the edge over others. In 2019 we predict 
that more and more businesses will make use of 
the listening tools currently available. 

3. Product Discovery

Stats from GlobalWebIndex suggest that almost 
half of users follow or like brands they are thinking 
of buying something from on social media. In 
2019 we predict that social media will continue 
to be used for product research and social media 
influencers popularity will remain. Why? Because 
people buy from people and the same goes on 
social media. Users want to see the products in 
real life situations, whether it is the chair in your 
living room or the outfit being worn. Make 2019 
the year you get your product out there in a way 
your audience and followers can relate to.   

4. Chatbots

Chatbots were one of the most talked about 
developments of 2018 and are a feature of social 
media that is set to go from strength to strength 

in 2019. For straightforward customer service 
requirements, they can be a fantastic option 
however at Curtis Gabriel we truly believe that the 
real value for your audience comes from service 
that goes above and beyond and the personal 
touch that chatbots simply cannot recreate. We 
predict that whilst they will be popular amongst 
brands in 2019 their novelty will wain amongst 
users who want to see authenticity, personality and 
a realness that chatbots simply cannot offer. 

5. Dynamic Ads

Paid social media advertising is now common 
practice for many businesses and an essential tool 
to reach new audiences. The last thing you want 
to do to new audience members, though, is lose 
their interest with impersonal invasive ads. With 
targeted dynamic ads, you can personalise paid ad 
content and foster more authentic communication. 
Personalising content from the beginning breaks 
down trust barriers early enough to make an 
impact.

We’d love to hear from you and discuss your 2019 
social media plans! We have offices in Newcastle, 
London and Leeds and look after clients from all 
over the UK, Europe, and the U.S.

www.curtisgabriel.com    info@curtisgabriel.com

SOCIAL MEDIA IN 2019 – WHAT YOU NEED TO KNOW
Social media has become a staple part of many people’s lives as it takes on the role of educator, 

entertainer, communicator and everything in between. 
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0191 340 3600 | www.curtisgabriel.com | info@curtisgabriel.com

� CurtisGabrielCo    @CurtisGabriel  � CurtisGabrielCo   CurtisGabrielCo

122 million
targeted customers

reached and counting

During 2018 our outsourced social media management
has set new records. Whether you’re looking to build brand awareness, 

increase sales and drive web traffic or grow a targeted audience, 
we tailor our process to meet your needs

SOCIAL, DIGITAL AND DESIGN AGENCY

Newcastle | Leeds | London



Advent Calendar Online, a product launched 
by Teesside based Calm, has already attracted 
huge household names including Lindt, Holiday 
Pirates, Scenic Tours and The Wasps Rugby Club. 

The software is ideal for interacting with both 
customer bases and inhouse staff, improving staff 
morale, growing mailing lists, increasing social 
media engagement and driving footfall to websites.  

Helen Stewart, director of Calm, explains: “At 
Christmas it is easy for companies to get swallowed 
up in the excitement and many have to look for a 
way to stand out. From international and national 
brands, to local companies, the Advent Calendar 
Online is an attractive proposition as prices start 
from £495, meaning it is accessible for everyone. 

“Our current customers, which also include Toyota, 
Plumb Centre and Team Sky, have all invested to 
different levels with singular uses which shows how 
flexible the product is. Lindt are using it successfully 

for staff engagement with their head office and 
sales team, increasing productivity at a time when 
staff want to down tools. 

“Holiday companies always find the Christmas 
period quiet too, so our online advent games 
for Holiday Pirates and Scenic Tours are always 
a success – they draw people in with the lure of 
winning a holiday and boost bookings!”

Impressive stats from last year’s customers 
include a 42% increase in website leads, 122,000 
entering one calendar, 18,000 new sign ups to one 
database, a ROI of 560% for Butlins, an increase 
of social media followers by 40% in December 
alone for another and Monarch Airlines saw their 
revenue increase by £1.1million.  In total Calm’s 
advent clients enjoyed 1,383,502 visitors, received 
894,586 entries and gained 508,703 social referrals 
and the team are looking to beat that this year.

Mila Genova of Holiday Pirates, who run the advent 

campaign annually, said: “Our advent campaign runs 
for 24 days, and last year we received a staggering 
1.1million visits to the Holiday Pirates website, a 
30% increase in whatsapp and newsletter sign ups 
and a massive 200% ROI. 

“We are always impressed by the dedication of 
the Calm team. They are available when support 
is needed and they stay online with us until early 
hours to make sure that the launch of the campaign 
goes smoothly. Keep up the great job guys!”

The Avent Calendar Online team will work with 
each company to ensure it achieves their goals. 
Each day a new surprise is unveiled to customers 
or staff, with daily prize draws, promotion vouchers 
than increase spend, and festive facts, tips, puzzles 
or trivia. They work on a variety of platforms 
including mobile and are customised in their 
design.

INNOVATIVE COMPANIES INCREASING REVENUE AND 
PRODUCTIVITY OVER CHRISTMAS PERIOD

A leading North East software company is behind the success of many leading brands  
and organisations across the UK increasing their Christmas revenue and staff productivity,  

thanks to a innovative software package.

More information is available on www.adventcalendaronline.com
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HELP JACK DEFEAT THE GIANT 
IN OUR 12 DAYS OF CHRISTMAS 

COMPETITION...

Win a fun-packed Virgin Adventure Experience, worth £150! 
The lucky winner will also get a free one-piece mailer postal campaign 
worth £1000... start your next big mailing adventure with MetroMail!

Enter at www.metromail.co.uk 
Competition starts on December 3RD 2018. The overall winner 

will be announced on December 18TH 2018. Good luck!



identify your scale-up challenges

use sales enablement and marketing 
automation to facilitate growth

identifty your contact methods and 
the best channels for interaction

scale your customer engagement 
to win and nurture new customers

analyse your buyer journey

effective marketing is 
key to unlocking your 
scale-up potential

Combining a bespoke, personalised 
customer experience alongside the 
scale-up ambitions of your business 
can be a difficult balance.

If you're contemplating your next 
growth step, these 7 key points will 
help you achieve your scale-up goals.

63% of companies 
identify generating 
traffic and leads as 

their biggest 
marketing challenge

fuel your scale-up plans through 
lead generation and lead nurturing

check that you have SMART 
marketing objectives in place

www.r-evolution.co.uk | 0191 499 8415

the r//esults agency

marketing 
for growth 



Many fairy stories start with this beginning and then go on to 
enthral us with tales about magic, the rivalry between good and evil 
and throw in a little ethical or moral understanding and we have a 
winning formula.

With our own communications, we often fall into the trap of hitting 
tonight’s deadline without having the opportunity to reflect on what 
our story positioning is and how that fits in with the overall positioning 
of the organisations we work for. Take any piece of copy, and you 
will probably find it was written with one specific message and one 
particular audience in mind but with a little bit more time, imagination 
and broader thinking, even with input from colleagues, we can exploit 
the story to its fullest to achieve the maximum impact.

Now is the time to think about what your story themes are going to 
be for 2019. Let’s join the dots and have some of that old joined up 
thinking. What campaigns will you execute or are you expected just 
to turn out the copy to order as and when others feel like it? Let’s get 
proactive and beat the reactive where we can.

We are writing this with communication specialists in mind, but if you 
are not a specialist and need the services of one - in-house or via an 
agency, please don’t tell them what to write or what media to use. 
They are the experts, and they are the ones dealing with the stories 
throughout the organisation so can recognise where your story fits in 
the big picture of the organisation. Sorry but it’s not all about you…It’s 
all about everyone and everything that you represent organisationally.

Now, if you are sitting comfortably, we will begin…

Andy Green and Veronica Swindale met at this year’s CIPR Northern 
Conference in Newcastle and will be delivering their Storytelling course 
at nesma and in-house throughout 2019.

ONCE UPON A TIME

Veronica Swindale, Director, Chartered Marketer, FCIM, CIM Ambassador of the North. Whether it’s working on your current skill set or  
exploring a new area of expertise nesma has all your marketing and communication know-how covered.

www.nesma.co.uk     hello@nesma.co.uk
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Calling all 
PR ACCOUNT 

EXECS
Starting January 2019 

If you’re working in PR, think you’re ready to take the next 
step in your career and want to gain some really solid 
experience, here’s an amazing opportunity to do just that.

This type of role does not come along often. We’re a 
small company with a big reputation and we’re looking for 
someone with a couple of years of agency experience to 
join our established and respected team.

Sectors covered span the built environment, education, 
professional firms and charities/third sector.

You will need a high standard of English/writing, be well 
versed in digital/social media, possess good media contacts 
and have exceptional interpersonal skills - plus a good  
sense of humour!

If you fit the above description, please send 
your CV and a covering letter to Philippa or 
Mandy at info@clothierlacey.co.uk or call  
0191 273 9897 for more information

www.clothierlacey.co.uk

AMAZING OPPORTUNITY 
TO WORK IN ESTABLISHED 
MARKETING AND  
PR CONSULTANCY



1. Volunteers are generous people

This year I’ve had the privilege of taking the helm 
at the CIPR, leading its Board, Council and large 
volunteer network. The Institute has a small team 
of around 30 people and is reliant on the support of 
its national, regional and sectoral groups to engage 
with members and deliver activity. 

It takes no small commitment; those involved 
have busy jobs, lives and family commitments. 
That generosity of spirit where people give their 
time and expertise to help their professional 
organisation and industry thrive deserves to be 
acknowledged. 

2. Lead with purpose

If there is one thing I’ve learned, it’s this. Lead with 
purpose and passion and people will unite behind 
you. Too often people seek positions of power for 
personal gain. Do what’s right for everyone, not 
yourself. 

This year my one goal was to reassert public 
relations as a strategic management function and 
to educate the business community about the role 
we play in organisational success. 

It’s something that has resonated deeply with 
members and has a benefit for everybody. What 
makes this powerful is that practitioners have 
adopted the CIPR’s rallying cry and are upskilling 
appropriately, taking pride in their work and also 
working with business to spread the message. 

Change takes time but the journey is underway.  

3. Focus on relationships first

I have a blended family with five kids, a growing 
PR and marketing agency and my own personal 
voluntary project called #FuturePRoof (www.
futureproofingcomms.co.uk). 

At the start of the year I wondered whether I’d 
bitten off more than I could chew. 

I’ve learned to focus on what’s important. I put 
relationships first and make sure I build in short 
breaks so I can maintain personal resilience. No one 
works well when worn down. 

It’s worked. My family are happy and know they 
are my biggest priority. The CIPR has delivered its 
most ambitious work plan to date. My business has 
taken on seven new contracts with no churn in staff 
or clients. I’ve even published two #FuturePRoof 
books. 

Admittedly I’m looking forward to a holiday and to 
a slightly quieter 2019. 

4. There are different types of reward

People ask me why I do so much voluntary work. 
It’s been pointed out that if I spent the same 
amount of time on my business, perhaps I could 
scale and sell it.

My answer is not everyone is motivated by status 
or money and that there are different types of 
reward. 

I’m fortunate to love my day job and my clients 
but both #FuturePRoof and the CIPR are passion 
projects that keep me incentivised. They have 
helped me develop professionally and build my 
network and I’m thankful for that. 

My fiancé and I sometimes talk about legacy. If I 
can contribute in some small way to the success of 
my industry, that works for me.

5. Thank you 

I’m going to finish how I started. By acknowledging 
all the help I’ve had this year. No one can achieve 
this amount without a network of people around 
them picking up the slack and providing back up 
when things get tough. 

My family is incredibly supportive and patient. I 
have superb child and doggy day care. 

The CIPR team has been exceptional in delivering 
against the backdrop of an office move. As ever, the 
#FuturePRoof community has knocked it out the 
park with the quality of content shared.

These people go above and beyond constantly and 
I’m grateful to each and every one of them. This 
year’s watchword has definitely been teamwork.

Sarah H
all
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A TALE OF 
TEAMWORK

By Sarah Hall, managing director of  
Sarah Hall Consulting Limited

North East PR and marketing consultant 
Sarah Hall is President of the Chartered 
Institute of Public Relations (CIPR). It’s 
a voluntary role that has seen her set 
the strategic direction for the largest 
professional membership body for 

public relations practitioners in Europe. 
Here she shares her five take outs from 

the last twelve months.



Highlights PR is a successful PR agency run by 
Keith Newman. Uniquely, their office is a boat 
based on the River Tyne. Here we look at how 
Highlights PR have helped one of their clients. 

Brought up near Shotley Bridge on the picturesque 
Northumberland/County Durham border, artist 
Alex Clark has loved the countryside and animals 
all of her life. Her work is now a familiar sight 
all across the globe on greetings cards, pottery, 
notepads and a whole host of other collectable and 
functional items.    

Alex’s artwork is a worldwide phenomenon with 
her stylised, quirky interpretation of farm animals, 
birds, cats and dogs and other wildlife instantly 
recognisable in gift shops and major outlets by 
characteristic rosy cheeks and beaming smiles on 
the animal’s faces. 

The Alex Clark brand is steadily expanding with 
some 3000 designs across all product ranges, yet 
despite being such a global phenomenon, the 
shops and warehouse all retain a cottage industry 
family feel. Alex employs more than 20 staff in 
warehousing, packaging, admin and sales roles and 
her mum who helped her out in the early days still 
enjoys working in the Corbridge retail outlet. 

Alex asked Highlights PR to help promote the fact 
that her business was doing well and that you 

didn’t have to move away from the area you love 
to be successful. 

Highlights PR created a press release with 
professional photography and featured Alex Clark 
Art in a number of newspaper articles including 
a double page spread in the Hexham Courant, a 
feature in The Journal and online business sites and 
lifestyle magazines. 

Alex said; “A big thanks to Keith who has shown 

great interest in how we grew our business and 

made local people more aware of a success story 

right on their own doorstep. “  

For more information about Alex Clark Art - 

sales@alexclarkart.co.uk   

www.alexclarkart.co.uk  01207 560447

YOU’VE “HIGHLIGHTED” OUR BUSINESS –  
ALEX CLARK ART   

To see how we can help you, let’s have a no obligation chat about your PR and a coffee on-board Highlights – the floating office,  
call Keith on 07814 397951 or email Keith@highlightspr.co.uk
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Highlights PR...
not just for Christmas

representing YOUR
business ALL YEAR ROUND

C ome on board for
 great P R in 2019



In a world dominated by the internet and consumers wanting 
everything instantly at the touch of a button, it is vital for 
companies to manage all aspects of their digital presence 
in a professional, up to the minute manner. Engaging a 
skilled provider in the field is a distinct advantage to any 
organisation wanting to maximise their digital presence.

Wriggle Marketing offers a multitude of services from 
website design to social media management, Search Engine 
Optimisation (SEO) to Pay Per Click (PPC) campaigns. Wriggle 
offers a unique solution to helping their clients manage 
this wide array of digital demands by providing packages 
tailored specifically to each customer and keeping them up 
to date with regular, digestible reports on the status of their 
campaigns. The willingness of the staff to go the extra mile and 
offer their daily support is the reason why Wriggle Marketing 
have clients of the stature of GRS Footwear, Apartment 
Group, Fine & Country, easyProperty, Mill Volvo, Van Mildert 
Tenant Referencing, Insurance brokers Todd and Cue and more 
importantly why they retain their clients in such a competitive 
environment.

The business not only conducts the digital marketing for 
their clients but also places a strong emphasis on website 
user experience, ensuring that users are flowing through the 
website correctly, thus maximising the conversion rate, giving 
the client a strong return on their investment.

Wriggle is still a young organisation; formed in 2013 the 
business has rapidly grown, increasing headcount and turnover 
year on year. The company came into existence when Nick 
was working with Newcastle University, organising and 
implementing their PPC requirements in South East Asia, 
primarily recruiting Chinese students to the university and 
at the same time garnering further clients as that operation 
continued. “Working with the university as one of our first 
clients was fantastic as the biggest issue for start up businesses 
is cash flow - the university were excellent to work with and 
paid their invoices on time” says Nick.

Many of Wriggle’s clients have remained with Wriggle since 
the company began. The single most important aspect of this 
business is the people who work here. “It’s critical to have 
people in place who know implicitly, every aspect of their 
roles and who know the industry inside out. More importantly, 
each team member understands the culture and ethos of the 
business and that’s why we retain our clients for such long 
periods of time; we are able to be reactive when needed but 
moreover we take the pressure off the client, always going over 
and above.”

The growth of Wriggle seems to have been an exciting journey, 
in 2013 the business took on its first team member and the 
business has now grown to a team of 8 based on Gosforth 
High Street. Having taken on a lead developer in 2014, the 

business then took on an intern from Northumbria University, 
followed by a further recruitment drive with Mitchell and 
Chloe taking roles in Search Engine Optimisation, Connor 
and Kate in creative roles and Steph in account management 
(who not only organises the social media and content writing 
with Charlotte but also seems to organise Nick, the office and 
the clients too)! With plans to take on a further two team 
members to deal with SEO in the early stages of 2019 the 
business is clearly looking forward to another strong year of 
growth.

“Our first official office was in Byker, the single room felt 
so bare with just two of us and we soon outgrew that and 
took over the unit next door. In 2018 we grew out of that 
space altogether and moved to Gosforth High Street, which 
is a great location for both the business and the staff. Whilst 
it has been hard work I am extremely lucky to have been 
on the journey that Wriggle has taken me on. I have had an 
exceptional mentor from the start and now a great friend in 
John Holland from J.R. Holland Food Services who has been 
there with the business every step of the way. I am also very 
fortunate to have had strong relationships with both staff and 
clients, this makes going to work much more enjoyable. We 
provide an exceptional service to our clients and they love the 
fact that all of their digital services are under one roof and 
better value than our competitors whilst still delivering results” 
advises Nick.

Early in 2018, two new divisions were launched: Wriggle 
Training and Wriggle Security. The training division offers 
courses in SEO, social media, PPC and analytics to both the 
private and public sectors. Nick comments ‘The lack of digital 
knowledge and focus on media services in both schools and 
university syllabuses is worrying. Wriggle have provided 
seminars at a university this year and less than 10% knew what 
SEO or PPC was, yet they were on a marketing course. It seems 
they focus more on traditional methods of marketing but the 
digital aspect needs to be pushed more through the syllabuses. 
‘I have not spent enough time on this aspect of the business 
but I would love the opportunity to educate students on the 
digital arena as it is essential’, says Nick. Wriggle Security looks 
at how vulnerable a client’s website is, along with network 
security audits and this is an area we should all be focusing 
on. Wriggle Security mainly services London based firms as 
the cost difference between the two regions is phenomenal, 
therefore appealing to London companies, but Wriggle also get 
instructed because of the excellent service they provide.

With turnover and team growing year on year, this is definitely 
a company to consider when instructing a marketing agency. 
Their client retention clearly demonstrates their commitment 
and abilities. The coming year sounds like an exciting one for 
all concerned! 

“Integrity and a willingness to go the extra mile has been the key to Wriggle Marketing’s success”,

says Nick Gianfreda, Managing Director of the digital marketing company.

www.wrigglemarketing.co.uk
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The ‘Road To Purchase’ is essentially the 
management of a customer’s journey towards 
a specific product or service. Unfortunately, like 
many marketing phrases, while it’s probably 
not meant to confuse, it frequently does, often 
becoming mixed up with the phrase, ‘Route to 
Market’ or management of how a company gets 
their product or service in front of potential 
consumers.

So, when an organisation makes the Road to 
Purchase easy for customers, they basically make 
the purchase of their products or services as pleasant 
an experience as it can be and, crucially, they also 
remove as far as possible the obstructions on that 
road which might divert the customer from the 
eventual purchase.

An example I use is someone buying a new 
house. They’ve seen the development signs, an 
advertisement, editorial or other marketing and it’s 
led to a website visit, the first step on the road and 
one which can be quantified with Analytics. All being 
well, this now leads to a phone call or email for a 
brochure, steps that can again be measured and if 
it doesn’t, why not? Then it’s the physical visit to 
the development, again a quantifiable step. If not, 

determine why not – perhaps a poor web site, or 
restricted access to the development?

But, with a fair wind etc., the potential buyers then 
come back for a second visit, often accompanied 
and again, quantifiable. If they don’t, determine why 
not with customer feedback – maybe the sales staff 
or marketing material wasn’t great quality? Only 
then does the negotiation begin leading, hopefully, 
to a sale. The consumer has completed the Road To 
Purchase.

There’s a great but very different example from 
Australia’s Splendour In The Grass Festival. In 
response to rising Sexually Transmitted Infection 
(STI) rates, the New South Wales health authorities 
offered 15-29 year olds a free urine test with 
participants gaining access to a VIP tent with bar, 
free phone charging, ice water and clean toilets (the 
dream of most festival veterans!). The results were 
then sent back to the participants a few weeks later.

The health authorities had persuaded their targets to 
comply by adopting three crucial principles. Firstly, 
they went to where their market was, secondly, 
they made it easy – the test required less than five 
minutes - and thirdly, they made it rewarding with 

access to the festival heaven of clean toilets and 
phone charging!

Now, whilst the likelihood of your company also 
requiring urine tests and analysis is remote, these 
three principles can be adapted by all organisations 
to attract and keep their customers on the road to 
their particular purchase. Are you expecting your 
customers to come to you when you could go to 
them? The music festival was a great location and 
the perfect fit to reach a young and sexually active 
audience so where do your customers gather? 

Are you making the purchase easy for them or is 
beset by complications that could prevent the final 
closing – remember, some 70% of online purchases 
are not completed with consumers leaving items in 
their shopping baskets before leaving that particular 
e-commerce website. 

Finally, are you making the process as pleasant as 
possible, given you’re removing their hard-earned 
cash, by rewarding them? Restaurants that give free 
drinks after a meal have known this technique for 
decades, so maybe it’s time your business followed 
suit by rewarding your clients with a small gesture or 
gift to thank them for their custom?

Do you need some assistance with your marketing, PR or design? Do you need to review your strategy or do you want to know how we can help your 
business? Talk to us. Email your questions anonymously to us today hello@silverbulletmarketing.co.uk or Tweet us (not so anonymously) @SilverBulletPR.

ASK SILVER BULLET...

“ ”
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John Dias

WHAT IS MEANT BY ‘MAKING THE ROAD TO  
PURCHASE EASIER FOR OUR CUSTOMERS’?
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A Tech company which develops bespoke 
webinar and webcast platforms for the likes 
of Sony and Pfizer is growing rapidly after 
relocating to Washington Business Centre 
in Sunderland.

Software specialist streamGo, which started 
life in Newcastle, works with businesses to 
build and remotely manage communications 
platforms on their behalf.

The company also provides a software 
as a service offering, which means it not 
only builds the software, but also teaches 

businesses how to use it and offers remote 
assistance, all from its base in Sunderland.

Webinars and webcasts are increasing in 
popularity across global businesses and 
are now used to host everything from 
product launches to delivering internal 
communications.

“More businesses than ever before are now 
using webinars and webcasts to reach new 
audiences and to showcase their products and 
services, driving enquiries, leads and revenue 
in the process.” explains founder Richard Lee.

A Newcastle start-up that specialises in sales 

training and coaching for businesses in the 

technology sector, has launched a unique 

software solution for its clients that sees its 

successful training method transition from the 

classroom to day-to-day operations.

Launched in 2017, Stormcast Sales 

Consulting’s proven CAST Selling® methodology 

has been delivered via workshop-based training to 

the local tech and digital sector which has seen 

businesses average an uplift of 35% in sales.

Entrepreneur and owner of Stormcast Sales 
Consulting, Michael Fulthorpe, wanted to build 
on the success of the workshops by enhancing 
his customers’ sales success rate on a day to day 
basis which led to a collaboration with software 
developers, Land Digital, to evolve the training and 
coaching product into an easy-use app.

The new CAST Selling app was developed to help 
SME businesses in the tech sector transform their 
sales processes by providing a cloud based 
solution for sales people to capture, evaluate and 
understand gaps in the customer buying cycle.

The opening of an office in Dumfries, Scotland, its first base outside of the North East, is further 
confirmation by Newcastle-based, Activ Technology, of its expansion strategy taking shape.

Activ Technology, which was formed in 2010, has 25 staff and is a managed service provider for IT and 
telecommunications across the North of England and Scotland.

The office will be led by senior business development manager, Gregor Cumming from Dumfries, senior 
engineer and technical consultant, Michael Quinn from Mauchline in East Ayrshire and business support 
advisor, Jade Nicol from Dumfries.

Hasabe Qamar and Russell Layden also join the team as technical assistants. 

Managing director at Activ Technology, Ian Gillespie, said: “This is the first true geographic expansion since 
we launched in 2010 and for that reason alone this is something to really celebrate. The opening is a huge 
tribute to all the team here on Tyneside.” 

North East-based business communications 
and systems specialist Cellular Solutions has 
appointed a new Support Administrator to 
operate across telecoms and IT implementation.

Gavin Irving has joined the company’s business 
communications team to strengthen its service 
offering and enhance its technical support to 
customers. 

The company provides tailored landline and phone 
system solutions that can improve a business’ 
internal and external communications, leading 
to better staff and customer relationships. It also 
helps organisations to scale up easily by embedding 

‘future proofed’ communications systems into 
their businesses. 

Prior to joining Cellular Solutions, Gavin worked 
for Daisy Communications where he built up over 
seven years’ experience in hosted support. 

He will be responsible for supporting the delivery 
and implementation of SIP trunk technology, a 
communications system which offers businesses a 
high level of flexibility and continuity in the event of 
a disaster, and is particularly suitable for companies 
with seasonal voice capacity requirements and 
multi-site operations. 

FAST-GROWING TECH FIRM SEES BUSINESS STREAM IN

CELLULAR SOLUTIONS STRENGTHENS BUSINESS COMMUNICATIONS 
TEAM WITH NEW TECHNICAL APPOINTMENT

EXPANSION INTO SCOTLAND TAKES PLACE WITH LAUNCH OF NEW OFFICE

NEW APP GOES DOWN A STORM WITHIN TECH SECTOR



Think your business is 
protected just because you 
have a backup? Think again.
Without backup there is no recovery, but not all backups are the same.
No business can ever totally avoid risk, but having an effective backup strategy  
in place mitigates the risk of being without your systems and data.

0191 442 8300
contact@itps.co.uk

www.itps.co.uk

Register for one of our regular events and hear our own experts  
and industry speakers give advice on how to protect your business  
from accidental or malicious threats. Or give us a call for a chat  
over a coffee, about how we can help you.

The choice of backup solutions can be bewildering. 
Missed one of our events? You’re missing out.



Over 20 businesses attended our recent security 
event to find out more about the latest cyber 

risks and how to avoid being a target for criminals. 
Speakers from Cisco, AIG UK and Mincoffs joined 
ITPS experts in a lively debate about real life case 

studies and how risk can be managed. 

ITPS  
SECURITY EVENT



Without backup there is no recovery. But 
not all backups are the same, and different 
organisations require different solutions.

No business can ever totally avoid risk, but having 
an effective backup strategy in place mitigates 
the risk of being without your systems and 
data. Take the following real life scenarios from 
organisations that approached ITPS for help.

Company A - running a full system backup 
every day, but on its own premises, and on the 
same domain.  This offered traditional protection 
against low risks but not against modern threats 
such as ransom attacks. When hackers struck 
and the system and its backup was encrypted, 
the business had to pay a £75k ransom. This is 
not a quick or easy process. Working with the 
organisation’s in-house team it took three weeks 
of effort negotiating with the hackers to get its 
systems and data back.

Company B - ran its own full backup, which 
took four hours to restore. When a virus hit the 
business it was discovered that the most recent 
five backups contained the virus. This meant 
going back six backups to get to the first clean 
version. This solution also had to be restored to 
the ITPS virtual estate as the organisation did 
not have enough computing capacity to do more 

than one restore. Doing this meant we were 
able to restore four systems simultaneously and 
full recovery took just under eight hours rather 
than the 30 hours it could have required, but the 
company was still six days behind. We had to 
also provide extensive virus clean up across the 
estate to disinfect the system before it could 
be returned to the users. There were no disaster 
recovery arrangements in place, so all the extra 
work and resource utilised was chargeable. This 
client backup was not fit for purpose.

The choice of backup solutions can be bewildering. 
Ideally you should be working with an expert 
business continuity and disaster recovery partner. 
They will carry out a full backup needs analysis, 
guiding you through choosing the right solution.  
For instance you could opt for a full, differential, 
incremental or reverse incremental backup, or 
mirroring. And you need to decide where that 
backup should be stored - on premise, on a data 
centre model, or in a public, private or hybrid 
cloud environment.

To create your strategy you need to understand 
the impact, and establish two milestones. The 
first is your recovery point objective (RPO) - the 
physical point in time that you want to reach back 
to. The second is your recovery time objective 

(RTO) - the amount of time you are prepared to 
wait for your backup to be reinstated.

One organisation might be able to live without 
data for a day or even a week, while another 
might only be able to survive for an hour without 
serious financial and operational consequences.

You will need to make sure you have enough 
computing power to cope with running a backup 
and restore, especially if you cannot identify a 
point in the day when user requirements are low 
or the server can be shut down.  

You should put arrangements in place to carry 
out regular testing. Unless you test it in a live 
environment, you will not know whether it works, 
and you do not want to find the answer out on 
the morning you have a disaster.  

Backup is the cornerstone of a successful disaster 
recovery strategy and there is no room for error.

If you have not made it to one of our disaster 
recovery and business continuity planning 
briefings lately you’ve missed out.

Register for one of our regular events and hear 
our own experts and industry speakers give advice 
on how to protect your business from accidental 
or malicious threats.

Think your business is protected just because you have a backup?  
You need to think again.
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For more information call 0191 442 8300, email contact@itps.co.uk or visit www.itps.co.uk

A BAD DAY AT THE OFFICE 



E D U C A T I O N  I N S I G H T

As you read this, pupils and teachers will 
be in the heroic final weeks of the longest 
of the school year’s three terms. Autumn 
will have turned to winter. The number of 
daylight hours will have diminished. Many 
pupils and teachers will be running on 
empty – fatigued and nursing illnesses.  

At the same time, schools will be delivering 
breakneck programmes of Christmas 
performances and events on top of everything 
else: mock examinations, end of term 
assessments and writing reports.

Whilst I’m all for a bit of resilience, it hardly 
seems an arrangement likely to deliver optimal 
performance for either children or their 
teachers. We are all too aware of the pressures 
on our young people and the impact they have 
on their well-being and mental health.  

Whilst there will be those who have certain 
views about teachers’ holidays and working 
hours, it is also true that the profession is 
struggling to recruit and retain good quality 
teachers. Like other caring professions, 
teaching has a high degree of burn-out 
particularly amongst good staff.  

In the run-up to Christmas, I will be keeping a 
particularly close eye on the well-being of our 
pupils and staff.  

I wonder about the structure of the school 
year. It is a relic from the days when we 
needed children to help gather the harvest 
during the long summer holidays.  

Particularly at this time of year, term-time 
feels part of a boom-and-bust cycle. Pupils 
and staff seek to survive lengthy periods of 
intense, hard work only to flop into a school 
holiday, recover over one or two weeks, and 
start all over again.  

I wonder whether a brave new model for 
the school year, fit for the 21st century and 
more evenly spread across the calendar might 
address some of the concerns we have over 
pupils’ well-being and mental health as well 
as support teacher recruitment and retention.  

In the meantime, roll on the holidays and the 
chance for pupils, staff and parents to relax, 
recover and recharge. 

Merry Christmas!

By David Tickner, Headmaster at Newcastle School for Boys.

TIME TO RE-THINK THE SCHOOL YEAR?

Newcastle School for Boys are currently taking applications for September 2019 entry and beyond. For more information and to apply  
for a place at the school, please visit www.newcastleschool.co.uk

D
avid Tickner

John Major was still Prime Minister and Bill 
Clinton the US President. It was Blur vs Oasis in 
the charts and the Spice Girls were yet to release 
their first single. The internet was in its infancy, 
used mainly only by universities, and mobile 
phones were luxuries possessed only by bankers 
and estate agents. It was also the year that I 
started teaching Physics. 

In those days Physics was something of a subject 
in crisis. Numbers studying it and other sciences 
at A Level were on the decline and, in an attempt 
to reverse this, the new national curriculum made 
science compulsory to GCSE. It didn’t seem to be 
working however, and for much of the 90s and 
beyond, there was much discussion about how we 
persuaded youngsters to study science to higher 
levels. 

It wasn’t straightforward; science A Levels were 
(and still are) not easy. They require high level 
problem solving skills as well as a body of 
knowledge which can be technically demanding as 
well as high in content. There was much grinding 
of teeth when pupils went for “softer”subjects as 
curricula diversified and new A Levels came along. 

As I look back at this now, the pendulum seems to 
have swung well and truly the other way. Entries for 
STEM subjects as we now call them are riding high 
and the trend continues upwards. This continues 
through to university where a bewildering variety 

of science-related disciplines are available for 
the student, often with a link to industry thrown 
in. It’s not hard to understand the reasons why 
there is a greater interest now in these subjects. 
Governments, employers and businesses have 
all stressed the employability of graduates with 
degrees in science and the country has issued a call 
to arms for science to be one of 5e bedrocks of the 
future economy. 

I should be delighted. And yet, somehow I am not. 
Whilst much has changed since 1995, the A Level 
curriculum, thanks to Michael Gove, would look 
reassuringly familiar to those who I first taught. 
Most sixth formers study three subjects and so 

options choices are something of a zero sum 
game. The rise in science subjects has come at 
the expense of the other curriculum areas, such as 
English Literature, History and languages (which is 
a whole other issue in itself). The decline of creative 
subjects such as Art and Music has been even more 
marked. 

Whilst I yield to no one in my love for Physics, I 
would not want to see the humanities enter 
a period of dwindling numbers and reduced 
provision. No doubt that science and engineering 
are crucial for the UK’s position, but there is more 
to a society than employability. The humanities and 
arts are a hugely important part of our culture and 
our history, and we lose something of ourselves if 
the number of inhabitants of these islands who 
understand something of its history, both in the 
political sense but also the cultural sense, reduces. 

Those who work in education speak often of 
cultural capital – the osmotic process by which 
access to books, museums and libraries allows 
youngsters to learn something of the world around 
them. Matthew Arnold defined culture as “the best 
that has been thought and said”and, if the numbers 
of adults educated in that falls, then it becomes 
progressively harder for our children to come to 
know that cultural capital. We owe it to them to 
keep the arts and humanities alive in our schools 
and our society. 

THE WORLD IN 1995 WAS A VERY DIFFERENT PLACE 

For further information about Durham School, or to arrange a visit, call 0191 731 9270, email admissions@durhamschool.co.uk  
or visit www.durhamschool.co.uk

By Kieran McLaughlin, Headmaster at Durham School.

Kieran McLaughlin
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Try these fantastic exercises and see fast results!
Want to reduce back pain and stiffness?

Want to tone up your whole body, feel 
stronger?and become more flexible?
Want to have fun but achieve results?

Want to feel fitter and stronger?

Where to find us
A1 Infinite Performance Ltd

Heaton Complex
Trewhitt Road, Newcastle upon Tyne

Text now to try a FREE class
Call or text on 07833 54 03 53

or visit our website to book in at:
www.a1infiniteperformance.co.uk

FREE Pilates Taster Class





Lookers Ford dealerships based at Gateshead, 
Stockton and Middlesbrough, are scheduled 
to take delivery of the latest upgraded model, 
which includes new styling, engines, safety 
features and driver assistance systems in 
January.

Motorists across the region looking to purchase 
the latest model to further complement the 
popular Ford range, will be able to take advantage 
of three different trim levels, including Vignale, 
Titanium and a new sporty ST-Line trim. 

Colin Massey, general sales manager at Lookers 
Ford in Middlesbrough, said: “We’re looking 
forward to taking delivery of Ford’s most premium 
and technically advanced new Edge SUV, which 
offers a stylish and ultra-contemporary exterior 
and interior design, new powertrains and 
additional connectivity and technology.”

There’s also two new Ford EcoBlue diesel engines 
to choose from, including a more powerful 238PS 
version and a 150PS, both of which are fitted as 
standard with the new quick shifting 8-speed 
automatic transmission - meeting the latest Euro 
6 emissions standards.

Retaining the highest 5-star Euro NCAP 
safety rating, the new Ford Edge comes with 
autonomous emergency braking, lane keeping aid, 
lane departure warning, intelligent speed assist, 
auto-headlamps and rear seat belt reminder, 
fitted as standard.   

Customers can also take advantage of new 
driver assistance technologies which enhance 
protection, driving and parking. Standard features 
include pre collision assist, traffic sign recognition, 
automatic headlights with auto high/low beam 
and rain sensing front windscreen wipers, cruise 

control with collision mitigation, rear view 

camera and front and rear parking sensors. 

Another standard feature in the new Ford Edge 

ST-Line and Vignale models is FordPass Connect, 

which turns the vehicle into a mobile Wi-Fi 

hotspot with connectivity for up to ten devices 

and includes a range of features such as live 

traffic, Wi-Fi hotspot and map updates via SYNC 

Wi-Fi eCall. To utilise the FordPass Connect 

functionality, customers need to access the 

FordPass App by downloading it on a smartphone.  

Customers visiting Lookers, the new name for 

Jennings, can also take advantage of a Motability 

service, in addition to a range of aftersales 

facilities, including service, MOT, accident repair, 

and genuine Ford parts and accessories.  

For more information contact Gateshead on 0191 4607464, Stockton on 01642 632200, or Middlesbrough on 01642 240055,  
or visit www.jenningsmotorgroup.co.uk
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NEXT GENERATION FORD EDGE SUV COMING TO 
LOOKERS IN JANUARY 2019

The New Year will see the unveiling of a new model from the award-winning Ford range at Lookers, the 
new name for Jennings, with the arrival of the new Ford Edge SUV.



Personal Contract Purchase Representative Example#:
38 monthly payments £399.99, Customer deposit £4152.38, Cash price on the road £37,495, Amount of credit £33,342.62,  
GFV (optional final payment) £18,143, Total charge for credit £0, Total amount payable £37,495, Mileage per annum 6,000,  
Excess mileage charge inc VAT 9.6p per mile, Term of agreement (months) 39, Rate of interest (fixed) 0%, Representative APR 0%

www.JenningsMotorGroup.co.uk
OPEN HOURS: Mon-Fri 9am-7pm, Sat 9am-5pm, Sun 10.30am-4pm. 

STOCKTON, Yarm Road. Call: 01642 632 200
MIDDLESBROUGH, Cargo Fleet Lane. Call: 01642 240 055
GATESHEAD, Eslington Park, Dunston. Call: 0191 460 7464

Official fuel consumption figures in mpg (l/100km) Ford Car range: Urban 14.1 (20.1) – 80.7 (3.5), Extra Urban 28.8 (9.8) – 94.2 (3.0), Combined 20.8 (13.6) – 88.3 (3.2). Official CO2 emissions 306-82g/km.  
Standard EU test figures for comparative purposes and may not reflect real driving results.
#0% APR representative available on model shown when financed with FordOptions. Finance subject to status. Guarantees/indemnities may be required. Freepost Ford Credit. Terms and conditions apply. You will not own the car until all payments are made. At the end of the Personal Contract Purchase there are three 
options: (i) Renew: Part exchange the vehicle, where equity is available, (ii) Retain: Pay the GFV (optional final payment) to own the vehicle or (iii) Return the vehicle, further charges may be made subject to the condition of the vehicle. We can introduce you to a limited number of carefully selected finance providers. 
We may receive a commission from them for the introduction. This offer supersedes any previously advertised offers/discounts. Subject to availability. Retail customers only. Model year restrictions may apply. May exclude 2018 model year offers.†1 year Manufacturers Warranty and no fee customer option of 2 years 
extended warranty. Car not necessarily as illustrated. Offer ends 31st December 2018. E&OE.

The new name for

Only £37,495
Save £5500

RRP £42,995

New Ford Edge 2.0 EcoBlue ST-Line 5dr AWD (238 PS)
• 8 speed automatic transmission 
•  20” ST-Line alloy wheels
• B&O premium audio system with 360° sound 
•  FordPass Connect • Rear view camera 
•  3 years Manufacturers Warranty†

A Force To Be Reckoned With 
 Representative

New Ford Edge ST-Line with

a month#Only £399.99



Showcasing the 
North Easts  

finest art

Milkhope Centre, Seaton Burn, Newcastle upon Tyne, NE13 6DA     Tel : 01670 789944     www.blagdongallery.co.uk
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Racial injustice in the Deep South, murder on the 
streets of Edinburgh, an epic wartime love story 
on a Greek island and a creepy mansion with 
a rock and roll party in full swing – Newcastle 
Theatre Royal has it all in its Spring/Summer 
2019 season. 

The spectacular season opens with Rebus: Long 
Shadows (25 Feb – 2 Mar), Ian Rankin’s famous 
literary creation brought to life on stage for 
the very first time with an all-star cast led by 
Charles Lawson (Coronation Street), Cathy Tyson 
(Mona Lisa) and John Stahl (Game of Thrones). 
Rankin’s legendary Rebus novels have dominated 
bestseller tables and primetime TV screens, but 
Newcastle theatre goers can now be mesmerised 
by Edinburgh’s most famous Detective Inspector in 
a thrilling live stage experience.

Back by popular demand is the critically acclaimed 
production of one of the greatest novels of the 
20th century, To Kill a Mockingbird (25 – 30 Mar). A 
sell out success on the Theatre Royal stage in 2015, 
the moving show retells Harper Lee’s Pulitzer Prize-
winning novel of racial tensions in a small-town 
community of the Deep South in the 1930s. 

Hailed as the theatrical event of its generation, 
the National Theatre’s landmark production of An 
Inspector Calls returns in the autumn (22 – 26 
Oct). Stirring, thought-provoking and eerie, the 
play centres on the arrival of mysterious Inspector 
Goole at a dinner party held by the prosperous 

Birling family. Investigating the death of a young 
woman, his startling revelations shake the very 
foundations of their lives and challenge us all to 
examine our consciences. 

We also visit the picturesque Greek island of 
Cephalonia for an unforgettable love story set 
against the turbulent backdrop of World War II in 
Captain Corelli’s Mandolin (21 – 25 May). Based on 
Louis de Bernières’ best-selling novel that inspired 
the hit film, the world premiere production tells the 
compelling story of beautiful Islander Pelagia and 
how her and her father’s peaceful life on the idyllic 
island is turned upside down by the arrival of war 
and foreign occupation. 

From one kind of forbidden love to another, 
October brings a breath-taking new production 
from Matthew Bourne in Romeo and Juliet (9 – 12 
Oct). A passionate and contemporary re-imagining 
of Shakespeare’s classic love story, two young lovers 
must follow their hearts as they risk everything to 
be together. 

It’s time to do the time warp again as Richard 
O’Brien’s legendary monster-mash rock ‘n’ roll 
musical The Rocky Horror show will make its 
Theatre Royal debut in the summer (5-10 Aug). 
With an all-star cast and packed with timeless 
classics, the show is the story of two squeaky clean 
college kids, Brad and his fiancée Janet, whose car 
breaks down outside a creepy mansion where a 
rock and roll party is in full swing.

THEATRE ROYAL ANNOUNCES TANTALIZING NEW SEASON



WHAT’S ON  
THIS DECEMBER? 
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Goldilocks & The Three Bears

December 1 – January 20 

Theatre Royal Newcastle T: (0844) 8112 121 

www.theatreroyal.co.uk 

A Christmas Carol 

December 1 – January 5 

Northern Stage T: (0191) 230 5151

www.northernstage.co.uk

Cinderella

December 7 – 30 

Tyne Theatre & Opera House T: (0844) 2491 000

Tynetheatreandoperahouse.uk

Madness 

December 8 

Metroradio Arena T: (0844) 493 6666

www.metroradioarena.co.uk

Def Leppard

December 9 

Metroradio Arena T: (0844) 493 6666

www.metroradioarena.co.uk

Deacon Blue 

December 12 

Newcastle City Hall T: (0844) 8112 121

www.theatreroyal.co.uk

Bootleg Beatles

December 14

Newcastle City Hall T: (0844) 8112 121

www.theatreroyal.co.uk

Travis

December 15

Newcastle City Hall T: (0844) 8112 121 

www.theatreroyal.co.uk

Jools Holland 

December 19-20 

Newcastle City Hall T: (0844)  8112 121 

www.theatreroyal.co.uk

Andre Rieu 

December 21

Metroradio Arena T: (0844) 493 6666

www.metroarena.co.uk

Lindisfarne 

December 21-22

Newcastle City Hall (0844) 8112 121 

www.theatreroyal.co.uk

www.radionorthumberland.com

Listen to the  
Northern Insight  
Business Show  
on Radio  
Northumberland 

I N S I G H T
NORTHERN

Other highlights include the behemoth 

extravaganza Les Misérables (15 Aug – 5 Oct), music 

and dance spectacular Saturday Night Fever (5 - 9 

Mar), Andrew Lloyd Webber’s sparkling musical 

Joseph and the Amazing Technicolor Dreamcoat (2 

- 6 April) and soul-sational West End hit Motown 

the Musical (4 - 22 June).

Fans will also delight at the breathtakingly 
romantic blockbuster musical starring Alexandra 
Burke The Bodyguard (23 July – 3 Aug) and gripping 
thriller The Girl on the Train (29 April – 4 May), not 
forgetting that over 70,000 tickets have already 
been sold for this year’s rip-roaring pantomime 
spectacular Goldilocks and the Three Bears (27 Nov 
’18 – 20 Jan ’19).

BOOK OF THE MONTH 
– THANKS A LOT, MR 

KIBBLEWHITE  
BY ROGER DALTREY

Tickets can be purchased online at www.theatreroyal.co.uk or from the Theatre Royal Box 
Office on 08448 11 21 21. 

...Continued... 

Roger Daltrey, legendary front man of the Who at long 
last releases his first autobiography. 

This fantastic book takes readers through Daltreys 50 year 
career with the band and their 100 million record selling 
success, not to mention a solo career spanning eight 
studio albums. This isn't just a rock n roll memoir; it's also 
a glimpse into life in Britain from the 1940s to the 1970s, 
a tumultuous time of change. 

Roger leaves no stone unturned in this honest nostalgic 
account. He tells it as it was, the highs and the lows of life 
on the road in one of the biggest bands in history.

Simply a rip roaring, page turning fantastic read. 



Alex Nelson 
(Ticket Guru)

Book rail tickets in the palm 
of your hand, including 

“split tickets”
We show you how to do it

Your local National Rail 
Station, wherever you are

NATIONAL RAIL BISHOP AUCKLAND LTD, DL14 7TL

Leeds is a regular day visit away from the North East with TransPennine 
Express, but Leeds Castle is adjacent to the village of Leeds in the middle 
of Kent. To get there, you’ll need to travel beyond London and on to the 
South Eastern (SE) service to Bearsted near Maidstone, from where a local 
company, Spot Travel, offers a minibus transfer to the Castle.  

I took my parents, both 87, there in late September. They very rarely travel 
by train. We met up at Bromley South about 1030, and Mum and Dad were 
impressed with one of the newer trains on SouthEastern, and found the lifts 
to change platforms at Bearsted very convenient. The minibus (a taxi) met our 
arrival, and we were the only passengers. Although we had to pay £10 each 
way for the minibus, I had used my Annual Gold Card to get 1/3 off my own 
and their fares (they don’t have Senior Railcards of their own), and Leeds Castle 
offers 2 for 1 admission for visitors coming by rail. 

Elsewhere, leaflets containing vouchers for the 2 for 1 offers are often available, 
but to save paper SouthEastern expects customers to download internet 
vouchers in advance, which I had not. So, on arrival at Leeds, I had to find a 
mobile phone signal (round the back of Costa Coffee) strong enough to find 
the SE website and get the necessary voucher code for the ticket office. I 
achieved this after 15 frustrating minutes - I should have done this from home 
beforehand - but it did have the benefit of saving one senior admission price at 
£22.50 so was well worth the effort. Admission allows repeat visits for the year.

A ride on the land train had us from the entrance to the Castle in a few minutes, 
once promoted as the “loveliest Castle in the world”, which is arguable but its 
position is indeed stunning. It has been open to the public since 1976, but a 
castle has been on the site since 1086. In the 13th century it came into the 
hands of King Edward I, for whom it became a favourite residence; in the 16th 
century, Henry VIII used it as a dwelling for his first wife, Catherine of Aragon. 
The castle today dates mostly from the 19th century and is built on islands in a 
lake formed by the River Len to the east of the village of Leeds. An independent 
charitable Trust administers the Castle since its last owner, Lady Baillie, died in 
1974, since she had no heirs and did not want the Castle to be transferred to 
the National Trust.  

There are other attractions such as a falconry display and an immersive 
experience “Battle for the Skies” which my father especially enjoyed since 
he witnessed the Battle of Britain first hand as a nine year old. The Castle is 
open for the winter 10-5 from now until March, closed only on Christmas Day. 
There’s a Dog Collar Museum, and plenty of play equipment for children. We 

kept the Castle itself until last and the minibus was waiting for the return trip to 

Bearsted station. I was a first time visitor, but it was a prime example of how a 

discounted rail fare and the 2 for 1 admission makes a trip by train an attractive 

option for a memorable day out.
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OUT & ABOUT - LEEDS CASTLE

The phone rang in the office of a coach operator in the Midlands. “Hello”, said the driver of the day 
excursion with a full load of passengers for Leeds Castle. “I’ve got to Leeds. Now, where’s the Castle?”

Alex Nelson nationalrail.com
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A MAGICAl EVENING
340 guests enjoyed a spellbinding evening at The 
Percy Hedley Ball on Saturday 17th November 
at Hilton Newcastle Gateshead, raising money 
to support disabled people across the North 
East.  With Platform 9 3/4, moving pictures 

and candles suspended from the ceiling, there 
was no doubt about the theme of the event.    
Guests were treated to a sparkling reception 

and canapes before entering the ‘Grand Hall’ to 
enjoy a sumptuous five course meal and dazzling 

entertainment which included Kennedy, That 
Mind Reader Guy. Auction lots ranged from a 
5 star skiing holiday to tickets to Britain’s Got 

Talent with over £77,000 raised . 
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AUSTRALIAN TV CREW COME FOR FISH AND CHIPS
An award-winning fish and chip restaurant in Northumberland has received the ultimate accolade 
from the other side of the world.

Thanks to its reputation for good food and a top rating from Trip Advisor, a TV crew working for the 
National Geographic Channel from Australia has singled out The Harbour View in Seaton Sluice for a 
forthcoming travel show.

The restaurant, known for its huge servings of cod and haddock, good customer service and enormous 
queues every Good Friday, attracted the attention of Landfall Media’s Daniel Nikolaison, who is the 
producer for a new TV travel series aimed at showing Australians the very best of Britain.

Daniel and his film crew visited Harbour View with Australian explorer and TV presenter Tim Jarvis to 
sample the fish and chips and to film scenes to incorporate into the new TV travel show.

Restaurant Manager Waseem Mir said: “We’re very lucky that people travel many miles to us for their fish 
and chips and I’m amazed and delighted that our reputation has reached Australia. I hope our potential new 
customers from down under will keep coming back for more.”

SEAHAM HALL NAMED NORTH EAST SPA OF  
THE YEAR 2018

NUFFIELD HEALTH 
COMPETITION

Nuffield Health Newcastle Hospital have 
launched their very first Christmas card 
competition for children of staff working at the 
hospital. 

The competition is open to all children with a 
relative or friend working at the hospital located on 
Clayton Road, Jesmond. 

The holidays are fast approaching with shops selling 
Christmas decorations, TV adverts promoting the 
latest toys and department stores announcing 
dates to meet Santa himself. 

Whilst it’s easy to get caught up in the commercial 
aspect of Christmas, NH wanted to provide an 
opportunity for children to think about those 
people less fortunate and spending time in 
hospital.  And/ or in the rise of obesity, think about 
the importance of living a healthy lifestyle, and not 
over indulging during a season full with chocolate 
treats and celebrations.

‘The holidays can be a testing time for people for 
a number of reasons. With homelessness on the 
rise, families on low incomes struggling to buy 
the latest gadget and for us working in a hospital 
environment, patients coming into hospital when 
they should be out Christmas shopping’ says 
Stacey Brunton, Sales and Services Manager. 

The winning design will be used to create a 
deserving Christmas card, which will be given 
to patients undergoing surgery, on the run up to 
Christmas.  

Mr Daniel Saleh, Consultant Plastic and 
Reconstructive Surgeon who was ‘delighted’ to get 
involved will judge the competition. 

To award their efforts, the winning child will receive 
a special gift in addition to their name and details 
on the produced card. 

For the third year running, five-star Seaham Hall, 
a boutique hotel on Durham’s glorious Heritage 
Coast, has been voted North East Spa of the 
Year at the Professional Beauty Regional Awards 
2018.

Seaham Hall’s striking 44,000 sq. ft Serenity Spa, 
connected to the 21-suite hotel via a spectacular 
subterranean walkway, has once again scooped the 
title.

The new Zen Garden is proving a popular addition 
to the spa with its clever fusion of contemporary 
natural elements and oriental Zen creating a 
unique feeling, unlike anywhere else in the North 
East. The infinity hydrotherapy pool features swan 

neck jets and is surrounded by bespoke beds. 
Warmed by outdoor heaters, guests can cosy up in 
one of the cocoon pods.

The spa also has a 20-metre pool, 17 therapy 
rooms, outdoor hot tubs, three new thermal rooms 
and a Pan-Asian restaurant, The Ozone.

As winners of the award, Seaham Hall will now be 
put forward for the National Awards which take 
place at the end of February 2019.

Spa Director Helen Coulon commented: “We are 
delighted to win this tremendous accolade for the 
third year in a row. The spa team works tirelessly, 
full of enthusiasm and energy, and we approach 
every treatment with care and dedication.”





This is a question I get asked a lot at this time of year as we all start 
planning for Christmas dinner and all that goes with it. Whilst turkey is still 
the firm favourite for the big day, lots of us ring the changes with perhaps 
goose or beef and many (myself included) like to have some ham to have 
hot on Christmas Eve and then maybe cold on Boxing Day. Lots of different 
flavours, lots of different wine options!

I’ve listed below some of the more popular food choices together with some 
ideas for accompanying wines:

Salmon is always a good choice for an impressive starter or perhaps main 
course and with so much good farmed fish available it can offer excellent value. 
I like to go with a crisp white from northern Spain (both Albariño from Galicia 
and Verdejo from Rueda work well) and the lighter reds of North Eastern Italy 
(Valpolicella or Bardolino) are perfect for the red.

Turkey, like the salmon, is a dish that can suit both white and red wines. For the 
white I would definitely go with a Burgundy of some sort – try a good village 
Macon or a Chablis – and for the red something a bit heftier such as a Cabernet 
Sauvignon or Merlot work very well.

Goose or duck always presents an interesting dilema. The richness of the food 
can go well with an equally full red (think Australian Shiraz?) but I always prefer 
to go with the elegance of a good Pinot Noir – here the more searching fruit 
and freshness of the wine acts as the perfect foil to the rich meat. A top red 
Burgundy is the obvious choice, maybe a Gevrey-Chambertin, but don’t forget 
the New World;  Pinot Noirs from New Zealand are really great and do a terrific 
job. For the adventurous why not experiment with a white with the duck – 

something very dry and with excellent balancing acidity like a dry Riesling 
works well by again cutting through the richness of the duck.

Beef really does need a good red and a top Rhône would be ideal. The warming 
and spicy character of a Gigondas, Châteauneuf-du-Pape, or perhaps Saint-
Joseph would do an excellent job – masses of flavour but at the same time 
exuding finesse.

Again both white and red wines can go well with baked ham (either hot or 
cold). The whites don’t need to be too big, an unoaked Chardonnay or Viognier 
are a good match or again a lighter red – Pinot Noir or New World Grenache 
go well.

Christmas pudding is a huge flavour and texture challenge; with so much going 
on in the pudding the wine needs to be equally robust and an intensely sweet 
and rich sherry made from the Pedro Ximénez grape is wonderful – imagine 
a bag of raisins put into a liquidiser and you will get an idea of what PX is all 
about. For those who find Christmas pudding too much then don’t worry, PX is 
equally at home drizzled over good vanilla ice cream!

Whatever you choose, the most important factor when selecting your wines is 
to go for something you and your guests will enjoy; although certain food and 
wine combinations, like the ones above, work very well, if they’re not the styles 
you like then choose something else.

Oh, and by the way I was still unsure about what to have with my duck so I did 
the only sensible thing and had a glass of dry Riesling from Alsace and then a 
lovely Pinot Noir from New Zealand.

Happy Christmas!!
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I have just returned from an early morning shopping trip to the excellent Charlotte’s Butchers in 
Gosforth and although it wasn’t on my list I came away with a beautiful duck for Sunday lunch.  

The next question will be which wine to drink with it? 

www.richardgrangerwines.co.uk

‘TIS THE SEASON
By Alastair Stewart, Richard Granger Wines



Trip Advisor's Best  
Fish and Chips in the 

North of England

Whichever way you look at it, 

(0191) 645 2 546
is the only number you need!

Ellison House, 2 Osborne Road, Jesmond, Newcastle upon Tyne, NE2 2AA. For further information visit www.bivbowes.com   phil@bivbowes.com 

BIV BOWES have been established since 1991 
and have a solid reputation in the property 
market. You may never have heard of us, 
because we don’t blow our own trumpets (unlike 
some other firms) – we don’t need to advertise, 
we have a number of clients who do all that for 
us by constant recommendation. Over 75% of 
our work is from returning clients or referral.

Whether it’s:

RENTS  (we act for both landlords and tenants negotiating 
rents),

RATES  (we negotiate £millions of rates assessments for 
occupiers every year),

REPAIRS   (we undertake Schedules of Dilapidation for Landlords 
and Schedules of Condition for Tenants)

BIV BOWES
INDEPENDENT SURVEYORS PROPERTY CONSULTANTS

Bring You?

What Christmas Present Can



Murgitroyd, the intellectual property specialist, 
celebrated 10 years in Newcastle this month with a 
special event at the Pitcher & Piano for its staff and 

clients. A charity raffle was also held on the night 
in aid of The Sir Bobby Robson Foundation, which 

raises money to fund the early detection  
and treatment of cancer, and clinical trials of anti-

cancer drugs.
 Murgitroyd’s Newcastle office provides IP advice 
and support for the mechanical, physical science, 

electronics and engineering, charity, creative, 
media and entertainment sectors. Working with 
individuals, SMEs, universities and multinational 
corporations, the team advise local and global 

businesses on all aspects of IP.
 Murgitroyd would like to thank all of its staff and 

clients for their contribution to its success over the 
past decade!

www.murgitroyd.com

10TH YEAR 
CELEBRATION





This is no mean feat for an area which has 
witnessed seismic change, yet Sabatini has 
continued to capture diners’ interest with its 
family-run charm and homespun Sardinian 
cooking. 

Fabrizio Saba – the restaurant’s owner – is proud 
of his Sardinian roots and he was determined that 
when he opened his exclusive Sabatini restaurant 
on King Street, which is part of the bustling 
Quayside in Newcastle, that it would not be just 
‘another’ Italian restaurant serving the sort of 
meals that are offered in many of the big chains. 

For instance, alongside typical Italian pizza/pasta 
dishes diners can also enjoy a host of authentic 
specialities. Those looking for a true taste of 
Sardinia can enjoy suckling pig – the prevailing dish 
of the island – specially brought in from London 
which can be ordered in advance for parties of up 
to twelve people. 

Other notable dishes include the traditional 
‘’Antipasto Sardo’’ – a sharing plank consisting of 
spicy Sardinian sausage, cured ham, spicy pecorino 
and rustic breads. For mains, why not sample the 
Spaghetti alla Bottarga con Vongole? Another 
popular dish from the island, featuring dried mullet 
roe, fresh clams, garlic, parsley and a splash of 
extra virgin olive oil. To finish, Sabatini even offer 
a selection of traditional Italian desserts/pastries – 

think Seadas, Sfogliatelle, Cannolis – all imported 
from the old country for added authenticity.  

Closed on a Monday. Sabatini is open 12pm – 2pm 
and 5pm – 9:30pm Tuesday – Thursday, 12pm 
– 10pm Friday/Saturday and 12pm – 8:30pm on 
a Sunday. Happy hours meanwhile run 12pm – 
6:30pm Tuesday – Friday and 12pm – 5pm on a 
Sunday. 

Of course, all of this is set against a backdrop 
of easy elegance. The long, narrow dining area 
possesses style in abundance with parquet flooring, 
floor-to-ceiling mirrors and some impressive 
Roman ceiling murals. 

Fabrizio’s son, Cristian, is also a part of the family 
run restaurants, as well as his brother in law Mark 
Bernadelli who has managed Sabatini for over ten 
years Cristian has worked his way up through the 
business and has also worked with catering and 
wine companies in the UK to find out more about 
the sourcing of top quality food and wine. He’s also 
spent time in Italy discovering new and authentic 
dishes.  

Such experience ultimately led Cristian to open 
his own venue, Signor Prosecco, which can also 
be found on the King Street site. Cristian spotted 
a boom in the UK prosecco market and duly 
opened Newcastle’s first prosecco bar in August 

2017 from its prime Quayside location. The venue 
offers a wide variety of prosecco sourced from the 
esteemed Bortolomiol winery including all palates 
from Demi-sec to Brut. Hugely popular ‘’Bottomless 
Prosecco’’ nights run the last Friday of every month 
for just £25pp whilst each Thursday offers 2-4-1 
cocktails. To soak this up, Signor Prosecco also offer 
a Cichetti Menu which features small Italian tapas-
style dishes set up for sharing.  

The venue is open from 4pm on a Thursday and 
from 12pm Friday – Sunday. With live music 
running weekly on a Friday/Saturday evening, this 
is the perfect place for a night out. Whilst for those 
with something special to celebrate, the venue is 
also available for private hire.

Both Fabrizio and Cristian are also heavily involved 
in Fratelli, the restaurants’ sister-venue in Ponteland. 
Fratelli leans more towards popular Italian dishes 
and funky happy hour fayre rather than the exotic 
Sardinian flavours which characterise Sabatini. 
The capacious restaurant is bang in the heart of 
Ponteland and possesses a terrific family friendly 
atmosphere, offering Happy Hours 12:00 – 19:00 
Monday – Friday, 12:00 – 17:30 Saturday and 17:00 
– 21:00 Sundays. 

With this is mind, these three venues are poised to 
move from strength to strength. Here’s to another 
25 years! 

MILESTONE YEAR FOR SABATINI

Sabatini restaurant is this year celebrating a landmark 25 years in business, a period in which the stylish, 
Italian eatery has been a permanent fixture in Newcastle’s culinary scene. 

For more information, visit www.sabatinis.co.uk     www.signorprosecco.co.uk     www.fratelliponteland.co.uk
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Sardinian food, it’s all about simple, 
authentic food, cooked with passion.

AVAILABLE

EVERY SUNDAY

FROM 12PM

TILL IT’S GONE!

COZZE E VONGOLE
Mussels, Clams, White wine, 

And Garlic

ANTIPASTO SARDO
Sardinian Meats, Cheeses, 

Marinated Vegetables, 
Crisp Bread

FUNGHI TRIFOLATI
Wild Mushroom Crostini, 

Rocket, Pecorino

TORTINO DI PATATE E 
PECORINO

Layers of Sardinian Crisp Bread, 
Potato, Cheese

BRASATO AL CANNONAU
Braised Beef in Cannonau Wine, 

Mashed Polenta, 
Roasted Root Veg

MAIALETTO 
ARROSTO SARDA

Sardinian Suckling Pig, Roast 
Potatoes, Salad

TRIO DI PESCE
Salmon, Seabass, King Prawns, 

Lemon, Olive Oil

RAVIOLI AL PESTO
Ricotta and Spinach Ravioli, 

Pesto, Pine Nuts

SEADAS
Fried Sardinian Pastry filled 

with Pecorino Cheese
and Saffron drizzled with 

Honey and Lemon

AFFEGATO CON MIRTO
Vanilla Ice Cream, Espresso, 

Mirto Rosso

Main Course £20
2 Courses £25 
3 Courses £30
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Bay View House, 83 bedded care 
home, Whitley Bay, Tyneside

Beech Tree House, 86 bedded care home, Alnwick, Northumberland

Bede House, 66 bedded care 
home, Ryhope, Sunderland.

Gosforth Development – Bar, 
Hotel & Restaurant

Osborne Road, Jesmond Development

Osborne Road, Jesmond Development

Osborne Road, Jesmond Development



Strong family values and ethics have 
underpinned the Malhotra Group’s growth 
in the nearly three decades of its existence 
- and strategic investments in high-potential 
buildings have enabled it to increase its 
turnover year-on-year.

Coupled with its astuteness in predicting 
industry trends and making wise investments, 
the company has emerged as a leading real 
estate developer in the North East, with a 
portfolio of properties comprising banks, care 
homes, hotels, restaurants, and bars. 

Indicative of the good times the business, 
whose registered turnover last year was £32m, 
is split into three divisions – Property, Care and 
Leisure – the company continuously expands 
these, with new property development projects 
regularly added to its workload. 

Grey Street 

One of the most remarkable programmes 
the business will undertake is the creation 
of a £35m 120-bedroom, four-star hotel 
with a rooftop swimming pool, a nightclub, 
restaurants, and retail outlets on Newcastle’s 
Grey Street. 

The jewel in the crown of Malhotra Group’s 
impressive property portfolio, the Grey Street 
scheme is expected to become a visitor 
attraction in its own right, and will play a 
vital role in the local economy by creating a 
significant number of jobs. 

The site – comprising nine buildings - will 
stretch from Grey Street down to its junction 
with Mosley Street and across to the lower part 
of Cloth Market and will include the famous 
Balmbra’s Music Hall, which is being fully 
restored as part of the project. 

The leisure complex, which has already 
commenced, will be a five year project, 
strengthening the Malhotra Group’s foothold 
on Newcastle’s finest street, where it already 
operates the boutique Grey Street Hotel, which 
recently underwent a £1.2m refurbishment. 

Following the Group’s £4m purchase of 42-50 
Grey Street, its aim is to relocate head office 
staff into the office accommodation on the 
upper two vacant floors.

When complete the building will be renamed 

Malhotra House and the address listed as 50 
Grey Street.

The Jesmond Block Development 

This is an ongoing four-phase project for the 
Malhotra Group - and the first phase has 
already been completed, with the opening of 
Mexican-inspired El Paso in the former Scalini’s 
restaurant site.

In the second phase, the former Louis 
restaurant will be transformed into a multi-
purpose gaming bar, called Eat, Chill, Play, with 
a cinema, bowling alley and football tables 
targeting customers of all ages. 

El Paso’s Ariba Bar will then be transformed 
into a decadent gin bar – Jesmond Gin House - 
and, finally, the New Northumbria Hotel’s rear 
elevation will be remodelled to create 13 new 
suites, some of which will be equipped with 
a kitchen and dining area, as well as a new 
wedding suite. 

Three Mile Inn

In Gosforth, work is already underway on an 
18-month, £5.6m project to transform The 
Three Mile Inn, into a 64-bedroom hotel, bar 
and restaurant. 

The development comprises three main phases, 
beginning with the construction of a three-
story extension, which will ultimately provide 
additional accommodation for the hotel.

Further phases will include the conversion of 
the existing building from two to three storeys 

and the creation of conference, function and 
private dining facilities, a residents’ lounge, 
café, bar and restaurant.

An estimated 25 jobs will be created when 
work is complete and the Malhotra family, who 
have strong links to Gosforth, hope that as well 
as welcoming leisure and corporate guests, the 
venue will become a much-used community 
hub for neighbouring families.

The Bigg Market

In October 2018 work began on the Malhotra 
Group’s latest contract win in the leisure sector; 
a £100,000 redevelopment of Pumphrey’s Bar, 
part of a wider £3.2m regeneration programme 
designed to reinvigorate Newcastle’s Bigg 
Market. 

Prestwick Care

Three major programmes are also underway 
for Malhotra Group’s Care division; Beech Tree 
House, an 86-bed care home, at the site of 
Alnwick’s former bus depot, Bay View House at 
Whitley Bay on the site of the former Rex Hotel 
and the two-storey, 66-bedroom Bede House 
care home at Ryhope, Sunderland.

Naturally, these ambitious developments will 
create multiple jobs across the various facilities. 
In fact, the company has clearly stated its 
intention to grow its workforce from 1100 to 
1800 staff over the next five years. 

And given that the organisation reported an 
increase in its headcount by 116 in 2017, there 
is no reason to doubt the achievability of this 
objective. 

Its successful completion will once again 
underline the ever-growing role the group is 
playing in boosting the local economy and 
nourishing the local community of the Tyne 
and Wear county. 

Having a well-diversified business has yet again 
proved to be the right model for the Malhotra 
Group, given the positive financial results the 
company registered last year. 

Maintaining a balanced portfolio of care home 
facilities, leisure sites, and geographically 
spread investment properties, the company 
is facing excellent prospects to continue its 
growth through careful strategies and forward-
thinking management in the years to come. 

For further information visit www.malhotragroup.co.uk

As the year draws to a close, one family-owned business is looking clearly to the future, with 
plans to enrich the region’s social, community and leisure infrastructure. Emma Walker reports 

on what 2019 holds for the Malhotra Group plc.
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BUILDING THE FUTURE
The Malhotra Group plc outlines its plans for 2019 and beyond
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Meenu Malhotra,  
Group Chairman, 
Malhotra Group PLC.



Opened by King George V in 1928, the iconic 
structure was originally erected to join 
Newcastle/Gateshead and improve transport 
links to and from the city. In the decades since, 
the area has witnessed unprecedented change 
with waves of regeneration bringing a parade of 
different bars and restaurants, many of which 
offer tastes from afar. 

One such eatery is Aveika, a modern Japanese 
restaurant which reworks classic Asian dishes 
with innovative twists. A recent win in the British 
Restaurant Awards prompted my son Jack and I to 
learn more. 

Aveika is quite unique in the respect that it offers 
the three D’s – dining, drinking and dancing – 
under the one roof. On arrival, it’s clear that this 
is a venue with that real VIP feel. A glitzy, crystal 
chandelier is suspended above the dancefloor 
whilst a mezzanine late lounge offers table service 
private booths. 

The restaurant is upstairs to the left of the 
dancefloor/main bar area. Bathed in rich shades of 

purple, the dining area is supremely stylish whilst 
an open kitchen offers a sense of spectacle. 

After ordering a couple of Asahi’s, Holly – the 
super-friendly manageress – explained the menu 
in greater detail. This is a venue set up for sharing 
with diners encouraged to sample multiple dishes 
over several courses. Appetisers include a variety of 
Robata grill skewers, sushi and sashimi, tacos and 
other traditional small plates. There’s also more 
substantial main courses and a set menu which 
really caught my eye. 

To begin, I chose the Salmon Nigeri – balled sushi 
rice topped with fresh slices of Salmon served with 
soy sauce, pickled ginger and a pop of wasabi. Jack 
enjoyed the Urakami – Aveika’s speciality ‘’inside-
out’’ sushi rolls with a crispy chicken katsu and 
schimi mayo filling. There’s certainly much to get 
excited about here  - even for the most discerning 
sushi connoisseur. 

Following up, I stuck to the set menu, greatly 
enjoying the Aveika Green chicken curry. A medley 
of chicken, aubergine, courgette and peppers 

created a fragrant, aromatic dish possessing a real 
depth of flavour and served with sticky coconut 
rice. 

Jack took a more tapas-style approach. First up 
were chilli beef skewers marinated in sriracha, 
garlic and marin. Then came Kamaboko – Japanese 
fish cakes to you and me – alongside ‘Aveika Rock 
Prawns’ coated in a crispy tempura batter. We 
were also recommended a side of salmon & prawn 
firecracker rice, reportedly something of a ‘’staff 
favourite’’ which packed a pleasant kick. There was 
a real zip & zing to the cooking, making it clear that 
Aveika draw upon only the freshest ingredients. 

Sadly, with further work commitments to follow 
we swerved the obligatory post-meal sake, not to 
mention a fine selection of signature cocktails. 

We did leave though having enjoyed a business 
lunch to remember. Despite being renowned as a 
bar for late night revelry, Aveika is also a restaurant 
with real culinary credentials. Their modern, 
inventive cooking has garnered national acclaim 
and from our visit – it’s easy to see why. 

For more information, visit www.aveika.co.uk
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A NEW TASTE OF JAPAN
By Michael Grahamslaw 

The 90th Birthday of Newcastle’s Tyne Bridge seemed a rather apt day for lunch at Aveika,  
which is merely 100 yards away from the landmark. 





STACK champions a low-cost, low-energy 
approach and draws upon a number of 
independent North East outlets. I visited 
amongst the pre-Christmas hustle and bustle to 
find out more about the story so far. 

Downstairs, long wooden tables and outdoor 
heating combine to create a communal drinking 
space sound tracked by a lively rock and pop 
playlist. Signature Heineken and Havana Club 
bars make up some of the main attractions, whilst 
there’s also an ever-changing, seasonal centrepiece 
which recently welcomed back the much-loved 
Hadrian’s Tipi for more festive merriment. 

Whilst there’s some fantastic street food outlets 
downstairs, most of the dining options can be 
found on the upper floor. One fine example is Cluck 
Cluck Moo, a new specialist meat restaurant which 
I had the pleasure of visiting with my son Jack.  

This bright and buzzy restaurant really is a 
carnivore’s heaven. Etched rather brazenly on the 
wall are the words “We don’t cluck about. No 
starters. No desserts.” yet what they do specialise 
in is a grand helping of “Protein, Sides and Great 
Vibes.” Cluck Cluck Moo offer a funky, customisable 
concept which allows the diner to choose their cut 
of meat, side order and accompanying sauce.  

On a mid-week lunchtime, we were surprised to 
find the restaurant doing brisk business. Decked 
out in what can only be described as “Industrial 
Chic”, the dining area possesses a lovely, laid-back 
atmosphere whilst the open corner kitchen creates 
a sense of spectacle. The drinks menu offers much 
good too with a mix of beers, wines, cocktails and 
mocktails aplenty. 

All dishes at Cluck Cluck Moo are prepared from 
scratch and cooked to order. During the interlude, 
we were treated to a sharing portion of pork 

crackling sticks and buttery Yorkshire puds – served 
to all diners as an appetiser with dipping gravy and 
apple sauce. 

Main courses include a mix of choice cuts including 
10oz rump, 10oz rib eye, buttermilk chicken and 
even a 24oz Tomahawk steak – perfect for sharing.  

Jack paired the 10oz sirloin with spring greens 
(sautéed in chilli and garlic) and the obligatory 
peppercorn sauce. I chose the equally-tasty 
spatchcock chicken with thick cut chips and a 
sweet chilli butter – revved up with extra chilli as 
per request. 

Cluck Cluck Moo don’t try to overcomplicate 
matters, instead deciding what they’re good at 
and executing superbly. Both dishes were in the 
top echelon, seasoned precisely and cooked to 
perfection. The deconstructed menu offers diners 
real freedom as you’re free to mix and match as 
you fancy. 

Unfortunately, Cluck Cluck Moo don’t do coffees 
but we did pick up a couple of bracing Americanos 
on our way out from YOLO Coffeeshop. Such 
is the nature of STACK, each unit has their own 
various specialisms. These shipping containers are 
a marvellous thing! 

For more information, visit www.stacknewcastle.com
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STACKING UP NICELY 
By Michael Grahamslaw

STACK, Newcastle’s new “creative social hub” opened earlier in the year to much intrigue.  
The shipping container village is a modern, forward-thinking concept offering visitors an eating,  

drinking and retail experience from its prime Pilgrim Street location. 



If  stunning scenery and elegant surroundings are key to your wedding, then  
Macdonald Linden Hall Golf  & Country Club is the perfect venue for your special day. 

A traditional country house hotel set within 450 acres of park and woodland in the heart of 
 Northumberland. The Georgian Grade II listed mansion radiates charm and sophistication along with its 

fantastic gardens and grounds.

SAY ‘I DO’ AT  
MACDONALD LINDEN HALL

For more information call 0344 879 9084 
or email specialevents.lindenhall@macdonald-hotels.co.uk 
www.macdonaldhotels.co.uk/LindenHall 

THE DOBSON ALL- INCLUSIVE PACKAGE FROM £5,000
Based on 60 day guests and 120 evening guests. Terms and conditions apply.



The refurbishment took place to better suit the needs of the hotel’s 
business and leisure guests by focusing on the five things patrons like to 
do the most: eat, drink, relax, connect and have fun – don’t we all? 

Each bedroom (all 151 of them) has had an upgraded bathroom and 75% 
of the rooms have had brand new fixtures and fittings giving them a fresh, 
vibrant look and feel. And ahead of next years Summer, there’s been air 
conditioning installed to the rooms, too.

The biggest addition to the venue is the new, contemporary Open Lobby area 
where guests can enjoy free WiFi, charging ports, computers and a wireless 
printer in the new E-Bar; a place to work in a relaxed environment and enjoy 

a Starbucks – it’s like the Apple Store but with comfy seats and coffee! Not 
staying for business? Well, they’ve got you covered in the Media Lounge 
which wouldn’t look out of place in a show home. Designed to look like a 
laid-back living room which boasts seating, games, magazines and a TV, it 
really is the perfect escape for any family member. 

Don’t worry if you get peckish whilst working or relaxing, there’s a range of 
hot and cold food available throughout the day starting with a traditional or 
continental breakfast. All of the menus have been refreshed and they also 
have an all-day dining menu to choose from as well as snacks from the To Go 
Café where you can also grab a delicious Starbucks coffee.

Book your next stay at www.hinewcastlegosforthpark.co.uk or call 0191 201 9988
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COME ON INN
Having recently undergone a £3.5m refurbishment, The Holiday Inn Newcastle Gosforth Park  

has upped its game in the leisure industry with upgrades to hotel facilities and the introduction  
of a new chill out area.









The most direct line of contact is via our mobile number: +44 7713 640 899.  
Alternatively email us, info@davidfairlambfitness.co.uk or visit www.davidfairlambfitness.co.uk

Our Beach Bootcamp workouts are for all!

Each session consists of aerobic and 
bodyweight exercises designed to suit every 
fitness level, therefore allowing individuals  

to work at their own pace. There is no 
competition in anything we do.

Training on the stunning Tynemouth Longsands 
beach in a group is fun, different and leaves  
you with that wonderful feel good factor at  

the end of the session.

: 45 MINUTES

: TYNEMOUTH BEACH  
(SATURDAYS 9.00-9.45/SUNDAYS 9.15-10.00)

: £5 PER SESSION

The Place Café Bar and Bistro in Sunderland, known and 
loved for its café, cocktail bar and bistro as well as their 
beautiful function room, recently collaborated with The 
Quayside Exchange to create a new and exciting venue.

The collaboration, which commenced in September, has 
since saw the Historic Grade II listed venue, undergo a 
number of subtle changes including a re-vamp of their 
reception and suites.  

Located on the outskirts of Sunderland’s city centre, the 
venue is the residence of four unique function rooms and 
a contemporary bar. Each room boasts a different theme, to 
ensure there’s a room suited to every guest’s taste and style.

The Grand Room, features beautiful Georgian windows 
overlooking the River Wear whilst the Vault Suite features 
an idyllic riverside terrace, and both have hosted many 
a wedding, civil ceremony and party. The Tempest Bar, 
which was fully refurbished in 2017, is a contemporary, 
atmospheric venue for a party of any kind, ideal for birthdays, 
anniversaries, christenings and fun celebrations. 

Alongside the impressive function suites, The Quayside 
Exchange also offers the smaller Alexandra and Wear suites, 
perfect for conferences and business meetings with full 
catering provided if required.

The Place Café aims to provide a more exclusive experience 
for guests at The Quayside Exchange, but promises to deliver 
the same quality, service and value for money that they are 
renowned for at The Place Café.

The collaboration between the two venues is set to create 
a duo of function facilities and aims to be the home of 
celebrations in the Sunderland area.

THE NEW PLACE ON THE BLOCK

If you’re looking for a place to host your next event, no matter the size, call the Quayside Exchange on 0191 514 4574
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Case comes as 6 bottles

Wedding 
in a Box...

2019 Offer

Holiday Inn Washington
Emerson Road, Washington, NE37 1LB

Contact 0191 418 9419

E: events@hiwashingtonhotel.co.uk    www.hiwashingtonhotel.co.uk    follow us on Twitter @ HIWashington    Like us on Facebook: Holiday Inn Washington

*excludes some Saturdays*

• 3 course Wedding Breakfast
• Evening Buffet
• Glass sparkling wine for toast
•  Beamish suite complimentary room 

hire for ceremony, breakfast and 
evening

• Red carpet
• White linen & napkins
•  Table mirrors, t-lights and table 

sparkles
• White chair covers (Day Only)
•  Double room inclusive of Breakfast 

for Bride & groom on wedding night
• Use of grounds for photos
• Master of ceremony
• Table plan & place cards
• Use of cake stand & knife
• Hotel resident disco

Inclusive of 40 
day guests and 80 
evening guests!

£1,300

Book your Wedding in 
the month of December 
and receive a free case 

of Champagne! 
Wedding Showcase on 

Thursday 24th January 2019 
between 5-7pm.

Free entry. 
Glass of fizz on arrival!



Ellingham Hall was chosen as a Yorkshire and 
North East finalist in The Wedding Industry 
Awards for the best countryside wedding venue 
of the year.

The shortlisting from dozens of venues came 
just weeks after the hall’s Wedding Co-ordinator, 
Wendy Sproul, was crowned North East Wedding 
Co-ordinator of the Year by The Wedding Guide 
UK in September.

General Manager Anthony Hunter said he was 
delighted that the hall had been shortlisted for 
such a distinguished award.

“When we were told Ellingham Hall had been 
shortlisted, we were thrilled. The region includes 

the whole of Yorkshire as well as the North East,  
so there are lots of countryside venues to compete 
against. To be shortlisted was very exciting for us.”

Ellingham Hall is an elegant country house that is 
set in its own eight-acre estate. Wedding parties 
can book the entire grounds of the hall as well as 
seven luxury cottages for their guests, making it a 
unique experience.

Anthony added: “We always get amazing feedback 
from our couples about the hall and grounds as 
well as for our hardworking staff. The fact Wendy 
won an award just last month and we were 
shortlisted for this accolade is testament to the 
effort the entire team puts into making wedding 
days special for our couples and their guests.”

NORTHUMBERLAND VENUE 
SHORTLISTED IN REGIONAL HEATS 

OF TOP INDUSTRY WEDDING 
AWARDS

A countryside venue in Northumberland was recently shortlisted for 
the regional heats of a prestigious industry wedding award.
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www.ellingham-hall.co.uk   info@ ellingham-hall.co.uk   T:01665 568118



This was until he underwent ‘life-changing’ neck 
surgery [a cervical disc replacement] at the 
Nuffield Health Tees Hospital in Stockton, where 
amazingly he was in-and-out of hospital within a 
day! 

“After the surgery it was unbelievable, the pain 
had completely vanished,” said Peter, aged 41 of 
Billingham near Middlesbrough. Peter is married 
to childhood sweetheart, Andrea. They’ve recently 
celebrated their sixteenth wedding anniversary and 
have three sons, Sam (aged 15), Alfie (aged 13), Billy 
(aged 11) and a daughter, Annie (aged 9).

Peter works for an oil and gas terminal in 
Middlesbrough, where he’s been employed for the 
past twelve years. Before that he worked offshore. He 
said: “I live an active life at work and at home. I love 
nothing better than a kickabout with the football or 
going out running with my kids. I was devasted to 
think that doing these day-to-day things with my 
family could have been taken away from me forever.”  

Peter added: “The excruciating pain meant at one 
point I was thinking along the lines of ‘would I ever 
work again?’ But as a proud man and the main 
breadwinner in the house, my overriding fear was 

not being able to provide for my family.”

Peter’s first step on the road back to recovery 
started when he was referred to the Nuffield Health 
Tees Hospital through a private medical insurance 
programme he signed up for at work.  Under the care 
of surgeon Mr Tai Friesem, Peter was given an MRI 
scan, which showed severe damage to a cervical disc 
in his neck.

Before any surgery was considered, the consultant 
first suggested a 6-12 week ‘conservative 
management plan’ involving prescribing pain killers 
and a course of intensive physiotherapy. 

After much deliberation and advice, it was 
decided that Peter would undergo the cervical 
disc replacement surgery. Peter said: “I knew that 
something drastic had to be done as I didn’t fancy 
being on strong medication for the rest of my life 
and not being able to enjoy time with my family. It 
was a risk I was willing to take.”   

Mr Friesem has been a consultant with Nuffield 
Health Tees Hospital for over seventeen years. 
It’s very rare to perform cervical disc replacement 
surgery as a day case but Mr Friesem drew upon 
his vast technical knowledge from being one of the 

most experienced consultants in this procedure to 
successfully deliver Mr Conway’s operation. 

Mr Friesem is a respected medical practitioner and 
teaches all over the world, in places as far reaching 
as Canada, China, Europe, Korea, South Africa and the 
United States of America – where he has educated 
trainee surgeons about the technical aspects of this 
cervical procedure.  

Mr Friesem, said: “The operation was a great success. 
Mr Conway is a fit and healthy young man, which 
made the decision to choose the route towards 
surgery an easier one. I was proud to make my own 
little piece of history by delivering the first cervical 
disc replacement day case of its type at this hospital.

“The quick turnaround and recovery time of the 
patient shows to other people in the same position 
just what is possible at Nuffield Health Tees Hospital. 
These are life-changing operations that can get 
people’s lives back on track.”

Peter concluded: “I would always opt again for the 
surgery, every time. It gave me instant pain relief. I 
believe there’s no need to suffer if you don’t have 
to.”

For further information about the services on offer at Nuffield Health Tees Hospital please visit www.nuffieldhealth.com/hospitals/tees
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FATHER OF FOUR HAS LIFE CHANGING NECK SURGERY 
AFTER THINKING HE’D NEVER WORK AGAIN!

Neck surgery patient, Peter Conway and surgeon, Mr Tai Friesem.

Peter Conway, a husband and father of four, suffered months of relentless neck, arm, chest and  
back pain - where the only way to ease the agony was to lie flat on his kitchen floor. 



BIENVENIDO  
TODOS!

KPMG Newcastle Business Support team 
recently hosted a Spanish themed evening with a 

difference at their Quayside office.

Clients’ secretaries were welcomed for a Cava 
drinks reception, followed by an evening full of 

fun, surprises, and much laughter.  

From being taught how to paint a Picasso style 
self portrait, and a brief Spanish language lesson 

delivered by the very talented ‘Tiddly Painters’ and 
‘Languages Count’, to delicious, authentic Spanish 

food: it was a great opportunity for relaxed 
networking.  

The evening closed with some fabulous raffle 
prizes, and salsa dancing. Everyone enjoyed a 

unique and memorable evening, and took home 
their own artwork as a memento!



Seaham Hall Hotel, Lord Byron’s Walk, County Durham, Sr7 7Ag
Tel: 0191 516 1400     Email: Hotel@Seaham-Hall.com     www.seahamhall.co.uk

Delight in luxury and relax in the comforts of Seaham Hall this Christmas. Just a short drive from the 
magical historic City of Durham and a stones throw away from the Durham Heritage coastline, there 

couldn’t be a more perfect venue for an indulgent Christmas break!

Suites from £699 based on a two night stay package.

Party in style at Seaham Hall with friends, family or colleagues from £45 per head.

For the ultimate gift this Christmas visit our website and explore our gift vouchers, to find a gift 
everyone will love...

Make our hall your home...



Does this sound familiar? 

You promise the earth to yourself and those 
around you, but rarely are the changes 
implemented long term. In fact statistics show 
nearly 80% fail in the first 3 weeks.

Here are my thoughts why and how you can you 
buck the trend in 2019??

A Goal in Mind

Without a goal in mind 75% of resolutions fail, 
its that simple. Short term goals e.g lose 4lbs one 
month, then 3lbs etc will help keep you focused. 
Entering an event in 2019 will help hold your focus 
eg a10k run, obstacle course or Great North Walk, 
find something that is suitable for you and stick 
with the inevitable training plan that comes with 
it. We all become more in tune and motivated with 
a fixed routine.

Be realistic and seek help

Avoid making rash unrealistic goals at New Year. 
I’m writing this now so you have time to think and 
plan a way forward for next year. If you are serious 
about changes in your lifestyle to improve your 
well being, plan it properly and think about seeking 
help to guide you towards success.

Is it the right time?

Is New Year the best time to make changes? In my 
experience, it’s NOT. Only make changes when you 
are feeling positive and ready to focus, the time of 
year is irrelevant.

Take the pressure off

There often seems to be unnecessary added 
pressure by yourself and family to make life 
changing decisions at the beginning of the year. It’s 
good to discuss ideas, however starting a regime 
and failing because you weren’t ready could have 
such a detrimental effect that you give up on the 
idea altogether.

Be patient

Many people look towards their summer holiday as 
a goal to look and feel their best. This is perfect 
because it gives you some time and a real positive 

short term focus. You can start to make small 
everyday changes with your food and exercise in 
the months leading up to the summer. Sustaining 
these changes over a few months will help form 
new habits which you can look to implement 
permanently into you lifestyle.

It’s not always about giving something up

Your resolution can be to start something new in 
2019 eg pottery class, Bootcamp or salsa dancing. 
Look to do something that is fun, constructive and 
you will look forward to. This will help make you 
feel good and lift your mood and self esteem. 

www.davidfairlambfitness.co.uk

NEW YEAR 
- NEW 

DECISIONS?
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Making new positive lifestyle 
decisions and changes is often 
left until after a few drinks at 
New Year. Maybe this is the  
year to be prepared and do 

things differently.

DAVID’S SUMMING UP
Be strong and positive with your New Year resolutions this year, only plan something 

if  you are ready to commit. Those who want it badly enough will succeed.

David Fairlamb



Dedicated 
to serving 

fabulous food 
and artisan 

coffee to  
the lovely 
people of  

Newcastle! 23-25 Clayton Road    
Jesmond  Newcastle upon Tyne  0191 212 1123

NEW MANAGEMENT  •  NEW TEAM  •  NEW HEAD CHEF  
NEW MENU  •  5 STAR HYGIENE RATING

WHY NOT PAY US A VISIT ?



Describe your career path so far 

I initially started in horse racing at the age of 17 
and did an NVQ in Racing Care and Management. 
I was very fortunate to work for Jonjo O'Neill for a 
year but, after seven years in the industry, I returned 
home, as I had sustained a significant number of 
injuries. I toyed with the idea of becoming a PE 
teacher but instead did a sports therapy degree. 
I had a very difficult time as I developed bulimia 
but found the sporting environment gave me a 
great focus to recover from it. I enjoyed a spell at 
Newcastle Sports Injury Clinic as a Sports Massage 
Therapist and it was here, I was introduced to 
Pilates. After a challenging time working in 
commercial gyms I launched a small Pilates studio 
in January 2017. I met my business partner Terry 
Watson 15 months ago and told him my goals 
and ambitions, to which he ascribed. We looked 
around for a suitable site for the company which 
was, initially, problematic before we found terrific 
premises at the former Heaton Primary School.

What services do you provide?

Aerial, mat and reformer Pilates are our main focus 
but we also provide personal and small group 
training sessions. Clients love the environment 
which we provide and often comment that it is a 
sanctuary from the daily stresses of life.

What is your proudest business 
achievement?

Seizing the opportunity to open my own studio 
of which I am very proud; given the health issues I 
have outlined above.

What has been your biggest challenge?

On a personal level finding my own self worth and 
realising I'm good enough. In terms of the business 
building up our membership base and hitting our 
set targets.

Where do you see the business in  
five years time?

After fine tuning in what we do, my ultimate 
ambition would be to build my own premises and 
maybe look at franchising the company.

Who are your heroes?

Arnold Schwarzenegger and Dwayne Johnson (The 
Rock). They both came from nothing and have 
achieved so much.

Which fictional character do you most  

aspire to be? 

Wonder Woman. The epitome of power and 

strength and someone who helps people without 

return.

How do you like to unwind?

Practicing meditation and self development as well 

as walking my puppy on the beach.

What is your Favourite Book?

The Power of One by Eckart Tolle

What is your Favourite Film?

Wonder Woman and Warhorse. 

IN 
CONVERSATION 

WITH...

BETH 
BROUGHAM

Owner, A1 Infinite Performance

A1 Infinite Performance Ltd, Heaton Complex, Trewhitt Road, Newcastle upon Tyne. T: 07901686145

182





Firstly, the short winter days – meaning most of 
us are going to and from work in the dark. The 
annual scourge of Seasonal Affective Disorder 
(SAD) starting to take hold in some of us, 
although somewhat mitigated by the twinkling 
lights of Christmas trees and decorations and 
the increasing social occasions meaning most of 
us are out with friends, families and colleagues.  

Secondly, we have rising stress levels with the 
organising of families, travelling to see people and 
deadlines at work, pressures to provide endless 
piles of presents for loved ones and ensure that 
those around us are all ok….Tiredness may start to 
kick in after the first week of December, and yet 
you still have 3 weeks to go and numerous other 
social gatherings to attend. With the dwindling 
daylight sapping your energy levels as well, it may 
seem like a daunting road ahead.  

So how can we be help ourselves to get through the 
festive season with our sanity intact and our health 
not taking too much of a hit. As we’ve discussed 
in previous articles, wellness is about balance in 
all aspects of our life – the physical, emotional, 
spiritual, social, occupational and intellectual – so 

let’s apply this to Christmas!  

Firstly, look after the physical - eat well, but you 
don’t have to over do it! Get out for walks each 
day preferably in the countryside or around nature 
– this is known to boost mood and your sense of 
wellbeing. Massage is a great way to help keep 
those aches and pains at bay and gives you some 
time for yourself.

The emotional aspect of yourself can be helped by 
delegating! Get everyone on board with helping 
to prepare dinners, wrap presents and keeping the 
house tidy. Identify your stressors and then put a 
plan in place to deal with the issues as they arise.  
Try practicing mindfulness each day, even if it’s just 
15 minutes to yourself to focus on your breathing 
and clear your mind.  

With the spiritual side of yourself at Christmas – 
the message is to be kind! To yourself, and those 
less fortunate. Give back by helping homeless 
people who will be lucky if they even get a turkey 
dinner on Christmas day.  

The social aspect has two sides – for those alone 
this Christmas – it’s important to have a plan in 
place. Ask a neighbour or friend to drop by for a hot 

drink each day to maintain some social contact. 
Stock up on the things you enjoy, hobbies or food 
or drink treats. When you have an endless list 
of engagements in December – this is a time to 
acknowledge how you are feeling, and don’t feel 
bad about cancelling some of those mid-week 
drinks if you are starting to flag.

For those technology junkies – give your 
occupational self a break – turn off the work emails 
while you aren’t at work. You don’t need to reply 
because the chances are your recipient is not at 
work either!

Give your intellectual self a challenge when looking 
for gifts – buy local, think about what a person 
would really like or need, we all know that the 
worlds resources are under great challenges through 
our throw-away culture and lack of appreciation of 
the impact of plastics and production processes on 
the environment and our wildlife.

Back to Balance, a wellness centre offering the 
best in holistic treatments for body, mind and soul.  
Our vouchers have 10% off for Christmas when 
purchased up until 21st December. 

Wishing you a merry Christmas!

In December we face two big influences on our wellbeing...

Claire Hawes and Nicky Robertson run Back to Balance a wellness centre focussed on delivering high quality wellness initiatives either  
in-house or on-site. For more information on how we can help email contact@back-to-balance.co.uk
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By Claire Hawes,  
Co-director and Osteopath



We offer massage, reflexology, osteopathy, neurokinetic therapy, 
intuitive wellness therapy, psychological therapies, aromatherapy, 
Psychology of Eating coaching, reiki and Bach Flower Remedies; 

Pilates, yoga and mindfulness and meditation.

Our workshops from our studio offer thought-provoking informative 
talks with skills to take home and incorporate into your life.

Our corporate and workforce wellness strand of the business offers a 
tailor-made approach to meeting company wellness needs, looking at 
their individual requirements, helping to decrease sickness absence, 

increase productivity and boost staff morale.

Back to Balance focusses not only on 
the holistic wellness of the body, mind 
and soul, but also authentic values and 
a personal approach to wellness. Your 
care is delivered by highly trained 
and experienced therapists who are 
experts in their fields, from the still 
and nurturing surroundings of Back to 
Balance on the banks of the River Tyne.

Call us to discuss your wellness on 01914661441 or email: contact@back-to-balance.co.uk   www.back-to-balance.co.uk

TREATMENTS - CORPORATE WELLNESS - WORKSHOPS - EVENTS - CLASSES
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Top UK dentist, Dr Ken Harris, who runs award-
winning Riveredge Cosmetic Dentistry in 
Sunderland, warns that an influx of Christmas 
parties with late nights and a tipple or two too 
many, could all be having a detrimental effect on 
teeth.

And it’s not just alcohol which could be causing 
harm to teeth, with caffeine-heavy fizzy drinks that 
many people rely on as a means of staying awake the 
next day also causing problems for many.

Dr Harris, whose practice was voted best in the 
country earlier this year, has seen the effects of the 
unintentional harm that can be done to teeth over 
the Christmas season and wants to make people 
more aware of how better to look after their teeth.

“It’s that time of year when people are constantly 
out celebrating, with late nights and more alcohol 
that usual,” said Dr Harris, who has almost 35 years’ 
experience working in general dental practice.

“This can lead to dehydration and reduce the flow of 
saliva, which helps protect teeth, putting people at 
real risk of acid damage. 

“Many people then compound the problem by 
drinking energy drinks to stay awake. Carbonated 
drinks like these, even sugar-free versions, contain 
significant acid in the fizz which soften the enamel 
on your teeth, and if you then brush softened teeth, 
they wear down really fast.” 

Because of this, Dr Harris warns that there are extra 

precautions that should be taken during the run-up 
to Christmas to try and minimise damage to teeth.

So, to help people make healthy decisions while still 
enjoying the festive fun, Dr Ken Harris has some 
simple tips to help avoid unwanted dental problems 
over the New Year:

While carbonated drinks and fruit juices are popular 
choices, the acidity of the drinks softens tooth 
enamel, so Dr Harris warns not to brush teeth 
straight after having one. 

He also advises that people wait four hours before 
brushing their teeth after having fizzy drinks as this 
will give enamel the time to harden up again.

And, one tip that is important all year-round but 
especially vital for those going out more than usual 
over Christmas is to drink plenty of water to stay 
hydrated.

Not only will this reduce the unwanted effects of a 
hangover, but it works to maintain the flow of saliva, 
which helps to protect teeth against acid damage.

Finally, those who party too hard over the festive 
season may find themselves taking ill, but Dr Harris 
advises that should people vomit, they should avoid 
brushing their teeth straight away as their enamel 
will be weakened and instead they should wash their 
mouth out with water.

“It’s really important not to forget to look after your 
teeth at this time of year,” said Dr Harris.

“And also if you have any problems with your teeth, 
ensure you get them looked at before the festive 
season rather than wait until a time of year when 
there may only be emergency treatment available.

“Nobody wants Christmas and New Year spoiled by 
toothache or with any other issues which could be 
avoided.”

KEEP TEETH SPARKLING THIS FESTIVE SEASON
Mulled wine, prosecco and Christmas-themed cocktails often become a regular feature at this time of year, but 

many people aren’t aware of the unintentional damage they could be causing their pearly whites. 

www.riveredge.co.uk
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The wholesome 
much awaited 

message of the John 
Lewis Christmas 

Advert brought us 
a celebration of the 

arrival of a messiah, 
but it turned out to 

be Elton John.

Christmas celebrations may be an antidote to 
the dour predictions of Brexit or could be only 
a temporary diversion. Desperate alternatives 
to the current deal range from David Cameron’s 
announcement of a return to politics to the 
suggestion that Noel Edmunds should get 
involved as the expert at Deal or No Deal. 
However he is now off to Australia to feature in 
‘I’m a Celebrity Get me out of Here’. Less risky 
than trying to compromise leavers and remainers.
Some centrist Labour voters think this is the 
time for the return of big-brother Miliband to 
rescue the nation. This is not very likely for many 
reasons, including the announcement of his pay 
and benefits deal as President and Chief Executive 
of IRC, International Rescue Committee, an 
American organisation. His package is $708,000 
(£545,000), which is not bad for working for a 
charity! And compares very favourably with what 
any British politician can earn. Though rather less 
than Tony Blair hauls in as an omniscient former 
PM and World Leader. Tony is now sharing with 
us his pearls of wisdom as the prophet of doom.
Christmas is of course the time to commemorate 
messianic birth, depending on one’s faith. Political 
correctness enthusiasts continue to try to weaken 
the legitimate faith basis of Christmas. The 
central message ought to be maintained rather 
than the materialistic hype of presents, food and 
drinks. The wholesome much awaited message 
of the John Lewis Christmas Advert brought us 
a celebration of the arrival of a messiah, but it 
turned out to be Elton John.
There were many memorable Remembrance 
events, particularly as this year’s was the 100th 
anniversary of the 1918 armistice and the 80th 
anniversary of Kristalnacht. I had the honour 
as DL of laying the wreath at the ceremony in 
Washington which was very well attended and 
impressive.
Disappointing to see that Jeremy Corbyn, 
experienced wreath layer as he is (from Tunisia to 
the Cenotaph), managed to display his notorious 
disrespect at this year’s Remembrance Sunday. 
Turning up in a £79 M & S light blue hoodie was 
no doubt to foster favour with the hard left and to 
show again his pacifist roots, having announced 
he did not support the celebration of the Great 
War’s centenary. It was a shameful use of an 
important occasion to make a cheap political 
gesture - and a waste of the sombre dark overcoat 

he managed to wear last year.

There remain concerns that the Beast from the 
East, the uncharacteristically cold temperatures 
(no doubt sent from Barnier and Merkel) have 
had a detrimental effect upon the pomme de terre 
harvest, prices being up 186% compared with last 
October. With a similar story of the rising cost 
of carrots, Brussels sprouts, turkey and wine, the 
cost of Christmas dinner may have soared. Surely 
there will be an economical version with all the 
‘trimmings’ available from Amazon Prime or Just 
Eat.

Insomniacs have long obsessed over fears that 
lack of sleep is linked to dementia, depression, 
high blood pressure, diabetes and inflammatory 
disease. They wake up tired and go to bed wide 
awake. They can find comfort in the Leonard 
Cohen line: ‘The last refuge of the insomniac is a 
sense of superiority to the sleeping world’.

Now some science to the rescue. Australian 
researchers in Adelaide have reassured the 
770million insomniacs worldwide that there is no 
connection between sleeplessness and mortality 
and no empirical link that non-sleepers die early. 
If they are still unconvinced there is the latest 
book for Christmas, which is guaranteed to get 
even the most inveterate insomniac to sleep - the 
Prime Minister’s 585 page Brexit Draft Deal. Too 
important an issue to joke about, but this will help 
you sleep on it.

As a great piece of escapism, I recommend you to 
see A Star is Born. A magnificent film with actor 
Bradley Cooper, showing that he can sing while 
singer Lady Gaga can certainly act. This will 
definitely feature in the Grammy’s and the Oscars.

And finally there is the case of Ding Dong 
Merrily on High, which ended not so merrily 
for campanologist Steven Tomsett at St Helen’s 
Church in Abingdon. During bell ringing practice, 
he was propelled 20ft into the air, broke both 
ankles and injured his back. Something to do 
with not muffling the clappers and not following 
the health and safety guidelines of the Central 
Council of Church Bell Ringers.

He is now suing the church for compensation for 
industrial injury and is looking for a ‘no swing no 
fee’ lawyer. It may end up in the Court of Peals.

Happy Holidays!

Barry SpekerCOMMENT WITH...

barry.speker@sintons.co.uk
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What time will Santa come this year?
What time next year will you start your SEO campaign?
What time next year will you start your Google Adwords campaign?
What time next year will you take useful insights from Google Analytics?
What time next year will you call Wriggle Marketing?
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& A HEALTHY AND PROSPEROUS 2019

FIND YOUR DREAM HOME THIS CHRISTMAS @ WWW.SANDERSONYOUNG.CO.UK
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Very Happy Christmas


