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Do you ever wonder why some companies are successful and
perform better than others? Or why some are hard to beat and
others are not? The answer – great Companies have well
thought out strategies. For example, companies like Amazon
have been successful for years because their strategy is tightly
tied to their vision. Amazon is known as the most customer-
centric company in the world. Its products and services provide a
seamless experience, where people can come to a place, find,
discover and buy online. A common misconception is that
strategic planning is only for large companies. But the reality is
that most businesses can greatly benefit from the exercise.
Whether it's buying a competitor, increasing your capital or
aiming for higher growth, you need the right strategies, structure,
plans and controls in place to optimise the return on your
investment. Strategic planning involves looking at where you
want your company to be in the next 3 to 5 years and
determining what you need to do to get there. If you're always
busy putting out fires, you may feel you have no time for
planning. But by developing big-picture strategies to guide your
day-to-day operations and setting goals, you're no longer flying
blind. A long-term plan simply increases your chances of
success. Effective strategic management can bring many
benefits to any business – here are just four examples. 

 

It outlines a clear path for your company. No business can hope to succeed by not having a plan and simply hoping to
stumble across success. A strategic plan works like a roadmap, clearly defining the best route for your organisation to
take in the years ahead. Whether it covers one, three or five years into the future, a strategic plan can help guide
your organisation to meet the challenges that lie in wait.
It brings a sense of focus because a strategic plan establishes a direction for your business to take, it will help it
sharpen its focus in order to get there. Strategic planning can therefore help your organisation develop the right goals
and targets and help everyone focus their efforts into meeting them.
It improves your business’s self-awareness. Taking the time to establish a comprehensive strategic plan means your
business has a better awareness of its strengths and weaknesses and where it stands in the market, both individually
and in relation to competitors.
It gives your employees something to work towards. Strategic planning isn’t just beneficial for those highest up in the
management hierarchy – it gives everyone in the organisation a sense of purpose. With a definitive mission and clear
goals and objectives to work towards, your staff will know their efforts count towards something and will be motivated
to do their job.

Inspire provides help and guidance with creating your plan and free (funded) workshops to provide a framework
for a successful strategic plan.
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A WINNING STRATEGY - THE
SECRET BEHIND EVERY
SUCCESSFUL COMPANY

Rob Perks, Executive Chairman
Inspire Biz
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'Our goal is to empower business owners with
the knowledge they need to be successful'



ABOUT US
Abacus Associates Financial Services is
one of the country’s leading firms of
Independent Financial Advisers with funds
under management of over £1 Billion.We
tailor our service to the diverse needs of
our clients, offering each one the best
possible choice. Our advisers strive to
build a trusted client relationship which
will last a lifetime.

“Am I paying too much tax ?” 
 

“How can I benefit from all the hard work I put into my business ?” 
 

“How can my business help fund my retirement ?” 
 

“How can I plan for a tax efficient exist from my business?”
 

“How can I protect myself and my loved ones if I have an accident or an illness ?”

These questions are typical of those posed by new clients in our first meeting. Engaging with new clients is a privilege and a
pleasure. I take pride in asking questions, listening, building a picture of their current situation and their aspirations. By
developing and nurturing a long term relationship, I am able to deliver the benefits of independent financial advice for business
owners and their families.

The starting point is often a conversation about the clients medium to long term plans. Gathering information about which
areas of financial planning they are interested in often leads to exploring new areas that they had not initially considered, but
they would benefit from. 

Utilising the  Abacus Associates independent research and support teams, I am able to deliver comprehensive lifestyle
financial planning. To deliver this, we use cashflow to demonstrate the clients current situation and the benefits of
implementing our recommendations. By reviewing these plans on a regular basis, either face to face or remotely, we can track
progress and introduce appropriate options to add value.
 
Quite often client will have concerns about paying too much tax, or whether the plans they have in place will provide the type
of retirement that they wish for. We can provide advice to ensure clients are maximising the tax breaks and allowances across
pensions and investments. The simple discipline of regular contact and an annual review meeting enables us to build year on
year, so clients can see the benefits of effective planning.

Business owners are often keen to understand the long term benefits of putting commercial property into retirement
arrangements, resulting in tax efficient asset disposals when they are ready to take their pension benefits. Those planning a
business sale will want to understand the tax implications of timing a sale, ensuring they maximise the value and have a long
term strategy in place to enjoy retirement. Later in life clients will want reassurance about preparing their finances to pass onto
their loved ones in the most tax efficient manner. 

If you feel that you would like help developing a long term financial strategy, then I would welcome a call from you.

INDEPENDENT FINANCIAL
ADVISORABACUS ASSOCIATES

Mike Henry
Independent Financial Planner

mikehenry@abacusadvisers.co.uk
07586356243

www.abacusadvisers.co.uk
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Digital discovery
One thing that coronavirus has taught us is that digital is
king. While many of us remain loyal to a good magazine
and the turn of the page between our fingers, most of us
have switched to digital alternatives. Thanks to our ever-
present devices, it’s the easiest thing to do. 
 
Today, you’re just a swipe away from your favourite
newspaper, trade or lifestyle magazine (which remain in
print), as well as Google searches and social media
platforms. This is the new norm, and chances are, it’s
here to stay!
 
This creates opportunities to be seized.
 
Embracing the digital world is no longer a nice to have.
It’s now a central pillar to the marketing strategy of any
business.  
 
So, what should you be doing to put your business front
and centre of digital customers? 
Sadly, there’s no one silver bullet, but if you take the
following steps, you won’t go too far wrong.
 
Building brand
Before you can lead the horse to water, you need to
make sure that the horse knows it’s there. Building brand
and awareness is key to this process. 
 
Content is king
Whether you’re launching a product or service, creating
content that keeps visitors engaged and on your website
is key. Original, enticing and SEO optimised copy will not
only help your business appear in organic search results,
it will also help convert visitors to customers. 

Better still, if you can create copy that influential websites
want to feature themselves, you open the door to
invaluable backlinks, boosting your Domain Authority
ranking, which helps strengthen your ranking on Google.
Add a helping of carefully targeted PPC campaigns, and
you’ll soon see website hits on the rise.

Make the most of media
Be it listening to the radio or watching TV, we can’t help but
be influenced by what we hear, see and read. That’s why
any good brand-building marketing plan has to include
media relations. Hit the headlines for the right reason and
you magnify your messaging to multiple audiences,
building brand awareness, driving traffic to your website,
creating backlinks and editorial endorsement.
 
Be social – don’t distance
Ironically, in an age where we’ve been told to keep our
distance, social media channels have been thriving.
Understandably, we’re all spending far more time on
Facebook, Instagram, Twitter, TikTok and LinkedIn, and
that creates tremendous opportunities.

Carefully crafted campaigns that resonate with your key
audiences build brand. The key is to be consistent,
relevant, authentic and original, and don’t forget to cross-
fertilse those channels; if you get a good piece of
coverage, be sure to share it. Not everyone will have seen
it, but this way they just might. And don’t forget to
target. LinkedIn, Facebook, Instagram and Twitter all give
you the tools to target hard to reach audiences. Wise
investment here can really make a difference.    
 
Plan for the post-pandemic
From active e-comms to digital initiatives, building your
post-pandemic marketing plan will be key to helping your
business bounce back in 2021.

PR & MARKETING

 Be bold. Plan ahead. Seize the day 
Key to communications in an ever changing and uncertain world is knowing what to say when, the tone you

should be using and the channels you should be focusing on to build customer loyalty, leads and sales.

ABOUT US
Absolute PR and Marketing specialises in public
relations and marketing communications targeting
businesses and consumers throughout the UK. Our
team of PR professionals has a broad range of
expertise and an impressive track record in the
property, travel, tourism, food and drink, recycling,
engineering, technology, marine and building
services sectors.

ABSOLUTE PR & MARKETING

Rachael Whitson
Managing Director

 

info@absoluteprandmarketing.com
01392 680740

www.absoluteprandmarketing.com
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Did you know that only 35% of businesses are confident their marketing efforts are delivering results? 

When done well, PR can and should become an essential growth tool for your business. Knowing this is one thing, but how do
you stop wasting budget on the wrong activity and achieve an effective strategy without spending a fortune on the experts?

The good news is that building on your PR strategy doesn’t need to be complicated or costly, but you do need to create and
deliver a comprehensive plan because it will have a positive impact on the bottom line of your business and will ensure you
only allocate budget against activity you know will help you reach success.

As a small business, ADPR understands the challenges faced by other small business owners and our talented team are
passionate about making PR accessible to all. 

With this in mind, we have created a new range of six affordable e-commerce products carefully crafted to meet the
communication needs of any small business following the devastating impact of the Covid-19 pandemic.

Each product, which ranges from social media support to crisis management planning, can be purchased for an affordable
one-off cost with no time commitment or contract to be signed. Businesses will have direct access to an expert consultant who
will listen to your challenges before providing bespoke advice.

We have also created a suite of completely free resources. Available on ADPR’s website, the downloadable guides have been
designed to address all areas of communication and walk businesses through a range of topics including a guide to PR for
small businesses, tips for running virtual events and a handbook for managing PR crises.

Here are a list of the key things you need to think about to create a winning PR strategy that’s specific to your business.

 Know your goals
Thinking about what
time you need your

business to achieve will
keep you on track and

prevent you from
spending time and

money on the wrong
things for your business.

Know your target market
Most companies will be able

to identify some common
audience characteristics

such as gender, age,
demographics and

behaviours. Once you have
this information to hand

you'll have a much clearer
idea about who you need to
communicate with and why.

Pick your channels

There are a multitude of
communication channels

to choose from.  Think
about your target market

and pick the channels
most aligned to their

interests. 

Become a storyteller

At its heart, PR has always
been about storytelling.  If

you can create a great story
that brings your messages
to life and connects with

your audience on a human
level, you'll cut through the
noise and be onto a winner!

ABOUT US
ADPR is an award-winning communications
agency, in Somerset. As a small business,
ADPR understands the challenges faced by
business owners and its talented team are
passionate about making PR accessible to all.
ADPR works with a range of companies from
start-ups to international organisations and
are experts at achieving results that deliver
real business value.

PRADPR

 Kate O'Sullivan
Managing Director

kate@adpr.co.uk
01392 979 241
www.adpr.co.uk
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Apptel has 30+ years of experience helping SME businesses
navigate telecoms requirements – some typical questions from
clients include:

How do I deal with incoming office phone calls when we’re all
working from home?

We can’t run everything from our mobiles – what’s the answer?

We’ve got an old phone system – what’s the point of moving?

Out last telecoms provider signed us into a 5 year contract
which costs a fortune and service is now rubbish – help!

Every time we have a fault it takes hours to get through to
someone – what can we do?

I get bombarded with sales calls saying my phone lines are
going to be cut off – is this correct?

Today’s business telecoms are an increasingly essential tool
helping you build a better business by improving how you
communicate: with staff, suppliers and most importantly
customers. Our job is to harness the technology to help you
transform the way you work, taking time to understand your
business and how you operate, then designing the right
solution for you.

Justin started Apptel 4 years ago having worked in the industry
for over 30 years and we are dedicated to ensuring our
customers have the best possible experience from initial
advice/consultancy, through to excellent customer service and
no long term contracts. We fully tailor all packages to each
individual business, taking the time to truly understand your
telecom needs. In short, we make it as simple and
straightforward as possible to do business with us, and to
make the switch to the cloud.

Apptel specialise in transitioning businesses from traditional
phones to cloud based systems. By the end of 2025, cloud
phones (VoIP phones) will be replacing all traditional business
phones due to the BT PSTN Network Switch off. The many
benefits of this type of phone system include: flexibility,
resilience as well as significantly lower upfront costs and lower
running costs for most of our clients, while maintaining all the
functionality of a traditional PBX system. Most importantly you
can work from anywhere while being connected to the business
phone system.

BIG CHANGES ARE COMING IN THE TELECOMS INDUSTRY

 1.  PSTN Network Switch Off – updating your phone system
Mirroring the turn-off of the old analogue television service and
complete migration to digital in 2012, BT have announced that it
will retire the existing analogue PSTN/ISDN telephone network,
nationwide at the end of 2025 – and Salisbury by the end of
2022. This means all analogue phone lines, including home and
business lines and ISND, will be switched off permanently,
being replaced with a fully digital fibre VoIP network. 

2.  SoGEA – The Future of UK Broadband
This is BT Wholesale’s new broadband service that doesn’t
require a separate phone line, saving you the cost of phone line
rental - this also means you are future proof and on the latest
BT Wholesale broadband service.

This should save you money and improve how you
communicate!

What Apptel can do to help – we’ll take you through the process
in a consultative way, without any sales pressure. Give you
clear advice and recommendations taking into account budget,
current issues, business growth, home/office working blend,
broadband availability. Covering all these points so you can
make an informed decision about what’s best for your business. 

BUSINESS TELECOMS 

 Business Telecoms & Internet

Apptel is an independent business telecoms
company specialising in cloud phones and
internet for SME businesses. We’ve over 30
years experience helping SME businesses
navigate business telecoms, offering the full
range of BT Wholesale products – all
combined with straight forward advice, no long-
term contracts and a truly customer orientated
service.

ABOUT US

APPTEL 

Justin Fellowes
Founder & MD

info@apptel.co.uk
01985 620133 or 020 3972 0066

www.apptel.co.uk
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Think strategically before you begin the recruitment process.
This gives you a chance to create a compelling position that
appeals to candidates and which is great for business.

1) Is a full-time FD really what you need? 

‘Full-time’ is the position many businesses default to when
they think of taking on personnel. The truth is, many fast-
growing SMEs don’t need a full-time FD. Often, a part-time FD
could be just as effective and offer the flexibility that you need.
Part-time FDs can be available when required; you don’t need
to wait until their day ‘in the office’ arrives, call them when you
need help.

2) Don’t overcommit yourself

If you’re concerned that you’ll make a bad choice or appoint
the wrong candidate, don’t offer a permanent role, at least not
to begin with. Carve out a project and offer a fixed-term
contract. Both parties have an opportunity to try each other on
for size. If all goes well, you can offer a permanent contract
later on. 

3) Personality counts

Psychometric profiling of your current workforce allows you to
assess if you have any gaps. If the majority is introverted and
task-focused, hiring an FD who is a strategic thinker, capable
of seeing the big picture, brings greater balance to the team
and business as a whole. 

4) Look for proof of skills too

CVs can tell a wonderful tale and people’s demeanour at
interview has a big impact. Prepare a test or deliverable to be
carried out at the interview stage, so you can be sure that your
FD has the skills you require. This will also help alleviate any
jitters you have about hiring the wrong person. 

5) Bear in mind that full-time senior roles have longer notice
periods

If you are recruiting a full-time FD, bear in mind that their current
employer may ask that they give notice of 3-6 months. You may
find that you need to make alternative arrangements to tide you
over, such as hiring an interim FD. 

6) Don’t get hung up on sector experience

It’s true that it takes a certain kind of person with a certain kind of
outlook to work in a fast-growing business. But rest assured that
finance skills are transferrable and sector nuance can be learned.  

7) Hire for ability and personality
Businesses tend to get the best from their FD, whether full-time,
part-time, permanent or interim, when they keep an open mind.
Business changes constantly; flex the role to the person, not the
other way around.

Bonus tip: hiring an interim or part-time FD gives you distance
that you don’t have from an employee. They are more likely to
offer helpful advice, to speak plainly and provide a valuable
‘outsider’s view’ than an employee who is emotionally involved in
the business. 

Financial recruitment by finance
professionals. As accountants ourselves we
know what a dependable finance person
looks like. We work with MDs of growing
businesses to help define their requirements
and source their perfect finance professional
(whether that’s a Management Accountant,
Financial Controller or Finance Director, full or
part time).

ABOUT US

FINANCIAL
RECRUITMENT 

 If your business is at the stage where you need to hire a Finance Director (FD), 
it’s a big decision to make. 

The fear of choosing the wrong candidate weighs heavily on many a-founder’s mind!
 

ARTEMIS CLARKE

Kate Clarke
Artemis Clarke

kate@artemisclarke.co.uk
07585 909107

www.artemisclarke.co.uk
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It always amazes me how our every move makes an impression on others. For business leaders there is very rarely
room to be “off their game”. Every decision, action, comment, facial expression, and word counts. It can make the
difference between success or failure of their business. This can be a tough place to be and very often a lonely
place to be.

Business leaders need their people to feel satisfied and motivated at work so that their performance has a positive
impact on the reputation of the business and it's financial success.

The question is “how do you get the best out of your people” and still have time to focus on growing your business?
And there isn’t a “one-size-fits-all” answer. Every situation is unique.

Executive coaching has proven to help business leaders to unlock their potential and enable them to navigate their
way through tricky situations.

Executive coaching is defined as a form of organisational learning through one-to-one conversations that facilitates
development for a leader. It can be used in a variety of ways, for example, getting past an impasse, removing a
stumbling block or drawing out and building on strengths.

An article from The Psychologist reveals that according to a recent study “…effective coaching relationships do
produce real and observable impacts in the eyes of all parties invested in the coaching journey. There is real
consistency between coaching outcomes as reported by client, coach and sponsor, suggesting that they see similar
benefits from the process. This finding emphasises the value of executive coaching as a highly effective
development intervention.”  

EXECUTIVE COACHING

ABOUT US

Accredited Certified Coach with the ICF
Psychometrics Practitioner (MBTI and Insights Discovery)
Mental Health trainer (MHFA England instructor)
Experienced Learning and Development Consultant
BP2W Satisfaction at Work Survey Service Provider

Belinda is a business psychologist and executive coach, specialising in mental resilience in the workplace
and relational leadership. 

Her approach is bespoke, working in partnership with her clients to find the right solutions for their business. 

 
BELINDA WESTWOOD
CONSULTING LTD

Belinda Westwood
Founder

 

belinda@belindawestwood.com
07889 765 243

www.belindawestwoodconsulting.com
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First you need a quality website

The past 15 months have been extremely difficult for
lots of businesses with many sadly closing their doors
for good. However, if this recent pandemic has taught
businesses anything, it is that you can survive. If you
have an online presence.

The first on all new businesses checklist now must be
a website. However, in today’s digital era it’s not
enough to just have a website.

57% of internet users say they won’t recommend a
business with a poorly designed website & a 1
second delay in page response can result in a 7%
reduction in conversions

You really need a website that looks good, both on
mobile and desktop, as well as a website that is fast.
This way, whenever a potential customer or someone
just having a nose around, comes to your website,
they will be greeted with a great experience and left
feeling happy.

Then you need to be found
It is no good if your website looks amazing and is
really fast if no one can find it. Many businesses still
rely on referrals from friends and customers, which is
great as it means you are doing something right.
However, if you solely rely on this, you are missing
out on a huge chunk of potential customers.

93% of global traffic comes from Google & 68% of
online experiences begin with a search engine

There are over 3.5 billion searches on Google every
single day, making it by far the best opportunity for you
to attract new customers. And the only way you are
going to be found on Google is to be top of the ladder,
and the only way to be top is with quality SEO.

And finally people need to like you

So, you have a shiny website that loads really quickly
and can be found easily. The final tick in the box is that
people need to like you. They don’t need to like your
product. Of course that helps, but people buy from
people. So if you are helpful and friendly, people will buy
from you.

You need to showcase this as well. It’s no good being
helpful to people who ring up, you need to let everyone
know how amazing your business is. And the best way
to prove this is with customer reviews.

Did you know that the likelihood of a product getting
purchased increases by 270% when it gets five
reviews & 93% of customers read online reviews
before buying a product

You need to make it super easy for potential customers
to find good reviews about you. You need to showcase
this on your website, with something like Trustpilot, on
Google with Google My Business, and even social
media with Facebook reviews. The more reviews you
have, and in more locations, the more likely people will
buy from you.
 

CREATIVE AGENCY

ABOUT US
Boson Web with Milk & Tweed is a full
creative agency, covering Graphic Design,
Web Design & Digital Marketing. Based in
Wiltshire, we have recently been awarded
Best Graphic Design Studio in Wiltshire by
CV Magazine and have been recognised
as one of the best design studios in the
South West through Bristol Media.

 
BOSON MEDIA with MILK & TWEED

James Scott
Head of Digital Marketing

 
 

james.scott@milkandtweed.com
01249 847 447

www.milkandtweed.com
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Struggling to grow your business? It’s actually quite simple. First you need a quality
website. Then you need to be found. And finally people need to like you.

 

http://www.milkandtweed.com/


What we can help you achieve

Attract high quality leads
You may have the best website in the world…but no web
visits equals no business! Our tried and tested approach
including digital advertising (such as Google Ads) and
SEO makes it easier for your target customers to find you.
We have been managing successful Google advertising
campaigns since 2003!
A Bristol online retail client achieved over £17 sales for
every £1 spent with Google. The figure is even higher if
repeat sales are included. 

Convert prospects into customers
For most websites, 99% of website visitors come and go
without buying or becoming a lead but it doesn’t have to be
that way. From the minefield of potential marketing
options, we help you choose the right digital marketing
strategy for your business to meet your specific business
objectives & budget. 
A Wiltshire SME business to business client achieved over
£1.5 million sales from our digital marketing. 

Grow customer lifetime value
Many businesses are so focussed on getting new
customers that they forget to nurture and grow the lifetime
value of their existing customers. Our 3 step process:
identifies your valuable customer segments; develops
digital marketing strategies to increase Customer Lifetime
Value (CLTV); implements the strategy; measures
performance and recommends improvements to maximise
CLTV.
This replicates the approach refined with some of Britain’s
biggest brands but scaled down to be relevant for small
and medium sized companies.

Our core digital marketing services 

Pay Per Click advertising that attracts more high quality
leads to your website
Right now, there may be people in the market today, who
need your products and services but are not aware of your
company. PPC is a targeted, fast and a cost-effective way to
attract high quality leads to your website and especially
effective when managed by a Google Expert like Peter
Hawtin. 
A Bristol SME business to business client achieved over
£300,000 sales from an African client opening a UK operation
as a result of our PPC campaign. 

Email marketing
The most effective digital marketing channel for generating
repeat business and achieving other important marketing
goals such as attracting and converting prospects, cross-
selling, lead nurturing, customer welcome campaigns &
customer win-back campaigns.
A Wiltshire SME business to business client was greeted by
the Global Marketing Director of a major global prospect at an
initial meeting with “I love your newsletter: I read it every
month.” Not a bad way to start a meeting with a top prospect!  

SEO marketing
Search engine optimisation (SEO) is the process of making
changes to your website that can have a significant effect on
improving your Google rankings. Done well, SEO can help
and attract more web leads and enhance people’s experience
of your website.  

Website Analytics
Many websites may look good but often fail to deliver strong
business results. Web analytics is an indispensable tool as it
highlights the parts of your digital marketing that are working
well and, importantly, which areas require improvement.

DIGITAL MARKETING

ABOUT US
Digital marketing specialist, Brand New Way
has helped small & medium sized companies -
and some of Britain’s biggest brands attract
and keep valuable customers since 2002. For
over 30 years, founder, Peter Hawtin has
pioneered brand new ways of marketing to
help clients achieve their digital marketing
goals.

 
BRAND NEW WAY

Peter Hawtin
Digital Marketing Director

 

peterh@brandnewway.com
07789741230

www.brandnewway.com
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Brand New Way is a digital marketing agency focussed on helping clients create powerful
digital marketing and advertising that attracts and keeps valuable customers.



Often the quickest and most cost-effective way to generate
additional sales is through improving your understanding of,
and relationship with, your existing customers. Here are
seven ways you can generate more sales and profits from
your existing customers.

1 | Identify your customers’ needs.  Do you really understand
the problem you solve for your customers? Don’t assume
anything. Often the motivation for purchase is very different
to the message you are pushing in your marketing.

2 | Monitor levels of customer satisfaction. Providing
excellent customer service is essential to a continued
relationship. Make sure you have measurements in place to
track how customers perceive the delivery of your products
and services. The average business will lose between
10%-20% of their customers each year and many of these
customers will leave because they think you no longer care.

3 | Manage their expectations. It’s not realistic to have a
100% service record. It’s the way you deal with issues your
customers will remember. Tackling problems and making
sure your customers are kept up to date will create stronger
and longer lasting relationships. You will be seen as a
business who ‘cares’ and will go ‘the extra mile’ when
needed.

4 | Be aware of customer feeling. Customers with an issue
will voice their concerns on social media. You need to be
there for your customers and able to show them they are
important to you and your business.

Otherwise they will just find somewhere else to go. It is
important to be helpful and to be available when things may
go wrong for a customer. Remind them that you value the
relationship.

5 | Reduce barriers to purchase. Don’t make it difficult to do
business with you. Give customers options on how they can
purchase and make the route through from enquiry, to
proposal, to sale, to aftercare and support as seamless as
possible.

6 | Build a positive experience: You need to be able to
stand out in the market and to show off what you have that
others may not. Show you can do more for the customers
than other suppliers. Build your ‘Social Proof’ to keep your
customers happy, loyal and engaged in your business. 

7 | Stay in touch and follow up. Keeping in contact with your
customers will increase their chances to repeat purchase
and increase loyalty, leading to greater commitment and
‘life-time value’.  This will increase the chances of your
business being referred to more people who may also
become customers themselves.

CUSTOMER
ENGAGEMENT

ABOUT US
Enquir3 help you create stronger customer
relationships. Better understanding customer
needs means they stay with you longer (more
sales and profits), promote your business to
others (better quality referrals) and your
marketing is more focussed (no wasted
spend).  We offer a range of support including
a free ‘Client Engagement Review’.

ENQUIR3 LTD

Daniel Plowright
Director | Enquir3 Ltd

 

Daniel.plowright@enquir3.com
Mob: 0771 787 4747

www.enquir3.com
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Have you ever wondered why some marketing works… and some doesn’t, why some
customer relationships last longer than others? Successful companies embrace client

engagement to maximise ‘life-time value’ and generate higher quality referrals.

Enquir3 can help you really understand your
customer’s needs. Helping them spend more money

with you and reducing the risk of switching to another
supplier.

Conduct a ‘Gap Analysis’ on your existing
customers to identify hidden opportunities for

profitable revenue.

TOP TIP

http://www.enquir3.com/


Money towards costs of dental and optical treatment
Cover for chiropractors/physiotherapist treatments

Workplace benefits: what do employees want?
Much has been written about what employees look for in a
job. It’s no longer salary alone. Prospective employees seek
a competitive salary and employee benefits package; a great
working environment; career progression and development
opportunities; and a positive company culture – to name but
a few.

SME businesses have a lot to offer in this respect, but
employee benefits can get neglected due to the perception
they are only for larger businesses with deeper pockets. This
is not of course true. By offering a tailor-made employee
benefit package to suit your business needs, your
workforce, and your budget, it could be the difference
between attracting and keeping the best people, or losing out
to competitors and settling for second
best.

Are employee benefits affordable for SMEs?
It’s an often-asked question, and the answer is a resounding
yes. There are benefits available to suit all business and all
budgets. But as a simple example, for a business with 10
employees who effects a Health Cash Plan which includes:

An Employee Assistance Programme offering access to
trained counsellors about any worries (e.g. financial,
health, relationship, bereavement etc.)
A platform offering up to 4000 discounts and offers
Virtual GP services

…you may be surprised to find out that the cost starts from
as little at £750 per year – for all 10 people. With the added
advantage of reducing employee absence from work due to
aches and sprains, it’s a very popular benefit for employer
and employee alike.

In recent months, employees have become more interested
in benefits that would support them and their families in the
event of death or illness. People have become so acutely
aware of the importance of good health, and the increasing
NHS waiting lists are cause for concern. Therefore,
employers who offer Life Cover, Illness Cover, and Private
Medical Insurance will position themselves favourably as
caring and benevolent.

What size businesses are employee benefits suitable
for?
There are options available on the market to suit smaller
businesses. For example, Excellect can access providers
who will offer employee benefits to businesses with as few
employees as 3. Our approach is to talk a business through
their options and obtain costings for them. That way they
can make an informed decision about what is possible.

EMPLOYEE BENEFITS

ABOUT US
Excellect are an independent employee
benefits broker specialising in the SME sector.
Ann Barker is Sales and Partnerships Director
and has been in financial services all her life, in
most part working to support businesses.
Understanding that growing businesses need to
attract and retain quality people, Ann strives to
help them do this. She wants to bust the myth
that employee benefits are only for large
companies, as Excellect makes them
accessible to all.”

 
EXCELLECT

Ann Barker
Sales & Partnerships Director

 

ann@excellect.co.uk
07398 8838074

www.excellect.co.uk
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Every business needs to be able to attract, motivate and retain good quality employees to help
it grow and succeed. It’s an accepted fact that a happy and engaged workforce is more

productive, which in turn leads to greater business success and profitability.

Excellect is a “whole of market broker” and has access to
all providers in the market. An SME ourselves we understand
small businesses, and our personal and professional service

results in our 97% client retention rate.

http://www.excellect.co.uk/


HUMAN RESOURCES

Do you or your managers communicate well with your employees? In many small businesses there is no specific strategy around
employee communication. This isn’t necessarily a problem, but it’s worth having a think about what communication looks like between
managers and staff in your organisation at the moment, and seeing if it can be improved.

But why do this? In a small business it can be easy to think that just as a result of the small numbers of staff, and working
arrangements, there is naturally plenty of communication. But that isn’t always the case, and even if there’s plenty of opportunity for
people to talk to one another, if it’s not the right communication, done in the right way, including all the right subjects and using the best
methods, then you’re not making the most of it. 

Here are some of the key benefits of good employee communication:

ABOUT US
face2faceHR evolved from a desire to help small
to medium-sized businesses (SMEs) gain access
to HR advice and support at a fraction of the cost
of employing a full-time member of staff.

We pride ourselves on offering personalised and
client-focused HR solutions to ease the pressures
of staff management, leaving clients free to grow,
with confidence and reassurance their HR
operations are legal, appropriate and effective.

Improved compliance with policies and procedures 

Because employees have access to them and understand them. This in turn reduces conduct issues and management time spent
addressing failures in this area, including lateness, dress code compliance, and many other essential procedures, rules and practices. 
These are in place for a reason but if they haven’t been communicated to employees effectively, they will not be followed consistently.

face2faceHR

Kirsty Duck
Managing Director

kirsty.duck@face2faceHR.com
0800 180 4998

www.face2facehr.com
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A healthy approach to HR brings real tangible benefits, even to the smallest
business. However it all starts with good communication.

 Communicating well with employees – why does it matter?
 

Improved job performance 

Because employees have all the instructions, information and guidance they need to perform their role effectively and understand what
is expected of them, reducing management time in addressing performance issues. 

Improved job performance 

Reduced absence rates
Higher retention rates
Increased productivity and performance
Reduced level of internal complaints, grievances and dissatisfaction
Improved customer service

Because employees feel more involved in the organisation and valued. They understand the organisation’s goals, objectives and how
their work supports these. This in turns leads to:

Improved management decisions 

Because good communication is a two-way street. Managers who seek and gain feedback from their teams about operational issues
can take those into account when forming strategy for the future. In turn, teams can see their views are sought and valued, and feel
motivated and valued themselves as a result, improving performance and engagement.

Good communication has very real tangible benefits for businesses, and all of the above positive effects of good employee
communication can be achieved by even the smallest business by considering how you communicate with your staff and whether it can
be improved upon.

http://www.face2facehr.com/


What is a grant? 
A grant is a sum of non-refundable money given by the
government or other organisation for a specific purpose to
achieve a given aim. 

The main types of grant funding for businesses are Business
Growth grants and R&D grants.  These types of grants are
accessible to companies regionally, nationally and
internationally. 

Business Growth grants 
Business Growth grants typically subsidise the cost of capital
items such as buildings, extensions, equipment, machines,
etc. They can also support operational costs such as
recruitment and business planning. Typical intervention rates
(i.e. the amount of a project cost that is grant funded) are
between 20-40%. 

Research and Development grants
R&D grants have a focus on funding market leading
technologies, products or processes across a variety of
sectors considered priorities for economic growth, innovation
and disruption. 

R&D grants for businesses have the potential to heavily
subsidise the costs of staff, partner organisations, capital
equipment, materials, sub-contractors, IP advice and project
management. Typical intervention rates are between 50-
100%.

Nationally - Research and Development grants -
Funded by Governmental agencies such as Innovate
UK (UKRI), UK Government departments and
philanthropic organisations.
Internationally - Research and Development grants -
Funded by programmes such as Horizon 2020 and its
successor, Horizon Europe 
Regionally Business Growth grants - Administered by
Local Enterprise Partnerships 

Benefits  
Grant funding has the ability to accelerate project
timeframes. Using Business Growth funding enables a
bigger, more impactful project to be realised. R&D grants
allow a significant reduction in a product’s time to
market, beating the competition and establishing first-to-
market status. This can have a pronounced impact on
your business through the increase of commercial
returns and subsequent business growth.  

Where to find them: 

When is the right time to apply for a grant? 
Grants should form a central part of your business
financing strategy, alongside equity and debt financing
options. Whilst the accessibility and value of funding
competitions varies over time, there are always options.
The worst time to apply for a grant is 2 weeks before the
deadline!

NON-DILUTIVE
FUNDING:GRANTS

ABOUT US
Granted Consultancy specialises in
unlocking non-dilutive funding for
innovative companies. Our full range
of non-dilutive funding services (grant
writing, project management, training
and R&D tax credit support) allows
you to focus on your business.

 
GRANTED CONSULTANCY

Tom Kennard
Director

info@grantedltd.co.uk
01392 427860

www.grantedltd.co.uk
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Non-dilutive funding, such as grants, can be used to accelerate new product development,
offset R&D costs, access top class research facilities and drive market entry. But what is the

benefit of applying and when is the right time?

http://www.grantedltd.co.uk/


CULTURE CHANGE AND
LEADERSHIP

Culture Reviews
Improving workplace culture and staff engagement is a significant priority for many organisations, and there is an
increasing appreciation of the benefits of proactively addressing issues and behaviours at the earliest stages.

An independent workplace culture review is a very effective way to objectively identify and assess problems within the
work environment, and can also have the benefit of providing employees with a voice – they can discuss issues that are
important to them and provide ideas for improvement, thus improving employee engagement and demonstrating the
organisation is actively listening to their concerns.

Organisational Change
In periods of change, it is more important than ever to have the right blend of knowledge, and skills to help manage the
process. Announcing redundancies or restructures can often have a damaging effect on productivity. Managing change
and innovation can also take its toll on business leaders. 

We take a holistic approach - looking at the context of the change, the business objectives and the resources available.
We know that promoting internal dialogue is key to a positive change, and that training and cultural reviews can also be
needed alongside the structural process. Whether we are dealing with restructures, redundancies or TUPE, we apply this
understanding to the rigour of process we follow.

ibex gale comprises two distinct but complementary divisions:

Our igpeople division focuses on Culture, Change and Leadership 

Leadership Development
High performing leaders at all levels play a crucial role in developing a harmonious workplace - and this is especially
important in the increasingly complex world we live in. We work with leaders to improve their performance, invest in their
development, and help them be better equipped to deal with the challenges they face.

Our igresolve division deals with complex workplace investigations and mediation.These include disciplinary allegations,
employee grievances, bullying and harassment, whistle-blowing, employee fraud and breakdowns in trust and confidence
at board level.

ibex gale is led by former employment lawyers, David Major and Poppy Jenkins, and comprises a team of over
25 legal and people management specialists. Suzanne Easton is the lead contact in our relationship with
Inspire.

ibex gale

Suzanne Easton
Associate Director
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"We firmly believe people are the most important asset in any organisation, and our
mission is to help create thriving organisations where people can prosper."

and

seaston@ibexgale.com
+44 7534 949665

Suzanne has extensive experience in working with
organisations on significant high profile strategic

people management, culture and leadership
development.

 
Prior to joining ibex gale, Suzanne worked at

Barclays bank for over 25 years.



4.Know your sales process
Be clear on the steps and stages that a customer goes
through with you before they buy. Defining what good would
look like at each stage, can leverage your sales process so
that you are able to convert more of the leads you get.

5.Track your conversion ratios
Track your conversion ratios at each stage of your sales
process or your sales pipeline. What does that tell you about
where your processes are stronger? What action could your
sales people take to convert more? Pipelines need to keep
moving. A stalled pipeline skews results and doesn’t help
anyone.

6.Follow up
Often overlooked because we don’t want to appear pushy, but
it is in the follow up that we can move opportunities through
your process to winning orders.

7.Look after your people 
Your people are having sales and service conversations with
your customers. Covid has amplified the need for employees
to be at the top of their game, despite the challenges we are
all facing. Those that are engaged, engage more with your
customers. Looking after your people includes training them.
Training and development is at the heart of employee
engagement, especially when people are working from home.

TRAINING &
DEVELOPMENT

ABOUT US
Intelligent Dialogue are a training and development
consultancy that focuses on delivering results for our
clients. Working nationally and internationally, we’re
based in Royal Wootton Bassett and offer a range of
sales, customer service and management development
programmes, tailored to our clients, designed and
delivered to achieve their outcomes.

Your people are key to your business growth. They are
having conversations with your customers which will win or
lose you opportunities, answering queries and solving
problems for your customers. Keeping them happy. And
happy customers spend more.

We’ve found through Covid, that forward thinking companies
are investing in their people development and their
processes, because they recognise that is central to their
growth after the pandemic. 

Here are 7 things key to having sales confidence and
growing your revenue. 

1.Develop a sales mindset 
Sales confident companies, know why their customers should
buy from them. They understand the value they bring and
they can explain that to their customers with conviction.
Sales leaders make sure that their sales people understand
this value, and help them to stay positive. Positivity sells;
positive sales people sell more than negative ones. Research
shows upto 37% more.

2.Help people to buy from you
How easy are you to buy from? What hoops do potential
customers have to go through to buy from you? It might
sound obvious, but do you remember when we used to
answer the phone in three rings, how quickly do you respond
to a web form or an email? 

3.Have a sales plan
Sales people need to use their time wisely. It’s easy for
proactive sales people to react - to get drawn into customer
service or operational issues. Right now you need them to be
focused on critical proactive sales conversations. A sales
plan helps a sales team to focus on the customers and
accounts that will bring most payoff from their activity; the
ones you want to win, the ones you want to keep and the
ones that you can grow.

 
INTELLIGENT DIALOGUE

Diane Banister
Managing Director

 

diane@intelligentdialogue.co.uk
0845 450 0988

www.intelligentdialogue.co.uk
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The paradox of the pandemic. As we’ve all had to embrace new technologies, we’ve
realised just how important relationships are. 

 

http://www.intelligentdialogue.co.uk/


With offices in Bath, Bristol, London, Taunton and
Yeovil, we act for owner-managed businesses and not
for profit organisations throughout the whole of the
South West and further afield. This client-base
continues to grow steadily because of the quality of
the compliance work we carry out, as well as our
unique attitude, that focuses on the achievement of
our clients’ goals.

By innovating and embracing change, our creative
approach to business is making a difference. We
encourage businesses to challenge convention and
oppose the ordinary. From out-of-the-box technology
solutions to research and development, business
should never be boring. As professional partners of
the MGI Worldwide network, our advice is helping
businesses trade around the world.

It was that focus on making a difference that meant
we were the only firm in the country to ever win “Firm
of the Year” in the Practice Excellence Awards for
three consecutive years. This award is all the more
important to us because it was the result of online
voting from our clients. We have also been named as
winners at both national and regional awards recently.

With 22 partners and a total team of around 250,
spread across 5 locations, we find ourselves large
enough to deal with the needs of our most demanding
clients, yet small enough to care about our
smallest.Our client base itself ranges from charities
and academies, individuals and families in business
to large commercial groups of companies.

We understand that the needs of all our clients are of
paramount importance, irrespective of the size or
structure of their businesses or organisations.

We are pleased to assist our clients through economic
upturns and highs, as well as adverse trading situations.
Maintaining a close working relationship during these
economic fluctuations has rewarded us with long term
loyalty from these clients and a bond that is rarely
experienced in a professional relationship.

Our practice has grown strongly on the back of client
and professional referrals.  Whilst technology is
unquestionably having a major impact on the accounting
sector, long term personal relationships with our clients
remain at the core of how we like to do business.  Both
pre year end and following the audit process, we need to
sit in each other’s company and feel entirely comfortable
in discussing future plans, and improvements to the way
things are done.

We have also grown by way of acquisition, and continue
to invest in bringing on our people, ensuring that we
continue to be a vibrant place to work and are
committed to ambitious but sustainable growth.

CHARTERED
ACCOUNTANTS

ABOUT US
Ian has a wealth of experience in advising
owner-managed businesses across a wide
range of sectors. His clients benefit from his
close links with Business West and local
professional contacts. Ian is committed to
building strong working relationships, to
understand from their perspective what
guidance they need.

 
MILSTED LANGDON

Ian Lloyd
Partner

 

illoyd@milsted-langdon.co.uk
01225 904940

www.milstedlangdon.co.uk
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Milsted Langdon LLP, originally established over 30 years ago, is one of the leading
independent firms of Chartered Accountants and Business Advisors in the South West.

http://www.milstedlangdon.co.uk/


TALENT STRATEGY AND
RECRUITMENT 

Business Strategy.  What are the critical challenges and opportunities facing your organisation? Where are you and where do you
want to be?
Skills required.  What skills and experience will the organisation need to meet these opportunities or challenges?
Skills gap.  To what extent do these skills and experiences exist in the business currently?
Organisation structure.  What are the implications for your organisational structure and design?  Are the people in the right seats on
your bus?
Actions to achieve.  What actions need to be taken to achieve your desired outcomes?

Talent strategy is the process of identifying who you need, when you need them and how your organisation should be structured, for
you to achieve your goals.  

Here are the 5 key areas to consider:

The outcomes of these conversations then begin to determine your recruitment forecast, workforce planning activity, and how your
talent and hiring plan will support the wider business.

ABOUT US
Mployable Consulting is an award-winning talent strategy
consultancy firm. We focus on building process, strategy and
systems to expedite your recruitment, and make it simple by
focusing on our three core pillars:

1. Organisational design and talent planning. Understanding
where your business is currently at, and where you want to
get to.
2. Employer Branding. Thinking about your recruitment as
you would your marketing.
3. Systems, process and infrastructure.

Mployable Consulting – We help you get better at hiring.

EMPLOYER BRANDING

Start where you stand.  Assess your current activity and understand your position in the market. 
Develop a target candidate.  As with traditional marketing, it helps to have a target in mind to talk to.
Cultivate a voice.  One that aligns with your wider marketing, appeals to your target candidate and supports your values and
culture.
Deliver. How will you stand out and be authentic?  Think channels, message and content.

It’s about thinking about your recruitment in the same way you think about your business marketing.  It supports a journey to becoming
an employer of choice, solidifies your position in your community and acts as the shop window as to what it is like to work for you.  

Here are the four key areas to consider:

Employer branding isn’t an overnight solution, but it’s a must-have in your long-term recruitment strategy to organically target the right
candidates.

MPLOYABLE CONSULTING

Rosie Skinner
Managing Director & Founder

Rosie@Mployable.co.uk 
0330 111 2911

www.Mployable.co.uk
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The holistic approach to growing your team and your business.
 

People are one of the most expensive investments you can make in business and one of the riskiest.  But it doesn't have
to be complicated.  By aligning your talent strategy, organisational design and hiring plans to wider business strategy,
you can stay out of recruitment firefighting mode, and stay focused on the things that will drive your business forward.

 

We will break it down into three core pillars.

TALENT STRATEGY & ORGANISATIONAL DESIGN

Last, but certainly not least – develop a robust and repeatable recruitment process and structure.  Every candidate should receive the same
experience – and you should be clear on the results you expect from your recruitment effort.

Process starts with using your recruitment forecast and talent strategy to know when additional resource is needed, through to ensuring the
new employee arrives on day one and is inducted successfully.  It should be well documented, cascaded and consistently reviewed for
efficiency and results.

If your recruitment isn’t delivering.  If you are paying recruitment agencies too much money for little results.  If you are constantly on the
back foot, in firefighting mode and recruitment is becoming a pain point in your business – give us a call. 

Mployable Consulting.  Talent strategy and organisation design consultancy

SYSTEMS PROCESS & STRUCTURE

http://www.mployable.co.uk/


Directors should strip back their 1, 2, 3 & 6 month
Cashflow forecasts, ensure their employees and key
suppliers are paid as much as possible and apply for the
various loans and grants available; sit tight and ride it out.

When normality is mostly re-established and businesses
peer again at the road ahead, everyone will be asking
similar questions – how quickly will my turnover come
back, what is my cash-shortfall for the first 1-2 months,
who might fund that gap, which of my pre-covid debtors
might pay and which of my pre-covid creditors might be
on my trail.

The answer may sit around a relative under-used tool in
the Insolvency Practitioners armoury, the Company
Voluntary Arrangement, either as an informal agreement
with your suppliers, or as a formal process as a means of
protecting your business. Trust needs to be rebuilt and
those who have solid MI and robust forecasting
mechanisms, using their accounting and other financial
advisors, will be best placed to convince there
stakeholders that they have ridden out the Corona storm
and are worthy of future trust and support.

There will be a place for the more invasive surgery of
Administration sales and Liquidations, because of huge
damage this virus has done, but fundamentally sound
businesses will survive with flying colours if they prepare
for a bounce-back in a realistic time period. However,
they cannot rely on their previous good name to convince
their market-place of their viability. 

Coronavirus had, and still has, the potential to set off a
wave of corporate insolvencies which could easily out-
strip the blood-bath of the early 90s. Many of the
certainties of business life have been removed as the
music of the market place has stopped.
 
However, this is not a fundamental and chronic problem
of an over-sold stock market, irrational exuberance in the
tech industry or elaborately mis-sold set of mortgage
products; this is a short term external shock. The
problem is that its end date is still uncertain 12 months
after its onset, but we know that it will end.
 
Insolvency practice and law functions best in a thriving
market to tidy up mistakes and mis-judgements, and to
re-allocate business assets to where they can more
profitably be used; there is a Darwinian aspect to it. In
the current crisis, a growing spate of Administrations and
(worse) Liquidations is likely to lead to more and more of
the same, leading to spiralling asset values and a
collapse in business confidence. The UK government has
wisely decided that certain normal insolvency rules
temporarily do not apply – winding orders have been
deferred, repossession of property has become very
difficult and the sanction on directors of “wrongful
trading” (or carrying on when you shouldn’t) has been
temporarily suspended. They have allied this to a
massive program of support for workers and businesses.
 This state of affairs will soon come to an abrupt end at
the same time as the economy roars back to life, and that
is potentially the point of greatest danger.

Currently, all your creditors understand the position
businesses are in – the bank is unlikely to call in loans,
HMRC will not come knocking, the phone electricity
company are unlikely to cut people off. 

INDEPENDENT ADVISORS

Quantuma is an independent
advisory firm serving the needs of
mid-market and corporate
companies, as well as their
stakeholders. Our experts advise
clients on business transactions,
resolving disputes, mitigating risk and
managing operational as well as
financial challenges.

 

ABOUT US

QUANTUMA

Simon Campbell
Managing Director

simon.campbell@quantuma.com
02380 336 464

www.quantuma.com
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So the human factor is huge and all team members
should be aware of the threats and trained how to deal
with them. 

Bottom line - cyber security needs to be owned at the top.
The board and senior leadership team need to own your
cyber security strategy and roadmap. If this feels scary,
don’t worry - let us know and we’ll make it straightforward
and meaningful for you. 

How do I get started?
Cyber security is an ongoing journey and our best advice
is to start now and not to worry about where you are. 

But don’t leave your head in the sand. The key is to
understand your situation, appreciate the risks and learn
what you can do to mitigate them.

We can help you with a comprehensive, independent
assessment of your current cyber security with a
prioritised action plan for tackling issues - whether your
team is office-based, remote or a hybrid.

Cyber security - why does it matter? 
Cyber security is about keeping the things that really
matter to your business safe from online theft and
damage. 

This includes your most sensitive customer data,
intellectual property, employee information, online assets
such as websites and social media, computer systems,
records, email accounts and so on.

It encompasses your people, processes and technology
and these must all work together to keep you assets and
information safe.

How can cyber security boost my bottom line?
Cyber security can have a huge impact on your profit and
loss in two core ways.

First, it can help you avoid potentially catastrophic
losses. It is inevitable that your business will be a target
and a successful breach will cost you time and money
while damaging your reputation. 

Second, and this bit is less well understood, good cyber
security can open up new opportunities. Increasingly,
clients are demanding cyber security accreditations from
suppliers that want to pitch for their projects, retain their
business or take part in their procurement processes. 

Isn’t cyber security IT’s job?
Your IT team or company have an important role in
keeping your systems secure and should be aware of
their responsibilities. But cyber security goes way beyond
IT.  The biggest vulnerability in your business is probably
your team because people are easier to trick than
technology. 

CYBER SECURITY

ABOUT US

Who are Securious?
Securious is the South West’s leading cyber security

company. 
 

We are different than you might expect because we
understand business, we aren’t salespeople and we

are completely independent. 
 

The core services we offer include:
 

- Payment card security (PCI DSS compliance)
- Cyber Essentials and Cyber Essentials Plus

- ISO 27001
- Managed detection and response (SIEM and SOC

solutions)
- Staff awareness training

- Board level CISO (chief information security officer)
as-a-service

- Cyber security strategy
- Penetration testing and scanning

- Cyber security health checks and audits
 

 
SECURIOUS

Rosalind Woodward
CEO

roz@securious.co.uk
01392 247110

www.securious.co.uk
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Negotiating your own deal to raise finance, acquiring or exiting a business comes with a warning. A lack of knowledge of
the funding landscape or the tactics used in negotiating deals can leave you exposed. Why risk securing unfavourable
finance terms or eroding value in the business you have grown? Shaw & Co offer truly independent advice to help you
navigate the pitfalls of funding, growing or existing your business.

How Shaw & Co can help

Business funding

Growing your business is an exciting process but knowing how to finance that growth can seem daunting. The funding
landscape is complex with many lenders offering a myriad of financing solutions. Your bank may decline finance based on
its lending policy or the quality of your business plan. Do you know which lenders are on the alternative market and what
their risk appetites are? Our business financing experts can help you navigate the complexity and arrange business
financing that’s right for you.

Buying a business

An acquisition can make you more competitive by adding scale or capabilities to your business that you don’t currently
have. However, acquisitions only work if you pay the right price and valuation is one of the key aspects of any
transaction. Due diligence is critical - the assets you may be acquiring could be worth less than you think, or you could be
acquiring hidden liabilities. Our M&A experts can ensure that your intended acquisition is achieved at the right price, on
the right terms and is appropriately funded.

Selling a business

A trade sale is a popular exit strategy as it often delivers a strategic premium and a long-term home for your business. To
successfully execute a trade sale the buyer must be convinced of the strategic value, as well as understanding the risks,
of acquiring your business. Any trade sale requires a high level of confidentiality to avoid creating uncertainty among
employees, suppliers and other key stakeholders. Our M&A experts will manage the end-to-end process of preparing your
business for a trade sale, taking it to market and executing the transaction with trade purchasers.

FINANCIAL ADVISOR

Shaw & Co is a Bristol-based boutique corporate finance advisory firm
established to help leaders maximise and realise the value within their
business. The firm was founded by Jim Shaw in 2011. Our clients are
typically ambitious owner-managers of high-growth businesses looking to
exit, or secure funding.

ABOUT US

 
SHAW & CO

Jim Shaw
Founder & CEO

hello@shawllp.co.uk
0117 325 8510

w ww.shawllp.co.uk
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This is a question that has been asked by SME businesses for a number of years, but it seems that in the current climate this
question is more relevant than ever.
 
The funding landscape is forever changing and keeping up to speed is harder than ever. The truth is, SME businesses and
individuals are largely unaware of the different types of facilities that are available to them, how they work or how they could
help.
 
I think it’s very much a ‘British’ thing that borrowing money for business is considered a failure, and the only reason you need
to borrow money is that your business is struggling. Let me reassure you that in the most, this is not the case. There is still real
liquidity in the market. What do I mean by this?
 
Outside of the main high street banks, that have the biggest market share for funding businesses, there is a growing number
of lenders who fund specific sectors:

Asset Finance, Invoice finance, Card Machine Finance, Property Finance, Cashflow Finance, IP finance and so it goes on. 
 
The key to successfully accessing finance is the level of detail now required within the application stage (or prior in some
cases). The more detailed and accurate this information is, the better your chance of getting what you need. Getting a real
understanding of where your business has been and where it is going will help you formulate the ‘right’ amount of finance and
the ‘right’ way of structuring it.
 
To summarise the article please don’t believe that you won’t qualify for finance until you have tried it. Yes, in some cases it will
be a ‘No’ and the current climate has definitely made it more challenging, but we wouldn’t be in business if we didn’t like a bit
of a challenge. 

We have strong relationships with many of the alternative lenders in the market and are well placed to assist you in securing
the funding you need for your business. Get your ‘ducks in a row’ and go for it!

ABOUT US
The aim of our company is to assist SME businesses navigate the crazy and sometimes
complicated world of finance and create the right funding structures for your business plans.
We do this with excellent knowledge of the market and we keep things simple making it easy
for you to understand. There is over 300 years banking experience within the team which
means you are in safe hands.

FINANCESOUTH WEST BUSINESS FINANCE

Dan Smith
Director

dansmith@swbf.co.uk
07753 176769

www.swbf.co.uk
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For organisations with less than 10 staff, HR support
mainly focuses on documentation and compliance. It is
important for small organisations to protect its interests
with well drafted employment contracts and policies /
procedures. 

Ongoing HR advice and support is increasingly
important for organisations with 10 or more employees.
With a larger workforce, it is likely that complex staff
issues will occur requiring expert HR support. 

Regardless of size, all UK based organisations are required
to comply with employment law. This includes providing all
employees with a written statement of their terms and
conditions of employment from their first day with the
organisation. Employees are also entitled to receive a copy
of the organisations disciplinary and grievance procedures
and a privacy statement detailing how the organisation
stores and processes their personal information.

There are also statutory requirements for maternity,
paternity, parental leave, holiday, redundancy, data
protection (GDPR), sick and bereavement. This is an ever-
changing employment landscape which is difficult to
navigate without expert HR support on hand.
Most small organisations do not have their own HR team in-
house to advise and manage its legal responsibilities with its
employees. That is where outsourced HR support is a
lifeline for organisations without an internal HR team. 

The level of HR support required by organisations is largely
determined by the number of staff it employs:

Once organisations grow to 20 or more employees,
staff management systems such as appraisals, staff
surveys, induction design and management and
basic management training become useful as more
people responsibilities are devolved through the
organisation.

Larger organisations with 50 or more staff are more
likely to have a management structure in place and
therefore a consistent approach is required for
people management and HR activities. Organisations
of this size often require pay benchmarking, cultural
values and behaviours development and in-depth
management training for employees with people
management responsibilities.

Organisations with 100 or more staff may be able to
hire a HR resource in-house. However, they often
require strategic HR support and assistance with
sensitive processes such as the annual
compensation review. Larger organisations also seek
leadership development and coaching in their HR
support package.

Many outsourced HR companies will provide
employment tribunal insurance protection for that
extra “peace of mind” for employers.

The HR Dept provides HR support and advice to over 70
clients in Swindon and North Wiltshire. It works with
businesses and not for profit organisations across the
full range of business sectors providing friendly,
professional, and commercial HR advice and support
that is covered by employment tribunal legal insurance.

HUMAN RESOURCES (HR)
AND EMPLOYMENT LAW

ABOUT US
Peter Jones owns and runs the HR
Dept in Swindon and North Wiltshire
with his team of HR experts. He is a
former HR Director who has been
working with small and medium sized
organisations since 2009. The HR
Dept supports organisations of all
size and offers a range of support
packages to suit.

THE HR DEPT

Peter Jones | Director
The HR Dept, Swindon, North
Wiltshire and East Cotswolds

peter.jones@hrdept.co.uk
01793 683398

www.hrdept.co.uk
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ABOUT US
What No Safety Services Ltd offers a
comprehensive range of safety, health,
environmental and business continuity  services
to help our clients comply with the law, and
support businesses by showing them how to
implement best practice to improve performance
whilst ensuring business operation is not
compromised. With a dedicated team of health
and safety professionals we provide the highest
level of service and performance through a
bespoke offering tailored to YOUR business
needs.

Everything to do with health and safety involves risk assessment, doing a risk assessment is an “absolute” legal duty. Here is a 5 step
process to assess risk in your business or during your business activity:
 
Step 1 | Look for hazards
Look only for hazards which you could reasonably anticipate to result in significant harm to the person or environment. Engage your
employees and ask them what they think the issues are and how they control them. How they do this and how you think they should be
doing this can be two very different things.
 
Step 2 | Decide who might be harmed
There is no need to list individuals by name – just think about groups of people doing similar work or who may be affected, including
members of the public and others sharing your workplace. Don’t forget that young people and pregnant woman need special risk
assessments. 
 
Step 3 | Eliminate or minimise the risk
Either remove the risk or control it so that it is unlikely to cause harm. Reducing or eliminating risk can be achieved in several
ways including:
• The provision of adequate information, instruction and training
• Implementing adequate systems and procedures
• Machine guarding
• Providing personal protective equipment
Where the risk is not adequately controlled then indicate in an ACTION PLAN what more needs to be done.
 
Step 4 | Record your findings
If you have 5 or more employees, you must record the significant findings of your assessments and communicate your findings to your
staff. Keep written records for future use and auditing purposes.
 
Step 5 | Review and revise
Each risk assessment should have a revision date. Depending on the nature of the assessment, this could be on a monthly or yearly basis.
This should also be reviewed if circumstances change or an accident occurs.
 
Our top 10 tips to running a safe business:
1    Carry out the risk assessments.
2    Consult your workforce.
3    Keep written records to prove you are doing what you are meant to be doing.
4    Implement a training schedule.
5    Clear up the cutter – slips and trips biggest cause of accidents in the workplace.
6    Keep up to date with your routine maintenance.
7    Carry out regular emergency drills.
8    Look to the future and plan for change.
9    Look at ways of keeping stress levels down.
10 Get a competent person to give you clear health and safety advice.

HEALTH/SAFETY & BUSINESS
CONTINUITYWHAT NO SAFETY SERVICES LTD

Alastair Barrett
Managing Director

abarrett@whatnosafety.co.uk
01722 326390

www.whatnosafety.co.uk
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Simply put, health and safety law is about controlling risk, providing a safe environment for your workers and anyone
that visits your premises. By incorporating health and safety as part of your governance principles and of course

policy you will be doing all that you can to avoid accidents happening!

http://www.whatnosafety.co.uk/


Employee benefits has had a lot of profile in recent years with pensions becoming a mandatory requirement. Death in

Service is another common benefit. One employee benefit which is less well known, though actually has benefits for both

the employer and employee, is ‘Group Income Protection’ insurance.

Group Income Protection enables an employer to continue to pay a proportion of an employee’s earnings if they are unable

to work due to illness or injury. This can help meet both the employer’s statutory and contractual sickness pay liability, as

well as potentially offsetting some or all of the sick pay that it might otherwise pay out from its own profits. 

It also helps employers manage long term sickness absence more effectively as the insurer becomes involved in assessing

the absence from a medical perspective, ensuring the incapacity is both qualified and supported.

Employees don’t always prioritise their own financial protection. An employer providing replacement income at a level that

can exceed the minimum statutory amount, will help support its employees in meeting their ongoing financial commitments

so they can concentrate on returning to full health and work – that’s the value of the employee benefit to the employee.

The insurance plan is taken out by an employer to insure part of its employees’ gross pay, so that the employee can

continue to receive income if they are prevented from working because of an illness or because of an injury. 

Income replacement benefit is claimed by and paid to the employer. The benefit is then paid to the employee through

normal payroll. 

An employer may also choose to insure its contributions to an employee’s pension scheme, other employee benefits added

to pay and their liability for employers’ national insurance contributions on the amount of benefit paid to employees. 

Proportionate benefit may be payable if an employee has to take up a part-time or a lower paid occupation because of the

incapacity and therefore would continue to lose some of their normal income. 

Employees could be described as a firm’s greatest asset… there can be real benefits to the employer in insuring them. 

ABOUT US
Wiltshire Friendly Society provides
income replacement plans to
Individuals, Employers and Sports
Clubs. As a mutual, the Society
operates for their benefit.

Gavin Puzas is a Sales & Business
Development Consultant whose role is
to identify a client’s income protection
needs and guide them through the
options.

GROUP INCOME PROTECTIONWILTSHIRE FRIENDLY SOCIETY

Gavin Puzas Cert CII (FS)
Sales & Business Development

Consultant
 

gavin.puzas@wiltshirefriendly.com
07850 129123

www.wiltshirefriendly.com
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More firms are including employee benefits within their overall employee package to aid staff retention and also help
in attracting new recruits. Employees are starting to expect these benefits more and more.

 

http://www.wiltshirefriendly.com/

