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EDITOR’S WORD 
Welcome

This month we look at the impact the 
North East is making on the rest of the 
world. Our region is the only one in the 
UK with a positive trade balance – we 
export more than we import – and 

this edition is packed with some of the fantastic 
and varied North East-based companies that are 
contributing to this distinguished fact – not least our 
cover star, Eldon Robson, who has taken his great-
grandfather’s local botanical brewing business to 
success on the world stage. 

Of course, it would have been remiss of us not to 
tackle the ‘elephant in the room’, and much of this 

issue provides advice on what businesses should be 
doing now to prepare for Brexit. 

The experts who have contributed to this issue 
talk about the importance of creating a ‘frictionless’ 
transition when the UK exits the EU on March 29, 
2019. This essentially means that trading terms 
should stay as closely aligned to the ones we have 
already. Whether this will appease Brexiteers, 
however, remains to be seen. 

But whatever deal the UK ends up with from its 
divorce from the EU, let’s hope it’s one that allows our 
North East exporters to continue to make its mark.

I hope you enjoy this issue. 

Welcome to the International Issue

Editor’s Word...

ALISON COWIE
alison@netimesmagazine.co.uk

07961091522

@AlisonNETimes

NET

PARTNERSHIP:
To become one of our exclusive corporate partners, please contact: martin@netimesmagazine.co.uk
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NEWS
Bulletin

North East businesses have 
grown their export sales at the 
fastest rate in more than 11 
years, according to the latest 
North East England Chamber 

of Commerce’s Quarterly Economic Survey 
(QES).

The QES results for the first three months 
of 2018 show a slight increase in overall 
growth compared to the end of 2017. A 
major contributor to this was export sales 
growth reaching its highest level since the 
end of 2006.

Across the key indicators, both the 
service and manufacturing sectors have 
reported growth this quarter and share 
similar levels of optimism about future 
profitability and turnover.

The QES also showed unease over 
the rate of inflation has reduced slightly, 

although it remains near the top of 
businesses’ list of concerns. Competition 
is once again the biggest concern, while 
there is also an increase in worries over 
staff costs; a possible product of impending 
increases in the living wage and skills 
shortages.

BUSINESS

Confidence 
among North East 
exporters

BULLETIN

TRANSPORT

Shadow Transport Secretary visits 
Port of Tyne
The Shadow Secretary of State for Transport, Andy McDonald 
MP, paid his first visit to the Port of Tyne on Friday April 20.
While on tour of the Port’s 600 acre estate, Mr McDonald 
(pictured left) learnt more about the potential of the Port of 
Tyne Enterprise Zone sites and saw the latest development of a 
new wood pellet terminal, which is currently part of one of the 
largest construction projects in the UK.

Andrew Moffat, Port of Tyne chief executive officer, and 
chairman elect of Maritime UK, said: “The Port of Tyne adds 
just under £700 million to the UK economy, supporting 14,000 
jobs, and like all UK ports we need to focus on the future and 
how we can contribute to sustaining trading gateways to world-
wide markets.”

Figures show the region’s 
export sales growth at its 
highest level since 2006
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INWARD INVESTMENT

Creative agency chooses 
Newcastle
An integrated creative communications agency 
has set up a new creative hub in Hoult’s Yard, 
Newcastle, to tap into the local talent within 
the sector. London-headquartered Luminous 
delivers award-winning strategic design and 
communications solutions. J
ames Moore, creative director at Luminous, said: 
“The rise of digital and tech in the region and the 
prominence of those business types throughout the 
city meant that Newcastle was a good fit for us.” 

GLOBAL

University partnership 
opens new markets
Pro Sport Support Ltd, which developed its 
Athletic Movement Analysis Tool as part of a 
Knowledge Transfer Partnership with Teesside 
University, is now marketing its training platform 
to thousands of young athletes in the Far East.

The Huddersfield-based company has signed a 
contract with Shenzhen Good Family Enterprise, 
one of China’s largest manufacturers and 
distributors of sporting goods.

National news 

REPORT HIGHLIGHTS 
OPPORTUNITIES FOR 
OFFSHORE WIND 
INDUSTRY 

A new report by the 
Conservative MP and 
former Energy Minister Sir 
Michael Fallon has hailed the 
economic benefits offered 
to the UK by the offshore 
wind industry – including 
the development of the 
nationwide supply chain.
The report, entitled Winning 
Locally, Going Global, and 
commissioned by Wilton 
Engineering based in 
Middlesbrough, notes that 
“over the next four years 
alone, offshore wind will 
be Britain’s fourth largest 
infrastructure programme”.
It also predicts that the UK’s 
offshore wind exports can 
grow fivefold, from £500 
million in 2017 to £2.6 billion 
by 2030.

YORKSHIRE AND NORTH 
EAST BUSINESSES 
VULNERABLE TO MONEY 
LAUNDERING AND 
BRIBERY?

A staggering 82 per cent 
of middle market firms in 
Yorkshire and the North East 
consider themselves at risk 
of falling foul of anti-money 
laundering and anti-bribery 
legislation, according to 
the latest YouGov survey, 
commissioned by audit, tax 
and consulting firm RSM.
The survey of more than 
300 middle market business 
leaders also revealed that 
24 per cent of firms have 
suffered, unwittingly or 
otherwise, in incidents that 
are outside of the law.
Despite this, over half 
(52 per cent) of those 
questioned felt that 
non-financial reporting, 
the mechanism through 
which risk is minimised, is 
excessive or demanding – 
diverting major resources 
and hindering company 
operations.

GLOBAL

Weekend Box eyes European 
expansion
Multi award-winning Newcastle-based scale-up, 
Weekend Box Club,  has shipped its first activity 
boxes to Germany and Austria. 

This marks the first in a series of international 
licensing opportunities for the company, which 
provides activity boxes for children aged three to 
eight via a subscription service. 

The first Weekend Boxes to be translated 
into German and exported left Weekend Box’s 
Newcastle warehouse last month.

EVENT

Keynote speakers 
announced 
Mica McNeil, who produced the best-ever 
performance by a British women’s Olympic 
bobsleigh team, Sir John Timpson, the man 
behind Timpson UK shoe repair chain, and Angus 
Thirlwell, CEO of Hotel Chocolat (pictured), 
have been announced as the speakers at the 
Entrepreneurs’ Forum’s Together We Can Take on 
the World. The one-day conference will take place 
at Newcastle’s Crowne Plaza Hotel on May 10.
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MARKETING

NE research agency’s 
Scottish expansion
Newcastle-based market research agency Explain 
Market Research has partnered with two new 
clients based in Scotland as part of its strategic 
growth. The agency has added Scottish Water and 
SGN to its portfolio of clients in the utilities sector, 
which already includes SP Energy Networks and 
SSE. 

FINANCE 

Tier One Capital continues growth plans with acquisition
Tier One Capital Ltd, the Newcastle-based wealth management firm, has announced the acquisition of a 
significant shareholding in one of the North East’s largest independent financial advisory firms.
Tier One Capital, which specialises in private client, corporate and charitable wealth management, has 
acquired a material shareholding in Carrick Financial Management.

RECRUITMENT

Edward Reed attracts private 
investment
Newcastle-based Edward Reed Recruitment has 
attracted new investment from private funders. 
They include Square One Law founding partner 
Alan Fletcher and financial director and 
construction entrepreneur Colin Wilson, who 
will join Edward Reed’s managing director Chris 
Stappard and director Ian Lewis as shareholders in 
the firm. 

Calendar of events:
May 24, 2pm-7pm

Tech Talent 2018
Location: Crowne Plaza 
Newcastle, Hawthorn House, 
Newcastle upon Tyne, NE1 
3SA
Price: Free
www.techtalent2018.com
Join digital and technology 
companies, training providers 
and further and higher 
education establishments for 
Tech Talent 2018, the North 
East’s premier tech careers, 
jobs and skills event.

May 25, 7pm-11.30pm

RICS Matrics Summer Soiree
Location: The Boiler Shop, 20 
South Street, Newcastle upon 
Tyne, NE1 3PE
Price: From £40 + VAT
www.rics.org/uk
Join RICS Matrics North East 
for food, entertainment, 
dancing, music and frivolities 
until late at the Boiler Shop 
Newcastle.

June 4, 9.30am-4pm

2 Day Intensive Business 
Course
Location: The Old Post Office, 
5 Pink Lane, Newcastle upon 
Tyne, NE1 5DW
Price: Free
www.eventbrite.co.uk
Are you thinking about 
starting up your own 
business in the North East of 
England but are unsure how 
to get started? In just two 
days, experienced business 
advisors will provide you with 
the information and skills you 
need to successfully start 
your business.

June 6, 9am-4pm

People Power
Location: St James’ Park, 
Barrack Road, Newcastle 
upon Tyne, NE1 4ST
Price: Free
www.peoplepowerevents.
co.uk
People Power is a new 
regional training and 
skills event dedicated to 
developing your most 
important asset. At People 
Power you can take part in 
free training sessions, assess 
the right providers for your 
skills needs and find solutions 
for your HR challenges. 

NEWS
Deals

DEALS
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The £120 million North East 
Fund, supported by the Regional 
Development Fund, has announced 
it is open for business following the 
appointment of four specialist fund 

managers.
The investment fund, managed by The North 

East Fund Limited, will provide financial support 
for more than 600 businesses, creating around 
3500 jobs and delivering a legacy of up to £80m for 
further investment into the region. 

Comprising five distinct funds that are available 
to small and medium sized enterprises (SMEs), the 
investment programme will be delivered by fund 
managers based in the North East, and will support 
businesses across Durham, Northumberland and 
Tyne and Wear.

The Development Capital Fund, managed by 
Maven Capital Partners, will provide a range of 
funding packages valued at up to £2m, investing in 
established SMEs who are looking for capital to help 
them unlock their growth potential.

Mercia Fund Managers will deliver The Venture 
Fund, which can invest up to £1m at any stage in 
the business life cycle of firms that are engaged 
in innovation or developing disruptive business 
models.

The Growth Capital Fund will be managed by 

NEL Fund Managers, backing ambitious businesses 
with investments of up to £500,000 in order to 
accelerate growth potential. NEL will also manage 
The Small Loan Fund, which can support a wide 
variety of growth plans, typically advancing loans of 
between £10,000 and £50,000. 

Northstar Ventures will manage The Innovation 
Fund, this fund will focus on businesses with strong 
management teams with and scalable opportunities. 
It will invest up to £500,000 by way of loans or 
equity. 

Andrew Mitchell, chief executive of the North 
East Fund Limited, said: “I am delighted the North 
East Fund is now in delivery. Northstar and NEL 
have been working in the region for many years and 
are well-established in the venture community.

“We are also pleased to welcome Maven and 
Mercia for the first time to the North East. These 
are very high-quality, well-established investment 
management companies, and we are confident the 
skills and experience of our chosen fund managers 
will make a huge difference to businesses here in the 
North East for many years to come.”

The North East LEP led the project team that 
secured the funding for the region. The agreement 
was signed on March 23, 2018, by representatives 
from the European Investment Bank (EIB) and The 
North East Fund Limited (TNEFL). 

Four specialist fund managers have been appointed to oversee the investment programme aimed 
at North East SMEs 

MONTHLY REPORT
North East Fund

EXPERT TEAM TO DELIVER £120M 
NORTH EAST FUND

NORTH EAST FUND 
Photo, left to right: 
Ian Wilson (Mercia Fund 
Managers), Michael Vassallo 
(Maven Capital Partners), 
Dawn Dunn (The North East 
Fund), Andrew Mitchell (The 
North East Fund), Yvonne 
Gale (NEL), Ian Richards 
(Northstar Ventures), Jason 
Hobbs (The North East 
Fund) and Alastair Smith 
(The North East Fund)
www.northeastfund.org
@NorthEastFund

i
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More than 150 business leaders were given essential advice on how to prepare their supply chains 
ahead of Brexit at North East England Chamber of Commerce’s Brexit Summit on March 29.
Held at the Crowne Plaza Newcastle, the event’s aim was to ensure the region’s companies know 
the questions they need to ask of their own organisations.
The legal background was set out by Neil Warwick, head of EU and competition law at 
commercial law firm Square One Law, while fellow speakers were Ralph Saelzer of Sunderland-
based Liebherr, James Pomeroy, global economist, HSBC, Chamber international trade director 
Julie Underwood and Chamber senior customs adviser, Keith Robe

BREXIT SUMMIT

KEY EVENT 
North East England Chamber of Commerce
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Q
OPINION
Burning Issue

Why did you relocate to the North East of England and what do you 
like most about living and working in the region? 

BURNING ISSUE

The North East of England has always had a special place in my 
heart since first visiting the region during the summer of 2006. I 
returned in 2013 to do a postgraduate study because I knew the 
North East had five excellent universities. 

As a native of Washington DC, what I enjoy most about living 
and working in the North East relates to the high quality of life here. 
The region itself is quite resilient in that people just get on with their 
businesses and lives despite economic and geopolitical tensions. 

My wife and I decided to relocate from Perth, Australia, to the UK 
in 2014 with our two kids after I retired from a 17-year career as a 
professional cricketer. I have always had a close affinity to the North 
East as it was where I met my wife back in 1999, when I played for 
Gateshead Fell Cricket Club as an overseas professional. Apart from 
getting use to the weather, I have loved every part of living in the 
North East. Newcastle is a vibrant city that is great for family and 
working life, and the stunning Northumberland coast is just a short 
trip away. I’m proud to call the North East my home.

I moved to the North East of England to study Japanese and 
Management at Durham University 12 years ago and have never 
looked back. I have lived all over the UK, in France and in Japan 
but I’ve found the North East by far the most satisfying place to put 
down roots: the wealth of manufacturing businesses across a variety 
of sectors is unbelievable, which makes it ideal for my executive 
search firm. I am a big fan of the cultural heritage, and out of all the 
regions I have experienced, I find the locals the most friendly by far.

Right before Gilbert [Corrales] and I moved to the UK from 
Costa Rica, we were presented with the opportunity to place our 
business in the top cities for business in the UK. It was because of a 
recommendation of Techstar’s Jon Bradford that we turned our eyes 
to the beautiful North East and made the leap to come and live here. 
We were attracted by the great potential for growth that the city had, 
great support from the Ignite team and the startup culture being 
built around Campus North. Starting Leaf Music in Newcastle has 
not only allowed us to access top notch quality personnel from the 
best universities in the region but also live in a safe and friendly city. 
We would not have it any other way.

Douglas Jones Jr
Community development lead

Tech Nation

Marcus North 
Chief executive 

South Northumberland Cricket Club

Alex Cooper
Founder

Cooper Edwards 

Helga Alvarez 
Head of engineering

Leaf.fm
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RECRUITMENT

Your monthly guide to the people moving jobs in the region

APPOINTMENTS 

West Nautical, the international company with 
offices in Newcastle that provides a range of 
specialist services to superyacht owners, has 
appointed Kurt Fraser as its new commercial 
director. 

Kurt’s first tasks will be to finesse the brand, 
introduce an innovative new commercial approach 
to supporting superyacht owners, and expand 
the company’s sales brokerage and retail charter 
services.

North East arts company Helix Arts has 
strengthened its creative team with the appointment 
of Susie Batey, who joins the organisation from Sage 
Gateshead. In her new role as creative producer, 
Susie will lead Helix Arts’ successful dance and 
health programme, Falling on your Feet, which 
connects talented artists with people aged 65 and 
over to co-choreograph dance pieces.

The Port of Tyne has appointed Mark Stoner as its 
new chief financial officer. Mark joins the major 
UK port from his previous role as group finance 
director at marketing services provider Communisis 
plc. He will take responsibility for Group financial 
services, information technology, internal audit and 
risk management.

Hilary French is stepping down from her role as 
headteacher at Newcastle High School for Girls 
(NHSG) to join North East Futures UTC (NEF 
UTC) as assistant principal. She said: “I have 
thoroughly enjoyed my time at NHSG but feel ready 
for a new challenge.” 

NE Futures UTC will welcome its first cohort of 
students this September. 

The boutique hotel, Jesmond Dene House, has 
recently appointed Barbara Gubbins as corporate 
ambassador after she stepped down as chief 
executive of County Durham Community 
Foundation at the end of 2017. Barbara has 
developed strong networks with North East 
businesses through her fundraising activities and 
marketing career and the hotel group are looking 
to use her expertise to help build and expand their 
corporate client base.

The North East Local Enterprise Partnership (LEP) 
has appointed Alan Welby as its new innovation 
director. Alan will lead the LEP’s Innovation 
Programme, which aims to drive delivery of 
key programmes and stimulate investment in 
innovation and its ecosystem in the North East 
of England. He joins the North East LEP from 
Liverpool John Moores University, where he was 
director of research, innovation and partnerships. 

APPOINTMENTS  
Have you moved job or 
appointed someone to your 
team? Contact

alison@netimesmagazine.co.uk

i

Kurt Fraser 
Commercial director 
West Nautical

Susie Batey
Creative producer 
Helix Arts

Mark Stoner
Chief financial officer
Port of Tyne 

Hilary French 
Assistant principal
North East Futures UTC

Barbara Gubbins
Corporate ambassador 
Jesmond Dene Hotel 

Alan Welby
Innovation director
North East LEP
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RECRUITMENT

New positions available in the North East

JOBS

JOBS  
To post a position, contact 

alison@netimesmagazine.co.uk

i

Corporate tax manager
Newcastle, £40-45,000pa

Bryony Gibson Recruitment 

An expanding accountancy practice is seeking a 
qualified ACA/CTA/ACCA self-starter working 
in corporate tax. The successful candidate will 
provide both compliance and advisory tax planning 
to OMBs across the North East. You will manage a 
portfolio of clients, oversee compliance and play an 
active role in supporting the tax partners with tax 
planning and advisory work. This is a great chance 
to make a transition from a pure compliance role to 
one that develops your technical planning skills. 

www.bryonygibson.com

Audit & accounts manager
Stockton, up to £45,000pa plus benefits

Bryony Gibson Recruitment

A fast-growing accountancy practice is looking to 
add strength to its team with a qualified accountant 
who can take ownership of a portfolio of audit 
and accounts clients. The successful candidate 
will be responsible for providing clients with a 
range of audit, assurance and accounts services 
and business advice. Applicants must have strong 
communication and report writing skills, staff 
supervisory experience and a technical competence 
level that is up-to-date with IFRS 101/102 , UK 
GAAP and International Auditing standards.

www.bryonygibson.com

Scaleup partner
Sunderland, £40-£50,000 pa

RTC North and North East LEP 

NRG is currently working with RTC North and 
the North East Local Enterprise Partnership to 
recruit scaleup partners to help deliver a key 
component of the North East Strategic Economic 
Plan. The successful candidate(s) will work as part 
of a team to unlock the potential of some of the 
North East’s most progressive businesses. For more 
information, contact Charlotte Warren on:

charlottewarren@nrgplc.com

Sous chef
Wynyard, competitive salary 

Wynyard Hall

Wynyard Hall is looking for a talented sous chef 
to join its kitchen team. Applications should be 
able to demonstrate steady career progression 
and experience of working in high quality 
establishments, ideally 2 rosette+ level or above. 
You should have a positive persona, a ‘can do’ 
attitude and be able to lead a team effectively.
Send your CV and covering letter to the hotel’s 
executive head chef at:

executive.chef@wynyardhall.co.uk
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COMMENT
In the limelight

March 29, 2018, marked a year to go until the UK 
exits the European Union. But there were no street 
parties or mass celebrations among the triumphant 
Brexiteers. 

This might have been because the new transition 
period could delay any real change until the end of 2020 – and it 
seems a bit early to get bunting out. It might be that the ongoing 
debate of whether the UK will actually leave the EU won’t abate, 
despite the clear message from the Prime Minister that ‘Brexit 
means Brexit’. 

More likely, though, is simply that any jollification was muted 
because details of the deal and its impact remain unclear. Leavers – 
or indeed Remainers – have little idea if they should be celebrating 
or commiserating at this point. 

Speeches from Theresa May, Boris Johnson and David Davis in 
recent months have attempted to provide some detail as to what the 
UK without the EU will look like but it still seems that it’s one step 
forward and two steps back.

The most recent (at the time I write this) spanners in the works 
have come from the House of Lords which has inflicted three 
humiliating defeats as Theresa May attempted to pass the EU 
withdrawal bill. 

For businesses in our region – the only net exporting region in 
the UK – the ongoing uncertainty and mixed messages coming from 
governing powers have surely been frustrating. However, of those 
business owners who have broached the subject with me over the 
last 18 months (surprisingly few), most remain positive and resolute 
to ‘get on with it’ –  whatever ‘it’ will be. 

Indeed, North East England Chamber of Commerce’s Quarterly 
Economic Survey, released last month, showed that North East 
export businesses have grown their export sales at the fastest rate in 
more than 11 years. 

The Chamber continues on its quest to provide support to its 
local membership base with what information is available and on 
the year-to-go anniversary, it held a Brexit Summit with commercial 
law firm Square One Law, attended by more than 150 local business 
leaders. 

Speakers included Neil Warwick, head of EU and competition law 
at Square One Law Firm, which has partnered with the Chamber 
to offer ongoing practical help to businesses and supply chains in 
navigating Brexit through its Brexit Ready Supply Chain campaign.

On reflection, Neil believes negotiations are developing better 
than he anticipated but adds “this does come with a caveat; both 
sides are really just negotiating the heads of terms. The best position 
we’ll get to by September this year will be an outline of what they 
want the deal to be, but without any real detail in it.”

Neil has therefore been working on some of the possible scenarios 

and the implications for North East businesses.
He explains: “If you look at the worst-case scenario – the so-called 

‘hard Brexit’ and we crash out and get World Trade Organisation 
(WTO) terms, everything that is imported or exported from the UK 
to the EU will have to be classified and the tariff determined. 

“This will have huge implications for manufacturers – a sector the 
North East is heavily reliant on – and their supply chains.” 

Neil highlights the prediction from Ralph Saelzer, managing 
director at Sunderland-based Liebherr – who also spoke at 
the summit – that this could mean an additional 1000 tariff 
administration entries for just one of their products. 

Neil continues, “in addition, once you have a final product, you 
will then have to assess how much of it was made in the UK to 
determine whether it is UK-made, or a hybrid product – as this will 
determine the tariff charged”. 

Neil has also looked at the other end of the spectrum, where 
import and export regulation and tariffs remain similar to the 
current terms. The so-called ‘soft Brexit’ option. 

“From the outset, I believe a frictionless transition and a 
frictionless border system are going to be best for our clients, our 
manufacturers and members of the Chamber,” he says.

“The simplest and probably the most pragmatic option is to 
remain in the Customs Union, which is what the House of Lords 
proposed in their amendments last month. Technically, if we leave 
the EU but remain in the Customs Union, we will have still ‘Brexited’ 
– but this is unlikely to appeal to the hardliners who voted to leave. 

“We may end up with something that neither Leavers or 
Remainers wanted.”

Regardless of the outcome, Square One Law and the Chamber 
agree that businesses should be preparing for Brexit now and have 
collaborated on what practical steps business can be take. 

These include registering as an authorised economic operator, 
assessing your trading terms, reviewing your supply chain and travel 
requirements to and from the EU.

Neil adds: “A lot of businesses have this attitude that they can 
put things off until after the transition period but I think it’s far less 
frightening if you identify the areas in your business that could 
be affected and put contingency plans in place, it will be far more 
effective.” 

So, as the pages of the calendar are stripped away and the clock 
continues to tick down, we all wait to see what developments occur 
over the next 12 months – and whether the result is a hard or soft 
Brexit.

Regardless, the divisive debates on Brexit – whether in 
Government chambers, company board rooms, family living rooms 
or in pubic houses the length and breadth of the county – are sure to 
rumble on for the foreseeable future, if not beyond. 

Alison Cowie reflects on Brexit now we’ve passed one-year-to-go until the UK will officially leave 
the European Union

IN THE LIMELIGHT
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INTERVIEW
David Coppock

David Coppock is regional director for the North East at the Department for International Trade 
(DIT) that supports the development of export sales in the North East. He also represents DIT’s 
Partnership activity for the Northern Powerhouse and works with the Local Enterprise Partnership, 
Combined Authorities and Local Authorities on their export propositions. David works closely with 
the North East England Chamber of Commerce and international chambers to develop relationships 
across all overseas markets

10 QUESTIONS

What was your first break in 
business?
I was studying engineering 
at Loughborough University 
when I won a sponsorship to 

work with Rover Cars in Birmingham. This gave me 
my first taste of what working in business was really 
like at only 17 years old. After a few years, I went on 
to join Philips Electronics as general manager of the 
small component division, eventually becoming the 
MD of Philips TV in Durham, where I managed an 
annual turnover of £80 million. 

 
What did you want to be growing up?
I’ve always enjoyed mechanics, which is what led 
me to study engineering at university, and then 
my stint working for Rover Cars. I like the idea of 
being hands-on and using logic to find solutions 
to problems. This is a skill I still use daily at the 
Department for International Trade (DIT), where 
I help businesses across the North East realise the 
potential of exporting by helping them overcome 
any barriers they may face, from legal questions to 
finding an international buyer.  

What attracted you to your current role? 
When I first saw the vacancy of regional director, 
I knew it was for me. My role allows me to work 
across a broad range of sectors, travel across the 
region and meet new people every single day. I’m 
extremely passionate about working to help the 
North East grow and encourage people to see the 
abundance of successful and ambitious firms that 
call our region home. It is a privilege to fly the flag 
for North East businesses.

What is your organisation’s mission?
DIT’s mission is to secure UK and global prosperity 
by promoting and financing international trade and 
investment, and championing free trade. We want 
to show that the UK is the best market in the world 
to do business with. 

How do you get the best out of your team?
The team at DIT is multi-regional and multi-skilled. 

NORTH EAST DEPARTMENT FOR INTERNATIONAL TRADE
0345 136 0169 

northeast@mobile.trade.gov.uk
www.great.gov.uk
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Our teams work across a variety of sectors to secure 
the best opportunities for North East businesses, 
so it’s essential we have strong communication. We 
also believe being prepared and proactive is the key 
to what we do and is essential to companies looking 
to export. Our teams are encouraged and are always 
given the support, skills and resources needed to 
help North East businesses reach their goals. 

What has been your career highlight?
I’ve been lucky to have had quite a few moments 
I’m proud of in my career so far. Most recently, it 
was seeing Jason Knights, the managing director 
of Gateshead-based Blue Kangaroo, win national 
recognition at the Board of Trade Awards after 
working closely with DIT. Jason was awarded the 
accolade by the Secretary of State for International 
Trade, Dr Liam Fox, after being voted the most 
inspirational exporter in the North East. It’s 
moments like this that make me even more proud 
of my team at DIT, as it’s partially thanks to their 
efforts that a North East business has been able to 
realise the benefits of exporting. 

What has been your biggest challenge?
My biggest challenge occurred when I was the 
managing director at Philips for its TV division in 
Durham. In 2005, due to a change in technology, 
the business was relocated to China. This was 
a huge learning curve as I had to oversee the 
transport of equipment and machinery to a market 
while coping with sales pressures in Europe. The 
experience, however, did teach me the importance 
of communication to get through a challenging time 
and ensure all staff were kept informed to make the 
best out of what was a very difficult time. 

Who or what inspires you?
I am inspired by people that are self-motivated 
and know how to work hard. On a daily basis, we 
work with businesses like this that know what they 
want, are willing to do the research and reach out 
to DIT for the support they need. If you are willing 
to put the work in and take advice on board, there’s 
nothing stopping businesses of all sizes and sectors 
achieving their goals.
   
What are the main priorities for the North East in 
the next 12 months?
There is huge potential for the North East’s host 
of highly-skilled and ambitious businesses that 
are producing world-class goods and services. We 
want to help them realise this potential by showing 
that the Northern Powerhouse is a great place to 

invest, building on its strong heritage in sectors like 
manufacturing. By showcasing and supporting the 
innovation coming out of the region, we’re ensuring 
that the North East is in the best possible position to 
contribute to the UK’s future success.

How do you achieve a good work/life balance?
It’s not always easy but there have been several 
occasions during my life where I’ve had to make a 
conscious effort to put my family before work. You 
can’t always let your job take over. I’m also thinking 
about doing a bike ride from Durham to London 
with one of my colleagues for charity which will 
help me get away from the office for a bit to enjoy 
the great outdoors – and all for a great cause.   
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Sarah Greenwell
I established Big Little Toys after searching for 
a toy to give to my daughter that would also 
become a Christmas tradition. When I couldn’t 
find anything, I decided to make my very own 
Christmas elf toy. I launched the company in 
September 2015 and dispatched the products from 
my kitchen table. To my surprise and delight, they 
sold out in under ten weeks. 

Initially, I didn’t proactively explore the idea of 
exporting but found that we were getting orders 
from overseas and quickly realised that there was a 
clear demand for the product abroad. 

I started working with DIT in 2016 as I wanted 
to tap into the team’s expertise. The organisation 
helped Big Little Toys in so many ways – including 
identifying overseas opportunities, providing 
advice on our distribution deals and helping us 
crystallise our business plan to match our market 
ambitions. John provided ongoing one-to-one 
coaching sessions, advised us on international 
logistics and helped us in ensuring our products 
met international toy safety standards. During 
the Christmas period of 2016, Big Little Toys 
began to get initial enquiries from Australia and 
the US and by Christmas 2017, we had set up a 
dedicated Australian e-commerce and appointed 
a distributor. Big Little Toys has gone on to secure 
distributors in South Africa and New Zealand. 
We’ve also sold our products to individual 
customers in China, the US and Canada. 

We’re now actively looking to grow our presence 
in several markets including the United States, 
Scandinavia and the Baltics. 

John Doolan
We first started working with Sarah in September 
2016. Australia was a market of particular interest 
to Big Little Toys, and as I had worked and lived 
there, I was able to work alongside the British 
Consulate-General in Sydney to help Sarah 
develop an export strategy with my first-hand 
knowledge of the market. 

We helped Sarah to identify routes to market 
– both in Australia and other territories  – and 
explored how the product would be received. 
Knowing the demands of each market means that 
you’re able to be effective in your export strategy, 
tailoring your approach for each market. We 
worked with Sarah through one-on-one coaching 
sessions, which really helped us to build a solid 
understanding of her company, her aspirations 
and her products. This allows us to provide 
timely support with any exporting challenges 
she may come across.  I saw huge opportunity 
for international success with Big Little Toys. 
Its products translate globally and the idea of a 
product that promotes family bonding means 
that it is naturally set apart in the toy market. On 
top of that, Sarah’s sheer determination to seek 
support and overcome hurdles means she was 
already setting herself up to succeed. 

Our main advice to her, and other exporters, 
is to do your research. If you’re well prepared, 
then you’ll be in the best position to tackle any 
challenges you come across at home and abroad. 
Sarah and I are still meeting regularly, and DIT is 
now looking at how we can help Big Little Toys 
address the next stage of their exporting journey.

INTERVIEW  
Big Little Toys

SUPPORTING ROLE 
Big Little Toys, a Durham-based educational toy manufacturer, is looking to extend its 
international reach after securing contracts with three overseas distributors in Australia, South 
Africa and New Zealand, with help from the Department for International Trade (DIT) North East. 
Here, Sarah Greenwell, founder and CEO of Big Little Toys, and John Doolan, DIT international 
trade adviser, explain more

BIG LITTLE TOYS 
www.biglittletoys.com

DEPARTMENT FOR 
INTERNATIONAL TRADE 
NORTH EAST 
www.great.gov.uk
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INTERVIEW
Jason Knights

Jason Knights is managing 
director of global branding 
agency Blue Kangaroo Design. 
The Gateshead-based company 
works with clients across Europe, 
North America, the Middle East 
as well as Australia, including 
some of the most well-known 
names in the toy, entertainment 
and licensing industry such as 
Pixar, Warner Bros, The Walt 
Disney Company, Hasbro and 
Universal Studios. Jason is also 
an export ambassador (Northern 
Powerhouse) for the Department 
for International Trade

WHAT I’VE 
LEARNT

Build a team that’s better than you and 
don’t be afraid to fail.  My business 
mentor, Keith Whisson at Shiremoor 
Press, told me this when I was setting 
up Blue Kangaroo.

Be honest and over deliver. This has always been 
our company’s ethos and it has served us well. We 
are in a very competitive marketplace with some 
very talented competitors. The team and I have 
to go the extra mile every day and this is why we 
work with the high profile clients we do. 

Be agile. You should have the ability to change 
direction at a moment’s notice, you never know 
what opportunities you may get at the last second.

Surround yourself with good people. In business, 
you can’t do everything yourself; learn to delegate 
and trust people.

Don’t take things for granted. You should always 
be looking for future business growth.

Make sure you know your market and your target 
audience when starting out.

Find a good mentor who isn’t in your industry. 
I’ve found that the majority of companies face the 
same issues, so an honest, trustworthy mentor is 
invaluable. I’ve been working with John Doolan 
at the Department for International Trade a lot 
recently. Our business now exports over 75 per 
cent of our work – so learning about new markets 
and opportunities is a must.

A happy working environment is key to success. 
My team are working with some of the biggest 
brands in our industry. I make sure the team are 
included in the day-to-day running of all of our 
projects so that they have a sense of ownership.

Listening is one of the best qualities that you can 
have when running a business.

BLUE KANGAROO DESIGN
www.bluekangaroodesign.co.uk
@Jason_bkroo
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COVER STORY  
Eldon Robson

S T E E P E D 
I N  H I S T O R Y 

In 1905, Thomas Fentiman launched his botanically brewed ginger beer that he 
delivered door-to-door in stone jars using a horse and cart. He grew the business, 

opening several brewing and production facilities in the North East, but sadly, 
changing times meant Fentimans closed for business in the late Sixties. But this 

isn’t the end of the story as Eldon Robson – Thomas’s great-grandson – relaunched 
the business in 1994. Staying true to its botanical brewing roots, Fentimans now 

exports its 24 products to 70 countries around the world. Alison Cowie speaks to 
Eldon to find out more about this fascinating family business journey

What are your earliest memories of 
Fentimans?
I used to go to the Bensham factory 
with my grandfather when I was a 
boy and I remember the evocative 

aromas and the sounds from the machinery. It was like an 
Aladdin’s Cave. I would head to the area where they made 
the syrups to see the great big cases full of glass bottles 
of concentrated flavours or I’d go to see the machine that 
ground the ginger. You’d wind a big iron wheel and the 
two huge stones would crush the root. 

What about the closing of the original business?
When I was about 17- or 18-years old, I used to be a 
wagon boy who sold the drinks door-to-door in the 
school holidays. Then, when I passed by driving test, 
I then had my own round on a Saturday morning in 
Dunston using a Transit van. I’d get three quid and a 
package of fish and chips for my labours. It was fantastic! 
But a couple of years after that, the business gradually 
began to decline. The whole nature of distribution 
changed as cash and carries, supermarkets and big 

wholesalers arrived – as did plastic bottles. The decision 
was made to close the business and split up what was 
left financially. The last factory to close was the one in 
Durham, which was in about 1969. 

When and why did you decide to relaunch the business? 
I had done all sorts of jobs, mainly in the hotel and 
catering trade, but one day I was telling a friend I wanted 
to start my own business. His throwaway comment was, 
‘you should make your grandfather’s ginger beer again; 
it was the best one around’. That stuck in the back of my 
head for about four or five years until, at the age of 32, I 
decided to start Fentimans again. 

Did you have to adapt the business?
Originally, the botanically brewed beverages were sold 
door-to-door using a horse and cart. Once it was brewed, 
it was put in the stone jars and stored in the factory for 
four days where it fermented so that all the flavours 
and the sugars amalgamated to produce this wonderful 
product. The only problem was that you had to drink it 
within a week or it would go off. 
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COVER STORY  
Eldon Robson

When I relaunched the business, I wanted to 
stay true to the original recipe but we had to look 
at how we could carbonate and pasteurise the 
products to give them a shelf life. 

A lot of the background work went on in the 
1980s and I didn’t start the company off again 
properly until September 1994. We initially 
produced two products – our Ginger Beer and 
Victorian Lemonade – and we had our first sale in 
January or February 1995. 

Over the last 24 years, we’ve grown from zero 
turnover to just under £30 million last year, have 
around 25 products and 65 members of staff based 
at our site in Hexham.

How did people react to your botanically brewed 
products? 
Being a company that produces botanically 
brewed beverages has been our strength and 
our weakness. Our strength is that we make all 
of our products this way. We make all of our 
flavours and do all our product development in 
Hexham. Everything is completely natural and 
we have complete control over sourcing the right 
ingredients. We produce first-class products and 
are always looking at three important factors: 
texture, mouthfeel and viscosity. These are not 
something you get in a regular carbonated soft 
drink and that’s our point of difference. I can 
explain that to people but our challenge is that it’s 
very difficult to put that into a quirky tagline or 
advert so that more people buy into what you’re 
doing. I’ve been at it for 24 years but we still 
haven’t cracked it.  

People seem to be more concerned about what 
they put into their bodies nowadays. They 
want high-quality products made with natural 
ingredients. Has this helped business?
The area of ‘premiumisation’ has got stronger 
over the years and I think it will continue to do 
so. It means small companies like Fentimans can 
come along with different ideas and different 
approaches. We produce products of a higher 
quality with better packaging because it’s a 
personal thing; we take great pride in what we do. 

If your product is not right, you might as well 
forget it. That’s always been my business principle.

Did you always have ambitions to export? 
We didn’t go out actively seeking to export 
because, at the time, we were busy trying to get 
the products established in the UK. Instead, it 
came along quite by accident. 

When we got our products into Waitrose, we 
got a five-page article written about in its monthly 

magazine – Waitrose Food Illustrated. They 
wanted to showcase botanical brewing and came 
to the brewery to film the stuff being made and 
did an article on me. We then got an enquiry from 
Dean & DeLuca, a chain of very upmarket deli 
stores, in New York. They’d seen the article and 
wanted to buy from us. 

How did you grow from there? Which territories 
did you enter next?
Japan came on pretty quickly after the States and 
Europe came on board in abundance after that. It 
happened quite organically – through enquiries 
on our website or via people we met when 
travelling. But in the last few years we’ve put an 
export team together, headed by Piero Alberici, 
who, believe it or not, is a guy from Byker! The 
team is now up to six and we export to around 70 
countries.
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“If your product is not right, 
you might as well forget it. 

That’s always been my 
business principle.”

ELDON ROBSON
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Didn’t a US state try and ban Fentimans to under 
21s because of its tiny percentage of alcohol? 
It was a bit of a hoohar, really. A kid at a school 
in Maine bought a bottle of our Victorian Rose 
Lemonade and he noticed on the label that it had 
‘less than 0.5 per cent ABV [alcohol by volume]’, 
which is simply a by-product of the brewing 
process and completely within regulation. He 
took it to his headmaster, who took it to the chief 
of police. In the end, it turned into a big joke and 
ended up on the Late Show with David Letterman. 
There was our representative in the States with 
a bottle of Budweiser – which I think is about 
4.5 per cent ABV – and the equivalent amount 
of Fentimans’ Victorian Lemonade, which was 
hundreds of bottles! 

At the end of the segment, our representative 
drank from one of our bottles and let out a great 
big burp. Laughter ensued and that was the end 
of that. 

…great publicity though?
It would have been great if we had a bigger 
distribution at the time in the States but we were 
still quite small. 

You’re in the middle of a five-year plan that’s 
targeting turnover of £70 million by 2020. Where 
are you up to and how are you looking to achieve 
this target?
A few years ago, I went to the team and said to 
them, ‘let’s get ambitious about this’. I had put 
together a five-year plan and announced I wanted 
to hit £65m turnover in five years. The team went 
away and a month later they came back to me and 
said we think we can do £70m. 

We’re now about half way into our plan and 
we’re a little bit behind where we were hoping to 
be but we’re confident we’re going to put that right 
over the next couple of years.

We’ve recruited a lot over the last couple of 
years and I’ve recently appointed Ian Bray as 
CEO of the company. Ian’s been with us on a 
consultancy basis for the last year and has an 
international background with massive amounts 
of marketing experience. He will guide us through 
the future and take us to £70m point and beyond. 
We’ve also worked very hard on the brand equity 
and changed some of the bottles and labels so 
that when you look at all our products now you’ll 
see they’re all from the same family. We’ve also 
changed some of the sizes of some of our products 
and launched a range of syrups last year, under the 
Fentimans House of Broughton brand. The name 
has come from one of the family years ago. 

What about international growth? 
At the moment, exports make up about 50 per 
cent of our business but we’re looking to increase 
this to 60 to 65 per cent. This will come from more 
growth in existing territories while also entering 
new territories. 

What’s been your career highlight at Fentimans?
There have been so many highlights over the last 
24 years. Seeing the first bottle coming down the 
production line – after such struggle to get it there 
– was quite a tearful moment. 

It also gives me great satisfaction to see all 
the products we have now and that we’ve stayed 
true to our botanically brewed roots. My only 
regret is that none of the family – my parents 
and grandparents – lived to see the return of 
Fentimans. But I’m sure the company of old would 
have loved to see what we’ve achieved: taking a 
local drinks manufacturer and turning it into a 
global success. 
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INTERVIEW  
Rathbones 

As investment management firm 
Rathbones celebrates the 5th 
anniversary of the opening of its 
Newcastle office, we continue to 
build on this success with significant 

additions to our team – most recently with David 
Stangroom, who has joined from Coutts as the 
manager of the financial planning team for the 
Northern offices. 

David is a fellow of the Chartered Institute for 
Securities & Investment (CISI), with 27 years’ 
experience in the financial services sector. He 
previously worked for Standard Life in Newcastle 
and Manchester, before heading up the Northern 
region for the Co-op Bank IFA. Most recently, he 
spent seven years at Coutts as a specialist financial 
planning partner.

David’s appointment follows hot on the heels of 
investment director Andy Webb, who joined the 
firm from Brewin Dolphin last summer.  Andy is 
also a fellow of the CISI, with 27 years’ industry 
experience. He previously worked for Barclays Bank 
before joining Brewin Dolphin in 1996. 

In describing his decision to join Rathbones, 
Andy noted Rathbones’ commitment to putting 
“bespoke and tailored service at the heart of 
everything it does”, which he says is becoming 
increasingly rare and invaluable, especially in these 
times of heightened economic uncertainty. 

Based on Grey Street, Rathbones’ office has made 
a big impact on the North East’s financial scene 
since opening in 2013. Last year the office passed 
the £400m mark for funds under management, 
and staff numbers have increased from seven to 
15, cementing its position as an established and 
growing business in the region. 

David was appointed to enhance Rathbones’ 
financial planning services for clients in the North 
and Scotland. 

He says: “It was not a difficult decision to move to 
Rathbones as it has a fabulous brand. 

“I was even more impressed with the investment 
proposition than expected. The quality of the 
financial planning team in Newcastle is of the 

NEW FACES AT RATHBONES
Rathbones is building on five successful years with significant hires, reports investment director 
James Kyle 
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highest standards I have come across. It’s a pleasure 
to work with the entire Newcastle team, under Nick 
Swales’ dynamic leadership.” 

Noting a background of significant growth for 
Rathbones, both nationally and in the North East, 
Nick – regional director and head of the Newcastle 
office – says: “We are delighted that Andy and 
David, who bring with them a huge amount of 
client and investment experience, have decided to 
join us at this exciting stage of our development. 
We continue to see new client opportunities – 
individuals, pensions and charities – where people 
value a tailored approach with direct access to the 
person making decisions about their wealth. 

“Business owners, executives and others with 
wealth have responded very positively to our 
proposition, and we are sure that Andy and David 
will help us build on this success over the next five 
years and beyond.”

Andy says that since joining Rathbones, one 
of the things that has impressed him has been 
the quality of Rathbones’ in-house systems and 
infrastructure, “which means we can continue to 
provide a truly bespoke discretionary managed 
service to our clients, rather than relying on model 
portfolios”. 

Looking ahead to the next five years, Andy says: 
“This office has gone from strength to strength in a 
very short period of time, and I’m looking forward 
to being a part of this continuing growth trajectory.” 

Rathbones is also committed to supporting 
the development of young people into the next 
generation of top talent through an apprenticeship 
programme that was launched at the Liverpool 
office in 2013. The success of this scheme led to 
the business doubling its apprenticeship intake 
in 2017. Locally, the Newcastle office has been 
able to support this venture by employing Adam 
Richardson who hails from South Shields. Adam 
has now completed his apprenticeship, is a full-time 
employee and recently completed professional 
qualifications in the operational side of investment 
management prior to starting on the equivalent 
qualifications in investment advice.   

Disclaimer: 
Rathbone Investment Management Limited is authorised by the Prudential 
Regulation Authority and regulated by the Financial Conduct Authority and the 
Prudential Regulation Authority. Registered office: Port of Liverpool Building, Pier 
Head, Liverpool L3 1NW. Registered in England No. 1448919. Rathbone Investment 
Management Limited is part of Rathbone Brothers Plc. Head office: 8 Finsbury Circus, 
London EC2M 7AZ. 
www.rathbones.com

RATHBONES
Left: The Newcastle team

Top, left to right: Andy Webb, Nick Swales and David Stangroom

www.rathbones.com

The value of investments and the income from them may go down as well as up 
and you may not get back your original investment. 
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PAST
Memoirs describe the first office as being set up in 
a 40 ft loft space, where the staff were paid £12 per 
calendar month and second hand furniture was 
delivered by horse and cart. Details suggest that 
exporting activity began in 1925 in South Africa and 
New Zealand. The commitment of the team back then 
really shines through. Records talk about one team 
member taking a 10-day cycling tour in France to 
visit prospective customers and another volunteering 
to emigrate to New Zealand to set up an office there.

The most notable change the company has seen 
over the years was the selling of the garage door side 
of the business back in 2008. Garage doors became 
a huge part of the business back in the 1950s, but in 
what became a saturated and competitive market, 
the bold decision to sell this part of the business was 
made - and it was a decision that has most definitely 
paid off. 

On a more personal note, I’ve witnessed the 
industry become a lot more demanding and fast 
paced over the last 30 plus years. Business deals 
were once centralised on relationships, friendships 
and loyalty so the need for continual investment in 
research, design, equipment and training is definitely 
something that I have seen increase over the years. 

PRESENT
What stands out from those early day memoirs is 
the hard work, dedication and boldness of the team 
which got the company off to such a great start and 
something which is still strongly in the Henderson 
ethos today. 

The industry as a whole has become a lot more 
competitive but we’ve worked hard to maintain a 
strong product offering of the highest quality. We 
still have customers who have been with us since the 
early days and are now onto their second and third 
generations of team members. But a key part of our 
success is never assuming that our customer base is 
a given. We maintain and build on our relationships 
with even our most historic customers. As a result, we 
now export to all four corners of the world.

Trading legislation hasn’t made international 
trade more difficult but it has certainly made it more 
challenging. We have a great team that work hard to 

Trevor Cossins is managing 
director of P C Henderson Ltd – a 
global company that specialises 
in the design and manufacturer 
of hardware systems for sliding 
and folding doors. Trevor began 
his career as an apprentice at 
Perstorp, where he stayed for 
18 years, working his way up to 
site manufacturing manager. 
Trevor spent 14 years at door 
manufacturing giant, Jeldwen, 
before beginning his role at P 
C Henderson nearly two years 
ago. P C Henderson now exports 
to over 70 countries worldwide 
and has recently been presented 
with two awards for its exporting 
achievements 

THE LONG GAME

INTERVIEW  
Trevor Cossins

P C HENDERSON LTD
www.pchenderson.com
@PCHendersonLtd
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stay ahead of what changes, policies and procedures 
are being put into place and what we need to do to 
stay in line. 

We’ve recently won two awards for our exporting 
achievements, this again is a testament to the whole 
team. Exporting on the scale that we do isn’t easy and 
to be presented with two prestigious awards [SME 
Exporters of the Year at the North East Export Awards 
2017 and an Export Award at the North East Business 
Awards: Durham, Sunderland and South Tyneside 
Region] is most definitely recognition for all the hard 
work and dedication from our team as a whole.

FUTURE
Our efforts going forward will be strongly focused 
on increasing market share in existing markets. This 
includes the USA and Central Europe – these areas 
are so vast, we need to work on strengthening our 
presence there. To assist with this, we’ve recently 
recruited a German speaking business development 
manager for the EMEA (Europe, Middle East and 
Africa) region.

We will also look to strengthen our presence in 
areas such as China, this is a market we’ve discovered 
has some very unique requirements and so we’re 
working on some Chinese specific products to assist 
in our growth over there. 

‘Localisation’ and ‘voice of the customer’ are key 
contributing factors to our export strategy, creating 
products based on specific market requirements and 
always listening to our customers. 

Taking Brexit into consideration, it’s difficult to 
tell at this point in time how much impact this will 
have on the business as nobody knows what trade 
deals will be set. We’re fortunate in that we operate all 
over the world, not just in Europe, as well as having 
subsidiaries in Ireland and Holland which I’m sure 
will assist us once the trade deals come into place – 
hopefully allowing free trade. 

I think it’s important for us to encourage more 
international trading in the North East. My advice 
to businesses considering exporting would be: don’t 
be frightened, do your research and be selective. Go 
somewhere you firmly believe there is an opportunity, 
it may not happen straight away but take little steps 
and don’t give up. 

TIMELINE

2002
Moves to Jeld-Wen to 

become general manager

2017
Company named SME 
Exporter of the Year at 
the North East Export 

Awards 

2016
Takes the position of 

managing director at PC 
Henderson

2018
C Henderson takes the 

Export Award – North East 
Business Awards: Durham, 

Sunderland and South 
Tyneside Region

1984
Joins Perstorp Group 
as an apprentice and 

spent 18 at the company 
working his way up to site 
manufacturing manager.
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INTERVIEW  
Julie Underwood

As international trade director for 
the North East England Chamber 
of Commerce (Chamber), Julie 
Underwood is responsible for 
helping local businesses realise their 

exporting potential – a task that became all the 
more complex when the UK voted to leave the EU 
in June 2016. 

But the uncertainty surrounding Brexit 
doesn’t seem to faze Julie – who studied modern 
languages at university. Instead, she is mindful 
that international trade has been the membership 
organisation’s remit for the last two centuries.

“When the Chamber was set up 200 years ago, 
one of the key drivers from the beginning was 
to help businesses trade across the world –it’s 
something that’s always been there,” she says. 

“A lot of businesses realise there’s going to 
be issues with regards to Brexit but they’re still 
optimistic and positive; trade isn’t going to stop.”

Julie, who has worked at the Chamber for 
more than 10 years, previously built up extensive 
knowledge and experience of exporting. Initially, 
this was by working in business development roles 
at several global manufacturing companies based 
in the North East, before she moved into more of 
an advisory role, where she supported SMEs as 
part of the Sedgefield and Shildon Development 
Agency. 

Since joining the Chamber in 2007, Julie has 
held several positions – but one constant in her job 
description has been around global trade support. 

As international trade director (a role she was 
appointed to in 2012), Julie oversees the Chamber’s 
delivery of the North East’s Export Strategy, where 
her team work closely with the Department for 
International Trade (formerly UK Trade and 
Investment) to provide an array of activity for new 
and existing North East-based exporters. 

Julie reflects: “We always say that for businesses 
to grow internationally, they need to have three 
components: time, money and motivation. If they 
have these then there’s so much support available 

for them to achieve their ambition.”
Support from the Chamber tends to begin with 

a one-to-one meeting with an international trade 
adviser.

“In these meetings, we will discuss where the 
business is at, plans, financial situation, products, 
skills and international ambitions,” Julie reveals. 
“From there, the adviser can start to sketch out 
some beneficial markets and some next steps for 
the companies to take.”

The Chamber also regularly hosts a programme 
of workshops and events on all aspects of 
international trading – ranging from help with 
global pricing strategies to advice on navigating 
the cultural nuances when conducting business in 
different countries. 

By way of an example, Julie explains that in 
South America, “it’s not unusual for people to meet 
two or three times before business is discussed” 
while in North America people tend to be more 
direct and prefer you “said what you wanted from a 
business transaction” from the start.

“China also has a very formal business culture 
that’s focused on hierarchy. You could upset 
somebody in a business meeting by where you sit 
or how you present your business card,” Julie adds.

Forging strong personal relationships in 
overseas markets remains key for any exporter and 
the North East England Chamber of Commerce 
utilises its network of fellows Chambers based 
across the globe to help foster these links. 

The regional Chamber, on behalf of the DIT, 
organises regular international trade missions, 
allowing North East businesses to visit countries, 
learn about trading opportunities and begin 
building relationships. 

Last year, sector-specific missions took place in 
Boston (creative and life sciences), China (beverage 
and hospitality) and India (pharmaceuticals), while 
three additional trade missions to Berlin, Paris 
and Dublin were aimed at smaller enterprises with 
attendees paying just £99 for a two-day trip to meet 
potential stakeholders in those countries.  

GLOBAL AMBITIONS 
International trade director Julie Underwood talks to Alison Cowie about the substantial, varied 
and timely support the North East England Chamber of Commerce provides to local businesses 
that are looking for international growth – and reveals the three components all potential 
exporters should have 
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Perhaps the most important part of the 
Chamber’s international services, Julie reveals, 
is providing help for one of the most daunting 
aspects of global trading – the dreaded paperwork! 

“We have an experienced team of seven who 
can support and train businesses on all export 
procedures and documentation depending on 
what the product is and where they are exporting 
to or importing from,” she says.

Of course, depending on the outcome of 
the Brexit negotiations, there could potentially 
be significant increases in the import/export 
papaerwork required for trading in the UK  
and the Chamber team continue to monitor 
developments to ensure members receive the most 
up-to-date and relevant information. 

Julie’s current advice to exporters is to “look at 

your exposure and try making some contingency 
plans. For example, if you currently rely on people 
shipping products to you in a week, think about 
what you will have to do if that gets extended to 
three weeks. 

“Also, ask yourself if you have people in the 
business who can support what promises to be a 
huge period of change?”

In addition to providing advice and practical 
support on international trade, the Chamber 
is heavily involved in lobbying Government to 
ensure the most “frictionless” environment for 
North East businesses to trade internationally.  

Julie reveals that last year the Chamber took 
a group of member businesses to 9 Downing 
Street where they met with Lord Bridges (then 
Parliamentary Under Secretary of State at the 
Department for Exiting the European Union) 
while, more recently, representatives from the 
North East England Chamber of Commerce 
joined their national counterparts to meet with 
Baroness Fairhead, the Minister of State for Trade 
and Export Promotion at the Department for 
International Trade.

Julie and her team also hosted a round-table 
event last month where Chamber members 
were given the opportunity to meet with DIT 
representatives and discuss the UK leaving the EU 
and the impact on them. 

“I think it’s brilliant that businesses, even when 
they’re busy, are prepared to take time out, sit 
around a table and get involved. I guess this is 
because they’ve been supported by the Chamber in 
the past and value that.”

Future plans for Julie, her team and the 
Chamber as a whole – unsurprisingly – centre 
around the UK’s departure from the EU and 
following the Chamber’s Brexit Summit, which 
was held at Crowne Plaza Stephenson Quarter on 
the one-year-to-go, Julie reveals the organisation 
is working on a programme of activity to ensure 
North East businesses are best prepared for the 
eventual outcomes of Brexit.

She concludes: “It’s all about keeping on top of 
the developments and as things change, as debates 
happen and bills pass, the Chamber will translate 
this into practical and straightforward help for 
North East businesses.”

NORTH EAST ENGLAND 
CHAMBER OF COMMERCE
www.neechamber.co.uk
@NEEChamber 
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INTERVIEW  
Paul Jennings

While the North East’s 
world-famous shipbuilding 
industry may now be 
confined to the history 
books, the region is still very 

much a global leader in one aspect of the sector. 
Through the continuing presence of North 

P&I in the North East - one of the world’s biggest 
shipping insurers which was set up in the 1800s, 
during the region’s shipbuilding heyday – the 
region retains a reputation at the very forefront of 
the shipping and seafaring sectors. 

As the insurers of approximately one in every 
eight ships in the world, with an A rating from 
Standard & Poors for 14 consecutive years and a 
turnover of around $400 million, they are one of 
only 13 businesses, or IG clubs as they are known, 
in the world to offer a bespoke range of insurance 
services to shipping companies. 

North P&I is proudly based in Newcastle, in one 
of the most impressive and noticeable buildings 
on the city’s Quayside, near to the Pitcher and 
Piano (and apparently often mistaken for a hotel 
or gym). But while the business – which became 
North P&I in 1998, following a merger between 
Newcastle P&I and the North P&I Club, and also 
acquired Sunderland Marine in 2014 – enjoys a 
huge reputation on a global scale, its renown in its 
home region is rather less. 

North P&I, which employs 270 people in 
Newcastle and a further 50 in its offices around the 
world, has been referred to as ‘the biggest firm in 
the city people have never heard of ’ – something 
which, in part, may be due to the fact the firm has 
no North East client base, with its work coming 
from across the globe.

While, for some firms, that would lead to the 
contemplation of relocation to where the work 
originates from, for Paul Jennings, managing 
director of North P&I, nothing could be further 
from his mind. 

“We are based in Newcastle because we love it 
here,” he says, simply but sincerely. 

NORTH P&I’S ANCHOR MAN
As one of the global leaders in its field, North P&I has a surprisingly low profile in its home city of 
Newcastle. Its managing director, Paul Jennings, tells Deborah Busby how the business is entering 
a new era, and why – despite its international success and lack of client base in the region – it will 
always remain loyal to the North East
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“Brexit has no advantages 
for us whatsoever...the 

establishment of the company 
in Dublin...will add £2 million 
a year to our bottom line, and 
around £700,000 initially in 

set-up fees.”

PAUL JENNINGS
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“There is no reason for us to move. I suppose 
you could say the travelling up and down to 
London and around the world could be seen as a 
‘disadvantage’ of being based here, but there is so 
much more to it. Newcastle is a great place to live 
and work, the quality of life up here is something 
you cannot get elsewhere. 

“A lot of very successful people who are from 
Newcastle, or have studied here, want to come 
back here as it is such a great place to live with 
your family. You can live in somewhere quiet, 
well outside the city centre, without the 1.5 hour 
commute it takes in London. And at North P&I, 

as well as opportunities for progression and 
development, we offer the flexibility for our people 
to enjoy their lives outside of work. We love being 
in Newcastle and believe our team do, too.” 

Paul himself has been in Newcastle since 1981, 
when he moved from Suffolk – coincidentally, only 
three miles away from Felixstowe, which today is 
home to the UK’s largest container port – to study 
law at Northumbria University, and found he never 
wanted to leave. 

He joined Newcastle P&I, then based in 
Newcastle’s Cloth Market, in 1984, working his 
way through the ranks to become managing 
director. He became joint managing director of 
North P&I post-merger, alongside Alan Wilson, 
who headed North P&I Club. 

The growth since the merger has been 
significant – in 1998, the company insured around 
20 million tonnes of shipping and had a market 
share of around 1 per cent. Now, that has risen to 
140 million tonnes, which represents a 12 per cent 
share of the market. 

But while North P&I – which prides itself on 
enabling its members to trade with confidence 
– has seen huge growth, as with every business 
trading on an international scale, the impending 
unknown of Brexit looms large. The company 
have been quick to put contingency plans in 
place to allow their work to continue through the 
establishment of an Irish subsidiary, but the fact 
that the position around trading and ‘passporting’ 
in the EU has still not been clarified is clearly a 
source of frustration. 

Paul says: “Being honest about it, Brexit has no 
advantages for us whatsoever. Europe accounts for 
around 40 percent of our business. The uncertainty 
around what will happen from March 2019 and 
whether we will have a hard Brexit has meant we 
developed contingency plans – the establishment 
of the company in Dublin - so that our members 
shouldn’t see anything different going forward. 
But for us, it will mean adding £2 million a year to 
our bottom line, and around £700,000 initially in 
set-up fees.”

But while the impact of Brexit inevitably poses 
problems for the business, North P&I is looking at 
diversification and expansion of its current assets 
as a means to remain highly competitive. 

Its Sunderland Marine division – which kept 
its identity post-acquisition due to its strong 
reputation in its own right – is at the centre of 
expansion plans, with its fishing and aquaculture 
specialisms viewed as key areas of growth globally. 
The business is already particularly strong in 
Australia, New Zealand and Canada, with plans 
to build on that success through expanding its 

INTERVIEW  
Paul Jennings
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services across Europe and Asia.  
North P&I also plans to capitalise on its plentiful 

in-house expertise by generating further fee 
income from its team of lawyers – which, with 
38 shipping specialists, makes it the biggest team 
outside of London – and its nine-strong team of 
ex-mariners who survey members’ assets as part of 
their loss prevention efforts. Both teams are seen 
as having the potential to expand, not necessarily 
in terms of numbers, but in profile and particularly 
fees. 

And in one further major change for the 
business, Alan Wilson, for 20 years Paul’s joint 
managing director, with whom he shares an 
office, is stepping down on May 1. He will remain 
with North P&I as executive director, but Paul 
concedes that while that will be a major change for 
the business – and has seen a new management 
structure, diverting away from its unusual joint 
managing director model – it is a challenge for him 
personally. 

“It has often been said I spend more time with 
Alan than I do my wife, so yes, it will be a big 
change,” laughs Paul. 

“We have worked together since the merger and 
we have effectively shared the roles of CEO, COO 
and CFO between us, I have always done the bulk 
of the travelling and outward-facing work, and he 
has made sure everything is running here. 

“It is a big change, but we have a great bunch 
of people in the organisation and we are very 
confident about the future. We have put a new 
management structure in place and we’re a great 
team. And of course Alan will not be leaving 
altogether, he will still be here for a couple of days a 
week, and I will value that.”

But while change is happening in many areas 
of North P&I, one area which will continue is 
its commitment to the community in which it is 
based. Despite its low profile in Newcastle, the 
business contributes thousands of pounds each 
year to local charities and good causes, with charity 
partners including the RNLI, Ocean Youth Trust 
and Newcastle Falcons Community Foundation. 

“We are very proud to be based here and to 
give something back to the community. We have 
been in Newcastle for over 200 years, and while we 
might not have a client base here anymore, we are 
committed to Newcastle and to our CSR activity to 
support the community and local charities,” says 
Paul. 

“We love being here and passionately believe 
we are a good company to work for with good 
working conditions. North P&I are invested 
in Newcastle and the North East and that will 
continue, absolutely.”

NORTH P&I
www.nepia.com
@NorthPandIClub

i
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The start of the new tax year sees the 
minimum contributions of workers in 
auto-enrolment pensions rise from 1 
per cent of their income to 3 per cent. 
Employer contributions have also 

increased from 1 per cent to 2 per cent. 
From April next year, the rates will rise again: 

5 per cent from the employee, and 3 per cent 
from the employer in a bid from the Government 
to ensure that all workers will be able to afford a 
comfortable retirement. 

Saving into a pension can be one of the most 
important decisions for any individual for 
enhancing their financial lives post-retirement. 
Despite this, an independent IPSOS Mori survey 
of more than 2000 people, on behalf of Fairstone, 
one of the UK’s largest Chartered Financial 
Planning firms, shows that, overall, respondents 
were unprepared for retirement with a worrying 52 
per cent of respondents admitting to not currently 
having a retirement plan in place. 

What’s more, when asked to comment on 
whether they had heard of seven different terms 
relating to pensions, a surprising 30 per cent had 
not heard of any them and only 16 per cent were 
aware of the 2015 pension freedoms. 

As might be expected, the higher the age 

range, the more familiar respondents were with 
these terms. However, with the recent focus on 
providing personal finance education in schools 
and the publicity surrounding the 2015 pension 
freedoms, the survey results are a cause for 
concern.

On a more positive note, of those respondents 
with a pension plan in place, 82 per cent held 
a company or workplace pension, and 35 per 
cent had either a personal pension or SIPP, 
showing that the Government’s encouragement to 
contribute into a workplace pension is working. 

Commenting on the results, Angela Murfitt, 
Chartered financial planner at Fairstone, says: 
“We were very surprised to see the low number of 
adults who have a retirement plan in place. With a 
constantly changing pension regime in the UK, we 
can understand that complexity can be off-putting, 
but we firmly believe that pensions are still a 
generous tax planning tool and can provide for a 
more comfortable retirement.”

She continues: “It is important to look across 
the spectrum of options and the pension freedoms 
of 2015 have done much to open different paths 
for savers. However, with this additional choice, 
we have seen confusion from those approaching 
retirement age around what the changes mean for 
them and how to make the right choice for their 
circumstances. Seeking quality financial advice is 
vital during this process.”

The uncertainty around pension freedoms is 
emphasised by Fairstone’s research which shows 
that of those questioned, only 25 per cent had 
taken some of their pension as a lump sum and 
just 3 per cent had cashed in their entire pension.

The Government’s commitment to auto-
enrolment is a positive step in the right direction 
and figures produced for the BBC suggest that 
someone who pays into an auto-enrolment 
pension from the age of 25 could eventually earn 
an annual income of up to £18,000 a year, on top 
of the state pension. However, this isn’t the end of 
the story and the right financial advice could leave 
those saving towards their retirement in a much 
stronger position when the time comes to retire. 

Lee Hartley, CEO of Fairstone, adds: “We 
understand that pensions are a complex area of 
savings, but we would urge people to seek advice 
and not ignore such an important part of planning 
for retirement.”

FINANCE 
Fairstone Group

With auto-enrolment contributions set to rise again, South Tyneside-based Fairstone, one of 
the UK’s largest Chartered financial planning firms, reflects on the need for everyone to have a 
practical retirement plan in place 

PREPARING FOR THE FUTURE  

FAIRSTONE GROUP
Fairstone Group incorporates 

Fairstone Financial 

Management, which is 

authorised and regulated 

by the Financial Conduct 

Authority – FRN: 475973

www.fairstone.co.uk
@FairstoneGroup
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Newcastle-based Sintons is is a 
nationally known law firm in its 
own right but it is only one of only 
two law firms in the UK to be part 
of International Jurist (IJ), which 

operates in 30 countries around the world – as far 
afield as Chile, Brazil, South Africa, the United 
States and Israel – and has a membership of more 
than 1250 lawyers and support staff. 

The network, founded in 1992, exists to provide 
clients worldwide with expert legal assistance 
and focuses on cross-border transactions and 
enterprise management, where advice and 
expertise is needed in different jurisdictions. 
Matters are referred between IJ members to give 
clients the certainty their matter will be handled 
in the same manner as it would be by their own 
lawyer. 

Member firms all share a commitment to 
legal excellence and dedication to providing an 
outstanding service to clients – and are subject to 
stringent assessments prior to being accepted as 
an IJ member to establish this – to give certainty 
that the levels of service will be of the highest 
standards. 

Sintons, which has been a member of IJ 
since 2008, has a number of clients who work 
internationally, and are able to have their work 
handled in the relevant jurisdiction by a law firm 
they can be confident shares the ethos of Sintons. 

Equally, Sintons has assisted in many cross-
border matters for clients of other IJ member 
firms, advising on the UK aspects of their work. 

IJ is committed to developing strong 
relationships between all member firms, to 
strengthen working relationships and ensure 
regular interaction between members. An annual 
four-day conference is held for members to attend, 
which is hosted by a different member firm each 
year. As well as providing a social opportunity and 
a forum to discuss the business of the IJ network 
face-to-face, the annual conferences provide a 
chance to get to know more about the host firm 
and their native country. 

Sintons hosted the IJ conference in 2013, the 
first time it had been held in the UK. Alongside 
the formal business meeting, which was held at 
Newcastle University Business School, Sintons 
organised a tour of venues including Alnwick 
Castle, Holy Island and Vindolanda Roman fort, 

and social activities which included a tennis 
tournament and dinner and Ceilidh at Jesmond 
Dene House. 

The event was hailed by bodies including 
UK Trade & Industry (now the Department 
for International Trade) as being an important 
showcase of the North East to key players on a 
global stage. 

Christopher Welch, partner at Sintons and a 
member of the management board of IJ, says: 
“Being a member of IJ is a very valuable asset - 
not just for law firms, who are able to be part of a 
global knowledge and expertise sharing network of 
like-minded partner organisations, but particularly 
for clients who operate on a cross-border and 
cross-jurisdiction basis. Through instructing an 
IJ member, you can be safe in the knowledge that, 
while your work may be done by another firm in 
another country, it will be completed by someone 
who shares the ethos and commitment of your 
own lawyer and law firm.  

“Many of Sintons’ clients have benefitted from 
this – while some of their transactions involve 
working internationally in a jurisdiction we are 
not able to operate, they have the advantage of 
Sintons having the relationships in place to know 
immediately where to direct their business. This 
ensures their matter is handled seamlessly and in 
the shortest possible time, with their own trusted 
advisor at Sintons overseeing everything. Likewise, 
we regularly handle matters referred to us from IJ 
members around the world, working closely with 
them to ensure their client receives an outstanding 
service despite often being thousands of miles 
away.” 

LAW
Sintons

Sintons’ work has taken on a global significance through its membership of the International 
Jurists (IJ) legal network

CROSS-BORDER LEGAL ADVICE

SINTONS
www.sintons.co.uk
@SintonsLaw
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International trading is a thriving opportunity 
which many North East businesses, working 
across a range of industries, are taking 
advantage of. Last year alone, 3000 exporters in 
the region were cashing in on the potential of 

overseas markets. 
Although the UK economy faces uncertain 

times in the wake of Brexit, the value of North East 
exports rose to £12.9 billion in 2017, according to 
the latest figures from HMRC – an increase of 
eight per cent on the previous year.

It’s clear that the region’s businesses are already 
capitalising on international markets and many are 
doing so with the help of Gateshead College. 

Working with dozens of businesses across 
a range of sectors, including manufacturing, 
engineering and automotive, the college is helping 
to upskill workforces, so they can grow market 
share overseas.

Working with Washington-based manufacturer 
and aerial-lift specialist Snorkel Europe Ltd, the 
college is delivering a supply chain apprenticeship, 
combined with a team leadership training 
programme, which is being delivered through the 
Go>Grow programme – created after Gateshead 
College secured £15m of funding from the 
European Social Fund. 

The supply chain apprenticeship enables 

staff to acquire the key skills and knowledge 
needed to operate overseas as well as in the UK. 
The apprenticeship equips staff with practical 
knowledge such as how to send aerial lifts abroad, 
how to process transport documentation for 
export goods and how to monitor the movement 
of products as they enter the country of their 
destination. 

Jane Simpson, HR manager for Snorkel Europe 
Ltd, says: “Snorkel has a long-standing relationship 
with the college, simply because we know that 
they understand our business and our long-term 
strategy for growth.

“The apprenticeship is delivered with our input, 
which ensures that the training is tailored to the 
requirements of our business and apprentices 
acquire the skills we really need. It prepares them 
for international trade by covering key elements of 
the export market supply chain, such as currency 
fluctuations and the different customs procedures 
for sending products to other countries.” 

The college is also working with Norseal, a 
provider of specialist seal solutions which protect 
against excess noise, fire and smoke. The college is 
delivering two apprenticeships: customer service 
and warehousing and storage. 

The apprenticeships have been designed 
specifically to prepare staff for the challenges of 
export markets. They cover a range of essential 
topics, such as how to develop effective working 
relationships with overseas partners, how different 
countries handle imports, and the various 
warehousing and storage processes in the export 
logistics cycle. 

Neil Smeatom, general manager at Norseal’s 
Prudhoe site, says: “Although we do most of 
our business in the UK, export markets are also 
important to us. The apprenticeships we deliver 
with Gateshead College help our staff gain key 
skills that are useful to us as we look to grow 
market share overseas.”

Ivan Jepson, director of business development 
at Gateshead College, adds: “Exporting is a great 
revenue-generating opportunity for North East 
firms. It’s great that we are able to help Norseal, 
Snorkel and other companies capitalise on 
overseas markets, become more competitive, and 
support the North East economy.”   

EDUCATION 
Gateshead College 

Gateshead College is helping the region’s exporters acquire vital skills to succeed in the global 
marketplace 

COLLEGE HELPS EXPORTERS 
CONQUER OVERSEAS MARKETS

GATESHEAD COLLEGE
Photo: left to right: Matthew 

Burns, Alan Spark, Lea 

Cameron, Wayne Robson, Neil 

Smeatom, Tony Stewart (all 

Norseal) and Lucy Wilkinson 

(Gateshead College) 

www.gateshead.ac.uk
@gatesheadcoll
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Getting married abroad is becoming 
a much more common occurrence 
for couples looking to escape the 
unreliable English weather or for a 
more economical way to make the 

ultimate commitment to one another.
But aside from choosing the location and venue, 

preparing wedding invites and securing a catering 
service, there are some important legal issues 
and procedures that must be adhered to should a 
couple choose a destination wedding. 

The most important thing to do is check out the 
legal requirements for getting married or entering 
into a civil partnership in your chosen country. 
Often, it is required that a couple be in the country 
for a minimum period of time before they can give 
notice of their intent to marry. Couples should 
ensure that they carefully check the requirements 
and fees for the giving of such notice to be sure 
that they can actually get married once they are 
there. It is worth noting that the notice fees often 
have to be paid in the local currency too.

Secondly, many countries require couples to 
complete a formal Statutory Declaration to Marry 
in the UK before they travel. Ordinarily, the tour 
operator, wedding venue or wedding planner will 
provide the requisite wording, but a solicitor will 
need to prepare and check this for the bride and 
groom and swear it as the truth in the UK before 
travel.

It is also important for couples to check 
that they have all necessary documents before 
travelling abroad to marry. Of course, a passport 
is essential, but often the bride and groom will 
also need their original birth certificate with 
parents’ names shown, as well as any original 
decree absolute or final order of annulment or 
civil partnership dissolution if applicable. If 
either party has been widowed, they would need 
their late partner’s death certificate and marriage 
certificate to prove their ability to be married. 
If it is a religious ceremony, proof of baptism or 
christening may also be required.

It isn’t just their own essential travel documents 
which the bride and groom must consider, they 
should not forget to gently remind their guests 

and wedding party about the validity of their own 
passports. A common mishap occurs when people 
get caught out by not having enough months 
left on their passport at the point they are due to 
travel. Most countries require six months beyond 
the completion of the trip. Remember to check the 
entry requirements for the country of your choice 
at the Foreign and Commonwealth Office.

Finally, marriage revokes a will, so remember 
to ensure any existing wills are not revoked before 
travelling by adding a codicil that confirms the 
intended marriage will not revoke the will. Or, if 
the couple doesn’t have a will, they should get one 
made ahead of their big day in contemplation of 
their marriage. For those who prefer to wait, one 
can be written up following the wedding.

Gordon Brown Law Firm can assist on matters 
of wills, trusts and probate, preparing brides and 
grooms for their wedding no matter what country 
they choose to marry in. The firm’s team of expert 
solicitors are experienced in this area, delivering 
bespoke advice and guidance to engaged couples.

LAW 
Gordon Brown Law Firm LLP

Rebecca Harbron Gray, head of wills, trusts and probate at Gordon Brown Law Firm LLP, 
highlights the key things to remember when tying the knot abroad 

STOP A DREAM DESTINATION 
BECOMING A LEGAL NIGHTMARE 

GORDON BROWN 
LAW FIRM LLP
0191 388 1778

info@gblf.co.uk
www.gblf.co.uk
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In a bid to support the region’s small and start-
up businesses and help them to grow, North 
East-based national law firm, Muckle LLP, has 
launched an innovative service offering clients 
a dedicated lawyer for a discounted fixed fee. 

Muckle LLP’s new Mi Business service is 
believed to be a first in the region and offers a legal 
retainer specifically designed for businesses with 
under £2 million turnover and 30 employees. It 
provides small businesses the opportunity to pay 
for their necessary legal fees on a monthly Direct 
Debit while budgeting for and benefiting from 12 
months’ legal support.

Last year, a YouGov survey looking at legal costs 
found that small to medium sized UK businesses 
(SMEs) experience eight legal issues per year on 
average. The survey also revealed that only 8 per 
cent of SMEs felt legal fees were good value for 
money.

Louise Duffy, head of banking and finance at 
Muckle LLP, says: “We understand managing a 
new or growing business and its legal needs can be 
difficult. That’s why we designed Mi Business, to 
help smaller sized companies access legal advice 
early and prepare for issues that might become 

contentious later on. 
“Businesses will ultimately save time and 

money. It’s much cheaper than hiring a lawyer 
on a reactive basis and, because we already know 
the business, we can support them much more 
efficiently.”

One of the first businesses to benefit from the 
scheme is Faction Health and Safety Group, a 
Newcastle-based consultancy currently working 
with Muckle LLP’s Jill Dovey, associate solicitor. 

The group has since launched its RAMs app, 
providing customers with a simple to follow 
and reliable system for creating their own risk 
assessments, method statements and COSHH 
assessments. Faction’s service arm – beAccredited 
– has also been launched, which focuses on taking 
the hassle out of the health and safety accreditation 
process for its customers.

Joe Kelly, business development director 
at Faction, says: “Working with Muckle has 
benefited us massively, from setting up our 
initial shareholder agreement to the terms and 
conditions for our various arms of the business, 
they have been fantastic. It’s given us real peace 
of mind knowing we have expert legal advice we 
can turn to whenever we need it and has already 
proved to be incredibly useful for us with a few 
unexpected issues. 

“Being able to spread the payment monthly has 
also allowed us to reinvest capital into the business 
rather than outlaying a large initial sum which has 
helped us in our growth.”

As part of the legal package, start-up and small 
businesses receive the services of a dedicated 
lawyer to help manage their needs, connect them 
with other influential business contacts and help 
them to grow.

The two 12-month Mi Business packages cost 
£165 and £300 per month, payable by Direct Debit 
or up front, and include a host of added benefits, 
such as free company secretarial support. 

LAW
Muckle LLP

The Newcastle-based law firm has launched Mi Business, which allows smaller businesses to pay 
for legal services via a monthly Direct Debit 

MUCKLE OFFERS INNOVATIVE 
SERVICE FOR SMALL BUSINESSES

MUCKLE LLP
Photo: Left to right Jill Dovey, 

Joe Kelly and Louise Duffy  

www.muckle-llp.com
@MuckleLLP
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The main thrust of Donald Trump’s 
election campaign was putting 
‘America First’. The underlying 
notion being that a series of bad trade 
deals has allowed America to be 

exploited, at the cost of jobs and the standard of 
living of employees. The President has therefore 
adopted a more mercantilist approach. By this 
I mean he has focused on trade imbalances, 
and those trading relations that have resulted in 
significant trade deficits. Trump has a notable 
distrust of multilateral trading agreements, 
which were very much in favour from the late 
20th century onwards. This accounts for his 
willingness to robustly renegotiate, or even walk 
away from, existing multilateral agreements such 
as The North American Free Trade Agreement 
(NAFTA). 

However, Trump’s most vexing trading 
relationship has been China, with whom the 
US runs a very large trading deficit. Taking data 
from US Commerce Department, in January 
and February 2018, the trade balance with China 
was -$65.214bn. This is viewed as evidence of 
exploitative trading arrangements.   

China is in some ways an enigma. In one sense 
it is considered a developing market, but at the 
same time it wields enormous – and indeed, 
growing – power globally. Trump has a point. 
Chinese companies can access the US market on 
far more advantageous terms than the reciprocal 
side of the deal. It is very common for developing 
nations to block full foreign ownership of 
domestic enterprises. But this also leads to the 
leakage of intellectual capital, as joint-ventures 
necessitate the sharing of knowledge. China 
has used these arrangements very smartly as it 
has risen up the value-added chain. China is no 
longer only about mass producing cheap goods.

The US President has responded by deploying 
those aforementioned mercantilist methods. He 
has progressed this through the potential use 
of trade tariffs, and the tightening of domestic 
regulations in areas such as the acquisition of US 
businesses. 

It is also worth noting the peculiar negotiating 
tactics deployed. I liken these to ‘hand-grenade’ 
diplomacy. Making incendiary comments and 

remarks to unsettle his negotiating partners. 
While shocking initially, the world is becoming 
familiar with this approach. It is easy to become 
despondent for the prospects for global trade, but 
a race to raise trade tariffs would hurt consumers 
worldwide and likely threaten many jobs in the 
process. 

It is unlikely that Trump will turn his back 
on global trade. What he desires is a reset of 
relations. Arrangements that reflect more 
accurately the global order.

Brexit is very different. Here, the UK is 
balancing the attraction of exploiting the 
opportunities that come with the freedom 
to negotiate its own trading arrangements 
independently, with the dangers of disturbing 
relations with its most important economic 
partner. As the UK and EU set about negotiating 
the basis of their future relationship, the financial 
services industry will likely be a key battleground. 
The UK is a big exporter of services to the EU, 
while at the same time being a big importer 
of goods from the block. But the EU can only 
leverage this dynamic so far. Inhibiting access 
to the expertise provided by the City of London 
would be counterproductive. One only has to 
consider the turbulence at Deutsche Bank to 
conclude that Europe does not excel in finance. 
Europe and the UK need to trade with each other 
and eventfully this will be reflected in the course 
of negotiations.

FINANCE  
Vertem

Brexit and the election of Donald Trump have served to shake up the international trading 
environment, says Gary Stockdale, head of Investment Strategy at Vertem

TESTING TIMES FOR 
INTERNATIONAL TRADE

VERTEM
www.vertem.co.uk
@vertemam
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There is enormous scope for most 
businesses in the North East to expand 
by breaking into new geographic 
markets. However, business leaders 
are understandably cautious about the 

numerous potential and perceived risks associated 
with stepping into the unknown. 

The results of recent surveys published by the 
Department of International Trade (DIT) indicate 
that 73 per cent of businesses who either export 
or could potentially export feel they don’t have 
a good level of knowledge about how to export, 
citing concerns about legal or tax regulation and 
standards as key barriers.

At Womble Bond Dickinson, we take pride in 
our ability to do far more than simply deliver the 
highest quality of legal advice. In recent years, 
our network and reach has grown significantly, 
culminating in November last year when we 
combined with US firm Womble Carlyle, 
providing our clients with the opportunity to 
access colleagues in 16 offices across the United 
States. 

Our ability to patch US colleagues into a three-
way call at short notice, or to host meetings on the 
Quayside in Newcastle with US lawyers sitting at 
the end of the table, albeit via video conference, 
has enabled local businesses to obtain the guidance 
they need virtually on their doorstep.

North East businesses have already been 
working with our US team to find answers to 
the fundamental questions potential exporters 
have around doing international business. For 

example, whether there is a need to set up a local 
legal entity, which state to incorporate in and how 
to ensure optimal tax treatment, as well as legal 
and regulatory treatment for a particular kind of 
operation.  

Now is a good time for businesses looking 
to set up operations in the United States. In 
contrast to the state aid regime in the UK and 
across Europe, many US states offer truly mouth-
watering incentives to organisations seeking to set 
up or grow in their jurisdiction. Our economic 
development attorneys are helping businesses to 
maximise the subsidies and tax breaks that are 
available. 

Our region and the South East of the United 
States have much in common, particularly the 
potential for economic growth enhanced by 
access to vital infrastructure and resources in 
comparatively low cost environments. There are 
other synergies which we are looking to support, 
such as bringing together trade associations 
like the North East Automotive Alliance with 
counterparts in South Carolina. Through these 
discussions, which include other stakeholders 
such as Sunderland City Council, we will forge 
close links and share best practice. These links will 
help identify opportunities for local businesses to 
export products and services into the US, and will 
also attract inward investment into the region at 
developments such as the International Advanced 
Manufacturing Park at Sunderland.   

International business is important for the 
region. In the coming months, we will continue 
to support and lead further trade missions for 
local businesses wishing to build networks and 
enhance their local knowledge of new markets 
across the Atlantic as well as other jurisdictions. 
We will also finalise the work we have been doing 
with the North East LEP and NEECC to build a 
new network to support local businesses who are 
looking to export. This network will capitalise on 
the willingness of the region’s business community 
to work together and share experiences, both good 
and not so good. Through all of this, we hope to 
further enhance the North East’s position as one 
of the few regions in the UK to boast a positive 
balance of trade.         

LAW 
Womble Bond Dickinson

Last year’s combination of law firm Bond Dickinson with US firm Womble Carlyle has made it 
easier for clients to trade internationally, as Peter Snaith, partner at Womble Bond Dickinson’s 
Newcastle office, explains

SUPPORT FOR TRANSATLANTIC 
TRADE CLOSE TO HOME

WOMBLE BOND 
DICKINSON
www.womblebonddickinson.com
@WBD_UK
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Don’t lose your focus when pressure mounts
The risks of incurring losses can make holding 
investments difficult to bear, with the temptation 
being to sell out and cut your losses. This may put a 
stop to the anxiety you may (temporarily) feel, but 
may harm your longer-term investing goals.

Keep calm and carry on
Sudden market moves can be testing times for 
all investors because we get a stark reminder of 
what investment risk really feels like. Short-term 
volatility, while unpleasant, should not detract 
your focus from the long-term objectives – your 
investments.

Your focus should be on ensuring that the 
inevitable bumps along your investment journey 
do not force you off course. When markets are 
falling and it seems like everybody is selling, 
staying invested can seem daunting and dangerous. 
Equally, when markets are rising and everybody 
seems to be buying, keeping a level head and 
ignoring the crowd can be difficult.

We often highlight the role of a diversified 
portfolio in managing investment risk, but it also 
has a big role in helping investors manage their 
reactions to markets. A well-diversified portfolio 
should shield you from the full brunt of sharp 
falls in a particular market, but will also mean 
that the moves in your portfolio are more muted 
than attention grabbing headlines may lead you to 
believe. Every day you have the option to buy, sell 
or stay invested. A well-diversified portfolio can 
make it easier to take the decision to stay invested 
rather than follow market moves.

Volatility can offer opportunities
For those investors with cash to invest, the 
recent market moves may create opportunity. No 
investment strategist has the crystal ball to tell you 
whether you’re buying at the bottom of any dip or 
the top of any peak. As markets have fallen, the 
best you can know is that you aren’t at the top. The 
short-term ride may continue to be bumpy, but 
for those with the composure to get invested, the 
prospect of not buying at the very top of a market 
would boost longer-term returns.
Scratch the itch

Anyone who’s had chicken pox will know the 
advice not to scratch the itchiness doesn’t remove 
the temptation. Investing behaviour is similar – 
understanding that your reactions to markets can 
be dangerous to your wealth doesn’t make it any 
easier to leave your portfolio alone. Giving into 
temptation can feel comforting and boost our sense 
of having control.

However, in investing we often see that action 
for action’s sake proves more harmful than the 
status quo. Research in behavioural finance finds 
that the more frequently we trade, the more we 
reduce our financial returns on average, not only 
because of the costs of trading, but also because we 
react very differently to gains and losses.

If investors feel the urge to act, the small changes 
which come from rebalancing a portfolio can 
be one way to take control of the situation. At a 
time of stress, this embeds the good behaviour 
of selling a bit of whatever has performed best in 
your portfolio and buying whatever has performed 
less well – exactly aligned to buy low and sell high 
behaviour.

Long-term investing is good investing
Time and time again, we see that over long periods 
markets recover from downturns, although past 
performance is no indicator of future performance. 
Corrections can be healthy and result in even 
stronger growth in the future, although this isn’t 
guaranteed and you could get back less than you 
invest. This is why holding a diversified portfolio 
for the long term makes good investing sense. It’s 
time invested in the market, and not the timing of 
the market, which dictates long-term returns.

ADVERTISEMENT
Barclays Wealth

A volatile investment landscape can present opportunities for investors, says Richard Clark of 
Barclays Wealth, who provides his top tips for navigating uncertainty in the markets

KEEPING CALM IN 
TURBULENT TIMES

BARCLAYS WEALTH
Contact Richard Clark on 

richard.f.clark@barclays.com
www.barclays.co.uk/wealth
@barclayswealth

Investments can fall in value; you 

may get back less than you invest 
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When and why was Impeller 
established?
Impeller was founded 
in 2015 and was created 
by the innovative senior 

management team at Tyne & Wear Fire & Rescue 
Service. They chose to establish Impeller to 
harness the inherent skills of the service that are 
commercially valuable and generate profit for 
good. The company is set up within a charitable 
structure as a social enterprise, with surplus profits 
going back into community fire safety projects in 
the North East. The business works in partnership 
with the fire service with access to their skills, 
assets and intellectual property, for which the fire 
service receives a revenue stream. 

We use this competitive advantage to deliver 
services to customers – all of which are aligned to 
safety. 

What type of companies have you worked with?
We have a great mix of repeat customers, working 
with more than 300 in the first three years of 
business with a wide variety from schools, councils 
and charities to local and national businesses. We 
are also proud of our record of working with in 
excess of 30 UK fire and rescue services as well as 
working for Northumbria Police. Locally, we’ve 
worked with Nissan, Meldrum Construction, 

Kingston Property Services and Fairstone, to name 
a few. We love to build lasting relationships with 
our customers; Impeller recently competed in the 
North East Property Rugby Festival in aid of St 
Oswald’s Hospice, who are one of our customers, 
which was both great fun and raised a lot of money 
for the hospice.    

I believe the company is now building 
international relationships from its North East 
base…
Our first foray overseas was to the Republic of 
Ireland, working with many of the fire services 
over there in the last few years. We have delivered 
specific training for them in Ireland and regularly 
attend events over there. Key to developing 
overseas opportunities is building relationships 
with the key customers who will act as brand 
advocates for Impeller – this has certainly worked 
for us in Ireland. We are now looking to the 
Middle East for future expansion. 

How will Impeller benefit from working overseas? 
Working with different clients and cultures 
expands not only your turnover, but also the 
experience and depth of your team. We will 
encounter new ‘opportunities’ that we will need to 
solve, which will stretch our capabilities and help 
to grow the business - it is an exciting time! 

What’s the company’s future plans?
It is extremely important for Impeller to look 
overseas as it will be a key source of growth in the 
next three years – we plan on expanding into the 
Gulf Cooperative Council countries, particularly 
Dubai, Abu Dhabi, Oman and Saudi Arabia in 
the next 12 months. The opportunity for us is 
significant and exciting, however having lived 
and worked in the Middle East for three years 
myself, I know it takes longer to build relationships 
and develop the trust needed with the client. It’s 
also important to have a presence in the country 
and we are currently considering the best route 
to achieve this. Ultimately, we want a managed 
and controlled expansion where we build lasting 
relationships and value for our clients. 

BUSINESS
Impeller 

Overseas growth is proving an important driver for social enterprise Impeller, which provides fire 
safety training in association with the Tyne & Wear Fire & Rescue Service. CEO Will Fatherley 
explains more

GLOBAL REACH HEATING 
UP FOR IMPELLER 

IMPELLER
www.impeller.co.uk
@ImpellerLtd
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IN ASSOCIATION WITH:

North East Times’ success in covering the commercial property sector has prompted us to widen our scope to the Built 
Environment. Just as we will continue to focus on news and views in the important commercial property sector, we have extended 

our interest into every aspect of the construction environment. We will seek to engage with the many disciplines involved and 
highlight the issues impacting them. Above all, we will promote the excellence that exists in the North East and deliver where we 

can the inside stories from within the complex world of the Built Environment

BUILT 
ENVIRONMENT
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BUILT ENVIRONMENT - NEWS

NORTH EAST

Hitachi project wins top 
RICS Award                                             
Merchant Anglo’s Hitachi Rail Europe’s Newton Aycliffe project 
has won the ‘North East Project of the Year,’ at the RICS Awards 
ceremony at the Marriott Hotel, Gosforth Park.

This 465,000 sq ft Ryder Architecture building, described by 
Alistair Dormer, Group CEO, Rail Systems Business Unit, Hitachi, 
as a purpose-designed state-of-the-art rail vehicle manufacturing 
facility “brought much needed and extensive employment to the 
area,” said the RICS judges.

The biggest regional investment since Nissan, the Hitachi 
building was required as a European-based plant that could 
accommodate large scale rolling stock assembly for two initial 
contracts – the Great Western rail route and the East Coast Main 
Line upgrades.

The original aim was to create 700 jobs. This has been 
surpassed with over 1200 being directly employed with a further 
8000 jobs in the supply chain.

Chair of the judging panel, Adam Serfontein, Managing Director, 
Hanro Group, said: “Hitachi Rail Europe is a stand-out Project of 
the Year winner as not only has it brought valuable employment 
opportunities to the area, it has also acted as a catalyst for 
significant further regeneration at a regional level and scale.” 

Category winners on the night were The Boiler House (Building 
Conservation), Wylam Brewery (Commercial and Tourism 
& Leisure), Hauxley Wildlife Discovery Centre (Community 
Benefit), Urban Sciences Building (Design through Innovation), 
Killingworth & Longbenton Surface Water Management Scheme 
(Infrastructure), Hitachi Rail Europe (Regeneration) and The 
Maltings (Residential Property).

All category winners will go on to compete against other 
regional winners at the national RICS Awards Grand Final on 2 
November 2018 in London, for the chance to be crowned the 
overall UK winner in their respective category.

TEESSIDE

Saltburn deal
Property company Wordie Properties has purchased the newly 
built Skelton Retail Park in Saltburn-by-the-Sea. Developed 
by Urban&Civic, the retail park, spanning 41,050 sq ft, was 
completed in December 2017 and is home to tenants such as 
B&M, Greggs, Sue Ryder and McDonalds. Wordie Properties is a 
family-owned firm which traces back its roots to 1903. Cushman & 
Wakefield acted for Wordie Properties in the transaction. 

GATESHEAD

Emerging technology centre 
‘close to completion’
The £7.8m PROTO complex, funded by Gateshead Council, the 
European Regional Development Fund and the North East Local 
Enterprise Partnership, will open this summer at Baltic Business 
Quarter, Gateshead Quays, an emerging district for knowledge-
driven and innovative companies. 

The state-of-the-art research and development facility will allow 
businesses within the tech sector to develop digital solutions to 
real business challenges. It will showcase the latest emerging 
technologies including virtual and augmented reality. 

Alongside the new R&D building, office space is also being 
transformed into high-specification workspaces over four floors for 
tech companies wanting to base themselves at PROTO.

IN ASSOCIATION WITH:
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Portland Consulting 
Engineers’ Easter reception
More than 190 guests from the North East’s key companies within the construction industry joined Portland Consulting 
Engineers’ directors and staff at Bonbar in Newcastle for an informal and relaxed drinks reception last month. Portland’s annual 
Easter Reception – now a prominent date established in the industry’s social calendar – provides the engineering company an 
opportunity to express gratitude to clients and project partners for their continued support and opportunities

EVENT - PORTLAND
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Offices on a global scale

First impressions are not always right, as the 
tower cranes outside Zurich railway station 
suggested yet another European office core 
under construction, when in fact it was high-rise 
residential development ‘en-masse’.

True, I thought I had spotted something 
comparable to the buildings grouped around 
London’s Stock Exchange. Cores tend to 
be easily recognised but it’s only on closer 
inspection that the quality of them can be seen.

In particular, it is not just stunning architecture 
but occupiers too. Basel, for example, is the 
home to pharmaceuticals giants, Novartis, 
Roche Group and many others. In Zurich, the 
large occupiers include Zurich Insurance, Credit 
Suisse, UBS and Migros from the financial sector. 
In both cities, there are lots more international 
company headquarters.

Across the globe there are similar office 
locations that dazzle by their number. Cushman 
& Wakefield, the global industry knowledge 
leader, has published a major report, Office 
Space across the World, which surveys 
occupancy costs across 215 office markets in 
58 countries worldwide. Using data collected 
from its extensive network of local Cushman & 
Wakefield offices, it ranks occupancy costs per 
workstation for prime office space globally. 

It concludes that Hong Kong and London 
remain by far the most expensive office markets 
in which to accommodate staff. But all across 
the world, occupancy costs are increasing and 
many employees are working in more dense 
environments. 

Finding the tipping point when density and the 
lack of collaborative space becomes a hindrance 
to people getting their work done is becoming 
increasingly important for workplace design. This 
is particularly true as businesses use the office 
as a tool for talent attraction and performance 
enhancement.

The technology sector is growing, thereby 
creating a new generation of firms. When it 
comes to location, these companies are more 

‘footloose’ than their traditional counterparts. 
This allows secondary cities to compete in 
ways not possible during the industrial age. As 
a result, these cities are moving up Cushman & 
Wakefield’s cost rankings.

OCCUPANCY COSTS
Occupancy costs remain a key issue. Globally, 
annual costs per workstation rose by 1.5 per 
cent last year. This was driven by the Americas 
where costs increased by 4.2 per cent and Asia 
Pacific where they rose by 3.4 per cent. Across 
Europe, the Middle East and Africa costs fell by 
1.3 per cent.

At a city level, costs fell in two of Cushman 
& Wakefield’s top 10 office markets – London 
and Paris. Hong Kong saw annual costs per 
workstation increase by 5.5 per cent, while New 
York and Silicon Valley experienced growth of 6 
per cent. 

Currency fluctuations have produced some of 
the biggest changes in rankings. For companies 
looking at their local costs, it is this which will 
exercise them more than property markets over 
the next year. 

Despite a fall in office costs, London remains 
by far the most expensive city along with Hong 
Kong. For the same cost of accommodating 

North East Times’ property writer, Chris Dobson, takes a look at global trends in office space and the questions arising from 
there, as part of this issue’s international theme.

COMMENT - CHRIS DOBSON

1.
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100 staff in a Hong Kong office, 300 can be 
accommodated in Toronto, 500 in Madrid, and 
900 in Mumbai. 

OFFICE DENSITIES
The global financial crisis forced many businesses 
to reassess their financial commitments. Office 
consolidations and closures enabled companies 
to realise immediate cost savings, while flexible 
work solutions – by way of remote working, hot-
desking and ad hoc space rental – proved highly 
effective in reducing real estate footprints and 
managing uncertainty. 

Employment in Organisation for Economic 
Cooperation and Development (OECD) countries 
had recovered to pre-recession levels by 2012. 
But sustained growth in workplace-based 
employments, coupled with rising rents in central 
business districts (CBDs), meant continued 
densification. As a result in New York, London 
and Asian cities alike there is growing adaptive 
behaviour by occupiers who see rising workplace 
populations and rising occupancy costs as a 
result. 

For example, densities in New York have 
reduced drastically in the past five years. Hudson 
Yards is a 28-acre urban development project in 
the city which will provide several skyscrapers 
and millions of square feet of commercial space. 
Here, developers are testing super-dense office 
space: certain buildings have multiple floors 
that can provide each office worker less than 
78 square feet of space. In the Empire State 
Building, by way of historical example, most 
floors provide 150 square feet or more per office 
worker.

When businesses decide to occupy a 
traditional office in London, a five or 10-year lease 
is the norm. But this is incompatible with many 
corporations’ desire for flexibility. Businesses in 
London are increasingly taking up co-working 
space.

Co-working providers offer flexible rental 
packages which operate on a rolling per desk 
per month, week or day basis – this gives firms 
the option to expand or relocate quickly, with little 
upfront capital or commitment. For corporations 
this is simple, cost effective and requires no long-
term commitment that either hinders growth or 
wastes money on unnecessary space.

Activity Based Working (ABW) has garnered 
significant interest across various gateway cities 
in Asia. Instead of assigning employees a seat, 
ABW offers a variety of environments in the 
workplace and gives employees the freedom to 
choose a particular setting tailored to the work 
they do and the activities they prioritise. It has 

been shown to improve employee satisfaction 
and boost performance, but typically assigns less 
space per person. ABW will continue to resonate 
in the high pressure and busy environments 
characteristic of many Asian cities.

Calculating density and when the lack of 
collaborative space becomes a hindrance to 
people getting their work done is by luck for 
some, but for others through the art and science 
of workplace design. Known as proxemics – the 
study of the cultural, behavioural and sociological 
aspects of spatial distances between individuals 
– it has repeatedly shown that being respectful 
of ‘comfort zones’ is crucial for wellbeing and 
productivity. 

In the coming years, working habits will 
resemble a menu of working environments, 
including traditional offices, and an assortment 
of other shared collaborative and ‘third space’ 
which is a less formal meeting / working area, 
somewhere between a traditional office and 
working from home. This will provide employees 
with the comfort and flexibility they need.

THE CASE FOR OUR REGION
The final and most important thought is how 
Newcastle figures in this picture of workplace 
design, flexible rental packages and work 
solutions.

“Clearly Newcastle does not have the 
dynamics of major business locations as found 
around the world, but it has a strong regional 
position with the pipeline of development at such 
a stage that current trends in occupier demands 
can be accommodated,” says Greg Davison, 
partner, office agency, Cushman & Wakefield’s 
Newcastle office.

He adds: “Within the UK, Newcastle and 
the North East remains one of the most cost 
effective places in the UK in which to locate, and 
in the context of our global research, competes 
favourably on an international scale.” 

1.  London’s distinctive City skyline where 
occupational costs remain by far the most 
expensive along with Hong Kong.

2.  Stockholm where information and commu-
nication sector jobs have grown almost five 
times quicker than finance jobs, and have 
contributed significantly more to the city’s 
economic growth.

3.  Seoul which has been transformed into a 
global tech city, much of it home-grown and 
family-controlled

2.

3.



60

Forging global 
partnerships

NBS is an increasingly recognised brand across 
the globe, not only for its software products, 
but for the quality of its content. While there are 
many opportunities around the world, my work 
as head of partnerships for NBS is centered 
around building the right relationships with the 
right partners on a national and global level; 
those who complement our core values and 
share our ambition for transformational change 
across the construction industry. 

We, at NBS, are innovators at heart. We think 
not about the working practices of our industry 
now, but how the construction profession will 
work in the next ten years. 

In supporting our ambitious growth 
plans, NBS has recruited an entire team 
to focus on developing the business in the 
UK and internationally. UK organisations 
are looking for a single provider to support 
their work in international markets, so it’s 
a natural progression for us to develop our 
teams and services to support both our UK 
and international customers. We now have 
businesses in both Australia and Canada as part 
of our strategy.

My background was in law and I have held 
commercial roles in both the private and public 
sectors. I have experienced the game-changing 
impact of disruptive technologies that can 

elevate a business and its revenue to the next 
level.

My current role demands the ability to 
strategically analyse and advise, so I often 
switch between my commercial and legal skills. 
What attracted me to the role was the future 
for NBS, its innovative capabilities and the role I 
could play in contributing to its growth.

NBS wants to identify and work with partner 
organisations, nationally and globally, which 
share a common goal to deliver world class 
technology that has the agility to meet evolving 
customer needs.

Often, when an organisation is breaking into 
a new territory, it can be more effective to work 
with a known partner in that region or country 
that has the knowledge of the customers you 
want to reach and can share valuable insight. 

Of course, every new territory offers its own 
set of challenges as well as opportunities; 
working out how the commercial market works 
and the legal differences are crucial. Good 
contractual arrangements are the foundation of 
successful working relationships. 

The UK Government mandated BIM (Building 
Information Modelling) back in April 2016 and 
many countries around the world, that do not 
have a recognised standard in place, are looking 
to the UK – and to NBS – to see how they can 
reap the benefits of adopting new ways of digital 
working. 

It’s thanks to the progressive mindset and 
skills mix of experienced  colleagues – of which 
there are over 200 based here in Newcastle – 
that we have been able to make the most of 
our opportunities and expand our offerings into 
Canada and Australia. 

At NBS, we strive to meet market needs 
rather than dictating what the market should 
have. It’s about testing what we’re doing, 
gathering that feedback and making sure the 
products evolve in a useful way for our global 
customers. Collaborative working is there to 
improve client outcomes, productivity and, 
ultimately, the profitability of all those involved.

I hope to forge long lasting and trusted 
partnerships that bring out the best of what the 
UK has to offer our industry on a global level.

Sascia Elliott, head of partnerships at NBS, talks about her first months in the job and the strategic role she has to build key 
partnerships for the company on a national and global level

CONSTRUCTION – NBS

NBS

www.thenbs.com

@theNBS
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Viewpoint

When Convergys signed up for The Rocket 
in Stephenson Quarter you must have been 
delighted to say the least.  
In my previous role at property developer 
Clouston Group, I was part of the team that 
helped construct the Convergys deal. It was 
significant because it created top quality jobs on 
a gateway site into the city. It also demonstrated 
that the innovative deal between Clouston and 
the council after the recession was the right thing 
to do to deliver jobs. It informed subsequent 
deals and more jobs were delivered. 

Convergys’ website says it ‘delivers 
consistent, quality customer experiences in 
58 languages from more than 150 locations 
around the globe’. What does its presence in 
Newcastle city centre say about Newcastle 
as a location for international businesses? 
We always knew that Newcastle is an 
international city, but this major letting confirmed 
that and demonstrated we could deliver world 
class office accommodation in the heart of the 
city. The benefits were: a city centre location, 
close to a major transport hub with easy access 
to a talent pool, high performing universities 
and colleges. We were also able to draw on 
the expertise of Invest Newcastle, who created 
a soft-landing platform for investment and 
infrastructure for businesses to access quickly 
and easily.

 
Civic Centre is going through considerable 
change to become a public sector 
hub. Apart from extending the life of 
this landmark building, how will it help 
Newcastle’s economy?
It provides first-class office accommodation 
in the heart of the city, clustering up to 1800 
jobs that might otherwise have moved out of 
town. In recent research by Metro Dynamix, 
cities are described as being economic engines 
for growth, and so a diverse mix of residents, 
business and leisure in city centres goes a long 
way to energising the region’s economy.

In North East Times’ latest Viewpoint, property writer Chris Dobson talks with Michelle Percy, assistant director for commercial 
development and strategic property at Newcastle City Council

INTERVIEW - MICHELLE PERCY 
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“The city’s mantra is ‘we’re 
open for business’ so that 
means ensuring that our 

business-facing services have 
the attention to detail that 

business requires and that we 
apply commercial thinking to 

those processes.”

IN ASSOCIATION WITH:

You were recruited to target opportunities 
for commercial development and maximise 
the ability to generate profits for the City 
Council. I assume the Civic Centre project 
is the key opportunity but are there others 
in the city?  
Absolutely. The city’s mantra is ‘we’re open 
for business’ so that means ensuring that our 
business-facing services have the attention to 
detail that business requires and that we apply 
commercial thinking to those processes. Those 
opportunities exist in property, markets, tourism 
and major events, all of which bring benefits to 
the city. Our three big regeneration schemes, 
Stephenson Quarter, Newcastle Helix [formerly 
Science Central] and Pilgrim Street, are all 
making good progress. 

Apart from Newcastle in North East 
England, towns with the same name occur 
in the other three countries of the UK and 
in at least seven countries worldwide – how 
does this help the region’s identity? 
There are other towns and cities called 
Newcastle but, for me, there is only one 
Newcastle. We have a strong brand and 
sense of place. Thanks to our international 
connections and friendly people, the city is 
known all over the world. It has grown over 
hundreds of years as a centre for trade, culture 
and governance. We celebrated 800 years of 
having a mayor last year – how many cities can 
do that? Today we are a Core City and member 
of the Eurocities network of European cities. 
We have an international airport, a Premiership 
football team, great cultural assets, and host 
the world’s biggest half marathon. Newcastle is 
also hosting the Great Exhibition of the North – 
expected to be one of the UK’s biggest visitor 
attractions this summer. Is it any wonder that 
Newcastle is one of the most popular cities 
to visit in the UK? It is good to know there are 
other Newcastles out there, but I am not sure 
they necessarily contribute to our identity. We 
do that ourselves, and I am sure the other 
Newcastles do the same.

Finally, there is much on the horizon that 
can impact on the UK’s economy and 
therefore upon the North East. Do we have 
what it takes to get through a potentially 
challenging time? 
Absolutely. We have a strong business base, 
world class cultural assets, an estimated 
population of 293,000 and growing, strong 
leadership and a clear ambition to bring a 
Devolution deal to the region that drives 
growth. We are well placed to navigate our way 
through any challenges. Despite austerity, we 
have succeeded in growing the city because 
our institutions and communities have worked 
together. We know we are stronger together.
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Cloud technologies are being utilised 
to optimise global operations for 
ambitious firms that look to grow 
internationally while still remaining 
as secure as they would be if they 

operated from their own office. 
Technology is an enabler for North East 

businesses to expand their borders beyond the 
region and the UK. Cloud-hosted desktops allow 
businesses to virtualise their entire office space, 
resulting in no boundaries when it comes to 
international working.

With virtual desktops, organisations can benefit 
from geographically redundant data storage, 
automatic failover to other sites and the ability 
to scale the environment up or down to support 
the growth of the organisation. Unlike traditional 
hosted scenarios, as soon as the need diminishes 
(seasonality, cyclical, event-based demand, etc.) 
you can downsize the infrastructure and stop 
paying for its continued operation.

In terms of globalisation, The Frost & Sullivan 
report, The Born Global Business 2016, found 
that 71 per cent of cloud users have entered 
new geographic markets in the past five years, 
compared to only 31 per cent of non-cloud users.

Scaling revenue and technology  
Following a record-breaking year for the company 
and growth in global revenues of 17 per cent, 
recruitment consultants Finlay James expanded 
its workforce in November 2017 by opening an 
international base in San Francisco. This added to 
the company’s existing four UK-based offices. 

Despite the expansion on a global scale, the 
Atlas Cloud platform enabled staff to access their 
work desktop at any given time, regardless of time 
zones. The data resides in data centres around the 
UK with secure access being granted with internet 
connectivity and two-factor authentication.

Discussing how the Atlas Cloud platform 
enhances business growth, Sara Gaughan, chief 
people officer from Finlay James, says: “We have 
the ability to grow with complete flexibility. We 
plan to expand both nationally and internationally 
to 80 people by September 2018. The Atlas Cloud 
platform enables us to grow easily as the solution 
is fully customisable to our changing business 
requirements.”

Dynamic solutions for dynamic businesses 
Nicholas Sloka, IT business development manager 
at Event Marketing Solutions, reflects on the 
decision to move to Atlas Cloud’s platform: “The 
Atlas Cloud platform enabled us to integrate 
individual systems from our UK and Dubai offices 
into one unified solution that can be securely 
accessed by staff at home, in the office or on-the-
go. 

“As the data resides in a UK-based data centre 
that is fully managed by a team of technical 
experts, the burden of monitoring user access 
is removed. All staff are able to communicate, 
collaborate and share files efficiently and securely 
in real time, regardless of their geographical 
location and time zone.”

Pete Watson, CEO of Atlas Cloud, adds: “We 
support the global expansion of organisations by 
providing a fully secure platform that can enable 
business growth with complete flexibility. We 
understand that the modern-day workforce needs 
access to their working environment around 
the clock, from any location. Cloud technology 
is empowering workers to pick up their project 
work on the go, to collaborate in real time, and to 
improve their productivity, regardless of where 
they are and their co-workers are located.” 

TECH  
Atlas Cloud

Atlas Cloud is helping clients to succeed around the world by providing connective and secure 
technologies 

GLOBAL EXPANSION MADE EASY

ATLAS CLOUD
0191 283 0191 

hello@atlascloud.co.uk
www.atlascloud.co.uk

i
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Every company is capable of creating 
a compelling reason as to why they 
should be listened to.

The key is having a positioning 
statement that is instantly understood, 

highly memorable and entices the recipient to ask 
more.

This process invariably begins with a potential 
customer asking the innocent question: ‘what do 
you do’?

On the surface it doesn’t appear to be a tricky 
question, but in truth it is one of the hardest and 
most important to get right.

Most business people, when asked who they are 
or what they do, go into great depth about their 
products or services, but often this can be heavy 
and uninspiring.

Keeping messages simple will capture the 
customer’s interest much more effectively.

At Bradley O’Mahoney, we tell prospective 
customers that we are ‘the people that will make 
your business famous’.

Over-complication is a trap that many 
companies fall into because the fear of missing 
something out is greater than the fear of 
overloading; more often than not, less is more.

Of course, there may well come a time when 
you sit down with a potential customer and 
explain, in more depth, what it is that your 
business can do to address their needs. However, 
if you don’t stand out initially, it will be your 

competitor sitting down at the table having the 
discussions, not you.

In reality, companies can create points of 
differentiation even if they are not industry 
leaders. It’s all a question of simplifying the 
message right down and positioning it in such a 
way that it stimulates conversation and demand.

The other great benefit of taking time to define 
a ‘killer’ positioning statement is that you can then 
use it to spearhead all your marketing efforts via 
web, literature, digital etc.

Over-complication of a message also often 
occurs when a company looks to motivate 
employees through mission and vision statements.

Many of these statements are formed by 
committee and invariably contain words such as 
‘solutions-driven’ and/or ‘customer-focused’ and 
they totally fail to connect with or motivate staff.

Ask yourself: if a potential or existing customer 
asked members of your staff to explain the 
company’s mission statement, how many could 
and then develop a conversation around it?

The reason why a company exists needs to 
underpin everything that it does. It also needs 
to be very simple to understand, inspiring, 
challenging and capable of being measured.

I am constantly reminded of the focus that 
Samsung brought to its people with the three 
words that summed up why it existed – ‘To Beat 
Sony’.

How simple and how clear.

PUBLIC RELATIONS 
Bradley O’Mahoney 

Daniel O’Mahoney, managing director of Bradley O’Mahoney Public Relations, reveals the best 
ways to ensure people engage with your company and its key messages

ARE YOU BEING LISTENED TO?

BRADLEY O’MAHONEY
www.bradleyomahoney.co.uk
@BradleyOMahoney

i
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There seems to be so much talk about 
the potential effects on our business of 
technology and automation, the future 
threats of Brexit, skills gaps and an 
ageing population, but what positive 

steps are we taking now to tackle these challenges 
in our own organisations and turn them into 
opportunities?

As the business environment becomes ever 
more complex and uncertain, companies must 
look to leverage more power from their people 
to react faster and enable them to compete in an 
increasingly competitive world.

If organisations are to achieve their full 
potential, it is up to their business leaders and 
managers to find the right people strategies to 
foster growth and plan for the future.

Creating a people-centered work culture, 
uncovering hidden talents within employees, 
hiring wisely and leading with clarity and vision 
all form part of an effective people development 
strategy.

Recognising the importance of putting people 
and skills at the heart of future business success 
has led The Projects Studio to organise a new event 
called People Power.

We felt that there was a real need in the region 
to address this head-on and create a more people-
centric approach. We have brought all of this 
together under one roof to give business leaders 
and managers an opportunity to understand the 
practical steps that they can take to address all 
these challenges, future-proof their business and 
ensure they are fit to compete. We want visitors to 
leave the event feeling inspired and to have a new 
and positive approach to skills development and 
the changing work environment.

The free event will give businesses the 
opportunity to meet with more than 40 of 
the region’s top skills, education and training 
providers, as well as HR and recruitment advisors. 
A series of 20 seminars and masterclasses 
throughout the day will provide training and 
advice on a wide range of business challenges 
including: change management, marketing, 
leadership, communication, presentation skills, 
recruiting talent, GDPR, customer service, 
establishing winning teams, and more.

Future Skills Vision, one of the event’s key 
sponsors, will be kicking off the day with a 
breakfast masterclass that will focus on creating a 
culture of learning to drive innovation and success.  

Holly Thompson, founder and director of 
Future Skills Vision, reveals: 

“People are at the heart of, and are the driving 
force behind, any business. This event is an 
opportunity for businesses to come together to 
showcase the vast array of skills initiatives the 
region has to offer and support mechanisms for 
businesses to access the skills and talent they 
need to grow and develop their organisations. The 
day will be a great opportunity for businesses to 
connect, collaborate and learn from each other. 

“We are proud to be supporting this event and 
to highlight a range of tips, tricks and strategies to 
harness your people power, allowing your business 
to thrive in a challenging economic environment.”

EVENTS 
The Projects Studio

Everyone’s talking about the effects of technology in business, but let’s not forget about the 
impact people can make, says Lyndsey Morrison, founder and director of Newcastle-based event 
organisers, The Projects Studio Ltd

PEOPLE POWER 

THE PROJECTS STUDIO
For more information or to book 

your free place at the People 

Power event, visit:

www.peoplepowerevents.co.uk
0191 580 4005

@P_Pevents
www.projects-studio.co.uk
lyndsey@projects-studio.co.uk

i
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TRIPLE JACKET (£399.00) SCRAMBLER SKINNY (£79.95), 
ANDERSON OVERSHIRT (£99.95), JEANS (£79.95)
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GLOBAL 
    VILLAGE

ALL CLOTHES: BARBOUR INTERNATIONAL
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TRIPLE SWEATSHIRT (£69.95), HAIRPIN SKINNY (£79.95)

PURSUIT CASUAL JACKET (£149)  
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SCRAMBLING DRESS (£89.95)

ANGLE JACKET (£179.00), T-SHIRT (£29.95), TRACK PANTS (£74.95)
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TEMPO CASUAL JACKET (£229)

HOLDALL (£119.00)
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Tell us about your journey to end up 
here at the Falcons?
I went from Canada to Australia, back 
to Canada for a little while and then 
here to the North East of England. I 

spent the bulk of my childhood in Australia and 
like so many others had aspirations to play for the 
Wallabies. As an adult, I had to decide whether to 
wait and prolong my accounting career or move 
to Canada, a country I loved and where I’d played 
under-20 rugby. I chose the latter and tried to 
model my career on Jamie Cudmore. He’d gone 
to Europe and played in a lower division team but 
tried to work his way up to having a big career as a 
Canadian second-row, which is the same position 
as me. I went that route and got to the World Cup 
then to London Scottish and up here after that.

Just how was the World Cup experience? 
It was fantastic and almost out of this world for me 
as a supporter. I hadn’t really played in too many 
big games before that as my biggest game was in 
front of a maximum of about 20,000 people. To 
go to a tournament like that where the eyes of the 
world are focused on one thing was amazing. As 

soon as we landed at Heathrow we were taken 
down a special stairway onto a fully World Cup 
logoed bus and into the Royal Terminal where the 
Queen goes through; it was the cool little things 
like that you don’t forget.

I read in another interview that some of your pals 
at London Scottish weren’t very complimentary 
about Newcastle as a city?
I love Newcastle and I knew from the minute I got 
here that this was a class place. My pals had told 
me it was very industrial, very run down and was 
basically just one big coal mine but I came with an 
open mind. One of my pals from Australia who 
was living in London came up with me the first 
weekend and we just walked around the city on a 
Friday night until after 10pm. There was madness 
going off everywhere but the city centre looked 
beautiful in the sun and the old buildings were 
really impressive. 

You have a very distinct appearance so you must 
get a lot of attention walking around town? 
Football is very much the number one sport 
here so we do fly under the radar a little but with 
our improvements recently, we are starting to 
see more and more Falcons shirts. Occasionally 
someone will come over and ask for a picture or 
an autograph and, of course, the big game at St 
James’ Park helped too. It was fantastic and had a 
real World Cup vibe to it with the crowds and the 
fireworks.

It’s been quite a rapid rise for you as just a few 
years ago you were still working as an accountant, 
is the plan just to enjoy every minute?
I’ve had two good years at Newcastle, although 
this season has been a bit up and down. I started 
off injured but it’s all come good and I’ve had a few 
good games. The plan is definitely to kick on as I’ve 
got World Cup qualification with Canada coming 
along in November. The alternative is that I return 
to accounting and be stuck at a desk all day, every 
day.

Evan Olmstead is the 27-year-old rugby union ‘lock and loose forward’ who plays for the Newcastle Falcons and 
the Canadian National team. Evan moved to Sydney, Australia, with his family when he was three years old, before 

returning to his native Canada in 2011, competing for the IRB World Junior Trophy. He made his debut for Canada’s 
senior team in 2015 and was part of the Canadian squad at the Rugby World Cup in 2015. Evan, a fully qualified 
accountant, signed for Newcastle Falcons in July 2016. Ex Newcastle United goalkeeper Steve Harper caught up 

with him towards the end of a successful season 

EVAN ALMIGHTY 

SPORT  - Steve Harper
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You talk passionately about Canada. Where does 
rugby union sit in the sporting pecking order 
there and is this changing?
Its popularity is growing but not rapidly, although 
there are guys doing some great stuff at grassroots 
level. 

In the pecking order I’d say definitely ice hockey 
is number one. Soccer is big too and probably 
number two in terms of participation numbers, 
then you have baseball, basketball and Canadian 
football. It’s a bit like Australia in that you have so 
many options to choose from! Rugby may not be 
one of the traditional games but our crowds are 
getting bigger and we sold out BC Place (a multi-
purpose stadium in Vancouver, British Columbia) 
against the Maori which is great. They’re also 
putting in some good programmes so they’re 
lifting the level and there’s now one confirmed 
professional team in Toronto for the next Major 
League rugby season with talk of another possible 
one in Vancouver.

This season has been a success for Newcastle 
Falcons with a European semi-final and a chance 
of a top four finish*...
It’s bordered on a great season and a top four finish 
would be just that. I remember watching eagerly 
when I’d signed to see if we would be relegated 
and I’d spend another year in the Championship. 
Last season we finished eighth and we were in the 
mix for the top six. Now, we are genuine top four 
contenders and reaching a European semi-final is a 
good sign. Traditionally we’ve played the younger 
English guys in those games and sometimes last 
season we got blown out by teams like the Ospreys, 
but this year we’ve done well with a lot of the same 
guys. They’re clearly a year older, a year better, 
more experienced and that younger group of guys 
are really starting to step up.

What does the future hold for you?
I’m off contract at the moment and there’s talks 
going on around the place, I’ve got a few options 
both here and overseas which I’m weighing up at 
the minute. Hopefully, I’ll know very soon. 

If you do stay, the plan must be to bring some 
silverware to the club?
Yes, I’d love to stay and to bring some silverware 
here. It’s the perfect situation for me. I love the area 
and there’s a great set-up here at the club. We’ve got 
a great bunch of guys who are working very hard 
and the coaching staff are very good as well. We 
work harder than any team I’ve ever been part of 
or seen.

Finally, you’ve been described as a bit of an 
extrovert?
Some people say I can be too loud and I might have 
been accused of talking above my place at times but 
where I grew up in Australia that’s how we are. 

I just like to talk to people and make as many 
friends as I can everywhere I go. 

  

Due to an increase in other commitments this is 
my last column for the North East Times magazine. 
Thank you very much to everyone on the team for 
letting me be part of the magazine for the last two-
and-a-half years. I wish the team continued success 
in the future.

Thank you all for reading,
Steve

STEVE HARPER
www.myoddballs.com
@steveharper37

*at time of going to press
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Deborah Busby picks out the latest books, DVDs, music and television to enjoy at home

CULTURE IN 

ALBUM
ARCTIC MONKEYS – TRANQUILI-
TY BASE HOTEL AND CASINO

Arctic Monkeys are back with their sixth studio album, their first in five years, 
with another classic set of tracks featuring their classic combination of growl-
ing indie rock guitars and Alex Turner’s unique vocals. Released just as they 
embark on a world tour, Tranquility Base Hotel and Casino is produced by 
Turner and the band’s frequent collaborator James Ford. No singles from the 
album have yet been heard, save for a few snippets released on the band’s 
website, making this an eagerly-awaited new release.  

Released May 11
www.itunes.com

BOOK
THE MAN ON THE 
MIDDLE FLOOR

This thought-provoking 
novel from Elizabeth S. 
Moore tells the same story 
from three separate points 
of view, and tackles the 
subject of disconnection 
in all its forms. The three 
characters share the 
same three-flat house 
in London, yet are total 
strangers to each other. 
Tam on the bottom floor is an ex-policeman who 
spends his days drowning his sorrows with whisky. The 
top floor belongs to Karen, a doctor and researcher 
trying to understand the rising rates of autism. And 
the man on the middle floor is Nick, a young man with 
Asperger’s who is a stickler for schedules and routines. 
The book covers a wide range of societal issues and 
makes for a very interesting read. 

Out now
www.whsmith.com

DVD 
RED SPARROW

Jennifer Lawrence stars in this tale of 
ballerina-turned-secret agent which 
proved a huge hit at the box office. 
The movie tells the story of Dominika 
Egorova, who, facing a bleak future 
after an injury ends her career in 
ballet, turns to Sparrow School, a 
secret intelligence service that trains 
young people to use their minds 
and bodies as weapons. Dominika 
emerges as the most dangerous 
Sparrow, and goes on to meet a CIA 
agent who tries to convince her he is 
the only person she can trust. 

Released May 22
www.amazon.co.uk

SERIES 
BUSTED

Hailed as a ‘Korean Cluedo for TV’, Busted is a variety about seven celebrity detectives and 
their attempts at solving mysteries. In a first of its kind for Netflix, the show promises to quickly 
become known for being unconventional, and is produced by the same company who made 
Running Man (a similar kind of variety show). Busted will be released in stages, with two 
episodes appearing each week for five weeks. 

First episodes released May 4
www.netflix.com

ARTS - Culture in
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Arts and cultural highlights from around the region this month

CULTURE OUT 

SHOW
SIR RANULPH FIENNES – LIVING DANGEROUSLY

Named by the Guinness Book of Records as the world’s greatest living 
explorer, Sir Ranulph Fiennes has spent his life in pursuit of extreme 
adventure, with record-breaking achievements including being the first 
person to reach both Poles, the first to cross the Antarctic and Arctic 
Ocean, and the first to circumnavigate the world along its polar axis. In 
Living Dangerously, Sir Ranulph offers a personal journey through his 
life, from his early years to the present day, charting his exploits from 
childhood through to his current Global Reach Challenge. 

May 22
www.sagegateshead.com

FILM
ENTEBBE

This new release tells the 
true story of Operation 
Entebbe, launched to 
release the hostages 
taken after the hijack 
of an aeroplane in June 
1976 in an attempt to 
free Palestinians jailed in 
Israel. The movie, starring 
Rosamund Pike and 
Daniel Bruhl, recounts 
how the four hijackers 
landed at Entebbe airport 
in Uganda, where they 
were supported by the 
government and personally welcomed by Idi Amin. In a 
desperate rescue mission, 100 Israeli commandos were 
flown out in secret to save the captives and stop the 
terrorists. 

Released May 11
In cinemas nationwide

THEATRE
MY DAD WROTE A PORNO

After starting life as a podcast, which has over 100 million downloads 
to date, it has now become a critically-acclaimed stage show comedy 
hailed as a ‘cultural phenomenon’. Now embarking on a national tour, 
My Dad Wrote A Porno tells the story of Jamie Morton, who finds out 
that his dad has written a dirty book and decides to read it to the 
world. Along with his best mates James Cooper and Radio 1 DJ Alice 
Levine, he reads a lost chapter from his dad’s Belinda Blinked saga. 

May 17
www.theatreroyal.co.uk

ART
LUBAINA HIMID

The exhibition, part of the Great Exhibition of the North, 
sees Turner Prize 2017 winner Lubaina Himid bring her 
work to NewcastleGateshead. It will echo an outdoor 
commission taking traditional Kanga patterns together with 
slogans to create a shared environment where visitors are 
invited to rearrange the placement of the flags inside the 
gallery. The exhibition will be supplemented by a weekly 
Sunday morning event in Baltic Square, which will invite 
communities to take part in the showcase. 

From May 11
www.baltic.art 

ARTS - Culture out
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Chloe Holmes visits newly-opened El Paso in Jesmond

BUSINESS LUNCH: 
EL PASO

BUSINESS LUNCH - El Paso

El Paso promises a dining experience 
with culinary influences from around 
the world. 

Formerly the popular Italian eatery, 
Scalinis, the bar and restaurant on 

Osborne Road has undergone a transformation, 
furnished with opulent velvet sofas, glittering 
chandeliers, an impressive bar and stylish décor. 

The restaurant has a laid-back atmosphere, and all 
of the team we met at El Paso were welcoming and 
attentive throughout our visit. 

The substantial menu includes tacos, tapas, 
tostados, burritos and fajitas, with a good selection of 
vegetarian and vegan dishes to choose from too. 

In addition, El Paso offers a brunch menu between 
10am-2pm every day featuring modern classics, 
brunch tacos and fresh juices.

While munching on tortilla chips with salsa and 
guacamole, I ordered from the express lunch menu – 
three individual tostados and a side for £7.90 - while 
my colleagues chose a selection of vibrant and tasty 
tapas dishes.

We especially enjoyed my choice of watermelon 
escabeche with radishes and pea guacamole. The 
unusual combination really worked and it provided a 
light and refreshing lunch.  

The stand-out tapas dishes included the tempura 
king prawns with apple salsa, charred pineapple 
and chilli jam, and the lamb meatballs with feta and 
almond pesto. 

With great service, a vast selection of Latin 
American inspired dishes and a delicious cocktail 
menu, I’m sure El Paso will prove a popular new haunt 
for diners day and night.

EL PASO
www.elpasojesmond.co.uk
61 Osborne Road, Jesmond, Newcastle upon Tyne, 
NE2 2AN
@ElPasoJesmond
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Watermelon escabeche with 

radishes, pea guacamole and 

Chipotle rice

Latino croquettes with black pudding 

and chorizo 

£5.20

Tempura king prawns with apple 

salsa, charred pineapple and chilli jam 

£7.50

Tortilla chips with salsa and 

guacamole 

£2.50

El Paso salad 

£4.20

Sweet potato bravas with gunpowder 

mayo 

£3.80

Latino tapas

Express lunch menu - £7.90

Lamb meatballs with feta and almond 

pesto 

£5.80
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This tasty treat by Dr. Oetker is sure to satisfy your sweet tooth

RECIPE OF THE MONTH - Dr. Oetker

Dr. Oetker
www.oetker.co.uk
@DrOetkerBaking

Chocolate drizzled 
teacakes 

Method
•  Grease a 20cmx30cm tray-bake or brownie tin and line 

with tinfoil. Mix the butter and crushed biscuits until 
evenly coated. Scrape into the tin, spread to the edges 
and gently pat down to make an even layer. Leave in the 
fridge to firm up for 30 minutes.

•  Put the sugar, liquid glucose and 3 tablespoons of water 
in a small heavy based pan. Mix to combine then set over 
a low heat to dissolve for 5-6 minutes, push any solid bits 
into the mixture with a wet pastry brush to dissolve. 

•  Combine the egg white powder by following instructions 
on the back of the pack in a large mixing bowl, and using 
an electric mixer gently whisk the egg whites and cream 
of tartar until foamy, turn up the speed and whisk until 
stiff peaks form.

•  Turn up the heat to full and start the timer for 4-5 
minutes. The sugar mixture should be bubbling 
vigorously, but it shouldn’t caramelise (if you have a sugar 
thermometer, it will be 120C).  

•  Take off the heat and allow the bubbles to die down then 
pour the mixture into one side of the bowl with the egg 
whites in a slow and steady stream while continually 
whisking. Keep whisking for 5 minutes until smooth, 
thick and glossy. Allow to cool. 

•  Melt the milk chocolate in the microwave, allow to cool 
slightly. Spread the jam over the biscuit base in an even 
layer. Fill a large disposable piping bag fitted with 1.5 
cm nozzle (or just snip the end to size). Pipe into evenly 
spaced little mounds (four rows of five or six) then drizzle 
over the chocolate. Leave to set for around an hour before 
cutting. 

Ingredients
150g butter, melted

350g malted milk biscuits, finely crushed
225g caster sugar  

70g Dr. Oetker liquid glucose 
4 Sachets Dr. Oetker egg white powder 

1 Sachet of Dr. Oetker cream of tartar  
150g Dr. Oetker milk chocolate chunks, finely chopped

175g strawberry or raspberry jam
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The continued support of all our 
commercial partners is hugely valued 
and we’re delighted to work with 
some of the most inspiring, fresh and 
innovative companies across the UK. 

We are thrilled to announce Durham’s two-year 
partnership with specialist fund management 
company Liontrust and the club is excited to start 
developing a strategic relationship that will focus 
strongly around Durham County Cricket Club’s 
work within the community, women’s cricket and 
our matchday family experience. Liontrust’s logo 
will also feature on the back of Durham’s Vitality 
Blast shirt and across all the club’s family zone 
collateral. 

The relationship with Durham’s long-term 
sponsors Emirates, Port of Tyne, Fosters and Royal 
Caribbean has continued to develop and it’s been 
pleasing to create some exceptional video content 
with Port of Tyne to launch our new RL50 kit and 
introduce the Fosters Field – a unique hospitality 
experience that allows guests to watch the match on 
the boundary with their own private bar – into every 
one of Durham Jets’ Vitality Blast fixtures. Emirates’ 
support of the club continues with the naming rights 
of the ground and sponsorship of the T20 shirt and 

Royal Caribbean will once again feature on the back 
of the Specsavers County Championship whites. 

We are also delighted to announce a new one-year 
deal with 188BET after our relationship started 
successfully last year. The 188BET half-time catching 
competition was extremely well-received during our 
T20 home fixtures and Durham supporters were 
treated to various activation concepts and exclusive 
betting deals during the season.

Northumberland-based Fentimans will join 
Durham’s official gin partner Eden Mill as our tonic 
partner, with the latter continuing to sponsor our 
Player of the Month competition. 

It’s a pleasure to announce new partnership deals 
with academy shirt and afternoon tea sponsor, the 
English Tea Shop, Advanced Vehicle Leasing (AVL), 
suit specialists Herbie Frogg, Everyone Active and 
Darlington Building Society. 

On the commercial side, 2018 is brimming 
with a record number of golf days, shoot days and 
other corporate events, plus all our boxes are now 
occupied and each Durham County Cricket Club 
player is individually sponsored. 

We look forward to welcoming all of our 
sponsors, partners and supporters over the course of 
the 2018 season. 

It’s been an exciting year commercially for Durham County Cricket Club as the club continues to grow its 
partnerships and maintain exceptional relationships with its existing sponsors, says sales director Tom Seymour

COMMERCIAL CORNER
SPORT – Durham CCC

Durham County 
Cricket Club

Photo: Simon Hildrey 
(Liontrust), Chris 

Rushworth (Durham 
CCC), and Tom Seymour 

(Durham CCC)
tom.seymour@

durhamccc.co.uk
www.durhamccc.co.uk 

@Durhamcricket
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BEOPLAY P6 PORTABLE 
SPEAKER

The new Beoplay P6, made by 
B&O Play, has been created to 
ensure 360 degree dispersion 
of its inbuilt Bang & Olufsen 
Signature Sound in any 
room. The speaker has been 
designed by award-winning 
Cecilie Manz to be safe and 
stable standing, with an 
anodised aluminium shell with 
a distinctive hole pattern to 
give it a modern yet elegant 
feel. Its splash and dust 
resistant coating makes it 
suitable for use in any room. 

Priced at £349 
www.beoplay.com

Beoplay P6 comes with integrated flex buttons milled into the aluminium 
casing, underlining the overall quality of its design and craftsmanship. 

The flexible material and the fine cuts between the buttons ensure a soft 
tactile feeling when a button is pressed down, and an effortless return to its 

original position. The interface includes a OneTouch Button to enable the 
smart features. Access Siri or Google Assistant on your phone, accept calls, 

or switch through ToneTouch presets via Beoplay App for a personalised 
music experience.

The speaker has a play time of 16 hours and is finely tuned by Bang 
& Olufsen sound engineers to deliver full bandwidth, high-quality 
sound at an impressive volume level relative to its size.
The heart of the speaker is three amplifier channels delivering 
as much as 1 x 36W Class D for woofer, 2 x 30W Class D for full 
tones for a total of 215W peak power. The brain of the system 
is an advanced Digital Signal Processing setup that uses unique 
Bang & Olufsen designed algorithms adapted for efficient power 
management to maximise use of the battery, while advanced 
protection systems make sure that no parts of the system can be 
damaged by overload no matter what the speaker is subjected to.

Deborah Busby reveals what’s new and improved with the world of 
gadgets and technology

TECH 

TECHNOLOGY
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PHOBOS HEADPHONES

The latest release from Erzetich, the small 
Slovenian company behind some of the most 
popular current headphones, the handcrafted 
Phobos headphones are a limited edition. The 
brand has built a following for its premium 
sound quality through using wooden cups – 
each slightly different and therefore unique in 
their design - and an understanding of acoustics 
to craft headphones that truly stand out. The 
Phobos headphones have a bold octagonal 
shape to create a statement and support sound 
quality with the addition of planar magnetic 
drivers in the cups. 

Priced £1,470
www.erzetich-audio.com

IPHONE 8/8 PLUS RED

A special edition of the iPhone 8 and 
iPhone 8 Plus called RED has been released 
with a red finish, in support of Global Fund 
HIV/AIDS grants, with which Apple has 
a partnership. Both phones have a glass 
enclosure, now in red, with a matching 
aluminium band and sleek black front. 
The launch is being supplemented by a 
red iPhone X RED Leather Folio, which is 
available as part of Apple’s accessories 
range. The iPhone 8 and iPhone 8 Plus 
RED will be available in 64GB and 256GB 
models. 

From £699
www.apple.com 

POWERUP 3.0 PAPER AEROPLANE 

This product brings a modern twist to the classic paper 
aeroplane by transforming it into a motorised machine, 
controllable directly from a smartphone. The aeroplane 
can be created with a standard piece of paper, but 
through adding the engine with in-built Bluetooth, it can 
be airborne for up to ten minutes. The POWERUP 3.0 has 
a crash-proof design and beginner and advanced modes 
to allow users to be as daring and ambitious with their 
flights as they wish. 

£34.69
www.amazon.co.uk 

TECHNOLOGY
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The new Mercedes-AMG GT 4-Door model, unveiled at the 2018 Geneva Motor Show, promises to deliver ‘more space, 
more power and more goose pimples’ 

PERFORMANCE MEETS DESIGN

Mercedes’ new coupé is its first 
four-door sports car and draws 
directly on the legendary SLS and 
AMG GT models. The AMG GT 
4-Door – which will go on sale in 

the UK this autumn – combines unique design, high 
comfort and outstanding sports car engineering 
with an athletic, four-door fastback layout that offers 
more space and flexibility. 

Systematic expansion of the AMG GT family with 
the 4-door Coupé opens up the sports car segment 
to those looking for a vehicle for day-to-day use, 
but unwilling to go without the unparalleled 
performance of Mercedes-AMG.

A striking silhouette with classic proportions 
put the Mercedes-AMG GT 4 Door Coupé in the 
portfolio of its two-door brother at first glance. The 
expressive design with the low bonnet, dominant 
front and muscular body language emphasises the 
sporty genes of the four-door coupé, which sets new 
standards as the youngest model in the AMG family.

Tobias Moers, CEO of Mercedes-AMG GmbH, 
says: “The new AMG GT 4-Door Coupé blends the 
impressive racetrack dynamism of our two-door 
sports car with maximum suitability for everyday 
use. It has a unique way of embodying our brand 
core, ‘Driving Performance’ and with its systematic 
configuration it will attract new customers for 
Mercedes-AMG.” 

The new AMG GT 4-Door Coupé delivers special 
driving experiences on all levels and with a top 
speed of up to 315 km/h and its driving dynamics it 

cuts an effortlessly superior figure wherever it goes. 
Powerful, up-to-date 6-cylinder in-line and V8 
engines with outputs ranging from 320 kW (435 hp) 
to 470 kW (639 hp) allow completely new driving 
experiences and combine impressive performance 
with modern efficiency. 

The interior of the first four-door AMG GT 
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MERCEDES AMG GT 4-DOOR COUPÉ
The AMG GT 4-Door will go on sale in the UK in 
September, with deliveries starting during the 
first quarter of 2019.
www.mercedes-amg.com

MOTORS  – Mercedes AMG GT 4-Door

model is described as “elegant coolness” and boasts 
the latest features including innovative control 
panels can be intuitively operated and configured 
as required. The blend of high individualisation 
and sports car technology, placing yet more focus 
on the requirements of discerning customers, is 
also clear from the wealth of equipment packages 
and individual options. The latest coupé from 
Affalterbach also lives up to the Mercedes-AMG 
brand pledge with regard to its high driving 
dynamics and sets the benchmark in its segment on 
the racetrack too.

The interior of the first four-door AMG GT 
model is described as “elegant coolness” and also 
the latest features: innovative control panels can be 
intuitively operated and configured as required. 

The new AMG GT 4-Door Coupé also offers an 
extensive portfolio of exterior equipment packages. 

The Night Package comprises high-gloss black 
trim, while, for example, the Chrome package 
emphasises the luxurious character of the car with 
trim and an insert in high-gloss chrome. Two 
Carbon-Fibre Packages offer different versions of 
carbon-fibre trim, while the optional Aerodynamics 
package gives the car an even sportier look and is a 
new feature in this segment. It includes additional 
functional features in high-gloss black, the Jet Wing 
in Silver Shadow in the front apron and the fixed 
rear aerofoil and also naturally reduces lift at higher 
speeds. With the V8 style package the six-cylinder 
model can also be equipped with design features 
from the eight-cylinder versions. 
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Newcastle International Airport is the 
international gateway for the North 
East and last year, welcomed almost 
five and a half million passengers to 
the terminal for the first time in a 

decade. 
Both business and leisure travellers from 

across the region, as well as the south of Scotland, 
Cumbria and Yorkshire, can connect to 80 direct 
destinations with 16 different airlines and many 
more worldwide through its global hub network. 

The daily Emirates flight to Dubai has operated 
for over ten years connecting the region to the rest 
of the world. Whether it’s travelling Down Under to 
destinations such as Sydney, Perth or Melbourne; 
relaxing on white sandy beaches in Bali, Thailand 
or the Maldives; or exploring the hustle and bustle 
of Hong Kong, Singapore or Bangkok, it’s never 
been easier to reach far-flung places from the 
North East. 

With six flights a day to London Heathrow with 
British Airways, customers are just over an hour’s 
flight time away from business meetings in the 
capital, West End weekends and connections to 
the rest of the world. Onward destinations with 
British Airways from London Heathrow include 
everything from the Caribbean to the Indian 
Ocean, and from the USA to China. And there’s 
plenty more choice for those looking to travel on 
to far-off, exotic places with several other global 
hub network flights from Newcastle International 
Airport.

The KLM route to Amsterdam and Air France 
to Paris, as well as flights to Brussels and Dublin, 
provide access to the likes of New Zealand, South 
America and Africa too.  

And it’s not just connecting flights. There are 
more than 80 direct flights to some of the world’s 
most fascinating destinations from Newcastle 
International Airport, including low-cost options 

With 80 direct flights and countless onward destinations to choose from, award-winning Newcastle International 
Airport is opening the world up to the region’s travellers

INTERNATIONAL GATEWAY 
FOR THE NORTH EAST 

TRAVEL - Newcastle International Airport 
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for holidaymakers looking for the perfect beach 
holiday or an action-packed city break. Whether it’s 
cobbled streets in Croatia, diving in Egypt, paella 
in Madrid, or beers in Berlin, there’s something for 
every budget and every duration with flights from 
easyJet, Jet2.com, Ryanair, TUI, Thomas Cook and 
many more. 

On top of its wide range of destinations, 
Newcastle International Airport offers an award-
winning customer experience, with friendly and 
helpful staff and top class facilities. 

In 2017, it was voted ‘Best UK Airport’ for the 
second successive year by CheapFlights.co.uk, was 
named ‘Airport of the Year’ at the North of England 
Transport Awards and was placed fifth on a list of 
happiest airports in the world by HappyOrNot. 

In 2018, the airport was named best in 
its category for customer service at Airport 
Council International’s Airport Service Quality 
(ASQ) Awards and ‘Best-Value UK Airport’ by 
Skyscanner. 

This award-winning customer experience, 
combined with excellent facilities, provides 
a great first impression to those visiting the 
region, which helps the North East attract new 
businesses and inbound tourists. In a bid to 
boost inbound tourism, Newcastle International 
Airport announced a three-year partnership with 
VisitBritain and NewcastleGateshead Initiative last 
year, to promote the region to overseas markets. 
The partnership focuses on driving more visitors 
to explore the diverse culture and heritage of 
NewcastleGateshead and the surrounding region 
and, currently, the initiative is targeting visitors 
from Germany, highlighting the direct flights from 

Berlin to Newcastle International Airport as a 
reason to travel in 2018. As part of this partnership, 
Newcastle International Airport is also working 
with local destination management organisations, 
Northumberland Tourism and Visit County 
Durham, and tourism colleagues at Sunderland 
City Council, North Tyneside Council, South 
Tyneside Council and the Tees Valley Combined 
Authority, to develop bookable itineraries 
showcasing the region’s varied tourism product.

Newcastle International Airport was also 
announced last year as the international gateway 
for the Great Exhibition of the North. Set to be 
the biggest event in England in 2018, the Great 
Exhibition of the North is a summer of amazing 
exhibits, inspired technology, vibrant street 
performances and cutting-edge culture, and tells 
the story of the North and how its innovators, 
businesses, artists and designers shaped our 
present and are inspiring our future. Newcastle 
International Airport will be working to promote 
the Exhibition to overseas tourists as part of its 
partnership with NewcastleGateshead Initiative 
and VisitBritain.  

NEWCASTLE 
INTERNATIONAL AIRPORT
www.newcastleairport.com
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The North East Property Rugby Festival returned to Northern Rugby Football Ground, McCracken Park in Gosforth, 
last month. Now in its second year, the event attracted teams from the North East, Yorkshire, the North West and the 

Midlands competing for the Four Regions Cup. It was a fantastic afternoon attended by around 450 property-related 
professionals, providing the opportunity for networking while enjoying a relaxed afternoon of rugby. All proceeds 

from the event will go to St Oswald’s Hospice 

NORTH EAST PROPERTY RUGBY 
FESTIVAL 2018 

EVENT - North East Property Rugby Festival
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RSM and Tilney Financial Planning were delighted to host an evening of wine tasting and canapés at Trinity House, 
Broad Chare, Newcastle. 

Valued guests from both firms enjoyed an informal evening of conversation, wine and canapés as they embarked on a 
voyage to explore the choppy waters of international investment markets, while sampling fine wines and discovering 

some of the many foundations of North East maritime history along the way

RSM & TILNEY WINE TASTING 
EVENING

EVENT - RSM & Tilney
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Womble Bond Dickinson hosted an event at Wylam Brewery on Thursday April 21 to celebrate the success of the 
firm’s recent combination of Bond Dickinson and US firm Womble Carlyle. The event was a US-themed celebration 
providing an opportunity to network and engage with clients and contacts from across the region. Kevin Robertson, 

head of office for Newcastle outlined their plans for the future, particularly in the North East, while discussing 
the firm’s support for local initiatives including the Great Exhibition of the North and Team Tyne Innovation’s 

participation in the 2018 Talisker Whisky Atlantic Challenge

WOMBLE BOND DICKINSON 
CELEBRATION EVENT 

EVENT - Womble Bond Dickinson 
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This edition of my column is themed 
around one of my favourite things…
food! 

Firstly, because I love eating it and 
secondly, because I get asked so many 

questions about what to eat in order to improve 
health and body fat reduction. 

Many people starting out on a lifestyle change 
journey dive straight in at the deep end when it 
comes to food. They cut out food groups completely, 
and restrict themselves heavily. This tends to work 
for a few days before it all becomes too much and the 
cravings and hunger become too strong and result in 
a binge. For many this escalates into a never-ending 
cycle of ‘being good’ and ‘falling off the wagon’. So 
how do we break this cycle? 

For me, the first step is to simply ‘clean up’ 
your diet. Nowadays we all know which foods are 
nutrient dense and which foods are on the ‘not so 
beneficial to the body’ list. Start off having more of 
the good stuff such as fresh meat, fish, fruit, veggies 
and eggs, for example, and reduce the amount of 
processed food such as chocolate and crisps and 
alcohol you consume. Don’t feel that you have to be 
a food extremist and wave goodbye to your favourite 

things; just focus on making better choices. 
Next, it’s time to take a look at portion size and 

be mindful about how food makes you feel. As a 
general rule, using your own hand as a guide works 
well. Aim to have each meal made up of a palm-
sized portion of both protein and carbohydrate, half 
a palm-sized portion of good quality fats, and top it 
up with a palm-sized portion of green veggies. 

To put that into a real-life plate of food, your 
protein source could be turkey steak, carbohydrate 
could come from sweet potato and the good quality 
fat source might be avocado. Then you can top up 
with some green beans and spinach. 

As you consume your meal, take your time with 
each fork full. Chew your food thoroughly and tune 
into how full you feel. You should aim to finish your 
meal feeling satisfied, but not stuffed. 

Simply putting more thought into your food 
choices can have a very positive effect on your body 
fat and overall health, so give it a go and in the next 
edition of my column, I’ll take you through the next 
step.

Tweet me, and let me know how you get on, or 
feel free to fire out some questions to 
@KatieBulmer1. 

Health and fitness expert, Katie Bulmer-Cooke, provides her top foodie tips when you’re looking to beat the bulge

FOOD, GLORIOUS FOOD

HEALTH & FITNESS – Katie Bulmer-Cooke

Katie Bulmer-Cooke
UK Personal Trainer of the 

Year 2012 & UK Fitness 
Professional of the Year 

2013.
Entrepreneur/Consultant/

Speaker/
Bookings: michael@usb-uk.

com
www.katiebulmer.com
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North East Times hosted 120 attendees at The Core on April 11 in association with Sunderland Software City, for 
informal networking and light refreshments. Attendees from the region’s business community were the first to receive 

a copy of the Tech Issue – with Paul Smith, global field operations manager at Hyperloop One and founder of 
Newcastle Tech Trust, on the cover. We were delighted to welcome guest speakers David Dunn, CEO of Sunderland 

Software City, and Jo York of Newcastle Tech Trust

NORTH EAST TIMES’ BREAKFAST

EVENT - North East Times
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The best thing about living and working in the 
North East is how friendly and helpful everybody 
is. We started as foreign students and are now 
conducting our business from Newcastle because 
it already feels like home. Thanks to the Start Up 
mentors and local business contacts we achieved 
no small feat, a successful launch in Fenwick 
followed by a nationwide push through John 
Lewis. Business aside, from shops assistants to 
waiters and strangers you find yourself talking 
with, everybody makes you feel like you belong, 
and like that encounter made their day [Vincent].

Newcastle is a bit like a Tardis – it’s bigger on 
the inside than it looks from the outside. It’s 
a big but condensed city, everything is within 
walking distance. We feel like the city offers the 
best balance between work and social, vibrant 
when you want to enjoy yourself and quiet when 
you feel like relaxing. We also have a 9th floor 
flat right in the city centre, so waking up in the 
morning is a true delight as we can see Newcastle 
and Gateshead basking in the morning sun 
[Lukas].

I love to spend time in Newcastle’s Ouseburn 
area because of its picturesque scenery. There 
are lots of good pubs and restaurants and I 
personally love simply wandering around all 
of them, enjoying the spring warm air. I’m also 
attracted by the fact that this uncanny area is just 
a few minutes away from the city centre – a jewel 

hidden in plain sight [Vincent].

The Grotto, located on the coast of Marsden, 
South Shields is my favourite place to eat. The 
venue is one of the few cave restaurants in Europe 
and shows once again how creative and bold 
North East entrepreneurs are. Apart from the 
astonishing design, the staff are friendly, and the 
food is great. I usually go for a walk on the beach 
after eating [Lukas].

St James’ Park is the best venue in Newcastle 
because it’s where Vincent and I met for the first 
time. We both love football and St James’ Park has 
hosted some of the best football games we’ve been 
given the chance to see. Even if you’re not inside 
the stadium, its lights during game nights can be 
seen from as far away as Gateshead. [Lukas].

The best view is overlooking Newcastle’s 
Quayside in the summer from the Free Trade 
Inn beer garden, just when the sun is setting. 
The tangerine orange goes into a cherry red 
colour over the Tyne river, giving the water an 
astonishing vibe. In the distance, you can see the 
dark figures of the bridges and the castle rising 
over the river, as well as small shadowy figures 
roaming around the place [Vincent].

No one thing ‘makes’ the North East for me. 
The region gets everything right, and that’s why I 
love it. It’s a great place for business, just as good 
in terms of social life, with mostly everything at 
walking distance. When I need a change of pace 
I can go to the beach, which is half an hour away 
with the Metro. I sometimes go to one of the small 
villages close to Newcastle that are just a bus away, 
hit a pub and relax [Vincent].

If I could change or build anything in the North 
East, it would be an alcoholic tea house. Ok, this 
is more of a personal ambition, but Newcastle 
is a quirky place. It’s filled with craft beer pubs, 
cool gin bars, experiential dining venues and 
lots of afternoon tea places. A venue dedicated 
to combining the two things British people love 
the most, tea and alcohol, seems like a worthy 
addition. [Lukas]

Lukas Passia and Vincent Efferoth moved from Cologne, Germany, three years ago to study a Masters degree at 
Newcastle University. After graduating, they joined Start Up, a business accelerator at the university to research their 
alcoholic tea business. Lukas and Vincent launched NOVELTEA in April 2017, and now stocks Fenwick, John Lewis 

and Harrods. The pair began working with the Department for International Trade last summer and attended a 
trade mission to Shanghai. NOVELTEA despatched its first consignment to China in February 

MY NORTH EAST 
INTERVIEW - Lukas Passia and Vincent Efferoth

NOVELTEA
www.noveltea-drinks.com 

@NOVELTEAdrinks
Vincent.efferoth@tea-venture.com    

Lukas.passia@tea-venture.com 
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